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[MowaroBbIv NaH 418 KOMNaHuy, KOTOpasi Xo4eT nepecobpaTb MapKeTUHT 3a 90 gHeun: OT ANArHOCTMKN A0 pa60Tarou.|,el7| CUCTEMDbI

pocTa.

Moaxopunt ana founder-led n growth-stage KoMnaHun, roe MapKeTUHT YXXe eCTb, HO paboTaeT XaoTUYHO.

PHASE 1: AMATHOCTUKA (AHW 1-21)

Hepens 1. KoHTekcT n aygut
Llenb: MoHSATb peanbHyt KapTHHY, @ He BEPCUIO U3 MOCNeAHeN Npe3eHTaumm.

. B MpoBecTn nHtepsbto ¢ founder/CEO: GmusHec-Lenun, oXXnaaHusa oT MapKeTuHra, Tekyume frustrations
.8 Cob6patb gaHHble: GA4/Mixpanel, CRM-BopoHKa, unit economics no KaHanam, TeKyLiMe GHoaXEeTbI

[ ] MpoayanTMPOoBaTb KaXAbl aKTUBHbIN KaHasl: YTo paBoTaeT, YTo TPaTUT AeHbrv 6e3 pesysnbTaTa

. . [MorosopuTtb € KOMaHOM: KTO 3a YTO OTBEYaeT, rae y3Kne MecTa, YTo 6110KupyeT

[ ] MpoBepuTb alignment MapkeTUHra 1 Npogax: oAnHakoBo v noHumatoT ICP un qualified lead

ApTtedakT: Diagnostic Summary — 3-5 cTpaHnuy, ¢ knrodeBbiMu findings u bottlenecks.

Hepensa 2. Unit Economics 1 BopoHka
Llenb: Pazo6paTtbcs, roe AeHbrn yTekaroT U rae TOYKU pocTa.

. . Paccuntatb CAC no kaHanam (He cpegHui, a Nno KaXxaomy)

.8 Onpepenutb LTV no kntoyeBbIM cermeHTam

o B Haiitn sTan BOPOHKM C MaKcuMasbHbIM drop-off

° . OueHnTb, Kakon % 6togykeTa MAET Ha KaHanbl ¢ foka3aHHbIM ROl vs "akcnepuMeHTbl 6€3 TpeKkuHra"

[ ] CpaBHuTb cost of acquisition vs quality of acquisition no kaHanam

ApTedakT: Unit Economics Dashboard — Ta6nuua ¢ KntoYeBbIMWU METPUKAMUN MO KaHanam U CerMeHTam.

Hepens 3. BoiBoAbl U cCTpaTernyeckue peLieHus
Llenb: 3adpukcupoBaTb, YTO MEHSTb, @ YTO OCTaBUTb.

« B cocrasuts civncox "yéutb" — KaHasnbl, akTUBHOCTU U MpoLecchbl, KOTOpble He paboTaroT
« B cocrasuts crincok "yecunutb" — TO, YTO JaéT pe3ynbTaT, HO HeJOMHBECTUPOBAHO
. B Onpepenntb 2-3 KNOYEBbIE TMNOTE3bl POCTa Ha cneaytowme 60 aHen

[ ] MpoBecTy strategic alignment session ¢ founder/CEO

[ ] YTBEPAUTb MPUOPUTETHI U BIOAXKETHBIE PeLleHUs

ApTtedakT: Strategic Brief — gokyMeHT ¢ npuopuTeTaMu, peLieHnsaMm 1 060CHOBaHUEM.



PHASE 2: CTPATErna n ®YHOAMEHT (AHWU 22-50)

Hepens 4. NMo3uymoHupoBaHMe n messaging

8 vrounuTs ICP: kTO peanbHO NoKynaeT, He KTO "Mor 6bl KynuTb"

[ ] [Tepenucatb core value proposition — 0gHO NpeasioXKeHne, KOTOpoe 06bACHAET, 3a4eM Bbl HYXXHbI

« B cocrasums messaging framework: ons caita, ons outreach, ans peknamsi

. [MpoBepuTb, YTO sales n MapKeTUHI TOBOPSAT OAUHAKOBbLIM S3bIKOM

Hepensa 5. Channel strategy

.8 Bbi6paTb 2-3 NpUopUTETHbIX KaHana Ha OCHoBe AaHHbIX 13 Phase 1
° . Onpepenntb KPI ansa kaxporo kaHana (He vanity metrics, a cBi3aHHble € revenue)
. B Mepepacnpenenntb GLOOXET: 60/blUe Ha AOKa3aHHbIe KaHasbl, MEHbLLE Ha SKCNEPUMEHTbI

.8 HacTpouTb attribution v tracking, €cnu ero HeT UMM OH crioMaH

Hepens 6. KomaHpa n ponu

.8 OnpepennTb, Kakne ponn Hy>XHbl, a8 Kakue U3bbITOYHbI
° . [MponucaTb ownership: KTO 3a YTO OTBEYaeT, KOMY 3CKannpoBaTb
. B HacTpouTb Mnn NOYMHUTL NPOLIECChl C MoApsAYMKaMmu/areHTCTeamm

. . Ecnu Hy>eH Havm — 3anyCTUTb NOUCK Ha K/ro4YeBble Mo3nLnun

Hepens 7. Operating model

.8 BHepputb weekly review: 30-MUHYTHbIA PUTM C METPUKAMMU U PELIEHUSIMU
° . HacTtpoutb dashboard aons leadership: 5-7 MeTpuk, KoTopble peanibHO CMOTPAT
. B Onpepenutb decision-making framework: Kak NpyHMMaem peLleHUs 0 KaHanax, 6roaXeTe, npuopuTeTax

.8 3adpukcuposatb quarterly planning cadence

ApTtedakT: Operating Playbook — gokymeHT ¢ ponamu, npoueccamu, KPl n putmamu.

PHASE 3: 3ANNYCK U KAJIMBPOBKA (OAHW 51-90)

Hepens 8-9. Execution sprint

[ ] 3anycTuTb 06HOBNEHHbIN channel mix Mo HOBOWM cTpaTeruun

[ ] 3anycTuTb HOBbIM Messaging Ha KTOYEBbIX TOUYKax KacaHus (canT, peknama, email)

[ ] [MpoBecTn nepBble 2 weekly reviews B HOBOM popmaTte

. HauyaTb cobupatb faHHble N0 06HOBMEHHBIM KPI

Hepens 10-11. NMepBble pe3ynbTaTbl U KOPPEKTUPOBKA

[ ] OueHuTb early signals: yTo paboTaeT, 4To HeT

[ ] CKOPPEKTUPOBaTb GIOAXKET U NMPUOPUTETHI MO MEPBLIM AaHHbIM

[ ] MposecTn monthly review c founder/CEO

[ ] 3aduKcupoBaTh, Kakue rmnoTesbl MOATBEPAUINCD, KaKne — HeT



Hepensa 12-13. Cta6bunusauusa n handover

.8 Y6enuntbes, yto weekly rhythm pa6oTaeTt 6e3 py4yHoro ynpasneHus
.8 [MpoBepuTb, YTO KOMaHAa noHnmaeT csou KPI 1 MOXeT npuHMMaTh pelueHuns
. B MoarotoButb Quarterly Review: pe3ynbTaTtbl, yPOKU, NAaH Ha Cneayowmn KsapTan

.8 OnpegfennTb, HYXeH i continuing engagement unu GyHKLMA MOXET pa6oTaTb CAMOCTOATENBHO

ApTedakT: 90-Day Results Report — 4To MU3MEHWUNOCh, KaKne MeTPUKN CABUHYNNCH, YTO fasblue.

KJTIOYEBDbIE MPUHLIUTMDbI

1. OunarHocTuKa nepep aencTemeM. He 3anyckaTb HOBOE, MOKa He MOHSAS, YTO CIOMaHO B TEKYLLEM.

2. Revenue focus. Kaxgoe pelueHve NpoBepsieTca BONPOCOM: "3To NpUBAMXKaET K revenue unn co3gaét wym?"
3. CkopocTb Yepes $pokyc. [lenaeM MeHbLLe, HO TO, YTO peasibHO BAUSET.

4. Founder alignment. Kaxgble 2 Hegenn — sync ¢ founder/CEO, 4ToGbl He yexaTb B MapannenbHyt peanbHOCTb.

5. Cuctema, a He repon. Llenb — BbICTponTb QYHKLMIO, KOTOpasi paboTaeT, a He CTaTb HE3aMEHUMbIM.
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