KOMaHa poCTa Ha ayTcopce

“ rocket Iab ANA CACTEMHOIO yny4dlweHWA KNKYeBbIX MeTPUK

LLlaonoH Customer Journey Map gnsa SaaS-npoaykra

CuctemMaTM3npymnTe NyTb KIMEHTA U YNy4LllnUTe Nosb30BaTeNbCKUI ONbIT

BeepeHue: 3auem Hy>xHa CJM ana SaaS?

Customer Journey Map (CJM) — aTo BU3yanbHoe nNpencTaBneHne nyTu, KOTopbli MPOXOANT KINEHT,
B3aMMOAENCTBYS C BaWKUM SaaS-npoayktom. OT NepBOro s3HaKOMCTBa 40 YAep>XaHUs 1 agBoKauuu.
B oTnnumne oT TpaaMUMOHHBIX NPOAYKTOB, SaaS TpebyeT rny6oKoro NOHMMaHUSA A0r0CPOYHbIX
OTHOLLEHUN C KITMEHTOM, FAe Kaxabl aTtan BnausaeT Ha LTV (Lifetime Value) n Churn Rate (oTToK).

Co3paHne CJM nomoraerT:

- BbisiBUTb 6051€Bble TOYKU U PpyCTpaLmMn KIIMEHTOB Ha KaXkaoM aTane.

- OnpefennTb BO3MOXHOCTU 15 yNy4dLleHUs NpoayKTa, MapKeTUHra u nogaepxku.

- CMHXPOHU3NPOBaTb PaAabOTy pa3HbiX KOMaHL, (MapKeTUHI, MpoAaXky, NPOAYKT, MOAAEPXKa).

- MoBbICUTb yAepXaHWe KIMEHTOB U UX NIOSANIbHOCTbL, YTO KPUTUYECKN BaXKHO ANnsa SaaS-mogenu.

Llla6noH Customer Journey Map gna SaaS-npoaykra

Tabnuua He nomellaeTca Ha cTpaHuly PDF — oHa cogep>XuT CAnwKomM MHOro ctonéuos. MNMonHas
Tabnuua [ocTynHa Ans cKaunBaHusa B danne Excel, KOTopbIN NnpunaraeTcs K aToMy MaTepuany.

KniouyeBble MEeTPUKU ONA KaXKgoro atana

Ocos3HaHue npo6nembl Tpaduk U3 NOUCKOBbLIX CUCTEM, KOSIMYECTBO NPOCMOTPOB
KOHTEHTa No MHGOPMAaLIMOHHbBIM 3anpocam.

WUccnepoBaHue pelueHUn Tpaduk Ha ueneBble cTpaHuubl, CTR peknaMHbIX 06bsBIEHUN,
KOJIMYECTBO 3aMpPOCOB Ha AEMO/KOHCYNbTaLMHIO.

CpaBHeHue U BbIGOP KoHBepcus u3 nocetutens B perucTtpauuto (CVR), konmuyecTtso
perucTpaumn Ha NpoGHbIA Nepuoga.

Peructpauus/lpo6Hbir nepuog  KospPpuUMeEHT 3aBepLUEHNUS perucTpaumm, Bpems A0 NepBoro
BXOfa, MPOLEHT Nosib3oBaTesnien, Ha4yaBLUMX OHOOPANHT.

AxTuBauus KoadouumneHT akTnBaumm (NpoLeHT nonb3oBaTtenen, AOCTUMLLNX
'Ahal moment'), KoHBepcUs U3 Tpuana B NNaTAWEro KNneHTa.

Ucnonb3oBaHue/YpgeprkaHue MRR (Monthly Recurring Revenue), ARR (Annual Recurring
Revenue), Churn Rate (oT1TOK), LTV (Lifetime Value), NPS (Net
Promoter Score), yacToTa NCNoONb30BaHWS MPOAYKTA.

ApBokauusa/OTTOK NPS, konnyecTtBo pekomeHgauun, Churn Rate, npnunHbl OTTOKA
(13 exit-onpocos).


https://rocketlab.bz/?utm_source=pdf&utm_medium=blog&utm_content=shablon-customer-journey-map-dlya-saas

BaxxHocTb Customer Success ans cHmxeHuss Churn Rate

B SaaS-6u3Hece yaep>xaHue KIMEHTOB — 3TO He NPOCTO 3aJava NoaaepXKu, a cTpaTernyeckun
npuopuTeT. MpoakTneHbin Customer Success (CS) urpaet 3gecb KOYEBYHO pofb. KomnaHuu,
BHegpstoLwme npoakTmeHbiM Customer Success, cHmkatoT Churn Rate Ha 20-30% B nepBbIN Xe rog
(paHHbIe n3 cTaTbK).

Mpumep: OAMH U3 HaLLIMX KIIMEHTOB, CEPBUC A1 OHNaMH-LLKON, nocne BHegpeHnsa CS-MeHeaXepos
COKpaTWi MeCAYHbIN OTTOK € 7% [0 4% (AaHHble U3 cTaTbu). OTO AEMOHCTPUPYET NPSAMYHO
Koppensaumio Mexay nHeectuumsmm B CS n cTabubHOCTbIO KIIMEHTCKOWN 6a3bl.

YT0 BKNOYAET NpoakTmBHbIM Customer Success:

- PaHHee BbIsSiBNeHne npobnem: MOHUTOPUHI aKTUBHOCTW NOMb30BaTeNs, YToObl NpeacKasaTb
noTeHuUManbHbIA OTTOK.

- OByyeHune 1 agantauma: NMomollb B 0CBOEHUU MPOAYKTa, MpoBeAeHNe Be6MHAPOB,
npegocTasfeHne o6ydaroWwmx MaTepuanos.

- C6op obpaTHOM cBA3K: PerynsipHble onpochl U UHTEPBLIO A1 NOHUMaHUA NOTpeBHOoCTeN U
npo6aem KINeHToB.

- JeMoHcTpauma LeHHocTH: NMoCToAHHOE HanoMUHaHUe KITMEHTY O TOM, Kak MPOAYKT NoMoraeT eMy
JocTuraTtb Lenen.

OueHKa Balleun TeKyLLen cTpaTerum yaep>xaHus KJIMEHTOB

PeaktnBHasa nopgaepxka ba3oBbli OH6OPAMHI MpoakTusHbi CS TMepcoHann3anpoBaHHbi CS KnneHTbl-aABoKaThl

OTmMeTbTe, HaCKONbKO MPOaKTMBHO Balla KOMMaHUsA paboTaeT Haf Yaep>XaHWEM KITUEHTOB:
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