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UTto Takoe business unm enterprise agility?

— MO BO3MOXHOCTM 6bICTPast, HenpepbiBHAsA 1 3BOJIOLMOHHAs aganTauns 6M3HeC-CUCTEMBI,
BHeZpeHMe NpeanpuHUMaTENbCKMNX MHHOBALUMIA C Lie/bio NOJyYeHUs U NoAAePXKaHUA KOHKYPEHTHOrO
npenmyLlecTBa. Business Agility socTrraetcs 3a cueT NPOaKTUBHOW KNNEHTOLEHTPUUHOCTU, YYTKOCTU
N NPOABUHYTOW asanTaLMn K BbiI3oBaM, BHYTPEHHUM U PbIHOYHBIM U3MEHEHUSIM MPU NCNOJ/Ib30BaHUS
MMEIOLLINXCS YeNoBeYeCcKX pecypcoB.

— K/IMEHTOLEHTPMYHAsA Napagnrma BegeHns 61sHeca, Npy KOTOpPoii opraHM3aums HernpepbIBHO
NOACTPanBaEeTCsa Noj U3MeHsoLMecs NOTPe6HOCTUN KJIMEHTOB, r’M6KO0 pearvpyeT Ha Bbi30Bbl
OKpY>KatoLLeit cpebl.

3

— onepaunoHHaa Mo4enb N HOBbI TN npeanpnHmMMaTesibCKoro MblilineHnad, nogaep>Xmnsarvowme
rOTOBHOCTb U (I)yHKLI,I/IOHaJ'IbHyPO CNOCOBHOCTb OopraHmMsaunn MeHATbLCA, aganTnpoBaTbCd, CO34aBaTb
"N NCNOJ1b30BaTb N3MEHEHNA B MHTEPECAX CBONX KJIMEHTOB.

— rnbkasi opraHn3aums 6M3HeCc-NPoLLEeCcCoB C Lesbio 6bICTPOoro n 3¢pdbekTUBHOIoO pearvpoBaHUa

Ha BO3MOXHOCTU U Yrpo3bl, 06Hapy>XXnBaeMble BO BHYTPEHHEN 1 BHELLHel cpeje (KoMMepUeckowu,
NpPaBOBOW, TEXHONOIMYECKOW, COUMaNbHON, MOPaNbHOM UK NOANTUYecKon). TMbKocTb 613Heca cBsi3aHa
C NPUHATMEM 3BONKOLUNN LEHHOCTEN, NOBeAEeHUS N CNOCOBHOCTEN. DTO NO3BOASET KOMMAHUAM 6bITb

6onee af4anTNBHbIMN, TBOPYECKUMU U yCTOI‘/II'vII/IBbIMI/I npm pa60Te CO C/IOKHOCTAMU, HEONPEeAENEHHOCTLHO
N N3MEHEHNAMMWN.

— 3TO Habop opraHM3aUMOHHbIX BO3MOXHOCTEW, MoAenein nosegeHnsa 1 cnocobos opraHn3auum paboThl
N KOMMYHUKAUUI, KOTOPbI MOBbILWAET afanTUBHOCTb M CKOPOCTb M3MeHeHNI 613Heca, yCTOMUYNBOCTb
ANS [OCTUMKEHNSA CBOEN Lenu. BHe 3agucumocmu om mo2o, Ymo npuHecem 6ydyujee.




CTpykTypa Business Agility, 2022

Domains of Business Agility, v4.0, © Business Agility Institute

RESPONSIVE CUSTOMER CENTRICITY = yyTKas K1MeHTOLEeHTPUYHOCTb:

- integrate diverse ideas = uHTerpnpoBaTb pa3Hoobpa3Hble naeun

- fiercely champion the customer = 3awmate KIMEHTOB

- sense&respond proactively = nposaBnsiTb YyTKOCTb U MPOAaKTUBHO pearnpoBaTb

PEOPLE-FIRST LEADERSHIP = yenoBekoopmeHTUpOBaHHOE INAEPCTBO:

- foster authentic relationship = cosgaBaTb 1 pa3BMBaTb MCKPEHHWE OTHOLLEHNS
- empower with accountability = HagensiTb 0OTBETCTBEHHOCTbLIO U MOJIHOMOUYUAMM
- realize peoples potential = peann3oBbiBaTb NOTEHLMAN KaXA0ro YenoBeKa

FLEXIBLE OPERATIONS = rn6kocTb B onepaLyioHHON AeATe/IbHOCTU:

- balance governance and risks = cbanaHcMpoBaTb ynpaBnaeHue u puckin

- fund work dynamically = nHBecTupoBaTtb AUHaMNYHO

- reorganize structures fluidly = nnaBHo NpoBOANTL CTPYKTYPHbIE U3MEHEHMS
- adapt strategies seamlessly = afanTnBHO KOppeKkTMpoOBaTb CTpaTernu
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VALUE-BASED DELIVERY = co3paBaTb U JOHOCUTb LLEeHHOCTU:

- deliver value sooner = 6bICTPO AOCTaBAATb LLEHHOCTU

- seize emergent opportunities = pearmpoBaTtb 1 NCNOAb30BaTb
BO3HMKAOLLIe BO3MOXHOCTU

- unleash workflow creatively = TBopuecku pa3BuBaThb paboune npoLecchl
- prioritize = paccTaBnsATb NPUOPUTETHI

ENGAGED CULTURE = BoBneKatloLLas KynbTypa:

- act as one = KOMaHAHOCTb

- engage transparently and courageously = geiicTBOBaTb
Mpo3paYvHo 1 CMesio

- embed phychological safety = noaaepxvBatb rapmMoHUIO U
MCUXOIOTNYECKYH YCTONUYNBOCTb

- cultivate a learning organazation = pa3BMBaTbCs Kak 0by4atoLas
opraHusaums



YnpaBneHne MHHoBauusaMmn —

MeHeO>XMEHT, ob6beKTaMm KOTOPOro dBJ1dOTCA MHHOBaLU WA U MHHOBALMOHHbIN npouecc.

OnpepeneHusa:

1. Mpouecc nepeBonowWweHMa HOBOM (A9 MUPA, CTPaHbl UM KOHKPETHOIo permoHa) naem o KoHuenuum
NpoaykKTa, 6U3Hec-npoLecca, MapKeTUHra, TeEXHONOrM1, MaTepranoB M KOMMNOHEHTOB B KOMMeEPYECKMNIN MPOeKT
C Lenblo U3BMeYeHMa Npubbiav 1 oNTUMMU3aLMKN PUCKOB B paMKax obLlen cTpaTermm 6M3HeC-CUCTEMBI.

2. 'ToroBbl pe3ynbTaT co3gaHna U BHeOPeHUa NMPUHUUMUANbHO HOBOIO UK MoaAUPULMPOBAHHOIO cpeacTBa
(HoBLIecCTBA), yOoBNEeTBOPAOLWNIN KOHKYPEHTHbIE 06LLEeCTBEHHbIE MOTPEBGHOCTU U Aatowmm pag addpeKkToB
(3KOHOMUYECKMIN, HAYHYHO-TEXHUYECKUNI, COoLMaNbHbINA, TEXHOMOMMYECKUN).

3. HoBasg unu ynyJdlieHHaa npoaykumusa (Toeap, ycnyra, pelueHume) cnocob (TexHonorna) ee npomsBoacTBa
U NpUMeHeHUs, HOBOBBeAEHMNE NN YCOBEPLLEHCTBOBaHME B cdepe opraHmsaumm m (Mnm) SKOHOMUKU
NMPOu3BOACTBa U (UNN) peanunsaumm NPoayKLMmn, obecneymBaroLLIne SKOHOMUYECKYIO Bbiroay, co3gatome
yCNnoBua A9 TaKOM BbIroAbl UK yiydlUaloLlme notTpebutenbckme CBOMCTBA.

4. IHCTPYMEHT npeanpuHuMaTenen, cpeacTBo, C MOMOLLbIO KOTOPOro OHU UCMONb3YIOT MU3MEHEHMA KaK LWaHC
peann3oBaTb HOBbIN BUA 6M3Heca unum ycnyr. MHHoBauma — 3TO pa3paboTKa U BHe4PEHME HOBOrO,

paHee He CyLLleCTBOBAaBLUEro, C MOMOLLbIO KOTOPOIro CTapble, U3BECTHbIE 3/1IeMEHTbI NPMAAT HOBOE Ka4yeCcTBO
3KOHOMMUKU BU3Heca.

HekoTopble HanpaBeHUA MHHOBaLUMN: OpraHu3auuoHHblie popMbl:

TexHonormyeckue nogpasgeneHuna R&D

npoayKTa oTaeneHme HoBOro NMNpoayKTa

ycnyr MPOEeKTHO-LeneBble rpynmnbl
LLeHTpPbl pa3BUTUSA
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NpoaakKT-MeHeA)XXMEHT

MpoayKT — 3TO pe3ynbTaT YeloBeyecKoro Tpyaa,
KOTOPbI yOOBNeTBOPSAET NOTpe6HOCTU Nogen,

3TO KOHEYHbIW pe3ynbTaT, KOTopPbIM Bbl MpeaocTaBnseTe
CBOWM MOJIb30BaTeNaAM UM KITMEHTaM. OTO MOXeT 6biTb
dur3nyecKkn ocazaeMblin MPOAYKT, NporpaMMHas
nnatdopma, CepBUC, MPUNOXKEeHMe, yCiyra, NakeTHoe
pelleHue, B TaK)Ke KaueCTBEeHHOe pasBUTUE U
MacLUTabupoBaHMe TEKYLLEro.

MpopakT-MeHemKep — co3agaTtenib NpPoayKTa.

OH onpenenseT, KaKUM 0mMKeH 6biTb NPOoayKT

051 KOHEYHOro Nofib3oBaTess, Kak OH OO/HKEH MeHATbCS
CO BpeMeHeM, KakKue Lenuv NpoayKT npecrnenyeT C TOUKU
3peHuna busHeca un pbiHKa. NpogakT-MeHeoXKep
yrnpaBnsgeT NpoLeccoM Co34aHMA NpoayKTa C Havana

0,0 KOHLa, OTBeYasa 3a co3aHue, BbiIBOA Ha PbIHOK,
nopaep)XXKy 1 YCTOMUYMBOIo PasBUTUE MPOLO/IHKUTENbHOE
BpeMa XKM3HEHHbIN LUK MPOAOYKTA).

MpopgakT-MeHeoy)Kep B AMHAMUYHOM U agile ctune
ynpaBfqaeT He CTOJIbKO pa3paboTKOM NpoayKTa

M ero yHKLUMOHANOM, CKO/TIbKO OTBEYaeT 3a KOMMNEKC:
aHanu3 pblHKa, BbIgBNE€HWNE MHCANTOB 419 Pa3BUTUSA
MNPOAYKTA, yNydlleHUNe TEKYLLMNX CBOMNCTB, POPMYSIMPOBKaA
HOBbIX crneundunKaumnim, NnpoBepKa rmnoTes,
MUNOTUPOBAaHME, BbIBOO Ha PbIHOK U MAapPKETUHT, OLLeHKa
o6paTHOM cBA3U U 3PPEKTUBHOCTU USMEHEHUIN —
CBfI3blBas B OOAUH KOHTYP yrnpaBneHuq.

“d Kro Takon product-MeHemKep, M MoYeMy OH OYEHb
HY>XeH coBpeMeHHOMY 6u3Hecy!?

Product Management

‘ Technology

Customer
(Experience)

Business
(Profitability)

Competition
and
Environment
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XXU3HEeHHbIN LMK NPOoAYKTa

Ku3zHeHHbIM WMKN NpoayKTa
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Product Discovery — onpeapeneHus

— CWUCTEeMa, B KOTOPOM KOMaHAa pa3paboTuMKOB peLlaeT, YTo MMeHHOo 6yaeT co3aaHo, rnocne
cucTeMaTmUyeckoro c6opa AoKa3saTeNbCcTB NoCpeaCcTBOM UCCedoBaHUM U SKCNEePUMEHTOB; CUCTEMA OLIEHKW
noen nepep 3anyckoM. Product discovery — HeNIMHEMNHbIN MPoLEecc, KOTOPbIN MPOUCXOAUT NMapaniesibHO C
delivery, n moMoraeT yny4ylmnTb pelieHna no npoayKTamM, CHU3IUTb PUCKU naen nepen MHBECTUPOBAHMEM B
peLwieHud.

NTEePaTUBHbLIN NPOLLECC, COCTOSALLMN U3 UCCNEeO0BAHMNN, SKCMEPUMEHTOB U KOHLUEMNTyanmsauum,
MO3BONSAOLWNM YMEHbBLUUTb HEONPEAENEHHOCTb BOKPYI BO3MOXXHOCTU UMU UAEW, YTO6bl y6eauTbes, YTo
npaBunbHas duya / NpoayKT co3gaHa ang npasuibHOM ayauTopum.

OTO AedTeJIbHOCTb, KOTOpPad noMoraeT onpenesiTb, Heo6xoauMm num NPOAYKT PbIHKY U NMo4YeMy.

CUCTeMa ynpaBfieHUa U MPOLLECC CHMMKEHUA YPOBHA HeonpeaeneHHOCTU NPU MPUHATUN peLLEHMNIA, KOTOPbIN
Heob6xoauM, YTobbl y6eauTbcsa B LLEHHOCTU NPOAYKTa.

CUCTEMA OLUEHKU NOEN C MOMOLLbIO OaHHbIX.

Discovery nMeeT A BOMCTBEHHYIO NPUPOAY: CHavana aHanm3mnpyeTca LLeHHOCTb Nofib30BaTeNs, a 3aTeM C
MOMOLLbIO HEE co3haeTcs NPOAYKT.

ncceriegoBaHmMe npoayKTa C Uesibio YCTpaHeHUNd PUCKOB, CBA3aHHbLIX C ero LeHHOCTbIO, NMoJ1Ie3HOCTbIO,
onpaBgaHHOCTbIO, YXN3HECNOCOBHOCTbIO N STUYHOCTbIO.

3TO NpeXae BCero NoMcK oTBETOB Ha BOMPOCHI:

KQK BbISIBUTb W 3AKPbITb Npo6b/1emMy MoTeHLNATbHbIX KITUEHTOB?
MOVMYT JIN KITMEHTbl BO3MOXKHOE pelLueHmne?

MOXKET /11 HALL MPOAYKT PELUNTb 3Ty npobremy?

Pa6oYMA 711 ITO NMPOAYKT B YC/TIOBUAX HALLEro 6mM3Hecqa?



Product Discovery — onpeaeneHus
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NMpumMmep Ppenmdpopka Product Discovery —
0. O6Liaa cxeMa npouecca
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3T1an 1. Customer Validation —

MOUCK NOTPeBHOCTEN
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dT1an 2. Market Research —

aHaliIn3 PblIHKa N KOHKYPEHTHbIX peLeHunm
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3T1an 3. Value Validation —

npopepkKa n Baingaund LeHHOCTHOIo rnpeaj1oxxXeHmd
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3Tan 4. Business Model Validation —

Banmpauumsa bmsHec-MoOenm
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dtan 5. Go-To-Market Strategy —

onpeapeneHme CTpaternMm BbixXxoga Ha PblIHOK

E| Competitar /

Knowledge

E} Business Mode EI Customer Profile

Pesitioning Strategy Dafinition Aequisition Stratagy Detinitian Activation Strategy Definifion
|
Procf of | Points of Unique Selling T Acquisition Client ;
— - arget Audience Marketing Budget Sales Scripts
Maed / Valus Fit . | Differentiation —p Propaosition - . Channels iy e Relationship —ty 2 P =#| Sales Pianning
oo g, e Cefinition Planning g Definition
Definition Definition Definition Process Definition
I I | I I
I I I I I
I * | + |
| Media Plan I B |
dia P Business Model
. =] . =] .
i | I
B o o —— ————————— — ——— — —— — — — '4’ ______________________________ -

Bl setes & Marketing Kit

© productframework.ru

— ‘ Go-To-Market Strategy


https://productframework.ru/

3Tan 6. Solution Validation —

rMpoBepKa rmrnoTe3bl peLleHud, NPoeKTUpPoBaHMeE 1 pa3paboTKa NpoayKTa
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3T1an 7. Acquisition Configuration Validation —

rMpoBepKa rmrnoTe3bl peLleHud, NPoeKTUpPoBaHMeE 1 pa3paboTKa NpoayKTa
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Continuous Discovery

Bonee 40% cTapTanoB B Ka4eCTBe OCHOBHOW MPUYMHbI 3aKPbITUA YKa3blBalOT «OTCYTCTBME MOTPEBHOCTU PbIHKa»

Cpportunities,

ldeas,

Problemst

>\

DISCOVE

DELIVERY

o Solve

Potentially
Shippable
Software

Oppaortunities,

Problems to Sclve

Potentially
Shippable
Software

Opportunities,

Ideas,

Problems ta Solve

Potentially
Shippable
Software

“E

‘)

OanOOaa

QOO

pt

Potentially
Shippable
Software

Learning

e

Build - Measure - Learn

N

Business
Qutcomes



Continuous Discovery

Continuous () deswed cutoome
Discovery e NOO

Leader : ) ¥
o rd 4 o “
@,

Product Team s As understanding of Product
conducts weekly o the opporturty space Team
customer interviews o evolves, we learn more Outcame
‘ about how wemight _—=
— ~ Yain reach our desired

P o ) |
LA ) . S) outsome. /S TT Doesthe soution
i {0 ] y address ths opporiunity
— Nt = | ! ! in @ way that drives
| 74 the desired outcoma?
-.. to discover
—_— .

.\ y
/S \
/ 7 Does the opportunity A

g address areal \
h i i \ Product Team
in @aint, , ? \
- pain poirt, need, desire? - builds Ao
'y runs product experiments
/ ekly to ev, | A
) / 7 Doss this sokion / weekly to evaluate solutions.
| " . Address the /
— / 2 i appartunity? /
| _ /
\ o o

As solutions

evolve, inderstanding
of the opportunty
evolves, .

—

e i
L — S s this solution ...
Solution Baluti Soluti = g Usabie?
or o | i e
ha I -
S
| Product Team

generates multiple solutions for the
same opportunity setting up a
and s+

PRODUCT TALK

@ Copyright Product Tak LLC www.ProductTalk.org

Xopolwire KoMaHgbl No nccnegoBaHMIo NPoAyKTa 3aHMMAaKTCA A BYMA CaMbIMU BaXKHbIMU

BUOAMU OEATENbHOCTU eXXeHeaeIbHO: O6LEHMEM C KITMEHTAMMU U I'IpOBepKOVI npe,u,nono»(eHMﬁ.

NHTepBblOMPOBaHME MOMOraeT HaxoAUTb BO3MOXXHOCTU, @ NpOBEpPKa rmrnoTes noMoraeT
HaXoOUnTb pa60Ta+ou.Lme peweHund.

99~



Owmn6ku B Product Discovery

1. Product Discovery = User Research

2. HepocrtaTtoyHO uenenonaraHus

3. W36bITOYHbIEe ycunua, oTcyTcTBUeE agile

4, TpexxpeBpeMeHHas pa3paboTka

5. HeBHMUMaHMe K oTpuuUaTeNibHbIM pe3yrbTaTam

6. [lNpuopuUTeT LEHHOCTU BU3HECca Had, NOMb30BaTEIbCKOM LLEHHOCTU
7. PaspeneHue paboTbl MeXkay ABYMA KOMaHOaMM

8. W36bITOYHbIV BHELHWUN KOHTPOMb TOMN-MeHeO)KepoB



Hawu MmaTepuanbl No TemMe
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ICX-aHanuT1Ka, agBoKaTypa

ManespenHoCTs Guikeca MEHTOB, THEPHOHLIE

(rMEKOCTE, ARANTHEHOCTE,

business agility) — B-HOMMYHWHI LK

MHTErPANbHEN OUEHNKE

12.05.2023 22.12.2022
MaHeBpeHHOCTb 6u3Heca (FrMBKOCTb, CX-aHanuTuKa, agBoKaTypa KIMEeHTOB,
aganTUBHOCTD, business agility) — rmépugHble KOMMyHUKauum B b2b

MHTerpaJibHad OLleHKa
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