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Hukuta Pununnos

* ScrumTrek
* Agile Coach
* YNpaBnagawowmmn napTHep

* B npownom
* [Iporpammuct, MeHpxep

NPO4YKTOB
oaVs® Agile Russia

ScrumTrek %

culture of process



Disclaimer

A He ABNSAOCb MPUMEPOM U MONHbIM
[0,0Ka3aTe/IbCTBOM PaboTbl TEX MW UHbIX
MPUHUMNOB. A NNLWb MY HOBbIV ONbIT U
NoAXOAbl K peLlleHMNI0 HAaCYLWHbIX A5 MeHS
npobnem.

Lean StartUp ewie oanH n3 pesynbtatoB
noucka...



CrapTAnbl = 3T0 MOAHO!
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CrapTanbl 3T0 CTUNb pPaboThl

e MHorme koMnaHumm c In-
house cTapatoTcs
3anyckaTb NPOEKTbI, KakK

CTapTanbl
— bbicTpo

— Ha nerke

— Bbicokag onHamMuka
— bbICTpbIN pe3ynbTaT




[loaTomy BCcem HpaBuUTCA
Scrum

* [lo3BONIAET pa3BMBATb NPOEKThI, Kak
cTapTansbl

— [Toxoxe Ha paboTy ManeHbkoun Start Up
KOMaHAbl




U Te u dpyrue npoBanuBalOTCA

HO!

OnuyM OJjid Hapoaa



[louemy ? Agile oTcToU!?

 Ckonbko baroB O0/XKHO ObITL B BalleM
npoaykTe, 4ToObl OH NpoBaNMNCa?

Most product failures are
caused a lack of
customers*

* Marry Poppendieck




Hnaccuka [NpodyKT meHedrkMeHTa

PesynbTtaT: [lepexop K cneayoowen ctagmu

AHanu3

Mpobnembi :
N3BeCTHbI

PeweHus :
N3BecCTHbI

TectuposaHue

——l

Moaaepkka




Hak cTano: Agile

PesynbtaT: Konnyectso paboyero koaa

4 )

Mpobnembl : 3BECTHbI
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PeanbHaA $KU3Hb NPOOYKTOB

Mpobnembi :
HeunsBecTHbI

PeweHua :
Heus3BecCTHbI




Lean Start Up Framework

Pesynbrat: BanupguposaTb 3HaHue o nonb3oBatensx ($$$)

Customer Customer Customer

Discovery Validation Creation Scale! ,

Mpobnembi :
Hewn3ssecTHbI

DAILY SCRUM
MEETING
PRODUCT SPRINT

BACKLOG BACKLOG

\

PeweHus :
HEen3BecCTHbI

POTENTIALLY
SHIPPABLE
PrROoobpucCT
INCREMENT
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Lean Start Up Framework

Pesynbrat: BanupguposaTb 3HaHue o nonb3oBatensx ($$$)

Customer
Discovery

Mpobnembi :
Hewn3ssecTHbI
PeweHus :

Heun3BecCTHbI

Customer
Validation

[MnoTesbl,
9KCMEePUMEHTHI,
O3apeHuA

DAILY SCRUM
MEETING

|

SPRINT

PRODUCT
BACKLOG BACKLOG

|

\

Customer
Creation

w

ObpaTHaA cBA3b,
nHbopmauyms,
03apeHus

\

24 HOuURS

POTENTIALLY
SHIPPABLE
PRODUCT
INCREMENT




Build/Measure/Learn
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Bonpoc: morHO nu
BanudupoBaTb cBOU NPOJYKT He
HanucaB HU CTPOYKU Koda?



UHTepecHaA ucTtopuA

flickr




Customer Deuvelopment



Technology Adoption Curve
(Moore)

Late

| I |
| I I
| Early | Early I
Innovators | Adopters | Majority Majority | Laggards
| I |
| I |
| I |

Area under the curve
represents
number of customers

"The Chasm"

Technology Adoption Lifecycle



RHapaKTepucTUKa honb3oBaTeneu
HOBOU TexXHONOoruu

* VlHHOBaTOp®LI

— AKTMBHO VICI'IOJ'IbByI-OT HOByI-O TEXHOJIOTNKO, HaCTO MNMPOCTO U3
NMHTEPECAa K HEeWn caMon TEXHOIOTNU 0a>xe B YLLI,ep6
npenmMmylectBamM

 PaHHWK nocnepoBaTenb

— OHwu nepBble NCMOJIb3YKOT TEXHOJIOTNKO N3-3a AdBaeMbIX €10
npenmyLlecTtB

e PaHHee 00NbLIMHCTBO
— [MonaratoTca Ha ApYrvX Aas noayvyeHnsa npakTMYeckmMx COBETOB

 [lo3oHee BONBLWMHCTBO
— He nHTepecyloTca TeXHONOrMEN Kak TakoBOW, MOKYNaT CTaHOapT
ne dakTo
 [lo3poHMK nocnepoBaTenb

— He xo4eT HMyero 3HaTb O TEXHOJIOIMN, OMNMNacCaeTcd ee U
NCNonb3yeT Korga He oCtaeTCd APYyroro Bbl60pa



PaHHUe nocnedoBaTtenu

* He HyXxpgatoTca B
pedepeHcax
* VlwyT TexHonormm,

KOTOpble MOMOryT
pewmnTb N npobnemMeol

« XOTAT NoMoraTb cTapTtany
CTaTb YCNELWHbIM



3auem HYHHO cermeHTuUpoBaTh?

M3yuaTb ObICTpeE
DokycnpoBaTbCA Ha Pa3HbIX ayAUTOPUAX
bbicTpee cTaTb NNMAEpPOM pbIHKA

3axBaTblBaTb PbIHOK CEIMEHT 3d
CeErMeEHTOM

DokycnpoBaTb pecypchl



CermeHT pbIHKa 3TO NKOdU,
KOTopble...

« PaspensatoT obwimne nHTepecsl (B
OTHOLLEHUWN NPoayKTa)

* ViIMetoT gocTyn apyr K gpyry
» [loBepatoT apyr Apyry kak pedpepeHcy




Customer Development

The Four Steps to
the Epiphany

Successful Strategies for

Products that Win
e

Steven Gary Blank




Tunbl peiIHKA No BbnaHKY

Existing Resegmented

Niche

Low Cost




Ponb Customer Development

* [TpobneMbl Npu oBMXXEHUN OT OQHOIO TUNMA
nosib3oBaTeneun K Apyromy

— Pa3Huua B cBOMCTBax NpoaykTa u
NPMBbIYKaMM NOJSib30BaTeNEN

* CustDev dpokycunpyetcqa Ha obneryeHum
nepexona ot ¢asbl K pase

 NononHseT framework scrum / xp



Ponb Customer Development

* [TpobneMbl Npu oBMXXEHUN OT OQHOIO TUNMA
nosib3oBaTeneun K Apyromy

— Pa3Huua B cBOMCTBax NpoaykTa u
NPMBbIYKaMM NOJSib30BaTeNEN

* CustDev dpokycunpyetcqa Ha obneryeHum
nepexona ot ¢asbl K pase

- NononHseTt framework scrum / xp



Customer Development
Framework

Customer Customer Company Company
Discovery Validation Creation Building

Problem/ Product Market
Solution Fit Fit Scale
organization

Business Model Scale Execution

Sales & Scale Operations
Marketing
Roadman

Proposed
Funnels

PIVOT




Ctaduu CustDeu

Problem/ Product/
Solution Fit Market Fit
’ PIVOT
EcTb
npobnema,
KOTOpOu EcTb NpoAayKT,
UMEET KOTOPbIN
CMbICN NoAXoanT Kak
3aHMMmaTbCA? nogam? YCKOPUTb

PASBUTUE?



Pivot (nosoporT)

e JcHOBaHHOE Ha HOBbIX AOdHHbIX U3MEHEHUE
rmnoTesbl nan bnusHec MOo4eJ1N

Qusto mer
discovery




Minimum Uiable Product

* [TpogyxT, cogepXxawmm MUHUMAbHbIN
Habop ¢uny, N oTBEYaOWMN Ha BOMPOC NN
agpecytouwmm Habop npobnem



Karkold muHumanbHbIiU MUP?



MUP

* ITO MOXET OblITb:
— Landing Page
— PowerPoint cnanno
— 1 cTpaHuua TekcTa
— Mokan akpaHa



Co3daHue busHec modenu

Osterwalder

http://businessmodelgeneration.com




Business Model Canvas
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Business Modeling

* Cnocobbl oOKyMeHTMpoOBaHNA busHec-
Mooeneu

* (workshop vs document]
Y10 Takoe busHec Mmopenb?



Ash Maurya version

Problem Solution Unique Value |Unfair Customer

Proposition  |Advantage Segments
Top 3 problems Top 3 features
Single, clear, Can't be easily Target customers
compelling copied or bought
message that
states why you
are different and

Key Activity | \orth buying Channels
Activity that drives Path to
retention/revenue customers
Cost Structure Revenue Streams
Customer Acquisition Costs Revenue Model
Distribution Costs Life Time Value
Hosting Revenue
People, etc. Gross Margin




Business Model (1]

e Problem
— KpaTkoe onncaHune Tpex caMblX BaXKHbIX Npobnem

» Customer Segments
— K70 aBngeTcqa nonb3oBaTteneM CUCTEMBI

* Unique Value Proposition

— «Uennanka», cnoraH, rnaBHasa npu4YmnHa, no
KOTOPOM O0/I>KHbI KYNUTb Ball NPOAYKT

Solution
— MuHMManbHbIM Habop duy, pewatowmx npobnemy



Business Model (2]

Key Activity
— KnioyeBble encTBMA, KoTopble NpeanpuHUMatoT
nosib30BaTeNu ¢ NPoAyKToM (HanpuMep, NULYT B BJior)

Channels

— [1naTHble n becnnaTHblE KaHallbl, C MOMOLWbK KOTOPbIX Bbl
,u,o6V|paeTer 00 KJINEHTOB

Cost
— (DI/IKCVIpOBaHHbIe n I'IepeMeHHbIe 38TpaTbI

Revenue Streams

— Mopgenb poxopoB: nognucka, peknama, freemium u
CBSi3aHHble MPeAnosIoXKeHUs

Unfair advantage
— TO, HTO HEJIb3Ad CKOMNPOBATb NN KYTNMUTb



Problem/

Solution Fit

Solution

Problem

Top 3 problems Top 3 features

Key Activity

Activity that drives
retention/revenue

Product/
Market Fit

Unfair
Advantage

Unique Value
Proposition

Can’t be easily
copied or bought

Single, clear,
compelling
message that
states why you

Customer
Segments

Target customers

are different and

worth buying Channels

Path to
customers

Cost Structure

Customer Acquisition Costs
Distribution Costs

Hosting

People, etc.

Revenue Streams

Revenue Model
Life Time Value
Revenue

Gross Margin




Problem/ Product/

|
Solution Fit Market Fit Scale!

Problem Solution Unique Value JUnfair Customer
Proposition JAdvantage Segments

Top 3 problems Top 3 features

Single, clear, Can’t be easily Target customers
compelling copied or bought
message that
states why you
are different and

Key Activity Channels

worth buying

Activity that Path to
drives retention/ customers
revenue

Cost Structure Revenue Streams
Customer Acquisition Costs Revenue Model
Distribution Costs Life Time Value
Hosting Revenue

People, etc. Gross Margin




Problem/

Product/
Market Fit

Solution Fit
Problem Solution
Top 3 problems Top 3 features

Key Activity

Activity that drives
retention/revenue

Cost Structure

Customer Acquisition Costs
Distribution Costs

Hosting
People, etc.

Unique Value jUnfair Customer

Proposition JAdvantage [Segments
Single, clear, Can’t be easily Target customers
compelling copied or bought

message that
states why you
are different and
worth buying

Channels

Path to
customers

Revenue Streams

Revenue Model
Life Time Value
Revenue

Gross Margin




[lpoBedeHuUe UHTepBbLIO

* CeMbs, Opy3bs N 3HAKOMbIE

e 3HAaKOMbI€ 3HAaKOMbIX

* CoumnanbHblie ceTn: Mmonkpyr, linkedin
e X0OSI0OHbIE 3BOHKMU



Problem/Current Solution/
Solution

noaxon

« [lpeseHToBaTh No oyepenn (He OTKPbIBATL CAeaylOLLINE
KOJIOHKM])

« 0bcyxaaTb, 3aaBaTb BOMPOCH

* W3beratb «npogaxmu»

« @ukcmpoBaTb 0b6paTHYO CBA3b

* He cnopuTb «Bbl MPOCTO He NoOHUMaeTe!»
* (06cyxpaaTb LEeHY AOCTAaTOYHO PaHO




B cysom ocTaTKe

* Becb npouecc paspaboTku, Kak npouecc
GOpPMMPOBAHNS N Banngaunm rmnoTes

* Pa3pabaTtbiBaTb NPOAYKT yYMUThbIBAS
obpaTHYylO CBA3b 1 Banuaupysa npoaykT oT
PAaHHWX 3TANoB, HE OCTaHAaBNMBASACh Aaxe
BbINYCTUB PENN3

* Pokyc Ha pa3paboTke codTa C
MUHUMaNbHbIM HabopoM duy (mvp) Kak
MHCTPYMEHT BanaaLmnm

* [lpouecc HenpepbiBEH



Learn Faster Code Faster
Split Tests Unit Tests
Customer Interviews Usability Tests
Customer Development Continuous Integration
Five Whys Root Cause Analysis Incremental Deployment
Customer Advisory Board

Free & Open-Source Components

Falsifiable Hypotheses Cloud Computing
Product Owner Accountability Cluster Immune System
Customer Archetypes Just-in-time Scalability
Cross-functional Teams Refactoring
Semi-autonomous Teams Developer Sandbox

Smoke Tests

Measure Faster

Split Tests Funnel Analysis
Clear Product Owner Cohort Analysis
Continuous Deployment Net Promoter Score
Usability Tests Search Engine Marketing
Real-time Monitoring Real-Time Alerting

Customer Liaison Predictive Monitoring



Cnacubo!

U3yuadTe ceolU NpodykKT,
nonb3oBaTeneld U 3aKa3yuxkos do U
nocne edbl ©



