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PbIHOK M CerMeHT PblIHKa

* PbiHOK (market)

* PbIHOK cbbITa - ntoboe
3KOHOMMWYECKOE NPOCTPAHCTBO
ANA NpeanoXeHna ToBapoB U
YCAYT, ABNAOLLLEECS KOHEYHOMN
Lenblo XO39MCTBEHHOM
NeATeNIbHOCTM NpeanpuAaATHA.

e CermeHTaumsn

* PasgeneHune pblHKa Ha rpynnbl
nokynateneu, obnagaroLmx
CXOXKMMU XapaKTEPUCTUKAMU, C
Le/1blo N3y4eHUA X peakunn Ha
TOT AU NHOM ToBap/ycayry u
BbIOOpa LieneBbIX CErMEHTOB

PbIHKa. ...
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o1  AHanun3 TpeHaa

* OnpeneneHune pbiHKOB
/obnacTtein poKyca

* OnpepeneHne KNHOYEBbIX
TPeHA0B B KaXaoM obnactu

* OnpepeneHne AMHAMUKMU
KNOYEBbIX TPEHO0B

* OnpepeneHne KONNYECTBEHHbIX
WHAMKATOPOB TPeHAa

* BpemeHHOW ropmn3oHT TPEeHAa

TREND O

Title

Description

Probability (> 90% (050% >90% O > 10%

Time Short-term Mid-term Long-term
hmhnno 2012 - 2015 (:-)201 5-2020 - 2030
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TpeHAa/TeHAEHUMA KaK npouecc

Xiaomi
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= ! i SOLUTION UNIQUE VALUE PROPOSITION | UNFAIR ADVANTAGE
£x E Top 3 features Single, clear, Can't be easily copied
223
2825 compelling message or bought
that states why you are
different and worth
buying
Top 3 Problem Customer
(Pokyc. Segment
Pewaemble KEY METRICS CHANNELS (CermeHT
npo6nembi) Key activities you Path to customers noTpe6uTeneii)
measure
COST STRUCTURE REVENUE STREAMS
Customer Acquisition Costs Revenue Model
Distributing Costs Lifetime Value
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.
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dopmynmposBKa npobnembl

e Recommendation

* The best situation when it’s possible to figure out one problem statement for
solution or product

e Different problem statement for each segment could be prepared as
preparation for work with product problem statement, or in “multi-market”
case.

Segment The problem of Affects ( Decision The impact of A successful
Maker) which is solution would
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SOLUTION UNFAIR ADVANTAGE
Top 3 features Can't be easily copied
or bought
Top 3 Problem Value Customer
(Pokyc. Proposition Segment
Pewaemblie :((EY MH_'"_C_S (YHukanbHoe g"::ms (CermeHT
npobnembi) Y A-IVIFIE Yoi npegnoxexue) | o noTpebutenei)
measure
 COST STRUCTURE REVENUE STREAMS
Customer Acquisition Costs Revenue Model
Distributing Costs Lifetime Value
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.
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[To3nUMOHNPOBaHME NPOAYKTA

* Product positioning help

| cuoner
I ' : segment
differentiate from alternatives gment}

Which {Need or Opportunity}
* Create as many “alternatives” resle: Name) R ——

blocks as you have most Which {description of the key
significant competitive solution benefits}
or products Unlike {Alternative #1}

Our product {description of

differentiation}
Unlike {Alternative #2}
Our product {description of

differentiation}
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Value Proposition
(YHMKanbHOe npeanoxxeHue)

Unique Value Proposition (UVP) Concept Statement

e Short (One sentence) Value * One page product description for a
description customer, Typically consist of :

* + Company benefits * Problem description

* Solution description
* Product Features

* Positioning (Optional)
* Proposition
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Top 3 Problem
(Pokyc.
Pelaemble
npob6nembl)

Solution
3-5 Features
(PeweHue/
Bo3moXKHOCTH )

KEY METRICS
Key activities you

measure

 COST STRUCTURE
Customer Acquisition Costs

Distributing Costs
Hosting

People, etc.

UNFAIR ADVANTAGE
Can't be easily copied
or bought
Value Customer
Proposition Segment
(YHUKanbHOe CHANNELS (CermeHT
Path to customers o
npeanorKeHue) notpebutenen)
REVENUE STREAMS
Revenue Model
Lifetime Value
Revenue
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.



http://www.system-approach.ru/

T KOHCANTMHI M 0GydeHHe
hitp://www.system-approach.ru

=
=
&8
=
=
(1]
=
(]
=
[ L]

Moaxon

G

He ¢pyHKuun !

B e T o e e Y

Output
PyHKUUN

QOutcome
BO3MOXHOCTU

Impact
Bananue
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Ctvs [dobc npeactasun nneep nybnuke, cKasas:
«1000 neceH B BaweM KapMaHe».

Apple caenana aKueHT He Ha ocobeHHocTaX ycTporcTea («1
B cBobogHOro NpocTpaHCcTBa Ha BalieM Nfeepe»), a Ha

npenmMywecteax nokynatens («1000 neceH B BawweM
KapMaHe»)
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Jlto0u He noKyrnarom KoOHKpemHble rnpoodyKmel,
OHU MoKyrnarm syduwue eepcuu camux cebs.

Koe0da 8bI nbimaemeck 3aso0esamb K/lueHma, eam He
HY>XHO paccKa3bi8amb O MeXHUYECKUX
xapakmepucmukax rnpooyKkma — 8axKHO0 rokasama,
HaCcKoOJIbKO 3aMeyamersibHO UM obriadams.

User Onboarding
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BosmoxkHocTb - OnucbiBaet «busHec» pesynbrar
KoTopbli NoToM obecneuat pyHKUUK cucTeMbl

B e T o e e Y

[TocTaHOBKa
3a/3a4u
(Problem

MpeameTHana obnactb

KnoueBble

Deflnltlon) XapaKTepUCTUKM
;:? peweHus

' X
TpeboBaHuA

O6nactb PeweHun
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Nopxon

[NocTtaTo4HOCTb

o T, o o, P R A R Y o Lo )

BosMoykHoCTb 5

Bo3amoxHOCTb 4

MuH1nManbHO
¥U3HecnocobHoe
peleHune

— (Minimum

Viable Product)

| | BoamoHoCTb 3

\‘/
’?‘ § Bo3MoyHOCTb 2
BoamorkHoCTb 1

As Is To Be

/
~

19
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NoctaTo4HoCTb

B e T o e e Y

e/lb

Bo3moxkHocTtu ( Capability )

20
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Top 3 Problem
(Pokyc.
Pelaemble
npob6nembl)

COSTSTRUCTURE

Solution
3-5 Features
(PeweHune/
Bo3MoOXKHOCTH )

KEY METRICS
Key activities you
measure

Customer Acquisition Costs

Distributing Costs
Hosting

People, etc.

NMpenmyuwiectso
(To uto Henb3nA

6bicTpo
CKonunposaTtb
Value WU KYNUTb)
Proposition
(YHUKanbHoE CHANNELS
Path to customers
npeasoXxeHue)
REVENUE STREAMS
Revenue Model
Lifetime Value
Revenue
Gross Margin

Customer

Segment

(CermeHT
notpebutenein)

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.
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Top 3 Problem
(Pokyc.
Pelaemble
npob6nembl)

COSTSTRUCTURE

Solution
3-5 Features
(PeweHune/
Bo3MoOXKHOCTH )

KEY METRICS
Key activities you
measure

Customer Acquisition Costs

Distributing Costs
Hosting

People, etc.

Npenmyectso
(To yTO Henb3s

6bicTpO
CKONMpoBaTb
Value WA KYNUTb)
Proposition
(YHUKanbHOe
npeasoXxeHue)
MexaHunsm
npusaeyYeHuns
KNUEHTOB
REVENUE STREAMS
Revenue Model
Lifetime Value
Revenue
Gross Margin

Customer

Segment

(CermeHT
notpebutenein)

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.
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http://devochkalida.blogspot.ru/
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Top 3 Problem
(Pokyc.

Solution
3-5 Features
(PeweHune/
Bo3MoOXKHOCTH )

Pelaemble
npob6nembl)

Knouesblie
nokasartenu
NPOAYKTa

| COST STRUCTURE
Customer Acquisition Costs

Distributing Costs
Hosting

People, etc.

Npenmyectso
(To yTO Henb3s

6bicTpO
CKONMpoBaTb
Value NN KYNUTb)
Proposition
(YHUKanbHOe
npeasoXxeHue)
KaHanebl
A0CTaBKMU
notpebutento
REVENUE STREAMS
Revenue Model
Lifetime Value
Revenue
Gross Margin

Customer

Segment

(CermeHT
notpebutenein)

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.
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MeTpuku nupatos AARRR!

B o e

- Acquisition - lpuBnevenue
Activation — AKTnBayuma

- Retention - YpeprkaHue
« Revenue - [loxoa

« Referral - PekoMeHgauun

Mpe3eHTaumna Dave McClure: Startup Metrics for Pirates
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Kak ToBap nonazaet B rofyioBy K NOTPEOUTENHO
IP

)

Viral coefficient

Revenue

CPO  Average
Order

LTV -
Lifetime
Value

Trials

Conversion
Rate

Retention

CAC - Customer e et "
Acquisition Cost ttps://www.slideshare.net/asmalkov/ss-54611100
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CHCTEMHbIN

<

KaKk «ybutb» KInMeHTa ] V
noxas enpPUATHbIN
Eel'lyTaLl,l/lFl OpCaﬂ.O”eK

HensBecTHbIN HeTt noackasku YHbISO

POAYKT Het nosepus

Hwnuero
HOBOIrO

HenoHATHO ﬂloﬂro XAaTb

He mon
YPOBEHb

PesynbraTt
MHOro Takmx xe He Nnony4yeH

TPYAHOOOCTYMHbINA [oporo!

MeHsa He nb4ar

HeueneBon kaHan
3 https://www.slideshare.net/asmalkov/ss-54611100
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Other slides
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Start-Up Company vs. Established Company

Start-up company is Established company is
searching for a business scaling a proven business
model model
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Roles in Start-Up and Established
Companies

Startup Company Established Company

ﬁ ﬁ Marketing
- 40

Bob, CEO isin Jim, CTO isin
charge of: charge of: Engineering
* Investments * Development
. Sales - o | sales
* Marketing * Subcontractors
management

Question: why Bob + Jim Orgstructure is much more
effective for a start-up company than the second one?
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MoTpe6HOCTb HE MOXXET ObITb
YnosneTsopeHa cyuiecTayiom S egmmﬁ crealion

’DO ho P NMpoaykTom

MoTpe6HOCTb MOXKET ObITb YAOBJ/IETBOPEHA
YacTtu4yHo
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