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Annomauus: Bcmamue paccmampusaiomces sghgexmueHbvie cmpameeu RPUGAeHeHUs NePebiX KAUCHNOB 8 MEXHON0SUHECKUX
cmapmanax Ha panuell cmaouu pazeumus. Ilpoanasuzuposanst hynoamenmanvhvle KoHuenyuu ouggyuu UHHoBauul,
bepexcaueoeo cmapmana u npooyKm-opueHmuUpo8anHo20 pocma, a marKice MecoyHapoOHblil ONbiM e8pONeicKux u
AMEPUKAHCKUX CApmManos.

Tlokazano, ymo ycneutHoe npueneerue nepebix noav3oeameneil (paHHUx nociedogameneii) mpedyem ocoboeo nodxooa,
OMAUMHO20 OM MACUWIMAOUPOBAHUS HA 3penbix cmadusx. B panneil ghaze cmapmanst pokycupyromes na y3Koi yenegoil
ayoumopuu Ho8amopog, UMepamueHoli 0opabomxe MUHUMAABHO20 HCUBHECNOCOOHO20 NPOOYKMA ¢ NOMOWbI0 UUKAAQ
«c030amp — OUeHUMb — HayuUmbcs>. Kpome moeo, ananuzupyromes maKkmuku, makue Kax nepcoHaibHoe g3aumodeticmaue
¢ KAUEHMAMU, NPOSPAMMbL PeKOMeHOauyuil, Modens freemium, 806aeueHUe coooUecmaa U co30anue cemegbix IQghexmos.
Cdenan 6v1600, umo covemarue Memooos, opueHmuposartvix Ha docmuxcenue PMF (product-market fit), u axmueHoeo
duanoea c nepevimMu KAUeHmamu no3eoasem 0ocmuts NPOOYKMOB0-PbIHOYHO20 COOMBEMCMBUSL U 3AN0CUMb OCHOBY 045
Macuimaobupyemoeo busHeca.

Mamepuanvt 0cHOBAHBL HA AKMYANBHBIX UCCACO0BAHUSX U KelICaxX NOCAeOHUX 1em U NPeOHA3HAUeHbl 15 uccaedosamenceil
U NDAKMUK08, UHMEPECYIOUUXCSI CMPAMEe2UsSMU 8biX00d CIApmanos Ha PbiHOK.

Karouesnie caosa: mexronoeuueckuii cmapman, nepevie KAueHmol, paHHue nociedosament, Oug@ysus UHHOBAYUIL,
bepedxcauswlii cmapman, NPoOyKm-opueHmuposantslii pocm, cemeanle dgpghexmal.

Jlaa wumuposanusa: Tacwanoe P.T. Cmpamezuu panneeo npueieuenus nepeévix KAUeHmMos 8 MexHON02UHeCKOM
cmapmane. I[lymesooumenv npeonpunumamens. 2025. T. 18. Ne 3. C. 79—87. https://doi.org/10.24182/2073-9885-
2025-18-3-79-87.
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Abstract: The article examines effective strategies for attracting early customers in technology startups at an early stage
of development. The fundamental concepts of diffusion of innovation, lean startup and product-oriented growth, as well
as the international experience of European and American startups are analyzed. It has been shown that successfully
attracting early users (early adopters) requires a special approach, different from scaling at mature stages. In the early
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phase, startups focus on a narrow target audience of innovators, iterative refinement of a minimum viable product using
a «create — evaluate — learn» cycle. In addition, tactics such as personal customer interaction, recommendation programs,
freemium model, community engagement, and network effects creation are analyzed. It was concluded that the combination
of methods focused on achieving PMF (product-market fit) and active dialogue with first customers allows you to achieve
product-market compliance and lay the foundation for a scalable business. The materials are based on current research
and cases of recent years and are intended for researchers and practitioners interested in strategies for entering startups
into the market.

Keywords: tech startup; first customers; early followers; diffusion of innovation, thrifty startup; product-oriented
growth; network effects.
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BBegeHue

[NpuBnedeHne TTePBBIX KIIMEHTOB — KPUTUYECKY BasKHBII 3TAIT pa3BUTUS TEXHOJIOTMYECKOTO CTapTa-
ma. UIMeHHO OT yCITeIIIHOIro 3aBOeBaHMsI HEOOJIBIIION IPYIIILI paHHUX IT0JIb30BaTeneit (early adopters) 3a-
BUCUT IOCTMKEHUE COOTBETCTBUS MPOAYKTA phIHKY (product-market fit, PMF) u nanbHei1mit pocT KOM-
nanuu. CTaTHcTUKA ITOKA3bIBAET, YTO MOJAABJISIONIEE OOIBIIIMHCTBO CTAPTAIIOB TEPIISIT Heyaauy, Tak U He
BBINIIST HA YCTOMYMBYIO TpaeKTOpHIo pocta.! OmHOM U3 MIaBHBIX IIPUYMH 3TOTO SIBJISIETCS HEITPaBUJIbHAST
CTpaTeTus BBIXOAA Ha PHIHOK — MHOTHE MOJIOIbIe KOMITAHUH TTBITAIOTCST KOITUPOBATH MOIXOIBI KPYITHBIX
WUTPOKOB (MacCOBBIN MapKETHHI, MacIITabMpyeMble TEXHOJIOTUH, CIIOKHBIE MH(GPACTPYKTYPHI) C CAMOTO
HayaJjia, B TO BpeMsl KaK Ha HyJIeBOM CTaguy OM3HECY Hy:KHBI COBCeM apyrue nmpuémbl.? Kak MeTko oTMe-
tun T. Teiteiipa, craprary, AeiarolieMy rnepBbie Iard, 6ecroie3HO MbITaThCsl Cpady 6exkaTh Kak KOpIo-
pauust — paHHss dasza TpedyeT HOKYCUPOBKU Ha MOJyYeHUH 00paTHOM CBSI3U OT MEPBbIX KJIMEHTOB, JaXe
LIEHOM BpeMEHHOI'0 OTKa3a OT MacIiuTaba.’

Llenb maHHOI CTaTbM — OOBEIMHUTH TEOPETUIECKIE M IMPAKTUISCKIE PEKOMEHIAIINH O TOM, Ka-
KM 00pa30M TeXHOJIOTHYECKHUE CTAPTAITB MOTYT 3(P(EeKTUBHO MPUBJIeYb ITePBHIX KIIMEHTOB. OCHOBHOE
BHUMaHUE YAEIeTCS MEXIyHAPOIHOMY OITBITY KOMITAHU, CYMEBIIHX TTPEOIOJIETh pa3phiB MexXIy (a-
3011 co31aHusI TPOIYKTA U JOCTUKEHUEM HayalbHON KJIMEHTCKOM Oa3bl.

OcHoOBHble KOHLUenyuu npuBsiedeHUs nepBbix nosnb3oBaTeneu

®denomMmeH early adopters oobsicHseTcs nuddy3neit uHHoBaunit D. Pomkepca 4 HoBaTopsl (~2,5%)
1 paHHMe nocienoBarenu (=~ 13,5%) nepBeIMU IPOOYIOT IMPOAYKT, IICHS HOBU3HY M SIBHOE TIPEUMYIIIe-
ctBO. Teopust muddy3un MoguepKUBaET, YTO peIIeHUE O IPUHSITUM MHHOBAIIMH 3aBUCUT OT TISITH KITIO-
YEeBBIX XapaKTePUCTHUK: OTHOCUTEIHFHOTO ITPEUMYIIIECTBAa, COBMECTUMOCTH C CYIIECTBYIOIITMMHU ITOTPeO-
HOCTSIMU, CJIOKHOCTH, BO3MOXKHOCTH ITPOOHOTO NCTIOIB30BaHUS ¥ HAOIIOMaeMOCTH pe3yabraToB.” Takum
00pa3oM, 4TOOBI 3aBOEBATH MEPBBIX KIIMEHTOB, CTAPTAI TOJKEH MPEIIOXKUTh UM SIBHOE TTPEUMYILIECTBO
HOBOM TEXHOJIOTUH, TaTh BOZMOXHOCTb IIPOTECTUPOBATH ITPOLYKT (HAITpUMED, Yepe3 OeCILIaTHYIO ITpoo-
HYIO BEepCHIO) ¥ TTOKA3aTh YCIIEITHEIE IIPUMEPHI MCITOIB30BaHMS (KeHCHI), GOpMUPYS TOBEpHE K KOHK-
peTHOI MHHOBauu (TadI. 1).

[ pyroii BaxHbIi TeopeTnueckuii pyHnameHT — kKoHuenuus Lean Startup 3. Puca. OHa npenmnonaraer,
YTO CTapTaIl Ha paHHEH CTaIiK — 3TO TMITOTe3a, TpeOyIolas IpOBepKH Ha peaTbHBIX IOJIb30BaTesaX. Ctap-
Tall pacCMaTpUBaeTCs KaK TMIIoTe3a, ITpoBepsieMast IIMKIOM «CO3IaTh — OIIEHUTh — HayIuThes» (Build —
Measure — Learn), Korma kKoMaHaa ObICTPO BEITyCKaeT MUHMMAJIBHBIN XM3HECITIOCOOHBIH mpoaykKT (MVP),

'Teixeira T. The Right Way to Get Your First 1,000 Customers (HBR IdeaCast, Episode 676). Harvard Business Review.
2019. — URL: https:/ /hbr.org/podcast /2019 /04 /the-right-way-to-get-your-first-1000-customers#.

2Tam xe.

3 Tam xe.

4 Mbatha B. Diffusion of innovations: How adoption of new technology spreads in society. Information, Knowledge, and
Technology for Teaching and Research in Africa: Human Machine Interaction and User Interfaces. — Cham: Springer
Nature Switzerland. 2024. C. 1—18.

5 Tam »e.
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Tabnumua 1
MaTb BOCNPUHUMAaEMbIX XapaKTEPUCTUK MHHOBaLUMWK N0 Poaykepcy W TakTUKK cTapTana Ans Ux ycuneHus
BocnpuHumaemas YTo olleHHBAET PAHHUIA M0JIb30BATEH CkaTasi TAKTHKA cTaprana
XapakTepucTHKA
(Pomxepc, 2003)
OTHOCUTETbHOE SABHOe MPEeBOCXOACTBO Han | Y€Tkoe value proposition +
MPEUMYLIECTBO TEKYILMMM PELIEHUSIMU JIEMOHCTPALIUS «10/TI0CIIE»
COBMeCTUMOCTb Hackonbko mponykT BnuckiBaetcsl B | UHTerpauun  «u3  KOpPOOKW» U
MPUBBIYHBIA TPOLIECC MPOCTOI UMITOPT JAHHBIX
[Mpocrora ocBoeHust | CKOJBKO YCWIMIT HYXHO, 4TOObI | OHOOpPAMHT 3 uiara +
HayaTh paboTaTh VHTEPAKTUBHbIE OJICKA3KU
[MpobyemocTb Bo3moxHOCTh 6e3omnacHo | Freemium / 14-gHeit mnpoGHoel +
MPOTECTUPOBATH MOIYJIbHOE pacliMpeHue GyHKLUM
HabGnomaeMocTb BunumocTtb apdekTa oT | Kpatkue keiic-MeTpuKu U MyOTuYHbIC
pe3yJIbTaToOB MCITOJIb30BaHUS Jaibopabl YCIeXoB

coburpaeT TaHHbIE 1 (UIOEK, 3aTeM ITOATBEPKIAET THUIIOTE3Y WM AejaeT IMUBOT ’. 3aBBIIIEHHOEe BHUMaHME K
IopaboTKe 6e3 BBIXOIA Ha PEIHOK YBEJIMIMBACT PUCK 3aepKeK, TTO3TOMY KPUTHIEH GaJlaHC MEXKITy CKOPOC-
TBIO PEJTM30B 1 IIIyOMHOM 00IIIeHNS C TTepBoii aynuropreir.! Takim o6pa3oM, cTapTarry BasKHO HATH GastaHC
MEXITY CKOPOCTBIO 3aITycKa U IITyOMHOM B3aUMOICCTBISA C TTEPBRIMU KIIMEHTAMH 1T OOYICHUS.

Eme ogna coBpemenHas mapamurma — product-led growth (PLG), uinu mpomyKToBo-0pueHTHPO-
BaHHEI pOCT. B oTIM4Me OT KiTaccuaecKoit MOIENH, TAe POCT CTUMYJIUPYETCS IPEUMYIIIECTBEHHO Map-
KETUHTOM | Tipomaxamu, ipu PLG caM mpomyKT cTaHOBHTCS OCHOBHBIM IpaiiBepOM IPUBJICUCHUST 1
yaepsKaHHS KIMEHTOB. DTO JOCTUTAETCS 3a CUET OECIIaTHBIX BEPCHIA, IPOCTOr0 OHOOPIMHTA, BUPYCHBIX
MEeXaHWK 1 BEICOKOM LIEHHOCTH, KOTOPYIO ITOJIB30BaTelb ITOTyJaeT Cpa3y IMPH 3HAKOMCTBE C IIPOIYKTOM.

CornacHo aHamutudeckomy ordery Gartner, crparerus PLG ¢dokycupyercss Ha TOM, 4TOOBI JaTh
TTOJIB30BATEITIO BO3MOKHOCTH CAMOCTOSITETLHO IOITPOOOBATh IMMPOAYKT 1 YBUAETH €T0 IIEHHOCTh COOCTBEH-
HBIMHU [JIa3aMU, YTO B IIEPCIIEKTUBE CTUMY/IMPYET HOKYIKU U pekomeHmauuu.’ [napabie uenu PLG — Bo-
TIePBBIX, 00ECTICYNTh MOTEHIIMATLHBIM KIIMEHTaM OTpaHMYeHHBIN, HO JOCTAaTOUYHBIN OIBIT MCITOIh30Ba-
HUSI TIPOAYKTA (HaIIprMep, depe3 OeCTUIaTHBIN Taprd WiTv IMPOOHBII IIEPHO), 2 BO-BTOPHIX, KOHBEPTUPOBATh
JOBOJILHBIX TOJTb30BaTe e B IUIATSAIINX KIIMEHTOB 1 aIBOKATOB OpeH/Ia Ha OCHOBE MAaHHBIX 00 X TTOBEIE-
Huu . Yxe 6osiee MOJI0BUHBI COBPEMEHHBIX SaaS-KOMIIaHMI BHEAPSIOT IIPOAYKTOBO-OPHEHTUPOBAHHEIE
METOIBI POCTa: MO JaHHBIM orrpoca OpenView, 10 YaCTHBIX CO(PTBEPHBIX KOMITAHMI, MCITOIB3YIOIINX
PLG, Bripocna ¢ 45% no 55% 3a mmocneaHye HECKOJILKO ToIbl, M 0K0JI0 61% craprarnos u3 peiitunra Cloud
100 mpUMEHSIOT 3Ty cTpaTeruo !,

Jlanee pacCMOTPUM OCHOBHBIC KOHIICTIIINH MPWBJICUEHM ITIEPBHIX ITOTh30BaTEICH.

[lepBas rpynmna KIMEHTOB TEXHOJOTMYECKOTO CTapTalla CyIeCTBEHHO OTINYAeTCs] OT MacCOBOTO
pbIHKa. B pamkax mogenu Pomkepca 5TH KIIMEHTHI OTHOCSATCS K KATETOPHUSIM «MTHHOBATOPOB» M «paHHUX

¢ CoctaBneHo aBTopoM Ha ocHose Mbatha B. Diffusion of innovations: How adoption of new technology spreads in
society. Information, Knowledge, and Technology for Teaching and Research in Africa: Human Machine Interaction and
User Interfaces. — Cham: Springer Nature Switzerland. 2024. C. 1—18.

" Newbert S.L., Tornikoski E.T., Augugliaro J. To get out of the building or not? That is the question: The benefits (and
costs) of customer involvement during the startup process. Journal of Business Venturing Insights. 2020. T. 14. C. e00209.
https:/ /doi.org/10.1016 /j.jbvi.2020.e00209.

8 Tam xe.

° Perri L. Keys to Product-Led Growth for Tech Providers. Gartner. — URL: https://www.gartner.com/en /articles /
keys-to-product-led-growth-for-tech-providers.

0 Tam xe.

112022 Product Benchmarks Report. OpenView Partners. OpenView. — URL: https:/ /openviewpartners.com /2022-
product-benchmarks /.
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ITOCJIeIoBaTelIeil», COBOKYITHO COCTAaBJISIIONIMM He 6oyiee 15—16% OT mOTeHLIMaIbHOI ayaIMuTOpHH ‘2.
MHHOBaTOpBI — 3HTY3MACThI HOBBIX TEXHOJIOTU I, TOTOBBIE TPOOOBATH CHIPOH MPOAYKT paau HHTEpeca K
caMoMy HOBIIIeCTBY. PanHme mmocienoBaTeln — BU3MOHEPHI, KOTOPBIE BUAAT ITOTCHIINAT MHHOBAIIAM
IUTS pETIIEHMS CBOMX 3a11a9 ¥ TOTOBBI MUPUTBCS C M3ICPKKaMI HeIOPaOOTaHHOTO PEelIeHUs. DT IIepPBhIe
MOJIb30BATE IV UTPAIOT POJIb ITMOHEPOB, TTPOKJIAABIBAIOIINX ITYTh OCTAILHOMY PHIHKY.

OnHako 17151 TOro, YToObl OHU MPUHSLIU MPOIYKT, CTapTaIl 10JIKEeH YIOBJIECTBOPSITH OCOOBIM KPUTEPHUSIM
LIeHHOCTU. Bo-TiepBbIX, HOBOE pellieHUe JODKHO MpeiaraTh 3aMeTHO JTy4Iliie BO3MOXHOCTH IO CpaBHE-
HUIO C CYIIECTBYIOILIMMHU aIbTepHATHBaMU (HalipuMep, SKOHOMUTb BPeMsi, CHIKAaTh 3aTpaThl, OTKPHIBAThH
HOBBIE (PYHKIMM). BO-BTOPBIX, IPOMYKT TOJDKEH BIMICHIBATHCST B KOHTEKCT MCIIOIB30BAHMS ¥ TIOTPEOHOCTH
1IeJIEBOI HUIIIM, MHAYE MaXkKe HOBATOPHI HE CTAHYT TPATUTh YCWIIMS Ha €TO OCBOCHME. B-TpeThux, mepBhIit
OTIBIT HE MOJDKEH BBI3BATh Ype3MEpPHEBIC 3aTPYIHEHMST, MHA4Ye YacTh OTCHITNAIBHBIX 9HTY3MAaCTOB OTCEETC.
YeTtBepToe: BO3MOXKHOCTh OIPOOOBATh MPOLYKT B OTPAHMYEHHOM MacliiTabe CHJIbHO MOBBILIACT IaHChI HA
ero npuHsATue °. UMeHHO O3TOMY ITPaKTUYECKHU BCE YCIICITHbIE CTapTaITbl ITPeIaraloT OeCIUIaTHbIM 1eMO-
JocTyr Wi MVP (MUHUMaJIbHO XKU3HECTIOCOOHBIHM TTPOAYKT) AJIs TIEPBbIX KIIMEHTOB. M HakoHell, paHHUE
TTOJTE30BATEITN OJKHEI BUIETh 3(PGEKT OT MCTIOIB30BaHMsI, O TO B BHIEC KOHKPETHBIX METPUK YTyUIIICHIS
OM3HeCa WM COOCTBEHHOTO OIBITa. Korma 31 (haKTophl YUTEHBI, BEPOSITHOCTD TOTO, YTO MHHOBALIMS pac-
TIPOCTPAHUTCS OT TTEPBBIX TTOCTIeI0OBaTe e K 60JIee IMMPOKO ayIUTOPHH (paHHEMY OOJIBITHCTBY), CYIIE-
CTBEHHO ITOBBIIIAETCS.

ITpu 3TOM B yCJTOBUSIX BBICOKOM HEOTIPENEIEHHOCTH CTapTall IOJKEH MOCTOSTHHO YUUTBCS Y CBOMX TTEP-
BbIX KJTMEHTOB. KoH1IeNIMs OepeXITMBOro cTapTana npeajiaraet yisi 3T0ro CUCTEMHBII MOAXO/ B BUE LIUKJIA
«CO3IaTh — OLIEHNUTD — HAYIUThCSI». Ha ITpakTrKe 3T0 BRIpaXkaeTcsl B OBICTPOM CO3MAHN MUHUMATBHO XKH3-
HECIIOCOOHOT0 IMPOAYKTa (IIPOTOTHUIIA ¢ 0a30BBIM (PYHKIIMOHAJIOM), €T0 3aIlyCKe Ha HEOOJIBIIYIO TPYIIITY
TTOJTE30BATelIel, M3MEepEeHIH KITIOUEBBIX ITOKAa3aTe el M KaueCTBEHHOI 00paTHOM CBSI3H, a 3aTeM B KOPPEeK-
TUPOBKE MMITOTE3 IMPOayKTa.

Ha pucynke 1 mokazaH UTepallMOHHBIN LIUKJI «CO3AaTh — OLIEHUTh — HAy4UThCS». Kaxkaplii mpoxon —
3TO TMPOBEPKa OHON-IBYX I'MIIOTE3: KOMaHIa ObICTPO BBITYCKAeT MMHUMAIbHYIO BEPCUIO HYXKHOM (PyHK-
LI, OTHAET €€ HeOOJIbIIO IPyIIIe, 3aMepsIeT MeTPUKH (aKTUBALIYS, yAep>KaHue) U JIMOO pa3BUBaET yCIIeX,
JIM00 MeHseT HattpapieHre. OIIMOKM Ha 9TOM 3Tarie CTAHOBSITCS MAaTEpHUAIOM TSI CICAYIOIIEel UTepalnm, a
He (haTaTbHBIM ITOPaKEHUEM.

Build

A 4

Learn < Measure

Puc. 1. UtepauuoHHbiv umkn «Build — Measure — Learn» (co3aatb — OLEHWTb — HayuMTbCs),
nexxawum B ocHose metogosioruu Lean Startup®®

DMIMpHUYecKre UCCIeT0BaHMS TTONTBEePXKIaloT 3(h(GeKTUBHOCTh TAKOTO Tomxoaa. B gactHocTH,
ompoc Newbert u 1p. TToKa3aj, YTO CTapTarbl, PAaHO IIPUBJIEKAIOIINE KITMEHTOB K COBMECTHOM 10paboT-
Ke, ObICTpee JOOMBAIOTCS TOTOBHOCTH PhIHKA IIaTUTh '°. Ho n36hITouHast oopaTHast CBA3b 03 Mpropu-

12 Mbatha B. Diffusion of innovations: How adoption of new technology spreads in society. Information, Knowledge,
and Technology for Teaching and Research in Africa: Human Machine Interaction and User Interfaces. — Cham: Springer
Nature Switzerland. 2024. C. 1—18.

3 Tam xe.

“ Newbert S.L., Tornikoski E.T., Augugliaro J. To get out of the building or not? That is the question: The benefits (and
costs) of customer involvement during the startup process. Journal of Business Venturing Insights. 2020. T. 14. C. e00209.
https:/ /doi.org/10.1016 /j.jbvi.2020.e00209.

15 CocraBneHo aBTopom.

6 Newbert S.L., Tornikoski E.T., Augugliaro J. To get out of the building or not? That is the question: The benefits (and
costs) of customer involvement during the startup process. Journal of Business Venturing Insights. 2020. T. 14. C. e00209.
https:/ /doi.org/10.1016 /j.jbvi.2020.e00209.
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Te3anuu (Hanpumep, 1o ICE) pactsarupaet Boiyck; Lean Startup moToMy v TpeOyeT OTAESATh TIIECIaB-
HbIe METPUKU OT IIEHHBIX 1 IJTAaHUPOBATh BpeMsI Ha pa300op OT3bIBOB 7.

Kax nanomunan I1. IpaMm, «memnaiite To, 4To He MaciuTabupyercs». Ha crapre pyaHble mpogaXu, MH-
IUBHIyaTbHAsI HOPabOTKA M KPYIIIOCYTOYHAS ITOMIepKKa OKYIaloTCs TITyOMHOM KOHTaKkTa. Tak, ocHOBaTe-
7 Airbnb JINYHO e301TH K TTIepBbIM X03sieBaM KBapTup B Hblo-Mopke, (hoTorpadpoBaiy XuIbe 1 BbIsIC-
HSLJIM COMHEHUsI TOJIb30BaTesel ¥, DTy HeMmponmopIMOHATbHbIE YCUINS JaIi KTI0YeBble MHCANTHI (B TOM
YuCIie 0 BaXKHOCTY KaueCTBEHHBIX (DOTO) U 3aIyCTUIIM capadaHHOE paguo.

IIpu atom uccnenoBanus T. Teitmieipbl TakKe MOATBEPKIAIOT, YTO MOMBITKA Cpa3y «MacIITabupo-
BaTh BCE» 0€3 (has3hl TECHOTO B3aMOIEHCTBISA C pAHHUMHM KJIIMEHTAMM 9acTO 000pauYrBaeTCs ITPOBAJIOM, —
CTapTall TepsieT YPOKHU, KOTOPhIe JaéT HeOO IbIast, HO JIosIbHAas 6a3a °. [Tapagokc paHHEro pocTa COCTOUT
B TOM, UTO JajIbHelIIIee MacIITabpoBaHNe 00eCTIeYNBalOT UIMEHHO TPYIOEMKIE, HEMacCIITabpyeMble
JEHCTBUS: TEPCOHATIbHBIE MPOJAXKU, HUIIIEBOU (hOKYC, UHAWBUIYATbHbBI A MAPKETHHT.

DTU MPUHLMITBEI 0COOEHHO BaxKHBI TSI IIaT(GOpM C ceTeBbIM 3(DGHEKTOM, I/ie IEHHOCTh 3aBUCUT OT
y4yactus AByX (4 6ojiee) ctopoH. Kiaccuueckast nuieMma «Kypuiia Wi SIiAIo» pelaeTcs yepes nepBud-
HBII aKIIEHT Ha 0oJiee «aeduumTHO» cTopoHe npemioxenus. Mccnenosanus HBS nokassiBalort, 4To yc-
TTeNTHBIC MapKeTIUIEHCH HAaYMHAIM MMeHHO Tak: Uber cHavyasia peKpyTupoBaj BomuTeneii, Airbnb — Ha-
TTOJTHSUT 0a3y X0351€B (BIUTOTH 10 nepeMaHuBaHus mx ¢ Craigslist) . [Toka opraHndeckuit 0OMeH LIEHHOCTBIO
He 3aIyCTUJICS, yYacTUe CTUMYJIMPOBAIY CyOCUIUSIMU: AIEHEXXHbBIE OOHYChI TOCTSIM, CTPaxOBbIe TapaHTUM
XOCTaM U T.II.

3anayva rmaaThopMbl — JOCTUYb KPUTUIECKON MACChl XOTsI ObI B y3KOI HUILIE. [IJ151 5TOTO MPUMEHSIOT
reo-doxkyc (Uber — asponoptsr, Airbnb — kpyrHbie MeporpusaTyis ), BpeMeHHbIE CKUIKH, TPUBJIEYEHIE
3HAKOBBIX TOJIb30BATEJIEN TSI CO3maHns «3ddekTa BUTpMHBD 2. Kak otmevaer JIx. Kyppuep (NFX), Ha
paHHEeM 3Tarre IaTdopMe JacTo TPUXOIUTCS «CO3MaBaTh IICHHOCTh BPYYHYIO», TIPEXIE YeM ¢€ HauHyT
CO3/1aBaTh CAMU YYaCTHUKU.

Tabnuia 2 WITIOCTPUPYET, KaK pa3IuyHbIe CTapTarbl IPUMEHSIM KOMOMHUPOBAHHbBIE CTPATETUU
JUTS YCTIEIITHOTO cTapTa. BuaHo, 4To, HECMOTPSI Ha pa3HUILY ITPOIYKTOB — 00JIauHbI CEPBUC JJIS1 MACCO-
Boro peiHKa (Dropbox), MapKeTIieiic B 3KOHOMMKE COBMECTHOTO ITOoTpebieHus (Airbnb), enterprise-
mwiatdopma (UiPath) nnu uactpymeHT aiist npodeccuonanon (Figma) — ecTb 00IIMe IPUHIIUIILL:

* IpeUTOKeHIE IICHHOCTH! Yepe3 OeCTUIaTHRIN VITH YITPOIIEHHBIH TOCTYIT,

* CTUMYJIMPOBaHUE BUPYCHOTO PACIIPOCTPaHEHUSI U pEKOMEHAAITUI;

* KOHIIEHTpalYs Ha Y3KOM CErMEeHTE UM CTOPOHE PHIHKA;

* aKTHMBHAas paboTa C COOOIIECTBOM I0JIb30BATEIICH.

Kaxmprit 13 KeificoB IEMOHCTPUPYET, UTO TIEPBBIE KITMEHTHI — 3TO He ITPOCTO MTOKYIIATENH, a CoyYa-
CTHHKHM TIpoIlecca pocTa craprama. Dropbox IpeBpaTwl mojib3oBaTesieil B KaHal MapKeTHHTa 9epe3 pe-
¢epaisr; Airbnb pakTUecKy IpUBJIEK IEPBHIX XOCTOB B KA4eCTBE COOCHOBaTenel cetu xuibs; UiPath
BOCITUTAJI apMUIO CTOPOHHUKOB U3 YMCJIa pa3paboTUMKOB yepe3 coodlecTBo; Figma nana muaepaM MHe-
HUH B U3aliHe OeCTUIaTHBI MHCTPYMEHT, M OHU CaMU MOMYJISIPU3MPOBAJIY €T0 B OTPaCIu.

" Newbert S.L., Tornikoski E.T., Augugliaro J. To get out of the building or not? That is the question: The benefits (and
costs) of customer involvement during the startup process. Journal of Business Venturing Insights. 2020. T. 14. C. e00209.
https:/ /doi.org/10.1016 /j.jbvi.2020.e00209.

8 Teixeira T. The Right Way to Get Your First 1,000 Customers (HBR IdeaCast, Episode 676). Harvard Business Review.
2019. — URL: https:/ /hbr.org/podcast /2019 /04 /the-right-way-to-get-your-first-1000-customers#.

S Tam >ke. — URL: https:/ /hbr.org /podcast /2019 /04 /the-right-way-to-get-your-first-1000-customers#.

2 Blanding M. How Uber, Airbnb, and Etsy Attracted Their First 1,000 Customers. HBS. 2016. — URL: https://
www.library.hbs.edu /working-knowledge /how-uber-airbnb-and-etsy-attracted-their-first-1-000-customers.

2 Teixeira T. The Right Way to Get Your First 1,000 Customers (HBR IdeaCast, Episode 676). Harvard Business Review.
2019. — URL: https:/ /hbr.org/podcast /2019 /04 /the-right-way-to-get-your-first-1000-customers#.

2 Gibson K. Using Network Properties to Overcome the Chicken-or-Egg Problem. HBS. 2024. — URL: https://
online.hbs.edu /blog /post /chicken-or-egg-problem. Blanding M. How Uber, Airbnb, and Etsy Attracted Their First
1,000 Customers. HBS. 2016. — URL: https: / /www.library.hbs.edu /working-knowledge /how-uber-airbnb-and-etsy-
attracted-their-first-1-000-customers. Currier J. 19 Tactics to Solve the Chicken-or-Egg Problem and Grow Your
Marketplace. NFX. 2019. — URL: https://www.nfx.com /post/19-marketplace-tactics-for-overcoming-the-chicken-
or-egg-problem.
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Tabnuvua 2

MpuMepbI cTpaTerui NpusieHeHs NEPBbIX KJIMEHTOB U paHHero pocra 2

Crapran IIpoaykr KioueBas crparerus I1epBble pe3yabTaThi
Dropbox | O6naunoe Freemium + pedepan: 2 I'b 3a | 6a3a Beipocia Ha 3900 % 3a 15 mec.;
(CILA) XpaHWJIWIIE | PETMCTPALlMI0 W IOM. MecTo 3a | retention +37 %, LTV +16 %
KaXXIIOTO MPUTIAIIEHHOTO
Airbnb [Tnatdopma | PyuHoit HaGop xoctoB, mpod. | K 2011 T. [IOCTUTHYT TMepesoMm:
(CLIA) apeHIbI doro, GOHYC $25 3a | JOCTATOYHBINA yJ1 00BIBJICHUIA
KUJbS MpurIalieHue 3aMyCTWJI  OpraHUYEeCKUi  CEeTeBOM
poct
UiPath RPA- 60-1H. Enterprise-trial +2015—17 rr.. 100 700 xoprm.
(RO/US) | nnaropma | 6eccpouHas Community | kiuentoB, $100 MiIH. romoBoii
(B2B) Edition; coOcTBeHHas | BbIpyukd; Kk 2021 r. — 1,5 muH.
akaaemusi u hopym 00YyYEeHHBIX MOJIb30BaTENEi
Figma OHutaitH- Mopens Free-to-use g1 1 | BupycHoe pacrpocTtpaHenue; K 2020
(CLIA) IUA3AH [poeKTa, Koyiabopauusi B | I. — oTpacieBoil ctanaapt; B 2022 r.
UI/UX peasbHOM BpPEeMeHU, aKTUBHOE | KymuieHa Adobe 3a $20 mupa.
KOMBIOHUTHU

MpaKTUKK U TAKTUKW PpaHHEro NpPUBJIeYeHHUs:
OT NepcoHaNbHOro MapKeTUHra A0 NPOAYKTA KaK ABUraTensa pocra

Ha nyneBoii ctaguuy craprany BakHee pydHOE 3aBOEBAHME KIIMEHTOB, Y4EM MaCIITAOHbIE KaHAJIBI 24,
baza mana, moaromy metpuku CPA (Cost Per Acquisition — «ligHa TpUBJICUSHUSI») U KOHBEPCUI CTAaTUC-
TUYECKU IITYMHBI, a KQXKIbIH JINI JOPOL YUpeIUTe I CaMU IMPOBOISIT AEMO, 003BaHUBAIOT 3aHTEPECOBAH-
HbIX, OIIEPAaTUBHO KOPPEKTUPYIOT LIECHHOCTHOE TIpenioxkeHue. Tak, KoMaHaa Segment B IepBble MECSILIbI
JIMYHO OOIIAIACh ITOYTH C KAXKIBIM HOBBIM IOJIb30BaTeIeM, OLICTPO YCTPaHSIS KpUTHUeCKKe 6aru u op-
MHUPYS SIAPO JIOSUTBHBIX KJTMEHTOB.

OnHuM 13 3(pHEKTUBHBIX IPUEMOB PAHHETO 3Tara SIBIISIETCS TAPTeTUHT Ha HUIIIEBBIE COOOIIECTBA U
TUIOIIAIKH, TIe KOHIIEHTPUPYIOTCSI MOTEHIIMAILHBIE HOBATOPKI. 7151 TEXHOJIOTMIECKIX ITPOIYKTOB TaKM -
MM TIJIOIAaAKaMU MOTYT ObITh TeMaTudeckue popyMbl (Hanpumep, Hacker News, Reddit), npodeccuo-
HaJIbHbIE TPYIIIbI B COLICETSIX, OTpacieBbie KOH(PepeHIUN U aKcelepaTophl. Beixoa cTtapramna U3 pexxuMa
HEBUAMMOCTH YacTO MPOMCXOAUT uepes 3ammyck Ha Product Hunt wiu ananornuHoii miatdopme, riue rnep-
BBIMM YYACTHUKAMM CTAHOBITCSI UMEHHO SHTY3MACTHI HOBBIX IIPOAYKTOB. XOTS ayIUTOPHUS TaKUX pecyp-
COB OTHOCUTEJIEHO HEBEJIMKA, OHA 00JIafaeT BEICOKMM BIIMSTHHEM U TOTOBHOCTBIO IaBaTh 0OPaTHYIO CBS3b.
VYnauHkbIi 3ayCK B HUIIIEBOM COOOIIECTBE CIIOCOOEH MTPUBECTH TIEPBLIX HECKOJIBKO COTEH ITOIh30BaTeNIe
MpaKkTUIecKu 6e3 OIoIKeTa — 3aTO LEHHBIX TEM, YTO OHU CTAHOBSITCSI aMbaccalopaMu IMTPOayKTa, €CJIA TOT
PELIN UX TPOOJIeMY.

AHaJIUTUKA MOATBEPXKAACT MPUOPUTET OpraHUKM: UccaenoBaHue Awais (200 pecrioHIeHTOB-TIpeI-
MpUHUMAaTeseit) mokasano, yto Ha ROI («peHTabebHOCTh MHBECTULIMIA» ) M KOHBEPCUU CUJIbHEE BCETO
Bust0T SEO (1morcKoBast onTUMHM3aLNs ), COLCETH M KOHTEHT-MapKETHHT; TUIaTHasI peKjlaMa 1 MH)IIIo-
€HCePHhI 3aMETHO YCTYyIaoT »°. JIornka rmpocra: oMCK 1 3KCIIEPTHBI KOHTEHT IIPUBOIAT ayAUTOPUIO C TO-
TOBOI MOTPEOHOCTHIO.

2 Blanding M. How Uber, Airbnb, and Etsy Attracted Their First 1,000 Customers. HBS. 2016. — URL: https://
www.library.hbs.edu /working-knowledge /how-uber-airbnb-and-etsy-attracted-their-first-1-000-customers.

Gibson K. Using Network Properties to Overcome the Chicken-or-Egg Problem. HBS. 2024. — URL: https://
online.hbs.edu /blog /post /chicken-or-egg-problem.

Eusebio F.L. 19 Dropbox Marketing Success: 3900% Growth With a Simple Referral Program. Viral loops. — URL:
https: / /viral-loops.com /blog /dropbox-grew-3900-simple-referral-program/ .

Community Growth at: UiPath. Community. — URL: https:/ /community.inc /deep-dives /community-growth-uipath.
2 How Startups Get Their First Customers. Amplify. — URL: https: / /amplifynow.global /acquiring-your-first-customers-
as-a-startup-company/.

% Awais M. Customer Acquisition Strategies for Tech Start-ups: Analyzing the Effectiveness of Different Customer Acquisition
Channels Using Advanced Analytics. Qlantic Journal of Social Sciences and Humanities. 2024. T. 5. Ne. 3. C. 112—123. https://
doi.org/10.55737 /qjssh.395501517.
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Jlaxe «cTapble» KaHaJIbl pab0TAIOT, €CJIM IIPUMEHSITh MX ToueuHo. HeboJbire email-pacchliKu ¢ pe-
JICBAHTHBIMU OOHOBJICHUSIMU (HarIpuMep, 1151 6eTa-JIMCTOB) TIOBHIIIAIOT BOBJICYEHHOCTD Oe3 criama 26, Jlaxe
TaK¥e TMTaHTHl, Kak Dropbox, ITouTH He TpaTiia IeHeT Ha peKiIaMy, OIMpasiCh Ha BUPYCHYIO pedepaTbHYIO
MexaHMKYy. Slack B mepBbIe TOAbI BOOOIE He MMeJT OT/IeIa IIPOAaXK — POCT OOSCIIeUnBaJICs 3a CUET capa-
(harHOTO pamMo BHYTPHM KOMITAHU, KyIa TIPOHMKAT OeCIIIaTHBIN IMpomyKT. OMBIT MMOKa3bIBaeT: Iepco-
HaJIbHBII KOHTAKT + OpraHUYeCcKue IJIOIIAAKU CO31al0T MPOYHBIN (YHIAMEHT, ITOCJIE YETro MPOAYKT MOXK-
HO OTITYCTUTh Ha O0Jiee MaclITabupyeMble KaHaJTbI.

[1pu 5TOM BaXKHEHIIIMM MHCTPYMEHTOM ITPUBJIeYEHYSI IIEPBBIX KITMEHTOB CYXKUT CaM ITPOAYKT, €CJIU
I'PaMOTHO 3aJI0KUTh B HETO CTUMYJIMPYIOIINE pOCT MeXaHWKH. Freemium-Momens yxke cTaixa ctaHgap-
ToM 11 OonbinHcTBa B2C-cepBucoB u MHorux B2B-SaaS: 6a30BbIii (yHKIIMOHAT OCTaETCsI OecIiaT-
HBIM, 2 MOHETH3aIIMS TIPOMCXOINT 3a CUET pacIIUpeHNi M 00bEMa UCIToIb30BaHMsA. Takoit hopmat
OIIHOBPEMEHHO CHUXkaeT 6apbep Bxona (IOoJIb30BaTe b HUUYEM HE PUCKYET) U ycKopsieT nuddy3uio —
JOBOJIbHBIE «(hPU»-KJIMEHTBI OXOTHO AEJIATCS MTPOTYKTOM.

Kitaccuyeckuii mpuMep — yxe ynoMsiHyTelii Dropbox. ITpemioxus 2 I'b 6ecriiatHo u 6oHyc +500
MBb 3a KaxXmoro IpUIIaEéHHOro Apyra 2, KoMranus Beipocia co 100 Teic. 10 4 MiIH. akKayHTOB 3a 15
MecCSIIeB MPaKTHIeCKN 0e3 peKiiaMHOTO O1omkeTa. boiee Toro, pedepaibHbIe TOTH30BATEIN TTOKA3BIBATN
yaepxanue Ha 37 % Boiire u LTV Ha 16% 6o:blire, 4eM aymuTOpHs U3 IPYTUX KAHAJIOB, TIOATBEPXKIast Kade-
CTBO Takoro Tpaduka 2.

Kirou x ycriexy mogoOHbIX porpaMM — 0e3YIPeYHbIi MOJIb30BATEIbCKUI OTBIT MPUIJIAIICHUS.
Dropbox BcTponia nmpurialieHue Apy3eid mpsiMo B OHOOpAWHT U MHTepdelic mpoaykTa (rapa KIMKOB — 1
OOHyC HauyucieH) ¥; Zoom mapuil JOTIOJHUATENbHBIE MUHYTHI, Trello — GecriatHbie Mecsnbl Premium,
pea3ys TOT Ke TIPUHIINII: IIPeBPaIaTh J0OBOJILHOTO paHHETO MOJIb30BaTelsI B aKTHBHOTO IIPOMOYTEDA.
ITpu 3TOoM BupycHBI 3¢ ¢deKT OBICTPO yracaer, eciii 0a30Basi LICHHOCTh IIPOAYKTa HeBelrKa. Kak ormeva-
et Gartner, IpoAyKTOBO-OPUEHTUPOBAHHASI MOJIEJIb POCTA TOJIKHA HAUMHATHCS C peaIbHOM LIEHHOCTU JIsI
TTOJIb30BaTE]Isl, THAYe HUKaKue OeCIIaTHOCTH He TIPUBEIYT K I0JITOCPOYHOI KoHBepcun ¥, [ToaToMy crap-
TaIy BayKHO CHayaJia Ha MaJioil BHIOOpKE YOeAUThCS, YTO MPOIYKT pelliaeT MpooJieMy, U TOJbKO 3aTeM Mac-
MITabMPOBATh TIPUBJICUCHIE Yepe3 pedepaabHbIe M BUPYCHBIC MEXaHNU3MEL.

Kpowme pedepaiioB, pocT MOTYT 00ecTIieuBaTh 1 APYTHe BIMUTHIE MeXaHNUKU. CaMBIil pacpocTpa-
HEHHBIIA — KOHTEHT, co3aaBaemMbiii noyb3oBareamu (User-Generated Content, UGC): Canva moryuniia
TepBbie BOJIHBI TpaduKa, KOrIa Mojib30BaTe/IM ISTUIUCh B COLICETSIX TPachrKOil C IOTOTUIIOM CepBUCa.

Ewg onun apaiiBep — adpdekr aepuirra. Gmail B 2004 . 3amycTuiics o npyurialieH1sIM, a OrpaHu-
YeHHasi KBOTa BbI3BajIa &XKMOTaX M MpeBpaTUia paHHUX MOJIb30BaTeseil B ambaccanopoB. AHATOIMYHbIE
JIUCTHI OKMIAHUS WK 6eTa-IOCTYII IO TIPUIIAIIEHHUIO TTOBBIIIAI0T MHTEPEC, HO MX BasKHO 3aBEPIIUTD 0
TOTO, KaK OTpaHWICHNE HAYHET pa3napaXxarh ayTUTOPHIO.

Taxcxe B mociiegHMe TOABI YKpemmaach MoaeIb community-led growth («poct, yrmpaBisieMblid CO00-
IIECTBOM» ), KOTJa BOKPYT MPOJYKTa CO3MaETCS aKTUBHOE COOOIIECTBO ((hopyM, YaT, MUTAIbl), KOTOpOE
TreHepupyeT KOHTEHT, NOAAEPKKY 1 HoBbIe B! Tak, HarpuMep, UiPath coyeran 6ecruratHyro Community
Edition c onnalin-akanemueit, 1 COTHU ThicsTd RPA-3HTY31MacTOB (paKTUUYECKM CTaIM €BaHTeIMCTaMU T1J1aT-
(bopMBl, yCKOPHUB 3aX0/1 B KOPITOPAaTUBHbII cerMeHT 2!, AHaornuyHo Figma: oGMeH 111abioHaMu U IUIary-
HaMM B ITyOJIMYHOI OMOIMOTEeKe YCWIIMI ceTeBOoM 3 PeKT — IIEeHHOCTh CEpBHCAa BO3pacTaa ¢ KaXIbIM
HOBBIM T3aiTHEPOM.

% Awais M. Customer Acquisition Strategies for Tech Start-ups: Analyzing the Effectiveness of Different Customer
Acquisition Channels Using Advanced Analytics. Qlantic Journal of Social Sciences and Humanities. 2024. T. 5. Ne. 3.
C. 112—123. https:/ /doi.org /10.55737 /qjssh.395501517.

27 Eusebio F.L. 19 Dropbox Marketing Success: 3900% Growth With a Simple Referral Program. Viral loops. — URL:
https:/ /viral-loops.com /blog /dropbox-grew-3900-simple-referral-program /.

2 Tam xe.

2 Tam xe.

% Perri L. Keys to Product-Led Growth for Tech Providers. Gartner. — URL: https: / /www.gartner.com /en /articles /
keys-to-product-led-growth-for-tech-providers.

3 Community Growth at: UiPath. Community. — URL: https:/ /community.inc /deep-dives /community-growth-uipath.
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HaxoHeli, Hesib3s1 3a0bIBaTh O TPAIUIIMOHHBIX METOIaX B HOBOH yriakoBKe. [1y01uuHbIe Kefchl ep-
BbIX KJIMEHTOB (SUCCess stories), OT3bIBbI M pEHTUHTY Ha aBTOpUTETHbIX Tu1atdopmax (Capterra, G2 Crowd
1711 B2B SaaS), coBmecTHBIE BeOMHAPHI C IEPBHIMUA KOPIOPATUBHBIMU KJIIMEHTAMU — BCE 9TO YCUJIMBAET
IoBepHe K MojiomoMy mponyKry. Kak ormeuan I1. Tuib, ommH y3HaBaeMBIi OTpacIieBOM KIIMEHT CITOCO-
OCH paInKaIbHO YIIPOCTUTD JaJbHEHNIINE ITpogaxu, ocodeHHO B deep-tech u B2B-Hmimax, mosatomy 6ec-
TJIATHBIA MWIOT WM UHAMBUAYaIbHAs 1OpabOTKa Ha CTapTe YaCTO ONpaBIaHbl.

[ToapiTOXMBast 0030p TAKTUK, MOXKHO BbIIEIUTH HECKOJBKO YHUBEPCATbHBIX TPUHIIMIIOB PAHHETO
TIpYBJICYeHUS] KJIMEHTOB:

OpueHTalMs Ha HULLLY: JTy4Ille YIOBJETBOPUTD 0 BOCTOPIa y3KYIo IpyIIITy MePBbIX MTOJIb30BaTeNeN,
YeM ITOBEPXHOCTHO 3aMHTEPECOBATh IMTMPOKKE Macchl. Hula cTaHeT IiaimapMoM TSt SKCITAaHCHH.

* MuaMMH3aLKA 6apbepoB BXOAA: OSCIIATHBIN TOCTYII, IIPOCTas PETUCTPAIINS, OTCYTCTBUE CITOXK-
HBIX TPEOOBAHUI — BCE, YTO MO3BOJISIET JTIOOOMY 3aMHTEPECOBAHHOMY OBICTPO MOMPOOOBATH MTPO-
TTYKT, YTO SIBJISIETCSI KPUTUYECKU BaXKHBIM.

* BBICTPBIN OTKJIMK U aJanTaiys: KOMaHaa JOJKHA MOCTOSTHHO cOOMpPaTh 0OPaTHYIO CBSI3b, aHAJIU -
3MpPOBATh MOBEIECHNE TIEPBBIX KJIMEHTOB (Yepe3 aHAIMTHUKY) M MOJTHUEHOCHO pearnpoBaTh — HC-
MIPaBJIATh, OOHOBIISAITH, YTOUHSTE TIpemioxeHue. [1epBrle moab30oBaTe N MEeHST, KOTIa UX CJIBIIIAT.

* BeicTpanBaHMe TOBepHs: TIEPCOHAIIBHOE OOIIMEeHNE, IMTPO3PAaTYHOCTh (TOpOXKHAs KapTa pa3BUTHS,
OTKPBITOE 00CYXAeHME 0aroB), COLMATbHOE 10KA3aTEIbCTBO (KEWUChI, OT3bIBbI) — BCE 3TO CHUXKAET
OLIYIIEHUE PYCKa y MOTEHIIMATbHOIO KIIMEHTa HOBaTOpa.

» KomMOMHaLMST HECKONIBKMX KaHAJIOB: JYYIIUE PE3yAbTaThl TOCTUTAIOTCS HE OMHUM METOJOM, a UX
coyeTaeMocThi0. HammpuMep, GecIruiaTHBIN IPOayKT + pedepanbHas mporpaMMa + KOHTEHT-Map-
KETUHT B COOOIIECTBE — B KOMIUIEKCE CO3MAI0T CHHEPTETHIeCKII S (PEKT.

+ JlaHHBIE M KOHTPOJIb METPUK: TaxKe Ha MaJIbIX YMCIIaX CTapTaIly BaXKHO OTCIIEXKIBATh ITOKa3aTeN ak-
TUBALIMU, YIEPKaHUsI, BUPaIbHOCTU. MeTpuKa Bpoje koadduireHta BupycHoctH (K-factor) moka-
KET, MPUBJIEKAET JIM KaKAbI ITOJIb30BATENb XOTsI ObI OMHOT0 HOBOTO. [1ycTh TaHHBIE OYAYT «IITyMHbBI-
MM», HO KYJIBTYpa IPUHSITHUS pElIeHUI Ha OCHOBE (PaKTOB TOJIKHA MTPUBUBATHLCS C TIEPBOTO THSI.

3aknoueHue

ITpuBneyeHue epBbIX KJIMEHTOB — KJIIOUEBOU pydeK sl TEXHOJIOTUYECKOro cTapTaria, u YHUBep-
CaJIbHOTO pEeLeNnTa 3[€Ch HET: TTOAXO/ 3aBUCUT OT MPOAYKTA, PbIHKA U OU3Hec-Monenu. TeM He MeHee
MEXIyHAPOAHBIA ONBIT O3BOJISIET BBLAEIUTD HECKOJIBKO OOLIMX PUHLATIOB:

1. ®okyc Ha HoBaTopax. Hauatk cienyeT ¢ y3Koil TpyIIbl SHTY3UACTOB, 10Ka3aB LIEHHOCTh MPO-
JIyKTa UMEHHO UM; TIPOITYCK 3TOU CTaAuU PEIKO YIAETCS BOCTIOJHUTD MO3XKeE.

2. bepexnuBoe odbydyeHue. LIMKI «co31aThb—OLIEHUTb—HAYYUThCSI» U aKTUBHOE BOBJIEYEHUE TIep-
BbIX ITOJIb30BaTEJIel Jal0T KOPPEKTHbIE MHCANTBI ObICTpee TIOObIX KAOMHETHBIX MCCIICAOBAHWMA, axe eclv
BbBIOOPKA HEBEJIMKA.

3. [IponykTOBO-OpHEHTUPOBaHHbIE cTpaTeruu pocta — product-led growth. becruiatHblii 6a30BbIi
JIOCTYTI, BUPYCHBIE MEXaHUKH U TPOCTOM OHOOPIMHT NMPEBPAILIAIOT MPOAYKT B IBUTATEIb CAMOPACIIPOC-
TPaHEHMUSI; HO CHavyaja Hy>KHO 00ECIIeUUTh peaibHYIO LIEHHOCTh, MHaue MEeTJIM pocTa He CpaboTaloT.

4. Oprannmueckue kaHajbl. SEQ, KOoHTeHT-MapKeTHHI, e-mail 1 coobiecTBa garoT ryuinuiit ROI Ha
cTapTe, YeM MaccoBasl peKjiama, a JOsiJIbHble paHHWE KJIMEHTbl CTAHOBSITCS aiBOKaTaMu OpeHaa U CHU-
2KalOT CTOMMOCTb ITPUBJICYEHNS KJIMEHTA B OyyIleM.

HakoHel, cTpaterust 10JKHa OCTaBaThCsl TMOKOW: MHTEPBbIO, HEOOJBIIINE IKCIIEPUMEHTHI U T10-
CTOSIHHBIN aHAJIU3 METPUK IOMOIaloT CBOEBPEMEHHO KOPPEKTUPOBaTh Kypc. CTapTam — 3TO «KUBOE
rcciiefoBaHue». Te, KTo ObICTPO YUUTCS Ha B3aUMOJECTBUY C TTIEPBBIMU KJIMEHTaMU, MPEeBpallialoT U0
B YCTOMYMBBIN OM3HEC.
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