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HIHHICHO-OPIEHTOBAHUM MIJIXIJ Y ®OPMYBAHHI
TA IPOCYBAHHI IT-ITIPOAYKTIB

Anomauin. Poskpumo yinnicno-opicumoganuti nioxio y ¢gopmyeanui ma npocyeanui IT-npodyxmis sax
MemOoOO0N02IUHY KOHYENnyiio, Wo NOEOHYE OOCHIOHUYbKI, AHANIMUYHI A YNPAGIIHCHKI IHCIPYMenmu Os
CMBOpeHHsi  VHIKANbHOI  YIHHMICHOI npono3uyii, sKka 6i0n0si0ae  OYiKY8AHHAM  CMEUKX010epis.
Obtpynmosano, wo IT-npodyxmu marome chneyu@iuni pucu — HeMAMepiarbHiCmb, WEUOKY 3MIHY
PUHKOBUX YMO8 [ Oazamopignegy CmMpyKmypy CHMEUKXonlepis, wo YCKIAOHIOE iX NpOCy8aAHH:A
MpAOUYIIHUMY MEMOoOaMU MapKemuHzy. 3anponoHo8ano KOHYEnmyaibHy pamky nioxooy, siKa 8KIOUAE
cucmemy NpUHYUnNie, npiopumemie ma Kpumepiie, CHPAMOBAHUX HA OOCAZHEHHA MAKCUMATbHOT
BIONOGIOHOCMI MIJIC OYIKYBAHHAMU KOPUCMYEaUis, OI3HeC-KIiEHmis, GHYMPIWHIX KomaHo i camoi IT-
xomnanii. Iloxkasano, wo ocobaugy poav gidicpac Qopmyeanus ma NOCMIUHe OHOBIEHHS VHIKANbHOL
yinnicnoi nponosuyii (UVP), wo 6azyemvcs ma ananizi nomped Cmenukxonoepié i3 SUKOPUCMAHHAM
mooeneu Value Proposition Canvas, Business Model Canvas, Kano Model ma Jobs-to-be-Done, a maxoaic
niomeepoicyemocs uepes MVP ma PoC. Poskpumo inmeepayitinuii Mexanizm nioxody, uwjo 3abesneyye
mpancgopmayiio pe3yrpmamie MapKemuH208uUx 00CII0NCeHb y 8UMO2U 00 RPOOYKIY MaA iX Y32002CeHHs 3
bisHec-npoyecamu KoMNawii, 30Kkpema 3 (DIHAHCOBUM YNPABNIHHAM, VNPAGNIHHAM 3HAHHAMU mMA
inghopmayitinoro 6esnexorn. Busnaueno, wo 3acmocyéanns memooie iHmeneKmyaibHo2o auauizy Oauux,
WMYYHOO IHMENeKMY Ma MAWUHHO20 HA8YaHHs OJid NPOSHO3Y8AHHA NOKA3HUKI6 adoption rate i retention
niOBUWYE MOYHICb OYIHIOBAHHA YIHHOCMI MA A0ANMUBHICMb NPOOYKMY 6 YMOBAX MYpOYIeHMHOCMI
punky. Ilokasano, wo Ha 6iOMIHY 6I0 MPAOUYIIHUX MAPKEMUH208UX NIOX00I6, OPIEHMOBAHUX HA
Xapakmepucmuxku npooyKmy, YIHHICHO-OPIEHMOBAHU NIOXI0 3MIHIOE JIOCIKY YNPAGNIHHA, 00380JAH0UU
npocysamu IT-npodyxm uepe3 my yinHicCmb, SKY peaibHO BUSHAIOMb CIEKX0a0epu. 3pobieHo 8UCHOBOK,
U0 NepcnekmuBoio NOOAILUUX 00CII0NCEHb € PO3POOKA IHMESPOBAHO20 MEMOODY, AKUL NOEOHAE NPUHYUNU
nioxo0y 3 MOOeNAMU YNPAGHIHHA YIHHICIIO MA CYHACHUMU CUCMEMAMU WMYHYHO20 iHMeNeKmy Ol

noby008u KOMNIEKCHOT cucmemu ynpagninia mapxemunzom IT-npodyxkmis.

Knrwuosi cnoga: IT-npooyxkm,

uiHHicmb,

VHIKaAbHa YiHHICHA RKpOno3uUisa, CmelKxoadepu,

MapKemuH206i incCmpymenmu, ynpaeiiHHA YiHHICMIO, Wimy4YHUIl iHmeaeKm

ITocTanoBka npodaemMu

IT-mponykT, K 1 pe3ynabTar Oyab-SKOTOIHIIOTO
MPOEKTY, MOXKE OyTH MPU3HAYCHUM ISl CIIOKHUBAHHS SIK
B CepeIMHI KOMITaHii Tak i Ha 30BHINTHLOMY pUHKY [1]. ¥
NEepIIOMY BHUMAJAKY KJIacHYHE PUHKOBE MPOCYBaHHS He
notpi6bue. lle moxyrp Oyt Taki IT-mpomykTn sK,
BHyTpimHs ERP, cucrema HRM, aGo moxymenroo0iry.
Jlo miei x Kkateropii MOXKHa BiJIHECTHM KOPIIOpAaTHUBHI
npoToTuny, cuctemu proof-of-concept [2].

«BHyTpinmHii» abo «30BHIMHINAY [ T-IpOAYKT MOXKE
OyTu Kinacu(ikoBaHUM 3 TOYKH 30py HOTO BiTHOMIECHHS
no cyrHocti MVP (Minimum Viable Product). Ile

3a3BUYail BHYTpIMIHIA a00 OOMEXEeHH 30BHIIIHIN
MPOIYKT. BiH CTBOPIOETHCS sl TIEPEBIpKH peakxilii
KOPUCTYBa4iB YW 3aMOBHHKA, alie¢ HE s MacOBOIO
puHKYy. MVP MOXYTbh JaTH «IJIOTHUM KJIi€EHTaM» a0o
BiliOpaHUM TpymnaMm TeCTyBaJIbHHKIB, 100 OTpUMATH
¢bindek. 3a KpUTEpiEM «BHYTPILIHII» 200 «30BHILIHIN»
Taki cytHocTi sik: MVP, PoC, Full Product cumin
po3mictuTH B Takii nociigoBuocti: PoC — MVP — Full
Product.

VYei inmi  IT-mpomykTn, 1o OpieHTOBaHI Ha
puHOK, Hampukiaan B2B um  B2C,
moTpeOyroTh TpocyBaHHS [3]. MapkeTHHT y IHOMY

KOHTEKCTI CIiJI PO3IJISAaTH HE TUIBKH sK Habip

30BHILIHIN
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IHCTpYMEHTIB, aje sK [apagurMy  YHpaBJiHHS
MapKEeTHHTOBUM TIpoekToM [4]. Skmo 3acrocyBaru
JIOTIKy TPOEKTHOTO MEHEKMEHTY, TO MPOCYBaHHS
MIPOYKTY HA PUHOK Tpeba IHTEepIPEeTyBaTH K OKPEMHMA
MIPOEKT 3 (a3aMH IJIaHYBAaHHSA, peati3allii, KOHTPOIIO Ta
3aBepiIeHHs. [Ipy bOMY «yIPaBIIHCHKUM KapKacoM)»
BUCTYNaloTh (QYHKUIT MapketuHry. Ilpore, ¢yHKmiH
MapKeTHHTy  3aHaATO  0OaraTo:  aHami3  PHHKY,
(bopMyBaHHs TONNUTY, OpEeHI-MEHEDKMEHT, KOMYHIKallii,
MUCTPUOYIIisS, MATPUMKa TOIIO. TOMYy 3BYXKCHHS MO
YIIPaBIIIHHS LIHHICTIO VISl CTEHKXOJIIEPIB — LIe HE IPOCTO
CITPOIIEHHS, & METOIOJIOTIYHO CHIIbHE pillleHHs [S].
VYirpaBiniHHS MapKETHHIOBUM IPOEKTOM 4epe3
MIHHICTH  JO3BOJIMTH  Bigpa3y cGOKyCyBaTHUCS Ha
TOJIOBHOMY: SIKY KOHKPETHY BHIOJy OTPUMYIOTH Di3Hi
rpynu cTekxonmepiB. Iy KiHIIEBOTO KOPUCTyBada Ie
3pY4HICTh, (DYHKIIOHAJIBHICTh Ta IHHOBAUIHHICTB, JUIS
Oi3nec-kimienTa — ROI, onrumizamis  BuTpar Ta
MacimraboBaHicte, a1 camoi  IT-xkommamii  —
peryTaniiHui eeKT, pUHKOBI MO3HULIT Ta TPUOYTKOBICTS,
U KOMaHId — PO3BUTOK KOMITCTCHIIIH 1 MOTHBAIIIsL.
Oco06mBo1 yBaru moTpedyIoTh ciiabohopmMaltizoBaHi
TPYIU  CTEUKXOJIZIEPiB, KOHTYPH SKHX PO3MHTI, a
OYIKYyBaHHS HEUITKO BU3HadeHi. l[le MOXyTh OyTH
MOTEHIIHHI ~ KOPHCTyBayi
3aCTOCYHKIB a00 ITUPOKi CETMEHTH PUHKY, SKi HE MalOTh
c¢(hopMOBaHMX BHMOT JIO MPOIYKTY. Y TaKMX BHUIIAJIKaX
iIeHTU(IKaIlisA Ta aHANI3 MIHHOCTI € BKpall JOPECYHUM.
Kpim Toro, mouissHEM Oyie 3aMiHU MOHSTTS I{IHHICThY
Ha «yHiKajJbHY LiHHICHY npomo3unito» (Unique Value
Proposition, UVP) [5]. UVP € 6inbir dopmanizoBanum

MacOBHX MOOUIBHHX

pe3yJbTaTOM, SKHH He JHIIe BimoOpaxkae peaibHi
MoTpeOu CTEWKXOmepiB, a W BH3HAYae CHEIUQiTHY

YHIKQIBHICT TPOMYKTY cepel KOHKYpeHTiB. Bona
CTBODIOETBCS  LUISIXOM  TOEJHAHHS  Pe3yJbTaTiB
JNOCHIDKEHHS ~ TOTped  CTeWKXoimepiB,  aHami3y

NIPOEKTHHX PillIeHb Ta ineHTH(]IKALIT KJII0YOBHX TIepeBar
nponykry [6]. Tomy moxemo cdopmymoBaTH Taky
nocnigoBHicte: M — UVP — P, ne mapkeruHrosa
cknanoa (M) dopmye ocHoBY s po3pooku UVP, a
BXKE OCTaHHS TPAHCIIOETHCS Y BUMOTH J10 IpoaykTy (P).

IT-nipomyKTH XapakeTpU3YyIOTHCS HEMaTePiaIbHICTIO
Ta CKJIATHICTIO B3a€EMOJil 3allikaBICHUX CTOPiH, MIO0
00yMOBITIOE HEOOXITHICTh JOCIITHUIIBKUX MPAKTHK JJIs
BHUSIBJICHHSI CIIPaBXXHIX TOTped, BKIOUYalodn (OKyC-
TpyIy, TIMOWHHI IHTEPB'I0 Ta BUKOPHUCTAHHS MOJEIeH
Ha kmrant VPC, Kano yu JTBD.

Mapxketunrosi nigxomu B IT He MoxyTb OyTn
0oOMeKeHI NMpOoCyBaHHSIM. BOHMIHTErpyIOTbCS Yy LHUKII
po3po0KKH  TPOIYKTY, (OPMYIOTH HOTO YHIKaJIbHY
IIHHICTh Ta 3a0E3MEUYYIOTh 3BOPOTHHU 3B’S30K 3
KOMaHJI010 po3poOku. Tomy, HEOOXiTHO poaHaATi3yBaTH
MiHHICHI ~ MOJAENi Ta METOAM JUIS  YIpPaBIiHHS
MapkeTuHrom IT-poayKTiB.

AHAJIi3 0CHOBHHX JOCTiTKEeHD
i myOJikanii

CydJacHi TOCITiKSHHS PO3TIIIAI0Th MAPKETHHT K
CKIIQZIOBY  IHTETPOBAHOTO YIPABIiHHSI MPOEKTAMH,
Bkiroyaroun IT-cdhepy ta cymixnui ramysi [7]. Tak y
crarti [8] chopmoBaHo mpobiemy cinabkoi iHTerparii
MDK  KJAaCUYHUM  YNPaBIiHHAM  TIPOEKTAMH  Ta
MapKETHHTOBUMHU MTPAKTHKAMHU. ABTOPH 3alPONOHYBaJIH
NO€IHAHHS TpaauLiiiHOro MapketuHry 3 database-,
interactive- Ta network-mMapKeTHHIOM, IiJKPECIUBITH
HEOOXimHICTh amanTamii X ¢opM and IUGPOBHUX
cepeoBulIll MPOEKTIB. B po0oTi [9] aBTOpHM BBEIH TEPMIiH
VDO (Value Delivery Office) 3amicte PMO (Project
Management Office), migkpecimuBmK HEOOXiIHICTH
MepeopieHTAIil MPOEKTHOIO Odicy HAa MaKCHUMI3alliio
WIHHOCTI  Juis  KiieHTiB 1 OisHecy. IIpobnemy
dbopmyBanHs ~ value  proposition IS BHCOKO-
TEXHOJIOTIYHHUX TPOAYKTIB MOJAaHO Y mociimpkenHi [10].
ABTOpH MPONOHYIOTH MMOCTIHHE OHOBJICHHS YHIKaJIBHOT
MIHHOCTI  MPOAYKTY SK OCHOBH MapKETHHIOBHX
JocIipkeHb puHKYy. B cratTi [11] aBTOpM aHami3yloTh

BIUIMB  IM(ppoBoi TpaHcopmauii Ha NPOEKTHUH
MapKeTHHI, Ji¢ IpobjeMa Imojirae y BijcTaBaHHI
TpaAMIIMHUX TPAKTAK Bil Cy4acHHX MH(POBUX

IHCTpYMEHTIB. 3allpolloHOBaHO iHTerpamiro big data,
IITYYHOTO IHTENEKTY y MAapKCTHHTOBI TMPAKTHKH IS
mpoekTiB. B [12] po3kpuro mpobiieMy ciaabkoi iHTerparii
MIPOEKTHUX METOJMOJIOTIH Ta IU(POBOi MapKETHHIOBOL
aHANIITUKU Yy CTapTamax. ABTOpPH [OKa3aud, IO
3aCTOCYBAHHS CTPYKTYPOBAHHUX CTpaTETid yHpaBIiHHS
MIPOEKTaMU 3/IaTHE MiIBUIIUTH TOYHICTh 1 KOPHCHICTH
MapKCTUHTOBUX JaHUX, a OTXKE, 1 pPe3ylbTaTUBHICTb
npocyBanHst  [T-npoxykriB.  Hartomicts, y [13]
MapKeTHUHT PO3MIIAEThCS K HEBIJ €MHA CKJIaJ0Ba
IHHOBAIITHOTO TPOEKTY. ABTOPH apryMEHTYIOTh, IO
came MapKeTHHT 3a0e3neuye KoMeplianizalio HoBalii i
MepexiJ BiJl HAyKOBO-TEXHIYHOI ifei J0 MPOIyKTy,
3IaTHOTO MPUHOCUTH €KOHOMIUHUH edekT. J[isa mporo
IIPOIIOHY€EThCS 3aCTOCYBaHHS IHCTPYMEHTIB TAKTHYHOTO
MapKeTHHTY, IOB’S3aHUX 13 TPOCYBaHHSAM TOBApiB i
MOCITYT Ta mporiecoM audy3ii iHHOBaIlild Ha pUHKY .

B po6orti P. CaBenko [14] MapKeTHHTOBI aclieKTH
TICHO  IHTETPYIOTBCS B  YHPABIIHHA  IPOEKTaAMHU
rpoMajChKuX opraHizamiii. OcoOirBa yBara mpuIiieHa
KOMITIEKCY TPOTIO3MIIH i3 BAOCKOHAJIICHHS YIPABIIiHHS
MapKeTHHIOBUMHM  IIPOEKTaMH, 110  repeabavae
(hopMyBaHHSI CTpaTeriii aKTUBHOI y4acTi TPOMAJICHKHUX
CITIJIOK. ABTOpKA TPaKTyE MApPKETHHT SIK iHCTPYMEHT, 110
JI03BOJISIE 3a0€3IIEUHUTH CTANiCTh PO3BUTKY Oprasizamii
3aBISKM MIIBUIICHHIO IPO30pOCTi KOMYHIKalid Ta
Y3TOJDKEHHIO TMPOEKTHUX 3aBHaHb 13 IIHHOCTSIMH
CHUIBHOTH.

B [15] mapkeTHHr pO3IJSIAA€TBCA Yy 3B’SI3KY 3
oTpeOoI0 BJOCKOHATICHHS B3aeMoii Mix I T-npoekramu
Ta PUHKOBHMHU CEpeNOBHIIAMH. J(OCTiTHUKH BUSBHIN
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npoOyieMy HEIOCTAaTHBOI IHTerpamii MapKeTHHIOBHX
IHCTpYMEHTIB y THpoLec pPO3pOoOKM Ta HpOCYBaHHS
MPOAYyKTiB.  SIk  pileHHs MIPOTIOHYIOTh
3aCTOCYBAHHS ITITICHOTO KOMITJIEKCY ITU(PPOBUX METOIIB,
OpIEHTOBaHMX Ha  YNPaBIiHHA  LIHHICTIO  JUIA
CTEHKXOJACPIB, Ta PO3POOKY MPAKTHYHHUX MOJEICH, 110
MTOETHYIOTh MIPOEKTHUN MEHEKMEHT i3
MapKETUHTOBUMH JOCIIHKCHHSIMH.

LinnicTh y HAyKOBHX pOOOTax IIOB’SIBYETHCS 3
MIEPIICTIIIiE€l0 CTeWKXonmepiB, Hanpukiang B [16; 17].
To0T0 0gHa «IIHHICTEY HE € A0COIFOTHOIO BEINUYNHOIO
— BOHA ICHY€E JIMIIE HACTUIbKH, HACKUIbKH ii 0avath i
crefikxonaepu.B  Project Management
Institute (PMI), i B cydacHux (peiiMBOpKax Ha KIITaJIT
Benefits Realisation Management [ 18] miiHHICT IPOEKTY
BHU3HAYAETHCS UePe3 NOCATHEHHS OYiKYBaHUX BHTOJ IS
CTEHKXOJIAEPIB. KPI»
HACIIPaB/i — II¢ JOMOBJICHICTh MiXk CTEUKXOJIICPAMH, SIKi
BHPIIIYIOTh, SIKi BUTOJIU JUISl HUX BaXITUBI.

Pazom 3 THM, iCHy€ 3HaYHHUI MPOIIAPOK HAYKOBUX
cTaTeil, B SKUX aBTOPH, BUHOCSYM B METYy IiHHICTh
MPOEKTY, PO3KPUBAIOTH ii BHKIIOYHO 4Yepe3 IiHHICTH
npoaykTy. Jlo Takux mparmp MoxHa BigHecTH [17; 19].

B [20] aBropm 3ampomoHyBamM TiAXiJ 10
(dopMyBaHHS LIHHOCTI B YIpaBJIiHHI
MOPTQENIMH TMPOEKTIB Ta MPOrpaMaMu IMPOEKTHO-
opieHTOBaHOi opraHizamii. Ha OCHOBI IBbOTO MiIXOITy
MPEJICTABICHO MPOTPAMHUN MPOAYKT, SIKUH MOICIIOE
nporec (popMyBaHHs I[IHHOCTI HPOEKTIB Ta MPOTpaM B
X0/l 1X 1Himami3anmii.

BusHadueHHIO I[IHHOCTI TMPOTPAMHOTO TPOAYKTY
MPOEKTY TpHCBIYeHa pobota [21]. ABTOpPH mpOBEIH
ornsa Jnteparypu 1moao product value, 30kxpema
BH3HAUMIM TIOKAa3HMKH SKOCTi, (YHKIIIOHaJIbHI Ta
HeYHKIIOHAIbHI BUMOTH, CIIPUHHATTSI KOPUCTYBayiB. Y
[22] omnmcyeTbes, SIK B mpoleci po3poOKH MPOIYKTY
BHKOpHUCTOBYEThCS Business Model Canvas, iHTeps’io 3
KOPHUCTYBa4aMH, 3BOPOTHHU 3B’SI30K Ui CTBOPCHHS
TaKO1 MPOAYKTOBOI IIIHHOCTI, sIKa BiIOBia€ MOTpedaM i
OYIKYBaHHSM CTEHKXOJIICPIB.

Ornsin miTepaTypHUX JDKEpeNT IMOoKaszaB, MO Tak
caMo SIK 1 1 TEPMiHIB «IIPOAYKT» Ta KIIPOEKT», ICHYIOTh
OKpeMi MoJei TaMeTOAHW Uil BWU3HAYCHHS I[IHHOCTI
OKPEMO JUTS IPOEKTY Ta IS TPOAYKTY MPOEKTY.

Jsi WiHHOCTI NPOEKTY 3aCTOCOBYIOTHCSI METOAU
value management, benefits realisation, project value
mindset, project benefits classification, inmekcu sk Net
Project Value (NPrV), inctpymenry, mo ¢oxycyloTbes
Ha BUTOJ]aX 3aMOBHUKa / opranizamnii. Hampuknan, B [17]
o/1aHa KiIacuQiKallis BUT Y TIPOEKTI.

JInst  mHHOCTI TPOAYKTY 3aCTOCOBYIOTH —Taki
Mmeronu sik product value propositions, software product
value  models, omiHEKa  QYHKIIOHATBPHUX  Ta
He(DYHKIIIOHAILHUX BHMOT, OIIIHKA KOPHCTYBAaIllbKUX
ouikyBaHb 4epe3 mojeni Kano, JTBD, ormsmu, A/B

BOHH

BHU3HAIOTHh

TobOro HaBITH «00’€KTHBHI

MpOo€KTaMH,

tectu. Y [21] monano orisp pi3HUX cyTHOCTEH software
product value.

Value Management, sK miaxig X0 yHpaBIiHHA,
CHCTEeMHO aHaii3ye (QpyHKIi MPOEKTY Ta CHiBBITHOCUTH
iX i3 BUTpaTamMu, MO0 JOCATTH MaKCHMAaIbHOI HIHHOCTI
s credikxonaepiB. OCHOBHa ifes: MIHHICTh €
CITIBBITHOIIEHHAM ()YHKIIOHAJILHOCTI /IO BUTpAT.

B nucepramiiHux po0OTax TEpMiH «UIHHICTB)»
BHUKOPHUCTOBYETHCS B PI3HUX KOHTEKCTAX, aJic BCIOJIU BiH
CTa€ KJIIOYOBOIO KATETOPIEIO YIPABIIHHS MPOEKTaMU. Y
KaHIUAATChKil amcepTamii €. Boiko [23] miHHICTB
TPAKTYEThCS SIK OaraTOBHMIipHa CHCTEMa, IO BKJIIOYAE
IHTEeJIEKTyalbHy, I1HHOBalliHHY Ta MiANPUEMHUIIBKY
CKIIaZIoBi, AKi BHUHHUKAIOTH TIPU  BIPOBAKEHHI
KOPIIOPATHBHOT CHUCTEMH YIPABIIHHSI TMPOEKTAMH Ta
nporpamamMu. ABTOpka 3(opMyBalia MaTeMaTH4Hi
MOJENi IS OINUCY CTBOPEHHS IIIHHOCTI Ha piBHI
opranizanii. [loka3ano, 1o iHTerpamis odicy
YIpPaBIiHHS, METOAO0JIOTT, iHpOpMAaIiiHOI cucTeMU Ta
MIEPCOHATY CTBOPIOE CHHEPTETHYHHN SPEKT.

V noxropcrkiii nuceptaiii M. Jlopomnr [24] moHATTs
LIHHOCTI BUKOPUCTAHO SIK SIIPO KOHBEPICHIII CHCTEM
VIPaBIiHHA TIPOEKTaMH. ABTOpKa (GOpMyeE MOJIENb
TpaHcopMallii MIHHOCTeW YYaCHHUKIB JJIsi CTBOPECHHS

CHUIBHOTO  «s1pa LIHHOCTEH», ske 3abe3nedye
y3rOJUKEHHSl pIlIeHb 1 pe3yibTaTiB y CKIAIHUX
MIPOEKTAX. 3anponoHoBaHi aBTOPKOIO  METOIH

JIO3BOJISIIOTH ~ pO3PaxOBYBaTH CTYMiHb KOHBEPTEHIIIT
LIHHOCTEMH, BIICTEKYBATH 1X 3MIHH IPOTATOM KHUTTEBOTO
LUKITY TPOEKTY.

B [25] posmmsmaeThcs  mMaXin — aganTHBHO-
LIHHICHOTO YIPaBJIiHHS IIPOEKTaMH PO3BUTKY. ABTOpKa
ITiIKPECITIOE, 110 YIPaBIiHHS Mae Oy TyBaTHCS HAa OCHOBI
JNUHAMIYHOTO OajaHCy MiX IIHHOCTSMH CTEHKXOJIIEPIB,
SKi 3MIHIOIOTBCS B Mpoleci peaii3auii MpoekTy, Ta
3JaTHOCTI CHCTEMM YNPABIIHHS aJaNTyBaTHUCS IO LHX
3MiH. OCHOBHHMH e(eKT Bil 3acTOCyBaHHS TaKOTO
MiXOAY TOJIATAE Y MiBUIICHHI CTIHKOCTI MPOEKTIB 10
30BHILIHIX 1 BHYTPIIIHIX PU3UKIB 32 PaxyHOK TOTO, IO
pILLICHHS] TPUUMAIOTBCS HE JHIIE 3 YpaxyBaHHIM
IJTAHOBHX TOKA3HMKIB, a ¥ yepe3 OIiHKY BiIIOBiAHOCTI
LIHHICHUM OPi€HTUPAM yYaCHUKIB.

VY3aranpHIOIOYM, MOXKHa CKaszaTH, L0 ILIHHICTh
TpakTyeTbcss ab0 sk OaraTOBUMIpHHH  pe3yJibTaT
(YHKIIOHYBaHHS IPOEKTHUX CUCTEM, a0 SIK a/JaliTHBHA
KaTeropis YNpaBJIiHHA pPO3BUTKOM. 3alpONOHOBaHi
MoZeial Ta  METOOM  JO3BOJSIIOTL  IIABHIIATH
e(peKTHBHICTh yTpaBIiHHSA 3a PaXyHOK Y3TOKECHHS
iHTepeciB 1 3HIKEHHS pH3MKIB KOoH(pikTy. TuMm He
MEHIN, IiCHye ToTpeda y BIPOBAKEHHI I[IHHICHUX
YUHHHKIB JI0 MapKeTHHTY [ T-TipoayKTiB.

Merta crarTi

Meroro cTarTi € OOrpYHTYBaHHA Ta pPO3POOKa
LIHHICHO-OPIEHTOBHUM minxoxy y QopMyBaHHI Ta
npocysanHi IT-npoaykTiB.
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OOTpYHTYEMO 3aCTOCYBaHHS TEPMIiHY «ITiIXiT»
3aMiCTh MOJECJTi, METOAYy YU anroputmy. MeTomae
KOHKPETHUH Ha0Ip KpOKIB ISl JOCATHEHHS METH
NOCHIDKCHHS,  MOJENb  (opMalizye  CIPOIIEHY
CTPYKTYPY peajibHOro 00’€KTy ab0 CYTHOCTI, allTOPUTM
— TOCHIJOBHICTh i JJIsi OTPUMAHHSA pPE3yJbTaTy.
Haromicte minxin OymeMo BBaKaTH KOHIIETITYaJIBHOIO

pamMKolo, sKa BHU3HAYa€, SK HEOOXiJHO MUCIIHTH,
OpraHi3oByBaTH 1 KOMOIHYBaTH METOIHM, MOJIENi Ta
aNTOPUTMHU.

Orxe, iHHICHO-OPiEHTOBAHUI MAX1T y

¢dopMyBaHHI Ta mHpOCyBaHHI
CKJIQJIaTHCS 3 TAKUX €JIEMEHTIB:

1. KonnenryanpHa pamka. lle ¢opmymoBaHHs
OCHOBHHX TIPUHIIMITIB. BIleHTpi — IiHHICTH, SIK BOHA
BU3HAYAETHCS, Yepe3 sIKi KaTeropii BUMIpIOETHCS.

2. Cucrema npiopuTeTiB i KputepiiB. Buznauenns,
o0 TOJIOBHUM KpHTEpieM BHOOpY pimeHs Oyne
OYiKyBaHa i MiTBEPKEHA IHHICTD, a HE JIUIIC TCPMIiHH
9K OFOJIKET MPOEKTY.

3. Idrerpamiiinuii Mexanizm. Omnuc TOro, SK
IIHHICHI ~ OPIEHTUPH  IHTETPYIOTBCA y  TPOIECH
YIPABIIHHS IIPOEKTOM, HPOJYKTOM, MAapKETHHIOM 1
CTpaTerivHUM PO3BUTKOM KOMIIaHii.

4. Merononoriyna 6a3a. ITigxin 3amae, siki METOAN
i Mozeni Tpeba 3amyyaru. CaM MixiJ HE € METOAOM, ajie
BU3HAYa€ METOJIM Ta JIOTIKY iX 3aCTOCYBaHHS.

5. OuikyBanuii  edekt. Pe3ympTaT  migxoay
(OPMYIIIOETECS HE Y BUIJISIIL «KOHKPETHOTO YUCIIay, a y
BUTJISI1 3MIHM JIOTIKM YNIpaBiiHHS: «MU oTpumyemo I1T-
MIPOIYKT, KWW TPOCYBAETHCSA HYepe3 Ty IIHHICTh, SKY
peaTbHO OYiKYIOTh CTEHKXOJICPH, a HE Yepe3 TeXHiIuHi
XapaKTEPUCTUKHU UM MOIHI TPEHI».

ToOTo, IIHHICHO-OPIEHTOBAaHWHA MiAXiM — I HE
OJIHa MOJIEJb 1 HE O/INH METO/I, a HapaJurMa MUCIICHHS +
HaOlp NpUHIMIIB + iHTErpamis IHCTPYMEHTIB, LIO B
pe3yibTari  3MIHIOE  IpakTHUKy ympasiinasa  IT-
MPOIyKTaMu.PO3TIsTHEMO MAapKEeTHHTOBI METOIM, SIKi
OyIlyTh BUKOPHUCTaHI y MiIXOI.

Crnin  3a3HauMTH, WO B 3arajgbHid  Teopil
MapKeTUHTY iCHY€ TN HAaOip iIHCTPYMEHTIB, SKi MOXKHA
3aCTOCYBATH ISl BU3HAYCHHS I[IHHOCTI MaiOyTHHOTO
NPOJYKTY INPOEKTY 3 YpaxyBaHHSIM O4IKyBaHb Pi3HHUX

IT-nponyxriB  Oyne

creiikxonaepiB. B IT-chepi BoHm  HaOyBaroTh
0Cco0IMBOrO 3HAYEHHS gepe3 CKJIAHICTD,
OaraTopiBHEBICTb ~ Ta  KOH(QJIKTHICTH  OYiKyBaHb

KOpHUCTYBayiB, MapTHepiB Ta camoi [ T-kommaHii.

Jlo 1iHHICHO-HANpaBICHUX MOJAENi MapKETHHTY
MOJKHA JTOJaTH:

— Value Proposition Canvas (VPC). lls moznens
pospobitena Onexcanmpom OcTepBanbaepoM Gopmalizye
OYiKyBaHy I[iHHICTh, BUSBIISIE «OiIb» (pains), «BUTOIM
(gains) i «pobotn» (jobs-to-be-done) crelikxonuepiB Ta
3iCcTaBIIsIe X 3 XapaKTePUCTHUKAMU MPOAYKTY [26];

— Business Model Canvas (BMC) onucye noriky
CTBOPEHHS, IOCTABKH Ta OTPUMAaHHS LIHHOCTI, [TOKa3ye
B3aEMO3B’SI3KM MK  TPOAYKTOM,  KIII€HTCHKUMH
CerMeHTaMH, pecypcaMu Ta KaHaiamu [27];

— Kano Model, mo po3pobieHa SMOHCHKUM
npodecopom Hoaki Kano Bu3Hauae, siKi XapaKTepUCTHKH
MPOIYKTY  CTBOPIOIOTH  0a30By, OdikyBaHy a0o
3aXOIUTIOI0YY IIHHICTH Ul PI3HUX I'PYN KOPUCTYBadiB
(28];

— Stakeholder Value Network (SVN) monemtoe
B3aEMO3AIEKHOCTI MIXK CTEHKXOJIepaMu 1 MoKasye, sK
NPOJXYKT HPUHOCUTH I[IHHICTh PpI3HUM Yy4YacCHUKaM
ekocuctemu [29].

Jlo LiHHICHO-OPiEHTOBAaHUX METOJIB MapKETHHTY
MOXHa JIOJJaTH:

— rmOuHHI iHTEpB 10, CHOCTEPEKEHHS,
etHorpadiuni mocmmkeHas, Customer Development
(CustDev) i1 BUSBICHHS  CHpaBXHIX  HOTped
creiikxonaepis [30];

— MeTOJ BH3HA4YCHHsI BIAHOCHOI
pI3HHX XapaKTEePUCTUK MNPOIYKTY [Jisi CIIOXKHBada
(Conjoint Analysis);

— Jobs-to-be-Done (JTBD) wmeromosoris B
MapKeTHHTY Ta po3poOIli MPOAYKTIB, SKa TOSCHIOE, IO
KJIIEHTH KYIYIOThb NPOJIYKTH a00 IOCIyrHM HE 3apaiu
CaMoro MPOIYKTY, a TOMY, IO «HAWMAaroTh» HOro s
BHKOHAaHHS TII€BHOI  «poOoTw» abo  BUpilICHHS
KOHKPETHOI 3a/1a4i Y1 IPpOOJIEMH y CBOEMY JKHUTTI;

— Net Promoter Score (NPS), abo ingekc
CITOKMBYOI JIOSITBHOCTI — II€ METPHKa, IO BHMIpIOE
TOTOBHICTh KJIIEHTIB PEKOMEHAYBATH BaIlll MPOIYKT YU
KOMIIaHI0 1HIIKM 3a 1mKajior Big 0 mo 10, sk iHquKaTOp
CIIPUAHSTOT I[IHHOCTI.

Cepen iHCTPYMEHTIB MOKEMO BU3HAYHUTH:

— (QoKyc-Tpynu Ta ONWUTYBaHHS AJIsI OTPHUMAaHHS
SKICHUX Ta KUIBKICHMX JaHMX TIpO  OYiKyBaHHS
CTEHKXOJIIIEePiB;

— MIiHIMQJIBHO JKUTTE3AATHHHA TpoaykT (MVP),
SIKMH JI03BOJISIE HA IIPAKTHLI IEPEBIPUTH, YU CIIPABIi
MIPOJYKT HECe IiHHICTh;

— Proofof Concept (PoC) — nepeBipka mpUHIUTIOBOL
KHUTTE3AATHOCTI 171€i, e 10 cTBopeHHss MVP;

— aHaumi3 KOHKYPEHTIB (Benchmarking,
Competitive Analysis). Bin gomomarae 3po3ywmiTh, e
ICHYIOTb «IIPOTJIMHIW» Y CTBOPEHHI LIIHHOCT;

— anam3 Bemukux nanux (Big Data Analytics)
BHSIBJISIE TIPUXOBaHI MMAaTEPHH MOBEIIHKHA KIIIE€HTIB 1 Ja€
3MOTy NTPOTHO3YBATH IXHIO PEaKIlito Ha HOBUH MPOIYKT.

Ba)KIIMBOCTI

Jus  pi3HEX ~ CTCHKXONIEpIiB  cepel  SKUX
KOpPHCTYyBadi, 3aMOBHHMKH, KOMaHIa po3pobku, IT-
KOMIIaHisl, TapTHEpPHW, TMOTPIOHO  3aCTOCOBYBATH
KOMOIHAIlII0  3a3HauYe€HHUX MOJeNed Ta  METOMIB.

Hanpuknan, uis KiHIEBUX KOPHCTYBadiB OPCUHUI
Kano + JTBD, mis inBectopiB i 3aMmoBHUKIB — BMC Ta
Conjoint Analysis, mig BHyTpimrap0i KoManan — VPC ta
NPS.
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Konkperno amst IT-npoaykTiB y KIacH4HOMY CEHCI
«CTIeIiaIbHUX MOJIENel», CTBOPCHHUX TUIBKU IS HEX,
Hebarato. [Ipote B IT-ramy3i mMpoko 3aCTOCOBYIOTHCS
amanToBaHi Bepcii 3arallbHUX MapKETHHTOBUX MOJIEICH,
SIKI BPaXxOBYIOTb:

— uudpoBy
HEMaTePiabHICTh,
LIBUJIKHUX 3MiH);

— OaraTopiBHEBICTh CTEHKXOJAEpiB (KOpUCTyBaui,
3aMOBHUKH, iHTerpaTopH, IT-koMmaHis, iHBECTOpH,
peryIATOpH);

— JMHAMIYHICTh PUHKY (IIBHIKUN O KUTTEBUN

IIPUPOAY MIPOLYKTY (itoro
MacmTabOBaHICTh, MOXKJIMBICTh

IUKJT IPOAYKTiB, KOHKYPEHIIiS 3 IHHOBAIIisSIMHA).

Jlo cnemiagpbHUX MiAXOIIB MOXHA BiTHECTH:

— Lean Startup methodology (Build-Measure-
Learn), Bona opientoBana came Ha IT Ta craprammy,
IIBHUJIKE TECTYBAHHS TiMOTE3;

— Agile Marketing. Ile nepeneceHHs! NIPUHIMIIIB
Agile y MapKeTHHIOB1 KOMaHJT{, OCOOJIMBO BaXKJIMBO JJIS
SaaS, e-commerce, MOOITEHUX 3aCTOCYHKIB;

— Product-Market Fit (PMF) framework moznens
Jutst po3poOku I T-nponykriB, sika gormoMarae 3po3yMmirH,
9l CchOpaBAi  NPOAYKT  BIANOBia€  PUHKOBUM
OYiKYBaHHSIM;

— Pirate  Metrics AARRR: Acquisition,
Activation, Retention, Referral, Revenue) — merpuka mist
nU(ppPOBUX TPOAYKTIB, sIKa TPSIMO OINHIOE IIHHICTh 1
KHUTTEBUH LUK KOPUCTYBAYIB;

— Technology Adoption Lifecycle (Rogers’
Curve) omucye, sK pi3HI TpynH KOPUCTyBadiB
(iHHOBaTOpM, paHHI  TOCJIOBHUKH,  OULIBIIICTS,
BiZicTaroui) npuiimMatoTs HOBI I T-pienns.

PosrsHyTi  3aco0M  IIOAO  MPOEKTHOTO  Ta
MIPOYKTOBOTO YIPAaBIiHHSA KOHCOJIZOBAHO B TaOIHITIO,
JIe TPEJCTABIICHO KIIOYOBi 1HCTPYMEHTH MapKETHHTY,
SKIi MOXYTb 3aCTOCOBYBaTHCS s (opMyBaHHA Ta
MIPOCYBaHHS MPOAYKTY MPO€EKTY B [T-ramysi.

Koxen IHCTPYMEHT Mae BIIACHY
oOnactenpu3HadeHHs: Ta edekTuBHOCTI. Hampukian,
VPC i BMC opienToBani Ha ¢opmanizanito 0Oi3Hec-
JIOTIKK Ta BMSBJIEHHs LiHHOCTI, Toal sk Kano i JTBD
JIO3BOJISIIOTH ~ 3PO3YMITH  OYIKyBaHHS  KIiHIEBHX
kopucrtyBaui. CustDev, ¢okyc-rpynu Ta OnuTyBaHHS
HaJeXaTh J0 JNOCTiAHWIIBKUX METOMIB, SKi (OPMYIOTh
0a3y ans yTOYHEHHsI mpoAyKTy, Toai ssk MVP i PoC €
NPOTOTHUIIAMU JIJIsl IEPEBIPKH TinoTe3 Ha npaktuii. Big
Data Analytics Ta AARRR opierroBani Ha nudpoBy
AHATITHKY 1 MacIITaOyBaHHS MPOIYKTY.

Tabnuys — Incmpymenmu mapkemunzosux 3acooie 01 popmysanns ma npocysantusn IT-npodyxmy

IncTpyment ITinboBa IHTEeHCUBHICTD MeTtpuxu
Tun . Etan nponyxty .
MapKETUHTY ayuTopis KOHTaKTy e(eKTUBHOCTI
Value Proposition | AHamiTn4HuUiA/ . Product-
Canvas (VPC) undpoBuii B2B, B2C PoC, MVP [lepconanizoBana Market Fit
. ROI
Business Model . . ’
Canvas (BMC) AHamTHIHIH B2B PoC Cepennst Customer
Segments
. . . MVP, Full . Customer
Kano Model Ananitnaanit | KopuctyBaui Product [TepconanizoBaHa Satisfaction
Stakeholder Value . . B2B, Stakeholder
Network (SVN) e — [TapTHEpH PoC, MVP Cepemis Alignment
CustDev (Customer . Product-
Development) Mertop B2C, B2B PoC, MVP [TepconanizoBaHa Market Fit
Conjoint Analysis Merton B2C, B2B MVP Cepennst Wlllnll)gat;ess to
Jobs-to-be-Done Merto Kopucrysaui MVP, Full IlepconanizoBana C‘;?;Zg;er
(JTBD) A pucty Product p
Coverage
Net Promoter Score .
(NPS) Mertpuka Kopuctysaui Full Product Cepenus NPS Index
®dokyc-rpynu Merton Kopucrysaui PoC, MVP IepconanizoBana Qual} tative
Insights
MVP TporoTum B2C, B2B MVP Cepenns Corgaetr:m
PoC IIpoToTun B2B PoC Husbka Proof Metrics
Ananis Mertox B2C, B2B Vi Cepennst Benchmark
KOHKYPEHTIB Indicators
. . N MVP, Full Predictive
Big Data Analytics Hudposmit B2B, B2C Product Cepenns Accuracy
. . MVP, Full Acquisition,
AARRR Metrics Hudposmit B2C Product Cepenns Retention
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CroBrui Tabauii BinoOpaKaroTh XapaKTEPUCTUKU
IHCTPYMEHTIB: THII IOKa3ye iXHIO NpUpOAy (aHANITHYHI
MOJeJi, METOAW, METPUKH YW TPOTOTHIH); IIIHOBA
ayOuTopis BH3HA4Ya€, 3 KAM BOHM IIPALIOIOTh; €Tall
NPOJYKTY IO3HA4Ya€ HaWOUIbII peIeBaHTHUH MOMEHT
3aCTOCYBaHHS; MaclTabOBaHICTh BKa3ye, YM MOJKHA
3aCTOCOBYBAaTH 1HCTPYMEHT MpPH 3POCTaHHI MPOAYKTY;
IHTEHCHBHICTh KOHTaKTy XapaKTepU3ye pPiBEHb B3a€MOIi
3 KOPUCTYBaueM; METPUKH €(hEKTHBHOCTI Bi10OpakatoTh
3IaTHICTh IHCTPYMEHTA JOHOCUTH IiHHICTb.

3 ypaxyBaHHSM IOTO, 3aIPOMOHYEMO aHATITHTHE
npexacTaBineHHs [T-npoxykTy He JuIIe SK TEXHIYHOTO
apTedakTy, aje SK CHCTEMH, IO CTBOPIOE Pi3HI BUIH
MIHHOCTEH JTS CTEHKXOJIAEpPiB.

B rtakomy Bumagky IT-mpogykr  MoxkHa
MPEICTaBUTH Y BHINIAAI (YHKIII, SKi 3aJeXaTh Bif
MIHHOCTEW, 10 BiH CTBOPIOE ISl KOPHUCTYBAadiB,
3aMOBHUKIB, camoi I T-koMnaHii Ta KOMaH1 NPOEKTY:

ITP :f(Vu, Vc, Vo, Vvt);

ne V, — WHHICTD U1l KOPUCTYBadiB; V. — MIHHICTD JJIst
3aMOBHUKA 4u Oi3Hec-KiieHTa; V, — wmiHHicTs misg IT-
KOMIaHii; V; — HiHHICT JJI1 KOMaHIH MPOEKTY.

YV npaktuuHiii iHTepnperamii [T-mpomykT moxe
OyTu TIpeCTaBICHHH SIK BaroBa MO/ICIb:

ITP = WuVu + WCI/L- + W()V() + WtVt;

IIE Wy, We, Wo, W; — KOC(DILIIEHTH Bary, U0 BiTOOPaXKAIOTh
NIPIOPUTETHICTD IIHHOCT]I Y KOHKPETHOMY KOHTEKCTI.

IiHHICTh 1T KOPUCTYBAUIB (USers) OMUCYETHCS K
KOMOiHAIlisl MMOKa3HHKIB JTOCBIMY B3aeMOJIi, TEXHIYHOI
SIKOCT1, O€3MeKH Ta MepcoHai3alii:

Vi=0; UX+ 02Ty +a3S + a4 P,

ne UX — TOKa3HWKW 3pydHOCTI iHTepdeicy (dac
BUKOHAHHS 3aBIaHHs, KUIbKICTh KIikiB, NPS, iHme);
T, — SKicTb TEXHIYHOrO JOCBiy (LIBHAKICTH
3aBaHTAXXEHHS, CTaOUIBHICTH poOOTH); S — Oesmeka
(ximbKicTh iHIMACHTIB, cepTudikauis ISO 27001, 2FA);
P — nepconanizaris.

IinHicTh JUTSI (customers)
BH3HAYAETHCS 4epe3 Bilgady IHBECTHIIIH, CKOPOYCHHS
BUTPAT, IIBUJIKICTh IHTErPAIil Ta BUXiJ HA HOBI pPUHKU:

VC = ﬁl ROI + ﬁZCred + ﬁ.?Tint + ﬁéanew;

3aMOBHHKa

ne ROI — Bigmava Bin iHBeCTHIIH; Creq— CKOPOYCHHS
Butpar (OPEX, TCO); Ti» — 4ac interpauii 3 ERP un
CRM; Rjew — BUXIJT HA HOBI PHHKH.

Hinnicts ans IT-xkomnanii (organization) 0XOIUTIOE
(iHaHCOBY  pe3yJbTaTHBHICTh, PHHKOBY  YacTKY,
3Mil[HEHHsI OpeHy Ta MopTQenbHul eeKT:

Va = yIP fin + yZMhaw + V3Bstrength + y4lpm'szlio;

ne yi— koedimienTtn; Ppy,— npubyTKOBiCTh; Mjqre— 9acTKa

PHHKY;  Bgrengi— TIOKa3HHKM OpeHmy (awareness,
trustindex);  lporolio— CHHEpris y  IPOIYKTOBOMY
noptderi.

L{innicTh U1 KOMaHIH MPOEKTY (feams) BKIIOYAE
PO3BUTOK KOMIIETEHIIH, MOTHBALil0, BUKOPHCTAHHS
HOBHUX TEXHOJIOT1H Ta CTaOlIbHICTD 3aHHATOCTI:

I/t = 61Kdev + 62Mteam + 63Tnew + 54Sstability,

ne o— xoediumientn; K 4oy — PO3BUTOK KOMIICTCHIIIN
(ceprudikarii, ocBOeH1 TeXHONOTIT); Mieam — MOTHBALIISA
(eNPS, satisfactionindex); 7,c,— BUKOPHUCTaHHS HOBHX
TEXHOIOT1H; Sstapitiry — CTAOLIBHICTD 3aHHATOCTI.

Takum umnom, IT-mpomykT mnpexacraBieHUi sk
iHTeTpasibHa (DYHKINISI IIIHHOCTEH, 1110 MaTepiaTi3yoThCs
y WOTO XapaKTepUCTHKAX.

Linnicno-opienmosanuii nioxio y ¢GopMyBaHHI Ta
npocyBanHi Takoro IT-mpomykty ©0a3yeTbcsi Ha
iHTeTparii TIPUHITUITIB YIpaBIIiHHSA, CHCTEMU
NIPIOPUTETIB 1 KPUTEPIiB, @ TAKOX METOAOJIOTTYHOT Oa3y,
sKka 3abe3nedyye OpIEHTAlil0 Ha pealbHI OYiKyBaHHSI
cTelKxoaepiB. 1oro OCHOBOIO MOXYTh CTATH II'SITh
3alpOIIOHOBAHMX NPUHYUNIE: TOMIHYBaHHS LIIHHOCTI Ha/l
(opManbHUMU METpUKaMH e(QEeKTUBHOCTI, BpaxyBaHHs
OaraTopiBHEBHX OYiKyBaHb KOPHCTyBadiB, Oi3Hecy Ta
PO3pOOHHKIB, THYYKICTh YTpaBIiHHSA, IO BPaXOBYE
JIUHAMIKY pPHHKY, IIpO30picTh pilleHb JUIs  BCIX
YYaCHHKIB 1 IHTETPOBaHICTh MAPKETUHTOBUX, TPOEKTHUX
i 6i3HEC-TIpOTIECiB.

Li npuHIMIY BU3HAYAIOTH PaMKY, Yy SIKil cucmema

npiopumemie peatizyeThes y IICTHOX
B3a€MOTIOB’SI3aHMAX HANpsAMax: MIBUIKE ITiATBEPIKECHHS
minHocti  depe3 MVP  a6o PoC, wakcumizaltis

JIOBFOCTPOKOBOI BHUTOJH JJIsi KOMIIaHIii, Opi€HTAIlisl Ha
YHIKaIBHICTh poAykTy depe3 UVP, ckopoueHHs time-
to-market, TiABHIEHHS JOSUTBHOCTI CTEWKXOJIEPiB Ta
yIpaBIiHHS pU3MKAMU BTpaTh puHKY. KokeH i3 mux
NIPIOPUTETIB B3a€MOIIOB’ I3aHUI:
TIPUCKOPEHHS time-to-market BILTUBAE Ha
KOHKypeHTOocpoMoxkHicTh UVP, a miarBepmkeHHS
miHHOcTi uepe3 MVP 3HmXKye pu3MkM 1 BoJHOYAC
I IBUIITY€E JIOSUTBHICTh KOPUCTYBAYiB.

Cucmemy Kpumepiis, mo Oyie BAKOPUCTOBYBATHCS
JUIS YXBaJCHHSA MPOEKTHUX pIlICHb, IPOMOHYETHCS
YTBOPUTH 3 CIMH B3a€EMOIIOB’SI3aHUX  CKJIAJIOBHUX:
OYiKyBaHa IIHHICTh JIJIS KOPUCTYBadiB, peHTA0CIbHICTh
imBectunid (ROI), cTymiHp TEXHOJOTIYHOI HOBH3HH,
BiJIIOBiJIHICTh CTPATETIYHUM LIJIIM KOMITAHI1, HOTCHIIIa
MacmTaOyBaHHS, TTOKa3HUKHI 3aJI0BOJICHOCTI
creiikxonnepiB  (NPS, adoptionrate), a  Takox
Bi/ITOBI/IHICTH PEryJIATOPHUM i 6€3MEKOBUM BUMOTaM. Ix
B3a€MO3B’SI30K TIOJISITAE B TOMY, IO BUCOKHH pPiBEHb
HOBM3HM Ma€ CEHC JIMIIE y BHUMNAAKY BIAMOBITHOCTI
peryisTopHAM HopMam, a MacmraboBaHicTs 1 ROI

HallpuKiIana,

0e3mocepelHbO  KOPEIOIOTh i3 3aJI0BOJICHICTIO
crefikxonaepiB. Kputepii  yTBOpIOIOTH  3aMKHEHY
CHUCTEMy, I KOXHE PpIIICHHS TMEPeBIipsAEThCA Ha

30aJIaHCOBAHICTh MIXK EKOHOMIYHOIO €(EeKTHUBHICTIO,
TEXHOJIOTIYHOIO  XHUTTE3MATHICTIO Ta  CIPUAHITOIO
LIHHICTIO.
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Iumeepayitinuii ~ mexawizM ~ UBOTO  TIAXOIY
3a0e3mneuye 3B’SI30K MK MAapKETHHIOM, YIPaBIiHHIM
MIPOEKTOM Ta  yNpaBIiHHIM opraHizaniiHIMH

nporecamu. Moro cyTs nojsrae B Tomy, 1o pe3yibTaTH
MapKETUHTOBUX JOCTIKCHb 1 BU3HAYCHHS I[IHHOCTI
(uepe3 VPC, JTBD, Kano) mepenatotbcst y cucTeMy
YIIPABIiHHSA TPOEKTOM, Ji€ BOHH TPAHCHOPMYIOTHCS Yy
BUMOTU 10 nponykry. Jlami iHTerpanis BinOyBaeTbes 3
npouecaMu Komnadii: ¢inancamu, HR, 3HanHSAMH Ta
iH(popMaIiliHOI0 Oe3nekoro. Taknuii MexaHi3M J03BOJISIE
MiHIMI3yBaTH PO3PUB MK PUHKOBHUMH OUiKYBAaHHSMH,
TEXHIYHOIO peaiizalielo 1 Oi3HeC-IUIIMH KOMHaHil.
OuikyBaHUM e(pEKTOM € OTPUMaHHI Y3TOIKEHOL
CHCTEMH, J€ MapKeTHHr (QOpMye BXiIHI MapaMeTpu
IpouecH  KOMIaHii  MJATPUMYIOTh
CTaOlIBHICTh 1 MacIITA0OBAHICTh peati3allii.

Memoodonoeiuna 6aza BKIIOYAE KOHKPETHI MOJIETI
MapKeTHHTY 1 YHpaBiiHHsS LiHHICTIO. [ BU3HAa4YEeHHS
noTped CIOXUBayiB 3acTocoByeThes Jobs-to-be-Done,
st popmaitizamii odikyBanb — ValuePropositionCanvas,
ULt CTPYKTYpYBaHHs
BusinessModelCanvas, a st OLIHKA 3aJ0BOJIEHOCTI —
NetPromoterScore. YV moegHadHl BOHH TO3BOJISIIOTH
OTpUMaTH 0araTOBUMIpHHIA OIHC OYiKyBaHOI I[IHHOCTI.
Ha piBHI ymOpaBiiHHSA HPOEKTaAMH BUKOPUCTOBYETHCS
BenefitsRealisationManagement i ValueManagement,
sIKi 320€31eUyI0Th IepeXi] BiJl TIMOTeTHYHUX TIepeBar 110
¢dakTnyHuMX  Burig. Sk iHCTpyMeHTH  peaiizauii
3aCTOCOBYIOTBCS METOJHM 1 MOJENI IHTEICKTYaJIbHOTO
aHami3y JaHUX Ta CHUCTeM INTYYHOTO iHTEJIEKTY:
BigDataAnalytics i aHamizy pHHKY, MAaIInHHE
HABYAHHS JIJIs MPOrHO3yBaHHs adoptionrate Ta retention,
NLP-mMomeni mnsi aHamizy 3BOPOTHOTO 3B’S3Ky Bif
KOPHUCTYBadiB. [MocmimoBHICT BUKOPHCTaHHS
nependavae nepiuii eran inentudikanii norped (JTBD,
IHTEpB’10), Ipyruii — MoxemoBanHs wniHHocti (VPC,
BMC, Kano), Tperiii — nepeBipka gepe3 MVP i PoC i3
NIPOTHO3YBaHHSM 3a J0NOMOroro Al-anamiTuku.

Ouixysanum pe3yibmamom 3aCTOCYBaHHS TaKOTO
migxoay € crtBopeHHs I[T-mpomykry, SKWi He JuIIe
BIJIMTOBIZa€ TEXHIYHUM BHMOTaM, a W MPOCYBA€ThCS Ha
PUHOK 4Yepe3 Ty MLiHHICTb, $Ky pEaJbHO OYIKYIOTh
crefikxonaepu. BukopucTanHs 3BHUaiHUX METOMIB, 0e3
iHHICHO-OPIEHTOBAHOI TapaguTMH, Ja€ OOMEKCHHUN
pe3yNbTaT: MPOAYKT MOXE OYTH CTBOPEHHI 1 HaBITh
NIPOCYHYTHH, ajle He TapaHTyeThcs, W0 BiH Oyne
BIIMTOBIAATH peaJIbHUM TOTpedaM CTEHKXOJJepiB, MO
0CO0JIMBO KPUTUYHO B yMOBaxX BHCOKOI TypOyJICHTHOCTI
IT-punky.

IPOEKTY, a

0i3HEC-TIOTIKH -

BucnoBxku

B crarri mpeacraBieHo  OOIPYHTYyBaHHS — Ta
pO3pOoOKYy  HIHHICHO-OPIEHTOBAHOTO  MIAXOAY  JUIs
dbopmyBanHs Ta mpocyBaHHA IT-pomykTiB  SK

IHTETPOBAHOI KOHICMI[l, [0 IOEJHYE TMPUHIUIH

YIPaBIiHHS, CUCTEMY IpIOPUTETIB 1 KpHTEpiiB,
MeTonoJIoriyHy  0azy Ta MexaHi3MM  iHTerparii.
[TokazaHo, 10 IT-mponyxTn BiJIPI3HSAIOTHCS

HEMaTePiallbHICTIO, 3aJeKHICTIO B TypOyJIEeHTHOCTI
PHUHKY Ta CKJIQIHICTIO B3aEMO/IT 31 CTEHKXOJIEpaMHu, 110
BUMarae opi€HTalii He JMIIE HA TEXHIYHI IapaMeTpH, a
HacamIiepe/l Ha CTBOPEHHS 1 MATBEPI)KEHHS O4iKyBaHO1
LIIHHOCTI.

B po0oTi 3ampomnoHOBaHO KOHIIETITYaJdbHY PaMKY,
JIe [CHTPAILHUM EJIEMEHTOM CTa€ yHIKajdbHA I[IHHICHA
npono3uttisi (UVP), mo GpopmyeTbesi Ha OCHOBI aHai3y
moTped KOPHUCTYBayiB, 3aMOBHHKIB, CaMOi KOMIIaHii Ta
komanau  IT-mpoexty. Po3kpuro, 1o cucrema
MPIOPUTETIB Ma€ BKIIOYATH IIBUIKE IiATBEPIKCHHS
ninHocti gepe3 PoC Ta MVP, ckopouenns time-to-
market, MakcuMi3almiro JTOBrOCTPOKOBOi BHIOIU IS
KOMIIaHii, yMOpaBliHHA pU3UKAMH Ta  3pPOCTaHHS
JOSITBHOCTI cTeiikxonnepiB. [logano cuctemy KpuTepiiB
JUIS YXBaJICHHS TPOEKTHUX PINICHb, JO CKIQay SKOI
BXOJISITh TOKAa3HUKKA PEHTA0EIBHOCTI, TEXHOJOTIYHOT
HOBH3HH, MAcCIITAa00OBAHOCTI, BiAMOBIIHOCTI CTpaTerii,
3a[0OBOJICHOCTI ~ CTECHKXOJNJEpiB, IO  YTBOPIOIOTH
B3a€EMOIIOB’ SI3aHy CHCTEMY IS KOMIUIEKCHOI OIliHKU
pitrens. IIpencraBinennii miaxin 3abe3nedye B3aEMOIIIO
MapKETHHTOBHX JIOCIIKeHb, YIIPABIIHHS MPOEKTAMH Ta
oprasizaiiiHuX MPOIIECiB Ta J03BOJISE TpaHCHOPMYBaTH
pE3yJIbTaTH aHaJ3y I[IHHOCTI y KOHKPETHI BUMOTH JO
NPOJYKTY 13 3a0€3MeUYeHHM iX y3ro/pKeHocTi 3 Oi3Hec-
LIUIIMA KOMIIaHil.

3anpornoHOoBaHa METOJOJIOTiYHA 0a3a BKIOYAE
VPC, BMC, Kano, JTBD, NPS mis poGotu 3
OUiKyBaHHSMH Ta JIOCBIJOM KOPHCTYBauiB, a TaKOX
Benefits Realisation Management i Value Management
ISt 3a0€3TeYCeHHS ITePEXOAY BiJl MOTESHIIIHHUX BUTOJ JI0
(dakTHYHO peanizoBaHUX pe3ynbTaTiB. [lokazaHo, 110
3acrocyBaHHs Big Data Analytics, mTydHOor0o iHTEIEKTY,

aNrOpUTMIB  TIPOTHO3YBaHHS  JIO3BOJIMTH  TOYHE
MIPOTHO3YBAHHS IIIHHOCTI Ta aJanTallifo MPOIYKTY IO
3MiH PHHKY.

OuikyBaHUM e()EKTOM BiJl 32CTOCYBaHHS LIHHICHO-
opieHTOBaHOro miaxony Oyae crBopenuid IT-nponykr,

SIKMA  TPOCYBAETHCA Yepe3 IIHHICTh, BH3HAYCHY
CTEHKX O AepaMHU. Ie MiHIMI3y€E pU3UKU
HEBIMOBIAHOCTI PHWHKY, MiJBUIINTH 3aJ0BOJICHICTh

Tachopmye CTiiiKy KOHKYpeHTHY repeBary. Ha Bigminy
Bil 3BHYAHWX METOAIB MApKETHUHTY, NaHUH ITiIXix
3MIHIOE JIOTIKY YIPaBIiHHS Yepe3 IHTerPOBaHy CUCTEMY,
B SIKifi IIIHHICTh CTA€ TOJIOBHUM KpUTepieM (HOpPMYBaHHS
Ta npocyBanHs [T-npoaykris.

[lepcriekTHBOIO MONANBIINX JOCIIIKEHb OyJe
po3poOKa IHTErpOBAHOTO METOAY JUIsl TO€IHAHHS
MOJTAHUX TIPUHIIHITIB, KPUTEPIIB, MOJEIICH 13 CYYacCHUMHU
3aco0aMu  IHTENCKTyaJbHOTO aHami3y JaHuX Ta
MITYYHOTO iHTEJIEKTY.
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VALUE-ORIENTED APPROACH IN THE FORMATION AND PROMOTION OF IT PRODUCTS

Abstract. The article reveals a value-oriented approach to the formation and promotion of IT products as a methodological
concept that combines research, analytical, and management tools to create a unique value proposition that meets stakeholder
expectations. It is substantiated that IT products possess specific characteristics — intangibility, rapid market changes, and a
multi-level stakeholder structure — which complicate their promotion using traditional marketing methods. A conceptual framework
for the approach is proposed, including a system of principles, priorities, and criteria aimed at achieving maximum alignment
between the expectations of users, business clients, internal teams, and the IT company itself. It is demonstrated that the formation
and continuous updating of a Unique Value Proposition (UVP) plays a vital role. This UVP is developed based on stakeholder
needs analysis using models such as the Value Proposition Canvas, Business Model Canvas, Kano Model, and Jobs-to-be-Done,
and is validated through practical tools like MVP and PoC. The integration mechanism of the approach is disclosed, ensuring the
transformation of marketing research results into product requirements and their alignment with company business processes,
including financial management, knowledge management, and information security. It is determined that the use of modern data
mining methods, Artificial Intelligence (Al), and Machine Learning (ML) to predict adoption and retention rates increases the
accuracy of value assessment and product adaptability in turbulent market conditions. It is demonstrated that, unlike traditional
marketing approaches focusing on product features, the value-oriented approach shifts the management logic, allowing for the
promotion of IT products through the value actually recognized by stakeholders. The study concludes that future research should
focus on developing an integrated method combining value-oriented principles with value management models and modern Al
systems to build a comprehensive marketing management system for IT products.

Keywords: IT product; valu; unique value proposition (UVP); stakeholders; marketing tools; value management; artificial
intelligence
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