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B crarse uccaeayercs cymuocts Metogoaoruu Customer Development (pa3Burue KIMeHTa), KAk HH-
CTPYMCHTA, KOTOPBIH CTYIKUT «MOCTOM» MEx Ay On3HecoM u noTpedbuteneM. Paccmarpusaercs mosunus Cus-
tomer Development B COBPeMEHHOM MApPKETHHIE U OU3HECE, 0OOCHOBBIBACTCS BO3MOXKHOCTh KOMILICKCHOTO
MPUMEHCHHUS JaHHOU MeTomonoruy, texnonorui Customer Journey Map (kaptel mytn kiuenTa) u Onboarding
(a,Z[aHTaLII/II/I npo,uyKTa) B BBIABIMXKCHUU I'HIIOTC3 OTHOCUTC/IBHO MOTCHIUAIIBHOTO MPOAYKTA, CTO IPCaABapU-
TCJIBHOM U PBIHOYHOM TCCTUPOBAHUU.

Kanrouesoie cnosa: pazsutue xmenra(CustDev); passurue Ouzneca (BizDev); Customer Journey Map;
OHOOPIUHT MPOAYKTA.

B mudpoBom OuzHECe M MAPKETHHIE CETOHS IMHPOKO HUCTONB3YIOTCS TEPMUHBI U KaTErOpHH,
CBSI3aHHBIE C POCTOM U pa3BuTHeM OnsHeca (Business Development / BizDev), a Takke pasBuTHeM
kimeHToB (Customer Development/CustDev). Lenu u 3agaun Business Development HamHoro mmpe,
4yeM 3a1a4u MapKeTuHra u npogax. BizDev ¢pokycupyercs Ha yBeTH4eHHUHN JOX0a, MacIITadupoBa-
HUM OW3HECa, a TAKXKE TMOBBIIICHUH PE3YJIbTATHBHOCTH 3a CYET BBICTPAWBAHUS CTPATETHYECKOTO
napTHepcTBa ¢ kaueHtamu. [lpupona mmudposoii TpaHchopmaunn Ou3HECa 1 HOBbIE BO3MOXKHOCTH,
KOTOpbIe MoAnepKuBatoTCs Habopom 1udposeix Texuonoruit (MarTech), coznarotr B OusHece ycio-
BUSL IJIS1 PAHHETO BOBJICUEHHSI MTOTEHLMANBHBIX KJIUEHTOB B OLIEHKY MPOTHO3UPYEMOi BOCTpeOOBaH-
HOCTH HOBBIX MPOAYKTOB HA KOHKPETHOM PBIHKE. B 3TOM KOHTEKCTE HE3aMEHUMBIM WHCTPYMEHTOM
cranosutcs metononorus Customer Development.

ITo onpenenenuto Customer Development npencrasinsier cOOOH TECTHPOBAHUE HIASH WU ITPOTO-
Tuna Oyaymero mpoAaykTa Ha BOCTPEOOBAHHOCTb C IMOMOINBIO MOTEHLHUANBHBIX IMOTpeOUTENEeH.
CrepkHEBBIMHU OMOpPaMH JAHHOH METONOJIOTHH sIBISIIOTCS KoHuenuu Lean Startap (Opuka Puca) u
Lean Canvas (Qwma Maypsn), a Takke noctynatsl Ctusa bianka u boba [lopda no cozganuto crap-
Tamna, copMyJIHpOBaHHbIEe B Buae Manudecra [1]:

— CoueraiiTe pa3BUTHE KIHEHTOB ¢ THOKOM paspaboTkoii (Agile).

— PaccmaTpuBaliTe Heynady Kak HEOThEMJIEMYHO YaCTh MTOMCKA.

— JlenaiiTe HeNpepPbIBHbIC UTEPALIMU U NTEPECMATPUBANTE UCXOIHBIC MO3ULIUU.

— DKCIIePUMEHTHPYHTE — pa3pabaThIBaliTe TECTHI 1 MPOBEPSITE TUITOTE3bL.

— IlpuanMaiite pemenns ObICTPO — MUHUMH3UPYNUTE BPEMS [IMKJIA, CKOPOCTh U TEMIT.

IIpouecc CustDev, kak nmpaBuiio, MPEACTABISAIOT B BUAE YETHIPEX HTAINIOB, KOTOPbIE BKIIOYAIOT
(cM. crenyrommii PUCYHOK):

ITepBble nBa TaNa SBISAIOTCSA IOUCKOBBIMH, & TPETUI U YETBEPTHIN MPENCTABISAIOT COOOH, Tpak-
TUYECKH, PEATU3ALNIO0 LeIel CO3MaHNusl HOBOTO MPOAYKTA, MPENCTABISIOLIErO IEHHOCTh AJIS OIpe-
JENEHHOr0 PBIHOYHOTO cerMeHTa. OCHOBHBIMH METONAMH HCCIIEIOBAHUS HA MEPBOM 3Tare SBIIs-
IOTCS: OTPOCHI, TITyOUHHBIE HHTEPBBIO, TECTHPOBaHNE NMPOTOTHNOB (1 MVP), A/B Tectuposanue
u 1p. Kaxxaerii 13 3THX METOIOB MO3BOJISIET BBISIBIIATH HHCANTHI M cOOMpaTh HHPOpMALIMIO IO 0OpaT-
Hol cBsi3u (customer feedback), uro u siBsIeTCS KIMFOUEBOI LeNbIO U Oa3oii Merona Customer Devel-
opment. Takum obpazom, Ha sTane TectupoBanus uaen CustDev meron ocobenHO BocTpeOoBaH st
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BBISIBJICHUSI TOTPEOHOCTH U 1IeJIEBbIX CerMeHTOB. [Ipornecc MpOUCXOauT B MOCIEA0BATEIbHOCTH: TI0-
UCK U OTIpe/ieNieHHe IPOOJIEMBI, ONTpeeieHIe [IeIeBOM ayIUTOPUHN, OPTaHU3ALIUS OMPOCca O IPOAYKTE
MOTEHLUAIbHBIX [TOJIb30BATEIEH.

BhuiBieHue K1mHTOB - Couarne romerrs [ TOCPORE Ot
. . Customer creation gy

Customer discovery Customer validation Customer building

* 3Tal NOUCKa U * Oran pa3paboTKu « OTan peamm3anun * JTam MOCTPOCHUS
PAHHETO BHIABJICHHSL CTpaTeTHH crparerun STP - KOMIIAHHH - OH3HEC
KJIMCHTOB -3TO mu((epeHIHATHR H MHKPOCCTMCHTHPOB MacImTadupyeTcs 3a
BBIIBJICHUE BOPOHKH MPOOAK, AHHC, BI>I60p CUCT Y BCIMICHHA
MPOOJICMBI | 3AKJIFOYCHUC LICJICBOTO PBIHKA KIIMETCKOM 0a3bl,
TPEUTOKCHHE TIEPBBIX CACIOK (TapreTHHr), MO3uiy CO3AFOTCS
PCILICHUS, HOHHPOBAHIC, CICIHATHM3HPOBAHH
TCCTHPOBAHHC 3amyCK MPOOYKTA H BIC OTACIIBI IO
PCIICHUS 1 (opmMupoBaHHE pabote ¢
BBIIBJICHHUC crpoca KIIMEHTaAMHA

HOTCHIMATA I
MOJYUCHAA A0X0Aa

[Tponece Customer Development

Pazsutne xnmnentoB (BizDEv) mo3BossieT 3KOHOMUTL (PMHAHCOBBIE PECypChl M BpeMs 33 CHET
TOTrO, 4TO B pa3pabOTKy MOCTYMAIOT TOJIBKO XOPOIIO MPOPaOOTaHHBIE W MPOTECTUPOBAHHBIE UICH.
Takoli momxoxm  fmaeT  BO3MOMKHOCTb  MPOBEPUTH.  COOTBETCTBHUE  MPOOJIEMbBI/PELICHUIO
(Problem/Solution Fit); coorBercTBue mpoaykta/peiaky (Product/Market Fit), a Takke OLeHUTD BO3-
MOJKHOCTB Tepexona K macimrabupoBaHuto OmsHeca. Takum oOpa3om, oObenuHsiss nompeodumes,
npooaemy, peutenue u npooykm, CustDev cTaHOBUTCS KIIIOYeBBIM (PakTOpOM ycrexa Ou3Heca mpu
CO3/1aHMHU U BBIBOJY HOBOI'O MPOJYKTa Ha PHIHOK [2,3].

Uro kacaeTcst HEOCPEACTBEHHO pa3paboTKH MPOAyKTa (PEeIeHHsT) sl TOTEHIHAIbHBIX KIHEeH-
TOB, 371€Cb HEOOXOAMMO YUUTBIBATh, YTO LIEHHOCTHOE MPEAJIOKEHIE — 3TO MHHOBALIHS, CEPBHC HITH
(GYHKOMH, KOTOpBIE AENAI0T KOMITAHWUIO MM TPONYKT TNPHUBJICKATEIBHBIMH JJIsI MOJB30BATEIISL.
OOBIMHO LIEHHOCTHOE TpeJIoKeHne nMeeT aBe cocrapisiromue: Points of Parity (POP) u Points of
Difference (POD).

POP — 310 obs13aTenbHble CBOHCTBA M (PYHKIUH, KOTOPBIE IPUHSTHI HA PhIHKE, U 0€3 4ero mpo-
OyKT He OyeT BocTpeOOBaH B MPUHIIHIE — OHH BOCTIPHHUMAIOTCS KaK «0a30BbIe) MOTPEONTEITBCKUM
OTIBITOM.

POD - 310 pyHKIHH, CBOHCTBA U €IIle YTO-TO HEOCSI3aeMOe, YTO OTJIMYAET MPOAYKT B JIYUIITYIO
CTOPOHY B CpaBHEHMHM C KOHKypeHTamu. Ilpuyem, He0OXOOMMO MOMHHUTb, YTO TOHSTHS
«JTydIne/XyxKe» 3aBUCSIT OT BBIOPaHHOM LieneBoi aynutopun [3].

Hcxonst u3 OMMCcaHHOro Mpoliecca, Kak Mpasuio, npu noaroroske CustDev Heodxoanmo pasim-
YaTh JBA BUJA HHTEPBBIO:

IIpobnemnoe unmepe6wio: BBISIBJICHNE — CYLIECTBYET JIH BOOOIIE MpobiieMa U rOTOBBI JIH JIFOIU
ynenauTh el BHUMaHue. Llenb Takoro MHTEPBBIO — MOHATh, KAK AYMAeT KJIHEHT. B 3TOM MHTEpPBbIO
3amarot 0azoBbie Bompockl: EcTh i BooOme npobnema? Kak moTeHIMATBHBIA KITUEHT OLICHUBAET
npobiemy? Kak oH pemaer 3ty npobdnemy ceiidac? OTBETHI Ha 3TH BOMPOCHI JOJIKHBI 1aTh BO3MOXK-
HOCTb OLIEHUTh HACKOJIBKO BIOPAHHBIN CETMEHT MPUBIIEKATENIEH JJIsl OU3Heca.

Pewenueckoe unmepesio: onpeneneHne — rOTOB JIU KJIUEHT KYIUTh MPOAYKT C MPEIJIOKEHHBIMU
BaMH CHeUU(PUIECKUMHU CBOMCTBAMH M (PyHKUUAMH. Lledp Takoro MHTEPBBIO — MOATBEPAUTH, UTO
MPOAYKT pelIaeT peIHOYHYK npodiemy. OOBIMHO 3a7at0T BONMPOCH! THNA: Kak KIMEHT OLeHHBaeT
pemenne? Hackonbko perneHue LeHHO Juisi Hero? ['OoToB nu KJIueHT 3a Hero miaatuTe? B cBssu ¢
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STUM, TIPH MPOBEACHUU TITyOUHHBIX HHTEPBBIO (JTyUllle HHANBUIYAJIBHO) CIENYET TaKXKE YUUTHIBATD
cnenyrouree [3]:

— MoTuBBI: 4TO OOY)KIAET MOJIb30BATENS K IEHCTBHIO.

— DMOIMH MOTEHIMAIBHOTO KIMEHTA: IO 3HAKOMCTBA C BALITUM MPOAYKTOM U TIOCIIE.

— JIOCTYITHOCTB: Y€M OTJINYAETCs PEIIeHUe OT KOHKYPEHTOB.

— Orpannuenust: OrDKET, BpeMst, TEXHUYECKHUE BOIIPOCHI WIIH JIP.

— B3aumoneticTeue: kak Oyaer ucnonb3oBatbes poaykt (JTBD).

— Kak Bam npoaykr pemut npobiemMbl KIHEHTA.

— Kanansl KOMMYHUKaLIUU: KaKi€ KOHKPETHO TOCTYITHbI KaHAJIbI.

C nenpro mosyueHust OOJbINE MHCANTOB MPH MPOBENEHUH NTyOMHHOTO HHTEPBBIO TI0 METOI0JIO-
run Cust Dev, HeoOxonumo oOpaTuTh BHUIMaHUE HA CIIEAYIOIIHNE aCTIeKThI:

1. I'nyOuHa nHTEPBBIO: HEOOXOAMMO PE3EPBUPOBATH JOCTATOYHO JJIUTEILHOE BPEMs 1JIsl TOTO,
9YTOOBI BBIICHUTH MOTPEOHOCTH, MPOOIEMBI M MPEAMOYTEHNS TOTEHIIMAIbHBIX KJIHEHTOB.

2. OTKPBITOCTh BONPOCOB. HEOOXOAMMO 3a7aBaTh OTKPBITBIE BOIPOCHI, KOTOPBIE MO3BOJIST
y4acCTHHKaM CBOOOJIHO BBIPAXKATh MBICIIA U HIEH.

3. CermeHTBHI: HEOOXOAMMO CErMEHTHPOBATh YYACTHHUKOB HHTEPBBIO IO MX MOTPEOHOCTSIM,
NPEATIOYTEHUSIM B TTOBEACHUIO, YTOOBI MOyYUTh 00JIee TOUHBIE U ITOJIE3HBIC PE3YJIbTATHL.

4. IIposiBnerne SMIAaTUN: HEOOXOIUMO MPOSBISTh TOHUMAHNE U SMITATHIO K YHaCTHUKAM HH-
TEPBBIO, YTOOBI OHU YYBCTBOBAJN C€0s1 KOMPOPTHO U OTKPOBEHHO AENMINCH HH(POpMAITUEH.

5. AHanu3 pe3ysbTaToB. HEOOXOIUMO MPOBOAUTH AETAIbHBIN aHAIN3 PE3YJIbTATOB MOCIE MPO-
BEICHUS UHTEPBBIO, YTOOBI BBIAETUTH OCHOBHBIE TPEH/IbI U TIOTPEOHOCTH MOJIb30BATENIEH B OTHOIIE-
HUH OTUIATHI YCIIYT U CEPBUCOB.

Yeunuth 3¢pPext mpakTHuecKoro uCrnonb3oBanus Merononoruu CustDev MOJKHO pUMEHEHHEM
TaKUX TEXHOJIOTHA KaK MOocTpoeHue kapThl myTh kinenta (Customer Journey Map — CIM) u TexHO-
noruro oHOopaunra. Cozmanne CJM mo3BossieT BU3YalHM3UpPOBATh BECH MPOLECC B3aUMOIEHCTBHS
MOJIB30BATENS C MPOAYKTOM WJIHM yCIYrod OT MOMEHTA MEPBOr0 KOHTAKTA A0 3aBEPIICHHS CHEITKU
WIA WCIOJIb30BAHUS MPOAYKTA. DTO MOMOTraeT UACHTU(PUIMPOBATH PAa3IMYHbIE TOYKH KOHTAKTA
(Touchpoints), KOTOpbIE BIUSIOT Ha MOJB30BATEIBCKHIH OIBIT, & TAKKE ONPEAESITUTH BO3SMOXKHBIE TIPO-
OJIleMHBIE MOMEHTBI 1, COOTBETCTBEHHO, YJIYUIIEHUS, KOTOPBIE MOTYT OBITh BHEIPEeHBbI. Takum obpa-
3oM, metoponorus CustDev u TexHOMOrHs HOCTpOeHUs KapThl yTH kiineHTa (CJM) B3auMOCBsI3aHBbl,
MOCKOJIbKY TEpBasi IOMOTaeT MOHATh MOTPEOHOCTH MOJIB30BATENEH, a BTOPAsi — BH3YAJIU3HPOBATH
BECH MPOLIECC B3AMMOEHCTBUS C MPOAYKTOM WU YCIYTOH.

B cBoro ouepenp onbopauar (Onboarding) — aBTOMaTH3UPOBAHHOE 3HAKOMCTBO IOJIb30BATENS
C MPOAYKTOM, MO3BOJISIET MOKA3aTh MOJb30BATENIO LEHHOCTh MPOAYKTA HA CTAIUH MPOTOTUIA WU
MVP, 4ro cmocoOCTBYeT MAOCTHIKEHHIO KelaeMbIX pe3yibTatoB OusHeca [4]. TexHomorus
onboarding obecnieunBaer >()(PEeKTHBHOE 3HAKOMCTBO IIOJIb30BATENSI C MPOAYKTOM, ITO3BOJISIET
y4eCTb OCOOEHHOCTH M IOTPEOHOCTH NOJIB30BATENEH, CO3/1aET YCIOBHS AJISl YBEIUYESHUS YIOBIETBO-
PEHHOCTH | yAep:KaHus KJIneHTOB. CeronHs Ha pIHKE HHTEPHET-YCIIYT KIMEHTaM Yalle BCero npea-
Jaraercs eqUHUYHAs ycinyra (10 3ampocy), KOTopast He BCEria MOJIHOCTBIO yIOBJIETBOPSIET OTPeO-
HOCTB TIOKYyTIaTeNsl — HE PelIaeT ero 3anaun (mpooaeMbl) KoMIuieKCHO. He sBIsisich SkcriepToM, KiTi-
€HT BBIOMpAET eAMHUYHBIE YCIYTH OT pasauyHbIX digital-areHTCTB, CaMOCTOATENbHO (popMupys na-
KETBI, KOTOPbIE YIOBJIETBOPSIIOT €r0 10 LIeHe U CpOoKaM HucronHeHus. [IpennaraeMblii KOMIUIEKCHBIN
NOAXOA peureHns (TakeThl yCIyr) A0oKeH (okycrpoBaTh OM3HEC WITM MOCTABIIMKA YCIYT Ha COB-
MECTHBII C KJIMEHTOM TIOUCK PEIICHUH MPOOIEeMBbL.

Taxkum 0Opazom, UCTIONB30BAHUE PACCMOTPEHHBIX TEXHOJIOTHIA M METOIOJIOTHH PA3BUTHUS KJIU-
€HTa, KAaK HUHCTPYMEHTA, KOTOPBIH CIYKHUT KMOCTOMY» MEXIy OH3HECOM U MOTpeOHUTENeM MO3BOJISIET
MEHE)KMEHTY OpPTaHH3alii CYIIEeCTBEHHO COKPATHTh CPOKHU pa3paboTOK MponykTa, ChopMHUpOBATH
3¢ dexkTuBHYI0 HUPPOBYIO Cpeny s OU3HEC-TIPOLIECCOB U OOECTIEYHUTD JIUAEPCTBO HA PHIHKE.
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