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CTpYyKTypa npe3eHTauumu
3

NccnepoBaTtenbCKMM BOMPOC, YHUKAaAbHOCTb CTaTbM
I1aHHble

Moaenb

Pe3ynbTaThbl 1 BbIBOAbI

[punoxeHne K nccnegoBaHuio NoTpebutenein Ha
KHUMHOM PbIHKe



NccnepoBaTenbCKNUM BONPOC

Ectb i 6onee ynobHan B
MCNOJ/1Ib30BAaHMNM a/IbTEPHATUBA
Pareto/NBD moaenu ana pacyéta CLV
(customer lifetime value)?*

* coenku nosTopAlOWMEcA HEKOHTPAKTHbIE




1)

2)
3)
4)

Anropmntm nomcka CLV*

[MoucK pacnpeaeneHma GyHKLMM NPOLLUbIX
TpaHcakuum f(©), ©6- tHanBMAYyaNbHbIE
noBeaeHYecKMe XxapaKTepUCTUKK;

BBO/, NpeAnonoXeHn o pacnpeaeneHmm ©;
noAroHKa moaenu noa AaHHble;

B/IMAHME O Ha byayulee nwyT 2-aroBbimM
meTtoaom: ©=f(past), future =f(O)

*P.S. Fader & B.G.C. Hardie, Probability Models
for Customer-Base Analysis”
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YHWKaNbHOCTb CTaTbU: HOBbIN CNOCOD
ana pacyet CLV

P(«>Xu3Hb»|x, t,, T)
«CmepTb»: Pareto, BG; «}Xn3Hb»: NBD

Pareto/NBD BG/NBD




YHUKaNbHOCTb CTAaTbU: HOBbIX CNOCODO

ana pacyet CLV

[ naBHOe pa3nuyue: B BG/NBD
3aknaablBaeTcs He NMPOCTO «CMEPTbY,
a TO, YTO V NOoTpeduUTernb MOXET
CTaTb HEaKTUBHbLIM Nocrne V

TpaH3aKLUMN C BEPOATHOCTbIO
«oTceBa» p.




* NoKkynkn CD B oHNauH putennepe
CDNOW, auBapb 1997 — uonb 1998;

* NoKynaTtenun c 1om NnoKynkou B 1om
KBapTane 199/;

 10% BbI6OPKM B3ATO AN aHanm3a: 2357
nokynatenew, 78 Heaenb, KannbpoBKa
Ha 39 Hepgenax AnAa NPOBepPKU NPOrHO3a
Ha OCTa/bHbIX.




Moaenb BG/NBD ana 3agauu

MaKCUMM3aunum GyHKUMmM L

PyHKUMA npasaononobusa (L) ans
noseaeHUa CAy4amHoOro MHANMBMAA
L(r,a,a,b|X=x,t.,T)

B(a,b+x) TI'(r+x)a’

" B(a,b) [(r)(a+T)*
B(a+1,b+x-1) TI'(r+x)a’

_I_Sx::»-O

B(a,b) L(r)(a+t)




Moaenb BG/NBD ana 3agauu

MaKCUMM3aunum GyHKUMmM L

L(T,a,a,b‘X=x,tx,T)=A1A2(A3—|—5 A4)

x>0

I'(r4+x)a’ A I'(a+b)I'(b+x)
r(r) ' > TOTI(a+b+x)’

1 r+x A B a 1 r+Xx
a+T ' U \b+x—1/)\a+t,

Peannsaumna moaenu
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MToroBaa moaenob

E(Y(t)|X=x,t,,T,r,a,a,b)

Dty — a+T \7+X
e 1[1_(a+_|1;'+1‘) F(r—l—x bt+x;a+b+x—1; +T

165 a (af—|—T)

Y(t) — yncno nokynok

- rMNnepreomeTpuyeckan dyHKuUMA Maycca

= - ycnoBuMe NOKYMNKM
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Pe3ynbratbl 2X Moaesien conocTtaBUMbI

Figure 2 Predicted Versus Actual Frequency of Repeat Transactions

1,500

Table 2 Model Estimation Results

Bl Actual

[ Pareta/NBD BG/N BD ParetO/N BD

b r 0.243 0.553

g o 4.414 10.578
g a 0.793
- | b 2,426

S 0.606

B 11.669

. Iﬂ I ) LL 95824 —~9595.0

# Transactions
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Pe3ynbratbl 2X Moaesien conocTtaBUMbI

OpHako conditional
- — —  —— expectations ans
B 1| Knacca OB
BG/NBD (0.23)
HaMHOro baune K
peanbHOMY
(0.24), yem B
Pareto/NBD
(0.14).

~—~  |Abonbwasa yactb
i 1 # :'ranaact:i!nns in Ujeaks '1—5‘,39 i " Aa H H bIX - 3TO
knacc 0.

Figure 3 Conditional Expectations
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o

F= n
T T

Expected # Transactions in Weeks 40-78
a2
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BG/NBD

e ABMAETCA XopoLlen (ans
NPOrHO3MpoOBaHUSA) anbTepHaATUBOU
Pareto/NBD;

e TexXHU4Yeckn ygobHee yem Pareto/NBD;

e NydLle npeackasana rnoeBegeHne Kracca
0 (KpUTUYECKN BaXKHOTIO).
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[lopnnoxeHne K uccneaoBaHuUIo

notpebutTenem Ha KHMKHOM PbIHKE

JlaHHble

*MOKYNKW KHUT B puTennepe, 10.01.2013 -
05.20.2016;

*Bnagenbubl KapTO4YeK N0OANbHOCTHU

*B3ATO ANnAa aHanusa: Koropta 07-11 mecaubl
2014 ropa (79 Hepenb), 144 n/x (KapToOuKK).

JlaHHbIe
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[lopnnoxeHne K uccneaoBaHuUIo

notpebutTenem Ha KHMKHOM PbIHKE

O6ocHoBaHuMe Koroptbl: 7-11 mecaubl - cpeagHne 3HaYeHUn
NOKynoK (ana nepuoga 2014-2016 rr.).

Yucno noKynok no mecsauam

200
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g 160 /
; 140 /
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= 60 \//
o 40
20
0

15



[lopnnoxeHne K uccneaoBaHuUIo

notpebutTenem Ha KHMKHOM PbIHKE
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Yucno nokynok B nepuopg 80-98 Hegp.

o

Yucno nokynok B nepuopg 1-79 Hep,.
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MyJdJKOBa QJOBbBHUD

Mail: mulyukovaelya@bk.ru
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