JKN3HEHHbIV LUMKN NpoayKTa



He Hapo gonro pacckasbiBaTb O cebe.
Ckaxkmute cpasy, KTo Ball rnaBHbIN
KOHKYPEHT. Bbl — 3TO HE TO, YTO Bbl
nenaete, a To, C KEM KOHKYpUPYETE.
To, YTO Bbl AenaeTe — 3TO TaKTUKa, a
BOT BbIOOP KOHKYpEHTa — 3TO YyXe
cTparterus.

@Apkagmn MopenHuc



CdopmupoBaTb 1 cornacoBaTthb

Mwuccusa



[Mpnmepbl

Apple mission (Steve Job’s)
To make a contribution to the world by making tools for the mind that advance humankind.

Spotify's corporate mission is “to unlock the potential of human creativity by giving a million creative artists the opportunity
to live off their art and billions of fans the opportunity to enjoy and be inspired by these creators.”

Hays
We provide companies and organisations with the skills that temporarily or permanently meet their needs for specialists in
private or public sector.

Muccua dngekca — nomMoraTtb NAAM pewaTb 3afga4n U 4OCTUraTb CBOUX Lenien B XXU3HWN.

Alibaba Group's mission is to make it easy to do business anywhere



CdopmupoBaTb 1 cornacoBaTthb

Mwuccusa

Llenn npoaykra



[Tlpnmepsbl Leneu

[1o6aBnTb HOBYIO MOAESTb MOHETU3ALMN
YBennuntb Retention rate, LTV

YBenmunTb 3KCnaHCcuo nNpoaykra (HoBble fiokaumn)
YBennuntb Bay-agoeKkT nonb3oBaTteneun

Coenatb Bepcuto nog MobusbHble



Road Map

1. Baw nepsbl JOKYMEHT, KOTOPbIN MOKa3bIBaET KaK Bbl NSIaHUPYyeTe pa3BmnBaTh
NpPOAYKT B bnuxauwwee Bpems (3, 6, 9, 12 mecaueB)



Tak 4to xe Takoe “KN3HEeHHbIN LMKN npoaykra’?



Monenwu
PoaooHayvanbHUKU



MaTtpuuya BCG (Boston Consulting Group)

Bbicokui :
Oetun . 3se3fgpbl
Bo3smoskHble Byaylime 38e34bl byayuine koposbl
*  PewwuTtb cTOUT K : * BknappiBath
MHBECTUPOBaTb * PasBuBatb
* OTpaxKaTb KOHKYPEHTOB
POCT 3 A
PbIHKA
Cobaku :  Koposbl
* Pacnpopgatb *  MUHMMU3NPOBATL BAOKEHUA
* JIMKBMAMPOBaATL : * Yaep:uBaTb NO3ULMK
* MoxuHaTb Nnogbl
HusKkumn :

Hwu3kKana BbicoKas

OONA PbIHKA



NcTopus

Metog BCG Matrix (Mampuua BCG) — ognH U3 caMblX N3BECTHbLIX MHCTPYMEHTOB yrpaBreHust GBusHecom.
BKI cosgan ocHoBaTenb BOCTOHCKOM KOHCaNTUHIroBou rpynnbl bptoc [1. XeHaepceH B Havarne 70-x rogos

npoLwsioro Beka.

Llenb aTon matpuubl — aHann3 akTyasibHOCTU NPOAYKTOB KOMMaHUM B 3@aBMCUMOCTUM OT pOCTa pbiHKA
AaHHOW Npoaykumn n 3aHmmaemon nm gonu. Matpuua bBI'K umeert ewe ogHo HasBaHne — «Pocm- 0orsisi

PbIHKa».



[lpenmyLlecTBa

e HarnagHocTb
e [lpocToTa NOCTPOEHUS
e OOBEKTMBHOCTb aHaNU3NpyeMbiX NapameTpoB (OTHOCUTESIbHAsA PbIHOYHAMA

Oons 1 TemMn pocTta pblHKA)



HepnocTtaTku

e YnpouieHne
e [lonsa pblHKa COOTBETCTBYET NpUbbLINN
e PekomeHgauumn, BblpabaTbiBaeMble Ha ee OCHOBaHUN, HeMNpuemremMsl



OrpaHun4yeHus

1) CTpaTernyeckme nepcnekTuBbl Bcex NopTdenen opraHn3aummn AomKHbl ObiTb COM3MEPUMBI C NoKasaTensMy TEMMNOB
pocTa. [1ns aToro Heo6xoanmo, 4To6bl COOTBETCTBYHOLLME NPOAYKTLI B pacCMaTpUBaeMon CTpaTernyeckon nepcnekTnee
ocTaBanuch B CTabunbHbIX hasax CBOEro KM3HEHHOIO LIMKIA.

2) Bbicokas gons Ha PbIHKE, KOTOpOI71 yaanocCb AOCTU4Yb — 3TO HE €OVNHCTBEHHbIN (*)aKTOp ycnexa, 1 Heobs1I3aTenbHO
BbICOKWUM YpoOBEHb AOXOOHOCTMN.

3) [Ansa pas3BuTuA KOHKYpeHumu 1 onpegenennsa dyayuwien pbIHOYHOM NO3NLUK OpraHM3aLmMm, 4OCTaTOMHO 3HaTb 3HAYeHne
OTHOCUTENBbHOW JONN pbiHKa No MeToauke mogenun BCG.

4) NHorpa «Cobakm» MOryT NpMHOCUTL axe Bornblue npuobbinuv, Yem «[JorHble KOPOBbI». ATO 3HAYMT, YTO KBaApaHT
MaTpuLbl — 3TO MHCPOPMALMSA C OTHOCUTENbHOW NPaBAMBOCTLIO.

5) |_|pl/l CIOXHbIX YCNOBUAX KOHKYPEHLNN HeobxoanMbl apyrme MHCTpyMEeHTbl CTpaTerm4eCkoro aHanumsaa, T1.e. gpyras
MoAesib MNOCTPOEHUA CTpaTeErnn opraHn3auunn.



MaTtpuua AHcodpda

OnuncaHue NpoaykTa
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OnuncaHue

1. CrTparterna npoHMKHOBEHUS Ha pbIHOK (market penetration strategy):
O3Ha4yaerT, YTo PoCT BydeT NPONUCXOAUTb B HaNpaBneHnn yBenndeHnsa gonu
HbIHELLHEro TOBapHOro pbiHKa

2. Crparerusa pa3sutus poiHka (market development strategy): o3Havaer, 4to
KOMNaHnsa OyaeT pacTu 3a CYET pa3BUTUS Cripoca Ha HOBbIX PbIHKaX

3. Crparterus passutuns ToBapa (product development strategy): osHayvaer, 4To
NCTOYHMKOM POCTa KOMMaHUU ABSISIETCS POCT CNpoca Ha HOBble NPOAYKThI

4. Crtpaterna gusepcudukaunm (diversification strategy) osHavyaeT obHoOBNEHNE
TOBAPHOIo psifa 1 BbIXO4 HA HOBbIE PbIHKWM O4HOBPEMEHHO






Technology adoption life cycle

2.5%

Innovators
Early

Adopters Early Majority Late Majority Laggards
13.5% 34% 34% 16%




’KN3HEHHbIN UMK NpoaykTa

1.Pa3paboTtka

2.BHeapeHune (HoBaTopbl 2,5-5%)

3.PocT (paHHne nocneposartenm 13-15%)
4.3penocTtb (paHHee 6onbWMHCTBO 34%)
5.HaceblweHne (nosgHee 6onbWNHCTBO 34%)

6.Ynagok
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Innovators

Early
Adopters Early Majority Late Majority Laggards
13.5% 34% 34% 16%

Profit Opportunity Mass Market



BHenopeHue (HoBaTopbl)

1.BaxxHO noaTBepanTb LEHHOCTb NPOAYKTa
2.[NepBble Npogaxu/nn4yHble npogaxu (BblIoop MOHETM3aLNN)

3.dokyc Ha Bnoke LEHHOCTN, MOHETU3aLMKN, OBLLIEHME C KITMeHTaMn



N3meHnTbCcA, Nnoka He No34HO

CTapTan HeaBHO Ha BCTpe4e Crpocusl. «Y MeH$s1 NosIBUNNCH
nepBble€ KIMNMEeHTHI. Kakne panbHenwiune warm I'IJ'IaHI/IpOBaTb?».
J'Iquue NnoKa He BKMNYaTb NOSHbIN ras, a 3agymMmaTrbCs, YTO MOXHO
M3MEHUTD.

1. YUto nonyyaetca nnoxo? MoXHO N 3TO BbIKMHYTb M3 NPOAYKTa
BoOOLLE?

2. YT0 nony4aetcs xopowo? YTo MOXHO U3MEHUTb, YTOObI 3TO
cTano B ABa pasa nyywe?

3. He aBngaeTca nu pewaemas 3agada YacTtbto gpyron onee
obLen 3agaym knmeHta? MoXHO Nn ee pewnTb?

4. Kakne cMmexHble 3agayum pelwaeT KnmeHT? EcTtb nn cpeam Hux
bonee goporas U BakHasi 3agada, 4YeM Ta, KOTOPY pellaemM Mbl?

@MopenHnc Apkagun
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PocT (paHHMe nocriegoBaTenm)

1.®oKyC Ha KaHarbl cbbiTa
2.[oTpebutenbCckne CerMeHTbl, CTPYKTYPY NU3gepxKek

3.KntoyeBble xapaKTepPUCTUKN



3pernocTb (paHHee BOMbLUNHCTBO)

1. Ynydwaem adppeKkTUBHOCTb
2. POKyC Ha KIo4eBble pecypchbl

3. HoBble cnocobbl MOHETM3aLUK



HacblweHne (no3gHee 00NbLUMHCTBO)

1.MNepesanyck npoaykToB
2.Pabota ¢ usgepxkamm
3.KntoueBble napTHepCTBa

4 .[lpouecchkl U cuctematmnsayms



OTcTatowme (KoHcepBaToOphI)

Pexxum ctaptan BHyTPU KOMMNAHUM.
1.Co3gaHne HOBbIX NPOAYKTOB

2.Bbixoq Ha HOBbIE PbIHKU



Product Sales

]

Product Life Cycle

s

Introduction

Growth

Maturity

Decline



HA KAKOWV CTAONN PbIHOK CEMYAC?

e 3apoXOeHue - y pbiHKa DonbLLIOW NoTeHuuarn pocta (PoCcT MeanNeHHbIN, CpeaHUN
4yek 60sbLLIOW, HO Er0 MOXHO CHU3UTD)

e Emerging Market - passuBatoLnMnCsa PbIHOK, BYpPHLIN poCT (XX%)

e 3penocTb - PuIHOK yxe copmupoBarcs (pocT 3ameasnieHHbin X%)

e 3aryxaHue - PbIHOK NagaeT, CKOpO CBEPHETCSH A0 MaprmHanbHOro ypoBHS



HoBbIN PbIHOK

» Co3paHue cnpoca 1 pblHKa B LenoMm, bonbLime 3aTtparsl

* MeHbLUe BHUMaHUA NpoaBMKeHuto bpeHaa, T.K. bpeHa ABMXeTca 3a
PbIHKOM

» TecHast KOMMYHMKaUMA C “paHHUMK NocregoBaTensMmn’, KOPPEKTUPOBKaA
npoaykTa

* LleHOOOpa3oBaHne, OTCYTCTBME KOHKYPEHTHbIX BOWH

* BO3MOXHOCTbL CTaTb MMEHEM HapuuaTenbHbiM (CTaTb KCEPOKCOM)

* Ho ecCTb WwaHc MpoBarnnTbCAd, NMNOTPaTuUB Ky4wy JeHeEr



Pa3suBatoLMnca pbliHOK

» Korga KOHKYpPEeHTOB MHOI0, HO CMpOC BCe paBHO MNpeBbILLAaET npeasioxXeHme
» ArpeccmnBHaga pekrnamMmHasi noniMTuka - npoasmxkeHne bpeHaa sesae

* LleHoBbIe BOMHbI - 3axBaT OonbLen OoNn pbiHKa (MPUObINb HE BOMHYET)

« 3aKyrnka Tpaduka/nuaoB no LeHam, NpeBsbillarwmmM 4oxoa oT
nosib3oBaTeng

* Llenb: BblAaBUTb KOHKYPEHTOB, 3aHATb OOMbLUYI0 OO0 PbIHKA N K MOMEHTY

nepexoga ero B CrIOKOMHYIO cTaauto ObiTb NMOEPOM



3penbin PbIHOK

* [10CTOSAHHbLIN aHanNn3 PbIHOYHOW CUTYaLIMU U KOHKYPEHTOB

* YBENUYEHNE JONU Ha PbIHKE JOPOroe yaoBOSibCTBUE (KOTOPOE He
oTObObLETCA)

» Co3gaHne HOBbIX HULL, B KOTOPbIX BO3MOXEH OYpPHbIN POCT

* HeTKnn KOHTPONb MapKETUHIOBbLIX MHBECTULIUIA

» YaepXaHue ayautopumn: NosinbHOCTb, CepBuUC, 0bpaTHada CBA3b, Ka4eCTBO
» Cnna 6peHga n amoumun. Koro 4alle BCNOMMHAIOT, K TEM N UAYT, NOTOMY

yTo “BCE OAMHAKOBbLIE”



[Tagatowmmn pbIHOK

* [Nlonck HoBOM HULWIN (U BLICTPbLIN MOWUCK)

» ToTanbHaga akoHoMuUS. KTO curbHee CBEPHET U3OEPXKKN, TOT BbiUrparn

* [lonbITKM 3axBaTUTb OCTaBLUYHOCS AOMNK0 6€3 NULLIHKX 3aTpaT

* AKUUWN, KpeaTUBHbIE PeLLEHUs], BCE, YTO AELLEBO B peanusaumm n MOXeT

natb addekT

* Ho ny4Jwe yberatb Ha BypHOpPAaCTYLLUIA PbIHOK, MOKa OCTanucb AEHLIN ;)



EcTb TYT KTO?

Y Xopollero pblHKa eCTb 3KOCUCTEMA:

Bawwn Oyayuime napTHepbl, NoApaa4YMKN, MEPONPUATUSA, accoumaumn,
nccneaoBaHus. ..

OHK moryT 6bITb abcontoTHO BecnonesHbl Ansa Bac, HO BCE 3TO

NPU3HaKM 300POBbIX (MM HE3Q0POBO NEPErpeThbiX, HO TOXe C AeHbraMmn) PbIHKOB



Lean StartUp
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LEARN|




Lean Business Model Canvas

Problem

Solution

Key Metrics

Unique Value Unfair Advantage
Proposition

Channels

Customer

Segments

Cost Structure

Revenue Streams

Build Product
in an Agile,
lterative Approach

Measure
Learn Fast Measure the
from Failures and Results against
Pivot Your the Key Metrics in

Plan to Adapt the Plan



[lonesHaa nHopopmaums

Ccblnkwu:

http://theleanstartup.com/principles

https://www.intercom.com/books

https://slackhg.com/cateqories/transformation

KHuru:

ApuK Puc - busHec ¢ Hyns. Metog Lean Startup ana

ObICTpOro TecTMpoBaHusa naen n Bolbopa busHec-mogenu

B NuHbe, OcTepBanbaep - MoctpoeHne GusHec-

mMoaenen. HactonbHasa KHUra ctpaTera U HoBatopa

OyHkaH Knapk - Alibaba. Vctopusi mupoBoro

BOCXOXOEHNA OT NepBOro imua

Auwinun BaHc - NnoH Mack: Tesla, SpaceX u gopora B

Oynywee
Unbsaxy MNonapart - Llenb v Lienb2



