KAKOUEHWTb NMOTEHLU WA
CTAPTANA U TNPUBJIEYb MHBECTOPOB

3auem Ludpel... Uaesa BaxHee...?
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=  /lupekTop No CTpaTernyeckoMy pasBUTHUIO, YaCTHbIM Bn3Hec

* HauyanbHUK ynpaBieHUs Pa3BUTUA KIMEHTCKUX OTHOLUEHUN,
HP/, «MockoBckas bupxay.

= PykoBoguTtenb otgena no pabore c knimeHtamum (PoHAOBbIE U
TOBapHO-CbipbeBble pblHKK), TOMCOH PeunTtep

= CoBeTHUK Buuye-npesngeHTa no pabore c coctosTesIbHbIMU

kaneHtamm, OO0 «KomnaHumsa BKC»
4 = 3am. lekaHa MDD, OuH. YHmepcuTeT npu MNMpasutenbctee PO

¢ KaHanaaTt s3KOHOMMYECKUX HayK

% MBA (Crpaterusa un niHosauum), Warwick Business School,
BennkobputaHus

AMMOBA % Poccumckunm skoHomMmyeckmm yHuB. um. I.B. MaexaHoBa

E/JIEHA AHATOJ/IbEBHA



= OueHKa NnoTeHuKMana HoBon bUsHec-naeun

= [IpakTn4yeckme Kencbl 1 pacyetol B Excel:

B xoae nekuum byayT a) AHanus “XxmnsHecnocobHocTn” busHec-
PacCMOTpPEHbI MOZ,E/IM C MOMOLLbIO METPUK FOHWUT-
cnegyouime 2KOHOMWKU

BOMpPOChbI: b) OueHka cTapTana metogoM BeHuypHOro

Kanuntana

= Kputepum otbopa n «kpacHble GaxkKKmn»




«Co34aHmMe cTapTana noxoxe
Ha NPbIXXOK CO CKaJibl 1 cOOpKy
CamMoJ/ieTa Ha NyTU BHU3».

Pna XodPpmat,
OcHoBaTenb Linkedin

.
g
2

STARTING A COMPBANY
S UKE JQUMPING OFF A

CLUFE AND ASSEMBUNG
THE PLANE ON THE
WAYX DOWN

—— REID HOFFMAN




"BbixxrBaeMocTb» CTapTanos

20% Bcex manbix npeanpuaTnm
TEPNAT HeyAauy B NEPBbIN Xe roZ4

30% so BTOPOW oA

50% uepes 5 ner

7 0% uepes 10 net

bis.gov



[pyctHaa Ctatuctuka CmepTHOCTM CTapTanos
(co CyacTamBbiM KOHLLOM)

aylasasgasges
IO ®V

9us10 CTapTanoB TEPNAT HeyAavy




Y10 Takoe KOHUT DKOHOMMUKA?

Unit Economics — mMeTo/ 3KOHOMUYECKOro
MOZE/IMPOBaHMS, KOTOPbIV MOMOraeT
onpeaennTb NpUbbIALHOCTL BM3Heca Yepes

STAY HOME | pacyeT NpnbbINbHOCTN BU3HEC-IOHUTA.
WE DELIVER Q

[TomoraeT oTBETUTbL Ha F/1aBHblE BOMNPOChHI:

1) CKosbko Mbl 3apabaTtbiBaem Ha O4HOM
no/sib3oBaTene/naaTtawem nosb3oBaTene

2) ByaeTt v npoekT npMHOCUTL NpMbbINb

3) Moxem am mbl MacwTabumpoBaTb brnsHec
(npmBAekaTb 60/bLIe NONb30BATENEN,
MNPy 3TOM OCTaBasACb NPUObIIbHbIMM)




CyTb MeToAaa

HUTOM MOXXeT BbICTynaThb:
tOHuTO y " Hy>HO 3HaTb....

" HOBbIV MO/1b30BATE/Ib,
KOTOPbIM NOANNCANCSA
Ha NPObHYIO BEPCUIO

1. CKONbKO Mbl TPATMM Ha NpuBAEYEeHNE OLHOro
nonb3oBaTtens (CAC — Customer
Acquisition Cost)

" nokKynaTte/ib
Y 2. CKO/NbKO HaM 3TOT MOJ/1Ib30BATEJ/lb, B CPEAHEM,

" MPOAYKTOBAsA eMHULLA npuHocut geHer (LTV — Lifetime Value)
(ToBap).
= lcnonb3yetcsa 44 C'raH.n,ap‘rHoe YHUBepCalnibHOe npaBumno

digital-npoekToB 1 IT
KOMMaHUK (CTapTanos u < LTV > 3 CAC (Cost per Customer) )

Saa$S)




Kak MoTok MNMonb3oBaTtenen Npepalaerca B JleHbrm?

l. OHKUT-3KOHOMMKA NO3BOAISIET Il. Ecan BbIUMCANTD, CKOIBKO MPUHOCUT
YBUAETb, CKOMIbKO KaXAbIA IOHUT U KaKne pacxoabl Npu
Bbl 3apabaTbiBaeTe ¢ NOTOKA 3TOM HeceT KOMMaHUA, MOXHO
KAneHTOoB. [10TOK coCcTouT paccunTaTb, Kakyto Nnpubblib

13 IOHUTOB, KaXAblM U3 KOTOPbIX Bbl MO/ly4nTeE C ONpesesieHHOro NoToKa.
MPUHOCUT onpeaeneHHyro

npubbINb (UK HET).

lll. Mo pe3ynbraTam pacueTa
CTaHOBUTCA ACHO, CTOUT /1N
mMacwTabupoBaTtb 6usHec, NnpusaeKkaTb
MHBECTOPOB, YBEe/IMYMBATb NOTOK NN
Map>XXMHA/IbHOCTb CAENKMN.




KatouveBble MeTpuku

MoToK Nnonb3oBaTenem

Users / Lead Acquisition

[TnaTa e KNMeHTbI

Buyers

KoHBepcua B NepByt MOKYMKY

Conversion

CpeaHWid yek

Average Check

CpeaHee KONMUYECTBO NAaTeXei (NOKYNOK) Ha 04HOrO KAKeHTa

Average Payment Count

CFJE,EI,HHH Bblpy4Ka Ha OAHOIo npyuBnev4yeHHONo Nonb30BaTeNA

Average Revenue per User (ARPU)

CPE,EI,HHH Bbipy4Ka C OAHOINO NAQTAWETNO KNMEHTA

Average Revenue per User (ARPPU)

Obuian BbipydKa

3E]TF]E1TI::~I Hd NnpuBnedyeHe

Revenue

Acquisition Costs

CTommocTb npueBnc4cHWA OAHONO NoONb30BaTENA

Costs per lead (CPL)

CtommocTb npuenevyeHWA oAHONo NNaTAWEeEro KNUMeHTa

Customer Acquisition Costs (CAC)

M3nepHKn Npu NepBOW Npogake

COGC (first sale)

M3aepHKW Ha Kam oy NpoaaKy

[pubbinb

COGS (each sale)

Total Profit

"pl#‘lﬁblﬂb COAOHONO nNAaTAWEro KNMeHTa

Profit per user (= ARPPU-CAC-COGS)




[loyemy Henb3s rHopmpoBaTb KOHUT-3KOHOMUKY

Homejoy - onnaiiH nnat¢opma STARTUP COMPANY HOMEJOY DIED:
* [103BONSET KAMHUHIOBbLIM SO WHAT LESSONS CAN WE LEARN FROM THEM?

KOMMNAHUAM HAaUTU CBOUX KJIMEHTOB.

Ko, Bt faf HOMEJOY"
. , KaHaga, BeankobputaHus.
v

» $25-$35 3avac.

= B2013r. Homejoy, (ctapTan) npuBaek MHBECTUL M
Ha $38M (TpaHw B).

!

= Yepes 2 roga 6m3sHec H6b11 3aKpbIT.

= OpgHa n3 npobnem: 3aTpatbl Ha NpUBAEYEHNE
knneHToB (CAC) npeBbllanm «NOXM3HEHHYO
LeHHoCcTb kaneHTa» (LTV).



Mpumep: Tinkoff

Transactional Products: A Snapshot

Product | Tinkoff Black SME Tinkoff
Investments
Active
customers 4.9m 303k 1.05m
base at YE20
Custf)mer 33y.0., RUB 80k 96% small businesses, 31y-0, RUB
profile at onthly salarv | 4% mediurm busi 83k monthly
VE20 y y| 4% medium businesses salary
LTV $117 $1,643 $1,164
CAC $18 $157 $35
LTV / CAC 6.4x 10.5x 32.9x
CAC PB
period 9 3 2
(months)




Mpumep: Tinkoff

Customer Success Metrics
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BopoHka [1pogax

BHuMaHMe

NHTepec

e —p——

XenaHue

ii
U Aencrteune $ :




Tpu Kniouesbix NMpasuna KOHUT DKOHOMUKU

MpaBuao 3-x:

AAns T0ro, ytobbl BU3HEC MOXKHO BbISIO
MaclTabuporatb, Npmbbiab (LTV) gonixHa
NpeBbILaTb 3aTPAThbl HA NPMBAEYEHME
kaneHTa (CPA) xoTs 6bl B Tpu pasa.

MpaBuno 4-x:

TeMmnbl POCTa BbIPYYKM K KOIPDULNEHTY
«0TTOKa» (churn ratio) 40/15HO 6bITb PaBHO
YeTbIPEM UK BblLLE.

«OTTOK» - % KIMEHTOB, KOTOPbIE MOKNHYN
KOMMAHMIO 33 KOHKPETHbIN NePN0oJ BpEMEHM
K 0bWweMy KOAMYecTBY KJIMEHTOB Ha HAYa 0
nepuoaa.

MpaBuno 40:
EBITDA mapxa (B % K Bbipyuke) natocC TeMnbl
pocTa (B roa) Ao/xHbl cocTaBaaTb >= 40%.

CHURN RATE FORMULA

customers who left

80 for %
x100 = 6,359

your churn rate
for the period
(month/year)

1260

customers at the
beginning of the
period (month/year)




[ToaBepem Vtor.

3ayem CymTtatb KOHUT-
JKOHOMMKY?

YTobbl onNpesennTb peHTabenbHOCTbL 6U3HecCa
Ha 3Tane naeu.

OueHUTb NepcnekTUBbI KOMMNAHUK, MOHATb, KyAa
OHa ABUXKETCH.

Onpeaenntb 3¢ PeKTUBHOCTb OCHOBHbIX KaHA/10B
npogax.

Hantn Touky 6e3ybbITOYHOCTHN M MPOCUMTATD
J1IOXOAHOCTb MHBECTULUN.

[TOHATb, CKONBLKO HY>)XHO NMpUBJi€Yb K/INEHTOB;
Y3HaTb, CKO/IbKO ByAeT CTOUTb KaXAbln U3 HUX.

Ob6beKkTMBHO pacckasaTb MHBECTOPAM
O nepcnekTuBax busHeca.



OuHaNbHbBIN 1.

[pnmep

o £

KomnaHusa nHBeCTMpoBaaa 1000 A0/1/1apOB B MAaPKETUHIOBYHO KaMMNaHMIO B MOMCKOBbIX
cMcTeMax 1 500 A0/171apOB B MUHTEPHET-peK/iamy.

[To cOCTOSAHUIO Ha KOHeLU Mecdlua CTaTUCTUKA NOoKa3aJ/ia, YTO 450 noceTuTenen nepewnn
Mo NpeasioxXeHn 13 MapKETMHFOBOﬁ KaMlMnaHnn 1 100 N3 COLUMNAJIbHDbIX ceTen.

JTO 03HA4aeT, YTO KoMNaHmaA noTpaTtuaa 2,72 goanapa CLUA (1500 gonnapos CLUA /
550 NOCEeTUTENIEN) HA KaXA0ro NOCETUTENA MM MOTEHLMAIbHOTO K/INEHTA.

JT0 ueHa 3a nocetutens (Cost per Visitor).
N3 550 noceTuTenen 200 npuobpenn BUAXKET U NPUIOXKEHNE KOMMNAHWUMN.
JTn 200 noceTuTeneun bblam ycnewHo npeobpa3oBaHbl B KJIMEHTOB.

JTO 03HA4YaeT, YTO KO3IPPULMEHT KOHBEPCUU KOMMAHMKN COCTaBASET 40% (550
noceTuTenen/200 NokynaTenen-nokynatenen).

Y1066l NONYUMTE OKOHYATENBHYIO LLeHY 3a koHBepcuio nam CAC, pasgennTte CTOMMOCTb
noceTuTens Ha KO3PPULMEHT KOHBEPCUMN.

LleHa 3a npuBneyeHne (Cost per Acquisition) =2,72 gonnapaCllA/40% =6,80
aonnapa CLUA.



Y10 Aasblue?

OueHnTtb CtommocTb CTapTana
nero VIHBeCTULMOHHYIO
[lpnBnekaTenbHOCTb!




OUEHKA BEHYYPHbIX COEJ/TOK



BeHuypHoe IHBecTupoBaHuMe: BaXxkHble TepMUHbI

BeHuypHOe nHBecTupoBaHue — 0cobbin
BUZA PUHAHCOBbIX BJIOXXEHWUM,
HanpaBJ/IeHHbIV Ha byayLiee pa3BuTHne
KOMMaHUMW.

Pre-Money — 370 oueHKka KOMNaHUK
4,0 MHBECTULMOHHOIO payHAa

Cash Injected
in Funding

Post-Money — 370 oueHka KOMMaHMK
Cpa3y noc/ie MHBECTULLMOHHOIO

payHAa (BMecTe C AeHbramu Pre-money
MHBECTOPA) Valuation

— Post Money Valuation

0+6




MeTtog BeHuypHoro Kanutana

= BeroocHoBe npeanosioXeHne, YTo BCIO
npmnbbINb MHBECTOP NOSTYYaEeT Ha “Bbixoze”.

* OnpegeneHne CTOMMOCTU KOMNAHUM COCTOUT U3
cnepyrowmx Waros:

1. [llporHo3smpyeTtcs TepMMHANbHAA CTOMMOCTb
KOMMaHWUM Ha «BbIXOAEx;

2. TepMuHanbHaaA CTOMMOCTb ANCKOHTUPYETCS
Mo cneymanbHOW «BEHUYYPHOU» cTaBke (60%
 BbilEe), YYNTbIBAIOLLEN BbICOKYIO CTEMNEHDb
pucka.

3. OpHou 13 3aja4y aHaM3a ABNAETCS OLeHKa
4,0/ MHBECTOPA B KOMMAHWUM.




OnpegeneHne Ctonmoctu B Xoae [leperosopos

» OueHka CTapTanoB Ha PaHHUX CTAANAX —
5TO 60/1bLIe NPO NeperoBopbI U
HaxoXJeHne KOMNPOMMCCA, YEM NPO
KOHKpPEeTHble Lndpbl, MMeoLLMe TBEPAOE
NOATBEPXAEHME,

» [lpouecc cornacoBaHMs OUEHKU MO UTOTY
CBOAMUTCS K TOPry N0 pUHAHCOBbLIM
NPOrHo3aMm, NpeAnoaaraemMbim
MY/IbTUMN/INKATOPaM BbIXO4a U T.4,.




[Tpnmep

» OcHoBaTenb: «Mown ctaptan yHukaneH! OH gosxeH
OLLeHMBATbCA B $25 MJIH. , AaXe HECMOTPSA Ha TO, 4YTO
3TO payHA cepumn A».

» AHren/seHuypHbii kanutaamct (VC): «H10???!... $ 25
MJIH. B payHae A? Bbl ¢ Mapca? .... Ero ctoumocTb He
6osble 3MAH. ECTb ewwe 3 cTapTana, KOTopble AenatoT
TO XK€ CaMOe€, YTO U Bbl.... CMyCTUTECh Ha 3eMJIIOY.

» OcHoBatenb: «/la. Bo3MOXHO, Bbl 1 rpaBbl. Torag,
MOXeT ObITb, 5 MUIZIMOHOB A0/11apOB».

‘Ecnu sam He Hyx(HbI Hawu
> AHren/VC: «f rotoB paccMOTpeTb $4 MAHY» NPodyKkmbI, Mo2y nU 5

3auHmepecoeams eac 8

» OcHoBaTenb: «OK» )
nokynke Hawe2o busHeca?



Kputepun Otbopa 1
«KpacHble Qnaxxkm»



«KpacHble Qaaxkkm»

‘- OcHoBaTenm, KoTopbie
He BAOXUAU
cOobCTBEeHHblIe AeHbru

‘- CAULIKOM LIMpoKoe
onpegeneHue
NOTEHNaNbLHOro pa3mepa
PbIHKa

Ec/niv ocHoBaTenn He XOTAT PUCKOBATb
COHBCTBEHHbIMM AeHbramy, MoYemy 3TO
AO0/DKHbI AenaTb gpyrue?

LleneBOW pbIHOK YETKO He onpeseneH.

Hanpumep, 3asB/1eHMe O TOM, 4TO BU3HEC
byAeT HaLeNeH Ha papMaLLeBTUYECKYIO
NPOMbILW/IEHHOCTb ¢ 060poToM B $550
MAPA,. B roj, He MHGOPMATUBHO.



«KpacHble Qaaxkn»

B CavwKoM ONTUMMUCTUYHBIE
NPOrHo3bl

= [lpOrHo3bl, KOTOPbIE MNA0XO0
apryMeHTUpOBaHbI NN
HepeasIMCTUYHO ONTUMUCTUYHDI

T el PR et e e g it [T e sl o . s,

e

T -
P
-- "-"

"."',"-

‘- HepswausocTtb B opopmaeHum

* OneyaTkm, banaHCbl, KOTOpblE He
cbanaHcMpoBaHbl.

= =» HeBHMMATENbHOCTb K AE€TaNIAM,
NoAPbIBAIOT A0BEpPUE K NpeanpUHUMATENIO.



[1pnnoxeHua



CBOP AAHHbIX

YT10b6bI NOCUNTATH FOHUT-IKOHOMUKY

KnueHTbl M yacToTa MOKYMNOK

BoswoN R

KTo Bawm kAneHTbI?

Kak Bbl cermeHTUpyeTe KIMEeHTOB?

CKO/IbKO Yy BaC KJINEHTOB?

Kak Bbl npyB/ieKaeTe HOBbIX K/IMEHTOB?

Y70 Bbl Aes1aeTe A1 NOBbILWEHUS N10S/IbHOCTU
KJIMEHTOB N YTOObI OHM BO3BPALLAINCH?
Kakou NnpoL,eHT KOHBEPCUM U3 INAA B
K/JIneHTa?

Kakoun beH4YMapk no pbiHKY MO aHA/I0MMYHbIM
nokasaresiam?

Kak 4yacTo KIMeHT nokynaeT y Bac?

9.Kakas guHamMumka nokasaTteneun oT nepmoaa K
nepuoay?

10.470 Bbl AenaeTe, YTOObI NOBLICUTL YACTOTY
MOKYMOK?

11.470 genatoT KOHKYpeHTbI? Hackosibko
yCnewHo?



CBOP AAHHbIX

YTob6bI NOCUNTATE FOHUT-IKOHOMUKY

LleHa 1 06Bb€M npogax

1. Kakow cpegHum yek
MOKYMKW y Bac?

2. Hackonbko 6onbimne
MOKYMKW Yy BaC COBEpPLLAOT?

3. CKOMbKO NPOAYKTOB U/UaK
yC/ayry Bac npnmobpeTeHo?

4. YTO Bbl AenaeTe, YTOObI
nobyanTb KIMEHTOB
YBE/IMUYMBATb YeK MOKYMNKU?

5. Kakue aHanornyHble
nokasaTesn y KOHKYPeHTOB?

. Kakasg xenaemas ueHa

npoAaxmu?

. CKONbKO KJMEHT NAATUT 33

OAMH NPOAYKT?

. Kakune ueHoBble cTpaTtermm

Bbl UCNOJ/Ib3yeTe?

3ATPATbI HA
NMPUBNEYEHUE KINEHTA
Cost per Acquisition (CPA)



Kntouesbie Popmy bl

Cost Per Acquisition (CPAcq)
Buyers

Customer Acquisition Cost (CAC)
Average Price

Average Payment Count (APC)
ARPU

ARPPU

Profit
Costs

Margin
Life-Time Value (LTV)

CPAcq = Marketing Costs/User Acq

User Acquisition x C1

CAC = Marketing Costs/Buyers

Average Price = Revenue/Orders

APC = Orders/Buyers

ARPU = Revenue/User Acq

ARPPU = ARPU/C1

ARPPU = APC x Average Price

Profit = User Acquisition x (-CPA + ARPU x Margin) (be3 ywera nagepxex)
Profit = User Acquisition x (-CPA + ARPU x Margin) - fix COGS

Costs = Marketing Costs + COGS x Orders + fix COGS x Buyers + fix COGS
Margin = (Average Price - COGS)/Average Price

LTV = ARPU x LT




Mpunbbinb B pacueTte Ha

nonb3oBartens (Profit Per = (AVP — COGS) x APC— (CPC / CR1 / CR2)
Paying User)

* /[loxo0 sbiyucaaemcsa Kak npubsinb ¢ 00HOU cOenKU, YyMHOMEHHAA
HQ No8MOpPHbIE MPOOaxtcul.

e 3ampameol 8Ka4Yarom pacxoosi Ha npodaxcy (COGS) u pacxooel

Ha peKanamy.

AVP — cpeaHuin 4yek, cymma, KOTOpYto UA — KONMYecTBO YHMKANbHbIX MOCETUTENEN, 3aLUeaLLNX

NONb30BaTe b NJAATUT B PAaMKaX O4HOM Ha CaWT.

NOKYMKMU. CPC — CcTOMMOCTb K/IMKA B KOHTEKCTHOW peKname Uau
COGS — nepemeHHble 3aTpaTbl Ha Npoaarky bes CTOMMOCTb NPMBJIEYEHUA OAHOro NOsb30BaTeNA

y4eTa MapPKETUHIOBbIX PacxoaoB (CTOMMOCTb N3 NOUCKOBbIX CUCTEM.

AOCTaBKM U T.M.) CR1 — Ko3dPMUNEHT KOHBEPCUU U3 MOCETUTENA B INA,
APC — (average payment count), cpeaHee TO eCTb MPOLEHT NPMBAEYEHHbIX HA MOCAA0YHYIO

KOJIMYeCTBO MNOBTOPHbIX NPOAAXK B TeyeHue CTpaHuUy.

KM3HEHHOro UWKANa KaneHTa (LT). CR2 — K03¢PMUMEHT KOHBEPCUU B MOKyNaTens, To ecTb

NPOUEHT TEX, KTO U3 ZInAa CTa/1 KTIMEHTOM.



Mopenb
Canvas

YHUKanbHOE n > y
MapTHepbl Npouecchbi LLeHHOCTHO® OTHOWeHUA K:'rpe b L L
npepnoxeHue HEeHTbI
Pecypcsi Kanansi
Pacxopbl duHaHcuposaHue / floxon




XU3HEHHbIV LUNKJTOPTAHU3AL N
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3penocTb
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3ameasieHne pocTa
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Pre-seed

: i

Seed | Startup : YcKopeHue pocTa
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De:ath valley

3apoXxaeHue




CMACBO 3A BHUMAHNE!

Enena Anmosa,
K.3.H., MBA Warwick business School, UK
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