Customer Development n pbiHku HTW

PomaH XpoMy4eHKo

KoHCynbTaHT NpoeKToB



Kak onpegenntb LEHHOCTb Npoaykra?
maBHaA owmnbKa npu pa3paboTke NpoAyKTa:

Paspabotka ” npoaymbiBaHWe BCeX QYHKUUN BHYTPU

KOMaHObl

bbino Obl KNnaccHo, ecnn Obl B NpoAyKTe Moem " o6Laemcs c

bbIno Tak... | > nortpedGurenamm, B2C,B2B,B2G,
HEBAaXHO

[NasanTte gobasum 10 TaKMX-TO PYHKLMN

X 4
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CustDev

Kak NoHATb 3a 4To ByaeT nnatuTb KNUEHT?

«[Moka komaHaa He obLaeTcs C KIIMEeHTOM — OHa KOJNJTeKTUBHO
rannioUuHNUPYeT O NOTPEOHOCTAX, MYHKUUSX U Hannuy4mm
KITMEeHTOBY»

«BbonbWMHCTBO cTapTanos NornMbno, He NOTOMY YTO Y HUX ObiS
NSIOXOW NPOAYKT, @ NOTOMY YTO 3TOT MPOAYKT Oblfl HUKOMY He
HYXXeH» - Qpuk Puc



CustDev

UTt0 3107

Customer Development — TecTupoBaHue uaoen wunu
npotoTuna Oyayuwiero npoaykra Ha BOCTPeDOBAHHOCTL C
NOMOLLIbIO NOTEHUMArbHbLIX NMOTPEOUTENEN.

- = e
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Customer Development
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4 Knwo4eBblX 3Tana, rno
KOTOPbIM
nTepaumoHHO
ABWXETCH KoMaHAa:

1. O6HapyxeHue
KnueHToB (customer
discovery)

2. TMNoprBepxaeHue
KnueHToB (customer
validation)

3. Co3gaHue
KnueHToB (customer
creation)

4. MocTpoeHune
KoMnaHum (company
building)




CustDev

OCHOBHbIe NocTynaThbl

B LeHTpe BCero KrneHT — y Hero ecTtb npobnemsbl, 605N u
V' notpe6HOCTM,  KOTOpble  MNPeacTOMT  HalTh  uepes
BblOBW)XEHNE U NMPOBEPKY rNMNoTe3

v [MnoTe3bl/NpeanonoXeHnsi, UX HYXHO MOATBEPOUTb WU
OMNMpPOBEPrHYTb

v/ “Get out of the building” — B ocuce HeT chakToB



CustDev

[MnoTesa o npobneme

'MnoTe3a o solution’e

[MnoTesa o TeXHoI0rms
1 NPOAYKTE
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['MnoTe3bl 0 LLeHHOCTU

['MnoTe3bl 0 KaHasiax
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INtobasi busHec-moaenb — Habop rmnortes

PROBLEM SOLUTION UNIQUE VALUE PROPOSITION | UNFAIR ADVANTAGE CUSTOMER SEGMENTS
Top 3 problems Top 3 features Single, clear, Can't be easily copied | Target customers
compelling message or bought
777 that states why you are
777 different and worth 227
buying 1481
77
KEY METRICS CHANNELS
Key activities you Path to customers
measure
" "
77
COSTSTRUCTURE REVENUE STREAMS
Customer Acquisition Costs 2?2? Revenue Model
Distributing Costs Lifetime Value ?7?
Hosting Revenue
People, etc. Gross Margin

Lean Canvas is adapted from The Business Model Canvas (http://www.businessmodelgeneration.com)

and is licensed under the Creative Commons Attribution-Share Alike 3.0 Un-ported License.

Figure 3-1. Lean Canvas
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CustDev

Co3gaHue ctapTana — 3T0 LMKNuYeckas npoBepKa rmrnores

Mnote3a — 93TO MPEANnonoXeHue, KOTopoe MOXET OblTb MOATBEPXOEHO WK
OMNPOBEPIrHYTO.

«Ecnun mbl caenaem X, To nonyuyutca Y»

«Ecnn pobaBum B CKpMNT npogak MHOPMaLMID O HaWKX KPYMHbIX NapTHEpaXxX, TO
KOHBEpCUA B cOernKy noBbicuTca Ha 20%».

«Ecnn nameHMm 3aronoBOK B MUCbME pPacCCbISikK, TO YBENUYMM OTKPbIBAEMOCTb
nmcem Ha 50%».

BaxHo, 4TobObl pesynsrat (Y) 3aaBrieHHoro gencteusi (X) MOXHO Oblfl0 OLEHUTb
KOJIMYECTBEHHO, B KOHKPETHbIX ednHuuax wuamepeHusa (B pybnsx, npoueHTax,
KIMKax, NOKyrnkax u T. N.). Takke BaXXHO B paMKax NPOBEPKN r'MnoTesbl coBepLuaTb
TONbKO 3asiBfieHHble OENCTBUS, TaK Kak tobble ONONTHUTENbHbIE N3MEHEHUSA MOTYT
NOBMNATb Ha pesysnbrar.



[1poBepka runotes. HADI Linkn

Anropntm opmMmMpoBaHNS N NPOBEPKM MMNOTE3

HYPOTHESIS ACTIONS
9 Bepo / aymaro, o Yro6bi 3TO
yTo... npoBepuTs, A

caenaio...
INSIGHTS (4 3) DATA

CCNn COBRAHHBIC AAHHbBIC
OKAXKYTCA X, rmnoTesa BERHA,
ec/im He X, rmnoresa He BepHa

.. C Uenblo cobparte
TAKUE-TO ACQHHbIE
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CustDev. Kak npoBepaATb rmnotesbl?

[MnoTe3a — 3TO B YEM Mbl HE YBEPEHbI N XOTUM MPOBEPUTL

CdopmMmupyunTe nepedeHsb rmnoTes

[TIpopaHXnpynte mnx

Boibepute 2-3 ana npoBepku
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CustDev. Kak npoBepaATb rmnotesbl?

CdopmMunpymnTe rnepeyeHb rmnoTes n =>
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[MpobnemHoe
WHTEpPBbLIO

BoigaBnsaem ecTtb
nn npobriema?

Onpegensem: Kak
KIMTMEHT ee
pellaeT?

Onpegensem UeHy
ee pelleHnsa ans
KNUeHTa

PeweHYeckoe
UHTEpPBbHIO

Onpepgensiem, rotos
NN KITMEHT KYNUTb
NPOAYKT C
npegnaraemou
dOYHKLMOHANbHOCTLIO

JKcnepTHoOeE
UHTEpPBbLIO

COop nepBUYHbIX
NaHHbIX, OCHOBAHHbIW
Ha onbITe, 3HAHUAX U
NHTYULMN SKCNEPTOB
B UCCrieayeMblIX
obnacTtax



Kak HanTu nrogen ans MHTepPBbIo

* Cemba, Apy3bAa, Konneru

* Apy3ba apysen

* [pynnbl B cOL, CeTAaAX

* baorrepbl

* KoHpepeHUUnn, npodeccuoHanbHble BbICTaBKK
* bupxn ppunaHca

* Tematnyeckme popymsl

byabTe KpeaTusHbI!



CustDev. lpobnemHoe MHTEPBLIO

OcHOBHbIe NpaBuna

1. Cdopmupyinte runotesbl 0 Nnpobneme LeneBon ayautopumn
2. CospganTte cueHapun/cKpunT UHTEPBLIO

a) HeT 3akpbITbiM BONpocam

6) HeT Bonpocam npo byayliee

B) He noknpgante npobrnemHyto obnacTb, He 0bcyxaanTe CBOu
NPOAYKT, ero doyHKLUNU UNu NnaHbl NO ero 3anycky |
3. Mpoeeaute 5 (B2B) /50 (B2C) nHTEpPBLIO
4, O6obLWwmMTEe NOMyYeHHYI WHopMaLmio, chopMynmpyinTe | Crpocw wamy

Cs ¢ KIHEHTaM:
M NOATBEPANTH NPABOTY

MHCaNTbI N caenanTe BbiBOAbI =

JND,
&%
B

31



Customer Development

Kakue sonpocbl 3apaBaTtb?



CustDev. lpobnemHoe MHTEPBLIO

[Tpumepbl BONPOCOB NpobneMHOro MHTEPBLIO

1. EcTb N y Bac ata npobnema

2. Korgpa BO3HMKana npobnema B NocnegHunm pas, Kak 4acTo OHa
BO3HUKAET

3. Kak pewanu npobrnemy, CKONbKO MNOTPaTUNM BPEMEHU, CKOSbKO
noTpaTunun geHer

4. Y10 ncnonb3oBanu anga peweHnsa npobremsoi

5. OTkyaa y3Hanu nHdopmaumio 06 3TnxX peLeHnax |
6. Kakmue BO3HMKNN TPYOHOCTU Npu peLleHnn npobremsol |
7. Y10 camoe BaxHoe nNpuM  peweHun ITon  nNpobnembl |
(CKOpOCTb/Ka4yecTBO, ApYyrme LEHHOCTN) | Crpocu mamy
8. Kakve pelueHus paccMmatpuBanu, OT Kakux oTKasanucb U novYemy S

9. C KeM coBeTyeTe NoroBopuUTb MO 3TON Teme? | .
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3agaHue

v CdopmynupoBatb rurnoTessl O npobneme
Lleneson ayantopun

v/ CospaTtb cueHapuin/cKpUnT NHTEPBbLIO

v CdopmmpoBaTtb CNUCOK PECNOHAEHTOB




LleneBasi ayautopus n obbem pbiHKa

Bonpocbi?



