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Disclaimer

A He ABNSAOCb MPUMEPOM U MONHbIM
[0,0Ka3aTe/IbCTBOM PaboTbl TEX MW UHbIX
MPUHUMNOB. A NNLWb MY HOBbIV ONbIT K
NOAXOAbl K peLlleHMI0 HaCyLWHbIX A5 MeHS
npobnem.

Lean StartUp ewie oanH n3 pesynbtatoB
noucka...



CrapTAnbl = 3T0 MOAHO!
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CtapTanbl 3T0 CTUNb paboThl

e MHOrme komMmnaHumu c Iin-
house cTapatoTcs
3anyckaTb NPOEKTbI, KakK

CTapTanbl
— bbicTpo

— Ha nerke

— Bbicokaga gpuHaMumka
— bbicTpbin pesynbrat [




[loaTomy BCcem HpaBuUTCA
Scrum

* [lo3BONdAET pa3BMBaTh NPOEKThI, Kak
cTapTansbl

— [Toxoxe Ha paboTy ManeHbkomn Start Up
KOMaHAbl




U Te u dpyrue npoBanuBalOTCA

HO!




[louemy ? Agile oTcToU!?

e Ckonibko baroB oos1>XKHO ObITb B BalleM
npoaykTe, 4ToObl OH NpoBaNMNCa?

Most product failures are
caused a lack of
customers*

* Marry Poppendieck




Hnaccuka [NpodyKT meHedrkMeHTa

PesynbTtaT: [lepexop K cneaywowen ctagmu

AHanu3

Mpobnembi :
N3BeCTHbI

PeweHus :
N3BecCTHbI

TectuposaHue

—_—

Moaaepkka




Hak cTano: Agile

PesynbtaT: Konnyectso paboyero koaa
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Mpobnembl : 3BECTHbI
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PeanbHaA $KU3Hb NPOJYKTOB
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Lean Start Up Framework

PesynbraT: BanupgupoeaTb 3HaHue o nonb3oBatensx ($$$)

Customer Customer Customer
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Lean Start Up Framework

PesynbraT: BanupgupoeaTb 3HaHue o nonb3oBatensx ($$$)

Customer Customer Customer
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Build/Measure/Learn
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Bonpoc: morHO nu
BanudupoBaTb cBOU NPOJYKT He
HanucaB HU CTPOYKU Koda?



UHTepecHaA ucTtopuA

flickr




Customer Development



Technology Adoption Curve
(Moore)

Late

| I |
| I |
| Early | Early |
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| | |

Area under the curve
represents
number of customers

"The Chasm"

Technology Adoption Lifecycle



HapaKTepucTuUKa honb3oBaTeneu
HOBOU TexXHONOoruu

* VlHHOBaTOp®I

— AKTMBHO VICI'IOJ'IbByI-OT HOByI-O TEXHOJIOTNKO, HaCTO MNMPOCTO U3
NMHTEPECAa K HEeWn caMon TEXHOIOTNU 0a>xe B YLLI,ep6
npenmMmylectBamM

e PaHHWW nocnepoBaTeNb

— OHwu nepBble NCMOJIb3YKOT TEXHOJIOTNKO N3-3a AdBadeMbIX €10
npenmyLlecTtB

e PaHHee DONbLUMHCTBO
— [lonaratoTcs Ha ApYrux 4a nony4yeHnsa npakTM4yecknx CoBeToB
e [lo3nHee BONBLIMHCTBO
— He nHTepecyloTca TeXHONOIMEN Kak TaKOBOW, MOKYNaT CTaHOapT
ne dakTo
e [lo3pHMW nocnepoBaTenb

— He xo4eT HMYero 3HaTb O TEXHOJIOIMN, OMNaCaeTcd ee U
NCNoNb3yeT Korga He oCtaeTCd APYyroro Bbl60pa



PaHHUe nocnedoBaTtenu

 He HyXxpgatloTca B
pedepeHcax
e Myt TexHonoruu,

KOTOpble MOMOryT
pewmnTb N NnpobnemMeol

e XOTAT NOMOraTb cTapTtany
CTaTb YCNELWHbIM



3auem HYHHO cermeHTuUpoBaTh?

e MI3yyaTb ObICTpeE
e QokycnpoBaTbCA HA Pa3HbIX ayAUTOPUAX
* bbiCcTpee cTaTb NNAEPOM PbIHKA

e 3axBaTblBaTb PbIHOK CEIMEHT 3d
CeErMeEHTOM

e QokycmnpoBaTb pecypchl



CermeHT pbIHKa 3TO NHOAU,
KOTopble...

e PaspenaioT obimne nHtepecsl (B
OTHOLLEHUWN NPoayKTa)

e VIMelT gocTyn apyr K apyry
o [loBepsawT gpyr opyry Kak pepepeHcy




Customer Development

The Four Steps to
the Epiphany
Successful Strategies for

Froducts that Win
e A o ‘.'WQS"J*: ":_': .

Steven Gary Blank




Tunbl peiIHKa No BbnaHKY

Existing Resegmented

Niche

Low Cost




Ponb Customer Development

e [IpobnemMbl Npmn oBUXKEHUN OT OAHOIO TUNA
nosib3oBaTeneun K Apyromy

— Pa3Huua B cBOMCTBax NpoaykTa u
NPMBbIYKaMM NOJSib30BaTeNEN

e CustDev ¢pokycunpyetcsa Ha obneryeHum
nepexona ot ¢asbl K pase

« JononHgaeT framework scrum / xp
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Customer Development
Framework

Customer Customer Company Company
Discovery Validation Creation Building

Problem/ Product Market
Solution Fit Fit Scale
organization

Business Model Scale Execution

Sales & Scale Operations
Marketing
Roadman

Proposed
Funnels

PIVOT




Ctaduu CustDevu

Problem/ Product/
Solution Fit Market Fit
’ PIVOT
EcTb
npobnema,
KOTOpOu EcTb NnpoAayKT,
MWMEET KOTOPbIN
CMbICN NoAXoanT Kak
3aHMMmaTbCA? nogam? YCKOPUTb

PASBUTUE?



Pivot (nosoporT)

e OcHOBaAHHOE Ha HOBbIX AOdHHbIX U3MEHEHUE
rmnoTesbl nan bnusHec MOo4eJ1N

Qusto mer
discovery




Minimum Uiable Product

e [IpoaykT, cogep>awmm MUMHUMaAbHbIN
Habop ¢oun4, N oTBEYaOLW NN HA BONPOC UK
agpecyrLwmm Habop npobnem



Karkou muHumanbHbIiU MUP?



MUP

* JTO MOXET OblITb:
— Landing Page
— PowerPoint cnango
— 1 cTpaHuua TekcTa
— Mokan akpaHa



Co3daHue busHec modenu

Osterwalder

http://businessmodelgeneration.com




Business Model Canvas

MHOPACTPYKTYPA MATIHEDEIA NOKYNATENM
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Business Modeling

« Cnocobbl pokyMeHTUpOBaHMA DnU3Hec-
Mooeneu

 (workshop vs document]
e Y10 Takoe busHec mooenb?



Ash Maurya version

Problem Solution Unique Value |Unfair Customer
Proposition |Advantage Segments
Top 3 problems Top 3 features
Single, clear, Can't be easily Target customers
compelling copied or bought
message that
states why you
. s are different and
Key Activity [ ok buying Channels
Activity that drives Path to
retention/revenue customers
Cost Structure Revenue Streams
Customer Acquisition Costs Revenue Model
Distribution Costs Life Time Value
Hosting Revenue
People, etc. Gross Margin




Business Model (1]

e Problem
— KpaTkoe onncaHune Tpex caMblX BaXKHbIX Npobnem

e Customer Segments
— K10 aBngeTcqa nonb3oBaTteneM CUCTEMBI

 Unique Value Proposition

— «Uennanka», cnoraH, rnaBHasa npu4YmnHa, no
KOTOPOM O0/I>KHbI KYNUTb Ball NPOAYKT

e Solution
— MuHMManbHbIM Habop Puy, pewatowmx npobnemy



Business Model (2]

o Key Activity
— KnioyeBble encTBMA, KoTopble NpeanpuHUMatoT
nosib30BaTeNu ¢ NPoAykToM (HanpuMep, NULYT B BJior)

e Channels

— [1naTHble n becnnaTHblE KaHallbl, C MOMOLWbK KOTOPbIX Bbl
,u,o6V|paeTer 00 KJINEHTOB

e Cost
— (DI/IKCVIpOBaHHbIe n I'IepeMeHHbIe 38TpaTbI

Revenue Streams

— Mopgenb poxopoB: nognucka, peknama, freemium u
CBSi3aHHble MPeAnosIoXKeHUs

Unfair advantage
— TO, HTO HEJIb3Ad CKOMNPOBATb NN KYTNMUTb



Problem/

Solution Fit

Solution

Problem

Top 3 problems Top 3 features

Key Activity

Activity that drives
retention/revenue

Product/
Market Fit

Unfair
Advantage

Unique Value
Proposition

Customer
Segments
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Single, clear, Can't be easily

compelling copied or bought

message that

states why you

are different and

worth buying Channels
Path to
customers

Cost Structure
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Distribution Costs

Hosting

People, etc.

Revenue Streams

Revenue Model
Life Time Value
Revenue

Gross Margin




Problem/

Solution Fit

Product/
Market Fit

Scale!
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[lpoBedeHuUe UHTepBbLIO

e CeMbd, ApYy3bs N 3HAKOMbIE

e 3HaKOMble 3HAaKOMbIX
 CoumnanbHble ceTu: Mmonkpyr, Linkedin
e X0NOOHbIE 3BOHKM



Problem/Current Solution/
Solution

noaxon

« [lpeseHToBaThb Mo oyepeam (He oTKpbIBATL CneaytoLme
KOJIOHKM])

ObcyxpaTtb, 3agaBaTb BONPOCHI
N3beraTb «npogan»

DukcmpoaTb 06paTHYO CBA3b

He cnopuTb «Bbl NPOCTO He NOHMMaeTe!»
ObcyxaaTb LEeHY AOCTAaTOYHO paHo




B cysom ocTtaTKe

 Becb npouecc pa3paboTkun, kak npouecc
GOpPMMPOBAHNS N Banngaunm rmnoTes

 PaspabartbiBaTb NpOAYKT y4nTbiBaAs
obpaTHYylO CBA3b 1 Banuanpysa npoaykT oT
PAHHWX 3TaNoB, He OCTaHaBNMBASACh Aaxe
BbINMYCTUB PENN3

e Dokyc Ha pa3paboTke codTa C
MUHUMaNbHbIM HabopoM duy (mvp) Kak
MHCTPYMEHT BanaaLmnm

e [Ipouecc HenpepbIBEH



Learn Faster Code Faster
Split Tests Unit Tests
Customer Interviews Usability Tests
Customer Development Continuous Integration
Five Whys Root Cause Analysis Incremental Deployment
Customer Advisory Board

Free & Open-Source Components

Falsifiable Hypotheses Cloud Computing
Product Owner Accountability Cluster Immune System
Customer Archetypes Just-in-time Scalability
Cross-functional Teams Refactoring
Semi-autonomous Teams Developer Sandbox

Smoke Tests

Measure Faster

Split Tests Funnel Analysis
Clear Product Owner Cohort Analysis
Continuous Deployment Net Promoter Score
Usability Tests Search Engine Marketing
Real-time Monitoring Real-Time Alerting

Customer Liaison Predictive Monitoring



Cnacubo!

U3yuadTe ceolU NpodyKT,
nonb3oBaTeneld U 3aKa3yuxkos do U
nocne edbl ©



