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O AoKnaavmnke

* (ObpasoBaHue

e 3akoH4un HTTY «KMW» 1998 roay. BoluncantenbHble MalnHbl, KOMAAEKCbl U ceTU. UHKeHep —
CncteMoOTexHUK

* BHewTaTHbIM NnpenoaaBaTensb Y BLU3 ¢ 2008 roaa. PakynbteT busHec nnpopmatmkn. Kadbeapa
YPMO.

. OKono 20-neT onbiTa y4acTMA B NPOEKTaX N0 CO34aHUI0, PAa3BUTUIO, BHEAPEHMIO U IKCNAyaTaumm
PA3INYHbIX CUCTEM.

* Max. macwTab npoekta 50 nHkeHepos, okono 30 yen-net. Paspabotka NO
*  Max. 6roaKeT npoekTta 2,5 maH gonn. (LOA)

* Max. ROI npoekTta 400% ( MIHBECTULMOHHbIM NPOEKT)
. OcHoBaTenb KomnaHum «CuctemHbin Moaxoa» 2008 .
*  Wrpatowmii — TpeHep U KOHCYNbTaHT

bonee 600 y4aCTHUKOB TPEHUHIOB
peasIM30BaHHbIX MPOEKTOB
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HecTaHpapTHaa/cTaHAapTHas cuTyaums

e 3penbl NPOAYKT

— ba3a notpebutenen
3aHATaA A0NA PbIHKA

— TexHonormn4yeckasa 6a3sa




JKOHOMUYECKNUN AAPBUHN3M

* Bce 3aBUCUT OT 9KOHOMMUYECKOrO
[apBnHM3IMa

Bce ceKkTopbl

PocT rnobanmsaummn Ha BCEX YPOBHAX
NHTepHeT-6u3Hec

bonblle KOHKYPEHTOB Ha O4HOrO KAMEHTA
bBonee BbICOKME OXNAAHUA KNINEHTOB
CHMXeHne NoANbHOCTU K/INEHTOB

* B goArocpovHom nepcnekTuse BbIXKMUBYT
___TO/IbKO Te, KTO /ylle BCeX Y/0BN1IeTBOPUT

EDHCART T ORAR E1MTIAN
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Yapars Dapeun



OcHoBHasa npobnema

* Pa3spaboTka * WHBecTopbl

— [No6aBnsaATb HOBbIN

MJIH. pybniei
dbYHKLMOHAN BCe CNOXKHEe

— Bbl 310 0bewann B8
— TexHoNOrMun yctapenu npeablaywmin pas

— Bo BTOpOit(CheaytoLLmit) — Mbl y>Ke XXuBem C 3Tum

A0POM HECKOJIbKO JieT U
byaeT Bce nyylue APOM HECKOJIbKO e
HUKTO He ymep

e JlaBanTe pa3paboTaem HOBOE e [laBaiiTe B KOHLLE KOHLOB
H,u,po I 3apaboTaem AeHbru

ROHCAXT T ORAR RDTAV
ﬁ Clcm

— Mbl yXKe MUHBeCTUpOBaIM ...



Mbl Begb 3Haem oTBeT ?

Sustainable Grows
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Customer Development

B

Customer Customer Customer ompany
Discovery Validation Creation Building
Problem- Product-
Solution Fit Market Fit
Organization
Proposed Business
MVP Model
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Figure 1: A typical five stage idea-to-Launch Stage-Gate® System . The loops are
spirals —a series of build-test-feedback-and-revise iterations with the customer
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: For Less Complex and Smaller Development Projects,
@ i Use an Abbreviated Version: 2-3 Gates
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Source: Cooper, endnote 4.
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Key Value Customer
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ITAIMDbI 3PE/TOCTU NMPOAYKTA




| lMouck

e Kro notpebutenn ? e Customer development

e KaKyto npobnemy e Business Model Canvas
pewaem ? * Design Thinking

* C nomoLlbto KaKnx .

TexXHO/10MMmn ?

* KakK byaet BbIrnaaeTb
= _O13Hec moaenb ?




| Pazsutume

* Ctpoum * Customer segments
— [poaykT  Market Share
— TexHonorn4yeckume e Sales Network

npoL.ecchl
— KnueHTtcKkyto 6asy

g? CNCTEMHNH il
nosxon




Il CoBeplueHCTBOBaHUE

* YnobctBO * LEAN, 6 Sigma, UX
MCNO/Ib30BaHMA e CRM
* CnoxHble Keicbl (?) * Customer experience

Ha naHHOM 3Tane ocHOBHas
3a/,a4a He CTO/IbKO BOBJIEYb
HOBbIX NoTpebuteneit , CKONbKO

3aLLUTUTLCA OT KOHKYPEHTOB
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IV CmepThb

* MoKeT B peaHnmauuto ?

* [1poAayKTbl MOTYT }UTb
o4YyeHb gonro, Ho KoHel,
HensbexxeH

* Hastomatane Crparterum
ynpasneHna NMNPOAYKTOM
becnonesHol
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Foresight
= Opportunities Solutions
* [lpumeHeHune TexHUK

dopcanTa moxet ‘,6

3 H a l"I MTen b H O n poan MTb Context Maps White Spots

KU3Hb NPOAYKTA
_/—_/— R ——0

Progression Cugi¥s

* HasTane
dopmmnpoBaHUA
CTpaTeI'VIVI NPOAYKTa

Janus Cones Futuretelling Paper Mockups






Bam npuaeTcsa co3aaTb HOBbIU
NPOAYKT




OT ynpaBaeHMAa NpoayKTOM
K ynpaBaeHuto noptdenem NnpoayKToB




Hy»KHO 3HaTb Koraa Bpems CeATb HOBbIN YPOXKal

3PENIOCTb B YMPABJ/IEHUN
o MOPTOE/IEM MPOAYKTOB




| Monck (YnpaBneHne naeamm)
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Il PocT
New Product development Process

* Product Funnel
* |nstead of product tube




1l COBepLUeHCTBOBaHVIe

Chaos
St;age

G v - . Foresight Level I
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IV CmepTb




IV EmepFbs-Passutue

* [lepBbli HECTOpPaeMbl YPOBEHb
* [Tpn HeobXx0AMMOM YPOBHE YNpaBAEHUA

* Pa3Butme Ha oCHoOBe:
— ba3bl KIMEeHTOoB

— TexHONOrM

____— HOBbIX CErMEHTOB PbIHKA







Bac HUKTO HUKyAQ HE TOHMUT,
Ho y Bac ecTb BO3MOXKHOCTb ©




OT ynpaBneHna noptpenem
K YyNpaB/JeHUIO cpeaon NPOoAYKTa




YnpasneHue
NPOAYKTOM

YnpasneHue
noptdenem

(KomnaHuen)

YnpasneHue
JKOCUCTEMOM
(PbiHKOM)

IV Pazsutue @ *Foresight Level |l 27?7
lll 3penoctb UX, LEAN *Foresight Level Il *Foresight Level Il
*Team
Management
Il Poct *Market Research Company strategy  *KoHcopuunym ?
*Product strategy New Product
*Foresight Development
Process
| Mouck *Customer *YnpasneHune *Co3pgaHune PbiHKa
Development naeamm

*BM canvas
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bnaarogapHoCTH

Software Product Management & Marketing Russia

A Paim furiy
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Kpunrollpo
TOKEeH CSP
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Cnacumbo!

* AHKeTa 0bpaTHOM CBA3MU

— http://www.system-
approach.ru/company/feedback-conf/

* [pynna PykoBoauTenen npoayKToB
e http://www.linkedin.com/groups?gid=2466835

* 3afdaem BOMNpPOChI B Nepenucke
— http://ru.linkedin.com/in/bezuglyy
— bdl@system-approach.ru
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