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HEPEIMOBA

3abe3neueHHs] 1HHOBALIMHOIO JIJEPCTBA € MPIOPUTETOM pO3BUTKY €C.
[IporpamMu €BpomecbKOro 1HCTUTYTY IHHOBAIlM 1 TEXHOJOTIA MPSAMYIOTH A0
METH HaBUMUTH | MIIH. JItoAe HaBUYKaM 1HHOBALIMHOIO MiJNPUEMHULITBA B
DeepTech. Ykpaina, ik 4acTHHa €BPOIEWUCHKOI CHIUJIIBHOTH, Ma€ W 1HXEHEpHE
JIHK, 1 3arBepamma Crtparerito iHHOBAIiHOTO PO3BUTKY Ha mepiox mo 2030
poky. 3 meToro 3abe3rnedyeHHs ii peanizalli Ta AocsarHeHHsa amOiTHOT MeTn €C
NOTpiOHI 3HAHHS 1 HAaBUYKH, IO (HOPMYBATUMYThH 3aKjIadAd BUILOI OCBITH Ta
napTHepu mporpam, 3okpema npoekTiB [Himatusu EIT HEL

3 MmeToro (OopMyBaHHS 1 TOMIMPEHHS 3HaHb, iX PO3MOBCIOKEHHS Ha
Bimkputux Marpopmax piBHS Open Science, MATOTOBICHO MOHOTpPadito
“lgHoBallifHE MIANIPUEMHULTBO Ta crapran-iigepctBo y DeepTech (3a
npoektoM DEEP InnoVation and ENTrepreneurship in HEIs €Bponelicbkoro
InctutyTty IHHOBaIMIM 1 TexHonorii, €Bpomneiichkoi Komicii).

AKTyalbHICTh T€MH OOYMOBJEHa THUM, IO TEXHOJIOTIYHI 3MIHH, IO
BiOyBalOThCS, CTBOPIOIOTH HOBI  MOXJIMBOCTI  JUJIsl  KpPEaTMBHHX  Ta
HIIMPUEMIUBHUX, — JIIOJUHA CTBOPIOE 1HHOBAIil I JroAuHU. [HHOBaIiitHI
CTapTanu CTAIOTh HE JIMILIE MICIEM HAPOJKEHHS 1 PO3BUTKY HOBHX MPOAYKTIB 1
MOCIIYT, ajieé ¥ Karaji3aTopoM €KOHOMIYHOIO 3pOCTaHHS, BILUIMBAIOTh Ha KOXKEH
ACTIEKT JKUTTSL.

[lepion oTprMaHHS 3HaHb y BIAKPUTOMY JIOCTYI, IKHH CTBOPEHO, — LI€ Yac
1HBeCTHIII B ce0e, y BIAKPUTTS HOBHX 17€ii, HABYAHHS Ta PO3BUTKY, OCOOIHBO
JUIsl 31100yBadiB OCBITH, CIyXadiB KypCiB, YYACHUKIB TPEHIHTIB 1 BeOiHapiB. A
JUIS  aKkaZeMidyHUX 1 HeakaJeMIYHUX TMpaIliBHUKIB, SKi MAaloTh OaXaHHS
crpoOyBaTu cebe B Oi3HEcCl, 116 MOXKJIMBICTh 3pOOUTH 3HAUYIIE, 100 3MIHUTH
CBIT, B SIKOMY 115 HapOKYEThCS BIJ 3aNUTy JIOAMHH, a TEXHOJIOT1YHE
pIIEHHS, IO MPOMOHYETHCA, BUXOAUTh 3 TMPUHUUIY JIIOAUHOLUEHTPU3MY.

InnoBaniitni DeepTech crapranu — e mnardopma 11s1 POSKPUTTS MOTSHITIATY,
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st 3a0e3neyeHHsT  NojanbliMX  TpaHcdopmaliii  IHHOBalIMHOI  Ta
CTapTan-eKOCUCTEM, HAPO/DKEHHS HOBHX CHOCOOIB (piHAHCYBaHHS, TBOPEHHS
HOBHX MOJIeJIell EKOHOMIKH.

[HHOBaIIIITHI POMYKTH, K1 3MIHATH CBIT Ha Kpalle, — 11e TIpo JiAepPCTBO. 9
3 10 cBiTOBUX KOMIaHIK-TiepiB “HapomxkeH1” TexHonorismu. Tomy DeepTech
cTapTamnu — 1€ 1 Ipo JiAepPCTBO.

Tomy B MoHOrpadii mpencTaBlieHO OCHOBHI AaCTEKTH 1HHOBAIIMHOTO
OiANPUEMHMIITBA Ta CTapTan JiIepCTBA, SKI PO3KPUTO Yepe3 PO3yMIHHS
(YHKIIOHYBaHHS €KOCUCTEM, cTpaTerii cTrBopeHHs ycmimHoro DeepTech
cTapTanmy Ha HUIAXy A0 3a0e3leueHHs [00adbHOTO JIJAEPCTBA, IMPAKTUKH
BUKOPHUCTaHHS apT- 1 U3ailH-MHUCIIEHHS, aHaJli3 eTalliB TpaHcpopMmalli KOMaHIu
1 PO3BUTKY TEXHOJOTIYHOTO Oi3HECy, MPHUKIAIM YCHIIIHUX KOMIMAaHii, 10
NoYuHaIM 31 crapramy. Bee 3a11s popmyBaHHS 3HAHB 1 PO3BUTKY HaBUYOK, SIK1
JOTIOMOXYTh peajizyBaTH 1]€i Ta CTBOPUTH 1HHOBALIMHI TPOAYKTH, K1 3MIHSTh
CBIT, JJs PO3BUTKY I1HHOBAIITHOTO TMIAMPUEMHUIITBA Ta 3a0€3MeYCHHS

crapran-iigepcrsa y DeepTech.
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PO3A1JI 1. YHika/bHA iHHOBaLIi{HA TA CTAPTAIl EKOCUCTEMHU

bynp-sxa exkocucrema — 1e npo mindset, TOOTO HEMae 4OroCh, 110 MU
CTBOPIOEMO TOMY III0 HAaM TaK 3aXOTLIOCh, BCE IO MU CTBOPIOEMO Mae OyTH
JIOBOJII TAaPMOHIMHUM 1 MH MAa€EMO PO3YMITH IO 1 JIJII YOTO MH CTBOPIOEMO.
Exonomika, (inancu, 1HI cdepu — e T€, M0 MU TBOPUMO CBOIMHU PYKaMH 1
TOJIOBOIO TYT 1 3apa3, 1HIIMX IHCTPYMEHTIB TBOPEHHS HEMAa€ SKIIO MU IIe
pobumo camocTiiiHO. BiamoBigHoO, A Toro o6 My 3po3yMijiH, 10 HaM IIHHO
poOUTH, AJI1 YOro HaM 1€ LIHHO POOUTH, MU BHUXOAUMO 3aBXKAM 13 PO3YMIHHS
(GYHKITIOHYBaHHS €KOCHUCTEMH — SIK II€ TpAaIIoE B CBITI, a SK B YKpaiHH.
Bynp-siky cucremy (popMyIOTh I'paBiii, 1 111 rpaBLi (BOHU HA3UBAIOTHCS “‘aKTOpHU”,
“aKTUBHI MAis4i”) CBOIMM JisIMU I HANOBHIOIOTH, aj€ y KOHTEKCTI PO3BUTKY
IHHOBAI[Ii MU TOBOPUMO HE CYTO IPO €KOHOMIYHY €KOCHUCTEMY, MU TOBOPHMO
caMe IIpo 1HHOBALIHY €KOCUCTEMY.

InHOBaIIT — 116 TIpO IOCh HOBE, IO Oyle CTBOpPEHE; ajie He 000B’SI3KOBO
BUTAyBaTu ‘“‘Kojeco”, 00 “kojeca” IJis HAC 3 BaMU BXE XTOCh BUTrajaB. Mu
YCBIIOMITFOEMO T€, IO TPHUIYMYIOUH, CTBOPIOIOYH HOBHUM MPOIYKT, — & TAKUX K
MU MOXYTb OYyTH MUIBHOHHM, — XOYEMO MOKpAIIUTH >XUTTS Jroaei. ToOTo,
OCHOBHA KOHIICTI[iSI TBOPEHHSI Oy/b-KOI €KOCUCTEeMHU — II€ 3MIHEHHS KUTTS
ol Ha Kpaiie. Ko MoBepHYTUCH 0 MPUKIAAY “Kojeca”, TO 3 TOUKU pO3y
PO3YMIHHSI 1HHOBalllif HOro BapTO PO3MISHYTH Y TaKOMY KOHTEKCTi: KOJEeCO
NpUAYMadd KUIbKa THUCAY POKIB TOMY, aj€ MPOTATOM €BOJIIOLIl JIFOJICTBO
BHPIIINJIO, IO Kojieca MOXYTh OyTH PI3HUMH: ISl aBTIBOK, JJIsI BEJIOCHUIICIIB,
10 SKMX 1€ MOXKHa miaiOpatu Bapiaumii (Tipchki, mocedHl 1 T.J.). Binrak,
IHHOBAIlII MOXXKE€ MaTH MicIe 1 B “TpajuMmiiiHuX’ MPOAYKTaxX, 1 CTOCYBaTHCH
1HHOBAIII1 MpoIIeciB. A 1HHOBaIliHE MIAMPUEMHHUIITBO — II€ TIPo Oi3HEC, 1 PO Te,
K 3a0€3MEeYUTH JIiIEPCTBO.

Po3yminas “exocuctemMu” — 1me TpO PO3yMiHHSA TOrO “mio” 1 “saK”

¢dyskuionye. Hampukinaa BiAOMO, sIK B OpraHi3mi JIOIWHU Te€Ye KpOB, SKI €
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OpraHu, sIKUM iX (yHKIIOHAJ, TAK CaMO B €KOHOMIIll — PO3yMIEMO, IO € 1 JJis
qoro €. € mock, Mo Mae OyTH YMOBHO-CTATUYHUM, 1HIIAMH CJIOBAaMH II€ TICBHI
KJacTepd / BUJAM €KOHOMIYHOI JISJIBHOCTI, SIKI CTadu “KJIACUYHHMU . SK-OT
MEUITMHA, OCBITa, ajie B KOXKHOMY 3 IMX KJIACTEPiB MOXJIMBI 1 MAarOTh MICIIE
iHHOBaIIl1. SIKIIO MM TOBOPHUMO, HANPHKJIAJ, MPO KiacTtep / BUI €KOHOMIYHOL
JTUSTBHOCTI Takuk sIK (iHAHCH, PO3yMiEMO, MO 1€ Ta “KpoB”, 1m0 Oyxae
YMOBKUBITIOBATH PO3BUTOK MiAMPUEMHHUIITBA, 30KpeMa 1HHOBAIIITHOTO, TOOTO
3abe3reuyBaTy “‘opraHi3m’”, SKUH Ha3WBAE€ThCS EKOHOMIKa, 3aco0aMu 00Iry
(rpomnMma), mo OyayTh AO3BOJIATH i (PyHKIIOHYBaTH, (YHKIIOHYBaTH BCId
EKOCHCTEMI.

InHoBalIIHA ekOocucTeMa Mpe/cTaBlieHa Ha pucyHky 1.1 [1].

Innovation
Ecosystem

Innovation via
Big Companies &
Public Sector.

Closed process &

Research Internal resources
IPR

Fl.lﬂdll'lg Innowvation

Sources Startups

Puc. 1.1. IgHoBamiiiHa eKocucTEMA

IDicepeno: [1].

ExoHomika, ekoyoris, coliyM MaroTh 3a0e3neuyBaTd 30alaHCOBaHUM
PO3BUTOK, — Il TpWU Kareropii Mu BHU3HAUYaeMo (yHIaAMEHTATHHUMHU.
[TigmpueMHUIITBO 1€ HE OJIArOIIMHUIITBO, O13HEC — 11€ PO MPUOYTKOBICTh. Kou
HIEeThCS MpO 1HHOBALIMHE MIANPUEMCTBO, PO3YMIETHCSA, WO L€ HPO TpOIli,

T00TO, Oynb-sIKU O13HEC Ma€ TOMYyBaTH BIACHHUKIB, TOTYBAaTH THUX MPalliBHUKIB,
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SAKUX 3 4aCOM HaWMAaTUMYTh, 1, 3BUUANHO, JJIsI EKOHOMIKH BaXKJIUBO, IO OYIyTh
CTBOPEHI HOB1 po00Ui MicIisi, OyIyTh CIIa4yBaTUCh MMOTATKH.

[HHOBAIIIT MalOTh JTy’)K€ BUCOKHH CTYIIHb PU3UKY 1 TOMY HaBITh HE KOXKEH
(diHaHCOBHII TpaBelb 3TOJOLIYETbCA MIATPUMATH Ty a0 1HIIY 1HHOBAIINHHY
171e10, TOMY 110 KPiM OKYITHOCTI BiH OIIIHIOE PEaTICTUYHICTD 1 CTYIIHb pU3UKY. B
OyIb-IKMX TPOEKTaX OLIHIOETHCS CTYIIHb PHU3MKY, 3arpo3u, KUTTE3NATHICTD,
3MIACHEHHICTD; BIJIMTOBITHO, KOJW TMPE3CHTYIOTh CBOIO CTapTal 1/I€10, CTapTan
IIPOEKT, 3BUYANHO, 1110 OyIb-sKui iHBecTOp Oyze Bce aHamizyBaTu. [HHOBaIlIHE
MIJIIPUEMCTBO 1 HAMOBHEHHS EKOCHCTEMH I1HHOBAIIMHOIO MiANPUEMHUIITBA
BIIPI3HSAETHCS THUM, IO BU MPAIIOETE 31 CHUIBHOTOIO JIIOACH, sIKI CIIPOMOXKHI
3MiHIOBaTH, TOOTO, BOHM HE 4YeKaloTh 10 M “‘CHOpUYMHATH 100pO”, a cami €
3MIHOKO; 1 TUM, 11O BH MPAIIOETE 3 BEHUYPHUM KaIliTajaoM, TOOTO, pU3UKOBUM
KaliTaJioM. IaeanbHOI0 € MOnedb, KOJIM BH ‘‘3HAWIILUIM OAWH OJHOTO’, 1HIIA
CUTyalls: ISl TOro, o0 3/11iCHIOBaTH OyJb-SKYy 1HHOBAUIWHY AISUIBHICTh, MA€
3MIACHIOBATHCHh PETYISITOPHA [IsUIbHICTh, OyTH PO3POOJIEHO 1 3aTBEPIKEHO
HEOOX1JTHI 3aKOHOJIaBul JOKYMEHTH 1 HOPMAaTHBHO-NPABOBI aKTH, TOOTO,
B110yTHCH 3a0€31€4eHHs 3 OOKY 1HCTUTYTY, IKUI HA3UBA€EThCS “‘IepxaBa’.

JomorocnonapctBo, (dipma, JAep’kaBa — TPU OCHOBHI 1HCTUTYTH. YSIBIMO
co0l, [0 BM MNPUAYMAIMd Ha pPIBHI JOMOroCHnojapcTBa IE€BHY IHHOBALIIO,
HAIPUKJIa] YIbTPA-HOBI COHSYHI TAHENi, 1 XO4YeTe iX MOIIMPUTH, 3pOOUTH 3
nporo OizHec. Curyaris 3 17€€0 € Taka, MO 1JIel0 Ie Tpeba aeTalbHO
MpOMpaloBaTi. A KOJIM 17es IpoIpanbOoBaHa, TOAI NPUMAaTH PIlIEHHS PO
3amyck Oi3Hecy (a He HaBmaku). Peectpyerbcst dipma, a ans Toro, oo
peecTpyBatd  (QipMu, aIMIHICTPYBaTH 1HIN THATAHHS MIANPUEMHHUIILKOT
TISUTBHOCTI, JIIOAICTBO CTBOPHJIO IHCTUTYT — JAepkaBy. Komu mu He xouemo Ha
cebe OpaTu BIAMOBIAAIBHICTH IO CTBOPEHHIO PETYISTOPHHUX aKTIB, HE XOUEMO
3aiiMaTUCh MUTAHHSAMM aMIHICTPYBAHHS MOJATKIB — AEJIETYEMO L€ AepKaBi (K
THCTUTYTY, SIKUWA YTPUMYETHCS 3a PaxyHOK MOAATKiB). BmiTu opranizoByBaTH

CBOE CEPEJIOBUIIE ICHYBAaHHS — JJOMOTOCIIOJIAPCTBO — I1€ TIPO KOPUCHI HABUYKH
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VOpaBJIIHHS Ta CaMOYNpaBIiHHA. A  JIeBOBA YacTKa TEXHOJIOTTYHHX
IHHOBAIIHHUX O13HECIB 1 3apOAMIIUCH B rapaxi. Tomy 1 BuHUKIA ¢pa3za: “Xouerr
3pOOUTH CTapTal — KyIu rapax’’.

Yomy MU 3aBKIM MOBEPTAEMOCH /10 TAKMX KAaTEropiil Sk crapran i YoMy B
IHHOBAI[IMHOMY  MIANPUEMHUIITBI, 1HHOBAIIMHIA E€KOCHUCTEMI HEMOXJIMBO
po3BuBaTuCh 0e3 crapramniB? Crapranu, 3riIHO BIJTOMOTO BHUCJIOBY ‘“XpeIIEHOTO
Oarpka” KpemHieBO1 qonuHU, 3acHOBHMKA ycmimuanx craptamiB i3 CIIA CriBa
bnanka, € “mo cyTi oprasizari€ro, sika CTBOpEeHa JJis TOILIYyKY IMOBTOPIOBAHOI Ta
MaciitaboBaHoi Oi3Hec-mozeni”. Crapranu — THUMYacoBl oOprasizaiii, 10
ITYKarOTh MpUOYTKOBY O13HEC-MOJEINb 1 ICHYIOTh CTUIbKH, CKIJIBKA HEOOX1JTHO;
OlJIbllIe TOrO, BOHU HE 000B’A3KOBO MEPEXOASTh Y BIACHUN Oi3HEC (TaKk MOXYTh
BiJl IOYATKy HApOMXKyBAaTUCh IS MPOJAXy 1ei, CTaTh MEePBUHHOIO MyOII4YHOI0
nponosuiiiero [PO). TakuMm 4MHOM, € MIHIMYM TpU CIEHapii, 0 BU MOXETE
3poOuTH 31 crapranoM. Sk Oyno Bullle 3a3HAYEHO, BU MOXKETE HABITh MPOAATH
Horo, a mis 1mbOro MOTPIOHO ayke ao0pe 3 HuM mompaioBatu. Came TOMy
TOBOPUTHCS, 0 OyIb-SKUI CTapTaln — 1€ TUMYacoBa oprasizailis, 1 He (akT, 110
BOHA PO31B’€THCS Y BEITUKHM O13HEC TIi]] BAIIIM KEPIBHUIITBOM.

[Ipunyckaemo, MU CTBOPUIIM TMPEKPACHY 11€I0, MOOyayBaiu Moaeib. Uu
(uoMy) MOfIETT Ma€ MPaBO MOBTOPIOBATUCH? 3BHUAWHO TaK, TOMY IIIO Ha PHHKY €
KOHKYPEHIIisl (HaBITh SIKIIO WIETHCA HE MPO 1EHTUYHI MPOTYKTH); ajlie TIOKH BU
TECTyETE CBOIO 1/1€10, BU 3allyCKaeTe ACKIIbKa OeTa-BepcCiil MPOIYKTY, 110 BU
CTBOPIOETE, 1 Balll KJIIEHT Ma€ HOro CXBaJIUTU a00 Hi, — TOMY BU MpaIlIOETE,
pobute mBOT 1 mpoOyere BepudiKyBaTH CBOKO 11er0. Binrak, te, mo Oyme
MOJIENTb TTIOBTOPIOBATUCH — 116 HOPMaJIbHO; 3BUYalfHO BH XOY€TE PO3BUBATUCH, BU
He Oyznere mpaloBaTH Ha CTaTUYHOMY pHHKY, — 1 B I[bOMYy IIepeBara
IHHOBAIIITHOT €KOCHCTEMH, BOHA Ja€ BaM MOXKJIMBICTh MOCTIHHO OyTH B PYyci,
nocTiiHo OyTu B AuHamiul. Bu moxkere 0e3 BENMKOI KUIBKOCTI PECYpCIB
BUXOJUTH Ha HOBlI PUHKHU — II€ € TOJIOBHA IepeBara MacmraboBaHOCTI, TOOTO,

3ATHICTh MIBUAKO 1 0€3 BEIMKOi KUIBKOCTI pecypciB BUXOAUTH HA HOBI PUHKH,
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IO € OJHIEI0 3 KIIOYOBHX XapakTepUCTUK cTapramy. Komm Mu roBopumo mpo
IHHOBAIIITHE MIAIPUEMCTBO — 1€ HE PO TE [0 MU IIIUTK B OaHK, B3I KPESIUT
1 crajo HaM MmacTs, e npo Te, mo 24/7 Mu OyaemMo MpairoBaTH, MU
pearyBaTMMeMO Ha 3aluT PUHKY, MU pearyBaTUMEMO Ha 3aluT CIIOKHBaya, 1
TITBKK B I[bOMY BHUIIQJKy HaIll CTapTall Ma€ MpaBO Ha ICHyBaHHSI. Mu He
MOXXEMO CTBOPUTU WIOCh, 0 HE OyJe KOpPUCHE 1 HE 3MOXE HAc TOAYyBaTH.
Oco0nuBICTh: KOJK HAECTHCS MPO COLiabHE MiJIPHUEMHHUIITBO, MH PO3YMIEMO,
mo OyAb-sIKI €JIEeMEeHTH, 3 SKUMH MU TNpPAIIEMO, Ha MEXI JOIMOMOTH
CYCHUIBCTBY 1 )KUTT€3a0€3MEUCHHS HAIOT KOMAH/IH.

[ToBepHeMOCH 10 3anmUTaHHs: a Je¢ OpaTu (piHAHCOBI PECYpCH HA CTBOPEHHS
1HHOBAI[II{HOTO O13HEeca?

Po3rnsHeMo Takuit iHCTpyMEHT (piHAHCYBaHHS, SIK “IMITaKT-IHBECTYBaHHS .
Bin Ga3yeThcsi HA TOMY, 110 KOXKEH T'POMAJITHUH CaMOCTIHHO BUPIIIY€ BHECTH
YacCTUHY KOIUTIB HA PO3BUTOK OO’ €KTY, TOXI1J BiJ SIKOTO Oy/ie HTH Ha peasi3aliio
IHIMUX ~ 1HIOIaTHB. BWHMKae TMTaHHSA: YW € T[PUKIQAW  BIAJIOTO
IMIIAKT-IHBECTYBaHHs B YKpaiHi? 3BuuYailHo € I[BaHO-DpaHKIBCHKUN
“Promprylad.Renovation”, mpoekt “Urban 1007, i y Kuesi “Urban 500”. Ile
IIPOEKTHU JIFOAEH 1 Il JIroieH, ki o0’exHanuch, Bkiaagarouun 1000 momapiB B
171e10, CTBOPWJIM MPOJIYKTH, 1 YACTUHA KOIITIB 3 TUX MPOJYKTIB PEIHBECTYETHCS B
MIATPUMKY (QYHKIIIOHYBaHHS O0’€KTy 1 B HaJaHHS TPAHTIB IHII[IaTUBAM B
rpoMai.

[lle oquH 1HCTpYMEHT — KpayadanauHr, Big “crowd” — Hatosm, “funding” —
dbonmyBaru, cioHcopyBaTtu. B Hac € ykpaiHChKi KpayndaHAUHTOBI 11aThopMu,
30kpema Biggggidea, abo “CninpHokomT”. Hanpukiasn: y Bac € cymnep ies 1 Bu
X0ueTe OTpUMaTh Ha Hei Ccymep I1HBecTyBaHHSA. Bu Buxomute Ha
KpayadaHIUuHIOBY TUIATGOPMY 1 MPOCUTE PO3MICTUTH KOPOTKY 1H(OpMaIIiro Ipo
CBOIO 1JICIO/TIPOEKT 3aJUIs 3alyuyeHHS KOIITIB 3a JOMOMOIOI0 IHCTpyMEHTa
Kpayndanauary. 3a yMOBU TOTO/DKCHHS PO3MIIMICHHS 1H(OpPMAIlS MPO 1/1€t0

3 SIBJISIETHCA Ha TuIaTdopMi, 1, BIITAK, JIFOIH, K1 3aX0/IATh Ha If0 Ha 1atdopmy,
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MOXXYTh BHOCHUTH KOIITH, 00 MIITPUMATH PO3MIIIEHY 1/1€10. 3a MOIIUPEHOIO B
VYkpaiHi MpakTUKOIO, BU MOXKETE BCTAHOBUTH (DIKCOBaHI CyMH, SIKi BiJIBimTyBadi
wiathopMu  MOXYTh BHECTH JJsi TIATPUMKHA Bamioi ifei, 10 MpHUKIaxy
nocraButu JioT 50 rpH., 100 rpu.,, 300 TpH. 1 T.A., 1, Yy CBOIO Hepry,
3aMpOTNOHYBATH BAaIlIMM 1HBECTOPAM SKICh JaPYHOUKH.

Kpayndannunrosa mmardpopmMa — 1€ OAMH 13 BAAIMX I1HCTPYMEHTIB
crapryBatu. Hanpuknan, Harmionanbamit my3eit kocmonaBtuku im. C. L.
KoponwoBa (M. XKutomup) myisi 300py KOIITIB Ha CBOIO 170 PO3MICTHUB
iH(popmalito npo Hei Ha KpayadanauHroBid muiargopmi. € mie 1ikasa izges,
peanizoBaHa B Ykpaini: myseir “Tpers micist omiBHoui” (M.KuiB) — 11e my3eit B
AKOMY TpaIlol0Th He3pAYl Joau 3 Ykpainu. Jlanuil mMy3eil 3amycTHB HOBY
KOMITaHII0O 3 METOI BIAKpUTHCH y JIBBOBI; imes Oyna mpencTaBieHa Ha
KpayadaHIuHIOBIN Tu1aTdopMi, alle He OTpUMasia HEOOX1IHY CyMy KOINTIB, Ta
BCe OJHO peanizyBaiach. Temep M. JIbBIB Mae cBii myszed “Tpers micis
OIMBHOY1”, 1€ 3POOMIN HE3pAUl JIOAU, — 1 1€ MPO PIBHICTh. 3aBISKU TaKUM
HII[IaTUBAaM  MOXJIMBO  JIOI[IHUTH, 10 MOXHA TIOEJIHYBATH COIiaJbHI
KOMITOHEHTH, COLIIaJIbHY BiAMOBIJAIBbHICTD, 1 MOXKIIMBOCT] BUKOPUCTAHHS PI3HUX
IHCTpYMEHTIB I 3a0e3neueHHs (PyHKI[IOHYBaHHS €KOCHCTEMH, 00’ €JIHyBaTH
PI3HMX TPaBIIiB, K1 MPALIOIOTh B LI EKOCUCTEMI.

Ha Bcix TpeHiHrax 3i CTBOpPEHHS CTapTamiB, Oi3HEC-NIIKOJAX AUIATHCS
iH(opMalii€ro Tpo ICHYBaHHS TaKOro 1HCTPYMEHTY (piHaHCyBaHHS, sK “friends,
family and fools” (3F). ToGTo, e apy3i — Ti JItOAH, SIKI MPOCTO BIPATH y Ballly
17Ie10; poArMHA — TOMY IO BOHA Bac JyKe JIOOWTH Ta AyXKe MIATPUMYE; 1
“O0kKeBUIbHI” — JIIONIM, SIKI MPOCTO TOBIPWIM Yy Ballly 1J1€10, HE 3HAIOYHU BacC 1,
MOJEKYAH, HE CITyXalH MITYUHT BalIOi 171€1, a MPOCTO Haganu (piHaHCYyBaHHS.

€ 1ie IHCTPYMEHT, SKUW BUKOPHUCTOBYIOTh a0COJIIOTHO BCl — II€ TPAHTOBI
KOIITHU. SIK 7K€ 3alyuuTH IpaHToBl KomITH? Ha choronHi ctBOpeHo YKpaiHChbKUN

¢donxa crapramniB (YOC). Marouu ifeto Bu MoxkeTe modopoTucs 3a 25-50 Twuc.
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noa. CIIIA rpaHTOBHX KOIITIB Ha PO3BUTOK Oi3HECY, SIKl MOTIM HE MOTPIOHO
Oyzne nmoBepraTu. ['0J10BHE — MPOIEMOHCTPYBATH CTATICTh MallOyTHHOTO O13HECY.

HisnpHicTe  YKpaiHChbKOTO  (OHIY cTapramiB Jy»K€ BYacHO OyJo
3all0YaTKOBaHO, BIiJl TMOYaTKy AisUIbHOCTI Ha caiiti Y®C mpe3eHTOBaHO
iH(opMaliro PO MporpaMu, TMOJll, Kpalll MPaKTUKH; KOXKEH OaKarOuril MOXKe
CTBOPUTHU CBI KaOlHET, 3a3HAYUTH, LI0 cCaMe I[IKaBUThb 1 OTPUMYBAaTH
mpono3umii 1moao kKoHKypciB. IlepeBara Bim cmiBmpam 3 Y®C: cBoedacHa
peakilis Ha 3MiHU B 1HHOBAIlIAX 1 Oi13HEC], Ha AUHAMIKY B €KOCHUCTEMI; BIJICYTHS
HaJMipHa OIOpOKpaTisi; He Tpeba MepeKialaTi KOXKEH JOKYMEHT aHIIIHCHKOIO
(ToMy 110 € oprasizaiii, 1[0 BUMAararTh MEPEKIACTH HaBITh aKT BUKOHAHHUX
poOiT, /1St TOrO, 11100 BepudiKyBaTH).

Pizni ITHCTPYMEHTHU ¢diHaHCYyBaHHS POMOHYIOTh pi3Hi
HaykoBo-TexHoJoriyHi mapku €C 1 cBiry. Hanpukman, UPTEC —
HayxoBo-texnonoriynuit napk YHiBepcutety Ilopty (Science and Technology
Park — University of Porto) Hamae rpanToBi komtu Ha imei. B Ykpaini nogiona
mpakTUKa 3amnpoBajpkeHa y ‘“‘cepii iHHoBamii” B Kuesi, — B UNIT.City, B
€KOCHUCTEMI, 10 CHpUS€ PO3BUTKY I1HHOBALIHHOTO MiJNPUEMHUIITBA Ta
nociipkeHb.  [IpakTuka  BU3HAYEHHS  TNEPCHEKTUBHUX  CTapTramiB Y
JOJIOKAAyHHUM MepioJl Majia Miclle pa3 — JBIUl Ha pik (y TPyAHI Ta TpaBHi1),
OCKUTBKH JIJISl €KOCUCTEMH JIy>K€ BAXKIIMBO, MO0 BCI YYaCHUKU OyJIM MPUCYTHI,
BIJIKpUTI, TOTOB1 JJO KOHCTPYKTHUBHOTO 3BOPOTHOTO 3B’s3Ky. He MokHa mpocTo
JOJaBaTH YW BUKIIOYATH KOTOCh 3 M€l CHUCTEMH ‘‘Bpy4yHY , BOHA BUIBHO
peryiboBaHa, CaMOOpraHi30BaHa, aJalTHBHA 3aluTaM, TPAaHCHOPMYETHCS
1HCaliTaMM 1HHOBATOpPiB, fAKI ii (OPMYIOTh; BCl € BAXJIUBUMH, BCl Malld
MOYKJIMBICTh (POPMYBAHHS MiAMPUEMHHULIBKOTO CBITONISNY (mindset), oTpumanu
MOJKJIUBICTh CAMHUM CTaBaTH 3MIHOIO 1 TUIaT(GOPMOI0, PO3BUBAKOU1 IHHOBAITI.

YuM BiIpI3HIAETHCS 1HHOBALIIIHA €KOCHCTEMA Bl CTApTal-€KOCHCTEMU?
[HHOBaIIHA eKOCHCTeMa Ma€e 3HAUYHO OLIBIINK MacHiTad i JEMOHCTPY€E BUIIHI

piBEHb KOHKYPEHTOCIPOMOXKHOCTI T'paBlIiB, IHHOBAIIIT — Yepe3 BEIMKI KOMMaHii 1
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nyOniuHuii cexkrop. Jns BmiMBy Ha QopMyBaHHS MONUTY W yTpUMaHHS
MapTHEPCHKUX BIJHOCUH 3 KIII€HTAaMU B 1HHOBAIIMHINA €KOCHCTEMi HEOOXiTHO
BKJIaJlaTH HabaraTo OLIblIe pecypciB, il pO3BUTOK MPOXOAUTH MOBUIBHIIIE, HIK
XoTutocss © iHHOBaTropaMm. I[HHOBalilHI KOMMaHii ICHYIOTh 1 BOHH 3a3BHYail
HajJie)KaTb 10 MIKpO-, MaJIoro Ta cepenHboro OizHecy. g rioGanbHUX
KOMIIaH1# 111 1HHOBAIIH1 MIAMPUEMCTBA 1HO/II BUCTYMAIOTh KaTali3aTOpOM 3MiH.
A crapran ekocucTeMa OUIBII BIIKPUTA, OO MOCTIMHO HAMTOBHIOETHCS HOBUMU
171eIMH/TIPOTyKTaMHu, KoJlabopaTuBHA, 00 MOTPIOHO MPOXOAUTH IUISX Bif 11€1 10
0i3Hecy, B HEI JIeTIIe 3aX0AATh 30BHIIIHI, MOIEKYIU aOCOIIOTHO HOBI, PECYPCH,
BCI I'paBlll 3aIlikaBlIieHHI B IIBUJKOMY HAapOIIyBaHHI OOCSTIB, a B imeali - mo0

cTapTar CTaBaB “‘€IMHOPOroM” B TEPMiH 10 ABOX pokiB (puc. 1.2) [1].

Startup
Ecosystem

Innowvation via
Big
Companies &
Public Sector.

Research
IPR

Innovation by
Startups

Support

Organizations

_ Open,
;undlng collaborative &
QUrces
external resources

Mew Service
Funding Providers

Solutions

Puc. 1.2. Crapran exocucrema

LDicepeno: [1].

[IpuknagoM ykpaiHChKOI KOMMaHii, fKa 3MyCHJIa TiraHTa-MOHOIIOJICTA
neperisinyTd cBid miaxia, € TOB “Hosa Ilomra”. Panime IT “Ykpnomra”

KepyBaJIacs “‘TpaIUIIMHUMHK METOJaMU OOCITYTOBYBaHHS, SK 1 OUIBIIICTH
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IHIIUX BEJTUKHUX, a, BIATAK, JIOBOJII 1HEPTHUX KOMIIaHIH. A MOTIM 3’ SBUJIACs
“HoBa IlomrTa” 3 iHHOBamissMH y Mpolecax Ta HiOM ckazama: “Kmenram
NOTPIOHO JENIO 1HIIIEe, BOHU XOUyTh 1HIIWKA Yac 0OCIyroByBaHHS, 1HIIHI cepBic,
TipKATANI3aIioo, — JgaBaiTe aomoMokeMo kmieHtam!”. llelt minxing 3mycus
TIraHTChbKY KOMITaHIIO MEPETIIHYTH CBOIO CTPATETIIO Ta aIalTyBaTUCS 10 HOBUX
BHMOT PHUHKY.

[ToBeprarounch A0 TUTAHHS 3aKOHOJABYMX 3MIH 3371l YMOXJIMBIICHHS
PO3BUTKY 1HHOBAIlIM, CTapTamiB, KJIacTepiB, JOBOJI YacTO IHII[laTOpaMH
HEOOXITHUX TpaHc(opMaliil € MpeACTaBHUKUA TPOMAJCHKOTO CEKTOPY, MaIMX 1
CEpellHIX MiMPUEMCTB, OCBITH 1 HayKH, OPTaHU MICIIEBOIO CaMOBPSIyBaHHS,
T0OTO 1iHINIaTMBa Wne ‘3HU3y — gnoropu”. Hampukian, nyOmiunuii Ta
TPOMAJICBKANA CEKTOP, MAalO4M TMparHEeHHS 1 0a30BY CIPOMOXKHICTH PO3BHBATH
IHHOBAIIIITHY Ta CTapTal €KOCUCTEMH, 3BEPTAETHCS J0 BIATIOBITHUX 1HCTUTYIIIN:
“Ham mnotpibeH 3akoH Ykpainu “IIpo 3aTBep/pKeHHsI cTpaTerii IHHOBaLIMHOTO
PO3BUTKY’, y BIANOBIAL JIYHAE 3alHWTaHHS BiJ TMPEACTABHUKIB OpraHiB
nepkaBHOi Biaau: “Hasimo?”, Tosl iHiIiaTopy, 0COOIMUBO O13HEC, B CBOIO YEPTY
Binnosigae: “Komm Mu MaeMo HamipH 1 MOTEHITIa CIIBIPAIIOBATA T4 TOBOPHMO
Ipo cTapTram, He BCl 3HAIOTh, IO II€ TakKe, TOMY Kpalle BBECTH I Ta 1HIII
MOHATTS B 3aKOHOJABCTBO, PO3pOOMMO MeXaHI3MU (QYHKI[IOHYBaHHS , U
THCTUTYIII BUMYIIIEHI pearyBaTy aJikKe MaloTh BIAMOBIIHI 3000B’I3aHHS TIEpe.
IUTATHUKAMU MOAATKIB. Biane afiBokaTyBaHHS € BOKIMBUM JIJIS1 PO3BUTKY.

I crapranu, ¥ 1HHOBaLlifHI KOMIIaHli J1FOTh CTPIMKO Ta IIBHUJIKO PEArylOTh
Ha 3aIUTH KJIIEHTIB 1 € IpaiiBepaMu Ta KaTajizaropaMu ycix cucteMm. OueBUIHO,
10 1HHOBAIlIIfHA €KOCHUCTEMa 3 TOYKHU 30py MOIIYKY (hIHAHCOBUX PECYpPCIB Mae
Habarato MmuUpI MOXJIUBOCTI I MIATPUMKH (PYHKLIOHYBAaHHS 1 PO3BUTKY
1HHOBAIIHOT ekocucTeMu 1 B kpaiHax €C, 1 B YkpaiHi HaJa€eThCs TpaHTOBA
MNIATPUMKA BIJ JAepxkaBu (TOOTO I1HCTUTYT JepKaBa aJMIHICTPYE CIUIaYeH1
MOJIATKU 1 TMEPEHAIpaBIsie iX YaCTUHY HA PO3BUTOK OUIBII MPIOPUTETHUX BUIIB

TISUTBHOCTI JJI1 YMOXKJIMBIIEHHS PO3BUTKY KJIaCTEpIB-IpaiBepiB 1 3a0e3neueHHs
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CBITOBOro JjizepctBa). OJHIEO 3 BAAIMX IHINIATUB B YKpaiHi € BHUJUICHHS
IpaHTOBOTO (DiHAHCYBAaHHS 4Yepe3 MPOIEeaypy KOHKYPCIB, IO OTOJIOIIyBaBCA
IIEHTPAMHU 3aiHATOCTI, HAa PO3BUTOK Oi3Hecy. | 11e He cTunbku npo rpoii (Bix 5,0
TUC. TPH., CKUIBKH MPO PO3BUTOK MIAMPUEMHUIILKOI iHiniaTuBM). 1llo 3pobuTtw,
mo0 Oyno kpame? BuxoauTu 13 3amuTy, a HE 3 METOAMKH, SK POOUTH
Oi3Hec-maH. Takuil MiAXiA OIABUILYBaTUME €(EKTUBHICTh (PYHKI[IOHYBaHHS
HOBUX O13HECIB, a 11€ 0COOIUBO BaXKJIUBO, KOJU MAETh MPo O13HECH BETEPAHCHKI,
Jrofied, K1 € TepeMilleHuMU 1/ab0 TOBEpHYJIMCh B YKpaiHy 3 OKyIailii,
BUMYLIEHOI €BaKyalli, MOJOHY, BUMYILIEHOI Jenopramii 10 pd MOpOTH BOJI.
3BUYAlHO, HE BCl IHCTPYMEHTH BJA€THCS IIBUIKO 3alyCcKaTH, ayne cam (akT
HAsIBHOCTI 1HHOBALIITHOT €KOCUCTEMHU MPUMYIILYE POOUTH 3MIHU LIBU/IIIIE.
IaHOBarii cami cebe He “HAPOMKYTH , MPOCTO TaK HE CTBOPIOIOTHCS,
MOJKHA CKa3aTH, IO IepeBakHA OUIBIIICTh HAPOKYEThCS 31 crapramiB. Yum
BIJIPI3HSETHCS MIAXIT A0 PO3YMIHHS Ta CIPUMHATTSA 1HHOBALIl paHimie 1 s
TenepiHboro mokoyinHg. Panime: “IlpumymaB, migy Ta 3amareHTyio, Hexai
MOJISKUTh, HIKOMY HE TOKaxy, 00 Bce oaHO BKpaayTh’. CydacHicTh: “S maro
imero, xouy ii BepuixyBaTu, SKIIO BOHA MPOWIE Kpaml-TeCT 1 OTpUMAE
MO3UTUBHUM 3BOPOTHINA 3B’SA30K 3a pe3yibTaTaMy MITYUHTY — OKEH, 11e MOXKe
MaTu ceHC 100 po3BUHYTHU Oi3Hec”. TOOTO BIAMIHHICTH: MEPIIMM MiAXIT MPO
paIioHaM3aTOPCTBO, TEOPETUUHE JTOCIIKEHHS, MPOIEC PO3POOKH 1 TaK Jajl —
nmo3a KoMmepiriamizaiiero. Jpyruil maxia — npo eMIaryBaHHs, pO3YMIHHS 3alUTy
KJIIEHTA, CIIPOMOXKHOCTI MallOyTHHOI KOMMaH1i, CUTyallii Ha PUHKY: IPUPOIHO
XOTITH 3a0€3MeUUTH OKYIHICTh 1 MPUOYTKOBICTh SIKOMOTa IIBUIIIIE, ajie 100 He
3a3HaTH HEMOTPIOHMX BTPAT CHOYATKY MEPEBIPAETHCA 17€s HA HKUTTE3AATHICTD
(kpari-TecT), miclis TOTO JIMIIE peecTpyeThes O13Hec. ToOTo, ABa MiIX0AU Pi3Hi.
[onoBHa pymriiiHa cuiia s TpaHcdopmallii IHHOBAIIHHOT €KOCUCTEMH —
1€ 3aIUT KJIIEHTA 1/a00 TEXHOJIOT1A, [0 HAPOAUIACh, ‘‘CTBOPUTH CBOT'O KJIIEHTA,
Mae OyTu BUBeJeHA Ha pUHOK. Konu #eTbes mpo cTapranu NpuitMaemMo, 1o He

KOXXEH TMpUHEce Tpoll, ajke OyayTh 1 KOpPHUCTyBadi, 1 KII€HTH, BOHH —
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HallIHHIIIE JoKepeno 1HdopMalii MOpo KUTTE3AATHICTh Hamoi 11ei. €
KOPUCTYyBaul, SKI MPUXOAATH JO BaC Ha PIBHI KpaIl-TECTy 1/ei, T0MOMararmTh
BaM MOTO YIOCKOHAJIUTH, 1 3 SKUMH BHU CIJIKy€TeCh. BOHHM CTalOTh BallUMU
ambacamopaMu, poO3MOBIIAIOTh MPO Bally i€I0 Ta MOMYIAPU3YIOTH ii. KitieHT,
SKAW TUIaTUTUME, 3BUYaiiHO Oyle MNPUHOCUTH BaM O4YiKyBaHl TpoIl, a
“ambacamop” Oyle MPUMHOXKYBATH Ballly pernyTalliio, 10 1 B 1HHOBAIlI{HIH, 1 B
cTapTall E€KOCHUCTEMax € OAHI€I0 3 HaWOuIbmux mepesar. [Iparmorounm B Iux
€KOCHUCTeMaX, MH HE MOXEeMO MiABeCTH ‘“‘Hamwmx’ JofAed, ToMy IO
penyTauifHui pU3uK MOXKe KOIITYBaTH HaM BChOTO O13HECY; IHIIMMH CIIOBAMH,
e AyXe 10poro.

Komu My roBopruMoO po cTapTar eKOCUCTEMY, 1€ TIPO IIe BYXKIHA 3B’ 30K 3
HamuMu  KimieHtamu. Hampuknan, wommanis “Nokia” Oyma 3acHoOBaHa 1
(yHKIIIOHYBaJIa, MAO4M IICThOX 1HXKEHEPIB-PO3POOHMKIB, a 1HII (QyHKIT
nepenana Ha ayrcopcuHr. ToOrto, e xommadis, “dka 3moria”. 11lo He 3Morna
kommanis “Nokia”? He 3Mmorna BYacHO mepenamTyBaTHUCS HA HOBUW 3aluT
KJIIEHTA: KOMITaHisl XOTijla poOUTH HajilHI TenedOoHHU, a KIIEHTH XOTLIU 1I0Ch
1HIIe, SK OT HOBI (YHKIi, TOMy KOMIaHis Iporpajia iHIIKM KOMIIaHIsIM Ha
puHKYy. Ane Oyina TMepiiol, XTO 3MOIVIa MPaBWIBHO  MOOyIyBaTu
“ayTCOPCUHIOBI” KaHal; TOOTO, HE MalOYM BEJIMKOTO IITATy 31 CHEIiaiCTaMu 3
MapKETUHTY, CUCTEMHU SIKOCTI, 1HIIUX TPOIECiB, HaliMana ¢hipMu/CreriaiicTiB,
K1 HaJaBaIM i HEOOXIAHI MOCIyrd. A 1HKeHepu poOwiu mnpoaykr. Yu
MpaIlOBaJIM BOHU 3 CBOIMM KJi€HTaMu? 3BUYAHO BOHM MPALIOBAJIM; ajl€ YUM
BIIpI3HAETHCS Miaxia koMmanii “Nokia”? ¥V Hei He Oyi0 TaKOro MapKeTHHTOBOTO
OromkeTy sk, Hanmpukia, y komnanii “Red Bull” (ska mae yu He HaWOLIBIITNN
MapKETUHTOBUN OFO/KET 3 yCiX CydyacHUX KOMMaHii). Bci mounHarodi kommaii,
3a3BUYai, He MAalOTh BEIMYE3HHX OIOMKETIB HAa HOCIIIKEHHS BCIX 3alUTIB
KJIIEHTIB Ta PUHKY, TOMY LI PECYpCH MOTPIOHO BUIIYKYBaTH (200 BIIHAXOAUTH)

1HIII cIOCOOM eMTaTyBaHHS KITIEHTY 3aJ1s YI0CKOHAICHHS 11€1/TIPOTyKTY.
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XUTOMUPCBKA . tiative . o Funded by the
XIHOHITEXHIK.A Bioma ) SR [

VY 1boMy 0COOIUBICTB: KOJIM MU TOBOPUMO IIPO CTapTaIu, nam’siTaiMo, 110

y TparHeHHl sKHalmBuame 3700yTH pecypc He Tpeba oapasy opopMITIOBATH
KpeauT y OaHKy abo HaBiThb WTW Ha KpayAdaHAUHTOBY Iiardopmy. Croyarky
MOTPiOHO BaJIiTyBaTH/TPOTECTYBATH HAIITY 17ICI0 Ta CTBOPHUTH 3B’ 30K 3 HAIIIMMHU
KJIIEHTaMH, 3a 3allUTOM/TIOTPEOOI0 3pOoOUTH JeKUIbKa iTepalliii B HaIlpsSMKY
BIIOCKOHAJICHHS 17iei / TOKpAaIlleHHS NPOAYKTY, PO3poOUTH Oi3HEC-MOJEb,
crpoOyBaTH MPOIMITYUTH TIEPEa TUMH, XTO Ma€ JIOCBIJ 1 Ma€ 4ac MiJKas3aru, 1o
1Ie I[IHHO, Iepe 013HeC-SIHI0JIaMH, BEHUYPHUMH 1HBECTOPAMHU.

ki credkxonaepu BaxIHUBI i1 (yHKIIOHYBaHHs ekocuctemu (puc. 1.3)
[2]? Lle — cami MANPUEMIN, YHIBEPCUTETH, YpPSAI, KOpHopallli, BIACHUKU

PU3HUKOBOTO KamiTaly, TOTOBI HOTO BUILISATH.

Risk Capital
\ ~

Puc. 1.3. Moaenb cTelkxomnaepiB IHHOBAIIIHHOT €KOCUCTEMHU

Icepeno: [2].

[Ilo BaxJIMBO B CTapTaN-eKOCUCTEMI — LI€ 3B’SI30K 3 YHIBEPCUTETAMHU, aJIKE
BOHM 4YM HE HaWOLIblIe MIATPUMYIOTH Oylb-sKl 1HINIATUBU 1, (PAKTUYHO, L€
MicIie, Jie TPOBOAUTHCH KPAI-TECT 1Jiel (B YHIBEPCUTETCHKUX CTapTamn-Kiyoax,
1HKyOaropax, akceneparopax). B yHiBepcuTerax (POpMyrOThCS KOMaH[IH, SKi
HApOKYIOTh 17€i 1 TOTOBI IX SKHAaWIIBUAIIE TECTyBaTH, 1 Uil LbOTO €

BIJIMOB1AHA 1H(pACTPYKTYypa.
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3 YHIBEPCUTETCHKMMH CTapTaliaMy OXO4ye€ CIIBIPALIOIOTH MIITPUMYIOUi
oprasizaiiii, skl HaJalOTh MOCIYTM KOHCAJITHUHTY, MEHTOPUHTY, TOOTO TOTOBI
JOTIOMOT'TH, TOMY III0 BOHHM 3alliKaBJIeHI B CTBOPEHHI HOBUX MPOAYKTIB, SIKi
MOKPAIIYIOTh SIKICTh XUTTS JIFONEH, 1 11e TXHSA BiANOBIJANIBHICTH — PO3BUTOK
aZIcKBaTHUX O13HECIB JUIS IPUIACIITHIX MOKOIIHB 1 3a0€3MeUeHHsI CTaI0CTI.

Bci rpasii, ki pOpMYIOTh CTapTaN-€KOCUCTEMY, JEKIAPYIOTh BIAKPUTICTb.
Hampuknana, xomw CTBOpIOBAIM TEpIIy JITHIO TIKOJAY CTapTamiB y
Kuromupcekiii momitexHimi 'y 2018 porii, BCl cTapTan-KOMaHId MPONIILIH
Kpall-TeCT Yepe3 CHUIKYBAHHS 3 NOTEHLIMHUMHU KJII€EHTAaMU y LIEHTPl MicTa
npocTo Heba; Oyino ckazano: “Terep mepeBipsiiTe cBOi i7ei. Y Bac € BChOTO Bl
roauHu, 1Moo me 3pooutu.” I 3a 11 ABI TOAMHU BOHM YCIIIIIHO MEPEBIPUIN CBOI
imei: Oio-marepianu, MPUCTPOi ISl JIOACH 3 1HBAJiAHICTIO, TPOTPaMHE
3a0e3neueHHsa. BoHu oTpuMaiu 3BOPOTHIM 3B’ SI30K, SIKOTO JIOBOJIL IOBTO, SIK JUISI
17e1, yekanu O BiJ pUHKY. J[Bl rOAMHU B MOPIBHSAHHI 3 IBOMA THXKHSIMH — LI€ TIPO
pesynpTatuBHICTh. J[0 Bimoma: amroputmu YouTube mpamroroTe Tak, mo 15
CEKyHJl Ha3aJl — IIe BXKE JOyke JaBHO. ToMy Hac € OJHUM 3 HaWBa)JIMBIIIUX
pECypCiB JJIsl CTapTaIiB.

Crapran-ekocucreMa — 1€ 3aBKIM TMpO Kojlabopalliio, CIIBOPAILo,
MOKJIUBOCTI. MU BHIIIYKYEMO PECYpCH, 1 Il PECYpCH MOXKYTh OyTH HE TIIbKH
MatepiaiibHi abo ¢iHAHCOBI, a W IHTENEKTyaldbHI. MU mIykaemo JrofeH, ski
TeHEPYIOTh HOBI1 171€i, MalTh HOBITHIA TomIsiA Ha curyarito. Lli grogum He
OOOB’SI3KOBO MPOCUTHUMYTh OIUIaTy 3a CBOI MOCIYTH, AK€ BOHU MOXYTb
ckazaru: “MeHi MPOCTO IIKaBO MIATPUMATH €KOCHUCTEMY, TOMY PO3Ka)XH MEHI
PO CBOIO 1JI€10, SI PO3IOBIM TOOI K MPaBUILHO . A AKIIIO BU BOJIOAIETE SIKOIOCH
17Ie€10, TO MOAUTITHCS, TOMY IO TI€ JOTIOMOKE CTBOPUTH HOBHM MPOAYKT, KU,
MO>KJIMBO, 33JI0BOJILHUTH SIKIIO HE YMOBHO-Ballll MOTPeOU CTAaHOM Ha 3apas, TO
MPUHANMHI TOMOMOXE 1HIIUM JIoAsAM. ToOTO, 1€ Ballla IHBECTHIL[isl CBOTO Yacy B
PO3BUTOK BaJiAHUX, aJ€KBaTHUX 3alHUTaM MPOAyKTiB. Tomy Komabopariis — 1ie

ITy’K€ BAJKIIMBO.
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[lepeBaroro crapramiB € Te, 110 HE MOTPIOHO BCE 1 0pa3y KyMmyBaTH IS
CTBOPCHHSI MPONYyKTy. Bu MOBWHHI 3HATH: 1 B3ATH T€, IO MOTpelyeTe s
CTBOPEHHSI MPOAYKTY, Y KOTO MOKHA B3SITH, Y SIKOMY 00cs31 (6€3KOIITOBHO, 200
no3uuntu). Hanpuknaza, 3apa3 posBuBaerbes 3D-mpyk 1 Bce 1o MoB’si3aHE 3
3D-monentoBaHHAM, BIAMOBIIHO, HE BCl MOXYTh JO3BOJUTH COO01 KyITyBaTh
3D-npuntepu. Ilepmmii crapran JXuToMHpCHKOT TOJITEXHIKHA, MEXaHIYHA
naboparopiss MechLab cami modanu 30uparu 3D-mpunTepH, a BHUTpaTHI
Marepialii 3aKyNoOBYBaJIHCh B T.4. 32 KOIITH MIKPOTPAaHTIB Ta YHIBEPCHUTETY,
BIJITaK 310paHMil Mpuiag MaB MiHIMalbHY coOiBapTicTh. ToOTO It TOrO, 00
pobutu mochk Ha 3D-npuHTEpi, oro HE 000B’SI3KOBO MOTPIOHO KYITyBaTH, HOTO
MOkHa ab0 caMOCTIHHO 310paTy, a0 MO3UYUTH Y THX, XTO Ma€, XTO 3MIr, a0o
3aBiTatu y aitounii FabLab (sik mpaBuio FablLab-u icHyroTs ipu yHIBepcUTETax
a0o0 B iHHOBalIMHMX Tapkax). Sk mparroe cucrema (adnmadiB? JlromuHa, sika,
HanpUKiIaa, Xxoue 3poouTu Ha 3D-npuHTEp1 NEBHY JeTajb, NpuxoauTh y FabLab
1 00TOBOPIOE YMOBH Ha SIKMX MOXKHA i1 BATOTOBUTH, KOJIU Ta CKIJIBKH 11€ KOIITYE,
MICJIT 9Or0 BUTOTOBIISIE T€, IO 1l MOTPiOHO. BiaTak, MOXkKHA TPOCTO OPEHIyBaTH
micie B FabLab-1 Ha Toii mepion yacy, koiu BiH Bam notpides. Lo pobutu komu
FabLab nenmoctynmuuii? ¥V Bac € “mman b”, “muman B”, “mman I 1 “mman 117,
TOOTO JJIsi TOTO, MO0 3amyckaTu CBi Oi3HEC, BU TOBUHHI 3HATH, JI€ B3STU
pecype. Tak ¢yHKIIOHYe ekocucTtema, 0e3 Kojabopallii ekocucTemMa He JTyKe
CIIPOMO>KHA.

[Ilomo 3oBHINIHIX pecypciB. € dpaza, sIKy 03ByUyl0 3aBxk1u: “bi3Hec, 11e He
po Te, SIK BCE BUHECTH 3 XaTH, a MO Te, SIK MPUIyMaTH, sIK IPUHECTH B Xary .
To6T1o, HaBITH JUIs Bamigallii ifei / 3amoyaTKyBaHHs Oi3HECY HE 000B’SA3KOBO BCI
pecypcu OpaTti 3 A0A0MY, aJKe JUIS LIbOTO € 30BHIIIHI pecypcH, 1 Tpeba 3Hatu, 3
AKUX JDKepen ix 3amydaru. Ska Oyna TuUmoBa TOMUJIKA CTaHOBJICHHS
YKpaiHChKOTO O13HECY Ha I[I0Y4aTKy pO3BUTKY HAIlOHAJIbHOI EKOHOMIKH?
BBaxkanocs, 1110 3amo4aTKkyBaHHS 1 PO3BUTOK O13HECY Ma€ pOOUTHUCH 32 PaXyHOK

BnacHuX kowTiB. ChopMyBanoch ycTaleHe NEPEKOHAHHS, 110 CIIOYaTKy Tpeda
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HAaKOMMMYUTH KOILUTH, a MOTIM 3aMyCTUTH O13HEC. AJie: JOKM HAKOMUYYEMO, TO
BTPAYa€EMO PUHOK, KJIIEHT 3MIHIOE CBOi 3alIUTH, — HOMY HE IIKAaBO YEKaTH MOKH
“3HalyThCSl KOIITH, BIH X0U€ MPOAYKT TYT 1 3apa3, B HOIO 3aIUT TYT 1 3apa3.
binbme TOro, eKoHOMiuHa TEPMIHOJOTIS YITKO BU3HAYa€, IO TaKe BIACHUU
KamiTaj, a M0 Take 3adydeHud kamitan. ToMy, KOJIM BHHHKAE CIIOKycCa
CaMOBIIEBHEHO 3pOOMTH BCE€ 3a PaxyHOK BIJIACHUX PECYpPCIB, LIHHO 3rajaru
CBITOBUU JOCBiJ, Hanpukiad, mo 70% smoHChKOTO Oi3HECY — I1€ PO 3aTyueHi
KOIIITH. A KJIIEHT — BiH MTOKH 1110 3 HaMH, 1 100pe, 1100 3 HaMU 1 JTUIITUBCS.

Binrak MokeMO 3a3HaYMTH, IO CTapTal-eKocucTemMa — 1€ caMmMe Ta
CHUCTEeMa, SKa J03BOJISE€ MaKCHMaJIbHO IMOEIHATH IMOKOMIHHSA “TyT 1 3apa3” i3
3alUTOM KJIIEHTIB “TYT 1 3apa3’.

Yu MOKITMBI B €KOCHCTEMI HOB1 ciocoOu (iHaHCYyBaHHS Ta HOBI (DiHAHCOBI
pillieHHsT JJis cTrapTamiB? 3BUYalHO, a/pke MU HE 3HAEMO, sKi (hIHAHCOBI
pILIEHHS] MM 3HAWJIEMO 3a MHUTh, — OCOOJIMBO KOJM BXKE BEJIEMO MEPETOBOPHU 3
BCHUYPHUMH Ta IHIIMMH IHBECTOPAMHU, 30KpeMa MO0 YMOB (DiHAHCYBaHHS.
YMoOBH HajaHHs (piHAHCYBaHHS 3aBXKIH OOTOBOPIOIOTHCS Ta HE € “TUIIOBUMU,
00 KOXXKHUUW KOHKPETHHM BHINAIOK yHiKanpHWA. [lpukiang komanau
“BeeWorker”, sika mpopeMOHCTpyBajia OJHY 3 HaWIIKaBIIIMX CTapTar-iIeu:
KOMaHJll OyJI0 3ampONOHOBAHO 1HBECTHIIT Y PO3MIpl JEKUIbKa NECATKIB TUCAY
€BPO, aJie KOMaH/ia He 3HaJla sIK TIOBEPTaTH KOIIITH, TOX IIIUIA HA IEPETOBOPH 3
1HBECTOpaMH 1 3’sicyBajia HEOOX1/IH1 MYHKTH MOTEHIIIMHOT yTOu.

Konu oOroBoproioTh pi3HI aCNEKTH IHHOBAIIIMHOTO MIANPUEMHUIITBA ©
1HIIT JOTUYHI TeMu [3], BaXKIUBO PO3YyMITH, L0 ISl JIOCATHEHHS IIJIeH
MOTPIOHO BMITH JOMOBIISITUCH 1 CIIBIIPAIIOBATH.

Cnocob6u (hiHaHCYBaHHS HA CHOTOAHINIHIN J€Hb PI3HOMAHITHI, 1 MH Ma€EMO
MOJIMBICTb TBOPUTH iX caMoOCTiiHO. Pecypcu He 3aBkau MOXYTh OyTH
BIJIOMUMHU HaM, TOMY Ba)KJIMBO MOCTIHO BUBYaTH PUHOK 1 OyTH B KypcCl HOBUX

MOXJuBOcTed. Hampukman, y cydacHOMY CBITI € KpPUIITOBAJIOTH, 1 JesKi
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MIIIPUEMCTBA PO3PAXOBYIOTHCSI BUKJIFOYUHO HUMH. X04a 1€l crnociO 1ie He J0Cl
nomupeHuii B YkpaiHi, aje domy 0 1 “Tak’.

Exocucrema cTBOpro€ cepeioBulIlle, JIe PO3YMHI Ta KpeaTHBHI JIFOIU MAOTh
pecypcu, HEOOXiTHI Il JOCSTHEHHS yCHiXy, He OOSThCS 3a3HaBaTH HEBIAd 1
BUUTHUCH HA MOMUJIKAX, MAIOTh CBOOOIY PU3UKYBATH — L T€3a € MPOBIIHOO IS
Mepexi akageMiuHuXx O0i3Hec-iHKyOaTopiB YEP!.

OTxe, cTapTan eKocucTeMa:

— ’KMBa Ta IMHAMIYHA,

— HapO/K€Ha KOMaH/1aMH, HallOBHEHA MIKpOOi3HECamu;

— Ta, B sIKii 1€l npou Bepudikailito, Tpanchopmaliii Ta mpaioTh Ha
MPUHIMIAX BIJIKPUTOCTI, Komabopaiii Ta 3 pi3HUMU CHOCOOAMHU 3aTy4eHHS
pecypciB.

Jlns TBOpeHHsI 1HHOBAIli MPIOPUTETOM € KOMaHJIa, IO HapOIKYE 17€H0,
Oyne po3auisATd il  IIHHOCTI, TOTOBAa pearyBaTd Ha 3MIHM B 3aluUTax
cTeiikxonaepiB. Bona He mMoxe OyTu Benmkorw. bynb-ska crapramn-koMmaHnaa 1e
3-4 moaunu. Big kiracuyHoro 013HeCy BOHA 1 BIAPI3HIETHCS BIICYTHICTIO TTOCA/I,
ajie B KOMaHJIi ICHy€ pO3IMOMAUT PojieH 1 30H BiAmoBimamsHOCTI. To6TO, pobOTY,
Ky 3000B’513aBCSI BUKOHYBaTH KOHKPETHUM yYaCHUK KOMaH/IH, BUKOHYE TUIbKU
BiH, HE MEpeKIaJatouy BiMOBIAIBHICTh Ha 1HIIMX yyacHHMKIB. Komanma — 1e
JOH, K1 00’€THaHI CHITLHUMHU I[IHHOCTSIMH, 1 K1 € CIHeIialiCTaMi 3 PI3HUX
chep. BuzHauuBmKCh 3 pOJIIMH B KOMAaH1, HEOOXITHO PO3YMITH, XTO OyJe
mpaioBaTu 3 iHBecTopaMu. Jljisi po3BUTKY HEOOXiJHA CHIBOpAIls, OCKUIbKU
BEITUKHUI O13HEC PITKO TOTOBUH MOCTYNMUTHUCS MICIEM Ha PUHKY, 1 HaWKpaiui
CIleHapii — cTaBaTh MapTHEpaMu, J€ 1€ MOXIUBO. Benuki kopmopaiiii He
3MOXXYTh OXOMHUTH BECh PUHOK (KpPIM TOTO JilOTh HOPMU aHTUMOHOIIOJIHHOTO
3aKOHOJIABCTBA), aJi>kKe OyAyTh KIIEHTH JI0 IKUX BOHU HE 3MOXKYTh ‘“3BEpHYTHUCS
Yl CErMEHTH pUHKY, 110 Ha JaHUil MOMEHT He nocTynHi. Halikpanmit
KOHKYPEHT — TOH, 3 SIKUM MOXKEIl BUITUTH KaBU. | 3 opraHamu Jep>KaBHO1 BIaJIH,

AK 1 3 KOpHopauisiMi, HEOOX1THO BMITH aJJBOKAaTyBaTH 3allUTH. YHIBEPCUTETU B
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JaHIi CHUCTEMI PO3rOPTAIOTh MUTAHHS, 1110 CTOCYIOThCS PO3POOOK, TECTIB, MITUIB
171e#, ajpKe BEIMKIM Kopropailii He 3aBK/Iu 1 He Ty>Ke BUT1IHO TpUMaTH y cebe B
IITaTi CKJIaJ] PO3POOHMKIB, TOMY IO 11€ TPU3BOAMTH JI0 3POCTAHHS ONEpaIliiHIX
BUTpaT. B yHIBepcuUTeTax CTBOPIOIOTHCS CTapTamu, SKi KOOPAHMHYIOTHCS
omeparlifHUMM KOMaHJaMHU CTapTamn-KiyoiB, siKi 00 €IHYIOTH JIOAEH BCIX
MOKOJIIHb, OCOOJIMBO MOJIOJb, SIKUM OyJie 11e I[IKaBO JJisl TOro, 100 TeCTyBaTh
cBoi imei. 3 2014 poky B yHIBEpCcHUTETaX YKpaiHU HABUAETHCS BEJIMKA KUTHKICTh
YYaCHUKIB 1 y4acCHHUIIb OOMOBUX [T, TPEACTABHUKIB 1 MPEACTABHUIL 30pOMHUX
cul  YKpaiHM, BETEpaHiB 1 BETEPaHOK, a OTKE HapOIKYIOTbCA 1Ael I
CTBOPEHHSI BETEPAHCHKUX OI3HECIB, a TaKOXK POOJSATH KpaIl-TECT IHUX 1JICH.
VHiBepcuTeTH — 1€ MIaTopMu, A€ € HEOOXiAHI pecypcu Ta € MOXJIMBOCTI
BaJIi{yBaTl, pPOOUTH KPAII-TECTU Ta BUKOPHUCTOBYBATH MOKIIMBOCTI BHXOIy Ha
BC1 POH/IH, 1110 MOXKYTb IMATPUMATH 1/ICHO.

Exocucrema “kuBUTH’ cepefoOBUIIE, € TBOPUL i epyloBaHi JIOIU MalOTh
pecypcu, o NmoTpeOyThCs I yeImixy. SIk Oyio 3a3HadyeHo, pecypcu — I1e He
auimie  (iHAHCOBI, MaTepiaIbHO-TEXHIYHI YW JIIOACBKI, 1€ W HOy-Xay.
[lepeOyBatoun B €KOCHCTEMI 3HHUKAE CTpax ‘“TpOBANIUTUCA 1 3 SABISETHCS
MOTHBAIIISl HABYATHUCS Yepe3 MOMUIIKH, € MOKIIUBICTh PU3UKYBATU. SIKIIO MIOCH
13 IUJIAaHOBAHOTO HE BJACTBCS — 1€ HE Npo “KIHelb~ , a MPO JOCBIA s
BJIOCKOHAJICHHS.

€ J0CTaTHRO CTEHKXOJJEpiB, SAKI 3alllkaBieHl Yy (YHKIIOHYBaHHI
€KOCUCTEMH 1 MATPUMYIOTH ii. TakuMm € Bumie 3rafgaHuil YKpaiHChKH (DOHT
CTapTamiB — YCTaHOBA, J0 SIKOi 3BEPTAIOTHCS JJIsl MPOXOHKEHHS NULIXY BiJl 171€1
10 GiHAHCYBaHHS, 1 SKa MIOPIYHO MPOBOAUTH 3MaraHHs cepell cTapTan-KoOMaHI.
He nmpocto Tak Ha caiiti YOC 3a3Haueno: “Tu Moxeln He BIpUTH B €IUHOPOTIB,
ajie BOHM BIpUTUMYTh B TeOe” (puc. 1.4) [4]. Lle o3Havae, mo “equHopir”’, TOOTO
KOMIIaHisl, sIKa HApOJAWJIa JKUTTE3/AaTHY 1/1€10 1 3apoOuiia Ha HIi CBIM MepIIHii
MIJIBSIP/I, TOTOBA 1HBECTYBATH Yy BaIlly 11610, — TOMY III0 BOHA cama MpOMUIILIA el

HUIAX 1 3Hae, K OyTH y “IHUX yepeBuKax’. BoHM po3ymiioTh $K 1€, TOOTO
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NONUISAOTh Bam  “0om”. Jlo pedi, He — MOpO HOBI CIOCOOM OTpUMATH

MEHTOPCHKY MIITPUMKY Ta 3a7Jy4nTy (JiHAHCYBAaHHS B CTapTaIl.

YKPAIHCbKWUA ®OHA CTAPTATNIB BITAE
TEBE

Tu MOXELLl He BipUTU B EAUHOPOTIB,
ane BOHM BipsiTb B Te6e!

g |

| CTATV EKCTEPTOM ‘

| OCOBMCTMIA KABIHET ‘

TPAHT ANA NPOEKTIB I'IO.I:IB!F!HQ!’O MPU3HAYEHHA ‘

Puc. 1.4. Ykpaiucekuii poH cTapramniB
IDicepeno: [4].

[Tpomo3umii mOM0 MOXKJIMBOCTEH HaBYaHHS Ta (iHAHCYBaHHS TaKOX
po3mimeHo Ha caiiTi business.diia.gov.ua, a Ha ocHOBHOMY mopTaii diia.gov.ua
MPENCTABICHO PI3HI MOXJIMBOCTI IIOM0 TpaHTOBOro (QiHaHcyBaHHSI. B
exocucTteMi (YHKIIIOHYIOTh akKceliepaTopu, 10 He MoOOosIucs poOUTH MepIii
Kpalil-TeCTH JJIsl THX, XTO TIIbKHM MOYMHAB, HUHI iX aKTUBHICTh B OCHOBHOMY
cnpsiMmoBaHa Ha miaTpuMky DeepTech, xapnBepHux crapramiB, a TaKOX
notuunux 1o [aayctpii 4.0 [5, c. 15-17; 6; 7].

[HImMMY ydyacHUKaMU €KOCUCTEMHU, sIKi, KpIM YHIBEPCHUTETIB, CTBOPIOIOTH
MOJKJIMBOCTI KOBOPKIHTY cTapTran-komanj € xabu. Hanpuknazg, iHUB, HUB 4.0,
LIFT99 Kyiv Hub. ®yskimionyiots 1 1u¢poBi miarGopMu, MPOBOASITHCS
TPEHIHTH HENPUOYTKOBUMH TPOMAJCHKUMU OpraHizamisMu 3 HedopMaabHOI
ocBitH. [[{iHHO, 1IOOM icHYBanu pi3HI (OpMaTU OCBITH, IO aJEKBATHI 3aMUTaM,
TOOTO MOTPIOHO BCTUTATH ‘32 PUHKOM, 1 11€ € OCHOBHUYN BUKIIUK Y ITU(DPOBOMY,
IIBUJIKO 3MIHHOMY CBIiTi. 3apOJKEHHS MiJIMPUEMHUIIBKOTO CBITOIVISY BUTITHE
(GhopMyBaHHSM 1HHOBAIIIHHOTO TMIAMPUEMHHUIITBA, TOOTO WIETHCS HE PO

“HaBYaHHs OyTHM HAMMaHUM MpaIiBHUKOM 1 BUKOHYBAaTH POOOTY CYTO 3TiJHO
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MOCa0BOI 1HCTPYKLIT (“MIHIMYM 1HILIATUBH ), & KIUTAJITYETHCA PO3YMIHHS, IO
JIOMHA caMa € 3MIHOIO 1 cama 3aJ1a€ TeMIT PO3BUTKY MPOIYKTY / PUHKY — CBOEFO
17I€€10, CIUIBHO 31 CBOEI0 KOMAH/I010, CIIUJIBHO 31 CBOIM MPOIYKTOM.

Takok, aKTUBHUMH TpaBIIMH € KOMMaHii Ta ix mporpamu. SKk-oT B
koMrianii Visa Oynu Jyke 3IMBOBaHi, IO HE3Ba)XalouW Ha BiiiHY B YKpaiHi
peecTpyroThess HOBI KoMmmadii. Craructuuna iHdopmarllis Ui MiJBUILICHHS
MOTHBAIIii: 32 TIEPi0j] TOBHOMACIITAOHOTO BTOPTHEHHS p(d B YKpaiHy >KiIHKaMU
Oyno opranizoBaHo 51% Oi3HeciB, a yonoBikamu — 49%. | komnaHis Bupimmia
MNIATPUMYBATH 30KpeMa >KiHOYl OI3HECH, pO3IMOYaBIIN AISUIBHICTH Bi31MHOTO
KIHOUYOTO aKcenepartopa “BinBaxkna” [8].

Hie mnporpama €Bponeiicbkoro Corozy “EU4Business”, 1o BuMarae
MOCTIHHOT 3aJy4eHOCTI y TMpOTrpaMyd HaBYaHHS, IO HAJAE MOXKIUBICTh
OE3KOIITOBHOTO MiABUIIUTA CBOi KOMIIETCHIIIT B IJIaHI CTBOpeHHs Oi3Hecy 3 0
[9].

[Tnarpopma SaaS (‘software as a service’) € OIHIEIO 3 HaWKpaIIUX
margopM, Ha SKid MOXKHA 3yCTPITHCS 13 CBOIMHU OJHOIYMIIAMH, a00 3poOUTH
Kpami-tTecT cBo€i inmei, abo 3HaiiTh iHBectopa. lls mumardopma igeanpHa s
PO3BUTKY ¥ 1HHOBAIIIIHOT, 1 CTapTan €KOCHUCTEM.

[Iporpama EIT (€Bponeiicbkoro IncturyTty IHHOBamiii Ta TexHoinoriil) y
cdepi BUIIOI OCBITH — € CIIJTLHOTOIO OTHOAYMIIIB T MiATPUMYE aKTHBHOCTI, SIKi
PO3IIHUPIOIOTE MOXKJIUBOCTI, TpaHC(POPMYIOTh Ta po3BUBaIOTh. I[HimiatuBa EIT
HEI — nie cmapHa misuieHICTE cniiibHOTH EIT, ika BU3HAa€ 3akiaayM BUIOI OCBITH
KIIIOYOBUMHU CyO’€KTaMU PETIOHAIBHUX Ta €BPOMEHCHKUX 1HHOBAIIHUX
exocuctem: “InimiatuBa EIT HEI yHikanbHO po3poOnena i NiJBULIEHHS
IHHOBAI[IHHOTO TOTEHINATY Ta MIAMPUEMHUIIBKOTO MHUCIICHHS 3aKJIaiB BUIIOI
OCBITH, a TAKOXK CIIPUSHHS CHIBIIpalll MK HAyKOBUMH KOJIaMHU, TIPOMHCIIOBICTIO,
HAyKOBO-JIOCTITHUMH YCTaHOBAaMH, OPTaHAMHM JICPKaBHOI BIaJH Ta YPSAIOBUMHU
opranizamisimu’” [10]. TIpoext DEEP INVENTHEI — pe3ynsrar cripoMoXKHOCTI

napTHepiB  3a0e3nedyBaTd  1HHOBAIIMHMN  PO3BUTOK 4epe3  HaBYaHHS,
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JOCHIJKEHHs, 3aimydyeHHs 10 THC. €Bpo crapranamu, HajlaroKyBaTH

nmapTHepChKi BimHocuHM (puc. 1.5) [11].

DEEPINVENTHEI VISION

DEEPINVENTHEI envisions that by 2030 a critical mass of highly educated young
entrepreneurs and innovators will be contributing to the emergence of highly dynamic

research and innovation ecosystems, favouring the creation or inshore of knowledge-

intensive companies on deep tech technologies, developing new value-added products

and services, and innovative business models in the manufacturing and health

domains.

Learn More

Puc. 1.5. Bizis npoexty DEEP INVENTHEI
IDicepeno: [11].

Bci 3a3nadeni nporpamu Ta miatGopMu BIAKPUTI TSI BCIX.
OTxe, 3amoOYaTKOBYIOYHM CTapTam, IIHHO TMEPEeIUBUTUCh YEK-JIHCT 1
BU3HAYWTH, YA JOCTATHHO BCE MPOMPAIILOBAHO 1 BPAXOBAHO, a CaMe:
1. Yu BU3HAUEHO, B IKY EKOCUCTEMY MM WJIEMO: CTapTall Yd 1HHOBAI[IHHY?
2. Yu e OauenHs B3aeMomii BiacHoro crapramy, sk-To DeepTech, 3
€KOCHCTEeMOIO (KeHc Bi1 KoMaH1)?
3. Imes craprany:
- YW TeHEepOBaHA KOMaH/IOIO;
- uu mpouIua paHKyBaHHsI/TIPIOPUTE3ALIIIO 3a KpUTEPISIMU
3aMuTy/MOHETH3aIl1i;
- YW IPUCYTHI HA pUHKY moAi0OH1 111ei (Bix 3 o 100, akmio Taki €);
- 4YM BU3HAYEHO, 4YOMY 1€ € HaA3BUYANHOIO ISl KJIl€HTa W sAK1 il
TOTI-TIEPEBAry; Y1 BU3HAYCHO, YOMY 11€sI/TTPOAYKT KOMAHIH ‘“3MOXKE™?
[Tapamerpu Ha BXOAi: LIHHICTH I KJieHTa (“penent MpoTu OO0
KJIieHTa” — OUTh KJTIEHTA BiH KWW / TPO 0, 1 AKY I[IHHICTE MU HOMY JAapyEMO
ManiOyTHIM MpoykToM) [12].
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4. Uu CTBOpEHO KOHULEIMLII YHIKAJIbHOTO CTapTamy, SKUHA BHUPILIYE
aKTyallbHy TpoOJieMy KII€HTa B Cy4acHOMY CBiTi, 1 YW JOCTaTHbO
OoOTpyHTOBAHO, YOMY came Iis mpodsieMa moTpeldye 1HHOBAIIMHOTO PIIICHHS Ta
SK caM€ MU BUPIIIYEMO 10 Tpobiemy?
5. Uu po3poOIieHo miaH a1k 11 “3amycKy’’ BaIlloro YHIKaabHOTO CTapTaly,
7€ BiH OyJe uepe3 6 MICAIIIB, sIKe HOro Miclie B €KOCHCTEMI Uepe3 2 POKH.

['onoBHE — HE OOATHCH Ta WTH BIIEPE]I.

Bucnoeku

VHiKaNbHI 1HHOBAIIHI Ta CTapTalm €KOCUCTEMH € 1 MICIEM 3pPOCTaHHS
CydyacHUX I1HHOBAIiMHUX OIi3HECIB, 1 3alMOPyKO EKOHOMIYHOTO POCTY.
Exocucrtemu CkimamaroTbcs 3 YYaCHHUKIB, SIKI B3a€EMOIIOTH MK CO0OI0,
CTBOPIOIOUM CIIPUATIAMBI YMOBH JJIs 3apOPKCHHS HOBUX 17ed 1 Ol13HECIB.
Crapranu, 3aBASKH CBOill THYYKOCTI Ta 3JaTHOCTI IIBHIKO aJamnTyBaTUCS [0
3alWTIB, CTAlOTh KaTajai3aropaMyd TEXHOJIOTTYHHX MPOPHUBIB Ta €KOHOMIUHUX
3MiH. 3aBASYYIOYM CHHEPrii cTrapTanm €KOCHUCTEMa CTa€ IMOTYXHUM JIBUTYHOM
1HHOBALIIMHOTO PO3BUTKY. BOHA He nwuIIe cripusie MOsSBl HOBUX KOMMaHiH, ane i
3abe3reuye CTilKe €KOHOMIYHE 3pOCTaHHS, T1JIBUIITYFOU N
KOHKYPEHTOCITPOMOXHICTh KOMITAHIN Ha TI00AJIBHOMY PHHKY, 3a0€3Iedyroun

€BPONEICHKE JIIIEPCTBO Y CBITI.
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PO3IJI 2. Crapranu Ta IX TUIIM: OpPradi3auii, mo 3MiHIOKTb. OCHOBHI

xapakTepucTuku Ta Qpynkuii. DeepTech

Crapranu — 11e Ipo MOXIUBOCTI. [[71st KOMaH[, 7151 pUHKIB, JIsI PO3BUTKY.

ChopmyBanuch iekiibKa TiAXOIIB 1O PO3yMIHHS CYTHOCTI CTapTaIliB.

3rinno Forbes [1] me wmosoai kommaHii, 3acHOBaHI MJig TOTO, I100
pPO3pPOOUTH YHIKATbHUN MPOAYKT ab0 TMOCITyTy, BUBECTH HOTO Ha PUHOK 1
3poOuTH HOro “HernepeOoOpHUM™ Ta He3aMIHHUM JIS KITI€HTIB.

['on0BHA BIAMIHHICTH MIXK CTApTanoM 1 KOMIIAHIEID, CTBOPEHOIO METOAOM
“moyHemMo 3 OI3HecC-IJIaHy 1 IIBWJIIE PEECTpylcsa’, — MiAXOOH 10
BUOynoByBaHHs Oi3Hecy. [lepiuii mounHae 3 TyMKH MpoO KOMaHJy, JIIOAEH, sIKi
OyayTh WTH “IUTIY-O-TUTIY”, PO 171€10, M0 Oy/e JOHOCUTUCH PUHKY, PO3POOKY
IPOTOTHIIIB, Bajijallio, O13HEC-MOJACIb 1, 3BUYAHO, KJIIE€HTA, a JUIIEC IMOTIM
WTUMEThC TIpo peecTpanio OizHecy. Crapranm HIKOIM HE Hae Biapazy
PEECTPYBATHUCH SIK CYO’€KT TOCITOJApIOBaHHS, IMOKH HE MPOKJIE BCl IMOIEpeaH]
eTary Ha NUIAXy BiJ 171ei 10 O13Hecy.

Craprany BaXJMBO BHM3HAUWUTH, SKI KOHKPETHO 3YCHJUISI MaroTh OyTH
3MIIMCHEH1, — BC1 aKTUBHOCTI, SIK1 CTapTall BUKOPUCTOBYBAaTUME JIJIsi BUBEICHHSI
MPOAYKTY HA PHUHOK, JUIS MIABUUIEHHS JOSJIBHOCTI A0 11€i 1 MPOAYKTY, IS
(GbopMyBaHHS TIOTIUTY Ta MOCATHEHHS 1HIIMX MapKETUHTOBUX IUICH (Ba)JIMBO
PO3YMIHHS, YU BUCTAYUTh Y KOMaH/IM HABUYOK Ta KOMIIETECHIIIH [l BXOIKEHHS,
gy 11 (QyHKUII MaroTh OyTHM MepenaHi Ha ayTCOpcHHr). [HmmMMu cioBamu,
HIEThCS IPO CIIPOMOXKHICTh KOMAHM MPUXOAUTH 3 TIPOAYKTOM Ha PUHOK.

Kommnanis, cTBOpeHa METOAOM “IIBUJIIE pEeCTpyhcs”’, — 1Ie KOMMaHis, 110
710 peecTparlii MpouIia JOBrUM MIISX B TJIaHI BUKOPUCTAHHS CBOIX HABUYOK,
ab0 TBOpEHHS HOBUX HAaBUYOK, aJie¢ MOCIHIIINWIIA B PEECTPALIIIO 1 BUTpAYa€E yac Ha
MOIIYK CBOTO KJIIEHTA, 1110 BUMAarae JOBOJI BEJIMKOTO MApPKETUHTOBOTO OIOIIKETY

1 TTOCTIMHOI MIATPUMKH MapKETUHTOBUX 3YCHJIb; aJie JJII KOMITaH1i-TOUaTKiBIIS
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rinep-BUTPAaTH HAa MAPKETHHT € HEMPHUITYCTUMHUMH, TOMY IO Tpeba BUUTH Ha
OKYTTHICTh BKJIQJICHb SIKOMOTA IIBHIIIIE.

Komanga craprana y nepiry yepry aymae “Illo (ctBoproemo)? Xto (Ha
kiienT)? Yomy (e mapye Mpito/BraMoBye OiIb KIIi€HTa)?” 1 TIUIBKU MICTSA
BIJIHAXOJKEHHS BIJMOBIJI Ha Il TMUTAaHHS NPHUCTYIAE A0 peecTparii Oi3Hecy
(K10 1€ € cleHapiid, Koiau OI3HEC PEeeCTPYEThCs, a HE MPOJAETHCS, abo
MPOTIOHYETHCS SK TEpBUHHA TyOmiuHa mpomosuilis, To6Tto IPO), micas skoi
Tpeba 1aBaTy MPOAYKT CBOEMY KIIIEHTY Ta PUHKY.

[Ilo cminbHOrO Mae OyTH 1y cTapramna 1 y KOMIIaHii, CTBOPEHOI0 METOI0M
“mBUAIIE PEECTPYHCS’: HAABHICTH CTparerii po3BUTKY. | sKIIO y crapramiB
BOHa pO3pOOJAETHCS SK CaMO CO0OK 3po3yMmiie, TO 1 BHIIE3a3HAYCHUX
KOMITaHI#i yCBIIOMJICHHS HEOOX1THOCTI pO3pOOKH CTpaTerii, MOJAEKy/I1, Ha JKalb,
PUXOANUTH Mi3HIIIE.

[IponykT, sKuil CTBOpIOE crapram, Mae OyTH ‘“‘HemepeOopHUM™ 1
“He3aMinlyBaHuM” THIIMMH TPOAyKTaMmu [2; 3]; mocTae MUTaHHSA, 110 CTapTamy
pobuTHn, abu KII€HT came Hac oOupaB 1 JoOuB? Ilomryk BiAMOBIAI HA 1€
MUTaHHA € 3a/1a4€l0 CTapTany L€ Ha eTarl NpOoNpaltoBaHHs 1€l 1 eMIaTyBaHHS
KJIieHTy. ToMy 110 Ha BiAMIHY BiJ GYHKIIOHYIOUHX HA PUHKY KOMIMAaHIN, 110 TaK
CaMO CTBOPIOIOTh MPOAYKTH, y CTapTamiB pecypcH JIMITOBaH1, a pUHOK JOBOJI1
TUHAMIYHUHN, TPOTE 3alTH HA PHHOK Tpeda Tak, o0 3aiHITH caMe CBOO HIIlYy,
a00 CTBOPHUTH CBIM PUHOK (MPO 1€ HTUMEThCS y Tparli Aai, KOJu MUCaTUMEThCS
PO CTPATErito OJTAKUTHOTO OKEAHY).

Busznauaemo n1Bi1 “BiAmnpaBHI” TOYKHU JUIsI YMOXKIIMBIIEHHS MOSBU CTapTaIy
Ha PUHKY:

1. Komanna.

2. CtBOpeHHs “imei mns kiieHTa”, abo “CTBOPEHHS KIIE€HTA” — CTBOPEHHS
MIPOAYKTY, SKUH KITIEHTH OyIyTh KyITyBaTH, X04a MOKH 10 PO HHOTO HIYOTO HE
3HAIOTh, a00 OyX€ Mayjo 3HAIOTh (“TOJOCYBAaTMMYTh TpOIIMMa’ 3a HAC 1 HAII
POAYKT).
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3a Bepcieto Forbes, crapranm Big iHIIMX OI3HECIB BIAPI3HSAE HACTYIIHE:
“3BUYaiiHl KOMIIaHii AyONOIOTh Te, MmO Oyno 3poOiieHo padHime... BoHu
MPAIO0Th 32 ICHYIOUUM IIIa0JIOHOM TOTO, SIK Ma€ mpaioBaru 6i3Hec... Crapramn
MparHe CTBOPUTU aOCONMIOTHO HOBUH mabmon” [1]. 3BU4aifHi KOMMaHII — 11e o
iepapxito. Ctapramn Mae Ha METI CTBOPUTH a0COJIFOTHO HOBUIA IA0JIOH, a 1€ PO
posmnoaun poiseit 1 BianosigansHocTe (CEO — BukonaBumii nupekrop, CFO —
¢dinancoBuii qupextop, CTO — TexHIYHUI TUPEKTOP). YHIKAIBHICTh CTApTAIiB —
BOHM 3aJal0Th IpaBWja, MO TBOPEHHIO ‘‘camMe iX MPOAYKTIB I came iX
KJIIEHTIB” HEMAa€ METOJUYOK.

OcHoBHUH “Kitod4oBHM  (DakTOp, SKMM BIAPI3HSAE CTapTanmd BiJ 1HIIUX
KOMIIaH1M: MBUAKICTH 1 3pocTanHs’” [1]:

1) Crapranu nmparHyTh TyKe IIBUIKO PO3BUBATH 11ei. BoHU 9acTo poOsaTh
1€ 32 JIONIOMOTOI0 TMPOIIECY, SIKUH HA3UBAETHCS 1TEpAIli€lo, M Yac sIKOTO BOHU
MOCTIHO BIOCKOHAIIOIOTH MPOAYKTH 3a JOMOMOTOI0 3BOPOTHOTO 3B’SI3KY Ta
JaHUX PO BUKOPUCTAHHS.

2) Yacto crapranm mnouydHae 3 0a3oBoro ‘‘ckenera’ MPOAYKTY, IO
HA3MBAETHCSI MIHIMAJIBHO KUTTE3AATHUM npoayktoM (MVP), skuii BiH TecTye
Ta Mepenisiiae, oKy He Oy/ie TOTOBUI 10 BUXOy Ha PUHOK.

3) Crapranu TakoX, SK IMPaBUJIO, MPArHyTh MIBUIKO PO3IIUPUTH CBOIO
KIIEHTChKY Oasy. Lle momomarae im 3aBOMOBYBaTH Bce OUIBIII YAaCTKU PUHKY,
1110, Y CBOIO YEpry, I03BOJISE iM 3allydaTu OUIbIIE rPOUIEH, 10 MOTIM JO3BOJISE
iM 111 OUTbIIIe PO3LIMPIOBATH CBOIO MPOIYKIIIO Ta ayAUTOPIIO.

Jlns crapramiB, BajlacHe, BaXKJIMBOIO € KOMITOHEHTA KaHBHM Oi3HEC-MOJeli
“KIII€HTU/KOpUCTYBaul”, 0COOJIMBO paHHI MocHiqoBHUKU. [lam’sTatoun, mo Mu
MaEMO OOMEXEH1 pecypcd € MOXIJIHMBHM JIOBIPUTHCH KOPUCTyBadaM, fKi €
HamuM ambOacagopamu. binbine Toro, oduparoum Oi3HEC-MOENb, MPOAYMAaTH,
o OeTa-Bepcil0 MPOAYKTY MOXHA 3pOOUTH OE3KOIITOBHOK, BUKOPHUCTABIIU
JOCTYIIHI ~ KaHaJdW peKjJaMyBaHHS. TECTYBAJIbHMKM TEXK €  HAIIUMHU

ambacaiopamu.
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CrpiMKHil picT Ta IHHOBallli, SIK MPaBWJIO, SBHO a00 HESBHO, CIYTYIOTh
KIHIIEBIA MeTi: BUKATH Ha Oipky. Konm crapram BIAKPUBAETHCS IS MyOIIYHUX
IPOIO3HUILII, BIH CTBOPIOE MOXJIMBICTH [IJIi PaHHIX I1HBECTOPIB OTPUMATH
“mepmricTe”’, JAEPCTBO, — KOHIICMINS,, SKa MOBOIO CTapTalliB HA3WBAETHCS
“Buxogom”. Illo pobuTH, SKIIO PUHOK “CTOITH’, — MU Ha HHOTO HE BUXOIMMO,
JyMaeMo Tpo 1HMIY 1JIe10, a 1[I0 BigAaiiMo, mpojaBaiimo, 60 He yaci. byBaioTh
PUHKH, SIKi HE TOTOB1 HAC MPUMHSTH, IK-OT B TIepiou cTarHaii. Sk nmepesipurw,
0 3 PUHKOM: OJHHUM 3 IHJIMKATOPIB PO3BUTKY EKOHOMIKM € IIO3UTHUBHA
JMHAMIKa Ha PHUHKY HEPYXOMOCTI. SKIIO PHUHOK HEPYXOMOCTI ‘‘CTOITh”,
BIJINOBIJTHO, € MPOOJIEMH 3 JIKBIAHICTIO 30KpeMa Ta B CHCTEMI B IijioMy. ToOTO
Ha CKUIbKM PUHOK TOTOBUHM HAaC MPUNHATH, aHAJI3yeEMO 1 JyMaeMoO Hamepes.
Sxmo cutyarisi CHpUATINBA, TO BUXOJWMO HAa PUHOK, MIHSFOUW/aIanTyHOun
0i3Hec-Mozenb. BaxiuBo: po3ymiTH, Ha SAKUHW camMe pPUHOK HIEMO — Ha
JIOKaJbHUM 4M TI00anbHUNA. 3MIHUTH O13HEC-MOJENb, KA PO3pOOIsIach s
TISUTBHOCTI Ha JIOKaJbHOMY PHHKY Ha JISUIbHICTH Ha TI00AJbHOMY € JIOBOJI
JIOBrO, K JJIs 1HHOBAIlIMHUX TMPOAYKTIB, 1 JOPOT0; BIAMOBIIHO, MOTPIOHO
pO3YMITH, YM TOTOBI Ha TakKl BTPAaTH Yacy, a, NOJAEKYId, 1 KIIEHTIB, Ha
YIOBUTBHEHHSI HAJXO/DKEHb Ha TEplof “Tiepexony’”’, Ha HEMUHYYl BUTpPATH, K1
OynyTh 3 1M moB’s3aHi. OTke, BaXJIMBO OApa3y BU3HAYATH, SKUA PHHOK
00HMpaTUMEMO — JTOKAJIbHUN YU TTI00AIBHUH.

VKpaiHCbKa MpaKTHKa: € JOCTaTHBO BIJIOMHX CTapTaliB YKpPaiHCHKOTO
nmoxo/KeHHs, siki 3Moru (Grammarly, PetCube Ta iH.), ix icTopii ycnixy — mpo
peanpHICTh Mpii 3aqj1s yCyHEeHHs Ooito kiieHta. HaBith B ymMoBax
MMOBHOMACIITA0OHOTO BTOpPrHeHHd pd B VYKpaiHy JIOAM 3aCHOBYBalU 1
MIPOJIOBXKYIOTh PO3BUBATH O13HECH, — JICHO, PUHOK HE HACTUTHKU TUHAMIYHHM,
SIK TOTO XOTUIM O BCl CTEHKXOJIJIEpH, BOAHOYAC CTApTAlM CTBOPHIIM YHIKaJbHI
MPOAYKTH 1 3HAMILIM CBOI HIlll, IPU LOMY L1 Hillll MOB’s3aH1 Jech Ha 1/3 31

cheporo KpeaTUBHUX 1HAYCTPIH.
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[ToBepraroun 10 NUTAHHS LIBHUJKOTO 3pOCTAaHHA: HAWIIBUIIMK CIIOCIO, Le
CKOMYHIKYBaTH 3 CaMe HaIlOK HUILOBOIO aydUTOpi€l0; a0o, IHINN crieHapii — 3
TUCSIYCIO JIFOJICH, SIK1 HE OyJIM HaIIOK MOTEHIIIHHOI HUIBOBOIO ayJIUTOPIEO, aje
MU 3HAWNUIM X, a BOHM HAac (HEMae MOHATTA “‘0araro KII€HTIB” — 1€ MOXYTh
OyTM BXKe Haml KIeHTd, abo BAANOCH ONUTaTH/CKOMYHIKyBatu 3 100
MOTEHLIHUX KJIIEHTIB 3a €Hb). MiTH, e]ipH, OH-CET 3yCTpiul SIK MOXJIHMBICTh
JI0JIaTH TIIe KaHaIHM KoMYHiKallli 1o ompisiHoi cuctemu CRM (clients relationship
management), 10 JOMOMOXE BalllOMy CTapTany B MOAAlbIIOMY, — BCl CIIOCOOU
€ MIHHUMH ISl YMOXJIMBIICHHS 3pocTaHHs. Lle — mpo po3BUTOK CHIIBHOT, PO
SAKUH MU TOBOPUMO B yMOBaX (PYHKIIIOHYBAaHHsSI €KOCHUCTEM. SIK CTBOPIOBAaTH
MPOAYKTH, Kl Jal0Th MBUAKUN picT? Uepes iTepalii: i7es He BIATYKHYIACh —
3MIHIOEMO  XapaKTepPUCTUKHM HAa BXOJl TiJ 3amuT KIIEHTIB, CKIJIQTHO
CIOPUMMAETHCSI — BIIOCKOHAIIOEMO MPOLIECH, JOKH HE JOCSITHEMO Oa)KaHOTo
pe3yabTary.

[lpuknan, po3poOHUK OJHOTO 3 HAWUMOMYNAPHINIUX MECEH/KEpIB 1
3acHoBHUK WhatsApp Inc., napomkennit y M. Kuesi, SIln Kym (Jan Koum).
EmirpyBas no CHIA, cnoyarky caM OTpUMYBaB COLIAJIbHY HIATPUMKY, IOTIM,
NpAaIOI0Y B KOMITAHISIX Ta HABYAIOYHCh Yy HUX, 3pO3yMiB, IO HOTO IIOCH
oOMexye, TOK BUPIIIUB MITH Jajil. Biarak, 3acHyBaB CBOIO KOMIaHit0, aje Horo
MPOAYKT HE KOPUCTYBABCS MONMUTOM Ha PUHKY, SIK BiH XOTIB, 1 BIH HE PO3YMIB,
yepe3 110 iJes He 3a3Hae 0a)KaHOTo YCIHiXy; 3 4acoM, JI3HABIIUCH MPO ACSKI
(GyHKLII Ta 3aMpoBaJMBIIM iX, OTpUMaB Oa)KaHUU pe3yJIbTaT — MPOAYKT CTaB
nyxe mnomynaspHuM. [lizuime, y 2014 p., mpogaB CBOIO KOMITaHIIO OUTBIIIMA
komnanii “META” (™Facebook) 3a pexopany cymy y 19 muapa. gon. CIIA.
[Tinmucanns yroau BigOyiocs B Oy/IiBIi, 1€ BiH KOJIKCHh OTPUMYBAB MiATPUMKY. |
TaKWX KEUCiB ayke Oararo.

Sk 3ycTpiTH CBOro KJi€HTa JiJIs 3a0€e31eueHHs 3pocTanua? € 2 miaxoau:

1. € IPOAYKT — MIyKaEMO/TBOPUMO CIIOKHBAYa;

2. € crioxxuBayd — po3poOISIEMO TPOAYKT.
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be3BigHOCHO 110 00paHOro MIAXOAYy, € JBa MNPUHIHUIH, SKUX MAEMO
JTOTPUMYBATHCH:

1) BinmoBimHICT, MPOAYKTY 1 CHOXKHMBada (3a 1€ BIJANOBiAA€ KOMaHIA
3aCHOBHUKIB: MOTPIOHO YITKO CQOPMYNIIOBATH IIHHICHY NPOMO3UINI0 — IO
JAPYEMO CBOEMY CIOXKHMBA4YeBl TMPOAYKTOM, SKHM OUIb yCyBaemMo 1 SK,
noOyAyBaTy MOPTPET CHOKUBAYA).

2) BianoBigHICTh TPOAYKTY PUHKY (MIPOIYKT ISl KOHKPETHOTO PUHKY, 1 HE
BUBOJIMMO TIPOJIYKT HE HA “‘CBINA” PUHOK).

BinnoBifHICTh O3HauYaTUMeE, MO MPOAYKT 3HaWJe BIATYK Yy CIOKHBaya.
[Io6 crnokuBad, IISHYBIIW Ha MPOIYKT, OApa3y po3yMiB — BiH Miil. | € ceHc
MPOJIOBKYBAaTH PO3BUBATH 1ICI0 CTapTamy, SKIIO 3HAWILIM BiAMOBIIHICTh
“npoayKT-puHOK”’. BKpail BAXKIIMBUM € BiIHAWTH CBOIO HIITy HA PUHKY.

HaiiBimomimmuii B CBITI aBTOP METOJMKH PO3BUTKY KIIIEHTIB, IO € OCHOBOO
KoHIeniii lean-ctapramy (“OepexaMBOro” crapraiy), NPaKkTUK, SIKAWA 3aBXKIU
roeoputh “Learn how to build a startup”, CriB brmank maB HaiiMmicTKiiie
BU3HAYCHHS CTapTalmy — II€¢ TUMYacoBa OpraHizailis, CTBOpEHa JUIsl TONIYKY
MOBTOPIOBAHOI Ta MacmTaboBaHOT Oi3HEC-MOjeNi, 3aCHOBaHA MAJICHBKOIO
KOMaH 1010 [4].

CrBoproroun crapTan, KOMaHJl NOTpIOHO TEpPEeBIPUTH, UM CTapTal Mae
HEOOX1HY aJanTHBHICTH/THYUYKICTh, KPEATHBHICTh, TpaHCQOpMAIlito, IIyKaEe

013HeCc-MOJIelb, IEMOHCTPY€E MacITaboBaHICTh (puc. 2.1) [4]:

Startup has:
- adaptivity/Mexibility;
- business-model searching, creation and transformation
- scalability

realised by your small team

Puc. 2.1. Yek-nucT a1t ctapramna

Licepeno: 3eeneposano agmopom Ha ocHosi [4]; eukopucmarno pucynok [5].
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[Ilo mae mam’sitatu crapran-komanaa? o crapranepu npaiorots 24/7, 1
[0 TAIPUEMHHUITBO — 11e pemecio. [llo mpomykT crapramy npoxoauTh depes
HU3KY ITepalliid nmepu HiXK KIEHT 1 pUHOK Horo oTpumaroTh. Ha panuiil craaii
KOMaHJIA IIIyKalOTh BIAMOBIAI HAa MHUTaHHS “dKa MeTa”, “sgka Oi3HEC-MOIENb .
3aBnaHHs — po3poOUTH TaKy O13HEC-MOJIelb, sSIKa MpaloBaTuMe “mocekyHau’”. |
M0 € TPU CIEHapii MOAATBIIOTO PO3BHUTKY, OAMH 3 SIKHX Ma€ oOpaTH
crapran-komanna: [PO, po3BuBaru BiacHuit 6i3HeC, MPOJATH 171€H0.

Crapranmu — 1¢ OpO CWIbHI CTOPOHH, MOTEHINad, CHUIbHI I[IHHOCTI
YYACHUKIB 1 YYaCHUIb KOMAH/M; a BEJMKA, NOJAEKYIU IHEpPTHA, KOMIIaHIs,
3a3BMYAM MpaIioe 3TiIHO CTaHJApTIB, a MPAIIBHUKKA — 3TIHO TMOCAJ0BUX
IHCTPYKIIiH, SKUX MarOTh JOTpUMYyBaTthch. CTapTamu IIyKarOTh, CTBOPIOIOTH,
abo, dYacoMm, aJanTyloTh IOBTOPIOBaHy 1 MaciiTaboBaHy Oi3HEC-MOJEb.
[ToBTOpIOBAaHICTH HE CJiJ OTOTOXKHIOBATU 31 CTBOPEHHSM “‘yHIBEpPCAJIbHOTO
mabiony” i 1HIIKUX O13HECIB, TOMY 110 3 KOKHOKO) HOBOIO 1/I€€10, 3 KOKHUM
HOBUM BHUJOM Oi3HECy, CTBOPIOIOUM, KOMaH/a HaOyBa€ HOBHMX HAaBHYOK,
Ma€eThCs Ha yBa3i, 10 3 KOXKHOIO CIPOO0I0 MU TIOKPAITYyeEMO MPOIYKT, TOMY IIIO B
LEHTPl TBOPEHHS — YHIKaJIbHA IL[IHHICHA MPOIIO3HIIisl, a MOBTOPIOBAHICTh — HE
JYIEe  NpO  MNPUIIBUIAIICHHS  PO3BUTKY, a TMpo  “‘BUKOPUCTAHHS
M1IIPUEMHUITLKOTO CBITOIJISITY.

CrBoprotoun 6i3HEC-MOJIeNb, OPIEHTYEMOCH Ha TE IO CTapTal — MaJieHbKa
KOMIaHisg, BEJIUMKMX cTapTran KOMMAaHId HE ICHye, TOMYy IO TMOTPIOHO
3QJIAIIATAICh THYYKAMH W aJalTUBHUMH. TOMy 1 TIYKaEMO, CTBOPIOEMO Ta
aganTyeMo Oi3HEC-MOJCNb BIAMOBIIHO JO 3alUTIB HAIIOTO KIIIEHTa, HOTO
Mpii/00J1t0, PUHKY, MOKJIMBOCTEN HAIIOi KOMaHIU, MacmTabyeMoch 1 Bce 1€ B
MeXXaX MaJICHbKOI KOMaH/IH.

€ e KaHBa, sIKy MOTPiIOHO PO3POOUTH — 11€ KaHBA I[IHHICHOT MPOMO3UIIIi; a
TaKOXK 3JIEKHO BIJ €Taly PO3BUTKY AOLUIBHO CQOpMyBaru mamy MNOAOPOXKI

KJIi€HTa (PO 1€ B MOAANIBIINX po3aiiax). [[popaxoBytoThCs JeKisibKa CIICHAPIiB
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MOBEIIHKK KJII€HTIB, BiA 3 A0 12; HEOOXIAHUI MIHIMYM: pEaiCTUYHUMH,
ONTUMICTHYHHM, IECUMICTUIHHUHN CIICHApI].

Ha mo mu mie 3BepTaemMo yBary, KoJii TOBOpUMO mpo crapranu? [lepm 3a
BCE, T IO II€ TUMYACOBAa OpTaHi3allis, a HE BelWKa KommaHdis, mo icaye 100
POKIB Ha PUHKY, 1 B sIKIi HaJaroakeHo Bci 6i13Hec-mporecu. CripuitmaiitmMo 11e siK
YaCTUHY KUTTS, W0 JIMCHO MOXe INepepocTu B mjoch Ounbuie. Komu crapran
MepepocTae y BEIMKY KOMIaHil0 (ToOTO HaOyBae O3HAK, MO OiIbIIE HE €
cTapTamoMm), IOYMHAE€ MaTh MUIBHOHHI a0o, HaBiTh, MUTapIHI 000POTH,
KOMaHJ1a MOKE€ 3IIITOBXHYTHUCH 3 JIOBOJII JKOPCTKOIO KOHKYPEHIIE€ (KpIM TOro
“3HUKAIOTH” MEHTOPH, YMOBH OTpUMaHHS ()iHAHCYBAaHHS CyTTEBO 3MIHIOIOTHCS ),
PUHOK 3aja€ TpaBuja TPABIIIM, 110 HE 3aBXKIU KOPEIIOE 3 THHAMIKOIO PO3BUTKY
EKOCUCTeMH, B sIKid € kommaHig. Jlo mporo tpeba OyTu rotoBum. Tox mOKM
cTapram € CcTapTanoM BIH TOYHO MAa€ TakKy IepeBary, K MOXJIHUBICTh
3aJIMIIATUCh CO000. A J1aji AiSITH BIAMOBIAHO A0 CUTYAIlil (3aJ1€KHO BIJl 3aIIUTY
KIIE€HTIB 1 PUHKOBOI JWHAMIKH), TpPUHAMATH pIIIEHHS 3 YypaxyBaHHAM
CIIPOMOKHOCTI KOMaH/IH.

Sxkumu  3aranpHUMHM  (cOmmon)  XapakTEpUCTUKamMu [6]  Bojofie
cTaprarn-KkoMmmnaHis?

1) InHOBalIMHICTE — sIK Oy/no 3a3HayeHO y po3auil 1, He 000B’SI3KOBO
BUTAJyBaTh ‘‘KoJieco”, aje MOTPiOHO MaTu IIOCh OCOONMBE, MO0 TpUMaTH
3aI1KaBJIEHICTh HAIIOTO KJIIEHTA.

2) Py#iHIBHICTh — II€ NPO T€, 110 PyHHIBHA 1HHOBALIl MOXE 3pyHHYBaTH
Juich “TpamuuiiHui’ Gi3HeC 1 AaTh mo4yaTok HOBoMmy (mpukiamamu € Netflix,
Uber, sixi 3pyitHyBaau Oi3HEC BiICONPOKATy 1 Mepex Takci BiamnoBiaHo) [7]. Lle
PO Tporpec.

3) OpieHTOBaHICTh Ha BHUPILIEHHS MpoOJieM — cTapTrar He Oyle cTapTanoM,
AKIIO BIH HE BUpillye npobimeMy kiieHTta. He mooliusatu oMy, a nepekoHaru
rioro. Komm Bu (opmyere, cTBOproeTe KOMaHIy, TMOBHHHI OyTH IIOIH, SIKi

AOIIOMOXKYTb BI/IpiIHI/ITI/I HpO6J'I€My KJII€EHTa Ta pearyBatu Ha WOro 3amuTu B
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nojanpuioMy. Takok MaemMo MpoayMaTH Te, SIK HE CTBOPUTH coOl mpoliemy,
MOKW MU BHUPIIITYEMO TTPOOJIeMY KITIEHTA.

4) JlemOHCTpaIlisi IMIBUIKOTO POCTY — K OyJIO CKa3aHO BHIIE, 1 K Ka3aB
CriB brnank, akmo yepe3 6 MICSIIB BU He 3HAETe Jie Oyle Ball cTapTail — BiH
HikoMy He IikaBui. IlIBuakuii Buxiq Ha pUHOK must-have, 10 He ABISIETHCS
CKJIQJHOIO 33/1a4€l0.

5) MacmraboBaHiCTh — 1€ PO CIHPOMOXKHICTh KOMaHIIU 3a0€3MEUUTH:
1HBECTYBaHHA TPOILIEH 1 Yacy y IIBHUJKO3POCTAarO4l TEXHOJOTIi Ta OTPUMaHHS
MOTOKIB JIOXOJIB, MOXJIMBICTH BYACHO pearyBaTH Ha 3alUTH KII€HTa IS
CTBOPEHHS “‘i7ieanbHOi” I[IHHICHOI TMPOMO3MIli, BUKOPUCTAHHS aJ[€KBaTHUX
MPUIOMIB ISl IPOCYBAHHS MIPOYKTY, BYACHO BU3HAUUTH, SIKI pOOOTH Nepeaaru
HAa  ayTCOPCUHI, SK OpraHidyBaTH BHYTpIImIHI  Oi3Hec-mpomecH,  ix
TJOKATAII3AIIO.

6) 'HyuKiCTh — cTapTany HalOLIbII THYYKI 1 HAHOUIBII IIBUAKO pearyoTh
Ha 3aMUTH KJII€HTA 1 TWHAMIKYy PUHKY, 1 B I[bOMY iX IMepeBara y MOpiBHSHHI 3
THEPTHUMH KOMITAHISIMH.

7) Bucokmii pusmk — crapram, SK Oynb-sikuii Oi3Hec, MOB’S3aHUHA 3
pU3MKOM. Y cTapTar KOMaHji, po3yMilouM BiAMOBIAAIBHOCTI, MU HE TOBOPUMO
BiJl IMEHI OJHOTO, MU TOBOPUMO BiJ] IMEHI KOMaHAM, HATPUKJIAJ LIOJI0 PUBHKY
BUKOPHUCTOBYEMO (ppasy “Ham He BigoMo”, — He Bigomi Bci 100% pu3ukis, 1110
MOXXYTb BIUIMHYTH Ha 1JIet0 ¥ ii BTIJIEHHS. AJie IMOBIPHICTh HaCTaHHS MIEBHOTO
PU3HMKY KOMaH/a MOKE€ BU3HAUUTH. TOMY 3a pI3HUMH TTOKa3HUKAMH BUKUBAE BiJ]
2% no 20% craprarmiB, 10 HE KPUTHUYHO, 0O cTapram — Ie TUMYAacOBO, HE
BUHIILIO, TO HAEMO JaJIl.

8) CunbHa opranizalliiiHa KyJlbTypa — BHYTPIILIHS OpraHizaiiiiHa KyJlbTypa
PO3KPHUBAETHCS Yepe3 IIHHOCTI, — I PO JIIOACH, sKi 00’ €aHaHI OJHIEIO
CHUCTEMOIO I[IHHOCTEHW 1 SIKl 3pO3yMilOTh Ha SIKIH MOBI BOHM OJMH 3 OJHUM
TOBOPSITh, HABITh HIYOTO HE MPOMOBUBIIIH. /[yMKa KOXHOTO Ma€ 3HAYEHHS, TOMY

1€ TIPO CUJIbHI 3B’ A3KU Ta CUJIbHY KYJBTYpY.
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9) Mosnona komradisi — 3 O13HEC-MOACIUIIO, 10 MIATPUMYE 1HHOBAIII, 1€
PO MaJeHbKI KOMaH]IH, SIK1, TaK SIK BIZIHOCHO MOJIOA1, MOXKYTh JIO3BOJUTH COOi
JIUMIIE HEBEJIMKY KIIBKICTh JIIOJEH CBO€i cUCTeMH IIHHOCTeH. Taki kommaHii
3HAIOTh, /I BOHU OYIyTh 1 Ue€pe3 IIICTh MICSAIIIB, 1 Yepe3 JBa POKH.

10) MeHi, y MOpiBHSAHHI 3 IHIIUMH O13HECaMH, KOMaHIU — 0€3 KOMaHIu
1Iel0 He peai3yBaTH, HaBITh Hailkpamry. HeBenuki komaHau — 1e mpo
MIPO30PICTh, BIIKPUTICTD, IIBUKICTD, 1 1€ € TIepeBara.

11) Tech-opienToBaHicTh — 9 3 10 HaiibaraTIIUX KOMIIaHIM CBITY IMOXOASTh
31 cepu TexnHonoriid. Lle mpo Bukopucranus iwxenepHoro /JJHK Ha kopuctb
PO3BUTKY 1HHOBAI[IMHUX O13HECIB 1 CTBOPEHHS ‘“‘OJAKUTHUX OKeaHiB” (Ipo 110
UTUMETbCA y HACTYNHOMY pO3AUIi) Ta Mpo OUIBIIT MOXJIMBOCTI JOCTYIY 10
(iHaHCOBHUX PECYpCiB, TOMy IO 3a0€3MEUEHHS TEXHOJOTIYHOTO JIJEPCTBA €
metoro €C. TexHONOrIYHO OpIEHTOBAHI CTapTamd Kpalie CIpUuRMarOThCs
1HBECTOpaMH, a KO)KHOMY CTapTany MOTpiOH1 IHBECTOPH.

12) Yacto (piHaHCYeThCA 3a PaXyHOK 30BHIINIHIX 1HBECTOPIB — IS MiAXiJ
caMe s crapramiB, 00 HadaBadl (pIHAHCOBOTO pecypcy SK HaWKpaile
pO3yMiIOTh, 1110 OYATKIBIA Tpeba MiATpUMAaTH caMme Ha eTtamnax pre-seed 1 seed.
Jlo pedi, 00’€KTOM 3acTaBU MO)Ke OyTH 1HTEJIEKTyalbHa BIJIACHICTH CTapTaiy,
a00 1HII TPUIHATHI BapiaHTH IJIs1 CTOPIH MEPETOBOPIB.

Buxin Ha pUHOK I cTapTamy — Kpam-TecT. ToMy Ba)XJIHBO peajbHO
OIIHIOBaTH TIOTEHIlA]l CcTapTamy, CHPOMOXHICTh KoMaHau (puc. 2.2) [8].
HeoOxigHO BMITH IIBUAKO AaJanTyBaTHCs, apKe SKIIO Ball MPOAYKT €
nudpoBUM, TO HaBITh 15 cexkyHn 1e mgyxke goBro. Crapranmd MOXYTh
MPOBAJIUTHUCA 1 110 MPUYHUHI BIJICYTHOCTI “TeCTy Ha pUHOK . YacoBHIl MPOMIXKOK,
AKUW ‘“‘ma€” pUHOK, HE € Oe3KIHEUHICTh. | 3aBKIM € MOXIUBICTh E€KCTPEHO
nepepoOIsATH 171e10/IPOAYKT, SKIIO IOCh HE Oys0 BpaxoBaHO. UMM IIBHIIIE
Oyze MpoOBENECHUI Kpall-TecT Oi3Hec-MOAeNl PUHKOM, TUM IIBHjIIE Oye

OTPUMAHO 3BOPOTHIM 3B’A30K 1 IIBUIIIE CTapTamn-KOMIAaHIsS aJanTyeThCs, 1
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Hexall HaBITh uepe3 HeHaWkpamuii nocsig, ane mige aam. “Fail fast” (“manait

MIBUIKO™) — 11€ PO KPAII-TECT CTAPTAITy PHHKOM.

AStartup  .commmionns A Scaleup
very scalable business model

® ‘ascalewp”

B

"astartup” @

A

sssssssss

Cc

@  “smallbusiness”

Low Growth Ambition and/or Market Opportunity Market Timing
n Scalal

Non Scalable business

Business

Model Team

Commitment

Innovation Digital Growth

Ambition

Capture

Value Value —

Entrepreneurship Scalability Team Structure

Puc. 2.2. OmnintoBaHHs MOTEHIIIATy cTapTana

Icepeno: [8].

I Bamigarmisi Oi3HEC-MoJeNl PUHKOM, 1 BHU3HAYEHHS amOiIlii 3poCTaHHS Ta
MacIITadOBaHOCTI O13HEC-MOEI1 € BaXKJIMBUMU.

Yomy xomanai Tpeba OyTM MaKCUMallbHO YECHUMH BU3HAYAIOUH
MOXJIUBOCTI ~ MacimTaboBaHocti? Ile mnpo peamicCTUYHICTD  OLIHIOBaHHS
CIPOMOYKHOCTI BUXOJUTHM HAa PHUHOK 1 3aKpIMUTHCh HAa HBOMY, LUISIX 4Yepe3
noBipy 1 miHHOCTL. Komu fijeThest mpo B3aeMOIit0, TOTPIOHO JISITH 371arO/IKEHO,
“CHHXpPOHHO”, HIOW B KOMaHHIN I'pi (KOJIU MEPEAAt0Th M 4 1 BIIOMO, 1110 3 HUM
pobutn). [1oTpiGHO MPOCTO SKICHO 3pOOUTH POOOTY, a BMIHHS KOKHOTO SIKICHO
BUKOHYBAaTH CBOIO POOOTY 3TiHO pOJIi 1 € CHUJIBHOK CTOPOHOIO CTapTary.
[IBuaKO, AKICHO 1 B MEXax CBO€i BiMOBIIAIBHOCTI, 0€3 MepekiagaHHs CBOiX
3aBnaHb Ha iHmMUX. KomaHAH1 poii MamTh OyTH 3pO3yMUIMMH, B PE3yJbTari
CHIJIBHOI POOOTH KIIEHT 3aBXKIW MaTUME JOCTYH A0 MPOAYKTY, BIJIMOBIIHO
3armuTiB. Hampukian, iHgopmarlris, Ky KOPUCTh MOXE HaJIaTH KOMaHIa CBOIM
CIOXKMBa4aM, — SIK 3 BETEPAaHChKUMHU Oi3HecaMmH, siKi B YKpaiHi OTpUMYyBaju

OUIBIINI BIATYK KOPUCTYBAYiB.
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[Ipo amOimii 10 3pocTaHHSA: KOMaHAl OOOB’A3KOBO 3pO3YMITH 1
CIO3UIIOHYBATH, € iX 11es/0i3Hec OymyTh uepe3 IIICTh MICAIIB, YA BAACTHCS
reHepyBaTH IJIaHOBAHI MOTOKH J0x0A1B. HeoOx1aHO po3pi3HATH MPOCTO aMOIii
1 310poBi amOirlil; HanpukIam 3asBa, mo “micis Mapc 1 FOmitep ompasy” He €
JIOIIJIBHOIO Yepe3 HEePEeaTiCTUYHICTh TOCATHEHHS, TOOTO 11€ HE T€ 3aBJIaHHS, 10
Ma€ CTaBUTHU Tmepes coboro crapramn. Ao, OyBae CHoKyca 3asBUTH, IO “BCi
CrOKMBaul OyayTh Hammi’”, aje Ie TaKoK HepeadiCTHYHHUM IiaXid, He3I0pOBI
amOi11ii, aJpke Taka 3asiBa HE Y3TOJKYEThCS 3 MIANPUEMHUIIBKIUM XHCTOM BMITH
BU3HAYaTH MOTOKU JIOXOJIB (Xx0oua O METOJOM: “IlIHA MPOAYKTY MOMHOXHUTH HA
KUIBKICTh KJI€HTIB”). Crapram 1e mpo 370poBl aMOiIllli i ageKBaTHY OIlIHKY
PHUHKY, TOOTO KOJIH:

- aMOiIrii 10 3poCTaHHS KOPETIOIOTh 3 MOXJIMBOCTSIMU PUHKY;

- 3000B’s13aHHSI KOMAH]IM BUBECTU MPOJYKT HAa PUHOK 1 Yac, COPUSTIUBUN
JUTSI BABEAICHHS IPOAYKTY Ha PUHOK, CITiBIAaf0Th;

- CIOPOMOXHICTh JO MAacIITaOyBaHHS YMOBKHUBIIOETHCS CTPYKTYPOIO
KOMaHJ{, SKa 3MoIla 30ajlaHCyBaTH HaBUYKW YYaCHUKIB 1 y4YacCHHIIb,
BU3HAYMTHUCH 13 PaBaMH BIIACHOCTI Ha TIPOAYKT / Ppipmy.

Crapranu y nepeBakHiil OUIBIIOCTI — MPO 1HHOBAIli, MU PO3YMIEMO, IO
MU CTBOPIOEMO IIIHHICTH Ta MaciTabyeMo T1i, po3yMiemo, 10 (popmMyemo
KOPEKTHO 013HEC-MOJIEIb BUXOISYH 3 IIHHOCTI, SIKy JapyBaTUMeMO KiieHTy. Lle
€ TmpaBWiIbHO. BomHouac, € mommika, SIKOI MPUIYCKAIOThCS CTapTamnu, o0
MIPOJAEMOHCTPYBAaTH KOPOTKUM IEPIOJl OKYIHOCTI 1HBECTULINA: HE BPaXOBYIOTh
BCIX BUTpaT (3aHIKYIOTh iX 0OCSI, HE BpPaXOBYIOTh BCIX MOJATKiB, BapTICTh
0aHKIBCbKUX, HOTAplaJIbHUX I1HIIUX OOOB’A3KOBUX IIOCIYT); ajieé YeCHUM JJis
cebe 1 mpoeciiiHIM € BpaxOByBaTH BCl BUJIU BUTPAT, SIKI OUIKY€THCS TIOHECTH,
Xoua IIe JIMCHO CKJIAJHO, CIpalolouu 3 1HHOBalisMH. | Tak, 1e € jomaTrkoBa
BUTpaTa dYacy. ToMy IO KOJHM € TIparHCHHS pO3BHBATHUCS, HE MOXKHA
OpIEHTYBATHUCH JIMIIIE HA JOXOAM, TOTPIOHO AUBUTHCA 1 HA BUTpatu. Ctaprar 1e

THMYacCcoOBa opraHisauiﬂ, aJIc KO Ha IIOYAaTKy BKC BHHUKAIOTH MOMCHTH, JIC
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BUJIHO HENPO30pPICTh, IHBECTOP HAaBITh HE MOAMBUTHCA B il Oik. CBigome
3aMOBYYBaHHS — 1€ MIHYC 1 JJIS peryTarliii, 1 Jyisi ctapTana, B skoMy cami cebe
oOMaHI010Th. TOOTO 13 caMOro Mo4arky craprar — 1€ Ipo YE€CHICTb.

Kpim decHocTi, mpo30pocTi, BIAKPUTOCTI € (aKTOpH, SKI AyXKe CHUIBHO
BIUTMBAIOTh HA MPUUHATTS PIMICHHS MIATPUMATH YU HE MIATPUMATH CTapTall.
Sx-ot, Ton-5 (akTopiB ycmixy [8], sIKI JAEMOHCTPYIOThCS i Yac KOKHOTO
MITYUHTY 17Iel cTapTalliB:

1) Yacosa nepeBara —y 42% BuMaakiB iHBECTOp OUIbIIIE 3BEpHE yBary Ha
17110, SIKII0O BOHA JE€MOHCTPYE IIBHUJIKICTh IMEPETBOPEHHS Ha Oi3HEC 1 HOro
PO3BUTOK, MaclITa0yBaHHS: BU Mae€Te MOKa3aTH, L0 BH LIBU/IIE BUXOAUTE Ha
PUHOK, IIBU/IIE aIalITYETECs 1 y Bac € CTparerisl.

2) Komanma — y 32% Bumagkax iHBECTOp 3BEpTaE OCOONMBY yBary Ha
KOMaHJly, TOMY IO 3HaYHOI MIPOI0 YCIMIX 3aJ€XKHUTh BiJl KOMaHAM: XTO € B
KOMaH/Il, IKa y KOXKHOro pousb, mpodinbs B LinkedIn 13 3a3HaueHHs HaBUYOK 1
JOCBI Y.

3) Ines — 28% mnpuBepHeHHs yBaru iHBecTOpa. OIIHIOETHCS HACKUIBKU
BOHA peajiiCTUYHa, CBOEYACHA, NpaBarBa 1 T.A. TOOTO Ha 17€10 3BEPTAIOTh YBary
icJIsl 3HaOMCTBA 3 KOMaH/I0IO.

4) biznec-monenb — 24% 1HBECTOPIB BIAJAIOTh MEpeBary aHalizy
6i3Hec-moneni. HaBpsin um xTo Oyfe po3misimaTd crapTamn-iiero abo ciryxaru
DITYUHT TpUBaJicTIO 1 30 CeKyHH, SKIIO HE IMPEACTABICHO KOHKPETHOI
013Hec-mozedni (y po3auti 7 OyJie HaBeIeHO JIOTIKY i ToOyI0BH).

5) ®inancyBanHs — 14% iHBECTOpIB OYIKYIOTh, IO KOMaH]Ia OIpaIfoBaia
pi3HiI ciocoOu oTpuMaHHs (iHAHCYBaHHSA IS cTapTy (1 U1 pO3BUTKY Oi3HECY).
Ile mpo CcHOpOMOXHICTP KOMaHAU TPABWIBHO BHU3HAYaTH 1 MPIOPUTE3yBaTH
MOTEHIIIHI pKepena (iHaHCYBaHHS, 3aJ€KHO BiJ CIICHAPIiB PO3BUTKY: SKIIO
mwiaH “A” He BacThCs, TOA1 MOBUHEH OyTH 1iad “b”, mnan “B” 1 T.1. He moxkHa
OyTHM CaMOBIIEBHECHUMH, MO MICJIS MITYMHTY HAWMOTYXKHIMIUKA BEHYYpPHUU

1HBECTOp OJpa3y 3rOJOCHUTBhCS BKJIACTH pecypc B IMPE3EHTOBaHy 1€ (y
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KOKHOTO 1HBECTOpa € 1 CBii Ol3Hec-tuiaH, 1 cBoi ymoBH). Komanma mae
MpaIfoBaTy Harepe 1 HampaloBaTh pe3epBHI COCOOU 3aTydyeHHs KamTalny y
cTapTamn, BUXOISYM 3 BIACHUX MOTCHLIMHUX MOXJIMBOCTEH, a TaKOX YiTKO
PO3YMITH JKeperna OTPUMAHHSI IOXOIB 1 po3Mip HaIXomKeHb. HaBiTh sIKIoO 115t
miTYUHTY Oyne BHUIUICHO 15 CekyHJ, IIHHO BCTUTHYTH O3BYUHUTH JpKepena i
uudpu, — 00 IHBECTOp HE MpUIIME pillIeHHS Npo (piHAHCYBaHHS O€3 BIMOBIIHOT
1H(bOopMaAIIii.

binburicTe cTapramiB BiJl TOYAaTKy CTBOPIOIOTHCS, 1100 BUPOCTATH B OKpEMi
kommaHii. Komm 1e cTaeThcsi, € MOMXKIMBICTh CTBOPIOBATH HOBI IPOIYKTH,
BIJIKpUBATH HOBI TMPOEKTH Ta, HaBITh, 1HBeCTyBaTW B iHmUX. lllo BaxkamBo:
aHaji3yBaTH TPOILIOBI MOTOKHU (32 JKEpelaMH JOXOAIB 1 CTaTTAMU BUTPAT) 3a
KOKHAM 13 HAaNpsMKIB MiSUTBHOCTI, SIKI Oy/le pO3BHHYTO, II€ JOMOMAaraTuMe
pPO3yMITH, Ji¢ € BUIbHI OOITOB1 KOINTH, a BIATaK MNpPUMMATH PIIICHHS IIPO
1HBECTYBaHHS 1 pE1HBECTYBaHHS.

[Ilo BaxxnmuBo? HaBiTh KOMHM cTapTam CTaB CIPOMOXHUM Oi3HECOM, IIe
npuBij 1ie Oulblie po3BMBaTH 1HHOBalli. HaBiTh SKIIO0 BIacHUX pecypciB
OpakyBaTuMe, 3aBXKIU € OpraHi3allii, o NIyKaroTh MaciTaboBaHi Oi3Hec-11ei Ta
TOTOBI MATPUMYBATH iX peajizailito. @okycyBaHHS Ha 3pOCTaHHI 3aTUIIAETHCS
BEKTOPOM PpO3BHUTKY, 1 3aBXAM MOTPIOHO pO3yMITH, J1€ KOMIaHis Oyae y
BHU3HaueHUH yac (milestones).

Yu notpiOHO nudepeHIitoBaTUCH, KOJIU KOMITaHIs BUPOCTE, — 3aJIe)KHO BiJl
cTparerii, sKy oOpaja KOMIIaHis, 1 aHTUMOHOIIOJIBHOTO 3aKOHO/aBCTBaA.
Boanowac motpiOHO mam’gtary, 1o “OfuH B MO JISKE”, — TOMY IEPETBOPEHHS
KOMITaHI1 Ha TPYIy KOMIIAH1i, XOJAIHT, albsHC € BUIIPABIAHUM, OCOOIMBO SIKIIO
e OyJo mpomucaHo B CTpATerii po3BUTKY, 00 * MPUHIIOB Yac MEPEerIIHYTH ii.

[Ilo pobuTtH, AKIIO cTapTar MOBUILHO, SIK JUJIS CTapTara, 3pocTae, abo He
MOXE BHUpPOCTH? AHami3yBaTH TNPUYMHH, TyMaTH TMpPO ayTCOPCHHT abo
peCTpyKTypH3aIito, 30epirmM KIOYOBUX YJICHIB KOMaHIH, SKi CIPOMOXKHI

ImpaioBaTd 3 Cy4aCHUMM TEXHOJOTrisMU (He 3a0yBaTH MpoO KiOEp3axucT,
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TEXHIYHHUM 3aXUCT 1H(OpMAIliil, 3aXUCT NPAB 1HTEIEKTYaJbHOI BIACHOCTI, — 1110
3QJIMIIATUMETHCS CTATTSIMU BUTPAT, TOMY KOPEKTHO BU3HAYUTH, Ha SKi IEPIOIU
11l BUTPATH BIAHECTH).

OTtxe, crapranu 11¢ po GOKYCYBaHHS Ha 3pOCTaHHI, IO YMOKITUBIIOETHCS
HEBEJIMKOI0 KOMAHJIO10, sIKa TIPAIOE 3 TEXHOJIOTISIMU 1 CTBOPIOE 1HHOBAIIII.

Tpu dyHKIT, K1 MatOTh 3a0€3MEYNTH 3aCHOB 3aCHOBHHUKH CTapTaIly:

- 3TeHepyBaTu OaueHHS MPOIYKTY 3 HAOOPOM XapaKTEpPUCTHK;

- po3poOuTH  cepiro  cleHapiiB  Oi3Hec-Monesi  IIOA0  KJIIEHTIB,
PO3MOBCIOMKEHHS (IUCTpUOYIIii) Ta (DiHAHCIB KOMITAHIT;

- 3pO3yMITH, YA MOJIEIIb € TIPAaBUJIBHOIO, 0a3yIOUKCh Ha TTOBEIHII KJIIEHTIB,
K TIiepea0ayanocs.

AHa3yl04M CTaH PO3BUTKY CTaH PO3BUTKY CYYaCHHX TEXHOJIOTTYHHUX
013HeCIB, BaXXJIMBO 3a3HAYWTH, 110 HaOararo MIBUIIIEC BIJHAXOASATH BIATYK Ha
PUHKY 1 B 1HBECTOPIB TEXHOJIOTMi MOB’sA3aHl 31 WITYy4yHUM iHTENEeKToM (Al),
iaTepaerom peueit (IoT), HaHoTexHonorisiMu. TexXHONOTIT 1€ MPO MIBUAKICTDH
pocty. I{pomy nomomararoTh HUGPOBI MIATPOPMU, HA SKUX “3yCTPIHAIOTHCS
3aCHOBHUKHU 111€i 1 BnacHuku kKamitanmy (SaaS, EIT Tta iH.). Edexr 3poctanus
OTPUMYETHCS 1 3a PaxXyHOK E€KOHOMIi pecypciB, HANpUKIAJ, KOpIopalii sk
BJIACHUKHU KalliTajly 4acTHUHY POOIT BiJIal0Th Ha ayTCOPCUHT (HE TPUMAIOTh B
mTaTi, o cebe BUIpaBaaio 1 B mepion jJokmayHa). L{udposi miardopmu 1e i
npo Oe3mneky. SAk-or B nporpamax Horizon Europe, EIT sik okpemuii HanmpsMox
nporpamu  Horizon Europ, Interreg Europe Ta iHmmMX kiatodoBa iHpopmaiis
30epiraeTbcsi Ha TUIaTrGopmax: BCE IO CTOCYEThCS TMAPTHEPCHKUX YTOM,
(diHaHCYBaHHS, XOAY BHUKOHAaHHS 3000B’s3aHb, aJXke 1€ Mpo Oe3MmeKy,
MPO30PiCTh, MiA3BITHICTb.

Tunu crapramis (puc. 2.3) [9]:

1. Jlalidcraiin-ctapranu, — B SKUX MPAIIOIOTh CaMO3ailHATI, TUIbKU Ha

cebe, poOIsATh 1€ Y 3a/I0BOJICHHS.
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2. Crapranu — NOpeACTaBHUKA Majoro OI3HECY, sKlI MpaliolTh, 100
MPOTOyBaTH CIM 10 (HE JTy’KE€ pO3paxoBaHe JUIsl MacIITaOyBaHHS).

3. MacmraboBaHi crapran — MOCTIHHO IIyKalOTh I[OBTOPIOBaHY 1
MaciiTaboBaHy Oi3Hec-MoOneib (aJeKBaTHO OIIHIOEMO, YOMY cCaMme Halia
013HEC-MOJIEIb € MOBTOPIOBAHOKO Ta MACIITA0OBAaHO0), 3aCHOBHUKH BIpATH, 110
3MIHATH CBIT. ToMy IIyKalOTh KpalmMx 3 Kpalux Y KOMaHIW, Ouiblie
BEHUYPHOIO KamiTajgy JJisl pO3BUTKY Oi3Hecy, 00’€IHYIOTbCS 1B 1HHOBAIiNHI
KJIacTepH.

4. Crapranu, HapOJKEH1 JJIs NOKYNKH, — PO3POOHUKH 11€i NPUAYMYIOTh
HOBITHICTb, IPUUMAIOTh, III0 CIPOMOKHOCTI KOMaH/U / PECYpCiB HE BUCTAYUTh,
TOMY MPOJAAIOTH ii OUIBIIMM KOMIIaHIsIM 32 JOBOJI BEJMKI Ipoi (“ipuayMany —
npoaanu’’).

5. Crapranud BeJMKUX KOMIIaHii: “iHHOBaiii abo cMmepTh”’ — BeJIHKI
KOMITaHi1, 1[0 CTBOPIOIOTh 1HHOBAIIITHI MPOYKTH [ HOBUX KJIIEHTIB HA HOBUX
pUHKax (depe3 picT TEXHOJOT1, TUCK KOHKYPEHTIB, 3MIHU YIOM00aHb KITIEHTIB
TOIIIO).

6. ComianpHi cTapTanu — CTBOPEHI 3MIHIOBAaTH CUTYaIlil0, BIUTUBATH, OJHAK
iX Micis I1e CTBOPIOBATH 3apaju el (a He mpuOyTKY); 11e MIAMPHUEMCTBO, B SIKOTO
30-50% mpoayKTiB KyMyIOTh JIIOIU, SIKI MOTPeOyIOTh OCOOJMBOI, COIlaIbHOI

JOITIOMOTH.

6 Types of Startups

According to Steve Blank

Lifestyle Small Business
1. Startups 2. Startups 3. Scalable Startups
Self-employed folks, Small businesses that Always search for a
working for no one, run their own business repeatable and
but themselves. to feed the family. scalable business
model.

4 Buyable 5 Large Company 6

* Startups *  Startups . Social Startups

Their goal is to be sold Innovate or die -forced They are passionate
to a larger company to create new and driven to make
for cash. innovative products. an impact.

Puc. 2.3. llicTh TUTIB cTapTamisB

Iicepeno: [9]
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OTtxe, KoM crapran Oulblle He cTapTan [9]: Koiu 1moyanu KylyBaTH 1HIII
CTapTanu; KOJIM CTAEMO 1HBECTOpPaMU; MPOMIUIA CTaIil0 BUCOKOTO PHU3HKY;
3’SIBIITFOTBCS JUPEKTUBH 1 JIFOIH, IKi B IIbOMY PO30HMPAIOTHCS; KOJIM TTOYMHAEMO
no0pe TUIATUTH HAIUM CHiBPOOITHHKAM; KOJIM OpeHJ TOBOPHUTH caMm 3a cebe;
KoJii Maemo OibItie 30 mpaliBHUKIB.

B sxux cdepax npukiagatv 3ycwiuis, mo0 3adesneuntu digepctso €C,
CKOHOMIYHHMI PO3BHTOK Ta pO3BUTOK cTapramiB y cdepi DeepTech? Ile —
nepeioBe  BUPOOHMIITBO, Marepiajiu; aepopo3BiJKa; CEHCOpPHE YIPaBIIHHS;
MalllMHHE HaBYAHHS; BEJIMKI JIaHl, IITYYHUW 1HTENEKT; OI0TEXHOJIOTIi, HAyKU
PO KUTTS; TEJIEKOMYHIKaIlii; KibepOe3rneka; elIeKTpPOHIKa; IHTEpHET pedei;
poOOTOTEXHIKA; HAMIBIPOBIAHUKY; BipTyajbHa peasibHICTh; BeO 3.0, OnokueiH
ta in. [10; 11].

3amouarkoByouu i1ero craprany y cdepi DeepTech, minHHO nepenuButuch
YEeK-JIMCT 1 BA3HAYUTH, YU BCE BPAXOBAHO, a CaMe:

- Bu3HauTe 5-20 1HAWKATOpIB, YOMYy caMme Baia ijes crapramy y cdepi
Deep Tech € yHikanbHOIO, BUPIIIUTE NMpoOJieMy KITIEHTA 1 BiH 3a HEi caMe HaM
3aII1aTUTh;

- 3HAWAITh B 1HTEPHETI PillIeHHs, MOI0H1 10 TOTO, IKe Mae OaueHHs Ballla
koMaH1a BTIIUTH (3-100), mopiBHANTE CUIIBHI TO3UIIIT;

- cripoOyiiTe CTBOPHUTH TMOBIJOMJICHHS CaMe JIJIsi BaIlloro KJIIEHTA, SIKUH €
npuxwibHUkoM DeepTech (abo NOTEHIIIHHUM KIIEHTOM, SKHH HE IyXKe
po3oupaethes B DeepTech, ane Bukasye 3a1ikaBieHICTb).

Crapranu y cdepi DeepTech cmpomokni 3a0e3neunTd MIBUAKUN PICT,

MaciTabyBaHHs, PUHKOBE Ta CBITOBE J1A€pCTRO.

Bucnoeku
Crapranu Ta 1HHOBALli € KaTajgi3aTopaMd E€KOHOMIYHOIO pPO3BUTKY,
MPOMOHYIOYM HOBI MIAXOAW, TPOAYKTH, PINICHHS, $KI YacTO 3MIHIOIOThH

KJIAaCTepH, KOHKYPEHTHI JIAaHAMA(PTH €KOHOMIKH. BOHM BiPI3HAIOTHCA CBOEIO
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30ATHICTIO [0 IIBUAKUX 3MIH, IO JO3BOJSE€ iM €(QEKTUBHO pearyBaTd Ha
JUHAMIYH1 PUHKOBI YMOBH Ta TEXHOJOT14H1 BUKJIHKU. CTapTany MaroTh OCHOBHI
XapaKTepuCTUKH, (yHKIIi, iX MOkHa KiacudikyBatu 3a Tunamu. OcoOnuBe
Mmiciie 3aiimatote DeepTech crapramm, siki 30cepemKyrOThCS Ha PO3POOKax y
Takux cdepax SK MTYYHUH IHTENEKT, MAalllMHHE HaBYaHHS, OJOKYElH,
OloTexHosorii Ta iHmMMX. TakuM YWUHOM, cTapranu Ta, 30Kkpema, DeepTech
cTapTamu BIAITPAOTh BUPIMIANBHY poiib Yy (GOpMyBaHHI MalOyTHBOTO,
IMPOMOHYIOUM HOBI pIIICHHS I DIO0AaJbHUX BHUKIMKIB. BOHM He muie
CIPUSIIOTh PO3BUTKY TEXHOJIOTIH, ane il 3a0e3MmeuyroTh €KOHOMIYHE 3POCTaHHS,

CTBOPIOIOTH HOBI PO0OOY1 MICIIA Ta MOKPAIIYIOTh SIKICTh KUTTS.
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PO3AIJI 3. BisiliHicTb B IHHOBALiHHOMY IMiANPHEMHHUITBI

KosxkHa KoMIaHIs ITOBUHHA MaTH CBOI: BI3110, MICIIO, IIHHOCTI. Lle — ocHOBH
ans 3a0e3MeueHHs CTPATEridHOTO PO3BUTKY 1 CTAlOCTi JisNBHOCTI. Ix
reHepyBaHHS 1 (OpMyJIIOBaHHS € pOOOTOI0 KOMaHAM, B PE3yJabTaTi SIKOi
CTEHKXoNaepaM MarTh OyTHM 3pO3YMUIMMHU L1db, HANPSAM JISUIBHOCTI, IO
00’ €IHy € KOMaH]TY.

BiziitHicTh — 11€, B TIEpIITy Yepry, PO PO3YMIHHS “XTO MU €?”’, aKuii 0Opa3
MU JIOHOCMMO JI0 CTeWkxonaepiB, 10 cBity. CTBOpeHHS BI3ii — TIpo
CIPOMOXKHICTh ~KOMaHJIM: IO caMe KOMaHJa peajJbHO 3MOXKe, 100
3a0e3reyyBaTy  KOpeJAlilo o0pasy, SKHM JOHOCHTHME, 1 3aluTy BIJ
CTEHKXONIepiB, SKWWA KOMaHAa 3MOTJIa TOYyTH 1 B3TEHEpPyBaTH B OJHE
noBiIOMJICHHS. To0TO, B TIpollecl CTBOPEHHs Bi3li opraHizaiis IOYUHAE
TpaHchOpMyBaTUCh Y TUIATGHOPMY ISl TOTO, IIIOO0 KOMaH/1a peaibHO 3MOTJIa.

Ax6u dopmymoBaM BI31I0 HA MPUKIAAl MIKIEPCOHATHLHOT KOMYHIKAII,
MUTaHHSA “II0 € Bi3ig? ” 3Byuaso 0 gk “Xto Tu?”, — 1 11e HaWCKIJIQIHIIIe MTUTaHHS,
SIKE 3MYIITY€E 3ayMaTHUCh.

B mporeci renepyBaHHs Bi3ii KOMaHAa poO3yMmi€, SKUH OPIEHTHP MaTHMeE
JUTS TIOJTAJTBITIOTO PO3BUTKY, IO CIIPUATUME BUBKEHOMY OOMPAHHIO TTOTOYHUX 1
MaiOyTHIX HampsMiB JisbHOCTI. Bi3is — He mnpo MwuHYyNe;, ajne, Ipo
IICHTUYHICTh ~OpraHi3ailii, MpO TBOPEHHS MalOyTHHOTO, TMPALIOIOYU Y
TENepilIHbOMY. 3a3Ha4€Hl TPU CKJIAJ0Bl MOBUHHI OyTH BHMKJIAJE€HI B KOPOTKIN
¢bpasi.

BuOynoBytoun CTpyKTypy pedeHHs MiJ 4ac GopMyItOBaHHS Bi3ii, MOTPiIOHO
HaMaraTuCh 3aKJIACTU BIEBHEHICTh Y PEATICTUYHICTh 3a3HAYEHOTro (KOMaH[a
Ma€e pO3yMITH, III0 BOHA pPeajbHO 3MOXKeE), a He OOILUSHKH, 1 He (POopMyITtOBaHHS
pPEKJIaMHOTO  CJIOTaHa;  HaMaraTuch  YHUKAaTH  CKIAAHOCYpSAIHUX  /
CKIIQIHOMIIPSTHUX PEYCHb, OyqoBa pedeHHs Mae OyTH JIOT14HOK. Mae OyTH

JIAKOHIYHE 3BY4YaHHA TOTO, IO MU JOHOCHUMO IIPO cebe.
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Ak Bume Oyno 3a3HayeHO Yy (QOpMyIlIOBaHHI Mae OyTH 3akjiajieHa
opieHTalliss B MaWOyTHE, — JIOMOMOTITH KOMaH[ 3r€HEepyBaTH Bi3il0 MAaloTh
JOTIOMOTTH METOAM KOyuuHTa. DOpMYyITFOBaHHS Ma€e JICMOHCTPYBATH JIit0, HaMip,
MOTHBAIif0, TOOTO IO € MparHeHHs Mock poouTH. Bee, 1m0 3reHepye KoMaHa,
Mae il camiil BIITYKyBaTUCh, OI00aTUCh, JOJaBaTH JIpaiiBy, CTUMYJIIOBATH

3arajibH1 peKOMEHaIlii o MiAroToBI Bi3ii [1]:

- BaXJIMBI JIAKOHIYHICTh, (PyTYpUCTUUHICTh, PEaNiCTUYHICTh, IEMOHCTPYE
NparHeHHs, HaJIUXaE;

- Bi3l1 Mae ONUCYBaTH MailOyTHE opraHizailii, po3KpHBaTH, 1O YOro BOHA
nparue abo CIOMIBAETHCS JOCSITTH Y JOBIOCTPOKOBIM MEPCHEKTHBI, BUCTYIAE
OpIEHTUPOM JUIsl BUOOPY MOTOYHUX 1 MaOYTHIX HANpSIMIB Jii;

- TIKPECTIOBaTH OCHOBH (00pa3, sIKWii HECEMO, IO JEMOHCTPYE, 0 MU Y
KOTOCB/Y IIOCh BIPUMO), TOBOPUTH 3 KOMAaH/IO0K0 (BCIM MOBUHHO OYyTH 3p03yMLJIO
npo M0 Bi3isA, 1 MO ii MIATPUMAHHS € BIANOBIAAIBHICTIO KOMaHIU), OyTH
aMOITHMUMH (O3HAYae€, IO B KOMITIaHI1 € CIIPOMOXKHICTb, TOOTO € 3 KUM 1€ 3MOT'TH
peanizyBaTH Bi3il0, 1 1Ie MPO 3J0poBi amoOiIli), Bi3isE MaTu OyTH KOPOTKO
chopmyiiboBaHa (SIK 3a3HAYAIOCH, 1€ HE PO CKIATHOCYPSIHI/CKIIQTHOTI APSTHI
pEYeHHS) Ta CTBOPEHA YHIKAJIIBHOIO (HE CKOIHOBAaHO, HABITH SIKIIO € CTIIOKYCa,
3T€HEPOBAHOIO 1 MIJITOTOBIECHOI0 KOMAaHJI0I0), — HAMaraTuch, 100 YHIKaJIbHICTh
Oyna B yCchOMY, TaK SIK ISl YHIKaJIbHICTh, IO 3aKIAJA€ThCsl B BI31MHOCTI,
3aKJ1a/Ia€ThCs SIK OCHOBA ISl CTBOpPEeHHs/Tiepensiny Openay. Konuentu MoxyTh
3MIHIOBaTUCh, JIOTOTUIIM MOXYTh 3MIHIOBATHUCh, aJie VYHIKJIBHICTh Ma€
3aJIUITUTUCH.

OpnuM 3 HaWKpalux MOPUKIAaIB (OPMYIIOBAHHS € BI3isl KOMIAHII
Microsoft [2]: “We believe in what people make possible. Our mission is to
empower every person and every organization on the planet to achieve more”
(“Mu BipuMO B Te, L0 JIOAU POOIATh MOXKIUMBUM. Haria Mmicist mossrae B Tomy,
o0 JaTl MOXJIMBICTh KOXKHIM JIFOMMHI Ta KOXHIN oOpraHizaifii Ha IUIaHETI

nocsarty Ouneiioro”). To6To, kKoMmIaHis BIPUTH 1 JOTIOMarae JiroasM 3Mortu. Ha
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CBOTOJIHI Y HaC € MOXJIMBICTh IIOCh POOUTH, CTBOPIOBATH HOB1 O13HECH, TOMY
[0 KOMITaHisl MPOJIOBXKY€E TOJETIIyBaTH HaM TMPOIIECH TBOPEHHS, BOHA U Jaji
Oyne pobutu Bce, 100 oAU “MOMIN”, TaK K pO3yMi€ MaclITaOM KOHKYpPEHLIii
Ha puUHKY. Microsoft, 3HOBy  Taku, Oyzne gymaTH, OyJe Hamaratucs 3poOuTH I1ie
OlnbIe JJI1 TOTO, MO0 PO3KPUBATH, YOO JIMCHO KOMIaHisA IparHe, abo 4oro
30Upa€eThCs JOCATTU B JIOBIOCTPOKOBIM MEPCHEKTURI, YOMY BOHH MarOTh HAJil0
1€ TOCATTH.

dopMyIOBaHHS MicCii MOYMHAIOTBCS 3 BHOOPY KIFOUOBHMX MIECHTIB, IO
OMUCYBaTUMYTh, 110 came poOUTh / poOUTHME cTapTan (a He Te, 0 pOOUIOCH B
MUHyJIOMY). BoHa Mae [OeMOHCTpyBaTM TMPUYUHY HAIIOTO 1CHYBaHHS,
J0TIOMaraTyd OTpUMAaTH BIJTIOB1Ib HA MUTaHHS “1110 poOdumo?” 1 “modu mo?”.

Ax 1 dopmymoBaHHS Bi3ii, (QOpMYTIOBaHHS Micii Mae OyTH UITKUM,
KOPOTKHM, 3pO3YMUIUM, 1HGOPMATUBHUM, IPOCTUM, TMPSIMHUM; IOTPIOHO
VHUKAaTH 3aByallbOBAaHWX CEHCIB, CKJIQAHOCYPSIHHMX, CKJIATHOIIAPSTHUX
PEUCHHH.

[Ilo nae no6pe npomnucana Ta chopMysboBaHa Micig? 3agaBaT BEKTOP MpU
dbopMyITIOBaHHI CTpaTEriyHUX MUICH 1 BU3HAYCHHI OMEpaIliiHUX 3aBIaHb, SKUX
OyzieMo J1ocsiraTd 1 BUKOHYBATH 30 JIHS Yy JIeHb. | I1e TOCTIHHY KOMYHIKaIlifo
BCEPE/IUHI KOMaH/M, — YU JIHCHO MU pOOMMO came Te, IO 3aJeKJIapyBaju.
Micii TpOAyKTOBHX 1 CEpBICHMX KOMMaHINA BiJpi3HIAIOTECA. OcoOIMBICTH
HaIMCaHHSA MICii JJIsI KOMITaHIH y cdepl MOCIyr MojisArae B TOMY, IO BOHU
HAJa0Th MOCIYTH BIApa3y B MOMEHT 3aMOBJIeHHs 24/7, TOOTO LL101000BO.

Yu norpiOHO meperisgaTH  MICit0, SIKIIO KOMITaHis Oyna  Bxke
3apeecTpoBaHa, — TakK, JJIs TIEPEyCBIOMIICHHS TOTO, YA BOHA III¢ aKTyajbHa, YU

Yuraroun Micit0 KOMIIaHii, 1 KOMaHAl, 1 CTeHKxoyjaepaM Mae OyTu
3po3ymuio [1]:

- IUTI/TIpUYWHU ICHYBAaHHS OpTaHi3allli, OCHOBHHI HAMPsIMOK i1 MOJIEHHUX

AKTUBHOCTEH, BUIMMAa KOPEJIALIis 3 Bi3i€l0;
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- MO0 € BOHAa KOPOTKOI, 3PO3YMUIOI, 1H(POPMATUBHOIO, MPOCTOIO,
CHPSMOBAHOIO.

Takox Mu Maemo co01 MOCTAaBUTH YOTUPU CUIIbHI 3allUTaHHS, BIAMOBIAI Ha
3alUTaHHS MalOTh OyTH MPOCTUMH Ta 3pO3yMUTUMU:

— [lo Mu pobumo?

— SIx Mu 11e po6uMO?

— Jlo1st Koro mMu 11e poOumMo?

— SIKy IIHHICTh MU IPUHOCUMO?

Komu mMu roBopumo mpo Micii, HaBeaeMo BAam (OpMyBaHHS KOMIIaHIi
PayPal 1 LinkedIn.

Micia PayPal: “We are revolutionizing commerce globally” (“Mu
PEBOIIIOITIOHI3yEMO KoMepIlito B ycbomy cBiti”) [3]. Lle cucrema mmaTexin
JIOBOJI1 3py4YHAa, TaKOK Ma€ XOPOLIMH 3aXHUCT Ta ONTHUMANIbHY IiHY. BoHu He
MEPEeCTalTh PO3BUBATHCA, 1100 HE MPOrpaBaTH CBOIM KOHKYpPEHTaM, 3a3BHUail
pOOJISIYM CTaBKy HA 3aXHCT iXHBOT CUCTEMH.

¥V LinkedIn: “To connect the world’s professionals to make them more
productive and successful” (“O6’egHatu cBiTOBUX mpodecioHaniB, MO0
3poOUTH TX OUIBII MPOAYKTUBHUMU Ta ycmimmHuME’) [4]. 3 micii 3po3ymiio, 110
3aBOAKM il mpodeciiiHiii Mepexi po3BUBAaTUMEThCA O13HEC, TOMY IO Mepexa
“00’enHy€”, 1 KOHKPETU30BAHO KOTO came 1 ayig 4yoro came. Lle moBomi 3pydHO
JUISL PO3YMIHHS JISUTBHOCTI KOMIIaHil, aJPKe KOPUCTyBaudl COLIAIBHUX MeEpexk
PO3YMIIOTh, IO SKILO XOYEMO 3HAWTH KOroch 3 MpodeciiiHoi chepu aIropuTMH,
pO3pO0IIeHI KOMITaHI€I0, IONIOMAratoTh 00’ €THyBaTH TaKUX JIFOZCH, 1 TOMY IIIHHO
3BepHyTHCS 10 LinkedIn (a sikmio € GakaHHS TPOCTO MOTOBOPUTH 3 KMMOCH
OHJIAITH, TO Kpale 0OpaTH I1HIIY COI[IaIbHY MEPEXKY).

[{iHHOCTI — 1€ KJIFOYOB1, OCHOBHI 171€1, K1 € y Jltonel kommnaHii, Te 1o s
KOXXHOTO 1 A7 KOKHOI Ma€ 3HA4YeHHs, Ha IO BUTPAYalOThCA dYac, 3yCHILIA,

ecypcH, 3apaad 4oro airoTh. Lle mpo BHYTpIIIHI BIAYYTTA, AKI 00’ €aHAIHN
pecypeu, 3ap Lle mpo BHYTp YTTS, 0’
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KOMaHJly JIIOAE€H, 1 SIKi CTaHyTh OCHOBOIO OpraHi3aliiiHOi KynbTypu, OyayTh
MPUBAOIIOBATU TUX, KOMY BIATYKHYJIMCh CaMe€ IIi IIIHHOCTI.

Skmo 1HOINKA  JTIOAMHI  BIATYKHYJIMCh  I[IHHOCTI  KOMIMaHii, BOHa
3QJIAIIATUMETBCS 3 HEK; TOOTO BaXJIMBO MPOMHCATH iX Tak, 100 BOHHU
BIIT'YKHYJIUCh HAIIH IIJTLOBIM ayTUTOPii, — YITKO OMKCATH T€, 110 TPUHOCHUMO.

ToMmy xonmum koMaHJa TeHEpye LIHHOCTI, BaXXJIMBO MPIOPUTE3YBATH 1
BUJIUINTH Ti, SKi OyayTh KIIOUOBHMH. Ti, IO BUIIANAIOTH ‘‘3alBUMH,
“3aBaxkaroTh”’ 200 € HempaBAUBUMH, — Tpeba nmpubpatu. Kpaiie meniie, mpore
SAKICHO 1 PO KOMajay Ta ii came ii IiHHOCTi, — ToOTO Kpamie He 100 miHocTtei,
3-5.

Tpu ocHoBHI mpaBuna mnpu  GoOpMyltOBaHHI  HiHHOCTeH  [1]:
3armaM’ATOBYBaHICTh, JIEMOHCTpAIlis Mi€BOCTi, OyTH mo3a 4acoM. Takox: 30ip
KJIIOYOBUX TPUHIMIIB 1 CBITODISAHUX 1J€aliB  BCEPEIWHI  KOMaH[IH;
1H(QOpPMYBaHHS Ta BUCBITJICHHS HANpSMKIB pIIICHb 1 M1 JIOAEH BCcepeauHl
KOMaHIu W 1HGOPMYBaHHS 3O0BHINIHIX CTEUKXOJNJEpiB, M0 came € MAIHCHO
I[IHHICHUM JJIsi KOMIaH1i (OCHOBHI MPHHIUIIM, sIKI HaWKpalie BiJI00pakaroTh
LIHHOCTI BAaIllOl KOMIIaHi1); MPOTHO3yBaHHS, K 00paHi HIHHOCTI BIUIMBATUMYTh
Ha Jii kxommanii (OyBarOTh IIHHOCTI ‘‘BYOpAIIHBOTO JHSA, TOMY KOJIHU
dbopmyII0EMO BI3iI0 Ta MiCit0 JUisi MalOyTHROTO, a I[IHHOCTI 3aJIUIIAOTHCA 3
MUHYJIOTO, TO BHHHUKAE€ PO3PUB MDK MaAHOyTHIM 1 TeEMepilmHiM, M0 €
HEIPaBWIbHO); (OpMYJIOBAaHHS LIHHOCTEH YITKMMHU, JAKOHIYHUMH, 3aIUT PO
3BOPOTHIN 3B’S30K; MPOAYMYBAaHHs, J€/K OylyTh JHEMOHCTPYBATHUCh LIIHHOCTI,
SK1 TIPOTOJIOCHIIH.

VY pesynbTari poOOTH 3 BUIJIEHHS camMe CBOIX I[IHHOCTEM Mae€ BUHUKATU
BIIUYTTS, IO Balla KOMIMAHISA — 1€ 3aBXAW NPO IHHOCTI. | 1€ 3aBxau mpo
YECHICTh, 00’ € JHAHHS, IO3UTUB, ITOBAry, 30aJ1aHCOBAHICTh 1 TAPMOHIMHICTb.

Hanpuknaza, migHocti Airbnb: “Champion in mission. Be a host. Embrace
the adventure. Be a cereal entrepreneur” (“byapre ueMmoHOM y HOCSTHEHHI

micii. bynpre rocmomapem. OOiiimiTh npurogud. byaeTre  KIHOUOBUM
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nianpuemMiiem’™) [5]; me npo o00’€nHaHHS 31 CHUIBHOTOIO, TPO TYypOOTY,
BIJIKPUTICTh 1 MIATPUMKY, TIPO TONMUTIMBICTH 1 Bipy B T€, IO KOXKHA JIIOAMHA
MOKE€ PO3BUBATHUCA, MPO BTIIEHHS aMOilii B peanbHICTh. | 1Ie Mpo YECHICTh,
J1AEPCTBO, MPO TUX, XTO MOIIOOJSE TPUTOAH, PO MIATPUMKY THUX, XTO JIOOUTH
PU3UKYBATH.

OTtxe, BIAMIHHOCTI [1]: Bi3isl — PO OpIEHTOBAHICTh HA MailOyTHE, Yepe3
SKUW JOHOCHUTHCSI, YOTO MparHe JOCSITTH OpraHi3aIlis; Micis — TBEPKSHHS PO
Iii, sIK1 JAeKJIapyloTh METy KOMIMaHii Ta Te, SIK BOHA CIY>KUTb CBOIM KJIIEHTaM,
IIHHOCTI BUCBITJIIOIOTH OCHOBHI MPUHIIUIIH Ta 171ealii KOMIIaHii.

Bi3ig, wMicis Ta IIHHOCTI MarOTh OyTH 30aJaHCOBAaHUMH, 3ByYaTu
rapMoHiitHO, K cuM@OHIs (HEe AUCOHYBaTHM OAWH 3 OAHUM). JIoou MaroTh
BiIUyBaTH JOBIpYy 1 CHIBTBOpPEHHS KommaHii. Pa3oM BOHM € OCHOBOIO st
dhopMyBaHHS cTparerii pO3BUTKY KOMITaH1i Ta JOCATHEHHS HEIO IIUICH.

Crpareris aJjisi KOMIIaHii — HE BEJMYE3HUM JOKYMEHT, Ha BIAMIHY BIJ
CTparerii po3BUTKY pErioHYy (HE BUMAara€ThbCsl HACTUIBKHU JIETali3yBaTH KOXKHE
TEXHIYHE 3aBJlaHHs, TOOTO AaKTUBHOCTI, SIK, HAMNpUKIaJd, MPH IUIaHYBaHHI
perioHa’abHOTO po3BUTKY). CTpareris Mae JOMOMaraTu J0CIraTi peaii3oByBaTH
MICIFO, Bi3110 Y BIATIOBITHOCTI JIO IIHHOCTEMH, sIK1 3aJIeKJIapyBaIy.

BusHauuBIIM CTpaTeriyHi Uil pO3BUTKY, KOMIaHig (OPMYIIIOE onepariiti
1111 Ta GOpMy€E TEXHIYHI 3aBIaHHS.

Jlnst BU3HAUEHHS TPOrpecy Yy PO3BUTKY KOMIaHIi BaKJIMBO BU3HAYUTH
OCHOBHI TIOKa3HUKH, 3a SIKHMH BHMIPIOBaTUMEMO MpOrpec y peamizauii
cTparerii, 1 ki 3a0e3meuyBaTUMYTh 30aJlaHCOBaHUN PO3BHUTOK. [Ipuitomom,
SKUH J03BOJINTH TAapMOHI3yBaTH PO3BHUTOK, € BUKOPHCTAHHS 30aJlaHCOBaHOI
cuctemu nokazHukiB (Balanced Scorecard — BSC).

30amaHcoBaHa CHCTeMa IIOKa3HUKIB € CHCTEMOIO CTPaTeriyHoro
IUIaHYBAaHHS 1 YNPaBIiHHA, SIKY BUKOPUCTOBYIOTH KOMIIAHIi JJIs TOTO, ILI00:
“MOBIZJOMUTH, YOTO BOHU HAMArarOThCs JIOCATTH; MOEIHYBATH MIOACHHY pOOOTY

31 CTpareri€ro; PO3CTABIATH MPIOPUTETH JUIS MPOEKTIB, MPOAYKTIB, MOCIYT;
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BUMIPIOBaTH Ta KOHTPOJIOBATH MPOrpeC Yy JOCSATHEHHI CTpaTeriyHuX Lijien”

(puc. 3.1) [6].

Balanced Scorecard

Mission, Vision & Strategy

Financial .

Customer

Objectives

Internal
Process

——— Actions |

Organizational
Capacity

The Balanced Scorecard is used for managing strategy.

Puc. 3.1. 3B’s130K Micii, Bi3ii, cTparerii, 30alaHCOBaHOI CHCTEMH MTOKa3HHUKIB,
KPI ta mit
Icepeno: [6].

30amaHcoBaHAa CUCTEMa IOKAa3HUKIB JOMOMAara€ OTpUMATdh OUIbII TMOBHE
VSIBJICHHS MPO €(PEKTUBHICTh IUIAHYBAHHS W YIPABIIHHS CTPATETi€l0, — KOJIH
OIliIHKa AaKTUBHOCTEW 3 peaizallii cTparerii B3a€MOJIONOBHIOE KJIACHUYHI
¢dinaHCOBI TOKa3HUKU. B HIl BHUKOPUCTOBYETHCS TaKHil 1HCTPYMEHT, SIK
cTpareriyHa Kaprta. BukopucToByeThCs, IMI00 BYaCHO MEPEKOHATHUCH, IO
3yCUJIIA KOMIaHii BIAMOBIJAI0Th BU3HAUEHUM CTPATETYHUM HaIPsIMKaM.

306amaHcoBaHy CHUCTEMY MOKAa3HHKIB po3pobieHo mpodecopom Pobeprom
Kamanom 1 6i3Hec-koHCynsTanToM JleBimom HoproHom, siki omucanu ii
1HHOBaIlll0 Tak: ‘“30ajlaHCcOBaHa CHUCTEMa IOKA3HUKIB 30epirae TpaauiliiiHi
¢diHaHCOBI TOKa3HUKHU. Ase (HIHAHCOBI TMOKAa3HUKU PO3MOBIAAIOTH 1CTOPIIO
MUHYJIUX O/, aeKBaTHY ICTOPIIO JJIsl KOMMAHIN 1HAYCTpIaibHOI €MOXH, IS
SIKUX 1HBECTHIIII B JIOBFOCTPOKOBI MOXKJIMBOCTI Ta BIAHOCHHHU 3 KIIIEHTAMH HE
Oyl KpUTUYHUMHM 151 yermixy. OHak 111 (iHaHCOBI MTOKAa3HUKHM HETOCTAaTHI IS
TOro, 1100 CKEPOBYBaTH Ta OLIHIOBAaTH WUIAX, SKUU KoMmmaHii iH(opmaliitHoi
€py TOBUHHI 3pO0UTH, 1100 CTBOPUTH MANHOYTHIO I[IHHICTh IIJISTXOM 1HBECTHUIIIN

y KJI€HTIB, MOCTaYaJIbHUKIB, MPAI[IBHUKIB, IIPOIIECH, TEXHOJIOTIl Ta 1HHOBAIIT"
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[6]. 3 HUM IHCTPYMEHTOM, SIKUW BXOJIUTH JI0 IECSITH HAMBUKOPUCTOBYBAHIIINX B
YVIPaBIIiHHI y CBIT1, MPAIIOIOTh T00anpH1 KoMmaHii-miaepu (IBM, Apple toro).
Moro BUKOPHCTOBYIOTH BCi, XTO HpHiiMae pillleHHS PO PO3BUTOK (PUOYTKOB,
HenpuOyTKOB1 opraHizaiii, myOIiyHUI CEeKTOp); ajie, 3BUYaiiHO, JIeBOBa YacTKa
XTO BUKOPHCTOBYE, 11€ TEXHOJIOT1YHI KOMIIaHii.

Ax npuctynut 10 nodatky po3pooku? Ilepernsaaemo po3pobieHy Bi3it0
KOMIIaHii, BH3HAYa€MO CTPATETiyHI I[iJTi, BH3HAYAEMO TiI UYHWHHHKH, IO
npuHECyTh ycmix, a Takok KPI (BUKIII0OYHO OCHOBHI/Ba)KJIMBi1), BCTAHOBIIOEMO
KOHKPETHI I1[1J11, aKTUBHOCTI.

30anaHcoBaHa CHCTEMa IIOKAa3HHMKIB BKJIIOYAa€ YOTUPHU NEPCHEKTUBH:
(1HaHCOBY, HaBYaHHS 1 3pOCTaHHS, BHYTPIIIHI IIpoLecH, kiieHnTa (puc. 3.2) [7].
BuBuenHs kommaHii 3 yCiX YOTHPHOX TMEPCIEKTHB JIONIOMAarae SKiCHO
PpO3p0o0IATH omeparliiiHi 11111, 3axoau (kopekTHo Bu3HayaTu KPI) Ta akTuBHOCTI
— Y IOPSAJKY BUKOHAHHS:

1) HaBpuanus i 3pocTadHs — nMpo €(HEeKTHUBHICTh BUKOPUCTAHHS JIFOJCHKOTO
KariTajgy KOMIMaHii, BHYTpIlIHI 3HaHHS ¥ 1HHOBauii Ta BignosigHi KPI (piBeHb
yTPUMaHHSI MPaIIBHUKIB, KUIBKICTh 17IeH JIJI1 HOBUX MPOAYKTIB — JOCIHIIKEHHS
Ta PO3POOKH, 3aJ0BOJICHICTh IMPAIlIBHUKIB, TPEHIHTHM ‘“TOAWHA HA OJIHOTO
mpaiiBHUKa”, OajmaHC MDK poOOTOI Ta OCOOMCTUM  JKUTTAM), WIO
JE€MOHCTPYBAaTUMYTh YIOCKOHAJIEHHS BHYTPIIIHBOI CIPOMOMHOCTI.

2) BaytpimHi mnpornecu — (Qokyc Ha e(QeKTHUBHOCTI oOpraHizariiHoi
TISIBHOCTI, OB’ 3aHO01 3 TPOAYKTOM CTapTaIly, BAKOPUCTAHHA IHPPACTPYKTYPH,
texHosorii 1 BignosiaHi KPI (BuTparu Ha OguHUINIO TPOAYKIIi, omepailiiiHa
e(eKTUBHICTh, pIBEHb BHMHAXIJHULTBA, YaC BHUKOPUCTaHHS YCTAaTKyBaHHS,
KOHTPOJIb SIKOCT1), 110 BI0OpaX)aTuMyTh YIOCKOHAJICHHS BHYTPIIIHIX MPOIIECIB.

3) KiieHt — npo e(deKTUBHICT, KOMIaHIi 3 TOYKH 30py KII€HTa, HOTO
3a/10BOJIEHICTh, 1 BinoBiAHI KPI (piBeHb MOBEepHEHb KIIIEHTIB, I[IHHICTH HA BCE

KUTTSI, HasABHICTH (igOeky, 30KpemMa 1 TIOCTIB y COLIAJBHUX MEPeKax,
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pe3yapTaTd ONHUTYBaHb 1 BHU3HAYEHHS pPIBHSA 3a/J0BOJICHOCTI KIIIE€HTA), IO
B1J100pa)KaTUMYTh BIATMOBIIHI Y/IOCKOHAJICHHS.

4) ®dinaHncoBa mnepcrekTuBa — (Qokyc Ha (iHAHCOBY €(EKTHUBHICTH 1
BignoBiani KPI (Bupyuka, omepariiiHi BUTpaTH, Mapxa, YHUCTUH NPUOYTOK,
KUIBKICTh TIPOAQXKIB, TOBEPHEHHS 1HBECTHUIIIN), IO JIEMOHCTPYBATUMYTh
MOKpAIIeHHs (PiIHAHCOBUX PE3YJIbTATIB.

BukopucroByemo ii Ui Bizyasizalii 3a3HAaYEHHX BHUMIPIB €(PEKTUBHOCTI
(Ha TpoTHBAry “KJIOHYBaHHIO JOKYMEHTIB CTPATETi4HOIO PO3BUTKY KOMIIAHII).
Jlnis craprarty 1€ Ay’Ke BaXJIUBO, TOMY III0 BUKOPUCTAHHS CHCTEMU €KOHOMHUTh

IIHHUI Yac, — MIHIMI3Y€ThCS 3aliBe, HE BTPAYa€ThCs CUTYAIlls HAa PUHKY.

FINANCIAL

ININYYIT

INTERNAL
PROCESSES

CUSTOMER

Puc. 3.2. 30ayancoBana cucTeMa MOKa3HUKIB

Licepeno: [7].

Bonnouac, sikio mia yac po3poOKH Hail OfHi€l 3 YOTHPHOX MEPCIEKTUB
IIOCh TIOYMHAE HE KOPENIOBAaTH 31 CTpaTeri€ro, Bi3i€l0, MICi€l0, TO Kpalie
neperisinyTd Te, mo po3podmsemo. Takoxk, skmo KPI, ski € OaueHHs
MpOMHCaTh, HE BHUCTYNAIOTh OCHOBOKO ISl TMPUHHATTA TPaBUIBLHOTO
YIIPaBIIHCHKOTO PIIICHHS, € CEHC 1X BIAKOPUTYBATH JI0 MOYATKy BUKOPHUCTAHHSI.
Hampuknaa, 9um A0BIIIe O4iKyeEMO OTPUMAHHSI YHCTOTO NMPHOYTKY, THM MEHIII
MOXXJIUBOCTI MIOAO PO3BUTKY. CTapranu He MawTh OyTH JIOBFOOKYITHUMH,
17IeaIbHAM CLIEHApii — uepe3 JIBa POKHU “‘€IMHOPIT” . A Opi€HTAIllS Ha KJIIE€HTA Ta

CmiBmpars $K 13 TMOTEHIIWHUMH, TaK 13 TOCTIHHUMHU KITIEHTaAMH Ba)JIMBa
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BIJIIOYATKY i1 €(PEKTUBHOIO PO3BUTKY cCTapramy (I8 LUbOT0 1 MPOBOIAUMO
eMIIaTyBaHHS Ta PO3po0IsiEMO TPOPiIb KITIEHTA).

HaiicknagHimuM 1711 KOMaHIM € PO3MIIICHHS BCIX BaXKJIMBUX JaHUX Ha |
CTOPIHKY, 7151 Kparioro cripuiHatTs (puc. 3.3) [8].

Vision: Be a world-revolutionizing provider of energy products
Mission: Efficiently deliver the highest standard of service providing energy products and expertise to our customers

Strategic

T International Growth Operational Excellence Energy Leadership

Strategh: Increase in size and shareholder value through Process and services are executed in a timely, Worldwide recognition for thought leadership and
YN acquisitions, organic growth and asset optimization. | accurate, value-added and cost-effective manner that | energy services expertise.
BsuNs: exceeds stakeholder expectations.

Strategic Objectives and Strategy Map Measures Targets Initiatives
Financial F— « Prafit H15 % per year « Implemsnt new financial
Increase Revenug in = Operating costs 7% per wystem and banchmark
Profits Targated perating ! 47 % per year Tl
e Markats « Ruvanue in targeted +15 % per year
markats
Cusiomer + Customer experience 5% mprovement in next « Markating camgaign in new
f”"'l" feen - Juried targel markets
= %% Of Cusiomers wil H &
comphated CK charter * 87 % naxt pavind * Develap cusiomer
. knowledge (CK) charier
+ Awareness and Wadership | . 94 % naxt period
scon
« Ffersces in media « 15 raw rofarences
Businass + Efficiency index + B7% next pesiod T
Processes | + EBIT from acquisitions « §15M this year + Estabiish Business Pracess
s + Time o post « 5 business days Rusnginasring [2FF) en
Hequisitians Sarvico +%.of transactions in CRM__| + 65% next period e s
ﬂ = New products/services as % | « 14% this year - Formalian Customer Relaionihis
of todal sales Managessest [CRM] quaificaton
procEss.
Organizational + % employes development |+ T0% this year; 100% by + CRM system training
Capacity plans in place yoar b - Redesign empleyes
= % systems automated « T2% this year cartification process
= Diparating costFTE » $3,350parson this year - Establish thought
+ Arficles published ~ 125 this year eadership commities

+ Formalize ressarch
eapertise sirategy

* |niegrity * Commitment io Excellence = Customer Focused = Diversity of Knowledge = Honesty = Teamwork/Collaboration = Entrepreneurial = Thirst for Knowbedge

Puc. 3.3. Ilpuknaa crpareriunoi KapTu

LDicepeno: [8].

OTxe, BUKOPUCTOBYBaTH 30aJJaHCOBAHY CHCTEMY IMOKa3HUKIB LIHHO JUIS:
YHUKHEHHSI TOSBH JIUCOHAHCY MIX CTpaTeri€l0 Ta IIOJACHHUMH OIEepalisiMu,
KOMYHIKaIlli BCepeauHl KOMaHAM WIOAO peajbHOi CHUTyallii, MOHITOPHUHTY
nporpecy, nokpamienHs KPI mo koxHiéi 3 mepcrnekTHB — 3HAHHS, 1HHOBAIIIT,
OprasizaifiiiHa  CHOPOMOXHICTh,  €(QEKTHUBHICTh  BHYTPIIIHIX  MPOIECIB;
3aJI0BOJICHHSI KJTIEHTIB; (DIHAHCH.

BaxyimBo mam’sTaTd, M0 BHU3HAYMBIIM CTpPATEriyHl MUl TOTPIOHO
KOPEKTHO BHOpaTH Ti YMHHUKH, IO 3abe3meyarb MPOrpec, Ta BHU3HAYUTH

"eooximui KPI.
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Ha ocHOBI 4YOTHMpPHOX NEPCHEKTUB KOPEKTHO Jajil BHU3HA4YaTh 3a
METOJIMKOIO: CTPATErivyHi MPIOpUTETH, O13HEC-IIUTI Ta OOIPYHTOBYBATH, YOMY MH
oOpanu caMme 1iX, BHU3HAYaTH METPUKM Ta 3axoAu (IHILIaTUBH), poOUTU
KacKaJayBaHHS (CTBOPIOBATH MaJIeHbK1 BEpCii CTpaTEriyHOi KapTH).

[Turanus BUOOpPY cTpaterii — “cTparerii 4epBOHOTO OKeaHy  dYH ‘“‘cTpaTerii
OJTaKMTHOTO OKeaHy — TEX 3aBJIaHHS KOMaHIW KoMMaHii. YepBOHOTO OKeaHy —
PO ICHYIOUl PUHKHU Ta BUCOKHM PiBEHb KOHKYPEHIIii, OJIAKUTHOTO OKEaHy — PO
HOBI PUHKH, 1X TBOPECHHS, @ TAKOXK TBOPEHHS “‘CBOTO” KJIIEHTA.

Benuki xopropatiii peani3yloTh CTPaTerito OJIAKUTHOTO OKEaHy TOJ1, KOJIU
MaloTh/TOTOBI JI0 1HHOBAIIIT POIIECiB, IHHOBAIIIT MPOAYKTIB. Y OUIBIIOCTI 1HIIUX
BUIAJIKIB KOpIopallii peani3yloTh CTPATEril0 YEPBOHOI'O OKEaHy; BOHHM 3BUKJIH
70 arpeCMBHOTO CEpeAOBHUIIA, MPUTAMAaHHOMY BHUCOKOKOHKYPEHTHOMY PHUHKY,
Maro BIJIITOBITHHUM pecypc.

BisblIicTh TEXHONOTTYHUX CTapTamiB, MPUHMAIOYU PILIEHHS PO3BUBATHCH
SAK KOMIIaHisl, OOMpPAIOTh CTpaTerito OJaKUTHOTO OKeaHy, TOMYy IO cami
CTBOPIOIOTH HOBI TPOJIYKTHU 1 CEPBICH, SKI BUBOAATH HA PUHKHM 1 SIKI TEX
CTBOPWJIM BOHHM cami, (opmyroun monuT. Jlns crapramiB arpecuBHa
KOHKypeHTHa  0OopoTh0a  “I0  B3a€EMHOTO  3HUINEHHA OJHE  OJHOTO”
HENPUITYCTHMa, 00 BTpadyaTUMEThCS Yac, a 4epe3 1€ BTPauaTUMEThCS KIIEHT,
PUHOK, BITYYTTS 1HHOBAIM 1 TPEHIB, HOBI MOXJIHMBOCTI; KPIM TOTO, TOIIYK
CIELIATICTIB B KOMaHIy, fKI O 3HAJIMCh Ha TOBEAIHIII KOMMaHIi B yMoOBax
arpecHBHOi KOHKYpEHIli, — L€ TeX IMpO 4ac, a TaKOXK IpPO 3MIHHM y TPYIOBIA
auHaMilll B KoMmaHii. Hapasi mMaemMo po3yMmiTH, IO MPalOud y CEpeOBHIII
1HHOBAII}, KOAHUX ‘‘3aliBUX’ PECYpCIB HEMa€, a OTKE€ YEPBOHUN OKEaH — HE €
ctparerieto st DeepTech craprama.

Bnepie BUKOPUCTOBYBATH “cTparerito OJIaKUTHOTO OKeaHy”
3anpononyBanu npodecop B. Han Kim 1 npodecopka Pene MobopH [9].

VY 4yoMmy 111€ MONSTaloTh BIAMIHHOCTI ITUX OKeaHiB? blakuTHUN OKeaH — Mpo

TBOPEHHS, a He Mpo AyOmoBaHHSA 4yoroch. OOHparoyuu CTpaTerito OJIAKUTHOTO
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OKE€aHy, KOMIIaHISIM BaXKJIMBO JOTPUMYBATHCh caMe€ 1ii, YHUKaTH crpood
BUKOPHUCTaHHS TPHUIOMIB, TPUTAMAHHUX KOMIIAHISIM, $IKI BUKOPHCTOBYIOTh
CTpaTerit0 YepBOHOTO OKeaHa; HACIIAKU — BiJ BIJIBEPHEHHS YacCTUHU ‘“‘CBOIX”
KJIIEHTIB JIO TIAIIHHS BAPTOCTI aKIliii Ha POHIOBOMY PUHKY.

Ak Buie Oyn0 3a3HAUYEHO, YEPBOHUI OKEaH — 1€ MPO ICHYIOUUNA PUHOK 1
cnpoOu 3alHATH/yTpUMATH CBOIO KOMIIaHII0 Ha HbOMY Ta 3100yTH/30epertu
CBOIX KIII€HTIB, a OJIAKUTHUI — MPO CTBOPEHHS HOBOTO PUHKY, MPO TE, 110 MU
3aJ1aEMO TEMIT PO3BUTKY (pO3yMilOYM, IO KOHKYPEHTH 3 YacOM MOXYTb
3’SBUTHCH, i€ 1[I€ € CTUMYJIOM JWBHUTHCH Hamepes, YIOCKOHAIIOIOYH CBIl
MPOAYKT 1 30epiraroud KOHTAKT 31 CBOIM KJIi€HTOM). BilloOBiHO, KOHKYPEHTHI1
BIJIHOCHHUA B YEPBOHOMY OKE€aHI XapaKTEepPU3YIOThCA 3HAYHOIO 1HTEHCUBHICTIO;
KOHKYPEHIIisl 1€ J00pe, 1€ Mpo PO3BUTOK, BOIHOUYAC, Y “TOHII’ 3a JIIEPCTBO €
pHU3HK “3a0yTH MPO COXKKBa4a™ (SIK-OT PU3HUK MOTIPIICHHS SKOCT1 IPOAYKIIIi Ha
KOpUCTh 00cAraM BUPOOHHUITBA JUIsl MIATPUMAaHHS (PYHKIIIOHYBaHHS ‘€KOHOMIKH
MacoOBOTO CIOXXWBAaHHSA , YacTli 3MIHM MapKETHMHIOBOi CTparerii i3 BTPaToOlo
3py4YHOCTI CEpBICiB il KiieHTa Touno). Komu Haerbes mpo OJakUTHUN OKeaH,
7€ HEeMae >KOPCTKOI KOHKYpEHLIi, fK y YEpBOHOMY OKe€aHl, BIH CIpHSIE
CTBOPEHHIO MOXJIMBOCTEH, 30KpeMa YacOBHUX, JUIsi TBOPEHHS YHIKaJIbHUX
CTparerid, yHIKaJbHUX NPOAYKTIB, Kl CKJIAJHO IOBTOPUTH, 1 (HOPMYBaHHS
HOBOTO TIOTMHUTY. € U iCHYIOUl O613HECH, K1 BUPIIITWIH IEPEOPIEHTYBATUCH HA IO
crparerito. [Ipukinamom moxke Oyt “Cirque du Soleil”, sikuit nepimmm 3poOuB
PEBOJIONII0 Yy HUPKOBOMY mucTeutsi [10], 3poOUBIIM 3 HBOTO yJAbTpacydacHe
BUJIOBUIIE; CTPATEris: HE 3MaraTUCs 3 MAJICHbKUMHU IIMPKOBUMHU TPYIMAMH, a
TBOPUTHU CBOE BUCOKOTEXHOJIOTIYHE 1110y, pO3pOOUTH BIAMOBIAHY 013HEC-MOJIETh
1 cTaTH J11IepOM Ha HOBOHAPOJKEHOMY PHHKY BUCOKOTEXHOJOTIYHUX MPOAYKTIB
y cdepi kpeatuBHUX 1HAYCTpid. OTKe, CHIIbHA CTOPOHA OJIAKUTHOTO OKEaHy —
W00 CTBOPIOKOTD.

ABTOpH TEPMIHOJIOTI] BHU3HAYMIIM, IIO CTPATETisA OJAKUTHOTO OKEaHy — IIe

npo ‘“‘ogHOYACHE TIparHeHHs A0 aAudepeHliamii Ta HU3BKUX BHUTpPAT JIs
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BIJIKpUTTS HOBOTO PHUHKOBOTO MPOCTOPY Ta TBOPEHHS HOBOTO momuty. Lle mpo
CTBOPCHHSI Ta 3aXOIUICHHS HEKOHTECTHOTO PUHKOBOTO MPOCTOPY, IO POOUTH
KOHKYPEHIIII0 HeakTyaJibHOI. BoHa 0a3zyeTbcst Ha TyMIll, IO MEXI PUHKY Ta
CTPYKTypa Taly3l HE € JaHHICTIO 1 MOXYTh OyTH PEKOHCTpPYHOBaHI IiIMU Ta
NepeKOHAHHAMM TpaBiiB ramy3i” [11]. Omnucyroun “BcecBIT pUHKY’ aBTOpU
KOHIIEIIIII 0 YEepPBOHUX OKEaHIB BKJIFOUMJIA BCl ICHYIOYl HHUHI Traiy3i, ajpke
PUHKOBHUI TPOCTIP BIIOMUH, 1 y IIUX OKeaHaX “‘BU3HAYCHI 1 MPUNHSATI Tary3eBi
KOPJIOHHU, BIJIOMI KOHKYPEHTHI MpaBWia TPU. ... Y MIpy TOro, Ik pPUHKOBUU
IIPOCTIP CTA€ MEPENOBHEHUM, MPUOYTOK 1 3pOCTaHHS 3HWXKYIOThCS. [Ipoaykuis
CTa€ TOBapOM, IO MPU3BOAUTH JI0 KOPCTKOI ab0 “KprBaBoi~ KOHKypeHmii” [11].
Jlo OnakMTHUX OKEaHIB BKJIIOYWJIM BCl Taly3l, SKUX III€ HE ICHY€E, TOOTO
“HeBIAOMUN PUHKOBUU MPOCTIp, HE 3aIUIIMOBAHUM KOHKYPEHIJEIO. ...MOMUT
CTBOPIOETHCS, & HE 32 HROTO OOPIOTHCS. € MMPOKI MOKIMBOCTI JIJIsl 3POCTAHHS,
AK€ € OJHOYACHO MPUOYTKOBUM 1 IIBUJAKHUM. ...ITUPIIANA 1 NIMOIIMIA NOTEHIIA,
SAKUW MOXKHA 3HANTH B HE3BIIAHOMY PHUHKOBOMY MPOCTOpi. biakuTHuil okeaH
BEJIMYE3HUN, TTMOOKUH 1 TOTY)KHHM 3 TOYKH 30py NMPUOYTKOBOTO 3pOCTaHHS
[11].

BuzHayarouu BiIMIHHOCTI Y pO3YMIHHI MAXO/IIB 0 CTBOPEHHS I[IHHOCTEH,
NOTPIOHO BHU3HAYMUTH, IIO Ti, XTO OOHUPAIOTh CTPATETri0 YEPBOHOTO OKEaHY,
oOMparoTh MIX BapTICTIO (BUTpATH Ha 3a0e3MeUeHHs W yTpUMaHHS JIiJepCTBa)
Ta IIHHICTIO JJIs KJIi€HTa (HEe 3aBXKIM Ha KOPUCTh KIIIEHTA), a T1, XTO OOUPaIOTh
CTpaTerito OJIAKUTHOTO OKEaHy, MPIOPUTETOM MAalOTh JOHECEHHS YHIKaJIbHOCTI
Ta CTBOPEHHS IIHHOCTI JJIA KII€HTa, 13 JOCSITHEHHSM IIBUAKOI OKYITHOCTI,
TOOTO pIlIEHHA 1 Ha KOPUCThb KIIE€HTA, 1 PO3BUTKY (HE BUTpayaroyd 4ac Ha
HEOOXITHICTh JOBEACHHS KOKHOMY HAIIOTO JIIIEPCTBA, — MPOIYKT TOBOPUTUME,
KJIIEHTH “TOJIOCYBAaTUMYTh” I'POIIMMA 33 CTBOPEHUMN MPOIYKT).

OTxe, y CTaBJIEHHI /10 KIII€EHTA TE€X € BIAMIHHOCTIL: sIK OyJlO 3a3HAa4€HO
BUIIIE, TPAaBI[i YEPBOHOTO OKEaHy BUKOPHCTOBYIOTh ICHYIOUHH TIIOMUT, 1, 5K

I[MpaBHJIO, HaMararOTbCA HC JOIIYCTHTHM Ha PHUHOK HOBHX FpaBHiB, Bi,Z[ q0ro
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KJIIEHT MOXXE BTPAaTUTH 3a PaxXyHOK IEBHOIO OOMEXKEHHsS BHUOOpY SIKICHUX
MPOAYKTIB Ta CHOPUATIMBOI IIIHOBOI MPOIMO3WINI HA PHUHKY;, OJAKUTHOTO —
CTBOPIOIOTh “‘CBOIX” KIIIEHTIB, ‘“3aXOIUIIOIOTH HOBUM IIOMMT, MPOMOHYIOUI
BEJIbMH YHIKaJbHI IIHHICHI MPOTO3HULii, CTUMYIIOIOTh YTPUMAHHSA Ta 3aJy4eHHS
HOBHUX KIIIEHTIB 1HHOBAIIMHUMM TIiJXOJaMH, BIIKPUTI 10 “HOBHUX, IHIIHUX
OKEaHiB.

Takok 1010 TOTEHIlaTy 3POCTAHHS: YEPBOHMM OKeaH Mae OOMEKEHUMU
MOTEHIIaN 10 3pOCTaHHs, a/pKe MIsUIbHICTh KOMITaHIi MPOBAJAUTHCS 32 PaXyHOK
peanizaiii crparerii, 110 0a3yeTbCsi, B OCHOBHOMY, Ha 3HUKEHHI CO01BapTOCTI,
TaKOXK PO3POOISAIOTHCS 0araro JUPEKTUB 1 HOPMATHBIB, 3aCTOCYBAHHS SIKUX
MOJIEKY/IM YIIOBUIBHIOE PICT; OJIAKUTHUI OKeaH Ma€ OLIbII CTAJIUNA MOTEHIIIaN JI0
3pOCTaHHS 3aBISKH NPArHCHHIO KOMITaHiM 10 nudepenmiamii (Ta, TaKOX,
OJTHOYACHO TMPHUCYTHE TMParHeHHs OO0 3HWKEHHS CoOIBapTOCTi), CTpareris
Y3TOIXKY€ETHCS 3 IMUIIMU CTAJOr0 PO3BUTKY (1€ MPABUIIO, SKOTO JOTPUMYIOTHCS
BC1 1HHOBAI[IHI KOMITIaHii ChOTOJIHI), a TAKOXK MPUCYTHE TTO3UTUBHE CIIPUHHATTS
TUX KOMITaHIM, SIKi YMOMXJIUBJIIOIOTH JIOCATHEHHS TaKWUX € IUJIEH CTaloro
PO3BUTKY, SIK MOTEHLIWHUX MMapTHEPIB.

OcCHOBHI  BIIMIHHOCTI 4YE€pPBOHOTO Ta OJAKWUTHOTO OKEaHIB BAAJO

Bi3yasmi3zoBaHa y [12] (puc. 3.4).

1. Blue Ocean vs. Red Ocean
e

BLUE OCEAN

RED OCEAN

COMPETE IN

NEW MARKET
EXISTING MARKET

CREATION

Key Differences:

1. Market Space "Existing market spaces "New market spaces

2. Competition “Intense competition ‘Reduced pressures

3. Value Creation *Cost leadership or Differentiation ~ "Cost leadership & Differentiation
4, Customer Base "Existing customers "New customers

5. Growth Potential ‘Limited growth potential "More sustainable

Puc. 3.4. OcHOBHI BIIMIHHOCT1 Y€pPBOHOIO Ta OJJAKUTHOTO OKEaHIB
IDicepeno: [12].
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OcHOBHUMU TIpuHLMNAMU [12] BUCTYNAIOTh:

- I[IHHICHA 1HHOBAI[IA — T€ HOBE, 1110 MOXKEMO 3aIllPOTNIOHYBATH KJIIEHTaM, 13
NOCTIMHMM  MIATPUMAHHSM 3BOPOTHOTO 3B’SI3Ky Ta TO3UTUBHUM HOTO
CHpUUHATTAM (AKI[0 (PigOdeK HEraTUBHUM, TO PO3NISIATH SK MOXKIHUBICTH
MOKpPAIICHHS MPOAYKTY);

- pamka yotupbox aii — ERRC (eliminate-reduce—raise—create), ToOTO
YCYHYTH YWHHMKH, SIKI CIPUUMAIOThCS KOMIAHIEW SK Taki, 3a sKi Tpeda
KOHKYypyBaTH (a 1ie He MpO ONTHUMI3allil0 BUTPAT), — 3MEHIIUTU BUTPATH, SKi
cebe HE BHUIIPABIOBYIOTh, — IIIJIBUIUTH EMIIATii0 JI0 KII€EHTa — CTBOPUTH
IIHHICTH, a BIATAK, ITOIUT;

- 3MiHa MEX PHHKY — CTapTamu KOpHCTyIoThcs mpuiiomoMm “Think out of
the box™ (To6T1O0, “myMaTn 3a MexaMu KOPOOKHU™), HOTO MOCTIMHE BUKOPUCTAHHS
JI03BOJIATUME PO3ITUPIOBATH KOPIOHU Tally3i, pUHKY Ta PO3BHBATHCH.

- BUXIiJ 3a paMKH ICHYIOUHMX BHMOT, TOOTO KOMIIaHIsl BIIKpHUTA JI0 HOBHUX
171Ied 1 3aluTiB KIIEHTIB, Nepeadadae HEOOX1IHICTh MiJICHJICHHS CIIPOMOXKHOCTI
KOMaHJu, 100 3aJI0BOJIBHUTHU 1X; TOOTO, MU SIKHAWKpaIle po3yMiEMO HAIIOro
KJII€EHTa, TParHeMo JaBaTH KJIEHTYy Te, IO BiH O4iKye (HE ‘‘CIIPUYHUHIEMO
100p0”);

- TIOJIOJIAaHHS OCHOBHMX OpTaHi3allifHUX MEPEIIKOl — TOTOBHICTh JIOJATH
OCHOBHI BHYTPIIIHKO OpTaHi3alliiiHl TEPEIIKoaU, SIKi MarTh TEHJICHIIIIO
HapoO/PKYBaTUCh dYac BiJ dYacy, € JOCTaTHhO CY4YaCHUX YIMPaBIIHCHKUX
IHCTPYMEHTIB (aJIBOKaTyBaHHS 1HAKIIIOCTI, MOJEpallis, KOy4YHHT), SIK MPaLIOBaTH
3 OMOpOM 3MiHaM, iX BapTye€ 3aCTOCOBYBAaTH 3aBXKM, SIKIIO 3aIliKaBJICHI B
PO3BUTKY KOMIIaHI{;

- 3a0e3MneueHHs] BUKOHAHHS CTpaTerii — HAaBUYKW MPaBUILHO BU3HAYATH BCl
BUJIM PECYpCIB (MarepiajJbHO-TEXHIYHI, JIIOACHKI, ()IHAHCOBI, a TaKOX: Yac,
KOHTAKTH, KOMYHIKAIliSl TOIO) JJsi 3a0e3MeueHHs YCHINIHOI IMIUIeMEHTAIlil

cTparerii.
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JInst  CTBOpEHHS HOBOi IIHHOCTI Ta aHali3y MIANPUEMHULIBKUX
MOXXJIUBOCTEH BHUKOPHCTOBYETHCS TMIAXiA, SIKAA OTpUMaB Ha3By ‘‘I[IHHICHI
iHHoBalii” (value innovation). KoHremniiro 3anpornoHyBald BUIIE3a3HAYEHI
npodecop B. Yan Kim 1 mpodecopka Pere MobopH. [linHicHI iHHOBAITIT € TaKOXK
OJTHUM 3 JIeB’SITH €JIEMEHTIB KaHBM aHANI3y MOXJIUBOCTEH (the opportunity
analysis canvas) [13]. Ix me HasuBaroTh “miaMaHTOM”, SKUH YTBOPIOETHCH
JBOMa TPUKYTHHUKAMU — BHUTpPAT 1 I[IHHOCTI KIII€EHTa, — BEPIIUHU SKOTO
pi3HOHampaBieHi. BepiiMHa TpUKyTHHUKAa BHUTpAT HaNpaBlieHa JIOHU3Y 1
BI3yaJIbHO JE€MOHCTPY€ HaMiph Ta [li KOMIIaHIi MO CKOPOYEHHIO BUTpAT 3a
paxyHOK YCYHEHHS YW 3MEHIICHHS YHHHHKIB, MO0 SIKUX € KOHKYPEHIIS B
ranxy3i (B OJIaKHTHOMY OKe€aH1 Jii KOMIIaHii 30cepe/PkKeHl He Ha KOHIICHTpallii
OCHOBHHUX 3yCHJIb Ha MOTOYHIN OmMeparfiiiHiii JisUTbHOCTI, & Ha BUXOJI Ha HOBI
PUHKH, CTBOPEHHI HOBOTO OKE€aHy), BUTpPAaTH MarOTh OyTH 3Ba)XKCHI Ta HE
MEepPEeBAaHTAXYBATU KUIIEHIO KiIl€HTa. BeplinMHa TpUKYyTHHKA LIHHOCTI KJII€EHTA
HampaBJICHa JIOTOPU Ta JEMOHCTPYE HaMIpW 1 Jii KOMITaHil MO TiJBUIIEHHIO
PiBHSI €eMIIaTyBaHHs KJIIEHTAM, IO CTBOPEHHIO 1HHOBAILIITHMX, HOBUX €JIEMEHTIB,
SKUX paHIlIe HE ICHYBaJIO Y HE OyJI0 MPOIMOHOBAHO raty33Io.

[ligxig nae HAM PO3YMIHHA SK MU MOXXEMO TBOPUTH TPOAYKT, 3 SKUM
MOXXEMO BUXOJWTH Ha PUHOK, CTBOPIOBATH HOBHWM PHHOK, 1 TOJOBHE — KyIU
1HBECTYBaTH.

Yomy 1e BaxxsmBo [12]?

1. Haii0binplnl BaxJIMBUM €, MO0 KIIEHTH BlAYyBajdu Oa)kaHHS
CKOPUCTATUCSl HAIIUM TPOAYKTOM TyT 1 3apa3, 1 TOTOBI peKJIamMyBaTh HOTO
6e3oriatHo. HaBiTh SKIIO € 3amUT MPOTECTYBAaTH HAIll MPOAYKT 1€ 03HAYAE, IO
HaM BJIaJIOCh 3aJIyYHTH CBOIX KIIIE€HTIB.

2. KiieHT BijuyBae, 10 HIYOTO Kpamioro, HiX Te, [0 MU 3MOIVIH HOMY
3ampornoHyBati, Hemae. lle o3Hauae, moO MU 3MOIIM TOAAPYBAaTH KIEHTY
BIIUYTTS, IO HAIl MPOAYKT JJII HBOTO € IIIHHUM, BJaja0 C(HOPMYIIOBAIN

I[IHHICHY MPOIO3UITIO.
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3. Mu He nayOMI0€MO 4YHIOCh, 1HIIY MOJENb, a MPOMNOHYEMO IIOCHh
yHIKaJbHE, 1HHOBAIlIliHEe, 10 33JI0BOJIBHATHME IMOTPEON KIIEHTIB, — TOOTO TaKy
MOJI€JIb, SIKY CKJIQJIHO MOBTOPUTH. SIKIIIO T€, 110 MU 3pOOMIIH IIMCHO 100pe, TO1
MaTUMEMO Yepry KII€HTIB, SIKI JOBIPATUMYTh caMe HaM Ta NMEPEeKOHaHi, 110 e
10Ch ““HOBE” Ta Kpallle.

4. IIpubyToOK CyTTEBO 3pOCTAaTUME, SIK 1 BUTO/IH, K1 MU MOXKEMO OTpUMaTH
BiJl HAIIOTO MPOAYKTY. SKIIO MOMUT Ha HAml TPOAYKT JOCUTHh BHUCOKHH,
OTPUMYBaTUMEMO  TIOCTIMHI ~ HAAXOMKEHHSI  JIOXOAIB,  CTaBaTUMEMO
IITBUKOOKYITHUMU.

5. TBopeHHsI 1 yTpuMaHHs HOBUX PUHKIB, SIKUX PaHiIle HE 1ICHYyBajo. SIKII0
Ma€eMO CIPOMOKHICTH 3alPOITOHYBATH MIOCh HE TPaAUIiiHE IS TIPUBEPHECHHS
HOBUX KJIIEHTIB — 1€ BAPTO 3pOOUTH.

Jlns 9oro BUKOPHCTOBYBAaTH IIHHICHY i1HHOBamit0? B ycix koMmMmaHisx €
KOJIO KIIIEHTIB, CBOiX. AJle 1ie OiIbIlIe THUX, MOKH IO HE KIIEHTIB, SKUX € CEHC
3Qly9UTH IO IYJIy CBOiX KIII€HTIB, 3aIlIKaBUTH 3aIPOIIOHOBAHUM IMPOIYKTOM.
BaxxnuBUM €IIEMEHTOM Ta BaroMUM YWHHHUKOM € BIJKPHUTICTh KOMMaHii Ta
aKTHBHA CIIIBOpAll 3 MOTEHUIMHUMU Ta ICHYIOUUMH KJII€HTaMH. 3aBlISKU
BIJIKPUTOCTI, TMOTEHIIMHI KJII€EHTH POOIATH, BUOIp caMe Ha HaIly KOMITaHIIO
(Hanpukiaj MmosiBa Ha PUHKY aBTomepeBe3eHb Uber). BaxinBo He BUTpadaru
KOIITA Ha KOHKYPEHIII0, a BKJIAQJaTH PECypCH y CHIBIpAI0 3 KIIE€HTaMU
(BUBOAMMO TIPOJYKT HA PUHOK ‘710" TTOSIBU KOHKYPEHTIB).

B niiomMy, ko MaeThcs mpo i JB1 MOJEN MOBEAIHKM HAa PUHKY, BapTO
MPOaHaJi3yBaTH BiIMIHHOCTI:

- YepBOHUU OKeaH — MO ICHYIOUHU PUHOK, B TOW Yac, sIK OJJAKUTHHUIN OKeaH
IIyKae 1HHOBAIIIMHI /1€ Ta peaidye X Ha TUX pUHKaX, SKUX IIE HE ICHYBaJO,
a00 MOKH 1X IIIe HIXTO HE IT0OAYHB;

- JUIsl YEPBOHOTO OKEaHy KOHKYypeHTHa OOpoThOa BaxJMBa, TOMYy Oararo
pECYpCIB CHPSIMOBYETHCS Ha Hel, a ONaKUTHUN OKEaH IIyKae MIOCh HOBE Ta

3“SBISETHCS J0 ITOsABH KOHKprHTiB;

63



LB Biwa O 0 D Wl

- JUISI YePBOHOTO OKEaHYy iICHYIOTh MIEBHI BUMOTH, SIKUM BOHU HAMararoThCs
BIIMOBiAaTH, a OJJAaKUTHUHN, HABITAKH, — CTBOPIOE 1X;

- YCPBOHHMI OKEaH CTBOPIOE MPOAYKT 3a BEIMKUX BUTpAT, OOMPAIOYH MiX
BUTpaTaMu 1 KJII€EHTOM (Ha KOPUCTh BUTPAT), a y OTAKUTHOTO OKEaHy MPOAYKT
CTBOPEHUH 32 MIHIMAJIBHUX BUTpAT Ta Ma€ YHIKAJIbHY HIHHICHY TTPOMO3HIIIIO.

Axmo crapramy BIacTbea cHOPMYIIIOBATH, IO € LIHHICHOI 1HHOBALIIEIO
onHier0 (ppa3or0 — 1e TOW MeCemK, KU Oyle IIHHO TPAHCIIOBATH CBOEMY
KJIIEHTY, IHBECTOpaM Ta MapTHEPOM.

['enepyrouu cTparterito 3aaJis po3BUTKY crapramy y cdepi DeepTech, minno
MEePEIUBUTUCH YEK-JIUCT 1 BU3HAUUTH, UM BCE BPAXOBAHO, 30KpeMa:

- YU CTBOPEHO Bi3110, MICIIO, IIIHHOCTI KOMIIaHI1;

- YW BU3HAYCHO “I[IHHICHY I1HHOBAIlIO” [JIs cTapramy, 30ajJaHCOBaHY
cuctemu nokaszuukis (BSC);

- YU KOMaHJ1a MOJIUI€ PO3YMIHHS, YOMY CTapTaln peaii3yBaTUMe CTPaATErito
OJJAKUTHOTO OKeaHy?

TakuM Y4MHOM, Bi310HEPCTBO JIOITOMArae CrporHO3yBaTH Y JOBTOCTPOKOBIH
MEPCIIEKTUBI SIK CTapTal-KOMIAaHIs PO3BUBATUMETHCS Ta BIUIMBATUME Ha CBIT,

AKUM OyJie BHECOK Y PO3BUTOK €KOCHCTEMHU.

Bucnoeku

BizioHepcTBO BakiauBe ISl PO3BUTKY 1HHOBAIIMHOTO IiNPHUEMHHMIITBA,
MIPaBUJIBHO CTBOPEHI CTpaTerii COpUAIOTh TeHepalli HOBUX 1€ 1 MOsBI HOBUX
MIPOPUBHUX TEXHOJIOTIN. 3MaTHICTh OAYUTH MEPCIICKTUBHI MOXKIIMBOCTI, SIK1 1HIII
e HE YCBIIOMWJIH, JO3BOJISE CTBOPIOBATH TMPOAYKTH Ta TOCIYTH, IO
3MIHIOIOTh PUHKHU Ta BIUIMBAIOTh HAa CYyCHUIbCTBO. BizioHepu B iHHOBaLiIHHOMY
H1IPUEMHUIITBI HE JIMIIIE CTBOPIOIOTH HOB1 O13HEC-MOJIENI, ajie 1 CTUMYJTIOIOTh
PO3BUTOK €KOCUCTEMH CTapTaliB, 3aJly4aroud KamiTaj, TaJaHTU Ta MapTHEPIB.
[XHS MisSTBHICTH CIIPHA€ MPHCKOPEHHIO TEXHOIOTIYHOTO IMPOTPecy, IiABHIIYE

KOHKYpPEHTOCIIPOMOXKHICTh €KOHOMIKM Ta CIpHUS€ COLIAIbHOMY PO3BUTKY.
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PO311JI 4. Komanna: npasuia tpadcopmanii B DEEP TECH

Komanna mae 3nauenns. Komanna DeepTech-craprany — HaiianHamivHiia
KoMaH7a. BoHa MOCTIHO TBOpPWUTH, HE TMEpPEBaHTa)XKCHA IUPEKTUBAMHU, MA€E
IIparHeHHs CTBOPUTH 1HHOBALIMHUN MPOAYKT 1 OJAKUTHUN OKeaH, 3a0e3MeUuTH
JiIepcTBO, 30epirmd 1 po3BUHYBIIM Jlromeid KOMaHIu 1 CHUIBHOTH,
TpaHchopmyeThes cama i TpaHchopMye TPOCTIp HABKOJIO.

BuxnukoM 1 epeBaroro crapran-KoMaH € BAHUKHEHHS 1 (PyHKIIIOHYBaHHS
y AUHAMIYHOMY, IIBUIKO 3MIHHOMY, MOACKYIU CKJIaJHOMY cepenoBuiii. JlJis
OIHCY CBITY, CIIOBHEHOTO HEBU3HAYEHOCTI, OJIN3HKO YOTUPHOX NECATUIITH TOMY
cranu BukopuctoByBatu mnoHATTE VUCA-cBiT  (volatility, uncertainty,
complexity, ambiguity, ToOTO “MIHIUBUN’, ‘“HEBU3HAUYECHUN’, “‘CKIaJHUN”,
“HeonmHo3HauHMi’”’). He3Bakaroun Ha BCl CKJIAJHOIN, caMe€ B JUHAMIYHOMY
CEpEeIOBHUILI YaCTO HAPOKYIOThCSI PYWHIBHI 1HHOBAII11, IIBUJKO MPONOHYIOTHCA
cnocoOM yCyHEHHs “‘00ii” KII€HTa TUIAXOM TMPOMOHYBAHHS YHIKaJIbHUX
pimiedb. 3 VUCA-cBITY 3apOoAWJIUCh CTparerii KpeaTUBHOTO JiAEpCTBa, IO
YMOMJIUBUIN NOAQIBIIANA CTPIMKHUI pPO3BUTOK 1HHOBALIIH.

Ax Oyno 3a3Ha4eHO Yy TONEPEAHBOMY PO3MILTl, €IUHUX METPUK IS
OI[IHIOBAaHHS KOXKHOTO KOHKPETHOTO MPOJYKTY CTapTamy He iCHye, 00 Horo
ctBopuiin KomaHau 1u1st KITIEHTIB, 1 sIKI KOPUCTYBaIMCh puiiomoM “think out of
the box”. KiieHT ronocye rpommMa, KOMaHaa eMIaTye KIeHTy. €IUHUM s
CTapTaIiB € pO3yMIHHS KOMaHJI010, e Oyzie cTapTan uyepes3 IICTh MICALIB, Yepes
7IBA POKUW; IPUMHSTTSI, IO KOKHA KOMaH/Ia poKe yepe3 Tpancpopmarlito, K ii
caMoi, TaKk 1 4Yepe3 3MIHM Y 30BHIIIHbOMY cepenoBulli. ToMy KpeaTuBHE
JAEPCTBO Y OUHAMIYHOMY CBITI — II€ 1 MPO BYACHE pearyBaHHsS Ha BUKIHKHU
PUHKY, Ha IIBUJKI 3MIHU YIOI00aHb CIIOKHBAUIB, SIKE YMOMJIMBIIIOE PUHKOBY
nepeBary 13 30epexeHHsIM SKICHUX KOMaH/I.

CuiabHUMH CTapTan-KOMaHIaMU € Ti, SIKI IIBUJIKO PO3BHBAIOTHCS B YMOBaX

TpaHchopMaIriiHux 3MiH. Baanuii miaxia 10 po3yMiHHS YOTHPbOX KaTeropiit
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4' MOMITEXHIKA

VUCA Ta niaxofiB 1010 pearyBaHHsS KOMaHJOI Ha HUX MPEJCTaBlIeHO y [1]

(puc. 4.1).

@ <———— HOW WELL CAN YOU PREDICT THE RESULTS OF YOUR ACTIONS? —————> @

ﬁ @ Health
INVENTHEI

Complexity

Characteristics: The situation has many
interconnected parts and variables. Some
information is available or can be predicted,
but the volume or nature of it can be
overwhelming to process.

Example: You are doing business in many
countries, all with unique regulatory
environments, tariffs, and cultural values.

Approach: Restructure, bring on or develop
specialists, and build up resources adequate
to address the complexity.

Ambiguity

Characteristics: Causal relationships are
completely unclear. Mo precedents exist; you
face “unknown unknowns.”

Example: You decide to move into immature
or emerging markets or to launch products
outside your core competencies,

Approach: Experiment. Understanding cause
and effect requires generating hypotheses
and testing them. Design your experiments
so that lessons learned can be broadly
applied.

nitiative @_E r——
ty i prmmE

Volatility

Characteristics: The challenge is
unexpected or unstable and may be of
unknown duration, but it's not necessarily
hard to understand; knowledge about it

is often available.

Example: Prices fluctuate after a natural
disaster takes a supplier off-line.

Approach: Build in slack and devote
resources to preparedness—for instance,
stockpile inventory or averbuy talent. These
steps are typically expensive; your
investment should match the risk.

Uncertainty

Characteristics: Despite a lack of other
information, the event’s basic cause and
effect are known. Change is possible but not
a given,

Example: & competitor's pending product
launch muddies the future of the business
and the market,

Approach: Invest in information—collect,
interpret, and share it. This works best in
conjunction with structural changes, such as
adding information analysis networks, that
can reduce ongoing uncertainty.

HOW MUCH DO YOU KNOW ABOUT THE SITUATION? ————————————= @

Funded by the
Ewrapean Union

Puc. 4.1. VUCA-cBIT 1 miaxoau 10 pearyBaHHsS KOMaH/I00

Ilcepeno: [1].
Jns aHamizy CHIBHHMX 1 CJA0KMX CTOpPiH, MOXJIMBOCTEM 1 3arpo3 y

CTpaTeriuHOMy IUIaHyBaHHI mpoBoguTbest SWOT-anami3; ame, Tak SK
CTapTan-KOMaHId TPUWMAIOTh, III0 BOHU JIFOTh B YyMOBaX HEBIIEBHEHOCTI, TO
3QIMIIAIOTHCS BIAKPUTHMH JI0 HOBITHIX MPUMOMIB 1 METOMIB IJIAHYBaHHS I
ynpasiiHHs. [lepeOyBatoun y MIHIUBOMY CBIiT1, CHOBHEHOMY HEBU3HAYEHOCTI Ta
PU3HKIB, BAKJIUBO Te€, SIK caMe KOMaHJla Ha HUX pearye, HalpuKIaJ, HaCKUIbKU
IIBUJIKO MpUMMae pimeHHs. TeXHONOrIYHUM cTapTanaM CKJIagHO OJAHO3HAYHO
BU3HAYHUTH, SK MPOAYKT Oyle MPUHHATUN PUHKOM, CKUIBKH OM poOOTH “m0”
BUBEJICHHS HE Oyli0 3p0o0JieHo, i MUTaHHS “‘HACKIIbKUA JOOpE PUHOK MpHUiiMe Te,
10 MU XOUEMO MPEACTABUTH?” — MPO ClEHapii it komaHau 24/7.

3MiHU BIUTMBAIOTH 1 Ha BHYTPINIHHOTPYIIOBY JUHAMIKY, KOMaHJa 3a3HAE
aKTUBHOCTI

Tpancdopmariii. BHyTpilmHROKOMaH IHI MOXYTh MOTpeOyBaTu
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MOJIEpYBaHHsI, a BHYTPIIIHbOOPTaHi3alliitHi BITHOCUHHU — BUOY0BYBaHHs. Koinu
WaeTbcs TPO BIAHOCHHM JIOIIJIBHO 3aCTOCOBYBATH aKTyadbHI migxomu. |
pPO3yMITH, 10 HaBITh CHOCTEPIrarOuM 3a JUHAMIKOO KOMAaHAM, MOXHa
BU3HAUMTH, YA BOHA I CTapTall, Y¥ BKE opraHizamis (TMOAEKyau IHEpTHA).
Ax-o1, 3 Teopii KOHPIIKTHOI OOPOTHOM BIOMI JBa MiIXOAHW: KOHKYPEHIIS Ta
Koorepanisa. Skimo B kKoMmaHal arMocdepa 3MIHIOETbCS 3 KOOIEpPAaTHUBHOI Ha
KOHKYPEHTHY, Il BKE€ HE KOMaHJa cTapTaily, — [Ie OpraHizailis, sika, AIMOBIpHO,
oOpaya cTparerito 4epBOHOTro okeany. OTxe, KOJIM KIUYOBOIO KOMaHJ010 (core
team) mpuiiMaeThCs PILICHHS OO0 3MIH Yy CTparerii ynpaslIiHHS NEPCOHAIOM
BOXJIMBO TIaM’ATaTH, IO TMTAaHHS BI3IMHOCTI Ta PO3BUTKY KOMaHIU
B3a€EMOIIOB ’A3aH1 — CTparerii He MalTh TUCOHYBATH.

Komanau crapramiB — npo TBOpEHHs, Mpo iHHOBaIli. [HHOBawii HeoOXiTH1
JUISL BIDKMBAHHS B YMOBaxX MIHJIMBOro cepenoBuia. ‘“‘Komanpaa, 31aTHa TBOPUO
MUCIIUTH Ta BHOPOBAPKYBATHM 1HHOBAI[li, MOXE CTard BallMM HaHOUIbIIUM
0i3Hec-akTHBOM. Bu He OTpuMaeTe 1HHOBAIIHI KOMaHIu 0€3 KpeaTUuBHOTO
JiepcTBa, TOMY € JIMIIE KIJbKa CIOCO0IB, $SK MOXHa KYJIbTUBYBaTH
KpEaTWBHICTh y Bamiid komaHmi” [2], ToOTO, mIs TOro, MO0 KOMaHAa
3aJIMIIAJIACh KOMaH010 1 Oysia 1HHOBAIIHHOO, MOTPIOHO 3aCTOCOBYBAaTH METO/IH
KpEaTUBHOTO JIiIEpCTBA.

Jlnst  B3poIeHHsS JiAepiB 1HHOBAIid y cebe B KOMaHAax MOTPiIOHO
CTBOPIOBATH MOKJIUBOCTI.

KpeatuBHe migepcTBO — 1€ MNpO CHIBTBOPEHHS, NP0 OpraHi3auio
0e3MevHnX, B YCIX CEHCax, MPOCTOPIB, /e TEHEPYIOThCS HOBI 171€1, 320X0UYIOTHCS
IHHOBAIlli, ILIHY€TbCA “IHAKIIICTH , PO CTBOpPEHHsA ceHciB. ToOTo, mpo
CHiBICHYBaHHsI, HAlIOBHEHE CEHCAMH, 1 MPO MapTHEPCTBO. Mu He “‘Kepyemo
BpYUYHY”, a HaJUXa€EMO Ta CHPSIMOBYEMO, CTBOPIOIOUM CEPEIOBUIIE BLILHOTO
BUCIIOBJICHHSI, TIOI[IHEHHS PI3HOMaHITHOCTI.

KpearuBHe nigepcTBO — MPO KOYYMHT KOMaHM, PO MPOBEIEHHS ii uepes

IpoIleC MO MEPETBOPEHHIO 17l B peasibHICTh; Ma€ OyTH PO3YMIHHS, IO 17ei
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TeHEPYIOThCS HE ISl TOTrO, 00 3aJIUIIUTUCH 1esIMU, a 1110 BOHH BIJIHAWIYThb
CBOE€ BTUICHHS, JaayTh KIHIEBUH pe3yasbrar. [lns oTpumaHHS 1LBOTO,
BUKOPUCTOBYETHCA “IIIMNA psAJ] HABUYOK, BKIIOYAIOYU 3[aTHICTH €(EKTUBHO
KOMYHIKYBaTH, KpUTHYHO 1 CTpaTeriyHO MUCIUTH. KpeaTuBHi iiiepu 30aTHi ...
CTBOPUTH TIO3UTHBHY pOOOUy KyIbTYpY, SIKa 3a0X0uy€ iHHOBaLii. ... IX po6oTa
TaKOX TOJISITae y CHIBIpall 3 KIEHTaMH a00 CTEHKXOJAepaMu, 11100 3p03yMITH
ixHi 1l Ta po3poOutu crparerii s ix  gocsrHenHs” [3].  Takox:
“KpeaTuBHICTb, K OyJI0 BXKE CKa3aHO, Oarato B 4OMYy MOJISATAE y MEPECTaHOBIII
TOTO, IO MM 3HAaeMO, 100 3’sicyBaTU Te€, 4Ooro Mu He 3Haemo. OTxke, 100
MUCIUTH TBOPYO, MU TOBHHHI MaTl MOXJIMBICTH MO-HOBOMY TMOTJISIHYTH Ha Te,
o0 MU 3a3BH4Yail cnpuiiMaeMo sk Hanexue”’, — [xopmx Kuemnep.”
KpeatuBHi miepu MarOTh 34aTHICTh ‘‘3aCTOCOBYBATH 1HHOBAIlIWHUM MiAX1A 10
BUpIIIEHHS TTpo0JIeM 1 BUKOPUCTOBYBAaTH HOBI 171€i, 3T€HEpOBaH] HE3aJIeKHO Ta
CIIIBHO 3 IHIIIMMH, 1100 HAaJUXaTHu 3MIHM Ta JTIATH. ... [4].

OpHrMY 3 HaWOUIBIT BaXJIMBUX HABUYOK € BMIHHS KOMYHIKYBaTH, TyMaTu
KPUTUYHO Ta CTPATErivyHO, IIBUAKO ¥ 1HHOBALIMHO BUpilIyBatu mpobiemu. €
Bizoma kHura J[x. I. PeitnBoTtepa “Sk mactu koTiB” [5], B sIKiif IpeACTaBICHO,
K CHPAMOBYBaTH poOOTY PO3POOHMKIB, 1 YOMY HMMH HE MOXKHA JUPEKTHUBHO
YOPABIIATH, TaK caMo SIK 1 KoTamH. BiqnoBigHo, epexkTUBHA KOMYHIKAIIS HE PO
“pydHe KepyBaHHS cTagoM KoTiB” (00 Bim TNpPUPOAM  HIKOMY HE
H1IMOPSAKOBYIOTECS, caMi 0OMpParOTh CBOI Ali, — 3 HUMHU OUIBII PE3yJbTaTUBHO
npoOyBaTH JIMIIE JOMOBIISITUCH), & TIPO TE, SIK JIOMMOMOTTH B3aEMOPO3YyMITH OJIUH
OIIHOTO, SIK 30epiraTu JroJel Ta CIPUSITH PO3BUTKY KOMaH/I, PO iX KOYYUHT.

Komannna xomynikanis B DeepTech — me mpo BMiHHS (opmyntoBaTu
PEUYCHHS, 0 HE OOTSHKYIOTH JIFOIMHY, a HAIIPaBJISIIOTH ii. € 3a1a4i, K1 y9aCHUKU
KOMaHJd MOXYTh BUPIIIMTH 1HAMUBIAYyaJbHO, a € TPOOJIeMHU, 110 BUMAraroTh
O0OrOBOpPEHHS BCI€I0 KOMAHJIOIO, MIPU I[bOMY HIXTO HE BUKOHYE POOOTY 1HIIOTO
y4acHMKa KOMaHAM (B JAHOMY BHIAJKy WJIEThCS MPO PO3MOALT pojiell B

KOMaH,IIi; B3a€EMOJO0IIOMOI'a HC € CHHOHIMOM IMCPCKIaIaHHA CBOIX 30H
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BIIMOBIJAIBHOCTI Ha I1HIIKX). SIKIIO XTOCh MOTpeOye AOMOMOrd, KOMaHjaa
BKJIFOUAETHCA. 3amuTaHHg, ¢Gpa3d MaloTh OyTH KOPOTKHMMH Ta CHJIBHUM
(HaBOOUTH HA AYMKY, pe3yabrar). Tpu 3anutanHs, siki HiHHO o3By4yBatu “‘Illo
tak?”, “Illo me Tak?”, “Il{o 3pobuTH, Mmoo Oyso Tak?”. 1o e nae? Komanna He
Yyekae, 110 3a HEl IPOroBopsiTh, — BOHA 3HAWJE BIACHI BIJAMOBIAI Ha IIi
3aMUTAHHS; 1 11 BIAOOBIAL OyAyTh pilIEHHSAMHU Ipo0JieM, 3a/1a4, CUTYaIlii.

Tomy, popmyroun KoMaHIM, HE BapTO KEPYBATHUCh MPHUHITUIIOM ‘‘BiH/BOHA
JpyT/TIoApyTa, a 3HAYUTh KOMaH/a TOYHO Oy/ie YCHIIITHOK’, @ MaTH B MPIOPUTETI
3HaHHS, BMIHHSI, HABUYKHU, CTABUTH 3allUTaHHs “70”, sKi 3By4arh “B oMy Tu
cuwinpHui/cunpHa? Mo wmoxkem? Illo Bmiem? IIlo Maem moTeHIian
peanizyBatu?’’.

KpearuBne migepcTBO Ayxe HEOOXigHE B CBiTi, B SKOMY “‘Te, IO paHilIe
OyJI0 MIHJIMBHUM, IepecTajo OyTH HaIIMHUM; JIIOAW OUIbIIE HE BIIUyBaIOTh
HEBIIEBHEHOCTI, BOHM TPUBOXKHI; peul OUIbIIE HE € CKJIAJHUMHU, HATOMICTh BOHU
MIJIKOPSIOTHCS  HENIHIMHUM JIOTIYHUM CHCTEMaM; Te, 1o paxime Oyio
HEOJIHO3HAUYHMUM, ChOTOAHI BUIAETHCA HaM He3po3yMminuMm™ [6] 1, 0cOOIMBO B
HiCISUTOKAayHHUM  1epion, otpumaB Ha3By BANI-ceir (brittle, anxious,
non-linear, incomprehensible (“kKpuxkuii”, “TpUBOKHUN’, ‘‘HETIHIMHHI,
“ne3pozyminmii”). Ilorpedba B HOBHX cmoco0ax BHUpIIIEHHS MpoOiieM
MOCHJIMIIACh, SIK 1 HaMipu 30epiraTé JiJepCTBO Ta MPHUIIBUAIIYBATH KYJIBTYpPY
BIOCKOHAJICHb.

Komanna HeoOXimHO OyTH BIAKPUTHUMH, THYYKMMHU Ta TOTOBUMH IO 3MiH.
3aBKau pO3MNISIATH 3MIHU SIK MOXIJIMBOCTI. SIKIIO KOMaHIa MOXKE 3HAUTH
HE3BUYHMUM CMociO BUpilIeHHS OpoOsieM, KoMaHja migiopaHa 1 (QyHKIIIOHYE
MpaBIIIbHO. Takok KOMaH/a Ma€ MpaloBaTy 3a KOHIenieo: “PiBHuil piBHOMY”
Tta “4 Takuil ke 1HIMHA, K TH . Jy)Ke BaXIuBO, 1100 BCS KOMaHa po3ymijia
IIHHOCT1 I1XHHOT KOMaHAM 1 100 BOHU BIATYKYBaJUCh Y KOXKHOTO YJICHA

KOMaHIH.
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Bu3HauaroTh 4OTHpPW THUMM KPEAaTHBHOCTI, SKi HE BUKIIOYAIOTH OJIWH
OJIHOTO, @ MOXKYTh BKJIIOYATH €JIEMEHTH OJWH OJHOTO [3]:

1. JlocnmimHuIlbKa KPEATUBHICTh — KOMaHJa aKTUBHO JOCHIKye (ifei,
KOHIICTIIIii, JOMEHH/00macTi), mod B MOAAIBIIOMY CTBOPIOBAaTH HOBI ifei Ta
pillIeHHs,, TpUMalOYX PU3UMKH Ta eKcrepuMeHTyroud. lle Tunm HaiOuIbn
npuTaMaHHUM  1HHOBalIMHUM  kommaHisiM 1 DeepTech-crapramam, 110
CTBOPIOIOTH 1HHOBAI[IHI MTPOYKTH Ta PIIIECHHS.

2. TpanchopmaTrBHA KPEaTUBHICTh — KOMaH]1a BAKOPUCTOBYE 1CHYI0Y1 1€l
Ta KOHLENIIl s TOro, 100 3MIHUTHM IiX 3a JONOMOIOI0 pI3HUX, HOBUX
IHHOBAI[IMHUX TPUIOMIB 1 MeTOMIB (mependadae TOIIYK HOBHUX 3B S3KIB,
acolriamii, MK pedamu, 110 37aBajucs HemnoB’sizaHuMHU). Lle Tum oOuparoTh
TEXHOJIOTIYHI Ta KOHCAJTHUHIOBI KOMIMaHii, IO TpaHC(HOPMYIOTH 3allUTH B
1HHOBAIIIHI PIITICHHS.

3. AnanTvuBHa KpPeaTUBHICTh — KOMaHa aJanTye ICHYIOU1 1J1e Ta KOHIIeIi
1 3aCTOCOBYE iX BIAMOBIIHO /10 HOBO1 cUTyallii (repeadavae Mmomnryk KpearTuBHUX
pitieHs npobiaemu ado 3aBaaHb). BUKOPUCTOBY€EThCS OararbMa KOMIAHISIMHU JIJIs
re’epauii 1J1ei, IOLIyKy pillieHb, HAPALOBAHHA HOBUX KOHLIETILIIM.

4. CorianpHa KpeaTUBHICTh — KOMaH/Ia aKTUBHO CITIBIIPALIIOE Ta IPOBAAUTD
CHIBTBOPEHHS (3 IHILMMH), IMIUIEMEHTY€ KpPEaTUBHI CIIOCOOM MPaIOBaTH Pa3oM,
HaguxaTH, ISl JOCSATHEHHS CHUIbHMX Iined. IlpuramanHa comianbHUM
cTapTrarnam, JoroMarae yMOKJIMBIIOBaTH MPUHIIMITH PIBHOCTI, IHKJIFO3UBHOCTI.

Pamka “4Cs” [3] Bu3HAua€ KIIOUOBI KOMIIOHEHTH KpPEaTHUBHOCTI, Kl
MOXYTh JIONIOMaraTd pO3BUBATH KpPEAaTUBHE MHCICHHA Ta IMiIATPUMYBATH
pO3pOOKY 1HHOBAIIMHMX pilieHb (I[IHHO, MO0 111 SKOCTI, BaXJWBI IS
KpPEaTHUBHOTO BUPIMIEHHS MpobieM, Oy mpUuTaMaHH1 yYaCHUKaM KOMaH[):

1. Curiosity, T00TO “mONUTAWBICTG (3alaigioBaTH, BECTU 3a COOO0I0) —
BUBYEHHSI HOBOI 1H(popMallii, JOCIIKEHH 1 BUIIPOOOBYBaHHS HOBHUX peyel 1
MPUIOMIB, BIJKPUTICTh, BMIHHA 1 TOTOBHICTh CTaBUTH 3alHUTaHHS, OyTH

BIJIKPUTUMU JI0 CUIBHUX 3allUTaHb, JOJYyUYCHHS HOBUX, open-minded-mroaeit.
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2. Confidence, T06TO “BreBHEHICTH — Bipa B 1/1€1, 3110HOCT1, MOMXJIMBOCTI
KOMaH]Ii, CMUTUBICTh PU3UKYBaTH, Oa)KaHHS 1 TOTOBHICTh €KCTICPUMEHTYBATH 3
HOBUM (HE TMpPUB’A3yBATUCh [0 TPAAUIIAHUX MPUHAOMIB), CTIHKICTb, HI00
BHUCTOSITH Yy pa3i HeBadi (a 1e TparvIsieThes, 1 116 HOPMAJIBHO).

3. Collaboration, To6TO “criiBmparis’” — 3aTHICTh MpaItoBaTH €(HEKTUBHO 3
IHIIMMH, PE3yJAbTaTUBHO CHUIKYBaTHCh 1 CHIBTBOPUTH 3 YJIEHAMU KOMAH]IH,
CTEHKXOJIepaMu, MPUCTYXATUCh JI0 17IeH, K1 BIIPI3HAIOTHCS, IHTETPyBaTH Pi3HI
TOYKU 30py (TIPUIIBUIIICHHS HAJaro/PKCHHS 1 3MIIHEHHS BIJHOCHH 3
KIIIEHTaMHW, NapTHEpaMu, YydyacHUKaMu KomaHi). lle mpo 1HKIIIO3UBHICTH
(BIAKPUTICTH A0 PI3HUX AYMOK 1 1J1ei), eMIariio.

4. Communication, TOOTO “KOMYyHIKalisl® — MOXJIMUBICTh IMOYYTH OJAHMH
ogHoro (i BHUKOPHCTOBYBAaTH TEXHIKY ‘‘aKTHMBHOTO CIyXaHHS), TOBOPUTHU
3pO3yMiJI0 (YITKO W PE3yJIBTaTUBHO JOHOCUTH JYMKH, i7ei, pillieHHs), 1100
BIIMIHHOCTI y CHPUUHATTI 1H(QOpMAIii, TEPMIHOJIOTIT HE CTaBaJIM MEPENOHOIO,
MPE3CHTYBATH 1 aJIBOKATYBATH 1/1ei Ta PIIICHHS.

CrBopeHHsI yMOB it TpaHchopmallli KoMaHa HEBIAUIBHE B O0OpaHHS
CTparerii pO3BUTKY KpeaTUBHUX JiaepiB [3]:

1) 3a0XO4YeHHS KPEaTUBHOCTI: CTBOPEHHS CEPEOBUII, B SKUX YYaCHUKHU
KOMaH/I TOYyBaTUMYThCSI KOM(OPTHO, 3MOKYTh IIPOIIOHYBATH HOBI 1]1€i (4ac s
MO3KOBHX IITYpMiB, 3a0XOYCHHS HECTAaHAAPTHOTO MHMCICHHS, ‘‘1HAKIIOCTi”,
HaJIaHHS PeCypCiB);

2) MPUCKOPEHHS KYIbTYpH HAaBYaHHS: CTBOPEHHS MOXKJIMBOCTEU BUMUTHC 1
PO3BUBATUCA SIK y MEXKax KOMaHIAHHUX POJeil, Tak 1 1Mo3a HUMHU (TPOMOHYIOUYU
IporpaMyd HaBYaHHS 1 PO3BHUTKY, 3a0XOUyIOUW J0 Oe3MepepBHOTO HaBUAHHS,
HAJAI04YH JIOCTYII JI0 PECYPCIB Ta EKCIIEPTIB);

3) npuitaarta (“obiiimMaHHSA) PI3HOMAHITHOCTI: AaKTUBHUW TIOIIYK Ta
JOLIIHEHHS! PI3HOMAHITHUX THEPCIEKTUB, JTOCBILY, TOYOK 30pYy (CTBOPEHHS

KOMaHJl 3 pI3HUMH HaBUYKAaMHU Ta JOCBIIOM, pPO3pOOKa Ta MPUHHATTS
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IHKJIFO3UBHUX TOJIITUK Ta MPAKTUK, CIPUSHHSA PO3BUTKY KYJIbTYPH BIAKPHUTOCTI
1 1HKJIFO3UBHOCT1);

4) 3a0XO4EHHS CIHIBIpallil: 3a0X0OYEHHS KOMaHJHOI poOOTH Ta CHiBIpaili,
MOJIETIIEHHS CHUIKYBaHHS Ta CHOPUAHHA (POPMYBAaHHIO BIIYYTTS CHUIBHOTH
(CTBOpPEHHSI MOXJIMBOCTEH TMpaIfOBaTH pPa3oM, IUIUTHCH 1 OOMIHIOBaTHCH
iH(popMalli€el0 Ta pecypcaMu, YKpPIIUIEHHS KyJIbTypd B3a€EMHOI MIATPUMKH,
MOBarv, B3a€MHOI KPAacWUBOCTI OJWH IO BIJHOMICHHIO JO OJHOTO 1
CTEHKXOJIJIepiB);

5) 3a0XO4YeHHs AJaNTUBHOCTI: CTBOPEHHS MPOCTOPIB, B SIKUX YYACHUKHU
KOMaHJ TOYyBaTUMYyThCSl KOMGOPTHO, HTHUMYTh Ha NPOPaxOBaHI PHU3UKH,
BUNPOOOBYIOUM HOB1 MiAXoau (HAaJaHHS TMIATPUMKH JJIsi €KCIIEPUMEHTIB,
3a0X04eHHs mindset, CpsSMOBaHOTO Ha 3POCTaHHs, BUHATOPO/KCHHSI IHHOBAIII
Ta aJIaITUBHOCTI).

BusHa4yaroTh, 10 MOJENbh KPEaTHBHOTO JIIJIEPCTBA € MOETHAHHSAM TaKHX
BaXJIMBUX EJIEMEHTIB, SIK: “‘CTBOPEHHSI CHPUATIMBOI Ta 1HKIIO3UBHOI KYJIBTYpH:
e mnependadae CTBOPEHHS CEPENOBHUINA, 1€ HWICHH KOMAaHAW IMOYyBAOTHCS
KOM(OpPTHO, AUIAYUCH CBOIMU 1A€SIMH, 1 JI¢ IIHYIOTBCA Ta 3a0XOUyIOThCS
PI3HOMAHITHI TOYKH 30pYy; 3A0XOYCHHS JIOCHIPKEHb Ta eKCIICPUMEHTIB:
KpEaTuBHI JIIJEPU 3a0XOUYIOTh WIEHIB KOMaHAM PHU3MKYBAaTU Ta MpoOyBaTu
IIOCh HOBE, HABITh SIKIIO y HUX MOXE HE BHWWTH, CIPHUSHHS CIIBIOpaIl Ta
CHUIKYBaHHIO: KpPEAaTHUBHI JIJEpH 3a0XOUYIOTh YJIEHIB KOMAaHIM MpallOBaTH
pa3oM 1 OOMIHIOBAaTUCS 1€IMU Ta BIATYKaMH; HAJaHHS PECYpCIB 1 MIATPUMKHU:
TBOPUI1 JiIepy HAJAIOTh PECYPCHU Ta MIATPUMKY, HEOOX1IH1 YJieHaM KOMaH]IU IS
MOIIYKY HOBHUX 1/ 1 TBOPYMX PHU3MKIB; MPUUHSATTS 3MIH Ta aJalTHUBHICTb:
KpEaTUBHI JIIEPU BIIKPHUTI JO 3MiH Ta aJalTUBHOCTI Ta 3a0XOYYIOTh UYJICHIB
KOMaHJM TaKoXK BHUKOPHCTOBYBAaTH IIl sIKOCTI. B 1ijoMy, mMera KpeaTMBHOTO
JAEpCTBa MOJATA€E B TOMY, 100 CIIPUATH (POPMYBAHHIO KyJbTYpPH IHHOBALIA Ta
KpEaTMBHOCTI B OpraHizailii, a TakoX 3a0XOYCHHI YJICHIB KOMAaHIW MHCIIUTH

KpeaTUBHO Ta MPOIOHYBATH HOBI 1711 Ta pimeHHs mpobiaem” [3].
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Ha nymxy K. Momnepa, “lHHoBamii HapomKylTbCS 3 KPEaTUBHOCTI.
KpeatuBHicTh — 1€ pe3yabTaT BUKOPUCTAHHS JIIOABMH CBOIO KpPEaTHMBHOIO
IHTEJIEKTY B MO€JHAHHI 3 AaHAIITUYHUM 1 IPAKTUYHUM 1HTeNeKToM. KpearuBHuit
IHTENIEKT — 1€ 3AaTHICTh BUXOAMTH 32 PAMKH ICHYIOYOTO JJIi CTBOPEHHS HOBHX 1
mikaBux iaen” [7]. I1. Hpykep (rypy MeHEIXKMEHTY) BiJ3Ha4yaB, 110 1HHOBAIIII €
KIIOYEM JI0 YCIIXy Opradizaumid 1 Hamiid, € O0cOoOJMBOIO OCHOBOIO
IIIMPUEMHMIITBA; 3 YaciB IMOSBH KOHIICTIINT 1 JO TEmep I Te3a 3aJUIIa€ThCs
akTyasbHOIO. [HHOBAIIIT — 1€ “pO3p0OOKa YOrOCh HOBOTO, HE3AJIEKHO BiJ TOTO, YU
1e IIOCh HOBE JJisi Bamoro Oi3Hecy, 4d ISl CBITY B LUJIOMY — 1€ ¢opma
TBOPUYOCTI, 1 BOHA a0COFOTHO HEOOX1/IHA JUTsl 3POCTaHHS 1 BUKUBAHHA O13HECY Y
JIOBITOCTPOKOBIM TMEPCHEKTUBI. ...HAsBHICTh KOMaHAM, SKa BMI€ MHUCIUTH
IHHOBAIIIHO, TAKOXX € BAXXJIIMBOIO MEPEBAarol0, i BOHA MOXE MaTd BEJUKE
3HaUeHHs JJis ycmixy Bamoro 6i3Hecy” [2]. s DeepTech-crapramy BmiHHS
YYaCHUKIB KOMaHIM HECTaHAApTHO, KpPEaTUBHO MUCIHUTH, TE€HEpPYBaTH
1HHOBAIlIMHI 171e1 Ta PIIICHHS, BIIPOBAHKYBATH 1X € YN HE HAMOUTHIITUM aKTHBOM.
Tpanchopmariiss koman OB KpeaTUBHI BiAOYBA€THCS OUIBII YCHIIIHO,
AKIIO JOTPUMYBATUCh peKOMeHAALii [2]:

1. Ypi3HOMaHITHUTH KOMaHJy: YCHIIIHO 00’ €JHYBAaTHU JIIOACH 3 PI3HUMU
MOMISIIaMHA Ta 3410HOCTSIMH, PO3BUHYBILIHU KYJIBTYpPY B3a€MOIOBAru i piBHOCTI,
SIK1 TTIOTUISIFOTH IIIHHOCTI KOMaHAW Ta OauyeHHs 11 pO3BUTKY.

2. Po3BuBaTu KynbTypy CIHIBIOpall Ta KyJbTYypy KOMaHIHOI pPOOOTH:
BUOY/IOBYBaTH JOBIPY, CTBOPIOBATH MO3UTUBHY arMocdepy (KoMaHIHY poOOoTy
3HUIIYE BIIUYTTS KOPCTKOI KOHKYPEHIIii), HaBYaTH PO3IUISATH 1 MEPEeMOrH, 1
HEBJayl, CTUMYJIOBaTH KOOMNEpalil0 — KpPEaTUBHI KOMAaHIU MAaloTh
CHIBIIPAITIOBATH.

3. CTBOpIOBaTH MPOCTOPH TSl BCIX 17I€l Ta YMOXKIIMBIIOBAaTU KOM(OPT Bij
CHIBIIpalll: CIIPUATUA PO3IVISAY KOXKHOI 171ei (K BaJdlAHUX, TaK 1 HEBAJIIAHUX, HA
MEePIITUH TOIISA), 1032 Cy0’ €KTUBI3MOM, JIaTH MOXKJIMBICTH BHCJIIOBUTHCS BCIM

Ta MOYYTH IXH1 IYMKH, Y IPOCTOPI, JI€ € MOCTIHA MIATPUMKA OJUH OJTHOTO.
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4. Cripusatu poOyBaHHIO KOMaHIOK0 HOBOTO: YYaCHUKH HE MAIOTh OOATHCS
MMOMHJIUTUCS, HABYAIOTHCS, 30KpEMa OJIMH BiJl OJTHOTO, B MPOIIECI.

OTxe: € KoMmMaHJa — TMOYMHAEMO TEHEepallil I1HHOBAIIMHOI 17ei, SKY
TpaHcHOpPMYy€eEMO B pIIIICHHS, 1 JaJll y PO3BUTOK IHHOBAIIHHOTO Oi3HECY.

[IpaBui0: HE KOXKHA IpyIia € KOMaHO0, MPOTE KOMaH/a € TPYIoI0.

[Ilo xapaktepusye komanay DeepTech-crapramy? Te mo xomaHma mae
CHUTBHI IIHHOCTI, PO3YMIHHS “Ie MH € 1 “Ae Mu MaemMo OyTH’, 3aBXKIU
IUTIY-0-TUJT1Y, IONIOMAraroTh OIMH OTHOMY.

3 yuM NOpiBHATH PO3BUTOK KomaHau DeepTech-cTaprany: 3 KogoMuiikoro,
— TyIYIbChKUM HapoAHUM TaHieMm (YKpaiHa), OCHOBHOIO (Iryporo SKOro €
3aMKHEHE KOJIO, B SIKOMY B3a€MOMIATPUMKA Ha MEPUIOMY MICIi, 1 KOJU BCi, XTO
00’ €HAINCHh y TI€ HEBEJIMKE KOJO, MOKJIABIIM PYKHW HA TUICYl OMH OITHOMY,
MOYMHAIOTh PyX 1 MNPUCKOPEHHS, I B3a€EMOMIATPUMKA JoIromarae, — BCI
PYXalOThCS, K OVH.

Komanna DeepTech-craprany 11e mipo:

1) poui;

2) BIJMOBIIAJIbHICTD;

3) epeKTUBHY KOMYHIKAIIIIO,

13 0COONMBOIO yBaroro Ha (opMyBaHHS KOMaHIW BiJl CaMOro IMOYaTKy Ta Ha
JTUHAMIKY ii pO3BUTKY.

VY crapranax He #meTbcs Npo TMOcCaau, — UWAETbCS Npo pomi i
BiAMOBiAanbHOCTI. OCHOBHI POJIi B KOMaH/I1 CTapTaIy:

- CEO (chief executive officer) — BuUKOHaBUMA AUPEKTOP, SKU Hece
BIIMOBIAABHICTh 3a BCE, IO BIJOyBa€TbCS 31 CTapTalioM, 3a peaiizailiio
CTpaTerii KOMITaHii;

- CTO (chief technology officer) — TexHiuHMi1 TUPEKTOP, KU BIAMOBIIAE
32 Te, 3a JOMOMOIOK SKHUX TEXHOJOriH mnpoAykT Oyde CTBOPEHO, 3a

TEXHOJIOTIYHY CTpaTeTiio;
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- CFO (chief financial officer) — ¢inancoBuii aUpEeKTOp, 30HOIO
BI/IMOBIAILHOCTI SIKOTO € TPOIIOBI IIOTOKH, OIOKETYBaHHS, CTIMKICTh Ta 1H.;

- CMO (chief marketing officer) — aupekTop 3 MapKeTUHTY, SKUU CHIpUsE
MIPOCYBAHHIO TPOAYKTY CTapTaily, IMJABUIICHHIO BITI3HABAHOCTI 1 MPOAYKTY, 1
KOMTIIaH1i, peasizalii crparerii JipKuTaa-MapKeTHHTY TOIIO;

- COO (chief operating officer) — onepaniiinuii AUPEKTOP, SIKUK JOIOMarae
HaJANITyBaTH IIOICHHY POOOTY, 110 YMOXKIIUBIIOBATUME JOCSTHEHHS CTpaTerii.

Poneit Mae OyTH CTIIbKHM, CKUIBKM 1 sIKI HAWOLIBII IIHHI JJIS CTapTary.
BuOip posneii He mae OyTH BHIIAJIKOBUM — € METOAMKHU, SIKI BUKOPHUCTOBYEMO
(mami y po3minmi).

3rigHo moneni b. TakMena [8] koMaHIU TPOXOIATh 4Yepe3 JeKiibka (a3
po3Butky. [1{o BinOyBaeThCs 3 KOMaHIaMu?

1. ®aza QopmyBaHHs, y SKI yYaCHHUKM KOMaHIM aKyMYJIOIOTb
1H(pOopMallit0, BpaXKEHHSI, CIIOCTEPEKEHHS 32 POOOTOIO IHILUX.

2. ®aza mrTopMy, B SKiil y KOMaHJ TMMOYMHAIOTHCS TEBHI PO301KHOCTI,
npiOHI KoHMIIKTH (pi3HICTh OaueHHs 17eH, cTpaTerii, 1H.); BAKIMBO HAa JAHOMY
eTari KOHTPOJIOBATH TPYMNOBY NWHAMIKY, HE JOMYyCTUTH 3HM)KCHHSI MOTHBAIIII,
a00, HaBITh, PO3I1a]l KOMaHIH.

3. ®aza HopMmaiizailii, B KA KOMaHIU JIETIIE JOCATAlOTh KOMIIPOMICY,
YiTKIIIE PO3YMIIOTh BIAMOBIAAIBHOCTI, CHUTYyaIlisl CTaOUII3Y€EThCA, KOMaHIA
CHIJIBHO TIPSMYE J0 peaizallii cTparerii po3BHUTKY.

4. ®a3a epeKTUBHOCTI, B fKIil KOXKEH YYaCHHK KOMaHIU JAEMOHCTPYE i
BJIACHY, 1 KOMaHJHY €(eKTUBHICTb, poOOoTa e(EeKTUBHO OpraHi3oBaHa,
neMoHcTpyeThes 1 gocsiruenns KPI, 1 crpareriunux miiei.

5. ®a3za 3MiH, B sKii MOxe BiIOyTHCh posman abo TpaHchopMmarllis
KOMaH/{; MPUAMAaIOYu HOBI 3MIHU SIK MOXJIMUBOCTI, KOMaHJa a00 e€(deKTUBHO
MPOIOBXKY€E TPAIIOBATH Ta MOKA3yBaTH MO3UTHBHI PE3ylIbTaT CBOET KOMaHIHOI

poOOTH Ta MISUTBHOCTI B IIIOMY, 00 TpaHC(HOPMYETHCS B 1HII KOMaHIHU (CXOXKE
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Ha 3MIHY Yy CKJaJl HallOHaJbHUX 30IpHUX KOMaHJ y CHOPTI, KOJH CKJIaJ

3MIHIOETBCS, aJI€ 3B’ SI3KM MK YYaCHUKAMHU 3aTUIIAI0THCS ).

PERFORMANCE
|

PHASE

O IMNE ] STORMING -mmm G_| ADJOURNING
- anhying eagerness + Purpose & goals are . H-gh motivation, trust & * (Also referred to as the
¥ ’ M of plﬂlw well-understood empathy Transitioning or Mourning
L& Gmoﬂypoiw tone * Conflict based on differences of + More confident + Individuals defer to team needs  phase)
E + Sticking to safe topics feelings & opinions + Improved commitment « Effectively producing * Shift to process orientation
* Unclear about how one fitsin - = Competition * Members are engaged and delverabies » Sadness
g + Some anxiety & questioning * High i supportive + Consistent performance * Recognition of team &
- * Starting 1o move towards * Relief, lowered anxiety * Demonstrations of individual efforts
I group norms + Developing cohesion interdependence & * Disbanding
v solf-management
+ Taking the lead * Regquesting & encouraging * Recognizing individual & team  + “Guiding from the side’ = Recognizing change
*+ Being hghly visible feedback efforts (minimal intervention) * Providing an opportunity for
¥+ Fadllitating introductions * Identifying issues & facilitating  * Providing leaming + Celebrating successes summative team evaluations
§ * Providing the "big picture’ their resalution opportunities & feedback + Encouraging collective (lessans learned’)
=« Establishing clear expectations  * Normalizing matters + Monitoring the ‘energy’ of the decision-making & * Prowiding an opportunity for
g + Communicating success criteria  + Building trust by hanoring team problem:sobang individual acknowledgments
BB Enduring response times are commitments » Celebrating the team's
quick accomplishmonts (an
“after-party)

Puc. 4.2. ®a3u po3BUTKY KOMaHIH

Icepeno: [8].

Ax copmyBaru Ta TpanchopmoByBaru koMaHay DeepTech crapramy y
CEepeloBUIIl HEBU3HAYEHOCTI? 3amyyar TajJaHTh. | B MiKpocepemoBHILI
cuinkyBaHHs, 1 B LinkedIn € moctaTHbO MOXIMBOCTEH JUIsi BCTAHOBJICHHS
KOHTakTiB. IIuTaHHs yTpUMaHHA 1 pO3BUTKY TaJlaHTIB, HE3BaXKalO4M Ha
CKJIQIHOIII KOMepIliasi3aiii HOBUX TEXHOJOT1H, € He MEHII MpiopuTeTHUM. Mae
OyTH MPOCTIpP AJIS PI3HUX PIIIEHB, aJKe Mepe] KOMaHOK0 3aBXK AU MOCTaBaTUME
BUOIp: pyXaTUCh MIBUAIIE, Y OOpaTu cleHapidl “TeX HemoraHul uuisax’;
oOpaHuil BapiaHT Ma€ CHOPHATH peaizaili cTpaTerii po3BUTKY, MPOIYKT 1
KOMITaHisl MaloTh OyTH BHUIMMHMHU 1 Mi3HABAHUM, BIJKPUTOIO O 3BOPOTHOIO
3B’SI3Ky 1 HOBUX MOXJIMBOCTEW, KOMaHJa HE Ma€ ‘“3aHypOBAaTUCh’ B MOTOYHY
TISUTBHICT, 10 BTpard OaueHHs TOPHU3OHTY TMpsIMyBaHHA, 30epiraru
€()eKTUBHICTb Ta PO3BUBATHUCH.

Cuenapii  onTumizamii A7 JOCSATHEHHA  YCHIXy B  TPbOX

3acHOBHUKIB-(piHamicTiB [mobansHoro camity Hello Tomorrow:
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- “BIJIKJIACTH €T0, 11100 OTPUMATU HAMKpaIl 171€efi;

- MIATPUMYBAaTH 3B’S30K 3 BaIllO KOMaHJIO0K, 00 3a0e3meunT ix
HaWKpalluil pe3yJIbTar;

- ameTroBaTU 10 OakaHHS Jrofei HaBdaTtucs [9].

Sk MOXkeMO BHU3HAUMTH, BCl TpH ClieHapii 3a0e3MeuyroTh JIJAepCTBO, — 1
TernepinHe 1 MailOyTHE.

Yerepra xBuisa iHHOBaIin (puc. 4.3), B skiit € micue DeepTech, — mpo
BUPIIICHHS HAWUCKJIAQJHIMMX TMpoOJieM JIOACTBa Ta 17€i, SKI BHAEThCA
TreHEepyBaTU Ta BTUIIOBAaTH CWIHHUM KoMmaHAaM. 3a ganumu Boston Consulting
Group DeepTech-komnanii matots Taki arpudytu [10]: mpoOnemMHO Opi€eHTOBaH1
(97% cupusitoTh AOCSITHEHHIO MpUHaiMHI onHiel 3 Lliel cTanoro po3BUTKY);
NPALOITh HA KOHBEPTEeHIIIT TeXHONIOT1H (96% BUKOPUCTOBYIOTH MPUHANMHI JIBI
texHosorii, 70% MalpTh TMAaTEHTH Ha CBOi TEXHOJOTil); 371e01IbIIoro
po3po0ssitoTh  PizuuHi nponykTu (83%); 3HAXOASATHCA B LEHTPI NIHOOKOT
exocuctemu (1500 yHIBepCHTETIB 1 JOCHIIHULIBKUX Jaboparopiil 3amisiHi B
DeepTech). Yenimni DeepTech BeHuypH nokiagatoTbCs Ha TPUEAUMHUMN MIIX1A:
“BUKOPHUCTOBYIOTh OpIEHTALII0 Ha MpolieMy, 00 BU3HAYUTH MOKIMBOCTI, 1
mo0 yHOpaBIsITH Ta OIAHOBYBAaTH CKJIAJIHICTh; KOHBEPTCHINS IMiAXOIIB 1
TEXHOJIOT1A CTUMYJIIOE€ 1HHOBAIIil, PO3IIKUPIOE MPOCTIP MOKIUBOCTEH 1 BUPIIILYE
npoOemu, JUIS AKUX paHire HE Oyo pIIIICHB; LUK
TU3aitH—Oy1iBHUIITBO—TecTyBaHHsI—HaBuaHHs (DBTL) 3Hmkye pusukum Ta
MIPUCKOPIOE PO3POOKY MPOAYKTY Ta yac A0 horo komepiianizamii” [10].

dopmyBaHHS KOMaHJ, fKi BpaxoByrOTh arpuOytu DeepTech-kommaniii,
I[IHHO MOYMHATH 13 3aCTOCYBaHHS METOJUKH, AKa JoroMarae Buoparu podii (i, K
HACIZOK, PO3MOAUTUTH BiAmoBigadbHOCTI), — Moaenb DISC (dominance,
influence, steadiness, conscientiousness, ToOTO “AOMiIHYBaHHS ", “BIUIMBOBICTH ,
“CTIAKICTB/CTAOUIBHICTD, “‘CYMIIIHHICTB/AJaNTUBHICTE ). Mopenb 103BOJIsIE

BU3HAUWTH CTWJII TOBEIIHKHU JIIOJUHU Yy TEBHIN cuUTyallli, imeHTu(iKyBaTtu ii
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CWJIbHI CTOPOHH, 1110, B MOAAJIBIIOMY, COPUITHME €(PEKTUBHIN KOMYHIKalli Ta
CHIBIIpaIll, JOCSITHEHHIO HEOOX1THUX PE3yIbTaTIB.

Today's solutions leave some
New solutions enabled by problems unsolved or
the convergences of approaches only partially solved
and of technologies

Problem orientation
identifies opportunities
and navigates and
masters complexity

Convergences of approaches and (\ . Breakthrough solution

of technologies frame and solve r
problems for which solutions e Engine
5 The design-build-test-learn

have not been available

cycle de-risks and accelerates
f product development and time
Convergence [ to commercialization

of approaches [ a8
. | Design
Engineering W&  Design

X

Advanced science

Puc. 4.3. YerBepra xBuiis iHHoBali: DeepTech miaxin
Iicepeno: [10].

Bizyanizamist mogeni DISC (puc. 4.4) [11]: yotupu KBagpaHTH BiAMOBITHO
70 CTWJIIB TOBEIIHKMA JIIOAMHU Ta JBI OCI — peakiis Ha mofli (aKTWBHA,
OpIEHTOBAHICT, HA 3aBJaHHA VS I[ACMBHA, OPIEHTOBAHICTb Ha JIIOAEH) 1
CHOPUUHATTS cuTyauii (mpotudopye, MBHUIKI TEMH 1 Jif VS JPYKHE, TOMIPHHMA
TeMII 1 CTaO1IbHICTD).

Jns 4yoro WIHHO BUKOPUCTOBYBAaTH If0 Metoauky? Jlromu OIHOTO
KBQJIPAaHTy CXOK€ TMPAIOI0Th, KOMYHIKYIOTh, MPUHUMAIOTh pIIICHHS, a B
TEXHOJIOTIYHOMY CTapTari I[IHHO MPaBWJIHLHO PO3MOAUIUTA poii (a He 1mo0 BCi
BUKOHYBAJIM OJIHAaKOBY poOoty). Ak-ot, monu “D” 1 “I” — ekcrpaBeptu, “S” 1
“C” — 1HTpPOBEpPTH, TOMY BAXKIMBO KOPEKTHO BHU3HAUYUTH poii. Mojenb
J0TIOMara€e 3po3yMiTH BIJIMIHHOCTI, 1100 3pOOWTH CIIBOPAII0 B KOMAaH/I1 O1IbII
e(heKTHBHOIO, 3aTy4al0uu TATaHTH, YTPUMYIOUHU 1 PO3BUBAIOYH iX.

Sxki € ocobGmuBOCTI B3aeMoAili 3 JIOABMH PI3HUX THUMIB? SIK-OT,

CHUIKYIOUYHUCH 3 Jironbmu [12]:
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- D-ctumo — morpiOHO OyTM JAaKOHIYHUMH, CKOHIIEHTPOBAaHWMH,
KOMYHIKYBaTh OJpa3y IO CyTi CIpaBd, YHUKAaTH Yy3arajibHEHb, He
MOBTOPIOBATUCH, TPOIIOHYBATH PIILICHHS;

- l-ctumo — WIHHO 30CEPEeIUTHCh Ha TMO3UTHUBHUX MOMEHTaX, He
NEPEeBAHTAXYBATU JI€TAIsIMHU, IUIMTHUCH JOCBIAOM, JaBaTH IM 4aCc CTaBUTHU
3alUTaHHS 1 TOBOPUTH CaMUM;

- S-cTuii0 — BaXJIMBO OyTH BBIWIMBHM, IMPUBITHUMH, BHUCIIOBIIOBaTU
3aIliKaBJICHICTh Y HUX, YHUKATH KOH(POHTAIllM, HE IOCIIIIATH HaJlaBaTH
O3’ SICHEHHS;

- C-ctumio — 1iHHO 30cepeauTHCh Ha (¢akrax 1 JAeTtansax, OyTu

JTUTIJIOMAaTUYHUMHU, 3BECTH JIO MIHIMYMY €MOIlliifHe 3a0apBiIeHHS.

D |

Dominance Influence
Direct Outgoing
Results-orientated Enthusiastic
Firm Optimistic
Strong-willed High-spirited
Forceful Lively

C S

Conscientiousness Steadiness
Analytical Patient
Reserved Even-tempered
Precise Accommodating
Private Tactful
Systematic Humble

Puc. 4.4. Monens DISC
Thrcepeno: [11].
Axi moxnuBl poini? VY3araJbHEHI pPEKOMEHJallli MOXHa MNpPEACTaBUTU
HacTyIHUM 4YuHOM [ 13]:
1. D-tun: Bukonapuuii qupekrop (CEO), mianpuemerip;
1.1 DC-tum: kepiBuuk mpoekry (PM), onepamiitHuii MeHeIKeD;
1.2. DI-tumn: qupextop 3 Mapketunry (CMO), apT-nupekrop;

2. [-tun: kpeatuBHUU TUpPEKTOpP, PR-MeHemxkep;
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2.1. ID-tun: wxomepuiiinuii aupektop (CSO), MeHemkep 13 3alydeHHs
TaJIaHTIB;

2.2. IS-tun: ¢pinaHCOBUHN paHUK, KOYY;

3. S-tun: aupexrop 3 nepconainy (CHRO);

3.1. SI-tun: HR-menemxep;

3.2. SC-Tum: aHamiTUK 13 3a0€3MeYeHHs KOCTI, OyXraiarep;

4. C-TuIl: IHBECTUIIIMHUN aHAJIITHK, EKOHOMICT;

4.1. CD-tun: ¢inancoBuit gupekrop (CFO), 6i3Hec-cTparer, cUCTeMHUN
aJMIHICTparTop;

4.1. CS-tum: IT-mupexrop (CTO), agminicTparop 0a3 1aHUX.

['oTyrounck 10 popMyBaHHs, pO3BUTKY Ta TpaHcpopmallii komana y chepi
DeepTech, miHHO BU3HAYNTH, YA BCE BPAXOBAHO, 30KpEMa:

- UM BH3HAQUCHO PpOJI 1 30HU BIANOBIAAIBHOCTI IS KOMaHIU
DeepTech-craprany (“xro came Ham OTp10eH”);

- Y1 BH3Ha4YeHO 3a MeToaukoro DISC moBeninkoBi Tunu B koMaH/i [14] Ta,
3a pe3yJbTaTaMu, Y KOHKPETU30BaHO/IEPETIIIHYTO POJIL;

- 91 pOo3pOOJICHO CTpaTerito 3a0e3Ne4YeHHs KPEeaTUBHOTO JiAepCTBa Ta Yd
BU3HAYEHO, SIK came 3abe3mneuyBaTuMeThesi PpeiiMBopk 4C-kpeaTUBHOCTI (110
4-M OCHOBHHM XapaKTEPUCTHKAM);

- Mo pobuTuMeMo y mepionu TpaHcopmallli KOMaHAN, 3 ypaxyBaHHSIM
ocobnmuBocTeil QyHkiionyBanHs DeepTech-komana (rpuiiomu, METOIN) Ta UM
PO3MISIHYTO MOKJIMBI ciieHapii a1l yyacHukiB komauau y VUCA/BANI-cBiTi.

Taxum ymHOM, B YyMOBax quHamiuyHOTO cepenouina DeepTech-cTtapramam
BOXXJIMBO NPaBUJIBHO BMITH MiJIOUpaTH JIOAed B KOMaHJM, BU3HA4YaTH PO,

J0TIOMaraTi KOMaHJiaM MPOXOAUTH TpaHC(opMalliliHi 3MiHH.

Bucnoeku
Komanna Bifiirpae BupimmaibHy posib B YCHIIIHINA TpaHChOpMaIii craprary,

ocobmuBo B cdepi DeepTech, nme cknagHicTh Ta 1HHOBAIIMHICTH TEXHOJIOTIN
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BUMAararoTb BHCOKOTO piBHA KOMIIETeHIN Ta chiBopami. Ycmix DeepTech
cTapTamy 3HAYHOK MIpPOI0 3aJeKHUTh BiJl 3MaTHOCTI KOMaHIu €(GEeKTUBHO
NpamoBaTh pazoM, JOJNAaTH TEXHOJOTIYHI BHUKJIMKH Ta aJanTyBaTUCS O
IIBUAKO3MIHHUX yMOB puHKY. CdopmoBana 3a meronukoro DISC, komanna
3naTHa €(GEeKTUBHO MPOXOAUTH e€Tanu TpaHcdopmalli, — BOHA HE JIMIIE
CTBOPIOBaTMME IMPOTPECUBHI TEXHOJ]OTIi, ajie i CHOpPUATAME PO3BUTKY 1
3a0€3MEUeHHI0  €BPOMEHCHKOTO  JIIEPCTBA, BIUIMBAIOYM HA EKOHOMIYHE
3pOCTaHHsI Ta colianbHl 3MiHM. Takum 4uHOM, Kiatod a0 ycmixy DeepTech
cTapTamy MoJjsirae y mooOyloBl CUIIbHOI, 3TYPTOBAHOI Ta aJalTUBHOI KOMaHH,
sKa 37aTHa BYaCHO pearyBaTd Ha BUKJIMKU Ta MISITH MIBUAKO. 3AaTHICTH J10
CIIBMpAIli, IHHOBAI[IMHOTO Ta KPEATUBHOTO JIJAEPCTBA € OCHOBOKO JJIA

JAOCSTHEHHS 3MiH Ha 1100ajJbHOMY PiBHI.
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PO3AIJI 5. OcHoBH apT- | AM3aHH-MUCJICHHA: IHCTPYMEHTH 1JIA

BHU3HAYECHHS MOJIUBOCTEM, MPO0eM i pillleHb Il KJII€EHTa

ApT-MHUCIIEHHST — MpO TNO€JHAHHSA BI3IMHOCTI Ta KpPEATUBHOCTI JUIS
YMOXJIUBIICHHS ~ MOJAJBIIIOT0  CTBOPEHHS MaMOyTHIX MPOAYKTIB, 11es
3apOJKEHHS SKUX Oyle “IIMpIIor” 3a JOCBIA KOPUCTyBaya, JJIsl PO3TOPTAHHS
eKCTpaopAMHApHUX Oi13HECIB. APT-MHUCICHHS 1€ PO “‘KpeaTuBHi, paJuKalbHI Ta
py¥HIBHI BapiaHTH. [{n3aiiH-MUCIIEHHS] MOXE TPU3BECTH J0 OUIBII MTOCTYOBHUX,
a HE paJuKAIbHUX PE3YJIbTaTIB, CTABISIYM KII€EHTA B IEHTP IHHOBAI[IHHOIO
npouiecy” [1]. BoHO — mpo BEKTOpM PO3BUTKY KOMIMaHIi, B TOW dYac 5K
AU3aiiH-MHUCIICHHS — TIPO PIllIEHHS A7 PO3BUTKY KOHKPETHOTO MIPOAYKTY.

[lpukmamoM BOANOro 3acTOBYBaHHS METOAMK  apT-MUCICHHS  JJiA
CTBOPEHHS YHIKQJIbHUX PIlIeHb Y cepl TeXHOOT1H € SmoHis, ska juiie 3a XX
CTONITTS  TepeTBOpWiach 3  TEpPEeBaXHO  arpapHoi  KpaiHW  Ha
BHCOKOTEXHOJIOT14HY, BIAJIO BUKOpHUCTaBIK moTeHIian ceoro JJHK, cBoei Harii
JUIS TOTO, 11100 CTBOPIOBATH HAMCYYaCHII TEXHOIOTI].

Haii6inpmr Bmane mosicHeHHsI mpezacTaBieHo X. OraBoro “ApT CTBOpIOE
KpeaTUBHI 3allMTaHHA, a [JW3ailH CTBOPIOE KpEaTUBHI  PIIICHHS.
ApT-MUCJIEHHS — II€ TPOILEC 3aCTOCYBaHHS AapTUCTHUYHOTO MHCIEHHS Ta
MaliCTEepHOIro MOy Ha IUpHIMK cnekTp 3aBaaHb’ (puc. 5.1) [2]. X. Orasa
NOpIBHIOE apT 3 KOMIIACOM, JOLIJIBHUM I  CIIOCTEPEKEHHSIM  3a
MOKJIMBOCTSIMU 1 MpoOjemMaMu, a Ju3ailH — 3 pIIIEHHSAMH, COPSIMOBAaHUMHU Ha
ManOyTHE.

ApT-MUCIICHHSI J1I03BOJISIE BUSBISATU TaKl TEXHOJOTIUHI TEHACHINI, K1 Ie
HaBITh HE OTPUMAJI Ha3BY (ajie MPOSBIATHCS y BUIVISAL BEKTOPIB PO3BUTKY 1, B
MONAJILIIOMY  pPeaNli3yIOThCSI  4Yepe3  TEeXHOJOTrIYHI  pimeHHs). Takox
apT-MHUCIIEHHS ‘“‘momoMara€” BU3HAYUTU BEKTOP PO3BUTKY, LIOMO SKOIO
3aCTOCYBaHHS METOIB TN3aiH-MUCTICHHS TUTSI CTBOPCHHSI

KJIIEHTOOPIEHTOBAHOTO MPOAYKTY Oy/ie HalOIbII BIAIUM.
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ART THINKING DESIGN THINKING

ART THINKING :  DESIGN THINKING
Vision & Philosophy Product & Service
THEME 5
ISSUE
Creative Questions Creative Solutions
Looking for See the Under ‘.-1.;'][1 the Utilize the
new directions possibilities 3 possibilities possibilities

Puc. 5.1. ApT-MuciieHHs 1 qu3aitH-MUCIECHHS

IDicepeno: [2].

ApPT-MHCIICHHSI JTO3BOJISIE CTHUMYJIIOBATH HAPOPKCHHSI 1HHOBAIlIN, CIIPUSE
PO3YMIHHIO CHCTEM 1 TMPOIIECiB, 3aBISKH HECTAHIAPTHOMY MHUCIICHHIO;
3aCTOCOBHE HAaBITh B YMOBax JETEPMIHOBAHOIO XaoCy (XAOTHYHI CUCTEMH €
HETIHIWHUMU JTUHAMIYHUMH cucTeMaMi). “‘KoMImacHiCTh” apT-MHUCIICHHS B TOMY
gucii 1 1po “KOHTPOJBOBAHUM Xaoc”, Mpo OE3KIHEUHUW MpoLEeC TBOPEHHS
(TEeXHOJIOT11 SIK MHCTEIITBO), TIPO T€, IO HIXTO OTHO3HAYHO HE 3HAE HAIEPEe, 10
caMme 1 Ik caMe BUKPHUCTAJI3YEThCS. 3aBIsKN HOMy mepersiaaemo Bizii. OqHum 3
TOJIOBHUX 3aB/IaHb WOTO 3aCTOCYBaHHS € TBOPCHHS TaKUX €KOCHCTEM, BiJ SKHUX
OyoyTh HAJUXATUCH 1HIIM. APT-MHUCIICHHS PO MHUPOKE MPEICTABICHHS TOTO, IO
MU XOT1UJIM O TIOJIaTH, 1 B1Jl YOTO 1HII OTpUMaIH O 3a0BOJICHHS.

[I{oMuUTI € MOXIUBICTh HAPOIXKEHHSI MAaOYTHIX TEXHOJIOT1; K HACIIAOK,

BHHUKATUMYTbh HOB1 OJJaKMTHI OK€aHH (MOXJIMBO, CaMe MH iX 1 cTBOpHUMO). Tomy
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MpPUIMAIOTh, O apT-MUCIEHHS OLIbIIEe NPHUCYTHE B MPOOJIEMHOMY IPOCTOPI,
HaIllJICHE Ha MPOpUB (HE OPIEHTOBAHE HA KOHKPETHOTO KIIIEHTA), — METO/IMKA, 3
AKO1 “IIOYMHAETHCA 3aBTpa’, 1 3aBASKH SIKIA 3ByYMTh 3aUTAHHS ‘YU 1I€ B3arajl
MOXJIMBO?”. MeTa “He mepelTH 3 MOTOYHOI CUTYyallli A Ha Kpallly no3uilito A+.
... ApT-MucneHHsi norpedye BCTAHOBJICHHSI HOBOI ¥ ONTUMAaJIbHOI mo3uiii b 1
BUTpauae Oulbllle 4Yacy HAa BHU3HAYCHHS BapiaHTIB 1 T[OJIOBaHHSA 3a
HEKOHTCCTHUMH TIPOCTOPAaMH Y  BIIKPUTOMY TIPOOJIEMHOMY  IIPOCTOPI.
ApPT-MHCIICHHS KUBUTH YCBIJOMJIEHHSI TOTO, 110 MUCTELTBO 1 O13HEC CIYTYIOTh
OJlHE OJHOMY. BOHO ommcy€e MUCTENTBO SIK NMPOLEC “‘BUHAXOKEHHS TOUKHU b7, a
HE TPOCTO TepeMilieHHs Bijg Toukd A 10 Touku b. Bono mpuiimae Gi3Hec, sk
CTPYKTYpY, B SIKIi MOX€ AT TBOPYITH. APT-MHUCJIEHHA — 1€ mindset, siKuii
MOEHYE KPEATUBHUW a3apT IOCHTIDKEHHS 31 CTPYKTypOIO Ta OpTaHi3aIli€io
0i13Hecy. JIOBrocTpoKoBUM yCIiX OI3HECY 3aJeKUTh BiJI BU3HAYCHHS TOYKH B
[1]. Le Ttakox mnpouec “BUSABICHHSA peajbHUX MpoOieM, BUIbHUX Bij
YIEPEIKEHUX YSABICHb 1 3BUYOK, Y€pe3 yCBIIOMIICHHS MPOOIeMH Ta OauyeHHs
MaiiOyTHBOTO CYyCIIJIBCTBA, IO TPOSBISIETECA Y TEPEAOBHX TEXHOJOTIAX 1
MUCTENTBI 3 ychoro cBiTy. Lle ToBopuTh mpo pedi, sKi IpUITyCKaTh MaiOyTHIN
NOTEHIlAJI, 1 € TPOBIIHUKOM Jisi CEPEIHbOCTPOKOBOI Ta JOBTOCTPOKOBOI
pPO3pOOKH Bi3li Ta MIaHYBaHHS TEXHOJIOTIYHOI cTparerii’” [3].

ApT 1 TexHoyOrii B3a€MONOB’s3aHI, — 1 METOIUKOI0, 1 MOXKJIMBOCTSIMH
B3a€MOITIJICUJICHHS: TEXHOJIOT1i JIOMOMararoTh CTBOPIOBATH apT (HAINpUKIa,
moauHonon10Hui pobot Sophia, 1HTepakTuBHI aBatapu Al “RAVATAR”), apt
BUKOPHUCTOBYE TexHONOT1l (sik-oT Bumesragannii “llupk g0 Coneit”, abo
HalOIbIIE y CBITI IIOJEHHE, MOCTIHHE CBITIIOBE Ta 3ByKOBe 110y “CHMQOHISA
BOrHiB” y [oHKOHTY). | apT, 1 TEXHONOTIT NpaIiol0Th 3 HATXHEHHAM (1HCcaillTamu).

Texnonorii y BANI-cBiTI TpaHchOpPMYIOTh CHPUMHATTS 1HHOBAIIIN:
BHU3HAYaI0YM BEKTOP PO3POOKH MaeMO OyTH CBIAOMUMHM TOTO, 110 TEXHOJIOTII HE

MarOTh HAIIKOAUTH JIFOJMHI, a JIOMIOMOTTH, 1 III0 MU HECEMO BIIIOBITAJIBHICTD, Y
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TOMY YHCJIl MOpaJibHY; TOMY BapTO BPaXxOBYBATH MOTEHIIIITHI 3arpO3H Ta LIIyKaTH
NUISIXY X BUPIIICHHS, 3 PO3yMOM BHKOPUCTOBYBATH 1 pECYPCH, 1 MOXKIIUBOCTI.
Meton 6D € ogHMM 3 THX, II0 3aCTOCOBYETHCA B apT-MuUCIeHHI: “donate
(“noxxepTByiiTe””) — OyapTe 3aldyuyeHi, JUIITHCS Ta JaBailTe, HE 3HAIOYU IO
3MoxeTe orpumaru; deviate (“BIOXuiasiTech’) — MEPEHOCHTE 171€i, 00’ €KTH,
CUMBOJIM 3 KOHTEKCTY A B KoHTeKcT b; destroy (“HUIIITE”) — 3p00ITH BUKIHUK
cTarycy KBO Ta Bamiiii pobori; drift (“mpeidyiite”) — poOiTh peui, HE 3HAIOUU
JIOCTEMEHHO KyIu MpsMyeTe 1 3Haiijiere HOBUX mapTHepiB; dialogue (“BemiTh
mianor’) — AUCKYTyilTe, 100 HaBYaTHUCh, PO3YMITH 1 3MIHIOBaTH MPOLEC
TBOpeHHs; display (“BimoOpakaiiTe”) — mokasyiTe cBOIO poOOTy aymuTopii mif
yac mofii, curtyaumii”’ (puc. 5.2) [4]. 3acTocOByeTbCS B YINpaBIiHHI IS

no0aueHHsI MOXJIMBOCTEH 3311 HOBUX PIIICHb.

Be involved, share and
give without knowing
Show your work to an what you can gain
audience during an
event, a situation

Steal ideas, objects, sym-
bols from the context A
to use it in the context B

Discuss to learn,
understand & Challenge status quo &
change your creation your work (subversion
and self-subversion)

Do things without knowing exactly
where you go and find new partners

Puc. 5.2. 6D-meTon apT-MUCIICHHS
Iicepeno: [4].
OTxe, apT-MHUCICHHS — 1€ TpO Bi3it0, mpo mindset, TPO MOKIUBOCTI;

METO/I, SIKMI JIoroMarae BiIKpUBATH 1 0aUUTH HOB1 MOXKJIMUBOCTI, SIK1 € BUIbHUMHU

BiJl IPUITYIIIEHb.
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JuzaiiH-MHUCIIEHH. — 1€ 1OpOo  HPOAYKT, KIIEHTOLUEHTPOBAHICTH,
KJIIEHTOOPIEHTOBAHICTh, @ TAKOX MPO MOCTIHHUK 1, OakaHO, MBUIKUNA (Pigdex
BiJI CIOKMBaya IOJO0 CTBOPIOBAHOTO / CTBOPEHOIO 1HHOBAILIMHOTO MPOIYKTY,
TOMY LI0 MM 3aBXJIU MOMYy eMIaTyeMo (ITPOXKUBAEMO KUTTS “B uepeBUKaX’
HAIIOrO KIi€HTa). Mu OUIbII AETAIbHO 3aHYPIOEMOCH Y TMPOIEC TBOPEHHSA
CaMoOro MPOAYKTY 1 B T€, IO CTBOPIOEMO pillleHHs, 1100 BramyBaTu ‘“‘Ouib”
KII€HTa Ta moaapyBatu Mmpiro. lle — kpeaTuBHI pillIeHHS, SKi BPaxOBYIOTh
MOMJIUBOCT1 IIIOJI0 KOHKPETHOTO 3amuTy, 1 (QOpMylOTh pO3yMiHHA, SK IIi
MOYKJTMBOCTI BUKOPHUCTOBYBATH.

B nuzaitH-MucIeHHI MU TOBOPUMO MPO MPIK0 HAIIOTO KIIEHTa — 1€ T€, 3
Yoro MM TIOBHHHI pPO3MOYaTH, IMepIl HiK NPUCTYIUTH 1O CTBOPEHHS
CTapTan-npoaykry. Mu npuiiMaeMoO HO 3aMOBYYBAHHIO KOHLENT — “S maro
mpito...” (Maptin Jlrorep Kinr), mo € HEOOXiJHOIO yYMOBOIO JJii CTBOPEHHS
OpOAyKTYy. SIK 3aCHOBHHKHM CTapTamy, MaeMO CTBOPHUTU MPOIYKT, IO MOXKE
ajanTyBaTUCS JO 3MIH 3alWTiB, MOTpPeO CHOXHBA4YiB Yy MaiOyTHbOMY,
3a0e3Mneuyour KOMITaHii CTIAKICTh, — AKIIO0 MU 00epeMO TaKuM IUIAX PO3BUTKY.
Mu ne Oymemo TpaHc@opMmyBaTH TPOAYKT abo Oi3HEC B IHIIMMA, TOMY IO
MOKEMO CTBOPHUTH e 0araro HOBUX. AHaII3y€EMO MOKJIMBOCTI TTOE€THAHHS MPIi
KJIIEHTa Ta TOTEHIaly/CIIPOMOXXHOCTI KOMaHIW Teped THUM, SIK IOYHEMO
CTBOPIOBATH CTapTan-MpoAyKT. Binrak, cydacHuil 6i3HeC, 1€ JUIIE TITLKH PO
013Hec, a i PO MPIr0 (MOXKITUBICTh OAUYUTH KOMILJIEKCHO).

BaxunBo cTaBuTH B KOMaHli nuTaHHA: “J{1g1 yoro mu 1ie pooumo?”. Skiio
MH BIJIKPUTI JO THUTaHHSA “domy?”, 1 MOXXEMO JaTH Ha HBOTO BIJAIMOBIiAI —
KOMaHJla cTaprany ‘“Ha MBHUIAXY 10 ycmixy’. Takox moTpiOHO po3yMiITH HE
TUIBKK “dyomy?”, a #1 “mo came?” crapram Oyae MparHyTH BUBECTU HAa PUHOK
(“mo Mu HecemMo HMM MpoaykKToM?”’), 1 “saKk?” TPOMYKT BIANOBIIAE 3aMUTY
kiieHTa. He MoXHa He MpUITyCKaTd, 10 MPOAYKT MOXKe OyTH BUKOPUCTAHHM
no-iHmomy. Maemo 3po3ymiTi sikué (yHKITIOHAT MOTpeOye caMe Hall KITIEHT

(MVP — minimum viable product), a TakoX MNpoaHai3yBaTh KyIIiBEJIbHY
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CIIPOMOXHICTh: 3 OUIbIIUM (PYHKI[IOHAJIOM, ajie JOpPOK4Yui, ad0 3 MEHIIUM
(GyHKITIOHATIOM, aje JeMIeBIIWHA, — BPaxXOBYIOYM 1€, OOHMpaTH HaMpSIMOK
po3Butky mponaykry. [llomo DeepTech, To BapTo HamaraTucs He WTH B MacOBUH
CETMEHT.

[Ipodecopka [x. Jlintka ta CEO xommanii T. OriiBi BU3HAYHIA
IU3aiH-MUCIIEHHS SK CHUCTEMHMH MiAXIA JIO0 BHUPIIIEHHS MpoOiaeM, IIo
moOyJOBaHHUI “Ha YOTHUPHOX JIy’KE€ MPOCTHX 3alUTAHHSX, IO Y3TOKYIOTHCS 3
JOTUpMa €TarlaMM IMPOIEeCy: 10 € Take? 1o sKkwo? mo ay? 1 mo npayroe? Eran
“mo € Take?”’ mocHiKye cydacHy peanbHicTh. o sikmo — nmependbauae HOBe
MmaiOytHe. [1lo Bay pobuth nesxi BuOopu. Lo mpaimroe mpuBoAUTH HAC Ha
Mapketmieic” [5, c¢. 21]. Po3poOHuMKM miaxomy BHU3HAYWIM  JCCATH
IHCTpYMEHTIB, fKI OO’€IHYTh III YOTHPU 3alMTAHHA: Bi3yali3alis, KapTa
MOIOPOXKI KJIIEHTA, aHaJi3 JIaHI0)KKa CTBOPEHHS I[IHHOCTI, mind-mMamyBaHHS,
MO3KOBUH IITYpM, pPO3pOOKa KOHIIEMIIil, TECTyBaHHS IPHUIYIICHb, IIBUIKE
MPOTOTUITYBAHHSI, CITIBTBOPEHHS 3 KIJII€EHTAaMH, 3aIycK HaBuaHHs (puc. 5.3) [6].
ToOTo nM3aiiH-MHUCIICHHS MPO TIOTOYHY pealibHICTh, ajJbTepHATHUBHE 1 Kparle

MaiiOyTHE, TONOMOTY KJIiEHTaM 3po0uTH BUOip, BUXia Oi3HECY HAa PHHOK.

Visualization
: o
st E 5 2 s
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Puc. 5.3. Monens nn3aiiH-MHUCJIEHHS

IDicepeno:[6].
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[Tiaxin y3ropkyeTbes 3 koHuenuiero P. Tanaku, mo Au3aiiH-MUCIEHHS — L€
“METOJ] TOIITYKY TBOPYHUX PIIlIeHb, KOJIU HEAW3aWHEPH NMEPEerMaroTh MUCICHHS
nu3aiinepiB. Lle BITHOCHO KOPOTKOCTPOKOBMM METOJ BUPIMICHHS MpoOIeM s
BUSIBJICHHS MOKJIMBOCTEH 3a JIOMOMOTOI0 CIIOCTEPEKEHHS 3a MOBEIIHKO [3].
Takox 1eil MeToj AMBEPreHTHO-KOHBEPICHTHHM, SIKUA BUKOPUCTOBYIOTH
KOMaH/1, JUIsi CTBOPEHHS HOBHX pillleHb Juis Jirofen. [pairoemo 3a cxeMoro:
“IIlo Tax? — 1o He Tak? — Il{o 3pobutwH, 1mo6 Oy10 Tak?”’, TOOTO 13 KIOYOBUM
3alUTaHHIM: “SIK MOXXeMO BIOCKOHAJIUTH? .

[Iponiec mpoxoauts Tpu ¢dazu [7]: 3po3yMmiTH HOpodiemMy, TOCTITUTH
MOJKJIUBOCTI CTBOPEHHS HOBUX SIKICHUX PIII€Hb, MaTepiaai3yBaTh HOBI PIIIICHHS
(abo mponyktH). I, BKJIFOUA€ Taki eTanu Npouecy Au3aiiH-MUCICHHS:

1. EmnaryBanHs — mpoOyemMo MHpokuBaTH Ounb Kii€eHTa, OyTH B HOTrO
“gepeBukax”’, 30upaeMo iHdoOpMaIlil0 ¥ AaHl (aHKETyBaHHS, 1HTEPB IOBaHHS,
aHaJIITUKa JaHUX 13 BIIKPUTHX JKEPENl B IHTEPHET); 3pO3YMIBIIM HOro odpas
“iM’s”, BIK, CTaTh, 3aHATICTH, X001, TATEPHU MOBEAIHKH TOIIO), T13HAEMOCH 1
3aHYPIOEMOCH B OTO OCBiA (1110 KIIIEHT POOUTH, K 1€ pOOUTH, YOMY CaMe Tak
poOuth), MO0 Hagaml BU3HAUUTH MpobOiemy. Jlyke BaxJIMBO TapHO
IpoIpaIoBaii o0pa3 KIIEHTa, a/pKe TOJAlI MU MOXKEMO Kpallle YSIBUTH, IO
MOTEHIIIITHO BiH MOKE BiJuyBaTH (MO3UTHBHE Ta HeratuBHe). Ha nanomy erami
Oarato aHamiTHYHOT POOOTH KOMAaHIIW, JOTHYHOI 1 JO MpOlecy KOMYyHiKaiii 3
KJIIEHTOM (TIPO KapTy eMIIaTii y HaCTyITHOMY po3/iji). BaKInuBo yTpuMaTUCh Bij
“3aKOXyBaHHS” y CBId LI€ HE CTBOPEHUM MPOAYKT 1 3aMilIeHHS MPOEKIIN
KJII€HTAa BIACHUMH (I[00 3ajuIIaThd TOPU3OHT OayeHHS IIUPOKHM): BCS
iH(dopMmallis, SKy HaJae HaM KIIEHT 1 JlaHl 3 BIAKPUTHX JDKEpeN, Mae
J0TIOMAaraTy yA0CKOHAIIOBATH KOHILEMIIIO MTPOAYKTY.

2. dokycyBaHHS, BU3HAUCHHS MPOOJIEMU — MEPEBIPIEMO, YU TE, 10 MHU
BU3HAUMWJIM SIK TOpoOJIeMy KOpEIO€ 13 3alUTOM KJIEHTIB; 1€ OuiblIe
“3BY’KYEMOCBH” JI0 TPOOJIEeMH, BIIKHIAEMO Te, IO O Hei HE BIJIHOCHTHCS

(mpaBUIBLHO BU3HAUEHA MpolsieMa J1a€ MpaBUJIbHO BU3HAUCHE piieHHs). [{iHHO
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MaKCHUMaJIbHO TIOBHO JOCHIAMTH 1 cdopmyntoBatd mpoOieMy, 3HAUTH
BIIMOBiIbHA MHUTaHHA: “SK caMe MU BHUpINIyBaTUMEMO MpOOJIeMy Kii€HTa?”.
KopucaumMu meTtogamu €: KaHBa I[iHHICHOI mpormosuilii (value proposition
canvas), KapTta TOJOpPOXKi KJi€HTa (customer journey map), a TakoXX KaHBa
nepcoHu (persona canvas), sika 3akKJaJie OCHOBY IS CTBOPEHHS IIHHICHOI
MPOMO3HUIIii, 1110 € OJHUM 3 OJIOKIB KaHBU O13HEC-MOJIETI.

3. Tenepamist imeld — yCBIJOMIIIOEMO IHCAWTH, MPOTOHYEMO PIIICHHS.
[Tpornec renepariii el — Ipo BMIHHSA MPUCITYXaTUCh OAWH J0 OJAHOTO, 1 € TOBOJI
KpEaTMBHHUM, TOMY LIIHHO B MPOLIECI BUIIPALIOBAHHS PIlIEHb 3BEPTATH yBary Ha
MOSIBY YOTOCh HOBOTO, III0 BapTO BHKOpPHUCTaTH. B mpoiieci renepariii ijeil He
“yXouMO B Cy0’€KTHBI3M”, 3aJIUIIAEMOCH KJIIEHTOIIEHTPOBAHUMHU, PO3YyMIEMO,
10 HAaIll MPOAYKT Ma€ OyTH YHIKaJIbHUM JUIs KIl€HTa. 3reHepoBaHy et Tpeda
NepCOHAII3yBaTH TakK, 00 KIIE€HTY BIATYKHYJIOCH T€, 110 3p00MIIa KOMaH/Ia.

4. [IlporotunyBaHHs — @i3uyHUid abo “‘BIpTyaJbHUN~  MPOTOTHII,
CTBOPIOBAaHUH JIOBOJII IIBHAKO 1 HEBEIMKHM KOIITOM, B 3aJI€KHOCTI BIJ
MOKJIMBOCTEN CTapTan-KOMaHIu (SIK BapilaHT, MPOTOTHUIIIB MOXe OyTH Ouiblie,
HDK omuH). [lIBuake HaBuaHHS Yepe3 MPOTOTUITYBAHHS, MO0 HAPOAWTH HOBI
i71ei, — onHe 13 3aBldaHb Iboro ertamy. [IpuHIUIIM POOOTH TIPYHTYIOTHCS Ha
PO3YMIHHI I[IHHOCTI MPOAYKTY 1 TOMY, KM (pyHKIIIOHAN Oy/e 3alpOroHOBaHO.
3a pesynbpraTaMu NMPUHAMAETHCS PIMIEHHS, YA € CEHC NEPEBOJUTH DIIICHHS B
eTarn NoAaybIIOro TECTYBaHHS.

5. TectyBaHHS — TEpeBIpSIEMO HACKUIBKM TMPAaBWIbHO OyJd BHU3HAYCHI
MOPTPET KIIIEHTA, MpoOieMa, PIIICHHS; 1 HACKLIBKH PIMICHHS CHPUMMAETHCS.
3BOpPOTHIN 3B’SI30K BiJ KII€HTA, WOro PO3rOPHYTU KOMEHTAp € HaWOUIbII
IIIHHUMH, HOTO JyMKa MIOJ0 HAMoro (a He MYMKH TPO 1HIINI) TMPOAYKTY €
HaBaKJIUBIIIIOKD B TMpoIleci CTBOpeHHs. [IO3MTHMBHHUX BIATYKIB Mae OyTH
OlbIIIe, Kpallle pillleHHs Mae OyTy 00paHo. SIKIo Ha eTari TeCTyBaHHSI BUHUKAE
mpoOiiemMa, TO IHMKJI €TammiB TOBTOPIOETHCSA (ab0 17es He BaiayBaeThCs, a0do
MiBOT).
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BizyanbHo ¢a3u i eranu mpouecy AU3alH-MUCIEHHS MPEACTABICHO Ha
pucyHky 5.4 [1].

Learn about users
through testing

Test creates new
ideas for the
Empathize to project
define the problem

/ \ DEFINE

’\Q

EMPATHIZE IDEATE
—

I’Rﬂ']‘ll'l'\'l’l-

’L_l 3

TEST

Leam from
prototypes to spar
new ideas

Test reveals insights that
redefine the probler

UNDERSTAND EXPLORE MATERIALIZE

Puc. 5.4. ®a3u 11 eTanu qu3aiiH-MHUCIECHHS

IDicepeno:[1].

Po3pobmstoun npoaykTH, TOTPiOHO mam’siTaTH, 10 KOXKEH 3 HUX Ma€ CBIU
KUTTEBUN UK (HEMaE BIYHUX MPOAYKTIB). ToMy Ba)XJIMBO OpPraHi3oByBaTH
TISUTBHICTh TakK, 100 1 MUTaHHS IJIAHYBaHHS >KUTTEBOTO IUKIY MPOIYKTY, 1
JOCSTHEHHSI CTpareriyHuX Muied Oynu y3romxeHi. Takok BapTo Hi3HATHCS
OYIKYyBaHHSI KJI€HTa IOA0 MaHOyTHIX TMEpPCHEKTUB HAIIOTO MPOAYKTY 1
CHIBCTABUTH iX 31 CTPATETI€I0 PO3BUTKY. SKIO B MEBHUH MOMEHT BUSBHUTHCS,
10 MU YOTOCh HE BpaxyBaJlH, TOJ OIIEPAaTUBHO pearyBaTH.

Kpim Toro, komanma mae BH3HAuaTH KOHTPOJIbHI TOUKHM (milestones), B
AKuX Oylne NepeBIpsATH, HACKUIBKM 3[1MCHIOBaHI aKTUBHOCTI BIANOBIAAIOTH
IMOCTaBJICHUM 3aBaaHHsaM 1 Bu3HaueHuM KPI. SIkiio BUsABNs€TbCA TEHIEHIIS, 1110
KOMaHJla HE BHUTPUMYE TEMITIB/HABAHTAXKEHHSA, I[IHHO INIYKAaTH JOJATKOBI
pecypcu, mo0 3Mortv, abo podutu miBoT (pivot). IliBoT — mpo cTpareriuny
3MIHY HampsSMKy cTapramy, Oi3Hec-mojeni (Koau HasBHa Oi3HEC-MOJElIb HE

IMPUHOCHUTD 3a5iBJICHUX pGSYJIBTaTiB); oc gae MOYKJIUBICTh MBUIKO aJaIlITYBATUCDH
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10 HOBHUX YMOB, 3aJIOBOJIbHSTH NOTPEOM KIIIE€HTIB OUIbII €(EeKTUBHO. SAK-OT,
MOJKJIUBI 3MIHU (DyHKITIOHAy 3aJU1s1 33]J0OBOJICHHS 3alUTy KIII€HTA, pUHKY. J[7s
IOTO 1 JOILJIBHO 3aCTOCOBYBATU JIM3ailH MUCJIEHHS, — 00 JTOCIYXalo4uHuCh J0
KIIIEHTA, MEPENISHYTH NPOAYKT, BUWTH HA IHIIUA PIBEHb, 1 16 HE MOHOTOHHA
poboTa, 11e podboTa Ha MEPCIICKTUBY.

Akmo 1HCTpyMEHTapilo AU3alH-MUCIEHHS Oy/le HEJOCTarHbO, € CEHC
BHUKOPUCTOBYBAaTH METOJIUKY apT-MHUCICHHS, — 00MJBa B3a€MOJONOBHIOITH. B
npoleci HampalloBaHHS KOMaHJa MIIUTHCS PI3HUMH, “1HAKIIMMHU TOUYKAMHU
30pYy, BIOXWJISETHCA BIJI HUX, 3MIHIOE IX, HAlNOBHIOE HOBUMHU LIHHICHUMH
ceHcamu. BomHodac, AOTPUMYETHhCS TMPUHIUIIB: YHIKAJIBHICTH (T€, IO HE
BIIHAMIIUIA 1HII), BTUJIEHHS (pe3yibTar, 10 BigoOpa)xaTuMe I[IHHOCTI, TOCBiJ,
MOTHBAIlII0O KOMaH/M), €(hEeKTHUBHICTh (MMPU OOMEKEHUX pecypcax MaKCUMAaJIbHO

MOKJIMBUN pe3yNbTaT), 3MiHa (BUKIUK YCTAJICHUM IIPAKTUKAM, HAaBITh Cy4acHUM

(puc. 5.5) [7]).

/'\ 15 minutes meetings
Inlteractive crealions WU

Involvment —--=-==========2 > ——>  Piece of art

Puc. 5.5. Buxkopucranus apt-MuciaeHHs A1 Bizyanizaiii posyminas SCRUM
IDcepeno:[7].
Ax nistu ve cnia? He cmin:
- ITHOPYBAaTH 3alUTH KIIEHTIB 1 POOUTHU/3pOOUTH TMPOAYKT aOCOOTHO
IHIITNM;

- T0JIaBaTH MPOAYKTY “HENMOTPIOHUX ™ (PYHKITIH;
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- 0OSITUCH MPOrpaTH (aJjie BayKIMBO MPArHyTH BUTPATH);

- TPUCITYXOBYBaTHCh O IHIIOI, a HE BamIoOi IIJILOBOI ayauTopii (Ta
pearyBaTH Ha “a 110 X JIIOJU CKaXyTh);

- pO3paxoByBaTH, 110 XTOCh IHIIMI BHKOHAE€ 3a Bac Bally Mpaio (HaIl
NPOAYKT 1 KJIIEHTA HaWKpallle 3HAEMO caMe MU );

- BHM3Ha4YaTH TpoOlIl METOK (BOHM € pecypcoM, SKUU I[IHHO BJaJo
1HBECTYBaTH 1 peIHBECTYBATH).

3acnoBHuk Apple, C. JI)xo6c, ka3aB: “Jlu3aifH — 11e HE MPOCTO T€, 5K BiH
BUIVISAJAE 1 BIQUyBaeTbed. Jln3aiiH — 11e sIK 1e mpartoe”.

Jlocimyxarouuch A0 KIIEHTIB MU MOXEMO CTBOPUTHU MPOAYKT, SIKUM [LITHOBA
aynuTtopis Oylae XOTiTH Martd. Jias 1boro mnporpanboBYyeEMO BHUPILIEHHS
CKJIaJHUX, OararorpaHHUX NpPoOJIeM 13 CHUCTEMHHM BIUIMBOM, TIOCTIMHO
NPALIOEMO 3 PEATbHUMH JTaHUMH, BIJCIIIKOBYIOUM JMHAMIKY Ha PUHKY (SIK
TUIBKM KOMIIaHIi MepecTaloTh 1€ POOUTH, TO CHPAIbOBYIOTh 3aKOHH PUHKY:
BTpara KJII€HTA, BTpaTa JI0XOy).

[TixTBEpIKEHHSM, 0  KOMIIaHis  BAAJO0  3aCTOCOBYE  METOJHU
IU3aiiH-MUCJIEHHS, € MOBHE 3aHYPEHHS Yy JOCBIJ KJIIEHTA 1 BIACTOPOHEHHS BIJ
cy0’ekTHBI3MY, (POKYCYBaHHSI Ha MEPCOHAIBHUX CIIEHAPISAX MOBEIIHKU Ta JISX;
nepeayMoBaMu — JIFOMIMHOLIEHTPOBAHICTh 1 KPEaTUBHUM CBITOINIA, OCHOBHUMH
eJIeMEHTaMH — HaTXHEHHS, 1/1e1, peari3arris.

Tobto, nu3aitH-MUCIEHHS — TIPO ‘“3BY)KEHHS ', a apT-MHUCJICHHS — IIPO
MHCTELTBO CTABUTH 3AMTAHHA. IX MOXKHA BUKOPHCTOBYBATH Pa3oM i, HA JyMKY
X. OraBu, BOHU JOINOBHIOIOTH OJMH OJHOTO B MPOIECI BUSBICHHS CIPaBXHIX
npobaeM 1 pobGoTHM Haja iX BUpIIEHHAM. Takoxk, AW3aliH-MHUCIICHHS Ta
O13HEC-MHUCIIEHHSI TO€JHAHI TaKUM YHHOM, 00 MIABUILUTH CIPOMOXKHICTh
KOMaH/J po3BuBaThU Oi3Hec. g IJIel pO3BUTKY € CEHC PO3MOYMHATH 13
3aCTOCYBaHHSI METOJIB 1 MPUMOMIB apT-MHUCIEHHS, OCTYIIOBO ‘‘3By3UTUCH” 10
I3aliH-MUCTIEHHS, “BUUTH’ Ha Oi3Hec-MuCIeHHs (1 BU3HAYaTH MOXKIIUBOCTI

macmitaObyBaHHs Oi3HeCy), — BCl BOHM TMpPO B3aEMOJOMNOBHEHHS. AJXKe,
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apT-MHCIICHHS JIOTIOMara€ BUSIBUTU HOBI MEPCIEKTUBH, AM3ANH-MUCICHHS Ja€
MOXJIUBICTh TECTYBaTH PIIICHHS B KOHKPETHOMY KOHTEKCTI BHUKOPHUCTAHHS,
0i13HeCc-MHCIIEHHS 3a0e3Meuy€e eKOHOMIYHY JKUTTE3/IaTHICTh Ta CTiHKE 3pOCTaHHs
6i3uecy [8].

BuzHauarouun MOXIIMBOCTI, MpOOJEeMH 1 pIlIEHHs JJIS KII1€HTa, 30KpeMa y
DeepTech, iHHO onpaltoBaTH HACTYIIHI 3alMUTAHHS (YEK-JIUCT), 30KpeMa:

- UM KOpEeTIoE€ Bi3isg crapramy W iIesd MPOAYyKTYy, SKuil Oyne
CTBOPIOBATHCH/CTBOPEHO;

- 4d BU3HAYE€HO OO, Mpii, 3aMUTH KII€HTa 1 CIEHapli, 1 K came Halll
MPOAYKT BraMOBYBaTHME IIeil Oub/mapyBaTMMe Mpit0, 30KpeMa: 4d BIAIOCh
KOMaH1 chopMmyinoBaTd 25+ 3anmuTaHb A NMOOYJOBM €MIaTii, OTpuMaTu Ha
HUX BIAMOBIl; 4YM 4YITKO C(OpPMYTbOBaHO MpOOJIEMYy; YU 3TEHEPOBAHO
i7ero/pimenHs (25+ crieHapiiB BraMyBaHHS OOJIO KJII€EHTA) 1 4M o0OpaHo ‘“‘camy
Ty” JUIsl TONANbLIOTO0 BTUIEHHS; YW BU3HAY€HO 0a30B1 XapaKTEPUCTHKU
npoaykry Ta MVP; um  igeHTHdikoBaHO  IHAMKATOpH, 3a  SKUMU
BU3HAYaTUMYThCS PE3yJbTaT TECTyBaHHS, 1 Y1 OTPUMAHO PO3TOPHYTI B1JIMOBIII
Bij kiieHTa (He 3a0yBaemo BSC 1 komaHH1 poiii);

- 91 KOMaHJa MOXKe 1JICHTU(IKYBaTH, 3a SIKUX YMOB Oyje TOTOBa 3pOOUTH
MIBOT.

OTxe, apT-MUCTICHHS — PO 3aMUTaHHA, JTU3alH-MUCIIEHHS — PO PIllICHHS,

O13HEeC-MUCJIEHHSI — PO CTay JIifo.

Bucnoeku
ApPT-MHCIICHHS 1 JTU3aiH-MHCIICHHS JOIOMAararoTh BU3HAYUTH HAIPSMKH
PO3BUTKY, 3pO3YyMITH MPOOJIEMHU KIIE€HTA, 3alpONOHyBaTH pimeHHs. [lepemik
METOJIB, SKI MaloTh 0OpaTH KOMaHIHW, 3aJieKUTh BiJ Bi3ll Ta IPOIYKTY.
3BOpPOTHIN 3B’S30K 3 KIIEHTOM € 3aBXKJIM BaXIJIMBUM, OCOOJMBO Ha €Tarax
I3aliH-MHUCICHHS (emmaTyBaHHS, (dhoKycyBaHH, TeHEPYBaHHS,

NPOTOTUITYBAHHSA, TECTYBaHHsS). 3aBASKU UMM I1HCTPYMEHTaM 1 METOAaM €
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PO3IIJI 6. Kapra emnarii Ta CTBOPEHHS YHIKAJbHOI HiHHICHOI PONO3M il

y lean crapranax

[Tpuitaarts imei lean crapramiB MoYanoch 3 YCBIIOMIIGHHS TPaBISIMH
eKocUCTeMH Toro, 1o cka3zaB CriB brnank: “Crapranu — 11e He 3MeHIIeH1 Bepcii
Benukux kommaHii” [1]. Lg Te3a 3poOuiia peBOJIOLI0 y pO3yMiHHI CTapTalliB.
AKTHBI3aIlisl pO3BUTKY lean craprariB 1 po3movaiach 3 MPUHHATTS AYMKH, 1110
cTapTanmyd HE MOXKHa 1eHTH(]IKOBYBaTH 31 3MEHIIEHUMH BEPCISIMU BEJIMKUX
KOMIaHIi, 1 3 PO3yMiHHA cTapranaMyd TOro, 1[0 BEJIUKI KOMMaHIii
BUKOPHCTOBYIOTh BIJJOMi Oi3HEC-MOJIeNi, a cTapTan CaMOCTIHHO IIyKae Ta
CTBOpIOE O13HEC-MOJEINb, — XUTTE3AATHY, MOBTOPIOBaHY 1 MacuitaboBaHy. B
IIOMY 1 MOJISITA€ OCHOBHA BIIMIHHICTH BEJIMKOTO Oi3HeCy Bif omaanuBux (lean)
cTapTarib.

Metogonorida lean crapramniB 3aCTOCOBYETHCS JJII CTBOPEHHS Ta PO3BUTKY
MPOIYKTIB 1 O13HECIB 33151 CKOPOUCHHSI ITUKITY PO3POOKH MPOAYKTY Ta MOIITYKY
IIBUAKOI BIANOBIAI HAa MHUTAHHSA YH MOJEIb € JKUTTE3aTHA (JIAHITFOMKOK:
“rimore3n — 1TepaiiiiHa Monaenb po3poOku — HaBuaHHA ). KopoTko ii MOxHa
o3ByunTu ¢pazor “Fail fast” (tobGro, “mamaii mBHAKO”), — 1€ TIPO
SKHAWUMIBU/II BIAMOBIAlI Ha 3alIMTAaHHSA KOMaHIW IOAO0 BaJlAHOCTI KOHIEHIT
MPOYKTY, a TAKOXK MPO T€, K YOE3MEUUTUCH BiJ] 30MTKIB.

[Ilo6 po3pobutu mpoayKT 1 OI13HEC-MONENb 3a MeTojoJioriero lean
cTapraimy, JA€ pIlIeHHs Oe3lepepBHO MEpEBIPAEThCA 3aBISKU J1ajory 3
KkiieHTamu (“mo” Toro, sIK cratu mpomykrom, Oi3Hecom), CtiB brnank paauTthb
3BEpTaTH yBary Ha Tpu peui [2]:

1) Po3polbnsatu rinmore3u, a HE MOKJIAATUCh HA HEMEePEBIPEH] 3/I0TAKH, 1
KOPHUCTYBAaTUCh MOJIeNIsIMH (persona canvas, business-model canvas Ta iHIITUMU
JUISL PO3YMIHHS, XTO came € KJIIEHTaMU, 10 CaM€ MU CTBOPIOEMO Ui HUX, SIKi
KaHami AUCTpuOyIii OyayTh TI€BUMH, SK yTPUMYBaTH KIIE€HTIB 1 PO3BHUBATU

B3a€EMO/III0 3 HUMH, SIK1 OylyTh BUTPATH, JOXOAH, MPUOYTKU TOIIIO).
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2) [lepeBipstu rinores3u: “BUiTH 3 OyaiBi (pi3UYHO, a 1HO/I U BIPTYaJIbHO ,
BepudikyBatd (44 CIOPOCTyBATH) IIi  TIMOTE3W,  PO3YMIIOYH,  SIKI
XapaKTepUCTUKH/(QYHKIIOHAT MPOAYKTY MPONOHYIOTHCS KIIIEHTAM, SIKI METPUKHU
BUKOPHCTOBYBaTUMEMO JJIsi TEPEBIPKH; OTPUMABIIHM MO3UTHBHHUI 3BOPOTHIN
3B’430K, IOKpAIyBaTH KOHLEMIIIO MPOAYKTY 3 KOXHOK  ITEpalli€ro
(nepeBipsieMO “00 KIII€HTA” 13 KIIEHTOM).

3) BuxopuctoByBaTM THYYKWW IHXKHHIpUHT, CTBOptoBatu MVP
(MIHIMQJIBHO JKUTTE3AATHUN TPOIYKT) — Oe3MedHo 1 Oe3mepepBHO HABYATHUCh
4yepe3 BUKOPUCTAHHS PE3yJbTaTiB B3a€MOJII JJIsl MIHIMI3alli pU3HKIB BUITYCKY
MPOAYKTY I “TIEPIIOTrO KIIE€HTA”, IO IOIMepeaHh0 MaB (hiI3MYHO CTBOPEHI
ITEpaTUBHI Ta IHKPEMEHTaIbHI BepCii.

Mertonomnoris lean crapramy moB’si3aHa 3 KpEaTHUBHICTIO 1 PO3IITHYTUMU Y
MOTIEPEAHBOMY PO3MLIl apT-MHUCJICHHSAM 1 Ju3alH-MHCIeHHsAM (puc. 6.1) [3].
3aBIsSKH apT-MUCIICHHIO BUKPUCTATI30BYEMO PO3YMIHHS, KyIU PyXaTUMEMOChH,
3aBISKM JU3aiH-MHUCIEHHIO MPONpPALbOBYEMO MPOIYKT, 3aBISKA METOJOJIOTIT
lean craprany po3ymieMo, MO camMe 1 SIK camMe poOuTuMeMo (IPOAYKT,
013HEC-MOZeNb), 1 CTpyKTypyeMo BucHOBKU. HaBith y BANI-cBiTI, B ymMOBax

TBOPYOTO 6e3naz[y, MaroThb 6YTI/I 3aIJIaHOBaH1 eTaIu 3a4J1 JOCATHCHHA MCTH.

© Q P

Design Thinking Lean Startup Art Thinking

tically, sust tivity, up t i tenets of gn: desirability, sustainability, and feasibility.
entreprene esist classica aches t fte el able vage, let's explore creat ith three frame

tic to co th uncertaint en more, Improbable situations
A radical perspective Disciplined Entrepreneurship Improbable to certainty

Design tt g t a shift to explore Going f 0 1d hopefully scaling Drz ues of 1 € able
with radically different perspectives, a beginne ecurely a [ bly is busine a l
ettobe e creative in solving proble takes a Lean Startup mindset and method t kingis an "avant-garde
1ideation, market segmentation S n Bure
seminar. This method draws from the
DT is far more tt I oL g gyours artists' approach to challenge reality, con

Puc. 6.1. KpeaTuBHICTb: apT-MUCJIEHHS, TU3aliH-MUCIICHHs Ta lean cTapTan
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IDcepeno:[3].

“Kopinaa” lean crapramiB — y lean-iHHOBamisx (OepeXIMBUX,
OIIAAJIMBUX). MeTomonoris 03BOJIIE€ YITKO BH3HAYaTH €Talud MpPOoLECy
TBOPEHHS 1HHOBAII A1 MOOYIOBM Ta 3amycKy MpuOyTKoBOro Oi3HEecy. MeTon
“IUCIUIUIIHOBAHE MIANPUEMHHUILITBO” KOPENIOE€ 31 METOJaMU IMPOEKTHOTO
VOpaBIIHHS JUIS  MIABUIIEHHS PpPE3YyJbTaTUBHOCTI M SKOCTI KEPOBAaHOCTI
MPOILIECOM CTBOPEHHSI TPOAYKTY / PO3BHUTKY Oi3HECY, 3aBISIKHA TEPEBIpIl Yy
KOXKHIH 1Tepallii Ta KOMyHIKaIlii 3 KJaieHToM. BiH 103BoJisI€e IepeTBOpIOBaTH 1/1€i
Ha peajbHICTh 3 MIHIMAJIBHUMHU BUTpaTaMy BCIX BHUIIB pecypciB (HaBiTh Ha
ctBopenHss MVP), 1o B nojansiiomy 1ae HeoOXiIHy KOHKYPEHTHY MepeBary Ha
pUHKY, a00 MPUIIBUIIIEHHS HAPOHKEHHS HOBOTO PUHKY, HOBOTO OJaKHUTHOTO
okeaHy. MeTon “IMCUUIUTIHOBAHOTO MIANPUEMHHIITBA”, po3pobneHuil LlenTpom
MIAMPUEMHHIITBA MaccadyCeTChKOro TEeXHOJOT19HOro 1HCTUTYTY (Martin Trust
Center for MTI Entrepreneurship), mae ABaAIsiTH 4OTUPU €TAM Ta BIJIHOCUTHCS

no meronosnorii Lean crapramy (puc. 6.2) [3].

b

Puc. 6.2. MeTop “AMCIUIIIIHOBAHOTO MiANPUEMHUIITBA’
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IDcepeno:[3].

Metogonorisa lean crapramy pornomarae CTBOPUTH YHIKaJIbHY IIHHICHY
MIPOTO3UIIIIO.

3riqHo BHU3HA4YeHHS [HCTUTYTy cTparerii Ta KOHKYPEHTOCIPOMOXHOCTI
["apBapacekoi 6i13Hec-mkonu (Institute for Strategy&Competitiveness, Harvard
Business School) “ninHicHa mpomo3ullis BU3Ha4a€e TUII IIHHOCTI, Ky KOMIIaHIs
CTBOPHUTH JIJISI CBOIX KJIIEHTIB. ...HOBA I[iIHHICHA MPOIO3HIIIS PO3IIMPIOE PUHOK.
...TIPOTIO3HUIIiSl IIHHOCTI € €JIEMEHTOM CTpaTerii, sika CIpsMOBaHa Ha KJIIEHTIB,

Ha CTOpOHY BUMOT B O13Heci” (puc. 6.3) [4].

WHICH NEEDS?

p i

What end users? © Which products?
What channels? © Which features?

o Which services?

Premium? Parity? Discount?

o Finding a unique value proposition usually involves
a new way of segmenting the market

o A novel value proposition often expands the market

Puc. 6.3. BusnaueHHs [iHHICHOT IPOMO3UIIIT: TPU BaXJIUB1 MUTAHHS

IDicepeno: [4].

BignoBigHo, s Toro, mo0 cGOpPMYIIOBAaTH YHIKAJAbHY I[IHHICHY
MIPOTIO3HIIIIO0, MTOTPIOHO 3PO3YMITH, XTO HAII KIIIE€HT, YOTO BiH JIHCHO MOTPEOYE,
K BHpilIye mpobiaeMy 3apa3 1 SK TOTOBHM ii BUpIIIYBaTH 3aBISKH HAIIOMY
npoAyKTy (1 3a Ky LiHY, 1 AKa Oyae NpUUHATHA NPUOYTKOBICTh JJIs1 KOMIIaHi1).

OpHuM 3 METOMIB, SIKMW OTIOMAarae Mi3HaTu 1 3pO3yMITH KJII€HTA, € KapTa

eMIIarii.
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KapTtu emnarii akTUBHO BUKOPUCTOBYIOTHCS Ha eTami “10” JOCIHIIKEHHS 1
Marepiajizamii B Mmporeci Ju3aiH-MHUCICHHS, — BOHHM IIIHHI caMe Ha eTarll
po3ymiHHs. TOMy B KJIIEHTOOPIEHTOBAHUX 1 KJIIEHTOIIEHTPOBAHKUX O13HECAX BOHU
BUKOPUCTOBYIOTHCSI BlJl CaMOro IOYaTKy Mpolecy au3ailHyBaHHs. [lepeBara:
Mi3HAHHSA TOTO, KUM € KIIeHT (iHdopMallis OTpUMYEThCS Oe3MocepeaHbO Bij
HbOI0), a TakoXX 301p 1 Bi3yalizallis AaHUX MPO KIIEHTA, HOTO CTaBICHHS Ta
MOBEAIHKY, Ha ONHIA TuIar@opmi (K TMPaBUIO, KOMAHIW TPAIIOIOTH 3
CYYaCHUMHU J1JHKUTAT-IHCTPYMEHTAMM ).

Kaptu emmnarii MOXyTh 3allOBHIOBaTHCh 1HJIMBIAYyaJdbHO KIIIEHTAMH, a
MOXYTh OyTH 3arperoBasi (ajie He 3aMiHIOIOTh “NIepcoHy’”’, TO00 oOpa3 ocodu,
ySBJIEHHS MPO HEl, MIATBEPIKECHE SIKICHUMHU Ta KUIbKICHUMHU JIOCIIPKEHHSIMH,
0 € TepcoHI(pIKOBAaHUM BiIOOpaKEHHAM peanbHOi 1H(OpMalii Mpo Hamry
mipoBy ayautopito). Bine-npesunentka Nielsen Norman Group (NNG) C.
['i6060HC 3a3Hauae: “Bizyamizallis CTaBi€HHS Ta IMOBEIIHKA KOPUCTYBauiB Ha
KapTi emmnarii qonomarae UX-komMaHaaM y3TOIKYyBaTHCh Ha OCHOBI TIIHOOKOTO
PO3YMIHHS KIHIIEBUX KOpHCTyBauiB. IIpolec 3iCTaBICHHS TaKOX BUSBIISE
Oyab-AKi MMPOTAIMHU B HAasBHMUX JAHUX KOpHCTyBaua. ... Kapra emmnarii nepenae
3HaHHS MPO KOPUCTYBAYiB JJIsi TOTO, IMI00: 1) CTBOPHUTH CIUJIBHE PO3yMIHHS
noTped KOpUCTYBayiB 1 2) JOMOMOITH y NPUUHATTI pimieHsb. ... Konu kaptu
eMmarii  3aloBHIOIOTHCA ~ O€3MOCepeNHbO  KIIEHTaMH, BOHHU  MOXYTh
BUKOPHUCTOBYBATUCH SIK BTOPUHHE DKEPEIO JAHUX 1 OyTH BIIMPABHOIO TOYKOIO
Uil miacyMyBaHHs oTpumanoro” [5]. IlpaBunbHMiIl mpioputrer — mnoTpedu
KJieHTa (PO SIKI BIH caM MOXE III€ HE 3HATH, OCOOJIMBO SIKIIO MPAIIOEMO 3
DeepTech, MoTHBHM 1Oro MOBENIHKH), 13 MOEJHAHHAM MepeBar sl KOMaHIH,
30KpemMa: O0O0’€HAaTH KOMaHAy IIOAO CIIIBHOTO PO3yMiHHS Kii€eHTa (1mo3a
IHIUBIyalbHUM Cy0’€KTHUBI3MOM YYaCHUKIB), MPOJAEMOHCTPYBATH, K1 CIaOKi
CTOPOHM MOTPIOHO BpaxyBaTH, Ha L0 Tpeda 3BEPHYTH yBary, WTH HUIAXOM

lean-1HHOBALIIA.
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Bi3yanbHo, kapTra emmnarii MojaiieHa HAa YOTUPU KBAaJpaHTH: IO KIIEHT
TOBOPHTH, IO KIIEHT JyMae€, MO0 KIIEHT POOWTH, IO KIIEHT BiAYyBae€, 3
PO3MIIIIEHHSIM 00pa3y KilieHTa abo mepcoHu B cepeauHi (puc. 6.4) [5]:

- y KBagpaHTi “says” (To0TO, “roBopuTh”’) (IKCYyIOTH TE, IO KIIEHT TIHACHO
03BYUY€ BroJioc (I[UTaTH);

- y kBazapaHTi “does” (ToOTO, “pOOMTH’) PO3MIILYIOTH Jii, 5IKI BUKOHYE
KIIEHT (1110 pOOUTH, SIK POOUTH);

- y kBagpanTi “thinks” (To6TO, “Mymae) ¢ikcyroTh Te, MpPo IO 3aiiMae
JYMKHU KJTi€eHTA (10 J1HCHO BaXKIIUBO) MPOTSITOM BChOTO JOCBIY;

- y kBajapanTi “feel” (ToOTo, “BiguyBae’”) y3araabHIOEThCS 1HGOpPMAILIiS PO

EMOIIITHUH CTaH KJli€HTa (MPUKMETHUKA, KOPOTKE PEUCHHS JI1 KOHTEKCTY).

SAYS THINKS

USER

DOES FEELS

Puc. 6.4. Kapra emnarii

Ilcepeno:[5].

AJNTOpPUTM MIATOTOBKH CTBOPEHHS KapTH emmnarii (3a metogom) NNG [5]:

1. BuzHauenHs macirady Ta Iijel: 41 KapTyBaTUMEMO OKPEMOTO KIIIEHTA,
9 mepcoHy [6] (mns OmHOTO KITIEHTA/MEPCOHW OFHA KapTa emmarii, s
JEKUTBKOX MEPCOH — OKpeMa KapTa eMIIaTii JUisl KOJKHO1), M BCsl KoMaHia Oyze
MPUCYTHA 1 HAJIAIITOBaHA HAa HAIIOTO KJIIEHTA, 4d Oy[e aHali3 TPaHCKPHUMIIN
BCIX IHTEPB 10, CKUIBKH Yacy MOTPiOHO Ha IIf0 poOoTY.

2. 30ip matepiadiB: SKIIO MPAIFOBUTEMO 31 BCIED KOMaHIOI0, MOTPIOHO

BU3HAUNUTH CrmocoOu 300py 1 Bizyamsarii (BipTyaapbHa a00 peanbHa JIOIIKA,
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orutayeHa rmiatdopma, CTIKepH); SIKIO podoTa nepeadavaeThes 1HIUBIAyalbHA,
TO OOWpaEeThCsl HaAW3pydHImui Qopmar, MmoO0 MOXHA OyJI0 MOAUTUTUCH
pe3ynbpTaTaMu 3 KOMaHI01o.

3. 30ip nmochiKeHb: BCl METOAM, $IKI BUKOPHUCTOBYBATUMYTHCS, 100
HATMIOBHUTH KapTy emmarii (KapTyBaHHS eMmarii — Mpo sIKICHI METOMH), SK-OT
BXIJIHI 1HTEPB’I0 3 KJIIEHTAMHU, OMMUTYBAHHS, MOJILOBI JOCIHIKEHHS, IIOJICHHI
CIIOCTEPEXKEHHS, CEaHCH NMPOCITyXOBYBaHHS TOIIO.

4. CTBOpEHHS CTIKEpiB AJI KOXKHOTO KBaJpPaHTA: KOXKEH YUACHUK KOMaHIU
O3HAMOMITIIOETHCSL 3 pe3yiabTaraMu JOCHIKEHHS 1HAMBIAyaJIbHO, a TOTIM
3aMOBHIOIOTH HAJIIKH, K1 pO3MIIIYIOTh Ha BIpTyaibHINA a00 peaabHii JOIIII.

5. KonBepreniiisi B KJ1acTep i CHHTE3: YYaCHUKH KOMaHIH TEPerisiIaloTh
CTIKEpH Ta 3TPYIMOBYIOTH CXOXi, III0 PO3MIIIIEHI B OTHOMY KBaJIpaHTI (K1acTepu
OTPUMYIOTh HA3BH BIJIMOBIAHO 10 TE€M, SK-OT “Bamigaris’, “mOCHipKeHHS’), 3
METOI BUIPALIOBAHHS CIUIBHOIO PO3YyMIHHS KIII€EHTa BCiMa YyYacHUKaMU
KOMaHJIM; 3a pe3yJbTaTaMy KjacTepu3allli O3BYUYIOThHCS/BI3yalli3ylOThCs, SIKI
ICHYIOTB JaHi, 10 HE IMAXOAATh )KOJTHOMY KJIacTepy, SIKi TEMH TTOBTOPIOBAIUCH Y
BCIX KBaJpaHTax, a Kl MPUCYTHI TIJIbKH B OAHOMY, SIK1 POTaJIMHU MPOSIBUIUCH
y HaIlloMy PO3yMiHHI KJTIEHTA.

6. Y3aralbHEHHS Ta TMOAANBIIE IJIAHYBAaHHS: SKIIO YYaCHUKH KOMAaHIU
BITYYIOTh, III0 TOTPeOy€eThCs OlbINa meTalisaiis, ado € yHIKalbHI TOTpedu, TO
KapTy aJanTyloTh MiJ 11 NOTpedH, SK-OT, JONOBHUBIIU JOJATKOBHUMHU
KBaJlpaHTaMHl  (HAOUTbII ~ BUKOPUCTOBYBAaHMM  KBajgpaHT “muni”), abo
30UTBIIUBIIN KOHKPETH3AIlI0 0 HAsSBHUX YOTUPHOX KBAJAPAHTIB; PE3yJbTarT
y3arajabHIOEThCA, 30€pIraeThCs; MIIAHYETHCS MEeperisg KapTH (SK TUIbKU OyayTh
HAJIXOJIUTH HOBI PE3yIbTaTH SAKICHUX JOCIIKEHB ).

OTxe, kKapTa emMnarii IeMOHCTPYE, 110 TOBOPUTH, POOUTH, TyMae 1 BITUyBa€e
KJIIEHT IOJO PIIIE€Hb, MOB’SI3aHUX 3 MPOAYKTOM, H 00’€JHY€ KOMaHAY LIOA0
PO3YMIHHS HAIIOTO KIII€HTA, PO3BUBAIOYM EMIIATiI0 Ta JOMOMAararoud y

NPUHHATTI PILICHb.
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[TorpiOHO BiA3HauuTH, 1O Yy lean-crapramax uisl LUIeH poO3poOKH
KOHIIEIIII1 MPOAYKTY I[IHHIIIEC B3aEMOJIATH caMe 3 KIIIEHTOM; MEPCOHA KJIIE€HTA
Ta mepcoHa MOKynus — pi3Hi. ToMmy Mo nokynenb Kymye ToBap (paxt
npuaOaHHS €), ajie HaM JIOCTEMEHHO HE BiJIOMO, UM HOTO BUKOPHUCTOBYE ((pakTy
MiATBEP/DKEHHS BUKOPUCTAHHS HEMAa€;, HAMpPHUKIAA, KyNWId Yy TMOAAPYHOK).
KiienT — wme TOH, XTO (PAaKTMYHO BUKOPHUCTOBYBATHME/BUKOPHUCTOBYE HAIIl
KIHIIEBUU MpOoayKT. BomHouac, nist po3poOKu cTpaTerii (SK-0T, MapKETUHTOBO1 )
1 KJIIEHTH, 1 MOKYTII]i Ba)KJIUBI.

CTBOpPIOIOYM YHIKQJIbHY LIHHICHY MPOMNO3ULII0, [IIHHO BHUKOPHUCTOBYBATH
OUIBIIY KITBKICTh METOIB BITOOpaXKEHHS TOCBIAY KII€HTA, IK-0T (puc. 6.5) [7]:

— KapTy TMOAOPOXi KileHTa (customer journey map), IO BimoOpaxkae
B3a€MOJIII0  KOHKPETHOTO  KJIi€HTa 3  MPOAYKTOM  XPOHOJIOTIYHO, 1
BUKOPHUCTOBY€ETbCSI Ha OyAb-sIKOMY €Tami MPOEKTYBAHHS TMPOMYKTY IS
3HaXO/IPKEHHSI MPOOJEMHHUX TOYOK (BU3HAYAIOTHCS ML, JAil, TyMKH Ta €MOIIii
KJIIEHTA TPOTATOM MEBHOTO Yacy, HapHKiIad, 3a Mojesuno “define — compare —
negotiate — select”, ToOTO “BU3HAYaTHU — MOPIBHIOBATU — JOMOBJSITUCA —
BuOuparu”), s (OpMyBaHHS €JUHOTO PO3YMIHHS Yy4YaCHUKaMU KOMaHIU
HUIAXY KJII€HTA Ta MOJAJIBIIOr0 MPOEKTYBAHHS ISITBHOCTI;

— KapTy AOCBILYy (user experience map), 0 y3arajibHIO€ KOHIEIIIII0 KapTh
MOIOPOXKI  KITIEHTA, HE3aJeKHO BIiJ] KOHKPETHOTO TPOAYKTY abo Oi3Hecy,
BUKOPUCTOBYETHCS JIJII PO3YMIHHSA TMOBEMIHKM ¥ “00’€qHAaHOrO” IOCBimY
JIOJIMHU B LIJIOMY, 1 CTBOPIOETHCS MEPe]l PO3POOKOI0 KapTH MOJOPOXKI KITIEHTA;

— TUIaH cepBiciB (service blueprint), mo gomomMarae BinmoOpa3zuUTH
B3a€EMO3B’SI3KM MK CEpPBICHUMH KOMIIOHEHTaMH Ta mpouecamu (To0TO, MiX
JIOMBMH Ta TPOIECAMM ), SIKI TIOB’SI3aH1 3 TOYKAMU JTOTHKY Y TTOJOPOXKI KITIEHTA;
BOHM SIK HACTYIHAa YacCTHHA KapTH TOJOPOXKI KIIIE€HTA, 110 BUKOPUCTOBYIOTHCS
JUTSl TIOIIYKY CIaOKUX MICIh 1 TOUOK B3aeMOJIi (30Kpema, 1 MiXK KOMaHJIaMu),
MOKJIUBOCTEH ONTHUMI3aIlil, 1 CTBOPIOETHCS MICHSI KAPTHU MOAOPOXKI KITIEHTA, aje

nepea BHECEHHSIM OpTaHizalifiHuX a00 TEXHOJIOTTYHUX 3MiH.
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Pa3oMm 13 kapToro emmarii BCl YOTUPU ONUCYIOTh PI3HI MPOLECH, MAOTh

PI3HI 11111, aJie T03BOJISIOTH 00’ €THATH KOMAHIN Y PO3YMIiHHI KJTI€EHTA.

CUSTOMER JOURNEY MAP EXPERIENCE MAP SERVICE BLUEPRINT

PHASE 1 PHASE 2 PHASE 3 EVIDENCE

O SPECIFIC USER + SCENARIO + GOALS
CUSTOMER
ACTIONS
PHASE 1 PHASE 2 PHASE3 | | Ll e e e e mm e manan

FRONTSTAGE

~_ == S U g == E—

PROCESSES

Puc. 6.5. Kaptu: mogopoxi Kii€HTa, J0CBiY, TUTaH CEPBICIB

Iicepeno: [7].

Boanouac, gkimo mpoaykTy Iie Hemae, a Iie Keic lean crapramiB, TOmi
Kpale KOpUCTYBaTUCh caMe KapTO0 eMIIaTii.

CTBOpIOIOYM YHIKaJNbHY LIHHICHY TMPOMO3ULII0 JUIs KiieHTa y lean
cTapTanax I[IHHO OIpAaIfOBATU HACTYMHI 3aIUTaHHA (YEK-JIHCT), 30KpeMa:

- 44 3T€HEPOBAHO MOPTPET KiieHTa lean craprary;

- Y4 BU3HAYEHO, B AKOMY CETMEHTI Oyjie Mpe/ICTaBIeHO MPOIYKT, 30KpeMa
DeepTech, mix 3anut kiienta (B2C, B2B Too);

- HacKipkd e¢ekTuBHOIO Oyma poOoTa MO KapTyBaHHIO eMMarii: uu
BAAJIOCH CPOPMYITIOBATH PIIICHHS Ta 00’ €THATH KOMAH/LY;

- 4y BU3HaYeHo M VP Ta 1iHHICHY NPOMO3HUIIiIO.

OTxe, KapTa eMIiatii JAJig CTBOPEHHS I[IHHICHOI Mpomno3ullii lean crapramy

€ JIIEBUM 1 [IIHHUM THCTPYMEHTOM.

Bucnoeku
Jlnst cTBOpeHHs Ta PO3BUTKY MPOAYKTIB 1 OI3HECIB € METOoAM, SKi
JI0TIOMAraroTh CTapTanaM Kpaiie 3p0o3yMITH CaMe CBOiX KIIIEHTIB Ta CTBOPIOBATH
YHIKQJIbHY I[IHHICHY Tiporo3uiiito juisi Hux. Kouunemmis lean crapramy
JOTIOMara€ 3MEHIIUTH PHU3WKU Ta BUTpPATH Ha CTafAil pO3pOOKH MPOAYKTY
3aBISKU IIBUJIKOMY BHUIPOOYBaHHIO Ta KOPUTYBaHHIO rinoTe3. CTBOpeHHS

YHIKQJIbHOT HIHHICHOI MPOIO3HUINi MOJSArae B TOMY, 1100 3pO3YMITH, SIK CaMme
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Hall NPOAYKT BUPILIY€/BUPILIYBaTUME MpoONEeMy KII€EHTa, 1 YU € BIH JIHCHO
KpalmuM, HiK Oyab-siki 1HII ansrepHaruBu. J[iis lean crapramiB 3acTocyBaHHS
CYy4aCHUX METOJIIB € JTy’Ke BaXKJIIUBUM, aJ[Ke JO3BOJIsIE€ OE3MEePEPBHO MEPEBIPATU
pIlIEHHs, 10 MPOMOHYBAaTUMYTHCSA/TIPOTIOHYIOTHCS, 3aBASKH Jlalory 3
KJieHTamMu. B 0i3Heci A1l CTBOPEHHS YHIKAJIbHOI HIHHICHOI MPOMO3HUIIIi IIHHO
BUKOPHUCTOBYBAaTH KapTy €MIarii, KapTy MOAOPOXK1 KII€HTA, KapTy AOCBIAY, IUIaH
cepriciB. Kapra emmarii sikHalikpamie jyist lean crapramy J03BOJISE€ 3aHYPUTHCH
y JOCBIJ KJI€HTa, po3yMmiTH Horo. lle cTBOproe MOXKIUBICTH PO3pPOOIATH
MPOAYKTH, SIKI BIAMOBIJAIOTH 3alUTaM 1 € JIMCHO LIHHUMH JJISl KJIIEHTIB, IO

CIpHsIE€ YCIIXY Ta CTAOLIBHOMY PO3BUTKY Oi3HECY.
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PO3A1JI 7. BizHec-moaeb i NPaBUJIa MITYMHIY JJISA 32JTyYEHHS

BEHYYPHOro (piHaHCYyBaHHS

Yemix craprarty 3ajeXHTh HE JIMINE BiJl BAAJIO MigiOpaHoi KOMaHIM, sKa
PO3/Is€ CIUIBbHI I[IHHOCTI Ta 00’€IHaHa PO3YMIHHSAM 3aIlUTy KJIIEHTA, a i Mae
0i3HEeC-MO/ieNb, 3aBASKUA SIKIM MOXHA 3aJIy4yUTH BEHUypHE (DiHAHCYBaHHS.
Crapranam motpioHe BeHuypHe (piHaHCyBaHHs (venture capital funding), mo6
BUWTH HA PUHOK. A BEHUYPHHUM KaIliTalliCTaM I[IKaBO OTPUMATH pe3yJIbTaT
IIBUJIKO B1J] MACIITa00BAHOTO O13HECY; TOMY III0 BOHH PO3YMIIOTh, IO CTapTaIu
mpaIoTh B yMoBax emepmkeHTHOCTI (BANI-cBiT), ame komu crapramy
BIACThCS, TO BIACHUKU KamiTaldlB OTPUMAIOTh CYTTEBI MpUOYTKH, — BKJIAJCHI
1HBECTHUIIIT MPOJEMOHCTPYIOTh MPUOYTKOBICTh Ta peHtadenbHicTh (ROI — return
on investment, TOOTO peHTa0EIbHICTh IHBECTHIIN).

Jna Toro, mo6 OTpuMaTH MiATPUMKY, CTapTal Ma€ MPOAEMOHCTPYBaTH
MOTEHINa 10 3pOCTaHHs, a TAaKOXK JI0 CTBOPEHHs 1HHOBaIlld. [HBecTopam 1e
3HATU BAXJIMBO, aJike Biiomo, 1o “Ton-20 ¢ipm (mpubnauzno 1000 iHCTUTYLIN
BEHUYYPHOIO KamiTayly) TeHepyloTh npubmuzno 95% mnpubyTkiB ramysi.
BenuypHuii kamitan Mae HaWOILIBIINNA PU3UK CEpell YCIX KiIaciB aKTHBIB, B SKi
IHBECTYIOTh 1HCTUTYLIi, TOMY BIH TIOBMHEH MaTd HAaWBHUILY OYIKyBaHY
npUOYTKOBICTb. ...MPABUJIO Tally31 y TOMY, 100 IIyKaTH YTOJH, sIKI MalOTh IIAHC

noBepHyTH B 10 pa3iB OuIbIlle BalIMX rpoiiiei 3a 1’ ATk poki” (puc 7.1) [1].

Return Multiple

2.0x 3.0x 4.0x 6.0x 7.0x 8.0x 9.0x 10.0x
A 22% 41% 73% 100% 124% 145% 165% 183%  200%  216%
3 14% 26% 44% 59% 1% 82% 91% 100% 108% 115%
§ 4 11% 19% 32% 41% 50% 57% 63% 68% 73% 78%
i 5 8% 15% 25% 32% 38% 43% 48% 52% 55% 58%
E 6 7% 12% 20% 26% 31% 35% 38% 41% 44% 47%
g 7 6% 10% 17% 22% 26% 29% 32% 35% 37% 39%
< K 5% 9% 15% 19% 22% 25% 28% 30% 32% 33%
9 5% 8% 13% 17% 20% 22% 24% 26% 28% 29%
10 4% 7% 12% 16% 17% 20% 21% 23% 25% 26%

Puc. 7.1. Ananiz IRR (internal rate of return) BeHUypHHUX KOMMaHii
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IDicepeno: [1].

Binrak, ayis BeHUypHHUX 1HBECTOPIB Halll cTapTamn — 1e O13Hec, 1 e Mpo ix
BEHUYpHE JIIJAEPCTBO. A OTXKE, BOHH HE 1HBECTYIOTh B JIFOJMHY, & IHBECTYIOTh B
rajysi, TexHoJorii, 30kpema B DeepTech.

Bognouac, 1 crapran Moxe miaiOpatyd (y BIAMNOBIAHOCTI 10 LIeH) Ta
“BUOpaTH CBOIX BEHUYPHHX KAIMITATICTIB 1 MPOAMKTYBATH yMOBH™ (IIPUKIIA]
WhatsApp 1 Meta) [2], posymitouu, IO cami BEHYYpPHI KaIiTaJiCTH
aKyMYJIOIOTh T'pOIl 3 pI3HUX Jkepen (mpuBartHi iHBectopu, MCII, xopropaiii,
iHCTUTYMIMHI iHBecTopH). B €C mepenik Bcix 1HBECTOPIB, 30KpeMa BEHUYPHUX,
npeacTaBieHo Ha noptaii Invest Europe (European Private Equity and Venture
Capital Association — €Bporelcbkoi acomiamii OpIMHUX I1HBECTHIIIH Ta
BEHUYpHOTO Karitany) [3].

Crapranu oTpUMYIOTh KalliTall, HEOOX1JHUI Ha paHHIN cTajli 1uis 3aIyCKy
1 BemeHHs Oi3Hecy (He ¢akt, mo 0e3 BTpaTH BaKeNiB YIPABIIHHS B CBOIX XKe
crapranax; keiic 3acHOBHUKIB Cisco), a iHBectopu (daHaepu) — 4YaCTKy Y
nepcrneKTUBHUX cTapranax. KpiMm Toro, ¢anaepyn MOXyTh HaJaBaTu cTapTarnam
MEHTOPCBHKY, KOHCYJIbTaTUBHY, HETBOPKIHTOBY MIATPUMKY (4ac — 1€ pecypc,
MpaBUIbHO  BUKOPUCTAHUWA  pecypc — TEX  IHBECTHULIi), CHPUSAIOYU
KOMepITiali3alii TEXHOJOT1H Ta KePYIUNUCh MPABWIOM: “3pOCTaTH B CErMEHTaxX
13 IIBUJIKUM 3POCTaHHSIM Habararo Jiermie, HDK Yy CErMEHTax 3 HH3BKHM,

HYJIbOBUM a00 HETaTUBHUM 3pocTaHHsIM” (puc. 7.2) [4].

Entrepreneurs <€) — Venture < Investment

capitalists bankers
-0
(% IDEAS

- -

Corporations Public
and Privat markets and
government ate operations

investors
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Puc. 7.2. B3aemogis rpaBLiB iHAYCTpli BEHUYPHOIO KaIliTaly

IDicepeno: [4].

€ pizHi QaHIepy — MPUBATHI Ta IHCTUTYIIHI; HAUOLIBII MOMYISIPHUMU
cepell cTapTalliB € aHrenu-iHBecTopu (abo, 613Hec-anrenn). BaxxauBo po3ymiTy,
710 SIKUX 3 HUX 3BEPTATUCH IS 3aTyUYeHHS BEeHUYPHOTO (DiIHAHCYBAHHS, 1 IO SIKUX
3anmuTaHb OyTH TOTOBUMH, HAMPUKIAN: HEe(IHAHCOBI CTpaTEriyHi BUTOJU Bij
1HBECTYBaHHS, CKIJIBKU MOTPIOHO pecypcCiB 1 CKIJILKU MaeTe Hamip 3apooutu. €
N00pOI0  MPaKTUKOW, MO0 XTOCh 3 MpOoQeciiHOi Mepexi JOmoMIr 3
PEKOMEHIAIIIMU Ta BCTAHOBJIICHHSM KOHTAKTy 3 BalllUMH TOTECHIIIMHUMU
1HBECTOpaMH.

[{[iHHO CKOPUCTAaTUCh MOXMJIMBICTIO MITYMHTY, ISl MIATOTOBKH IO SIKOTO
NOTPIOHO MPUIUIUTH Yac, MO0 3alyduTH HEOOXiJHI pecypcu. 30Kpema,
MpOJlyMaTH CTPYKTYpy IMpe3eHTallll — HEOOXIIHUM MIHIMYyM, 3aJIEKHO BiJ
dbopmary: mpobrema, PIMICHHS/TPOAYKT, YHIKaJIbHI I[IHHICHA MPOTO3UILIS
(“ponsunKa” MPOIYKTY), O13HEC-MOJIEIh, KOMaH/1a, KOHTAKTH.

VY momepenHix po3aiiax BCl 3a3Hau€Hl MUTAaHHA OyiaM MpenCTaBieHi, en
O3 IPUCBAYEHO O13HEC-MO/IEII Ta OCHOBAM BJAJIOTO MITYHHTY.

Jns toro, o0 crapramy KOPEKTHO BU3HAYUTH MPUOYTKOBICTb, MOTPIOHO
po3poOutu Oi3HEC-MOEeNb, AKid Oynae BiMOOpa)XeHO 1 JOXOAW, 1 BUTpPATH, a
TOJIOBHE — 3 Hei Mae OyTH 3pO3yMUJIOI0 MEPCHEKTUBA MaclITa0yBaHHs Oi3HECY.
[IpaBuiioM € TITYUHT (TIPE3EHTAllls]) CTapTally KOMAaHA0K0 Mepe IHBECTOPaMHU.

3 4yoro moyatu? 3 yCBIJIOMJICHHSI Ta MPUMHSATTS, 110 Oi3HEC-MOJCIb HE €
Oi3Hec-Tu1aHOM. bi3Hec-Mojienh TOB’s3aHa  BI3i€l0, MICI€IO, CTpaTEri€ro
po3BUTKYy Kommadii. Jlo Toro, sK KoMmMaHAa WPHUCTYIUTH PO3POOIATH
013Hec-Moienb, OyJe CTBOPEHO YHIKaJIbHY ILIHHICHY MPOMNO3UIito (10 came i
KOMY TMpOIMOHYEMO), sika Oylae BHUXITHOK [JIs TONAJBIIOrO PO3YMIHHS Ta
BUOY/IOBYBaHHS, SK 1 Bl 4YOTO KOMIMaHisg Oy/e OTpUMYyBaTH MOTOKH JOXOJIIB
(iHa, SKy 3amiaTsATh 3a I[IHHICTh, K 0OCST MPOJaXiB) 1 Kl HECTUME BUTpPATH,

mo6 3abe3meuntr co0i i 1HBECTOPY BHCOKY MNPHOYTKOBICTh mBHAKO. Ha
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BiIMIHY BiJl Oi3Hec-1UIaHy, Oi13HEC-MOJENb HE MEPepoONsiEThCA “IMIOMUTI” (SIK
peakilisi Ha KOPOTKOCTPOKOBI 3MiHH, HANPUKIAJ, IliH), ajieé MeperIsgacThCs
y3roJKEHO 3 Ol13Hec-cTpareriero (y TOMY YHCHI, SK peakilis Ha IMOsSBY HOBUX
TEXHOJIOT1H, 1HHOBalii). Kpim TOro, ekoHoMka mMae XBUJIEMOAI0HUI PO3BUTOK,
TOMY KOXKHa KOMITaHisi Ma€ OyTH TOTOBOIO /10 HOBUX HEBIJIBOPOTHUX 3MIH 1
BUKJIMKIB, W0 OYIKYIOTb, a TOMYy OyTH TOTOBOI MEpPEISHYTH 1
6i3Hec-cTparerito, 1 Oi13Hec-monenb (keiic Netflix). I came Tomy choromni He
CTITbKM  Oi3HEC-TUTaHHW, CKUIbKKM Oi3HEC-MOjelNl JonoMararTh (aHaepam
HIBUKO MPUHAMATH PILIEHHS PO MIATPUMKY CTapTaILy, SIKUA iX I[1IKaBUTb.

[Ilo Take 6i3Hec-mozenb? bizHec-Momens gae OOIPYHTYBAHHS TOTO, SK
KOMIIaHIsl CTBOPIOBAaTUME, JOCTAaBIsATUME Ta 30epiraTuMe I[iHHICTh (B
€KOHOMIYHOMY, COLIaJbHOMY, KYJIBTYpDHOMY 4YH IHIIOMY KOHTEKCTi). Bona
BaXJIMBAa SK JJIS HOBMX, TaK 1 JJIS paHillle CTBOPEHUX KOMIaHINA, 1 Jae
MOJKJIMBICTh MPOBECTH MOBHY Bepu(Dikaiito as O13HECy, KMl MU 3aCHOBYEMO
9M PO3BUBAEMO, 3aBISIKM TMPaBUIBLHO MOOymoBaHid mozeni. Jlo peui, mporec
noOyoBr Oi3HEC-MO/eNl Ta MOAu(IKaIlis TaKOX HA3UBAETHCS 1HHOBAIIIEIO
013HEC-MOJIeNl Ta € YACTHHOIO Oi3HEeC-CTpaTerii.

bizHec-monens — mpo Te, K 1 CKUIBKU TUIAHYETHCS 3apo0isaTu (pkepena
OTpUMaHHA NpHOYTKY, HEOOXIJHI BUTPAaTH), SIK B3aEMOIIATUMEMO 31 CBOIMH
KJIi€HTaMH (KaHaJIWM KOMYHIKAIlli) Ta TapTHEpaMu, TOMY IO KOMaHJa YiTKO
BU3HAYa€ MPOIYKT, AKUM MPOJIaBaTUMETHCA, BU3HAYAE, [TI0OANbHUNA PUHOK Oy/e,
Yy JIOKaJbHUHM, 1 PO3yMi€ Uil KOTO, Uil YOTO 1 HaBIIO PO3POOIIAETHCS
0i3Hec-Mozenb. BoHa nmsi po3ymiHHA TOro, SK €(EeKTUBHO MacmTaOyBaTH
O0i3nec. [lnsa Bizyamizauii Bci€i iHpopMalli BHUKOPUCTOBYETbCA ‘‘KaHBa
O13Hec-Mozeni”, M0 JO03BOJSE “OMHCYBaTH, MPOEKTYBATH, KHIATH BHUKIHK,
BUHAXOJIUTH Ta 3MIHIOBATH Baiy 6i3Hec-monens” (puc. 7.3) [5].

3 yoro ¢opMyeThcsi KaHBa Ol3Hec-moneni? Y KkaHBI Ol3Hec-Mojeni
BHU3HAYAIOTHCS JIEB ATh OCHOBHUX OJIOKIB:

- KJTFOYOBI IMapTHEPU: 3 KM,

110



{@Lﬁ’;@;ﬁ?ﬁz ﬁlﬁﬁmﬂ @r-iualu- » .:'i‘.lltiw @ Ircvaion & Tachnaoo: n e
- KJIFOYOBI aKTUBHOCTI: 3aBJIKM YOMY 3a LIIHHICTh TUIATUTUMYTh;
- KJIFOUOBI PECYPCH: SIK1 1 CKIJIbKH,
- CTPYKTYypa BUTpPAT: CKUIbKU MOTPIOHO JJI1 CTBOPEHHS I[IHHOCTI;
- YHIKaJIbHa [IHHICHA MIPONO3UILIis;
- BIIHOCHHH 3 KJIIEHTAMU: YOMY KyIyBaTUME;
- CETMEHTH KJIIE€HTIB: Hillll / TApreTyBaHHs, Il KOTo;
- KaHAJIK: SIK B3aEMOIEMO (TUCTPHOYIIisl, MPOIaxKi);
- TIOTOKM JIOXOJIB: SIK 3apOOMTH 3aBASKH I[IHHOCTI, SIKYy IPOIIOHYEMO

KIIEHTY (JpKepena, o0csr).

Deslgned by: Dete: Varsion:

The Business Model Canvas

Key Partnerships @ Key Activities 4} Value Propositions % Customer Relationships Q? Customer Segments @
=
Key Resources E [e] Channels @

Cost Structure % Revenue Streams @5

Puc. 7.3. Kausa 0i13Hec-mozeni

IDicepeno: [5].

[IpaBa yacTWHA MaHOiI MOJEINI — CHIBBITHOCUTHCS 3 I[IHHICTIO, a JIiBa — 3
€(heKTUBHICTIO.
KanBa 6i3Hec-Mozeni moB’si3aHa 3 persona canvas (puc. 7.4) [6] 1 Mae

Y3rO/P)KYBaTUCh 3 IHHOBALIIMHOKO CTPATETIELO.
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Puc. 7.4. Persona canvas

IDicepeno: [6].

OcobnuBicTh Oi3HEC-MOnENe B enoxy uu(poBizalii: 3MiHA JUHAMIKA Y
Mmepexkax IiHHocTed. [ludpoBi TexHosorii pomanu HEOOXIAHICTH OTPUMAHHS
BI/IMOBIICH HA HOBI 1 IOATKOB1 3aNIUTAHHS, SIK HAIPUKJIA/;:

- MO0 TApPTHEPIB: HACKUIPKA MU BIIKPHTI, YA MOXJIMBE KOHKYPECHTHE
MapTHEPCTBO, YM MOXKJIMBE CIIBKOPUCTYBaHHS 1HPPACTPYKTYpOIO, YU JOIIIbHI
uM(dpoB1 ABIMHUKHY;

- TIOJ0 aKTUBHOCTEW: aHAJITHKA, TpaHc(opmallis CUCTEM YIIpaBIIiHHS,
IHAMBIyali3alis, THYYKICTb, IIaTgopMizallis;

- momo pecypcis: IT-iHGpacTpykTypa, mporecu, xmapa;

- IIOJI0 BUTPAT: ayTCOPCHUHT, XOCTIHT;

- MIOAO0 BIAHOCHUH 3 KJIIEHTOM: COIlaJibHI MEpPEXi, 4ar-00TH, colliajbHe
MapTHEPCTBO, JI0Bipa, UG poBi iarGopmu;

- OO KJIIEHTA: YM HaJla€ TepeBary oHJaiH/oduiaiiH, KU 1Mompo0aeThes
JN3aliH, BUMOTH, K1 BiH BUCTABJISIE MO0 MPO30POCTi, OE3MEKH, MO caMe HOoro

OyJie CIOHYKAaTH BIJJaTH BJIACHI KOIIITH 3a HAIl TPOAYKT;
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- IOJI0 KaHaJIIB: aBTOMATU3ALlisl IPOLIECIB;

- IIOJI0 JOXO/IIB: KPUIITOBAJIIOTA;

- a IIOoJO YHIKaJIbHOI I[IHHICHOT MpOMo3uiii, To ii ¢opMyBaHHs
NPUIIBU/IIYETHCS 3aBISKA BHKOPHCTAHHIO JaHUX OHJaiH-cepBiciB — Google
Analytics, I1HIIUX OHJIAMH-CEPBICIB, — Yy UHUQPPOBIA EKOHOMII IIHHICTh
(bopMy€eThCS NUIAXOM KYJIBTUBYBaHHS YCHIIIHUX BIAHOCHH 3 KIII€EHTaMH, a
MUTAaHHA ‘“‘dOMy pIIIEHHS, [0 MU TPOMOHYEMO € OakaHUM IS KiieHTa?”
aKTyaJIbHUM.

B uinomy, Tunis 0i3Hec-Mojienel CTIIBKY K, CKIJTBKH 1 BU/IB O13HECY:

1) TpaauiiitHi 613Hec-Moneni (psiMi Mpoaaxi, paHYa3uHr);

2) ribpuaHi Oi3HEc-Moenl (MO€JHAHHS 1HTEPHET-IPOAAXIB 1, HAIPUKIIA],
pO3ApiOHUX);

3) mudpoBi OizHEec-Mojenl (BUKOPUCTOBYIOTH ITU(PPOBI TEXHOJIOTIT AJIs
BJIOCKOHAJICHHS K1JIbKOX aCIEeKTIB OpraHizailii);

1 getanpHime y [7] (puc. 7.5).

Type Pro Con

Advertising business model Simple and transactional Customers expect return on investment
Affiliate business model Low barrier to entry for customers Lack of control over branding
Bundling business model Sell more products at once Reliance on discounting
Fee-for-service business model Simple billing Requires pipeline of new leads
Franchise business model Low initial cost Difficult to maintain quality
Freemium business model Rapid user growth Path to profit is uncertain
Manufacturer business model Control and innovation opportunities High capital investment
Pay-as-you-go business model Low barrier of entry for customers Challenges with customer retention
Retailer business model More profit margin High competition

Subscription business model Continual revenue stream High customer churn

Puc. 7.5. Tunm Gi3HEC-MOENEH
IDcepeno: [7].
KommasnisiM BaxJIHBO y3ro/pKyBaTH OTPEOU KITIEHTIB 1 JU3aifH OpraHizaiiii,
3a0e3reuyBaTy  IIBUJKE  BIPOBA/DKCHHS 3alHTIB W TpaHchopmalliio,

BpaxoByBaTH, KoMy Oyle TMpe3eHTOBaHO Oi3Hec-Molenb (i1 3alydyeHHs
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BEHUYpHOro (hiHaHCyBaHHS). 3MiHA MIAXOAIB y Oi3Hecl — e HopMaiibHO. Came
MU 3MOXEMO PO3IIMPUTU TPAHULI MOKIMBOCTEH, 3aBISKH MEPEYCBIIOMICHHIO
MIIXOAIB 0 KOHKYPEHIIii, CIiBIIpalll caMme 31 CBOIMHM KJIIEHTaMH, Ta CTBOPUTH
HOBI PUHKH.

Orxe, JUisl 3alydyeHHS BEHUYYPHOTO KaIrliTally MOTPIOHO Mpe3eHTYyBaTH
0i13Hec-Moenb. Sk Oys0 3a3Ha4eHO, HalKpalle — MNITYUHT.

[llo Ttake mitumar? IliTYMHr — 1€ KOpPOTKA MpEe3eHTAIlsd KOHIICIIIii
NpOAYKTY Tiepen haHaepamu.

[IpaBuna ycmimuoro mituunry, 6PR (“six pitching rules™):

1. TpuBamicTh: 3aJIeKUThH BiJ] TOTOBHOCTI 1HBECTOpA CIIyXaTh — TPHUALSTH
cekyH/ (elevator pitch) uu Tpu xBuinHM (ITyOMIYHUIA MITYKHT).

2. CTpyKTypOBaHICTb: JIOTiKa MoOJayi marepially Mae OyTH 3pO3yMLIOO
dannepy (a He nMIIe KOMaH[1), YHHUKATH CJICHTY, JIOBTUX PEUeHb, TEKCTy 0Oe3
uu@p 1 GpakriB, M03a 3HAHHSAM PUHKY 1 KOHKYPEHTIB / aJIbT€PHATUBHUX PILLIEHb;

3. HanpasneHicth Ha ciyxada (a He Ha ce0e): MoKa3aTh IepeBary He
TIIBKM PIIIEHHS, a W BUrogu Jjs ¢aHjepa 3aBAsSKd MIATPUMII HAIIOTO
MPOAYKTY (KaHBa Oi3HEC-MOJENbh Ma€e OyTH 3pO3yMLION0, JIe cTapTar Oyie dyepes
IIICTh MICSIIIB, Ye€pe3 JIBA POKH TEXK).

4. Komangna poOota: pojii MalTh OyTH 3pO3yMiJli, KOHTAKTH YYacCHHUKIB
KOMaHJId MaloTh OyTH unTa0eIpbHUMHU Ha chaijax (“momaemMo” KOMaHIy), SK 1
BCs 1HIIIA MOTpiOHA 1H(OpMAaIlis, 110 MTOBUHHA MTOMIIIATUCH Ha 5-15 craiiB.

5. BiAKpUTICTH A0 3alUTaHb: KOXKHE 03BYUYEHE € MOXKIIUBICTIO /111 KOMaH !
MOKPAIIUTH PIIEHHS / TPOAYKT (SIKIIO € MUTAHHS, Ha sIKe e HE 3HAWIUIN
BIJIMOBIJII, TO BapTO YBAaXHIIIE MPUCIYXaTHCh A0 3alUTaHb, — NEpeBakKHA
OUTBIIICTD 13 HUX KOYYHHTOBI, CUJIbHI).

6. IlimroroBka: 3a3majieriib, 3 PENETULISAMUA Ta MOJIMIEeHHIMU (Y
(dbopmyTIOBaHHSIX BHUKOPUCTOBYBaTH He “‘s7°, a “KoMaHJa”’), BUKOPUCTAHHSIM

Kpalux MPakTUK MyOIiYHUX BUCTYIIIB.
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[licns  ycHmiIIHOTO MITYUHTY BIJKPUBAIOTHCS MOMJIMBOCTI 3ally4yeHHS
KaliTaiy; BOAHOYAC, MOTPIOHO MaM’ATaTH, 10 payHIIB MEPEroBOpiB MOXke OyTH
JeKUIbKa (TOMY IO MOTPIOHO JTOCSTaTH Y3TOMKEHHS 11040 PO3BUTKY Ta BUXOIY
Ha PUHOK), 1 [0 poOOTa 13 3aTy4eHHs KOLITIB CTaHE MOTOYHOIO AiSUTBHICTIO.

OTxe, TOTYyIOUHUCh 10 3aJy4Y€HHS BEHUYPHOTro (piHAHCYBaHHS B CTapTarl
L[IHHO OTPAIlOBaTH HACTYMHI 3alIUTaHHA (YEK-JIMCT), 30KpeMa:

- YU PO3yMi€ KOMaH/a, SSkuii moTpibeH danmep, 1 1Mo oMy 3armpornoHyBarTH;

- Yd BU3HAYEHO THUN O13HEC-MOJIE1, IKUH PO3pOOIITUMETHCS;

- Y4 BCl JIeB’SATh OJIOKIB PETENBHHO MPOIpalbOBaHl IpH po3poOlll KaHBU
IIHHICHOT ITPOTIO3HIIii;

- YU TIPOBEJICHO aHaJIi3 KOHKYPEHTIB / aJbTepHATUBHUX PillIeHb, PUHKY;

- YU TATOTOBJICHO MPE3CHTAIII0 JUIsl MITYUHTY Tepes] haHaepaMu;

- 4YM JIMIIAETBCA KOMaHJa BIAKPUTOI [IJIsl 3allUTaHb 1HBECTOPIB
(maciTaOyBaHHS, MPUOYTKOBICTB);

- SKUH CLEHapid Al KOMaHIW MiJ 4Yac payHAIB Ta ICIA 3allydeHHS
Karitany (uisl MaKCUMI3aIlil yCIixy cTapTainy).

B Takuii cmocib, 3aBasku po3poOsieHid Oi3Hec-Momeal Ta BIATIOMY
MITYMHTY KOMaHJla CTapTalmy 3MOXE 3aJIy4yUTH BEHUypHe (iHAHCYBaHHS Ta

3a0€3MeUnTH PIiCT 1 PO3BUTOK.

Bucnoexu

JIisi KOMaHAM cTapTamy pillleHHS € Pe3yJIbTaroM poOOTH, a BUBEACHHS
MPOIYKTYy Ha PHUHOK, MAacImTabOBaHICTh, NPHOYTKOBICTH — MeTor. Jlms
BEHUYPHHUX IHBECTOPIB HAIll cTapTam — Ie Oi3Hec, aJPke BOHU IHBECTYIOTh B
ranmy3i, TexHomorii, 30kpema B DeepTech. Tomy BaxinuBo po3poOuUTH Taky
Oi3Hec-MozeNb, sKa Oyjae 3po3yMmija He JIMIIEe KOMaH[l, a JIETKO YUTaTUCh
dannepamu. Po3yMiHHSI BaXXJIMBOCTI O13HEC-MOJIEINI € LIHHUM JUIsl YCIIIIHOI
KOMepIliami3alii TEeXHOJOrIYHUX pimeHb y cydacHomy BANI-cBiti. Bci

HaIllpaOrOBaHHA KOMaHAIW BaXXJIMBO IIPC3CHTYBATH. I[J'IH ObOro CKOpUCTATUCH
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npaBuiaMu €(EeKTUBHOrO MTYMHrY “6PR”. BMIHHSA 4ITKO Ta NEPEKOHIMBO
MPENCTaBUTH CBOIO 17ICI0 13 3aIydeHHSM HEOOXIHMX JaHUX Ta apryMEHTIB
MOXK€ BHUPIIIAJBHO BIUIMHYTH Ha pilleHHs 1HBecTopiB. ToMy moOTpiOHO
BUKOPHCTOBYBaTH Cy4YacHI METOIM JUIsl YCHIIIHOIO 3aJly4€HHS BEHUYYPHOI'O

Karray.

Cnucok nepuiooacepen 00 po3oiny 7

1. Rachleff, A. Demystifying Venture Capital Economics, Part 1. Wealthfront: website.
(2014, September, 19). Retrieved from:
https://www.wealthfront.com/blog/venture-capital-economics.

2. Rao, D. 20 VCs Capture 95% Of VC Profits: Implications For Entrepreneurs & Venture
Ecosystems. Forbes: website. (2023, April 14). Retrieved from:
https://www.forbes.com/sites/dileeprao/2023/04/14/20-vcs-capture-95-of-ve-profits-implicati
ons-for-entrepreneurs--venture-ecosystems/?sh=3fe588734bf2.

3. Invest Europe:  website. (2023, November 30). Retrieved from:
https://www.investeurope.eu/about-us/membership/member-search/#crm-search-top.

4. Zider, B. How Venture Capital Works. Harvard Business Review: website. (1988,
November — December). Retrieved from: https://hbr.org/1998/11/how-venture-capital-works.
5. The Business Model Canvas. Strategyzer: website. (2024, April 9). Retrieved from:
https://www.strategyzer.com/library/the-business-model-canvas.

6. Persona Canvas — How To Make Better Decisions About Your Customers. Garry Fox
Ecosystem  Innovation:  website. (2023, November 30). Retrieved from:
https://www.garyfox.co/persona-canvas.

7. What is a business model? (Plus, how to define yours). Aha!: website. (2024, March).
Retrieved from:
https://www.aha.io/roadmapping/guide/product-strategy/what-are-some-examples-of-a-busin
ess-model.

116



XXUTOMUPCBKA nitiative  /22) | urcomonratenct Funded by the
zlnonltexml(a Bsioma @) " @ s, [,

PO3A1JI 8. Ynpasainnusa DeepTech-komnani€ro, mo Bupoc.a 3 lean

crapramy. [100a1bHe JdigepcTBO

Komu lean crapran (puc. 8.1) [1] BupocTtae B KOMIaHito, MO MOXe OOl
J03BOJIMTH HaliMaTu MepcOHall, pelHBECTYyBaTU y HOBI NMPOJAYKTU Ta HANPSIMKHU
pPO3BUTKY, TpaHC(HOPMYIOTbCSI 1 METOAM yHpaBliHHI. BuHukae norpeda
BUKOPUCTOBYBATH MIiJIXOU, TEXHIKH, METOJUKHU, 110 JO3BOJSATH BHUOYIOBYBATH

KOMIIAHII0 PO3BUTKY, MacIITaOyBaTH 1i .

'S LW o AW 4 A Y 4
Customer Customer Customer Company
Discovery Validation Creation Building
'4 \
Problem- Product Market Scale Scale
Solution Fit Fit Execution Organization
Proposed Business Scale
MVP Model Operations
Sales &
Proposed :

Roadmap

FAN
o)

Puc. 8.1. Mogens nporiecis lean crapramy

—

IDcepeno: [1].

TexHonorii CTPIMKO pPO3BUBAIOTHCS, O13HECH aJanTyKOThCA MiJ HOBI
BUMOTH KJII€EHTa Ta PUHKY, OCBITa PEBOJIOIIOHI3ye. Bce B3aeMomoB’si3aHo, 1
DeepTech-komnanisiMm moTpiOHO OyTH TOTOBMMHU TpaHC()OpPMYBATU CHCTEMH
MEHEKMEHTY Ha KOPHUCTh YNpaBiiHHS TajmaHTamu. 3okpema, npoekt DEEP
INVENTHEI nepen6auae, mo “mo 2030 poky KpuTU4HA Maca BUCOKOOCBIYCHHUX
MOJIOIMX  MIANPHUEMIIB Ta 1HHOBATOPIB  3pOOMTH BHECOK Yy  IOSIBY
BHUCOKOJAMHAMIYHMX JOCHIOAHUIBKAX Ta I1HHOBALIMHUX €KOCHUCTEM, IO
HAJMXaTUME CTBOPEHHS a00 BIJKPUTTS HAyKOMICTKMX KOMIIaHIM Ha OCHOBI

ITMOOKUX TEXHOJIOT1HM, pO3pOOJISIOYN HOBI MPOAYKTH Ta MOCIYTH 3 JOAAHOIO
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BapTICTIO Ta 1HHOBALiiHI Oi13HEC-MOJel Yy BUPOOHUYIN Ta MeAWYHIA cdepax”
[2].

Ha mo wmae 3Bepratu yBary DeepTech-kommanis, 3a0e3neuyrodu CBid
MOJIAJIbIINI PO3BUTOK 1 JIIAEPCTBO:

1. JorpumyBaTHCh CTparerii OJaKUTHOTO OKeaHy, SIKIIO came ii BuOpasa
koMmaHisi (ouikyBaHo). Lle yOe3meuyBaTume BiJ MHaaiHHS BapTOCTI aKIiil Ha
(hOHIOBOMY PUHKY, KOJIM KOMIIAHIsS BUPOCTE 1€ O1IbIIIE.

2. 3abe3neunTH cTpareriro 3poctaHHs. CBIT, pUHOK, KIIIEHT — Bce Oyle
3MIHIOBAaTUCh. AJIaNTYyIOUYHUCh M1J HOBI BHMOI'M, HaMararuchb HE >KE€pPTBYBaTH
TEMIIaMH PO3BHUTKY, a peayli30ByBaTH HamiueHy ctparerito. [lam’sitatu, 1o
3rifHO Teopli Au@y3ii 1HHOBALINA cepen KIIEHTIB OynyTh: iHHOBaropu (2,5%),
panHi nocninoBHUKH (13,5%), parss o6unemiicts (34%), mizas OubIicTs (34%),
narrapau (16%), 1o BapTo BpaxoByBaTH MpH TUIAHYBAaHHI MIOTOKIB JJOXO/IB.

3. JloTpumyBaruch (piHaHCOBOI CTpaTerii KoMnaHii — TOOTO, MPsIMyBaTH 110
JOCSTHEHHSI JIOBIOCTPOKOBUX (piHAHCOBUX Iiiiel (mMpuOyTOK), e(peKTUBHUU
(biHAHCOBHI MEHEKMEHT JUIs 3a0e3MeueHHs] CTAloro po3BUTKY. OmaHyBaTh
BMiHHS uuTatu ¢iHaHcoBy 3BiTHICTH (Balance Statement, P&L, Cash Flow
Statement), TOMy 110 TPOIIOBH MOTIK IO MPOAYKTY 1 TPOIIOBUIA MOTIK KOMIaHI11
He ongHe 1 Te came. Kommanis 3aiiicHIOE onepailiiiHy, 1HBECTULIWHY Ta
(b1HAHCOBY NISUTBHICTb.

4. JloTpuMyBaTHuCh CTparerii 1HHOBAIIM, SIK-OT 1HHOBAIM MPOAYKTY
(CIIIBTBOpPEHHSI pa3oM 13 KJIIEHTOM ), IHHOBALIIM MpolieCy, MO3UIIITHUX 1THHOBALIIH,
IHHOBAII MapagurMu (CepBITU3AIliS SK HOBHM CMOCIO JOCTaBKH IIIHHOCTI),
iHHOBaIlli Oi3Hec-mojeni. CueHapii: CTBOPEHHS, JOHECEHHS, 30epeKeHHs
IIHHOCTI (iei/pimeHHss /M0 KITE€HTa), CTBOPEHHS YOroch HOBOTO, abo
BIIMIHHOTO.

5. YopaBnsATu TadaHTaMH — 3aJIydaTH, yTPUMYBaTH, PO3BUBATH KpAIIUX.
[oGanbH1 KOMIaHii “MOJIOIOTH” 3a JIOABMH 3 BUCOKHM 1HTEJIEKTYaJbHUM

MOTEHIIIAJIOM, SIKI CIPOMOKHI HapoOKyBaTH 1 PO3BUBATH CHJIBHI KOMAaHJH,
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CTBOPIOBATH 1HHOBAIII{HI MPOAYKTH. BOHM KOHKYpYIOTh 3a HaMKpalll TaJdaHTH.
A sIK pO3BUBATH MPOJYKT KOMIAHIs BXKE 3HAE, aJpKe TMPOUIIUIA TIUIIX Bif i71€1 710
Oi3Hecy.

6. Chnpusatu JAO0CSTHEHHIO crpareriyHoi mMetm €C — mporBiTaroya Ta
KOHKYpPEHTOCIIPOMOKHa €Bpomna, 1€ MOXJIHMBO, /K€ KOMIIaHId — aKTUBHHM
rpaBellb IJ00aNbHOI 1HHOBAIIMHOT exkocucTeMu. B 1miii  exkocucremi €
MOKJIUBOCTI, MIATPUMKA, IIPOTpaMu, TIATHOPMH, CIIIBHOTH, — TOJIOBHE BMITH
HUMHU BJAJ0 CKOPHUCTAaTHCh 3apajM JOCATHEHHs cTpareriunoi metu €C Tta
3MILIHEHHSI MapTHEPCTB B 00’enHaHiii €Bponi Ta cBiTi. [{udposuil 1 3eneHuit
nepexin — crpareriydi npioputetd, DeepTech — crpareriunuii intepec €C.
[HHOBAIIT 17151 TrOZIEH (@ He JIFoIU JJ1sl IHHOBAIIiH).

7. O6patu 1iIb CTAJIOTO PO3BHUTKY, AOCSATHEHHIO SKOI peallbHO CHpPUATH
3aBASKH JIsSIBHOCTI KomraHii. B mimomy ix 17 (puc. 8.2) [3], 06epiTh 1; 3aBnaHb
(specific targets) 169 — Bu3Haure TI, WIOAO SKUX pEAJbHO MPOBAIUTU
aKTUBHOCTI IO iX BUKOHAHHIO 4epe3 MISIbHICTh KOMIaHIi. 30Kpema, 3po0iTh
BHECOK y cdepy iHHOBalii (SDGY).

8. CrBOpIOoBaTM EKOHOMIYHY IIHHICTh 3aBASKA  1HHOBALlTHOMY
HiANPUEMHUITBY. 3a0e3meuyBaT CTaJIICTh MOXJIIHUBO, TOMY IO KOMIIaHis
BUpocTana i3 lean crapramy, B SIKOMY BUTpard Ha CTBOPEHHS TMPOIYKTY
perenpHO oOOpaxoBaHI ¥ OOrpyHTOBaHi Juisi MOOyAOBH Oi3HEcC-MoJeni Ta
HITYUHTY IS 3a7y4eHHS BEHUYYypHOTro (DiHAHCYBaHHS, a EKOHOMIYHA KOPUCHICTh
OYEBHJHA, 1 SKWAWA HaABYMBCSH CTBOpIOBAaTM Oi3Hec omaumBo. KomaHis
CTBOPIOBAaTHMME MOXKJIMBOCT1 ISl 3aWHSATOCTI 1 CHOPHUITHME CaMO3alHSATOCTI
Jro7Ie, BiAJarOuM 4acTUHY POOIT Ha ayTCOPCHHT; BCl IUIATUTUMYThH IOAATKH,
HATOBHIOIOUM OrOMKeTH, Oyae coliaibHO BiamoBiganbHOK. Ha mo 3BepHYyTH
yBary — 4YITKO BHU3HAUMTH poJli, 00 He “31UTH 3 TpeKy cTparerii’,
3aHYPIOIOYHUCH B ONEPALIIHY TISIBHICTb.

9. OO6ifiMath MOXJIMBOCTI — 3aJUIIATHCh BIIKPUTHMH O 3MiH, SKI

HAJXOMSITh SIK BIJ KOMaHJA JIIOJEH, Tak 1 BiJ 30BHIIIHHOTO CEPEIOBUIIA,
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[13

KepyBaTHCh 3alMUTaHHSAM ‘‘a 10, Tak MOokHa Oyno?”’, — 1 BTUIIOBaTH
HallHe3BMUaAWHINI PIIICHHS, pO3yMitoud “mobu mo?”, To0To YoMy 1 3apaau
Yoro iX BTUIFOBaTUMEMO. TOMY 1110 CITIBTBOPUMO 1 3MIHIOEMO CBIT Ha Kparile.

10. Hikonu He B3ymUHATHCH Yy PO3BUTKY. ToMy IO 1€ TMpo

BIJIIIOBITAJILHICTE.

Puc. 8.2. Iepapxis Llineii ctamoro po3BUTKY

IDicepeno: [3].

['moGanpHe MiAEPCTBO HE TUIBKHU PO T€, 100 Horo 3100yTH, a i yTpUMAaTH.
Kommanii moTpiOHO reHepyBath NpUOYTOK, 10O yTpUMyBaTh KOMIIAHIIO 1
PO3BUBATHUCH.

['moGanbHi digepu 00’ €HYIOTh 3yCWIIS M 00’ €IHYIOThCS B CILIKH, Oarato
a/IBOKaTyIOTh MUTAHHS, K1 € MIHHUMU JJIs Tainy3ed. Binrak, BUXOnATh 3a podi
CEO xommaniii 1 TpaHC(OPMYIOTH CTparerii pO3BUTKY Tally3ei, CTarouu
nigepamu TpaHcdopmaiiiii. [lopeprarounch A0 aHami3y AISTIBHOCTI KOMITaHIN —
BEHUYPHHUX KaIliTaJICTIB, MPUTala€MO, [0 BOHU aKyMYJIOIOTh I'POIIOBI KOIITH
JUTSL TOTO, 1100 1HBECTYBaTH B Tally3i 1 3apoosiatu. bararo 3 HuX € mobaabHUMHU

JigepaMu TEeK.
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Crewianicty 3 TpaHcdopmalii BUAUIMIM Takl KPOKM Ha HUIAXY MO0
17100a7IBbHOTO JIEPCTBA, 3 sikuMu 3ycTpidatote CEO-3miHoTBODII [4]:

1. bauenns BiIMIHHOCTEN (KyJIbTYpHA CBIIOMICTh, MPUHHATTS 1HAKIIOCT1).

2. JlikBiganist po3puBy (pe3yJIbTaT yepe3 BIAHOCHHHU 3 THIIMMH).

3. Bigkpurts cuctemu (3MiHa/TpaHcopmaris (peimy — CTHIIIO
YIOPABIIIHHS).

4. 36epexxeHHs OanaHCy (amanTartis 1 1o1aBaHHs IHHOCTI).

5. IIpulHATTS pilieHb (3aBISKH CITIBYYaCTI 1 CITIBBIAMOBIJAILHOCTI).

['mobanbHe JiAEpcTBO — 1 MPO 3MIHY (OpMaTy KOMYHIKAI[id, 3MIHIOETbCA
cTWIb. 30Kpema, U poBa epa MepeHeciia YacTUHY CIUIKyBaHHS B OHJIAiiH, aie
HE 3aMIHWJIa J>KMBE CIUIKyBaHHS. bi3Hec-mpomo3uilli HaaxXoasiTh 1 dYepes
COIMaJTbHI MEPEXKi, YTOAN YKIAAAIOThCA B KPUMTOBAIIOTI, TEXHOJIOTI] MITYYHOTO
1HTEJIEKTY TPUIIBUIIYIOTh PO3BUTOK €-Komepilii. Biarak, moTpiOH1 mroau, ski
OyIyTh pO30OMpPATUCh Yy TEXHOJOTISIX 1 CTBOPIOBAaTHM HOBI, — 3POCTaHHSA
3a0e3MeuyeThCsl YCHIIIHUM YIPaBIiHHAM TaJlaHTaMU.

Otxe, ymnpapisioud I00aJbHOK KOMIaHI€K, 10 BUpocha 3 deeptech
CTapTally LIHHO 3BEPHYTH yBary Ha HACTyMHI 3aIUTaHHs (UEK-JIUCT):

- YU MpUKHAJIAa KOMaHJa pO3yMiHHS, 10 OUIbIEe HE cTapTam Ha pre-ssed
CTazli, a KOMIaHIsA, fKa 3aJlyyuia BEeHUypHE (piHAHCYBaHHS 1 PO3BHUBAETHCH,
peinBecTytoun (0 3MIHMJIOCH? 110 BiAOyBaeThCcsA? Kyau 1 SK IIBHJIKO
npsMY€EThCS?);

- AKl PU3UMKA MOXYTh BHHHMKHYTH NpPHU YIPaBIIHHI 1HTEIEKTYaJIbHOIO
BiacHicTio DeepTech-komnanii Ta cnocodm iX MiHIMI3aIlii;

- 4yu po3poOieHo BCl CTparerii, SKi JOoNOMaraTUMyTh 3a0e3mnevyBaTH
nigepctBo y DeepTech;

- SIK1 crieHapii AiH, SKIIO KOMaH/a He BIIOPAETHCS 31 CTPIMKHUM PO3BUTKOM;

- YU IpOBeJIeHa Po0O0Ta “SIK BUUTHCH HA KPALLMX MPAaKTHKaX?”;

- YU € cTpaTeriune 6aueHHs, e Moxe Oyt kommnaHis y 2050 porti.

[mo6anbHe n1aepcTBO — 1€ NPO BIANOBIAAIBHICTH, MOXJIMBOCTI, minset.
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Bucnoeku

JocsaruenHs miobaiabHOTO JIiIEpCTBAa HE Mera, a mpoilec. Llei mporuec
BUMara€ BMIHHS IIBHJKO ¥  sAKICHO pearyBaTd Ha 3MmiHW. Jlis
DeepTech-komnaniii, mo Bupociau 3 lean crapramy, L€ MOMXJIUBOCTI, IO
BUMAararoTh TpaHchopMalliid, 3aTydeHHs, yTPUMaHHS Ta PO3BUTKY TaJaHTIB, SKi
(dbopMyBanuCh y PI3HUX COIIOKYJIBTYPHHUX CEpEIOBHINAX, 30araioyu CBOIMHU
KOMIIETEHIIISIMU MI)KHapOJHUM pUHOK mpartli. [IponoHyoTeca pekomenaanii, Ha
mo Mae 3BepTatu yBary DeepTech-kommanis, 3a0e3neuyrodn CBiil MOMaIbIIHMA
PO3BUTOK 1 JIAEPCTBO: JOTPUMYBATUCh CTparerii OJIAKUTHOTO OKEaHy;
3a0€3MeUnTH CTPATeTii0 3pPOCTAHHS, JOTPUMYBATUCHh (DIHAHCOBOI CTpaTerii
KOMITaHii Ta cTpaTerii IHHOBallli; yIpaBIATH TalaHTaMU; CIPUSITH T0CIATHEHHIO
ctpareriudoi metu €C; 00paTu LUJIb CTaJIOro0 PO3BUTKY, AOCITHEHHIO SIKOi
peajbHO CHPHUSATH 3aBISKH ISUIBHOCTI KOMITaHIl; CTBOPIOBATH EKOHOMIYHY
I[IHHICTh 3aBASKH I1HHOBAIIMHOMY MIANPUEMHUIITBY; OOIMMAaTH MOMJIMBOCTI;
HIKOJTM HE 3YNHUHATHCH Yy PO3BUTKY. YmopaeninHsi DeepTech kommani€ro,
JOCSITHEHHS 1 YTPUMaHHS MI00AIBHOTO JIIJIEPCTBA — PO PO3YMIHHS TEHJCHIIIH,
NPUIHATTS KyJABTYpP, BIAKPHUTICTH A0 3MiH, CIPOMOXHICTh POOUTH ManOyTHE

CHOT'OJIHI.
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BUCHOBKH

Y Monorpadii 3amporoHoBaHO Meronmosiorito crBopeHHs DeepTech
cTapTamiB BIJ 11€i 10 NIOOAJBHOIO JIJEPCTBA Ta BU3HAYEHO NEPCHEKTUBU
PO3BUTKY 1HHOBAIIIMHOTO MIAMPUEMHHMIITBA Ta 3a0€3MeUeHHS CTapTaI-IiepcTBa
y DeepTech. Pesynbratn yMoxxnuBuiau GopMyitoBaHHSI HACTYITHUX BUCHOBKIB.

VHiKanbHI 1HHOBAIIHI Ta CTapTalm E€KOCUCTEMH € 1 MICIIEM 3pPOCTaHHS
CydyacHMX IHHOBaIliMHMX Oi3HeciB. EkocrucTemMu CKi1aaroThCs 3 YYaCHUKIB, SKI
B3a€EMOJIIOTh MIX COOOI0, CTBOPIOIOYM CHPUSTIMBI YMOBH ISl 3apOJUKCHHS
HOBUX 1i1ei 1 Oi3HeciB. Crapram e€KoCHMCTeMa HE JIMIINE CIPUs€ TMOSBI HOBHX
KOMITaHii, ane W 3a0e3meuye CTilike €KOHOMIYHE 3pOCTaHHS, €BpPONEHCHKE
JigepcTBO y cBiTi. Ctapramnu, 3aBASKH CBOIM THYYKOCTI Ta 3AaTHOCTI IIBHJIKO
aJlanTyBaTUCS JI0 3alHTIB, CTAIOTh KaTalli3aTOpaMH TEXHOJIOTTYHUX IIPOPUBIB Ta
€KOHOMIYHUX 3MiH.

DeepTech cTapranu mpomnoHyrOTs HOBI TPOAYKTH, PIIIICHHS, SIKi 3MIHIOIOTh
KJIACTEPH, KOHKYpPEHTHI1 JlanamadTu. BoHu BiJIpI3HIIOTHCS CBOEIO 3ATHICTIO 10
MIBUAKUX 3MiH, IO J03BOJSE IM €(EeKTUBHO pearyBaTH Ha JAWHAMIYHI PUHKOBI
yMOBU Ta TexHosoriudi Bukiuku. DeepTech crapramu 30cepemkyroTbesi Ha
po3pobkax y Takux cdepax sK IMITYYHUH IHTEJIEKT, MAallMHHE HaBUaHHS,
OnmokdeiiH, OIOTEXHONOTIT Ta IHINIMUX, BIJITPAlOTh BHPIMAIBHY pOJb Y
dbopMyBaHHI MalOyTHBOTO, TPOTMOHYIOUM HOBI PIIIEHHS I TJ00aJbHUX
BUKJIMKIB, 3a0€3Me€UylOTh E€KOHOMIYHE 3pOCTaHHS, CTBOPIOIOTH HOB1 poOOdl
MICIISI Ta MOKPAIIYIOTh SIKICTh KUTTSI.

Jns  pO3BUTKY 1HHOBAILIMHOTO MIANPUEMHUIITBA Ta 3a0e3MeueHHs
crapram-nigepctBa 'y DeepTech BaknuBe Bi3ioOHEpCTBO. 3AaTHICTh OaunuTH
MEePCIEeKTHUBHI MOXKJIMBOCTI, SIK1 1HIII III€ HE YCBIJIOMUJIIU, JO3BOJISIE€ CTBOPIOBATH
NPOAYKTH Ta MOCIYTH, IO 3MIHIOIOTh PHUHKH Ta BIUIMBAIOTh HA CYCHUIBCTBO.
BizioHepu cTUMYIIOIOTH PO3BUTOK €KOCHCTEMH, 3aTydalodd TajdaHTH, KariTad,

Ta MapTHEPIB.
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Bizito, Micito, CTparerito peaiizye KoMaHaa, aKka ayXe 3HauuMa 0COOJIUBO B
chepi DeepTech, ne ckmaaHicTh Ta IHHOBAIINMHICTH TEXHOJIOTIH BUMAararoTh
BHCOKOT'O PiBHS KOMIETEHIIIH Ta criBnparti. Ycmix DeepTech crapramy 3HauHOIO
MIPOIO 3QJICKUTH BiJ] 31aTHOCTI KOMaH/I1 €(PEKTUBHO MPAIIOBATH PAa30M, J10JIaTH
TEXHOJIOTIYH1 BUKIMKM W aJanTyBaTUCSA JO IIBUAKO3MIHHUX YMOB pHHKY.
Cdopmonana 3a meronukoro DISC xoMaHa, B sIKiil KOPEKTHO PO3MOALIEH] poti
1 BIAMOBIMAIBHOCTI, 37aTHA €(OEKTUBHO IPOXOJUTH eTamu TpaHchopMarrii.
31aTHICTh A0 CHIBIpalli, IHHOBAIIMHOTO Ta KPEaTUBHOIO JIIEPCTBA € OCHOBOIO
JUTSL TOCATHEHHS 3MiH Ha II00AJIbHOMY PIBHI.

Busnauutu HampsIMKM ~ PO3BUTKY, 3pO3YyMITH TIpOOJIeMH  KIIIEHTA,
3allpOINOHYBAaTH PIIICHHS OMOMAaraimTh apT-MUCICHHS 1 IW3aliH-MHUCIICHHS.
[Tepemix MeTOMIB, AKI MatOTh 0OpaTH KOMaHM, 3aJICKUTh Bij Bi3ii Ta MPOIYKTY.
3BOPOTHIN 3B’SI30K 3 KJIIIEHTOM € 3aBXKIU BAXKIMBHUM, OCOOJMBO Ha eTamax
TIN3aiH-MHUCIICHHS (emmaTyBaHH4, doxycyBaHHS, reHepyBaHHS,
NPOTOTUIYBAaHHSA, TECTYBaHHSA). 3aBISKH IIMM METOJAaM € MOXJIUBICTh
CTBOPEHHsI OUIbII e(EeKTUBHUX pILIEHb, SKI BIAMOBIAAIOTH MOTpedaM HAIIKUX
KJIIEHTIB, 1 CHIPUSAIOTH JOCATHEHHIO LILJIEH.

Mertononoris lean craprany gornomarae 3MEHILUTH PU3UKU Ta BUTPATH Ha
cTadli po3poOKM MPOAYKTY 3aBASKM LIBUAKOMY BHUIIPOOYBaHHIO Ta
KOpUTyBaHHIO TinmoTte3. CTBOpPEHHS YHIKAJIbHOI IIHHICHOI  MPOMO3MITIi
JI0TIOMarae 3po3yMiITH SIK caMe Halll IPOAYKT BUPILIyBaTUME MpoOiieMy KiIl€eHTa
Kpauie, HiX Oyap-sKl 1HIII anpTepHatuBH. Jns lean crapramiB 3acToCyBaHHS
Cy4yaCHHUX METOJIIB JI03BOJIIE OE3MEepepBHO TMEPEBIPSITH  PIIIEHHS, IO
MIPOTIOHYBATUMYThCS, 3aBASKH Jlajory 3 KiieHTamu. B 0i3Hecl Jyisi CTBOPEHHS
YHIKaJIbHOI IIHHICHOT MPOTO3UIIii I[IHHO BUKOPUCTOBYBATH KapTy eMIarii, KapTy
MOJIOPOXKI KIIIEHTA, KapTy JOCBidY, IjiaH cepsiciB. Kapra emmarii sikHaiikpaiie
s lean crapramy J03BOJISE€ 3aHYPUTHCH y JOCBIJ KJII€EHTa, pOo3yMiTH ioro. Lle

CTBOPIOE MOXKJIUBICTH PO3POONIATH MPOAYKTH, SIKI BIAMOBIIAIOTH 3alUTaM 1 €
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B B O T D, W
TIMCHO LIHHUMHU JJIsl KJIE€HTIB, IO CIPHUSE YCIMIXy Ta CTAOUIBHOMY PO3BHUTKY
Oi3Hecy.

Jis xoMaHAM BHBENCHHS TMPOAYKTYy Ha PHHOK, MaciTaboOBaHICTh,
NpuOyTKOBICTh — MeTa. JIJisl BEHUypHUX 1HBECTOPIB Hall cTapram — 1e Oi3Hec,
a/pke BOHHU I1HBECTYIOTh B Traiy3i, TexHoiorii, 3okpemMa B DeepTech. Tomy
BAOXJIMBO PO3pOOUTH Taky Oi3HeC-MolelNb, sika Oyde 3po3yMmila HeE JIUIle
KOMaHJli, a JIETKO 4YHUTaTUCh QaHAepaMu 1 YMOXJIHBIIOBAJIa YCIIIIHY
KOMepIliadi3amifo  TEXHOJOTIYHMX  pimeHb y cydacHomy BANI-cBiTi.
HanparitoBanHs KOMaHIM BaXJIMBO MPE3EHTYBATH, CKOPUCTABIINCH MPaBUIAMH
edextuBHOrO mTunHry “6PR”. BMIiHHS 4iTKO Ta MEPEKOHIMBO MPEICTABUTH
CBOIO 1/I€10 13 3aJTy4YE€HHSM HEOOXITHUX JTaHUX Ta apTyMEHTIB MOXKE BUPIIIAIbHO
BIUIMHYTH Ha pilieHHs iHBecTopiB. [loTpiOHO BUKOPUCTOBYBATH Cy4YacHI METOIU
JUISI YCIIITHOTO 3aTy4YEHHSI BEeHUYPHOT'O KariTay.

JlocarHeHHs: 1100ajdbHOTO JIIJIEPCTBA — MPOLEC, KWW BHUMArae BMIHHSA
IIBUJKO 1 gKicHO pearyBaru Ha 3miHu. [ DeepTech-kommnanii, mo Bupociu 3
lean crapramy, e MOXJIHMBOCTI, III0 BUMararmTh TpaHChOpMaIliii, 3aaydeHHS,
yTpUMaHHS Ta pPO3BUTKY TalaHTIB, fAKI (QopMyBaJIMCh y  PI3HUX
COITIOKYJBTYPHUX  CEpelOBHINAX, 30araroud  CBOIMHM  KOMIICTCHIIISIMH
MIDKHApOJHUM pUHOK mpati. [IponoHyoThca pekoMeH 1allii, Ha 0 Ma€e 3BepTaTh
yBary  DeepTech-kommanis, 3a0e3nedyiodd  pO3BUTOK 1  JIJAEPCTBO:
JOTPUMYBATHCh CTparerii OJaKUTHOTO OKeaHy; 3a0e3MeUuTH CTpPATEerito
3pOCTaHHA; JOTPUMYBAaTHCh (PIHAHCOBOI CTpaTerii KOMIAHIi Ta cTpaTerii
IHHOBAI[I{; YOPABIATH TaJlaHTAMU; CIPHUATU JIOCATHEHHIO CTPATEridYHOI METH
€C; ob0pard 1UIb CTaJOr0 PO3BUTKY, TOCATHEHHIO SIKOI pEagbHO CIPHUATH
3aBISKM MAISUIBHOCTI KOMIAHii; CTBOPIOBAaTH EKOHOMIYHY IIHHICTh 3aBISKH
IHHOBAI[IMHOMY  MIANPHEMHUIITBY; O0OIMaTH  MOXJIMBOCTI; HIKOJIM  HE
3YMUHITUCH Y PO3BUTKY. YrpaBiiHHiO DeepTech kommnaHiero 3a/1s1 JOCATHEHHS
1 yTpUMaHHS TJI00AIBHOTO JIIIEPCTBA CIIPHUSE PO3YMIHHS TEHACHIIIHN, MPUHHATTS

KYJBTYP, BLAKPUTICTH 10 3MiH, CIIPOMOXXHICTh pOOUTH MailOyTHE CbOTO/IHI.
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PREFACE

Ensuring innovation leadership is a priority for EU development. The
programmes of the European Institute of Innovation and Technology aim to
train 1 million people in innovative entrepreneurship skills in DeepTech.
Ukraine, as part of the European community, also has an engineering DNA and
has approved the Strategy for Innovative Development until 2030. To ensure its
implementation and achieve the EU’s ambitious goal, knowledge and skills are
needed, which will be formed by higher education institutions and partners of
programmes, including the projects of the EIT HEI Initiative.

To generate and disseminate knowledge and share it on open platforms of
the Open Science level, a monograph “Innovative Entrepreneurship and Startup
Leadership in DeepTech (within the project DEEP InnoVation and
ENTrepreneurship in HEIs of the European Institute of Innovation and
Technology, European Commission)” was prepared.

The relevance of the topic is that ongoing technological changes create
new opportunities for the creative and entrepreneurial — people create
innovations for people. Innovative startups are not only the birthplace of new
products and services but also a catalyst for economic growth, affecting every
aspect of life.

The period of open access knowledge that has been created is a time of
investment in oneself, in discovering new ideas, learning and development,
especially for students, course attendees, and participants of trainings and
webinars. And for academic and non-academic staff who want to try themselves
in business, it is an opportunity to do something meaningful to change the
world, where an idea is born from a human request and the proposed
technological solution is based on the principle of human centricity. Innovative

DeepTech startups are a platform for unlocking potential, ensuring further
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transformations of the innovation and startup ecosystems, creating new ways of
funding, and creating new models of the economy.

Innovative products that will change the world for the better are about
leadership. 9 out of 10 global leading companies are “born” of technology.
Therefore, DeepTech startups are also about leadership.

Therefore, the monograph presents the main aspects of innovative
entrepreneurship and startup leadership, which are revealed through an
understanding of the functioning of ecosystems, strategies for creating a
successful DeepTech startup on the way to global leadership, the practice of
using art and design thinking, an analysis of the stages of team transformation
and technology business development, and examples of successful companies
that started as a startup. All are aimed at building knowledge and developing
skills that will help implement ideas and create innovative products that will
change the world, develop innovative entrepreneurship and ensure startup

leadership in DeepTech.

144



KUTOMUPCBKA '@ ~ e
znoanEXHIK.A ﬁl“‘lmﬁ!l (EIL ) Hesith :

CHAPTER 1. Unique Innovation and Startup Ecosystems

Any ecosystem is about mindset, i.e. there is nothing that we create
because we want to, everything we create should be quite harmonious and we
should understand what we are creating and why. Economics, finance, and other
areas — are what we create with our own hands and minds here and now, and
there are no other tools for creation if we do it on our own. Accordingly, to
understand what is valuable for us to do, and why it is valuable for us to do it,
we always proceed from an understanding of the functioning of the ecosystem —
how it works in the world, and how it does in Ukraine. Any system is created by
players, and these players (called “actors” or “acting agents”) fill it with their
actions, but in the context of innovation development, we are not talking about
the economic ecosystem in general, we are talking about the innovation
ecosystem.

Innovation is about something new that will be created; but you don’t have
to reinvent “the wheel”, because someone has already invented “the wheel” for
us. We are aware that by inventing and creating a new product — and there may
be millions of people like us — we want to improve people’s lives. That is, the
basic concept of creating any ecosystem — is to change people’s lives for the
better. If we go back to the example of “the wheel”, we should consider it in the
following context: the wheel was invented several thousand years ago, but
during the evolution, humanity decided that wheels could be different: for cars,
for bicycles, and for which variations could be added (mountain, road, etc.).
Thus, innovation can take place in “traditional” products, and it can also involve
process innovation. And innovative entrepreneurship is about business and how
to provide leadership.

Understanding an “ecosystem” — is about understanding “what” and “how”
it functions. For example, we know how blood flows in the human body, what

organs are present and what their function is, and in the economy, — we
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understand what is present and what it is for. There is something that should be
‘conditionally’ static, in other words, certain clusters/activities that have become
“classic”: medicine, education; but innovations are possible and take place in
each of these clusters. If we talk, for example, about a cluster/type of economic
activity such as finance, we understand that this is the “blood” that will nourish
the development of entrepreneurship, including innovative entrepreneurship, i.e.
provide the “organism” called the economy with the means of circulation
(money) that will allow it to function, the entire ecosystem to function.

The innovation ecosystem is shown in Figure 1.1 [1].

Innovation
Ecosystem

Innovation via
Big Companies &
Public Sector.

Closed process &

Research Internal resources

IPR

Fiinding Innovation

Sources Startups

Figure 1.1. The innovation ecosystem
Source: [1].

The economy, environment, and society must ensure balanced
development — we consider these three categories to be fundamental.
Entrepreneurship is not charity, business — is about profitability. When it comes
to an innovative enterprise, it is understood that “it’s all about money”, meaning
that any business has to feed its owners, train the employees who will be hired
in the future, and, of course, it is important for the economy that new jobs
should be created and taxes are paid.

Innovation is a high-risk business, and therefore not every financial player
is willing to support ‘a particular innovative idea’ because, in addition to
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payback, they assess the feasibility and level of risk. In any project, the level of
risk, threat, viability, and feasibility are assessed; accordingly, when presenting
a startup idea or a startup project, of course, any investor will analyse
everything. The difference between an innovative enterprise and the content of
the innovative enterprise ecosystem is that you work with a community of
people who are capable of change, i.e. they do not expect that somebody will
“cause good to them” but are themselves the change; and that you work with
venture capital, i.e. risk capital. The ideal model is when you “find each other”,
the other situation is that to carry out any innovative activity, regulatory
activities must be carried out, and the necessary legislative documents and
regulations must be developed and approved, that is, there must be support from
an institution called the state.

The household, the firm, and the state are the three main institutions. Let’s
imagine that you have come up with an innovation at the household level, such
as ultra-new solar panels, and you want to distribute them and make a business
out of it. The situation with an idea is that it still needs to be worked out in
detail. And when the idea is worked out, then you decide to start a business (and
not vice versa). A company is registered, and to register companies and
administer other business issues, humanity has created an institution — the state.
When we do not want to take responsibility for creating regulatory acts and do
not want to deal with tax administration, — we delegate it to the state (as an
institution that is supported by taxes). Being able to organise one’s habitat — a
household — is about useful management and self-management skills. And a
huge amount of technological innovation businesses were born in a garage.
That’s why the phrase is: “If you want to make a startup, buy a garage”.

Why do we always come back to such categories as startups and why is it
impossible to develop innovative entrepreneurship and the innovation
ecosystem without startups? According to the famous phrase of the “godfather”

of Silicon Valley, the founder of successful US startups, Steve Blank, startup is
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“essentially an organisation built to search for a repeatable and scalable business
model”. Startups are temporary organisations, which search for a profitable
business model, they exist as long as necessary; moreover, they do not
necessarily turn into a business of their own (they can be born to sell an idea or
become an initial public offering). Thus, there are at least three scenarios that
you can do with a startup. As mentioned above, you can even sell it, but you
need to work with it very well. That is why it is said that any startup is a
temporary organisation, and it is not a fact that it will grow into a big business
even if it's managed by you.

Let’s suppose we have created a great idea and built a model. Does the
model have the right to be repeated? Of course, yes, because there is
competition in the market (even if it is not about identical products); but while
you are testing your idea, you are launching several beta versions of the product
you are creating, and your client has to approve it or not — so you are working,
pivoting and trying to verify your idea. So, it’s normal for the model to repeat
itself; of course, you want to develop, you won’t work in a static market, — and
that’s the advantage of an innovation ecosystem, it gives you the opportunity to
be constantly on the move, constantly in motion. You can enter new markets
without a lot of resources — this is the main advantage of scalability, that is, the
ability to enter new markets quickly and without a lot of resources, which is one
of the key characteristics of a startup. When we talk about an innovative
enterprise, it’s not about going to the bank, taking out a loan and being happy, it
is about working 24/7, responding to market demand, responding to consumer
demand, and only then our startup has the right to exist. We cannot create
something that is not useful and cannot feed us. Special feature: when it comes
to social entrepreneurship, we understand that any elements we work with are
on the verge of helping society and providing a livelihood for our team.

Let’s get back to the question: where do you get the financial resources to

create an innovative business?
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Let’s consider such a financing tool as impact investing. It is based on the
fact that each citizen independently decides to contribute part of the funds to the
development of an object, the income from which will be used to implement
other initiatives. The question arises: are there any examples of successful
impact investing in Ukraine? Of course, there are the Ivano-Frankivsk-based
“Promprylad.Renovation”, the “Urban 100 project, and the “Urban 5007
project in Kyiv. These are projects by people and for people who have come
together, invested $1,000 in an idea, created products, and reinvested part of the
income from those products to support the operation of the object and provide
grants to community initiatives.

Another tool is crowdfunding, from ‘“crowd” and “funding”. We have
Ukrainian crowdfunding platforms, such as Biggggidea. For example: you have
a super idea and you want to get a super investment for it. You go to a
crowdfunding platform and ask to post brief information about your idea/project
to raise funds from crowdfunding. If the post is approved by the platform, the
information about the idea appears on it, and people who visit the platform can
then contribute funds to support the posted idea. As is common practice in
Ukraine, the idea owner can set fixed amounts that visitors to the platform can
contribute to support your idea, for example, set a lot of UAH 50, UAH 100,
UAH 300, etc., and in turn, offer your investors some kind of gift.

A crowdfunding platform is one of the best tools to get started. For
example, the Serhiy Pavlovych Korolev National Museum of Cosmonautics
(Zhytomyr, Ukraine) posted information about an idea on a crowdfunding
platform to raise funds for it. Another interesting idea has been implemented in
Ukraine: the Museum at the Dark “Third After Midnight” (Kyiv) — is a museum
staffed by blind people. This museum launched a new company with a goal to
open the museum in Lviv; this idea was presented on a crowdfunding platform,
but it did not receive the required amount of funds, nevertheless it was

implemented. Now Lviv has its own museum, “Third After Midnight”, created
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by blind people, — and it’s about equality. Thanks to such initiatives, it is
possible to prove that it is possible to combine social components, social
responsibility, and the possibility of using different tools to ensure the
functioning of the ecosystem, to unite different players in this ecosystem.

In most of the trainings and business schools, they share information about
the existence of such a funding tool for startups as “friends, family and fools”
(3F). That is, friends are people who simply believe in your idea; family —
because they love you and support you very much; and “fools” — are people
who simply believe in your idea without knowing you and, sometimes, do not
listen to your pitch, but simply provide funding.

There is another tool that is used by absolutely everyone — grant funds.
How do you attract grant funds? Nowadays, the Ukrainian Startup Fund (USF)
has been created. If you have an idea, you can compete for USD 25-50
thousand. You can compete for USD 25-50 thousand in grants for business
development, which you do not have to reimburse. The main thing is to
demonstrate the sustainability of the future business.

The activities of the Ukrainian Startup Fund were launched in a very
timely manner; from the very beginning, the USF website has presented
information about programmes, events, and best practices; anyone can create an
account, indicate what they are interested in, and receive proposals for
competitions. Advantages of cooperation with USF: timely response to changes
in innovation and business, to dynamics in the ecosystem; no excessive
bureaucracy; no need to translate every document (because there are
organisations that require even a certificate of completion to be translated in
order to verify it).

Different funding instruments are offered by different science and
technology parks in the EU and around the world. For example, UPTEC —
Science and Technology Park — University of Porto provides grants for ideas. In

Ukraine, a similar practice has been introduced in the “heart of innovation” in
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Kyiv — UNIT.City — in an ecosystem that promotes innovative entrepreneurship
and research. The practice of identifying prospective startups in the
pre-lockdown period took place once—twice a year (in December and May), as it
is very important for the ecosystem that all participants are present, open, and
ready for constructive feedback. It is not possible simply to add or exclude
someone from this system “manually”, it is freely regulated, self-organised,
adaptive to requests, transformed by the insights of the innovators who form it;
everyone is important, everyone had the opportunity to form an entrepreneurial
mindset, and there was given the opportunity to become a change and a
platform that develops innovations.

What is the difference between an innovation ecosystem and a startup
ecosystem? The innovation ecosystem is much larger and shows a higher level
of competitiveness of the players, innovations — through large companies and
the public sector. The innovation ecosystem requires much more resources to
influence demand formation and to maintain partnerships with clients, and its
development is slower than innovators would like. Innovative companies do
exist, and they usually belong to the micro, small and medium-sized businesses.
For global companies, such innovative enterprises sometimes act as a catalyst
for change. The startup ecosystem is more open, as it is constantly filled with
new ideas/products, collaborative, as it is necessary to go from idea to business,
it 1s easier to receive external, sometimes completely new, resources, and all
players are interested in rapidly increasing volumes, and ideally, — in making a
“unicorn” startup within two years (Fig. 1.2) [1].

An example of the Ukrainian company that has forced the monopoly giant
to reconsider its approach is Nova Poshta LLC. Previously, state enterprise
“Ukrposhta” used to follow “traditional” methods of service, like most other
large and therefore rather inert companies. And then Nova Poshta appeared with
innovations in processes and seemed to say: “Clients need something different,

they want another service time, different service, digitalisation — let’s help the
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clients!” This approach forced the giant company to revise its strategy and adapt

to new market requirements.

Startup
Ecosystem

Innovation via
Big
Companies &
Public Sector.

Research
IPR .
Innovation by

Startups

Support

Organizations

_ Open,
;”"d'”g collaborative &
ources
external resources

New Service
Funding Providers

Solutions

Fig. 1.2. Startup ecosystem

Source: [1].

Returning to the issue of legislative changes to enable the development of
innovations, startups, and clusters, quite often the initiators of the necessary
transformations are representatives of the public sector, small and medium-sized
enterprises, education and science, and local governments, i.e. the “bottom —
up” initiative. For example, the public and civil sector, having the desire and
basic capacity to develop the innovation and startup ecosystem, turns to the
relevant institutions: “We need the Law of Ukraine ‘On Approval of the
Strategy of Innovative Development’,” and the government officials respond
with a question: “Why?”, then the initiators, especially business, in turn,
answer: “When we have the intention and potential to cooperate and talk about a
startup, not everyone knows what it is, so it is better to introduce this and other

concepts into the legislation and develop mechanisms for its functioning,” and

the government officials is forced to respond because it has corresponding
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obligations to taxpayers. Successful advocacy is always important for
development.

Both startups and innovative companies are fast and responsive to clients
requests and are drivers and catalysts of all systems. Obviously, the innovation
ecosystem has much wider opportunities in terms of finding fundings. To
support the functioning and development of the innovation ecosystem, both the
EU and Ukraine provide grant support from the state (i.e., the state administers
the taxes paid and redirects a part of them to the development of higher priority
activities to enable the development of driver clusters and ensure global
leadership). One of the most successful initiatives in Ukraine is the allocation of
grant funding through a competitive procedure announced by employment
centres (grants for business development). And it is not so much about money
(from UAH 5,000) as about the development of an entrepreneurial initiative.
What can be done to make it better? Start from the demand, and not from the
methodology of how to make a business plan. Such an approach will increase
the efficiency of new businesses, and this is especially important when it comes
to businesses run by veterans, people who are displaced and/or have returned to
Ukraine from occupation, forced evacuation, captivity, or forcibly deported to rf
against their will. Of course, not all mechanisms can be launched quickly, but
the very existence of an innovative ecosystem makes changes happen faster.

Innovations do not “give birth” to themselves, they are not created in a
simple way, we can say that the vast majority are born from startups. What is
the difference between the approach to understanding and perceiving innovation
in the past and for the current generation? Earlier: “I came up with an idea, I’ll
go and patent it, let it lie there, I won’t show it to anyone, because they will steal
it anyway.” Nowadays: “I have an idea, and I want to verify it. If it passes the
crash test and receives positive feedback through the pitching, then it might
make sense to develop my business.” That is the difference: the first approach is

about rationalisation, theoretical research, the development process, and so on —
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outside of commercialisation. The second approach 1s about empathy,
understanding the client’s request, the future company’s capabilities, and the
market situation: it is natural to want to ensure payback and profitability as soon
as possible, but to avoid unnecessary losses, the idea should be tested first for
viability (crash test), and only then the business is registered. That is, the two
approaches are different.

The main driving force for the transformation of the innovation ecosystem
is the client’s request and/or the technology that is born, “creates” its client and
should be brought to the market. When it comes to startups, we accept that not
everyone will bring money, because there will be users and customers, and they
are the most valuable source of information about the viability of our idea.
There are users who come to you at the idea’s crash test phase, help you
improve it, and with whom you communicate. They become your ambassadors,
telling about your idea and promoting it. A paying client will of course bring
you the money you expect, and an “ambassador” will increase your reputation,
which 1s one of the biggest advantages in both the innovation and startup
ecosystems. Working in these ecosystems, we cannot let “our” people down,
because reputational risk can cost us our entire business; in other words, it is
very expensive.

When we talk about the startup ecosystem, it means an even closer
connection with our clients. For example, Nokia was founded and operated by
six engineers, and outsourced other functions. That is, it is a company that
“made it”. What did Nokia fail to do? It didn’t adapt to new clients’ requests in
time: the company wanted to make reliable phones, but clients wanted
something else, such as new features, so the company lost out leadership in the
market. But it was the first to build outsourcing channels correctly; that is,
without having enough employees for marketing, quality systems, and other
processes, it hired companies/specialists to provide it with the necessary

services. And engineers made the product. Did they work with their clients? Of
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course, they did; but what was different about Nokia’s approach? It didn’t have
the same marketing budget as, for example, Red Bull (which has perhaps the
largest marketing budget of any modern company). All startup companies
usually don’t have huge budgets to research all clients and market requests, so
these resources need to be found in other ways to empathise with the client to
improve the idea/product.

This is the peculiarity: when we talk about startups, let’s remember that in
an effort to get resources as quickly as possible we don’t need to immediately
take out a bank loan or even go to a crowdfunding platform. First, we need to
validate/test our idea and create a connection with our clients, make several
iterations to improve the idea/product, develop a business model, and try to
pitch it to those who have experience and time to tell us what else is valuable,
namely to business angels, venture capitalists.

Which stakeholders are important for the functioning of the ecosystem
(Fig. 1.3) [2]? They are entreprencurs themselves, universities, the government,

corporations, and owners of risk capital who are willing to allocate it.
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Fig. 1.3. Model of innovation ecosystem stakeholders
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Source: [2].

What is important in the startup ecosystem? The connection with
universities, as they are perhaps the most supportive of any initiative and, in
fact, the place where ideas are crash-tested (in university startup clubs,

incubators, and accelerators). Universities form teams that give birth to ideas
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and are ready to test them as soon as possible, and there is an appropriate
infrastructure for this.

Supporting organisations that provide consulting and mentoring services
are willing to cooperate with university startups, as they are interested in
creating new products that improve the quality of life, and it is their
responsibility — to develop adequate businesses for future generations and
ensure sustainability.

All the players that form the startup ecosystem declare openness. For
example, when the first startup summer school was created at Zhytomyr
Polytechnic State University in 2018, all startup teams passed a crash test by
communicating with potential clients in the city centre in the open air; it was
said: “Now test your ideas. You have only two hours to do it.” And in those two
hours, they successfully tested their ideas: bio-materials, devices for people with
disabilities, and software. They received feedback that they would have
expected from the market for quite a long time for an idea. Two hours compared
to two weeks — 1s about efficiency. To remember: YouTube’s algorithms work in
such a way that 15 seconds ago — is a long time ago. That’s why time is one of
the most important resources for startups.

The startup ecosystem — is always about collaboration, cooperation, and
opportunities. We look for resources, and these resources can be not only
material or financial but also intellectual. We are looking for people who
generate new 1deas and have a fresh perspective on the situation. These people
will not necessarily ask for payment for their services, because they can say:
“I’m just interested in supporting the ecosystem, so tell me about your idea, and
I’1l tell you how to do it.” And if you have an idea, then share it, because this
will help to create a new product that will probably satisfy (not your needs at the
moment, but help other people). That is, it is your investment of your time in the
development of valid, adequate products. That is why collaboration — is very

important.
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The advantage of startups is that you don’t need to buy everything at once
to create a product. You need to know where to get what you need to create a
product, from whom you can get it, and in what amount (free or borrowed). For
example, 3D printing and everything related to 3D modeling are developing
now, so not everyone can afford to buy 3D printers. The first startup of
Zhytomyr Polytechnic, the mechanical laboratory MechLab, started assembling
3D printers themselves; consumables were purchased, among other things, with
the help of microgrants and the university support, so the assembled device had
a minimal cost. In other words, you don’t have to buy a 3D printer to make
something, you can either assemble it yourself, borrow it from those who have
one, or visit an existing FabLab (usually located at universities or in innovation
parks). How does the FabLab system work? A person who, for example, wants
to make a certain part on a 3D printer, comes to a FabLab and discusses the
conditions under which 1t can be made, when and how much it costs, and then
makes what he or she needs. So, you can simply rent a place in the FabLab for
the period of time you need it. What if FabLab is not available? You have a
“plan B”, “plan C”, “plan D”, and “plan E”, meaning that to launch your
business you need to know where to get resources. This is how the ecosystem
functions, and without collaboration the ecosystem is not very capable.

As for external resources. There is a phrase I always say: “Business is not
about taking everything out of the house, it’s about figuring out how to bring it
in.” That is, even for validating an idea/starting a business, it is not necessary to
take all the resources from home, because there are external resources for this,
and you need to know where to attract them from. What was a typical mistake
made by Ukrainian businesses in the early days of the national economy? There
were limited beliefs that starting and developing a business should be done at
the expense of one’s own funds. There was a strong belief that you first need to
accumulate funds and then do business. But while we are accumulating, we lose

the market, and the client changes his requests — he is not interested in waiting
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until the funds are “found”, he wants a product right here and right now, and he
has a request right here and right now. Moreover, economic terminology clearly
defines what equity capital is and what borrowed capital is. Therefore, when
you are tempted to confidently do everything at the expense of your own
resources, it 1s valuable to pay attention to the global experience, for example,
that 70% of Japanese business is about borrowed funds. And the client is still
with us, and it’s good that he stays with us.

Therefore, we can say that the startup ecosystem — is exactly the system
that allows us to unite the “here and now” generation with the “here and now”
clients’ requests.

Are new ways of financing and new financial solutions for startups
possible in the ecosystem? Of course, because we don’t know what financial
solutions we will find in a moment — especially when we are already negotiating
with venture capitalists and other investors, in particular on the terms of
funding. The terms of funding are always negotiated and are not “typical”
because each case is unique. The example of the “BeeWorker” team, which
demonstrated one of the most interesting startup ideas: the team was offered an
investment of several tens of thousands of euros, but the team did not know how
to reimburse, so went to negotiations with investors and found out the necessary
points of a potential agreement.

When discussing various aspects of innovative entrepreneurship and other
related topics [3], it i1s important to understand that in order to achieve goals,
one must be able to negotiate and cooperate.

Today, there are many ways to deal with funding, and we have the
opportunity to create them ourselves. The resources may not always be known
to us, so it i1s important to constantly monitor the market and be aware of new
opportunities. For example, in the modern world, there are cryptocurrencies,
and some businesses pay exclusively with them. Although this method is not yet

widespread in Ukraine, why not?
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The ecosystem creates an environment where smart and creative people
have the resources they need to succeed, are not afraid to fail and learn from
mistakes, and have the freedom to take risks — this is the guiding thesis of the
YEP! network of academic business incubators.

So, the startup ecosystem:

- lively and dynamic;

- born of teams, filled with microbusinesses;

- in which 1deas have been verified, transformed and work on the
principles of openness, collaboration and with different ways of attracting
resources.

To create innovations, the priority is to have a team that gives birth to an
idea, shares its values, and is ready to respond to changes in stakeholder
requirements. It cannot be large. Any startup team consists of 3-4 people. It
differs from a classic business in the absence of positions, but there is a division
of roles and areas of responsibility within the team. That is, the work that a
particular team member has undertaken to do is performed only by him or her,
without shifting responsibility to other members. A team is a group of people
who share common values and who are specialists in different fields. Having
defined the roles in the team, it is necessary to understand who will work with
investors. Cooperation is necessary for development, as big businesses are
rarely ready to give up their market share, and the best scenario is to become
partners whenever possible. Large corporations will not be able to cover the
entire market (in addition, there are antitrust laws in place), as there will be
clients they cannot “reach” or market segments that are currently not available.
The best competitor — is the one you can have coffee with. And with public
authorities, as well as with corporations, you need to be able to advocate for
requirements. In this system, universities address issues related to development,
testing, and pitching ideas, because it is not always profitable for a large

corporation to keep a staff of developers on its payroll, as this leads to higher
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operating costs. Universities are creating startups that are coordinated by
operational teams of startup clubs that bring together people of all generations,
especially young people, who will be interested in testing their ideas. Since
2014, a large number of combat veterans, representatives of the Armed Forces
of Ukraine, and female and male veterans have been studying at Ukrainian
universities, which means that ideas for veteran businesses are born and
crash-tested. Universities are platforms that have the necessary resources and
capacity to validate, crash-test, and use opportunities to access all the funds that
can support the idea.

An ecosystem nurtures an environment where creative and knowledgeable
people have the resources they need to succeed. As noted, resources are not only
financial, logistical or human but also know-how. Being in the ecosystem, the
fear of “failure” disappears and the motivation to learn from mistakes and take
risks appears. If something doesn’t work out as planned, — it’s not a “failure”,
but an experience for improvement.

There are enough stakeholders who are interested in the functioning of the
ecosystem and support it. One of them is the aforementioned Ukrainian Startup
Fund, — an institution that is approached to go from idea to funding and that
holds annual competitions among startup teams. And, there is a reason why the
USF website states: ““You may not believe in unicorns, but they believe in you”
(Fig. 1.4) [4]. This means that a “unicorn”, i.e. a company that has given birth to
a viable idea and earned its first billion on it, is ready to invest in your idea —
because it has been there and knows what it is like to walk “in those shoes”.
They understand what it’s like, which means — they share your “pains”. By the
way, this is about new ways to get mentoring support and attract funding for a
startup.

Propositions on training and funding opportunities are also available on
business.diia.gov.ua, and the main portal diia.gov.ua offers various grant

funding opportunities. There are accelerators in the ecosystem that were not
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afraid to do the first crash tests for those who were just starting out; today, their
activities are mainly aimed at supporting DeepTech, hardware startups, and

those related to Industry 4.0 [5, p. 15-17; 6; 7].
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Figure 1.4. Ukrainian Startup Fund
Source: [4].

Other ecosystem participants that, in addition to universities, create
coworking opportunities for startup teams are hubs. For example, iHUB, HUB
4.0, LIFT99 Kyiv Hub. Digital platforms also operate, and non-profit NGOs
provide training in non-formal education. It is valuable that there are different
formats of education that are adequate to the needs, i.e. you need to keep up
with the market, and this is the main challenge in a digital, fast-changing world.
The birth of an entrepreneurial mindset is beneficial to the formation of
innovative entrepreneurship, i.e. it is not about “learning to be an employee”
and doing work strictly according to the job description (“minimum initiative”),
but rather about understanding that a person is a change and sets the pace of
product/market development — with his or her idea, together with his or her
team, together with his or her product.

Companies and their programmes are also active players. For example,
Visa was very surprised that new companies were being registered in Ukraine

despite the war. Statistical information to increase motivation: during the period
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of rf’s full-scale aggression against Ukraine, 51% of businesses were organised
by women, — and 49% by men. And the company decided to support women’s
businesses in particular by opening the visionary women’s accelerator
“Vidvazhna” (i.e. “She-Brave”) [8].

The European Union’s EU4Business programme is a programme that
requires constant involvement in trainings, providing an opportunity to improve
one’s competencies in terms of starting a business for free [9].

The SaaS (‘software as a service’) platform is one of the best platforms to
meet like-minded people, crash test your idea, or find an investor. This platform
is ideal for the development of both innovation and startup ecosystems.

The EIT (European Institute of Innovation and Technology) Higher
Education Programme — is a community of like-minded people that supports
activities that empower, transform and develop. The EIT HEI Initiative — is a
joint activity of the EIT community that recognises higher education institutions
as key actors in regional and European innovation ecosystems: “The EIT HEI
Initiative is uniquely designed to enhance the innovation capacity and
entrepreneurial mindset of HEIs and foster collaboration between academia,
industry, research institutions, public authorities and governmental
organisations” [10]. The DEEP INVENTHEI project — is the result of the
partners’ ability to ensure innovative development through training, research,
attracting 10 thousand euros by startups, and establishing partnerships (Fig. 1.5)
[11].

All these programmes and platforms are open to everyone.

So, when starting a startup, it is valuable to review the checklist and
determine whether everything has been sufficiently worked out and taken into
account, namely:

1. Is it clear what kind of ecosystem we are entering: startup or innovation?

2. Do you have a vision of how your own startup, such as DeepTech, will

interact with the ecosystem (a case study from the team)?
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3. The idea of the startup:
- 1s generated by a team;
- whether it has been ranked/prioritised according to the
requirements/monetisation criteria;
- whether there are similar ideas on the market (from 3 to 100, if any);

- 1s it clear why the idea is extraordinary for the client and what are its top

benefits; is it clear why the team’s idea/product “can do it”?

Fig. 1.5. The vision of the DEEP INVENTHEI project

Source: [11].

Input parameters: value for the client (“prescription against the client’s
pain” — what kind of pain is it / what is it about, and what value do we give
them with the future product) [12].

4. Has the concept of a unique startup that solves a client’s actual problem
in the modern world been created, and is it sufficiently justified why this
problem requires an innovative solution and how we solve this problem?

5. Have you developed an action plan for the “launch” of your unique
startup, where it will be in 6 months, and what its place in the ecosystem will be
in 2 years?

The main thing — is not to be afraid and move forward.
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Summary

Unique innovation and startup ecosystems are both a place for the growth
of modern innovative businesses and a key to economic growth. Ecosystems are
made up of participants who interact with each other, creating favourable
conditions for the birth of new ideas and businesses. Startups, thanks to their
flexibility and ability to quickly adapt to requirements, are becoming catalysts
for technological breakthroughs and economic change. The synergy of the
startup ecosystem makes it a powerful driver of innovation. It not only promotes
the birth of new companies, but also ensures sustainable economic growth,
increasing the competitiveness of the companies and ensuring European

leadership in the world.
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CHAPTER 2. Startups and Their Types: Organisations That Change.

Main Characteristics and Functions. DeepTech

Startups are about opportunities. For teams, for markets, for development.

There are several approaches to understanding the essence of startups.

According to Forbes [1], these are young companies founded to develop a
unique product or service, bring it to market, and make it “irresistible” and
irreplaceable to clients.

The main difference between a startup and a “start with a business plan and
get registered”’-company is the approach to building a business. The first starts
by thinking about the team, about the people who will go “side by side”, about
the idea that will be communicated to the market, prototyping, validating,
business modeling and, of course, about the client; and only then it will be about
registering the business. A startup never goes straight to registering as a
business entity until it has completed all the preliminary stages on the way from
idea to business.

It is important for a startup to determine what specific efforts should be
undertaken — all the activities that the startup will do to bring the product to
market, increase loyalty to the idea and product, generate requests, and achieve
other marketing goals (it is important to understand whether the team has the
skills and competencies to enter the market or whether these functions should be
outsourced). In other words, it’s about the team’s capacity to bring a product to
market.

A “start with a business plan and get registered”’-company is a company
that has come a long way in terms of using its skills or creating new skills
before registering, but rushed to register and spends time looking for its clients,
which requires a fairly large marketing budget and constant support for

marketing efforts; but for a startup company hyper-spending on marketing is
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unacceptable because it needs to achieve a return on investment as soon as
possible.

A startup team first of all thinks “What (are we creating)? Who (our
client)? Why (does it give a dream/soothe the client’s pain)?”, and only after
finding the answer to these questions starts registering the business (if this is a
scenario where the business is registered rather than sold, or offered as an initial
public offering, i.e. IPO), after which it needs to propose a product to its client
and the market.

What both a startup and a “start with a business plan and get
registered”’-company should have in common: is a development strategy. And
while startups develop a strategy as “must have”, the aforementioned company,
unfortunately, sometimes realises the need to develop a strategy later.

The product created by a startup should be “irresistible” and irreplaceable
[2; 3]; the question is, what should a startup do to make the client choose and
love us? Finding an answer to this question is a startup’s task at the stage of
creating an idea and empathising with the client. Unlike companies operating in
the market that also create products, startups have limited resources, and the
market is quite dynamic, but they need to enter the market in such a way as to
occupy their own niche or create their own market (this will be discussed further
in the monograph when we talk about the blue ocean strategy).

We define two “‘starting points™ to enable a startup to enter the market:

1. Team.

2. Creating an “idea for a client” or “client creation” — creating a product
that clients will buy, even though they know nothing or very little about it (they
will “vote with their money” for us and our product).

According to Forbes, the following distinguishes a startup from other
businesses: “regular companies duplicate what’s been done before... That is,
they work from an existing template of how a business should work... A startup

aims to create an entirely new template” [1]. Regular companies are about
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hierarchy. A startup creates a completely new template, and this is about the
distribution of roles and responsibilities (CEO — chief executive officer, CFO —
chief financial officer, CTO — chief technology officer). The uniqueness of
startups is that they set the rules, there are no guidelines for creating “their
products for their customers”.

The main “key factor that distinguishes startups from other companies is
speed and growth” [1]:

1) Startups tend to develop ideas very quickly. They often do this through a
process called iteration, during which they continuously improve products with
feedback and usage data.

2) Often, a startup starts with a basic “skeleton” of a product, called a
minimum viable product (MVP), which it tests and revises until it is ready to go
to market.

3) Startups also tend to seek to expand their clients base quickly. This helps
them to gain more and more market shares, which in turn allows them to raise
more money, which then allows them to expand their products and audience
even further.

For startups, the “client/user” component of the business model canvas is
important, especially for early adopters. Keeping in mind that we have limited
resources, it 1s possible to trust the users who are our ambassadors. Moreover,
when choosing a business model, consider that the beta version of the product
can be made free of charge, by using available advertising channels. Testers are
also our ambassadors.

Rapid growth and innovation usually serve, explicitly or implicitly, the
ultimate goal of going public. When a startup goes public, it creates an
opportunity for early investors to get a “head start”, a leadership position — a
concept that is known in startup parlance as “exit”. What if the market is
“stagnant” — we don’t enter it, we think of another idea, and we give this one

away, sell it, because it’s not time. There are markets that are not ready to accept
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us, such as during periods of stagnation. How to check the market: one of the
indicators of economic development is the positive dynamics in the property
market. If the real estate market is stagnant, there are problems with liquidity in
particular and in the system as a whole. That is, we analyse and think ahead to
see how much the market is ready to accept us. If the situation is favourable, we
enter the market by changing/adapting our business model. It is important to
understand whether we are entering — a local or global market. Changing a
business model that was developed for a local market to a global market is quite
time-consuming and expensive, especially for innovative products; therefore,
you need to understand whether you are ready for such a loss of time, and
sometimes even clients, for a slowdown in revenues during the “transition”
period, and for the inevitable costs that will be associated with it. Therefore, it is
important to determine what we will choose — a local or global market.
Ukrainian practice: there are quite a few well-known startups of Ukrainian
origin that have succeeded (Grammarly, PetCube, etc.), and their success stories
are about making dreams come true to eliminate customer pain. Even in the face
of rf’s full-scale aggression against Ukraine, people have founded and continue
to develop businesses, — indeed, the market is not as dynamic as all stakeholders
would like it to be, but startups have created unique products and found their
niches, and these niches are about 1/3 related to the creative industries.
Returning to the issue of rapid growth: the fastest way is to communicate
with our target audience; or, another scenario — with a thousand people who
were not our potential target audience, but we found them and they found us
(there is no such thing as “many clients” — they may already be our clients, or
we managed to interview/communicate with 100 potential clients in a day).
Meetups, broadcasts, online meetings as an opportunity to add more
communication channels to the coveted CRM (customer relationship
management) system that will help your startup in the future, — all methods are

valuable for enabling growth. This is the development of communities, which
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we are talking about in the context of ecosystems. How to create products that
drive rapid growth? Through iteration: if the idea doesn’t work, — we change the
characteristics on the input to meet clients’ requests, if it’s difficult to perceive,
— we improve the processes until we achieve the desired result.

For example, Jan Koum, the Kyiv-born developer of one of the most
popular messengers and founder of WhatsApp Inc. He was an immigrant to the
United States, first received social support, then while working in companies
and learning from them he realised that something was limiting him, so he
decided to move on. So, he founded his own company, but his product was not
in demand in the market as he wanted, and he did not understand why the idea
was not succeeding; eventually, after learning about some features and
implementing them, he got the desired result — the product became very popular.
Later, in 2014, he sold his company to a larger company, META (™Facebook),
for a record-breaking sum of USD 19 billion. The deal was agreed in the
building where he received support previously. And there are many such cases.

How to meet your client to ensure growth? There are 2 approaches:

1. We have a product — we look for/create a client;

2. If there is a client, — we develop a product.

Regardless of the approach chosen, two principles must be followed:

1) Matching the product and the client (this is the responsibility of the
team-founders: you need to clearly create the value proposition — what we give
our client with the product, what pain we eliminate and how to build a portrait
of the client).

2) Market relevance of the product (a product for a specific market, and we
do not give a product to a market other than our own).

Relevance means that the product will find positive feedback from the
client. We want the consumer to look at the product and immediately realise —

that it is mine. And it makes sense to continue developing the startup idea if you
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find a product-market fit. It is extremely important to find your niche on the
market.

The world’s most famous author of the customer development
methodology, which is the basis of the lean startup concept, a practice that
always says “Learn how to build a startup”, Steve Blank gave the most
comprehensive definition of a startup as a temporary organisation created to
search a repeatable and scalable business model, founded by a small team [4].

When creating a startup, the team needs to check whether the startup has
the necessary adaptability/flexibility, creativity, transformability, is searching for

a business model, and demonstrates scalability (Fig. 2.1) [4]:

Startup has:

- adaptivity/flexibility;

- business-model searching, creation and transformation
- scalability

realised by your small team

Fig. 2.1. Checklist for a startup
Source: generated by the author based on [4]; figure by [5].
What should a startup team remember? That startups work 24/7 and that

entrepreneurship — is “a craft”. A startup’s product goes through a number of
iterations before the customer and the market receive it. At an early stage, teams
are looking for answers to the questions “what is the goal” and “what is the
business model”. The task is to create a business model that will work “every
second”. And that there are three scenarios for further development, one of
which must be chosen by the startup team: IPO, developing their own business,
and selling the idea.

Startups — are about the strengths, potential, and shared values of team
members; whereas a large, sometimes inert company usually operates according

to standards, and employees — have job descriptions to follow. Startups search,
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create, or sometimes adapt a repeatable and scalable business model.
Repeatability should not be equated with creating a “one-size-fits-all” template
for other businesses, because with each new idea, each new type of business, the
team acquires new skills while creating it, — it means that with each attempt we
improve the product, because at centre of creation is a unique value proposition,
and repeatability — is not only about accelerating development but about
“leveraging” the entrepreneurial mindset.

When creating a business model, we focus on the fact that a startup — is a
small company, there are no big startup companies because you need to remain
flexible and adaptable. That is why we search, create and adapt a business
model according to our clients’ needs, their dreams/pains, the market, and the
capacity of our team, and scale up, within a small team.

There is also a canvas that needs to be developed — the value proposition
canvas; and, depending on the stage of development, it is good to create a
customer journey map (more on this in the following chapters). Several
scenarios of clients’ behaviour should be calculated, from 3 to 12; the minimum
required is realistic, optimistic, pessimistic scenarios.

What else do we pay attention to when we talk about startups? First of all,
the fact that it is a temporary organisation, not a large company that has been on
the market for 100 years and has all business processes in place. Let’s think of it
as a part of life that can really grow into something bigger. When a startup
grows into a large company (i.e., it shows signs that it is no longer a startup),
starts to have millions or even billions profit, the team may face quite fierce
competition (in addition, mentors ‘“disappear”, the conditions for attracting
funding change significantly), the market sets the rules for the players, which
does not always correlate with the dynamics of the ecosystem in which the
company operates. You need to be prepared for this. So, as long as a startup is a

startup, it definitely has the advantage of being able to remain itself. And then
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act according to the situation (depending on clients requirements and market
dynamics), making decisions based on the team’s capacity.

What are the common characteristics [6] of a startup company?

1) Innovation — as mentioned in chapter 1, we don’t have to reinvent “a
wheel”, but we do need to have something special to keep our client engaged.

2) Disruptiveness — is about the fact that a disruptive innovation can
destroy someone’s “traditional” business and give rise to a new one (examples
are Netflix, Uber, which destroyed the video rental and taxi networks,
respectively) [7]. This is about progress.

3) Problem-solving orientation — a startup will not be a startup if it does
not solve the client’s problem. Not to promise them, but to convince them.
When you form a team, you should have people who can help solve the client’s
problem and respond to their requests in the future. We also have to think about
how not to create a problem for ourselves while we are solving the client’s
problem.

4) Demonstrate rapid growth — as mentioned above, and as Steve Blank
said, if you don’t know where your startup will be in 6 months, no one is
interested in your startup. Quick entry into the market is a must-have, which is
not a difficult task.

5) Scalability — is about the team’s ability to ensure: investing money and
time in fast-growing technologies and generating revenue streams, the ability to
respond to customer requests in time to create the “perfect” value proposition,
using adequate techniques to promote the product, determining which work to
be outsourced in time, how to organise internal business processes and their
digitalisation.

6) Flexibility — startups are the most flexible and quickest to respond to
clients’ requests and market dynamics, and this is their advantage over inert

companies.
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7) High risk — a startup, like any business, is associated with risk. In a
startup team understanding the responsibility we do not speak on behalf of one
person, we speak on behalf of the team, for example, we use the phrase “we do
not know” when referring to risk — we do not know all 100% of the risks that
may affect the idea and its implementation. But the team can determine the
probability of a certain risk occurring. That’s why, according to various
indicators, between 2% and 20% of startups survive, which is not critical,
because a startup is temporary;, and if it doesn’t work out, we move on.

8) Strong organisational culture — internal organisational culture is revealed
through values — it’s about people who are united by the same value system and
who understand what language they speak to each other without even saying
anything. Everyone’s opinion matters so it’s about strong connections and a
strong culture.

9) Young company — with a business model that supports innovation, it is
about small teams; they are relatively young, and can only afford a small
number of people in their value system. Such companies know where they will
be in six months and two years.

10) Smaller teams compared to other businesses — without a team an idea
cannot be implemented, even the best one. Small teams are about transparency,
openness, and speed, and this is an advantage.

11) Tech orientation — 9 out of 10 of the world’s richest companies come
from the technology sector. This is about harnessing the engineering DNA to
develop innovative businesses and create “blue oceans™ (as will be discussed in
the next chapter) and about greater access to financial resources, because
ensuring technological leadership is an EU goal. Technology-oriented startups
are better supported by investors, and every startup needs investors.

12) Often funded by external investors — this approach is especially
suitable for startups, because the funders understand the best that a startup needs

to be supported at the pre-seed and seed stages. By the way, the collateral may
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be the startup’s intellectual property or other options acceptable to the parties to
the negotiations.

Entering the market is a crash test for a startup. That is why it is important
to really assess the startup’s potential and the team’s capacity (Fig. 2.2) [8]. You
need to be able to adapt quickly, because if your product is digital, even 15
seconds is a very long time. Startups can also fail due to the lack of a “market
test”. The time period given by the market is not infinite. And there is always
the possibility of urgently redesigning an idea/product if something was not
taken into account. The sooner the market crash-tests the business model, the
sooner feedback will be received and the sooner the startup company will adapt,
even if it is through a bad experience, but will move on. “Fail fast” — is about

the crash test of a startup by the market.

A Startup High Growth Ambition and A Scaleup
very scalable business model
"a startup” o @ ascaleup”
Unvalidated Market validated
business mo del business model
@  “smallbusiness”
Low Growth Ambition and/or Market Opportunity Market Timing
Non Scalable business.
Innovation B;iz:s Digital Growth Team
Ambition Commitment
Capture
Value
Create Scale
Value Value —_
Entrepreneurship Scalability Team Structure
Fig. 2.2. Assessment of startup potential
Source: [8].

Both the validation of the business model by the market and the
understanding of the growth ambition and scalability of the business model are
important.

Why does a team need to be as honest as possible when determining

scalability? It’s about being realistic about the ability to enter and stay in the
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market, the way to do it is through trust and values. When it comes to
interaction, you need to act in a coordinated manner, “synchronously”, as if in a
team game (when the ball is passed, and you know what to do with it). You just
need to do a good job, and the ability of everyone to do their job well according
to their role is the strength of a startup. Quickly, efficiently and within the limits
of their responsibility, without shifting their tasks to others. Team roles should
be clear, and as a result of working together, the client will always have access
to the product as requested. For example, information on how the team can
benefit its clients — as with veteran businesses, which have received a greater
response from users in Ukraine.

About growth ambitions: the team needs to understand and to position
where their idea/business will be in six months, and whether it will be able to
generate the planned revenue streams. It i1s important to distinguish between
mere ambition and “healthy” ambition; for example, a statement that “mission
Mars and Jupiter at once” is not appropriate because it is unrealistic to achieve,
1.e. it is not the task that a startup should set itself. Or, there is a temptation to
say “We will have all the customers”, but this is also an unrealistic approach, an
unhealthy ambition because such a statement does not correspond to the
entrepreneurial ability to determine revenue streams (at least by the method of
“product price multiplied by the number of customers™). A startup is about
“healthy” ambitions and adequate market assessment, i.e. when:

- growth ambitions correlate with market opportunities;

- the team’s commitment to bringing the product to market and the
timeframe for bringing the product to market are aligned;

- the ability to scale is conditioned by the team structure, which was able to
balance the skills of the participants and determine the ownership of the
product/firm.

Startups are mostly about innovation, we understand that we create value

and scale it, and we understand that we form the right business model based on
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the value we will give to the client. This is the right thing to do. At the same
time, there is a mistake that startups make to demonstrate a short ROI period:
they do not take into account all costs (they underestimate their volume, do not
take into account all taxes, the cost of banking, notary and other mandatory
services); but it 1s honest and professional to take into account all types of costs
that are expected to be incurred, although this is really difficult when dealing
with innovations. And yes, it is an additional time commitment. Because when
you want to develop, you can’t just focus on income, you need to look at
expenses. A startup is a temporary organisation, but if there are moments of
non-transparency at the beginning, the investor will not even look in its
direction. Silence is a disadvantage both for the reputation and for the startup,
which deceives itself. So from the very beginning, a startup — is about honesty.

In addition to honesty, transparency, and openness, there are factors that
greatly influence the decision to support or not support a startup. For example,
the top 5 success factors [8], which are demonstrated during each pitching of
startup ideas:

1) Time advantage — in 42% of cases, an investor will pay more attention
to an idea if it demonstrates the speed of transformation into a business and its
development, scaling: you have to show that you enter the market faster, adapt
faster and have a strategy.

2) The team — in 32% of cases, the investor pays special attention to the
team, because success depends to a large extent on the team: who is in the team,
what role does each person play, and a LinkedIn profile with skills and
experience.

3) Idea — 28% of attracting investor attention. It is evaluated on how
realistic, timely, truthful, etc. In other words, people pay attention to the idea
after meeting the team.

4) Business model — 24% of investors prefer to analyse the business model.

It is unlikely that anyone will consider a startup idea or listen to a 30-second
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pitch if a business model is not presented (see chapter 7 for the logic of its
construction).

5) Funding — 14% of investors expect the team to have worked out various
ways to obtain funding for the startup (and for business development). This is
about the team’s ability to correctly identify and prioritise potential sources of
funding, depending on development scenarios: if plan A fails, then there should
be plan B, plan C, etc. You cannot be overconfident that the most powerful
venture capitalist will immediately agree to invest in the presented idea after the
pitch (each investor has its own business plan and conditions). The team should
work ahead and develop backup ways to raise capital for the startup based on its
own potential capabilities, as well as clearly understand the sources of income
and the amount of revenue. Even if you have 15 seconds for pitching, it is
valuable to have time to voice the sources and data, — because the investor will
not make a decision on financing without the relevant information.

Most startups are initially created to grow into separate companies. When
this happens, there is an opportunity to create new products, launch new
projects, and even invest in others. What’s important is to analyse cash flows
(by sources of income and items of expenditure) for each of the areas of activity
to be developed, which will help you understand where there is free working
capital and therefore make decisions about investing and reinvesting.

What is important? Even when a startup has become a viable business, it is
a reason to develop innovations even further. Even if your own resources are not
enough, there are always organisations looking for scalable business ideas and
ready to support their implementation. Focusing on growth remains a vector of
development, and you always need to understand where the company will be at
certain times (milestones).

Whether a company needs to differentiate itself when it grows — depends
on the strategy it has chosen and the antitrust laws. At the same time, it should

be remembered that “one man will die in the field”, — so the transformation of
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the company into a group of companies, holding, or alliance is justified,
especially if it was spelled out in the development strategy or it is time to revise
it.

What to do if the startup is growing slowly, as for a startup, or cannot
grow? Analyse the reasons, and think about outsourcing or restructuring, while
retaining key team members who can work with modern technologies (do not
forget about cybersecurity, technical protection of information, and protection of
intellectual property rights — which will remain costly, so it is important to
determine to which periods these costs should be allocated).

So, startups are about focusing on growth, which is made possible by a
small team working with technology and creating innovations.

Three functions that startup founders should provide:

- generate a product vision with a set of characteristics;

- develop a series of business model scenarios regarding clients,
distribution and company finances;

- understand whether the model is correct based on the client's behaviour as
predicted.

When analysing the development of modern technology businesses, it is
important to note that technologies related to artificial intelligence (Al), the
Internet of Things (IoT), and nanotechnology are much more quickly accepted
by the market and investors. Technology is about the speed of growth. This is
facilitated by digital platforms where idea founders and capital owners “meet”
(SaaS, EIT, etc.). The growth effect is also obtained by saving resources, for
example, corporations as owners of capital outsource some of the work (they do
not keep employees; this benefit was proven during the lockdown). Digital
platforms are also about security. For example, in the Horizon Europe, EIT as a
separate direction of the Horizon Europe, the Interreg Europe and other

programmes, key information is stored on platforms: everything related to
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partnership agreements, funding, and the progress of fulfilling obligations,
because it is about security, transparency, and accountability.

Types of startups (Figure 2.3) [9]:

1. Lifestyle startups — are self-employed, working for themselves and
doing it for fun.

2. Startups — small businesses that work to feed their families (not extra
scalable).

3. Scalable startups — constantly looking for a repeatable and scalable
business model (we adequately assess why our business model is repeatable and
scalable), founders believe that they will change the world. Therefore, they are
looking for the best of the best in the team, more venture capital for business
development, and innovation clusters.

4. Startups born to be bought — the developers of an idea come up with a
novelty and accept that the team’s capacity/resources are not enough, so they
sell it to larger companies for a lot of money (“invented — sold™).

5. Startups of large companies: “innovation or death” — large companies
that create innovative products for new clients in new markets (due to the
growth of technology, competitive pressure, changes in customer preferences,
etc.).

6. Social startups — are designed to change the situation, to have an impact,
but their mission is to create for the sake of an idea (not profit); this is an
enterprise where 30-50% of products are purchased for people who need
special, social assistance.

So, when a startup is no longer a startup [9]: when we start buying other
startups; when we become investors; when we pass the high-risk stage; when
we have directives and people who understand this; when we start paying our
employees well; when the brand speaks for itself; when we have more than 30

employees.
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6 Types of Startups

According to Steve Blank

Lifestyle Small Business
1. y 2' 3.

Startups Startups Scalable Startups

Self-employed folks, Small businesses that Always search fora

working for no one, run their own business repeatable and

but themselves. to feed the family. scalable business
model.

Buyable Large Company

4. Startups 5. Startups 6, Social Startups

Their goal is to be sold Innovate or die -forced They are passionate
to a larger company to create new and driven to make
for cash. innovative products. an impact.

Fig. 2.3. Six types of startups
Source: [9].

In what areas should efforts be made to ensure EU leadership, economic
development and startup development in DeepTech? These include advanced
manufacturing, advanced materials; aerospace, automotive, remote sensing;
machine learning; big data; artificial intelligence; biotechnology, life sciences;
communications; cybersecurity; electronics; Internet of Things; robotics;
semiconductors; virtual reality; web 3.0; and blockchain, etc. [10; 11].

When creating a DeepTech startup idea, it is valuable to review the
checklist and determine whether everything is taken into account, namely:

- identify 5-20 indicators why your DeepTech startup idea is unique, will
solve the client’s problem, and he will pay us for it;

- find solutions on the Internet that are similar to the one your team has a
vision to implement (3-100), compare the strengths;

- try to create a message specifically for your client who is a Deep Tech fan
(or a potential client who is not very knowledgeable about Deep Tech but shows
interest).

DeepTech startups can provide rapid growth, scaling, market and global

leadership.
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Summary

Startups and innovations are catalysts for economic development, offering
new approaches, products, and solutions that often change clusters and
competitive economic landscapes. They are distinguished by their ability to
change rapidly, which allows them to respond effectively to dynamic market
conditions and technological challenges. Startups have basic characteristics and
functions and can be classified by types. A special place is occupied by
DeepTech startups, which focus on development in areas such as artificial
intelligence, machine learning, blockchain, biotechnology, and others. Thus,
startups and DeepTech startups in particular play a crucial role in shaping the
future by offering new solutions to global challenges. They not only contribute
to the development of technology but also ensure economic growth, create new

jobs and improve the quality of life.
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CHAPTER 3. Visionary Approach to Innovative Entrepreneurship

Every company should have its own vision, mission and values. These are
the foundations for ensuring strategic development and sustainability. Their
creation and formulation are the work of a team, as a result of which
stakeholders should understand the goal and direction of activities that unite the
team.

Vision is, first and foremost, about understanding “Who we are?”, and
what image we convey to our stakeholders and the world. Creating a vision — is
about the team’s capacity: what exactly the team can actually do to ensure that
the image it conveys is correlated with the request from stakeholders, which the
team was able to hear and generate into one message. In other words, in the
process of creating a vision, the organisation begins to transform into a platform
for the team to be able to.

If we were to formulate a vision using the example of interpersonal
communication, the question “What is a vision?” would sound like “Who are
you?” — this is the most difficult question that makes you think.

In the process of generating a vision, the team understands what guidelines
it will have for further development, which will help to make a balanced choice
of current and future activities. The vision — is not about the past; it is about the
identity of the organisation, about creating the future by working in the present.
These three components should be summarised in a short phrase.

When building a sentence structure when formulating a vision, you should
try to build confidence in the realism of the vision (the team should understand
that they can actually do it), not promises or advertising slogans; try to avoid
complex sentences/complex subordinate clauses, the sentence structure should
be logical. The message we convey should be concise.

As mentioned above, the wording should be future-oriented — coaching

methods should help the team generate a vision. The wording should
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demonstrate action, intention, and motivation, i.e., a desire to do something.
Everything that the team generates should resonate with it, be appealing, add
drive, and stimulate it.

General recommendations for preparing a vision [1]:

- laconicism, futurism, realism, demonstrating aspiration and inspiration
are important;

- the vision should describe the future of the organisation, reveal what it
strives for or hopes to achieve in the long term, and serve as a guide for
choosing current and future directions;

- emphasise the basics (the image we carry that demonstrates that we
believe in someone/something), speak to the team (everyone should understand
what the vision is about and that it is the team’s responsibility to support it), be
ambitious (it means that the company has the capacity, i.e. there are people to
implement the vision, and it is about healthy ambition), the vision should be
briefly formulated (as noted, it is not about complex sentences) and unique (not
copied, even if there is a temptation, generated and prepared by the team) — try
to ensure that uniqueness is in everything, as this uniqueness, which is laid
down in the vision, is laid down as the basis for creating/revising the brand.
Concepts may change, and logos may change, but the uniqueness must remain.

One of the best examples of the formulation is the vision of Microsoft [2]:
“We believe in what people make possible. Our mission is to empower every
person and every organisation on the planet to achieve more”. In other words,
the company believes in and helps people to be able to. Today, we have the
opportunity to do something, to create new businesses, because the company
continues to make it easier for us to create; it will continue to do everything to
make people “possible”, as it understands the scale of competition in the
market. Microsoft, again, will be thinking and trying to do even more to reveal
what the company really wants, or what they are going to achieve in the long

term, and why they hope to achieve it.
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Mission statements begin with the selection of key verbs that describe what
the startup is doing/will do (not what it has done in the past). It should
demonstrate the reason for our existence, and help answer the questions “What
are we doing?” and “To do what?”.

Like the vision statement, the mission statement should be clear, concise,
understandable, informative, simple, and direct; avoid veiled meanings,
complex sentences, and compound sentences.

What does a well-defined and formulated mission give us? It sets the
vector for formulating strategic goals and defining operational objectives that
we will achieve and fulfill day in and day out. And it is a constant
communication within the team — whether we are really doing exactly what we
have declared. The missions of product and service companies are different. The
peculiarity of writing a mission statement for service companies is that they
provide services immediately at the time of ordering 24/7, i.e. around the clock.

Is it necessary to revise the mission statement if the company has already
been registered? Yes, to reassess whether it is still relevant and whether it
correlates with the reason for the company’s existence and its goals.

When reading the company’s mission, both the team and stakeholders
should understand it [1]:

- goals/reasons for the organisation’s existence, the main direction of its
daily activities, and a visible correlation with the vision;

- short, clear, informative, simple and focused.

We also have to ask ourselves four strong questions, and the answers to the
questions should be simple and clear:

- What are we doing?

- How do we do it?

- Who are we doing this for?

- What value do we bring?
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When we talk about missions, we can cite the successful formations of
PayPal and LinkedIn.

PayPal’s mission statement: “We are revolutionizing commerce globally”
[3]. This payment system is quite convenient, also has good security and an
optimal price. They do not stop developing in order not to lose to their
competitors, usually relying on the protection of their system.

LinkedIn’s mission statement is “To connect the world’s professionals to
make them more productive and successful” [4]. The mission statement makes
it clear that this professional network will help the business develop because the
network “unites”, and it specifies whom and why. This is quite convenient for
understanding the company’s activities because social media users understand
that if they want to find someone from the professional sphere, the algorithms
developed by the company help to unite such people, and therefore it is valuable
to log into LinkedIn (and if you just want to talk to someone online, it is better
to choose another social network).

Values are the key, basic ideas that the company’s people have, what makes
sense, what matters to each, and every one of them; what they spend time,
effort, and resources on, and what they act for. It’s about the inner feelings that
unite a team of people and form the basis of the organisational culture, attracting
those who share these values.

If another person shares the company’s values, this person will stay with it;
so it’s important to spell them out in a way that resonates with our target
audience — clearly describe what we bring.

Therefore, when a team generates values, it is important to prioritise and
highlight those that will be key. Those that look “superfluous”, “interfere” or are
false — should be removed. It’s better to have less, but more about the team and
its values, — 1.e. not 100 values, but 3-5.

The three basic rules for formulating values [1] are memorability,

demonstration of effectiveness, and timelessness. Also: collecting key principles
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and worldview ideals within the team; informing and highlighting the directions
of decisions and actions of people within the team and informing external
stakeholders what is truly valuable to the company (the core principles that best
reflect your company’s values); predicting how the chosen values will influence
the company’s actions (sometimes there are values of “yesterday”, so when we
formulate a vision and mission for the future, and the values remain from the
past, there is a gap between the future and the present, which is wrong);
formulating values in a clear, concise way, asking for feedback; thinking about
where/how the values that have been proclaimed will be demonstrated.

As a result of the work on highlighting your values, you should feel that
your company — is always about values. And it is always about honesty, unity,
positivity, respect, balance and harmony.

For example, Airbnb’s values: “Champion in mission. Be a host. Embrace
the adventure. Be a cereal entrepreneur” [5]. It is about uniting with the
community, caring, openness and support, curiosity and belief that everyone can
develop, and turning ambitions into reality. And it is about honesty, leadership,
those who love adventure, and supporting those who like to take risks.

Here are the differences [1]: a vision is a future-oriented statement that
communicates what the organisation wants to achieve; a mission is a statement
of actions that declares the company’s purpose and how it serves its clients;
values highlight the company’s core principles and ideals.

The vision, mission and values should be balanced, sounding harmoniously
like a symphony (not dissonant with each other). People should feel the trust
and co-creation of the company. Together, they form the basis for shaping the
company’s development strategy and achieving its goals.

A strategy for a company is not a huge document, unlike a regional
development strategy (it does not require as much detail on each technical task,

1.e. activity, as, for example, in regional development planning). The strategy
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should help to achieve the mission and vision in line with the values declared by
the company.

Having defined its strategic development goals, the company formulates
operational objectives and sets technical specifications.

To determine the progress of the company’s development, it is important to
identify the key indicators by which we will measure progress in implementing
the strategy and which will ensure balanced development. The Balanced
Scorecard (BSC) is a technique that will help harmonise development.

The Balanced Scorecard is a strategic planning and management system
used by companies to: “communicate what they are trying to accomplish; align
the day-to-day work that everyone is doing with strategy; prioritize projects,

products, and services; measure and monitor progress towards strategic targets”

(Fig. 3.1) [6].

Balanced Scorecard

Mission, Vision & Strategy

Financial ,
MM Objectives KPls
Frorme ,
e — Actions |

Organizational
Capacity

The Balanced Scorecard is used for managing strategy.
Figure 3.1. Linking mission, vision, strategy, balanced scorecard, KPIs and
actions
Source: [6].
The balanced scorecard helps to provide a more complete picture of the
effectiveness of strategy planning and management: when the assessment of

strategy implementation activities complements the classic financial indicators.
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It uses a strategic map to make sure that the company’s efforts are in line with
the defined strategic directions.

The Balanced Scorecard was developed by Professor Robert Kaplan and
business consultant David Norton, who described its innovation as follows:
“The Balanced Scorecard retains traditional financial measures. But financial
measures tell the story of past events, an adequate story for industrial age
companies for which investments in long-term capabilities and customer
relationships were not critical for success. These financial measures are
inadequate, however, for guiding and evaluating the journey that information
age companies must make to create future value through investment in
customers, suppliers, employees, processes, technology and innovation” [6].
This tool, which is one of the ten most used in management in the world, is used
by global leaders (IBM, Apple, etc.). It is used by all those who make decisions
on development (profit, non-profit organisations, public sector); but, of course,
the most who use it are technology companies.

How to start the development process? We review the company’s vision,
define strategic goals, identify the factors that will lead to success, as well as
KPIs (key/important ones), and set specific objectives and activities.

The balanced scorecard includes four perspectives: financial, learning and
growth, internal processes, and customer (Fig. 3.2) [7]. Discovering the
company from all four perspectives helps to develop operational goals,
measures (correctly define KPIs) and activities in a quality manner — in the
order of execution:

1) Learning and growth — the efficiency of the company’s human capital,
internal knowledge and innovation, and relevant KPIs (employee retention rate,
number of ideas for new products — research and development, employee
satisfaction, training hours per employee, work—life balance) that will

demonstrate improvements in internal capabilities.
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2) Internal processes — focus on the efficiency of organisational activities
related to the startup’s product, the use of infrastructure, technology and
relevant KPIs (unit costs, operational efficiency, level of invention, equipment
uptime, quality control) that will reflect the improvement of internal processes.

3) Customer — on the company’s performance from the customer’s point of
view, customer satisfaction, and relevant KPIs (customer return rate, lifetime
value, feedback, including social media posts, survey results and level of
customer satisfaction) that will reflect the relevant improvements.

4) Financial perspective — focus on financial performance and relevant
KPIs (revenue, operating expenses, margin, net profit, sales, return on
investment) that will demonstrate improved financial results.

We use it to visualise these performance measures (as opposed to
“cloning” the company’s strategic development documents). This is very
important for a startup because using the system saves valuable time, —

minimises unnecessary work, and keeps up with the market situation.

FINANCIAL

ININYY3IT

INTERNAL
PROCESSES

CUSTOMER

Figure 3.2. The balanced scorecard
Source: [7].

At the same time, if during the development of any one of the four
perspectives, something begins to disagree with the strategy, vision, or mission,
it is better to reconsider what is being developed. In addition, if the KPIs that

are part of the vision do not serve as a basis for making the right management
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decision, it makes sense to adjust them before they are used. For example, the
longer we wait to make a net profit, the less room for development. Startups
should not be long-payback, the ideal scenario is a unicorn in two years. Focus
on client and cooperation with both potential and regular clients are important
from the very beginning for the effective development of a startup (this is why
we conduct empathy and develop a customer profile).

The most difficult thing for the team is to put all the important data on one

page for better perception (Fig. 3.3) [8].

Be a world-revolutionizing provider of energy products

Mission: Efficiently deliver the highest standard of service providing energy products and expertise to our customers

Strategic

s International Growth Operational Excellence Energy Leadership

31ratgg|.c Increase in size and shareholder value through Process and services are axacuted in a timely, Worldwide recognition for thought leadership and
Results: acquisitions, organic growth and asset optimization, accurate, value-added and cost-effective manner that energy services expertise.
- excesds stakeholder expectations.

Strategic Objectives and Strategy Map Measures Targets Initiatives
Financial er— = Prafit 115 % per year + implement e financial
Increase Revenug in - Opersting costs AT % per system and banchmark
Profits Targated persing - AT % par your resulls
S Markets - Revenue in targeted <15 % par year
markets
Cusiomer » Cusiomer sgxperience 15 % improvement in next « Markating campaign in new
s“"'lt"" feor & o narget mathts
= % of customens wi AT - .
completed CK charter 7% nast period . tus.‘w
- knowiedge (CK) charter
+ Awantness and adership . 98 %, naxt pariod
L]
e « 15 npw refarencas
Businuss + Efficiency index + B7% next pesiod e
Processes ; « EBIT from acquisitions + $15M this year - Estabvish Business Process
Py « Time 1o post + 5 business days Rsnginearing [IFF) wam
Sarvice %, of transactions in CAM | + 65% next period il
. = New productsiservices as % | « 14% this year + Formalan Cuttomer Ralationihis
of total sales Wanagemest [CRM) guaification
f———
Organizationa « % smployee development | + 70% this year; 100% by + CAM syslem training
Capacity PANE In placd yoarG - Redesign emplayes
= % systems aulomated « T2% this year cartification process
= Operating costFTE « $3,3%0/person this year » Establish thought
« Articles published « 125 this year eadership commitiee

+ Formalize ressarch
eapertise strategy

* |ntegrity = Commitment to Excellence = Customer Focused = Diversity of Knowledge * Honesty = TeamworkiCollaboration = Emtrepreneurial * Thirst for Knowledge

Figure 3.3: An example of a strategic map
Source: [8].

Thus, using a balanced scorecard is valuable for: avoiding dissonance
between strategy and daily operations; communication within the team about
the real situation; monitoring progress; and improving KPIs for each perspective
(knowledge, innovation, organisational capacity); efficiency of internal

processes; clients satisfaction; and finance.
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It 1s important to remember that, having defined strategic goals, you need
to choose the right factors that will ensure progress and define the necessary
KPIs.

Based on the four perspectives, it is correct to further define strategic
priorities, and business goals and justify why we chose them, define metrics and
measures (initiatives), and cascade (create small versions of the strategic map).

The question of choosing a strategy — a “Red Ocean strategy” or a “Blue
Ocean strategy” — is also a task for the company’s team. The Red Ocean
strategy 1s about existing markets and a high level of competition, while the
Blue Ocean strategy is about new markets, their creation, and the creation of
“your” clients.

Large corporations implement the Blue Ocean strategy when they have/are
ready for process innovation and product innovation. In most other cases,
corporations implement the red ocean strategy; they are accustomed to the
aggressive environment inherent in a highly competitive market and have the
appropriate resources.

Most tech startups, when deciding to grow as a company, choose the Blue
Ocean strategy because they create new products and services that they bring to
markets and which they also created themselves, creating demand. For startups,
aggressive competition “to the point of mutual destruction” is unacceptable, as
it will waste time, and as a result, you will lose clients, the market, a sense of
innovation and trends, and new opportunities; in addition, finding specialists to
join the team who would know how a company behaves in aggressive
competition — is also about time, as well as changes in group dynamics in the
team. At the moment, we have to understand that working in an environment of
innovation, there are no “extra” resources, and therefore the red ocean —is not a
strategy for a DeepTech startup.

The “Blue Ocean strategy” was first proposed by Professor W. Chan Kim

and Professor Renée Moborn [9].
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What are the other differences between these oceans? The blue ocean is
about creation, not duplication. When choosing a Blue Ocean strategy, — it is
important for companies to stick to it and avoid trying to use the techniques of
companies that use a Red Ocean strategy; the consequences — range from
alienating some of their clients to a drop in the value of shares on the stock
market.

As noted above, the red ocean — is about the existing market and attempts
to occupy/retain your company in it and gain/retain your clients, and the blue
ocean — is about creating a new market, about setting the pace of development
(understanding that competitors may eventually appear, but this is an incentive
to look ahead, improving your product and maintaining contact with your
client). Accordingly, competitive relations in the Red Ocean are characterised
by significant intensity; competition is good, it is about development, but at the
same time, in the “race” for leadership, there is a risk of “forgetting about the
customer” (such as the risk of deteriorating product quality in favour of
production volumes to maintain the functioning of the “mass consumption
economy”, frequent changes in marketing strategy with a loss of customer
convenience, etc.) When it comes to the blue ocean, where there is no fierce
competition like in the red ocean, it creates opportunities, including time, to
create unique strategies, and unique products that are difficult to replicate, and
create new demand. There are also existing businesses that have decided to
refocus on this strategy. An example is Cirque du Soleil, which was the first to
revolutionise circus arts [10], making it an ultra-modern spectacle; the strategy
was not to compete with small circus groups, but to create its own high-tech
show, develop an appropriate business model and become a leader in the
newborn market of high-tech products in the creative industries. So, the strength
of the blue ocean is that it 1s created.

The authors of the terminology have defined the Blue Ocean strategy — as

“the simultaneous pursuit of differentiation and low cost to open up a new
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market space and create new demand. It is about creating and capturing
uncontested market space, thereby making the competition irrelevant. It is based
on the view that market boundaries and industry structure are not a given and
can be reconstructed by the actions and beliefs of industry players” [11].
Describing the “market universe”, the authors of the concept included all
currently existing industries in the red oceans, because the market space is
known, and in these oceans “industry boundaries are defined and accepted, and
competitive rules of the game are known. ... As the market space becomes
crowded, profits and growth decline. Products become commoditised, leading to
fierce or ‘bloody’ competition” [11]. The blue oceans include all industries that
do not yet exist, i.e. “an unknown market space untainted by competition.
...demand is created, rather than fought over. There is ample opportunity for
growth that is both profitable and rapid. ...the wider, deeper potential to be
found in unexplored market space. A blue ocean is vast, deep and powerful in
terms of profitable growth” [11].

When defining the differences in understanding of approaches to value
creation, it should be noted that those who choose the red ocean strategy choose
between cost (the cost of securing and maintaining leadership) and value for the
client (not always in favour of the client), while those who choose the Blue
Ocean strategy priority is given to communicating uniqueness and creating
value for the client, with a quick payback, i.e. a solution that benefits both the
client and development (without wasting time on the need to prove our
leadership to everyone — the product will speak, clients will “vote” with money
for the created product).

Thus, there are differences in the attitude towards the client: as mentioned
above, red ocean players use existing demand and, as a rule, try to prevent new
players from entering the market, which may result in a loss for the client due to
a certain limitation of the choice of quality products and favourable price offer

in the market; blue ocean — players create “their” clients, “capture” new demand
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by offering very unique value propositions, stimulate retention and attraction of
new clients with innovative approaches, and are open to “new, other” oceans.

Also, in terms of growth potential: the red ocean has limited growth
potential, as companies operate by implementing a strategy based mainly on
cost reduction, and many directives and regulations are being developed, which
sometimes slow down growth; the blue ocean has more sustainable growth
potential due to the companies’ desire to differentiate (and, at the same time, the
desire to reduce costs), the strategy is aligned with the Sustainable Development
Goals (a rule that all innovative companies follow today), and there is also a
positive perception of those companies that make it possible to achieve the same
Sustainable Development Goals as potential partners.

The main differences between the red and blue oceans are well visualised
in [12] (Fig. 3.4).

1. Blue Ocean vs. Red Ocean

B, 2

RED OCEAN BLUE OCEAN

COMPETE IN
EXISTING MARKET

NEW MARKET
CREATION

Key Differences:

1. Market SQG[Q "Existing market spaces New market spaces

2. CDmpEtitiOﬂ Intense competition Reduced pressures

3. Value Creation "Cost leadership or Differentiation Cost leadership & Differentiation
4, Customer Base Existing customers "New customers

5. Growth Potential ‘timited growth potential "More sustainable

Fig. 3.4: The main differences between the red and blue oceans
Source: [12].
The basic principles [12] are:

- value innovation — something new that we can offer to clients, with
constant feedback and positive perception (if the feedback is negative, it should
be considered as an opportunity to improve the product);

- the four-action framework — is ERRC (eliminate-reduce-raise—create),

which means eliminating factors that the company perceives as something to

196



AENESS Ba @) T
compete for (and this is not about cost optimisation), — reducing costs that do
not justify themselves, — increasing customer empathy, — and creating value and,
consequently, demand;

- change of market boundaries — startups use the “Think out of the box”
technique, and its constant use will allow them to expand the boundaries of the
industry, market and to develop;

- going beyond existing requirements, i.e. the company is open to new
ideas and clients’ requests, implies the need to strengthen the team’s capacity to
meet them; 1.e. we understand our clients best we can, we strive to give the
client what he or she expects (not “to cause good”);

- overcoming major organisational obstacles — readiness to overcome
major internal organisational obstacles that tend to arise from time to time; there
are enough modern management tools (advocacy of otherness, moderation,
coaching) to deal with resistance to change, and they should always be used if
you are interested in the company’s development;

- ensuring strategy implementation — the ability to correctly identify all
types of resources (material, technical, human, financial, as well as time,
contacts, communication, etc.) to ensure successful strategy implementation.

To create new value and analyse entrepreneurial opportunities, an approach
called “value innovation” is used. The concept was proposed by the
aforementioned Professor W. Chan Kim and Professor Renée Moborn. Value
innovation is also one of the nine elements of the opportunity analysis canvas
[13]. They are also called a “diamond”, which is formed by two triangles — cost
and customer value — whose vertices are opposite. The vertex of the cost
triangle is directed downwards and visually demonstrates the company’s
intentions and actions to reduce costs by eliminating or reducing factors that are
competitive in the industry (in the blue ocean, the company’s actions are
focused not on concentrating on current operations, but on entering new

markets, creating a new ocean), costs should be argued and not overload the
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customer’s pocket. The vertex of the customer value triangle points upwards
and demonstrates the company’s intentions and actions to increase the level of
empathy with customers, and to create innovative, new elements that did not
exist or were not offered by the industry before.

The approach gives us an understanding of how we can create a product
with which we can enter the market, create a new market, and most importantly,
where to invest.

Why is this important [12]?

1. The most important thing is that customers feel the desire to use our
product here and now, and are willing to advertise it for free. Even if there is a
request to test our product, it means that we have succeeded in attracting our
customers.

2. The client feels that there is nothing better than what we could offer him.
This means that we were able to give the client a feeling that our product is
valuable to him, and we successfully formulated a value proposition.

3. We do not duplicate someone else’s model, but offer something unique
and innovative that will meet the needs of our clients — a model that is difficult
to replicate. If what we have done is really good, then we will have a queue of
clients who will trust us and believe that it is something “new” and better.

4. Profits will grow substantially as well as the benefits we can derive from
our product. If the demand for our product is high enough, we will receive
constant revenue streams and become fast-payback.

5. Creating and retaining new markets that did not exist before. If we can
offer something different to attract new customers, — it is worth doing.

Why use value innovation? All companies have customers. But there are
even more non-customers who can be attracted to the pool of your customers
and interested in the proposed product. An important element and a significant
factor is the company’s openness and active cooperation with potential and

existing customers. Thanks to our openness, potential customers choose our
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company (for example, Uber’s entry into the road transport market). It is
important not to spend money on competition, but to invest resources in
cooperation with customers (we launch a product on the market “before”
competitors appear).

In general, when it comes to these two models of market behaviour, it is
worth analysing the differences:

- the red ocean — is about the existing market, while the blue ocean is
looking for innovative ideas and implementing them in markets that do not yet
exist or have not yet been seen;

- for the red ocean, competition is important, so a lot of resources are
directed to it, while the blue ocean is always looking for something new and
implementing it before competitors appear;

- the red ocean has certain requirements that they try to meet, while the
blue ocean, on the contrary, — creates them;

- the red ocean creates a product at high costs, choosing between costs and
the customer (in favour of costs), while the blue ocean creates a product at
minimal costs and has a unique value proposition.

If a startup manages to articulate what a value innovation is in a single
phrase, — it will be a message that will be valuable to its customers, investors,
and partners.

When generating a strategy for the development of a DeepTech startup, it
is valuable to review the checklist and determine whether everything is taken
into account:

- whether the company’s vision, mission, and values have been created;

- whether the startup has defined a ‘“value innovation” and a balanced
scorecard (BSC);

- does the team share an understanding of why the startup will implement

the Blue Ocean strategy?
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Thus, visionary helps to predict in the long term how a startup company
will develop and influence the world, and what contribution it will make to the

development of the ecosystem

Summary

Visionary is important for the development of innovative entrepreneurship,
and well-designed strategies help generate new ideas and the emergence of new
breakthrough technologies. The ability to see promising opportunities that
others have not yet realised allows you to create products and services that
change markets and impact society. Visionaries in innovative entrepreneurship
not only create new business models but also stimulate the development of the
startup ecosystem by attracting capital, talent and partners. Their activities help
accelerate technological progress, increase the competitiveness of the economy,
and promote social development. Thus, visionary leadership is an important
element of successful innovative entrepreneurship and startup leadership in

DeepTech.
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CHAPTER 4. Team: Rules of Transformation at Deep Tech

The team matters. The team of a DeepTech startup is the most dynamic
team that always creates. It is not overloaded with directives, has a desire to
create an innovative product and a blue ocean, provide leadership, care of and
develop People of team and communities, transform itself and transform the
space around it.

The challenge and advantage of startup teams is the “birth” and
functioning in a dynamic, rapidly changing, sometimes complex environment.
About four decades ago, the term VUCA-world (volatility, uncertainty,
complexity, ambiguity) was coined to describe a world full of uncertainty.
Despite all the difficulties, it is in a dynamic environment that disruptive
innovations are often born, and means to eliminate client’s pain by offering
unique solutions are quickly proposed. Creative leadership strategies that
enabled further rapid development of innovations emerged from the VUCA
world.

As mentioned in the previous chapter, there are no single metrics for
evaluating each specific startup product because it was created by Teams for
Clients, who used the “think out of the box” approach. The client votes with
money, the team empathises with the client. The only thing common to startups
is that the team understands where the startup will be in six months or two
years; accepting that each team will go through a transformation, both in itself
and due to changes in the external environment. Therefore, creative leadership
in a dynamic world is also about responding to market challenges and rapid
changes in consumer preferences promptly, which enables market advantage
while maintaining high-quality teams.

Strong startup teams are those that develop rapidly in the face of
transformational change. The approach to understanding the four categories of

VUCA and approaches to team response to them is presented in [1] (Fig. 4.1).
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Complexity

Characteristics: The situation has many
interconnected parts and variables, Some
Information Is available or can be predicted,
but the volume or nature of it can be
overwhelming to process.

Example: You are doing business in many
countries, all with unique regulatory
environments, tariffs, and cultural values.

Approach: Restructure, bring on or develop
specialists, and build up resources adequate
to address the complexity.

Ambiguity

Characteristics: Causal relationships are
completely unclear. No precedents exist; you
face “unknown unknowns."

Example: You decide to move into immature
or emerging markets or to launch products
outside your core competencies,

Approach: Experiment. Understanding cause
and effect requires generating hypotheses
and testing them. Design your experiments
50 that lessons learned can be broadly
applied.
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Volatility

Characteristics: The challenge is
unexpected or unstable and may be of
unknown duration, but it's not necessarily
hard to understand; knowledge about it

is often available.

Example: Prices fluctuate after a natural
disaster takes a supplier off-line.

Approach: Build in slack and devote
resources to preparedness—for instance,
stockpile inventory or overbuy talent. These
steps are typically expensive; your
investment should match the risk.

Uncertainty

Characteristics: Despite a lack of other
information, the event’s basic cause and
effect are known. Change is possible but not
a given,

Example: & competitor's pending product
launch muddies the future of the business
and the market.

Approach: Invest in information—callect,
interpret, and share it. This works best in
conjunction with structural changes, such as
adding information analysis networks, that
can reduce ongoing uncertainty.

HOW MUCH DO YOU KNOW ABOUT THE SITUATION? ——————————> @

Fig. 4.1 VUCA world and team response approaches

Source: [1].

A SWOT analysis is used in strategic planning to analyse strengths,
weaknesses, opportunities and threats; but as startup teams accept that they are
operating in an uncertain environment, they remain open to the latest planning
and management techniques and methods. In an ever-changing world full of
uncertainty and risks, it’s how the team responds to them, for example how
quickly make decisions. For tech startups, it’s difficult to know for sure how a
product will be received by the market, no matter how much pre-launch work
has been done, and the question of “how well will the market accept what we
want to present?” — is one that the team must deal with 24/7.

Changes also affect intra-group dynamics, and the team undergoes
transformations. Intra-team activities may need to be moderated, and
intra-organisational relationships may need to be built. When it comes to

relationships, it is advisable to apply up-to-date approaches. And understand

that even by observing the team’s dynamics, you can determine whether it is
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still a startup or an organisation (sometimes inert). For example, the theory of
conflict resolution has two approaches: competition and cooperation. If the
atmosphere in the team changes from cooperative to competitive, it is no longer
a startup team, — but an organisation that has probably chosen a red ocean
strategy. So, when the core team decides on changes in the HR strategy, it is
important to remember that the issues of vision and team development are
interconnected — the strategies should not be in dissonance.

Startup teams are about creation and innovation. Innovation is essential for
survival in a changing environment. “A team that’s empowered to think
creatively and innovate can be your biggest business asset. You won’t get
innovative teams without creative leadership, so there are only a few ways to
cultivate creativity in your team” [2], i.e., for a team to remain a team and be
innovative, you need to apply creative leadership methods.

To grow innovation leaders in your teams, you need to create
opportunities.

Creative leadership is about co-creation, about organising safe spaces
where new ideas are generated, innovation is encouraged, “otherness” is valued,
and about creating senses. It is about coexistence filled with senses and
partnership. We do not “manage manually” but inspire and guide, creating an
environment of free expression and appreciation of diversity.

Creative leadership is about coaching a team, and guiding it through the
process of turning ideas into reality; there must be an understanding that ideas
are not generated to remain ideas, but that they will be implemented and
produce a final result. To achieve this, “a range of skills are used, including the
ability to communicate effectively, think critically and strategically. Creative
leaders can... create a positive work culture that encourages innovation. ... Their
job 1s to also collaborate with clients or stakeholders to understand their goals
and develop strategies to achieve them” [3]. Also: “Creativity, as has been said,

consists largely of rearranging what we know in order to find out what we do
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not know. Hence, to think creatively, we must be able to look afresh at what we
normally take for granted” — George Kneller.” ... Creative leaders have the
ability to take an innovative approach to problem-solving and utilize new ideas
generated independently and collectively with others to inspire change and take
action” [4].

One of the most important skills is the ability to communicate, think
critically and strategically, and solve problems quickly and innovatively. There
is a well-known book by J. G. Rainwater, “Herding Cats: A Primer for
Programmers Who Lead Programmers” [5], which describes how to direct the
work of developers and why they cannot be managed in a directive manner, just
like cats. Accordingly, effective communication is not about “manually
managing a herd of cats” (because they are naturally not subordinate to anyone,
they choose their own actions, and it is more effective to try to negotiate with
them), but about helping to understand each other, retaining people and
developing team, and coaching them.

Team communication in DeepTech is about the ability to formulate
sentences that do not burden a person but guide them. There are tasks that team
members can solve individually, and there are problems that require discussion
by the entire team, without anyone doing the work of another team member (in
this case, we are talking about the distribution of roles in the team; mutual
assistance is not synonymous with shifting your areas of responsibility to
others). If someone needs help, the team “switches on”. Questions and phrases
should be short and strong (suggestive of the result). Three questions that are
valuable to ask: “What is it?”, “What is wrong?”, “What can I do to make it
right?”. What does this give? The team does not expect to be spoken for — they
will find their own answers to these questions; and these answers will be
solutions to problems, tasks, and situations.

Therefore, when forming teams, you should not be guided by the principle

“he/she 1s a friend, so the team will definitely be successful”, but rather
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prioritise knowledge, skills, and abilities, and ask questions “before”, such as
“What are you good at? What can you do? What do you know how to do? What
do you have the potential to implement?”’.

Creative leadership is very necessary in a world where “what used to be
volatile has ceased to be reliable; people do not feel uncertain anymore, they are
anxious; things are not complex anymore, instead, they obey non-linear logical
systems; what used to be ambiguous appears incomprehensible to us today” [6]
and, especially in the post-lockdown period, has been called the BANI-world
(brittle, anxious, non-linear, incomprehensible). The need for new ways of
solving problems has increased, as has the intention to maintain leadership and
accelerate the culture of improvement.

The team needs to be open-minded, flexible and ready for change. Always
see change as an opportunity. If the team can find an unusual way to solve
problems, the team is well-matched and functioning. The team should also work
according to the concept: “Equal to equal” and “I am another like you”. It is
very important that the whole team understands their team values and that they
resonate with each team member.

Four types of creativity are defined, which are not mutually exclusive, but
may include elements of each other [3]:

1. Exploratory creativity — the team actively explores (ideas, concepts,
domains/areas) to create new ideas and solutions by taking risks and
experimenting. This type is most common in innovative companies and
DeepTech startups that create innovative products and solutions.

2. Transformative creativity — the team uses existing ideas and concepts to
change them using different, new innovative techniques and methods (involves
finding new connections, associations, between things that seemed unrelated).
This type is chosen by technology and consulting companies that transform

requests into innovative solutions.
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3. Adaptive creativity — the team adapts existing ideas and concepts and
applies them to a new situation (involves finding creative solutions to a problem
or task). It is used by many companies to generate ideas, find solutions, and
develop new concepts.

4. Social creativity — the team actively cooperates and co-creates (with
others), and implements creative ways to work together, inspire, and achieve
common goals. It is inherent in social startups and helps to promote the
principles of equality and inclusiveness.

The 4Cs framework [3] identifies key components of creativity that can
help develop creative thinking and support the development of innovative
solutions (it is valuable that team members have these qualities, which are
important for creative problem solving):

1. Curiosity — learning new information, exploring and trying out new
things and techniques, openness, ability and willingness to ask questions, being
open to strong questions, engaging new, open-minded people.

2. Confidence — belief in the ideas, abilities, and capabilities of the team,
courage to take risks, desire and willingness to experiment with new things (not
to be tied to traditional methods), and resilience to withstand failure (and it
happens, and it’s okay).

3. Collaboration — is the ability to work effectively with others,
communicate and co-create effectively with team members and stakeholders,
listen to ideas that differ, and integrate different points of view (accelerating the
establishment and strengthening of relationships with clients, partners, and team
members). It is about inclusiveness (openness to different opinions and ideas)
and empathy.

4. Communication — the ability to hear each other (and use the technique
of “active listening”), and to speak clearly (to convey thoughts, ideas, and

decisions clearly and effectively) so that differences in perception of
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information and terminology do not become an obstacle, to present and
advocate ideas and decisions.

Creating conditions for team transformation is inseparable from choosing a
strategy for developing creative leaders [3]:

1) encouraging creativity: creating environments where team members feel
comfortable and can come up with new ideas (time for brainstorming,
encouraging out-of-the-box thinking, “otherness”, providing resources);

2) accelerating a culture of learning: creating opportunities to learn and
develop both within and outside of team roles (by offering learning and
development programmes, encouraging continuous learning, and providing
access to resources and experts);

3) acceptance (“embracing”) of diversity: active search for and
consideration of diverse perspectives, experiences, and points of view (creating
teams with different skills and experiences, developing and adopting inclusive
policies and practices, promoting a culture of openness and inclusiveness);

4) encouraging cooperation: promoting teamwork and collaboration,
facilitating communication and fostering creation the spirit of community
(creating opportunities to work together, share and exchange information and
resources, and strengthening a culture of mutual support, respect, and mutual
beauty towards each other and stakeholders);

5) encouraging adaptability: creating spaces where team members feel
comfortable taking calculated risks and trying new approaches (supporting
experimentation, encouraging a growth mindset, rewarding innovation and
adaptability).

It is defined that the creative leadership model includes: “a combination of
the following elements: creating a supportive and inclusive culture; encouraging
exploration and experimentation; fostering collaboration and communication;
providing resources and support; embracing change and adaptability. Overall,

the goal of creative leadership is to foster a culture of innovation and creativity
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within the organisation and to encourage team members to think creatively and
come up with new ideas and solutions to problem” [3].

According to K. Moller, “Innovation is made of creativity. Creativity — is
the result of people using their creative intelligence combined with analytical
and practical intelligence. Creative intelligence is the ability to go beyond the
existing to create novel and interesting ideas” [7]. P. Drucker (a management
guru) noted that innovation is the key to the success of organisations and
nations, and is a special basis of entrepreneurship; since the concept was first
introduced, this thesis has remained relevant. Innovation — is “the development
of something new, whether that’s something new to your business or the world
at large — it is a form of creativity, and it’s absolutely essential for business to
grow and survive long-term. ... having a team that can think innovatively is also
a major asset, and it can make all the difference in your business success” [2].
For a DeepTech startup, the ability of team members to think outside the box,
generate innovative ideas and solutions, and implement them is perhaps the
greatest asset.

Transforming teams into more creative ones is more successful if you
follow the recommendations [2]:

1. Diversify the team: successfully bring together people with different
perspectives and abilities by developing a culture of mutual respect and equality
that shares the team’s values and vision.

2. Develop a culture of cooperation and a culture of teamwork: build trust,
create a positive atmosphere (teamwork is destroyed by the feeling of fierce
competition), teach to share both victories and failures and encourage
cooperation — creative teams must cooperate.

3. Create spaces for all ideas and enable the comfort of collaboration:
facilitate the consideration of every idea (both “valid” and “not valid” at first
glance), beyond subjectivity, give everyone a voice and hear their opinions, in a

space where there is constant support for each other.
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4. Encourage the team to try new things: members should not be afraid to
make mistakes and learn from each other in the process.

So, we have a team, and we start generating an innovative idea, which we
transform into a solution and then go into the development of an innovative
business.

Rule: not every group is a team, but a team is a group.

What characterises a DeepTech startup team? The fact that the team has
common values, an understanding of “where we are” and “where we should
be”, always working side by side to help each other.

What can we compare the development of a DeepTech startup team with, —
it is kolomyika, a Hutsul folk dance (Ukraine), the main figure of which is a
closed circle in which mutual support comes first, and when everyone who has
joined this small circle, putting their hands on each other’s shoulders, starts
moving and accelerating, this mutual support helps — everyone moves as one.

The team of the DeepTech startup is about:

1) roles;

2) responsibility;

3) effective communication,
with a special focus on team formation from the very beginning and the
dynamics of its development.

Startups are not about positions — they are about roles and responsibilities.
The main roles in the startup team:

- CEO (chief executive officer) — an executive director who is responsible
for everything that happens to a startup and for implementing the company’s
strategy;

- CTO (chief technology officer) — a technical director who is responsible
for the technologies that will be used to create the product and for the

technological strategy;

210



AENESS Ba @) T

- CFO (chief financial officer) — a financial officer responsible for cash
flows, budgeting, sustainability, etc;

- CMO (chief marketing officer) — a marketing director who promotes the
startup’s product, increases the awareness of both the product and the company,
implements a digital marketing strategy, etc;

- COO (chief operating officer), who helps to set up the day-to-day
operations that will enable the achievement of the strategy.

There should be as many roles as needed and those that are most valuable
to the startup. The choice of roles should not be random — there are methods that
we use (see this chapter below).

According to B. Tuckman’s model [8], teams go through several phases of
development. What happens to teams?

1. The forming phase, in which team members accumulate information,
impressions, and observations of the work of others.

2. The storming phase, in which teams begin to have certain
disagreements, and minor conflicts (different visions of ideas, strategies, etc.); it
is important at this stage to control group dynamics, prevent a decrease in
motivation, or even the breakdown of the team.

3. The norming phase, in which teams reach a compromise more easily,
understand responsibilities more clearly, the situation stabilises, and the team
works together to implement the development strategy.

4. The performing phase, in which each team member demonstrates both
personal and team effectiveness, work is effectively organised, and both KPIs
and strategic goals are achieved.

5. The adjourning phase (changes), in which a team may break up or
transform; accepting new changes as opportunities, the team either continues to
work effectively and show positive results of its teamwork and activities in

general, or transforms into other teams (similar to the change in the composition
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Fig. 4.2. Phases of team development
Source: [8].

How to create and transform a DeepTech startup team in an environment of
uncertainty? Attract talents. There are plenty of opportunities for networking in
both the micro-community and LinkedIn. The issue of retaining and developing
talent, despite the difficulties of commercialising new technologies, is no less of
a priority. There should be room for different solutions because the team will
always have a choice: to move faster or to choose the “good way too” scenario;
the chosen option should contribute to the implementation of the development
strategy, the product and the company should be visible and recognisable, open
to feedback and new opportunities, the team should not “immerse” itself in
current activities up to losing vision of the horizon, it should maintain
performance and develop.

Scenarios for optimisation for success from three founders-finalists of the
Hello Tomorrow Global Summit are:

- “putting aside ego to get the best ideas;

- connecting with your team to enable their best;
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- appealing to people’s desire to learn” [9].

As we can see, all three scenarios provide leadership, — both present and
future.

The fourth wave of innovation (Fig. 4.3), in which DeepTech has a place,
is about solving the most difficult problems of humanity and the ideas that
strong teams manage to generate and implement. According to the Boston
Consulting Group, DeepTech ventures have the following attributes [10]:
problem-oriented (97% contribute to at least one of the Sustainable
Development Goals); operate at the convergence of technologies (96% use at
least two technologies, 70% own patents for their technologies); mostly develop
physical products (83%); are at the centre of a deep ecosystem (1500
universities and research labs are involved in DeepTech). Successful DeepTech
ventures rely on a threefold approach: “they use a problem orientation to
identify opportunities and to navigate and master complexity; the convergence
of approaches and technologies power innovation, broaden the option space,
and solve problems for which solutions have not previously been available; the
design-build-test-learn cycle (DBTL) de-risks and speeds product development

and time to commercialisation” [10].

Today's solutions leave some

New solutions enabled by problems unsolved or

the convergences of approaches only partially solved

and of technologies Problem orientation
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Figure 4.3. The fourth wave of innovation: DeepTech approach
Source: [10].

problems for which solutions
have not been available

Advanced science
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It is valuable to start building teams that take into account the attributes of
DeepTech companies by applying a methodology that helps to select roles (and,
as a result, distribute responsibilities) — the DISC model (dominance, influence,
steadiness, conscientiousness). The model allows to determine the behavioural
styles of a person in a particular situation, and to identify his/her strengths,
which will further facilitate effective communication and cooperation, and
achieve the necessary results.

Visualisation of the DISC model (Fig. 4.4) [11]: four quadrants according
to human behavioural styles and two axes — reaction to events (active,
task-oriented vs. passive, people-oriented) and perception of the situation
(adversarial, fast pace and action vs. friendly, moderate pace and stability).

Why is it valuable to use this methodology? People in the same quadrant
work, communicate and make decisions similarly, and in a tech startup, it is
important to assign roles correctly (not to have everyone do the same job). For
example, people “D” and “I” — are extroverts, and “S” and “C” — are introverts,
so it 1s important to define roles correctly. The model helps to understand the
differences to make teamwork more effective, attracting, retaining and
developing talent.

What are the peculiarities of interacting with different types of people? For
example, communicating with people [12]:

- D-style — you need to be concise, focused, communicate directly to the
point, not repeat yourself, and offer solutions;

- I-style — it is valuable to focus on the positive aspects, not to overload
with details, to share experiences, to give them time to ask questions and speak
for themselves;

- S-style — it is important to be polite and friendly, express interest in them,
avoid confrontation, and take your time to provide clarification;

- C-style — it is valuable to focus on facts and details, be diplomatic, and

minimise emotions.
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Fig. 4.4. The DISC model

Source: [11].

What are the possible roles? General recommendations can be presented as

follows [13]:

1. D-type: chief executive officer (CEO), entrepreneur;

1.1 DC-type: project manager (PM), operations manager;

1.2. DI-type: chief marketing officer (CMO), art director;

2. Type I: creative director, PR manager;

2.1. ID-type: chief commercial officer (CCO), talent attraction manager;

2.2. IS-type: financial advisor, coach;

3. S-type: Chief Human Resources Officer (CHRO);

3.1. SI-type: HR manager;

3.2. SC-type: quality assurance analyst, accountant;

4. C-type: investment analyst, economist;

4.1 CD-type: chief financial officer (CFO), business strategist, system

administrator;

4.1 CS-type: CTO, database administrator.

When designing for the formation, development and transformation of

DeepTech teams, it is valuable to determine whether everything is in place,

including:
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- whether the roles and responsibilities of the DeepTech startup team are
defined (“who exactly do we need”);

- whether behavioural types in the team have been identified using the
DISC methodology [14] and, as a result, whether roles have been
specified/reviewed;

- whether a creative leadership strategy has been developed and whether it
has been determined how the 4Cs of creativity (based on the 4 main
characteristics) will be ensured;

- what we will do during the periods of team transformation, taking into
account the peculiarities of DeepTech teams (techniques, methods) and whether
we have considered possible scenarios of team members in the VUCA/BANI
world.

Thus, in a dynamic environment, DeepTech startups need to be able to
properly gather people into teams, define roles, and help teams undergo

transformational changes.

Summary

The team plays a crucial role in the successful transformation of a startup,
especially in the DeepTech sector, where the complexity and innovation of
technology require a high level of competence and collaboration. The success of
a DeepTech startup depends too much on the team’s ability to work effectively
together, overcome technological challenges and adapt to rapidly changing
market conditions. After implementing the DISC method the team can
effectively go through the stages of transformation — it will not only create
advanced technologies but also contribute to the development and securing of
European leadership, influencing economic growth and social change. Thus, the
key to the success of a DeepTech startup is to build a strong, cohesive and

adaptive team that can respond to challenges promptly and act quickly. The
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ability to collaborate, to provide innovative and creative leadership is the basis

for achieving change at the global level.
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CHAPTER 5. Fundamentals of Art- and Design Thinking: Tools for
Identifying Opportunities, Problems and Solutions for the Client

Art thinking is about uniting vision and creativity to enable future products
that are “bigger” than the user experience, to build extraordinary businesses. Art
thinking is about “creative, radical and disruptive options. Design thinking can
frequently lead to more incremental, rather than radical, outputs by putting the
customer at the center of the innovation process” [1]. It is about the vectors of
company development, while design thinking is about solutions for the
development of a specific product.

Japan shows the successful implementation of art thinking methods to
create unique solutions in the field of technology; from a predominantly
agricultural country twentieth century it is successfully transformed into a
high-tech one, using the potential of its DNA and its nation to create the most
advanced technologies.

The most successful explanation is presented by Hideaki Ogawa: “Art
creates creative questions, and design creates creative solutions. ... Art thinking
is a process of applying artistic thinking and an artful view to a broader range of
challenges” (Fig. 5.1) [2]. H. Ogawa compares art to a compass, which is useful
for observing opportunities and problems and designing solutions aimed at the
future.

Art thinking allows you to identify technological trends that have not yet
been named (but will manifest themselves in the form of development vectors
and will be implemented through technological solutions). Art thinking also
“helps” to determine the vector of development in which the implementation of
design thinking methods to create a client-oriented product will be most

successful.
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Art thinking allows to stimulate the birth of innovations, and promotes
understanding of systems and processes through out-of-the-box thinking; it is
applicable even in conditions of deterministic chaos (chaotic systems are
nonlinear dynamic systems). “Compassness” of the art thinking is also about
“controlled chaos”, about the endless process of creation (technology as art),
about the fact that no one knows for sure what exactly will crystallise and how
exactly. It helps us to revise our visions. One of the main tasks of its
implementation is to create ecosystems that will inspire others. Art thinking is
about a broad representation of what we would like to present and what others
would enjoy.

Every moment there is a possibility of future technologies being born; as a

result, new blue oceans will emerge (perhaps we will create them). Therefore, it
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is accepted that art thinking is more present in the problem space, aimed at a
breakthrough (not focused on a specific client) — methodology that “starts
tomorrow” and which raises the question “Is it even possible?”. The goal is “not
to move from the current situation A to a better position A+. ... Art thinking
necessitates the establishment of a new and optimal position B and spends more
time staking out options and hunting for uncontested spaces in the open-ended
problem space. Art thinking fuels the realization that art and business serve one
another. It describes art as the process of “inventing point B”, rather than just
moving from point A to point B. It adopts business as a structure in which
creativity can operate. Art thinking is a mindset that brings the creative thrill of
exploration together with the structure and organization of a business.
Long-term business success hinges on figuring out point B” [1]. It is also a
process for “discovering real issues, free from preconceived notions and habits,
through the issue awareness and future of society vision evident in cutting-edge
technologies and art from around the world. These speak to things that suggest
future potential, and are a conduit for mid- and long-term vision development
and technology strategy planning” [3].

Art and technology are interconnected, — both in terms of methodology and
opportunities for mutual reinforcement: technology helps to create art (for
example, the humanoid robot Sophia, interactive Al avatars “RAVATAR”), art
uses technology (such as the Cirque du Soleil mentioned above, or the world’s
largest daily light and sound show, Symphony of Lights, in Hong Kong). Both
art and technology work with inspiration (insights).

Technology in the BANI world is transforming the perception of
innovation: when determining the development vector, we must be aware that
technology should not harm people, but help them, and that we bear
responsibility, including moral responsibility; therefore, we should take into
account potential threats and look for ways to solve them, and use both

resources and opportunities wisely.
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The 6D method is one of those used in artistic thinking: “donate” — be
involved, share and give without knowing what you can gain; deviate — steal
ideas, objects, symbols from the context A to use it in the context B; destroy —
challenge status quo and your work; drift — do things without knowing exactly
where you go and find new partners; dialogue — discuss to learn, understand and
change your creation; display — show your work to the audience during an
event, a situation” (Fig. 5.2) [4]. It is used in management to see opportunities

for new solutions.

Be involved, share and
give without knowing
Show your work to an what you can gain
audience during an
event, a situation

Steal ideas, objects, sym-
bols from the context A
to use it in the context B

Discuss to learn,

understand & Challenge status quo &
change your creation your work (subversion
and self-subversion)

Do things without knowing exactly
where you go and find new partners

Fig. 5.2. 6D method of art thinking

Source: [4].

So, art thinking is about vision, mindset, and opportunities; a method that
helps to discover and see new opportunities that are free from assumptions.

Design thinking is about the product, the client at the center placing, client
focusing, as well as constant and, preferably, quick feedback from the client on
the innovative product being created / created, because we always empathise
with him (we live life “in the shoes” of our client). We dive deeper into the
process of creating the product itself and the fact that we create solutions to take

away the client’s “pain” and give him a dream. These are creative solutions that
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take into account the opportunities from a specific request and form an
understanding of how to use these opportunities.

In design thinking, we talk about our client’s dream — this is what we have
to start with before we start creating a startup product. We accept the concept —
“I have a dream...” (Martin Luther King), which is a prerequisite for creating a
product. As startup founders, we have to create a product that can adapt to
changes in clients’ requests and needs in the future, ensuring the company’s
sustainability — if we choose this path of development. We will not transform a
product or business into another one, because we can create many more. We
analyse the possibilities for embracing the client’s dream and the team’s
potential/capacity before we start creating a startup product. Therefore, modern
business is not “just a business” — it is also about a dream (the ability to see in a
holistic way).

It 1s important to ask questions in the team: “Why are we doing this?”. If
we are open to the question “Why?” and can answer it, — the startup team is
“halfway to success”. It is also necessary to understand not only the “Why?” but
also the “What exactly?” the startup will seek to bring to the market (“What do
we bring with this product?”), and the “How?” the product meets the client’s
request. We cannot exclude that the product can be used in a different way. We
need to understand what functionality our client needs (MVP — minimum viable
product), analyse the buyability: with more functions but more expensive, or
with less functions but cheaper, — and choose the direction of product
development based on this. As for DeepTech, you should try not to go into the
mass segment.

Professor Jeanne Liedtka and CEO Tim Ogilvie defined design thinking as
a systematic approach to problem-solving, based “on four very basic questions,
which correspond to the four stages of the process: What is? What if? What
wows? and What works? The What is stage explores current reality. What if

envisions a new future. What wows makes some choices. What works takes us
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into the marketplace” [5, p. 21]. The creators of the approach have identified ten
tools that combine these four questions: visualisation, journey mapping, value
chain analysis, mind mapping, brainstorming, concept development, assumption
testing, rapid prototyping, customer co-creation, and learning launch (Fig. 5.3)
[6]. That is, design thinking about the current reality, alternative and better

future, helping clients make a choice, and bringing a business to the market.

Visualization
a -
= £ € - o -
£ E H ] c -]

o & w o 8 - o = B z= &
>e U3 E - [~ u'a & Ez Ec
EE $= =R g ¢% EE =3 85 E2
S 2% g8 = g% 2% a% %Y £S5

= s C =3 = Os we o 30 @
L= S< == = o <F & o 55

Fig. 5.3. The design thinking model

Source: [6].

The approach is consistent with Rena Tanaka’s concept that design
thinking is “a method for coming up with creative solutions by having
non-designers adopt designers’ thinking. It is a relatively short-term problem
solving method for discovering opportunities through observation” [3]. It is also
a divergent-convergent method used by teams to create new solutions for
people. We work according to the scheme: “What’s right?” — “What’s not
right?” — “What can we do to make it right?”, i.e. with the key question: “How
can we improve?”.

The process goes through three phases [7]: understanding the problem,

exploring the possibilities of creating new quality solutions, and materialising
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new solutions (or products). And, it includes the following stages of the design
thinking process:

1. Empathy — we try to live the client’s pain, walk in his shoes, and collect
information and data (questionnaires, interviews, data analytics from open
sources on the Internet); having understood his image (name, age, gender,
employment, hobbies, behavioural patterns, etc.), we learn and immerse
ourselves in his experience (what he do, how he do it, why he do it) to further
identify the problem. It is very important to work out the client’s image well
because then we can better imagine what he might potentially feel (positive and
negative). This stage involves a lot of analytical work by the team, which is also
related to the process of communication with the client (see the next chapter on
empathy mapping). It’s important to refrain from “falling in love” with your
untested product and replacing the client’s projections with your own (to keep
the vision horizon wide): all the information provided by the client and data
from open sources should help us improve the product concept.

2. Focusing, defining the problem — checking whether what we have
defined as a problem correlates with the client’s request; narrowing down to the
problem even further, eliminating what is not relevant (a properly defined
problem gives a properly defined solution). It is valuable to research and
formulate the problem as fully as possible, to find the answer to the question:
“How exactly will we solve the client’s problem?”. Useful methods are: value
proposition canvas, customer journey mapping, and a persona canvas, which
will give the foundation for creating a value proposition, which is one of the
blocks of the business model canvas.

3. Idea generation — realising insights, and offering solutions. The process
of generating ideas is about listening to each other and is quite creative, so it is
valuable to pay attention to the valuable insights (something new) when
developing solutions. In the process of generating ideas, we do not “go into

subjectivity”, we remain client-centric, and we understand that our product
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should be unique for the client. The generated idea should be personalised in
such a way that the client responds to what the team has done.

4. Prototyping — a physical or “virtual” prototype created fairly quickly and
at low cost, depending on the capacity of the startup team (alternatively, there
may be more than one prototype). Fast learning through prototyping to generate
new ideas is one of the objectives of this stage. The principles of work are based
on understanding the value of the product and what functions will be offered.
Based on the results, a decision is made on whether it makes sense to move the
solution to the stage of further testing.

5. Testing — we check how well the client’s portrait, problem, and solution
were defined; and how well the solution is perceived. Feedback from the client
and his detailed comments are the most valuable, and his opinion about our
product (and not the opinion about other products) is the most important in the
creation process. There should be more positive feedback, a better solution
should be chosen. If a problem appears at the testing stage, the cycle of stages is
repeated (either the idea is not validated, or the pivot).

The phases and stages of the design thinking process are visually

represented in Figure 5.4 [1].

Learn about users
through testing

Test creates new
ideas for the
Empathize to project
define the problem
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Fig. 5.4. Phases and stages of design thinking

Source: [1].

When developing products, you need to remember that each of them has its
own life cycle (there are no eternal products). Therefore, it is important to
organise activities in such a way that both product life cycle planning and the
achievement of strategic goals are coordinated. It is also valuable to find out the
client’s expectations regarding the future prospects of our product and matching
them with the development strategy. If at some point it turns out that we have
not taken something into account, then we should react promptly.

In addition, the team should set milestones to check whether the activities
are in line with the objectives and KPIs. If there is a tendency that the team is
not able to keep up with the pace/workload, it is valuable to look for additional
resources to be able to, or to make a pivot. A pivot is a strategic change of the
startup’s direction or business model (when the existing business model does
not deliver the stated results); it allows you to quickly adapt to new conditions
and meet customer needs more effectively. For example, it is possible to change
functions to meet the request of the client or the market. For this purpose, it is
advisable to apply design thinking — to listen to the client, revise the product,
and reach another level, and this is not a monotonous job, it is work for the
future.

If the tools of design thinking are not enough, it makes sense to use art
thinking methodics, as both are complementary. In the process of development,
the team shares different, “other” points of view, deviates from them, changes
them, and fills them with new value senses. At the same time, the team adheres
to the following principles: uniqueness (something that others have not found),
implementation (a result that reflects the values, experience, and motivation of
the team), performance (the maximum possible result with limited resources),

and change (a challenge to established practices, even modern ones (Fig. 5.5)
[7D-
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Figure 5.5. Using art thinking to visualise SCRUM understanding

Source: [7].

What should not be done? You should not:

- to ignore clients’ requests and make/made a product completely different;

- to add “unnecessary” functions to the product;

- to be afraid of losing (but it is important to strive to win);

- to listen to people other than your target audience (and respond to “oh,
what will people say”);

- to expect on someone else to do your work for you (we know our product
and customer best);

- to define money as a goal (it is a resource that is valuable to invest and
reinvest successfully).

Apple’s founder, Steve Jobs, said: “Design is not just what it looks like and
feels like. Design is how it works”.

By listening to clients we can create a product that the target audience will
want to have. To do this, we work on solutions to complex, multifaceted
problems with systemic impact, constantly working with real data, and
monitoring market dynamics (as soon as companies stop doing this, the laws of

the market kick in: loss of customers, loss of revenue).
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The proof that the company successfully applies design thinking methods
is the complete immersion in the client’s experience and detachment from
subjectivity, focusing on personal scenarios of behaviour and actions; the
prerequisites — are human-centredness and a creative mindset; the main
elements are inspiration, ideas, and implementation.

That is, design thinking is about “narrowing down”, and art thinking is
about the art of asking questions. They can be used together and, according to
H. Ogawa, they complement each other in the process of identifying real
problems and working on their solutions. Also, design thinking and business
thinking are united in such a way as to increase the capacity of teams to develop
a business. For development purposes, it makes sense to start with the
implementation of art thinking methods and techniques, then gradually “narrow
down” to design thinking, and to business thinking (and identify opportunities
to scale the business) — they are all complementary. After all, art thinking helps
to identify new perspectives, design thinking makes it possible to test solutions
in a specific context of use, and business thinking ensures economic viability
and sustainable business growth [8].

When identifying opportunities, problems and solutions for a client,
particularly in DeepTech, it is valuable to work through the following questions
(checklist), in particular:

- whether the startup’s vision and the idea of the product to be created
correlate;

- whether the pain, dreams, client’s requests and scenarios have been
identified, and how our product will relieve this pain / gifting the dream, in
particular: whether the team managed to formulate 25+ questions to empathise
and get answers to them; whether the problem is clearly identified; whether an
idea/solution (25+ scenarios to relieve customer pain) is generated and whether
the “right one” is chosen for further implementation; whether the basic

characteristics of the product and the MVP are defined; whether indicators that
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will determine the test results are identified and whether detailed answers are
received from the client (do not forget BSC and team roles);

- whether the team can identify the conditions when it will be ready to
make a pivot.

So, art thinking is about questions, design thinking is about solutions, and

business thinking is about sustainable action.

Summary
Art thinking and design thinking help to determine the direction of
development, understand the client’s problems, and offer solutions. The list of
methods that teams should choose depends on the vision and product. Client
feedback is always important, especially at the design thinking stages (empathy,
focus, generation, prototyping, testing). These tools and methods enable us to
create more effective solutions that meet the requests of our clients and help

them achieve their goals. By the product we will gift the dream.
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CHAPTER 6. Empathy Map and Creating an Unique Value Proposition

in Lean Startups

The granting of the idea of lean startups began with the awareness within
ecosystem players of what Steve Blank said: “Startups are not small versions of
big companies” [1]. This thesis has revolutionised the way startups are
understood. The intensification of lean startup development began with the
acceptance of the idea that startups cannot be identified with smaller versions of
large companies, and with the understanding by startups that large companies
use well-known business models, — while a startup independently searches for
and creates a business model that is viable, repeatable and scalable. This is the
main difference between big business and lean startups.

The lean startup methodology is used to create and develop products and
businesses to shorten the product development cycle and find a quick answer to
the question of whether the model is viable (the chain: “hypotheses — iterative
development model — learning”). It can be summed up in the phrase “Fail fast”,
which means answering the team’s questions about the validity of the product
concept as soon as possible, as well as how to be protected against losses.

To develop a product and business model according to the lean startup
methodology, where the solution is continuously tested through dialogue with
clients (“before” it becomes a product or business), Steve Blank advises paying
attention to three things [2]:

1) Develop hypotheses rather than relying on unverified suggestions, and
use models (persona canvas, business-model canvas, etc.) to understand who
our clients are, what we create for them, which distribution channels will be
effective, how to retain customers and develop interaction with them, what will
be the costs, revenues, profits, etc.

2) Test hypotheses: “get out of the building physically and sometimes

virtually”, verify (or refute) these hypotheses, understanding what

231



o B @ T Doz, Wl
characteristics/functions of the product are offered to clients, and what metrics
will be used for verification; having received positive feedback, improve the
product concept with each iteration (we test “on the client” and with the client).

3) Use agile engineering, create an MVP (minimum viable product) — learn
safely and continuously by using the results of interaction to minimise the risks
of releasing a product to the “first client” who has previously had physically
created iterative and incremental versions.

The lean startup methodology is related to creativity and the art thinking
and design thinking presented within the previous chapter (Fig. 6.1) [3]. With
art thinking, we crystallise an understanding of where we are going, with design
thinking we develop the product, and with the lean startup methodology, we
understand what exactly and how we will act (product, business model), and
structure the conclusions. Even in the BANI world, in the midst of creative

chaos, stages must be planned to achieve the goal.

© Q B

Design Thinking Lean Startup Art Thinking

A radical perspective Disciplined Entrepreneurship Improbable to certainty

with radically different perspectives. f | |

Figure 6.1. Creativity: art thinking, design thinking and lean startup
Source: [3].
Lean startups’ “roots” are in lean innovation. The methodology allows you
to clearly define the stages of the innovation process to build and launch a

profitable business. The Disciplined Entrepreneurship method correlates with

232



(@Lﬁ’;’g‘;ﬁm y; Sy L e Et) s, [,
project management methods to improve the performance and quality of the
product creation/business development process through verification in each
iteration and communication with the client. It allows you to turn ideas into
reality with minimal expenditure of all types of resources (even for creating an
MVP), which further gives you the necessary competitive advantage in the
market or accelerates the birth of a new market, a new blue ocean. The
Disciplined Entrepreneurship method, developed by the Martin Trust Center for

MTI Entrepreneurship, has twenty-four stages and is a part of the lean startup
methodology (Fig. 6.2) [3].

Figure 6.2. The Disciplined Entrepreneurship method

Source: [3].
The lean startup methodology helps to create a unique value proposition.
According to the Institute for Strategy&Competitiveness, Harvard
Business School, “a value proposition defines the kind of value a company will

create for its customers. ...a new way of segmenting the market. ...the value
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proposition is the element of strategy that looks outward at customers, at the

demand side of the business” (Fig. 6.3) [4].

WHICH NEEDS?

pr % 7 i

What end users? © Which products?

What channels? © Which features?

© Which services?

Premium? Parity? Discount?

o Finding a unique value proposition usually involves
a new way of segmenting the market
o A novel value proposition often expands the market

Figure 6.3. Defining the value proposition: three important questions

Source: [4].

Accordingly, to formulate a unique value proposition, we need to
understand who our clients are, what they really, really need, how they are
solving the problem now and how they are ready to solve it with our product
(and at what price, and what will be an acceptable profitability for the
company).

One of the methods that helps to get to know and understand a client is an
empathy map.

Empathy maps are actively used at the “before” stage of research and
materialisation in the design thinking process — they are valuable at the stage of
understanding. Therefore, in customer-oriented and customer-centric
businesses, they are used from the very beginning of the design process. The
advantage: getting to know who the client is (information is obtained directly

from them), as well as collecting and visualising data about the client, his
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attitude and behaviour, on one platform (as a rule, teams work with modern
digital tools).

Empathy maps can be filled in individually by customers, or they can be
aggregated (but do not replace the “persona”, i.e. the image of a person, the idea
of a person, supported by qualitative and quantitative research, which is a
personalised reflection of real information about our target audience). Vice
President of Nielsen Norman Group (NNG) Sarah Gibbons notes: “Visualising
user attitudes and behaviours on an empathy map helps UX teams align based
on a deep understanding of end users. The mapping process also reveals any
gaps in existing user data. ... It externalizes knowledge about users in order to
1) create a shared understanding of user needs, and 2) aid in decision making.
... When empathy maps are filled in directly by users, they can act as a
secondary data source and represent a starting point for a summary of the user
session” [5]. The right priority is the client’s needs (which he may not yet know
about, especially if we work with DeepTech, the motives for his behaviour),
with a combination of benefits for the team, in particular: to unite the team
around a common understanding of the client (beyond the individual
subjectivity of the participants), to demonstrate what weaknesses need to be
taken into account, what needs to be addressed, and to follow the path of lean
innovation.

Visually, the empathy map is divided into four quadrants: what the client
says, what the client thinks, what the client does, and what the client feels, with
the image of the client or person in the middle (Fig. 6.4) [5]:

- in the *“says” quadrant, we record what the client actually says out loud
(quotes);

- the “does” quadrant contains the actions performed by the client (what he
do, how he do it);

- the “thinks” quadrant captures what the client is thinking about (what is

really important) throughout the experience;
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- the “feel” quadrant summarises information about the client’s emotional

state (adjectives, a short sentence for context).

SAYS THINKS

Fig. 6.4. The empathy map

Source: [3].

The algorithm for preparing the creation of an empathy map (using the
NNG method) [5]:

1. Determining the scope and goals: whether we will map a single client or
a person [6] (one empathy map for one client/person, — a separate empathy map
for each person), whether the whole team will be present and oriented to our
client, whether we will analyse the transcriptions of all interviews, how much
time it will take to do this work.

2. Gathering materials: if you are working with the whole team, you need
to determine the methods of collection and visualisation (virtual or real
whiteboard, paid platform, stickers); if you are working individually, you need
to choose the most convenient format to share the results with the team.

3. Research gathering: all the methods that will be used to fill in the
empathy map (empathy mapping is about the qualitative methods), such as
client input interviews, surveys, field research, daily observations, listening
sessions, etc.

4. Creating stickers for each quadrant: each team member reads the
research results individually and then fills in the stickers, which are placed on a
virtual or real board.
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5. Convergence into a cluster and synthesis: team members review the
stickers and group similar ones in the same quadrant (clusters are named
according to themes, such as “validation”, and “research”) to develop a common
understanding of the client by all team members; the results of the clustering are
used to voice/visualise what data exists that does not fit into any cluster, which
themes were repeated in all quadrants and which are present in only one, and
what gaps appeared in our understanding of the client.

6. Synthesis and further planning: if the team members feel that more
detail is needed, or that there are unique needs, the map is adapted to meet these
needs, for example by adding additional quadrants (the most used quadrant is
“goals”) or by increasing the concretisation of the existing four quadrants; the
result is summarised, stored, and a revision of the map is planned (as soon as
new qualitative research results are available).

So, the empathy map shows what the client says, does, thinks and feels
about product-related decisions and unites the team in understanding our client,
developing empathy and helping with decision-making.

It should be noted that in lean startups, it is more valuable to interact with
the client to develop a product concept; the customer persona and the consumer
persona — different. Because a consumer buys a product (the fact of purchase is
there), but we don’t know for sure whether he will use it (there is no
confirmation of use; for example, he bought it as a gift). A client — is someone
who will actually use our final product. At the same time, both clients and
consumers are important for developing strategies (such as marketing).

When creating a unique value proposition, it is valuable to use more
methods of displaying the customer experience, such as (Fig. 6.5) [7]:

- customer journey map, which displays the interaction of a particular
customer with the product chronologically and is used at any stage of product
design to find problem touchpoints (identifying the goals, actions, thoughts and

emotions of the customer over time, for example, according to the “define —

237



AEETE B @)oo e
compare — negotiate — select” model), to form a common understanding of the
customer’s journey by team members and further design activities;

- user experience map, which summarises the concept of a customer
journey map, regardless of a specific product or business, is used to understand
the behaviour and “combined” experience of a person, and is created before
developing a customer journey map;

- service blueprint, which helps to reflect the relationships between service
components and processes (i.e. between people and processes) that are
associated with touchpoints in the customer journey; they are the next part of
the customer journey map, used to find weaknesses and points of interaction
(including between teams), optimisation opportunities, and are created after the
customer journey map, but before making organisational or technological

changes.

CUSTOMER JOURNEY MAP EXPERIENCE MAP SERVICE BLUEPRINT

PHASE 1 PHASE 2 PHASE 3 EVIDENCE

O SPECIFIC USER + SCENARIO + GOALS

CUSTOMER
ACTIONS

PHASE 1 PHASE 2 PHASE 3

FRONTSTAGE

N :’% /1/\ / B

PROCESSES

Fig. 6.5. Maps: customer journeys, experiences, service blueprint

Source: [7].

Together with the empathy map, all four describe different processes, and
have different goals, but allow teams to be united in understanding the client.

At the same time, if there is no product yet, which is the case of lean
startups, then it is better to use the empathy map.

When creating a unique value proposition for a client in a lean startup, it is
valuable to work through the following questions (checklist), in particular:

- whether a customer portrait of a lean startup has been generated;

- whether it has been determined in which segment the product, especially

DeepTech, will be presented at the request of the client (B2C, B2B, etc.);
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- how performative the empathy mapping was: whether it was possible to
generate a solution and unite the team;
- whether the MVP and value proposition are defined.
Thus, an empathy map for creating a lean startup’s value proposition is an

effective and valuable tool.

Summary

To create and develop products and businesses, there are methods that help
startups better understand exactly their clients and create a unique value
proposition for them. The concept of a lean startup helps reduce risks and costs
at the product development stage by quickly testing and adjusting hypotheses.
Creating a unique value proposition is about understanding how our product
solves/will solve the clients problem and is it really better than any other
alternatives. For lean startups, the use of modern methods is very important, as
it allows them to continuously test the solutions they offer through dialogue
with clients. In business, to create a unique value proposition, it is valuable to
use an empathy map, customer journey map, experience map, and service plan.
The empathy map is the best for a lean startup to immerse yourself in the clients
experience and understand it. This creates an opportunity to develop products
that meet the needs and are truly valuable to clients, which contributes to the

success and sustainable development of the business.
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CHAPTER 7. Business Model and Pitching Rules to Attract Venture
Capital Funding

The success of a startup depends not only on a well-chosen team that
shares common values and is united by an understanding of the client’s needs
but also on a business model that can attract venture capital funding. Startups
need venture capital funding to enter the market. And venture capitalists are
interested in getting results quickly from a scalable business; because they
understand that startups operate in an emergent environment (the BANI world),
but when a startup succeeds, capital owners will receive significant profits — the
investments made will demonstrate a profitability and ROI (return on
investment).

To receive support, a startup must demonstrate the potential for growth and
innovation. Investors need to know this, as it is known that “the top 20 firms
(out of approximately 1,000 venture capital firms) generate approximately 95%
of the industry’s return. ... Venture capital has the greatest risk of all the asset
classes in which institutions invest, so it must have the highest expected return.
...the industry rule of thumb has been to look for deals that have a chance to

return 10x your money in five years” (Figure 7.1) [1].

Return Multiple

2.0x 3.0x 4.0x 5.0x 6.0x 7.0x 8.0x 9.0x 10.0x
2 22% 41% 3% 100% | 124% 145% 165% 183%  200%, 216%
3 14% 26% 44% 59% 1% 82% 91% 100% 108% 115%
E 4 11% 19% 32% 41% 50% 57% 63% 68% 73% 78%
i 5 8% 15% 25% 32% 38% 43% 48% 52% 55% 58%
E 6 7% 12% 20% 26% 31% 35% 38% 41% 44% 47%
g 7 6% 10% 17% 22% 26% 29% 32% 35% 37% 39%
N 8 5% 9% 15% 19% 22% 25% 28% 30% 32% 33%
9 5% 8% 13% 17% 20% 22% 24% 26% 28% 29%
10 4% 7% 12% 15% 17% 20% 21% 23% 25% 26%

Fig. 7.1. Analysis of the IRR (internal rate of return) of venture capital

companies

Source: [1].
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So, for venture capitalists, our startup is a business, and it’s about their
venture leadership. This means they do not invest in people but in industries and
technologies, particularly in DeepTech.

At the same time, a startup can also select (according to its goals) and
“select their venture capitalists and dictate the terms” (WhatsApp and Meta
example) [2], understanding that venture capitalists themselves accumulate
money from various sources (private investors, SMEs, corporations,
institutional investors). In the EU, a list of all investors, including venture
capitalists, is available on the Invest Europe portal (European Private Equity
and Venture Capital Association) [3].

Startups receive the capital they need at an early stage to launch and run
their business (preferably without losing control of their own startups; the case
of the Cisco founders), and investors (funders) receive a stake in scalable
startups. In addition, funders can provide startups with mentoring, advisory, and
networking support (time is a resource, and a properly used resource is also an
investment), promoting the commercialisation of technologies and following the
rule: “Growing within high-grow segments is a lot easier than doing so in low-,

no-, or negative-growth ones” (Fig. 7.2) [4].

Venture Investment
Entrepreneurs 6@— capitalists @— bankers

(% IDEAS IPOs (% % STOCK

Corporations Public
and Private markets and
government T operations

Figure 7.2. Interaction of venture capital industry players

Source: [4].
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There are different funders — private and institutional; the most popular
among startups are angel investors (or business angels). It is important to
understand which ones to approach for venture capital funding, and what
questions to be prepared for, such as non-financial strategic benefits of
investing, how much resources you need and how much you intend to earn.
Having someone from your professional network help you with
recommendations and establishing contact with potential investors is a good
practice.

It 1s valuable to take advantage of the pitching opportunity, which requires
time to prepare for attracting the necessary resources. In particular, think about
the structure of the presentation — the minimum required, depending on the
format: problem, solution/product, unique value proposition, business model,
team, and contacts.

The previous chapters have covered all the mentioned issues, and this
chapter focuses on the business model and the fundamentals of successful
pitching.

For a startup to correctly determine its profitability, it needs to develop a
business model that reflects both revenue and costs and most importantly, it
should clearly present the prospects for scaling the business. The rule is: to pitch
(present) the startup to investors.

Where to start? By understanding and accepting that a business model is
not a business plan. The business model is linked to the company’s vision,
mission, and development strategy. Before the team starts developing the
business model, a unique value proposition (what exactly and to whom exactly
we offer) will be created, which will be the starting point for further
understanding and creating how and from where the company will receive
revenue streams (the price paid for the value, the sales volume) and what
expenses it will incur to ensure high profitability for itself and the investor

quickly. Unlike a business plan, the business model is not revised “every
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second” (as a reaction to short-term changes, such as prices), but is revised in
line with the business strategy (as a reaction to the emergence of new
technologies and innovations). In addition, there are waves of economic
development, so every company must be prepared for new inevitable changes
and challenges, and therefore be ready to revise both its business strategy and
business model (Netflix case). And that is why today, it is not so much business
plans as business models that help funders make quick decisions about
supporting a startup they are interested in.

What is a business model? A business model describes how a company
will create, deliver and capture value (in an economic, social, cultural or other
context). It is important for both new and earlier established companies, and it
allows us to conduct full verification for the business we are starting or
developing, thanks to a properly built model. By the way, the process of
creating a business model and modifying it is also called business model
innovation and is part of the business strategy.

The business model is about how and how much we plan to earn (sources
of income, necessary expenses), how we will interact with our clients
(communication channels) and partners because the team clearly defines the
product to be sold, determines whether the market will be global or local, and
understands for whom, why and how the business model is being developed. It
is used to understand how to scale the business effectively. To visualise all the
information, a business model canvas is used, it allows to “describe, design,
challenge, invent, and pivot your business model” (Fig. 7.3) [5].

What does the business model canvas consist of? There are nine main
blocks in the business model canvas:

- key partners: with whom:;

- key activities: thanks to what clients will for the value;

- key resources: what and how much;

- cost structure: how much is needed to create value;
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- a unique value proposition;
- customer segments: why customers will buy;
- customer segments: niches/targeting, for whom;
- channels: how we interact (distribution, sales);
- revenue streams: how to earn money through the value we offer to our

customers (sources, volume).

Dasigned for: Deslgned by: Dete: Version:

The Business Model Canvas

Key Partnerships é) Key Activities g Value Propositions % Customer Relationships @ Customer Segments @
_—
Key Resources E_ [e) Channels @
Cost Structure % Revenue Streams é

Figure 7.3. Business model canvas
Source: [5].

The right side of this model correlates with value, and the left side with
efficiency.

The business model canvas is linked to the persona canvas (Fig. 7.4) [6]
and should be aligned with the innovation strategy.

The peculiarity of business models in the digital era is: the change of
dynamics in value chains.

Digital technologies have added the need to answers to new and additional

questions, such as:

245



/ XUTOMUPCBKA .. A nitiative (2
4 NONITEXHIKA ﬁ wemn  \C) T gon Capacy o e
VALUE PROPOSITION CANVAS - BUSINESS MODEL CANVAS
[ z// Gg; )\ \.".
Prooucs f . cusamar| ]
e || |I < 1 ’:“5“‘" ||
Pan Relievers N\ .fl
o xx
\\__E_ -
THE PERSONA CANVAS
PROFILE DATA & PERSONALITY &, PRODUCTS/SERVICES b,: TRENDS =
- JOBS(S) - PAINS | CAINS
POSITIONING STATENENT z PAIM RELIEVERS " GAIN CREATORS
BRAND CHANMELS . | connumcaTions o

Figure 7.4. Persona canvas

Source: [6].

- partners: how open we are, whether competitive partnerships are possible,

whether infrastructure sharing is possible, whether digital twins are appropriate;

- activities:  analytics,

individualisation, flexibility, platformisation;

- in terms of resources: IT infrastructure, processes, cloud;

- in terms of costs: outsourcing, hosting;

management

system

transformation,

- customer relations: social media, chatbots, social partnership, trust,

digital platforms;

- about the client: whether he prefers online/offline, what design he likes,

the requirements he set for transparency and security, what will motivate him to

pay his own money for our product;
- in terms of channels: automation;

- in terms of income: cryptocurrency;
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- as for the unique value proposition, its formation is accelerated by the use
of data from online services — Google Analytics, other online services; in the
digital economy, value is formed by cultivating successful customer

relationships, and the question “Why is the solution we offer desirable for the

customer?” is relevant.

In general, there are as many types of business models as there are types of

business:

1) traditional business models (direct sales, franchising);

2) hybrid business models (a combination of online sales and, for example,

retail sales);

3) digital business models (use digital technologies to improve several

aspects of the organisation);

and in more detail in [7] (Fig. 7.5).

Type Pro

Advertising business model Simple and transactional

Affiliate business model Low barrier to entry for customers
Bundling business model Sell more products at once
Fee-for-service business model Simple billing

Franchise business model Low initial cost

Freemium business model Rapid user growth

Manufacturer business model Control and innovation opportunities
Pay-as-you-go business model Low barrier of entry for customers
Retailer business model More profit margin

Subscription husiness model Continual revenue stream

Con

Customers expect return on investment

Lack of control over branding
Reliance on discounting

Requires pipeline of new leads
Difficult to maintain quality

Path to profit is uncertain

High capital investment

Challenges with customer retention
High competition

High customer churn

Fig. 7.5. Types of business models

Source: [7].

It is important for companies to align customer needs and organisational
design, ensure rapid implementation of requests and transformation, and
consider to whom the business model will be presented to (to attract venture

capital funding). It is normal to change approaches in business. It is we who will
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be able to expand the boundaries of opportunities by rethinking approaches to
competition, working with our customers, and creating new markets.

So, to attract venture capital, you need to present a business model. As
mentioned, the best way is to pitch.

What is a pitch? Pitching is a short presentation of a product concept to
funders.

Rules for successful pitching, 6PR (“six pitching rules”):

1. Duration: depends on the investor’s willingness to listen — thirty seconds
(elevator pitch) or three minutes (public pitch).

2. Structure: the logic of the material should be clear to the funder (not just
to the team), avoid slang, long sentences, text without numbers and facts,
without knowledge of the market and competitors / alternative solutions;

3. Focus on the listener (not yourself): show the benefits of not only the
solution but also the benefits for the funder by supporting our product (the
business model canvas should be clear, and where the startup will be in six
months, two years, t00).

4. Teamwork: roles should be clear, contacts of team members should be
readable on the slides (“presenting” the team), as well as all other necessary
information, which should fit on 5-15 slides.

5. Openness to questions: each question is an opportunity for the team to
improve the solution/product (if there is a question that has not yet been
answered, it is good to listen to the questions more carefully — the vast majority
of them are coaching, and strong).

6. Preparation: in advance, with rehearsals and improvements (use “team”
rather than “I” in wording), use best practices in public speaking.

A successful pitch opens up opportunities for attracting capital; however, it
should be remembered that there may be several rounds of negotiations
(because development and market entry agreements need to be reached) and that

fundraising will become an ongoing activity.
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So, when going to attract venture capital funding for a startup, it is
valuable to work through the following questions (checklist), in particular:

- whether the team understands: what funder team needs and what can
offer to him/them;

- whether the team agreed what type of business model to be developed;

- whether all nine blocks have been carefully considered in the
development of the value proposition canvas;

- whether an analysis of competitors/alternative solutions and the market
has been carried out;

- whether a presentation has been prepared for pitching to funders;

- whether the team remains open to investors’ questions (scaling,
profitability);

- what is the team’s scenario during the rounds and after attracting capital
(to maximise the success of the startup).

This way, thanks to the developed business model and successful pitching,
the startup team will be able to attract venture capital funding and ensure growth

and development.

Summary

For the startup team, a solution is the result of their work, and bringing a
product to market, scalability, and profitability is the goal. For venture
capitalists, our startup is a business, because they invest in industries and
technologies, including DeepTech. Therefore, it is important to develop a
business model that will be understandable not only to the team but also easy to
read for funders. Understanding the importance of a business model is valuable
for the successful commercialisation of technological solutions in the modern
BANI world. It is important to present all the team’s achievements. To do this,
use the 6PR rules of effective pitching. The ability to present your idea clearly

and convincingly, using the necessary data and arguments, can decisively
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influence investors’ decisions. Therefore, it is necessary to use modern methods

to successfully attract venture capital.
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CHAPTER 8. Managing a DeepTech Company that Grew Out of a Lean
Startup. Global leadership

When a lean startup (Fig. 8.1) [1] grows into a company that can hire staff
and reinvest in new products and development, management methods are also
transformed. There is a need to use approaches, techniques, and methodologies

that will allow to create a company for development and scaling it up.

4 N\ /S \ [ N\ 3
Customer Customer Customer Company
Discovery Validation Creation Building

oy
Problem- Product Market Scale Scale
Solution Fit Fit Execution Organization
(—\
MVP Model Operations
Proposed Sales .&
Funnels Marketing
Roadmap
| — )
\ g\ FaN 4\ J

—»

Fig. 8.1. Process model for lean startup

Source: [1].

Technologies are rapidly evolving, businesses are adapting to new
customer and market demands, and education is revolutionising. Everything is
interconnected, and DeepTech companies need to be ready to transform their
management systems in favour of talent management. In particular, the DEEP
INVENTHEI project envisages that “by 2030 a critical mass of highly educated
young entrepreneurs and innovators will be contributing to the emergence of
highly dynamic research and innovation ecosystems, favouring the creation or
inshore of knowledge-intensive companies on deep technologies, developing
new value-added products and services, and innovative business models in the

manufacturing and health” [2].
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What a DeepTech company should pay attention to when ensuring its
further development and leadership:

1. Follow the blue ocean strategy, if this is what the company has chosen
(expectedly). This will protect against a share price drop on the stock market
when the company grows even more.

2. Provide a growth strategy. The world, the market, the client — everything
will change. Adapting to new requirements, try not to sacrifice the pace of
development, but to implement the planned strategy. Remember that according
to the diffusion of innovations theory, there will be among customers:
innovators (2.5%), early adopters (13.5%), early majority (34%), late majority
(34%), laggards (16%), which should be taken into account when planning
revenue streams.

3. Adhere to the company’s financial strategy — i.e., long-term financial
goals (profit), and effective financial management to ensure sustainable
development. Master the ability to read financial statements (Balance Statement,
P&L, Cash Flow Statement), because the cash flow of a product and the cash
flow of the company are not the same. The company carries out operating,
investment and financial activities.

4. Adhere to an innovation strategy, such as product innovation
(co-creation with the client), process innovation, positional innovation,
paradigm innovation (servitisation as a new way of delivering value), and
business model innovation. Scenarios: creating, communicating, delivering
value (idea/solution for/with/to a client), creating something new or different.

5. Manage talents — attract, retain, and develop the best ones. Global
companies are “hunting” for people with high intellectual potential who can
form and develop strong teams and create innovative products. They compete
for the best talents. And, the company already knows how to develop a product

because it turns ideas into business.
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6. To contribute to the achievement of the EU’s strategic goal of
prosperous and competitive Europe, — it is possible because the company is an
active player in the global innovation ecosystem. This ecosystem has
opportunities, support, programmes, platforms, and communities — the key is to
be able to use them successfully to achieve the EU’s strategic goal and
strengthen partnerships in a united Europe and the world. Digital and green
transition are strategic priorities, and DeepTech is a strategic interest of the EU.
Innovation for people (not people for innovation).

7. Choose a sustainable development goal that can be achieved through the
company’s activities. There are 17 of them (Fig. 8.2) [3], choose 1; and there
169 specific targets — identify those that can be realistically implemented
through the company’s activities. In particular, make a contribution to
innovation (SDG9).

8. Create economic value through innovative entrepreneurship.
Sustainability is possible because the company grew out of a lean startup, where
the costs of creating a product are carefully calculated and justified to build a
business model and pitch for venture capital funding, and the economic value is
obvious, and which has learnt to create a business in a lean way. The company
will create employment opportunities and promote self-employment by
outsourcing some work; everyone will pay taxes, fill budgets, and be socially
responsible. What you need to pay attention to is to clearly define roles so as not
to “go off the track of strategy”” while immersed in operational activities.

9. Embrace opportunities — staying open to changes coming from both
teams of people and the external environment, asking “Was it possible?” and
implementing the most unusual solutions, understanding the “for what”, i.e.
why and for what purpose we will implement them. Because we are co-creating
and changing the world for the better.

10. Never stop developing. Because it is about responsibility.
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Figure 8.2. Hierarchy of the Sustainable Development Goals
Source: [3].

Global leadership is not only about gaining it but also about retaining it. A
company needs to generate profits in order to sustain and grow.

Global leaders are joining forces and forming alliances, and many are
advocating issues that are valuable to their industries. As a result, they go
beyond the role of CEOs and transform industry development strategies,
becoming leaders of transformation. Returning to the analysis of venture capital
companies, we remember that they accumulate funds in order to invest in
industries and make money. Many of them are also global leaders.

Transformation experts have identified the following steps on the path to
global leadership that CEOs who are change-makers face [4]:

1. Seeing differences (cultural awareness, acceptance of otherness).

2. Closing the gap (outcome through relationships with others).

3. Opening the system (change/transformation of the frame — management
style).

4. Keeping balance (adaptation and value adding).

5. Decision-making (through participation and co-responsibility).
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Global leadership is also about changing the format of communication and
changing the style. In particular, the digital era has moved some communication
online, but it has not replaced face-to-face communication. Business proposals
are also received via social media, transactions are made in cryptocurrencies,
and artificial intelligence technologies are accelerating the development of
e-commerce. Therefore, we need people who will understand the technologies
and create new ones, — growth is ensured by successful talent management.

So, when managing a global company that has grown from a DeepTech
startup, it is valuable to pay attention to the following questions (checklist):

- has the team accepted the understanding that it is no longer a pre-seed
stage startup, but a company that has attracted venture capital funding and is
developing by reinvesting (what has changed? what is happening? where and
how fast is it going?)

- what risks may arise when managing the intellectual property of a
DeepTech company and how to minimise them,;

- whether all strategies have been developed to help ensure leadership in
DeepTech;

- what are the scenarios if the team fails with rapid development;

- whether the work on “how to learn from best practices?”” has been done;

- whether there is a strategic vision of where the company could be in
2050.

Global leadership is about responsibility, opportunities, and a mindset.

Summary
Achieving global leadership is not a goal, but a process. This process
requires the ability to respond quickly and efficiently to changes. For DeepTech
companies that have grown out of a lean startup, these are opportunities that
require transformation, attraction, retention and development of talents that have

been formed in different socio-cultural environments, enriching the international
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labour market with their competencies. There are recommendations on what a
DeepTech company should pay attention to in ensuring its further development
and leadership: follow the blue ocean strategy; provide a growth strategy;
adhere to the company’s financial strategy and innovation strategy; manage
talents; to contribute to the achievement of the EU strategic goal; choose a
sustainable development goal that can be achieved through the company’s
activities; create economic value through innovative entrepreneurship; embrace
opportunities; never stop developing. Managing a DeepTech company,
achieving and maintaining global leadership is about understanding trends,
embracing cultures, being open to changes, and being able to create the future

today.
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CONCLUSIONS

The monograph proposes a methodology for creating DeepTech startups
from idea to global leadership and identifies prospects for the development of
innovative entrepreneurship and ensuring startup leadership in DeepTech. The
results made it possible to formulate the following conclusions.

Unique innovation and startup ecosystems are the places where modern
innovative businesses grow. Ecosystems consist of participants who interact
with each other, creating favourable conditions for the emergence of new ideas
and businesses. The startup ecosystem not only promotes the emergence of new
companies but also ensures sustainable economic growth and European
leadership in the world. Startups, due to their flexibility and ability to quickly
adapt to requirements, become catalysts for technological breakthroughs and
economic change.

DeepTech startups offer new products and solutions that change clusters
and competitive landscapes. They are characterised by their ability to change
rapidly, which allows them to respond effectively to dynamic market conditions
and technological challenges. Artificial intelligence, machine learning,
blockchain, biotechnology, and others are in focus of DeepTech startups
development, and play a crucial role in shaping the future by offering new
solutions to global challenges, driving economic growth, creating new jobs, and
improving the quality of life.

Visionary is essential for the development of innovative entrepreneurship
and startup leadership in DeepTech. The ability to see prospective opportunities
that others have not yet realized allows us to create products and services that
change markets and impact society. Visionaries drive the development of the
ecosystem by attracting talents, capital, and partners.

The vision, mission, and strategy are implemented by a team, which is

especially important in DeepTech, where the complexity and innovation of
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technologies require a high level of competence and cooperation. The success of
a DeepTech startup depends too much on the team’s ability to work effectively
together, overcome technological challenges, and adapt to rapidly changing
market conditions. A team formed according to the DISC methodology, with
roles and responsibilities correctly distributed, can effectively go through the
stages of transformation. The ability to collaborate, to lead innovatively and
creatively is the basis for achieving change at the global level.

Art thinking and design thinking help to determine the directions for
development, understand the client’s problems, and offer solutions. The list of
methods that teams should choose depends on the vision and product. Client’s
feedback is always important, especially at the design thinking stages (empathy,
focus, generation, prototyping, testing). Thanks to these methods, it is possible
to create more effective solutions that meet the needs of our clients and help
them achieve goals.

The lean startup methodology helps to reduce risks and costs at the product
development stage by quickly testing and adjusting hypotheses. Creating a
unique value proposition helps us understand how our product will solve the
client’s problem better than any other alternative. For lean startups, the use of
modern methods allows you to continuously test the solutions to be offered
through a dialogue with clients. In business, to create a unique value
proposition, it is valuable to use an empathy map, customer journey map,
experience map, and service blueprints. The empathy map is the best for a lean
startup to immerse in the customer experience and understand it. This creates an
opportunity to develop products that meet the requests and are truly valuable to
clients, which contributes to the success and sustainable development of the
business.

Bringing a product to market, scalability, and profitability are the goals for
the team. For venture capitalists, our startup is a business, because they invest in

industries and technologies, including DeepTech. Therefore, it is important to
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create a business model that is understandable not only to the team but also easy
to read for funders and enables the successful commercialization of
technological solutions in the modern BANI world. It is important to present the
team’s achievements using the 6PR rules for effective pitching. The ability to
present your idea clearly and convincingly, using the necessary data and
arguments, can decisively influence investors’ decisions. It is necessary to use
modern methods to successfully attract venture capital.

Achieving global leadership is a process that requires the ability to respond
quickly and efficiently to changes. For DeepTech companies that have grown
out of a lean startup, these are opportunities that require transformation,
attraction, retention, and development of talents that have been formed in
different socio-cultural environments, enriching the international labour market
with their competencies. The recommendations on what a DeepTech company
should pay attention to when ensuring development and leadership: follow the
blue ocean strategy; provide a growth strategy; adhere to the company’s
financial strategy and innovation strategy; manage talents; to contribute to the
achievement of the EU strategic goal; choose a sustainable development goal
that can be achieved through the company’s activities; create economic value
through innovative entrepreneurship; embrace opportunities; never stop
developing. Understanding trends, embracing cultures, being open to change,
and being able to make the future today helps in managing a DeepTech

company, and in achieving and maintaining global leadership.
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Innovative Entrepreneurship and Startup Leadership in DeepTech (within the
DEEP InnoVation and ENTrepreneurship in HEIs project by the European
Institute of Innovation and Technology, European Commission)

Momnorpadis
EnexTpoHHe BUIaHHA

Penakropka — borosinencrka FOmist BsiuecnaBiBHa
Kopekropka — borosiBnencbka FOmist BssuecnapiBaa
Ilepexnan — [Nonnascbkuii [Tasno ['enpixoBuy
Komm’rorepuuii Habip — Kymak €Breniit OnexcanapoBud

Komm’rorepHa BepcTtka — MoccakoBchka FOmis IropiBaa

ITigmucano no Bumanusg 26.06.2024.
["apnHiTypa Times New Roman. YMm. apyk. apk. 9,52.
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