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METOJUYECKUN UHCTPYMEHTAPUI MAPKETUHTOBOI'O
AHAJIN3A B YIIPABJIEHUH TPOJAKAMU

AnHomauusn. B cmamve  pAcCMampueaemcs — MemooUudecKull
UHCMPYMEHMAapull  MApKemuHe08020 AHAIU3A, NPUMEHAEeMblil 6 YNpaeieHuu
npooascamu 8 yu@dposoti cpede. Axyenm coenam Ha cesa3Ke OuzHec-npodiembl,
MAMeMamuyeckoco Memooa U HNpPOSPAMMHOU apPXUMEKmMYpbl: Om BblIAGIEHUs.
CHUDICeHUs1 KOHBepCUU U HecmadbuivbHocmu cnpoca 00 8vloopa Mooenel
ceeMeHmayuy, NPOSHO3UPOBAHUS U NOOOEPIHCKU YNPABNIeHUeCKUX peueHuti. B
Kauecmee 06aA30801U Memoouxu npeonodicer koumyp, onuskuil k roeuxe CRISP-DM:
NOCMAaHo8Ka OU3Hec-3a0ayu, NOO20MOBKA OAHHLIX, MOOEIUPOBAHUEe, OYEHKA U
sneopenue. Paccmompenor RFM-ananusz, ABCIXYZ-ananusz, xoeopmuwiii ananus,
accoyuamuenvle npasuna, lead scoring, npocrozuposanue épemeHHbIX psidos, a
maxkodce poav OLAP, Bl-cucmem, «ononounvix CVYE/] u LLM-acenmos.
DKcnepumeHmanbHas 4acmv GbINOJHEHA HA YYeOHOM CUHMEemu4eckoMm Habope
OAHHLIX UHMEPHEM-MA2a3UHA U NOKA3bl8Aem, KAK COBOKYNHOe HNpUMeHeHUe
Memo008 no360saem NPUOPUMU3UPOBAMs KIUEHMO8, Mo8apbvl U AUdbl 01 pocma
aghexmusrnocmu npooasic.

Kntouesvie cnoea: Ousnec-ungpopmamuka, ynpasieHue npooadicami,
mapkemunzoswiil anaaus, RFM-ananus, lead scoring, Bl-cucmemer.

Annotation: The article discusses the methodological tools of marketing
analysis used in sales management in the digital environment. The emphasis is on

the combination of a business problem, a mathematical method and software
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architecture: from identifying a decrease in conversion and instability of demand to
the choice of segmentation models, forecasting and supporting management
decisions. As a basic methodology, a contour close to the logic of CRISP-DM is
proposed: setting a business problem, preparing data, modeling, evaluating and
implementing. RFM analysis, ABC/XYZ analysis, cohort analysis, associative rules,
lead scoring, time series forecasting, as well as the role of OLAP, Bl systems, column
DBMS, and LLM agents are considered. The experimental part is carried out on a
training synthetic dataset of an online store and shows how the combined
application of methods allows you to prioritize customers, products, and leads to
increase sales efficiency.

Key words: business informatics, sales management, marketing analysis,

RFM analysis, lead scoring, Bl systems.

BBogHast yacTh M1 HOBU3HA

VYrpasieHue npojiaxxaMu B yCJIOBUSIX LHU(PPOBU3ALUU 3aBUCUT HE TOJIBKO OT
OTbITa MEHEKepa, HO U OT CIIOCOOHOCTH OpraHU3alluy NPEeBpaIlaTh pa3HOPOAHbIE
JaHHBIE B TIpoBepsieMble ympaieHueckue rumore3bl. B CRM, TpaH3akunoHHBIX
CUCTEMaXx, BeO-aHATUTHKE, MAPKETUHIOBBIX PACCHUIKAX M TEKCTOBBIX OOpaIIEHUAX
KJIMEHTOB (PUKCHUPYIOTCS CUTHAJIbI, KOTOPbIE MOTYT OOBSICHATH NaJeHUE KOHBEPCHUH,
pPOCT OTTOKA, U3BMEHEHHUE CTPYKTYPHI CIIpOCca UM CHIKEHUE MapKUHAIBHOCTH. J{J1s
HarpaBJeHUs «Ou3HeC-MHPOpPMATHKa» OCOOCHHO BaKHA HE W30JIMPOBAHHAS
JEMOHCTPALIMS OTACIBHBIX METOJIOB, a TPOCKTUPOBAHUE AHATTUTUUECKOTO KOHTYpa:
JTAaHHBIE JTOJDKHBI ObITh COOpaHbl, HOPMAIU30BaHbl, 00PA0OTAaHbI AITOPUTMAMU U
IIPEICTABIICHBI B BUJIE PELLIEHUN ISl PyKOBOJIUTEIS POAAK.

Meroau4ecKkuil MHCTPYMEHTApUi  MApKETUHIOBOIO  AHAIM3a MOYKHO
pa3nenuTh Ha Tpu ypoBHS. [lepBblif ypoBEHb COCTaBISIOT (PyHIaMEHTaJbHBIC
anroputMbl: RFM-cermenrtanus kiauentckor 0as3el, ABC/XYZ-knaccudukanms
TOBApHOTO MOPTQENss U KOTOPTHBIM aHAM3 MOBEAEHUS KIMEHTOB BO BPEMEHHU.
Bropoii ypoBEeHb CBSiI3aH C  HHTEJUIEKTyaJIbHBIM  AHAJIW30M  JaHHBIX:

IMPOTHO3UPOBAHUEC OTTOKA U BEPOATHOCTH 3aKPBITUA CACIIKH, IONCK ACCOITMAaTUBHLIX
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MPaBUJI 1JISI KPOCC-CEIJIIMHTA M aHAJIW3 BPEMEHHBIX PSA0B Ipojiax. TpeTtuil ypoBeHb
oOpa3yeT TexHoJorudyeckass HWHQpacTpyKTypa: XpaHunuma naHHeix, OLAP-
BUTpuHbl, Bl-mambopapl, kononounsie CYBJl u uHTEIIEKTyalbHbIE areHTHI,
CIIOCOOHBIE 00padaThIBaTh TEKCTOBBIE OT3BIBBI W (OPMHUPOBATH IEPBUYHBIC
aHAJTMTUYECKUE BBIBOJIBI.

HoBuzHa paboThl COCTOUT B MPEIOKEHUN HHTETPUPOBAHHON CXEMbI BEIOOpa
METOJIa MAPKETUHTOBOT'O aHAJIN3a 110 TUITY YIpaBieHYECKON mpobaeMbl. B otnuuune
or moaxoxa, npu koropom RFM, ABC/XYZ win mporHo3 mnpoaax
paccMaTpUBaIOTCS OTAEIBHO, B CTaThe OHU OOBEAUHSIOTCS B €IUHBIN ITUKJI: OM3HEC-
CUTHAJI — JaHHbIE — aHAJUTUYECKash MOJENb — IpOorpaMMHas peaju3aius —
ynpaBieHueckoe aeictBue — MoHuTopuHr KPI. Takas normka cOOTBETCTBYET
MPaKTUYECKUM 3a7adyaM HUGPOBOM KOMIIAHUM, TMOCKOJBKY aHAJIUTHUKA MPOJaK
JIOJDKHA HE TPOCTO OMNMCHIBATh NPOILIOE, & CHUXATh HEONPEAEIICHHOCTh MpHU
IIPUHATHU PEIICHUM.

MeTtoauka uccjie10BaHUSA

Meroauka wucCclIedOBaHUSA IOCTPOEHA KAaK IMPUKIAIHOW UMK aHalIu3a
JTaHHBIX. B KauecTBe opraHn3annoHHON OCHOBBI UcTONb3yeTcs jJornka CRISP-DM,
/i€ )KM3HEHHBIN IUKII MPOEKTa BKIIOYaeT MOHUMaHUe OM3HeC-3a/1a4d, TOHWUMaHNe
JTAaHHBIX, TOJATOTOBKY JIAHHBIX, MOJICJIMPOBaHUE, OLICHKY M BHeapeHue [ 1, c. 14]. s
3a/1a4d YIIpaBJICHUS MPOJaXKaMU 3TOT UK aIallTUPYETCSI CICTYIOMMUM 00pPa30M.

Ha nepBom aTane ¢popmynupyetcst buznec-mpodiaema. Hanpumep, koMmmanust
buKcupyeT mnajeHue KOHBEPCUM W3 JUJa B MOKYNKY U POCT JOJIM TOBApOB C
HeperyJsipHbIM crnpocoM. Ha BTopom srtame GopmMupyeTcss BUTPUHA JTaHHBIX:
KJIIMEHTCKHE TPOQUIH, UCTOPUS 3aKa30B, CyMMa W YacTOTa MOKYIOK, CTaTyChl
JUJI0B, TOBAPHbIE KAaTErOPUM, OCTATKH, MAPKETUHTOBbIE KOHTAKTHI U TEKCTOBBIC
oT3bIBEI. Ha TpeTheM 3Tare paccumThIBalOTCS Tpu3Haku: recency, frequency m
monetary nnst RFM; nosnst ToBapa B BeIpyuke ¥ KO3 GUIIMEHT BapHaIliy CIipoca Jjist
ABC/XYZ; Homep KOrOpThI ¥ JUIMTEIILHOCTD yACPKaHUs KJIMCHTa; OMHApHAst METKA

YCIIEIITHOTO 3aKpbITH caenku s lead scoring.
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RFM-ananu3 npumensiercs mjis CerMEHTAlMU KJIMEHTOB IO JaBHOCTH,
YacTOTE€ U JIEHEXKHOW LEHHOCTH MOKYIOK; cBA3b RFM-moka3zareneil ¢ oueHkoi
Oyaymielt IEHHOCTH KJMeHTa Toka3aHa B wucciemoBanusx CLV [2, c. 418].
ABC/XYZ-ananu3 TO3BOJSIET COBMECTUTh BKJAJ TOBapa B BBIPYUYKY C
npeackazyeMocThio crpoca: ABC-knaccudukanuss oTpakaeT 3KOHOMHUYECKYIO
3HAYMMOCTh, a XY Z-Ki1accu(puKaIus — peryJsipHOCTh WU HECTAOMIBHOCTH ITPOIaK
[3, c. 262]. KoropTHblil aHaIM3 UCIOJIb3YeTCs s pacuera yuaepxkanus, LTV u
cootHomieauss LTV/CAC, 4Tto 1mo3BOJIIET OICHHTH OKYIAeMOCTb ITPHBIICUCHHS
KITUEHTOB.

WNuTennexkTyanbHblii  OJOK  BKJIIOYAET  acCOLMATHBHBIE  IpaBHIIA,
IPOrHO3UPOBAHKUE U KJIACCU(UKALMOHHBIE MOJEINU. AHAIU3 PHIHOYHOW KOP3HHbI
OCHOBaH Ha TIOMCKE TMpaBWI BHJa «eciau ToBap A, To ToBap B» c omenkoi
noanepxku, mgoBepuss u lift; wmaccumueckas TOCTaHOBKAa 3a7ayMl  TOWCKA
acCOIMAaTUBHBIX  TpaBuil  Obula  TOpeaioXkeHa Il KPYHOHBIX — 0a3
Tpan3akuuii [4, c¢. 208]. st mporHo3upoBaHus NMPOAAX HUCIOJIb3YIOTCI MOJACIHU
BPEMEHHBIX PSAAOB, KOTOPbIE JOKHBI YUUTHIBATh TPEHM, CE30HHOCTb M OLIMOKY
nporno3a [6]. Lead scoring pemaer 3amady paHKUPOBaHHS TOTCHIIMATbHBIX
KJIMEHTOB I10 BEPOSTHOCTU MOKYIIKH; COBPEMEHHBIE 0030PbI BBIIEISAIOT EPEX0]] OT
DKCIIEPTHBIX TMPABWJI K MPEIUKTUBHBIM MOJEISIM M aJrOpUTMaM MAIIMHHOTO
oOyuenus [ 35, c. 72].

TexHomornyecku MperIoKEHHBIH KOHTYP MOMKET OBbITh peaiu30BaH yepes
COOBITHIHBIN cOOp ganHbiX, ETL/ELT-mporecchl, XpaHWIuIie WIM BUTPUHY
npogax, Bl-cucreMy u crmoil  aBromaTudeckoil — mHTepnperauudu.  Jus
AHAJIMTUYECKUX 3alpOCOB MO OOJBIIMM MacCHMBaM TpaH3aKUUN MPUMEHUMBbI
KOJIOHOYHBIE CYBA:
B ClickHouse 3nadenusi cTOMOIOB XPaHATCS MOCICAOBATEIBHO, YTO IMOBBIIIACT
3¢ (GEeKTUBHOCTh (PUIBTpPAIMM W arpeTUPOBaHUS B THUIIOBBIX AHATUTHYECKHUX
cueHapusix. LLM-arenTsl B Takoil apXMTEKType HE 3aMEHSIOT CTaTUCTHYECKYIO

MPOBEPKY, HO MOTYT Kiaccu(umupoBaTth OOpalieHusl KIMEHTOB, CYMMHPOBATh
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MPUYUHBl OTKA30B WM TOTOBUTH UYEPHOBUK OOBICHEHWS IS MEHEIKEpa II0
IpOAaKaM.
JKCNEePUMEHTAJIBLHAA YACTh

DKcrepuMeHTalIbHAS YacTh BHITIOJHEHA HA Y4€OHOM CHHTETHYECKOM Habope
JIAaHHBIX, UMUTHpYIoeM padoTy B2C-untepHeT-marazuna 3a 12 mecsueB. HaGop
BKJItOUaeT 8 742 tpanzakuuu, 1 486 kiaueHToB, 132 ToBapHbie no3uiuu, 6 200 11108
u 780 TekcTtoBbIX oOpaiieHuil. Llenb 3KkcnepuMeHTa — NPOBEPUTH, KAKUE METOMbI
1eJ1eco00pa3HO MPUMEHSTh NIPU MaJeHUM KOHBEPCUH U3 JiWaa B 3aka3 ¢ 7,8% 10
6,1% u npu pocte HECTAOMIBHOCTU CHPOCA MO OTIAEIbHBIM TOBAapHBIM TpyIIaM.
[TockonbKy AaTaceT y4uyeOHbBINH, pe3yabTaThl TPAKTYIOTCS HE KaK JOKa3aTeIbCTBO
OTpacieBO 3aKOHOMEPHOCTH, a KaK JIEMOHCTPAIUsI METOAUKHU ISl MAaruCTEPCKOTO
UCCIICTOBAHMSI.

Cnauana ObuTa IOCTpOEHA BUTPHUHA Mpojiax ¢ kirodyamu client id, order id,
sku id, order date, revenue, lead source, lead status u campaign id. JIns RFM
UCTIONB30BAJINCh KBaHTUIBHBIE mKamel oT 1 mo 5. [Jua ABC ToBapsl
PAHXKUPOBAIUCh MO HAKOIUICHHOW J0J€ BBIpY4YkH, miisi XYZ pacCUYUTHIBAICS
KO3 GUIMEHT Bapualuu MecsaHoro cmpoca. s lead scoring mpumeHsuHCH
JIOTUCTUYECKAs PErpeccus U IEPEBO pPEIIeHUIT; 1ieJieBas IepeMeHHasi paBHsIACh 1,
€CIM JUJ 3aBepiunics 3akazoMm B TedeHue 30 gHeit. [{ns BpeMEHHBIX PSIOB
TECTUPOBAINCH CE30HHAsI HAWBHAS MOJENb M HKCIIOHEHIIMAIBLHOE CTIIa)KHBaHHE.
AccolmaTiBHBIC TIPaBUIIa OTOMPATIKCH 110 Toporam Support > 2%, confidence > 35%
u lift>1,2.

Tabnuua 1.
Pe3yabTarhl y4e0HOI0 IKCIIEPUMEHTA M0 MPUMEHEHHI0 METO/I0B

MapKETUHIOBOI'0 aHAJ/JIN3a

Kpurepnii IHony4yeHHbIN YnpasJiieHueckoe
Merton
00paldoOTKHU IaHHBIX pe3yJabTar NpUMeHeHHe

RFM u Ksantumu R, F, M; 17,6% KIHeHTOB

[lepconanbuble o depbl

KOTOPTHBIN yAEpKaHUE 10 chopmupoanu 52,4%

JUISL IICHHBIX KJIMEHTOB U

aHaJIN3 mecsiiam; LTV/CAC | BeIpydKH; yaepKaHue
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K 3-My MecsIy peaKTUBALIUS «CIISIIHAX)

cHHU3UI0Ch ¢ 39% 1o CEIrMCHTOB
24%
16,7% SKU kmaccos
Hons SKU B [TpuopuTeT 3aKymnoK,
AX/BX manu 60,8%
ABC/XYZ- BBIPYYKE U KOHTPOJIb OCTaTKOB U
BBIpYYKH; rpynmna AZ
aHajau3 koddurment KOPPEKTUPOBKA
MOKa3aJia BBICOKUI
Bapualuu crpoca MIPOMOAKIINI
pUCK AeduImTa
] BrisiBnieHbl Hacrpoiika kpocc-
Support, confidence,
AccounaTtuBHbIE . YCTOWYMBBIE MAPbI CEJJTUHTA U
lift mo kop3uHam
paBwIIa JIOTIOJTHSTFOIIIAX pEeKOMEHIaInii B
3aKa30B _
tosapos c lift 1,3-1,8 KapTO4YKe TOBapa
ROC-AUC nyureit
ITpuoputnzamnus
Jloructuyeckas moxenun — 0,78;

; 3BOHKOB MCHCI’KCPOB U
Lead scoring perpeccust u iepeBo | BepxHue 20% Jm10B
aBTOMaTHU3al s
peleHuit o auaaM conepxanu 48%
MapIIpyTU3ALUH JTUI0B
OyayIIuX KOHBEpCUI

OKCIIOHEHIIUAJILHOE
[InanupoBaHue 3amacos
[Tporuos Henenvurie CTJIa)KUBaHUE JajI0
U KaJeHaaps
BPEMEHHBIX MIPOJIaXKH, MAPE 11,9% npotus
MapKETHHTOBBIX
psAIOB ce3oHHOCTh, MAPE 16,4% y 6a30Boii .
KaMIaHuH
MOJIENH

Nurtepniperaniisi  pe3yiabTaTOB  IMOKAa3bIBAET, UYTO  METOAbl  JAIOT
MakCUMaNbHBIA 3(h(GEKT HEe MO0 OTACIbHOCTH, a TMpH MOCIEA0BATEILHOM
ucnons3oBanud. RFM u koropTel oTBewaloT Ha BOMPOC «C KeM padboTaThy,
ABC/XYZ — «xakoit ToBapHbIi moptdesb moaaep:kuBathy, lead scoring — «kakue
auael 00pabarhiBaTh B TMEPBYIO OUYEpEb», ACCOIMATHUBHBIC IpaBUJIa — «UYTO
PEKOMEHIOBATh BMECTE, a MPOTHO3 BPEMEHHBIX PSI0B — «KOTJa U B KAKOM 00beMe
TOTOBUTH TMpoAaxu». Ha ypoBHe mHporpaMMHON peanv3alid 3TU Pe3yJIbTaTbl
JOJDKHBL Tomnanath B Bl-mambopa pykoBomutens mpojak: CErMEHT KIIMEHTA,
MPUOPUTET JIUJIA, PUCK TOBAPHOTO Je(hUIIUTA U TIPOTHO3 BHIPYUKU OTOOPAKAIOTCS

KaK €IHas IIaHCJIb YIIPaBJICHM.
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[IpakTiueckuit  3P¢exkT BbIpaKkaeTcs B  TOBBIIICHUH  aJPECHOCTH
yOpaBJIeHUYEeCKUX pemieHuil. Hanpumep, MeHemKephl NOMy4aroT CHUCOK JIUJIOB C
BBICOKOM BEPOSITHOCTBIO TOKYIKH, MAapKETOJIOI — CErMEHTHI JUIsl IEPCOHAIBHBIX
pPAacChUIOK, KaT€rOPUMHBIA MEHEIKEp — MATpPULy NPHOPUTETOB IO TOBAPHBIM
rpynmnaM, a pyKOBOJUTENb MPOJAX — MPOTrHO3 BbINOJHEHMs miaHa. LLM-arent
MOKET HCIIOIb30BaThCA KaK CEPBUC BTOPOTO YPOBHS: OH aHAIM3UPYET TEKCTOBBIE
OT3BIBBI, BBIJEISIET TUIIOBBIE TPUYMHBI OTKA30B, COMOCTABISET UX C TaHHBIMU 10
cerMeHTaM U (opMHUpYeT MOSICHEHHE K aHoMaiusM Ha pnamobopae. Ilpu srom
OKOHYATEJbHbIE PEIICHUS JODKHBI TPUHUMATBCS TIOCIE TPOBEPKU METPUK
KayecTBa MOJEJIel U 3KOHOMUYECKOT0 AP peKTa.

BuiBOABI

B crarpe moka3aHo, 4TO METOAMYECKUN UHCTPYMEHTAPUN MAPKETUHIOBOTO
aHaJlu3a B YNPaBICHUM TMpOJaXaMH IeJIeCO00pa3HO paccMaTpuBaTh Kak
WHTETPUPOBAHHYIO CUCTEMY, & HE Kak HaOOp HE3aBUCUMBIX mpueMoB. [[ns 3amau
NEPBOTr0 Kypca MarucrpaTypbl 1Mo OW3HEC-MHPOpPMATHUKE KIHOYEBBIM SBISETCS
YMEHHE CBs3aThb OW3HEC-pOOJIEMy C JaHHBIMHU, AJTOPUTMOM, ApPXUTEKTYpOun
pelieHus 1 nokasarensiMu 3 PeKTUBHOCTH.

dyugamenransasie MeToabl — RFM, ABC/XYZ u xoropTHbIi aHaau3 —
00ecreurnBaOT HHTEPIPETUPYEMYIO OCHOBY JIJIsl IEPBUYHOMN TUArHOCTUKU TPOJAK.
WuTemiekTyaibHble  METOABI — accolMaTuBHBIC TmpaBwia, lead scoring wu
IIPOTHO3UPOBAHUE BPEMEHHBIX PSOB — IMO3BOJSIOT NMEPEUTH OT OMMCATEIBHON
AHAJIMTUKH K IPEAUKTUBHON U pEKOMEHAATENBHOM. TEXHOIOTUUECKUI CII0 B BUIE
xpanwiuma gaHHeix, OLAP/BlI m LLM-arentoB o0OecrneunBaeT peryssipHoe
IpUMEHEHHE MoJieNiel B OM3Hec-Tpoleccax.

VY4eOHbIN SKCIEPUMEHT MOATBEPAMII MPUKIATHYIO JOTUKY MPEAI0KEHHOTO
IOJIXO/1Aa: Pa3HbIE METO/bI OTBEYAIOT HA PAa3HbIE YIPABICHUYECKHE BOIIPOCHI, HO HX
oObeMHEHUE B €IMHOM KOHType JaerT O0oJsiee MOJHYH KAapTUHY MPOJAK.
OrpaHvueHue UCCIEOBAaHUs CBA3aHO C UCIOJIb30BAHUEM CHHTETHYECKOTO
naTacera; JNajbHeliee pa3BuTUE pabOThl MOXKET ObITh HANpPaBICHO Ha MPOBEPKY

MCTOAMKHN HA HAaHHBIX KOHKpCTHOﬁ KOMIIaHHUH, paCud€T 3KOHOMHUYCCKOI'O 3(1)(b€KTa
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A/B-tectupoBanuss u mocrpoenue MLOps-miporiecca s peryJisipHOTO

nepeoOydeHHsI MOIeIICH.
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