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B crarbe uccaexyercs cyuHocTh MeTomonorun Customer Development (passutre KimMeHTa), Kak HH-
CTPYMEHTA, KOTOPBI CITYKHUT «MOCTOMY MEXy Ou3HecoMm u norpedburtenem. PaccmarpuBaercs mosuiust CUs-
tomer Development B coBpeMeHHOM MapKeTUHIre U OH3HECe, 000CHOBBIBACTCSI BO3MOKHOCTh KOMILJICKCHOTO
NPUMEHEHUS IaHHOM METOI010THH, TexHosoruid Customer Journey Map (kapts! myTu kiuenrta) u Onboarding
(amanTamyy OpOAYKTa) B BBLABH)KCHUH MIOTE3 OTHOCHUTENBHO MOTCHIIHAIBHOTO MPOAYKTA, €ro MpeIBapH-
TEJILHOM U PHIHOYHOM TECTUPOBAHHU.

Knrouesvie cnosa: passurne kauenta(CustDev); passutue 6usneca (BizDev); Customer Journey Map;
OHOOPJVHT TPOIYKTA.

B mmudpoBom On3Hece M1 MapKETUHTE CETOAHS HIMPOKO HUCIIONIB3YIOTCS TEPMUHBI U KaTETOPHH,
CBsI3aHHBIC C POCTOM U pa3BuTueM OusHeca (Business Development / BizDev), a Taxke pa3BuTHEM
kiauentoB (Customer Development/CustDev). Lenu u 3amaun Business Development namuoro mmpe,
YyeM 3a/1a4i MapKeTuHra u npogax. BizDev ¢okycupyercs Ha yBeTHUESHUH J0X0/1a, MacIITaOUpoOBa-
HUU OW3HECa, a TaKXKE MOBBIIICHUHU PE3YIbTATUBHOCTU 334 CUET BBICTPAMBAHMS CTPATETUYECKOTO
napTHepcTBa ¢ kiueHTtamu. [Ipupona mudposoit Tpanchopmanmu On3Heca U HOBbIE BO3MOYKHOCTH,
KOTOpbIE TOIEPKUBAIOTCS HabopoM 1udpoBeix Texnomorui (MarTech), coznarot B 6usHece ycio-
BHS JIUISl PAHHETO BOBJICUCHUS MTOTCHIIMATBHBIX KJIMCHTOB B OIICHKY IPOTHO3UPYEMO BOCTpeOOBaH-
HOCTH HOBBIX MPOJIYKTOB HA KOHKPETHOM PBIHKE. B 3TOM KOHTEKCTE HE3aMEHUMBIM HHCTPYMEHTOM
cranoBHUTCcs metoaonorus Customer Development.

ITo onpenenenuto Customer Development npeacrasiser co00i TeCTUPOBAHUE UIEH HITH TIPOTO-
TUMa OyAylIero MpoAyKTa Ha BOCTPEOOBAHHOCTh C TOMOINBIO MOTEHIUAIBHBIX MOTpEeOUTENeH.
CTepKHEBBIMH OITOPaMH JJTAHHON METOJI0JIOTHH sIBIIsTtoTCs KoHemnuu Lean Startap (Opuka Puca) u
Lean Canvas (Jmra MaypsH), a Takke noctysiarsl Ctusa biaanka u boba Jfopda mo cosaanuio crap-
tarma, chopMynupoBaHHbIe B BuIe Manupecta [1]:

— CoueraiiTe pa3BUTHE KJIMEHTOB ¢ THOKOH pa3paboTkoit (Agile).

— PaccmarpuBaiiTe Heynauy Kak HEOTHEMIIEMYIO YacTh MMOUCKA.

— JenaiiTe HEeMpepbIBHBIE UTEPAIMH U TIEPECMaTPUBANTE UCXOIHBIE TO3UIUH.

— DKCNEepUMEHTUPYHTE — pa3paldaThIBaliTe TECTHI M MPOBEPSIUTE THUIIOTE3HI.

— [Ipunumaiite pemenus ObICTPO — MUHUMU3HPYHTE BPEMS IIUKJIA, CKOPOCTh M TEMII.

[Mponecc CustDev, kak mpaBuiio, MPEACTABISIOT B BUJIE YETHIPEX ITAINOB, KOTOPHIE BKIIOYAIOT
(cM. criemyromuii pUCYHOK):

[TepBbie nBa ATAna SBISIOTCS MOMCKOBBIMHU, @ TPETUH M YETBEPTHIN MPEACTABIISIIOT COOOH, TTpak-
TUYECKH, PeaTu3allnio eNiel CO3/IaHusl HOBOTO MPOIYKTA, MPEICTaBISIONIET0 IEHHOCTh I OTpe-
JETICHHOTO PBIHOYHOTO cerMeHTa. OCHOBHBIMH METOJIaMH WCCIICOBAHMS Ha TIEPBOM JTare SBIIs-
IOTCSI: OTPOCHI, MTYOUHHBIC HHTEPBBIO, TecTupoBaHue npotoTunos (wm MVP), A/B TectupoBanue
1 1p. Kaxplii U3 3THX METO/I0B TTO3BOJISICT BBISIBIIATH HHCANTHI 1 cCOOMpaTh WH(OPMAIIHIO TT0 00paT-
Hoit cBs3u (customer feedback), uro u sBIsIeTCs KiTFOUEBOI 1IeNIbIO U O0a30i MeToa Customer Devel-
opment. Takum oOpa3om, Ha dTare TectupoBanus uaen CustDev metox ocodeHHO BoCTpeOOBaH st
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BBISIBIICHUS IIOTPEOHOCTH U LIEJIEBBIX CETMEHTOB. [Ipoliecc MpoucXoauT B MOCIEI0BATEILHOCTH: T10-
UCK U OIIpeIeTICHUE TIPOOJIEMBI, OIIPE/ICIICHUE 1IEICBOM ayIMTOPUH, OPTaHU3aIHsI OIIPOCa O MPOIYKTE
MOTEHIAILHBIX MOJIb30BATEIICH.

ITocTpoenue 6usHeca
BrisiBrieHNE KIMHTOB Beiﬁggf:; - Cosnanne KJINCHTB cme/I eV
. e Customer creation T
Customer discovery Customer validation Customer building
*DTarn noucka u *Jtan pa3paboTKu * Dran peanu3anun * DTtal OCTPOCHUS
PAHHETO BBISABICHH CTpaTerun ctpateruu STP - KOMIIAaHHUH - OM3HEC
KJIUEHTOB -3TO nuddepeHIUaA 1 MHKPOCETMEHTHAPOB MacIITabupyercs 3a
BEISIBJIEHHE BOPOHKH MPOIAK, aHue, BEIOOP CYET YBEITHYCHUS
npoOJIeMbl U 3aKJIFOYCHUE LEIEBOTO PHIHKA KJIMETCKOH 0as3bl,
HPEIJIOKEHHE MEPBBIX CAETOK (TapreTHHr), IO3HIT CO3JIaF0TCS
peleHus, HOHHUPOBAHMUE, CICIHATN3UPOBAHH
TECTUPOBAHHE 3aIlyCK IMPOAYKTa U bIC OTACJIBI IO
pelleHus 1 hopmupoBaHue pabore ¢
BEISIBJICHUE crmpoca KIIMEHTaMH

noTeHIuajia I
TMOJYy4YCHHUA 10X0Oaa

IMporecc Customer Development

Passutre kiuentoB (BizDEV) mo3Bossier 5KOHOMHUTH (DHHAHCOBBIE PECYPCHI M BpeMs 3a CYET
TOTO, YTO B Pa3pabOTKy MOCTYIMAIOT TOJIBKO XOPOMIO MPOpabOTaHHBIE W MPOTECTUPOBAHHBIE HUJICH.
Takoil momxoq  JaeT  BO3MOXHOCTH  MPOBEPUTH:  COOTBETCTBUE  MPOOJIEMbI/PEIICHUIO
(Problem/Solution Fit); coorBerctBre npoaykTa/peiaky (Product/Market Fit), a Takyke orieHUTH BO3-
MOXXHOCTh TepexoJia K MaciiTadbupoBaHuto Ou3Heca. Takum oOpa3zoM, OObeAUHSS nompebumers,
npobnemy, pewtenue u npooykm, CustDev craHoBUTCS KIIOYEBBIM (PaKTOpoM ycriexa OM3Heca mpu
CO3JJaHUU U BBIBOJY HOBOT'O IIPOJYKTa Ha PbIHOK [2,3].

Yro kacaeTcs HeOCPEICTBEHHO pa3paboTKH MPOoayKTa (peIieH s) IS TOTCHIIHATbHBIX KITHCH-
TOB, 37IeCb HEOOXOJMMO YYUTBIBATh, YTO LIEHHOCTHOE MPEAJIOKEHUE — 3TO MHHOBAIIUS, CEPBUC UIIH
(GyHKINK, KOTOpHIE AETAl0T KOMITAHUIO WJIM TIPOAYKT TPHUBJIEKATEIHHBIMUA JUISL TIOJTH30BATEIS.
OOBIYHO IIEHHOCTHOE Tpe/IOKEeHHe uMeeT nBe coctapistomue: Points of Parity (POP) u Points of
Difference (POD).

POP — 310 00s13aTenbHbIe CBOWCTBA M (PYHKIIMHU, KOTOpPbIE IPUHATHI HA PhIHKE, U 6€3 uero npo-
JTYKT HEe OyZIeT BOCTpeOOBaH B MPUHIIUIIE — OHU BOCIIPUHUMAIOTCS KaK «0a30BbIe» MOTPEOUTEIHCKUM
OTIBITOM.

POD — 3T0 yHKIIMHU, CBOKCTBA M €II€ YTO-TO HEOCA3AEMOE, YTO OTIUYALT MPOIYKT B JIyUIIYIO
CTOPOHY B CpaBHEHMHM C KOHKypeHTamu. IIpuyem, HeoOXOAMMO NOMHHUTb, YTO TOHSITHUSA
«Iydnie/Xyxe» 3aBUCST OT BBIOPAHHOM 1Ie7IeBOit ayauropu [3].

Hcxons u3 onrcaHHOTO Tpoliecca, Kak IpaBuiio, pu noaroroske CustDev HeoOxoaumo pasznu-
9aTh JBa BUJA HHTEPBBIO:

IIpobnemnoe unmepawio: BHISBICHNUE — CYILIECTBYET JIM BOOOIIE MpobiieMa U TOTOBBI JIU JIFOAU
yIeNHUTh e BHUMaHue. Llenh Takoro WHTEpBBIO — MOHATH, KAK JyMaeT KIHEHT. B 3TOM MHTEPBBIO
3agaroT 0azoBble Bompockl: EcTh n BooOmie npobiema? Kak moTeHIUaNbHBIA KIMEHT OLIEHUBAET
npooiiemy? Kak oH perraer 3Ty npobiiemy ceiidac? OTBETHI Ha 3TH BOIPOCHI JIOJDKHBI JaTh BO3MOXK-
HOCTB OLIEHUTh HACKOJIbKO BHIOPAHHBIN CErMEHT MpHBIIEKaTeNeH ISl OHu3Heca.

Pewenueckoe unmepenio: orpenieieHue — TOTOB JIU KIIMEHT KYITUTh POAYKT C MPEUI0KEHHBIMU
BaMU CIieU()UUECKUMHU CBOMCTBaAMH U (YHKIUAMU. L[enh Takoro MHTEPBHIO — MOATBEPIUTH, UYTO
MPOAYKT penraeT peIHOYHYIO mpodiemy. OOBIYHO 3aJaf0T BOMPOCH THMA: Kak KIMEHT olleHUBaeT
pemenre? Hackonpko perieHue EeHHO JUIst Hero? ['0TOB M KJIMEHT 3a Hero IUIaTUTh? B cBs3u
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3TUM, TIPH NPOBEICHHUH NTyOMHHBIX HHTEPBBIO (JTydllle WHANBHIYAIbHO) CICIYeT TAKKE YIUTHIBATH
cnenyromiee [3]:

— MoTHBBI: 4TO TOOYKIAET MOIB30BATEIS K ICHCTBUIO.

— DMOILMH NOTEHIMAIBHOTO KIMEHTA: 10 3HAKOMCTBA C BalllUM MPOAYKTOM H TIOCIIE.

— JIOCTYITHOCTB: YeM OTJIMYACTCS PEIICHHE OT KOHKYPEHTOB.

— OrpanuueHus: OO/IKET, BpeMsl, TEXHUYECKUE BOIIPOCHI UJIU JP.

— BzaumopeiictBue: kak OyJer ucmoib3oBaThes npoaykt (JTBD).

— Kax Bam npoayKT peuut npooieMbl KITUCHTA.

— Kananpl KOMMyHHKalMU: KaKie KOHKPETHO JOCTYITHBI KaHAJIBI.

C uenbto noyueHus: 0OJIbIle MHCAUTOB MPH POBEACHUH TTTYOMHHOTO HHTEPBBIO IO METO0JIO-
ruu Cust Dev, HeoOxoauMo 00paTUTh BHUMaHUE Ha CJICIYIONTUE aCIIEKTHI:

1. I'myOuHa MHTEPBBIO: HEOOXOMMO PE3EPBUPOBATH IOCTATOYHO JUTUTEILHOE BPEeMsI ISl TOTO,
9TOOBI BBIICHUTH MIOTPEOHOCTH, TPOOIEMBI U PEIIOYTEHHS HOTCHIIMAIBHBIX KINEHTOB.

2. OTKpBITOCTh BOIPOCOB: HEOOXOAMMO 3aJaBaTh OTKPHITHIC BOIPOCHI, KOTOPHIC MO3BOJIST
ydacTHHKaM CBOOOIHO BBIpa)KaTh MBICIH U UJICH.

3. CerMeHTBI: HEOOXOJMMO CErMEHTHPOBATh yYYaCTHHKOB MHTEPBBIO IO MX IOTPEOHOCTSIM,
NPEANOYTCHUSM U TIOBEJICHUIO, YTOOBI IMOJIYyYHUTh 00JIee TOUHBIC U MOJIE3HBIEC PE3yIbTATHI.

4. [TposiBeHNUE IMITATHU: HEOOXOAUMO MPOSIBIISATH IOHUMAHUE U SMIATHIO K yIaCTHUKAM WH-
TEPBBIO, YTOOBI OHM YyBCTBOBAIH Ce0s1 KOM(POPTHO U OTKPOBEHHO JCIMINCH HHPOPMAITHEH.

5. AHanu3 pe3ysnbTaToB: HEOOX0AMMO IPOBOIUTH JETAIBHBIN aHAIN3 PE3YJIbTATOB TOCIIE TPO-
BEJ/ICHHSI HHTEPBBIO, YTOOBI BBIICIUTH OCHOBHBIE TPEH/IBI M TOTPEOHOCTH MOJIB30BATENEH B OTHOIIIE-
HUH OIUIATHI YCIIYT U CEPBUCOB.

Yennuth 3Q ekt mpakTHIECKOro UCIob30BaHus MeTooioruu CustDev MosxHO mpuMeHeHneM
TaKHUX TEXHOJIOTUH KaK MOCTpoeHHe KapThl mytu kiaueHta (Customer Journey Map — CIM) u TexHo-
noruto onbopaunra. Coznanne CJM mo3BossieT BU3yalIn3upoBaTh BECh MPOIECC B3aMMOJICHCTBUS
M0JIH30BaTENs ¢ TPOJYKTOM WIIM YCIIYrOM OT MOMEHTA MEPBOT0 KOHTAKTa JI0 3aBEPIICHUS CHACIKH
WIN HUCIIOJIb30BaHUS MPOAYKTa. DTO IOMOTaeT MACHTU(PHIUPOBATH Pa3IMYHbIE TOYKHM KOHTAKTa
(Touchpoints), koTopbie BAKSIOT Ha TIOJIb30BATEIBCKUI OITBIT, & TAKXKE ONPE/ICITUTh BO3MOXKHBIE TPO-
OJIeMHBIE MOMEHTHI M, COOTBETCTBEHHO, YITYUIIEHUs, KOTOPbIE MOTYT OBITH BHEAPEHBI. TakuM oOpa-
30M, MeToosorust CustDev u TexHosorus noctpoeHus kapTel myTr kinenta (CIJM) B3aumMocBsi3aHsbl,
MIOCKOJIBKY TIepBasi IOMOTaeT MOHATh MOTPEOHOCTH MOJb30BaTelel, a BTOpas — BU3YaJIH3HPOBAThH
BECh MPOIIECC B3aUMOJICUCTBHS C MIPOAYKTOM MIJIH YCIIYTOM.

B cBoto ouepenp oubopaunr (Onboarding) — aBToMaTH3MPOBAaHHOE 3HAKOMCTBO TTOJIb30BATEIS
C MPOJYKTOM, TTO3BOJISIET TIOKA3aTh MOJIb30BATENO [IEHHOCTh MPOIYKTa Ha CTAJANU MPOTOTHIIA WIIH
MVP, 410 cnocoOCTByeT JIOCTHKCHHUIO KelaeMbIX pe3ynbraToB OmsHeca [4]. TexHomorus
onboarding oGecnieurBaeT 3()(HEKTUBHOE 3HAKOMCTBO MOJB30BATENsI C MPOAYKTOM, MO3BOJSIET
y4ecTh OCOOCHHOCTH M TIOTPEOHOCTH TOJIb30BATEINIEH, CO3/1aeT YCIOBUS ISl YBEIHUCHHUS YIOBICTBO-
PEHHOCTH ¥ yIepKaHus KIHeHTOB. CeroHs Ha PhIHKE HHTEPHET-YCIYT KJIMEHTaM Yalle BCero mpe-
Jaraercsi eMMHUYHAs yciuyra (1o 3ampocy), KoTopasi He BCeria MOJHOCTBIO YIOBIETBOPSET MOTPEO-
HOCTb ITOKYTIATeIIsl — HE PelIaeT ero 3a1auu (mpo0aeMsl) KOMIUIEKCHO. He sBIssich SKCIIepToM, KIU-
CHT BBIOMpAET eIMHIYHBIC YCIyrH OT pa3nnuHbix digital-areHTcTB, camocTosiTenbHO GOpMUpys Ta-
KETBI, KOTOPBIE YIOBJIETBOPSIOT €r0 MO IIEHE M CPOKaM HCIOoNHeHHs. [IpenaraeMblii KOMILUIEKCHBIH
MOJXO0J] pelieHus (MaKeThl yCIyT) M0bKeH (OKYCHpPOBaTh OM3HEC WJIM TOCTABIIMKA YCIYT HA COB-
MECTHBIH C KIIMEHTOM MOUCK PEeIIeHHI TPOOIIEMBI.

TakuM 00pa3oM, UCTIOIB30BaHUE PACCMOTPEHHBIX TEXHOJIOTHI U METOOJIOTHH PA3BUTHS KITH-
€HTa, KaK MHCTPYMEHTA, KOTOPBIN CITY)KHUT «MOCTOM» MEKAYy OM3HECOM U TIOTPEOUTENIEM HO3BOJISET
MEHEDKMEHTY OpraHH3aluil CyIECTBEHHO COKPATUTh CPOKU pa3pabOTOK MpoIyKTa, chOPMHUPOBATH
a3 exkTuBHYIO IH(POBYIO Cpeay it ON3HEC-TIPOLIECCOB M 00ECIICUUTD JIMJCPCTBO HA PHIHKE.
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