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AHHOTALUA

B crarbe paccmarpuBaeTcsi mpoOiemMa OLEHKH JIOSUIbHOCTH KJIMEHTOB B YCIOBUAX
mudpoBoit TpaHchopmammu MapkeTuHTa. [lokazaHo, YTO TOTpeOUTENHCKAs
JIOSITBHOCTD SIBJISIETCSI MHOTOMEPHBIM KOHCTPYKTOM, BKJTFOYAIOIIUM ITOBEJIEHYECKHUE,
OYMOIMOHAJIbHBIE U KOTHUTHUBHBIE KOMIIOHEHTHI, U HE MOXET ObITh 3(PPEKTUBHO
yOpaBiIsseMoi 0e3 pa3pabOTKM M CHCTEMAaTHYECKOTO MPUMEHEHUS KOMITIEKCHBIX
UHCTPYMEHTOB u3MepeHusi. (OOOCHOBBIBAETCS HEOOXOAMMOCTh HWHTErpaluu
KOJIMYECTBEHHBIX (TTOBENCHUECKUX U (PMHAHCOBBIX ) M KAYECTBEHHBIX (ATTUTIOMHBIX )
METOJIOB OLICHKH C UCIOJIb30BAHUEM ILIU(PPOBBIX U aBTOMATU3UPOBAHHBIX PEIICHUM,
OCHOBaHHBIX HA MCKYCCTBEHHOM MHTEJUIEKTE M  MEPCOHATU3UPOBAHHBIX
miarpopmax. Ha ocHOBe aHamm3a CyIIECTBYIOIIMX ITOAXOAOB MPEAJIOKECHA
pacuiMpeHHas Kiaccuukalus METOJOB OIEHKH JIOSJIbHOCTH, BKJIIOYAOIIAs
KJIACCUYECKUE TPymnmbl W HHU(PPOBHIE/aBTOMATU3UPOBAHHBIE METOABI, a TaKXKe
MPOJICMOHCTPUPOBAHA MX MPAKTUYECKAS 3HAYUMOCTH JJISI MalbIX MPEAIPUSTUN
chepnl paspiedeHuil. BBIBOABI MOMYEPKUBAIOT, YTO COYETAHUE TPATULMOHHBIX

METPUK W MHHOBAIMOHHBIX IIM(PPOBBIX HHCTPYMEHTOB MO3BOJISIET (POPMHPOBATH
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IMNOJIHYIO «KKAPTUHY KIIMCHTA», IIOBBIIIATL TOYHOCTL ITPOTHO3UPOBAHUS ITOBECACHUS U

3¢ (HEKTUBHOCTH IPOrPAMM YIIepKaHUs IPU OIPaHUYEHHBIX PECypcax.
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Annotation

This article examines the assessment of customer loyalty in the context of digital
transformation in marketing. It is shown that customer loyalty is a multidimensional
construct encompassing behavioral, emotional, and cognitive components and
cannot be effectively managed without the development and systematic application
of comprehensive measurement tools. The authors justify the need to integrate
quantitative (behavioral and financial) and qualitative (attitudinal) methods of
loyalty evaluation with digital and automated solutions based on artificial

intelligence and personalized platforms. Drawing on an analysis of existing
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approaches, an extended classification of loyalty-assessment methods is proposed,
including traditional groups as well as digital and automated techniques, and their
practical relevance for small businesses in the entertainment industry is
demonstrated. The conclusions emphasize that combining conventional metrics with
innovative digital tools enables a full “customer view,” enhances the accuracy of
behavioral forecasting, and improves the efficiency of retention programs under

resource constraints.

Keywords: customer loyalty, loyalty measurement, quantitative methods,
qualitative methods, digital automation, artificial intelligence, Customer Lifetime
Value (CLV), Net Promoter Score (NPS), Customer Satisfaction Score (CSAT),
Customer Effort Score (CES), entertainment industry.

B coBpeMEHHONW MapKETHHIOBOM IIPAKTUKE JIOSUIBHOCTH  KJIMEHTOB
paccMaTpUBaeTCs Kak KJIHO4YEeBOM (haKTOp YCTOMUMBOM KOHKYPEHTOCIIOCOOHOCTH U
JIOJITOCPOYHOM TPUOBUILHOCTH OuszHeca. [loTpedutenbckast JOSUIBHOCTh HOCHUT
MHOTOMEPHBIN XapakTep, BKIIOYAIONINN TMOBEACHYECKHUE, SMOIMOHAIBHBIC U
KOTHUTHBHBIC KOMIIOHGHTBI: OT (DAKTHYCCKMX TMOBTOPHBIX IOKYIOK IO
CyObEKTUBHBIX YCTAHOBOK OTHOCHTEIBHO OpEH/la W paIlMOHAIBHOW OIICHKU
COOTHOIIIEHUS  «IIeHHOCTh—CcTOUMOCTB» [2],[3]. OcMmbicieHHOE —yIpaBicHHE
JIOSUThHOCTBIO HEBO3MOXKHO 0€3 pa3padOTKM M CHUCTEMATHYECKOTO MPUMEHEHUS
COOTBETCTBYIOIIMX HHCTPYMEHTOB €€ n3mepenus [8].

Oco0yt0 aKTyaJbHOCTh CETroJIHs MPUOOPETAET UHTErPaLlUsl KOJTNYECTBEHHbIX
U KAYeCTBCHHBIX METOJOB OICGHKM C HCIOJb30BAaHUEM MHUQPPOBBIX U
ABTOMATHU3MPOBAHHBIX pEIICHUA Ha 0a3e WMCKyCCTBEHHOTO WHTEIUIEKTAa U
NePCOHATM3UPOBAHHBIX IIardopM [5]. JlaHHBIA TOAXOA IMO3BOJIAET HE TOJBKO
(buKCUpOBaTh, YTO JENAET KIUEHT, HO U BBISIBISITH, IOYEMY OH COBEpIIACT T€ WIIU

HHBIC )IGIZCTB us, qTo OTKPLIBACT BO3MOXKHOCTH pIRIb: | oonee TOYHOTO
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MIPOTHO3UPOBAHUS TIOBENCHUS ©  (POPMUPOBAHMS WHAWBUAYATU3UPOBAHHBIX
nporpamm yaepskanus [6].

CoBpeMeHHbIE TEOPETUUECKUE MOICIIN JIOSUTbHOCTH MOTYEPKUBAIOT TIEPEXO]
OT TPaH3aKIUOHHOTO, OPUEHTHUPOBAHHOTO Ha KPATKOCPOUYHBIC CKUAKU U
JUCKOHTHBIE KapThl, K KOMMYHHUKAaTUBHOMY MOAXOMy, Oa3upyroleMycsi Ha
MOCTPOEHUH JOJTOBPEMEHHBIX OTHOIICHUN, (POPMHUPOBAHUH COOOIIECTB BOKPYT
OpeHIa ¥  WCHOJB30BAaHWM TEeUMH(UKAIMM, TOAMUCOYHBIX MOJAEIeH U
NEPCOHAIM3UPOBAHHBIX MEXaHUK. B 3TOM KOHTEKCTE JIOSIIBHOCTh pacCMaTpPUBAETCS
KaK HMHTETPAaTHBHBIA  KOHCTPYKT, B KOTOPOM  pa3HYalOT  MOMJUHHYIO
(00OCHOBaHHYIO paIllMOHAIBHBIMU M AMOIIMOHAIBHBIMU (DAKTOpaMHu) U JIOKHYIO
(00yCIIOBIICHHYI0, HAIPUMED, OapbepaMu MePEKIFOUCHU ) JTOSITLHOCTS [4].

Takast unTeprperanust TpeOyeT NPUMEHEHHs Pa3HOYPOBHEBOM CHCTEMBbI
OLICHKH, BKJIIOYAIOUIEH Kak OOBEKTUBHBIE IOBEJECHUYECKHE WHIUKATOPBI, TaK M
CYObECKTHBHBIC aTTUTIONHBIC MOKA3aTeH, a TAaK)K€ WHTETPATUBHBIE KOMITIO3UTHHIE
UHJIEKChI. TOJIbKO B MX COYETAHUU MOXKET OBITh JOCTUTHYTA TOJHAs «KapTUHA
KJIMEHTa», HeoOxoauMas Jiisi 000CHOBaHUSA MHBeCTULIMUA B loyalty[ lmporpammsl u
ONTUMM3AIMA MAapKETHHIOBBIX yCHiHii [6].

AHanu3 HayqHOH TUTepaTyphl U MPAKTUKH MO3BOJISIET BBIICIUTH TPU 0a30BbIX
TPYNITBI METOJIOB OTICHKH JIOSUThHOCTH KITMEHTOB: KOJIMYECTBEHHBIE (TTOBEACHUYCCKUE
1 (MHAHCOBHIE), KAYECTBEHHBIE (aTTUTIOAHBIC) U KOMIIO3UTHBIE (MHTETPATHBHBIE).
B ycrmoBusix 1udpoBoit TpaHchopmaluu  11€J€CO00pa3HO  JIOMOJHUTh ATy
KJacCU(UKAIMIO YETBEPTON Tpymmod — IU(POBBIX W aBTOMATU3UPOBAHHBIX
METO/IOB, OCHOBAaHHBIX Ha HEMPEPHIBHOM COOpE JaHHBIX Yepe3 OHJIalH| | KaHaAbl U
CHCTEMHBIN aHaIM3 Ha 0a3e anropuTmoB [8].

Knaccudukarus METOmOB OIIEHKH JIOSUIBHOCTU KJIMEHTOB TPECTaBIeHA B

tabnuue 1.
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Tabnuma 1 Knaccudukanus METO0B OLIEHKH JIOSTTLHOCTH KIIHEHTOB

I'pynma meTonos CymHocTh ITpumepsi MuHOBaIIMOHHBIN
MOTCHIIU A
KonwnuecTBeHHbIC Nsmepenue YacToTa MoOKymok, | ABToMaru3amus coopa
(moBemeHUYECKHE) Ha0II0JaeMBIX noiis B komienbke, | yepe3 CRM u gaT-00THI
JNICUCTBUM KIIMEHTa JIABHOCTh
KomnuectBenHbie Nsmepenue CLV, AQV, CAC, | Al-nporaosupoBanue CLV,
(¢uHaHCOBBIC) JEHEKHBIX JIOXOJTHOCTh ABTOMATHYECKHUHA PacueT
MoKaszaTesnen KJINECHTA
KauecTtBeHHEIC Nsmepenue NPS, CSAT, CES, | Yar-0otbl 115
(arTuTIOMHBIC) OTHOIIICHUH W YMOIUH | OMPOCH ABTOMAaTU3UPOBAHHOTO
KJIMEHTA coopa feedback
KowmrmosutHbie WHaTerpammst RFM-ananms, ABTOMaTHYECKasI
MOBEIEHYECKUX 1 Customer Loyalty | cermenTamus, real-time
ATTUTIOTHEIX Index OOHOBIIEHHE
MoKaszaTesnen
Ludpossic u COop maHHBIX Yepes AHanmuTHKa YaT- MuHHUMaITBHEIC 3aTPATHI,
ABTOMAaTU3UPOBAHHBIC (G POBEIC KaHAIIBI 0ora, BeO- HETPEPBIBHEII cOOp
(MHHOBAITMOHHEIE ) 0e3 yJacTus 4elloBeKa | aHaJIMTHKA, social | JaHHBIX, TPOTHOCTUYECKAS
listening, Al- aHAJIMTHKA
aHaIn3
TOHAJILHOCTH
KonuuecTBeHHble  TOBEJEHYECKHME  METPUKM  (DOKYCHUPYIOTCS  Ha
HaOIIOMaeMbIX JCHCTBHUSAX KIMEHTa — YacTOTE MOKYIMOK, JABHOCTU MOCIETHEN

TpaH3aKIUW H JIOJIC B «KoIIelbke». DHUHAHCOBBIC METPHKH, Takue kak Customer
Lifetime Value (CLV), Average Order Value (AOV) u pacxoabl Ha MPUBICYCHHE
karenta (CAC), orpaxkaror economuyeckue 3(Gp(eKThl JOSIIBHOCTH U MO3BOJISIFOT
OIICHWBaTh OTHa4y OT TMpoTrpamMM yaepkaHus. KauecTBEHHBIC aTTHTIOAHBIC
nokazarenu (NPS, CSAT, CES) ¢ukcHpylOT 3MOIMOHAIbHBIE M KOTHUTHBHBIC
YCTAaHOBKH, BBISBJISS BHYTPCHHHE IPUYMHBI ITOBEJACHHUS — OT TOTOBHOCTH
PEKOMEHI0BaTh OPEH]I 10 BOCIPHUSATHS JIETKOCTH B3aUMOJICHCTBUSI.

Kommno3utHble MeTonbl, Takue kak RFM [ananu3 u Customer Loyalty Index,
OOBCIUHSIOT ITOBEJACHYSCKHE W AaTTHTIOAHBIC H3MEPEHUS B CAMHYIO CHCTEMY
CETMCHTAIMU, YTO OCOOCHHO BAXXHO JUISI MajblX W CPEJAHUX KOMITAaHHA,
CTPEMSAIIUXCA TOBBICUTh 3(P(GEKTUBHOCTh TIEpCOHANM3AMK. B  WHIyCTpUH

pasBiiedeHu (B TOM YKCII€ KAPTUHIa) UMEHHO MHTETPATUBHbIE MTOAXObI IO3BOJISIOT
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KOMITCHCHPOBaTh HEXBATKY CTPYKTYPUPOBAHHBIX JAHHBIX W MHUHUMH3UPOBATH
PY4HBIE TTPOIIECCHI.

Pa3zBuTre mu@poBBIX TEXHOJOTMHA W MCKYCCTBEHHOTO WHTEJUIEKTa CO3acT
MIPENIOCHUIKHU TSl TpaHC(HOPMAIIHH TPAIUIIMOHHBIX METOJOB OIICHKH JIOSITBHOCTH.
B pamkax mudpoBBIX W aBTOMATU3MPOBAHHBIX METOIOB BBIICISIOTCS TaKHUE
HarpaBJICHUs, KaK Jar[ |00ThI st cOopa oOpaTHOW cBs3M, BeO[ |aHamuTHKa, Social
listening u Al JaHamu3 TOHATLHOCTH OT3HIBOB.

OTH MHCTPYMEHTHI TTO3BOJISFOT:

-UIeHTU(PUIIMPOBATh KJIMEHTA aBTOMaTHYecKu (depe3 HoMmep TenedoHa,
aKKayHTBhI B COIICETSAX, MPOMUIbHBIC TPUIIOKECHHS ), HCKIIFOUasi yTpary JaHHBIX U
COKpaliasi py4yHoi BBOJ;

-coOupaTh Ka4eCTBEHHYIO OOpPaTHYIO CBsI3b B PEKHUME PEaJTbHOTO BPEMEHH
(Harmpumep, MUHU [ ]OITPOCHI TIOCIIE 3a€3/1a B KApTUHTE UM OPOHUPOBAHUS YCIIYTH),
YTO 3HAYUTEIHHO MOBBINIAECT OTKINK U PEMPE3ECHTATUBHOCTD JAHHBIX;

-OTCJIC)KUBATh TIOBTOPHBIC BU3UTHI M OOHOBIATH TMOBEIACHUECKHE METPUKH
(Bxarouass RFM) 0e3 yduacTtus aaMHHHCTPATopoB, OOCCIICUHBAs OIEPATHBHOE
pearupoBaHUe HAa U3MEHECHUS B TIOBEJICHUH KIIMCHTOB;

-IPOTHO3UPOBATh OTTOK W MpeHjiaraTh IeJIEBbIC YIep:KaTelIbHbIE MEphI 10
TOTO, KaK KJIIMEHT (PaKTUICCKH IMPEKPATHT B3aMMOJICHCTBHE ¢ KoMIaHuei [1].

[lepconanu3arusi, = OCHOBaHHass  Ha  JIAHHBIX,  TIOJIyYCHHBIX B
aBTOMATHU3HPOBAHHOM PEXHME, MO3BOJIIET CETMEHTHPOBATh KIIMEHTOB 1O YPOBHIO
JOSITBHOCTH W TIpeljiaraTh WHIWBUYAIU3UPOBAHHBIE AKIIMH, YTO MHOTOKPATHO
MIOBBIIIIACT KOHBEPCHUIO U YaCTOTY MOBTOPHBIX TOKYIIOK.

HecmoTpst Ha OYeBHIHBIC MPEUMYINECTBA, TPAJAUIIMOHHBIE METOMIBI OICHKH
JIOSITBHOCTH CTAJIKMBAIOTCS C PSIZIOM OTPAaHUYEHUH B YCITIOBUSX MAJIBIX MPEATPUITHIA
cdepsl pa3BredeHuidl. K HUM OTHOCATCS pa30BBIM XapaKTep MHOTHX KJIHEHTOB,
orcyrctBue CRMI[Icuctem, HECTPYKTYpUPOBAHHOCTh JTAHHBIX U 3aBUCUMOCThH OT

PYYHOTI'O y4cCTa. B Takux YCIOBHUAX KOJUYCCTBCHHLIC M KAaYCCTBCHHLIC MCTPHKH
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7100 HEBO3MOXKHO BHEIPHUTH B TMOJHOM 00beMe, JIMOO WX peanu3amus Tpedyer
3HAUUTENIbHBIX TPYI03aTpar U OpraHU3alMOHHBIX U3MeHeHUH [7].

31ech KJIIOUEBYIO pOJIb HAYMHAIOT UTPaTh HU(GPOBBIE U ABTOMAaTU3UPOBAHHBIE
METOJIbI, TO3BOJISIONIMNE MWHHUMHU3UPOBATH PYYHOW Tpyd, CTaHIAPTH3UPOBATH
mpolecchl cbopa M aHaiu3a JaHHBIX, a Takke OOeClNeYUTh HENpPephIBHbIN
MOHUTOPUHT KIMEHTCKON JIOSITBHOCTH O€3 CYIECTBEHHOTO YBEIWYEHHWS IITaTa
nepconana. B uHaycTpun pasBiiedeHU UMEHHO TaKWe WHHOBAIMOHHBIC TTOIXOIbI
CTAHOBSTCS OCHOBOW JJIsl TEpPEX0/ia OT OJHOPA30BBbIX TPAH3AKUUN K MOCTPOEHUIO
JIOJITOCPOYHBIX OTHOIIEHUH C KITMEHTAMMU.

[IpoBeneHHbIN aHATN3 TTOKA3bIBAET, YTO COBPEMEHHbBIE HHCTPYMEHTHI OLIEHKH
JOSTIPHOCTA KJIMEHTOB TPEJCTABISIOT COOOW Pa3BUTYIO CHUCTEMY, BKIIIOYAIOIIYIO
KOJIMYECTBEHHBIE (TIOBEICHUECKUE U (DMHAHCOBBIC) U KaY€CTBEHHBIC (aTTUTIOIHBIC)
METPUKH, a TaKXKe HHTErpaTUBHbIE KOMIO3UTHbIE MeToabl. Hambosee monHOe
MIPENICTaBICHUE O KIIMEHTE (POPMUPYETCS MPU X KOMOMHUPOBAHHOM NMPUMEHECHUH,
YTO MO3BOJISIET HE TOJIBKO (PUKCUPOBATH MOBEACHUE, HO U BBISIBISTH MOTUBAIMOHHBIE
(bakTopsbl.

B ycnoBusix mudposoit Tpanchopmanuu 0coboe 3HAYECHUE MPUOOPETAOT
WHHOBAITMOHHBIC TTOTX0/IbI, OCHOBAaHHBIC HA aBTOMATU3UPOBAHHOM COOPE U aHATN3e
nauubeiX. [{udpoBbie MHCTpyMEHTHI, TakWe Kak dYarl |0oThl, BeOl laHAIUTHKA H
Alllananu3, TMO3BONSAIOT MUHHUMHU3UPOBATH PYYHOH  TpPyd, OOECHEUUTH
HEIPEPBIBHBIN cOOp MH(OpMAIH, MOBBICUTh OTKIMK Ha OMPOCHI U Peain30BaTh
MIEPCOHAIM3UPOBAHHBIE MPOTPAMMBI JIOSUTBHOCTH. J1JIsl MaJbIX IPEANPUSATHH Chephl
pasBiiedcHUN 1HMQpPOBas aBTOMATH3alMS CTAHOBUTCS KITFOYEBBIM  (pakTOpOM
NMOBBIICHUS A(H(DEKTUBHOCTH YIIPABICHUS JIOSUIBHOCTBIO TIPH  OTPaHWYEHHBIX

pecypcax.
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