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MAPKETUHI [J1A CTAPTAIIB

MapKETUHI — Lie NPOLIEC BUSIBJIEHHSA MOTPEO PUHKY Ta
CTBOPEHHS LLiIHHOCTI AN CNoXXmMBaYiB Yepe3 NPOAYKTYU 1
PiLLIEHHS, LLO BiANOBIAatoTh MM MoTpebam.

Y KOHTEKCTI cTapTaniB MapKeTUHI CNpAMOBaHUA Ha NOLLUYK
BiANMOBIAHOCTI MiXX NPOAYKTOM, Npo61eMOoto Ta noTpebamu
PUHKY.

Kno4yoBi eneMeHTU LbOoro npoLiecy:

e JIOC/IiPKEHHA LiiNboBOT ayAnTOpii Ta il noTpet
¢ BU3HaYeHHA NPo6ieMu, AKY BUPILLYE NPOAYKT

* (popMyBaHHA LiiHHICHOT Npono3uLlii Ta 6idHec-mMoAeni
e NiAroToBKa cTpaTerii BUXoay NpoAyKTy Ha PUHOK
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BJIOK 1. OCHOBHI ETAI'A
PO3BUTKY CTAPTAITY

CTtapTtan po3BUBaETbLCA AK NOCMIA0BHUIN NPOLLEC NepeBipKX iaen Ta MoLlyKy
BiANOBIAHOCTI MidXX NPOAYKTOM i NOTpeb6aMn pUHKY.

Ko)keH eTan A03BOJIA€ NOCTYNOBO 3MEeHLLYBaTU HEBU3HAYEHICTb Ta MNepeBipsaTH
XUTTE3AATHICTb Bi3Hec-iael.

Etan 1. Jocnig>XeHHA KNieHTa: BKJ1HOYMAE AOCIIAXKEHHS LiNboOBOI ayanTopi,
BUABNEHHS 1l NOTPe6 Ta BU3HAYEHHS MPO6/IEMMU, IKY HEOOXiAHO BUPILLNTH.

Etan 2. CTBOpeHHs LiHHOCTI: nepeabadyae popMyBaHHS LIIHHICHOI NPOno3uLLil Ta
BM3HAYeHHSA TOro, AKUM YNHOM MNPOAYKT CTBOPHOE KOPUCTb A1 CNOXXMUBava.

Etan 3. TecTyBaHHS ifen: nepesipka XXUTTE3AATHOCTI pilleHHs Yepe3 MVS i MVP Ta
OTPUMAaHHSA NepLUnX NiATBEPOYKEHDb NOMUTY.

Etan 4. AHani3 puHKY: OLliHKa KOHKYPEHTHOIo cepenoBuLLa, PUHKOBUX
MOXX/IMBOCTEMW, 30BHILLIHIX (haKTOpPIB Ta NepeBipKa PU3KKIB, MOB'A3aHUX 3
IHTeNneKTyasIbHO B/IACHICTHO.

Etan 5. PopmyBaHHA 6i3Hec-Mopeni: BU3HAYEHHS CNOCOBY CTBOPEHHS LLiIHHOCTI,
KaHasiB B3aEMOZII 3 KNiEHTaMu Ta AyKepen AoX0o4y.

Etan 6. Buxig Ha puHOK: po3pobka MapKeTUHIOBOI CTpaTeril 415 3a/1y4YeHHS é
nepLIMx KOpUCTyBauiB.



BJIOK 2. JOCTIDKEHHA
LITbOBOI AY AUTOPII




Early Adopters
e [pyna paHHIX KOPUCTyBauiB, AKi FOCTPO
Big4yyBalOTb Npobnemy
e BOHU NnepwInMKM TECTYHOTb MPOAYKT, [al0Tb
3BOPOTHMW 3B’'SAI30K | AonoMararoTb
nepeBipUTU XUTTE3AATHICTb iael

Jobs-to-Be-Done

e [Migxig, Wo poKycyeTbCA Ha 3aBAaHHAX
KJiEHTA

e AHani3dye KOHTEKCT, OviKyBaHUU pe3ynbTar i
MOTUBMU MOLUYKY pilLeHHS

e [103BOJISIE TOYHILLE BU3HAYUTU MPOBIEMY
Ta cpopMyBaTU pesieBaHTHY LiHHICHY
nponosunuito

BJIOK 2. AOCTIIAKEHHA
LIJ1bOBOI AYAUTOPI




bJ10K 3. BUSHAYEHHA TA OLLIHKA INPOBJIEMA

CepHo3HicTb npobnemu HemMuHyuicTb npo6nemum
(Unworkable) (Unavoidable)

Hee(eKTUBHI a6o 3aHaATO npo6siemu abo noTpeéu, 3
A0POri iCHYHOYI PilLIEHHS SKUMM PaHO YU r1i3HO
CTUKAETbCS] KOXKEH
[po6nema /
MOXXJINBICTb
/O/

|oesq, pilleHHs

HepocTaTHIiCTb iCHYIOUMX

TepMiHOBICTb BUpiLLEHHS pilLeHb
(Urgent) (Underserved)

npo6s1emu abo rnoTpeoby, Lo
noTpe6yroTb HeranHoro
BUPILLEHHS]

PUHKOBI rporasanHun abo
He3a/]0BOJIEHI MOTPebU



BbJ10K 3. BUSHAYEHHA TA OLLIHKA INPOBJIEMA

Cepino3sHicTb npobnemu
(Unworkable)

Ll|o cTaHEeTbCS, SIKLLO HIYOro He
pobuTn?

Slka ocHoBHa rnoTpeba
KJlieHTa?

TepMIHOBICTb BUpiLLEHHS
(Urgent)

Un e ye ronoBHUM
rpiopuTeToM A1 KJlieHTa?

Uu BigrioBigae e
rpioputeTam opraHisadii?

HemMuHyudicTb npo6nemu
(Unavoidable)

Yn MOXKHa YHUKHYTU LjieT
npoésiemm?

AKy noTpeby abo BUMOry
HEMOXX/INBO IrHOpyBaTn?

HepocTaTHICTb iCHYIOUMX
pilLeHb
(Underserved)

SKi KOHKYPEHTH BXXe
npauroroTb Ha LbOMY PUHKY?

Yn npayroroThb iCHyroYi

PilLleHHS1 HeAOCTaTHbO
e(eKTNBHO?

Yn icHye puHkoBa rnporasanHa?



bJ10K 3. BUSHAYHEHHA TA OLLIHKA INPOBJIEMA

Unworkable: cepio3HicTb npo6nemm Urgent: TepMiHOBICTb BUPIiLLEHHS

Unavoidable: HeMuHyuJicTb npo6nemum Underserved: HegocTaTHICTb
ICHYIOUYUX pillleHb



bJ10K 3. BUSHAYHEHHA TA OLLIHKA INPOBJIEMA

Unworkable: cepio3HicTb npo6nemm Urgent: TepMiHOBICTb BUPIiLLEHHS

o [lo noABU OHManH-NNaTexiB MiXKHapoAHI nepekaswu e [lig, yac MacoBUX BIAKJ/IIOYEHb eNeKTPOoeHepril B
KOLTIB 6Y/IM NOBISIbBHUMU, AOPOrMMU Ta CKNaaHUMU YkpaiHi y 2022-2023 pokax BUHWKNA TepMiHOBa
ANs Manoro 6i3Hecy i ppunaHcepis. noTpeba B anbTepHATUBHUX AXepenax )XUBNEHHS.

o PayPal 3anpornoHyBaB NpPOCTY cuctemy o [MonnT Ha reHepaTopu, nNnaBepbaHKU Ta 3apsigHi
eNIeKTPOHHUX nnaTexis, Wo A03BOSInNa WBUAKO Ta CTaHUIil pi3KO 3pic, OCKiNbKX goMorocnogapcrea Ta
6e3ne4yHo 3[iNCHIOBATU MIKHApPOAHI TpaH3aKLil 6isaHec noTpebyBann HeEramHoro pilleHHa Ans
yepes iHTepHeT. 3abe3nevyeHHs eneKTpoeHepril.

Unavoidable: HeMuHyuJicTb npo6nemum Underserved: HegocTaTHICTb
ICHYIOUYUX pillleHb

« KoMnaHil noTpebytoTb 36epiraHHs Ta 3axucTy o Hn3bKo6IOAXKETHI aBiakoMMaHii, Taki ik Ryanair a6o
AaHUX. Southwest, BUHUKNM Ha PUHKY, Ae aBianepenboTu

o LIto noTpeby HEMOXIUBO YHUKHYTW, TOMY BWHUK BXe icHyBann, ane 6ynu 3aHaATo AOpPOrnmMn Ans
NONMUT Ha XMapHi cepsicKu, Taki Ak Google Drive, 6araTbOoX KNieHTIB.

Dropbox abo AWS. é



BJ10K 3. BUSHAYEHHA TA OLLIHKA INPOBJIEMA

{ OuiHloBaHHS Npo6nemu 3a metoaukoto 4U }

=

KNIEHTIB?

Kputepin MuTaHHA gna ouiHIOBaHHSA LLikana
y : Hackinbku cepnosHi Hacniaku, Ko npobnemy He
Unworkable (cepiio3HicTb npo6nemu) , P & — il d 1-5
BUpiWwyBaTn?
Unavoidable: HeMuHydYicTb Npobnemu Yu € npobnema HEMUHYYOO ANst KopucTyBayda? 1-5
: : : Uum € npobnema npiopuTeTHO Ta NOTPeOYE LLBUAKOrO
Urgent: TepMIHOBICTb BUPILLEHHA . & S IR A 1-5
BUPILLEHHA?
: : : HackinbKu icHYrOUIi pillieHHs1 He 3a0BOJIbHAOTb NOTPe6tU
| Underserved: HefoCTaTHICTb iCHYHOUYMX pilleHb 1-5




BJ10K 4. ®OPMYBAHHS LIIHHICHOI MPOMO3ULLI

LliHHICHa nponosunuia BNsie cob604o:

CUCTEMHUU ONUC LIHHOCTI, AKY MPOAYKT
abo cepBic CTBOPHOE AJ151 CNOXKMBaAYa

NOSICHEHHS], YOMY KJiEHT 0bepe came
Lie NpoaYKT cepea anbTepHaTUB

BiJOOpaXKeHHS BiAMOBIAHOCTI MiX
notpebamum KnieHTa (3aBaaHHs, 60,
OYiKyBaHi BUroAun) Ta xapakTepucTukamm

NpoayKTy

OCHOBa AJ151 GOpPMYBaHHS XXUTTE3AATHOI

6i3Hec-Moaeni Ta KOHKYPEHTHOI PUHKOBOI

nponosuyii

G\ BadeTw BoCTi
HawoTo NpolYKTH
UM Yeayrd 4 HAC €

e —

i puUroOW
ou( KY€ enoFvea

\ﬂo KyYynua
Do

; g PEHEPAUN
OUiKUBAUDT BUTORU
Qi vpemykTv
i cEPBieM
3 TAdRAMM BAACTHBOETAHN
Yy H3e £ :500 %H rOHO"
MU HOREMO CTPOEKTYBATH E)V[ M
_ CEREPAT OpH ol
[lpoR yKTU <
Ta CEPBlcH
BonE bTaMosyead
Art Boni T8 &yMHIBW
[ 4 € Yy chexud Baya
AKi BadeTw BoeTi 6o MEPEWKOPXIWTh

HawoTo OpolYKTH

Mo w:.jﬂu {

WA Yeayrd jHac c
e ToTaALEHH S Bomo/
l' ARBVT AUTT eyHHiBR
i MEJEWFOR

Value Proposition Canva

3469 HHE

Gkci 23BRIHHA
XoYE BUP W TH
NoTE Wi HHH’M LAl YA B3y
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BJ10K 5. NMEPEBIPKA INPOAYKTY

O

MiHIManbHa BepcCia MpPOAYKTY, WO MICTUTb
6a30Bi QYHKLI ANa NepeBipKU LiHHOCTI pilleHHS
AN BU3HAYEHOro CerMeHTa KJliEHTIB

MiHIMaNIbHUA PUHKOBUWU CErMeHT KNIEHTIB, fAKi
MaroTb MOAIOHI NpobsieMn abo NOTpedu Ta Ans
SIKMX 3arporoHOBaHe PilleHHS € HanbinbL
aKTyas/IbHUM

e BM3HaYeHHA HaWMMEHLUOl rpynn KNIiEHTIB i3
nofAibHMMKn NnotTpebamm abo NnpoodemMamu

o KOHLIEHTpaLisl Ha CEerMeHTi, AK1Mn HanbinbLu
3aLikaB/ieHUN Y 3arnpornoHOBaHOMY PiLLEHHI

e YVHUKHEHHS PO3MOPOLUEHHA pPecypciB Ha
3aHaATO LUMPOKUN PUHOK

o [NMOLWE PO3YMiHHA MNPO6GMEM | MOBEAIHKM
KOHKPETHOI rpynu KOPUCTyBauiB

e MOXXJIMBICTb TOYHilLLle ajanTyBaTuU MNPOLYKT
[0 NOTpeb 06paHOro CerMeHT

e LUBMALLE OOCATHEHHS
NpoAyKTy NnoTpebamM pUHKY

BiANOBIAHOCTI

CTBOPEHHA  MNPOAYKTY 3  MiHIMaNIbHO
HeobXiAHNUM (PYHKLiOHaNoM

rnepeBipka TOro, 4YM BUPpILLYE NPOAYKT
Npob6nemMy KNieHTIB
TeCTyBaHHA peakuil KOpUCTyBadiB Ha
3anpornoHoBaHe pilleHHSA
OTPUMaAHHA  MPaKTUYHONO  3BOPOTHOIO
3B'fA3KY Bij NepLUNX KOPUCTYBayiB
YTOYHEHHA HanpsAMIB NofasnblLoro pO3BUTKY
NPOAYKTY
NOCTYNnoBe BAOCKOHANIeHHA MPOAYKTY Ha
OCHOBI peasibHOro AoCBIAY BUKOPUCTAHHSA

BiAANOBIAHICTb NMPOAYKTY noTpebam LUifibOBOro
PUHKY, KO/  3arporioHoBaHe  PillieHHSA
e eKTUBHO BUPILLYE MPOBSIEMY KIIEHTIB

NiATBEPAXKEHHA UIHHOCTI MpoAyKTy Ans
BM3HA4YeHOro cerMeHTa KJlEHTIB

aKTUBHEe BUKOPUCTaHHS NPOAYKTY
KOpuUcTyBayamMmu

3POCTaHHSA MOMUTY Ha NPOAYKT
NO3BUTUBHUMA  3BOPOTHUA  3BA30K |
NOBTOPHE BUKOPUCTAHHSA

pekomMeHaauir NPOAYKTY IHLLXM
KOpuUcTyBavyam

dbopMyBaHHA  CTabifibHOro MNOnNUTy Ta
MOXXJIMBOCTEN MacLuTabyBaHHs 6i3HecCy

->



bnok 6. PopmMyBaHHA 6i3Hec-mopaeni

Lllo Take 6i3Hec-mopgenb?

bisHec-mopenb:
e ONuUcye noriky PyHKLiOHYBaHHA KOMMaHii, 30KpemMa cnoci6é CTBOPEHHA UiHHOCTI AN KJIEHTIB, MexaHi3M 1i 4OCTaBKM Ha PUHOK Ta criocobwu
OTPUMaHHSA LOXOAY Bif Li€l 4iANbHOCTI;
e BifOOpa)Ka€e B3aEMO3B'A3KN MiXK KJIFOYOBUMU efleMeHTaMn 6i3HeCy, TaKMMU SIK KJTiEHTHU, LliHHICHa Npono3unuis, pecypcu, AisNbHICTb, NapTHeEPW,
BUTPaTU Ta A)Xepena 4OX0A4iB;
o [O3BOJISIE 3PO3YMITH, IK CaMe KOMMaHisi CTBOPHOE EKOHOMIYHY LiHHICTb | 3abe3rneyye CBOK XUTTE3AATHICTb Ha PUHKY.

Yum 6i3Hec-Mmopenb Bigpi3HAETbCA Bif IHLLUUX YNPaB/iHCbKUX iIHCTPYMEHTIB

bizHec-mopenb # 6i3Hec-nnaH bi3sHec-mopenb # cTpaTeris bisHec-Mopgenb #
onepauyinHa piNbHICTb

e bisHec-Moaenb onucye noriky o CTparteriq BIA3I-.Ialea.€ . OnepaLliiiHa AisnbHICTb
C:I'BOpGI-!HFI Ta OTPUMaHHSA AOBroCTpPOKOBI Uifi Ta CTOCYETCH L0AEHHOTO
LI,I.HHOCTI; K(?HKypeHTHy NO3M1Li0 KOMNaHil; yNPaBAiHHSA NpoLlecami;

e bOi3Hec-nnaH e ,D,eTE?}'IbHVIM C 6I3HeC?-MO,D,eﬂb NOSACHIOE . GiaHec-Moaenb onucye
AOKYMEHTOM, LLIO MICTUTb MeXaHi3M CTBOPEHHSA Ta 3aranbHy SOFiKy
(iHaHCOBI po3paxyHKM, MOHeTUu3aLil LIHHOCTI

NPOrHO3u Ta njaH Po3BUTKY
KOMMaHiIl.

(byHKUiOHYBaHHSA bi3Hecy. i



bnok 6. PopmMyBaHHA 6i3Hec-mopaeni

bisHec-Mmopenb 3a OcTepBanbLepoOM OMUCYE JIOMKYy TOro, AK KOMMaHiaA CTBOPHOE
LIHHICTb A1 KJIEHTIB, A0CTaBMAE Il HA PUHOK | OTPUMYE AOXIA.

Ha cborogHi ue HamnowmnpeHilnm iIHCTPYMEHT CTpaTeriyHOro niaHyBaHHS, OCKiNIbKW LO3BONAE
LUBWAKO Bi3yanidyBaTu SIOriKy 6i3HeCy Ta CTPYKTypyBaTu iy 9 B3aeMoNoB'si3aHMX 610Kax:

o CerMeHTM cnoXkusaudiB - Customer Segments

XTO € HauBaXKJINBILLUMU KJliEHTaMM BaLLOro NMPoOAYyKTy?

 LliHHicHa npono3uuis - Value Proposition

AKy UiHHICTb BaLl nNpoJyKT abo nocsyra CTBOPHOE 4151 KIIEHTIB?

« Kananu 36yTy - Channels
Yepes AKi kaHain BU JOHOCUTE MNPOAYKT 40 KIIEHTIB?

e B3aemogpina 3 knieHTamu - Customer Relationships
AKi BigHOCUHM BM (hopMYyeTe Ta nigTPUMYETE 3i CBOIMU KlIEHTaMMU?

» IpowioBi NoTokM - Revenue Streams
SIKUM YMHOM 6i3HEC OTpUMYE foxoamn?
» KniouyoBi pecypcu - Key Resources

AKi pecypcu € KpUTUYHO HEOBXiAHUMM A5 PYHKLIIOHYBaHHS 6i3Hecy?

o Kniouosi Bugu gisnbHocTi - Key Activities

SKi OCHOBHI fii HEO6XiAHI A/151 CTBOPEHHS Ta HafaHHSA LiHHOCTI K/lieHTam?

o Kniouosi napTtHepu - Key Partnerships

XTO € OCHOBHUMM napTHepamu Ta rocTavyasibHUKaMu BalLoro 6isHecy?

o CTpyKTypa BuTpart - Cost Structure

AKi BUTpaTn € HanbinbLL 3HaYyLUMN y Ballik 6i3HeC-Moei?

bisHec-mogesnb € BaXK/INBOKO OCHOBOK A4J11 MAPKETUHTY, OCKIJIbKM JoroMarae BU3Ha4ynTu
Li/IbOBY ayANTOPIr0, YiHHICTb NMPOAYKTY, KaHaJin KOMyHikKalil Ta B3aEMOAI0 3 KJliEHTaMu.

KoHuenuito Business Model Canvas
3anponoHyBaB AneKkcaHap
OctepBanbaep y 2010 poui y KHU3I
Business Model Generation

You're holding a handbaok for visionaries, game changers,
and challengers striving to defy outmoded business models
and design tormorrow's enterprises, It! 53 book for the . .

Bu siness

Model
Generation

WRITTEN BY [ |-
Alexander Ostersaidar & Yves Pignar &
CO-CREATED BY P ' '-*sr(' 7 ®
An gmasing criwd of 70 practianers from 45 coustrits KB [\ 1

2

DESIGMED BY

&
\Y - Sares "
Al Sesith, Tt Mowemes AQ(‘\,{ L L W




BJ/10K 6. POPMYBAHHA bISHEC-MOE/I

KniouoBi Ail

OCHOBHI BUAW AiANbHOCTI, SKI
HeoOXiAHi ANs CTBOPEHHSA Ta
HaJaHHA LiHHOCTI CnoXXnBavam

KnioyoBi napTHepu

5 ® po3pobka npodyKTy abo
3 KUM CTenKrongepamu nocnyru

cniBnpauoe ansa peanisadii ® BUPOb6HUYTBO AbO
6 ] . onepayilHa diaNbHICTb
e © MAPKETUHT i Npodai

KniouoBi pecypcu

® 10CTAYaIbHUKU PECYPCIB LLIO HEOOXIAHO A1 CTBOPEHHS

TexHos10riu
® cTpareriyHi napTHepu Ta Ta PO3SBUTKY MPOAYKTY
niopssoHUKU
* napTHepu 0718 PO3WUPEHHS S T B
by e TeXHOJIOrIl, IHTe/leKTyaslbHa
BJ1aCHICTb
e (piHaHCOBI Ta maTepiasibHi
pecypcu

CTpyKTypa BUTpaT

AKi BUTpaTU BUHUKAKOTb Y MpoLeci AiaNbHOCTI
e orepayinHi BuTpaTtm
e BUTPaATM Ha PO3POOKY NMPOAYKTY
* MapKEeTUHIroBi Ta aMIHICTpaTUBHI BUTpaTun

[onoBHa ipes,
LiHHiCTb

Ky Npo6aeMy BUPIiLLYE MPOAYKT

| YOMY KNieHTN 06epyTb came
noro

* BUPILLEHHA KOHKPEeTHOI
npo6sieMu KJieHTa

e CTBOPEHHS yHiKaslbHOI KOPUCTI
abo nepesaru

e BiMIHHICTb Bif ICHYOYNX
pilleHb

B3aemogpin 3i CermeHTH
crnoXXxuBavyamu Cro)XuBauis
SIK KOMMaHis byaye BigHOCUHM 3
KnieHTamu

e nigTpPUMKa Ta cepBic 414

CroXxuBadyis i
e [epcoHanisoBaHa XTO CaMe € KJlIEHTaMn
KOMYHiKaLisi ) NPOAYKTY
o (pbopMyBaHHSI JOBrOCTPOKOBOI
JI051/IbHOCTI

Kananu 36yTy

* BU3HAYEHHS LisIbOBOI

ayantopil

cermMeHTauisi 3a notpebamum

abo noBefiHKOK

* (OKYC Ha KJ1t04OBUX
KJTIEHTCbKUX rpynax

AK KNIEHTU fi3HaKOTbCA Mpo
NPOAYKT i OTPUMYIOTb MOrO

* OHJIaNH-NAaTpopmu Ta
LUnppoBi KaHan

o MPAMI Npojaxi

e r1apTHepu abo AUCTPU6G roTOPU

poLwoBi NOTOKM

AXXepena foXohiB, AKi KOMMaHis OTPUMYE Bif, CroXXuBauiB

e [poAaXxk MPOAYKTIB abo rocayr
* nignucka abo perynsipHi naatexi
e KOMicii abo niLeH3iNHI nnatexi



BJ1OK 7. AHAJTI3 PUHKY TA 30BHILLUHbOI O CEPELOBULLIA

[lepen BMXOOOM MNPOAYKTY Ha PUHOK cTapTtarn MOBUMHEH OUIHUTM YMOBWU (YHKLIOHYBaHHS 6i3HECY, 30KpemMa PUHKOBI
MOXXJ/IMBOCTI, OOMEXXEHHS Ta GaKTOpU 30BHILLHbLOIO cepeaoBuLLa.

AHani3 puHKy 403BOJIAE:
e 3PO3YMITU CTPYKTYPY PUHKY Ta KOHKYPEHTHe cepefoBULLE
e BU3HAUYUTUN MOXJIMBOCTI ONA PO3BUTKY MPOAYKTY
e OLIHUTU PU3BUKN Ta OOMEXEHHS
e aZlanTyBaTu CTpaTerito BUXo4y Ha PUHOK

119 CUCTEMHOro aHanisy BUKOPUCTOBYKOTbCA creuianbHi IHCTPYMEHTU cTpaTteridHoro aHanisy, sokpema PESTLE ta SWOT,
AKI [,03BONAKOTb OLIHUTU AK 30BHILLHE cepefoBulLLe, Tak i MO3ULi0 cCTapTany Ha PUHKY.

PESTLE

SWOT

IHCTPYMEHT aHasi3y 3O0BHILWHbOIMO CcepefoBuLLa, IHCTPYMEHT CcTpaTeriyHoro aHanisy, aKmm [03BOJISAE
AKMW OonomMarae cTaptany 3po3yMiTU PUHKOBI cTapTany OUiHWUTW BNAcHi CUNbHI Ta cnabki CTOPOHMN,
YMOBW, TPEHAWN Ta PErynsaTOpHI PakKTopu, LLO MOXYTb a TaKOXX PWUHKOBI MOXIUBOCTI | 3arposun pAans
BMN/IMBATU Ha 3amnycK i NpoCcyBaHHA NMPOAYKTY (hopMyBaHHA e(PEKTUBHOI MApPKETUHIOBOI CTpaTeril

—>



[MoniTUYHI

[lo uiel rpynu HanexXxaTtb
BCi aKTopw, Ha AKi ypaa
Mae€, abo MoXKe MaTu
BMN/IUB:

Aep>xaBHa NoniTuka,
NoniTM4YHa
CTabiNbHICTb 4K
HecTabiNbHICTb;
Kopynuis;
30BHiLUHbOTOpProBe-
NbHA NONITUKA;
nogaTkoBa MoniTuka;
TpyaoBe
3aKOHOAaBCTBO;
€KOJI0rivyHe
3aKOHOAAaBCTBO.

E S

EKOHOMIYHI CouianbHi

L[l0 ui€el rpynun HanexxaTb
yci ¢pakTopy, Wo
XapaKTepusyrTb CTaH
€KOHOMIKM Ta
BMN/IMBAKOTb Ha
AiSANbHICTb 6i3Hecy:

e €KOHOMiYHe
3pOCTaHHS;
Kypcu BantoT;
TemMnu iHpnau,ir,

dakTopu, Wwo
BPaxoBYKTb TeHOEHL,T
3MiHN HaceneHHs:

e TEMMU NPUPOCTY
HaCeneHHs;
MirpauinHi npouecw;
pO3noAin 3a BiKOM,;
po3noAin 4OX04iB;
CTaBNeHHSs A0

Kap'epu;
* TMPOLEHTHI CTaBKW, e piBEHb OCBITU Pi3HUX
e piBEHb HasiBHOIO rpyn HaceseHHs;
A0XoAy HaceneHHs, e Haronoc Ha 6esneduj,
e piBeHb 6e3pobITTS; e CBiOMICTb
e 3MiHM y foxoaax 3[10pOB'S;
Aep>XaBHOro Ta e CMNOCIB6 XUTTH;
NPUBaTHOIoO e KYNbTYpPHi 6ap’epw.
CEKTOpIB.

7R

TexHONOorivHi

Lli dakTopu cTocytoTbCS
IHHOBALiN y TEXHONOrIfAX,
AKi MOXXYTb CAPUATIMBO YK
HeCNpPUATANBO BMNAMBaATU
Ha pi3Hi ranysi po3BUTKY:

e piBeHb iHHOBALIHN,

aBToOMaTm3aulil,
JOCNig)XeHb Ta
pO3p06OK;
TEXHOJMONYHI 3MiHWN,
06CcAr TeEXHONOriYHOT
06i3HAHOCTI
HaceneHHs.

L

[lpaBoBI

Xoua Ui hakTopn MOXYTb
JAeLlo 36iratmucsa 3
NONITUYHUMK DaKTopamu,
BOHM BKJ/1HOYAOTb 6inbLU
KOHKPETHI 3aKOHM:

e TaKi Ik 3aKOHM Npo
OXOPOHY 340POB'A Ta
6e3nekKy;

e 3aKOHOAABCTBO MNpPO
npaBa NoauHY;

e AHTMMOHOMOJIbHE
3aKOHOAABCTBO,,

e 3eMeJfibHe
3aKOHOAABCTBO;

e 3aKOHM NpPO npauto,

e 3aKOHM MNPO 3axXUCT
npaB CNOXWBauiB, Ta
THLLII.

=

E

EKONOrivHi

o Takux akTopis
HasleXxaTb 6a30Bi
€KOJOriYHI acnekTu:

e noropa, KaiMaT, 3MiHa
Knimary;

e 3MIHU B
HaBKOJINLUHbOMY
cepefoBMLLi, AKi
MOXYTb 0CO6/NBO
BMJvBaTW Ha ranysi,
TaKi 9K TYpU3mMm,
CifibCbKe
rocnogapcTso,
MOOINbHICTb.

->



BM3HAYEHHS
(DaKTOPIB, LLIO HE
KOHTPOMIOIOTLC
A opraHisauietro

aHani3 BNauBy

(haKTopIB 3
ypaxyBaHHSM
, IMOBIPHOCTI
OUiHKa cunu 3MiH
BMN/INBY
(haKTopiB Ta
, IX 3MIH Y
36ip Man6yTHbOMY

iIHpopMalLlil
Npo AUHaMIKY
3MIiH KOYXXHOIro
(aKTopa

BM3HAYEHHSA
MOXXJTUBUX
HacnigKiB LUX

3MIH




BJIOK 7. AHAJTI3 PUHKY TA 30BHILLHBbOI O CEPEAJOBULLIA

OuiHka Ta iHTepnpeTauia agaHux PESTLE-aHanisy

Cuna Bnnuey

[lokasye, HacKiNbKN CUNbHO (haKToOp MOXXe BMJIMHYTU Ha
NPOAYKT, BUTPATW, MOMUT, PEryNATOPHI YyMOBU ab0

KOHKYPEHTHY No3uLito.

LLikana cunu BBy

T — Manxe He BriMBae
2 — cnabkuin BNvBe

3 — MOMIpHMK BNUB

4 — 3Ha4YHWW BMNAMB

S5 — KPUTUYHWUI BMJINB

OUiHHOEMO, YN MOXKe (haKTop:
3MIHUTU NONUT Ha

UMOBipHicTb 3MiH

[lokasye, HacKislbK1 MMOBIPHO, LLLO Lier haKTop 3MIHUTbLCS
ab0 aKTUBHO NPOSIBUTBLCA B HANOIMKUiA NEPCNeKTUBI.

OuiHoeMO:

LLikana UMOBIpHOCTi _
* UM BXKE € 03HAKMN 3MiHW

T — ManonmMoBipHO

NPOAYKT - - * Yu Lie CTINKUA PUHKOBUM
2 — HU3bKa NMMOBIPHICTb
BMJIMHYTU Ha BUTPaTU 3 . . TpeHAa
6isHecy CepeﬂHﬂv”MO?'pF_"CTb * 4u € HOBI 3aKOHOAaBUI
0BMEXMUTU BUXIA Ha 4 — BWCOKa NMOBIPHICTb iHiLiaTMBY
PUHOK S — Maunxe HEMUHY4YE e YU BMNJIUBAE
3MIHUTY NMpaBuna poboTun MaKpOEeKOHOMIYHa
B ranysi cuTyauis
NOCMANTN abo NOCNabUTK * YU Le perynsipHa 3miHa,
KOHKYPEHTHY MOo3uLito slka BXXe BijOyBa€ETbCS
I'IpaKTuqHa JIOriKa OouliIHIOBaAHHA
e BUCOKWW BMNUB + BUCOKA UMOBIPHICTb = NpiopuTeTHa yBara
e BWCOKWUI BNAMB + HN3bKa MMOBIPHICTb = NOTPedye perynsipHoro nepernsgy
* HW3bKWIM BMNJIMB + BUCOKA MMOBIPHICTb = HEOBOXiAHWUA MOHITOPUHT
* HU3bKUI BNJINB + HU3bKa UMOBIPHICTb = Ma€ HU3bKWIN NPIOPUTET



s SIRENETnE SWOT-aHanis

CWUI1bHI CTOPOHMW

BEHYTRIWHI NO3ANTEHI
XapakTepucTUKK Ta
NepeBary KomMmnaHil, AKi
OonoMarakTe 1M OOCATTU
KOHKVDEHTHKMX Nepeear Ha

[HAHKY

o MOXJIMBOCTI

SOBHIWHI HWMHHWKI Ta YMOBMK,
AKI MOMYTE HAOaTW KOMMaHIl
LAHCK ONA IpOCTaHHA|,
PDO3IBUTKY Ta YCNIWHOro
NO3NLIKBAHHA HA DUHKY

Ak iHTepnpetyBatu SWOT-aHanis

* CWJIbHiI CTOPOHU + MOXXJIMBOCTI = HanNpPSAMM 3POCTaHHA Ta PO3BUTKY
e CWJIbHi CTOPOHM + 3arpo3un = BUKOPUCTAHHSA nepeBar A5l 3HMKEHHS PU3NKIB

WEAKNESSES W
CJ/IABKI CTOPOHM

BHYTRIWHI HEOQONIKKX TAa
OBMEKEHHA KOMMNAaHII, Akl
MOMYTE CTATK NepewxKono
ONA 1T YCNIWHOIO PO3BMTKY
Ta
KOHKYPEeHTOCMPROMOMHOCTI

THREATS T
.............. e

A0BHIWHI HAHHWKK Ta
KOHKYPREHUIA, AKI MOXYTh
CTEQDWUTWM HEMATUBHWA
BMMWME Ha KOMMOaHIK Ta
CTATW MPUHMHOK Npoenem i
DU3MKIB

e cnabkKi CTOPOHU + MOXKJIMBOCTI = 30HM, SIKi MOTPEBYHOTb NOCUNEHHSA AS1s peani3auil

noTeHuiany
e CcnabKi CTOPOHM + 3arpo3un = HanbinbLL BpasmBi acCNeKTH, L0 NOTPeOYOTb
nepLUoYeproBol yBaru



BJ10K 8. NMEPEBIPKA TEXHOJ1OII CTAPTAIY TA OB'EKTIB IB

Ha BigMiHy Big TpaguuinHMX KOMMaHIW, CcTapTanu 3asBu4Yan OyAyroTb CBOK LiIHHICTb HABKONO iHHOBAUiNHWUX iaen Ta
TEXHONOTIMN:
e [HHOBALUIl — ro/IOBHUWU pecypc cTapTany

e [HTeSleKTyaJibHa BNIAaCHICTb JonomMarae 3akpinmTiu Lo iIHHOBaL IO 3a KOMMaHIER
e 0e3 eDeKTUBHOI OXOPOHU NpaB IB KOHKYPEHTN MOXXYTb LLUBUAKO CKOMitoBaT NPOAYKT

TemMaTuyHuUM nowyk nepeabavyae aHani3 iCHyHOUYMX MaTeHTIB, Freedom to Operate o3Hayae MnepeBipKy TOro, Yn MoOXKe
HayKOBMX My6nikauih i TEXHOMNOrMYHMX pilleHb Yy BignoBigHIN cTapTan BUKOPUCTOBYBATM CBOK TEXHOJIOTiO abo NPOAyKT
coepi. 6e3 MNOopyLWeHHs1 npaB iHTeNneKTyasbHOI BJIACHOCTI iHLWIKX
KOMMNaHiu.

MeToHo MOoLUyKY €:

e MepeBIPUTU, YN iICHYHOTb NOAIGHI TEXHOMOrII ab0 PilLIeHHS; FTO-aHani3 go3Bonse:

e 3PO3YMITU piBEHb PO3BUTKY TEXHOJOFIT Yy MEBHIN ranysi; e BU3HAYUTWN HAABHICTb YNHHUX OXOPOHHUX OOKYMEHTIB Y

e YHUKHYTWU AYOAHOBAHHS BXE iCHYHOUYNX PO3PO6OK; Lin ranysi;

e BUABUTU MOXNMBI HanpaMu iHHOBaLiM Ta BOOCKOHaNIEHHS e OLHUTM PU3UKN NOPYLLUEHHS NpaB TPETiX OCib

NPOAYKTY. e 3PO3YMITU, YN MOXKHA BiNIbHO KOMepLiani3yBaTu iaeto; é

e MPUNHATYU PiLLEHHS LWOA0 MoAMdiKaLil TEXHONOTII.



BJIOK 9. MAPKETUHI OBA CTPATEI A

[licna BU3Ha4YeHHS LiIbOBOro CerMeHTa, nepeBipkKn NpoAYKTY Ta aHanisy
PUHKY CTapTan nepexoauTb A0 GOpMYBaHHA MapKETUHIOBOI cTpaTeril

BUXOAOY Ha PUHOK.

MeTa MapKeTUHIroBOI CTpaTeri:

I'IepeBipMTM MOMUT Ha NMNPOAYKT,

3ay4YNTU NEePLUUX KITIEHTIB;

3HaUTKU e(beKTVIBHi KaHaJ1N 3POCTaHHA,

chopmMyBaTN OCHOBY A1 MacluTabyBaHHS.

STP mopenb a Go-to-Market cTpaTeris
MapPKETUHIOBUMN iIHCTPYMEHT, AKUN niaxig 4o BUXo4y NPOAYKTY Ha PUHOK, AKUI
[03BOJISIE€ CTPYKTYpPYBaTWN PUHOK, BM3Ha4ae KaHanu 3anyyeHHs KNieHTIB,
BM3HAUYNTU LiNIbOBi CErMEHTU cnocobu KoOMYHiKauil 3 pUHKOM i npouec é
KNIEHTIB i cpopMyBaTH YiTKeE nepLwmx Npoaaxis.

MO3ULiOHYBaHHS NPOAYKTY.



BJIOK 9. MAPKETUHI OBA CTPATEI'IA

STP mopenb

Segmentation
CTPYKTYPYBaHHS PUHKY Ta
NoAin NOro Ha oKpeMi
rpynun cnoXueadis

Segmentation (CermeHTauin)

e [lofin pvHKY Ha rpynun cno)uBadis i3 pisHUMM NoTpebamMu Ta NOBEAIHKOLO nepernsaay.

Netflix Buginsie cerMeHT KOpUcTyBayiB 3a TUNaMm KOHTEHTY, SIKUA BOHU MepersisiaaroTb. cepiaam, CiMeNHNIN KOHTEHT, JOKYMEHTAaslbHi QinlbMu, aHiMe
TOLLO.

Targeting (Bn6ip LinboBoro cermeHTa)

e BunsHayeHHA cermMeHTa ayanTopIl, Ha AKMN KOMMaHia CNPAMOBYE OCHOBHI MapKeTUHIOBI 3yCUNA.

Netflix akTUBHO OpPiEHTYETbCA Ha MOJIOAMX KOPUCTYBAYIiB Ta aKTUBHUX I/1si4aqyiB CTPUMIHIOBOIrO KOHTEHTY.
Positioning (Mo3uuioHyBaHHA)

o GopMyBaHHA YiTKOI LLIHHOCTI NPOAYKTY Y CBIAOMOCTI K/I€HTIB BifJHOCHO KOHKYPEHTIB.

Netflix nosuyioHyeTbCs SK nnatgpopma 3 BEIMKUM BUOGOPOM NEPCOHAi30BaHOIr0 KOHTEHTY, AOCTYMHOro y 6yAb-KUI Yac i Ha 6y4b-SKOMY MPpUCTpOI.



BJIOK 9. MAPKETUHI OBA CTPATEI A

Kputepin Go-to-Market cTpaTerisa MapkeTuHroBa crpareris
MeTa 3anycK npoAaykTy / BUxig Ha HOBUU PUHOK [lobypoBa 6peHAy Ta NOCTiNHE 3any4YeHHs KIiEHTIB
TepMiHK KopoTko- / cepeHbOCTPOKOBI J10BrocTpoKoOBI
OxonneHHsd OAuH NpoayKT, CErMeHT abo PUHOK Yca koMnaHia / nopt@ensb NMpoayKTiB

, TOYKKN KOHTaKTY, KaHann ANCTpuoYyLii, KoMmaHau, , , ,
3MICT BpeHAuHr, No3uLitoBaHHSA, KOMYHIiKaLif, MpocyBaHHA
nnaaH 3anycky

3acTocyBaHHA [lepen abo nig Yac 3anycky HOBOro NPOAYKTY [lOCTiNHO, AIK YaCTWHa 3arasibHoI 6i3Hec-cTpaTeril
OpieHTauiq Buxig i 3akpinsieHHAa Ha PUHKY [NobynoBa BiHOCKUH i AOBipK
3any4yeHHs [Tpoaaki, MapKeTUHT, NPOAYKT, NiATPUMKaA MapKeTuHr, niap, 6peHA-MeHeoKMEHT

TpuBanicTb O6MmexkeHui nepiog, (Hanp. 2-6 MicauiB) BeacTpokoBa abo 6araTtopiyHa



BJIOK 9. MAPKETUHI OBA CTPATEI'IA

Go-to-Market cTparteria iHTerpye pesynbtatu nonepeaHix etanis po3pobku ctaptany Ta BU3Havae, ik NPoAyKT NepexoanTb
Bif igel 40 NepLnX KNieHTIB.




BJIOK 9. MAPKETUHI OBA CTPATEI'IA

Pre-launch Launch [nsa ouiHKM ePEKTUBHOCTI cTpaTerii 3anycky
. CTBODEHHS aKTUBHE NPOCYBaHHS BUKOPUCTOBYHOTbCS KJ/THOYOBI MapKETUHIOBI

IHTepecy Ao NPOAYKTY MOKa3HUKMW:
NPOAYKTY 3anycK peknamHux CAC (Customer Acquisition Cost) — BapTicTb

* Tu3ep-KamnaHii KaMnaHil 3aly4eHHs KiieHTa

e (POpMyBaHHSA Ny6/1iYHi aHOHCH
CMUCKY paHHbOrro cnisnpaus 3 mMegia
AOCTYyny Ta iHprOeEHCEpaMu

LTV (Customer Lifetime Value) —
AOBroCTpOKOBa LiHHICTb K/liEHTa

Conversion Rate — yacTka KOpuUCTyBauiB, LLO
BMKOHaIu LiNboBY Ait0

Retention Rate — piBeHb yTpUMaHHS KNIEHTIB
NPS (Net Promoter Score) — piBeHb
3a[0BOJIEHOCTI Ta FOTOBHOCTI peKOMeHAyBaTH

Post-launch
e NiIATPUMKA iHTepecy A0 NPOAYKTY
* OHOBJEHHSA QYHKLIiOHaNy
e peTapreTuHr Ta 36ip 3BOPOTHOro 3B'A3KY NPpOoAYyKT




BJIOK 9. MAPKETUHI OBA CTPATEI A

Go-to-Market cTparteris

MeTpuku ouiHoBaHHA epeKTUBHOCTI Go-to-Market cTpaTerii

BapTicTb 3any4yeHHs KJi€eHTa PiBeHb 3a/10B0/IEHOCTi Ta FOTOBHOCTI YacTKa KopucTyBauiB, LLLO BUKOHaNU
peKoMeHAyBaTu NPoAyKT LinboBY filo
KinbKicTb KinbKicTb
ButpaTti Ha Butpatn Ha : .
(DO DA MabKETUHI NPUXUNbHWKIB KPUTUKIB .
poA P NPS Hoxig Butpaty Ha 3anyyeHHA LTV
3 . Chs 3arabHa 3aranbHa Bif KJIEHTA Ta YTPUMaHHA KNIiEHTA
il IR KiNbKIiCTb KINbKiCTb
=ty sleRlin Rk OMUTaHWX OMUTaHWX
g100b6paxcae 0b6csie sumMpam KoOMNAHII Xapakmepu3ye 3a02a16HUlU 00x10 abo 81006paXCAE PIBEHL /10A/ALHOCMI KAIEHMIB |
Ha MapkemuHz | npooaxc 014 YIHHICM®b, SKY KAIEHM NPUHOCUMb KOMNAHII IXHIO 20MOBHICMb peKkoMeHOy8amu nNPooyKm
30/1y4eHHA 00H020 HOB020 K/AIEHMA 30 8ecb neplod 830eMOO0IT IHWUM
IHTepnpeTauis: IHTepnpeTauis: IHTepnpeTauis:
YUM HUXKYe, TUM Kpalle YMM BULLE, TUM Kpalle; 6axaHo LTV > CAC Big 0% Ao 100%, ynm BULLLEe, TUM KpalLle

->



BJIOK 9. MAPKETUHI OBA CTPATEI A

Go-to-Market cTparteris

MeTpuku ouiHoBaHHA epeKTUBHOCTI Go-to-Market cTpaTerii

YacTka KopucTyBauiB, LLLO BUKOHANU
LinboBY Aito

KinbkicTb kopucTyBQUIB,
KNIKHYBLUMX HO peknamy

CIR= X 100%

3daraneHa KinbKicTe NO6AQYMBLLMX i

81006paxcae 4acmKy NomeHYIUHUX
KAIEHMIB, AKI 301LUCHUAU 6aXCaHY OIf0,
30KkpemMa peecmpayiro, NOKynky abo
nionucky
IHTepnpeTauis:
Big 0% o 100%, ynm BULLE, TUM Kpalle

PiBeHb yTpuMaHHSA KJi€HTIB

KUIBKICTH KJTIEHTIB _ KUIBKICTE HOBHX
HaTPHUKIHII TIepiofa KJTIICHTIB
Customer HI Heplofk x 100
retention rate L. .. :
KLUTBKICTh KJIIEHTIB Ha MOYaTKy mepiofa

XapaKmepu3sye 4acmkKy Kopucmyeadyie, sKi
NPOO0BHCYIMb KOpUuCmysamucs NPooyKmMom
npoms20M 8U3HA4eH020 hepiody

IHTepnpeTauis:
Big —100 go +100, ynm BULLE, TUM BULLLA JTOASTBHICTb
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