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KaK 00'bEeKT cTpaTeruu

Business Model Canvas
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1= COJEP)XXAHME JIEKIIUU

Il.1ag 3agsarusa

Knouesble smanbl 0oc8oeHus1 Memooosno2uu nocmpoeHus ousHec-mooenel

X

BBefjeH1e 1 KOHTEKCT

3BOMOLUMSA CTPATErMYECKOro MblluieHusa. Pasnnuus
MeXAy cTpaTerven u 6usHec-Moaenblo.

UHpacTpyKTYypa

JleBas cTtopoHa KaHBbl: Pecypcbl, [leaTenbHOCTb,
[MapTHepcTBa N N3aepxKu.

«

Apxutektypa BMC

0630p 9 6N10KOB M JIOrMKa UX B3aMMOCBA3EN.
Mouyemy Strategyzer?

a

ITpoBepka rumnore3

MeTogonorusi TectTupoBaHusi 6usHec-ugen (DFV,
Build-Measure-Learn).

\ 4

Co3gaHue 1IeHHOCTU

[MpaBasi cTopoHa KaHBbl: CerMmeHTbl, LIeHHOCTHbIE
npegnoxenus, Kananbl n loxogbl.

ViToru v mpakTHUKa

MHCTDYMeHTbI Banngauunn, 4eK-IMCT Ana BopkKLluona
N npakTn4yeckmne pekoMmeHaauumn.



22 WCTOPUUYECKUI KOHTEKCT

DBOJIIOLIVIS CTPATCIrMYCCROIoO MbIlIJICHUA

Om cmpyKmypHO20 N1aHupoeaHus K ousatiHy 6usHec-mooeneli (1962—2020+)

Alfred Chandler

STRATEGY &
STRUCTURE

«CTpyKTypa crnegyeT 3a

Michael Porter

COMPETITIVE
STRATEGY

Kim & Mauborgne
BLUE OCEAN

cTpaTernem. lMosunumoHupoBaHue. 5 cus. LleHHOCTHas MHHoBaUuUsS.
LonrocpoyHoe CTtpaTerusi Kak Bbl6op: "4To Bbixop 13 anon
njaHMpoBaHue KpynHbIX HE penatb". Trade-offs & KOHKYpeHUun yepes
Koprnopauum. Fit. CO3/,aHne HOBbIX PbIHKOB.
1965 1991 2010+
e 7\ e e e e
A\ g A\ g A\ g \ g \ g \ g
1962 1980s 2005
Igor Ansoff Jay Barney Osterwalder &
CORPORATE RBV & VRIO Pigneur
STRATEGY

MaTtpuua AHcodda.
BekTopbl pocTa:
NPOHWKHOBEHWE, pa3BuTune
pbIHKa/MPOAYKTAa,
ansepcudmkaums.

PecypcHas KoHuenums.
KoHKypeHTHOe
NpevMyLLeCcTBO Yepes

LEeHHble, peaKne pecypcobl.

BUSINESS MODEL GEN.

BMC. Jn3aiH-MblLLneHne B
cTpaTteruu. Lean Startup.
MopTdenn: Explore vs
Exploit.




8lé KOHUENTYA/IBHBIE OCHOBBI

busHec-mone b vs CTparerus

busHec-mMoiae b

UNIT OF ANALYSIS: PUPMA

«JIoruka Toro, KaK OpraHHu3aIjHs CO3/JaeT, JOCTaB/IAET H 3aXBaThIBAET
IJEHHOCTb»

o OnepaumoHHas apdeKTUBHOCTb, KnneHT, NMoToku
©) . y
TakTuyeckum — CpefHeCPOYHbIN
d
LTV, CAC, MapxuHanbHocTb, Cash Flow
5

Canvas, Unit Economics, lNpouecchbl

Crparerus

UNIT OF ANALYSIS: KOHKYPEHLUA

«Il1aH JeHCTBUH /I JOCTH)KEHHS VHUKA/IBHOI'O IIO3UIJHOHUPOBAHUS H

ro6ebI HaJf KOHKYDEHTAaMH»

YHukanbHocTb, Bbi6op (Choice), Trade-offs

LLonrocpoyHbIn Kypc

ROIC, OTHocuTenbHas fons pbiHKa, YCTOMYNMBOE NMPEBOCXOACTBO

CTpaTternyeckas kapra, [Noptdpenb nHmumnaTune



HEHHOCTH MHCTPYMEHTA

ITouemy Business Model Canvas?

Knrouesbie npeumyujecmeda Memoooso2auu Strategyzer U O2pdHuU4eHuUs ucno/sb306dHuA

RJmoueBbI€e IpEeNMYIIIECTBA

A Pucku u Ommorn

D\l * % He 3ameHsieT cTpaTeruto

BMC — aT0 onncaHue nornku, a He nnax

I'IO6e,D,bI Ha[ KOHKYPEHTaMMW.

EQUHBIN BU3YAJIbHBIN SI3bIK BbICTpasi KOMMYHUKAIUA

«FannoynHauumn»
3anosiHeHue 6/10KOB MHEHUSIMU 6e3
npoBepku daktamu (Testing).

Bcsa «6onbluas KapTuHa» 6M3Heca Ha O4HOM X
cTpaHuue. OTkas oT 40-CTpaHUYHbIX

Co3spaeT obLee NoHUMaHue busHeca ans
Kpocc-pyHKLMOHaNbHbIX KOMaHA, (MapKeTUHT,
NPOAYKT, GUHAHCDI). JOKYMEHTOB B MOJIb3Yy HarNsAHOCTMW.
X CTtaTtuyHocTb
Ncnonb3oBaHWe Kak pa3oBOoro yrnpaxHeHus,

a HE XXMBOIo MHCTPYMEHTAa.

lo G

Au3aiid u TecTupoBaHMe ViipaBiieHue mopTdenem

WUpeaneH pna ntepauMoHHOro npouecca.
Mo3BonsieT 66ICTPO POPMYNMPOBATb FMMMNOTE3bI
N MEHSATb 6JI0KM Ha OCHOBE (PaKTOB.

NHTerpauus ¢ koHuenumen «Explore vs Exploit».
MNosBonseT 6anaHcMpoBaTb MeXAy MOUCKOM
HOBbIX MoJeNen n akcnayaTaumen
CYLLLECTBYIOLLMUX.



B APXMTEKTYPA BU3HEC-MOJEJIA

Business Model Canvas

. ® WHdpacTpykTypa (Efficiency) @ LleHHocTb (Value) @ KnueHT (Desirability) @ ®dwuHaHchbl (Viability)
CucmemHblil 832150 Ha co30aHue, 00CMABKy U 3axeam YyeHHOCmuU

1@ o 22 © 02

KEY PARTNERS KEY ACTIVITIES VALUE RELATIONSHIPS CUSTOMER SEGMENTS
CeTb NOCTaBLUMKOB U NApTHEPOB, CaMble BaXKHble JencTBus aasa Twun OTHOLWIEHUN C KaXXAbIM lpynnbl Ntofen nnu opraHnsaummn,
KOTOpble o6ecrneymBatoT paboTy paboTbl MOAENN. PROPOSITIONS CErMeHTOM. KOTOPbIX Mbl 06CNY>XMBaeM.

6U3HEC-MOAENMN.
CoBOKYNHOCTb TOBapoOB U

ycnyr, co34aroLLmx

LleHHOCTb AN

S )
~ KOHKPETHOro cerMeHTa.
KEY RESOURCES CHANNELS
AKTUBbI, HEO6XOAUMbIE OIS Kak KoMnaHus JOHOCUT LLlEHHOCTb
CO3/1aHuA LIeHHOCTW. J10 K/INeHTa.
COST STRUCTURE REVENUE STREAMS
N Bce pacxofbl, cBA3aHHble ¢ GyHKLMOHUPOBaHMEM 6u3Hec-Mogeny (MoCTOsIHHbIE, - [eHbry, KoTopble KOMMaHWUA reHepupyeT OT Kak10ro KIIMEHTCKOro CerMeHTa
é nepemMeHHble, 3KOHOMMWA MacluTaba). a (npomaxa, noanucka, apeHaa).



S’ JIOTUMKA CUCTEMBI

JIornkKa B3anMoCBS3€l MeKIY 0.I0KaMU

Kak onepayuoHHas desimeabHocmb mpaHcgopmupyemcsi 8 PUHAHCOBbIL pe3yabmam

NHPPACTPYKTYPA (BACK STAGE) KJIUEHT (FRONT STAGE)
| 1@ Key Partnerships m ® Channels
uam
§ VALUE PROPOSITION E
E, | ¥y Key Activities @ Relationships g
o > S[po 6usHec-Monenu: peLleHme - 5
npo6siemb|
| Key Resources <s* Customer Segments

B Uspepxknu ’ O loxonnl

}/e3yanaT MCMOJIb30BaHUA pecypcoB U AeATesIbHOCTU Pe3yanaT YCHeUJHOV'I JOCTaBKU LLEHHOCTU KJIMEH aM

PROFIT =  Unit Economics




¢} CO3JAHWE IIEHHOCTH

CerMeHTHI KINEHTOB 1 IIeHHOCTHDBIC NPEII0KCHUSA

Knouesas ceszka busHec-mooenu: pewieHue npobnembl 0451 KOHKpemHol ayoumopuu

<2 Customer Segments &2 y.lue Propositions

«/[1719 KOro mbi cozfaem LJeHHOCTb ? KTO Hallv caMble Ba)KHbI€ K/TIMEHTbI ?»

Customer Jobs

Pains

Tun pbIHKa Pasmep

Case: Zara RETAIL

CerMeHTbI: XXeHLWmnHbl, My>kumHbl, Oetn (Mass Market).

Jobs to be done: «Bbirnsagets MogHO M akTyanbHO 6€3 60MbLUMX 3aTpaT».

«Kakyro npobriemy mbi peruaem? [loyemy KIMeHT BbibepeT Hac?»
yro rp y p y P

Gain

Creators

Products .
Pain

Relievers

Twur 11eHHOCTU VHUKaA/JIBHOCTb

Case: Zara RETAIL

LieHHoCTb: «[loCTyrnHas Bbicokasi Moga» (Fast Fashion).

Pain Reliever: HoBble konnekuuu kaxable 2 Hegenu (FOMO), gocTynHas LeHa.




o& HAOCTABKA LIEHHOCTHU U YAEP)XAHUE

RaHaJbl 1 B3anMOOTHOIIIEHUA C KJIAMEeHTaMU

Kak mbl 0ocmasnsiem yeHHocmb U 83aumodeticmeyem ¢ ceemMeHmamu

L xd
I Kanaunr: 5 Ga3 (Phases) ©® Tunn: OrHomEHMIT
To4kH KOHTaKTa, 4epe3 KOTOPhIe KJIHEHT B3auMOJEHCTBYET C KOMIIaHHEH. XapakTep B3aHMOJEHCTBHA: OT IMYHOTO JJO ABTOMATH3HPOBAHHOIO.
2 MepcoHanbHble @ ABTOMaTH3aLus
JINYHbIN MeHeXep, KOHCYNbTaHT Mpodunu KNMeHToB,
a (6aHKOBCKOE f1e10, BYTUKMN) pekomeHaaumm (Netflix, Spotify)
1.
. . . . 2.2 CoobuiectBa Camoob6cnyx
OCBEIOMNEHHOCTb 2. OLEHKA 3. MOKYIMKA 4. NOCTABKA 5. CEPBUC 202 LLY, .-sv Y)XXUBaHue
O6MeH oMbITOM Mexay KnuneHT genaet Bce caM C
nonb3oBatensamu (Gopymbl, nomMoLLbto MHCTpyMeHTOB (IKEA)
Kny6bl)

CASE: ZARA CASE: ZARA

2 Zara: Omni-channel @) Zara: Co-creation

v ®narmaHckue marasuHbl v 0O6paTHas cea3b (Feedback Loop)
MaeHbIv kaHan (Experience). Pacnono)keHne Ha I0POorux ymuax 3aMeHsieT MeHeapKepbl MarasuHOB COO6LLAIOT AN3aNHEPaM, YTO KIIMEHTbI He KYMUIN.
peknamy.

v CoumnanbHble meguna

v Mobile App & Online CospaHue "xanna" Bokpyr HoBbIx konnekuui (FOMO - Fear Of Missing Out).
MHTerpauma co ctokom marasuHoB. "Click & Collect" gna ynobersa.



3AXBAT IEHHOCTHA

IToTOKM 10X0T0B: KaK MbI 3aXBaThIBaeM IICHHOCThH

. oll Unit Economics
unbl MOHemu3ayuu, Cmpameeuu quooﬁpaaoeaHu,q U KHUM-5KOHOMUKA

S 7 THIIOB IIOTOKOB J10X010B

e Mpogaxa akTuea (Asset Sale) ° Mnata 3a ucnonb3oaHue (Usage Fee) 15
!
e Mognucka (Subscription Fees) o Apenga / lnaunr (Lending/Renting)
CAC LTV
o JInuensuposaHue (Licensing) @ MocpeaHnyectBo (Brokerage Fees) Target: LTV > 3 x CAC

OKyrIaeMOCTb npueiie4eHna KineHTa go/KHa ObITb MHOrOKpaTHOM

Q Peknama (Advertising)

Case: Netflix
Subscription Model

® MexaHnsMbl HIEHOOOPA30OBAHIIS

Tun: Mopnucka (Recurring)

®ukcuposaHHoe (Fixed)

LleHbl: Fixed Tiered (Basic, Standard, Premium)

AunHamuueckoe (Dynamic)

i= TMpeiickypaHT (List Price)
& AykumoH / Topru LTV Driver: Retention (Original Content)

2
I Yield Management (Cripoc) %+ 3aBUCUT OT XapaKTepuCTuK

) 482 3aBWCUT OT cerMeHTa ., 5 5
© Real-time Market (Bupxa) lpencka3yembivi JEHEXHbIV MOTOK MO3BOJIAET MHBECTUPOBATH

@ 3aBucuT OT o6bemMa MunMapabl B co3gaHune KoHTeHTa (Key Activity)."




Y PAKTUYECKUI NPUMEP

Keiic-cTaam: IIpasas cropona BMC (Zara)

Kak nudep Fast Fashion co3oaem u 0ocmasnsiem yeHHOCMb KAUeHmMam

m & Global Reach @ Fast Fashion Model 292 Mass Market

§2 VALUE PROPOSITIONS @ RELATIONSHIPS 2e2 SEGMENTS
'"Moga ro gocTyrnHou LeHe, 35eck u cenqac” ® TpaH3aKLUMOHHble: bbiCTpoe caMoo6CNyXKMBaHNE "CTusnibHbIe Nroan, caejaLmne 3a TpeHgamm”
B MarasuHax.
® Fast Fashion: CokpalyeHne uukna gusanH-npogaxa no 2 ® XeHuuHbl: OCHOBHOW AipanBep BbIPYYKMU.
Hepenb (MPOTUB 6 MeCALIeB y KOHKYPEHTOB). ® CoobuwecTBa: BoBneueHve yepes coLceTu Bbicokas 4acToTa NOKyMoK.
(Instagram, TikTok) v nHdntoeHcepos.
® [NocTtynHasa Mopaa: [113ailH BbICOKOIro NoAUYMHOIO YPOBHS MO o Feedback Loop: M1 ® My)umHbl: basoBbI rapaepob + TpeHabl.
LleHaM Macc-MapKeTa. . p: [pAMas CBASb OT3SbIBOB C MeHbLLas YacToTa.
ON3aliHOM.
® Neduumt (Scarcity): OrpaHnYeHHbIe NapTUKM cosgatoT ® JNetu: bbicTpopacTyLwmin cerMeHT. YacTtass CMeHa
4yyBCTBO CpoyHocTM (FOMO). pasMepoB.
® E-commerce Experience: becluoBHbil UX 1 BusyanbHas ® Teorpadmsa: lopoackue xuntenn B 90+ cTpaHax.
3CTeTVKa JIIOKCOBOro 6peHaa. B CHANNELS

® dnarMaHcKue MarasuHbl: [N1aBHble TOproBble
ynnubl Meranosncos.

® Online Store & App: [MonHasa nHTerpauus co
CTOKOM.

® CoumanbHble ceTn: OCHOBHOW KaHars
KOMMYHUKaLUnN 1 BUTPUHA.



NHOPACTPYKTYPA

RJ1oueBbIE peCypChI

AKkmuebl, Heobxo0uMble 0/151 CO30aHUs YeHHOCMHO20 NPedN0HCEeHUs]

dusznueckue

MaTepunasnbHble aKkTUBbI: MPOM3BOLCTBEHHbIE MOLLHOCTHY, 3,aHunS,
TpaHCNopTHble CPeAcTBa, IT-uHhpacTpyKTypa 1 TOUKKU NpojaXx.

Haie;KHOCTD JIOTUCTUKH [ 060pOT 3amacoB

& Example: Zara (Mara3suHbi & Jloructuka)

Ye10Beuecrue

I'IepCOHan ABNAETCA KPUTUHECKUM aKTUBOM B KpEaTUBHbIX UHOYCTPUAX U
HayKOeMKUX npons3eoacrtBax. Ba)kHa He YNCNEHHOCTb, a KayecTBoO.

Talent Density (II10THOCTH TajIaHTa)

p° Example: Zara (Ju3aiiHepbl)

Hnrenexkryaabnbie (IP)

BpeHabl, NaTeHTbl, aBTOPCKUE NpaBa, NapTHEPCTBA, 3aKpbITble 6a3bl AaHHbIX 1
anroputMmbl. Cno)xHee BCEro CKONMpoBaTb.

IToptdens IP / TOUHOCTH aJITOPUTMOB

Example: Netflix (Anroputmbl & Mpaea)

dunancospie

LleHexHble cpencTBa, KpeaguTHble TIMHUK, ONMUUOHDbI Ha aKLUWN. FapaHTvlpyroT
NMNKBUAHOCTb 1 BO3MOXXHOCTb MaCIJJTa6I/|pOBaHI/IFI.

Access to Capital / Cash Burn Rate

l~ Example: Startups (Ventures)



OQ UH®PACTPYKTYPA

K.1roueBble BUIBI 1€ATE€JIbHOCTH

Camble gascHble delicmeus 015 ycnewHoll pabombl 6usHec-moodenu

Q IIpon3BOJICTBO o Pemenue npoo.Jiem @ IL1argopma / CeTb

PaspaboTka, co3gaHue u AocTaBKa NpoAyKTa B MoncK yHUKanbHbIX peLleHnin Ana UHAnBMAyanbHbIX YnpaBneHue nnatdopmMoin, MaTYMENKUHT, obecrnevyeHme
60/1bLUINX 06 EMAX WM BbICOKOIO KayecTBa. npo6semM KINMEHTOB. YNpaBieHne 3HaHUSAMM. cepBuca 1 NpPoAaBWMXeHUe NnaTGopMbl.

@® MANUFACTURING FIRMS @® CONSULTING / HOSPITALS ® SOFTWARE / VISA / UBER

CpaBHEHI/le onepanuoOHHbIX MOJ:[EJIEﬁ

m Fast Fashion Cycle (Production)

(%) (1)

Design Production Distribution Retail Ops

Daily Updates Lead Time: 2 wks Global: 48 hrs Feedback Loop

App Dev Supply (Drivers) Marketing Support

@ Platform Management (Network)

Platform Uptime Recruitment Cost CAC / Match Rate Resolution Time



Q! NHOPACTPYKTYPA

K.1oueBbie MapTHEPCTBA

Cemb nocmaswjukos u napmuepos, obecneuugarowjas (hyHKYuoHUposaHue mooenu

MoTHBbI NAPTHEPCTBA

. 1
ONTUMM3aLUA U FIKOHOMMS

CHUXXEeHMe n3aepXKeK 3a CYET ayTCOpCUHra n adhdekra
mMacliTaba.

CHM)XeHue PUCKoe

Pa3sneneHve HeonpeaeneHHOCTU B KOHKYPEHTHOW cpefie (Hanp.,
Blu-ray).

JocTyn K pecypcam
MonyyeHne NULIEH3UI, KITMEHTCKOWN 6a3bl UM TEXHOJIOTUA.

é6s 4 Tuna mapruepcTn

CTPATEMMYECKUE AJIbAHCDI KOONMETULLMA
Mexay He-KOHKypeHTaMu [MapTHepCTBO KOHKYPEHTOB
JOINT VENTURES (CI) NMOCTABLLUUK-TNOKYMNATEJIb

ansa 3anycka HOBbIX 6u3HecoB [N HageXXHOCTN MOCTaBOK

Ikocucremsbl: Netflix & Zara

ISPs (AWS)

Smart TVs

CeTeBovi rpag B3anmogencTems

Inditex

Supplie



B ouHAHCH

CTpYRTYpA N3JCPREK

3ampambl, HeobXo0uMble 04151 (PYHKYUOHUPOBAHUS bUu3Hec-mooenu

= Kiaccuduramusa Mmojaeiei

Cost-Driven

MuHuMnzauus N30EPXKEK,
MakcuMalsibHad aBToMaTun3auus,
HU3KWE LieHbl.

Ex: Southwest, Walmart

& ddPerTnI MacmTada

e Economies of Scale
L o CHMXeHue ce6ecToMMOCTM Npu
pocTe o6bema.

BREAK-EVEN POINT (BEP)
Fixed Costs / Contribution

Margin

Value-Driven

dokyc Ha co3aHum LEEHHOCTY,
NpemMuyM CepBuC, BbICOKME
N3LEPXKKN.

Ex: Luxury Hotels, Apple

Economies of Scope
S CHuxeHue nsaepxxek 3a cyet
pasHoo6pasus.

PROFIT FORMULA

(Price - Var. Cost) x Q -
Fixed Cost

KaTeropus nsgepixek Tuvn
MpouseopacTBo (COGS) VARIABLE
3apnnarta nepcoHana FIXED
ApeHpa nomeLl,eHui FIXED
MapKeTuHr MIXED
R&D / Pa3paboTka FIXED

W Case: Zara Cost Structure
High Fixed Costs

e Prime Locations (Rent)
¢ In-house Production (Spain)
e IT & Logistics Hubs

[OpanBep 3aTpart

06beM npoaax, CTOMMOCTb MaTepuasoB

LLiTaT, counanbHble OTYNCIEHUSA

JTokauwms, nnowagb (M?)

brogxeT kamnaHuin, CAC

MHHOBauUMW, nogaep)xka nnathopmbl

Hybrid Model

Variable Optimization

e JIT Inventory (Low waste)

o Air Freight (Speed premium)
« Fabric procurement



& TPOBEPKA I'MIIOTE3

MeTononorusi TeCTUpoBaHus 6usHec-naen

Cucmemamuueckoe CHUMCeHUe pucka u H€Orlp€a€ﬂ€HHOCmU

Y= KinoueBble NPUHIIIDI

- &
MHoro masnbix JKCNepuMeHToB

He cTaBbTe BCE Ha oaHy KapTy. [lenaiiTe ceputo 6bICTPbIX, AelleBbIX TECTOB.

o IF
MpuopuTH3aLmsa No puckam

CHayvana TecTupyiTe T0, YTO MOXeT "y6uTb" Baw 6usHec (Killers).

"Fail fast, fail cheap, learn faster."

1% Kapra puckos BMC HighRisk ~ Med Risk

Foe CKpbIBakOTCA CaMble OonacHble D,OﬂyLLl,eHMﬂ?

Activ. Rel.
Value Cust.
Res.

Cost Struct. Revenue Streams

Desirability (KnueHT) & Viability (JleHbru) — Mpuoputet N21

" JIeCTHUIA CIIBI JOKA3ATEIHLCTB

4n A

%) 3 B
MHeHus WHTepec HamepeHue
NHTepBbIO Knukun, Email MNpep3sakas

&8 Baaanc noprdes
High Risk Growth

TpaH3akuus
Bbipyuka BanaHcupyiTe MHBECTULMM MEXAY MOUCKOM HOBOIO U pa3BUTUEM TEKYLLLETO.



MPOBEPKA I'MITIOTE3

dopmynupoBaHue Kputudeckux runores (DFV)

CmpyKmypupoeaHHblil N00X00 K onpedeneHuro mo2o, Umo 00AHCHO bbimb npagdoll 015 ycnexa busHeca

MpbI cauTaeM, 4TO [cermeHT] OVieT [nosepenme] .

‘ 5 MpbI IpoBEpUM 3T0 yepe3 [TecT/aKcnepumeHT] .

MpbI 11paBbl, €cii [MeTpuka] JocTUTrHET [nopor] 3a [cpok] .

XoTaT nn aTo? WA

Desirability

YXENTAHHOCTb (PbIHOYHbIV PUCK)

"MbI cymrTaem, 4T0 25% 0CETHTEIEH
JIeHJUHTa U3 cermeHTa 'CTyJeHTbI' OCTaBAT
cBor email B 0bMeH Ha CKHUIIKY.”

Key Metric Conversion Rate > 25%

Test Type Landing Page / Ad

Feasibility

OCYLWECTBMMOCTb (TEX. PUCK)

"MBbI cMo>keM cobpaTb paboTarorijrsi MVP ¢
GyHKIHEr ITOHCKA 3a 4 HeJJe/TH CHIAMH 2
HH)KeHepOB 6e3 BHeIITHUX APL”

Key Metric Dev Time < 4 Weeks

Test Type Technical Prototype

Mo)xem M Mmbi1? &

CToUT NIn 3TO TOro? ™A

Viability

XXWU3HECMOCOBHOCTbL (®UH. PUCK)

"Ilo/tp30BaTeI rOTOBHI IVIATUTH S15/Mec 3a
rogmucKy, obecrneynBas LTV He merHee S100

pu CAC S30.”
Key Metric LTV/CAC Ratio > 3
Test Type Pre-order / Pricing



£} TIPOBEPKA I'MIIOTE3

Liukn Build — Measure — Learn

HmepamueHblil npoyecc npespaujeHusi 2unome3s 8 NposepeHHble 3HaHUsl

M
Build

Hyp()theSize CosaaHne MMHMMasbHO

3 A0CTaTOYHOro TecTa
Mpexxae YeM CTPoUTb, chopMynupyiiTe

AONyLLEeHUs. (& MVP / Landing / Proto
+ Tvnotesbl DFV N 4
v MeTpuku ycnexa
v Kapta puckoB
Learn Measure
AHanM3 gaHHbIX U MPUHATHE C60p KayeCcTBEHHbIX U
peLueHnii KOJINYECTBEHHbIX AaHHbIX
Hodeu & JlonyujeHus
Q Insights / Decisions @ Data / Metrics

__________________________________________________________________

® Persevere @ Pivot @ Kill

___________________________________________________________________

—m—————



dh [[POBEPKA I'MIIOTE3

NHCTpyMeHTbI Banupauun: oT uaen 4o maclutaba

JloposicHas kapma 3KcnepuMeHmo8 no cmaousimM 3peaocmu Gu3Hec-mMooenu

Panusist craaus Cpeansist craaus
PROBLEM-SOLUTION FIT PRODUCT-MARKET FIT
o Mpo6nemHbie MHTEPBbIO ) Landing Page (Smoke Test)

CustDev, I'J'Iy6VIHHbIe WHTEPBbLIO - I'IpOBepKa cnpoca oo pa3pa60TKM
JHeBHUKOBbIE UCCnepoBaHUsA % Wizard of Oz
®ukcauma KoHTekcTa Npobiembl * MmuTauma aBToMmatmsaunm BpyyYHyro
KapTbl amnaTtum Concierge MVP
CuHTes 6oneii v 3apay (Jobs) PyyHoe pelueHre npobriemMbl KiMeHTa

ByMa)kHble NpoTOoTuUIbI High-Fidelity Prototype

e
BbicTpas npoBepka KoHLenuum ~ Knuka6enbHblit uHTepdeic (Figma)
E. UBMEPEHU/A E. U3MEPEHM/A
YacToTa npo6nemsi WHTeHCUBHOCTL 60K NPS Conversion Rate Activation Rate
Qualitative Insights Retention (Day 1)

DISCOVERY (MOUCK) VALIDATION (MOATBEPXXOEHUE)

IHo3aus15 cTaausa
SCALING & GROWTH

I A/B Tests
OnTuMM3aLmMsa KoHBepCU u Guy

Price Testing
Mounck anacTUYHOCTU crpoca

®

'

Pre-orders / Waitlist
®unHaHcoBOE noareepxaeHune

B2B Pilots

MUNoTHbIe BHEAPEHMS B KOpriopaLuusax

E. UBMEPEHUKA
Cohort Retention LTV/CAC Payback Period

North-Star Metric

EFFICIENCY (3®®EKTUBHOCTD)



UTorn n npakTuueckme peKomMeHpauum

Kntouesble wazu 0as sHedpeHusi Business Model Canvas 8 cmpamezuueckuli npoyecc

Q Yer-auct Boprimona BMC

Cchopmupyiite Kpocc-pyHKLMUOHANbHYIO KOMaHAY
MapketuHr, lNMpoaykT, TexHonoruu, lpogaxxn. U3zberavite "Silo thinking".

3anonHuTe KaHBY crnpaBa HaseBo

Hayrute ¢ KnueHta u LjeHHocTu (Desirability), 3atem UH@pacTpykTypa un GuHaHCHbI.

BbiaenuTe runotesbl, a He paKTbl
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Ucnonb3yiite UBETHbIE CTUKEPDI 1715 0603HAYEHUS [OMYLLEHNI.

Bbi6epute 3 KpuTuyeckux pucka (DFV)
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YTo AOJIXKHO 6bITb MPaBAoK, YTO6bI UAEA He NPOBanIach?

CnnaHupynTe CNPUHT Ha 2 Hepenu

J

Onpe,aenMTe TeCTbl M OTBETCTBEHHbIX 3a C60p AaHHbIX.

METPUKUN YCNEXA (KPIS)

e

UNIT ECONOMICS

LTV / CAC > 3

A
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PROFITABILITY

Gross Margin

Next Steps

MnaH gencTBU Nocne BopKLUona

Today: Workshop

7~
R

RETENTION

Cohort Analysis

d

VELOCITY

Learnings / Week

Day 14: Review

C60p AaHHbIX N Banngauyms rmnotes

PERSEVERE PIVOT KILL




