3a4vyeM HYXeH MeHenXxep
npoAyKTa npv XKUBOM
NPOEKTUPOBLLUKE
nMHTepdencon?

[lennc beckoB / http://beskov.ru
World Usability Day, MockBa, 2011




O030p BbICTYNIEHUS

Mudobl 06 yripasneHun npoaykramm
MeHenxep npogykta «Ha caMoM gene»

CoBmMecTHasa paboTa MeHeaxepa
NpPoAyKTa U NPOEKTUPOBLLMKA
MHTEPdENCOB

KoHuenumna npoaykrta VS nHtepdgeunca
BbiBOAbI
Kyoa cMmoTpeTb ganbiue



YTO 32 NnpoAyKT?

* [lporpamma, BebO-cepBUC UK
MHOPMaLIMOHHAA CUCTEMA,

* MONb30BaTENN NN NOKynaTenn KOTOpPOou

He adpdunmnpoBaHbl gpyr ¢ 4pyrom
(MMEerT He3aBUCUMbIE DHOIKETDI)



Mudbl ynpaBneHus
npooykKkramu

1. A npugyman ngero npogykra —
3HA4YUT, 9 ero meHeoxep!

2. MeHepXXep npoagyKkTta = MeHegXep
NpoekTa

3. KoHuenuuna nHtepdenca npoaykra =
KOHLEeNUusa npoaykra



MI1: OTBeTCTBEHHOCTDbL

Ycnex npoAayKTa Ha pblHKe

1. [Ona KoMmMmep4yecKunx npoayKToB:
— Honsa pbiHKa
— Ob6beém npogax
— JloxogHOCTb Ha KIMMeHTa

2. [1na HeKOMMep4YeCKUX NMPOaYKTOB:
—  KonunyecTtBo nonb3oBaTeneun
— JlosinbHOCTb nonb3oBaTeneun
—  ObbeEM gonpoaax KOMMeEpPYECKNX NPOAYKTOB B NOPTAONMNO



N =

OO NOURW

©

MI: 3agaun

N3yyeHne/noHMmMaHne/MOHUTOPUHI PbIHKa

dopmMupoBaHme KoHUuenumu, busHec-mogenm u
poyamana, yrpasrieHne 0loaKeTom

MpoBepkKa (Banupgauuna) naeu

Pa3pabotka TpeboBaHun

PaboTta c napTHeEpamu / nocTaBLMKaMn
OpraHusauus n nHTerpauymsi pabdort (nporpaMmmbil)
KoMmmMyHuKauunsa koHUuenumm n "sSMeHeHUmn

[Mopgaepxka npogax u
npeacraBneHmne npoayKkrTa Ha pblHKe

MOHUTOPUHI OT3bLIBOB NOJSIb30BaTes1IeEN



STRATEGIC

Marketing

Business

Plan Positioning

Market
Problems

Market
Definition
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Customer
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Distribution
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Program
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User
Personas

Product
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Distinctive
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Competitive
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Thought
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Scenarios

Assessment

Status Lead

Dashboard Generation
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CmexHble aktuBHocTv MIN wn
%

N3yyeHne nHTtepdenca KOHKYpeHTOB

dopmunpoBaHme npodunen
nonb3oBaTeneun

Pa3paboTka 1 npoBepka
NonNb30BaTeNbCKNX CLleHapueB

AHanun3 noBeageHus N OT3bIBOB
nonb3oBaTteneun



KoHuenuua npoaykra VS

nHTepdeunca

Ayomntopus: 1. Mopenb
"lokynatenu / nonb3oBarengd
'lonb3oBaTenu 2. KOHTEKCTHbIe
PelliaemMble npobrnemsl cueHapum
Knto4yeBble cBoUcTBa 3. Knro4yesble
npoaykra ans uHTepdgencHble
"lokynatena u pelueHus:
‘lonb3oBaTend 1. MeTadopa
"lo3nLMoHMpoBaHue / MHTEpgemca
OTnvuue ot 2. CTpykTypa makeTa
KOHKYPEHTOB 3. CrtpouTernbHble Oroku

4. TuvnoBble OENCTBUSA

5. [lpuHUMNbLI HaBUrauum



BbiBOoAbLI

MeHen)xep npoaykra
— npegnpuHUMarTenb

[1pOEKTUPOBLUUK MHTEPdENCA — UHXKEHEP

Y MeHemkepa npoaykra B KOHKYPEHTHOW
cpene paboTbl — BbILLE KPbILLX

MOXHO cTaTb MeHeQKepoM NpoaykKTa, HO
O 3TOro cKopee BCero NnpuaeTcs
OTKa3aTbCs OT NMPOEKTUPOBAHUSA
MHTEPdENCOB



3arpy3Kka meHeoXxepa
npoAyKTa

« 78% MeHeOXepoB NpoayKToB paboTatoT no
BbIXOOHbLIM, B CPeAHEM 6 YacoB

* B cpegHeM MeHeoXXep npoaykta oTBevaer
3a 3,3 npoaykKrta

NCTOYHUK:
http://www.slideshare.net/swpm/product-management-survey-2009




Kyaa cmoTtpeTb ganbLue

Cauntbl:

e Software Product Management Russia:
http://SWPM.ru

* Pragmatic Marketing:
http://www.pragmaticmarketing.com/

INuTepartypa:
 http://bagcheck.com/bag/0377




