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Y emammi pozenanymo npobnemy oyiniogants eghpexmueHocmi MapKkemuH208uUx akmueHoCmell Ha OCHOBI eKo-
HOMIKO-MAmMeMamuyno2o nioxooy, 3 aKyeHmom Ha npoMoaxyii Ik 0OUH 3 OCHOGHUX THCIMPYMEHMIE CIUMYII08ANHS
30ymy y cyyacnomy OizHec-cepedosuwji. B ymosax obmedxceHux pecypcis i 6ucokoi KOHKypeHyii nionpuemcmaed nou-
HHI IpUMamu pitdeHHsa wooo OOYLIbHOCI MAPKEMUH208UX BUMPAM HA OCHOBI YiMKUX KITbKICHUX 0OIDYHIYBAHD.
3 yicio memoro 3anponoHo8ano UKOPUCIAHHS PeSPeCilino20 MOOENI0BANHS, sKe 00360IAE GUSHAYUMU 3ANENHCHICIb
MIDIC pe3yIbmamueHUMU NOKAZHUKAMU (06ca2amu npooaoicie) ma axmopuumu 3MiHHUMU, MAKUMU K YiHA MOBApY,
HAABHICb aKyill, 00Cse peKIaMHO20 DI00XHCemy ma Ce30HHICMb NONUMY. Y 00C1i0HceHHT 3M00eNbO8AHO CUMYayiio
KOMNGAHii, AKa peanizye 0e3anko2onvHi Hanoi npomsaeom poxy. Cmeopeno ymosHuu Habip danux 3a 12 micayie 3
VPaxXy8aHHAM KIOU08UX NApamempis, wo enauaioms na 36ym. 1106y006ano MHOMICUHHY pecpeciliny MOOenb, aKa
npoOeMOHCMPYBANa GUCOKULL PiBeHb A0eK8AMHOCMI. KOeiyicHmu npu 8CiX OCHOGHUX 3MIHHUX GUABUNUCS CINAMUC-
MUYHO 3HAUYWUMY. 30KpeMd, 6CMAHOBNEHO, WO HAABHICMb NPOMOAKYIi 3abe3nevye npupicm npooaicie y cepeo-
HbOMY Ha 24 muc. 2pn, mooi AK KodxcHe niosuwents yinu na 1 epn suudicye obcse npooasicie npubnusHo na 7 muc.
epu. Taxooic 0oeedeno nO3UMUBHUT 6NAUE GUMPAM HA PEKAAMY: KOJCHA 000amKkosa 1 muc. epH pexiamu cnpuse
npupocmy npooaxcié Ha nonao 2 muc. epH. OKpemy pois 8idiepac ce30HHICMb, 30Kpema JimHil nepiod, Koau nonum
icmomnuo 3pocmae. Ompumani pe3ynomamu Maioms UCOKY NPAKMUYHY YIHHICMb OJis KOMRANIN, WO Npayionms y
cgpepax 3 senuxoro Kinvkicmio npomoaxyiti (3okpema FMCG), i 0o36015210mb 00TPYHMOBAHO NPUUMAMU DIULEHHS
w000 OOYiTbHOCMI iX NPOBEOEHHs. Y cmammi makoxdc Ha8e0eHo KOHKpemHi pekomeHoayii 0 onmumizayii map-
KemuH208uUx 01002cemis, 6paxy8anHs Ce30HHOCMI Yy NAAHYBAHHI NPOMOYIN, A MAKOXC NIOKPECIeHO BANXCIUBICIND
BUKOPUCTNAHHS eKOHOMIKO-MAMeMamuyHux mooenell y wooeHnit ynpasnincokit npaxmuyi. Okpecneno nanpamxu
nOOANLULUX OOCTIONHCEHb, 30KpeMa 3ACMOCYS8AHNA CKAAOHIWUX AHATIMUYHUX THCMPYMEHMie ma poboma 3 peaib-
HUMU OAHUMU NIONPUEMCTNG.

Knrwouosi cnosa: mapxemuneosi axmueHoCmi, NpPOMOAKYii, eKOHOMIKO-Mamemamuiune MOOent08aHH s,
pezpeciunuu anais.

Iryna Shevchenko, Viktoriia Sosna
State University “Kyiv Aviation Institute”

ECONOMIC-MATHEMATICAL APPROACH TO MEASURING THE
IMPACT OF MARKETING ACTIVITIES WITH A FOCUS
ON PROMOTIONAL PROMOTIONS

This article addresses the issue of assessing the effectiveness of marketing activities based on an economico-
mathematical approach, with a focus on promotional campaigns as one of the key tools for stimulating sales in
today’s competitive business environment. In conditions of limited resources and intense market competition,
companies must make marketing budget decisions based on clear quantitative justification. To this end, the
article proposes the use of regression modeling to identify the relationship between sales volumes and various
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influencing factors, including product price, presence of promotions, advertising expenditure, and seasonal
demand fluctuations. The study simulates a case of a beverage company operating throughout the year. A
hypothetical dataset was constructed for 12 months, taking into account key sales drivers. A multiple linear
regression model was developed and demonstrated a high level of adequacy, with statistically significant
coefficients for the main variables. In particular, it was found that promotional campaigns lead to an average
increase in sales of approximately 24 thousand UAH, while a price increase of 1 UAH results in a sales decrease
of around 7 thousand UAH. Advertising expenses also showed a positive impact: each additional 1,000 UAH
invested in advertising was associated with a sales increase of more than 2,000 UAH. Seasonality plays a notable
role, especially during the summer months, when consumer demand tends to rise significantly. The obtained
results are of high practical value for companies operating in promotion-intensive sectors such as FMCG. The
findings enable data-driven decision-making regarding the planning and optimization of marketing efforts. The
article also offers concrete recommendations for improving the allocation of marketing budgets, accounting
for seasonal effects, and integrating economico-mathematical models into day-to-day business decision-making
processes. Directions for future research include applying more advanced analytical techniques and working
with real company data to refine and validate the proposed approach.

Keywords: marketing activities, promotional promotions, economico-mathematical modeling, regression
analysis.

Beryn. ¥V cywacHEX yMOBaX BUCOKOI PUHKOBOi KOH-  THHTOBHX pillleHb Ha piBHI KoMnaHiil. barato xommanii
KypeHIii MapKeTHHT mepecTae OyTH JIMIIE IHCTPYMEH-  MPOBOAATH NMPOMOAKIN] PEryaspHO, OJHAK HE MAroTh
TOM KOMYHIKaIlii 31 CIIO)KUBA4YeM 1 Jieaani Oibie HaOy-  9iTKOI BIJTMOBII HA 3alMTAHHS: YU CIIPaBIi 3POCTaHHS
Ba€ O3HaK IHBECTHUIIMHOT MisIBHOCTI, IO MAa€ YiTKO  TPOJAXIB Oyl0 3yMOBJCHE caMme I€0 aKIli€l, a He
BU3HAYEHUH OYIKyBaHUN pe3ynbTar. MapKeTUHIOBI  30BHILIHIMH YMHHHUKaMU?

AKTMBHOCTI OXOIUTIOIOTH Pi3HI iHCTPYMEHTH: pEKIIamy, VY AOCHiKeHHI 3alpOIIOHOBAHO MOOYIOBY EKOHO-
3HIKKH, IPOMOAKIIIi, IPOCYBaHHS B COLMEPEkAX TOMIO.  MIKO-MaTeMaTHYHOI MOJeNi, M0 J03BOJISIE BHMIPATH
Jns oninky iX BIUMBY 3acTocoByioThes: ROI (Return  BmiMB mpoMOakiiif Ha pe3ynbTaTH MPOJaKiB Ta iHIII
on Investment) — NpuOYTKOBICTh IHBECTHUIIIH y MapKe-  IUIbOBI IMOKA3HUKU KoMmIlaHii. OcoONHBY yBary mpumii-
tuHT; ROMI (Return on Marketing Investment) — Bii-  JIeHO IPaKTUYHOMY acIleKTy TTOOYIOBU MOJIEIICH, iHTEP-
Jlavya caMe BiJl MApKeTHHTOBUX BKJIAJICHB; €IaCTHYHICTh  IpEeTalii pe3yabrarTiB Ta (POPMYBAaHHIO MPHKIATHIX
MOMHUTY TIONO 3MIHM MapKeTHHTOBUX BHUTpAT;, perpe- peKOMEeHIaIiil uist GizHecy.

CIifHI MOJeNi JJIs aHali3y 3aJeKHOCTI MK BUTpaTaMu Marepianu Ta MeToAU. 3aCTOCYBaHHS €KOHOMIKO-
1 pe3yNbTaToOM. MaTeMaTHYHHX ITiAXO/IB 10 BUMIpIOBAaHHS €(EeKTy Map-

Cepen ycix MapKeTHHTOBHX aKTHBHOCTEH O0CO-  KETHHTOBHX aKTHBHOCTEH (3 aKIEHTOM Ha MPOMOAKIIii)
OMBY yBary NpHBEPTAIOTH MTPOMOAKIIIi — KOPOTKOCTPO- y Oi3HEC-CEPEOBHIII € MPEAMETOM TOCTIHKESHHS Py
KOBI CTUMYITH JJIS TIIBUIICHHS TPOAAXKIB, SIKI IIUPOKO K YKPATHCHKHX TaK 1 3apyOiKHUX HAyKOBIIIB.
3aCTOCOBYIOTBCSI B CEIMEHTaxX pO3ApiOHOT TOpTiBIIi, VY pobotax M. 3abamrancekoro, T. 3abamTaHchKoi,
FMCG, e-commerce, mocayr Tomo. OmHak edextuB- M. ['epacimuyk [1], H. Bacrotkinoi, C. Mapuenko [2],
HICTh TaKHX 3aXOJiB HEPiAKo OIiHIOeThes iHTyiTMBHO  JI. Kapmenko [3], M. Mansunka, 1. Anacroka i H. fmo-
a00 TOCT(AKTYM, IO 3HIKYE OOTPYHTOBAHICTh MapKe-  Berd [4, 5], po3nIIHYTO BaXKIHBICTh NU(POBHUX PIillICHb
THHTOBHUX PIIICHb 1 30UIBIIyEe PU3MK HEPALIOHATHHOTO Y CYYacHHX IPOMOAKIIAX, IPOBEJCHO NPAKTHIHE
BUKOPUCTAHHS OIOIIKETY. JOCTIKEHHST METONUK KUTBKICHOT OIIHKH MapKEeTHH-

AKTyaJIbHICTh JOCHI/UKCHHS 3yMOBJICHAa MOTpPEe- TOBHX AKTHBHOCTEH (BKJIIOYAIOUH IPOMO), MpOaHai-
0010 y KUIBKICHUX, NOKA30BUX IIiIXOJaX MO aHa- 30BaHO IHCTPYMEHTH OHJIAHH-IPOCYBAHHS, IO TaKOXK
i3y e(EeKTHBHOCTI MAapKETHHTOBUX aKTHBHOCTEH, BKIIOYAIOTh MPOMOAKTUBHOCTI.
0COOJIMBO B YACTHHI OIIIHKU BIUIMBY IPOMOAKIIiit VY nocmimkeHHAX 3apyODKHUX HAyKOBIIB POOOTH
Ha TIOBEJIHKY CIIOKMBadiB 1 KIIIOUOBI Oi3Hec-moka3- D. M. Hanssens 3akiany €KOHOMETPHWYHI TNPHHIUIN
HUKH. Y IbOMY KOHTEKCTI €KOHOMIKO-MaTeMaTHYHE  OIIIHKHA BHECKY PEKIIAMH, IiHU 1 IPOMO Y 30yT i mpuly-
MOJICIIOBAHHS BHCTYIA€ SIK METOJONOTiYHA OCHOBAa  TOK KoMmamiit [6]. Moro minxin g0 “response modeling”
JUIsl 00’ €KTUBHOTO BUMIPIOBAHHS PE3YyJNbTaTUBHOCTI,  CTaB OCHOBOIO cydyacHMX MMM mpakTuk. ABTOpH podiT
ONTHMIi3alii BUTpAT Ta MpOrHO3yBaHHs odikyBaHoro Dew, Padilla & Shchetkina nemonCTpyioTh mpobiemu
edexry. imenTrdikamii HeMiHIHHUX 1 9aCOBO BapioBaHHUX edek-

[lompy axTHBHUI PO3BUTOK aHAIITHYHOTO iHCTPY- TiBy cTaHAapTHHX MMM Ta nponoHyIoTh OalieciBChKY
MEHTapifo y cepi MApKeTUHTOBOI aHANIITHKHY, 3aJHIIa-  HEapaMeTPUIHy MOJeb [7].
€ThCS BIIKPUTUM TIUTAHHS 1HTETpaIlii eKOHOMETPUIHUX JocmipkeHHsT JeMOHCTPYIOTh ICTOTHUH, ane pi3-
1 CTATUCTHYHUX MOJENEH y Mpolec MPUHHATTSA MapKe-  HOCIPSIMOBaHUH BIUIHB IpoMoakiiii. CydacHi pobotu
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MEPEXOMIATh Bifl CTATHYHHUX PErpeciii 10 0aieciBChKUX,
MPUYUHHO OPIEHTOBAHMX 1 NEPCOHANI30BAHUX MOJC-
JIeH, OJHAK MUTAHHS TOYHOCTI imeHTH(IKAIi edeKTiB
Ta IHTerpalii Mosenel y 6i3HeC MpOIEeCcH 3aIUIIAI0ThCS
BIJIKPUTHMH.

Meroto cTarTi € po3poOka, 0OTpyHTYBaHHS JOIiIb-
HOCTI Ta ampoOallis EeKOHOMIKO-MaTeMaTHYHOrO Tiji-
XOIy 1O KIJBbKICHOI OIIiHKHM BIUIMBY MapKETHHIOBHX
AaKTHBHOCTEH (30KpeMa IPOMOAKIi) Ha MOKa3HUKU
e(peKTUBHOCTI IiSTBHOCTI MiIPHEMCTBA — OOCST TIPO-
JaXiB, YaCTKa PHHKY, TIPHOYTKOBICTH TOIIO.

Pesyabrarn. EKOHOMiIKO-MaTeMaTWYHUAN  ITiIXi]T
IO aHaJi3y MapKeTHHTOBHUX aKTUBHOCTECH IPYHTYETHCS
Ha 3aCTOCYBaHHI KIUIbKICHUX MOJENEH, SKi JI03BO-
JSIFOTh  BCTAHOBUTH PUYMHHO-HACHIIKOBI 3B SI3KU
MK BHTpaTaMHd Ha MAapKETHUHI Ta 3MiHAMH KIFOYOBUX
MMOKA3HUKIB €(EKTHBHOCTI MIiAMPUEMCTBA — TAKHX SK
00CsIT poaskiB, MPUOYTOK, YaCTKa PUHKY, PiIBEHB 3aJTy-
YeHHS CTIOXKMBadiB ToImo. Ha BimMiHy Bijl AKiCHUX abo
JECKPHUIITUBHUX METOIB aHalli3y, €KOHOMIKO-MaTeMa-
THYHI MOJIeN mependavyaroTh (Gopmaiizallio 3B’ sA3KiB
y BHIVISLII PIBHSIHB, IO BiOOPasKaroTh 3aJEKHICTh MK
3MIHHHMH, 1 JO3BOJISIIOTH HE JIUIIEC aHAI3yBaTH CUTya-
110 MOCT(aKTyM, a i 3AiHCHIOBaTH MIPOTHO3YBAHHS Ta
OITUMI3ALIO.

OnmHuM i3 HaHNOMMPEHIMNX 1HCTPYMEHTIB y INiH
chepi € momem wMapketuHr-mikey (Marketing Mix
Models, MMM), siki 3a3Bu4aii OymyroThcs Ha OCHOBI
MHOXHHHOT perpecii. MMM 103BOJISIFOTH OLIIHUTH BHE-
COK KO’KHOTO 3 €JIEMEHTIB MapKETHHTOBOTO MiKCY (IIiHa,
pexiaMa, TPOMOAKIl, JUCTPUOYINS TOIIO) Yy 3MiHY
MpoJaiB abo 1HIIOrO MOKa3HUKa. Taki MOfeNi MaloTh
mepeBary B IMPOCTOTI IHTEpIIpeTalii Ta ajxanTamii g0
peanbHHUX Oi3HEC-TIPOLECIB.

YV Mexax MaremarnuHoro amapaty MMM ocHo-
BHOIO € MOJICITb BUTIISY:

Yi=Py+ B -Xy+py Xy +t B, X, +¢

ne Y, — obcsar npomgaxiB y MOMEHT Jacy f,

X, X555 X, — (axropu BMBY (BHTpaTH Ha
MPOMO, IIHOBI 3HIKKH, PEKJIaMa, CE30HHICTh, 30BHIIIHI
moJIin),

B, i=0,n — TapaMeTpH MO, IO IOKA3yITh
CIJTY BILUTUBY KOXXHOTO YHHHHKA,

&; — BUITAJKOBA ITOXUOKA.

B okpemy rpymy MOXKHAa BHOKPEMHTH YacOBi
MOJIeNi, SIKi BpaxOBYIOTh 1HEPILIHHICTh peakilii pUHKY
HAa MapKETHHIOBY aKTUBHICTh (HAIPUKIAI, MOACII 3
JlaraM#), Ta €KOHOMETPHYHI MOJeJi 3 SHJIOTCHHUMH
3MIHHUMH, IO JO03BOJISIIOTH BPAaXOBYBaTH 3BOPOTHI
3B’ SI3KH.

[HIIMM BaskmuBUM HarpsiMoM € uplift-monenroBanHs,
Opi€HTOBaHE Ha BH3HAUCHHS NPUPOCTY pE3YIbTaTy
caMe BHACHIJOK BIUIUBY NPOMOAKIi{, a HE 30BHIIIHIX
a0o (oHOBUX YWHHHKIB. Takumil MiAXiJ TPYHTYETHCS
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Ha 11eAX MPUYUHHO-HACIIIKOBOTO aHamidy (causal
inference) Ta 103BOJSIE BUSBUTH Ti TPYIH CIIOXKHBAUiB,
SIKi pearyroTh Ha IPOMO HaiKpaile.

TakoX y IPaKTUIl BUKOPUCTOBYETHCS aHANI3 e(eK-
TUBHOCTI 32 mokazHukamMu ROMI (Return on Marketing
Investment) Ta Incremental Sales, sixi € pe3yiasTatom
BIIPOBAPKCHHSI CKOHOMIKO-MaTeMaTHIHUX MOJICIICH.

JlonaTkoBuii mpuOyTOK BiJ aKIIii -

Butpatu Ha akiiio

ROMI = -100%

Burparu Ha akiiito

I1i migxoau He NUIIE JAIOTh 3MOTY OOTPYHTYBAaTH
JOIIJIBHICTh 200 HEIOIIJIbHICTh MEBHUX MapKETHH-
TOBUX aKTUBHOCTEH, a i 3a0e3meuyroTh 00’ €KTUBHY
OCHOBY Il CTpaTeriyHoro IUTaHyBaHHS OrOIKe-
TiB, [0 OCOOJIMBO AKTYaJIbHO B YMOBAaX OOMEXECHHX
pecypcib.

TakuM 4MHOM, TEOPETHUUHE MiAIPYHTS E€KOHOMIKO-
MaTeMaTHYHOTO aHalli3y MapKEeTHHTOBHX AaKTHBHOC-
Tel MOENHY€E KOHIENI] MiKpOEKOHOMIKH, CTaTUCTUKH,
TOBEIIHKOBOT €KOHOMIKHM Ta CyYacHHX METOJIB Mojie-
JIIOBAHHS, 3a0€3MEeUyIOUH IUTICHY CUCTEMY NPHHHATTS
MapKEeTHHTOBHX pIllleHb, 3aCHOBaHy Ha JaHux (data-
driven marketing).

Po3miisiHeMO MEeTOI0JI0T110 OI[IHKH BITJIMBY ITPOMOAK-
1iit: moOynoBy €KOHOMiKO-MaTeMaTHuHOi Momeni. Jlis
KUTBbKICHOT OIIHKH BIUTUBY MPOMOAKIIIH Ha 00CAT Mpo-
JaXiB Ta 1HII KJIIOYOBI Oi3HEC-MIOKA3HUKU TPOIOHY-
€ThCSI 3aCTOCYBaHHS MHOXXHHHOT perpeciitHoi mozen,
10 JO3BOJISIE BHSBUTH 3aJIKHICTh PE3YJIBTaTHBHOTO
TOKa3HKKa (3aJIe)KHOT 3MIHHOT) BiJl KOMIUIEKCY (hakTop-
HUX (He3aJIe)KHUX) 3MIHHUX, MOB’SI3aHUX 13 MapKETHH-
TOBOIO aKTHBHICTIO. PO3TIIsTHEMO eTany MOZIeTfOBaHHS.

1. ®opmanizanis Mofeni. Y 3arajibHOMY BHIVISII
MOZETh Ma€ BUIIISI:

2.Y, =, + B, - Promo, + B, - Price, + 3, - AdvSpend, +
+ f, - Season, + B - Trend, + &,,

ne, Y, — obcsr mponaxis (abo mpulyTok) y mnepion
qacy t,

Promo, — BuTpatn Ha Tmpomoakuii abo iHAMKATOp
HasBHOCTI akwii y nepioxn vacy ¢, Price, — cepenus IiHa
ToBapy (3 ypaxyBaHHsIM ab0 6€3 3HIKKH),

Advertising Spendt (AdvSpend)) — Butparu Ha iHII
MapKeTHHIOBI aKTHBHOCTI (pekiama, digital, BTL
TOIIIO),

Season, — ce3onHuil (akTop (Hampukiag, dummy-
3MIiHHI JIJIS1 KBQpTaiB),

Trend, TPEH/I0Ba KOMIIOHEHTa (BigoOpaixkae
3arajbHy TUHAMIKY, HE TI0B’SI3aHYy 3 MApKETUHTOM ),

&, — BUIIAJIKOBA [IOXUOKa.

3.BBeneHHs 3MIHHUX. B AKOCTI 3aJieKHOI 3MiH-
HOT IPUAMEMO 00cse Npooajxcié — HaTypallbHUM BUPa3
(oauHUIN TOBapy) ab00 BHUPYYKa Yy TPOIIOBOMY BHMIpI.
Moske arperyBaTucs 3a THXKACHbB, MiCsIb a00 ACHb.
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HezanexxHumu 3MiHHUMY €:

Promo:

OinapHa 3MiHHa (0 — Ge3 akiii, 1 — aKIisi akTHBHA),
abo

9gacTKa TOBapy, IPOAAHOTO i 9ac aKiii, abo

BUTPATH HA IPOMOAKIIIO (IPH).

Price — cepeanst po3npiOHa IiHa (3aJIe)KHO BiJ
BIUIMBY aKIliif MO)ke OyTH CKOPUTOBAHA).

AdvSpend — cymapHi BUTpaTd Ha IHINI KaHAJIH
[IPOCYBaHHSI.

Season — dummy-3minHi i ce3onis (Q1, Q2, Q3,
Q4 abo «1iTO/3UMay TOIIO).

Trend — niHiWHUR a00 HEMIHIHHUN TPEH]I, O BijO-
Opaskae JOBrOCTPOKOBI 3MiHH.

4. Bubip mxepera 1aHuX. 3alie)KHO BiJ THITY HOCIi-
JDKCHHsT (MIPaKTHYHE YM EKCIePHMEHTAIbHE), JKepe-
JIAMH TaHUX MOXYTh OyTH:

BHYTPINIHI 1aHI KOMIIaHii: moMica4Hi a0 THKHEBI
3BITH IPOZIAXKiB, BUTPAT HAa MapkeTHHT, CRM-anamiTuka;

30BHIIIHI JaHi: Taly3eBi CTaTUCTHKH, JAaHi Nielsen,
open data 3 MaKpOCKOHOMIYHUMH 1HIUKATOPAMU;

YMOBHO 3T€HepOBaHi jJaHi (JUIsl ampoOariii MeToxy,
SIKIIIO BIJICYTHIN JIOCTYII IO KOMEPIIIHOT CTaTHCTHKH ).

5.Metonu omiHIOBaHHS TapameTpiB. s oriHIO-
BaHHs MapameTpis Mozeni (koediuientis B, i=0,5 )
3aCTOCOBY€ThCSI MeTO/ HaiMeHmmx kBazaparis (MHK).
VY pa3i HasgBHOCTI aBTOKOpeIslii abo rerepockeaac-
THYHOCTI — JIOI[JIBHO BHKOPHUCTOBYBAaTH MOIU(IKOBaHI
mozeni (GLS, HAC, ¢insrpartis naris).

6. [lepeBipka ameKBaTHOCTI MOJEII OIIIHIOETHCS 32
KPHUTEPIIMU:

R’ — nosicHeHa jaucriepcist (Y4acTka 3arajbHOi Bapi-
ammii (po3Kuay) 3aJeKHOI 3MIHHOI, SIKy MOJCTh 3MOTIa
«IOSICHATIY 32 TOTIOMOTOI0 HE3aJIeKHUX 3MIHHHX);

MIarHOCTHKA 3aJHIIKIB (ABTOKOPEISIis, HOpPMalb-
HICTb, MYJIBTHKOIIHEAPHICTD);

nopiBasHES Mozeneii 3a AIC, BIC tormo.

7. Iatepnpertanist pe3ynsraris. Koedimient B1 (mpu
Promo) iHTEpHIpEeTYEThCS K CEepenHill MpUpicT Hpo-
JaxiB (y HaTypaabHOMY a00 TpOIIOBOMY BHMIpi),
IO BUKIMKAHUH MPOBEICHHSIM MPOMOAKIIi — 3 ypa-
XyBaHHAM IHIIKX ¢akTopiB. SKmo Moaens moly-
JOBaHA KOPEKTHO, TAaKW MiOXiX [JO3BOJSIE [aTH
BIJIMOBIJIb HA 3anmuTaHHs: Hackinbku e(eKTUBHO mpa-
IIOFOTH Hali akiii? Yu BapTo iX MOBTOpIOBATH Ta/ab0
MacmraOyBaru?

Po3misiHeMO TpakTHYHY —peani3aliio eKOHOMIKO-
MaTeMaTH4YHOi MOJIeTi Ha TPUKIIaai KOMIaHii, o pea-
mi3ye Oe3anmkoronbHi Hamoi. [Iporsrom 12 wmicsmiB y
2024 pomui MPOBOIMIKCE aKIii 31 3HIKKOIO, IKi CyIpo-
BOJDKYBaJIHCSl Meia-miarpuMkoro (tadn. 1). Kommanis
X0ue JII3HATUCH:

YH BIUIMBAIOTH IIPOMOAKIIT Ha TIPOIaxi?

HACKUTBKHU CyTTEBHM € IICH BIUTUB?

Y BUIIPABIOBYIOTh BUTPATH Ha IPOMO 3POCTAHHS
BUPYUKU?

Po3mstHeMo Moens:

Y = B, + p, - Price+ B, - Promo + p; - AdvSpend +

+ f, - Season + ¢.

[Ticnst mpoBeneHoro perpeciiHoro ananizy (B Excel
ab6o Python) orprmano HaOmmKeH1 pesynsraty (Tadm. 2).

[IpoBeneHuii  €KOHOMIKO-MaTeMAaTUYHUM  aHAIi3
JIO3BOJIMB BHSBUTH KJIIOYOBI 3aKOHOMIPHOCTI BIUTUBY
MapKeTUHTOBUX AaKTUBHOCTEH, 30KpeMa IpPOMOAKLIIH,
Ha obcsr mponaxis. [loOymoBana perpeciiina Momensb
MPOAEMOHCTPYBaJIa BUCOKHH PiBEHb MOSCHEHHS 3aJIeXK-
HOCTI MK oOcsiramu peasizariii Ta pakTopaMu BILUIHBY,

3HAYYIICTh KOe(illieHTiB (7 TeCT); 0 TIATBEP/DKYETbCA CTATUCTHYHOK 3HAYYIIICTHO
F xpurepiit Ui nepeBipKy Bei€l MOIEI; OLITBIIOCTI BKITFOUEHHUX 3MiHHHX.
Ta6mui 1
Buxinni nani 1151 npoBeieHHs 0CTiIZKEHHS
Micsis Iponasxi (¥), | Wina (Price Xi), é}:liﬂ_(f;;’i’;o BH{E;:%;;%";S?M}’ Ce30H_ '
THC. TPH TPH aKTHBHA) Tc. IpH (Season Xs, 1=niT0)
1 420 15,0 0 25 0
2 430 15,0 0 25 0
3 445 14,8 1 30 0
4 465 14,5 1 35 0
5 470 14,5 0 30 1
6 495 14,3 1 40 1
7 520 14,2 1 45 1
8 515 14,3 1 45 1
9 480 14,5 0 30 0
10 470 14,8 0 30 0
11 460 15,0 0 25 0
12 450 15,0 1 35 0

Licepeno: cknadeno asmopamu
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Tabmaums 2

Pe3ysibTaTn nipoBeieHHs perpeciiiHoro anamizy

3miHHa Koediuient S (i :ﬂ) 3nauywmicts (p-value)
Intercept (BinbHUIT UsICH) 97,3 < 0,01
Price -7,14 <0,01
Promo +24,29 <0,05
AdvSpend +2,09 <0,05
Season +16,43 <0,10

Licepeno: ckradeno asmopamu

1) Llira ToBapy Mae oOepHEHHMH 3B’S30K 3 OOCsSTaMu
MPOAAXIB — KO)KHE MiJIBUILEHHS I[IHU Ha 1 TPH 3HMXKYE
poJaxi mpuOIm3Ho Ha 7,14 THC. TpH. 3HaYCHHS Koedi-
uienTa npu Price (—7,14) miaTBeprKye KIaCHYHY €KOHO-
MIYHY 3aKOHOMIPHICTb: TiJIBUIIICHHS I[IHU 3HIKYE OOCST
npozaxiB. Lle cBiMYIUTE PO BUCOKY €NACTHUHICTD ITOITUTY
Ha TOBAp, IO BapTO BPaxXOBYyBATH IiJ 4ac (hOpMyBaHHS
[IHOBOT TIOJTITHKH, OCOOJTUBO 11032 MEPioaMu ITPOMO.

2) HasBHICTh TIPOMOAKII MarOTh MO3UTHBHUHU 1
CYTTEBHIA BIUIMB Ha npojaxi. KoedimieHT npu 3MiHHII
Promo (+24,29) cBiquuTh TIPO Te, IO 32 YMOBH TPOBE-
JEHHS aKiii cepeqHiil obcar mpoaaxiB 3pocTae OpieH-
TOBHO Ha 24 THC. IpH. L{e y3ro/uKyeThes 3 eMITpUIHIMHA
CIIOCTEPEIKCHHSIMH IIOJI0 CIIOKUBALBKOI Uy TIUBOCTI JI0
3HIKOK y cektopi FMCG.

3) Burpartun Ha pekigaMy TeX MArOTh MMO3UTHUBHUIMA
edexr. Koedimient npu AdvSpend (+2,09) o3nauae, mo
KOKHE JOJTaTKOBE BKJIAJICHHS B | THC. TPH PEKJIAMH IIPH-
HOCHUTH B cepenubomy 2,09 tuc. rpH y npogaxax. Lle
MiATBEPAXKY€E €PEKTUBHICTh KOMILIEKCHOTO MiIXOLy A0
MapKETHHTOBHUX aKTUBHOCTEW: TIPOMOAKIIIT B TIO€THAHH1
3 PEKJIIAMHOIO MiATPUMKOIO MOCHITIOIOTH OIHA OIHY.

4) Ce3onnuil ¢aktop (JIITO) TaKOX € 3HAYYIIHM.
3pocTaHHsA MpoAaxiB y JITHIA mepiof Ha MpUOIHU3HO
16 tuc. TpH (3rigHO 3 KoedimieHTOM Season) Moxe OyTH
MOB’s13aHE 31 30UIBLICHHSAM IOMUTY Ha O€3aJKOrOJNbHI

Haroi B TeIly mopy poky. Lle cBim4uTh mpo MOIib-
HICTb aKTUBI3allii MPOMOLIiN came B Ce30H1 3 HAallBUILIOIO
[IOTEHLIIHOIO BiIIauero.

HaBenemo mnpaxTuyHi pexomeHpamii mis Oi3Hecy
(puc. 1).

[Ipomoakuii MalOTh pealbHUN BIUIMB Ha MPUPICT
nmponaxiB. PeKOMEHIyeTbCS PO3POOUTH  KalleHAap
aKLil, 30CepeKYIoud 3yCHUJIi Ha BHCOKOCE30HHHX
nepionax (HapUKIAJ, JITO) Ta MapajeIbHO TECTYIOUN
HOBI1 (hopMaTH 3HUKOK.

AHaJi3 TokasaB, IO 1HBECTHUIIII B pEKIaMy OKyIa-
10Thest. [IpoTe BaXIIMBO aHAi3yBaTH Map:KUHAIBHICTH
KOXKHOTO KaHally 1 He Opi€EHTYBaTHCS JIMIIC Ha 3aralib-
HUI TPUPICT IPOAaXKiB. PEKOMEHIY€EThCSI BAKOPHCTOBY-
Batu migxig ROMI (Return on Marketing Investment)
TUTSL KOXKHOT KaMIIaHii.

CurbHa 3aJIKHICTh MPOAAXKIB BiJI IIIHK MOXE TPH-
3BOJUTHU JIO0 3HIDKCHHS MOIHUTY B MEPiofn 0e3 3HIKOK.
Ile migkpeciroe BaXIJIMBICTh KOHTPOIIO YaCTOTH aKIii
Ta YIPaBIiHHS OYIKYBaHHSMH CIIOXKHBAYIB, 1100 YHUK-
HYTH 3BHKAHHS 10 3HIDKOK.

Hagite Ha 6a3zoBomy piBHiI Excel-ananiTuku kommna-
Hisl MOXKE CaMOCTIHHO OyyBaTH Mojemi e()eKTHBHOCTI.
IIpore Bnposamxenus Bl-pimens (Power BI, Tableau,
Looker) no3Bosisie rudIe aHami3yBaTH MOBEAIHKY CIIO-
JKMBAYiB Ta PE3yIbTATUBHICTH MAPKETHHTY.

MpakmuyHi pexomeHdauyii Ona bizHecy

[lmamyBaTu mpoMOAaKIfii HA OCHOBI JAaHUX

%‘ OnTHMI3yBaTH peKIaMHI OIOMKeTH

>

VHUKATH ITIHOBUX «IIPOBATIBY» ITICIA aKIIii

o

IHBeCT_VBaTH B aHATITHYHI CHCTEMH

H‘

Posrsgarn HepcoHam20BaHl IIPOMO-CTPATeril

Puc. 1. PekomennoBani 3axoau 1Jis1 epeKTHBHOCTI
MAPKETHHIOBMX aKTHBHOCTeil

Licepeno: cknadeno asmopamu
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HactynmHuM KpOKOM MOXe CTaTH BHKOPHUCTaHHS 4.3acTocyBaHHS perpeciiiHoro aHaiisy J103BOJISE
uplift-MonemroBanHs abo KiacTepusamii CroXkwBadiB — Oi3HECy NpHMaTé 3BaXKCHi, OOTPyHTOBAHI pilICHHS
JUIL CTBOPEHHS TIEPCOHATI30BAHUX MPOMO3MIIH, IO  II0J0 0OCHTIB i POPM MapKETHHTOBHX aKTUBHOCTEH.
3a0e3MeuyroTh BUILY Bifgady MpH HIDKIYUX BHTPATax. [IpakTryHa MiHHICTH MPOBEACHOTO JOCIHIIKECHHS

BucHoBkH. Y CTaTTi pO3MISIHYTO €KOHOMIKO-Mare- MOJATae y JEMOHCTpamii Toro, sfK HaBiTh Ipo-
MaTHYHUHN MiOXiJ 10 OIiHIOBaHHS €(PEKTHBHOCTI Map- CTa EKOHOMIKO-MaTeMaTHYHa MOJCIb MOXE CTaTH
KeTHHTOBHX aKTHBHOCTEH 3 aKIIEHTOM Ha NPOMOAKIli. IHCTPYMEHTOM aHaJiTHYHOTO OOIPYHTYBaHHS e(ek-
[ToOynoBana perpeciiiHa MoJiellb Ha OCHOBI YMOBHMX THBHOCTI MapKETHHTOBUX 3axXOJiB. 3acTOCYBaHHS
JIAHKMX JIO3BOJIMJIA BUSIBUTH KUTBKICHI 3aJIGKHOCTI MK ~ TaKHX IMiJAXO/IB 0COOJMBO aKTyalbHE ISl KOMIaHii
BUTpPAaTaMHU HAa MAPKETHUHT 1 3MiHAMHU 00CATIB MPOJaXiB. 3 OOMEKECHUM MapKETHHTOBUM OIOIKETOM, JI€ BaXK-
OtpuMmaHi pe3ysibTaTH MiATBEPKYIOTh, IO MPOMOAK-  JIMBO JOCSATAaTH MaKCUMaJbHOTO e(eKTy IpU MiHi-
mii AiHCHO MAaroTh 3HAYYNIMA TO3MTHBHUM BIUIMB HA  MaJbHUX BUTpaTax.

MOKa3HUKHU peaizaliii MpoxyKIlii, a TAKOX JIEMOHCTPY- Cepen  TepcHEeKTHB  MOJAIBIINX  JIOCITIPKEHb
FOTh B3a€MO3B’SI30K 13 IIIHOYTBOPEHHSM, CE30HHICTIO Ta  JIOIUIBLHO pealizallisi TaKuX 3aXO0/iB:
PEKIIaMHOIO ITiATPUMKOIO. BUKOPHCTAaHHS peabHUX JJaHUX KOMITaHiH U1 mooy-
3a pe3ynbTaTaMy JOCIiKCHHS 3a3HAYMMO OCHOBHI  JIOBH QJIallTOBAHUX MOJIEIICH;
BHCHOBKH. 3aCTOCYBaHHS OUIBII  CKJIQMHHX IHCTPYMEHTIB
1. ITpomoaxirii 3abe3neuyroTh cepenHiid npupict mpo-  (uplift-momenroBanHs, time series, machine learning);
JaxiB Ha oHa 1 20 THC. TPH Ha MiCAIIb, 110 BKa3ye Ha iXHIO OLIIHKA JOBTOCTPOKOBOTO BIUIMBY NPOMOAKIiH Ha
C(PEKTUBHICTB SIK IHCTPYMEHTY CTUMYIIOBAHHS 30yTY. MIOBE/IIHKY CTIO’KHBAYiB;
2. 1lina ToBapy Ta Ce30HHHN YUHHHUK CYTTEBO BILIH- MOPIBHAHHSA €(QEKTHUBHOCTI PI3HUX THIIB MPOMO
BAIOTh Ha PE3yJbTaTH MapKEeTHMHTOBHX KaMIaHid, ToMy  (3HIDKKA, 1+1, KymoH, 60HYyC TOIIO).
MIOBHUHHI BPaxOBYBAaTUCh IIPH TUIAHYBaHHI TPOMOILIIH. TakuM YHMHOM, €KOHOMIKO-MaTeMaTHYHE MOEINIO-

3.Burparn Ha pekiamy MarOTh OKYIHHH e(eKT, BaHHA MOXE 1 MOBHHHO CTaTH OCHOBOI CHCTEMHOTO
poTe MoTPeOyIOTh MOMANBINOI ONTUMI3AIli 3a MOKa3-  MiAXOMy IO YIPaBIiHHSI MapKCTHHTOBUMH aKTHBHOC-
HukoM ROMI. TSMU Ha T ATPUEMCTBI.
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