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AHHoOTauumA. B ctaTbe 060CHOBbIBaETCA yTBEPXKAEHME O NPe0bafaHNM Ponu N3yyeHuns
LileHHOCTHbIX OPMEHTUPOB NOoTpebuTeneli B CO34aHNN MHHOBALMOHHBIX MPoAyKToB. [Moka3aHo,
yto MVP (Minimum Viable Product), cootBeTcTBYIOWNIA NpefCcTaBleHAM LIeNeBOW ayanTo-
puK o Bbirogax U Ux oXXugaHuam, apnsaeTca 3GpGeKTMBHbIM MHCTPYMEHTOM TECTUPOBaHUSA
PbIHKA Y UCTOYHUKOM UHGOPMALMK O MPeANoYTEHNAX NOTPebuTenen. YaeneHo BHUMaHNe
KOHLIenuuam «6epexnvBoro ctaptana» 1 «6epexxnmBoro pa3BuTia NOTPeOMTENs» C TOUKM
3peHUs OLEHKM BO3MOXKHOCTEN CHUMKEHUA PUCKOB, CBAA3aHHbIX C MPEBbILLIEHVEM U3[EPXKEK
1 BPEMEHM Ha pa3paboTKy 1 BbiIBEAEHUE Ha PbIHOK MHHOBALMOHHOIO npoaykTa. C uenbto
pacliMpeHna rpaHunL, NCCiefoBaTeNbCKOrO BHUMaHMA aBTopamiy NpearnpuHATa NomnbiTKa
NOFYECKOro COBMELLIEHVIA MOAENEN NMOKynamesibckozo nosedeHus @. Komsepa u pa3paboTkiu
LieHHocTHOro npegoxeHus A. OctepBanbaepa. lNpeactaBiieH 0630p HEKOTOPbIX METOZOB 1
VHCTPYMEHTOB Pa3paboTK/ MHHOBALIMOHHOIO NPOAYKTa, CMOCOOCTBYOLMX GOPMUPOBaHNIO
LIEHHOCTHOFO MpPefnoXeHUs.

KnioueBble c/ioBa: IHHOBALMA, UHHOBALMOHHbIN MPOAYKT, LEHHOCTb, LLleHHOCTHOE Npea-
noxeHue, 6epexknMBbIN CTapTan, An3aiH-MblLUIEHKE

JEL classification: M3

BBEJEHUE

B ocHOBe 60nbLUMHCTBA METOAVK OLIEH-
KM COCTOATENIbHOCTM NpeanpuHIMaTesb-
CKMX MPOEKTOB NeXaT TpaAuLNOHHbIE,
C TOUKW 3peHuna GUHAHCOBOro aHanunsa,
mMeToabl U dopmanbHble Kputepuun. Mo-
JOOHbIN NoAXoh UTHOPUPYET Takne Bax-
Hble acnekTbl Kak HOBM3HA, BO3MOXKHOCTb
pa3BUTMA NPOAYKTA, BbICTpanBaHue oT-
HOLEHWI C NoTpebuTenamu, cTpatervs.

Tak, Ha 3Tane pa3paboTKu ngen Bonpoc
eé ¢pMHaHcoBOro 060CcHOBaHMSA ABMsETCA
BTOpUYHbIM. CHayana — upaes, 3aTem —
drHaHcMpoBaHue. Kak noKkasbiBaeT npak-
TnKa, 90% cTapTanoB TepnaT HeyAauu,
60NbLINHCTBO 3 KOTOPbIX CTAHOBATCA He-
yCrneLwHbIMU BBMAY HEACHOTO (OrpaHmyeH-
HOro) NpefCcTaBeHna O NOTeHLaNbHON
3aMHTEePEeCOBaHHOCTM PblHKa B HOBOM AnA
Hero NpopayKTe.
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= OTCyTCTBHE COOTBETCTBUS
MPOYKTa PHIHKY

= MapkeTHHr OBbIE TIPOOJIEMBI
Koman iasre npoOiieMbl
PuHaHCOBBIE POOIIEMBI

= TexXHOIOrM4ecKue MpoOIeMbl

= OnepayoHHbIe TPOOIIEMbI

= JOpumdeckue mpoOIeMbl

PucyHok 1. MpnunHbI Heyaa4 MHHOBALIMOHHBIX NPOEKTOB

B oTeuecTBEHHOW 1 3apyOEXKHON NNTE-
paType OonucaHo MHOXeCTBO mopenen u
noAxofoB K pa3paboTke MHHOBALMOHHbIX
NpoAYyKTOB, a TaKXKe KOHLEeNUWi ynpasne-
HMA nx pas3sutriem. OCHOBHOe BHUMaHUue
yAenaeTca ctaptanam — KOMMAaHUAM (Mnu
OTAENbHBIM MPOeKTaM), Liefibio AeATenb-
HOCTW KOTOPbIX ABNAETCA CO3AaHne 1 pe-
anu3auma MHHOBALMOHHbIX GU3Hec-uaen.
Ocobblil HTepecC B paMKax npeameTHON
0651acT! JaHHOTO NCCIeA0BaHUA BbI3BaNM
nybnmkauum Taknx aBTopos, Kak B. lepa-
cuMeHKo', PobepTa b. Takepa?, 3. Puca’®,
C. bnanka*, C. AnbBapec?®, A. OcTtepBanb-
aepas, ©. Kotnepa’, M. baypa u P. lfapga®,

' lepacumeko B.B., Kypkosa [1.H., Cumoros K.B., TooueHko A.H. Dakto-
Pbl PbIHOYHBIX MPOBANIOB POCCHICKUX BbICOKOTEXHONOMMYHDIX CTapTa-
10B: aHanu3 6apbepos // BectHuk MockoBckoro yHusepcuteta. Cepua
6: IkoHomuKa. 2021. N° 6. C. 120-136.

2 Takep Pb. iHHoBawwn Kak Gopmyna pocta: Hooe byayliee Beaywimnx
KomnaHuit. MockBa : Onumn-6u3snec, 2006. 224 .

> Puc 3. Metop cTaprana: npeAnpuUHMMAaTenbCcKie MPUHLMMbI ynpaBne-
HUA ANA AOATOCPOYHOro pocTa KomnaHuu. M.: Anbnuna Mabnuwep,
2018.352¢.

* bnank C. Yeblpe Wara K 03apeHuto : nepeo ¢ aHrmiickoro. M. Anb-
nuHa Mabnuwep, 2014. 368 c.

> AnbBapec C. Kak co3patb mpopykT, KoTopblil KynaT: metof Lean
Customer Development. M. : Anbnuta Ma6nuwep, 2016. 248 c.

¢ Octrepeanbaep A., Munbe I1., bepHapa I, CmuT A. PaspaboTka LieHHOCT-
HbIX NPeANOMEHNiA: KaK C03/aBaTb TOBAPbI 11 YCNyry, KOTOpble 3aX0TAT
KynuTb notpebuteny. Baw nepsbiii war... M.: Anbnuxa lMabnuwep,
2015.312¢.

7 Kotnep 0. OcHobl MapkeTuHra. M.: Mporpecc, 1991. 651 ¢.

& Bower, M., Garda R.A. The role of marketing in management // The
McKinsey Quarterly.1985. Vol. 3. P. 34—46.

24  OKOHOMUYECKME HayKN

. bannaHntanHa n P. Bapen®, C. Tomke
1 3. Xuneno'.

NaHHasa paboTa aBnsAeTCA 0630pPHON,
CUHTE3VPYIOLLE Pa3HOCTOPOHHME B3rNsAbI
npencraBuTenen HayyHoro coobulecTsa
B cbepe MHHOBALMOHHOIO NpeanpuHmn-
MaTenbCTBa, NpUBIEKaoLWe BHUMaHME U
VHTEepeC Kak HaUMHALWKX, TaK M UMEIoLLNX
ONbIT MHHOBATOPOB C TOUKM 3peHua dop-
MUPOBaHWA NHGOPMALIMOHHOW TeopeTYe-
CKOW 1 aMNMprYecKoi 6a3bl.

OB30P MNOAX0A40B K OLIEHKE
LEHHOCTHON 3HAYMMOCTHU
MHHOBALIMOHHbIX MPOEKTOB

Mo oLeHKaM KOHCAaNTUHIOBbIX KOMMa-
Hui Failory', CB Insights', Hanbonee pac-
NPOCTPaHEHHbIMU NPUYMHAMK NPOBAaioB
WHHOBALMOHHbIX NPOEKTOB (CTapTanos)
ABNAOTCA OLUMOKNM, CBA3AHHbIE C MAPKETUH-
rom, MONTIOBUHA KOTOPbIX (34% 13 56%) cBo-
[ATCA K HECOOTBETCTBUIO MPOAYKTa Tpebo-
BaHWAM pbIHKa (puc. 1). A 3To 03HavaeT, uTo

°  Ballantyne, D., Varey R. Introducing a Dialogical Orientation to the
Service Dominant Logic of Marketing // The Service Dominant Logic
of Marketing: Dialog, Debate and Directions. NY : ME Sharpe, 2016. P.
224-235.

1 Thomke, S., von Hippel E. Customers as Innovators: A New Way to Create
Value // Harvard Business Review. 2002. Vol. 80. Iss. 4. P. 74-81.

" 90% of startups fail. Learn how not to. URL: https://www.failory.com.

2 The Top 12 Reasons Startups Fail. URL: https://www.cbinsights.com/
research/report/startup-failure-reasons-top.
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C03[aBaiiCb HUKOMY He HY>KHble NMPOAYK-
Tbl BCNIEACTBUE «PbIHOYHOW 6IN30PYKOCTU»,
BblparkatoLLEencA B He4OCTaTOYHOCTM (Heco-
CTOATENbHOCTM) PbIHOYHbIX CCNEeA0BaHNN,
naeHTduKaumm npobsem 1 NOHMMaHuA
CYLLHOCTHOW OCHOBbI MOTpebHOCTeN Lene-
BOW ayauUTOPUN.

Ncnonb3ya nogxopn oueHkn GakTopos,
BAUAOLMX Ha HEY[AUYM CTapTanoB., paspa-
60TaHHbIN MeXAYHAPOAHbIM areHTCTBOM
CB Insights', yuéHble ns My um. M.B. Jlo-
MOHOCOBa MPOBENUN UCCNIeJoBaHue, pe-
3y/IbTaTOM KOTOPOrO AIBUIaCb B3BELUEHHasnA
OLleHKa POCCUNCKMX IKCMEePTOB-UHHOBATO-
pOB CTeneHn BANAHUA 3TUX GAKTOPOB Ha
NpoBaibl POCCUNCKUX CTapTaNoB B pa3pese
TaKMX BbICOKOTEXHOTOTMYHbIX CEKTOPOB
3KOHOMWKM, Kak buoTtexHonoruu, IT, dap-
MaLeBTMKa, MegnumHa's, OuepegHoe uc-
cnepfoBaHve NOATBEPAWIO BbIBOAbI, paHee
ny6nnKyemble POCCUNCKUMM U 3apyOEXKHb-
MW YYEHBIMI O TOM, UTO NMPEBANMNPYIOLLUMU
npuYMHaMM NPOBAJNIOB CTapTanoB CTaHO-
BATCA NpobnemMbl HEBOCTPEOOBAHHOCTM
npoayKTa pbIHKOM, MapKeTUHra 1 Hey4yéTta
HY>KA noTpebuTenei.

MpencTaBym onpegeneHne OCHOBHbIX
MOHATUN, CBA3AHHbIX C NPeaAMETHbIM Mo-
niem gaHHoro nccnegoBaHus. CornacHo
®OepepanbHoMy 3akoHyY «O HayKe 1 rocyap-
CTBEHHOW HayYHO-TEXHNYECKOWN NONUTUKEY
noj MHHOBALMEN NMOHMMAETCA BBEAEHHbIN
B ynotpebneHne HOBbIV UV 3HAUYNTENIbHO
yNyJLlleHHbIN NPOAYKT (ToBap, ycayra) unu
npouecc, HOBbIN MeTof MPOAAX UIN HO-
BbIll OpPraHn3aLOHHbI MeTo B AE/TI0BOM
NpaKT1Ke, opraHn3aLmnm paboumx MecT Unm
BO BHeLHUX cBA3AX'>. B BblleyKkazaHHOM
3aKOHOJATeNIbHOM JOKYMEHTE JaHO ornpe-

B Tamoxe.

" Tepacumenko B.B., Kypkosa [1.H., CumoHoB K.B., Tpouenko A.H. Qak-
TOPbI PbIHOUHBIX MPOBANOB POCCHIACKUX BbICOKOTEXHONOMMYHBIX CTap-
TanoB: aHanu3 Gapbepos // BectHuk MocKOBCKOro yHMBepcuTeTa.
Cepus 6: IkoHomuMKa. 2021. N2 6. C. 120-136.

" (QefepanbHblit 3akoH «O Hayke W rocyAapcTBEHHON HayuHO-TEXHU-
yeckoil moautuke» ot 23.08.1996 N2 127-03. URL: https://www.
consultant.ru/document/cons_doc_LAW_11507/.

fgeneHve MHHOBALMOHHOMY MPOEKTY Kak
KOMMEKCY HarnpaBfeHHbIX Ha JOCTUXKeHNe
SKOHOMMYECKOro 3ddeKTa MeponpuaTnin
No OCYLeCTBAEHWNI0O NHHOBAL W, B TOM
yncse No KOMMepLranm3aLmm HayYHblX 1
(MNK) HayYHO-TEXHNYECKUX pe3yfbTaToB'®.
CoOTBEeTCTBYOWNM NOCTAaHOBNEHNEM
Pocctata cpopmynmpoBaHo noHATUE
TEXHONIOTMYECKOTO MHHOBALMOHHOTO
NpoeKTa, NoJ KOTOPbIM Nogpa3ymeBaeTca
pa3paboTaHHbIN B pe3ynbTaTe NpoBeAEH-
HbIX UccnefoBaHUn 1 pa3paboTok nnu
WHHOBALWOHHOWN AeATeNbHOCTU (TeXHO-
NOrnyecKkmne, MHXNUHUPUHIOBbIE U Npoune
yCNyru) HOBbIN, 3HAYNTENIbHO TEXHONOTU-
YeCKN N3MEHEHHDIN NN YCOBEPLLEHCTBO-
BaHHbIA NPOAYKT (ToBap, paboTa, ycayra),
NPOU3BOACTBEHHbIN NPOLECC, HOBbIN UK
yCOBEPLLEHCTBOBAHHbIN TEXHONOMMYECKUN
npoLecc unm cnocob Nnpon3BoacTaa (nepe-
Zaun) ycnyr, BHeAPEHHbIN B NPOU3BOACTBO
(NpakTrnueckyto oeATenbHOCTb)".

N3BecTHbIN Bepywmnin skcnept B 06-
nactT nHHoBauun Pobept b. Takep paér
6oree NpocToe onpeaeneHrie MHHOBaLUN
W npegnaraet Nog HeM NOHMMaTb reHe-
paumio HOBbIX MAel 1 BOMJIOWEHNE X Ha
npaktuke. Llenb MHHOBaUMKU, NO MHEHMIO
Takepa, — «co3faHMe HOBOW LEHHOCTH,
pacno3HaBaeMol M BOCNPUHUMAEMON
notpebuTenem»'s,

[nA oueHKM pbIHOYHOTO NMoTeHLUMa-
Nna NHHOBALMOHHOIO MPOJYKTa U3yye-
Hue NoTpebuTeNnbCKUX NPeanoUTEHUN 1
oXuaHuii npnobpeTtaeT Hanbonblyto
3HAYMMOCTb B OT/IMYME OT PbIHKOB Tpa-
AVUUMNOHHBIX NPOAYKTOB. Llenbio MHHO-
BaLMOHHOrO NMPOAYKTa ABNAETCA Co3Aa-
HMWe HOBOW LIeHHOCTW AnA noTpebutens.

1 Tamxe

7" MoctaHoBneHue Pocctata ot 20.12.2007 N° 104 «06 yTBepxzaeHun
CTAaTUCTYECKOTO UHCTPYMEHTapus Ans opraHu3auma MuHoOpHayku
Poccum cTatncTinyeckoro HabniofeHnA 3a opraHn3aLMAMI HayYHO-Tex-
Hinyeckoro komnnekca». URL: https://www.consultant.ru/document/
cons_doc_LAW_74748/.

' Takep P.b. VHHOBauum Kak Gopmyna pocta: HoBoe 6ypyLuee Beaywmx
komnaHuit / Pb. Takep. Mockga : Onumn-6usnec, 2006. C. 17.
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LleHHOCTb e npeacTaBnseT cO60N KOM-
njeKkc o4yeBUAHbIX (pPacno3HaBaembIx) 1
HeoyeBMAHbIX (Hepacno3HaBaeMblx) AnA
notpebutena atpmbyToB, Kak KauecTBo (B
Cy6beKTMBHOM NpefCcTaBAeHUN MHANBUAY-
YMa), YHUKaNbHOCTb, CMOCOBHOCTb peLlaTh
npob6sembl, cTeneHb, C KOTOPOWN NPOAYKT
YLO,OBNETBOPAET HY>K /bl 1 3aMPOChI, @ TaKXKe
COMNpOBOXKAeHNE NPOAYKTa (cepBuUC, Co-
NyTCTBYIOLLME 1 AONOSTHAIOLNE NPOAYKTHI).
Mo»xHO cornacuTbca C yTBepKaeHuem P.
Takepa, YTO MHHOBALMOHHbIE KOMMAHUK
BMECTO OpMeHTaunn Ha KOHKYPEHTOB
npeanprHUMalOT NOMbITKA pa3obpaTbcs
B aKTyaslbHbIX, ABHbIX Y HEABHbIX HYXJaX,
NoTPebHOCTAX M »KeNaHMUAX NOKynaTenen c
LieNbio NX yIOBNETBOPEHMA. A 3TO O3HauaeT,
YTO OHM paboTatoT Haj CO3AaHMEM YHVKab-
HOW LIeHHOCTW A5 NoTpebuTesnei, Kotopas
NPUHECET NPUBbIIb el 1 e€ akuMoHepam'™.
[encTtBnTeNbHO, MHOTME KOMMAHUN NpU
pa3paboTke HOBOro npopaykTa (npouecca,
cTpaTernm) npenmyLlecTBeHHO GOoKyCUpyoT
CBOE BHVMaHVe Ha COBCTBEHHbIX NHTepe-
cax, NpubbiNb, KOTOPYIO OHW NoayyaT OT
yCMewHOoW peann3aumym HOBOro NPOEKTa,
npu3HaHWe B OTpaciu 1 T.N. BoiABneHne
noTpebHOCTEN XN3HEHHO Heobxoaumo
ANA NMOUCKa HOBbIX NN MHHOBALMOHHbIX
NPOAYKTOB U X PbIHKOB. He3aBmcumo ot
KonmMyecTBa CTagui B pasnyHbIX MOgensax
CO3[laHNA HOBOTO NPOAYKTa, Ha Kakaomn
N3 HUX, B MPUHATUN KaX[oro peleHuns
cnefyet NOMHUTb O BaXHOCTK Af1s NoTpe-
6uTens. Pa3paboTumk MHHOBALMOHHOIO
NPoAyKTa AOSIXKEH eLlé Ha NpeanoCeBHOM
1 MOCEeBHOW CTaAnAX NPOeKTa 3afyMblBaTb-
CA O TOM, Y KOTro OH OyfeT BoCcTpeboBaH,
Kak oTpearvpyeT LeneBasa ayautopus, Ka-
Koe BNUAHME MOXET OKa3aTb 3TOT NPOAYKT
Ha obuiecTBo. [ToKa3aTeNbHbIM NPUMEPOM
ABNAETCA HU3KWIA CMPOC B €BPONENCcKux
CTpaHax Ha reHeTnYeCcKn MoandrLMpoBaH-
Hble NPOAYKTbI.

¥ Tamxe, C.98.

26  OKOHOMUYECKME HaYKN

BaxHon 3afauein MTHHoOBaTopa Ha 3Tane
pa3paboTKM NpoAyKTa ABAAETCA cocpe-
LOTOYeHMe Ha npobnemax 1 oXugaemblx
BbIFOfax LiesIeBOro cerMmeHTa, BMECTO TOro
yTOObI PACMbIIATL BHUMAHWE C LiENbIo OXBa-
Ta Kak MOXXHO 60/1bLLIEr0 YMC/1a BO3MOXKHbIX
nokynaTtenen. Takon KOHLUEHTPUYeCKnin
noaxof no3BosUT NPOBeCTU TeCTUPOBA-
HMe pblHKa C HaMMeHbLUMK 3aTpaTaMu,
npeanoXKns Hanbosee 3aMHTepPeCOBaHHbIM
NMoTeHLMaNbHbIM NOTpebuTenam anpoba-
uuto nepBoit paboyei (pyHKLNOHANBHON)
Bepcunm npopgykta — MVP (Minimum
Viable Product, npogyKT ¢ MMHMManbHbIM
Habopom GYHKUMIA) N OLEHUTb FMNoTe3bl
6u3Hec-ngeun. TepmuH MVP BnepBble BBEN
B 2001 rogy ®p3HK POGUHCOH, Npe3naeHT
komnaHum Product & Market Development
Inc., nonynApHOCTb Xe faHHaA KoHuen-
uuA nony4ymna nocjie npepcraBieHns eé
SpuKom Pncom B CBOEI KHUre B KayecTBe
3Tana GbICTPON NPOBEPKU MAEN NPOJYKTa
B dopMme aKcnepumeHTa®.

MVP npepgHa3HavyeH Ana nonyyvyeHus
MHPopMaL K OT NoTpeduTenen o ero «pa-
60TOCNOCOOHOCTU», @ HE NI MacCOBOrO
npounsBoacTea®’. PUc npeanoxun ncnosnb-
30BaTb MeTO[ «bepexsnBOro ctapTtana»
ANA ONTYMM3aLUMn ynpasaeHus NpoLeccom
co3paHua MVP (puc. 2).

CyTb «bepexnuBoro crtaprana» 3a-
K/oyaeTca B COKpaLLeHUM BPeEMEHU Ha
npeo6pa3oBaHVe NAEN B PeanbHbIN XKn3-
HecnocoOHbIi NPOAYKT NOCPeACTBOM
YyNpaBAALWUX BO3[eNCcTBMA (KOHTPONA)
C Lienblo OLIEHKM e€ NoTeHLMaNa Ha KaXKaom
aTtane. tepaumsa umkna «Co3gatb — Oue-
HUTb — HayunTbcs» cnoco6CTBYET MOMCKY
HaunyyJwero (gns NoTpebuTens) BapuaHTa
peweHna ero npobnembl. LluknnyHocTb
npouecca co3gaHua MVP obycnosneHa
BO3MO>KHOCTbIO BO3BpaALLEeHUA K OTMpaB-

2 Puc 3. busHec ¢ Hyns: meTog Lean Startup ana 6bIcTporo TecTupoBaHuA
upeii n Bolbopa GusHec-mogenu. 5-e usp. M.: Anbnuxa Mabnuwep,
2016.C. 92.

1 Tamxe.
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PucyHok 2. Unkn «Cospatb —
OueHutb — Hayuntbea» (no 3. Pucy)

HOW TouKe (bopMynnpoBKa ngen NpoayKra)
ANA YTOUYHEHUA UAEN N KOPPEKTUPOBKM
MVP c yuétom HoBOW MHpOPMaLn 1 Npu-
06peTéHHOro onbiTa?,

CvHan AnbBapec B CBOEN KHre BbiBesa
Ha HOBbIV YPOBEHb KOHLIEMNUMIO Pa3BUTUS
notpebutene ¢ Uenbio MUHUMM3ALUN PU-
CKOB 1 HEOMNPaBAAHHbIX PAaCXOA0B, MoTepu
BpeMeHU Ha co3gaHue MVP n pa3ssutne
npoAyKTa, NpeanoKeHHyo paHee 3. Pu-
com? 1 C. bnaHkom?*, Ha3BaB eé «bepex-
NMBbIM pa3BuUTMEM NoTpebuTtenen» (lean
customer development)?. PaboTas Kak co
cTapTanamu, Tak U KPpyrHbIMU M3BECTHBIMU
KOMMNaHMAMN, OfHa U3 KoTopbix — Micro-
soft, B 0651acTn n3yyeHna nonb3osatesb-
ckoro onbita C. AnbBapec pa3paboTana
METOAUKY pa3BUTUA NoTpebuTeneit, ocHo-
BaHHYIO HAa TAaKOM MeTOAE UCCNeOBaHUs,
Kak rnybuHHoe MHTepBbio. Kak 1 Nto6o
Nnoaxop K BblsiBIEHMIO MOTpe6bHOCTeN nog-
X0l aBTOpa HamnpaeBfieH Ha BblACHEHNEe
TOro, 6yayT N NMOKYNaTb AaHHbIV MPOAYKT.

2 Tamxe, C.94.

B Puc3. busnec ¢ Hyns: meTog Lean Startup ana 6bicTporo TecTupoBaHms
ngeii u Bblbopa 6usHec-mopenu / 3. Puc ; peaaktop H. Hapumccosa ;
nepeBop ¢ aHraniickoro A. (ratBka. 5-e u3a. MockBa : AnbnuHa Ma-
6nuwep, 2016. 255 ¢.

% Bnank C. YeTblpe Lara k 03apeHuio : nepesof ¢ anruiickoro / C. bnakk.
Mockga : Anbnuna Mabnuiwep, 2014. 368 ¢.

% AnbBapec C. Kak co3patb mpopykT, KoTopblil Kynat: metof Lean
Customer Development : nepesog ¢ axrauiickoro / C. AnbBapec . Mo-
kBa : AnbnuHa Mabnuwep, 2016. 248 ¢.

OpurmHanbHOCTb 3aKntoyaeTca B 6onee fie-
TaNbHOM U KOHLIEHTPVPOBAHHOM M3yUYeHUN
npo6siemM LeneBbIX NOTpebuTenei, ycTaHoB-
NeHUN, NPOBePKNU U 060CHOBAHMM rMMNoTe3
C CMOMb30BaHMEM CrieLudprUecKrX TECTOB
1 CLieHapueB, Ha3HaUYeHNe KOTOPbIX — «3a-
[aBaTb NpaBu/ibHble BONPOCHI 1 AenaTb
BEPHbIEe BbIBOAbI»?, [10A06HbIN OMbIT NO3BO-
naeT cGopMUPOBaTb NMOHMMAHME HEABHbIX
CYLLHOCTHbIX OCHOB MPUHATUA pELIeHUN
noTpebuTensamm Yepes Nprsmy JOCTYMHbIX
ANA nccnefoBaHMA WabIoHOB NoBeAeHNs
notpebuTtenen.

B ocHoBe nioboro npepnoxeHusa, Kak
yTBEpPKAanocChb Bbllle, JOJKHA nexaTb
LIeHHOCTHAA 3HAYMMOCTb AJ1 MoTpebuTens.
OfHUM 13 N3BECTHbIX NOAXOA0B GpopmMu-
POBAHMWSA LLEHHOCTHOIO NMpPeAoXKeHUsi No
OTHOLLEHWIO K MHHOBALIMIOHHOMY MPOAYKTY
asnaetca mofenb A. OcTepBanbiepa 1 ero
konner?. igpea aBTopoB 3aK/toyaeTcsa B CO-
LepXKaTeNbHOM COMOCTaBNEHNN BUAEHUS
KOMMNaHWW pelleHus npobnem notpebute-
neln, co3haHnsa B UX CO3HAHUN MperMyLLe-
CTBa M CYyObEKTUBHBIX NPeACTaBNEHWN STUX
noTpebuTenen o BO3MOXKHOCTAX Npeanara-
€MOro NpoayKTa.

YuuTtbiBasa TOT $aKT, UTO He BCE BbIroAbl
OAVHAKOBO Ba)Hbl, a NpobnemMbl He Bce
CTOJIb HaCYLUHbI, KOMMaHW ceayeT cHoKy-
CUPOBATbCA Ha OCTPO cToALle Npobneme
noTpebutens, TpebytoLen peleHus, 1 ero
rMaBHOW OXMAAeMOW Bbirofe OT Npeaioxe-
HKA, YTO NO3BONUT Gosiee TOUHO onmcaTb
LleNIeBOW CermeHT, cpopMmMpoBaTb YETKOE
npeacTaBneHne ero npopuns.

[nAa nokynartenemn MHHOBALMOHHbBIX MPO-
[YKTOB XapaKTepHbl NaTeHTHble (CKPbITble,
HesBHble) NOTPebHOCTU, MOCKObKY 60Jb-
LUIMHCTBO U3 HUX He CKITOHHbI K PUCKY (Mpu-
obpeTeHMe NHHOBALMOHHOIO NPOAYKTa

% Tamxe, (. 18.

7 QOctepeanbaep A., Munbe I1., bepHapa I., CmuT A. Pa3paboTka LeHHOCT-
HbIX NPEANIOXEHMIA: KaK C03/1aBaTb TOBAPbI U YCIYry, KOTOpble 3aX0TAT
Kynutb notpebutenu. Baw nepsbiii war... M.: Anbnuna Mabnuwep,
2015.312¢.

No 2 (2) 2024 27



NHHOBALINOHHOE PA3BUTIE

BCErfa COMnpsXeHo C PUCKOM HEeYA0BETBO-
PEHHOCTN OT HECOCTOATENIbHOCTM NPOAYKTa
pewunTb Npobnemy), He OLWyLIalT OCTPON
Heob6XoAMMOCTM B OCBOEHUW HABbIKOB MO-
TpebneHna HOBbIX (YyCOBEpPLUIEHCTBOBaHHbIX)
NPOAYKTOB, 3a KOTOPblE OHU BbIHY>KAEHbI
6onblle NnatuTb. Ho Takoe «pauunoHanb-
HOe», C TOYKM 3peHmNA caMoro nokynaTens,
rnoBefeHne 06yCNOBNEHO, HAa CAMOM fiene,
OTCYTCTBMEM OCO3HAHMA HAMBbLICLLEN LieH-
HOCTW, MONEe3HOCTN OT NEPEKIIIOUYEHNS Ha
notpebneHre HOBOro AJiA Hero NPoaykKra.
W 3T UCTUHHBIE MOTMBbBI COKPbITbI MOZ MNo-
KPOBOM HEeN3BECTHOCTU TakK, YTO 3a4acTyto
N caM NOTPebuTeslb He MOXKET 06BACHUTD
NPWUYMHBI CBOETO PELUEHUA B MOJIb3Yy TOro
WSV NIHOTO PbIHOYHOTO NPEASIOKEHMA.
MbicnuTenbHble npouecchl noTpebuTtens
MOXHO NMpPeACcTaBUTb B BUAE HEKOETO «YEp-
HOro AwmKa»?, Mpoucxoasuee B «<4EPHOM
AlMKe» — 1 eCTb HesABHOe, HeHabnoaae-
MOE OKPY>KatoLLMMU, YTO HEMOCPEACTBEHHO
bopMUpyeT LLeHHOCTHbIE YCTAaHOBKU MOKY-
naTenA Ha OCHOBE MOTMBALMVOHHBIX U MO-
BeleHUYeCKMX NpeanocbioK, MMMNyibcaMmm
KOTOpPbIX ABNAETCA OCO3HaHWe NoKynatenem
npo6nembl 1 nckomol Bbirogbl. O. Kotnep
B CBOEl MOAENV NMOKynaTenbCcKoro nose-
AeHuns? onuncan Bo3aencTBue Ha «4EPHbIN
AWNK» CO3HAHMA NOKynaTens, NOMUMO
nobyanTenbHbIX GakTOPOB MAPKETUHTa, CO-
BOKYMHOCTM «MPOYMX pasgpaxKutenen», nog
KOTOPbIMW MOHMMAETCA BHELLHAA Cpefa, KO-
Topas JOCTyMNHa AnA HabnogeHuaA. ehcTeu-
TENbHO, HENb3A HE COMNMAcUTbCA, UTO Yepes
Habnogaemble ABNEHWSA U MPOLECCbI MOXKHO
BbIABWTb 1 ONUCATb CYLLHOCTHYHO (CKPbITYHO)
OCHOBY NoBefleHnA NokynaTenen 1 Gopmbl
€ro NPosBneHns, a cfiefoBaTeNbHO, UMEHHO
Ha HUX JOMKHA OblTb HanpaBfieHa No3Ha-
BaTeNbHasA AeATeNlbHOCTb pa3paboTurkoB

% Komnep 0. OcHobl MapketuHra / 0. Kotnep ; nepeBod Ha pycckuit
B.B. bobpos ; Pepaktopbi: 0.I. Pagbitosa, H0.). Kykones ; obiwas pe-
JaKuma n BcrynutenbHaa cratba E.M. MexbkoBoii. Mockga : Mporpec,
1991. C. 395.

2 Tamxe
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NpPOAyKTOB. B cnyyae ¢ NHHOBALMIOHHbBIM
NPOAYKTOM [aHHaA 3ajaya OC/IOXKHeHa
TeMm, UTO y noTpebutenen npesanupyer
SMOLMOHaNbHOEe BOCMPUATIE BOMOLLEHNA
HOBbIX TEXHOJSIOMMIA, BMJIOTb O OTHECEeHUA
nX K Marndyeckom cpepe. Ho HecmoTps Ha
TO, YTO ANA 6ONbLUMHCTBA OObIYHbIX NtOAEN
(nonb3oBaTenen) MUP HOBbIX TEXHONOT I —
3TO «TEMHAA CTOPOHaA JIYHbI», OHW aKTUBHO
BOBJIEYEHDI B NPOLIECC MOKCKa 1 0TOOPa UH-
HOBALIMOHHbIX MPOAYKTOB (C onpefenéHHON
Jonel COMHEHUI 1 OMaceHun), KoTopble,
Mo nx yb6exKaeHuio, CnocobHbl KayeCTBEHHO
YNYULINTb XN3Hb.

[na KOHUeHTpayum BHUMaHUA KOM-
MaHUW Ha BbIABIEHUN CKPbITbIX NPUYUH
bopMUpoBaHNA LLEHHOCTHbIX YCTAaHOBOK
roKyrnaTesiel, a Takxe Hanbonee NonHoOro
NMOHMMaHNA COOTBETCTBUA MHHOBALNOH-
HOro MPOoAYKTa NOTPEOUTENBCKM OXMAA-
HWAM, Ha HaLl B3r1A4, BIO/THE COBMECTUMbI
BbllweynomaAHyTble mogenun O. Kotnepa u
A. OctepBanbpga (puc. 3). lpencraBneHve B
e[lHOM roJie AaHHbIX NOAXOA0B Npeano-
naraet 6onee YETKYIO NOCTAHOBKY mUcce-
[oBaTtesfieM 3ajlay BblABIEHMA CYLLHOCTHbIX
OCHOB MOKYMNaTeNbCKOro NoBeeHnA B
OTHOLLEHMM NPOEKTHOrO NpPoJyKTa 1 no-
MbITKY UX pa3peLleHuns ¢ y4éTom GaKkTopoB,
OKa3blBaloLLMX BO3eNCTBYE, C POKYCOM Ha
KOHKPETHYIO rpynny noTeHuuanbHbIX no-
KynaTenen (LeneBoro cermMmeHTa), KOTopyto
cnepyeT BblAeNUTb Ha OCHOBE 3HAHUA O
KntoueBbIx Npobieme 1 Bbiroge. Takomn KOH-
LIeHTPMPOBaHHbIV Noaxon no3Bonut chop-
MUPOBATb MHTErPUPOBAHHOE LIEHHOCTHOE
npennoxeHvie onsa onpefenéHHOro cermeH-
Ta pblHKa Ha OCHOBE COBMECTHOIO CO3aHunA
LIeHHOCTU, KOTOPOE BO3MOXHO Wb NpK
ycnoBumn 3GpPpeKTMBHOro B3aMMOAENCTBUA
MeXay KoMmnaHven n notpebutenem.

KoHuenuumsa LeHHOCTHOro NpeanoXeHns
6blna npegcTaBneHa B 1985 rogy B pabote
M. Baypa n P. Tapga®, rge aBTopbl paccmo-

0 Bower, M. The role of marketing in management / M. Bower, R.A. Garda
//The McKinsey Quarterly.1985. Vol. 3. P. 34—46.
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«UEpHBIii AMMK» CO3HAHUA
nokynarens (mo @. Kotnepy)

Kapta nernoctn nokymaremns
(mo A. OcrtepBanpacpy)

Briroast »| T 1aBHAs BHIrOga »| DakTOpBI BHITOABI
MoTtuBbI
ITpobnemsl » I'masHas npobiema » DakTOphl NOMOLIX
IIpodus meaeBoro Konmen OBAHHBIH
IToBenenue | XapakTepUCTUKH podms 1 <> HCHIPHD
TTOKYNaTEeIst MOIX0 K Ou3HeC-uaee

Y

Y

IleHHOCTHBIE YCTAHOBKH
TOKYTIATEeIIst

LleHHOCTH TIEIIEBOTO
CCTMCHTA

HurerpupoBanHoe
LEHHOCTHOE MPEATOKEHUEC

PucyHok 3. BsaumocBaA3b mogenu nokynatenbckoro nosegeHus . Kotnepa
1 Mogenu pa3paboTKu LeHHOCTHOro nNpeanoXxeHua A. OctepBanbaepa

McmoyHuk: pa3paboTaHo aBTOpamMu Ha ocHoBe*

* Kotnep 0. OcHoBbl MapkeTuHra. M.: lporpecc, 1991. 651 c. ; Octepsanbgep A., Mutbe ., bepHapa I, Cmut A. Pa3paboTka LEHHOCTHBIX NPeANoMKeHIiA:
KaK €037aBaTb TOBapbl 1 YCIYTI, KOTOPbIE 3aX0TAT KynuTb noTpebuteni. Baw nepsbiii war... M.: Anbnuxa Mabnuwep, 2015.312 ¢.

Tpenv oHOHanpPaBNeHHOEe MaPKETVHIoBoe
npeasioxeHvie noTpebuTesio Kak «<HeABHOe
obeLlaHvie» NonyyeHns M COBOKYMHOCTU
BbIFOA, HO C YYETOM M3[EPXKeEK, KOTopble
noTpebuTesnb NOHECET Nocsie NPUHATUS
JlaHHOrO npeasioxeHuns. B npouecce pas-
BUTUS KOHLEMUMM LEHHOCTHOrO npeano-
YKeHuA HeKoTopble aBTOPbI B CBOUX paboTax
CTanu yaensaTtb Hanbonblee BHUMaHMeE
naee COBMECTHOrO CO3JaHusA LeHHOCTeNn
KNoYEeBbIMU 3aHTEPECOBaHHbIMU CTOPO-
HaMV Ha OCHOBE B3aMMOOGYCIOBIEHHOTO
1 B3aUMO/IOMOJHSAIOLErO LienenonaraHus,
APYrMK CJioBamu, 3TO He NMPOoCTo npea-
noxeHue Habopa BbIrof notpebuTtenio B
0OMEH Ha ero nsfepkKku, a NpoLecc Bbl-
CTpanBaHNA MNAPTHEPCKNX OTHOLLEHWI Ha
OCHOBe onpefeNieHNs BCeoOLUX BbIrof C
LieSIblo CO3AaHNA B3aUMOLIEHHOCTHbIX Npes-
NOXeHnn3',

UTo6bl OTKPbITb 3aBECY B BbIABNEHWN Ta-
KX NOTPe6HOCTEN NCMOSb3YIOT PasfnyHble
MapKEeTUHIOBble METOAbI N MHCTPYMEHTHI.
30eCb HYXKHO YUMTbIBaTb, YTO TPAAULIMIOH-

' Ballantyne, D. Introducing a Dialogical Orientation to the Service
Dominant Logic of Marketing / D. Ballantyne, R. Varey // The Service
Dominant Logic of Marketing: Dialog, Debate and Directions / eds. by R.
Lusch &SS. Vargo. NY : ME Sharpe, 2016. P. 224-235.

Has MoAesb «CTMMYST — 3MOUMA — peak-
Lus», onuncbiBatowasa BAnsaHne GakTopos
Ha NMPUHATME pelleHna noTpebuTenen
Mano NpMMeHMMa K UHHOBALMOHHOMY
npogyKty. OTMeTVM, YTO OMKMCAHHbIE HUKE
MeTofbl B 60onblUel CTeNeHV COOTBETCTBYIOT
CpaBHUTESIbHO COBPEMEHHOMY noaxoay no-
HUMaHWA LLEHHOCTHOIO NPEANOXKEHNSA C aK-
LIEeHTOM Ha BO3PacCTaloLLYyo POJib CEPBUCHOM
cocTaBnAoLLel 613Heca, Kak NpurnatleHue,
BOBJIeYEeHME KJIIOYEBbIX YYaCTHUKOB B
COBMECTHYIO AeATeNIbHOCTb, OLeHVBas Ha-
mMepeHus apyr apyra. O6beanHeHne npes-
NOXEHWA BbIrOAbl Y4aCTHUKOB MO3BONSET
cHOKyCMpoBaTb BHMMAHME Ha CO3aHUN
TaKoro LleHHOCTHOTO MPeanoXKeHus, KoTo-
poe 6yneT «cnocobCcTBOBaTb Pa3BUTHIO KOM-
MYHUKATVBHOIO B3aUMOZENCTBUA» MEXIY
HUMM C LieNblo reHepaLumn MHHOBaLMOHHbIX
naen Ha OCHOBE HOBbIX 3HAHWIA?,

Tak, C. Tomke 1 3. Xvnenb nogsepraiot
COMHeHuIo «pabckoe cnepgoBaHue obule-

32 Ballantyne, D., Frow P, Varey R., Payne A. Value propositions as
communication practice: Taking a wider view // Industrial Marketing
Management. 2011.Vol. 40. P. 202-210; Chandler, J.D., Lusch R. Service
Systems: A Broadened Framework and Research Agenda on Value
Propositions, Engagement, and Service Experience // Journal of Service
Research. 2014.Vol. 18. P. 6-22.
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NPVHATOMY MHEHWIO» O TOM, YTO B NepBYio
ouyepeAb KOMMaHWK c/iefyeT BbIACHUTD,
yero XoTAT NoTpeburTeny, a 3aTem oTBeYaTb
UM HOBbIMM MPOAYKTamMu, CNOCOBHbIMYU
YOOBNETBOPATb X NOTPEB6HOCTU Ha 6ornee
BbICOKOM YypoBHe*, Takol noaxop K pas-
paboTke MHHOBaLIMOHHOIO NPoAYyKTa Npes-
CTaBNsAeT cOOOWN CNOXKHbIN N ANUTENbHbIN
npoLecc, K TOMy e, [OPOroCTOALUIA, NO-
CKOJbKY «MHbOpMaLMA O «NOTPeOHOCTAX»
HaXOAUTCA B pyKax KIMeHTa, a iHpopmMaLms
O «peLUeHNN» HaXOANTCA B pyKax y Mpouns-
BoauTena». Ko Bcemy npouyemy, KINeHTbI
[aneKko He BCerga MoryT oCo3HaTb CBOV Mo-
TPeOHOCTV MOKa UM He NPefCTaBAT BO3MOX-
HOCTb anpobupoBaHMsA OMNbITHOro obpasLa,
nocsie Yero OHM [enATCA BreyaTneHnaMn
(onbITOM) OT NPOAYKTa, a pa3paboTumKkm c
YUYETOM yKa3aHWMN Ha HeJoCTaTKN BHOCAT
N3MeHeHuA B MPOAYKT. M 3TOT npouecc Mo-
»KeT NoBTOpATbCA HeogHOKpaTHO. C. Tomke
1 3. Xvnenb B cBOeW paboTte nccienoBanm
«HEeNOrnyHble» MOAXOAbl KOMMAaHWMN, KO-
TOpble BMEeCTO MOMbITOK BbIACHUTb, Yero
XOTAT MX NOTpebuTenn NpeanoXunu um
MoJsIHOMpPaBHOe yyacTue B pa3paboTke Npo-
[AYKTOB, Ha3BaB TaKOW MOAXOA, <KINEHTbI
Kak HoBaTopbI»**. Tak, komnaHusa BBA (Bush
Boake Allen), KpynHbiin nponsBoanTens
apomaTn3aTopoOB NpPefnoKmnna CBOUM
K/IMeHTaM C MOMOLLbIO CreLmabHOro npo-
rpaMMHOro obecrneuyeHua yyacTBoBaTb B
oHnanH popmarte B npouecce cos3gaHua
HOBbIX apOMAaTOB, JOKa3blBas TeM CaMbiM,
yTO NOJO6GHOE BOBJIEYEHME «NpeumyLLe-
CTBO C TOYKUN 3PEHUA SKOHOMUMW BPEMEHN
1 BbICOKOW CKOPOCTU NPUHATUA KNNEHTaMm
HOBOTO NPOoAyKTa»®,

Eweé ogHMM noaxoaom K paspaboTtke
VWHHOBALMOHHOTO NPOAYKTa C yYETOM LieH-

3 Thomke, S. Customers as Innovators: A New Way to Create Value / S.
Thomke, E. von Hippel // Harvard Business Review. 2002. Vol. 80. Iss. 4.
P.74-81.

* Tamxe

3 (ase Study Analysis Bush Boake Allen Marketing Essay. URL: https://
hk.ukessays.com/essays/marketing/case-study-analysis-bush-boake-
allen-marketing-essay.php?vref=1.
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HOCTel noTpebutenen, JoKa3aBLeM CBOO
YCMEeLWwHOCTb Ha NprYMepe MHOTMX BeAyLLNX
MWUPOBbIX KOMMaHWUI, Takux Kak Apple,
IBM, SAP n gp.3¢, agnAaeTtca gu3aniH-MblL-
neHne. OgHUM 13 MepBbIX BBEN MOHATME
«An3aliH-MbIlWIEHEe» B HayKy yrnpasrie-
HUA B 1969 rogy amepuKaHCKUn nonu-
Tonor lepbept A. CalMoH B CBOEW KHure
«Hayku 06 UCKyccTBEeHHOM»*” NonynApm3n-
pOBanu UCNONb30BaHNE TBOPYECKOTrO UH-
CTpyMeHTapus B pelleHnmn b1u3Hec-3a1ay B
cBoux nybnukaumsax Pogykep MapTuH, aekaH
LIKONbl MeHea»kMeHTa PoTMaHa B TOpoHTO®®
1 Tum bpayH, reHepanbHbIN AUPEKTOP KOM-
naHun IDEO*,

Aun3anH-mbluneHve (designthinking) —
meTop pa3paboTku naen NpoayKToB, Ha-
npaBfeHHbIX Ha pelleHne npobnem no-
TeHUManbHbIX KIIMEHTOB, rMaBHOM 3agayen
KOTOPOro ABNAETCA «BbIXOA» 32 npeaesbl
cTepeoTunos (thinkoutsidebox), Tem cambim,
romoras COBMECTHO C MOTPeObUTENAMN CO3-
JaBaTb LIeHHOCTb.

[dv3anH-mbllWwNeHne B COBPEMEHHbIX
KOMMaHMAX 3aHNMaeT O4HO U3 LieHTpasb-
HbIX MeCT KaK B GU3Hec-cTpaTeruu, onepa-
LIMOHHBIX NpoLeccax, Tak 1 B MapKETUHIO-
BOW CTPATErMN 1 peLLeHN MAaPKETUHIOBbIX
3afay, a He TO/IbKO B Au3alriHe NMPOoAYyKTa,
onpegensasa KOHKYpPeHTHOe MPeuMyLLEeCTBO.
B chepe cozpaHusa HoBoro npogykra (yc-
Nyru) UM HoBoW Br3Hec-Modenu gu3anH-
MblLUIEHE CNOCOOHO BbINTK 3a pamMKu
MOHUMAaHWA TOrO, «Yero» XOTAT KINEHTbI 1
BbIABUTb NEPBOMPUYLHY, TO €CTb «MoYemMy»
OHW 3TOrO XOTAT, MOCPEACTBOM, Hanpumep,
«CNeXKM» 3a MoKynaTenamMn C Lenbio Bbl-
ACHEHUA NX NCTUHHbIX MOTUBOB MPUHATUA

%2015 dmi:Design Value Index Results and Commentary. URL: https://
www.dmi.org/page/2015DVIandOTW.

37 (CaiimoH . Hayku 06 nckycctenHom / I. CaitMoH ; nepeBog ¢ aHrmii-
ckoro J.J1. Hannenbbayma. 2-e u3g. Mocksa : Egutopuan YPCC, 2004.
144 c.

38 BpayH T. [lu3aiiH-MblLunenue: oT pa3paboTKu HOBbIX NPOAYKTOB A0
NpoeKTUpoBaHuA busHec-mogeneii / T. bpayH ; nepeBog ¢ aHrmiickoro
B. Xo3uHckoro. Mocksa : MakH, WBaos u Qepbep, 2012. 256 ¢.

»  Bower, M., Garda R.A. The role of marketing in management // The
McKinsey Quarterly.1985. Vol. 3. P. 34—46.
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pelleHunii, 6ecnokoncTBa, NCNosb30BaHNA
NPoAYyKTOB, MOMCKa BNeYyaTneHnn u ap.,
UTO NO3BONNT pa3paboTaTb OyayLWNIA «NYyTb
KnueHTa»*. /N Takoe mbllLsieHVe JOKHO
NMPOHU3bIBaTb BCIO MPOEKTHYIO KOMaHAY.
Tak, Mo pelweHnNto ToN-MeHegXMeHTa
Deutsche Bank Bce cOTpyaHUKN [OMKHbI
NCNonb30BaTb Te e NPOAYKTbI, UTO U KX
KIMEHTbI, C Lenblo GopMrpoBaHus bonee
rnyObuHHOrO NpeacTaBieHnA U UHTepnpe-
TaLUMK Nonb3oBaTeNbCKoro onbita. CeroaHsa
613HeC-LLIKOJIbl HOBOTO MOKONEHNsA 06yyatoT
CBOUX CJlyLIaTenen 1 CTyQeHTOB An3anHep-
CKOMY MbILLJIEHMIO, OCO3HaBas, YTO TaKkue
KOMMEeTEeHLMM CMOCOOHbI MPVIBHECTU HOBbIE
BO3MOHOCTV KOMMAHWAM.

3AKJIIOYEHUE
OnucaHHble MOAenn U NoAXopAbl
K YNpaBneHnto cCo3aHnem HOBOMO NPOoAYK-
Ta MO3BOMAT PACIMPUTb NpefCTaBleHne
0 LUEHHOCTHOM MPeANOoXeHN, Kak Ccro-

“ Kilian, J., Sarrazin H., Yeon H. Building a design-driven culture //

McKinsey Insight. 2015. 01 September.

CMNCOK JINTEPATYPbI

cobe 3pPeKTUBHOrO peLleHna HacyLHOM
npo6nembl NoTpebuTena, UTo ABNAETCA
3a10rom ycnewHoro ctaprana. MNpunaran
3HaunTesNIbHble YCUNUA B U3yUYeHne UCTUH-
HbIX MPWYNH MOTMBOB MOBEAEHNA MoTpe-
6uTenen, pa3paboTuMK NHHOBALMOHHbIX
NPOAYKTOB 6yAyT UMeTb BO3MOXHOCTb
CPOKyCMpoBaTb BHUMaHVE Ha LLEHHOCTHbIX
YCTaHOBKaXx L|efIeBOro CerMeHTa, NnoHuma-
HUEe KOTOPbIX AOJIKHO JieXKaTb B OCHOBE
onvcaHus Npouns LeeBoro NoKynaTtens,
yT06bl CPOPMMPOBATL ANIA HETO BbIroAHOE
npeanoxeHue. BoBneyeHne Knwo4eBoro
noTpebuTens B NpoLecc KOMMYHVKaUWi 1
B3aVMOENCTBUA, NPeaoCTaBNAa emMy BO3-
MOHOCTb YYacTuA B CO34aHMM MPoayKTa
(ero anpobauuu) n nonyyeHna obpaTHOW
CBA3Y, SMOLMIOHANIbHOE BOBJIEYEHUE Mo-
3BOSIAT KOMMAHWMN-MHHOBATOPY MONYyYnTb
He TONbKO HOBble 3HaHWA ANA reHepauumn
OGU3HEeC-Nae, HO U CHU3UTb PUCKK Heyaad
CcTapTana BC/ie4CTBME HECOOTBETCTBMA
3anpocam 1 enaHusam noTpebuTtenen, co-
KpaTuTb BpPeMs BbiBeleHUs MPOoAyKTa Ha
PbIHOK 1 €ro NPUHATKA.

1.

Anbgapec C. Kak co3gatb npogykT, koTopblil KynAT: meTog Lean Customer Development : nepeBop ¢ aHrnmiicko-
ro/ C. AnbBapec. MockBa : AnbnuHa Mabnuwep, 2016. 248 c.

bnank C. YeTbipe wara k o3apenuto : nepeBop ¢ anrmiickoro / C. bnank. MockBa : Anbnuna Mabnuwep, 2014.
368 C.

bpayH T. [ln3aiin-mbiwnexue: oT pa3paboTkn HOBbIX NPOAYKTOB A0 NPOEKTUPOBaHNA BusHec-mopenein /
T. bpayH ; nepeBog ¢ aHruiickoro B. Xo3uHckoro. Mocksa : MaHH, BaHoB u Oepbep, 2012. 256 ¢.
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Annotation. The article substantiates the assertion about the predominant role of
studying consumers' value orientations in the creation of innovative products. Itis shown that
MVP (Minimum Viable Product), which corresponds to the target audience's perceptions of
benefits and their expectations, is an effective market testing tool and a source of information
about consumer preferences. Attention is paid to the concepts of «lean startup» and «lean
consumer development» from the point of view of assessing opportunities to reduce risks
associated with cost and time overruns in developing and bringing to market an innovative
product. In order to expand the boundaries of research attention, the authors made an
attempt to logically combine F. Kotler's models of buying behavior and A. Osterwalder's
value proposition development. An overview of some of the methods and tools of innovative
product development that contribute to the value proposition is presented.
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