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TpeHp, Ha nepeBoj 3HAYUTEIbHOTO YMCIA BUAOB KOMMEPYECKON AeATEeNbHOCTU B OHMAH MPOCTPAHCTBO MPOUCXOAUT B YCIOBUAX KOHKYPEHTHOMN CPefbl.
lpyn 3TOM CTOUT 3afa4a ONTUMMU3ALNN IKOHOMUYECKUX NOKA3aTeNeil C NPUMEHEHUEM COBPEMEHHbIX METOAO0B LM(POBOIt IKOHOMUKM. B AaHHoit paboTe npea-
JIOXKEHO KPOCC-CUCTEMHOE MOAENMPOBAHNE MHHOBALIMOHHOTO MHCTPYMEHTA NNaHMpoBaHUA O13HeCa, Kak BOPOHKA NPOAAK Uan 6onee NpUHATOrO B NUTepaType
Ha3BaHus sales funnel. UmeHHo undpoBu3aLms No3BoNAET OCYLECTBUT NNAHUPOBAHME EATENLHOCTM HA OCHOBE ONEpEXaloLnX NoKasareneil. 370 0CHOBaHO
Ha B3aMMOAECTBUN B peabHOM BPEMEHU CO CPEACTBAMU UHTEPHET CTaTUCTUKK, OTCNEKMBAHUN AUHAMUKM UHGOPMALMM O NPeANOYTEHUAX noTpebuTeneii u
WX HAaMEepEeHUAX W yyeTe NPOBEAEHHbIX CAENOK Ha BCex 3Tanax Gu3Hec npouecca. MNpu pa3paboTke MaTeMaTMYecKoi MOAENN MCNOb30BaHbl METOLLI TEOPUH
MaccoBoro o6cnyxuBaHus, AuddepeHUManbHbIX ypaBHEHUM, NOTUCTUYECKUX O0TOOPaXeHNI C NPUBA3KON K TaKUM MHAMKATOPaM KaK KiloyeBble noKasarenu
addektusHoctn (KPI), meTpuku nntepHet-mapketutra (CTR), kKoHBepcus uHTepHeT cTpaHuubl npunoxerns (CR) u gpyrum BaxHbIM ANA OHNAH B3aUMOAei-
CTBMSA OLeHKaM. B pe3ynbtate npeacTaBieH LUdpoBOii ABOIHNK, OTPAXKAIOLWMIA NPOLECC U ero TpaHchOpMaLMio B COOTBETCTBYIOWMI LLMGPOBOI UHCTPYMEHT,
Ha3biBaeMblil BOPOHKOM KoHBepcuu (conversion funnel), onepupyowuii cBefeHNAMU 0 B3aUMOAENCTBUN C MHTEPHET ayauTopueii. [poBeaeHo MofenpoBaHmue
AMHAMUKM KOMMepYeCcKoro npouecca ¢ npumeHeHnem IBM.

The trend to transform great number of different types of commercial activities to the Internet platform takes place in a competitive environment.
Moreover there is a task to optimize economic indicators using modern methods of digital economy. The cross-system modeling of one the most important
business tools — sales funnel — is proposed in the article. The digitalization makes it possible to plan some activities based on leading indicators. This
operation is based on a real-time interaction with the Internet statistics tools, monitoring dynamics of information about consumers’ preferences and their
intentions and accounting of the transactions at all stages of the business process. Different methods in developing the mathematical model were used.
There are some of these methods: queuing theory, differential equation, a logical representation with reference to the rates such as KPI, CPR, CR and etc.
As a result there is presented a digital counterpart that reflects the process and its transformation into conversion funnel. The computerized modeling of

dynamics of a commercial process was carried out.

KnioueBble cnoBa: matematruyeckoe MoAenunpoBaHue, Ll,VI(thOBOE B3aumopencraue, n0Tpe6|/|Tenv|, PbIHOK.

Keywords: mathematical modeling, digital interaction, consumers, market.

epexo/l Ha MCII0JIb30BAHUE AHHBIX B IIM(POBOI

dbopMme, 03HAYAET BO3ZMOKHOCTD OCYIIECTBIIE-

HUST BCETO KOMILIEKcA OU3HEC B3aMMOEHCTBYS
MCHOJIb3YS OHJANH TIPOCTPAHCTBO. [l KOMMepPIIHH
KJII04eBbIMU (DAKTOPAMH SIBJISIETCSI BO3MOXKHOCTD J10-
HecTH MHGOPMAINIO [0 MOTEHIMATBHBIX 0TpebuTe el
U TIPOBEJIEHHE BCEX ITAIIBI CIETIOK C MAKCHMAJIBHOM ad-
exTrBHOCTHIO. B TUTEpaType mospo6HO OTHcaH MIHPOKO
pacmpocTpaHeHHbIH METOI MOHUTOPHIHTA OU3HEC POTTEC-
cOB, Kak BopoHKa mpogax [ 1]. Takske ormegaetcs [2], uto
YXO/I 3HAYUTETbHON YaCTH 9KOHOMUYECKUX [TPOIIECCOB B
OHJIAIH NPUBOAUT K TpaHCHOPMAIIMU JAHHOTO METO/a
B HOBOE Ka4yeCTBO M3MepsieMoe KOHBepcHeil niu nHave
conversion funnel. TIpur 5TOM TTEPEUUCIAIOTCS OCHOBHbIE
ATAIbl HA KOTOPBIE PA3ZIENSIETCST KOMMEPUYECKHI POoIece
COTJIACHO TAKOMY METO[IY U UX ITPUMEPHOe B3AaUMHOE CO-
orBerctBUe. Ho /U151 MpakTHYeCcKuX 1esteil TaKO! MOAXO0/

03HAYAET TOJIBKO PABOTY € 3aMasIbIBAOIIIUMK 9KOHOMUYE-
CKUMU TIOKazaressiMu. TpaguinonHbiii Metof [ 3] paboTst
€ BOPOHKOM IPOJIaZK 3aKJII0YAETCS B OI[EHKE COOTHOTIIECHUS
YKCITa TOTEHITMATBHBIX MoTpebuTeseil 10 u mocie co-
OTBETCTBYIOIIETO 3Tana Bcell Iel0YKU KOMMEPUECKOoro
B3anMojelicTBust. [Ipu aTOM ypoBeHb KauecTBa paboThI
Kaxka0i cirysk0Obl Koppeauposad ¢ KPI noapaszpenenus.
ITpu uccsenosarun conversion funnel oreHnBaercs cre-
reHb KoHBepcun (conversion rate). IIpuHIIUIIMATBHBIM
OTJINYHMEM THUX JIBYX CIIOCOOOB MOHUTOPHHTA SIBJISIETCS
BO3MOJKHOCTH MOJyYeHUs conversion rate B pekuMe
pPEaNbHOTO BPEMEHH, a TaKKe HECPAaBHEHHO OOJIbINUN
o6beM MHMOPMAIMK O TIOTEHIIUATBLHBIX TTOTPEOUTENAX
TOBApOB WJIH YCJAYT. ITO U T€OJIOKAINS, TeH/IePHbIE, BO3-
pacTHble XapaKTepUCTUKU, UCTOPUS MOKYTIOK U TIPEIIo-
4TeHUil, ypOoBeHb (DMHAHCOBBIX BO3MOKHOCTEN. UTOOBI
MPEBPATUTH BOPOHKY TIPOJIAK B PEATbHO PabOTAIONHIA
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MHCTPYMEHT IJITAHWPOBAHMS W MPOTHO3a HEOOXOIUMO
(popmanuzoBaHHOE MaTeMaTHYECKOE ONMHCAHUE TIPOUC-
XOZAMIMX IIPOLECCOB, a TAKXKe IIPUBA3KA K OCHOBHLIM I1a-
pameTpaM UHTEPHET-CTATUCTUKU. DTO ACT MEHEKepaM
Cepbe3HbIe MPEUMYIIECTBA B KOHKYPEHTHOH 60pbbe 3a
CYeT TOAJIEPAKKU yTIPABJIECHUECKUX PEellIeHU OCHOBAaHHBIX
Ha oIepekaronuX IoKa3aTessaX IIIaHUPOBaAHUSL.

MNocTaHoBKa npo6sembl

[TporHO3HbIE OLIEHKH KOMMEPYECKOH IesITe/IbHOCTH,
MIPUHSITHE ONTUMATbHBIX PEIICHUH IOKHbI ObITh HAYIHO
obocHoBaHbI. ITpoitecc B3anMOAeiCTBHS ¢ TOTPeOUTEb-
CKUM ITyJIOM BKJTIOUAET MHOKECTBO OGU3HeC-9TamnoB. JJst
1eJiel II0MCKa OITUMAJIbHBIX PellleHH He0OX0AUMO IIPO-
BeJleHNE MaTEMAaTUYECKOTO MOIETUPOBAHUS TUHAMIKN
MTPOIIECCOB TTPOXO/ISIIIINX YePe3 BCE HTAITBI B KOMMEPUECKOH
ciayx6e. HecMOTpsI Ha TO, YTO TEXHOJIOTUS PeaTU3aliu
TOBAPOB U YCJIYT 32 ITPOIIE/IIIIee IeCATUIETHE U3MEHNIIACH
Gylaroziapst pocTy OHJIAIH cerMeHTa, OCHOBHBIE (DOpMa-
JIU3MBI MOTYT NMPUMEHSITHCS KaK /IJIsT BODOHKU MPOIAK
(sales funnel), Tak u 1151 BOpoHKH KOHBepcuu (conversion
funnel). O6imuM TakKke SBJsIeTCs TOT (haKT, YTO MOJIYIeH-
HbIE OIeHKHM BAyKHBI JIJIsI OPTaHU3AIMNA KOMMEPIUH, T10-
CKOJIbKY OHU PETIPE3eHTaTUBHBI HE CTOJIbKO OTHOCUTEHHO
MOTPeOUTENBCKOTO TYJIa, CKOJBKO OTPAsKAlT YPOBEHD
TEXHOJIOTU TTPOJIAK UJIM KAueCTBO OPTaHU3AI[UU UHTEP-
HET MTOPTAJIOB B3aMMOAENCTBUS C KJINEHTAMI.

tbopman usayua maTreMaTtuyecKoro onmcaHuAa

Jl1s1 TToCTpOeHMsT MaTeMaTHUECKON MOJIEN oTpejie-
JuM TIoHsTHe ock 9tanos X. Ha Heil GyaeM oTKIaabiBaTh
CTa/INM TIPoTlecca B3aMMOJIeCTBYS, HaripuMep [4 ] coruac-
Ho onpeesieHnio sales funnel Bce crynenn oT nHUIMATIAN
KOHTAKTa ¢ oTeHIHa bHbIM norpeduresem (cold call) no
MTOCTYTIJIEHNST CPEJICTB 32 COBEPIIEHHYIO clenky. [lanee
BBEZIEM OPAWHATY ¢ JIJI1 U3MEPEHUS KOJTMYeCTBEHHBIX
ToKasaTesieil KOMMepUYecKol /esiTeIbHOCTH TaKNX, KakK
odepThl, 3alIPOCHI, OTPEOUTENIH, YNCIIO 3aKIIOYEHHBIX
JIOTOBOPOB U T. /. /IuHaAMMKa Tmpoiiecca OleHNBaeTCsT
nokasateneM W, oTpakalonuiuM MOTEPU KOJUIECTBA
[OTeHLIUAIbHBIX HoTpebureneii Q (x, ) Ha Tex sTamax
KOMMEPUECKOIT IeITeJIbHOCT KOTOPble MOHUTOPUT sales
funnel. Yucnennoe suauenue Q (x, t) COOTBETCTBYET
WHTEHCUBHOCTHY 3aIIPOCA HAXO/ISIIUXCST HA ATaIle X TIOTEH-
[UAJIBHBIX TIOTPeOuTE el Ha TOBAP MJIU YCJIYTY B MOMEHT
BpeMeHH . Jlasee paccMOTpUM BUPTYaJIbHOE TIepeMerie-
Hue MoTpeduTe s 1o ock X 0T Tama X JI0 CJIeYIONETO X,
KOTOpPO€E HAUMHAETCS B MOMEHT BpeMeHH ¢. B aToM cirydae
COOTHOIIEHUE TTePEMEHHBIX MOKHO OTTUCATD CIEAYIOMNM

Bpra}KeHI/IeM:
Q (xy,1)—Q (29, 1)
W=— .
XQ —X1
TaK KaK HaC I/IHTepeCyeT ANHaMUKa Hpouecca BO Bpe-
MEHU, TO HpelleJIbeIe 3Ha4YEeHUuAa W 6yﬂyT BbBIYUCJIATBHCA
KaK 9YaCTHaAa HpOI/ISBO,ZIHaEI:

lim Wz—ﬂ

X)X ox

X=X

ITO 03HAYAET, YTO CTelleHb noTepb W ecTh mepeMeH-
Has BeJIMUYMHA 110 Mepe TepeMelleHus mpolecca BIO0JIb

ocu aTanoB X. [IepBbIii BBIBO 113 9TOTO O3HAYAET: CTETICHD
Cy;KE€HUSI BOPOHKHU TIPOJIAK 3aBUCUT OT BeawmunHbl W 1
€T0 MO’KHO c(hOPMYJIMPOBATh KaK HAliZIeHHOE OTHOIIEHNE
qucia

_0Q
ox

xX=x,

MMOTEHIIMaJIbHBIX HOTpe6I/ITeJI€‘I>'I 3a BpeMsA At Ha BXO/1€e
gTalla Xy K uX 4ACJIy

_0Q
ox

Ha BBIXOJIe M3 dTana X,. OTcio[a BbIYUCIAETCA yPOBEHD
HOTEPh OTEHITUATIbHBIX TOTPEOUTEIEH TIPH TIEPEMETIIEHUT
KOMMEPYECKOTO MPOTIecca OT X /10 X, B TeYeHUE BPEMEHU

At io hopmye:
A t)
X=Xy .

Temnepb MOXHO CBSI3aTh MaTeMaTUYECKYIO MOJIENH C
nokazatessimu KPI. [[ns1 aToro onpesiestnm ero Bimsinve
Kak g (), ypOBEeHb CepBHUCA, OTPAKAOIINIA 3(h(HeKTUBHOCTD
paboThl KOMMEPYECKOH cryskKObl Ha aTare X. Takum o6pa-
30M, YUHUTBIBaeM TPOheCCUOHATHHBIE KAueCTBA MEHEIKe-
poB npenmpusitus. OyHkims g (X) — 9T0 HHTETPATHHBIN
nokasaresb ahdEeKTUBHOCTH Oopranu3anuu [5] BHyTpH
COOTBETCTBYIOIIETO TIO/IPa3/IeIcHNs], Yepe3 KOTopoe Ha
JIAHHOM Iare IPOMCXOAUT PaboTa ¢ KineHToM. YeM Bbiiie
g (x), TeM Jryuiiie opraHu3oBaHa paboTa JAHHOTO yYaCTKA.
CoOTBETCTBEHHO TIOKA3aTeJb YPOBHSI KOHBEPCUH MOKET
PACCUMUTHIBATHCS B TAKOM CJIydae 1mo hopmy.Jie:

g A (Q(x, ) — Q) =g (1) Ax AQ.

X=Xy

(W ()W (1)) At=— %

oQ
x=x1At ( ox

OpHaKo MOJydeHHOE BhIpasKeHe HeOOXOIUMO JI0-
MOJTHUTH C YyYETOM BJIHSHUS KOHKYPEHTHOU BHEITHENH
PBIHOYHOM cpefibl. ITOT (haKTOP OTPAsKAETCS B TOM, UTO
YaCTb OTEHIIUATbHBIX TTIOTPeOUTEIENH MOKET YUTH K KOH-
KypeHTaM B Pe3yJIbTaTe UX arPeCCUBHON OJUTUKU. TakKe
MOJKET BJIUSITD, [IePeMeHa 3aKOHOIATEIbCTBRA, TIOSIBJIEHIE
WJIY OTKPBITUE BHEITHETO PhIHKA. AKTYaJTbHBIM CETOJHS
TaKKe SBJISIETCST HAJTUYIe PUCKOB B3AUMHBIX 9KOHOMUYE-
CKUX CAHKIINIA, UHDIIIIMOHHbIE pucKu. [l yueTa Takoro
He6MIATONPUSATHOTO BO3CHCTBUSA Ha 3HAYEHUE TTOTEPh
W, onpenesniim mokazatenb D (x, t) Kak GyHKIUIO IBYX
apryMEeHTOB — BPEMEHU ¢ M TeKyIero YPOBHsI B3aNMO-
neiictBust x. JloGaBUB €T0 K TTOJyYeHHBIM BbIPAsKEHUSM,
MOJKHO 3amucarh o0liee ypaBHEHNE JUHAMUKHN TPOIBY-
skenus mo sales funnel:

_Q ,(, 00 ’ )= B
ox x:xlAt ox x:xQAt g(x) AxAQ-

—g@) 'D@)AxAL.

Ecin Ha kaxzom aTare ¢ HOMEPOM N TeXHUYECKUE
CPEJICTBA, TPOrPaMMHOE 00ecIiedeH e OJHOTUITHBI JIJIsT
KasK/[OTO U3 KAHAJIOB B3AaMMOJICHCTBIS C TIOTPeOUTEIEM, TO
B TIpefiesiaX HaXOoK/IeHsT Ha 9TaTle 72 BBIITOJIHSIETCS YCII0-
Bue g (x)=g,. B Takom ciydae mpeo6pasoBas ypaBHeHIe
JMTUHAMWKH K BULY:

_0Q *G@
ox x=x1At ox

Y=x At) =g, ' Ax(AQ-D (x, t)At)
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W, UCTOJBb3ys TeopeMy JlarpaHka, MOJTyuYuM OKOHYA-
TeJIbHOE BhIpakeHue JuHaMu4ecKoi Mozeu sales funnel
B BU/IE:

Q

Q
En o2

+D(x, t)f
Yyet nokasareneit KPI u koHKypeHTHOM cpepbl

J171s1 hOpMaIN30BAaHHOTO MATEMATUYECKOTO OITUCAHUST
HEOOXOAMMO YU€eCThb BIUSHUE YPOBHS KOMIIETEHIUIT Me-
HEJIKMEHTA WU CUCTEM UCKYCCTBEHHOTO MHTEJJIEKTA Ha
aTarax B3auMojieiicTBus. Kpome Toro B pacuere MoJ/KeH
MPUCYTCTBOBATH (PAKTOP OTPUIATEILHOTO BO3/ICHCTBUS
KOHKYpeHTOB. /71 pemeHust aToll 3a/iaun MPUMEHUM
TEOPHIO MACCOBOTO 00Ty KIBaHYsL. [IPOM3BOIUTENLHOCTD
[IpY IPOXOKAEHUU n-To dTamna sales funnel obo3Haunm
Kak i, Bxopsaiuil Ha JaHHBIN 3Tl TOTOK 3aIIPOCOB Xa-
PaKTepUsyeTcs IJIOTHOCTbIO BepoaTHOCTU A,,. Onpenenm
3HAYEHWEM M YHCJI0 JOCTYIIHBIX KaHAJOB 00paboTKU
3aIrpocoB. ATo OO YNCIIO MEHEIKEPOB Ha TeX HTallax,
KOTOpbIE TPEOYIOT IIPSIMOrO KOHTAKTa MJIM IIPOM3BOIM-
TEJBHOCTH IPOIPAMMHBIX CPEACTB 06PaGOTKHU VIS CUCTEM
OHJIAlH-B3anMoeicTBYs. Tak Kak Jitoboe B3auMOoIeicT-
BHe UMeeT OrpaHHuYeHne, TO 0003HAYMM BEJUYUHOI §
MIPUEMJIEMOE YUCJIO 3aITPOCOB TTPU OxkuaHun. COrIacHO
[6] openeienme BemmunHbL g (X) Kak TIOKa3aTessi KOHBep-
cuu [7] IpOBOAMTCS U3 CIEMYIONIETO BHIPAKEHIS:

P L . P (1—(/1n/(mun))“') B
g:
n §,,mts, m+1 m_/ln/ﬂn

m*u ml [ F=o klpy  mlu

(DopMaJII/IBOBaHHOG OTIMCaHVe BJIUSHUS KOHKYPEHT-
HOTO PBIHOYHOTO OKpYskenus [8] D (x, £) MOXKHO MOTyIUTh
BBOJZIOM ITOKazatess v (f), KaKk IMOTephb IMOTEHIUATBHBIX
norpebureeit Topapos win ycayr [9]. s aroro uc-

IT0JIb3yEM (bOpMyJIy pacyd€Ta €ro 3Ha4eHu:Ad:

() n O!k o as -1
D (x,t) =1-—]7 1 k:()? m,! & ﬁ( v(t))
=4 Hn
arz °° aS
)
k=1 Hn

IJie IpUHATO obo3HAYeHNne: ¢, <A, /I,

KomiiecmeoQ

amanyt X

epems t
Puc. 1. Mpouecc anccunauum noTeHuManbHbix notpedutenei

Mpumep pacyeta

Kak mpuMep MCIIOTb30BaHUS NPEAJIOKEHHON METOo-
VKK, PACCMOTPUM CB3b conversion funnel ¢ mupoko
NIpUMEHAEMbIM 3KOHOMHUCTaMU JIOTUCTUYECKOI KpHBOﬁ.
Ob6osnaunm Kak Q (f) YMCIO KIMEHTOB Ha HayaabHOM
aTare, BeInunHa Q — Toaep:RuBaoIas eMkocTs [10]
KJIMEHTCKOTO TryJsia (MOTeHIMaIbHble TOTPEeOUTENH).
Torna coraacuo ypasuenuio Depxiosbera:

d
Q"() =0Q,(H(1-Q,()/Q);

rjie mapamerp 6 — 3To CKOPOCTh M3MEHEHUS MTPeIouTe-
Huit [11].

Tounbim perenreM ypaBHenuss MepxioabcTa sSBJIs-
eTcst S-oructudeckast QyHKIUS:

_ QQiexp(9t)
Q"= Q+Q (exp (0)-1)

[TpumeudaTesrbHO, YTO CTAPTOBOE 3HAUEHUE OTIIYAETCS
OT HYJIS, TAaK KaK UMeJICS TIePBOHAYATBHBIN ITyJT TIpe/i3a-
Ka30B Ha IAHHYIO IpoayKiuio. [lepBas mpousBoaHas faer
OLIEHKY MHTEHCUBHOCTU U3MEHEHUST YU CJIA KIMEHTOB Ha
Bxo/Ie B conversion funnel. to paccunrniBaercs Tak:

0! (- 0QQ  exp (Ot)(Q—Q(*;) .
[Q+QF (exp (01) - 1)]

Tak Kak B peabHOCTH IMEEM TUCKPETHOCTD, TO 0ObIY-
HO mpuMeHsietcst otoOpaskenue Melirenbayma.

ITportiecc quccunanuy OTEHITMATIBHBIX TOTPEOUTE e
MOKHO TpeACcTaBuTh HarisiaHo. Ha puc. 1 usobpakeHo
perieHne cuctembl quddepeHInaTbHBIX yPaBHEHUH.
ITo ocu t 0TIOKEHBI HEPABHOMEPHBIE TIPOMEKYTKH COOT-
BETCTBYIOIIIE PA3HOMY BPEMEHU TIPOXOXKIEHUS JTAIIA.
[To ocu x aTarmbl IpeaCTaBIeHbl B BH/le OTPE3KOB Pa3-
HOU JIIMHBI, OTPAXKAIONMX CYOBEKTUBHOE BOCIIPUATHE
CJIOKHOCTH TIpoltecca. BoicoTa cTOJABII0B COOTBETCTBYET
Cpe/lHEMY YHCJTy KJIMEHTOB Ha aTalle.

Takum 06pasom, T060e cedeH e JaHHOH THCTOTPaMMBI
Oyner naBaTh Kiaaccrmyeckuil Bu sales funnel (puc. 2):

ITO TTOATBEP;KIAET, YTO TOJBKO TUHAMUYECKAS MOJIENTb
MTO3BOJISIET OMMUCATD AAHHBIH TIpotiecc. Hammawme mrockoii
BEPIIUHBI Y CTOIOIIOB HEOOXOAUMO JIJIsT HATJISIITHOCTH, 4TO
MO3BOJISIET BOCTIPUHUMATD 3TAIIBI 110 OTAETHHOCTH.

[TockosbKy Hac MHTepecyeT TeueHue IIpolecca oT
Hayasa JI0 KOHI[A 32 KOHKPETHOE BPeMsi, HEOOXOIMMO U3
TPeXMepHOU TucTorpaMmbl (puc. 1) BBIIEANTD MOCIE0-
BaTeJIbHBIE ATAIBI BO BpeMeHu (puc. 3).

OHLIORUTON ()

! S Irartibl P4
Puc. 2. Knaccuyeckuit Bug, sales funnel
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K0iadecrs ()

Puc. 3. MocnepoBarenbHble 3Tansl BO BpEMEHU

Ecsu mpoBecTu guaroHasu, COOTBETCTBYIOIINE
MepexoiaM 110 BPEMEHU BHYTPHU ITATOB, TO TMOJYIUTCS
HEKOTOpas JIOMaHas KPUBas KaK MMOKa3aHO Ha puC. 3.
ITo MpoeKIus Ha 10ckocTh xOF Hallleil peaibHON sales
funnel.

OnHOBPEMEHHO COEIMHUM HAYAJIO U KOHEIT IIPOIiecca
(puc. 3). Kax yxe NOHATHO U3 JaHHOW WJITIOCTPAIIUH,
pellleHneM SIBJISIeTCs cJie]] Tpoliecca Ha mnockoctu xOF.
[l 5TOr0 MOXKHO MCIOJIB30BATH TOJBKO ITPOEKIUH T'H-
CTOTPaMMBI ¥ YPOBHU Q.

[IpuBeseM UTOTOBBIE PE3yIbTATHI YNCIEHHOTO pac-
JeTa IO IIPeCTaBIeHHON MeTouKe. B KauecTBe o1leHKN
YPOBHsI OPraHU3aIliN KOMMEPYECKOTO B3aUMOAENCTBHS
MPUHAT JOTapuMUIECKUN TeKPEMEHT, TOJyIEHHBIN
OOBIYHBIMU CPEICTBAMU PETPECCUOHHOTO aHAIN3a, KO-
TOPBIN peasn3oBaH B npuioxenusx Microsoft Office.
ITO TO3BOJISIET OIEHUTH MOJHOCTHIO CTEIEHb TOTEPH
HNOTEHIUATBHBIX NOTPeOUTENell HA BCEM MPOTSKEHUH
KOMMepUecKoro mpoiiecca. B pacuerax paccMaTpuBasimch
IIBa BapUaHTA MPOTSIKEHHOCTH N BOPOHKU KOHBEPCUU:
N=8 u N=12 kak HauboJiee XapakrepHbie. Pe3y/ibTaThl
cBejieHbl B Ta0J. 1.

Sales funnel siBaisieTcst NOAXOAAIUM HHCTPYMEHTOM
IJIsI KOMIIAHUI, KOTOPBIE MOJIAaTalOTCsT Ha BBICOKYIO CTe-
Me€Hb MOTEHI[NATHHOTO B3aMMO/IEHCTBUSI M BOBJIEUEHIST
MOTEHIIMANBHBIX oTpebuTeneit [12], utobbr cmenath
MPOJaKU WU 3aKJII0YUTh caelku. IIpoiecc mx mpo-
QKU MOSKET OBITh JIOJITUM ¥ CJIOKHBIM, UM OHU MOTYT
MPOJIaBaTh JOPOTOIl TOBAap, KOTOPBIA TpebyeT MHOTO
BHUMAaHWUsI CO CTOPOHBI Kiauenra. Mcnonbp3oBanue sales
funnel nmpuemaemo KaK st B3aUMOIEHCTBUS MEXKLY
cyObextamu 6usneca (B2B), Tak 1 ¢ 4aCTHBIMM [TOTpe-
ourensimu (B2C).

OTcriexuBanye KOHBEPCUN UCTIONB3YETCS Kak Beb-
paspaboTynkamMu, TaK U TAPTHEPCKUMU CETSAMU JUJIS
otteHKU 3ddextuBHOCTH. [locaenHre NCIOMB3YIOT TIpe-
00pasoBaHusl, cllelaHHbIe B ITAPTHEPCKON MporpaMMe, B
Ka4eCTBE OCHOBBI JIJIST TIJTATEKEHN TOJIOBHBIM TIPEITPUSITH-
sm. Cosmanue conversion funnel momoraer komangam
uaeHTUUIUPOBATH IPOJAXKU U MAPKETHHTOBBIE JIEM-
CTBUST, KOTOPBIE TOMOTYT YKPEITUTD JIOBEPUE U TOBBICUTD
3aMHTEPECOBAHHOCTD KineHTOB. [locie co3nanus atu 3a-

Tabnnua 1
Pe3ynbTathl pacyeta xapaKTepuCTUK KOMMEPYECKOM CNYXObI
Ha OCHOBAaHWM NapaMeTPoOB BOPOHKM KOHBEPCHUM

Yucmo JlekpeMeHT 9KCIOHEHIINAIBbHON PETpeccii
3TAIOB
N=8 0,1 0,14 0,21 0,3 0,42 0,5
N=12 0,08 0,12 0,18 0,22 0,27 0,32
¥Ypo- Ontu- | Xopomio | Mme- Bos- Cirabo [Inoxo
BEHb MaJlbHas | opra- 0TCS MOJKHBI | 110- OpraHu-
OpraHu- | OpraHul- | HU30- pe- TIOTEepH | CTPOEH | 30BaH
3alMU | 3alMsi | BAHHOE |3epBbl | IIOTEH- | IIPOIECC | KOM-
KOM- KOMMep- | B3alMO- | yJIy4- | I[MaJb- | B3aUMO- |Mepye-
MEpIINN | 9eCKOH | ZieficT- | IMIeHUsT | HBIX JlencT- CKUI
cayx0bl | Bue B KOM- KJINEH- | BUS C 1po-
KOMMep- | Mepye- | TOB morpe- | Iecc
4ecKol | ckoit Guressi-
cyxbe | mest- MU
TeJb-
HOCTH

JIa9d MOTYT ObITh BCTPOEHBI B IPOrPAMMHbIE HHCTPYMEHTBI
cucteM B3auMooTHotennii ¢ kinentamu (CRM), momorast
KOMaH/IaM B yIIpaBJIeHHH, a TAK)Ke 0CTaBaTbCs JIUAePaMU
U BBIOMPATH TPUOPUTETHI B MOCIEAYIONINX JIEUCTBUSIX.

BoiBOgbI

JlaHHoe uccieoBanye TMOCBAIIEHO COBPEMEHHBIM
METO/laM BeJIeHUS KOMMepUecKol jaesarenbHocT. Tak
KaK 9KOHOMHUYECKHE OTHOIIECHUS Bce Gosiee mepemerna-
I0TCSI B OHJIAIH CEKTOP, HEOOXOIMMO PAa3BUTHE MOJIEICH
YUIUTHIBAIOMINX TH(HPOBOE B3ANMOIEHCTBIE TOTPEOUTEIST
C TIOCTABIUKAMU TOBApPOB U ycayT. Crenyer Takke mpu-
MEHSITH METO/BI TTEPEX0/a Ha OTIEPEKAIONINE SKOHOMHU-
JecKre TIOKa3aTes . Pa3BuTHe CeTMEHTa 9JIEKTPOHHO
KoMMepIu# (e-commerce) TpUBeIo K Tpanchopmalmm
TAKOTO BaXXHOTO MHCTPYMEHTA MeHeaxKepa, Kak sales
funnel 8 conversion funnel. B nepsyio ouepens mosyuen-
HBIE Pe3yJIbTaThl HAWLYT IPUMEHEHNE Y TTPOTPAMMUCTOB
KaK aJIrOPUTMUYECKAst OCHOBA Pa3pabOTK HHCTPYMEHTOB
TOJUIEPKKY PEIIEHMI MEHEIZKEPOB KOMMEPUECKUX CIIYIKO.
Vcnosb3ys BOCCTaHOBIEHHBIE TTAPAMETPHI g (X) CUCTEMBI
HCKYCCTBEHHOTO MHTEJJIEKTA B TMHAMUYECKOM PeXUMe
GyIyT MOHUTOPUTH JEATENHFHOCTh Ha BCEX HTAMAX, UTO
MO3BOJIUT OMTUMAJIBHBIM 00Pa30M MEPEPaCIIPEEITh
Harpysky. TecTupoBamme Ou3HECA TAKIKE MOKET BBISIBUTD
HEZOCTATKHU B IpoIfecce 3akaza. UToObI yBETMINTh BEPO-
SITHOCTD TIOKYTIKU, MOTYT OBITh TIPUMEHEHBI Pa3/IMIHbIe
MOJIXO/(bI ONTUMU3AINH. JIOSJTIBHOCTD KJIMEHTOB B COOT-
BETCTBUU C HTUM MCCJAEOBAHIEM UMeET GOJIBITYIO 1eH-
HOCTb M MOKET MOTHBHPOBATH UX K MOKYyTKe. Biarogaps
HTOMY TaKKe CUTHAJBI I0BEPUs, KaK BBICOKOE yA0OCTBO
WCIOJIBb30BAHYS U TIPOU3BOANTEILHOCTD BeG-caiiTa, MOryT
MOBBICUTD BEPOSITHOCTH KOHBepcuu. TakuM 06pa3om ria-
HUPOBAHVE HHBECTUIINH GyIET IPOM3BOMUTHCS Ha OCHOBE
B3BEIIIEHHOTO AaHAJIN33, YTO O3BOJIUT OIIEHUBATH PUCKHU U
CAYRUT TOTIOMHUTETHHBIM 0GOCHOBAHIEM BO3MOKHOCTH
MPUBJICYEHUST KPEAUTHBIX CPEACTB. PazpaboTaHHast Ma-
TEMATUYECKast MOJIENb TTO3BOJISIET 3ATPOTPAMMHUPOBATH
IKCIEPTHYIO CUCTEMY MEHEKEPA KOMMEPUYECKON CITYKODI.
ITO TIO3BOJISIET TIPUHUMATH 9KOHOMUUYECKH OO0OCHOBAHIbIE
peIIleHNE B PEKUME PEATBHOTO BPEMEHH.
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