Kot baroH

AokyMmeHT NMpoaykToBon Ctpaternm (Product Thesis Document V6.2)
JeKkoMnNpecCUOHHbIN ABUraTe/lb 3MOLUA U MbILL/IEHNA COBPEMEHHOro YenoBeka

1. Pe3roMe (Executive Summary)

KoT baloH (HasBaHMe MOXET M3MEHUTLCA NPU perncTpaLmm TOBapHOro 3Haka) — 3To
nnatpopmMa NnepcoHarIM3MpoBaHHOMN HappaTUBHOW 3MOL,MOHAaNbHOM 06pa6oTKu,
npegHasHayeHHana gna Toro, Ytobbl MoOMoraTb NONb30BaTENAM BbICTPO CNPAaBIATLCA C
3MOUMAMU, MNOBCEAHEBHBIM MEHTasIbHbIM TPEHNEM — NnepeocMbicneHneM (overthinking)
W BHYTPEHHUM HaNpPA>XEHMEM — C MOMOLLLbIO MHTENNEKTYasIbHO CTEHEPUPOBAHHbIX
CUMBO/TNYECKMX NCTOPUI, a TakXKe OTPbIBKOB M LIMTAT U3 pycCcKown nnuTtepatypsbl . Kot
batoH- 3TO Mygpbli CKa304HbIN Opyr, TOTOBbIA Noaaep>aTb B 1l060e BpeMs.

MpoaykT paboTaeT B KOPOTKMX, HAaCTO MOBTOPAIOLLMXCA MOMEHTaxX B TeYeHUe AHA,
BbICTynas Kak IMUYHbIA 3MOLMOHANIbHO- KOTHUTUBHbIW KOMMNaHbOH, KOTOPbIN
CTPYKTYPUPYET MbIC/TN N AMOLUMN.

MponykT 06beanHsAeT:
e Al-TeHepauwuro Uctopum (Al-Driven Storytelling)
e PacnosHaBaHMe AMoumoHanbHoro CoctoaHusa (Emotional State
Recognition)
e Jlérkne NHTepakTueHble n Nirpoebie DnemeHTol (light interaction)
uto6bl 06€ecneuUnTb 6bICTPOE 3MOLMOHANbHOE 06neryeHne + KOrHUTUBHYHIO ICHOCTb.

2. Dopmynuposka npobnembl (Problem Statement)
Jltoan perynapHo NcnbiTbiBatOT SMOLMOHANbHOE U KOTHUTUBHOE Hanps>XeHWe HU3KOW n
cpenHen NHTEHCUBHOCTU, HO HE UMEIOT:
e bBbicTporo (Fast)
e [lpuBatHoro (Private)
o JOdodekTuBHoro (Effective)
crnocoba ero o6paboTku.

PeanbHble curHanbl
o «[loueMy aTO HE BbIXOOUT Y MEHA U3 TONOBbLI?»
e «YT0-TO HE TaKk»
e «fA He MOry aTo oTnyCTUTb»
® «f 3TO CAULLKOM HakKpy4ymBaro?»
e "Mou aMmoumm 3awkanmeatot"
e "CKeM a Mory aTuM nogenntbca?"



Mpupopa 60num (Nature of the pain)
e [locToAHHAaA, HO He ocTpas
e MeHTanbHO UcTOLLAtOLLLasA, HO He3aMeTHas
e CHMKaeT ACHOCTb 1 Ka4eCTBO pPeLLeHnN
e CHMKaeT Ka4yeCTBO XXMN3HU

CywecTtayrouime pewieHusa HeadpPpekTneHbl (Current solutions fail)

MeTopm, OrpaHuueHue

LOpy3ba He Bcerga gocTynHbl

Tepanua MepnneHHo, 4OPOro, MHOMMM HeAoCTyMHa
OHeBHUKN TpebyroT ycunum

CoumnanbHble cetu OTBMEeKaroT, HO He peLlaroT
MeaunTaumoHHbIE NPUNOXEHWA [MaccuBHbI

3. 0630p pewieHunsn (Solution Overview)

Kot BatoH npegnaraer:
MrHoBeHHOH 3MOUMOHaNbHOE paccnabneHve uepes NnepcoHaNN3npoBaHHoOe
HappaTUBHOE NepeocMbic/ieHne
OcHoBHoM lNMoToK (Core Flow)
1. TlNonb3oBaTenb Bbipa>kaeT COCTOSIHME
2. CucteMa MHTEpPNPETUPYET 3MOLIMOHANbHbIN NATTEPH
3. TeHepupyeT CUMBOMNYECKYHO UCTOPUID
4. Tlonb3oBaTteslb MEHAET BHYTPEHHEE BOCNPUATNE
5. TMonb3oBaTenb BbIXOAUT C MEHbLUEW 3MOLMOHAaNbHOM N MEHTa/IbHOMN
Harpy3kom

MpuHuMn npoaykTa (Product Principle)

He otBneyveHue, a o6paboTtka

dopmuposaHue NMpuBbIuKU (Habit Formation)
e Ceccum 2-5 MUHyT
e lcnonb3oBaHMe N0 3MOLMOHANbHOMY N KOHTEKCTHOMY TPUTTEPY
e [loBTOpsAeMOe exxefHEBHOE B3aUMOAeNCTBME

4. PbiHOUYHaA Bo3MOXXHOCTb (Market Opportunity)
Mpepnocbinkm (Assumptions)
e TMoanuncka: P250/Mecsauy (~P3,000/Ton)
e KoHeepcuma B nnatawmx (Conversion to Paid):
o 4-7% (6a30BbIN cLEHapUN)
o 10 10% (CMNbHbBIN NPOAYKT)

OueHka pbiHKa (Market Sizing)

MnaTawme nonb3oBaTenu

CermMeHT MNMonb3oBaTenu (Paying Users Potential)

FfopoBoM 06BEM

TAM (Total Addressable Market /

. . ~500M 25M-50M P75B-P150B
06w agpecyemblii pbIHOK)
SAM (Serwvceable Available Market / ~80M AM-6M P12B-P18B
JocCTynHbIN pPbIHOK)
SOM (Serviceable Obtainable 0.5M-2M 25K-150K P75M-P450M

Market / JOCTUXKMMBIN PbIHOK)




XapakTep pblHKa (Market Nature)

e Driven by breakout (apdpexT npopsbiBa)

e Retention-led (3aBUCMMOCTb OT yaep>kKaHmA)

e Winner-takes-most (HecKonbko nnaepoB 3abmnpatoT OCHOBHYHO A0/H0)
5. BupeHue v ctpaterua npoaykra (Product Vision & Strategy)
BupeHwue (Vision, 2-3 ropa)
CtaTb OCHOBHbIM 3MOLMOHaNbHO- KOTHUTUBHbIM KOMMaHbOHOM A/1A MOBCEAHEBHOM
obpaboTku.
MpuHuumnbl (Principles)

e CKOpOCTb Ba>kHee rybuHbl

e [lepcoHann3auus Ba)KHee CTaTU4YeCcKOro KOHTeEHTa

e [loBepue Ba)kHee pa3BrievyeHuns

e [lonb3a Ba>kHee BOB/1eYeHUs
®da3sbl pazeutna (Development Phases)

®daza ®dokyc

MVP BazoBbI ABUXKOK

v1 Ypnep>kaHue 1 npuBbivka
v2 Pacwunpenne

v3 MacwTabuposaHue

6. OnepauunoHHbIN NNaH (Execution & Operational Plan)
KomaHpa (Lean Structure)

Ponb 3apnnara (P/Mecsu)

Founder (OcHoBaTenb) 200K-250K

Product Lead (Co-Founder) 200K-250K

CEO (F'eHepanbHbIV ANMpeKTop) 150K-200K

Al / Full-stack Engineer 200K-250K

Mobile Developer 200K-250K

QA (part-time) 70K-100K

Accounting (byxrantepus, part-time) 70K-100K

Legal (topucrT, part-time) 100K-250K

Marketing / Growth 120K-200K

AononHuntenbHble E>xeMecAauHble Pacxoabl

CraTtbs pacxoaoB CTtouMocTb (P/MecsAu)
NHdpacTpykTypa (cepBepbl, API, ncnonbsosaHue Al) 150K-400K
Mpon3BoACTBO KOHTEHTA 50K-150K
MapkeTMHroBble pacxoabl (TECTbl M1ATHOIO NMPUB/EYEHNA) 200K-500K
MHCTpyMeHTbI 1 NporpamMMHoe obecnedeHne 30K-80K
Mpoune pacxonbl / onepaumoHHbIe HakNagHble 50K-150K

06w exxeMecAYHbIN pacxog, (Total Monthly Burn)

Kateropusa CymMmmMa (P/Mecau)

3apnnaTbl 1.31M-1.85M
HononHutenbHblie Pacxoabl 480K -1.28M
WToro (Total Burn) 1.8M-3.1M

MecsauHbie Pacxogbl (Monthly Burn Rate)
P1.8M -P3.1M



9Bonoumna MapketunHra (Marketing Evolution)
e [Early stage: akcrnepuMeHTbl 1 KOHTEHT
e Mid stage: macwutabumpyemble KaHasbl
e Later stage: opraHnyeckuu poct n pedeparnbl

7. 9tanbl U flopo>xHaa KapTa (Milestones & Roadmap)
0-3 mecAua

e [lopaboTka npoaykra

e 100-300 nonb3oBaTtenemn

e Retention (yoep>xaHue): 20-25%
4-6 mecsaueB

e 500-1,500 nonb3oBatenen

e Retention: 25-35%

e Hauvano MoHeTMzauum
7-9 MecAaues

e 3K-8Knonb3osatenen

e 1K-2.5K nnarawmx nonb3oBarenem

e CwurHan Product-Market Fit (PMF)

8. NHBecTUuMn > Pe3ynbTarT (Investment » Outcome Mapping, 06HoBNEHO)

OT0T pa3aen cBA3bIBAET BIOXKEHHbIW KanuTan ¢ U3aMepMMbIMU pe3ynbrataMm
BbIMONMHEHMA, NOKa3blBaA, Kak KaXkablM payHa GUHAHCMPOBaHMA MNO3TANHO CHMXKaET
KntoveBble puckn ctaptana. OH AEMOHCTPUPYET CTPYKTYPUPOBaHHbIN NYyTb OT MPOBEPKMN
rmnoTes »> NoaTBeP>XKAeHNA yaep>kaHmsa > gocTuxxeHma product-market fit, rapantupys,
4YTO NPOrpecc OCHOBAaH He Ha NPeAnooXeHUAX, a Ha peasbHOM NOBeAEHUN
nonb3oBaTesien U CUrHanax MoHeTU3aLUuu.

OT10 0becneynBaeT NPO3pPayYHOCTb TOr0, Kak AeHblr'M KOHBEPTUPYHOTCA B TPAKLLH, KOrga
o>XXMaarTcaA KNueBble aTanbl, M ABUXKETCA M KOMMNAaHUA K YCTOMUYMBOM U
Macwtabupyemon 6usHec-moaenm nnm tpebyetca KOppekTMpoBKa cTpaTernm.

O6HoBnNEHHaA Tabnuuya «<MHBecTuMK > PeaynbraT», BbIPOBHEHHASA MOA CPEAHIOH
MeCAYHYIO CKOPOCTb CXXKMUraHua cpencTs (~P2.5M / mecau, 3 guanasoHa £1.8M-L3.1M):

Mnarawme (KOHB.

NuBectuumm | Cpok | Monb3oBartenn 4-7% Kk 9 mec.) MRR Pe3synbtar
P7.5M 3 mec 100-300 0-6 PO-P1.5K | Banmpaumsa
P7.5M 6 Mmec 500-1,500 10-75 | P2.5K-P18.75K | Ypep>kaHue
P7.5M 9 mec 3K-8K 120-560 P30K-P140K | PMF

PMF (Product-Market Fit) - CooTBeTcTBME NpOAYKTa PbIHKY
Noruka Pacuéra:
e CpeagHun burnrate=(1.8+3.1)/2=P2.45M > okpyrnéHHo P2.5M/mec.
e HeobxoaMMble MHBECTULIMM Ha KaxKabI 3-MecAYHbIN 9Tan = P2.5M x 3 =P7.5M.
e CyMMapHo 3a 9 Mmecaues byaet npuenedeHo P22.5M, yto nokpbiBaeT
ornepaunoHHble pacxoabl 40 goctuxxeHuna PMF.
e [lnaTawme nonb3oBaTtenun n MRR ocTatoTcs npneA3aHHbIMKU K 6a30BOM KOHBEPCUN
(4-7%) n ueHe noanuncku P250, Kak U B NpeablayLLen KOPPEKTUPOBKE.
Tabnuua ctana NONHOCTbO COrNacoBaHHOM ¢ PUHAHCOBOW MOAE/bIO AOKYMEHTA.



9. busHec-Mopaenb (Business Model)
OcHoBHasa Mogenb (Core)
e [Mopnucka: P250/mecauy,

AdononHuntenbHaa Mopgenb (Upside Option)
e Premium: P350/mMecsay,
e bHonee rnybokaa nepcoHann3auuns
® YCUNEHHbIN HAapPAaTUBHbIN OBUXKOK

OHUT-3akoHOMUKa (Unit Economics)

MeTtpuka 3HaueHue

ARPU (Average Revenue Per User / CpegHui goxoa Ha nonb3oBaTtens) P250
LTV (Lifetime Value / No>xM3HeHHaa LEHHOCTb MNONb30BaTeNA) £1,000-£1,500
CAC (Customer Acquisition Cost / CTOMMOCTb NpuB/IeYEeHNA KNNEHTA) <P750
LTV:CAC 2 3.5

10. loxon nHBecTopa (Investor Return Outlook)

OT0T pa3aen nokasbiBaeT, Kak GBU3HEC MOXXET pacTn GUHAHCOBO B pPa3HbIX CLLEEHAPUAX U

4YTO 3TO O3Ha4aeT anAa MHBeCTOpPOB.

OH MNNOCTPUPYET, Kak POCT NoNb3oBaTeneln, yaep>xaHne U MOHeTU3aLUms
npeBpaLLatoTCa B BbIPYUYKY U MNOTEHLMANbHYIO AOXOAHOCTb MHBECTULINA.

KnroueBbie [lpaviBepbl Mopgenu (Core Model Drivers)
e PocTtnonb3oeatenen (User Growth)
e VYaep>xaHue (Retention)
e KoHBepcusa (Conversion)
e ARPU

Downside CueHapumn

Mepwvopg, MNMonb3oBatenu | MnaTawme MRR ARR
36 mec 40K 1500 | P375K P4.5M
48 mec 80K 3000 | P750K POM
60 Mec 150K 6000 | £1.5M P18M
Base CueHapun
Mepwvopg, Monb3oBatenu | Mnartawume MRR ARR
36 Mec 120K 6000 | P1.5M P18M
48 mec 300K 15000 | £3.75M P4A5M
60 Mec 700K 40000 | P1OM P120M
Growth CueHapum
Mepwvopg, MNMonb3oBatenu | Mnarawume MRR ARR
36 Mec 300K 20000 | P5M P6OM
48 mec ™ 60000 | P15M P180M
60 Mec 2M 150000 | £37.5M PA50M

AoxoaHoctb MHBecTopa (Investor Return Illustration)

B aToM pa3aene nporHo3mpyeMsblin goxoa npeobpasyercs B NpubAN3NTENbHYH OLIEHKY
CTOMMOCTU N NPUBLINBHOCTY KOMNAHUK ANA MHBECTOPOB.

B HeM nokasaHo, Kak pa3niMyHble cugHapumn pocta MOryT MPMBECTM K Pa3IMYHbIM
pe3ynbrataM Bbixo4a U MynbTUMINKaToOpaM.



CueHapun | ARR OueHka (Valuation) BosBpaT UHBECTULMI
Downside P18M POOM-130M ~2X

Base P120M P600M-1B ~10-15x

Growth PA50M P2.2B-3.5B 20x+

MpnbnmnanTtenbHbIM pacyeT, OCHOBaHHbLIN Ha 5 rogax.

lFop CHmxeHue (Downside) baszoBoro (Base) Pocta (Growth)
1 0.35x 0.69x 0.74x
2 0.43x 1.28x 2.04x
3 0.50x 1.88x 3.33x
4 1.00x 4.69x 10.0x
5 2.0x 12.5x 25.0x

Noposon KoadppnumeHT MHBecTUpoBaHMA (M/m) Ana UHBeECTMLUMN B pa3Mmepe 10
MunnunoHos Pybnen, OCHOBaHHbIN Ha OCHOBHbIX 3Tanax njaHa v NoCTOAHHOM
KoapPULUMeHTe OLEHKMN.

dakTopbl CueHapues (Scenario Drivers)

®dakTop Downside Base Growth

Retention (yaep>aHue) <25% 30-40% 40-55%

Conversion (KOHBepCUA) 2-3% 4-7% 8-10%

Growth (pocT) MnaTtHbIN CMewaHHbIn | OpraHn4eckn OpuUEHTUPOBAaHHbIN
HepocTtatkm

CueHapuii c 6onee HU3KMMKM TEMNAMK POCTa, r4e yaep>kaHue nonb3oBaTtenel U KOHBepCUA
cnabbl, YTO NPMBOAMUT K MeA/IEHHOMY POCTY YMcna Nonb30BaTenem U orpaHNYEHHOMY LOXOAY.
ba3oBbi cueHapumn

OxxmpaeMbin peannucTnYHbIN cueHapuii co cbanaHcMpoBaHHbIM POCTOM, CTabUNbHbBIM
yaep>kaHneM Nosib3oBaTenem n ycTonumebiM pacLUMpPeEHMEM goxo4a.

CueHapum pocTa

CueHapuii Bbicokon 3pPeKTUBHOCTI C BbICOKMM YPOBHEM yAEP>KAHMA MOb30BaTENEN,
BbICOKOM KOHBEPCUEN M BbICTPbIM MacLUuTabnpoBaHMeEM, YTO NPUBOAUT K 3HAUUTENTBHOMY
[,0X04Y 1 BbICOKOW [,OXOAHOCTM ANA MHBECTOPOB.

11. Pucku n pearupoBaHume (Risks & Response)

Puck OTBeT

Hwu3skoe yaep>xaHue (Low retention) YnyJdlieHve nepcoHanmaaunm n npuebivex
Cnab6ble nctopum (Weak storytelling) YnyuwieHue Al n HappaTUBHOM CUCTEMBI
Bbicoknin CAC OnTuMmnsayma KaHanoB

PocT 3aTpart Al OnTuMmMsauma MHPpPacTPyKTypbl

[oBepune nonb3oBatenemn Privacy-first apxutektypa

12. NMo3numoHmnpoBaHue (Strategic Positioning)

Kot BaroH — 370:

MepcoHanbHbIN, CUTYALUOHHbIN, A,0BEPUTENIbHbIA 3MOLLUOHA/IbHO- KOFTHUTUBHbIN
KOMMaHbOH

Mo3uuna Ha pbiHKe
Mexay:
® 3MOUMOHAaNbHbLIMU MHCTPYMEHTaMU
® HappaTUBHbIMK CUCTEMAMM
® KOTFHUTMBHOM 06paboTkon
® CUXONOTMYECKMMUN NMHCTPYMEHTaMM



