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AHHOTauMsl. MHOTrME KOMIIAHMM TMPU 3allyCKEe WHHOBAIMOHHBIX MPOAYKTOB
CTAJIKUBAIOTCS € mpobiieMamu (HOPMHUPOBAHUS CIpPOCa, UYTO OOYyCIaBIUBaETCA
HEJIOCTAaTKOM pal0OThl MO H3YYECHUIO MOTPEOUTEIHCKUX MNPEANOYTEHUN emé [0
HETOCPEJICTBEHHOTO BBIITYCKa MPOYKTa Ha PhIHOK. /{7151 pelienue nmogoOHbIX MpodiemM
CYILIECTBYET MHOKECTBO MHCTPYMEHTOB Ha KaXK10M CTauu BbITyCcKa mpoaykra. Huke
s XO4Yy PacCMOTPETh 0a3MCHBIC BEIIU MPOTYKTOBOTO MEHEIKMEHTA, HEOOXOIUMbIC
st hopmupoBanus Harbosee 3pGHEeKTUBHOM CTpaTeTuy BHEAPEHUSI MHHOBAIIMOHHBIX
MPOAYKTOB.

KiwuyeBble c¢jioBa: MEHEIXKMEHT TMPOAYKTa, BBIBOJI WHHOBAIIMOHHOTO

MPOJTYKTA.

The basis of innovative product launch strategy

Aleksa S.V., assistant, Financial University under the Government of the Russian

Federation, Moscow, Russia

Annotation. Many companies when launching innovative products face the
problems of demand formation, which is caused by the lack of work on the study of
consumer preferences even before the direct release of the product to the market. To
solve such problems, there are many tools at each stage of the product release. Below
| want to consider the basic things of product management, necessary for the formation
of the most effective strategy for the introduction of innovative products.

Keywords: management of the product, innovative product launch.



MeHepKMEHT MPOAYKTa HAUMHAETCS ¢ TOTO, 9YTO HEOOXO0IUMO:

— JyMaTh O KJIIMEHTAaxX U UX Impodiemax;

— (opmyIUpOBaTh TUIIOTE3bI O HUX;

— pa3roBapuBaTh C KIMEHTAMU U 3a7aBaTh MPABUIbHBIEC BOIIPOCHL.

OTU TPU COCTOSIHUSI TOJKHBI IOMOYb MOHSTh, 1JI1 KOTO KOMIaHUs JIeJaeT CBOU
NPOJYKT, KaKhe MpPOOJIEMbl KJIMEHTOB OHA MOXXET PEHINTh M KaKylo IEHHOCTh JJIs
KJINEHTOB TIPUHECTH.

Pazbepem moapodHEe Kaxayt0 COCTABIISIONIYIO.

C TouKkH 3peHHs NPOJYKTOBOTO MEHEIKMEHTA, KOMIIAaHUS JOJDKHA AymaTh O
CBOMX KJIMEHTaX, HO HE B pa3pe3e aHaIM3UPOBaTh MX COCTOSHUE, a B KOHTEKCTE
rJIyOOKO MOHUMAaHUS UCTUHHBIX IPUYUH MOKYIIKU MPEJIaraéMbIX TOBAPOB WIIH YCIIYT.
JInst 3TOro CymecTBYeT SMIMaTHsi — 3TO OCO3HAHHOE COIEPEKUBAHUE TEKYIIEMY
AMOIMOHAJILHOMY COCTOSIHUIO JIPYTOTro uYejoBeKa 0e3 MOTepU OILIYIICHUS BHEUIHETO
MIPOUCXOKICHHS 3TOTO NIEPEKUBAHMSL.

Komnanusg pomkHa TMOHUMATh T[IOBEACHUE, YYBCTBA M OMOIUU CBOUX
M0JIb30BATENEH, 1 0CO3HABATH UX MPUYUHBI.

CymecTByeT J1Ba TUIA YMIATHHU:

1) OmornmonanpHas — CIOCOOHOCTh MOHUMATh SMOLIMK YeJI0OBEeKa U OyKBaJIbHO
UCIIBITHIBATh UX Ha cebe.

2) KorHutuBHass — CIOCOOHOCTh CMOTPETh Ha MHUpP C TMO3HMIUU JIPYTOro
YeJioBeKa, T.€. MOHUMATh €ro 4YyBCTBA, MBICIH, MPUYMHBI TMOBEACHUS U T.JO. C
pAILMOHAIILHOW TOYKH 3PECHUS.

Jns 2¢ddEeKTUBHOTO TPOJBHXKEHUST HWHHOBAITMOHHOTO TIPOJIYKTa BakHA
KOTHUTHUBHAsA »Mmatus. KoMnaHuu JOJDKHBI YYUTHCS MOHUMAaTh COCTOSIHUE CBOUX
M0JIb30BaTENICH U MPUYUHBI TAKOTO COCTOSTHUS. YMETh CTaBUTh Ce0s1 HA X MECTO, HO
HE NMPUMEIINBATH K 3TOMY dMOIIUU, YTOOBI HE TEPATH CBS3U C PEATHHOCTHIO.

OMnaTus SBISETCS BOKHEHIIEH KOMIETEHUHUEN ISl COTPYJIHUKOB KOMITaHHH,
KOTOPBIE ONPENCIISIIOT CTPATETHMI0 MNPOJABMXKEHUS MPOAYKTa, ISl TEX, KTO

HCHIOCPCACTBCHHO CaM CO31acT IPOAYKT M, KOHCHHO JKC, AJIA CTPATCIHYCCKOIO



MeHeKMeHTa. O pa3BUTHH SMIIATUN HAMMCAHO MHOKECTBO CTaTEeH, OIHAKO, OJHOM U3
HanOoJiee EMKOM U MOJIE3HOM ¢ MOEH TOUKM 3peHus sBseTcs kHura apropa Muau Sur
«Practical Empathy: For Collaboration and Creativity in Your Work», uznannas B
2015 rogy.t

Komnanmm it TiayOOKOTO TOHUMAHHS CBOMX KIUCHTOB TIOJB3YIOTCS
pa3IMYHBIMH WHCTPYMEHTaMH W (QpEeMBOpPKaMH, HO HaWOOJBIIYIO TOIMYJISIPHOCTD

nonyunia Kapra Omnartun, chopmynuposannas JeiiBom ['peem:

Empathy Map Canvas

WHO are we empathizing with? GOAL What do they need to DO?

What do they THINK and FEEL?
PAINS GAINS

What do they SEE?

What do they SAY?

~ What do they DO? ~
vieal da thoy da loday

Puc. 1 — Kapma smnamuu
HeckosbKo BaXKHBIX KOMMEHTAPHUEB OTHOCHUTENILHO MCIIOJIb30BAHUS KapThI:

— KapTa 3amoJIHIEeTCS JUIsl KOHKPETHOM TPYIIIBI MOJIh30BaTeIeH IPU PEIICHUN
KOHKPETHOM 3a/1auu, a He cpa3y ISl BCEX BO3MOXKHBIX MOJIb30BaTENCH;

—  3aIO0JHSATH KapTYy JIy4llle BCETO B YKa3aHHOU aBTOPOM MOCJIEI0BATEIHLHOCTH.
OTO MO3BOJMUT OT LIENIed W 3a4ad MOJIb30BaTeNsl 4epe3 MOHMMAaHHE KOHTEKCTa U
noBesieHus (010K 3-6) MEpEerTH K KIIFOUEBBIM OJIOKaM, T.€. K TpobJieMaM U BbIrOJam

IIOJIB30BAaTCJIA,

! Indi Young «Practical Empathy: For Collaboration and Creativity in Your Work», Paperback — January 16, 2015
2 David Gray «Updated Empathy Map Canvasy, ucrounux: https://medium.com/the-xplane-collection/updated-empathy-
map-canvas-46df22df3c8a, mara obpamienus: 20.05.2019



https://medium.com/the-xplane-collection/updated-empathy-map-canvas-46df22df3c8a
https://medium.com/the-xplane-collection/updated-empathy-map-canvas-46df22df3c8a

— o00s3aTenbHO cHayvaja 3anoiHsoTes O6moku 1 u 2. Benp nenu onpenensior
NOBEJICHUE YeloBeKa. B 3THX 0JI0Kax MPUCYTCTBYET BeChMa MOJIC3HAsE OTChUIKA K CIIE
OJIHOMY HHCTPYMEHTY IPOAYKTOBOro MeHemkMeHTa - "What jobs do they want or need

to get done?", To ecth Jobs-to-be-Done.

8 N
Jobs to be Done Breakdown

Related Jobs
to be Done

Emotional
Aspects

Main Job
to be Done

Functional Emotional
Aspects Aspects
Personal Soctal Personal Social
Dimension Dimension Dimension Dimension

\. Y,

Functional
Aspeacts

Puc. 2 — cmpyxkmypa Jobs-To-Be-Done

— Bce OJIOKM Ha KapTe B3aMMOCBSI3aHbI, T.€. MH(OpMaIMs U3 OJHOTrO OJIOKa
TOJDKHA HAXOIUTh OTpakeHWUE B ApyroM. Hampumep, eciim monp30BaTelh YTO-TO
CJBIIITUT (KOHTEKCT), 3TO JOJKHO OTPaKaThCsl HA TOM, YTO OH TOBOPUT WJIH J€JIaeT WU
nymaet. Eciiin KoMITaHus He MOXKET HalTH TIOITBEPKACHUS, TO 3TO CUTHAII K TOMY, YTO
ATO YTBEPKJICHHE HE HY)KHO T0OABIIATh HAa KapTy.

— dYeM mojApoOHEe BbI 3aAIOJIHICTCS KapTa, TEM JIydllie. DTO MO3BOJIUT IIHUPE
B3TJITHYTh HAa KJIIMEHTOB. Ho He cToWMT mepeycepACTBOBaTh, HE HY)KHO IMHUCATh, UTO
MOJIB30BATENh BUAMT CTOJ, CTYJI ¥ JINCTHI HAa CTOJIE, €CITU AT MPEAMETHI HE OTHOCITCS
K perraeMoi 1mojp30BaTesieM 3a1a4e 1 He BIUSET Ha ero MoBeJICHUE.

J171s1 9ero MOXKHO HMCIIOIh30BaTh KapTy dMIATHH:

— Ha TIOBEJICHHE JIIOJICH, Ha WX ONTYIIEHUS U PEAKITUIO TIPU B3aUMOJCHCTBUU C
MPOYKTOM CHJIBHO BIMsSIET KOHTEKCT. Kapra momoraer mo0aBUTh KOHTEKCTa K
MMOHUMAHUIO TIEJICBOM ayIUTOPHH TPU PEIICHUN KOHKPETHOH 3a7a4M 3a CUET OJIOKOB
(See, Hear, Say);

— TOATOTOBUTHCS K HHTEPBBIO: BBIJCIUTH TUIIOTE3bI O KOHTEKCTE, TOBEACHHUH
U 1eNAX. T.€. 0aHaJIbHO HE 3a0BITh O TOM, YTO HAJ0 Y3HATh O T0JIb30BaTeIIC;

— CHUHXPOHU3HWPOBATBCS C  JAPYTMMH  3aMHTEPECOBAHHBIMU  JIMIIAMH

OTHOCHTCJIBHO I'PYIIIIbI HOHBSOBaTeHeﬁ;



— ©eCIM HET BO3MOXKHOCTH Cpa3y JK€ IMOTOBOPHUTH C IMOJIH30BATEISIMHU, TO
3a(UKCHPOBATh CBOW «TAJUTIOIMHAIIMKN» OTHOCUTENBHO IIeNieBOM aynutopuu. U
IPOBEPUTH WX HA HEMPOTUBOPEUNBOCTD;

— COBMECTUTDH B OJTHOM MecTe (CBECTU K €IMHOMY INPEJCTABICHUIO) TaHHbIE,
MOJTYYCHHBIC TTOCJIE CEPUU HHTEPBBIO.

Kpome ymeHust ctaButh ce0s Ha MECTO IMOJIb30BaTENsl, HAM HEOOXOIUMO YMETh
4eTKO (POPMYIUPOBATH TUIIOTE3bI O MOJI30BATEISIX.

CymiecTByeT MHOTO pa3JIMYHBIX CIOCOOOB [IJIi ONMWCAHUSA THIIOTE3 O
noyib3oBaTessix. Hampumep, co3maHue TEepcoH (MPOTO-NEPCOH) WM JeTallbHas
npopabotka Jobs-to-be-Done. Dt  WHCTpyMEHTHI BechbMa TOMYJSPHBI |
WCITOJIB3YIOTCS. BO MHOTHX KOMITAHHSX, HO B TOXE BpeMs TpeOyIOT HaBHIKOB
MCIIOJIb30BaHUs, TIIyOOKOTO TIOTPY>KEHUS B TeMy. B IpoTUBHOM cilydae, OHU MOTYT U
HaBPEIUTh WX BBl TIPUHECTH PAa30YapOBaHUEC B WX WCITOJIB30BAHWH, TaK Kak OyjaeT
MOTPauYe€HO MHOTO BPEMEHH 0€3 KOHKPETHOM MOJIb3HI.

[ToaTOoMy Haie Bcero nydiiie Ha4MHATH ¢ 0OJiee MPOCTHIX MHCTPYMEHTOB. B
KadeCcTBE TAKOTO TPOCTOTO Crocoba s mpemiararo (Gopmar, ONMMCAHHBIA B KHHTE
cocrosiuusi  «The Customer-Driven Playbook» J[Ixeccuku Puu u Tpesuca
Jloynepmurka.

B rmaBax 5 u 6 ecTb OTJIMYHBIE MPUMEPHI TOrO, KaK MOKHO MOAOWUTH K
(hOpMYJIMPOBAHHUIO THUIIOTE3 O KIMEHTAX W MX MpoOiemMax, 4ToObl B MOCIEIYIOMEM

HavdaTb ITPOBCPATH NOCTABJICHHBIC T'MITIOTC3HI.



Problem Concept Feature

Puc. 3 — cmpykmypa nocmpoenus 2unomes

B kxnwnre IMPHUBCACHO J0CTATOYHO MHOI'O IIPUMCPOB HAIIMCAHUSA THMIIOTC3, BOT

OJWH N3 HUX:

«We believe office administrators working for a small businesses are motivated
to promote their business offerings when creating promotional brochures»*.

Ha camom ACJIE, B (I)OpMYJII/IPOBaHHH IIaHHOﬁ TUIIOTC3bI UCITIOJIB3YCTCA Oa3oBas

dbopmynmpoBka Jobs-to-be-Done:

Job Statement

Verb Object Context
Listen + to music + while out for a run

Puc. 4 — popmynuposxka cunomes
[Tocne mocTpoeHus KapThl SMOATHH U (POPMYITUPOBKU TUIIOTE3 O KIIMEHTAaX, BCE
TUTIOTE3bl HEOOXOIUMO MPOBEPSATH HA MPAKTHUKE.
['mumoTe3sl MOKHO TIPOBEPATH, PeaIN3ys T€ WIH UHbIE (PYHKIIUU B TIPOIYKTE U
aHAJIM3UPYS PEaKIMIO MOJb30BaTEIEH UM MOKHO MPOBOJUTH TNIyOMHHOE UHTEPBBIO,
KOTOPOE HECET B ce0e HEKOTOPHIE CIIOKHOCTH

— BO-TIEPBBIX TAKOE HHTEPBHIO TPEOYET NE€TATHLHOM MOATOTOBKH

3 Travis Lowdermilk, Jessica Rich «The Customer-Driven Playbook Converting Customer Feedback into Successful

Productsy», June 2017, 254 pages.
# Travis Lowdermilk, Jessica Rich «The Customer-Driven Playbook Converting Customer Feedback into Successful

Products», June 2017, 254 pages.



— BO-BTOPBIX HEOOXOUMO UMETh OTIBIT MPOBEICHUS TAKOTO PO/Ia HHTEPBBIO IS
BBIJICJICHHSI KITFOYEBBIX (DAKTOPOB M IOHUMAHUS KIUCHTA.

Jl71st mpoBeieHNsI UHTEPBBIO HEOOXOIMMO COCTaBJICHHUE TJIaHA MUHUMAJIbHBIMU
MIyHKTaMH KOTOPOTO JTOJKHO OBITh CIEAYIOLIEE:

— llenu UHTEPBHIO — UTO KOHKPETHO HEOOXOIUMO MOJTYUYUTh MO UTOTY U KaKue
TUIIOTE3bI TPOBEPUTH.

— be3 yero Hemp3s ylTH ¢ WHTEpBHIO. KitoueBod HabOp BOMPOCOB, Ha
KOTOPBI BBl IPOCTO OOsI3aHBI MOTYYUTh OTBETHL. DTO TIOMOXKET HE TEPITh (POKYC B
paMKax UHTEPBbIO, OCO3HAHHO KEPTBOBATh KAKOW-TO €r0 YacThIO U T.1.

— Crpykrypa unTepBbro. Habop BompocoB, 0ObEIUHEHHBIX B JIOTHYECKYIO
CTpyKTYpy. Huke Mbl paccMOTpUM MOApOOHEE CTPYKTYPY.

— AJIbTEepHAaTUBHBIE BETKA UHTEPBBIO.

— BpeMeHHbIE paMKU UHTEPBBIO.

Jlo HemaBHEro BpeMEHHM Haubosee NOMyJSIpHbIM ObUIO TaK Ha3bIBa€MOE
npobsieMHOe UHTEpBbIO (problem interview). Ero ocHoBHasi 1iefb — BBISIBUTH T€
MPOOJIEMBI, C KOTOPHIMU CTATKHUBAETCS KIIMCHT TIPH PEIICHUH CBOMX 3a/1a4, Y3HATh €ro
OMBIT, KaK OH pellaji WM pPelIaeT 3TH 3a/layu celyac, Kak JOCTUTall CBOMX IIeJIel 10
MPEAIaraeMoro MpoayKTa. BONBIIMHCTBO MPUMEPOB MOJAOOHOTO MHTEPBBIO MOMKHO
Halitu B KkHUre «cocrosHus» (The Mom Test) Po6a ®uunarpuxa®.

Ceituac BCE wyalie MEHEKEPBI MPOAYKTA HCIIONB3YIOT B CBOEH IPAKTHKE
UHCTpYMEHTHI Jobs-t0-be-Done, KOTOpble TO3BOJIAIOT B TOM YHCJE IPOBOJIUTH
MHTEPBbIO, HECKOJIBKO OTIMYAroecs oT npobdieMubix. Huxe npeacrasiena Jobs-to-
be-Done Canvas, npuMeHsiemMast 11 MPOBEACHHUS HHTEPBBIO U IIOMOTAOIIast HarJIsiTHO

IMOHATHL MOTHUBBI YIOBJICTBOPCHHA TON WJIA MHOU HOTpe6HOCTI/I.

> Rob Fitzpatrick, «The Mom Test: How to talk to customers & learn if your business is a good idea when everyone is
lying to you», 1st Edition
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Jobs-To-Be-Done Canvas™

‘swered ¥y Outcorse Otwen irrovation”

Job Executor Core Functional Job-to-be-Done

CONSUMPTION JOBS i 1. DEFINE 4 LOCATE ). FREPARE 4. CONFIRWM
i }

8. EXECUTE 0. MONITOR 1. MOOSFY 0. CONCLUDE

RELATED 2085 | DESIRED OUTTOMES

Ovursarved Table Stakon

EMOTIONAL JOBS

trrelevant Underserved

Puc. 5 - Kanea Jobs-To-Be-Done

[IpencraBiieHHass CTPyKTypa IIOMOTAaeT NIPAaBWIBHO IPOBOAUTH HHTEPBBIO,
OJIHAKO, MHOTHE CTAJIKUBAIOTCS CO MHOTHUMU «IIOPOKAMU» BO BPEMSI HHTEPBbIO:

— 3a7aBaTh TOJBKO 3aKPBITHIE BOIIPOCHL.

Yto Takoe 3aKpbIThIM BOMPOC? DTO BOINPOC, HA KOTOPBIA MOKHO OTBETHUTH
0JTHO3HAYHO, OMHAPHO.

[Touemy 510 mI0X0? 3aKPHITHIN BOMPOC MOAPAa3yMEBAET, YTO Bbl CHOPMUPOBATIU
KaKyl0-TO THUIIOTE3Y, KaKOe-TO YTBEP)KIACHUE U XOTUTE, YTOOBI YEIOBEK MOATBEPIUII
WM ompoBepr Bairy runote3y. Mnu BeiOpan oauH u3 BapuantoB. Hampumep, "Bbi
3aKa3biBacTe eny OHJanH?" K "Bel yalie 3aka3bplBa€Te OHJIANMH ULy WK cymu?"

Hcxons u3 Takux BOIPOCOB BbI HE Y3HAETE MUCTUHHBIC MPEANOYTCHUS Balllei
LeJeBOM ayauTopuu. VMIMEHHO MNO3TOMY KIIOYEBAs 3a/Jadya B pamMKaxX HHTEPBBIO
3a/1aBaTh OTKPBITbIE BONPOCHL.. OHM 3aCTaBISIIOT YENOBEKA 3a1yMaThCs, pacCcKa3aTh
BaM CBOIO MCTOPHUIO, YTO MO3BOJISIET Y3HATh Topa3fo Oosbliie, YeM MpsSMOil OTBET Ha
3aKpBITHIA BOIIPOC.

— OcTaHaBIMBATHCS HA TIEPBOM OTBETE YETOBEKA U HE KOTATh TIIyOKe.

Jlaxxe korza Mbl 3a1a€M OTKPBITBIA BOIIPOC, HENB3$51 OCTAHABIIMBATHCS HA IIEPBOM

oTBeTe uenoBeka. HyHO komath riay0xe, BRISICHATH NepBonpuyuHy. Benp BCE, 4To



TOBOPUT 4YEJIOBEK, HAlpUMEP, NPO CBOW OMNBIT WM OXHUIAHUS — 3TO HEKHE
MOCJIEJICTBUSL. 32 HUMHU JIEKAT PeasIbHbIE IEPBONPUYUHBI TAKOTO MOBEICHHUS.

CymiectByeT oueHb MmpocTasi, HO d(PpPeKTHBHAS TEXHUKA, KOTOpas MOMOTaeT
JOKONAThCS 10 NEPBONPUUUHBI — 5 «110YeEMY ?»

OcHOBa TEXHUKM — 3TO TOCJIEIOBATEIBHOE 3a/JaBaHUE OJHOTO U TOrO K€
Bonpoca — «[loyemy?», U Mouck oTBeTa Ha 3TOT Bompoc. Kaxawlii mociemyromui
BOMPOC 3aJ1a€TCS K OTBETAM Ha MPEAbIIYIIMIA BOIIPOC.

— 3acTaBisATh PECIIOHACHTOB (PaHTa3UPOBATD.

[TonpoOHOE onucaHue MOYEMy BOIPOCHI, HAMPABIECHHbIE HA (paHTa3UpPOBAHUE
(mammpumep, cranu Obl Bbl MoJIb30BaThCsl HAIIUM MPOJYKTOM, €CJIM Obl...) KpailHe
HETAaTUBHO BIIMSAIOT HAa PE3YJIbTAaThl HHTEPBBIO OMKUCAHBI B YK€ YKa3aHHOM BBIIIE KHUTE
«coctossaus» (The Mom Test) Po6a ®unnarpuxa.

PaccmoTpeHHbIE BBIIIE WHCTPYMEHTHI U TEXHHUKHU, MO3BOJISIIOIINAE TOHSTh
CaMoTo MOTPeOUTENs], €r0 UCTUHHBIE MOTUBBI U MPOOJIEMBI, a TAKKE MOATBEPIUTH UX
MIPOBO/ISI UHTEPBBIO, SABJISIIOTCS OCHOBOM JIJIs1 POPMUPOBAHUS CTPATETHMH IPOJABUKEHU S
WHHOBAIIMOHHBIX MPOAYKTOB U TOCIYKAaT 0a3uCcOM Il CO3AaHus a0COFOTHO HOBBIX

TOBapOB WJIU YCIIYT.
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