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CTpYKTYpUPOBaHHBIN YEKNUCT A5 BbIXoAa Ha pbliHOK. MoaxoauT gns B2B SaaS, EdTech, e-commerce 1 NpoAyKTOBbIX KOMMAHWU B

TOYKe 3arnycka, nepesanycka nin Bbixoga B HOBbIA CErMEHT.

1. ICP N PbIHOK

Llenesas ayautopms

.8 OnpepenéH Primary ICP — ofMH KOHKPETHbIN CEerMeHT, He "BCe, KOMY MOXET 6bITb Noe3Ho"
o Bonvcan buyer persona: posb, 3agayn, 601u, NPOLECC NPUHATUA PeLLEHUN

[ ] PaspgeneHbl buyer, champion u end user (ecnu B2B)

[ ] OnpepenéH pasmep agpecyemoro pbiHka (TAM/SAM/SOM)

. MpoBepeHbl 5-10 customer interviews gnsa Banvaaunn runotes

KOHKYPEHTHbIN KOHTEKCT

° . CocTaBrieH CnuUcoK 13 3-5 KNYeBbIX KOHKYPEHTOB
. B OnpegeneHo, Mo KakoMy MapameTpy Bbl BelMrpbiBaeTe (He "Mbl Niyylle BO BCEM")

.8 [MOHATHO, KaKyto anbTePHaATUBY KIMEHT UCMONb3YyeT cenyac (Bkatoyas "Huyero He genatb")

2. POSITIONING N MESSAGING

MosnuymoHuposaHue

. B ChopmynumpoBsaH core value proposition B 04HOM NpeanoXeHnn
. B OnpepeneHa KaTeropus: B Kakom "Monke" Bbl CTOMTE B rONOBE KNEHTA
° . EcTb oTBeT Ha Bonpoc "lMoyeMy Bbl, a He [KOHKYPEHT]?"

. B EcTb oTBeT Ha Bonpoc "lMNMovyemy cenyac, a He noTom?"

Messaging framework

o B Headline — rnasras MbIC/b, KOTOpas LennsaeT 3a 3 ceKyHabl

. Subheadline — packpbITue, YTO KOHKPETHO Bbl AefaeTe 1 1 Koro

.8 3-4 knoueBblx benefit statements (He features, a outcomes)

[ ] Proof points: uMdpbl, KEACHI, TOrOTUMbI, LMTAThI

[ ] Messaging eanHoob6paseH: canT, peknama, outreach, sales deck roBopsaT oguMHaKoBO



3. OFFER ARCHITECTURE

MpopykToBOE NpegnoXxeHue

. B OnpenenéH nepBbl KOMMepYeckui war: demo, trial, ayout, KOHCynbTaLus
. B Pricing Mogenb noHaTHa n o6ocHoBaHa (value-based, He "kak y Bcex")
o B Ecrs low-friction entry point gns Tex, KTo eLé He roToB NoKynaTb

.8 Y6paHbl NULWHWE onumK, KoTopble co3patoT paradox of choice

BopoHka

« B onucan nyTb KNWEHTa: OT MEPBOro KacaHus 4O onathbl
. B OnpepeneHbl KOHBEPCUOHHbBIE TOYKU U OXUAaeMble conversion rates

o Mecns nurturing flow gnsa Tex, KTo He Kynuna cpasy

4. CHANNEL STRATEGY

Bbi6op KaHanoB

. B Bbi6paHbl 2-3 NPUOPUTETHLIX KaHana Ha OCHOBE AaHHbIX, @ HE UHTYMLUK
° . [na kaxporo KaHana onpegenéx KPI, npuBsizaHHbIN K revenue
.8 BropyxeT pacnpepenéH: 70% Ha proven channels, 30% Ha aKCNepUMeHTbI

° . EcTb nnaH Ha nepBble 30 gHeW AnA KaXK4oro kaHana

KoHTeHT u creative

. B Landing page rotoe 1 cooTBeTcTBYyeT messaging framework
o Mecns MUHUMYM 2-3 creative BapuaHTa gia TeCTUPOBaHUSA
o Bemail sequences HacTpoeHbl (welcome, nurture, activation)

. . KOHTEeHT-nnaH Ha I'IepBbIVI MecsL;: YTO Ny6IMKyeM U 3a4em

5. MEASUREMENT N ANALYTICS

TpekuHr

. Bons [ Mixpanel / aHanuTuKa HacTpoeHa un paboTaeT
. B KoHBepCcun HaCTPOeHbI Ha BCeX aTanax BOPOHKMU
° . UTM-pa3meTka cTaHAapTu3npoBaHa A/ BCEX KaHanoB

° . Attribution model onpegeneHa n NOHATHa KOMaHA4e

KPI dashboard

. B OnpepeneHbl 5-7 meTpuk ans weekly review
« B Dashboard rotos (Google Sheets, Metabase, unu gpyro MHCTPYMEHT)

.8 KoMaHpza 3HaeT, rae CMOTPEeTb M Kak MHTEPNPeTUPoBaTh AaHHble



6. KOMAHAOA N NMPOLIECChI

Ponn

. B OnpepeneHo, KTo OTBEYAET 3a KaxkAbl KaHan 1 aTan BOPOHKMU
. . EcTb eguHbI OTBETCTBEHHbIM 3a GTM-KoopAnHaLmMIO

. . nO,D,pﬂ,DHMKM/aFeHTCTBa NMPOUHCTPYKTUPOBAHbI U UMEKOT AOCTYMN K AaHHbIM

Operating rhythm

.8 HacTtpoeH weekly standup: meTpuku, blockers, peweHus (30 MuH)
o Becns monthly review: pe3ynbTaTbl, ypOKKU, KOPPEKTUPOBKA NaHa

. B Launch timeline cornacoBaH co BCeMu y4yacTHUKaMu

7. LAUNCH READINESS

duHanbHas npoBepka

[ ] Bce landing pages pa6oTatoT, popMbl OTNPaBAAOTCA

. B TpeKknHr NpoBepeH: conversion events cpabaTbiBatoT

.8 KomaHpga npowna dry run: 3HaeT, YTo genaTb B AeHb 3anycka

.8 EcTb nnaH B, ecnn 0CHOBHOWM KaHan He cpaboTaeT B NepBble 2 Hepenu

a Founder/CEO noatsepamn/ roTOBHOCTb M COFMlacoBaHHOCTb

Post-launch (nepebie 14 gHe)

. B E>kegHEeBHbIN MOHUTOPUHT KTHOYEBbIX METPUK
° . [MepBas KOPPEKTUPOBKA Ha 7-1 AeHb

. . [MonHbI review Ha 14-1 geHb: YTO paboTaeT, YTO MEHATb

CNEAOVYIOLWWUN LWWAT
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