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1. Tyiingeme
Maxcammap MeH
arcemicmikmepoi Koca
aneanoa, KOMNAHUSIHbI30bIH
KblCKauia Ccunammamacvii
bepiyiz.  Mbicanvl, ezep
Ci30iH KOMNAHUAHBIZ Oap
bonca, OHbIH He icmeyee
Huemmi  eKeHiH, OyeiHel
MmakcammapolHa Kanau
JICEMKEHIH JICOHE OHbl aAl0d
He Kymin MYPEAHbIH
cunammay MYMKIHOICIH
Kapanviz. Eecep komnanus
Jrcana bosica, ci3 He icmeyee
HUuemmi eKeHIiHi30i, OHbl
Kanau JiCOHE Kauwian
arcacayea Huemmi
EKeHIHI301  JicoHe  CI30iH
OUbIHBIZULA He2132l
Keoepeinepoi (mbicanvl,
bacekenecmikmi) Kanatl
eHcepe  alambIHbIHBIZObL
KbICKAWLA CUNammanbl3.

Ciz0in OU3Hecinizoi
aneyemmi KiueHmmep YuilH
mapmuimMobl ememiH

aupvlKua epexutenikmepoi
cunammanbl3 JHcone
KOMNAHUSAHDBI3ObIH — Hell32l
Maxcammapbol MeH
MIHOemmepiH aHbIKMAaKbl3.
Comnoaii-ax,
myuinOeMeHizee apHaIeam
aknapammol
yubiMOacmuipyea JHCoHE
YCbIHY2a KOMeKmec)y YUuliH
Keneci MaxKbpbINmMapowvl
nauoanana anacvls:

Pe3ome

Jaume kpamxoe, onucanue

sauie KOMNAHUU, GKAOUAS
yenu U OOCMUNCEHUS.
Hanpumep, eciu  eawa
KOMNAHUSL yoice
cywecmeyem,

paccmompume

B03MOJNCHOCMb ~ ONUCAHUSL
mozo, umo oHa

Hamepesanacs coeiams, KaK
oHa Oocmuena yenel Ha
Ce2OOHAUHUL OeHb U YUMo ee

acoem  enepedu.  Ecau
KOMNAHUsL HO8as, KpPAmKo
onuwiume, ymo bl

HAMEPEHDbI CO@]ZCZI’I’Ib, Kak u
Ko20a 6bl HAMepeHbl 2mo
cdeﬂamzo, u Kak, no sauiemy

MHeHUulo,  8bl  CMOdceme
npeoooiemy OCHOGHbIE
npensamcmeus  (Hanpumep,
KOHKYPDEHYUIO).

Onuwume ocobvie uepmoi,
Komopble coenrarom  8aul
OusHec npusieKamelbHbIM
o0nsl NOMEHYUAIbHBIX
KIUeHMOo8, U onpeoeiume
OCHOBHble Uelu U 3a0auu
sauiel KOMNaHuu.

Bui makoice  mooceme
ucnov3oeams  credyloujue
memoit, umoowl
Op2anu308ams U  NOMOYb

npeocmasums uHGopmayuio
0J11 8auie2o pesome:

Summary

Give a brief description of
your company, including
goals and achievements. For
example, if your company
already exists, consider
describing what it intended to
do, how it achieved its goals
to date, and what lies ahead.
If the company is new, briefly
describe what you intend to
do, how and when you intend
to do it, and how you think
you can overcome major

obstacles (such as
competition).
Describe special features

that will make your business
attractive  to  potential
customers, and identify main
goals and objectives of your
company.

You can also use the
following topics to arrange
and help provide information
for your summary:



° KoMnaHusiHbIH
araybl:

° OpHanacysbl:

° KyYKBIKTBIK
Mapreodeci
AKK/IK):

° busHecTiH KbI3MeETI
(KbI3MeT TYPI):

CKIIIC,

° Ciznin omM3Hec-
UJEeSTHBI3IBIH TYHiHaeMeci
(cumaTtramacel):

° Muccusicol MeH
MAKCATTAPbI:  MUCCUSHDL
(6bap Oonca), uoesanvl dicone
makcammapobwl,

makcammapaa KOJl
JHCemKizy mep3imoepin, 3-5

HCHLIOAH Keuin o3
OU3Hecinizoiy Kanau
KOpemiHiyi3oi
CUnRammanbl3.

° Herizri
KOpCeTKilTep: He2l32l
OusHec  Kopcemxiumepoi
KOPbIMbIHObLIAHbL3.

Mbvicanwi, ciz ocbl b6eaimoe
J2#COOAHBIH KYHBIH, HAPLIK
yaecin, camyowbl JHcaHe m.o.
KepcememiH MYUiHOoi
Canoapobvl Kepceme aiacol3.

° Herisri ¢akropJaap:

CI30iH
OUBHeCIHI30I/OHIMIHI301/Kbl3
Memini30i
bacekenecmepoeH
epexuteneiumin Hapce,

OU3HeC-2ICOCNapbIRbIZ0bIY
MaodvICIHA bIKNAL ememiH

e IIpaBoBoii

e busuec

e HasBanue xoMmnanum:

e PacnoJsio:xenue:

cTaTyc
(TOO, UI/KX):

AeATeJHLHOCTD
(BM 1eATEJIbHOCTH):

e Pe3slome Bamed omsHec-

ujaeu (onmucanme):

Muccus M neJu: onuwume
muccuro (npu ee Haauuuu),
uoero u yenu, NpUMepHvle
CPOKU O0OCMUdICEHUs Yeel,
Kakum 6vl uoume C80uU
busHnec uepes 3-5 nem.

e (OCHOBHBIC MOKA3ATEJIN:

0boowume OCHOBHbIE
busnec noxazameiu.
Hanpumep, vl mosiceme 6
OaHHOM paszoeie
nokazamo Kt04egvle

yugpol, NOKA3LIBAIOULYIO
CMoOUMOCmMb — NPoeKma,
00110 PbIHKA, NPOOAXdCU, U
m.n.

e KuwueBbie QaxKropsbi:
ymo  omauuaem  8au
ousHec/npooykm/yciyey
om KOHKYPEHMO8,
onuwiume - YHUKAIbHblE
unu omaudumesnbHole
¢axmopei, Komopble
b6yoym cnocobcmeosamo

e Company name:

e Location:
e Legal status (LLP,
IE/FH):

e Business activity (type of

activity):
e Summary of  your
business idea

(description):

Mission and goals: describe
the mission (if any), idea and
goals, approximate deadlines
for achieving goals, how you
see your business in 3-5
years.

o Key indicators:
summarize main business
indicators. For example,
in this section you can
show key figures
indicating the project
cost, market share, sales,
etc.

e Key factors: what
distinguishes your
business/product/service
from competitors,
describe unique or
distinctive factors that
will contribute to the
success of your business
plan.



Oipecell  Hemece
gaxkmopaapovl
cunammanbi3.

epexuie

2. MeHeI:KMEeHT

° Heri3in kamaymisuiap,
Oacmibiap JKOHE Ou3HeC
KOMaH/IAChI:

Ciz0in maoicipubenis
Hemece KOMAHOAHbIH
maoicipubeci (bap 6oica)
ocbl  OU3Hecmi mabdvICMbl
emyeze Kanat
KOMeKmeCemiHiH
cunammanol3? Ciz
KAHUAIBIKINbL bencenoi
bosacwl3 dcane backanrapea
Kauoai backapy cananapviu
mabvicmaiicol3 (ecep
Komauoa Kasicem b6onca)?
Ciz0in Ou3Hecinizoi
backapamuln/  bonawakma

backapamoin Hemece
He2132l Kbl3Memkep.iep
OobINn maowLIamviH
bapvlk aoamoapowl
cunammauwls, COHbIH
iwinoe:

° Onapovly  6Ginikminiei

MeH madcipubeci, canaubl
Oinyi Kanoau?

° Ciz0iy 6u3HeciHi3OiH
maobblCbIH KOJI0QUMbIH
ONIapObIY Kywmi HcaKmapbl
Hemece OiniM  cananapol
Kanoau?

° Onapoviy
MiHOemmepi KaHOAl JHCoHe
onap Hakmol bencinieHoi me?
° Ciz0in
KOMAHOAHbI30a  CblPMKbL
Ke30ep Hemece KOCbIMULA

ycnexy eawiez2o Ousnec-
niana.

MeHea:KMeHT

OcHoBatenu, pyKOBOJIUTEIN
¥ KOMaH/1a Ou3Heca:

Onuwume, Kaxk eaui Onvlm
UL ONBIM KOMAHObBL (Npu ee

Haauyuu) nomo2ym — 8am
coenamv  smom  OusHec
ycnewHvim? Hackonvko

AKMueHbiM 6bl Oyoeme U
Kakue odracmu ynpaenenus
6bl  Oenecupyeme  Opyeum
(eciu ecmv HEOOXO0OUMOCMD
6 komanoe)?

Onuwume opyaux
Jaooell, KOmopbie
byoym/ynpasnsaiom — eauium
OuzHecoM UM  ABIAOMCA
KIH04e8bIMU COMPYOHUKAMU,

GKo4a Cﬂedylou;ee:

6cex

e Kakosa ux keanuguxayusi

u onvim, 3HaAHUe
ompacau?

o Kakogvl ux  cunbHvle
CMOpOHbL  UNU  obracmu
3HaHUl, Komopbwie
no00ep;HCUBaOm  ycnex

sautezo ousneca?
e Kaxoewl ux 0bsa3aHHOCMU

u  yemko U OHU
onpeoeineHbl?

o Kakux  Haevbiko8  He
xeamaem sauell
Komanoe, Komopble

Management

Founders, managers and
business team:

Describe how your

experience or experience of
the team (if any) will help you
make this business
successful? How active will
you be and which areas of
management  will you
delegate to others (if there is
a need for a team)?

Describe all the other people
who will manage/currently
manage your business or are
key employees, including the
following:

e What are their
qualifications and
experience, knowledge of
the industry?

e What are their strengths
or areas of expertise that
support the success of
your business?

e What are their
responsibilities and are
they clearly defined?

e What skills does your
team lack that should be

provided by external
4



arcanoay apxbiLibl
YCHIHbLIYbL  mMUic  KaHoau
odagovlnap sxcemicnetioi?

3. OnepanusJbIK
KbI3MeT

° ITepconan

(mo3unusinap, caHbl, aiblHA
HIBIFBICTA).

00./194CHbL ObIMb sources or through
npeodocmasievl additional hiring?
6HEWHUMU UCMOYHUKAMU
uiu nymem
OOI/IOJZHMme]ZbHOZO
Hauma?
[ J

OnepauuoHHast Operational

AeATeIbHOCTD activities
[Tepconain (mo3uruu, Staff (positions, number,
KOJ-BO,  pacxoipl B expenses per month).
MeECSIII).

HImammeuix kecme yneici / [Ipumep wumamnozo pacnucanus / Sample staffing table:

Jlaya3bIiMbI /| Bipaik canbl /| AWIBIK sKajdakbl | AfibIHA
JosxHocTn / | Koa-Bo ex. / Units | (6onycTapabl, eHOeKaKbI
Positions CHIAJBIKAKBIHBI | TOJEYAiH KAJIMbI
KOCKaH/Ia) /| xopwl / OO6UIMI
Oxaan B Mecs | poHA OMJIATHI
(BriIO4ast TpyAa B Mmecsn /
OoHychl, mpemun) | Total monthly
/ Monthly salary | salary
(including
bonuses,
rewards)
e bushHec vymiH yi- e IlomernieHus noq e Business premises
Kaimap — (yd-xkainmapaein  OwsHec (mokarmst u Buael  (location and  types  of
OpHaJlaCybl KOHE TypJepi, IOMEIIeHUH, mapaMeTpbl, Premises, parameters,
napamMmeTpiiepi, pacxopl). expenses).
IIBIFBICTAPHI).

Yii-orcatinap miziminiy yaeici / Ilpumep cnucka nomewenuii / Example of premises

list:

Yii-xauabig
cunmaTrraMachbl /
Onucanue
nomenieHus /
Description of
premises

Location AHIBIK JKaJIIay
KYHBbI /
CroumMocTh
apeHabl B mecsl /
Monthly rental

price

Carpin any KYHBI
/ CTOUMOCTH
MOKYNKH /
Purchase price




° Kaxerri )ka0nelk ® HeoOxomnmoe

(cumaTTamachl, obopynoBanue (OINUCaHHE,

CUTIATTaMachl, KYHBI). XapaKTePUCTHUKH,
CTOUMOCTB ).

e Necessary equipment

cost).

(description, specifications,

Kabovikmap miziminiy yneici / Ilpumep cnucka obopyooeanus / Example of a list

of equipment:

Ka0oabIKTBIH Bipaik canbi / 1 6ipaik KynsI / Kaansl KyHbI /
cunarraMachbl / Koa-Bo en. / CronMocTth 3a 1 Oo0man
Onucanue Units ea. / Unit cost CTOMMOCTb /
odopynoBanus / Total cost
Description of the
equipment
° Onnuipictik nporiecrep o [IpousBojacTBEeHHBIE e Production processes

(bosrran skarmaiinma Herisri mpomeccel  (ommcats  npu  (describe, if available, key
HAJIMYUH KJTFOYEBBIC 3TaITbI U
TE€XHOJIOTHIO MPOU3BOJICTBA).

KEe3eHJEp MEH  OHJIpIC
TEXHOJIOTUSICHIH CUTIATTAY).

° Ketkizymrinep
(MaTepuanaapsbl,

° ITocTaBimku °

(ommmucaTh

IIUKI3aTThl, KBI3METTEP/l, ChIPhE,
KETKIZYIIIEPAl,  KETKI3y MOCTABIIHKOB,

JKOHE Tesiey  LIApTTapblH

CUIIATTAY).

Marepuasl,

stages
technology).

Suppliers
materials,

and  production

ycnosust  delivery and payment).

MOCTaBKH U OTIATHI).

Kemxizywinep miziminiy yneici / Ilpumep cnucka nocmaswukos / Example of a list

of suppliers:

Kerkizymi /
IMocraBmmk /
Supplier

Marepuaj/mmkis
at/KbI3mMeTTep /
MarepuaJj/coipbe
/yeayru /
Material/raw
materials/services

Kerkizy koHe
TOJIEM Kacay
Tajganrapsi /

YcaoBust
NMOCTABKH U
oriatel / Terms
of delivery and
payment

AWJIBIK KYHBI /
CroumocTts B
mecsin / Cost per
month

(describe
raw materials,
yeayru, Services, suppliers, terms of




° Jlorucrtuka
(MaTepuanmap MEH
eHIMJIEp/l caKTay MPOIECIH
CHUIIaTTay, CaTBIII
aylibLIapra HEMeCe
TYKEHJIepre KETKi3Y).

4. MapkeTHHT

° HappikTsl Tanpay:

- HAPBIKTHI TaJI/1aYy;

- HBICAHAJIBI
ayJIUTOPHSIHBI TaJI/Iay;

- OoCceKeNIecTIK Talaay;

- HapbIKKa Kipy
ToyeKemaepl MEH
KeJaepriuepi.

Kas3zip napvikmaser scazoau
Kanoau?
Hapuvix xkonemi kanoaii?

Hecizei  mpenomep  men
nepcnekmusanapobvl
manoan, CUnammanbi3.
blxnan ememiH
gaxmopnapea
(9KOHOMUKATILIK, cascu,
MEXHONO2UANBIK) — manoay
IHCYPRI3IHI3.

Cizoiy bacekenecmepiniz
kim? bBacexenecmix manoay
aocacanwi3. basanvl, cananwl,
YCbIHLICMAPObIH
bipezetinicin
CANLICIBIPBIHBI3.

O3ini30iy maxcammol
ayOumopusKbi30bl
AHLIKMAHDL3, KAUCHMMIH
nopmpemin  CUNAMMmManbvl3

JicoHe 03  KIUeHmmepinizol
CEeCMEeHMMmeHni3.

e Jlorucruka (onucath
npoiiecc CKJIQJIUPOBAHMUS
MaTepUalioB U MPOAYKIIHUH,
JIOCTaBKa MOKYyMHaTeNIsIM UJTU
B MarasuHbl).

MapkeTHHT

° AHaJIn3 phIHKA:

- aHaJu3 PhIHKA;

- aHan3 1eJIeBOH
ayIUTOpUH;

- KOHKYPEHTHBIN
aHamus;

- pucku U  Oapbepsl

BXOJAbI HA PBIHOK.

Kakas cevuuac cumyayus na
puinke?

Kaxkos ob6vem pvinka?
lIpoananuzupyiime u
onuwume 0CHOGHblE MPEHObl
U nepcneKmugul.

IIposeoume ananus
GAUAIOUSUX Gdaxmopos
(aKOHOMUUECKUX,
NOAUMUYECKUX,
MEeXHON0SUUECKUX).

Kmo eawu wonxypeumui?

lIposeoume KoOHKYpeHmHbLU

ananuz. CpagHume yeHbl,
Kauecmeo,  VHUKANbHOCMb
npeosIoHCEeHU.

Onpeoenume c8010 yenegyio

aydumopuio, onuuwiume
nopmpeni Kiauexrma u
ceemeHmupyu”em ceoux
KJIUenmoe.

e Logistics (describe the
process of warehousing
materials and  products,
delivery to customers or
stores).

Marketing

° Market Analysis;

- market analysis;

- target audience
analysis;

- competitive analysis;

- risks and barriers to
entry into the market.

What is the current market
situation?

What is the market size?
Analyze and describe main
trends and prospects.

Analyze influencing factors
(economic, political,
technological).

Who are your competitors?
Conduct a  competitive
analysis. Compare prices,
quality, and uniqueness of
offers.

Identify your target audience,
describe a client's portrait,
and segment your customers.



buznecinizoi xypy mnemece

0aMbIMY JHCONLIHOA KAHOAl
mayexenoep bap?
Pemmeywi uiekmeynep
Kauoaii? bacexenecmik
arco2apol me?
Texnonocusnvix JHcoHe
KapocolivblK  Keoepeinepoi
Manoamnbvls.

° OHIM HeMece KbI3MET:
- OHIMHIH/KBI3METTIH
CUTIATTaMAachl,

- OHIMJIEP JKEJICI;

- Oipereit cayna
YCBIHBICHI.

OHimoepinizoi Hemece
Kbl3Memmepinizoi JHcone
onapea Heze cypawvic Oap
eKeHiH CUNAMMmManbvl3.
OHimoep MeH
Kbl3Memmepoiy MI3IMIH
KeamipiHi3.

Onapoviy

CUNammamanapsit, cOHOAll-
aK apmulKUbLILIKMAPbL MeH
es2e  Oe  OonueKkmepin
CUnammanbi3.

Onap xkauenmmepee Kanoau
natioa axeneoi?

Onimoepinizoe Hemece
KblaMemmepinizoe
bacekenecmik
apMulIKULbLILIKMbI He
bepedi?

Eeep ciz Oipnewe 6HIM
Hemece Kbl3Mem  JHCeJiCIH
camcambls, onapzaa He

KOCbBlIZAHbIH CUnanniarbls.

Kakue PUCKU eCcnib Ha nymu

CO30aHUs  UMU  PA3BUMUS
sauwezo ousneca? Kaxue
ecmo pezcynsamopHbie
oepanuuenusn? Bvicoka au
KOHKYpeHyus?
Ipoananuzupyiime
mexHolo2u4ecKue u

@unancoswvle bapvepboi.

° [Tpoaykr nnm ycmyra:
- OTHCaHue
MPOJIYKTa/yCIIyTH;

- IPOAYKTOBAs
JUHEWKa;

- YHHUKAJIbHOE TOPIOBOE
OpeI0KEHHE.

Onuwume c60u NpPOOYKMbl
uaU ycayeu u nodemy Ha Hux

ecmv cnpoc. Ilpuseoume
CNUCOK  NPOOYKMO8  UIU
yenye.

Onuwume ux

Xapaxkmepucmuku, a makaice
npeumywecmsea u npodue
oemainu.

Kaxkyro nonv3y onu npunocsam
Kauenmam?
Ymo 6 eawux npooyKmax

unu  ycayeax —oaem  6am
KOHKYPEeHMmHOe

npeumywecmeo?

Ecnu bl npooaeme
HeCKOIbKO JIUHeeK
NPpOOYKmMo8  uau  yciuye,
onuwiume, 4mo 8  HUX

BKJIIOY€HO.

What are the risks that stand
in the way of creating or
developing your business?
What are the regulatory
restrictions? Is there much
competition? Analyze
technological and financial
barriers.

° Product or service:
- product/service
description;

- product line;

- unique sales offer.

Describe your products or
services and why there is a
demand for them. Provide a
list of products or services.

Describe their
characteristics, as well as
their advantages and other
details.

What benefits do they bring
to customers?

What is it about your
products or services that
gives you a competitive
advantage?

If you sell several product
lines or services, describe
what is included in them.



° MapKeTHHTTIK
CTpaTeTus:
- TO3UIIHLIIAY;

- KBIJDKBITY apHaAJIaphbI;
- MAapKCTHUHI" JKOCIIAPHI.

Mapxkemunemix cmpameeus
RO3UYUANLAY MAKCammapbwlH,
OpeHomiy  MUCCUACHl  MeH
KYHObLIbIKMAPbIH
cunammayowvl KAMmuowl.
Ezep ci30in busneciniz scana
boca, ousHec Yulin
ecieinizol auty Yutin
Kadamoapaa OACLIMObIK
Oepinis.
Maxcammapuiyviz0bl  drcone
onapaa Kanau JHcemy
Kepekmicin JicoHe KaHoall
yaxKvim napamvempJepi
Kaoicem €KeHIH
CUNamMmanbl3.

Kanoati ineepinemy
ApHanapulH NAudAIaAHACHL3?
Onapowi cunammanbi3.

Ciz o3 OusHecinizli Kanail
Jrcapuamanaimsin 6o1acol3?
Kapnama O10021cemi
Kaunoaii?

Kapnama JHCOHE
HCAPHAMATIBIK, Kyut-
JicieepinizOiy  Hamuoicenepin
Kanau Kaoa2aiaucwol3?
Kocnapnayowiy KaHoau
a0icmepin naoaianacovl?

° MapxkeTuHroBas
cTparerus:

- MMO3ULIHOHUPOBAHNUE;
KaHaJIbl
IIPOJABUKECHUS,

- IIJIaH MapKETUHTA.

Mapkemuneosas cmpamezust
gKOYaem cebsi  onucameu
yeneu  NO3UYUOHUPOBAHUS,
MUCCUIO U YyeHHocmu Openoaq.

Eciu eaw Ousnec mHoswll,
paccmasgvme NpuUOpUmMenbvl 8

wazax, Komopbie bl
O0JIHCHDL npeonpuHsIms,
ymooOvl  OMKPLIMbL  CB0U
osepu o busHeca.

Onuwume ceou yeiau u mo,
KdK 6bl co6upaemer ux
oocmuub u 6 Kakue
6PDEMEHHblE napamenipbol.

Kaxkue KAHAbl
npoosudicenuss vl  Oydeme
ucnoavzoeams?  Onuwume
ux.

Kax 8bl cobupaemecs
PEKNaMUposamao ceoll
ousnec?

Kaxkoeni pacxoowt,

pexnamublii 6100xcem?

Kax bl byoeme
omcnexcusams pes3yibmanmuol
ceoux DEKIaMHbIX u
PEKAAMHBIX YCUTUU?
Kakue
NJIGHUPOBAHUS  Bbl
UCnOIb308aMb?

Memoowvl
b6yoeme

° Marketing strategy:

- positioning;
. promotion channels;

- marketing plan.

Marketing strategy includes
a description of goals of

positioning, mission and
values of the brand.
If your business is new,

prioritize steps you need to
take to open your doors for
business.  Describe  your
goals and how you plan to
achieve them and in what
time frame.

What promotion channels
will you use? Describe them.

How are you going to
advertise your business?
What are the expenses,

advertising budget?
How will you track results of
your advertising and
promotional efforts?

What planning methods will
you use?



5. Cary

° Cary  cTpareruscbiH
a3ipJIey JKOHE caTy IMPOIECiH
YUBIMAACTBIPY:

- caTy MakKcaTTapbl
(KpICKaMep3iMi,
opTamep3imi,
y3aKMep3imM/Ii);

- caty axicrepi
(6encenni, ITIACCUBTI,
TIKEJIeH, CepPIKTECTIK);

- JIUAOTeHEepaIus
Kyheci (IuaTep Kesnepi,
caTy IIYHKBIPBI, KOHBEPCHS);
- caTy mpolieci;

- CRM JKOHE
aBTOMATTaHABIPYJBIH  pei
(Kanmait KypaJjiiap
CHT131ITeH HEMece
CHI131Ie/], Kajai
naigajaaHblIa bl HeMece
nai1aJaHbIIaab);

- KPI xoHE THIMIUIIKTI
Oaranay (HOTIDKENITIK
KOPCETKIIITEP1).

Ciz  Ouswecmin  an0vlHA
Kanoau camy
MaKcammapbolH KOUbIN
omulpcolz?

Camyowiy Kanoaii a0icmepin
KO0AHACbL3 JHCIHE Heze?
Cizoiy JIuoo0ceHepayusl
JCYUeHi3 Kanaul KYpolieaH
Hemece KYpbliaovl?

Camy  mpoyeci  Kauoai
Ke3eH0epoi Kammuowl?
CRM JICoHe
aABMOMAmMmaHobpy camyod
Kawoau pen  amkapaowl?

Ipoxamxu

° Pa3paboTtka cTpareruu
NpoAaXX W  OpraHu3anus
polecca npoax:

- LEJH POJaXK
(KpaTKOCpOYHBIE,
CPEIHECPOYHEIE,
JOJITOCPOYHBIE);

- METO/IbI Opoaax
(aKTUBHBIE, IIaCCUBHBIE,
psIMblE, TAPTHEPCKUE);

- cucremMa

AUAOTeHepalu (UCTOYHUKHU
JUJ0B, BOPOHKA MPOJAK,
KOHBEpCHUSA);

- MPOIIECC MTPOJIAK;

- pOJIb CRM u
aBTOMAaTH3aluU (kakue
WHCTPYMEHTBI BHEJIPEHBI
Wi OyJIeT BHEAPEHBI, Kak
UCIIOJIB3YIOTCS  WIH  OynyT
UCIIOJIb30BaThCA);

- KPI U
a(pekTUBHOCTH
(mokazarenu
pPEe3yJIbTaTUBHOCTH ).

OLICHKAa

Kaxue yenu npooasic 6l
cmasume nepeo ouzHecom?

Kaxue memoowvr npooadic vl
ucnoavzyeme u novemy?
Kax evicmpoena unu 6yoem
8bICIIPOEHA 8aula cucmema
JuooeeHepayuu?

Kaxue osmaner exnouaem
saw npoyecc npooasxic?
Kaxyro ponv 6 npooadsicax
uepaem CRM u
asmomamuzayus? Kaxkue

Sales

° Development of a
sales strategy and
organization of the sales
process:

- sales goals (short-
term, medium-term, long-
term);

- sales methods (active,
passive, direct, partner);

- lead generation system
(lead sources, sales funnel,
conversion rate);

- sales process;

- role of CRM and
automation (which tools are
implemented or will be
implemented, how they are
used or will be used);

- KPIs and performance
evaluation (performance
indicators).

What sales goals do you set
for your business?

What sales methods do you
use and why?

How is your lead generation
system built or will it be
built?

What stages does your sales
process include?

What role does CRM and
automation play in sales?
What CRM systems,
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Kanoati CRM  ocyuenepi,
yam-bommap, asmoicayan

bepywinep  ocone  backa
MexXHOI02UsNap
nanoaniaHacols Hemece
nauoanamyovl
Jococnapaaucvi3? Onap
emiHiMOoepoi oHoey
HCHIIOAMOBIEB] MeH

canacviHa Kauau acep emmi
Hemece acep emeoi?

Kanoau Heeizel
Kepcemxiumepoi (KPI)
Kaoazanaucvi3?

° bara oenriney
CTpaTerusiaphl: Oara
oenriiey Tocuiaepi:

- O31HIIK KYHBI
OoMibIHIIIA + MapKa,;

- KJIUEHT YIIiH
KYHIBUTBIFBI OOMBIHIIIA;

- Oacekenec HapbIK
OOMBIHINIA;

- JTUHAMUKAIBIK ~ JKOHE

MayCbIMJIBIK Oara Oenruiey.

bazanapwvinvizoer ecenmey
basa cascamvinvizonl Kanati
23ipnediniz?
bacexenecmepinizoin  6aza

cascamvl  KAHOAU  JiCIHe
CI30iH cascamvliybl3 OHbIMEH
kanrau  yunecedi?  Ciz0in
basanwl3 (basanapwvinvi3) Oen
bacekenecmepinizoiy
basacwl (bazanapui)
apacvlHOaebl
AUbIPMAUUBLILIKINbLH
cebenmepi?
bazanapuinolz cana
OotlibIHUA opmawua
Kepcemxiwmepee  CalKec

kene me?

CRM-cucmemsi, wam-6omeui,
aABMooOmeemuyuKu u opyeue
MexXHON02UU  UCNOIb3YIOMCS
unu nianupyeme
ucnoavzoeams? Kax onu
GAUAIOM UU NOGAUAIOM HA
cKopocmb U KA4ecmeo
obpabomxu 3a560K?

Kaxkue KIrouesvle
noxazamenu (KPl) 6yodeme
omcnexcusams?

o Crpareruun
IIEHOOOPA30BaHUS: [TOIXOTBI
K lIeHOO0Opa30BaHUIO:

- no cebecToMMOCTH +

Mapxa;
- [0 LEHHOCTH Ui
KJINECHTA,;
- [0  KOHKYPEHTHOMY
PBIHKY;
- JTWHAMUYECKOE 151

CC30HHOC I_[CHOO6p2130BaHI/IC.

Pacuem eawux yen

Kax ev1 paspabomanu ceoro
YEeHO8YIO NOTUMUKY?

Kaxoea yenosas nonumuxa
8AUUUX KOHKYDEHMO8 U KaK
sauia HOUMUKA
COOMHOCUMCSL c Heu?
Ipuyuner pasnuyst mexHcoy
sauteli yeHou (yewamu) u
yeHou  (yewamu)  eauIUX
KOHKYDEeHmMOo8?

Coomeemcmayrom au eauiu
YeHbl CPeOHUM NOKA3ZAMEISAM
no ompacau?

chatbots, answering
machines, and other
technologies are being used
or are you planning to use?
How do they affect or will
they affect the speed and
quality  of  application
processing?

What key indicators (KPIs)
will you monitor?

° Pricing strategies:
pricing approaches:

- on cost + margin;

- on value to the
customer;
- on a competitive
market;

- dynamic and seasonal
pricing.

Calculating your prices

How did you develop your
pricing policy?

What is the pricing policy of
your competitors and how
does your policy relate to it?
Reasons  for  difference
between your price(s) and the
price(s) of your competitors?

Do your prices match

industry averages?
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b3uecinizoin maobvicmol
Jcymulc  icmeyine Keninoik
bepy ywin 6aeanap men
ycmeme UBIEBIHOAP bl
Kanai OaKwvlaiaticol?

Tabvicviyol3 JHcana
UHHOBAYUANAPOAH — Hemece
bacekenecmikmen  3apoan

wexknetiminine Keninoix oepy

Yulin HapvIKmazol
o32epicmepoeH Kanatl
xabapoap 60.1y001

acocnapian ombslpcsls ?

° Cary KOJIEMiHIH
00JKaMBL:

- MayCBIM/JIBIK
aybITKyJap;

- apHanap OoMbIHIIIA

caTyJsl OoJpKay;

- caTy KeJeMiHE acep
eTeTiH (pakTopiap;

- CLEHAPUILITIK
xocrnapiay — (ONTUMHUCTIK,
HIbIHAWBI, TECCUMUCTIK)

Camyoul Kanail
bondxcaticvi3?

Onapovly cauvl  OOUbIHUA
Oo2HCaAMObL camyobl
Oanenoeticiz be?

Cizoiy boHICaAMObL
basanapviyvi3?

OHnimoep, oyipaep,

mayceimoap oouviHwa camy
Kelemi Kanoat?
Maycvimovlivikmoiy
OusHecinizee
cunammanbi3.

CepiH

Kax bl oydeme
KOHMPOIUPOBAMb  YeHbl U
HAKIAOHble Pacxo0bl, 4moowvl
2apanmuposams, 4mo 6aul
busnec O6yoem pabomamv ¢
npuobwLILIO?

Kax w1 nianupyeme 6vimo 8
Kypce usmeHeHUull Ha pulHKe,

ymoowvl 2apanmuposams,
ymo eawiu nNpubvLIU  He
nocmpaoaiom om  HOBbIX
UHHOBAYUU unu
KOHKYpeHyuu?

° [Iporuos 00BEMOB
POJIAK:

- CE30HHBIC KOJICOAHMS;

- MIPOTHO3UPOBAHUE
IPOJIaX MO KaHaIaMm;

- (bakTophl, BIMSIOLIUE
Ha 00bEMBI IPOJIAK;

- CLIEHApHOE
IUIAaHUPOBAHKE
(OMTUMUCTUYHBIH,
PEATNCTUYHBIN,
MECCUMUCTUYHBIN)

Kax 6wl
npooaxicu?
Apaymenmupytime
NPOCHO3HBIE NPOOANCU NO UX
Koauuecmay?

Bawu npoenosnvie yenwt?

npocHosupyeme

Kakos o0b6vem npooasic no
NPOOyKmMam, pecuoHam,
cezoHam?

Onuwume GUAHUE
Ce30HHOCMU HA 8aul Ou3sHec.

How will you control prices
and overhead costs to ensure
that your business runs
profitably?

How do you plan to keep
abreast of changes in the
market to ensure that your
profits are not affected by
new Innovations or
competition?

° Sales forecast:

- seasonal fluctuations;
- channel sales
forecasting;

- factors affecting sales
volumes;

- scenario planning
(optimistic, realistic,
pessimistic)

How do you forecast sales?

Can you justify projected
sales based on their number?

What
prices?
What is the volume of sales
by product, region, and
season?

Describe the impact of
seasonality on your business.

are your forecast
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bipinwi, exinwi scoiivt camy
Keaemi Kanai eseepeoi?

Kanoaii enimoep nesypnvim
penmabenvoi, He_RYpbiM Kon
camuliaovi?

bBipinwi orcvinea au cauvinasi
camy ecebi (camy
JHcocnapul), 00aH api MOKCau
OOlbIHWA Hemece XHCblIoap
OotbIHWA.

Camy 6oaxcamvl  OusHec-
AHcOCnapobiy Keuinel
bonimoepinoe  KapiColiblK
ecenmeynep  YWiH  Heai3
001a0vl.

6. Kap:kbl

byn 6enimoi scazean rezoe
KOMNAHUSIHBIY — KAPIHCHLCHIH
bacxapy macini mabvic nem
ComMCIi30IKmMiy  apacvbiHOazbl
wewywi gakmop  60aybl
MYMKIH €KEeHIH eCKepIHI3.

Ycvinamoin HaKmbl
oHiMOepee HeMmece
Kbl3Memmepee cyliene
omulpvin, 63 OU3HeCiHi30i
Kanau — mabvicmel  emyoi
JcoHe  Kawoau — yaxwim
apanvl2blHOa mabwvicmol

emyoi O0nHCAtMbIHbIHBI30bL
MYCIHOIPIHI3. busneciyiz
cizee JHcaKcobl aKuia agbiHbiH
KamMmamacwls eme aua ma?

bacmankul Jicone
onepayusiivi
WBIELICMAPLIHGIZ — MYPAlbl

MOJbIK aKknapam ecenmepe
eH2I3LLYl muic.

bacmankwl kasicemminikmep
Heeizel  2icabovlK — Hemece

Kax 6yoem menamov o06vem
npooasdc 8 nepeom, 6mMopom

200y?

Kakue npooyxkmwi naubonee
penmabenbhbl, Hauboee
npooasaemvi?

Pacuem  npooaocxc  (nnam
npooax)c) NOMecsiuHO  Ha
nepevili 200, Odanee  No

KeapmailbHO UJu no 200aM.

llpoenoz mpodasc  6yoem
CYIHCUMb ~ OCHOBOU  OIfl
Qunancosblx pacuemos 8
nOCeOVIOUUx paszoenax
OusHec-niana.

DuHAHCHI
lpu
paszoena

HANUCAHUU D020
yumume, — 4mo
cnocob VIpasieHUs.
Qunancamu KOMNAHUU
MOdicem cmams peuaouum
Gdakmopom medxncdy ycnexom
u Heyoaueil.
Ocnosvisasice Ha
KOHKPEmMHbIX NPOOYKMAX Uil
yeayeax, Komopuvle bl
cobupaemecv npeooAHCUMb,
00vscHUmMe, KaxK bl
oodicuoaeme coelamv C80lU
OusHec NpPuOBLLILHLIM U 8
meyeHue Kakozo nepuooa
spemenu. OQbecneuum au 8au
ousnec eam xopouwiuil
OeHedNCHBIU NOMOK?
llonnas  ungpopmayus o
8aAUUUX HAYAIbHBIX u
ONEePaAyUOHHbIX  pPacxo0ax
00/10ICHA ObIMb BKIIOYEHA 8
pacuemol.
Hauanvuvie nompebnocmu
O00JIJICHbL  BKIIOYaAmMb  100bLe

How will the sales volume
change in the first and second
year?

Which products are the most
profitable and best-selling?

Sales calculation (sales plan)
monthly for the first year,
then quarterly or by year.

Sales forecast will serve as
the basis for financial
calculations in the following
sections of the business plan.

Finance

When writing this section,
keep in mind that the way a
company's finances are
managed can be the deciding
factor between success and
failure.

Based on the specific
products or services you are
going to offer, explain how
you expect to make your
business profitable and over
what period of time. Will
your business provide you
with a good cash flow?

Full information about your
initial and operating
expenses should be included
in the calculations.

needs should
any one-time

The initial
include
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UBbLRLIC mamepuanoapbl,
3aHObL Jicone Kaciou
anvimoap,

JUYyeHsusnap/pyKcammap,
Kauma
AHcayapmy/Ou3atiH/OpHaNaAcK

au Jicepin bezenoipy,
nepcomanea apHAaNeaH
wvieblcmap, JoHcapHama
Hemece 11eepiiemy  JHCoHe

m.0.cusikmol Ke3 KejneeH Oip
JdHCONEbl  camvin  ANyObl
Kammywsl muic,

busnecinizoi awyea oativin
bo12aHO0q, uvievicmapeda
OACLIMObIK bepyee
Kemexkmecy YUliH
onepayusiiiviK O10021cem
Kaoicem 001a0bLl. On
HCYMBICIBIY  AN2AUIKBL YU~
anmol ativl iuiHoe eMip cypy

Ywin Kaxcemmi aKUIAHbL
Kammybol JHCoHe
KOMNAHUSIHBIZObLH

KAPACHICHIH Kanau

OaKbLIAUMbIHLIHBIZ0bL

kepcemyi muic. Mbvinaoatl
WBbIRLICMAPOLL  KOCLIHbI3:!
mMamepuanoap mMex wuxizam,

acanza  any, — JHCANAKbI,
canvlkmap, Kpeoummep
OotlibIHUA menemoep,

AcapHama Hcoue iieepinemy,
JHCOHOCY IHCIHE MEXHUKANBIK
Kbl3Mem  KOpcemy  JHCoHe
busHecinizee mon 6acka oa
canammap.

° bacranksl
WHBECTHIIHSLIIAP.
buzHec-xxocnap/sl icke
achIpyFa KaHIIa aKia KaKeT
EKCHIH eCEITeH]3:

eOUuUHOBpeMeHHble
maxue Kax
obopyoosanue unu
pacxoouvie Mamepuansl,
ropuoudeckue u
npogheccuonaivHvle coopbl,
JIUYEH3ULU/Pa3peueHus,
PEKOHCMPYKYUIO/OU3AUH/0
opMieHue sauLezo
MeCmOnoN0HCeHUs, pacxoobl
Ha NepCOHAall;, pPeKIamy Uuiu
npoosudIceHue U m.n.

NnoKynkKu,
OCHOBHO¢€

Kozoa 6wt 6yoeme 2omosul
OMKpPbIMb CE0U OU3HeC, 8am
noxHaooobumcs

onepayuonHslll.  0I0NCcem,
YmMooObL NOMOUL PACCMABUND
npuopumemol 6 PAcxo0ax.
Oun  Oonrcen  exkao4amo
odenveu, HeobXooumvle O
BLIICUBAHUSL 68  MmeyeHue

nepevix mpex-uiecmu
Mmecsyes pabomul, u
YKA3b18amb, Kax bl
cobupaemecs

KOHMPOAUPOBAMb  (DUHAHCYI
ceoel Komnaunuu. Bxuouume
credyrwue pacxoowl:
mamepuanbl U Cbipbe,
apemnoa, 3apabomuas niama,
Hano2u, BbINAAMBL no
Kpeoumam,  pekiama  u
NpooBUdICEHUe, PEeMOHM U
mexHu4eckoe
oocnyscusanue, u opyaue
Kamezopuu,  XapaxKmepHvie
07151 8aute2o busHeca.

° CraproBble
WHBECTHUIIHNH.

PaccunTalite CKOJIBKO BaM
HYKHO JICHET Ha

peanu3aiuio On3Hec-IJIaHa:

purchases such as basic
equipment or supplies, legal
and  professional  fees,
licenses/permits,
renovation/design/decoratio
n of your location, staff costs;
advertising or promotion,
etc.

When you're ready to start
your business, you'll need an
operating budget to help you
prioritize spending. It should
include the money you need
to survive for the first three to
six months of employment,
and indicate how you intend
to control your company's
finances. Include following
expenses: supplies and raw
materials, rent, wages, taxes,
loan payments, advertising
and promotion, repairs and
maintenance, and other
categories specific to your
business.

° Initial investments.

Calculate how much money
you need to implement your
business plan:

14



° Herisri  kypanmapra
WHBECTULMSIIAP,  MBICAJIBI
XKaOJBIKTapJbl CATHIN Ay,
YU-)KauJapibl )KOHJIEY KOHE
T.0.

° AiHanbIM

KaIryTaablHa
WHBECTHUIIUSIIAP,  MBICAIIBI
IMUKi3aT  caThlll  aiyFa,
Kajlakpl ~ MEH  JKapHama
TeJIeyTe KOHE T.0.

Kanmer IIBIFBICTAP/IB,

COHAAN-aK KapKbUIAHABIPY
KOe3/1epiH, KaHaah Oeiri
TPaHT HEMece KPEAUTTEep
ecebiHeH ©TEJICTIHIH,
KaH/1aii 0eJiri 3 KapakaTsl
eceOiHeH OTEJICTIHIH
KOPCETIHI3.

° HaBectniimn B
OCHOBHBIC CpeICTBa,
Harnpumep MOKYIMKa
000pynoBaHus, PEMOHT
IMOMENIEHUN U T.II.

° HNuaBsecturimmn B
000POTHBII KamuTall,
HAaIpyUMep  HAa  MOKYIKY

ChIpbiA, OINIATY 3apIiuiaTbl U
PEKIaMbI U T.II.

[Tokaxxure oOIIKE Pacxoipl,
a TaKkKe VCTOYHUKHU
(uHaHCHpOBaHMUS, KaKas
qyacTh Oy/I€T MOKPHITA 3a CUET
IPaHTa WIA KPEIUTOB, KaKas
4acTh 3a CYET COOCTBEHHBIX
CPEICTB.

° Investments in fixed
assets, for example, purchase
of equipment, renovation of
premises, etc.

° Investments in
working capital, for example,
for  purchase of raw
materials,  salaries and

advertising, etc.

Indicate total expenses, as
well as sources of financing,
how much of it will be
covered by grants or loans,
and how much of it will be
covered by your own funds.

Koba 61000ceminiy yneici, meyee / Ilpumep 610031cema npoexma, menee / Example
of a project budget, tenge

KapaxarTsiH
MaKcathbl /
Ha3znauenue
cpencts / Purpose
of funds

Comacsl Kes3i (rpanr, Urepy ke3eH1
TEHreMeH / KPEIUT, MEHILIKTI (ait, »xpL1) /
Cymma B Tenre / | canbiMm) / ICTOUHHK [Tepuon
Amount in tenge (rpaHT, KpeaHT, OCBOCHHUS
COOCTBEHHBIN (mecs, rox) /
BKJ1a) / Source Period of

(grant, loan, own

development

contribution)

(month, year)

bapnvizer / Umoeo /
Total

° Kipicrepnin,

IIBIFBICTAPBIH KOHE
malgaHbIH 00JKaMBL.

OHiMOepiHiz30iy Hemece
Kbl3Memmepiyizoiy  03iHOIK

KYHbIH eCenmenis

° [Ipornos JIOXOOB,
pPacxo/ioB ¥ MPUOBLIH.

Paccuumaume
cebecmoumocms
NPOOYKMOG UNU YCILYe

° Forecast of income,

expenses and profits.

Calculate the cost of your

sawux Products or services
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At catibinesl
wvleblcmapovl,
HCANAKDI,
KblzMemmep,
Jrcapuama

mypaxmaol
Mblcanol,
KOMMYHANObIK,
aocanea  any,
JiCoOHE m.o.
ecenmenis, oaap  6HOIpic
JHCIHe camy KeJleMiHe
Kapamacmau bo1a0vl,
MBLCATBL, YU-MHCAUObL HCANRA
any, acanaKwvl, Kpeoummepoi
omey ocone m.0. byn cizee
ousnecminy oapvik
WbIRLICMAPBIH a0y YULIH
KamMmamacsls emyee muic

camyouly el memenzi
COMACHIH aHbIKmMayzaa
Kemexkmeceol.

Paccuumanme
evcemecsaunble NOCMOAHHbLE
pacxoovwl, Hanpumep
3apniamvl,  KOMMYHAJIbHbLE
yeayeu,  apemod,  pekiama
m.n., Komopwvie 0yO0ym 6He
3a8ucuMocmu  om o00bemos
npou3eo0Ccmea U npooastc,
Hanpumep apenoa
nomewenull, 3apniamol,
nozauierue Kpeoumos u m.n.
Omo nomoodicem eam
onpeodenums  MUHUMATLHYIO
CYMMY NPOOaAtCc, KOMOPYIo 8bl
000ICHbL  0becneyums  0Js
NOKpbIMUsL  8Cex pacxo0os
busneca.

Calculate  monthly fixed
expenses, such as salaries,
utilities, rent, advertising,
etc., which will be regardless
of the volume of production
and sales, such as rental of
premises, salaries, repayment
of loans, etc. This will help
you determine  minimum
amount of sales that you must
provide to cover all business
expenses.

Iatioaner 6onorcay yneici, menee / Ipumep npoecrosa npudwviniu, menee / Example of

profit forecast, tenge

production

Ulinoe | Tamwiz | Kvipky | Kazan/O | Kapawa | Kenmo | Opma
/ Honw | /Aseyc | iiex/Ce | kmsabpol | /Hosope | kcan/l] | wa
[July |m nmsops | October | /Novem | exabpw/ | aitnvix/
/Augus | /Septem ber Decem | Cpeown
t ber ber ee 8
mec./
Averag
e per
month.
AiibiHa
caty/IIpona
KU B
mecs/Sales
per month
O31Ha1K
KYHBI
(mmkizar,
Marepuaiia
p)/Cebecto
UMOCTh
(chipbe,
MaTepualibl)
/Cost of
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(raw
materials)
TypakTbl
IIBIFBICTAp:/
[TocTossHHBI
e
pacxobr:/Fi
xed
EXPENSES.
Kanaxwi/
3apnrama/S
alary
Kanza any/
Apenoa/Ren
t

Kapnama /
Pexnama /
Advertising
Kenik /
Tpancnopm
Hole /
Transport
Komm.xbi3m
emmep/
Komm.ycnye
u/ Utility
costs
laiivizoap /
IIpoyenmui
/ Percent
Canvix /
Hanoau /
Taxes
bacxacer /
IIpouee/
Other

Taza nannga
/ Uucras
npuObLIB/
Net profit

Busnecmiy avixvin kopinemin Ilpu  sprxo  ewipaccennou |f the business is seasonable,
MAYCHIMOBLIbIZD Ke3inoe Ce30HHOCU ousneca make a forecast cash flow,
akwanai Kkapaxcammuly oicenamenvrho  cocmaseums Which differs from profit.
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O0IHCAMObI K032abICbIH
Hemece naroaoan
epexuiesienemin Koul-

@noyowl acacazan dicen. byn
Kapaxjcam  KadiCemminiciH
boicayza kemexmeceoi.

° KapKbUIbIK
K03 bUIUEHTTED
Tanmay
Axuwa
narioacwl
KO032Q/bICbIHbLH
bondHCAMOAPLIHA  KOCLIMULA
Hezi32l KADIAHCOLIBIK
Ko3huyuenmmepee
manoay aAcypeizyee 601aovl.
Mpicanvi: masza natioanvly
penmabenvoiniei,

KOHC

KapascaniblHblH
MEH

Kanumanowvly Hemece
UHBECTNUYUANAPOLIH
penmabenvoinici, auHAILIM
KapasicamlHbly
AUHATBIMObBLIbIEY,
0ebUumopvlK JHCOHE
KpeOumop.Jivix
bepeuwiekmepoi emey
mep3imoepi,
Kepcemkiumepoi  CAlanbIK
MIHOepMeH canvicmulpy
(benumapxune),  MeHwiKmi
JHCIHe Kapol3
KapasicamlHbly
aApaKamulHAChl, UBIELIHCHI3

HyKme, camy o0agacvl MeH
KoJleMine — Ce3iMmanoblKmol
manoay dcane m.o.

7. KocoiMmajiap

NPOCHO3HOE osudiceHue
OEHEJICHbIX ~ Cpeocme Uil
Kow-¢hnoy, KOMopblii
omauuaemcs om npuodbLIU.
Omo nomooicem 8am
CNPOCHO3UPOBAMD
nOMpeOHOCMb 8 OEeHeHCHBIX
cpeocmaeax.

° duHaHCOBBIC

K03 (UIIMEHTHI U aHATTU3

B Oononnenue x npocnosam
npubbLiU U OBUINCEHUSL
OEHEINCHBIX CPeOCm8 MONCHO
npogecmu aHaIU3 Kio4esblx
Gunancosvix
Ko3¢hpuyuenmos.

Hanpumep:
peHmabenbHoCmy  YUCmou
npuobwLLIU, PeHmMabeIbHOCmb
Kanumana ui uHeecmuyutl,
obopauusaemocmy
000pOMHBIX cpedcms, CPoKU
nozauienuss 0eoumopcKou u
KpeoumopcKou
3a0oicenHocmel,
cpasHenue noxazameneu c
ompacnesviMu  3HAYeHUsMU
(benumapkume),
coOmHouleHue coOCmeeHHbIX
U 3aeMHbIX Cpeocms, MouKa
Oe3yobImouHOCmY, — AHAIU3
YYBCMBUMENbHOCMU K YEeHAM
U obvemam npooax;c u m.n.

Hpuaoxenust

This will help you predict
your cash needs.

° Financial ratios and

analysis

In addition to profit and cash
flow forecasts, key financial
ratios can be analyzed.

For example: net profit
margin, return on equity or
investments, working capital
turnover, maturity dates of

accounts receivable and
payables, comparison of
indicators  with  industry
values (benchmarking),

equity/debt ratio, break-even
point, sensitivity analysis to
prices and sales volumes, etc.

Attachments
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By benimoe ci3
ecenmepinizoi Koca anacvi3

JiCoHe busHec-
JAHCOCNAPLIKBIZRA  KAMbICINbL
Ke3 KejleeH backa
aknapammul KOCA aldcCbl3.
Mpicanvl, gomocypemmep,
wapmmap, OHIMHIHY
npomomunmepi,

MAapKemuHemiK
3epmmeynep, ciimemenep He
Odepexkoszoep dHcarne m.o.

B amom pazoene vl modiceme
NPUTIOJCUMb BAUU PACUEMbl,
a maxxce 006asums 0010

opyayio ungopmayuio,
Dpenesanmmuylo K - eauemy
ousnec-naamy.  Hanpumep
gdomoepaghuu, 002080pa,
NPOMOmMuUnbl npooyKma,
MapKemuH208bie

UCCcne0o8anus, CCblIKU HU

UCMOYHUKU U m.N.

In this section, you can attach
your calculations, as well as
add any other information
relevant to your business

plan. For example,
photographs, contracts,
product prototypes,

marketing research, links to
sources, etc.
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