KOMaHa poCTa Ha ayTcopce

1‘ roc ket Iab ANA CACTEMHOIO yny4dlweHWA KNKYeBbIX MeTPUK

BeHumapku SaaS-meTpuk no koroptam: Retention,
Churn, LTV, Payback Period

OueHka BaLwmnx nokasartesnemn Ha (bOHe KOHKYPEeHTOB K onpeaeneHne peainCtnuyHbiX u,enel?l

BeBepaeHue: 3auyemM HYXXHbl 6eHUMapPKuU?

B AMHaMnyHOM Mupe SaaS noHMMaHue Toro, Kak Ball NpoayKT "4yBcTBYyeT cebsa" Ha poHe
KOHKYPEHTOB, ABNSETCHA KPUTUYECKM BaxKHbIM. CpegHue nokasaTenu nNo pbiHKY MOryT BBECTH B
3a6NyXaeHne, Tak Kak OHW YCPeLHAT pe3ynbTaTbl KOMMNaHWM C pasHbIMU MOAENSIMU, LieNeBbiMU
ayanTopuaMn 1 cTagusamMmum pasBuTusA. KOropTHbIM aHann3 no3BossieT NonyynTb 6onee TOYHYH
KapTuHy, @ 6eHYMapKnN MO KOropTHbIM MeTPUKaM NomMoratoT:

1. OueHuTb 3ddeKTUBHOCTL: CpaBHUTL CBOM KNtoueBble MeTpukK (Retention, Churn, LTV, Payback
Period) ¢ aHanorMyHbiMmM KOMMNaHMAMU B BaLLIE OTPAC/IN U CErMeHTE.

2. BoisiBUTb cnabble MecTa: Onpegenntb, Kakne acrnekTbl Bawero Npoaykra unmM 6usHec-mogenu
TpeobytoT ynyuyLleHus.

3. NocTaBUTb peannucTUYHbIe Lenun: YCTaHOBUTb aMOMLMO3HbIE, HO AoCTUXMMbIe KPI gnsa pocTa u
pasBuTus.

4. MNpuneneyb nHBeCTULNN: NIHBECTOPbLI aKTUBHO UCMNOMB3YIOT 6EHYMaPKKN AN OLLEHKN NOTeHUMana
SaaS-komMmnaHumn.

[aHHbIn MaTepuran npeacraBnseT co6on C60PHUK aKTyalbHbIX 6EHYMAPKOB, OCHOBAHHbIX Ha SAaHHbIX
BeAyLNX aHaNUTUYECKUX areHTCTB U BEHYYPHbIX GOHO0B. [TOMHUTE, YTO 6EHYMApPKN — 3TO
OPUEHTUPBI, @ He XXeCTKMe npasuna. Bawa 3agada — He NpoCTO "cOOTBETCTBOBATL", @ MOHMMATD,
noyemy BallM NokKasaTesnu OTINYAOTCSH, U KakK 3TO MOXHO UCMOMb30BaTh AM1A YNYULIEHUS.

O6wume 6eHYMapPKU SaaS-MeTpUK

MeTpuka B2B SaaS (CpegHun) B2C SaaS UcTouyHUK
(CpepHun)

Retention Rate (D1) 40-60% 20-40% Mixpanel, Amplitude
Retention Rate (D7) 20-35% 10-25% Mixpanel, Amplitude
Retention Rate (D30) 10-25% 5-15% Mixpanel, Amplitude
Retention Rate (M3) 40-60% (o1 D30) 20-40% (o1 D30) Saa$S Capital, OpenView
Retention Rate (M6) 30-50% (o1 D30) 15-30% (o1 D30) SaaS Capital, OpenView
Retention Rate (M12) 20-40% (oT1 D30) 10-20% (o1 D30) SaaS Capital, OpenView
Monthly Customer Churn 2-5% 5-10% Saa$S Capital, Forrester

Annual Customer Churn 10-20% 30-60% SaaS Capital, Forrester
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MeTpuka B2B SaaS (CpegHun) B2C SaaS NcTOoYHUK

(CpepHun)
Gross Revenue Churn 5-15% 15-30% SaaS Capital, Bessemer Venture
(Annual) Partners
Net Revenue Retention >100% (npoeanbHO 90-100% Saa$S Capital, Bessemer Venture
(NRR) (Annual) 110-130%) Partners
LTV/CAC Ratio 3:1unu BblWwe 2:1nnu Bblwe Bessemer Venture Partners,

Andreessen Horowitz

Payback Period (CAC) <12 mecsiues <6 mecsiues SaaS Capital, OpenView
(npeanbHo <5)

BEH‘IMapKM no oTpacinsdm nn cermeHTam

[1 B2B SaaS (MarTech, FinTech, HRTech)

OTW oTpacnm Yyacto uMetoT 6onee BbICOKUA LTV 1 HU3kun Churn 13-3a KpUTUYECKON BaXKHOCTM NpoAyKTa Ans 6usHeca
KnuneHTa. CNoXHOCTb BHEAPEHMS N BLICOKUI "CTOMMOCTb nepekntoyenna” (switching cost) cnoco6CTBYHOT yAepKaHMo.

[ Retention Rate (B2B)

M12: 25-45% (pns MarTech n FinTech moxeT 6bITb Bbilwe, o 50%+) (SaaS Capital).
[J Monthly Customer Churn (B2B)

1-3% pna SMB, 0.5-1.5% pna Mid-Market, <0.5% ans Enterprise (Recurly, ProfitWell).
[ Net Revenue Retention (NRR) (B2B)

100-120% pns SMB, 110-130% pns Mid-Market, 120-150%+ ansa Enterprise. Boicokut NRR B Enterprise o6ycnosneH
BO3MOXHOCTSAIMU ancenna u kpocc-cenna (Bessemer Venture Partners).

[0 LTV/CAC Ratio (B2B)

3:1- 5:1(pns Enterprise moxet gocTturatb 7:1+) (OpenView, Andreessen Horowitz).
[ Payback Period (B2B)

6-12 mecsiueB gns SMB, 3-6 mecsiues gns Mid-Market/Enterprise (SaaS Capital).
[1 B2C SaaS (EdTech, Health&Wellness, Entertainment)

XapakTepusytotca 6onee Bbicokum Churn n 6onee HU3KUM LTV n3-3a MeHbLUEN KPUTUYHOCTM NPOAYKTA U NEFKOCTH
nepekntoyeHns. Yecnex 3aBuCUT OT MacCOBOrO NPUBEYEHNUS U CUNBHOIO BOBIEYEHUS.

[ Retention Rate (B2C)

M12: 10-20% (onsa Entertainment moxeT 6bITb HUXe, ans Health&Wellness ¢ cunbHom npusbiukon — Beiwe) (App Annie,
Sensor Tower).

[J Monthly Customer Churn (B2C)
5-15% (Recurly, ProfitWell). 3aBuCUT OT LLEHOBOW KaTeropuun 1 LEHHOCTU NpPoAYKTa.
[1 Net Revenue Retention (NRR) (B2C)
80-100%. Ancenn MeHee BbipaxeH, yem B B2B (Recurly).
[J LTV/CAC Ratio (B2C)
2:1- 3:1 (Bessemer Venture Partners).
[] Payback Period (B2C)
2-5 mecsaueB (SaaS Capital).

BeHuYMapKu no pasmepy KOMNaHUU/CEermMeHTy KJIMEHTOB



SMB (Small and Medium Bbicokuin Churn (2-5% exemecsiuHo), Huskuin LTV ($500-2,000),

Business) KopoTkuin Payback Period (3-6 mecsaues). MpoayKTbl 4acTo
camoo6cnyxuBaemble, ¢ HU3kMM ARPU. doKyc Ha MaccoBOM
npusneyvyeHun n aopekTnsHom oHoéopauHre. NRR 100-110%
cuuTaeTca xopowum (SaaS Capital, OpenView).

Mid-Market CpegHun Churn (0.75-1.5% exeMecsiyHo), cpegHum LTV
($5,000-25,000), cpenHuin Payback Period (6-12 mecsLes).
TpebyeTcsa 6onee akTMBHas padboTa C KIIMEHTaMM, HO eLle He
Enterprise-ypoBeHb. NRR 110-125% - oTAnYHbLIN NOKa3aTesb
(Saa$S Capital, OpenView).

Enterprise Huskuin Churn (<0.5% exemecsiyHo), Bbicokuin LTV ($50,000+),
ANVHHbBIM Payback Period (12-24 mecsaua). ONWHHBIA UMKN
npopgax, BolcoKasi CTOMMOCTb MPUBNEYEHUs1, HO U BblCOKast
ueHHocTb knueHTa. NRR 120-150%+ - aT0 cTaHZapT 44
ycnewHbix Enterprise-komnaHui (Bessemer Venture Partners,
Insight Partners).

dakTopbl, BAUsaOLWME HA GEHUMAPKHU

[] UeHa npogykta / ARPU:

Yewm BbilLe LieHa, TEM HUXe oxngaemsit Churn v Boiwe LTV. KnueHTbl, MHBECTUPYIOLLMNE GONbLUE, CKITOHHbI A0MbLUe
OCTaBaTbCs M NMonyyaTb 60/blUe LLeHHOCTU.

[1 CRoXHOCTb NpoAyKTa U BHeApeHus:

CnoxHble NpofykTbl ANna Enterprise umetoT 6onee BbicOoKkMe Gapbepbl BXoA4a, HO U 6oee BbICOKOE yaepyKaHue nocne
YCMNELWHOro BHeAPEHMS U3-3a INyBGOKOM UHTEerpaumm B 6M3Hec-npoLecchl KNneHTa.

[0 Uwukn npogax:
OnunHHBbIN umkn npogax (Enterprise) o3HayaeT 6onee Bbicokuit CAC, HO 1 Gornee npeAckasyeMblit U LONroCpoYHbIn LTV.
[ Peruvoh:

PbIHKM C pa3HOW KOHKYpeHLMeN, MoKynaTenbHON CMNOCOBHOCTLIO U KyNbTYPHBIMW OCOGEHHOCTAMU MOTYT EMOHCTPUPOBATL
pa3Hble 6eHYMapku. Hanpumep, Churn B pa3BnBatoLLMXCA CTpaHax MOXEeT ObiTb BblLLE.

[1 Cragusa pa3BuTUA KOMMaHUK:

CTapTanbl Ha paHHUX CTagusaX 4YacTo MMetroT 6osiee Bblcokui Churn n HU3km NRR, noka He gocTurHyT Product-Market Fit.
3penble KOMMNaHUM NoKasbiBakoT 60siee CTabubHbIE U BbICOKME METPUKM.

[ Mopenb MoHeTU3aunm:

Freemium-mogenu MorytT uMeTb OYeHb HU3KMI Retention gns 6ecnnaTHbIX NoMb30BaTeNen, HO BbICOKUI OJ1s NNaTALWMX.
Mogaenu ¢ exxerogHowm onnatom o6bl4HO UMeEROT 6onee HM3KKIM Churn, Yem ¢ exxeMecsayHown.

[0 KoHKypeHTHas cpefga:

Ha BbICOKOKOHKYPEHTHbIX PblHKaX yAepKaHne KNIMeHTOB C/IoXHee, YTO MPUBOAUT K 6onee BbicokoMy Churn 1 gaeneHuto Ha
LTV/CAC.

[ NCTOYHUKN AaHHbIX:

OTyeTbl BeAyLMX aHanuTuYeckux areHTcTB (Gartner, Forrester), BeHYypHbIx poHA0B (Bessemer Venture Partners,
Andreessen Horowitz, OpenView, Insight Partners), SaaS Capital, ProfitWell, Recurly, Mixpanel, Amplitude, App Annie,
Sensor Tower.

OueHuUTe CBOU NOKasaTenu

3HauYNTENbHO HMXE PbIHKA Hwuxe pblHKa Ha ypoBHe pblHKa Bbilwe pbiHKa Ilnpgep pbiHKa

OTmeTbTe, rge, no BaweMy MHEHUIO, HaxXoaAATCA KNK4YeBble METPUKU BalLe KOMMNaHUMU OTHOCUTENbHO
6eHYMapKoB B Ballen OTpac/in U cermMeHTe. OTO NOMOXXET onpeennTb NPUOPUTEThLI AN ynydweHua.
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