Ha ocHOBaHNM TPOBEAEHHOTO UCCIIEI0BAaHNS MOKHO CHENIATh CIEIYIOIINE BHIBOBIL.

1. I'pacdmueckuii au3aiiH, KaKk OMH M3 BHUIOB XyJ0KECTBEHHO-IIPOSKTHOW AEATEIBHOCTH, UTPAET BEAYILYIO
PoJIb B Iepuol (pOBU3aLNY COBPEMEHHOTO O0IIECTBa, TaK KaK SBJSIETCS BUIOM JACSTEIBHOCTH, B pe3yJbTare KO-
TOPOH CO3M1aETCsI UCXOHBIM, MEPBUYHBIA N300pa3uTENbHBINA (BU3yalbHBINH) NPOJYKT — 3MOJIEMBI, JIOTOTHITBI, CUM-
BOJIBI U T. II., KOTOpBIE B JaJIbHEHIIIEM HCIIOJIB3YIOTCSI BO BCEM CIIEKTPE BUAOB, HANPABIECHUH U C(ep YernoBeUecKoil
JIESITENEHOCTH (3KOHOMMKA, TTOJIMTHKA, COLMANIbHAS W JyXOBHAs) B HENMSIX MOBBIIIEHHUS 3((HEKTHBHOCTH HCIIOIb-
30BaHus MHGOPMAIMK W 3HAHUH IS YIPABJICHHS, YAOBICTBOPCHMS MH(OPMALMOHHBIX ITOTPEeOHOCTEH TrpakiaH,
OpraHM3alUi ¥ TOCyNapCTBa M CO3AaHHs IPENNOCBUIOK Iepexoja K MHPOPMAIMOHHOMY OOILIECTBY IOCPEICTBOM
HCIIOJIb30BAHUSI COOTBETCTBYIOMINX IU(PPOBBIX yCTPOUCTB, CHCTEM M MPOIPaMMHOTO 0OECIIEIEHUS.

2. BBuay ToOTrO, 4TO OM3alH — 3TO OJHOBPEMEHHO M NMPOAYKT KYJBTYpPBI, HHCTPYMEHT KyJIbTYPHOTO CTPO-
WTENBCTBA, U (PaKTOp, aKTUBHO (GOPMUPYIOIMINI KyTbTYpY YeJIOBeKa U 00IIecTBa B [IEJIOM, B TIEpHO (POPMHPOBAHUS
U(poBOro odIecTBa — IUPPOBU3AIKUK COBPEMEHHOT0 O0IICCTBA, HA AU3aliHepa HalaraeTcss MAKCHUMAJIbHAS COLU-
aJlbHasA, MOpPaJIbHas U HPABCTBEHHAsI OTBETCTBEHHOCTh OTHOCUTEIIBHO CO3/IaBAEMOTr0, IPOEKTUPYEMOT0, OKYIbTypEH-
HOT'O, OJlyXOTBOPEHHOT'O BBICOKOTO YPOBHSI HPAaBCTBEHHOT'O MPOAYKTa, KOTOPHIH JTOJDKEH COOTBETCTBOBATH Pa3BHBa-
IOLIMM, CO3UIATEIbHBIM T'YMaHUCTUUECKUM IPHUHIMIIAM, PABOCIABHBIM M OOLIEYETIOBEUSCKUM LIEHHOCTSIM, \OCHO-
BaHHBIM Ha KPacoTe, TAPMOHHHU U JIIOOBH K YEIIOBEKY [6].

3. IloHnMast CIOXXKHOCTH Tpoliecca BOCIUTaHMs, 00pa3oBaHus, (GOPMUPOBAHKS MOATOTOBJCHHBIX W KOMITe-
TEHTHBIX KaZpoB Ui chepbl An3aifHepCKOW AEATETHHOCTH B INEpHo] LU(POBHU3AIMN COBPEMEHHOro 0oO0IIecTBa
¢ (OpMHUpPOBaHUEM BBICOKMX MOpPAIbHO-HPABCTBEHHBIX KOMIIETCHINH, HEOOXOIMMO B CHCTEME BCEX YPOBHEH IIpo-
(hbeccroHaTBFHOTO TPOQIITEHOTO 00pa30BaHUs, MO0 HAMIEMY IIIyOOKOMY yOEKICHHIO, BBECTH YICOHBIC CIICITHATHN3H-
POBaHHBIE KypChl U JTUCLUILINHBI, CBA3aHHbBIC C JU3aHHOM M PEKIaMOH Ul TOJTyYeHUS YUAIAMICS 1 CTyJeHTaMU
3HAHWH, KOTOpBIE OHU OyIyT MCIOJNB30BAaTh B CBOM JayibHEHIIEH npodeccrnoHambHOM HeATeIBHOCTH B riepuo Gop-
MHPOBaHUs IU(PPOBOrO OOLIECTBA, B KOTOPOM IIPUOPUTETOM JIOJDKHA OBITh BYMaHUCTIMYECKAS, CO3UAaTeNbHas, pas-
BUBAIOLIAsl HAIIPABJICHHOCTh JEATEIBHOCTH UEJIOBEKA U OOLIECTBA B LIEJIOM HAMIPAHINHAX U TPaJULUAX [IPABOCIAB-
HOM KYJIBTYPBI U 00LIEYETIOBEUECKHUX LIEHHOCTEH, 0a3UPYIOIIMXCs Ha JIIOOBU K YEJIOBEKY, KpacoTe U rapMoHuH [6].

JlaHHOe MccreioBaHne He IPETEHIYEeT Ha MOJHOE WM BCECTOPOHHEE pacCMOTPEHHE BCEX BOIPOCOB U aCTIeK-
TOB, KOTOPBIE MPSIMO MJIM KOCBEHHO OTHOCATCA K HCCIeyeMoi TeMe. MBIWOeXIeHbI B TOM, YTO JIJaHHAs TeMa UMEET
MEPCIEKTHBY AAJTbHEHIINX MCCIIEA0BaHUI 1 OyJIeT MOoJIe3HON /Isi pAGIIUPEHUS CIIEKTPa BOIIPOCOB, aclleKTOB U TEM,
KOTOpBIE KacaroTCsl IIEPCIICKTHB MU(PPOBU3AIMN COBPEMEHHOTO OQMICCTBA M TEM CaMbIM MPHOIIKeHNsT (OPMUpPOBa-
HUSI IPUPOI0c000pa3HOro nudpoBoro odmecTsa — UppPoBEEO QOIMECTBA C YEIOBEYECKUM JHIIOM (II0Jpa3yMeBa-
I0TCSI MOPAJIBHOCTh, HDABCTBEHHOCTD, YXOBHOCTH).
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APPLICATION APPROACHES OF IT STARTUPS BUSINESS MODELS ANALYSIS

Introduction. Innovation is of particular importance for the national economy development, the main element
of which is startup projects development and their commercialization. “Startup” means the launch of something new.
It can be represented as a temporary organization that is developing new ideas created to seek for a scalable and
profitable business model in a changing environment. In a startup, you can draw a parallel with operational activities,
as an ongoing and repeating process in time. There are five stages of a startup project development:

1. Idea generation. At this stage, there is a search for ideas, an extensive analysis of the market, the con-
sciousness of a business plan and the development of technical means for translating ideas into a real product.
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2. Launch. At the launch stage, the product has to prove its advantage in the market and find its consumer,
bypassing the large number of available analogues. The creators need to be very persistent and demonstrate
business acumen.

3. Development. At a certain level of development, a startup covers a niche of the market, which developers
are focused on. There is a process of approving the product on the market and reaching the breakeven point.

4. Stage of expansion. At this stage, the product becomes recognizable and is in demand among consumers.
The goals set by the team have to be achieved. The company does not stop at the achieved results and continues to
promote the fruit of its idea, moving to more extensive markets.

5. An exit is the final stage when an innovation company reaches the peak of its development and transfers its
product to larger business player.

Main part. Each of the above items has its own methods and tools with which goals are realized at each stage.

According to statistics, nine out of ten startup projects fail. The main reason for it is that the final product does
not find its consumer. In other words, this is a misunderstanding of the market as a whole. Along with this, there is
still a lot of important problems in the form of improper placement of the strategy of startup development.\©Often, this
factor is behind the cessation of a startup in the middle of development.

The use of effective methodologies for startup projects management is a prerequisitc for themi\to gain
competitive advantages and in general to ensure survival in global and local markets. In the absence ®f proven
methodologies as management tools, development of startup projects usually ends late and goes beyond the approved
budget. Methodology that was correctly chosen will allow developers to make the dévelopment process more
manageable through the effective use of a set of tools aimed at achieving the desired results[1].

The following methodologies that are focused on managing start-up projects’developmient are widely used:
Agile, Lean, Customer Development and Customer Validation. These methodologigs” are, mainly focused on the
“Pull” strategy, that is, on creating value for the client by examining his needs, problems and’gradually adapting to them
(as opposed to the “Push” method, when a product or service is immediatelyplaced on the market, not asking if
consumers need it). Moreover, the above methods are basically complemented,‘and net mutually exclusive.

Lean startup methodology developed by Eric Ries in 2011 Wwas a real bregkthrough in the innovation product
management. This methodology is based on “lean manufacturing”, ‘aimed at introducing an unfinished version of
a new product to the market in order to prevent possible risks Tejectionyby potential consumers and aimed at its
continuous improvement [2]. The main purpose of this methddelogy'is to assist the start-up development team to
minimize the financial, labor and other costs of developing @yproduetthat cannot find the consumer.

Lean startup methodology involves the development 0f @ minimally viable product that allows to take into
account the wishes and comments of consumers. This progess takes into account the results of the surveys and
recommendations received, which is reflected in_the new version of the minimum viable product presented to the
consumer for further evaluation. This methodglogy ‘has rapidly spread among entrepreneurs because it is initially
based on simple principles and provides competitive advantagesfor both experienced developers and beginner teams [3].

The general sequence of actions when laun€hing a startup according to the Customer Development scheme
can be reduced to the following steps:

— seeking for specific problems; “pains”, customer needs;

— identification of the targetiaudience and individual focus segments (initially it is desirable to choose only
one the most interested and solyent segment, and not try to cover all at once);

— verification of the hypotheses regarding the needs of clients and their portraits, behavior using one or more
of the methods that will be given below;

— formulation, of\a value proposition, the task of which is to convey to the customer how and what his prob-
lem is being solveds

— the choice, of a“business model (how the business will work in general), in particular, the method of mone-
tization (a spgeifie,revenue pattern), as well as the calculation of the project’s economy, in particular, unit-economy;

— general planning of business processes (at the very beginning there is no need to go into small details so as
nogfo spendtoeo mitich time on the data because all this can change dramatically during implementation); definition
ofxolesdn the team that will close the necessary competencies in accordance with the designated business processes;

— creating an MVP that is a minimally valuable product with the least effort;

= confirmation of the hypothesis that the selected solution to the problem is really in demand in practice;

— the implementation of the first sales as the main confirmation of the hypothesis that there is a problem and
the product solves the problem;

— the transition from Customer Development to Customer Validation that is testing and optimizing customer
acquisition channels and sales channels.

Each of the above steps follows the algorithm:

— hypothesis confirmation;

— actions to be taken;

— data to be received;

— evaluation of the result that is expected to be obtained in comparison with the data.

In our opinion, it is advisable to consider some of the stages in more detail. In particular, testing hypotheses
about the target segment and the presence of the indicated problem can be carried out in the following ways.



1. Conducting face-to-face problem interviews during direct communication with prospective representatives
of the target segment. This method is one of the most effective in terms of information received and cash costs. At
this stage, it is important to find out a detailed portrait of the client, define a location where he can be found, and
channels of attraction that will work in the case of him. In the B2C segment it is advisable to conduct from 30 to 200,
and in the B2B segment at least from 5 to 25 problematic interviews.

2. Correspondence questionnaire. It is strongly recommended to conduct only full-fledged problematic inter-
views so as not to miss questions and topics that are difficult or impossible to guess in advance. In this way, it is
possible to get limited information but about a large number of representatives of the target audience.

3. Sales or at a minimum receipt of applications (leads) from customers. Receiving payment for a product is
the best confirmation of the hypothesis of its market demand.

Thus, the action in accordance with the Agile methodology (dividing a large task into small simple ones),
Lean (solving the problem with minimal effort, step by step with the formulation and confirmation of hypotheses)
and, in particular, Customer Development that allows to quickly and with low cost of resources to test theibusiness
model and create the foundation for its scaling that is extremely important in modern rapidly changing environmental
conditions, especially in the field of information technology and many others.

A bright example of the Lean startup methodology implementation is the international legistics IT start-up
development — online cargo transportation service “iCanDeliver.ru”. Usage of this methodology has allowed to
reduce transportation costs up to 20 %, as well as the contraction of the service user company costs [4].

The online cargo transportation service “iCanDeliver.ru” is focused on solving the*féllowing problems.
Firstly, this service excludes intermediaries. The consumer works directly with carrier§i=— owmners of vehicles
thereby reducing their costs. Secondly, this service minimizes the time spent on the preparationdof transport doc-
uments. Thirdly, the service selects optimal delivery options for cost and time. The s€rvi¢eigeogtaphy includes the
USA, Europe, Asia and the CIS. Cargo transportation service is available fof all meads of transport (automobile,
air, rail, sea) and is available for users despite the fact that the processl of puocessing a request to search for
a carrier takes several seconds. The developers of the online freight service “i@anDeliver.ru” highly appreciate the
possibilities of quick integration of product hypotheses so they decided to applyythie principles of Lean startup to
develop this service.

Conclusion. Startup project development requires an effectivei\usage of a methodology that will make
management simpler regardless of team size and other factors. At the, same time, each development team should
independently adapt the selected methodology to ensure the effectivencss of development management strategy to
their startup project.
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