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AHHOTauMs. B crarbe paccMaTpuBaeTCs IOHATHE KOMMEPUHUAIN3ALUU
WHHOBAIIUW, aHATM3UPYIOTCS (PAKTOPHI, BIHSIONIME HA YCIEUTHOCTh BBIBEICHHUS
HOBBIX TPOJAYKTOB M YCIyr Ha pBIHOK. IIpeactaBieH 0030p akTyaJbHBIX
WHCTPYMEHTOB, MPAKTHYECKOE MPUMEHEHUE KOTOPBIX IOMOraeT peuaTh 3a1adu
WHHOBAallMOHHOTO  MEHEMKMEHTa. [IpoBeIeHHOE  HMCCIEIOBAHUE  IOKAa3bIBACT
BOXHOCTh  PBIHOYHOMW  OpPHUEHTAIIMM  WHHOBAIMOHHBIX  MPOIECCOB  (UPMBHI,
11eJ1eCO000pa3HOCTh MPUMEHEHUS METOJIOB BOBJICUCHHS MTOTPEOUTENICH K COBMECTHOM
pa3paboTKe U TECTUPOBAHUIO HOBBIX MPOIYKTOB.
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Annotation. The article deals with the concept of commercialization of
innovations, analyzes the factors affecting the success of the introduction of new
products and services to the market. Presents an overview of the most important tools

that, when applied in practice, help to solve problems of innovation management. The



study shows the importance of market orientation of innovative processes of the
company. It makes sense to apply methods of involving consumers in the joint
development and testing of new products.

Keywords: innovation, commercialization of innovations, innovation

management, innovation process of processes.

MoTtuBallMi WHHOBALIMOHHOM AesTeNbHOCTH (UPMBI pa3nudyHbl. OHH MOTYT
ObITb  OmpeneseHbl OCOOCHHOCTSIMU  KOPIOPATUBHBIX  CTPATErwii, BBI3BAHBI
3aKOHOMEPHOCTSIMH M3MEHEHHS «LEMOYKH co3aaHus croumoctu» no M. Iloptepy u
Jake HMMETb HEphIHOYHBIN xapaktep. Ilpu sToM pa3paboTka u peanu3arus
WHHOBAIIM BCETJa HaAMpaBJIeHbl Ha W3BIEYCHHE BBITOJBL. KoMmMeprmanu3amms
WHHOBAIIMOHHOTO TPOAYKTa — 3TO YCTOSBIIMHCS TEPMHH, XapaKTEPU3YIOIIH
Mpolecchl MpeoOpa3oBaHUsl WHHOBAIMOHHBIX TEXHOJOTMH B PHIHOYHBIA TOBap C
LEJIbI0 U3BJICUECHUS TPUOBLITH.

B OonbmmHCTBE MOJeae MHHOBALMOHHBIX MPOIECCOB KOMMEPIHATIN3AIIHS
WHHOBAIIMM CBsI3aHa C BBIBEJICHMEM HOBOTO TOBapa Ha PBIHOK, C Mpojaxamu. B
MOJIETISIX TPEThEero IMOKOJEHHWS U BbIIIE, corjacHo kiaccudukanuu P.Pocseinna,
oco0oe 3HAYeHWE YJEIeHO OOpaTHbIM CBA3SIM BHEIIHEW cpeabl U (UpPMBI-
npoayuenta. Hampumep, B LenHOW MoneNIW MHHOBALMOHHOIO mnpouecca KraliHa-
Pozenbepra oOpaTHas cBsi3b B BUE WHOOPMAITMOHHOTO TOTOKA CO CTOPOHBI PHIHKA
OKa3bIBaeT BO3/CUCTBHE HA BCE 3BEHBS IEMH, HAUMHAS C TPEIBAPUTEIHLHON OIEHKU
MOTEHITMAIa UHHOBAIIMH, POEKTUPOBAHUS M UCIIBITAaHUS, 3aKaHYMBAsI OpraHU3aIfe
MPOU3BOICTBA U COBITA.

Ha ycmemHocTs KOMMEpUHAIW3AIMN BIUAET CBA3b HHHOBAIMOHHOTO
mpouecca ¢ pbhIHKOM, €ro THMOKOCTh M UYYBCTBUTEJIBHOCTh IO OTHOIICHHIO K
M3MEHEHHUIO MOTPEeOHOCTEN 1 KOHBIOHKTYPHI PHIHKA.

B moaensx tuna «Boponka» Yunpaitita-Knapka, I'.Yecopo u monenu P.Kynepa
«Stage-Gate Model» akmeHT caenan Ha oTOOp ¥ peoOpa3zoBaHUE UICH B KOHEUHBIH
npoAykT. UeM TiiarenpHee OyneT caenaH OTOOp, TEM BHIIIE BHITOAa OT peasld3aliu

HMHHOBAIITMOHHOI'O TOBAapa.



Crumynupytomass (QyHKIHMS WHHOBAIMM BBIMOJIHSICTCS HMMEHHO TIpU HX
YCIICIIHOM KOMMEpPLUAIU3alMU. SIBISSACH pE3yJbTATUBHOW I10 OTHOLICHHUIO K
KU3HEHHOMY LMKIYy, OHa BO MHOIOM OIpEAEISIET BpEMS M pa3Mep BO3BpaTa
Kanurtaia, (Gopmupyer npuObUIL WM YOBITOK (QupMbl. PaccMoTpum pasimuuHble
MOJENN W HHCTPYMEHTBI, KOTOpPBIE IOMOTAIOT PEIICHUIO TOCTABJICHHOW 3aJa4yu
MHHOBAIlMOHHOTO MEHEI)KMEHTA.

NHCTpYMEHT «MHHOBAallMOHHAs ApEHa» IO3BOJSET ONPEIEIUTh HaIpaBICHUS
Pa3BUTHS MPOJIYKTA U TEXHOJOTHM, MAaCIITa0bl UCCIECOBAaHUH, a TaKKE TEKYIIYIO U
nesneByro nosunuio Gupmel. Tepmun npemioxken P. Kynepom B padote «Ilobena mpu
MOMOIIM HOBBIX MPOAYKTOB» 1993roma'. CornacHo aBTOPCKOM HMHTEPHpETAIHH,
MHHOBAIIMOHHYIO apEHY MOYKHO ONPEAEIHNTh TPEXMEPHONW MOJENBIO, pacIojaaracMoi
B OCIX «TE€XHOJIOTMU-NIOTPEOUTENbCKUE TPYHIBI-NPUIOKEHUS». AHAIA3 3TUX
(aKTOpOB MO3BOJISIET ONTUMHU3UPOBATh UX KOMOMHAIIMIO, & TAKXKE BU3yaJIU3UPOBAThH
IJIOCKOCTh MMEIOLIUXCSI KOPIIOPAaTUBHBIX BO3MOYKHOCTEW. IHCTpPYMEHT NPUMEHSIOT
I TUTHAMHYECKOT0 MOJISIMpOBaHUs On3Heca.

«Cxema AOens» — aHAIOTUYHBIM HMHCTpyMEeHT JI. AOens, SBUBHIUKCS
pesynbratoM pasutus wuued WM. Ancodda o HE0OXOAMMOCTH OITHOBPEMEHHOM
OpUEHTalMK OM3Heca Ha MPOAYKT U PHIHOK. ABTOP BBOJUT B MOJIEJIb TPETUH IJIEMEHT
— TexHoJoruw. B cooTBeTcTBUU CcO cxemoil AOens, mpeACTaBIsionel KyOuuecKyto
MOJIETIb «TE€XHOJIOTUUM — CErMEHThl pBhIHKA — XapaKTEepUCTUKAa MOTpPeOHOCTEN,
BO3MOXKHO ()OPMHPOBAHHUE BApPUAHTOB PA3BUTHUS U HCIOJIb30BAHUS MHHOBAIIMOHHBIX
npoaykroB. KomMmeprmanuzamus ”HHOBaMKU OyA€T YCHEIIHONW B TOM cllydae, e€Ciu
COBIIAAYT BO3MOXHOCTH IIPOJABLIOB W OXUJAHWUS NOKynarened. JlaHHBIN
MHCTPYMEHT IO3BOJISIET JOCTUYb TAKOTO COBIIAJICHHS, OTBEYAS HA BOIPOCHL: «UYTO?»,
«KTO?», «KaK?».

Hemenkuui yuensiii [l. IllHaitmep ormMedaeTr, 4TO NMPUMEHEHUE OIUCAHHOTO
MHCTPYMEHTA MOKET MPUBECTU K 3HAYUTEIHHOMY HM3MEHEHUIO MPOAYKTA, a TAKXKe
BO3HUKHOBEHHUIO HOBBIX CTPATETMUECKUX IMOJIEH WIH cep AATeTbHOCTH (PUPMBI.

HpI/I O9TOM OH TOBOpPUT O MCTOHHHCCKOﬁ CIO0KHOCTH MHCTPYMCHTA B ILJIAHC

! Cooper R. Winning at new products: Accelerating the process from idea to launch. 3°¢ ed.— Perseus Publishing, 2001.
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BOCHPUATHS W IPAKTUYECKOrO MCIIOJIb30BaHUsA. boisiee mpocToN anbTepHATUBOU
MOTYT OBITh MOP(OJIOTHUECKIE MATPHUIIbI, COCTaBIIeHHbIE IO MeToay . [IBuKKwH.

MHOKECTBO HHCTPYMEHTOB, TMOBBIMAIONINX YCIEX KOMMEPIHAIN3AINN
WHHOBAIlMW, pa3pabOoTaHO B paMKax IMOAXOJa BOBJIEYEHUS CTEUKXOJJIEPOB B
MHHOBAIIMOHHBIE TIPOIIECCHI.

[Ipaxaman K. m PamacBamm B. npemnarator tepmun DART, sBusromumiics
abbpeBuarypoii ot: dialogue, access, risk assessment, transparency (auaaor, I0CTyTI,
OlIEHKa pHCKa W Npo3pauHocTh uHpopMmaumu)’. Mges COBMECTHOIO CO3JaHUS
IIEHHOCTH dYepe3 IUajor W aKTUBHOE BOBJICUCHHWE CTOPOH TO3BOJIET CyOBEKTam
WHHOBAIIMOHHOW JEATEIHHOCTH OIICHUTh PUCKU M BBITOJBI WCIOJIB30BAHUS HOBBIX
TEXHOJIOTHI M MPOIyKTOB. BaykHEHIITM MPEUMYIIIECTBOM CTAHOBUTCS BHICTpPAaUBAHUE
JIOBEPUTEIILHBIX OTHOIICHUA MEKTy KOMIIAaHUEH, €€ MapTHEpaMu U TTOTPEOUTEIISIMH.

Ha mpaktuke pacnpocTpaHeHbl HHCTPYMEHTHI CO3[aHMs [IEHHOCTH COBMECTHO
c morpebutensiMu. Pa3nmuuaioT ypoOBHM ¥ KaHAJbl BOBJICUEHHUS TOTpEOUTEINS.
Hampumep, BoBiedeHWe  d4epe3  caMOOOCIy)XKMBaHWE, Yepe3  MEXaHHU3MBI
MPOJBMKCHHUSI, Yepe3 KOHCTPYHPOBAHHUE BHEUTHEH Cpelbl M HETOCPEICTBEHHO Yepes
MpoIiecc pa3paboTKu NHHOBAITMOHHOTO TOBApA.

Martpuiia BoBjieueHHs OTpeOUTENEH B IPOIIECCHl Pa3paOOTKU U MOTPEOICHHS
WHHOBAIIMOHHOTO TNPEJICTaBJICHa HA PUCYHKE 1*

[Torpeburensckuil kpayacopcur (crowdsourcing) u COTBOpPYECTBO (Co-
creation) IIMPOKO HWCIONB3YIOTCS B KA4eCTBE WHCTPYMEHTa TIIOMCKa UJCH,
dbopMHUpOBaHUS TPUBEPKEHHOCTH ¥ CHUIKEHUS KOMMEPUYECKHX PHCKOB Uepes
BOBJICUCHHUE MOTpPeOUTENEH B TIPOIIECCHI CO3/IaHUS U TECTUPOBAHMSI MHHOBAITMOHHBIX

POTYKTOB.

2 Tlpaxanan K., Pamacsamu B. Byaymee konkypeniuu. Co3naHue yHHKAIbHOI IEHHOCTH BMECTE C TIOTpeGuTENeM.
— M.: Oaumn-busnec, 2006.
3 Christopher M., Payne A., Ballantyne D. Relationship Marketing: Creating Stakeholder Value, 2002.
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MecTo co3aaHuA IEHHOCTH

Pazpabotka [Torpebnenue
MHHOBALIMOHHOT'O WHHOBALIMOHHOT'O
TOBapa TOBapa
O
-
.. (0]
% = % 2 CoBMmecTHOE
ExT g o CO3JIaHUE [ICHHOCTHU
S E g B Kacromu3zanus
= 23 E 5 B IIpolecce
o O
= 5% =3 noTpedeHus
) = Q
= (=¥
-5 =
=
8
(=}
2
= ..
= ] 8 [0
= ®EE =
Efax
= S E 2 CosmecTHOE CepsucHsle
O
= Q %‘ = MIPOU3BOJICTBO MHHOBAIIUHA
o
Z 5 52
=R

Puc. 1 — Mampuua eéoe1euenus nompedumeneil 6 npoyeccol papadomxu
U nompeodieHus UHHOBAUWUOHHO20 Mo8apa

Boneuenne  morpeOutenss Ha  JTane  PHIHOYHOTO  TECTUPOBAHMS
MHHOBAIMOHHBIX MPOAYKTOB C II€JIbI0 cOOpa JaHHBIX M OLEHKH LEJIECO00pa3HOCTH
Pa3BUTHS T€X WJIM MUHBIX CBOMCTB HOBOTO MPOAYKTA/ YCIYTU MOKET MPOBOJUTHCS C
MOMOUIBI0 MHCTPYMEHTOB Mojenu Freemium. Mojenb BO3HHMKIA B HHIYCTPHUH
KOMITBIOTEPHBIX MPWIOKEHUN U CEPBUCOB, OJIHAKO CETOJIHS HAXOAUT IMIPUMEHEHUE U
B apyrux ortpaciuax. IlIupokui CHeKTp BO3MOKHEM OLEHKM NOTEHIMAala
KOMMEpLHATU3allid WHHOBAIIMM JAeT KOHLeNnuus MUHHUMaIbHO-IEIeco00pa3Horo
(ku3HecnocoOHoro) mnpoaykra (Minimum Viable Product). HoBwiii mpoaykt
mpenjaraeTcsi pbIHKY C MHHUMaJbHbIM HabopoMm ¢yHkuuii. IlorpeOutens
CaMOCTOSTENIbHO (QOPMYIUPYET MPEMJIOKEHHS MO Pa3BUTHIO KIIOYEBOM IEHHOCTH
TOBapa, BBHICKA3bIBAET MPOAYLEHTY CBOM MOXKEJaHWUd W onaceHus. JlaHHbI moaxon
SIBJISICTCS 4acThiO On3Hec-koHIenmu «bepexubiid craptam» (Lean Startup)

O. Puc npeanpuHsul NONBITKY OOBEAUHEHUS MPUHIIMIIOB U HHCTPYMEHTOB



TaKUX TOMYJSIPHBIX KOHIENINN Kak OepexmBoe mpousBoictBo (Lean Production),
BOBJICUCHUE KJIMEHTOB H THOKas wMetomoyiorusi pa3padoTku (Agile software
development). CdopmynupoBanubiii Meton Lean Startup mnpumeHsieTcs s
OBICTPOTO TECTHPOBAHUS HAEH M BbeIOOpa OusHec-mozenu’. HMHTerpupoBaHHOE
pelIeHre MO3BOJSET KOMIIAHUSIM MPOEKTHUPOBATh HOBBIE MPOAYKTHI U YCIYTH,
KOTOpble OBl COOTBETCTBOBAIM OXHUAAHUSAM M TOTPEOHOCTSIM KJIMEHTOB 0e€3
HEO0OXO0UMOCTU OOJBIIOro 00BEMa MEPBUYHOTO (PUHAHCUPOBAHMS WM 3aTPATHBIX
POYKTOBBIX 3aITyCKOB.

Takum  oOpazomM, MBI  paccCMOTpENIM  BO3MOXKHOCTH  TIOBBIIICHUS
pe3yJIbTaTUBHOCTH KOMMEpLUAIN3aui WHHOBaIMi. OHM OTBEYalOT aKTyaJbHBIM
3ampocaM MHHOBAlIMOHHOTO MEHEKMEHTA, TaK KaK Pa3BUBAIOTCS B COOTBETCTBHE C
yIpaBIECHYECKUMH U PHIHOYHBIMH 3aripocaMu B cepe nHHoBauui. C HaCTyIJICHUEM
Spbl aKTUBHOTO MOTPEOUTENSI COBEPIIECHCTBYIOTCS HMHCTPYMEHTBI CO-TBOpPYECTBA U
B3auMoOIecTBUS. JOCTYyTHOCTh HAYYHOW M KOHBIOHKTYPHOU MH(OpPMAIIUH, PA3BUTHE
KOMMYHUKAITMOHHBIX CEPBHUCOB, TOPTOBBIX IUIONMIAIOK U OSKCHEPTHBIX CHCTEM
ONPENENSIOT HOBBIM TUIN MOBEICHUS CTEUKXOJIAEPOB. YUEHBIE OIMUCHIBAIOT HOBBIC
MOJICI WHHOBAIIMOHHBIX TIpoIleccax, HACTOMYMBO OTMEYas, YTO PHIHOYHO-
OpUEHTHPOBaHHAsl OM3HEC-KOHLEMIINS, MMO3BOJISIONIAs YIPABISIThH PUCKAMU Ha BCEX

9Tallax Co3JaHuAa PIHHOB&LII/IIZ, CTAaHOBHUTCA 3aJI0I'OM YCIICITHBIX BHeﬂpeHHﬁ.
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