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AHHOTaIUS

Crathst TMOCBSIIEHA MCCIEIOBAaHHIO OCOOCHHOCTEW (DMHAHCOBOTO  MOJAEIUPOBAHUS
KOMIaHu#, (yHKUHOHHUpYOUMX 10 Mmoaenu Software as a Service (SaaS). OOocHoBaHa
HE0O0XOMMOCTh MCIOIb30BAHUS CIIEIIUANTN3UPOBAHHBIX OTPACIEBBIX METPUK B KAUECTBE OCHOBBI
aHaiM3a U MPOTHO3MPOBaHUS ((MHAHCOBBIX PE3yIbTaTOB MOAMUCOYHOTO On3Heca. PaccMoTpeHbl
KITIOYEBBIC TIOKa3aTenu SaaS-kommanui, Bmodas Monthly Recurring Revenue (MRR), Annual
Recurring Revenue (ARR), Customer Acquisition Cost (CAC), Customer Lifetime Value (LTV),
Churn Rate m Net Revenue Retention (NRR), a Tawke packpblTa MX pOJib B MOCTPOCHUH
¢unancoBoit Mozenu. Ha mpumepe ycinoBHON poccuiickoit SaaS -KoMIaHUU IPOJIEMOHCTPUPOBaH
MOPSIIOK pacyeTa OCHOBHBIX METPUK U IIOKAa3aHO UX BIMSHUE Ha OLIEHKY d(ppeKTuBHOCTH OM3HEca
U TIPUHSATUE YIpaBJieHUeCKuX pemieHui. [IpoBeaeH aHamM3 YyBCTBUTENBHOCTH (DMHAHCOBOU
MOJENIM K MU3MEHEHHUIO OTIENbHBIX OMNEPAllMOHHBIX MmapameTpoB. CraenaH BBIBOA O TOM, 4TO
UCIIONb30BaHUE  CIEHMAIM3UPOBAHHBIX SaaS-METpPUK IO3BOJIIET IOBBICUTh Kaue€CTBO
(MHAHCOBOTO MIAHUPOBAHUS M TPOTHO3UPOBAHMUS, & MHTETPALIMs KOTOPTHOTO aHaIN3a SBJISEeTCS
MEPCHEKTUBHBIM  HaNpaBJCHUEM JAJIbHEWIIEro pa3BUTHUS METOJOJOTHH  (PUHAHCOBOIO
MOJICTTHPOBAHMS KOMIIAHUM C IO CHON OM3HEC-MOJIENBIO.

JI1si HMTHPOBAHUS B HAYYHBIX HCCJIeJOBAHUAX
Mocrynuuckuii M.A. SaaS-meTpuku Kak ocHOBa (MHaHCOBOTO MojnenupoBanus [/
OkoHOMHKA: Buepa, ceronus, 3aBTpa. 2026. Tom 16. Ne 4A. C. 728-738. DOI:
10.34670/AR.2026.12.55.102

KiroueBnle cjioBa
®dunancoBoe moaenupoanmne, SaaS, ARR, MRR, LTV, CAC, ynpaBieHue CTOMMOCTBIO
KOMITAaHUH, IO CHAs ON3HEC-MO/IEb.
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BBenenue

B nmocnennue rogsl MoJienb MpeocTaBIeHU s TPOTPAaMMHOTO 00ecTIieueH s 1o nmoanucke (Software
as a Service, SaaS) cTajma OJHUM U3 Hambosee JUHAMUYHO PA3BUBAIOIMXCS CETMEHTOB MHPO BOM
nu@poBoit 3KOHOMHKHM. PacmpocTrpaHeHue o0O0JayHBIX TEXHOJIOTWM, aKTUBHOE BHEApPEHHE
MCKYCCTBEHHOTO HWHTEJJICKTa, pa3BUTHE HU(POBOIl TpaHchopMalMU MPEeIIpUITUA U HU3MEHEHUE
MOJIXO/IOB K MOTPEOJICHUIO TTPOTPAMMHOTO OOecriedeHusi 00yCIIOBUIIN YCTOWUMBBINA POCT cIpoca Ha
SaaS-pereHus Kak co CTOPOHBI KPYITHOTO OM3HECA, TaK U CO CTOPOHBI CYOBEKTOB MAJIOTO M CPETHETO
NpearpuHUMaTeabcTBa. B oTiMuMe OoT TpaaMIIMOHHON MoJenu TpPHOOPETeHUs! MPOTPAMMHBIX
NpOAYKTOB, SaaS mpeamnojaraeT MpeJoCTaBleHUE (QYHKIMOHAIBHOCTH B ¢opMmare YCIyrH C
PEryliIpHOM OILIATOM MO MOAMUCKE, YTO OOecrneunBaeT MPEACKa3yeMOCTh JEHEXKHBIX MOTOKOB U
MOBBINIACT THOKOCTH HCIIOJIB30BAaHUS MH(OPMAITTOHHBIX CHCTEM.

PazButue SaaS-mozenu HaGirogaeTcss HE TOJIBKO Ha MHPOBOM pbIHKE, HO W B Poccuiickoit
®enepanuu. HecMoTpst Ha CyliecTBEHHbIE M3MEHEHHS BHEIIHEIKOHOMUYECKOW KOHBIOHKTYPHI MTOCIIE
2022 ronma, OTEUECTBEHHBIH PBIHOK OOJAUHBIX TEXHOJIOTMH MPOJODKUI JAEMOHCTPUPOBATH
YCTOMUYMBYIO TOJIOKUTENBHYIO JUHAMHUKy, BO MHOIOM Onarojapst 1mpoueccaMm 1udpoBoit
TpaHchopMallid  SKOHOMHUKH, MMIIOPTO3aMEIICHUSI M aKTMBHOMY DPa3BUTHIO COOCTBEHHBIX
nporpammHbIxX pemeHuil. Ilo nannsiMm uccnenoanus Apple Hills Digtal u VK Tech [Apple Hills
Digital, VK Tech, 2025], o0beM poccCHIICKOT0O phIHKa MyOJUYHBIX 001aYHBIX cepBUCOB B 2024 roay
noctur 304 mupa pyonei, a k 2029 roxy npornosupyercs ero yenuueHue 10 801 mup g pyoneit, uto
cooTBeTcTBYeT cpeanerogoBomy temiy pocta (CAGR) oxomo 21 %. Ilpu stom kpymHeHImm
CETMEHTOM OOJIaYHOTO pBIHKA OCTAlOTCs SaaS-pelieHus, OOeCHeurnBaloUpe MPEANPUSTUIM
BO3MOYKHOCTh HCIIOJIB30BAaHUS IPOTPAMMHOIO oOecredyeHus 0e3 HeoOXOAMMOCTH  CO3JaHHS
cobctBenHor UT-unppacTpyKkTypsl.

JIOTIOJTHUTENBHBIM ~ TTOATBEPXKIACHUEM  aKTyalbHOCTH — Pa3BUTHSA  SaaS-MoOJeNnu  sBISETCS
yBeNMYEHUE AO0JIM OOJauHBIX peIleHHH B oO0IEeM 00beMe POCCHIICKOTO pBIHKA MPOrpaMMHOIO
obecneuenusi. CornacHO OTpaciieBbIM HccienoBaHusM, ecau B 2021 rogy JaHHBIN MOKazaTelib
cocraBisn okoio 10,7 %, To k 2025 romy oH yBemuumics 10 15,2 %, 4TO CBHUIETENBCTBYET O
MIOCTETIEHHOM IMEpPEeX0J€ POCCUNCKUX OpraHMu3alluii OT MpUOOpeTeHUs OECCPOUHBIX JIMLIEH3UN K
MOJENT  PEryaspHOM MOANUCKA M CEPBHCHOTO MOTPEOJICHHUS HPOrpaMMHOIO OOECIICYCHHS.
OHOBPEMEHHO TPOUCXOIUT (OPMUPOBAHUE IKOCHUCTEM OTEUYECTBEHHBIX SaaS-mmiardopM B 00IacTh
yIopaBjieHUs B3auMOOTHoOWeHUsMH ¢ KiueHTamMu (CRM), 3JeKTpOHHOro JIOKyMEHTOOOOpoOTa,
¢unancoBbix TexHojoruii (FinTech), ympaBmenuss mepconaiom (HR Tech), kopmopaTuBHBIX
KOMMYHHUKAIIMH 1 aHATUTHYECKUX CEPBUCOB.

AHaJorHYHbIe TCHACHIIUY XapaKTepHbl U I Ipyrux crpad oobeaqunenus bPUKC. B wactHocTH,
Wunus 3a nocneanue roasl copMupoBaia oHYy U3 KPYITHEHIIIMX B MUPE 9KOCUCTEM SaasS -KOMIaHUH,
OpUEHTHUPOBAHHBIX KaK Ha BHYTPEHHHH PBIHOK, TaK M Ha JKCIOPT HUGPOBBIX MpoaykroB. Kuraii
aKTUBHO PAa3BHBACT KOPIIOPATUBHBIE 00JauyHbIC IIATGOPMBI M OTPACIEBHIC PEUICHUS Ha OCHOBE
TEXHOJIOTUH MCKYCCTBEHHOTO MHTEIIEKTa, a bpasuins q1eMOHCTpUpPYeT YCTOMYHUBEIN POCT BHEIPEHMUS
SaaS B d¢uHancoBOM cekrope W cdepe 2JIeKTpoHHOH Kommepruu. OOmEell 0c0O0EHHOCTHIO
paccMaTpUBaEeMBIX CTpaH SBIISETCS YCKOPEHHBIM IMepexo]l K MOJENU MOTPeOIeHHs] MPOrpaMMHOIO
o0ecrieyeHns KaK YCIIyId, COMPOBOXKIAIOMIMIICS POCTOM HMHBECTHIINH B U (PPOBYIO MHDPACTPYKTYPy
Y pa3sBUTUEM HallMOHAIBHBIX U T-KOMITaHUiA.

Bmecre ¢ tem cnenmdurka SaaS-Ou3Heca CYIIECTBEHHO OTJIHWYAET €ro OT TPaJUIIMOHHBIX
HOPEeIIpUITUN C TOUYKU 3peHUs] (MHAHCOBOTO aHAIM3a U OLIEHKU 3(PPeKTUBHOCTH JearenbHOCTH. B
OTJIMYME OT KOMITAHWH, OPHUEHTHPOBAHHBIX Ha pa30BBIE MPOJAKU MPOTPAMMHBIX IPOIYKTOB,
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CTOUMOCTh SaaS-KOMIAHUN ONpeNesieTcss HE CTOJNbKO TEeKyIMMH (PUHAHCOBBIMH pe3ylbTaTaMH,
CKOJIBKO CIOCOOHOCTBIO (POPMUPOBATH YCTOMUYMBYIO TOBTOPSIOUIYIOCS BBIPYUKY, J(PPEKTUBHO
MPUBJIEKaTh HOBBIX KIMEHTOB, YAEPKUBATh CYIIECTBYIOLIyI0O KIMEHTCKYI0 0a3y U YBEIMYHMBaTh
CPEOIHUH JOXOX OT KaKIOrO II0JIb30BaTelsl Ha NPOTSHKEHUM BCEro HKMU3HEHHOTO IHKIA
B3aUMOJICHCTBUS. B CBSI3U € 3TUM MCHOJB30BaHUE HUCKIIOYUTENBHO KIACCHYECKUX ITOKa3aTenen
OyXTaJlTepCKOH  OTYETHOCTH OKA3bIBACTCS HEJOCTATOYHBIM JJIsI TOCTPOCHUS KaueCTBEHHBIX
(MHAHCOBBIX MOIENIEH U MPUHSTUS CTPATETHUECKUX YIPABICHUECKUX PELICHUN.

B wmexayHapomHoll mpakTuke A OHEHKH S(O)EeKTHBHOCTH KOMIAHUK, paboTaloUmX 110
MOAMKUCHOM MOJenu, CPOpPMUPOBAICA CHEHUATU3MPOBAHHBIA HA0Op OTpacieBbIX IOKa3aTemeil,
smouaronmii Monthly Recurring Revenue (MRR), Annual Recurring Revenue (ARR), Customer
Acquisition Cost (CAC), Customer Lifetime Value (LTV), Churn Rate m Net Revenue Retention
(NRR). /laHHbIC METPUKH MTO3BOJIAIOT KOJIMYSCTBEHHO OMKMCHIBATH KITIOYEBBIC OM3HEC -TPOIIeCChl SaaS-
KOMIIaHUH, OI[EHUBATh F((HEKTUBHOCTh KIMEHTCKONM SKOHOMHMKHM M MPOTHO3MPOBATH JIOJITOCPOUYHYIO
JUHAMUKy pa3BuUTUsl OusHeca. OOHUM K3 HamOojiee U3BECTHBIX U CHUCTEMHBIX IMOAXOAOB K HX
MPUMEHEHUIO sIBIIsieTcsl KoHuenmus SaaS Metrics 2.0, mpemioxenHas J[aBugom CKOKOM, B pamMKax
KOTOpON (MHAHCOBas MOJENIb KOMIIAHMU PacCMAaTPUBAETCS KaK COBOKYITHOCTb B3aMMOCBSI3aHHBIX
JpaiiBepoB pocTa, yAep KaHUs U MOHETH3AINH KIMEHTCKON 0a3bl.

B 37011 cBsI3M HccnenoBaHe BOZMOKHOCTEHN MCIIOJIB30BAHMS CIIEIIUATM3UPOBAHHBIX SaaS -MeTpUK
B Ka4yecTBE OCHOBBI (DMHAHCOBOTO MOJECIMPOBAHMS TPEACTABISECTCS AaKTyaJbHOW HAydyHOH u
MpakTUYeCcKol 3amaueil. VHTerpamus oTpacieBbIX TMoOKazaTeled B TMpolecchl (MHAHCOBOTO
IIJJAHUPOBAHUSl IO3BOJIAET IOBBICUTh TOYHOCTb  IIPOTHO3UPOBAHMUS JEHEXKHBIX ITOTOKOB,
OOBEKTUBHOCTh OLIGHKM CTOMMOCTH KOMIIAaHMH H 3((EKTUBHOCTD MPUHSATHUS YIPABICHUECKUX
peleHU# B YCIOBUSAX PA3BUTHS LU (PPOBOI SKOHOMHKH.

Oco0eHHOCTH (PMHAHCOBOI0 AaHAJIN3Aa SAaS-KOMIIAHMH U HE00X0TUMOCTh
HCIO0JIb30BAHMS ClIe M ATH3UPOBAHHBIX METPUK

OuHaHCOBBIN aHATN3 PEANPUITUN TPATUIIMOHHO OCHOBBIBAETCS HA MOKA3ATENAX OyXraaTepcKon
1 (UHAHCOBOM OTYETHOCTH, TaKuX Kak BbIpydka (Revenue), omepanuonHas npuObuib (Operating
Income, EBIT), nmpuObuib 10 BbIYeTa NporeHTOB, HamoroB u amoptuzanuu (EBITDA), uwncras
npubbue (Net Income, NI), omepanumonnsiii nenexHsiid motok (Operating Cash Flow, OCF),
cBoOoaubIii nenexubiii moTok (Free Cash Flow, FCF), pentabensHocts npoaax (Return on Sales,
ROS), a tawke xkodddurimenTax JTUKBUIHOCTH M (PMHAHCOBOM ycTOMYMBOCTU. J[aHHBIE MOKa3aTenn
MO3BOJISIIOT OLIGHUTH TEKyllee (MHAHCOBOE COCTOSIHUE OPraHM3alUM M IIMPOKO MPUMEHSIOTCS IS
aHayn3a KOMIaHUN, QYHKIIMOHUPYIOIMX 10 MOJIENH Pa30BbIX MPOJIAXK.

OnHako NpUMEHEHHE AaHAJOTMYHBIX IMOJAXOI0B K SaaS-KoMMaHUSIM HMEET CYIIECTBEHHbIE
OrpaHUYEHHUsI. DKOHOMHUYECKas MOJIENIb TOANMCOYHOTO OM3HECa MPEoaracT MojlydeHHe T0X0A0B Ha
MPOTSHKEHU U BCETO JKM3HEHHOTO [UKIIA KIMEHTA, BCIEACTBUE YEro TEeKylpe (PMHAHCOBBIE PE3YIbTATHI
HE BCEr/a OTPaXKaloT peajlbHYI0 CTOMMOCTh OM3HECA U ero moTeHIuan pocta. beictpopactynme SaaS-
KOMITAaHUM MOTYT JE€MOHCTPHUPOBATh OTPULIATENbHYIO NPHUOBLIbL U CBOOOAHBIH JECHEKHBIH IOTOK
BCJIC/ICTBHE 3HAUUTEIBHBIX MHBECTULIMI B MPHUBICUCHHE HOBBIX KIMEHTOB, COXpaHSAs IPH 3TOM
BBICOKYIO JIOJITOCPOUHYIO 3KOHOMHYECKYIO 3(PPEKTUBHOCTD.

Kpome Ttoro, TpaguimonHas ¢uHaHCOBasS OTUYETHOCTb HE TO3BOJIIET OIIEHUTH KadyeCTBO
MOBTOPSIONICHCS BBIPYYKM UM YCTOMYMBOCTh KIMEHTCKOW Oa3pl. KommaHuu ¢ OAMHAKOBBIMU
MOKa3aTeNsiIMH BBIPYYKM U HPUOBUIM MOTYT CYIIECTBEHHO pa3IM4aThCsi MO YPOBHIO YIAEpKaHUs
KIMEHTOB, CTOMMOCTHM HX MPUBJIEUEHHS U TOTEHUHANLy JaJbHEWILIEro MaclrabupOBaHMUSL.
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CrnenoBareibHO, MCIIOIB30BAHNE UCKIIOUUTEIFHO KIACCHYECKHX (MHAHCOBBIX KOO(PPUIIMEHTOB HE
oOecrieunBaeT 00bEeKTUBHOM o1leHKH d(pekTuBHOCTH SaaS-OuzHeca.

B cBsi3M ¢ 9TUM B MEXKIyHAPOIHOHN MPAKTUKE MOJyYHIIa PacpoCTpaHEHHE CIIeUaTH3UPOBaHHAsT
CHUCTEMa OTpaclieBbIX ToOKazareneil, Bkmodarom@as Monthly Recurring Revenue (MRR), Annual
Recurring Revenue (ARR), Customer Acquisition Cost (CAC), Customer Lifetime Value (LTV),
Churn Rate u Net Revenue Retention (NRR). B otimuune ot TpaguiimoHHbI X pMHAHCOBBIX MTOKa3aTesei
JAHHBIE METPUKH OPHUEHTHPOBAHBI HA aHAINW3 SKOHOMHKH KIMEHTCKOTO J>KH3HEHHOTO IHKIA H
MO3BOJISIIOT OLIEHHWBATh HE TOJBKO TEKYIEE COCTOSHHE KOMIIAHUH, HO U €e OYIyIIlyl0 CIIOCOOHOCTh
T€HEPUPOBATH JICHE)KHBIE TIOTOKH U CO3JIaBaTh CTOMMOCTD ISl aKIIHOHEPOB .

Tabauua 1 — CpaBHeHHe TPAAMIMOHHOTO (GHMHAHCOBOIO AHAIU3A M () MUHAHCOBOM
AHAJMTHKHA SaaS-KOMIAHUH

Kpurepuii TpanuumnoHHbIN OU3HEC SaaS-koMnanus
OcHOBHOI MCTOUHHMK A0xoAa [ Pa3oBble mpogaxu ToBapoB WK ycIIyr | PerymnsipHast nonmicHasi BeIpydKa
KimroueBble nokazarenu Revenue, EBIT, EBITDA,NI, FCF  |ARR, MRR,CAC, LTV, NRR, Churn
OcHoBHON 00BeKT aHamm3a | OUHAHCOBBIM  Pe3yNbTAaT OTYETHOIO | JKM3HEHHBIM IMKII KIIMEHTA U TIOBTOPSI-

nepuoja IOIIAsICS BEIPYUYKa

Onerka 3(hheKTUBHOCTH [TpuObLTH ¥ peHTabenbHOCTh DOKOHOMUKA TIPUBJICUCHHS W YIEpiKa-
HUsl KJIMCHTOB

JpaiiBep pocTa ctommocty | PocT nposiax u mpuObLm Poct ARR npu a¢ppekrrBHOM unit-3K0-
HOMUKE

Bmusane  mapkeTHHroBbIX | CHIDKEHHE MPUOBLTH TIEpHOa WNuBectmpm B hopmupoBanme Oymy-

VHBECTHULIHNA VX JI€HEKHBIX TOTOKOB

Bo3moxxHoCTh  OTpuiaTess- | Kak npaBuio, cBUaeTeIbCTBYET O Ipo-| JlonmycTuma Ha 3Tamne macmrabupoBa-

HOW mpuObM Tpu  dPdek- | Onemax OmzHeca HUSI TIPY TIOJIOXKUTEITHHOM  unit-9KOHO-

THBHON MOJAEIN MUKE

Takum oOpaszoM, crneuu@uka MTOIMUCOYHOM MOJETH MpPENOoIpeNeNssieT HeoO0XOAUMOCTb
WCITOJIB30BAHMS CIIEIIMAIM3UPOBAHHBIX I0KA3aTENEH, OPUEHTUPOBAHHBIX HA aHAJIN3 MOBTOPSIOLICHCS
BBIDYUKM U KIMEHTCKOM SKOHOMHUKU. VIMEHHO 3TM METPHUKHM SBJISIOTCS OCHOBOH COBPEMEHHOIO
(MHAHCOBOTO MOJEIMPOBAHMS SaaS-KOMIAHUN M TO3BOJAIOT Oojee KOPPEKTHO OLIEHUBATh
YCTOHYMBOCTh OHM3HEC-MOAETH, YPPESKTUBHOCT MacIITaOMPOBAaHUS U JIOITOCPOYHYIO CTOMMOCTh
HPEANIPUATHUS.

MeToauka pacyera KJI04YeBbIX SaaS-MeTPUK HA PUMepPe YCJI0OBHO M
POCCHIICKON KOMIIAHUHA

JIns neMOHCTpay MPakTHYECKOTO MPUMEHEHHsS pacCMaTpPUBAaEMBIX TTOKa3aTeNeld pacCMOTPUM
ycinoBHYI0 poccuiickyro SaaS-kommnanuio OO0 «CloudCRMy, npenocraBmstoriyio obinaunyro CRM-
CHCTEMY I10 MOJIENH €KEMECSIYHON MOAMUCKH.

Hcnonp3oBaHue ycIOBHOIO IpuMepa OOYCIOBJIEHO TEM, YTO OOJBIIMHCTBO pOCCHMCKMX SaasS-
KOMITAaHWH HE PAaCKPBIBAET B OTKPHITOM JOCTyIE MOJIHBIH HA0Op ONEpalMOHHBIX IOKa3aTeleH,
HEOOXOIMMBIX IS pacyeTra CHeHaTn3HPOBAaHHBIX OTPACIEBBIX METPHK.

B kauecTBe HCXOHBIX JaHHBIX IPUMEM MTOKA3aTENH, [IPEACTABICHHBIC B TA0IHIIC 2.

Monthly Recurring Revenue (MRR) mpexacraBnsier co00if COBOKYIMHYIO —€KEMECSUHYIO
MOBTOPSIOILYIOCS] BBIPYYKY KOMITAHUU OT JCHCTBYIOIMX TOITHCYMKOB U SBJISIETCS OAHUM U3 0a30BBIX
nokasateneil puHaHcoBoro aHanusa SaaS-6u3Heca.

SaaS Metrics as a Basis for Financial Modeling
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Tabuauua 2 — UcxoaHble faHHbIE AJ15 pacueTa SaaS-MeTPUK

ITokazareJn 0603Ha4e HH1E 3HaueHue
KommiecTBo akTHBHBIX KIMEHTOB Customers 2 500
Cpennuii exeMeCsIHBIN IIaTex ARPU 3 200 pyo.
HoBble KIMEHTHI 32 MECSILI New Customers 180
[TorepsiHHBIC KITMEHTHI 32 MECSII Lost Customers 45
JlonomaurenpHas BBIpYYKa OT anrpeinos Expansion MRR 320 000 py®.
Pacxombl Ha MapKeTHHT Marketing Costs 4500 000 py0.
Pacxobl Ha POIaKU Sales Costs 2 700 000 pyo.
Banoas mapxa Gross Margin 80 %

MRR paccuuTtsiBaetcs o gpopmyie:
MRR = Customers X ARPU
Jl1st paccMaTpuBaeMON KOMITAHUU:
MRR =2500x 3200 = 8000000 pyo6.

Takum oOpaszomM, exemecsiyHas mopTopstonasica Beipydka OO0 «CloudCRM» coctaBiseT 8 MiIH
pyosei.

MRR 1103BOJISIET OTIEpaTUBHO OTCIIEKMBATH H3MEHEHHE Maciraba Ou3Heca U SBISETCS OTIIPABHON
TOUYKOM JJI1 OCTPOEHU s (PMHAHCOBOW MOJIEIN.

Ilokazarens Annual Recurring Revenue (ARR) oTpaxkaeT oObeM MOBTOPSIOIICHCS BBIPYYKH B
rOI0BOM BBIPAKEHUU.

Pacuer npousBoautcs no gpopmyse:

ARR = MRR x 12
CrenoBaTeibHO,
ARR =8000000x 12 =96 000 000 pyo6.

Takum 00pa3zom, MPOrHO3UpyeMasi TO10Bast MOBTOPSIONIAACA BbIpydKa KOMIIAHUM COCTaBJisieT 96
MJIH pyOIei.

ARR 1mmpoko HCHosip3yeTcsi HHBECTOpaMHU MPHU OI[EHKE CTOMMOCTH SaaS-KOMIAHUU U SBIISIETCS
OJTHUM U3 KIIIOUYEBBIX MMOKa3aTelIel UX MacIrabupyeMoCTH.

OpHo#t u3 Hanbonee BaKHBIX XapaKTEPUCTUK MOANMCHON MOJENH SBISETCS IOKa3aTelb OTTOKA
wmeHToB (Customer Churn Rate).

OH onpezensercs Kak OTHOIIEHHE KOJIMYECTBa MOTEPSAHHBIX KIMEHTOB K O0ILEMY YMCIy KIMEHTOB
Ha HayaJo nepuoja:

Lost Customers
Customer Churn = X 100%
Customers

B paccmarpuBaemom npumepe:

Customer Churn = X 100% = 1.8%

2500
[NonyyeHnHOE 3HaYEHHE O3HAYAET, YTO €KEMECIYHO KOMITaHus TepsieT 1,8 % KIneHTckoi 6asbl.

Jlnst GonmpImHCTBA 3penbiXx SaaS-kommaHuil ypoBeHb churn menee 2 % B MecsI] cuuMTaercs
ONMarompUsITHRIM TTOKAa3aTeIeM.
CTouMOCTh MPUBIICYEHUS OJTHOTO KIHEHTA OMpPEesieTcsl Kak OTHOIIEHHE COBOKYITHBIX PacX0JI0B
Ha MapKETUHT U MPOJIaXHU K KOJIMUECTBY HOBBIX KIIMEHTOB.
Marketing + Sales

CAC =
New Customers

IloxacraBiistst HCXOOHBIE JAHHEBIE:
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4500000+ 2700000
CAC = 180 =40 000 py0.

CrnenoBarenbHO, CPEIHSST CTOMMOCTH MIPUBIICYCHHS OJTHOTO HOBOTO KIHEHTa cocTaBiisieT 40 ThIC.
pyoueit.

JlaHHBIN MMOKA3aTeNIb SIBJISICTCS OJHUM W3 BAXHEHIIMX SJICMCHTOB OICHKH A(PHEKTUBHOCTHU
MapKETUHTOBOW CTPAaTEeTHH.

Lifetime Value oTpakaeT COBOKYIHYIO IICHHOCTh KIHMEHTA 3a BECh MEPUOJ B3aMMOJICHCTBHUS C
KOMITaHHUEM.

Jliis pacuera mpenBapUTENbHO ONPEAESeTCS CPeNHs MPOIOJKUTENBHOCTh )KU3HEHHOTO LIUKIA
KIHCHTA:
1 1

Churn _ 0.018

Lifetime = = 55.6 mecs1eB

Torma
LTV = ARPU X Lifetime X Gross Margin
LTV = 3200 x 55.6 X 0.8 = 142 336 py0.
Takum 00pa3oM, OIMH KIMEHT IPUHOCUT KOMIAHUU B CpeHEM OKoJio 142 ThIc. pydieil BamoBoii
HIpUOBLIN 32 BECh dKU3HEHHBIH [TUKII.
Hanbonee wWHQPOPMATUBHONW HMHTETPalIbHON  XapaKTepUCTHKOM  SaaS-Monenu cuuTaercs
KO3 (DUITHUEHT
142 336

40000

[lonyyeHHoe 3HAUEHUE TMPEBBIMACT PEKOMEHAYEeMBbIH  OTpacieBOW YPOBEHb 3, 4TO
CBU/JIETENIBCTBYET 00 SKOHOMUUYECKH YCTOMYMBON MOJIENN NMPUBJICUEHUS KITHEHTOB.

OTO o03Ha4yaeT, YTO HHBECTULHMHM B MAapKETUHI OKYNAIOTCA U CO3JAI0T IOJIOKUTEIBHYIO
JIOJITOCPOYHYIO CTOMMOCTbD JJIs1 KOMITAHHH.

[Ipennonoxxum, 4T0 B pacCMaTpUBAEMOM MECSIIE:

— craproBslif MRR = 8 000 000 pyo0.;

— Expansion MRR =320 000 py6.;

— notepsHHbI MRR Benencteue orroka = 144 000 pyo.

Torna:

LTV/CAC = 56

kR - 3000000 +320000-144000 0
- 8000000 0T Sheent

[onyuennoe 3nauenue 102,2 % o3zHavaeT, yTo gaxke 6e3 MPUBIICUYECHUSI HOBBIX KIIMEHTOB KOMIAHUS
CIoCOOHa YBEIMYMBATh MOBTOPSIOLIYIOCS BBIPYUKY 3@ CUET Pa3BUTHUSA CYLIECTBYIOUICH KIMEHTCKOM
0a3bl.

[IpoBeneHHble pacueTbl JEMOHCTPUPYIOT, 4YTO OTAEIbHBIE SaaS-METpUKU HE CIedyeT
paccmaTpuBaTh H30JMpoBaHHO. OHH (QOPMUPYIOT B3aMMOCBS3aHHYIO CHCTEMY IOKa3aTeliei,
XapaKTepU3YIOIIyl0 Pa3InyHbIE acleKThl YKOHOMHUKU MOANHCHOro OusHeca. B uwactHocTH, MRR 1
ARR otpaxator macimrrad Ousneca, CAC — croumocts ero pacumpenusi, Churn — ycTolunBOCTb
KIHMeHTCKoN 0a3pl, LTV — nmonrocpounyro 1eHHOCTh KnuenTa, a koahdunuentsl LTV/CAC u NRR
MO3BOJISIIOT KOMILIEKCHO OIIEHUTH d()EKTHBHOCTh OWM3HEC-MOAEIH M TIOTEHIUAN JAbHEHINero pocra
KOMIIaHHH.

B omnuume oT TpaaMUMOHHOTO (MHAHCOBOTO MOJAEIMPOBAHUS, TIJI€ MPOTHO3UPOBAHUE
OCYILECTBIISIETCS. IPEUMYILIECTBEHHO HAa OCHOBE MCTOPUYECKUX (DMHAHCOBBIX MOKa3aTeNeld U TEeMIIOB
pocta BBIpY4YKH, (UHAHCOBass MOJAEIb SaaS-KOMIIAHWM CTPOUTCA Ha aHAIW3e JApaiBepoOB
dopMHpPOBaHUSI TOBTOPSIONICHCS BBIpYyYKkd. Takoil MOAXOM MO3BOJSET MOJECTUPOBATH Oyyiiye
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JICHE)KHbIE MOTOKA HE KaK SKCTPAMOJSAIUI0 MPOLUIBIX pPEe3ylbTaTOB, a KaK CJIEJICTBUE HW3MEHEHUS
KIIIOYEBBIX OINEepallMOHHBIX TOKa3aTesel OusHeca.

OcHoBoll (MHAHCOBOW MOJENTN SBJIAETCS B3aUMOCBS3b MEXIY MpPOLECCaMH IPUBJICYEHUS
KIMEHTOB, WX yAepKaHWS W MOHETH3alWu. B ympomieHHOM BHAE MeXaHu3M (HOPMHUPOBAHUS
CTOUMOCTH SaaS-KOMIaHUH IPEJICTaBJIeH Ha pUCYHKe 1.

[IpencraBieHHas cxemMa JEMOHCTPUPYET, YTO OCHOBHBIM OOBEKTOM MOJIETUPOBAHUS SBJISIETCS HE
Oyxranrepckas NpuObBLIb, a JAUHAMHKA MOBTOPSIONIEHCS BBIPYYKM M KIHMEHTCKOM 0asbl. MiMeHHO
M03TOMY IOCTPOCHHE (PMHAHCOBON MOJIENT HAUMHACTCS C MPOTHO3WPOBAHMS KOJIMYECTBA KIMEHTOB U
CpemHero 10xoja ot ogHoro nmosb3oBarens (Average Revenue Per User, ARPU), kotopsie GopMupyroT
nokazarens Monthly Recurring Revenue (MRR).

Liv:

5. Orrok (Churn) LN
MNOTOPA KAKEHTOS W
CHAMOMAE DLy KM | -

1. leHepauua nnpoe
(Leads)

!

2. Mpuaneyemune
HOBbIX KNUEHTOR
(New Customers)

|

3. ®opmuposanne MRR
(Monthly Recurring Revenue)

l

4. Pacyet ARR
(Annual Recurring Revenue)

===

[

6. Yucroe yaepxanme
BbIPYNKM

(Net Revenue Retention, NRR)

7. CpoK XU3IHK KNueHTa
(Customer Lifetime)

8. NoMUIHEHHAN LEHHOCTL
KNuewTa
(Lifetime Value, LTV)

9. DUHAHCOBAA CTOMMOCTL
: SaaS-xoMnanHnm
- (Enterprise Value)

Krwoenan nges:

MaproTimr, KonTenY,
PEXNAMI, MEDONDUATHE

Koupepcun nmuaon
B NATHME KseNTOS

Exorociman
NOBTOPAMCLARCH
BupyRa

TORORAR NCRTODMCULARER
owpyura (MRR x 12)

5. Pacwupenne (Expansion)

A
I Anrpefant, Acn. NPosaxn,
YOONMUSHNE BoifyyusH

Coserasine yaepowanmna,
OTTOKD M PACLLMPEEHMN
BoaDyuRm

Nepron, B Tewenne
HOTOPOrO KAMENY
NPUHOEHT BupyNKy

Coaoxynman Bancoas
NPNGSAE OF KNWENTA
25 pech Cpox patiorm

LACKOMTHPOBAMHBG
ARHEX G NOTOKM
Ha OCHODE METDWN

POCT CTOMMOCTH S225-KOMNIHMK ONPEALCNSETCA CNOCOGHOCTI NPVMENEKATE KNHEHTOD
P PenTiano (massmia CAC), yaepmwpaTe mx [Mudsmit Churn) # yae msmnaTe ssipywxy

OF CywecTayowen Gaau (Expansion v nwcownih NRR)

Pucynok 1 — Jloruka ¢opmupoBanusi ¢ MHAHCOBOMH MOIeJ M SaaS-KOMIAHUN
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W3 mpencraBieHHOW ITOCIENOBATEIFHOCTH BUIHO, YTO BCE paccMaTpUBAaEeMbIC ITOKA3aTEIH
HaXOJATCS B TECHOM (PyHKIHMOHAIbHON B3aMMOCBs3U. VI3MeHeHUEe OHOW METPHKH aBTOMAaTHYECKU
OKa3bIBACT BJIMSHKE HA OCTAILHBIC DJIEMEHTHI (pMHAHCOBOI Moxenu. Hampumep, yBenmdeHne ypoBHS
orroka KmeHToB (Churn Rate) mpuBOAMT K COKpAIICHUIO CPEHETO Cpoka xu3HU kiueHTa (Lifetime),
YTO, B CBOIO OUepe/lb, CHUIKAeT mokazarens Customer Lifetime Value (LTV) u yxyamaer oTHoOICHUE
LTV/CAC. AHanoruyHo pocT CpeAHero Joxojaa Ha omHoro moin3oBatens (ARPU) omHoBpemeHHO
yBenuuuBaet 3HauyeHUuss MRR, ARR u LTV, nonoxuTtensHO BIUsIS HA CTOUMOCTh OM3Heca.

Oco6oe 3HaueHue 1 PHAHCOBOTO MOJICIMPOBAHUS UMEET Mokazareiab Net Revenue Retention
(NRR), koTOpbIil OTpakaeT CHOCOOHOCTh KOMIIAHMHU YBEJIMWUYMBATH BBIPYYKY OT CYILIECTB YIOIIEH
KIMEHTCKOM 0a3bl 3a CUeT paclMpPeHUs] KOHTPAKTOB U JONOJHUTENbHBIX TpoAax. [Ipu 3nauenun NRR
cepime 100 % SaaS-xkommanus cmocoOHa oOecreynBaTh OPraHUYECKUH POCT TOBTOPSIOIICHCS
BBIPYUKU Jlake 0e3 MPHUBJICUYECHUS HOBBIX KIMEHTOB, YTO CYIIECTBEHHO MOBBIIAET YCTONYMBOCTh
OW3HEC-MOJIENIN U CHUIKAET 3aBUCUMOCTh OT MAPKETHUHTOBBIX HHBECTHITUH.

Takum oOpa3om, QuHaHCOBasg MOJeNb SaaS-KOMIOAHUM TPEACTaBIseT co0oi cHucremy
B3aMMOCBSI3aHHBIX ONEPAMOHHBIX U (MMHAHCOBBIX MOKa3aTesiel, rJie MPOrHO3UPOBAHHUE MUTOTOBOU
BBIPYYKH OCYIIECTBIIETCS HAa OCHOBE MOJETMPOBAHUS KIMEHTCKOW 0a3bl, CTOMMOCTH MPHUBJICUCHMUS,
YPOBHS yIepKaHUS U JUHAMHUKHI TTOBTOPSIOLICICS BRIPYYKU. B oT/iMune OT TpaIullMOHHOTO MOAX0Aa,
OPUEHTHPOBAHHOTO HA aHaNu3 (UHAHCOBOH OTYETHOCTH, Takas MOJEIHh IIO3BOJSICT BBISBIIATH
KIIOYEBbIE JpaiiBepbl pocTa OW3HEca M OLCGHMBATh MOCIEICTBUS H3MEHEHHUS OTIEJIbHBIX
YIPaBJICHYECKUX PEHICHHUH €Ile 10 UX PeaTn3alliH.

OgHMM W3 TPEHMYLIECTB HCIOJb30BAHUSA CIEIHATM3UPOBAHHBIX SaaS-METPUK SBISETCS
BO3MOXXHOCTh TIPOBEJICHUSI aHalu3a YYBCTBUTEIBHOCTH (UHAHCOBOM MOJAENH K H3MEHEHUIO
OTJENBPHBIX OTEepaAIlMOHHBIX [TOKa3aTenel. B oTauune oT TpaiuiinoHHOTO (MHAHCOBOTO aHANIN3a, TIIe
OCHOBHOE€ BHHMMAaHME YAEISIETCS MTOTOBBIM (PMHAHCOBBIM pe3yibTaTaM, SaaS-MoJellb MO3BOJISET
OILICHUTH BIMSHUE YIIPABIIIEMbIX (AKTOPOB Ha OYIyIyl0 CTOMMOCThH OM3HEca.

st yenoBHo#t komnanuu OO0 «CloudCRM» paccMOTpuM BIMSHUE H3MEHEHHS TPEX KITFOUEBbIX
rokasareseil: ypoBHs ortoka kmueHToB (Churn Rate), cpemnero noxoxa Ha moisb3oBatens (ARPU) u
ctoumocTH npusiiedeHus Kenta (CAC).

Tadauna 4 — Bausinue u3MeHe HUsl KJII0YeBbIX METPHK HA () MHAHCOBYIO MOJieJIb

HN3mensiembnii | bazoBoe HogBoe 3nauenmne OcHoBHOM 3 de KT
noKasareJjib | 3HauYeHHe
Churn Rate 1,8% 1,5% Veemmuenne Customer Lifetime u LTV
ARPU 3200 py6. | 3 520 py6. (+10 %) [Poct MRR,ARRu LTV Ha 10 %
CAC 40 000 py6. | 34 000 py0. (-15 %) | Yayumenue koddpdumenra LTV/CAC ¢ 3,56 no 4,19

Kak BUAHO W3 TpPEACTaBICHHBIX pacyeToB, HauOOJblee BIMSHHE Ha JOJTOCPOUYHYIO
(ekTUBHOCTD SaaS-koMIMaHUU OKa3bIBAa€T YPOBEHb YyAEp:KaHUs KIUEHTOB. Jlaxke HE3HAUMTENTbHOE
cHmkeHne nokazarens Churn Rate mpuBOIMT K YBEWUYSHHUIO CPETHETO CPOKA KU3HU KIMEHTA U, KaK
CJIEZICTBHE, K POCTY €ro coBOKymHoU neHHoctu (LTV). OqHoBpeMEeHHO MOBBIIIEHUE CPEAHETO 10X0/1a
Ha mnonb3oBatenst (ARPU) cmocoOcTByeT NpOmOpIHOHAIBPHOMY YBEIMYECHHIO TTOBTOPSIOIICHCS
BBIPYYKH, a CHHIKEHHME CTOMMOCTH mpuBiedeHus KineHTOB (CAC) yiydmiaeT 3SKOHOMHYECKYIO
3(peKTHBHOCTh MacmIrabupoBaHus OU3Heca.

Takum o00pa3oM, MpUMEHEHUE aHalM3a YYBCTBUTEIBHOCTH ITO3BOJISIET HCIOJIB30BATH Saas-
METPUKH HE TOJIBKO JJIsl OLICHKM TEKYILEro COCTOSHUS KOMIAHUHU, HO M B KaueCTBE MHCTPYMEHTa
MOJICP)KKA YIPABJICHYECKUX PEIICHUH TPU MOCTPOSHUHU (DMHAHCOBOW MOJIENTM U BBIOOPE CTpAaTEruu

SaaS Metrics as a Basis for Financial Modeling



736 Economics: Yesterday, Today and Tomorrow. 2026, Vol. 16, Is. 4A

pa3BUTHAL

IlepcneKTHBBI pa3BUTHA (PUHAHCOBOTO MOICJTMPOBAHUS SaaS-
KOMIIaHU I

OmHUM U3 MEepPCHEKTHBHBIX HAIMPaBICHUN COBEPIICHCTBOBAHUS (MHAHCOBOTO MOJCIHMPOBAHUS
SaaS-xoMmaHu ABIIAETCS MHTETpalus koroptHoro ananmm3a (Cohort Analysis) ¢ cucTeMol KITHOUEBBIX
OTpaciIeBbIX METPUK. B oTianume oT arperupoBaHHBIX MOKa3zaTesiel, KOTOPTHBIM aHAU3 MO3BOJISET
MCCIIEIOBATh MOBEICHUE OTACTIBHBIX IPYII KIMEHTOB, 00BEIUHEHHBIX 10 BPEMEHH MTPUBIICUCHUS WU
MHBIM XapakTepUCTHKaM, 4YTO obOecrieuyuBaeT OoJiee AETalIbHYIO OLEHKY IIPOLECCOB YIAepKaHUs
noJib30Bartesel u GopMUPOBAHMS TOBTOPSIOIIEHCS BBIPYUKH.

Hcnonp3oBaHue KOrOpTHOro mojaxojia B coueranuu ¢ nokazarenmsMu MRR, ARR, LTV u NRR
MO3BOJISIET CYIIECTBEHHO TMOBBICUTH TOYHOCTH (DMHAHCOBBIX MPOTHO30B, BBISBIATH Hanbolee
s(peKTUBHBIE KaHAJIBI TPUBJICUEHUSI KIIM €HTOB U OLIEHUBATH JOJITOCPOUHOE BIUSHUE YIIPABIECHYECKUX
pelieHnii Ha cToMMOCTh OusHeca. B ycinoBusix pocta pblHKa SaaS W YCHIJIEHUSI KOHKYPEHLIMH
INPUMEHEHUE IOJO0OHBIX HHCTPYMEHTOB MPEACTaBJsETCS OJHUM M3 Hambosee INepCreKTUBHBIX
HaIpaBJCHUN pa3BUTHUS METOJOJIOTHH ((MHAHCOBOI0 MOJEIHPOBAHUS IIU(DPOBHIX KOMITAHUH.

3aKJII0YeHne

B Xozme mccienoBaHMs YCTaHOBIJIGHO, YTO NMPUMEHEHHUE TPAAUIIMOHHBIX METOIOB (MHAHCOBOTO
aHaJIM3a He MO3BOJISET B MOJHON Mepe YUUThIBaTh OCOOCHHOCTH KOMITAHUM, (yHKIMOHUPYIOIMX I10
Mozenu Software as a Service. B oTiinune oT K1acCM4ECKOro MoaxoAa, MHaHCOBOE MOAETUPOBaHUE
SaaS-06u3Heca 10HKHO CTPOUTHCS Ha aHAIM3e MOBTOPSIOIIEHCS BBIPYUKH U MTOKa3aTeNneil KIMeHTCKON
skoHOMHKH, Takux kKak MRR, ARR, CAC, LTV, Churn Rate u Net Revenue Retention. IlpoBenennsbiit
aHaJM3 TI0Ka3aJl, YTO MMEHHO JaHHbIE METPUKU BBICTYIAIOT KIIOYEBBIMHU JpaiiBepamMu GopMUPOBAHUS
CTOMMOCTH KOMITAaHUU M MO3BOJIAIOT OLIEHUBATh HE TOJBKO TEKYIIee COCTOsIHWE OM3Heca, HO M ero
MOTEHIIHAJI I0JITOCPOYHOTO Pa3BHUTHSL.

[pakTuueckuil mpuMep pacyera OCHOBHBIX SaaS-METPUK MPOJAEMOHCTPUPOBAT BO3MOKHOCTh UX
UCIIOJIb30BAHMS B KAUYECTBE OCHOBBI (DMHAHCOBOW MOJENN, OPUEHTUPOBAHHOM HA MPOTHO3UPOBAHUE
OyayuMX JEHEeXKHBIX TIIOTOKOB U TMOAJCPXKKY YIPABICHUECKUX peIleHui. Vcnonp3oBaHue
CHeIMaIM3UPOBAHHBIX I0Ka3aTeNel B COYETAHUU C COBPEMEHHBIMU aHAJIM TUYECKUMHI HHCTPYMEHTaMU
CO3[aeT MPEANOCHUIKA ISl MOBBIMICHUSI Ka4eCTBAa CTPATETMYECKOrO TUIAHUPOBAHMS, OOBEKTHBHOU
OLICHKU MHBECTULIMOHHOM MPHUBJIEKATEIBHOCTH U YCTOMYMBOTO Pa3BUTHS SaaS-KOMIIAHUHN B YCIOBUSX
1 pOBOIl YKOHOMHKH.

bubauorpapus

1. Apple Hills Digital, VK Tech. Ortuer: PoiHox o6maunbix cepBucoB B PO 2025. — URL: https://apple-
hills.com/ru/reports/cloud-study-russia-2025 .

2. llytuBuee M. E., 3umoBen; A. B. AHami3 U ompejeNicHue OCHOBHBIX MOKa3zatenei 3¢ ¢dexkruBHOcTH SaaS-6usneca //
DKOHOMHMKA, NpeampUHUMATeIbCTBO W mpaBo. — 2024, — T. 14. — Ne 8 — C. 4729-4744. — DOI:
10.18334/epp.14.8.120566.

3. Curiskis S., Dong X., Jiang F., Scarr M. A Novel Approach to Predicting Customer Lifetime Value in B2B SaaS
Companies // Journal of Marketing Analytics. — 2023. — Vol. 11, No. 4. — P. 587-601.

4. Firmansyah E. B., Machado M. R., Moreira J. L. R. How Can Artificial Intelligence (Al) Be Used to Manage Customer
Lifetime Value (CLV): A Systematic Literature Review // International Journal of Information Management Data
Insights.— 2024. — Vol. 4, No. 2. — Article 100279.

Postupinskii I.A.


https://apple-hills.com/ru/reports/cloud-study-russia-2025
https://apple-hills.com/ru/reports/cloud-study-russia-2025

Finance 737

5. McCarthy J., Fader P. S., Hardie B. G. S. Valuing Subscription-Based Businesses Using Publicly Disclosed Customer
Data // Journal of Marketing. — 2017. — Vol. 81, No. 1. — P. 17-35.

6. Skok D. SaaS Metrics 20: A Cuide to Measuring and Improving What Matters. — URL:
https://www.forentrepreneurs.com/saas-metrics-2/

SaaS Metrics as a Basis for Financial Modeling

Ivan A. Postupinskii

PhD in Economic Sciences,

Associate Professor of the Department

of Corporate Finance and Corporate Governance,

Financial University under the Government of the Russian Federation,
125167, 49/2, Leningradskiy ave., Moscow, Russian Federation;
e-malil: iapostupinskij@fa.ru

Abstract

The article is devoted to the study of the peculiarities of financial modeling of companies
operating under the Software as a Service (SaaS) model. The necessity of using specialized industry
metrics as a basis for analyzing and forecasting the financial results of a subscription business is
substantiated. Key indicators of SaaS companies are examined, including Monthly Recurring
Revenue (MRR), Annual Recurring Revenue (ARR), Customer Acquisition Cost (CAC), Customer
Lifetime Value (LTV), Churn Rate, and Net Revenue Retention (NRR), and their role in building a
financial model is disclosed. Using the example of a hypothetical Russian SaaS company, the
procedure for calculating the main metrics is demonstrated, and their influence on assessing business
efficiency and making managerial decisions is shown. A sensitivity analysis of the financial model
to changes in individual operational parameters is conducted. It is concluded that the use of
specialized SaaS metrics allows for improving the quality of financial planning and forecasting, and
the integration of cohort analysis is a promising direction for the further development of the
methodology of financial modeling for companies with a subscription business model.
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