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1. BoBej

MpoekTOT ,3ronemMyBarbe Ha MOTEHLWjaNnoT 3a NPeTNPUEMHUWTBO U BpaboTyBame Ha MnaguTte
NpeKy BMpexyBarbe W rpajere kanauutetu (CtapT-An Akagemuja byrapuja - MakenoHuja)” Koj
Cce cnpoBeayBa of CTpaHa Ha 3ApyxeHneTo TypucTUUKMOT cojy3 - CTpymuua (Bogeuku MapTtHep -
BM) n 3apyxeHneTo 3a busHuc nHGopmatneeH u KoHcyntaHtcku LieHtap - CanpaHcku (MpoekTeH
MapTHep 2 - MM2) uma 3a uen fa ja Nofao6pu KOHKYPEHTHOCTA Ha PErvoHasHUTE 6U3HUCK W
npeTnpueMHUYKaTa cpefiuHa Bo NpeKyrpaHUYHMoT pernoH Ha byrapuja u MakegoHuja npeky pasBoj
Ha MIaAMHCKOTO NPETNPUEMHULLTBO.

MpoMouMja Ha MNAAMHCKOTO NPETNPUEMHUILTBO M HEBPAGOTEHOCTA Ha MMAguTe Ce CYLITUHCKM
npo6iemMn NpenosHaeHn WU YTBPAEHU OF MHOTY NMPOEKTW M NPUBATHW MHWULMjaTUBK 33 MOAAPLLKA Ha
NPeTNPUEMHULTBOTO. W NOKpaj 0Ba, MHOTY ManKy 6U3HUC BOAWNYM HWU3 CBETOT OBO3MOXXYBAaT JlecHa
CTPYKTypa 3a Cliefierbe U COAPXMHA Koja BCYLUHOCT ycrneBa fa ro 3agpXu BHUMaAHUETO Ha Mnagure
nyfe M fa ro 3rofeMy HWUBHWUOT WHTEpPEC KOH NPeTNnpUEeMHULITBOTO M aBaHTypaTa BO OGM3HUCOT.
MMmajkn ro oBa npeBAnA, W fBaTa NPOEKTHWU NapTHEpU Mpeanoxuja Aa nogroteat busHuc Boguy co
Hacnos ,MameTteH CTapT@an” Koj 61 ja 3roneMun cBecHocTa Kaj MnaguTe nyfe Ha BospacT og 16 Ao
29 roAMHN 332 MOXHOCTUTE U NPeaNU3BULMTE Ha MPETNPUEMHULITBOTO U CaMOBpaboTyBareTo. BakBaTa
am6uuUMOo3Ha Lien NocTaBeHa Of ABaTa NMPOEKTHW NApTHEPW Ce OfHecyBa Ha pasBoj Ha busHuc Bogmuy
KOjLUITO Ke OBO3MOXM ECHO YNTAIMBM W pasbupaMBm MHGOPMALIMK, COBETM U MHCNIMpaLIMja 32 MOMOLL Ha
CUTe MHM MNTaA BU3HMCMEHM KOM 3a4eKOpyBaaT Ha A0NrMOT naT KOH caMoBpaboTyBatbe. 3aToa ABaTa
MPOEKTHM NapTHEpPU 13ajHMpaa OCHOBEH KOHLLENT 3a pa3BOj Ha BOAMY KOj Ce 3aCHOBA Ha 00e36eyBarbe
COLPXXMHA OKONY HEKOJIKY OCHOBHU KOHLENTM — MOTMBaLMja, BELUTUHW, BMPEXYBaHe, U MOASPLLKA.
[leTanH1oT KOHLENT M COAPXMHUTE Ha BOLMYOT 6ea pa3BUeHN Of HafBOPeLLHNOT KoHcynTaHT CAJIBUOS
[JOOEN - Ckonje, KojlwTo 6eLue aHraxupaH o4 cTpaHa Ha BogeuknoT napTHep. KOHCynTaHToOT UCTO Taka
M KOpuUcTelle MHpOPMaLMMTE U NOALPLIKATA, U Of NPOEKTHUOT TUM U Of, HaLBOPELIHUTE eKCNepTH,
aHraxupanu Bo MnaguHckuTe kny60Bw 3a NOAAPLIKA U COBETYBaH€e Ha 6U3HUC cTapT-anu Bo CTpyMuLa
1 CaHAaHCKM, BO paMKM Ha AKTUBHOCTa 6p. 8 off NPOEKTOT.

MpoekToT n busHuc Bognuot ,Mameten Ctapt@an” ce Ko-GpuHaHcupauu of ctpaHa Ha MHTEPPET
WMA Nporpamata byrapuja — Makegonuja (CCI bpoj: 2014TC1615CB006). BognyoT Gelle noaroTeeH
BO MepMofoT of centemBpu o HoemBpu, 2017 rofuHa Npeky npernef Ha AoCTanHUTe pecypcu Ha
CBETCKO HUBO.

Boanyot ke 6upe AMCTpUOYyMpaH BO NPEKYrpaHUYHWOT PerMoH Ha ABeTe 3emju — byrapuja u
MakepoHuja of cTpaHa Ha fiBaTa NPOeKTHU NapTHepu.

3emajKkul rv BO NpeaBuz, NMPean3BHLMTE CO KOM Ce COOYyBaaT MajuTe NPeTrpuemMayn 3a BpemMe Ha cTapT-
an (asara, NOYHyBajKM Of, HELOCTATOKOT Off OCHOBHM MPETNpPUEMAYKK BELITUHM Ma c& A0 noTpebata
3a (DMHAHCMCKW PECYPCU U YCNYrit 3a NOAAPLUKA HA BU3HUCMTE, UCKIYYUTESHO BAXHO € Jia UM Ce faje
npucTan Ao NoAApLUKa U pecypcy. [lBata NpoeKkTHU napTHepy, 3apyxerue TypucTudku Cojys — CTpymuua



1 3apyxeHne BUsHMC MHDOPMATMBEH M KOHCYNTAHTCKM LieHTap — CaH[aHCKM, UCKPEHO Ce HafieBaaT fieka
Ha MNaguTe NpeTnpueMayn Ke MM buae KopuceH oBoj brsHuc Boguy ,Mameten Ctapt@an” v fieka UcTuor,
GapeM BO efieH JieN, ke NpUAoHece BO Pa3BojoT Ha HUBHUTE GU3HWUC UAEN U KE FO ONIECHU OCHOBAH-ETO U
pacToT Ha HUBHUTE YCMELIHU CTapT-anu.

Bu nocakyBame MHory cpeka, M3fpXMBoCT 1 3a6aBa BO 0BOj Hanop!



2. MoTuBaiuja

2.1. OcHOBHU JIe(PUHUITNHA

Ha camuoT nouetok, Tpeba Aa pasbepete WTO Ce noapasbupa nop TEPMUHOT ,MpeTrnpueMay” u
KOe e 3HauyereTo Ha 360pOT ,npeTnpueMHUIITBO". OBOj BOANY € HAacOYeH KOH Bac, Mnagute nyfe
~ NOTEHLMUjaNHN NPETNPUEMaYH, TaKallTo TEPMUHOT ,MNAAMHCKO NPETNPUEMHULLTBO “ € UCTO Taka
o6jacHer.

360poT ,npeTnpuemMay” e aHrAUCKM 360p KOj MMa dpaHLycko noTekno ywTe of 180T Bek.
MpeB3emMeHNOT (paHLycKu 360p e “entre prendre”, koj Ha cTapodpaHLycKu 03HauyyBa ,Aa npeseme”.
Ha coBpeMeH jasuk, Toa 3Hauu NUYHOCT Koja MpesemMa 3afiaya Kako WTO e 3arnoyHyBakbe Ha HOB
6u3Huc. MpeTnpuemay e MHAMBUAYA Koja rNefia MOXHOCT Ha Na3apoT, U rv 06e36eyBa NoTpe6HMTE
pecypcu, KojluTo co3faBa 1 Wupu 6M3HUC 3a fa 3a0BOIM HEKOM NOTPe6M Ha OMWITECTBOTO MK Ja
W pewu Hekoj Npo6naemM BO OMLITECTBOTO.

MpeTnpueMayoT e efieH BUA Ha IMYHOCT Koja e COriacHa fja M CTaBM Ha TECT HeroBaTa Wim HejauHaTa
Kapuepa n GuHaHcucKa CUrypHOCT, M Aa Npe3emMe pUsnK BO UME Ha ufeja, Nputoa TPOLLEjKU MHOTY
BPeMe, Kako 1 UHAHCUCKM pecypcu Ha HensseceH noTdat (6u3Huc). Cnoped no3HaTUOT aMepUKaHCKM
6MU3HUC KOHCynTaHT MuTep [pakep, NpeTnpuemMayoT cekoraw 6apa NpOMeHU, OfroBapa Ha HUB, U T1
KOPUCTU UCTUTE KAKO MOXHOCT. MPeTnpueMHULLITBOTO e NOBP3aHO CO NPE3EMaH-ETO Ha PU3NLM.

MpeTnpuemMay e cekoja JIMYHOCT Koja CO3AaBa M pasBMBA OM3HWUC MAeja M nMpe3ema pUsUK 3a
OCHOBatbe Ha NpeTnpujaTue 3a NPOM3BOACTBO Ha NMPOM3BOA WM ycnyra Kou 6u rv 3afoBosinne

noTpe6uTe Ha NOTPOLLIYBAYOT.

EdeKkTUBHM NpeTnpuemMayn:

e Ce MHAMBUAYW KOU NpaBaT e Ce ofnyyHu Kora ce coodyBaat
3HauyuTenHa pasnuka CO NOTELIKOTMM

e (e KpeaTUBHM U MHOBATUBHM e YnpaByBaaT cO pusnumuTe

e WpeHTUduMKyBaaT M KOPUCTAT MOXHOCTH ¢ Amaat KoHTpona Haf 6U3HUCOT

e [ 06e36enyBat NOTpe6GHUTE pecypcu e [0 cTaBaaT MOTPOLIYBAYOT Ha NPBO MECTO

3a UCKOPUCTYBatbe Ha TUE MOXHOCTH
e (CospaBaar Kanutan.

e Ce f06pu BMpeXyBayu

[loaeka TepMUHOT ,MpeTNpuemMay” ce OfHECYBa Ha efiHa IMYHOCT, CO TEPMUHOT ,PETNPUEMHULITBO"
ce geduHupa uenuot npouec. EaHa oanuyHa u ceondatHa AeduHuLMja 3a NPETNPUEMHMLLTBOTO,
e uckaxaHa o npogecopoT Xayapp CTuBeHcoH of BusHuc Wwkonata Ha XapBapg Koj ro onuilyBa



UCTOTO KaKO 6apare MOXHOCTU MOLIMPOKO Of, PECYpPCUTE KOM MPETNpUEMayoT MOMEHTASTHO Y
KoHTponupa. Crnopes CTUBEHCOH, NPeTNPUEMHULITBOTO € ,MPOLEC Kafe WHOMBUAYNUTE CTaHyBaaT
CBECHW 3a NOCeAyBatbe Ha CONCTBEH BU3HUC KAaKo OMLMja MK OCTBapaMBa anTepHaTUBa, pasBuBaaTt
OM3HUC MAeu, ro yyaT NpoLecOT Ha CTaHyBatbe MpeTnpuemMay U ja npesemaaT UHMLMjaTUBATA, 3a
MHULMPatbe W Pa3Boj Ha BU3HUC".

MpodecopoT OpaHcuc YuryHTa of YHuBepsuteToT OKChOPA ja Npeanoxu cnefHasa geduHuumja 3a
MNafMHCKO NPeTNPUEMHUITBO: ,MPakTUYHaTa NPUMEHA Ha NPETNPUEMHUYKM KBAJIMTETH, KAKO LUTO
Cce MHULMjaTMBaTa, MOTMBALMjaTa, MHOBALMjaTa, KpeaTUBHOCTA U Npe3eMarbeTo PU3MK BO paboTHaTa
cpeavHa (npu caMoBpaboTyBarbe UM Npu BpaboTyBatbe BO Manu cTapT-an GupMu), KOpUCTEjKU 1
noTpebHUTe BELTUHM NOTPEBHM 3a ycrex BO Taa CpeauHa 1 Kyntypa.”

Cnopeg Mo6anHNOT MOHWUTOPUHT 3a npeTnpueMHUWTBO (GEM) , mpeTnpueMHuyKaTa akTUBHOCT
€ pesynTaT Of MHTepakuujaTa Ha nepuenuujata Ha efjHa MHAMBUAYA 3@ MOXHOCT M Kanauutet
(MOTMBaLMja M BEWUTWHW) Aa fieNlyBaaT Ha 0Baa MOXHOCT M KapaKTePUCTUYHUTE YCIOBMU Ha CPeanHaTa
Kafe WTo e fouMpaHa nHgmBuayaTa.

Taka, MOXe f1a Ce 3aKnyun Jeka MOTUBaLunjaTa € efleH Ofl KITyYHUTE efIEMEHTH 3a OTK/Y4yBatbe Ha
npeTnpueMHUYKNOT NoTeHUMjan Ha MnaguTe nyfe. ONWTO 3eMeHo, MaaauTe iyfe UMaaT NONO3UTUBEH
npucTan KoH camoBpaboTyBareTo. opagy orpaHnyeHn Pecypcu, XMBOTHO U PaBoTHO MCKYCTBO,
TWe Ce COOYyBaaT Co Noronemu 6apuepy 3a pasnnka of NOCTapuTe KONEeru.

CrapT-an e yoBeyka MHCTUTYLMja AW3ajHUpaHA CO Len Aa cosfaje HOB NPOWU3BOA WM ycnyra BO
YCNOBM Ha EKCTPEMHA HEM3BECHOCT.

2.2. /la ce cTane mpeTnpueMad M Ja ce 3aroyHe CBOj OM3HIC

“EHTY3MjasMOT e HCcKpaTa Bo Bamure oun, 3aMaBoT BO BammoT dyekop,
CTHCOKOT Ha BamraTa J1aHkKa 1 HeoJoJIMBUOT OpaH BOJja U eHepruja 3a
HMCIIOJIHYBambe Ha Bammure ujaeun’

XEHPU ®OP[]

3a nouetok, Bue, kako Mnaga NMYHOCT, Tpeba Aa MMaTe jacHa WAeja WTO Ke npaBuTe BO Bawwot
npoecnoHaneH X1BOT BO UAHUHA. [lann 6u cakane fa umate CBOj GU3HMC unu fa paboTute 3a
HeKoj apyr?

MpeTnpueMHUWITBOTO e 6e3 comHex, Aobap u3bop 3a kapuepa. MOXHOCTUTE 3a Aa 3anoyHeTe
CBOj 6M3HUC BO MPEKYrpaHUYHUOT PErUOH, KOj Ce COCTON Of Jyro-MCTOYHWOT MNAHCKM PErMOH BO
Penyébnuka MakegoHuja n O6nacta bnaroeerpag Bo byrapuja, ce npoueHeTM Kako NpUIMYHO
MOBOJIHN 0O CTpPaHa Ha MnaguTe nyfe. Kako HajaTpakTBHN ce MAEHTU(UKYBAHN CNeSHUBE CEKTOPM:
KoHcynTaHTCTBO, UKT, 06pasoBaHue (jasuuu, KOMMjyTepH, UTH.), TPTOBH]a, UTH.



Ho, Tpeba fa 3HaeTe [ieKa 3ano4YHyBakheTO Ha CBOj GU3HMC 3HAUM CE&, OCBEH fieKa e JlecHo. Kako
npeTnpuemay, Tpe6a Aa 6GuaeTe CBECHW [eKa 6M3HMCOT W MPUBATHMOT XMUBOT Ke 6MAaT TECHO
ucnpenneteHn. Bo norneg Ha BawmoT npuBateH XuUBOT, Tpeba [ja OfrOBOPUTE Ha HEKOU Of CNeAHNTE
npalatba: flanu 61 cakane aa pabotuTe co NonHo pa6oTHo Bpeme?; [lanum 61 cakane aa paboTuTe of
aoma?; Konky cno6ogHo Bpeme 61 cakasne Aa uMate 3a npasHuuute?; bu cakane nu ga natyeate?;
Kora cakaTte fa ce neHsuoHupate?;, UTH. Bue Kako Mnag npetnpueMad mopa fa ja NpoHajgete
,nobeaHnykata dbopmyna“ 3a Aa ycneete Bo 6u3HucoT. CamopoBepbaTa ce rpagu Bp3 OCHOBA
Ha PeneBaHTHO 3Haere W MO3UTUBHO MCKYCTBO — LUTO MOBEKE yYuTe M BexbaTe, TONKY NoA06pu
CTaHyBare.

HajBaxHuTe KpUTEpUyMi 3a 3anoYHyBatbe Ha CBOj 6BU3HUC Ce:

> [la umaTe 6U3HUC UAeja » [la nobapate u fobuete

COBeTOfaBHa noAapLuKa 1
> Jla umaTe cnoco6HOCT Aa P

MOGUIM3NpaTe NOYETEH KanuTan » [la no6apate 1 fo6ueTe NoAAPLLIKa

o, pamunujaTa u npujatenuTe.
» [la nocepyBate ogpefeHo ¢ ) PY]

NPEeTNnPUMEMHNYKO 3HaeHEe U BELWWTUHN

MocTojaT TakaHapeyeHuTe aktopu ,LUTO BE BJIEYAT" u ,LLUTO BE TYPKAAT" kou Moxart Aa Bnujaat
Ha Bac, 3a ja CTaHeTe NpeTnp1emMay 1 ja 3arnovyHeTe CBOj GU3HMUC:

a. ®akTopm ,LUTO BE BJIEYAT" (6a3upaHu Ha MoxHOCT)

> [locturHysame » HesaBucHocT > [lpusHaHue

> JlnyeH pasBoj > JlnyHo 6oratcTBO
6. dakTopm ,LUTO BE TYPKAAT" (6asupaHu Ha MoTpeba)

> HesafoBoscTBO > HepocTtur Ha apyru » HespaboTeHocT

anTepHaTuBu

» HecurypHocT Ha pa6oTaTa » HecornacyBatbe.

lMocTojaT n Hekonky apyru GakTopu KoM BnujaaT Bp3 Bawarta opiyka Aa cTaHeTe npeTnpuemav:
nojaoBHn QakTopu (o6pa3oBaHueTo, ynorata Ha (amunujata, U GuUHaHcMckaTa cocToj6a) M
€KOHOMCKM hakTopy (BNanHN NONUTUKM, ENIOBHA CPEAMHA U LOCTANHOCT Ha (MHaHCUCKa NOMOLL).

Cekoj HOB CTapT-an NOMWHYBA HU3 HEKOMKY (a3n BO BU3HUC LUKNYCOT:

1. Pa3Boj Ha 6U3HUC UAeja 3. Pa3Boj Ha HOB NPOM3BOA W/WNK yciyra u

2. OcHoBame Ha npeTnpujaTue 4. MeHayuparbe 1 pacT Ha npeTnpujaTueTo.



Cute npernpuemMayu ce neOBHN NMNYHOCTU, HO HE CUTE AEe/IOBHU IMYHOCTU Ce npeTnpuemayn.

HajBaxHOTO HewTo wWTo Tpeba Aa ro HampaBuTe e fa uaeHTMdUKyBaTe Npobnem Koj Tpeba fja
ce pewu. AKo BawuoT npom3BOA MW yciyra He peluaBa NpobaeM Koj NOTeHLUjanHUTE KANEHTU/
MOTPOLUIYBAyYM ro UMaaT, HemaTe OCcTBap/iMB 6M3HUC. Toa e eAHOCTABHO Taka. Mpo6nemMute Moxar
Ja 6unat eqHOCTaBHM M Toa € cocema Bo pef. Cenak Ke GuAeTe NMOYCMEWHM aKo Ha NOYETOKOT ce
(okycupaTe camo Ha efieH OCHOBEH NPobaeM.

Cnopeg l'ej KaBacaku, aBTOpOT Ha KHUraTa ,YMETHOCTa Ha 3anoyvHyBareTo", Hajaobparta npuymuHa aa
Ce 3aMnoyHe NpeTnpujaTve e Aa Ce CO3/lafie 3Hauetbe — [a Ce CO3Aajie NPONU3BOA WK YCAyra WTO ro
npaBu CBETOT NoA06po MecTo. Toa MOXe /Aa ro 3rofieMu KBanuTeToT Ha XMBOTOT UK fla ro Cnpeyn
KpajoT Ha HewTo LWTO e A06po0.

“BammmoT OM3HUC MOpPAa JIa UCIOJHN HEKAKBU ITOTPEOU Ha IIOTPOINYBAUNTE 3a
Ja 6ujie yerenreH. [Tonekoram noTpeduTe Ha IMOTPOLIYBAYNTE MOZKAT /14 ONIaT
HEOIUILINBIU, KAKO IITO Ce CUTYPHOCTA WM IPECTU:KOT. Hekon morpedu Ha
MMOTPONIYBAUNTE € YMHAT Oe3HAUAjHH, HO CEeTak ce Ba:KHN. BujeTe CUrypHH JeKa
ITOCTOM Ia3ap 3a Bamara ycayra win npousBojl. BammoT 0U3HucC ke IpoIiajiHe
aKo He 0I'0BOPHU Ha OTpeOUTe HA TIOTPOITYBAuOT”

TUM BEPU

MpuaobUBKNUTE 0f 3anNoYHyBatbe CONCTBEH GU3HMC BKyYyBaaT (GAEKCUOMAHN paboTHM YacoBHM, Aa
6uaeTe cam cBoj Wwed, Aa u3beraTe of, eAHa KOPNoOpaTUBHA CPEAMHA U 1a HEMaTe OrpaHNYyBatba BO
OfIHOC Ha BawwmoT npuxog.

EBe Hekou pyry MpuYMHM 30WTO Tpeba Aa CTaHeTe MpeTnpueMay U 4a 3arnoyHeTe CBOj BU3HUC:

» Osa e onuuja aa cosgagere Bpa6oTyBatbe 3a Bac.
> lcTo Taka MoXeTe a rv BpaboTuTe CBOUTE BIIMCKM.
» 0Ba e MOXHOCT [1a Oir0BOPUTE HA HOBUTE EKOHOMCKN MOXHOCTM U TPEH/0BM.

> Bu nomara Aia pasBueTe HOBM BELITUHM KOM MOXAT fla Ce MPUMEHaAT Kaj Apyru
npegusBuLyM Bo BalwmoT xuBoT. He-cnosHaBaukuTe BEWTUHU, KaKo LTO Ce
Npeno3HaBare Ha MOXHOCTH, MHOBALIMM, KPUTUYKO MUCTEHE, U3PXUBOCT,
LOHECyBakbe 0ANIyKM, TUMCKa paboTa, U NMAEPCTBO 61 MMasne NpuLo6UBKM 3a
Bac 6e3 pa3nuka fanu umate Hamepa fia CTaHeTe NPeTnpuemMay Uim He.

> MoxeTe fa co3fazeTe HOBU GOPMM Ha He3aBKCHa pa6oTa.
> MoxeTe fa MaTe MOBUCOKO IMYHO 3a[J0BOJSICTBO O XXUBOTOT.

Bawara MoTuBauuja MOXe Ja ce 3ronemMu M 3acunu npeky BMpexyBare CO [pyru Mnagu

1"



npeTnpueMauyn, NpeKky faBatbe MPakTUYHU NpPUMEPH, Pas3Boj Ha OAPEAEHM ,MEKU" BELTUHMU,
MOLENupare Ha MpuUMep, MEHTOPCTBO, UTH. Bo nornes Ha HayyHuTe npuctanu U MeTOLM,
MEHTOPCTBOTO W BOLEHETO Ce MOKaXane Kako epukacHu 6uaejku gpopmupaat Bpcka Koja He AaBa
cama no ce6e pelleHue Ha Npo6reMoT, Ho Gapa HauMHM Kako Aa Be foHece fo pelwenueto. Jpyr
npucTan KojlwTo UCTO Taka Ce CMeTa 3a COOBETEH € BMPEXYBaHETO CO APYrv MNaam nyfe u apyru
NpeTNpUeMaun Unn NoTeHUMjanHu CTapT-anu, UTH.

“Bo cekoja ycrenHa nmpukasHa,
Ke Hajrere HEKOj KOj ToHes T Xpaodpa o1 1yKa”
MUTEP ®. IPAKEP

Bo oBoj nornep, lej KaBacaku npepniara feka ako MOXeTe Jia ja UMniemMeHTupate Bawarta 6usHuc
WAaeja, Toraw 6m 6uno Ao6po Aa aHraxupare fBa BUAa Ha nyfe. Hajnpeo, Tpe6a fia HajaeTe MeHTOp.
OBa Tpe6a Aa 6uze NocTapo NuLe Koe ce cornacyea ja 6uae Baw Boany of BpeMe Ha BPEME, HO
KOe HMKorall Hema Aia U3BpLUM HeKakBa paboTa. BTopo, 61 Moxene Aa cu HajaeTe 6U3HUC napTHep.
OBa e Hekoj Koj 61 cakan fa paboTu 3aefiHo co Bac — fypu 1 Ha nonoBMHa paboTHO BpeMe — yuj ceT
Ha BELTHHW I'M HagononHyBa Bawwute. Cekoe of 0BMe nuLa MOXe fja Hanpasu rosiema pasnuka Bo
Bawwmot 6usHuc.

MHOFy CTyanun nokKaxane Aeka efHa oA rnaBHUTE NPUYUHU 30WITO Mapgute nyfe ce nnawart pa
3anoyHar CBOj GU3HMC Ce: CTpaB 0/ nNpeB3emMar-€ PU3UK U BePyBaHETO AieKa r'n HeMaaT BUCTUHCKNUTE
KanaynTeTu n no4YeTHa OCHOBA 3a OU3HUC.

HopmanHo e Aa ce nnawmTe Kora ce BryLTaTe BO HEWTO HOBO. AKO He CTe UCMAALLEHH, HELITO He e
BO pej co Bac. BawmTe CTPaBOBM He Ce 3HAK [ieKa MM HemaTte BUCTUHCKMTe paboTu. Ha nodeTokoT,
peuncu cekoj npetrnpueMay e ucnnaweH. Kako u ga e, MoxeTte ga ru HamanuTe oBWe CTPaBOBU
NpeKy 3amnoyHyBarbe CO NpaBere Ha HewTaTa, Ofiere YeKop No YeKop nofIaboko Bo BU3HMCOT K
MOCTUTHYBak€e Man HanpefoK cekoj AeH. o Hekoe Bpeme, HajBepojaTHO BawuoT noyeteH cTpaB Ke
UcyesHe.

Mose6n MUCNINTE [ieKa ja uMaTe npaBuHaTa 6U3HUC UAEja, HO T HeMaTe COOfBETHUTE KanayuuTeTu
" COO/IBETHATa MOYeTHa 0CHOBA 3a 6M3HMC. HajBaXHOTO HEWTO e [eKa CTe BO MOXHOCT Toa Aa ro
peanuaupate. AKo He ce paboTu 3a T0a, HajBepojaTHO Tpe6a fa nobapaTe Apyra uaeja UM Moxe6u e
noAo6po /Aa HajaeTe HeKOj KOj € BO MOXHOCT [1a T U3Be/ie TEXHUYKUTE paboTy.

Epuk Pajec, aBTOpOT Ha CBETCKMOT becTcenep ,J/labaBo 3anoyHyBarbe”, apryMeHTMpa Aeka ycnexot
Ha CTapT-anoT He e nocnefuua Ha fo6pK reHn unn Aa ce 6uae Ha NPaBMAHO MECTO BO MPaBUIHO
BpemMe. YCnexoT Ha CTapT-anoT MOXe Aa Ce NOCTUrHe NpPeKy cnefiehe Ha BUCTUHCKMOT MpoLec, WTo
3HAyM eKa UCTMOT MOXE Ja Ce HayuM.

OCHOBHa aKTMBHOCT Ha CTapT-anoT e Aa ru npeTsopun naeute Bo Npon3soaun n/unu ycnyru, a notoa
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Ja Mepu Kako ce OfiHecyBaaT MOTpOLlyBayuTe M notoa Aa pasbepe Aanu Tpe6a Aa CBPTU UM fAa
npogomkun. CuTe ycnewHum ctapT-an npouecy Tpeba Aa ce AN3ajHUpaaT Ha HauMH WTO Ke ja 3abp3aat
Taa noBpaTHa BpcKa.

Be Monume, 6ugejkv ro 3anoyHyBaTe BawuoT 6usHUC, BuaeTe CUTYpHU fieka pasbupate KOsky EeCHO
napuTe WTO CTe MM MHBECTMPane BO OU3HUCOT MOXaT fa ce u3rybat. Tpeba fa 3HaeTe KOJKy napu Bu
ce NoTPe6HM 3a fa 3anoyHeTe 6U3HUC U Tpeba fa pas3bepeTe feka CTe U3N0XeHM Ha pusuk. He Tpeba
Ja ce 06/10XyBaTe Ha napu KoW He MOXeTe fia CW 03BONNTE fja I U3rybute.

CnepHute npawara Moxar fa Bu nomorHat fAa ja oueHwuTe Bawata noprotBeHocT fa cTaHeTe
COMCTBEHMK Ha 6usHuC. Tpeba Aa offenuTe BPEMe 3a fa v pasriegarte npawamaTa u Aa fajerte
oAroBopu 3a Bac. Ao ce cooumnTe CO HeKakBW NPean3BULM NPU OLFOBapaHeTo Ha OBUE Mpallakba,
Tpeba a cM OfiBOMTE BPEME 3a [1a pa3MUC/IUTE LITO Tpeba fa HanpaBuTe 3a fa ' HafIMMHeTe OBUE
MpasHUHW.

[lanu cTe NOLroTBEHM fla CTaHeTe NpeTnpueMay 1 fja oCHoBaTe CBOj 6usHmuc?

e Llto oyekyBam o 0BOj 6u3Huc? (Ha np.
napw, He3aBUCHOCT, 3aJJ0BONICTBO, UTH.)

Kako Kke ce cnpaBam co pa3oyapyBamata?

e [lanu uMaM Mpexa 3a nogapuka?
e [lanu cyM JOBOMHO NOCBETEH/a fa ru

e [lanu My e yAo6HO Npu HEN3BECHHM
NOCTUrHaM MouTe A0NTOPOYHM Lienn?

CUTYyaLIMM W YyBCTBOTO Ha Hey06HOCT?
e [lanu uMaM NMYHa pucuunanHa?
® anu cyM NoAroTBeH/a cyM huHaHcmcku?
AKo cTe NOArOTBEHM f1a CTAHeTe NPETNpUeMay U Aa rv ocTeapuTe Bawnte 6USHNUC COHMILTA, BPEME €
[Ja 3anoyHeTe. MmajTe Ha yM JeKa HajTELIKOTO HELITO OKONY 3amM0YHYBabEeTO € ia Ce MOYHE.

“Mozkam 1a mpudaTtaMm Heycrex. Ha cexoj My ce cIydyBa jia He ycree Bo Helrro.
Ho ne MozkaM ja npudaram ga He ce ooujere.”
MAJKIT LIOPLLAH



3. Berrrnuun
3.1. KapaKTepI/ICTI/IKI/I Ha YCIIEIIEH ITpETIIpNEMayd

“Cekoj nMa ujen. JlyreTo MozkaT Ja 0uaT mpeMaory 3adgarenu Wil Ja HeMaar
caMo0Bep0a, IJIN TaK, TEXHIUKA CITOCOOHOCT /1a T'U cipoBeaatT. Ho cenak ou
cakaj ja ru criposeam. Ce pad0TH OKOJIy TOA JIa CTaHEN, 1 A I'0 HAIIPaBUIII TOA.”
L/EJMC IAJCOH

CrapT-anoT 6apa HOB TUM Ha MEHAMEHT NOCEGHO HaCOYeH KOH KOHTEKCTOT Ha eKCTPEMHA HECUTYPHOCT.
CTapT-anoT, UCTO KaKo M JpyruTte GusHucH, He GYHKLMOHMPA CaMo CO NPOM3BOAYBakbe Ha fo6pa unm
ycnyru. OyHKUMOHMPa Npeky ocTBapyBatbe Ha J06MBKA Mpeky npofaxba Ha Tve fobpa M ycnyru.
OcTBapyBa f061BKa [OKONKY NPOM3BeAyBa o6pa U yCiyrv no NOHMCKa LieHa Of, NMPOfaxHaTa.

Co npeB3eMar-ETO Ha 0BOj NoTdaT, BepojaTHO pasbupare jeka HajBaxHaTa CocTojka CTe TOKMY Bue,
KaKo COMCTBEHMK Ha 6M3HMCOT. MM no3HaBaTe Bawarta NMYHOCT, MHTEPECH, CMOCOBHOCTU, MOTTHK,
MOCBETEHOCT, BPCKM, NPUOPUTETU W COHMWTA. [IpenopaunuBo e Aa ce 3amno3HaeTe cebecu M of
6u3HuC nepcnekTuBa. Cekako Tpeba fja HanpaBMTe HEKAKOB BUJ Ha aHanu3a u Aa ce nornejHere
cebecu o cute arnu. OBa ke B nomorHe fa ru cnosHaeTe paboTuTe WTO Bu ce fonarat, oHue WTo
He Bu ce gonarart, cunHu u cnabu ctpanu. MNpeky oBa, Ke ycneeTe fa rv naeHTudukysate pabotute
KOW yuBaTe ja v npaBuTe, Bawmte MOMEHTaNHM BELITUHY, BO KOU BELUTUHU CTe J06PM U 61 Gune
Of, KOpPUCT 3a BalumoT 6M3HMC, KaKo W BELITUHU KOM HajBEPOjaTHO HUKOrall HemMa fia ru coBnagare.

Co uen Hajpobpo fa ce cno3HaeTe cebecu, npawiajte rv nyfeTo Co KOW CTe HaBUCTMHA GAMUCKM
unu cte paboTene 3aefHo fa Bu nomorHat Aa cnpoBefete TakBa aHanu3a. MoxeTe ga no6apate
HUBHa peanHa U KpUTMYKa OLieHKa Ha BawuTe CuHN 1 cnabu cTpaHu, Kako U MUCEHE 3a BUAOT Ha
OM3HUCOT BO KOj HajBepojaTHO 61 6une Aobpu. Ha 0BOj HauMH, Ke ycneeTe Aa HayunuTe Kou ce Bawute
TaneHTU U CNOCOBHOCTM 3@ KOW HE CTe GUNEe HU CBECHM AieKa v Umare.

3emeTe ja BO NpefBuz noyeTHaTa (asa — pa3Boj Ha 6U3HUC ugeja. MHory nyfe umaat fo6pa 6usHuC
upeja, Ho He cUTe r'M UMaaT NOTPeGHUTE KapaKTepPUCTUKN 38 HUBHUOT 6M3HUC Aa ycnee.

3apyxeHneto Ha Manu 6usHuck og CAJl nocouyBa feceT KapakTepUCTMKM KOM O MOTTMKHyBaaT
NpeTnpMeMayknoT ycnex, BP3 OCHOBA Ha MNpOLeHKaTa CnpoBefeHa OA cTpaHa Ha [anyn co
BKNyyyBame Ha 2.500 npetnpuemauu so CA[:

e (okyc Bp3 GU3HUCOT

e CamopoBep6a

° eraTVIBHO pasMucnyeame



e [lenernpare

e QpnyyHocT

e HesaBuCHOCT

e [loTpara no 3Haere

e [papeme ogHocK

e [IpeB3eMarbe Ha pUsunum

Hekou o 0BME NpeTnpueMayky KapakTepucTUKN Ce BPOAEHM, APYr MOXAT [ia ce HayyaT, a f0feKa
MaK HEKOM Ce HaZIBOPELLHM 1 MOTELLKM Ce 3a KOHTPOJIMPatbLE.

Moxe fa ce AoAajaT W ApYrM KapakTEPUCTMKM KaKo LITO Ce MOTMBaLMja, 6aparbe MOXHOCTHU,
OPWEHTUPAHOCT KOH LieNTa, CRyllake Ha ApyruTe, CNOCOGHOCT 3a ynpaByBatbe CO MoBeKe 3ajauv
(MyNTUTACKMHT), yNOPHOCT, CNIOCOGHOCT 3a pa3Boj Ha MHOBALUK, UTH.

KOHKy noBeke of, oBue KapakKTepucTuku mmate Kako npernpuemMayd Ha Bawa CTpaHa, TOJIKYy ce
noronemu BawuuTe WwaHcu 3a ycnex.

“3a IBaeceT TOJUHN 0TCcera, ke Ouje Iopasoyapanu o/ HelrraTa o He ¢Te
I'M HAIIPABWJIC, OTKOJIKY O] OHUE IITO CTe 'Y HarpaBuie. [1a 3aToa moguraere
ro cuapoTo. OTILIOBETE TOAAIEKY 071 0e30eTHOTO pucTanumrTe. lodareTe T0

BeTpoT Bo Bammre eapa. Mcrpa:kysajre. ConyBajre. OTkpusajre.”
MAPK TBEH

3.2. OCHOBHU IIpETHPUEMAUKH BeIITHHNI

“ROHTUHYUPAHOTO yUEIbe € MUHUMAIHOTO
Koe ce Oapa 3a ycrex Ha 01710 Koe 1moJie”
JEHUC BAJT/IN

Kako npeTnpuemay, Ke Mopa [ja U3BeflyBaTe HeKonkKy GyHKLMU UCTOBPEMEHO U BOEHO fia bupete
OZIFOBOPHM 3@ HENPEYHO 0ABUBatbe Ha CUTE aKTUBHOCTM Ha BalumoT 6usHuc. UcTo Taka, Ke 6uaeTe
33[0/DKEHM 3@ aMUHUCTPUPatbe, CMETKOBOACTBO, YOBEUYKW PecypcH, MapKeTWHr, npopax6a,
YCNY)XyBatbe Ha KIMeHTUTe, NponssoacTeo, VKT, utH. [lypu 1 Kora 61 MMane BELWTUHN 33 CUTE OBUE
ynoru, He 61 UMane BpeMe fia ce CrpaBKTe co cuTe. HajBepojaTHO Ke Mopa fia OANyuMTe KOU ce
HajBa)XHMTe 3a BawmoT 6U3HUC M Ha WTO Ke ce dokycupaTe. Bo ucto Bpeme, ke 6uae notpebHo Aa
JenerupaTte HeKOU OfI HUB Ha APYry NKLLA CO PasnnyeH PeAocies u NpUopuTeT.

TnaBHKTe (aKTOPW KOU 61 MOXeENe ia BAnjaaT Ha BawwmoT cTapT-an v ycnexoT Ha ManuoT 6U3HUC Ce:
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e HefoCTUT Ha NNaHMpatse * HepocTur Ha noaapLIKa e HepgocTur og pecypcu

e Jlowa kpeamtocnocobHocT  ® HepocTur Ha UCKYCTBO e lrHopupatbe Ha
NOTPOLLYBAYOT
e Heycnex Bo e (Cnabu meHalyepcku powly
NpoHaorareTo Ha CMOCOBHOCTH ¢ Jlowo ynpaByBatbe
HaZBOPeLLHa NOAAPLIKA CO KeL.
[ ]

HepocTur of, huHaHcum

Pas6uparbeTo Ha oBUE NPeaU3BULM U AOHECYBAHE HA OANYKM [LOBOHO paHO OKONY Toa Kako Ke 'y
HafMWHeTe UCTUTe, Ke B nomorHe fa rv sronemute BawuTe waHcu 3a ycnex Ha Bawmnot GuU3HuC.
Hekow of oBMe Npefu3BULIM, KAKO HEYCTEX BO 6apareTo HaBOPELLHA NOAAPLIKA U HEOCTUIOT 0f
nnaHuparbe, Ce NPUINYHO OUUTNIeSHU U MOXE Aa GUAAT NOAPXKAHM Of CTPaHa Ha opraHu3aluuTe 3a
NOALPLLUKA Ha BU3HUCHTE.

Co uen pa 0 roBopunTe Ha HEKOW OA4 norope crioMeHaTuTe npeau3Buun, Kako npertnpuemMad Bue
Tpe6a Aa pa3BueTe pa3sIM4yHN BEWTUHN 3a Aa 3ano4yHeTe Co OBOj HanopeH ﬂOTd)aTI

a) MeHalepcku BeWTUHY

> BusHuC nnaHupame > MapkeTuHr > [popaxba

> [loHecyBate ofJ1yKu > QuHaHcuu > YoBeyku pecypcu

6) TexHMYKN BEWTUHMN U BELWITUHN 33 NMPOEKTEH MEHALIMEHT

> KomyHuKauuja > HabsbyayBatbe Ha > [1naH 3a KOHTpOna
. JenoBHaTa CpeAmnHa Ha KBanuTeT
> [lnsajH P
» MeToA Ha KpUTUYKK naT » OpraHusayucka CTpyKTypa
> lcTpaxysame n P P PYKTYP
pa3sBoj (M&P) > PasnoxyBatbe Ha > YnpaByBatbe CO
aKTMBHOCTUTE Ha 3afaun KoHdurypauuja

> [1ponsBOACTBO U
ornepaTuBHO paboTere > KoHTpona Ha BOKyMEHTH.

He mopa pa 3Hauu faeka pobpuTe npetnpuemMaun Ke 6upgat [obpu MeHayepu. TeXHUKUTE Ha
MeHalMpare He ce reHeTCKo HacneAcTBo. Tue Mopa fa ce HayyaT U Aa ce npudakaat. Ha oBoj
HayuH, NPeTNpMeMayoT Mopa NOCTOjaHO fia yuu U 4a Ce CTeKHYBa CO HOBYW BELUTUHM.

“PopmasinoTo o0Opaszosanue ke Bu ode30e1u KuBeauka,
HO caMo-eayluparbeTo ke Be narpasu ooratu
[IUM POH



3.3. busHuc mIanupame

KnyyHa cocTojka BO Cekoj 6U3HUC e NnaHoT. He nocTom rapaHumja Aeka Bawmot 6usHUC Ke ycnee, HO
[06pO0 HanuwWaH 1 UCTpaXKeH 6U3HUC NNaH Urpa BaxkHa ynora BO yCnexoT Ha efieH 6usHuc. Cnopej oBa,
e[lHa 0ff HajBaXHMTE BELWTMHM WTO Tpeba fa rv nocefysaTe Ce BEWTUHUTE 3a GU3HUC NiaHupatbe.
Ha kpaTko, 6u3HMC NnaHoT e opmanHa usjaa 3a BawuTe 6U3HUC Lenu, U 36up of enabopupaHnu
JeTaNHu NNaHoBW 3a MOCTUTHYBatbe Ha TUe Lenu. busHMc nnaHoT e pasdupniue, NUILAH ONUC Ha
BawwuoT cTapT-an 6usHuc. Ce paboTu 3a fieTaneH U3BeLTaj 3a NPOM3BOAUTE U yCnyruTe Ha Baweto
npeTnpujaTue, NPON3BOACTBEHUTE TEXHWUKM, Nasapy U KIUEHTW, MApPKETUHI cTpaTeruja, YoBEUKNTe
pecypcu, opraHusauujata, 6apara Bo nornes Ha MH@pacTpykTypaTa M HabaBKuUTe, HUHAHCUCKM
NPOrHo3u, PUHaHCUCKM Gapatba, Kako U U3BOpPU 1 ynoTpeba Ha poHA0BNUTe. DUHAHCUCKUTE NPOTHO3M
3a NpUXopuTe M TPOLLOLMTE 3@ efieH CTapT-an 6U3HUC 06MYHO NOKpMBAAT NepMog OA 3 A0 5 roauHM.
Kako wWTo 3anoyHyBaTe HOB 6U3HMC, HajBEPOjaTHO OuYeKyBaTe fa MMaTe HETO 3aryba 3a npBuTe
efiHa Unn ABe roanHW. Bo TakoB cnyyaj, Bawmot 6M3HMC nnaH Tpeba Aa ro nokpue NepuogoT nocne
TOYKaTa Ha NPOGUTAaBUNHOCT 1 i@ NOKPUe HajManky ABe NPOGUTHN rofMUHM.

Bo crtapt-an cuTyaumja Kako Bawarta, BO TEKOT Ha WCTpaxyBatbeTO Ha NasapoT 6u Moxene fja
OTKpWeTe JieKa BalIMOT PErMOH He e [OBOJIHO rofieM 3a fa 06e36eau oApXAuB nasap 3a Bawwot
6usHuc. Toral, 61 MOXene Aa pasMUCAUTE 3@ pPasfiMyeH TUM Ha GU3HUC, UAKU @ FO 3amnoyHeTe
BalumoT 6M3HMC Ha pa3nMyHa lokalmja.

EBe HEKONKy NpuumMHM 30WTO Tpe6a fa BROXUTE fen of BalweTo ckanoleHo BpeMe BO CTapT-an
(asata 1 fa NOArOTBUTE KBANUTETEH BU3HUC NNaH:

e BusHuUCOT nnaHoT Be npuHyayBa, Kako NpeTrnpuemay U CONCTBEHUK Ha
OU3HUC, la pa3MuCnyBaTe Ha CTPYKTYMPaH HauyMH U COOLBETHO fia ro
niaHupaTe CeKoj AeTan npeg Aa ro 3anoyHeTte CBOjOT 6U3HMC.

e busHuc nnaHoT ru NoKaxyBa LWaHCUTe 3a ycnex u I'IOTEHU,VI]Z:U'IHVITE
KPUTUYHN TOYKK Ha BawmoT 6usHuc.

e BW3HUC NNAHOT ro NOKaXyBa NpoduUTOT WTO Ce 04eKyBa BalumoT 6MsHNUC
/la ro 0CTBapy BO MAHNHA. [TOKaXyBa KakKBM Ce 0YEeKyBaHUTE PUHAHCUCKN
0A/IMBN HABOP 0 BU3HUCOT (TPOLLOLM) U NAapUYHW NPUANBYI OF BU3HUCOT
(npuxoau). Ha npumep, ako BaluuTe TPOLLOLYM CE BUCOKM, TOTalll eBEHTYaNHO
61 Tpe6ano Aa rv 3rofieMuTe LieHUTe NN Aa I HamanuTe TPOLLOLMTE.

e [InaHoT uaeHTUdUKYBa AENOBM 0F GU3HUCOT Ha KOW UM e NOTPe6HO
nogo6pyBarbe. 3a a ro NOAroToBUTE NNAHOT, Tpe6a fa pasmucnuTe
MHOTY BHUMATEHO 3a CE WTO B/injae Bp3 BawwmoT 6usHuC.

e BU3HUC NNAHOT € KOMYHUKALMCKa anaTka KOH HafBOPELIHUOT CBET LITO
By oBo3MoXxyBa Aa annuuupate 3a 3aem of 6aHka. iIMeHo, NoBeKeTo o
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GaHKWTe Ce 3aMHTEpecMpaHy [ia ja 4o3HaaT OueKyBaHaTa npoAax6a, TpoLoLm
1 B06MBKa, KaKO ¥ MapuyHuTe NPUIMBM NPeS Aa NOHYAaT 3aeM.

e Bunomara pa ja ogpenmnTte HacokaTa KOH Koja Ke ce ABWXU BawmnoT 6u3Huc.
e BW3HUC NNaHOT AaBa feTaHu MHhopMaLMn 3a NOTpeGHMTe PecypCHu.

Ha 6usHMC nnaHoT Tpe6a Aa ce rnefa Kako Ha XWB JOKYMEHT, KOjWITO CE& MEHyBa Kako LITO
NpeTnpujaTMeTo pacTe U JOCTUTHYBA OfpPefeHN pesynTaT. busHuc nnaHoT Tpe6a fa coapxu net
TWNa Ha UH(pOPMALMK, KaKo LITO Ce CNeAHMUBE:

° MVICI/IjaTa Ha Bawwuot 6usHuc u Lenute Kon cakate Aa rm NnOCTUTHETe,

e BawwuTe LenHW nasapu v KIMeHTUTe, NPOM3BOAUTE U/UNN yChyruTe
KOW I HYAMTE 1 No3uLnjaTa Ha BalumTte KOHKYpEHTH;

e KBanutaTUBHMTE W KBAHTUTATUBHUTE Pe3ynTaT KOM OYeKyBaTe 4a rv ocTBapuTe;

e YoBeukuTe pecypcu, MHQpacTpyKTypaTa, onpemara, CypoBMHUTE U GUHAHCUCKUTE
pecypcu Kou Bu ce noTpebHu 3a Aa ja ocTBapuTe CBOjaTa GU3HUC Lien;

e TexHUYKMTe, OpraHn3aLmcKuTe n afMUHUCTPaTUBHUTE NPOLIECH KOM Keru NnpuMeHunTe.

Bu3HKUC nnaHOT 06MYHO COAPXKW WU3BPLUHO pe3nmMe, ONUC Ha I'IpeTI'IpVIjaTMETO, uenn, onnuc Ha
Npou3BoOANTE N YCNYTUTE, UCTPAXKYyBaH€ Ha Na3apoT, MapKeTUHT NJiaH, onepaTuBeH niaH, MeHaLIMEHT
nnaH, d)I/IHaHCI/ICKVI nnaH n gogartouu.

AKO MmaTe HOBa GU3HUC MAeja, HAa MOYETOKOT KaKo anTepHaTMBa GM MOXene ja ro ynorpebute
BusHuc mogenot KAHBAC. BusHuc mogenot KAHBAC e noefHocTaBeH fu3ajH Ha Bawmot 6u3HKUC
MOJen Koj ja NpuKaxyBa BpeLHOCTa Ha NPOU3BOJOT, KNUEHTUTE, KaHanuUTe U BPCKUTE Kako fa ce
hojae Lo TMe KNMEeHTH, M KaKo NOTEHLMjaNH1OT NPOM3BOJA Ce Npou3BeayBa 1 CO Kou pecypcu. Bp3
OCHOBA Ha OM3HKUC MOJENOT, Ce onpefenyBaaT NPUXOANUTE U TPOLLOLMTE Of PaboTeHETO.

0Boj 6U3HNC MOAEN € BU3HUC anaTKa Koja Ce KOPUCTY 3a BU3yenn3aliuja Ha CUTe COCTaBHU ENIEMEHTH
Npu 3anoyHyBarbe 6U3HUC, a Toa Ce:

> CermeHTUpame Ha notpolyBayunte: Kou ce notpoLlysayunte?
Lto TMe mucnat/rnegaat/JyyBcTBYBaaT/Npasat?

> BpepaHOCT WTO ja HYAM NpousBofoT/ yenyrata: LLTo e oHa Koe LWTO npuBekyBa
Kaj BpefHocTa? 30wTO KynyBaunTe KynyBaat/ ynotpebyBaat?

> KaHanu: Kako ce npomoBupa, Npojasa 1 JOCTaByBa BpeJHOCTa WTO ja
HyAn npon3BogoT/ yenyrata? 3owTo? [anu Toa GyHKLMOHMpa?

» OpHocu co noTpoluyBaunTe: Kako ce KoMyHuLupa co
NOTPOLLYBAYOT 3a BPEME Ha HUBHOTO ,naTyBame"?
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> [puxoan: Kako 6M3HUCOT 3apaboTyBa NPUXOA Of, OCTaBeHaTa BpeaHoOCT?

> KNnyyHu aKTMBHOCTM: KakBM YHUKATHU CTpaTeLIKM paboTu
npaBu 6M3HMCOT 3a Jla M 0CTaBM BpefHOCTUTE?

> KnyyHu pecypcu: Kon yHUKaTHU CTpaTeLKK CcpeAcTBa Mopa Aa
v nocefyBa efieH 6U3HUC 3a Aa OUAE KOHKYPEHTEH?

> KnyyHn naptHepcTBa: LWTo He Tpeba fa npaBu efHO NpeTnpujatue
3a fia ce (oKycKupa Ha CBOUTE KNYYHU aKTUBHOCTH?

> CTpyKTypa Ha TpowouuTe: Kou ce rnaBHUTE M3BOPU Ha TPOLLOLY
BO 61M3HMCOT? Kako UCTUTE Ce NOBP3aHu CO NpuxoauTe?

Cekoj o7 0BMe COCTaBHM eleMEHTW MOpa TOYHO Aa Ce NOMOJIHAT, M NOCTOjaHo Tpeba Aa ce peBuanpa
3a ja 6uAeTe CUTypHM fleKa 61U3HUC MOAENOT e ce ywTe ToueH. OBoj 6usHuc Moaen KAHBAC BcyliHoCT
MOKaXyBa Kako BalUMOT 6U3HMC Ke HanpaBu NpoduT.

CJTNKA 1. KAHBAC BU3HNC MOJE

Knyynu Knyyhu BpepHocT wro ja 0OpHocu co CermeHTH Ha
MapTHepu AKTHBHOCTH HY/AM NPON3BOAOT noTpowyBayuTe noTpowyBayu
Knyyhu Kananu 3a
pecypcu AucTpubyuuja
CTpyKTypa Ha TpolouuTe Mpuxopn

Bo Mpunor 1, e npukaxaH KAHBAC 613HMc MOAEnoT Ha CBETCKU No3HaTaTa KomnaHuja MekfoHanac.

Ako cakaTe fa aniuuupate 3a 3aeM 3a fia ro 3anoyHeTe CBOjOT 6M3HUC, KPeAMTOPOT Ke nobapa
HanuiaH 6usHKUC nnaH. bes ornes Ha Toa Aanu anauLupate 3a 3aeM UM He, COBETOT e fla UMaTe
W3roTBeH 6U3HUC NNaH.



3.3.1. U3BPLLIHO PE3UME

/3BpWHOTO pesnMe e mpernep Ha OM3HWUC NIAHOT Ha Bawwot crtapT-an. OBa CO CMrypHOCT e
HajBaXHMOT eANHEeYeH fen of Bawwnot 6usHuc nnaH. OBa e M NPBUOT AeN LWTO NOBEKETO YnTaTenu
Ke ro npouutat. Llenta Ha M3BPLWHOTO pesnMe e Aa ro NpuBfeYe BHUMAHMETO Ha YuTaTenuTe npexy
CyMupatbe Ha KNyYyHUTE efIeMeHTU Ha BU3HNC niaHoT. Toa Mopa Aa OuAe KPaTKo, KOHLM3HO U MHOTY
J06p0 HanuiLaHo co Lien Aa ro NpuB/eye HaJBOPELHNOT YnTaTen (061u4YHO 6aHKap WU MHBECTUTOP)
Ja ro npoynTa OCTaTOKOT Of Bawwnot 6u3Huc nnaH. M nokpaj $akToT WTO W3BPLIHOTO pesuMe e
NPBUOT fieN of GU3HUC NIAHOT, UCTOTO Tpeba Jja ro HanuWeTe Ha KPajoT, 0TKakKo Ke rn OCMUCINTE
CUTe ApYyru efeMeHTn Ha BawmoT nnaH.

M3BpIIHOTO pe3rMe 0BO3MOXYBa NPernes, Ha LienTa Ha 6U3HUC NNaHOT Ha eAHO NMOBMCOKO HUBO, 1
noTeHLMpa rNaBHNATE MOEHTU U NOTPeGHUTE GuHaHcuckn pecypcu. OBOj Aen Ha GU3HUC NNaHOT He
Tpe6a na 6uae MHOry JONT, OfIHOCHO HajMHOTY ABe A0 TPW CTpaHUuM, U Tpeba Aa Aa ce npoyuTaat
BO HEKOJIKY MUHYTW. [1pn N3roTByBarETO Ha U3BPILHOTO PesnMe, Tpeba Ja HanuLeTe No HEKONKY
peyeHNLM 1 o YT rNaBK Ha 6U3HUC NNaHoT. TeKCTOT BO peaumeTo Tpeba Aa 6uje Bo COrnacHocT
CO MH(bOpMaLUUTE U hopMynaLMMTE BO APYruTe AeN0BK Ha GU3HUC NNTAHOT.

Ha kpajoT, Tpe6a fa ro padmHupate U3BpLHOTO pesume. [lo6pa NpakTuKa e Aa UM OBO3MOXUTE Ha
HEKOJIKy /lyfe ja ro NPoYMTaT, OAHOCHO TaKBI KOW r0 NO3HaBaaT BalinoT 6USHUC 1 TaKBU KOU HE T0
nosHaBaar, ¥ fja r'v 3amonuTe fa Bu gagat nospaTtHU MHGOPMaLMK 1 NPeAIosN.

CofipXX1HaTa Ha N3BPLUIHOTO pesnmMe Tpeba fa rv Bkayyysa: (1) Lienta Ha 6u3HuC nnaHoT, (2) MaeHuTe
noeHTu 1 (3) GuHaHcuckuTe NOTPe6M (ako NnaHMpaTte Aa MOBUAU3UpaTE AONONHUTENHU HOHL0BH).

Bo rnaBHUTE NOEHTU MOXe [ja BKNYYMTE: LIeNK, MUCHja 1 BU3Mja, KIYY [0 YCMEXOT, MOYETHU TPOLLIOLM
U GUHaHCUpaHE, CONCTBEHOCT Ha MPETNpUjaTUeTOo, MPOM3BOAM U YCIYTY, LIEIEH Ma3ap, MapKeTUHT
cTpaTeruja, MeHayMeHT, GMHaHCUM U [ien Koj Ce OAiHecyBa Ha MHBECTUTOPUTE KAaKO U MOroseMUTE
aKTUBHOCTH LUTO Ce NNaHWpaaT Bo UAHMHA.

3.3.2. OMUC HA BU3HNCOT N NPETMPUJATUETO

OBaa rnaBa Ha 6WU3HUC NiaHoT Tpe6a Ja OBO3MOXM MOYETEH Npernef Ha GU3HUCOT 3a yuTaTenoT
npeg noHaTamy fa ce aagat cneunduyHu getanu. Toa Tpe6a fa Aafe onuc 3a paboTaTta Ha caMnoT
6M3HMC BO onwTK pamku. Ce cymupaat crneyudpuyHu uHbopMauuu 3a NpeTnpujaTUeTo, ce npasu
Onuc Ha GU3HUC MOJENOT, OpraHn3aLnja Ha BU3HUCOT, IoKaLWja U NPOCTOPUM, TNaBHUTE NPON3BOAM
W MOTPOLLYBAyYM, KNy4HW MHbopMaLumu (NepcoHan, BKYMHO NPOU3BOACTBO, NPUXOAM, UTH.), MpaBeH
CTaTyC, CONCTBEHMIUTBO M MEHALIMEHT.

N360poT Ha npaBHaTa (opMa Ha NpeTnpujaTUETo e efHa of rMaBHUTE OANYKKU Kou TpeGa ja ru
JoHeceTe. MimaTe HEeKOKY OMLMM KaKo Aa ro peructpupate NpeTnpujaTmeTo, O4HOCHO Kako TproseL
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noeauHel; lpylITBO CO OrpaHMyeHa ofroBOPHOCT Ha eaHo nuue (LLOOEN) u [pywTBo co orpaHuyeHa
ogrosopHocT (400).

MoBeKeTo CTapT-anu r'm 0CHoBaaT HMBHMTe KoMnaHun kako [J00. OgroBopHoCcTa ce ofHecyBa camo
Ha MMOTOT Ha KOMMaHmjaTa, HO He W Ha UMOTOT Ha OCHOBAYoT. [JOKONKY NpeTnpujaTueTo HaBnese
BO [0/IFOBM, HaniakatbeTo Ha [JOArOT MOXE Aa Ce HanpaBW eAWHCTBEHO Of cpejcTaBaTta Ha
NpeTnpujaTUeTo, a JOKONKY T0a HE & MOXHO (Ha NMp. nopaau HefI0CTaTOK Ha IMKBUAHOCT), ONTOT He
MOXe [la Ce HannaTtu of, UMOTOT Ha OCHOBa40T/OCHOBaYuTe.

Kako pa orBopute npernpujatue Bo Makep0HHja BO POK Of, eieH fieH?

1. W36epeTe uMe Ha NpeTnpujaTUeTo: UMETO ce CocTOU Of 3 eNEMEHTH: ONUCHO
nme, bopma Ha NpeTnpujaTMeTo, U rPafoT Kajie e NoLMpaHo NPeTnpujaTUeTo.

2. 06e36enete agpeca: MoxeTe fa ynotpebute foMalliHa
ajipeca, afipeca Ha U3HajMeHa KaHuenapuja, uau agpeca Ha
npeTnpujatuja Ko 06e36eayBaaT TakBuU YCIyru.

3. MoueteH kanutan: UcTuot usHecysa 5.000 eBpa, HO MOXETE Aa ' BHECETE BO
NpeTnpujaTMeTo No NpBaTa roAnHa, Kako MOHETapeH U1 HEMOHETApPEH BIIOT.

4. Hajpete Baw 3acTanHuk: Bu Tpe6a oBiiacTeH NPeTCTaBHUK Ha
LleHTpanHMOT TProBcKM peructap (afBokaT Ui CMETKOBOAMTEN)
3a [ja ' CnoJiennTe NOTNULWAHUTE JOKYMEHTH CO HEro (OBa MOXETE
[ o HanpaBuTe 1 NPeKy e-noLuTa). 3acTanHWUKOT v NofJHEecyBa
uctute fo LieHTpanH1oT perucrap u ce 0CHoBa npeTnpujaTue.

5. Hapauajte neyaTu 1 oTBOpeTe CMeTKa BO 6aHKa: 1o 0Ba,
MOXe Aia HapayaTe nevaTy, ja OTBOPUTE CMETKA BO 6aHKa
1 BawweTo npetnpujatne Ke 6UAe 0OCHOBaHO.

3.3.3. UEN

OBOj fien Ha 6U3HUC NNaHoT Tpeba fa ja onuuwe Bawara 6U3HKUC cTpaTeruja, BU3mujata U MucujaTa Ha
npeTnpujaTUeTo, fa rM HaBejeTe LienuTe BO OAHOC Ha npofax6arta, Npou3BOACTBOTO M NPOdUTOT.
CoBeT e Aa ja hokycupate 6M3HUC cTpaTerujata OKONy KAMEHTUTE U noTpowysayuTe. Kako 6M3HMC
COMCTBEHMK, HemaTe Wed, HO MMaTe MHOrY TakBM — Toa ce BawwuTe BawwuTe KNMEHTH U NOTPOLLYBaYM.
Bu3ujaTa My AaBa YyBCTBO Ha HacoKa Ha 61u3HuUC NOT(aToT, foAeKa MuUcHjaTa ja BOocnocTaByBa LienTa
Ha 6M3HNCOT. Tpeba fja cu v OArOBOPMUTE CEAHMTE Npallatba:

e Kako ro rnegarte 6U3HMCOT e lliTo ce obupyBate ga nocTurHete?
3a 5 roguuun op cera?
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e 30wWTO CTe BO 0BOj 6M3HMC? e Kou ce BpeAHOCTUTE Ha BawmoT 6usHuc?

e Kom npomsBoam u ycnyru ru 06esbenysa?

Co Bawara Bu3uja Ha yM, Tpeba Aa Cu NOCTaBUTE LiENIM KOW Ke Be ApXXaT BO YEKop Co ucTara. 3atoa
uenute Tpeba na Bu 6upat MAMETHU (aHr. S.M.A.R.T.).

e Cneunduynn - Koj ke nomorHe? e PeneBaHTHW —[lanu LenTta e coOOBeTHa
Kako? Kage? Kora? (peneBaHTHa) Ha BUCTUHCKATA

cocToj6a Ha nasapot?
e Mepnusu - Konky? ) P

e BpemeHcku onpegenenn — 1o kora

e AMOMLMO3HM — [lanu uenta e
Tpeba Aa ce nocTurHar uenute?

aM6uLIMO3Ha, HO cenak JOCTUXHa?

Bo cnyuaj kora OM3HMC MNAHOT e HaMEHET 3a [,obuBatbe 3aeM 0f, 6aHKa, Tpe6a ha fafete KOMeHTap
3a LenuTe, Kako LWTO ce 04eKyBaHOTO BpemMe 3a Aa Ce MNOCTUrHe NO3UTUBEH NPUNNB Ha TOTOBUHA U
cnoco6HocTa 3a cepBucupare Ha JoNroT.

Mpumepn 3a MAMETHU (S.M.A.R.T.) 6u3HuC Lenn

e [lo KpajoT Ha TPeTUOT KBapTan, fja 0CHOBAM CBOja KaHLenapuja, aa
aHraxupam pusajHep, u resepupam 20.000 eBpa npeky npogaxoa.

e [lo KpajoT Ha npBaTa roauHa, Aa 06e36eAaM Tpu roNemMm KINEHTH
Kou Ke mu reHepupaart 50.000 eBpa BO npoAax6a, WTo Ke Mu
OBO3MOXM [la aHraXMpaM KOMepLujanucT 3a npofaxoa.

e [la reHepupam NO3UTUBEH NPU/MB Ha FOTOBUHA Of} PaboTeRETO,
1 Hajmanky 10% HeTo MpoduT No BTOpaTa roguHa.

3.3.4.0MNC HA NPON3BOAUTE/YCNYTUTE

Bo oBaa rnaBa Ha 6M3HMC NNaHOT Tpeba fa rv onuLieTe NPOM3BOAMTE U/UNU YCAYTUTe, HarnacyBajku
v NocebHNUTE KapaKTEPUCTMKM KOW 61 BU OBO3MOXUIE KOHKYPEHTHA NpeaHocT. Tpeba Aa objacHuTe
Koj nasap rv no6apysa BalUMTe NPOU3BOAM U/UNU YCIYTY U a T NOCOYM NNaHOBMUTE 3a UAEH PasBoj.
LlenTa Ha oBaa rnaea e fja NpuKaxe JEeTaNHo WTO paboTi BalMOT GU3HKUC 3a MOTPOLIYBAYOT U WTO
Y NpaBuW NOXeNHM oBMe NoHyAW. OBaa cekuuja Tpeda fa COAPXKM OMMC HA NPOU3BOAOT M UCTOPHja,
KapaKTepuMCTMKM Ha NPOM3BOLOT, UCTPaXyBare U Pa3BOj, TPOLUOLIM U LieHM, NPOU3BOACTBEH NPOLIEC,
OCUrypyBatbe Ha KBanUTET U KOHTPONA, U3BOPM Ha CYPOBMHM U PENPO MaTepujani 1 MHTeNeKTyanHa
COMCTBEHOCT.
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Hajgobpute 6usHuC upeu foafaat npeky uaeHtudukaumja Ha Hekoja noTpeba UM peliaBarbe Ha
HeKoj npo6aem Ha noTpolyBaynTe. AKo BawmoT npoussog unm ycnyra He pewwasa npo6aem Koj ro
“MaaT NoTPOLLyBaynUTe UM He 3aJ0BONYBA HUBHW NOTPe6U, HeMaTe oApXAuB 6u3Huc. MpobajTe aa
OfrOBOPUTE Ha CNefiHUTe npaluarba NoBp3aHn co BawuTe nponssoan/ycnyru:

» LlTo cakam ga npogaBam? > Ha KakoB HauuMH e MopasfinyeH of, BeKe

, MoCTOjHUTe npousBoau/ ycnyru?
» KakBa HaMeHa Ke uma ) P Anryeny

npoussogoT/ycnyrara? > Koj ke ro kynu? Kako fa 6uaam

. curypeH Bo Toa? Kako Ke go3Haam?
> KakoB npo6nem peluaBa MojoT

npomssog/ycnyra? > Konky Ke nnaTart 3a HuB?

Tpeba getanHo fa 06e36eauTe ONuUC Ha NPOM3BOAOT, Taka LITO M HAjoOGMYHMTE Nyfe MOXaT jacHO
Ja pas6epat wTo npogasate. 06jacHeTe Kako WU3rnefa, KakBa HaMeHa MMa, Kako (yHKLMOHMPA,
KONKY Tpae, KakBM BapujaLui 1 onumun ce fLocTanHu, UTH. Tpe6a Aa uma nocebeH GOKYC Ha Toa Kako
Ke ce KOpMCTM NPOM3BOLOT Maun ycnyrata. Moxete Aa Bkayyute GpoTtorpaduu, aujarpamu, LpTexm,
ONWTK creundnKaLnun Ha NPOU3BOAOT, MHXKEHEPCKU CTYAMM W NpofaxHu 6powypu (Bo npunosute
Ha 6M3HUC NNAHOT).

Bo oBaa cekuuja Tpeba fa ce GokycupaTe Ha KapakTepuUCTUKUTE WTO ro NpaBaT BawuoT npon3Bog
WKW yCcnyra, yHUKaTeH 3a noTpowyBayute. Tpeba ga ro geduHupate HUBHUOT e4UHCTBEH NPeSIor 3a
BpefHOCTa, MCTO Taka MO3HAT U KakKo efJMHCTBEH NPofaXeH npeasor. Toa e OHa LUTO ro pasukyBa
BawwmoT 6usHMC of, KOHKYpeHTUTe. Ja feduHMpa BallaTa yHMKaTHa No3uLMja Ha na3apoT v Bu faBa
KOHKYPEHTHa MpefHOCT npen Apyrute 6u3HMcKu (Ha np. QyHKUMOHANHOCTA, TPajHOCTa, NecHaTa
ynoTpebnueocT, UTH.). EQeKTUBEH HauMH Aa MpUKaxXeTe OApefeH NpOM3BOA UMM ycnyra e Aa
NpUKaxKeTe aHanM3a Ha KapakTepucTukute/ 6eHepuTUTE, Kaje KapakTepucTukata e cneyupuyHa
KapaKTepucTMKa Ha NPoW3BOAOT, [OAeKa GeHe(UTOT e MpefHOCTa Koja MOTPOLIYBAyoT MM
KOPMCHUWKOT Ke ja n3Bfieye of NPOU3BOLOT AU ycayraTa.

“Bo mojaTra mpakca, 3a eIMHCTBEHUOT IIPOJAzKeH IIPe/I/IOr MUC/IaM KaKo Ha
npeceptT. Toa e Hel'To YHUKATHO, HEOUEKYBAHO, U 3HAUAjHO HITO MO:Ke J1a Be
0/IBOM O] ITOBEKETO, Taa 00jacHyBa. EANMHCTBEHUOT MPOJaKeH IPE/Ior €
CEKOj acneKT o1 BammoT OpeHj nain OU3HUC Pa3/jInmdeH 0] OHOj Ha
KOHKYPEHIIHjaTa 1 MozKe Ja ce MICKOMYHHITUPA JI0 Iy0IMKaTa 3a 1a TU
0Xpadpu JIyreTo Ja ro npodart Banmmor 6pent uian Ja MpeMUHAT o IpyTr OpeH”
LIYJIN KOTUHO

Bo cnyyaj Ha pu3uuM NOBP3aHM CO NPOW3BOAOT MMM YC/yraTa Kako OAroBOPHOCT Ha MPOMU3BOAOT,

npod)ecroHanHa ofroBOPHOCT, /M JIECHO KOMMUPatbe OfI CTPaHa Ha KOHKYpPeHLMjaTa, OMULLETE M 1
objacHeTe Kako Ke rv ybnaxuTe nocneanumTe of 0BUE pUSULIN.
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3.3.5. UCTPAXYBAHE HA MA3APOT

Kora ro peduHupate npo6neMoT WTO cakaTe Aa ro peluTe, HajBepojaTHO pasmuciyBaTe 3a
NoTeHUWjanHUTe MOTPOLIYBAYM KOM o MMaaT TakBMOT npobnem. Tpeba ga cTe BO cocToj6a Aa
AeduHmparte Koj TOYHO UMa TaKOB NPO6IEM 1 a ,O3HAETE KOMKY TaKBW NOTEHLMjanHKU NOTPOLLYBayu
6u MoXene aa umarte. bes noTpolyBayu, Hemate 6u3HUC. 3aT0a TPeba Aa NOTPOLLNTE NOBEKE BpEME
Ha npojax6a W MapKeTUHT OTKONIKY Ha 6uUno Koja Apyra akTUBHOCT. [la pa36epeTe Kou ce BawuTe
MOTPOLLYBAYM 1 LITO UM € MOTPe6HO e CpLEeTOo Ha Balwarta MapkeTuHr 1 npogaxHa cTpateruja. OBa
€ eleH OfI HajBaXKHMTe acneKTW Ha 6U3HKUC NnaHoT. Bo oBaa rnaea, Tpeba Aa AOKaxXeTe Aeka umare
KOMMNETHO pa3bupare 3a NasapoT, Aeka UMa nobapyBayka 3a BawwoT npousBog unm ycnyra u
Jeka Bawarta KomnaHuja e A0BOJIHO KOHKYPEHTHa 3a fa aobue fobap yaen Ha nasaport. Tpeba fa
BKJ/TyYMTe MasapHa aHann3a, Aa ru uaeHTMduKyBaTe KNUEHTUTE U KOHKYPEHTUTE, U ia ro feduHupaTe
BaLLMOT LieNeH nasap, BKAy4yBajKku ja u Bawara no3numja Ha nasapor.

Tpeba pa o06esbegute OCHOBHM MH(OPMaUUM 3a [eNOBHATa CpeanHa M Aa 06jacHUTe Kako
WHAYCTpUjaTa paboTyu HACMPOTHU EKOHOMMjaTa Kako LiefinHa. [LonosHuTeNHO Tpeba Aa rv nperneaate
OM3HUC NPaKTUKNTE KOW CE YHUKATHU 3@ MHAYCTpujaTa.

Cekorall NMOCTOM UCKYLIEHWETO Aa ce AeduHupa LeNHNOT nasap KOJKY LITO € MOXHO Moronem, u
BO MHOTY C/lyyau [a Ce yCBOM LIeNNOT nasap Kako LeneH nasap. 3a Aa ce cos3faje nobefHuuku
KoHuenT, Tpeba Aa ro Hamanute GoKycoT Ha nasapoT. Tpeba Aa ce 06uaeTe fa ro NOAENNTE LIENHNOT
nasap BO CErMeHTH - IOMasu rpynu nyfre co crneunduyHu KapakTepucTUKK, OfHECYBaH-E N HABMKM 3a
KyrnyBatbe, KynoBHa MOK 1 c. [oce6Hu npaluatba WwTo Tpeba aa ce ondarar:

e Kou ce noTpowysauute?
e Kape ce nouunpaHu?
e 3owTo KynyBaat?

e Kora u nog Kou oKonHOCTK Kynysaat? KakBu rpmxu nmaar?

e KakBU Ce HUBHUTE OYeKyBakba BO MOT/EA Ha LieHaTa, KBanuTeToT U ycnyraTta
(manu ce npuMapHO YyBCTBUTENHYM HA TPOLUOLIM MM HA KBANUTET)?

LlToM eAHall Ke HanpaBuTe Jo6pa NUCTa Ha LENHU MasapHW CEerMeHTW, Tpeba fa cnposejeTe
UCTpaXyBatbe U [a 0ApPeanTe KONKY Nyfe UMa BO CEKOj CerMeHT. Moxe fa ru gobuete notpe6HuTe
MHGOpMaLMK NPeKY UCTPaXyBakba, 6a3n Ha NOAATOLM AOCTANHU HAa MHTEPHET, o pXXaBHUOT 3aBOj
3a CTaTMCTMKA, NPEKY HabJbylyBatbe Ha KOHKYPeHLUujaTa, UTH.

Mo oBa, Tpeba fa ce obupeTe fa ro ofpeanTe NPOCEYHMOT U3HOC WTO eAHO JIMLE TPOLIK CeKoja
rognHa BO CEKOj Na3apeH CerMeHT, 3a pellaBare Ha Npo6emMoT Koj Bue ro pewwasare. Toraw ako ro
MOMHOXMTE TOj 6poj Ha nyfe, CO NapuTe WTO FM TPoLLAT MOMEHTAHO, Ke 06MeTe peanHa BpeAHOCT
Ha ,MasapHata rosemuHa“ Ha BawmnoT ueneH nasap.
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Cekoj 6M3HUC MMa CBOja KOHKypeHuuja. He Tpe6a ga npaBuTe rpellka 1 fa BenuTe Aeka Hemate
KOHKypeHLumja. OnwTo, KOHKYpeHuMujaTa e HewTo Ao6po. Moxebu nmate AUPEKTHA KOHKYPEHLHja -
OM3HMCKM KOM O NPOM3BELyBaaT UCTUOT NMPOM3BOZA UNM yCNYra U/UNN UHAUPEKTHA KOHKYPEHLMja —
OM3HMUCK KOM NpoM3BeLyBaaT NPOM3BOAN UMW YCIYr1 KOW MOXAT Aia ro 3aMeHart BalluoT.

Tpeba fa objacHnTe Koja e BawwaTa KOHKypeHLuja v 301WTO BawmnoT Npon3Bog unu ycnyra ce nogo6pu.
Janu cte nobp3u, noso6pu, NoedTUHN, UTH., OF KOHKYpeHLmjaTa? CnefHuTe npallatba Tpeda fa 6uat
OLrOBOPEHMU:

¢ Koj BeKe ro o6e36eayBa OBOj e Kou ce HUBHMTe cnabocTn?

npouseog unu ycnyra?
P yeny e Kou ce HMBHUMTE NoTpoLUyBaun?

e Konky ro Hannakaat?
e KOH KakBM noTpoLlyBauu Lenat?

e Kou ce HUBHUTE CUSTHU CTPaHN?
Moxebu Ke cakaTe ga nornegHere cneymdUyHN acnekTi Ha BallaTa KOHKYpeHLyja:
Busnuc mopen: Kou npofaxHu KaHanu ru KopucTat Bawnte KOHKYpPEHTH 1 Kako Tue 3apaboTyBaat?

FonemuHa: Konky ce ronemu Bawute KoHKypeHTH? [lanu ce HaTnpeBapyBaTe MpoOTUB APYrH Manu
GWU3HUCH, HALIMOHANHYM KOPMOPALIMM UAW PErMOHATHM NaHLW?

Nokauwja: [Janu BawnTe KOHKYPEHTW Ce NOKasHW, PETMOHANHK, HALMOHAMHU UKW MefyHapoaHU?
[Nlanu npopasaat camo OHMajH UK BO NpogaBHULU?

MpodurabunHoct: Konky ce npodutabuntu Bawute KoHkypeHTU? Kou ce npoceuHuTe Mapxu BO
Bawara nHpyctpuja n nomery Bawunte cneyudnyHm KOHKypeHTH?

NasapHa ctpaTteruja: Kako ce nosuuuoHupaat Bawmnte KoHKYpeHTM? [anu ce GU3HUCMEHN U
HedopMmanHu? JIngepu Bo OCHOC Ha HUCKM LieHW WK NaK npojaBaaT NpeMuym npoussogn? [anu

HyzaT ycnyra Ha fiuLe MecTo unu obesbesyBaat HanpaBu-cam atMmocdepa?

Kapaktepuctuku / 6eHedutu: Kou ce kapaktepuctukute u 6eHe@uTMUTE Ha MPOU3BOAUTE UM
ycnyruTe Ha BawwuTe KOHKYpeHTU? Kako ce cropefysaar co Bawmure?

Liena: Mo KakBM LieHN NnpoAaBaat BawuTe KOHKYPeHTU? [lanu HyfaT nonycT, NakeTu uiu NaaHoBM 3a
npetnnara?

EdukacHocT: Konky BpaboTeHu uMaat KOHKypeHTMTe? [lanu paboTat co ayTCOPCUHT UMW BUPTYENTHO?
Kakeu BUAOBU GUKCHM TpOLIOLM MMaaT?
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CMOPEABEHA TABEJNIA - AUOEPEHLUNJALWNJA HA BALLMOT
nPon3Bop 0 OHWE HA KOHKYPEHLINJATA

KoHkypeHTH AuzajH DyHKLMOHANHOCT TpajHocT Cucrtem Liena

KoHkypeHT 1 v v 25 eBpa
KoHKypeHT 2 v 12 eBpa
KoHkypeHT 3 v v 20 eBpa
BaweTo npetnpujatne v v v v 30 eBpa

3.3.6. MAPKETUHT U NPOOAXEH MJAH
Bo oBaa rnaBa Ha 6WU3HUC MNaHOT Tpeba Aa OMMILETEe KaKo Ke M MpUBMIEYETe M Ke U 3afpxuTe
noTpowyBayuTe. Bawmotr 6GM3HMC Mopa Aa MpuUBMieYe [AOBOJHO MNOTPOLWYBaun 3a fda 6buge
npodutabuneH. Tpeba UCTO Taka [a ONuLLIETe KaKo Ke ce BpLUW npofax6aTa. Bo nogoLuHexHa ¢asa,
Kora Ke rvi nogroTeuTe BalwmTe GUHAHCUCKM NPefBUAYBatba, Ke ce HaBpaTUTE Ha 0BOj fen. Toraw ke

Tpe6a [a rv onuwere aeTanute Ha Balwarta MapkeTUHT 1 NpofaxHa cTpaTeruja.

MapKeTMHT MUKCOT MOXeE Aia Ce NOAENM Ha YETUPM TPYNU Bapujabniu, no3HaTu kako 4% [1:

CNUKA 2. 4™ M HA MAPKETUHTOT

lMpomoTuBeH
MUKC

$

n
pou3BofeH ' I MAPKETUHF ' ' LleHoBeH

OucTpubyTHBeH
MUKC
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CJINKA 3. MPON3BOAEH MNKC

KBanuter

MakyBawe I PasHoBupgHocT

N ~

MpounssopeH
MUKC

”~ N

bpenaupame I TexHonoruja

Oun3ajH

MpousBogHMOT MUKC fAeduHMpa Kako NPOM3BOAOT/ ycnyrata Ofrosapa Ha notpebute Ha
nasapot. Tpe6a fa pasMuciuTe BO KOJIKaBa Mepa Ce coBnaraaT 6aparbaTa Ha MOTPOLYBaYnTe U
NO3ULMOHMPaHLETO Ha NPOM3BOAOT/ yCAyraTa WTo M HyguTe.

KnyyHu npalwarsa Kov Tpeba fja ce o4roBopat Bo Norfes Ha NpoM3BOAHUOT MUKC Ce ClIefIHUBE:

e Koj Ke buae noTpoluyBayoT?
e Kou noTpebu Ke ce 3af0BONaT CO OBOj Npou3Bog,/ ycnyra?

e Kako ce 3aj0BO/lyBa TakBaTa NnoTpe6a BO MOMEHTOT, T.€ Of
KOW NPOM3BOAM/ YCNYTA U HA KAKOB HAYMH?

e Bp3 0CHOBa Ha KOW KpUTEPUYMU NOTPOLLYBAYOT ro M36upa Npou3BogoT/ yenyrara?
Kako BawuoT nponsBog/ ycnyra rv 3af,0BoNlyBa OBUE KpUTEPUYMN?

e LlITo ro ogpeaysa pacToT Ha NOTPe6GUTE Ha BaLLKUTe UAHW NOTPOLIYBaYU?
e Kou ce npuzo6mBKMTE Ha NOTPOLLYBaynUTe 3a Aa ro n3bepart BawmoT nponsBog/ yenyra?

OnpepyBarbe Ha COOABETHMU LieHU Ha BalwmoT nponsBoA/ ycnyra e KnyyoT 0 YCNexoT Uim HeycnexoT

27



Ha 6M3HMCOT. [MaMeTHa cTpaTeruja Ha LieHN 3anoYHyBa Co pa3bupatbe Ha LieHaTa Ha na3apoT, Koja
ITO e MpoceyHaTa LieHa Mo Koja HannakaaT CuTe BallWM KOHKYPEHTM U LieHaTa Mo Koja HUBHUOT
NPOKU3BOA UMM YC/yra € OMIITO BpeAHyBaH Ha nasapoT. OBa e eUHCTBEHUOT MUKC, KOj reHepupa
npomeT 3a npeTnpujaTueto. LleHute Mopa fa ro pednekTupaaT OfHOCOT MOMery noHyaaTta u
nobapysaykata. CTaBarbe Ha NMPEBMCOKA MM MPEHUCKA LieHa Ha efleH NPoNU3BOA MOXe [a 3Hauu
3aryba Bo npogax6aTa 3a npeTnpujaTueTo.

CJINKA 4. ULEHOBEH MUKC

Llena

I Ycnoeu Ha

KpeauTupamwe
N ~

LleHoBeH
MUKC

”~ ~N

[lononHuTenHun I
ycnyru

FapaHuuja

Monyct

HauyuH Ha
nnakamwe

Kﬂy‘lHVI npatwaka Kou Tpe6a La Ce ogrosapart Bo norsep Ha LEHOBHUOT MUKC, Ce ClIEQHUTE:

e Kowu ce LieHnTe KoU NpeoBnadyBaaT Ha Na3apoT BO MOMEHTOT?

e [10 KOj TPOLIOK MOXE Aia M 3a[J0BONIUTE NOTPE6UTE Ha NOTPOLLYBaunTe cera?
e KakBy LIEHOBHM TPEHI0BU MOXE /a ce 3a6enexart?

e Bp3 0CHOBa Ha OBWE eNIEMEHTH, KaKBa NOJINTUKA Ha LIEHU

“ma BalleTo npeTnpujaTue Ha NasapoT?

Mma HEKOJIKY LLeHOBHU CTpaTerun Kora ce soeegysaat HOBU Npon3BOAN Ha Na3aporT:
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LleHu 3a BneryBatbe Ha nasapot
EKOHOMCKM LieHU

LleHu 3a ,cobupatbe Ha KajMakoT"
LleHn Ha nakeTn

[TPOMOTMBHYU LieHK

LleHu Kou ro ,3apo6yBaat” noTpowyBayot

C/INKATA 51104011y, BABA NMPOLEEC AVNJATPAM CO CUTE ACMEKTH LITO TPEBA A
CE OM®ATAT KOTA JEONHUPATE LLEEHA HA BALLWOT MPOMU3BOJ, UJTN YCITYTA.

—> AEGUHUPAJTE 0 BALLWOT NPOU3BOJ,

l

[MpecmeTajTe ru TpowoLmTe: ¢ .

R R JeduHunpajte rv Bawute

- TpoLoum 3a fo6pa
- OMepaTUBHU TPOLLIOLIM

l l

MpecmeTajTe ja LeHaTa

I
v v v

npogaxo6arta n npopuToT

anu ueHata
A 4 [anu ueHarta e

OYyekyBaka BO OAHOC Ha <4+

0froBapa Ha [anu knneHtot elHaKBa UM
BPeAHOCTa Koja MOXxe Aa cv ja nonoﬁ aof Taa
KNMEHTOT ja RO3BO/A LieHaTa? Ha Kp(|)HKp e:TMTe7
no6usa? o .
MOCTABETE JA LLIEHATA
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JVCTPUBYTUBHMOT MUKC ro AeduHMPA HAUMHOT Ha KOj Ke CTUrHeTe A0 noTpoluysayute. Tpe6a Aa
OMULIETe KOM NapTHepU Ke BK Tpe6aaT Bo AUCTPUGYTMBHUTE KaHanu. KaHanuTe ro npetctaByBaat
HAUYMHOT Ha KOj MPON3BOAMUTE U YCAYrUTE Ce AUCTPUBYMpaat A0 NOTPOLLYBAYOT.

HajuecTun kaHanu Kou ru kopuctat OUsHMCKTE Ce:

e [lupekTHa npopax6a 6usHuc Ha 6usHuc (B2B): MoxeTe ga npopgaeate
MPONU3BOAMN WU YCYTU AUPEKTHO Ha GUBHUCKTE.

e [lupekTHa npopax6a 6usHuc Ha noTpollysay (B2C): MoxeTe aa
npoAasarte NPOU3BOAMN UK YCNYTU AUPEKTHO HA UHAUBUAYN.

¢ [lpoaax6a Ha AMCTpMEYTEP KOj NPOAaBa Ha TProBell Ha Mano: AKO Npon3BefyBaTe
WNN yBE3yBaTe HEKOj NPOU3BOA, MOXETE UCTUOT Aa ro NPOAAAETE Ha NPETCTaBHUK
WAW NOCPEeHMK, KOj N0TOa ro NpofjaBa Ha NpofJaBHULIN Ha Mano.

e VHTepHeT npoaax6a: MoxeTe Aa npogaBaTe Ha GU3HUCK NN
MOTPOLLYBauN NPEKY MHTEPHET (e-Tprosuja).

e 34pYXeHU unu napTHepCKku Mpexu: MoxeTe ja ro NpofaBaTe CBOjOT NPON3BOS
npeky Mpexa Ha copaboTHuum (odnajH) unn dunujanu (OHNajH) Kou 3aapxysaat
Aen of, npoGUTOT 3a BO3BPAT Ha NOAAPLIKATa NPY ONECHYBakE Ha Npogaxobara.

Pa36uparbeTo Ha pasnnuyHu AUCTPUBYTUBHK KaHanu By nomara fa BUAUTE Na3apHi CErMEHTH KoM
MOe6V CTe v NponywITUAE, UAEHTU(GUKYBA NOBEKe NasapHu CErMEHTU KOH KOM MOXE [1a HacouuTe,
By nomara fja ogpeanTe LieHM Ha HaunH WTO Ke nsbernete KOHMANKTM BO KaHanuTe u Bu nomara fa
ja pasBueTe BalwaTa MapKETUHLLKA KOMYHMKALMCKa CTpaTeruja.
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CJINKA 6. AUCTPUBYTUBEH MUKC

OpraHusauuja
Ha npogaxo6ara

Tpancnopt M
KaHanu
"= [lucrpubyTueen
MUKC
Makyearbe npu Cknagupame

TpaHcnopT

Knyynu npaiuatba Kou Tpeba Aa ce oroBopart oBJie, Ce CNeAHuBe:
e Kou ce npofaxHuTe Lenm — BO KOMMYNHN — NPOU3BOJ N0 NPONU3BOS, —
aKo e MOXHO 10 Na3apeH CEerMeHT - no reorpad)cka nokauuja?

e Kou KaHanu Ha AucTpubyuuja ce u3bpaHu: AMPEKTHa NpoAaxe6a 4o GUHANHWOT
NoTpoLLYBay, Npojaxo6a Npexy Mpexa Ha AUCTPUBYTepH (EKCKNY3UBHU UK
He) UTH.? Kou ce NpoAaXHUTE LieNnu no AUCTPUBYTUBEH KaHan?

e KakByu M3BO3HM Lienu U CTpaTernu ce NocTaBeHmn?

o Kou cneuuduynm ycnyru ke 6uaat 06e36efeHn 3a NOTPOLLIYBaYMTE U/Mau
nocpegHULMTE: NOCT-NPOAAXHa NOAAPLIKA, OANOXKEHO NiaKarbe, UTH.?

e [lanu HoBMTE TPEHJOBM KAaKO e-TProBuja ce BaxkHu 3a Bawara aucTpubyTuBHa ctpatervja.

Bo oBoj gen og 6M3HMC NnaHoT, Tpeba Aa objacHUTE Kako Ke rm uHpopmupaTte NOTPoOLIyBaymMTe 3a
BawwmoT npon3BoA/ ycnyra u ja pa3BueTe KOHTAKTW CO HUB.

KnyyHu npawarba Kou Mopa fia Ce OAroBapat BO MOr/ef Ha NPOMOTMBHUOT MUKC Ce CNefHMUBE:
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e KakByu NPOMOTUBHU aKTUBHOCTM ce NnaHupaHu? Konkas e 6yyetor?
Tpe6a fja ce NOArOTBYM NaH 3a TPOLIOLMTE 3a:

- PeknamHa kamnarba(u) * [lpeky BecHuLK
* Y4ecTBO Ha N3N0X6M, CaeMu, UTH. + [lpucycTBO Ha MHTEpHeT
+ [lo mejn

¢ Koj e 0Ar0BOPEH MHTEPHO Aa ro CNeAN HanNpPeaoKOT Ha 0BUE aKTUBHOCTU?
OAroBOPHOCTU, BKNYYEH NepCcoHas, NoTPOLLEHO BPEME, OLieHKa Ha TpollouuTe?

e Kou MapKEeTUHLIKM KOMYHWKALLMCKM anaTku Ke Ce KOpUCTaT: peKnamMupatbe,
AOKyMeHTaLMja Ha NpeTnpujaTMeTo, BU3YeNHW NoMarana, katanosu, bpeHzoBH,
10T0a, CIOraHu, OAHOCH CO jaBHOCTA, 06jaByM BO Neyat, UHTEPHET, UTH.

C/INKA 7. TIPOMOTWBEH MNKC

OpHocu co
jaBHoCTa

Kopnopatusen TpaguuuoHanHo

MUY peKnamupamwe

DupexTen MpomMoTuBeH
—
MapKeTHHT MUKC

/ N\

mmmmm  CnoH30pcTBO

Hogwu / Coumjanuu JInuna
MeauyMU npoaaxéa
Mpomouwuja
npu npoaaxéa
MpPOMOTUBHM LIeNIM MOXeE Aa buAaaT:
e [pajere Ha CBECHOCT, e Ctumynupatrbe Ha nobapyBauykara,
e Co3spaBatbe MHTEpEC, * 3ajakHyBatbe Ha 6peHpoT

o (b6es3besyBare MHHopmaLum,
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Tpe6a Aa ce pa3Bue NPOMOTMBEH MUKC 33 MOCTUIHYBaHbEe Ha MPOMOTUBHUTE Lie/IN 3a CEKOj CErMEHT
Ha noTtpowyBayu. MpoueHeTaTa npofaxoba Ha BawuoT 6u3HKUC Tpeba Aa ce 6a3upa Ha Bawara
NpoLeHKa Ha NpefHOCTUTE Ha BawnoT Nnpon3Bog uAu ycnyra, roeMmnHaTa Ha nasapoT M YAenoT Ha
nasapoT LITO ro 0YeKyBaTe.

BawuoT 6poj Ha KAMEHTU Ke pacTe CO TEKOT Ha BPEMETO, KaKo WTO Ke CTeKHyBaTe AOMOHUTENHM
BEWTUHM W uckycTBo. Cenak, Tpe6a ja 3anoMHUTE AeKa MocTojaT caMO YETMPU HauMHK 3a
3rofiemMyBatbe Ha npogaxo6ara:

1. lpuBnekyBame Ha HOBU NOTPOLLYBAYM.
2. 3appxyBatbe Ha NOCTOEYKNUTE NOTPOLLYBAYH.
3. [aum ce noMOrHe Ha NOTpoOLIyBaunTe 4a KynyBaat noseke.

4. [la uM ce NOMOrHe Ha NOTPOLWYBayuTe A4a KynyBaaT novyecTo.

3.3.7. NTAHUPAHE HA IETOBHOTO PABOTEHE M OPTAHU3ALIMJA HA PABOTATA

Bo oBaa rnaBa Ha 6U3HMC NNaHOT Tpeba fa onuLIeTe Kako € OpraHu3upaH BalnoT 6U3HKUC U Kako
pabotute. OBa 3Haun Kako Ke ru obesbeamTe NPOM3BOANTE UM Kako Ke ja JOCTaBUTe ycnyraTa.
OBa e uCTO Taka BaxeH dakTop 3a ycnex. Ha mpumep, ako Hemate jobpa MHppacTpykTypa Ha
COO[,BETHA NOKaLMja U AOKONKY HeMaTe edMKacHO NPOM3BOACTBO W LUCTPUOYTUBEH CUCTEM, Mana
e BepojaTHOCTa fieka 6M3HNUCOT Ke Bu ocTaHe npoduTabuneH Ha LONTOPOYEH MAaH, 1 MOKpaj hakToT
LITO MOXebW BalwmoT npon3Boj e BO MOMEHTOT CYnepuopeH Bo CNopezba co OHNE Ha KOHKYpeHLnjaTa
1 MOCTON MHTEpEC Kaj KynyBauuTe Aa ro kynat. IcToTo Baxxu U LOKOJKY HemaTe J06po aeduHMpaHu
ynoru, LOMKHOCTM W OATOBOHOCTM Ha MepcoHanoT Bo Baweto npeTnpujatue. OnepaTuBHUTE U
opraHusayuckuTe npobaeMu Co Kou Ke ce CoouuTe 3aBUCH MHOTY O TUMOT Ha BU3HUCOT.

Oeaa rnaea Tpe6a fa rv BKIyYM CrefHuTe MHOOPMALMK: NIOKaLmMja U NPOCTOpPUM, MPOU3BOACTBO,
npoLiecupatbe Ha HapaukuTe/ KOHTPONa Haj WHBEHTAPOT, CTPYKTYpa Ha NpeTnpujaTUeTo, NPoeKTeH
MEHalMEHT W yripaByBakbe CO MHHOPMATUYKM CUCTEMN/ U3BECTYBatbE.

OBae, Tpeba fa objacHWTe 30WTO CTe ja M3bpane cerawHaTa flokaumja 3a BawmoT 6U3HKC: noKaneH
nasap, AOCTanHOCT Ha PaboTHMLM, YCNOBM 3a XMBOT, JOCTAnHOCT Ha YCAyrM 3a nopjapLuka,
CHabayBatbe CO MaTepujanu, anaTky, TPOLOLM 3a NPOCTOPUM, TPAHCMOPT, MAHU NNAHOBK 3a Pa3Boj
Ha JloKalujaTa, MPUCYCTBO Ha KOHKYPeHLMjaTa Ha lokauujaTa, CIMKa Of jioKalujaTa, noaApLiKa of
NOKaJSTHUTE BNAaCTH, UTH.

Tpe6a HakpaTKo fa rv onulIeTe NPOCTOPMMTE U HUBHATA COOLBETHOCT 3a BawwmoT 6usHuc. BawuTe
JeNOBHY OMepaLMm MOXe ja Ce u3BeAaT Ha epukaceH 1 eeKTUBEH HAYMH CaMO aKo MMaTe COOABETHN
MPOW3BOACTBEHM KanauuTeTu, MPOCTOP 3a CKNagupare U KaHuenapucka WHOpacTpykTypa.
CnepHuBe nHpopmaumn Tpeba fa 6uaat BKIYYeHW BO OMUCOT: IMLEHLM, pacnopes, NpeTcTaByBakbe
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Ha NMpOCTOPUUTE, MOXHOCT 3a MpOLMPYBakbe, 6e36eHOCT, Mpalara NOBP3aHN CO XWBOTHATA
CPEeAMHa, KynyBare UK U3HAjMyBatbe Ha MPOCTOPUMTE, UTH.

Bo cnyyaj ma umate GM3HUC Kaje ce NpoM3BefyBaaT Npou3BOfM, GM3HMC NnaHoT Tpeba fa
BK/yuyBa AieN Koj ce ofHecyBa Ha NPOM3BOACTBEHWOT npouec. BaxHu npawwarba Kon Tpeba fa ce
nokpujaT ce: LEN0OBW KO Ke rv Npou3BeAyBaTe M TWe LWITO Ke rv HabaByBaTe, NPOLIECEH Aujarpam
KOj r0 MpuKaxyBa LeNoCHUOT NMPOM3BOACTBEH MPOLEC OA MOYETOK A0 Kpaj, UCTa Ha FnaBHUTE
npou3BoACTBEHa onpeMa noTpe6Ha 3a GM3HMCOT, NiaH 3a NPOM3BOACTBEHATA EAMHULA, Pecypcy
W yCnyru, U3BOPU Ha CHabAyBarbe U Hapayku BKAYUYYBajKU anTepHaTUBHW U3BOPW Ha CHabAyBatbe,
JIUCTa Ha MOAM3BeAyBauM, CUCTEMM 33 KOHTPONA Ha rOTOBW Mpou3BoaW, GakTopu 3a KBanuTeT,
naeHTUdUKaLmMja Ha raBHUTE PU3MLIM KOM MOXKE fia Fo MPeKUHAT NPON3BOLACTBEHUOT NPOLIEC, UTH.

WcTo Taka Tpe6a fa onuweTe Kako GpyHKLUMOHMpPa BpckaTa NoMery Npou3BOACTBOTO M npogax6ata
BO npeTnpujaTueto. OBa NoKaxyBa Kako ri NpoLecupaTte Hapaykute Of KIMEHTUTE U KOHTpOMpaTe
3annxara Ha rotoBW NPOM3BOAM KOj UMa BNWjaHMe BP3 TPOLLOLMTE Ha NpeTnpujaTUeTo (perucTap Ha
Hapauky, 3a0BOJICTBOTO Ha KJIMEHTUTE, KOHTPOJIA Ha 3auxaTa Ha CypOBUHM U TOTOBU NMPONU3BOAM,
UTH.).

Osaa rnaBa Tpe6a Aa ro BK/y4u 1 OPraHUrpamoT Koj Ke OnuLLie Kako NPeTnpujaTMeTo e CTPYKTYMPaHo
BO PasnnyHu GyHKLUMOHANHN efuHULM. NCTOTO MOXe @ 6Mae CTPYKTYMPaHO Ha PasfiMYHN HAuUHU
KoM 3aBUCaT 0ff TUNOT Ha BU3HUCOT, UHAYCTPUjaTa, rofleMUHaTa Ha NPETNpUjaTMeTo, CONCTBEHMYKATA
CTPYKTYpa, NpOGUIOT M CNOCO6HOCTA Ha JOCTAaNHUTE MEHALIEPH, KAKO U CTUNOT Ha MEHALIMEHT.

3.3.8. MEHALIMEHT NJ1AH

OBaa rnaBa MoOKaxyBa Kako Ke rv oapeauTe MOTPe6GUTe Ha BaliMTE YOBEYKWU pecypcu, Ke v
MonosnHuTe, Ke rM MeHayupaTe BaluTe BpaboTeHW U Ke UM nniakaTte. Tpeba Aa onuiieTe Kou nyfe
pa6oTaT 3a Bac/ co Bac. MoTpe6Ho e 6apem fa 3HaeTe Kou nosuuun (paboTHM MecTa) Tpe6a aa
ce nononHart. Tpe6a Aa ce 3emMe BO NpeABUA fieka UHBECTUTOPUTE MHBECTMpPaaT, npeg cé, Bo Bac
1 Bawnot TuM. MoBeKkeTo 3aeMofaBaTeN U MHBECTUTOPU KOM BJIOXKYBAaT BO PUBNYEH KanuTan ry
6a3npaaT CBOMTE MHBECTULMCKM OLNYKU FaBHO BP3 OCHOBA Ha PaKOBOLCTBOTO Ha NPETNpujaTMeTo.
Cekoraw noctojaT cynep OM3HUC MAeW, HO ManKymuHa ce KBanupukyBaHu fa ru npeTBopar
UCTUTE BO yCMewWHN 6u3HMCK. 3aToa e NOTPe6HO Aa NoKaxeTe 30WTO TOKMY Bue u Bawmot Tum cTe
BUCTUHCKUTE Nyfe 3a rpajierbe yCrneLleH 6UsHucC.

Bo MeHalMeHT nnaHoT, Tpeba fa NoKaxeTe [eKa KNYyYHUTE YNEHOBU Ha MeHallepcKMoT TUM ce
UAEHTMOUKYBAHN, CE HA pacriofiarambe, U Ce 3aMHTEPECMPaHMu Aa My Ce MpUAPYXaT Ha TuMoT. UcTo
Taka Tpe6a Aa nokaxeTe JeKa TUe I nocefyBaaT NOTPeGHUTE TaNeHTH, BEWTUHU U UCKYCTBO 3a
MOCTUrHYBake Ha LienuTte. McTo Taka e BaXHO Ja ce NpeTcTaBy [eKa MHAMBUAYaNHUTE BELITUHM
Ha YNeHoBMTE 0 BaluMoT TUM Ce HAJlOMOMTHYBAaT efleH CO APYT U TUe 3aefHO MOXaT fa ru ondarart
cuTe QYHKLIMM U AMCLUMNINHK NOTPe6HU 3a BofeHEe Ha GU3HNC.
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Tpe6a Aa rv npeseHTUpaTe KAYYHUTE IMYHOCTW Of CREAHNUTE FPYNU 3aBUCHO Of TUMOT Ha GU3HUC:
Akumonepu; Of60p Ha fupekTopy; M3BpLIeH MeHauMeHT; MeHalMeHT Ha CpeaHO HUBO; YCnyru WwTo
ce no6uBaaT NpeKy HafBOPELWHW NofusBefyBayn. 3a Man crapT-an 6usHuc 6u 6uno [o6po ako
MOXETe [1a ro ONMLLIETE NEPCOHANOT: HAYMHOT Ha U3BECTYBaKbE CNOPEJ OpraHu3alLmckaTa CTpykTypa,
OMKC Ha paboTaTa, NOTPEGHU BEIWTUHU U 3HaeHE, HAUYMH Ha BPabOoTyBarbe KBANUTETHU Nyfe, HUBEH
TPeTMaH, KoMreHsauuja BKy4yyBajkn U OCHOBHO HWBO Ha njiaTta M LOMOAHUTENHW CTUMYNaLuu.
Tpe6a fja cTe BO MOXHOCT fia ' uaeHTUdUKyBaTe pU3NLMTE NOBP3aHU CO YOBEYKUTE pecypcu U Aa
“maTe nnaH BO CNydyaj Ha HenpeaBULEHU CUTYaLMM NPU ry6etbe Ha KITYYHU YSIEHOBU Ha MEPCOHAOT,
Mpu HeJOCTaTOK Ha paboTHa CMa Ha NasapoT Ha paboTHa cuna UM Npu WTPajKOBU.

WcTo Taka, 61 610 NaMeTHO Aa ce NMpUKaXe IMcTaTa Ha NpodecruoHanLy u MEHTOPU: CMETKOBOANTEN,
NPaBHUK U BU3HUC COBETHULIM U MEHTOPM (61 610 [OGPO AOKOJKY MOXe fa HamnuleTe no efeH
nacyc 3a 6uorpapunTe Ha KNy4yHnUTe 6U3HUC COBETHULN).

3.3.9. ®UHAHCUCKHN MNJTAH

(®UHAHCMCKUOT NNIaH e BaXXeH Aien Ha 6U3HKUC NNaHoT. MocTojaT HEKOKY MPMYMHM 30LUTO € Toa TaKa.
HajnpBo, hbuHaHCMCKUOT NaH rv npesefyBa LienuTe Ha BalweTo npeTnpujaTue BoO KOHKPETHU Lienu.
BTopo, nnaHOT BM OBO3MOXYBa 3HayajHa anatka 3a MOBpaTHWU WH(pOpMaLuu U KOHTpona. TpeTo,
NNaHoT MOXe Ja npeasuan npobnemu. Mopa fa ce 6asupa Ha 6pojku BO KOW uMaTe foBep6a u
BHUMATENHU NMPECMETKU. OUHAHCUCKUOT AeNn Ha 6U3HUC NNAHOT BKIyuyyBa HEKONKY DUHAHCUCKM
W3BelTaM KoM MoKaxyBaaT Kajie MOMEHTAJHO Ce Haofa BaweTo npetnpujatec, a KakBu ce
0yeKyBatbaTa Bo 6aMcKa ngHuHa. OBne MHGOpPMaLIMK BU MOMaraaT fja ofpeauTe KoKy GuHaHcum My
ce noTpe6HW Ha BalumoT 6KU3HUC 1 UM NoMara Ha HafiBOpeLLHY N1La Aa ofpeAaT Aanu no3ajMyBareTo
napu UAM MHBECTUParbE BO BalwnoT 6u3HMC e nameTHa ynoTpe6a Ha HUBHUTE (OHLOBW.

OBOj Aen of 6WU3HUC MNAHOT COAPXMW: CTapT-an TPOLIOLM, NIaHMpaHWTe W3BelTau 3a NPUXOAM,
NPUNB Ha FOTOBMHA, GUNAHC Ha COCTOj6a 1 BaXKHW MHAMKATOPK, 6apatba 3a GUHAHCUpatLe U Apyri
MHbopMaLMK 3a nofapLUKa.

Kora 3anoyHyBaTe co CBOj 6WU3HUC, MPBOTO HEWTO Koe Tpeba fa ro oapeauTe ce Bawute cTapr-an
Tpowouu. OBKe ce eAHOKPaTHM TPOLIOLYM KoM BaweTo npeTnpujaTuec Mopa fa v Hanpasu npeg
BOOMLUTO ja 3arnoyHe co 6U3HMCOT. TakBUTE TPOLIOLM BKY4yBaaT: onpema, Me6en, MHcTanauum,
CHabfyBatbe, MaTepujanu, UHBEHTap, PEHOBMUpatLe, NULIEHL|W, AaBaUKK, UTH. TPOLIOLUTE HanpaBeHu
no AaTyMOT Ha OTBapatbe Ce BUKAaT OMepaTUBHM TPOLIOLM W Ce MojaByBaaT BO M3BewTauTe 3a
npuxof Ha BaweTo npeTnpujaTie, Kako W NPOEKLUUTE Ha NPUAMBOT Ha roToBuHa. LUTom BawmoT
6U3HUC Ke CTaHe onepaTMBEH, UCTUOT 6apa COOABETHO (MHAHCUpatbe foAeKka Bawute MeceyHu
NPUIMBY Ha Napy He CTaHaT NO3UTUBHM.

Bo cBojata HajegHocTaBHa (opma, ¢MHaHCMCKa Mpoekuuja e MPOrHo3a Ha WAHWUTE MPUXOAN U
Tpowouu. OnwTo, NOTPEOHO € Aa pa3BueTe KPaTKOPOUHM U CPEAHOPOYHU QUHAHCUCKU NPOEKLIUM.
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3a KpaTKopouyHa npoekuuja ce cMeTa npBaTa rofuHa Ha pa6oTerbe, HOPMANHO HaBeAeHU Mecel|
no Mecel. CpegHOpoYHa GUHAHCKUCKA NpoeKLuja € BOOGUYAEHO 33 MOHUTE TPU AENOBHU FOANHMN,
HaBeJeHu roguHa no roguHa.

KnyyHu enemeHTn Ha d)MHaHCVICKMTE npoeKkuun BknyvyysaaT Tpu TUNOBU Ha (I)MHaHCVICKM u3pewTaun:

e MWssewrTaj 3a npuxoguTe: MM npukaxysa Bawwute npuxogm,
TpowouM 1 NPpohUT 3a O PeAeH Nepuog.

e [lpoeKuun 3a rOTOBUHCKHUOT TeK: Toa Ke My MOKaXe Ha KpeUTHNOT
CNYX6EHUK UM UHBECTUTOP AeKa BUE UMaTe A06ap KpeauTeH PUKK
1 MOXeTe J1a ro BpaTuTe 3aeMoT, WITO Bu e fopeneH.

¢ bunanc Ha cocToj6a: 0BOj npernep Ke NpuUKaxe CaMKa of HeTo BPeLHOCTA Ha
Bawmot 6usHUC BO ofpefieH nepuop. Toa e pe3aume of CeBKYMHUTE GUHAHCUCKM
MOAATOLM Ha BaWMOT 6U3HKUC BO TPW KaTeropuun: CpescTea, 06BPCKM M KanuTann.

(®opmynap co npuMep 3a cTapT-an TPOLIOLM U NpuMep o, M3BeLTaj 3a npuxopuTe ce AageHu 8o Mpunor
3. Tpe6a fa HanpaBuTe AHanausa Ha npoduTabunHocTa (aHr. break-even analysis) co uen pa ce
Ofipeny TOYHO KOra MOXeTe fia 0ueKyBaTe Balnot 6MsHUC Aa v MOKpPUE CUTe TPOLIOLM U 1a MOYHE
Ja ocTBapyBa npo@uT. BaweTto npetnpujaTue ocTBapuio TouKa Ha NpoputabunHocT (aHr. break-
even point) Kora HejanHaTa BKynHa npogax6a unu Npuxoam ce eAHaKBN Ha BKYMHUTe Tpowouu. Bo
0Baa TOYKa He e OCTBAPEH HUKAKOB NPoGUT, HUTY Nak ce ciydmna saryba.

AHATIN3A HA TIPOOUTABUJIHOCT

BkyneH npuxopa

BKynHu TpoLowu

Touka Ha
npo¢puTabunHocT

Bapujabuntu Tpowouu

Mpuxoam og npogax6a (MKL)

——————————————————————— ®uKcHM TpoLwowuu

|

KonuuuHa Ha npoaageHun npoussoam (#)
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3.3.10. MPN103U HA BU3HWC NNTAHOT

Bo oBoj aen, Tpeba fa ja NpunoxuTe LieNOKynHaTa JONONHUTENHA JOKYMEHTaLmja: 0400peHuja u
Gapatba 3a NMLEHLMpatbe, PU3NLM BO OAHOC Ha XWBOTHAaTa CpPeAMHa, COLMjasiHa ycornaceHocT,
pa3Boj M couujanHu GeHeduTH, GpoOypU W OMMCM 3a NMPOM3BOAUTE, BPeAHyBake Ha aKTUBATa,
MCTOPUCKU QUHAHCUCKM U3BELITaN M W3BELITaU Ha PEBU3OPUTE, NPABHW AOKYMEHTU (Ha NpuMep,
perucTpaLiuja Ha KomnaHujata), 6uorpadmm Ha KNydyHUTe MeHalepw, nasapHa cTyauja; W Apyru
peneBaHTHM 1 BaXXHU MHDOpPMaLn.
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4. BMpemRyBame

4.1. EQEKTUBHO BMpEKYBaAIHE

Mpexa e nowmupoka rpyna Ha ayfe co CMYHM WHTEPECH WAW NPEeAN3BULN KOU KOMYHWLMpaaAT M
ocTaHyBaaT BO HehopManeH KOHTaKT 3a B3aeMHa NOMOLL Uy NOAAPLUIKa. Bo efiHa AenoBHa cpeamHa,
Bue Ke ce BMpexyBaTe CO NOTPOLyBayuTe, ,06aBYBauNTE, KOHKYPEHTUTE, pasiMYHN NpeTnpujaTyja,
pasfMyHM OpraHusauuu, BNaguHu areHuuu, damunmjata, uTH. CnocobHoCTa fa Ce BMpexyBaTe e
e[iHa O} HajBaXXHWUTe BELUTUHYM KoM TpeGa fia rM MMaTe Kako NpeTnpuemMay. BaxHo e fja ru 3anosHaete
KJIMEHTUTE U KOHTAKTUTE CO LieNl BawuoT 6U3HuUC fja pacTe, U 3aToa € HEOMXOAHO 1 BOCMOCTABMTE U
OfPXMTE CU/IHA M CTabuHa Mpexa.

3a efieH NaMeTeH NpeTnpuemay Koj pasmuciiyBa A0NropoYyHo, BMPEXYBaHETO CO LpYru yfe e naToT
[0 ONCTaHOK U ycnex. peky BMpeXyBaHmeTo, MOXe fia 3ano3HaeTe HeKoj Koj Ke Bu nomorHe pa
OCHOBaTe npeTnpujaTue, Aa craHe Baw Hajronem Kynysau, ga ro npogasa BawwuoT npoussop Ha
MUAKOHM Nyfe, Unn Aa Bu ro npoMeHn XUBOTOT Ha NoA06PO. HMLITO Of 0OBa He & MOXHO [JOKOJIKY He
u3neseTte HafiBOP M He 3ano3HaeTe nyfe. PakTopu Kou BMjaaT Ha y6eayBar-e U BMpeXyBate Ce:

e Coumo-KynTypHa e KOMyHMKAUUCKK BeWTUHU o [IperoBapayku BeWTUHW.
CpefiMHa u nepuenuuu, (Bep6anHu 1 HeBep6anHm),

[obap BMpexyBay Tpeba Aa 6uze fpyxeby6uB, UCKPEH, EKCTPOBEPTEH, NOJIH CO NOAAPLIKa, A06ap
CywaTen n HeKoj Koj CryLia 1 ocTaHyBa BO KOHTAKT.

MHory nyfe oaaT Ha HaCTaHM Of BaKOB TWM, HO MHOTY MajKy 3HaaT Kako e(eKTMBHO jAa ce
BMpeXyBaaT. BMpexyBareTo e NnoBeKe Of M3NeryBatbe W 3arno3HaBatbe Nyfe. Toa e CTPYKTyMpaH
nnaH Aa rv 3anosHaeul nyfeto Kou 61 npasenie 6M3HUC CO Bac unu fa ce NpeTcTaBULL Ha OHUE CO
KOW NnoTeHuujaNnHo 61 npaBen 6MsHKUC. HajaobpnoT HaunH fa ce ycrnee BO BMPEXYBaHheTo e Aa ce
HanpaBu Nnax, fa ce APXUTE 40 UCTUOT, Aa HAyUMTE BELITUHW HAa BMPEXYBatbe U ja ro UCMOJHUTE
Bawmot nnaH. BaxHo e 1a ajieTe OArOBOPY Ha CliefHUBE Npallarba:

e Kou ce MouTe Liesin Npu BMPEeXyBareTo? e Kako f1a ro usrpagam CBojoT UMULI

¥ MIMULIOT Ha MOjoT 6M3HUC?
e Konky KOHTaKTh cakaMm MeceyHo?

e |llTo Tpe6a Aa KaxaM 1 npatam

e Kape ce BMpexyBaaT MOUTE NOTPOLLYBaUM
Mnpu BMpexyBareTo?

1 NOTeHLMjanHKU noTpoLyBayn?
e LliTo MOXam Aa UM NOHyAaM Ha

e Kako ga ru usbepam Hajpo6puTe HacTaHM ,
KOHTaKTMTE KOM Ke i CpeTHam?

3a BMpeXyBatbe 3a MOjoT 61U3HUC?
e llito Tpeba na HanpaBaM CneaHo?
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HajBaXHO HewWTo e fa u3neseTe M Aa NoyHeTe Aa ,NauBate”. BTOpO BaXHO HELITO € [a HayyuTe
eheKTMBHO BMpexyBatbe. TPUKOT CO BMPEeXYBarbeTo Ce COCTOM BO NPoakTuBHocTa. OBa 3Hauu fieka
Tpe6a Aa npeB3eMeTe KOHTPO/a Haj, cuTyalujaTa, HAMECTO caMo Aa pearupaTte Ha ucTata. [logeka
ce BMpexyBaTe, Tpe6a fja usneseTe HaaBop Of BawaTa KoMpopHa 30Ha U Aa ce NpeAusBUKaTe
camute cebecu. Bo 03HauyeHNOT TEKCT NoAoAy, Ke HajaeTe HeKOM COBETHM Of NpBa paka.

0p efiHa CTpaHa UMaTe HELITOo f1a UM NOHYAUTE Ha APYTuTe, a Of ApYra CTpaHa UMaTe HELITO f1a HayunTe
o4 opyrute. Bo cekoj cnyyaj, nyfeTo ce Bawata Hajronema anartka. Konky noseke sanosHaBarte v
oAuTe NOANABoKy, Ke CTaHeTe NOyCMewHN.

BMPEXYBAHE 3A MPETMPUEMAYN: 7 HAYUHWN OA CE MOBP3ETE

YcrnewHuTe Manu 6UsHUCK 3HAaT AieKa CTUrHane TaMmy Kafie WTo Ce cera nopaau Nyreto Kou um
NOMOrHase Ha HUBHKOT nat. CunHa npohecuoHanHa Mpexa Moxe fa Bu noMorHe fia ru nocTurHete
HellTaTa KoW He 61 T’ 0CTBapuIe CaMi, U Toa 0/ peLlieHuja Ha Npo6aeMu Kou U3rneane HeBO3MOXHM
3a pellaBatbe, Na ce 40 NPEenopaku Mo yceH nat Kou ke Bu noMorHat Bo pacToT Ha BaluaTta 6asa Ha
NOTPOLLYBAYM.

Bes ornep Ha Toa fanu fogenyBate GU3HUC KapTUUKM Ha HAcTaH AW MPeKY CounjanHuTe Mpex,
BMPEXYBareTo € eheKTUBHO JOKONKY nocTanute Myapo. MpetnpuemMaunte u GU3HUC TUAEPUTE TU
cnofenuja HUBHMTE Hajaobpy COBETM 3a PacT Ha BalIMOT cTapT-an npeky BawuTe BpCKMu.

1. MoHyaeTe nomoLu npeu

,MHoOry MHpMBMAYyanun foaraaT Ha HacTaHW 3a BMpeXyBatbe CO NPO6AEM WM NPeLU3BUK CO KOj
Ce CoouyBaaT W BefHal 6apaaT OAroBOpU OA ApyruTe. Kora 3ano3HaBate Nyfe, HajnpBO NOCTaBeTe
npawarba U OTKpKjTE KaKO MOXETe [ja UM OBO3MOXMWTE HEWTO BPeHO 3@ HWB, HAMECTO 06PaTHO.
3anpaluajte ce WTO MOXeTe fa NOoHyaUTe U NofenuTe COBETU CO ApyruTe 3a Aa nomorHete. Kora
JaBaTe COBETH, MOBepojaTHO e UcTuTe fa Bu ce Bpatat” - CkoT PoeH, YnpaButen Ha Global Digital,
bnekpok

2. CtaHeTe M3BOP Ha COLUjaNHUTE MeAUYMU
,Kopuctete nnatpopmu kako wro ce LinkedIn, Twitter n Facebook 3a cospaBare, KOMEHTUpaHE U
NPUAOHECYBaHE Ha pefieBaHTHa COAPXUHA BO CEKTOPOT 3a fia usrpagute gosep6a nomery BawuTe
cnepbenmun. Mcto Taka, Ke cosfajieTe BHATPELLHO BMPEXYBakbe — KOHTAaKTUTE Ke Be Hajaar
Jonpart go Bac, Taka WwTo Ke noMUHETe NOManky BpeMe akTMBHO 6apajku noBeKe KOHTaKTh" — dpaHc

BaH Xym, W3BpleH gupekTop n Ko-ocHoBay, ReviMedia n PX.com

3. HanpaBeTe HeKoe OCHOBHO o6paKarbe A0 neyaTort
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,KpnTnueH fen Ha BMpeXxyBareTO Kako CONCTBEHWK Ha Manl GU3HUC e rpajfietbe BPCKU CO oKaJTHUTe
Meanymu, buaejku Te ce OHMe KoM MoxaT Aa B nomorHaT Bo packaxyBaeTo Ha Bawata 6u3Huc
npuKasHa Bo noronem o6em. [Mpountajte] ru BecHuumTe Bo Bawmot rpag ... [u] rneaajre ru Bawmte
NOKaJiHWN BeYepHu unm yTpuHckm Bectu. OBa Ke Bu gape mHpopmaumja 3a Toa WTO Ce ClydYyBa BO
Bawara 3aegHuua, 1 Ke Bu nomorHe ga ogpefute KOu HOBUHApW/ penopTepu HajBepojaTHO Ke ce
3auHTepecupaaT 3a BawwuTe 6M3HMC BecTW. EAHaW WTOM BOCNOCTaBUTE NKUCTA Ha HOBUHApW/
penopTepu, NpaTeTe UM e-Maul NMpPeTCTaBeTe Ce M KaxeTe MM ieKa ja LieHnTe HuBHaTa paboTa. Kora
Tpeba Aa rv cnogenute BawuTte BecTu, Baweto ume Beke Ke UM 6uae nosHato” - Mon Konoyopl,
MoT-npeTceparten 3a MapKeTUHT, pekiaMuparbe M 0JHOCK Co jaBHOCTa, Godard Systems.

4. Bknyyete rvu noTpolwyBayuTe Bo 0BOj npowec

,Mmame nporpama ,Majka-ambacagop” Bo Manarta cafa 3a rMMHAcTUKa Kafe MM KaHuMe HalwuTe
HajnojanHu, eHTy3MjacTUYKM MOTPOLIYBAyYM Ja CTaHAT aABOKATW 3a HALWMOT OPeHS, U Aa HU NOMOrHaT
Ja W1pMMe No3uTUBHM 360p0BYM BO 3aeaHuLUaTa. OBue Majku 06MYHN aenat pedepeHTHU KapTUyKiy,
rM nosfpaByBaaT HOBUTE POAWTENW KOM LITO Ce 3ayfieHyBaaT, MPUCYCTBYBAaT Ha HAaCTaHW Ha
OTBOPEHO, W 06jaByBaaT MHGopmauum 3a The Little Gym Ha coumnjanHuTe meguymu. Tue ce Kako
MOMOLUHMLM BO BMPEXYBakeTo CO MUCHja ja HU nomarHat fa gobueme noronema BUAANBOCT BO
noKanHaTta 3aegHuua“ - KapanejH Jln, ConcteeHuk, The Little Gym (HokcBun, Tenecu)

5. OcTaHeTe BO KOHTAKT CO NnopaHelwWHNTe KOHTaKTH

,BaXHO e ja ce pa3BujaT BPCKM CO KOHTaKTH 6UAejKu TMe MoXart Aa bupat npecBpTHULM 3a BawwoT
OM3HUC M pa3Boj Ha Bawarta kapuepa. MiMaB WwaHca a 0TBopam BTOpa npofaBHuLa 3a Hungry Howie's
Pizza nocne KOHTaKTOT CO MopaHelleH paboTofaBeL, KOj cakalle HeroBuoT nuua 6peHf fa pacTe.
Pewus pa otBopam BTOpa Nokauuja Hungry Howie's Pizza u cera umame peuncu 600 npogaBHuLm
BO 21 apxaBa. bea 0BOj KOHTAKT, 0Ba HMUKOralw Hemalle Aa ce cnyun” - Ctue LlekcoH, N3BpLieH
aupekTop, Hungry Howie's

6. Cexoraw 6ugete cnpeMHM Ja NOHYAUTE NPUMepoLU
,CTaBeTe UM ro BawuoT Npou3Bog Bo ycTata! Cekorawl HocaM NPUMEPOLM O HAWUTE TPULKK Of
KOKOC BO CJlyYaj ia BULaM HEKOj KOj MOXe [ia 6uze BaXeH 3a MojoT 6u3HuC. Ha efieH HeogamHeLleH
neT, 3abenexas No3HaT My3uyap U My Aaf0B NPUMEPOK, KOjLITO NpeMuHa Bo pa3roBop. Toa belue
Kako Aia CyM My fan [eMo-KaceTa U Koja Toj ja cnywa Ha nuue Mecto” — BuHceHT Kutupatparap,
/3BpLuieH aupekTop u Ko-ocHoBay, Dang Foods

7. YyecTByBajTe BO Bawara 3aegHuL,a Ha NOKaIHK Manu 6GU3HNCK

,YUecTByBajTe BO COBETOJABHNM KOMMUCWM, MOCETETE W PasMYHUTE CAeMU U KOH(EpeHUuu, u
n3nesete Haasop. [lo6uBaTe OHOMKY KOJKY Ke BNOXMTE, Na [OKONKY oyeKysaTe NnyfeTo ga Bu ce
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npueAMXaT BaM, Toa HUKOrall Hema fia ce cnyyu. Tpe6a [ia BNOXMTE BPeMe M eHeprija 3a Toa fia ce
CNyym npeky Bale concTBeHo aHraxupare” — Ewnu Mopuc, U3BpleH aupektop Ha Capriotti's

AsTop: Hukon ®anoH, lHeBHN busHuc BecTu, MaseH ypeaHNK
UsBop: https://www.businessnewsdaily.com/6420-entrepreneur-networking-tips.html

4.2. YoenyBarbe HA UHBECTUTOP

BusHuc y6epyBatbe (aHr. pitch, business pitch or pitching) e kpaTka npeseHTaumja Ha Bawarta
OM3HUMC Mpeja WTO BME, Kako NMPETNpUEMay 1 CONCTBEHUK Ha CTapT-an, Ke ja HanpaBuTe 3a 6GU3HUC
aHrenu unu uHBecTuTopuTe of, HOHAOBMUTE 3a pU3MyYeH KanuTan. Toa e MCTO Taka NO3HATO Kako
,F0BOp BO NUGT". Ce paboTu 3a M3BPLLHO pe3nMe Koe JaBa Op3 npernep Ha Bawara 6usHuc naeja u
JeTanu 30WTo Ke 6uaete ycnewHn. OBa e npBaTta npe3eHTaLMja Koja NOTEHLMjanHNOT MHBECTUTOP
ja cnywa 3a Bawara 6usHuc upaeja.

Co oBaa y6eannBa 6U3HUC Npe3eHTaUuja, Tpeba fia I 3anHTepecupate NoTeHLUjaHITe
MHBECTUTOPY 3a Balata 6u3HuC uaeja. Tpeba Aa ro NnpuBneYeTe HUBHOTO BHUMaHWe 3a Bawarta
6u3HUC naeja. Taa Tpeba fa oxpabpu JONONHUTENEH pa3roBOp 3a BawmoT 6usHuC, HageBajKku ce
JeKa Ke pesynTupa Bo MHBECTUPatbe.

He MoxeTe Aa oyekyBaTe feka UHBECTULMjaTa Ke Ce Cly4u No NPBMOT COCTAHOK, HO Tpeba Aa ro
0Xpabpu MHBECTUTOPOT A ja nobapa Bawara npe3eHTauuja.

KpaTkaTa npeseHTauuja Ha Bawata 6usHuc ngeja Tpeba fa CoApXM:

1. Onuc Ha npo6nemot 5. Bawwuot Tum
2. PeleHune Ha npob6neMoT 6. OuUHaHCKUCKN NPOrHO3M
3. Lenex nasap 7. Knyynu npecBpTHUUM (aHr. milestones).

4. KoHkypeHuuja

Mopony Ke HajaeTe HEKONKY NPenopakm Kako Aa HanpaBuTe Nogobpa npeseHTauuja Ha Bawmnot
6U3HMC:

v

MNpe3eHTauujaTa Ha Bawara 6u3HuC uaeja Tpeba aa ouae:

- jacHa . KpaTka - ybeanuea

v

[la packaxyBa BUCTUHCKa NpUKasHa

v

BaweTo petiexue Tpeba aa 61je e[HOCTaBHO

\4

[la nokaxe feka uMa nasap 3a BawwoT npousBsog unv ycnyra
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> [la nokaxe Kako BawuoT 6u3Huc Ke 3apaboTyBa

> [la nokaxe Jeka Beke umate Hanpegok BO 6U3HUCOT

» [laja o6jacHuTe BawaTa MapKeTUHT CTpaTeruja u Kako Ke npofaeare

» 3owTo Bue n BawmoTt TMM CTe BUCTUHCKKTE nyfe

> [la nokaxeTe Aieka ja nosHaBaTe Ballara KOHKypeHLuja

> [locoyeTe ru BawuTe HUHAHCUCKN NPOrHO3M U NMOKAXETe feKa M 3HaeTe BalwmuTe 6pojKu
> Bex6ajTe ja npeseHTaumjaTa

> Tpe6a fa ja npe3eHTupaTe Bawara 6U3HUC nAeja BO OrpaHNyeH KpaTok
nepuog 3aBUCHO Of cuTyauujaTa (60 cekyHau / 5 MuH. / 10 MuH.)

> HanpageTe efieH [JOKYMEHT CO JOMKWHA Of eiHa CTPaHMLa Co OMUC Ha
BawmoT 6UsHUC KOj Ke ro CrofieNinTe co NoTeHLMjanHITE UHBECTUTOPM.
Bupea co MHCNMPaTUBHYM Npe3eHTaLun Ha 6u3Huc uaeja (pitching)

1. Mo6epHuk Ha HaTnpeBap 3a pitching Llow JlajT: https://youtu.be/i609802FRHW

2. Tlo6besHnukUOT roBop Ha CBeTcKkaTta CTapT-an paboTUHULA
Ha YHuBep3suteToT MUT: https://youtu.be/UBNJh2rOOlII

Bo Mpunor 6p. 2, Ke HajaeTe NpMMep 3a KpaTKa Npe3eHTaluja Ha 6U3HUC WAeja Npef NoTeHLMjaneH
uusectutop (pitching).
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5. MexaHn3mMu 3a noIpiumKa u
pocTanmuy (POHI0BU 32 CTAPT-AIU

5.1. Opranusanyy 1 MexaHu3MH 3a IOoIpIIKa

LlenTap 3a pa3Boj Ha JyrouctouyeH NNaHCKN PeruoH
http://www.rdc.mk/southeastregion/index.php/en/

LleHTapoT 3a pa3Boj Ha JyrouCTOUHMOT NIAHCKM PermoH ja uma concteeHocTta Ha [lporpamarta 3a pa3sBoj
Ha JyronctoyHunoTt pernoH 2015 - 2019 Kage MepkuTe KOu ro NpoMoBupaaT NPETNPUEMHULITBOTO ¢
CaMOBpaboTyBarETO Ce NPeABUAEHM, KaKo U Ha PernoHanHaTa nHoBauucka ctpaternja 2016 - 2020.

busHuc LeHTap 3a noAAPLKA U KOHCYNTAHTCKU yCnyru 3a MaJin U cpegHu
npeTnpujaTja BO paMKu Ha LleHTapoT 3a pa3Boj Ha JYrouncToyeH nIaHCKN permoH
http://www.investinseregion.mk/index.php/en/

PernoHanHunoT 6usHuC LeHTap 6ewe dopmupaH Bo 2014 roguHa, BO paMKK Ha npoekToT ,0CHOBake
Ha 6M3HUC LieHTap 3a NOAAPLLKA M KOHCYNTAHTCKM YCyry 3a Manu 1 cpegHu npetnpujatuja (MCM) Bo
JyroncToYHWOT NaHCKM peruon”, co Len fa ce 3rofeMu KOHKYPEHTHOCTa BO JyroMCTOUHMOT PErnoH
npeky noagpwka Ha MCIT v npeTnpueMHULTBOTO.

BbusHuc ueHTapoT 3a nopfplika u KoHcynTaHTcku ycnyru 3a MCIT Bo JyroucTouHWOT peruoH Bo
pamMku Ha LleHTapoT 3a pa3Boj Ha JyroucTOUHMOT MAAHCKU PErvoH LEenu KOH MOMOW U AaBarbe
nogapwka Ha MCI 3a HuBeH 6p3 M AWHaMuyeH pa3Boj. lpeky naeHTUdUKaLmMja Ha TEKOBHUTE
notpebu, 3acTanyBarbeTo, UHPOPMUPAHETO U BMPEXYBameTo, BUsHMC LeHTapoT NnpuaoHecyBa KOH
3ajakHyBatbe Ha Kanauutetute Ha MCIT BO peroHOT KOj co3iaBa Knuma 3a pasBoj Ha OfPXIUBU U
npopuTadunHm 6usHucu. 06emMoT Ha paboTa Ha BM3HMC LieHTApOT 3a NOAAPLIKA U KOHCYNTAHTCKM
ycnyru 3a MCIT Bo JyroncTo4HMOT NAaHCKKU PErMoH ce COCTOM Of;:

e CnpoBefiyBatbe 06YKM 3a rpajfietbe Ha KanauuTeTy 3a MUKPO, Manu 1 CPeLHU NpeTnpujatuja

e (OpraHu3auuja Ha coBeTofaBHU, UHHOPMATUBHY 1
MPOMOTUBHW HaCTaHU 3a MPUBATHUOT CEKTOP

e VHdopmupatbe Ha NpeTnpujaTnjaTa BO PETMOHOT 3a OTBOPEHN
MOBULM U [OCTAMHN MOXHOCTY 3a GUHAHCHpatbe

e [logroToBKa Ha aHanM3m
e (OnecHyBatbe Ha napTHepcTBa

° HOAp,pLIJKa 3a y4eCTBO Ha CaeMu N HaCTaHn
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OyHKLNN:
e KoMyHMKaLMja Co CuTe 3aMHTEpecupaHu CTpaHu u HUBHA
noAApLIKa Npu NOArOTOBKA Ha NPOEKTHM annukawuu;
e [locTaByBatbe Ha MHHOPMALMK M aKTUBHM MOBULM O MHTEPEC 3a 3aNHTEPECUpPaHNTE CTPaHy;
e (6e3befyBatbe Ha COBETOAABHU YCNYrY 3@ MPUBATHUOT CEKTOP;

° O,D,p)KYBal'be Ha COBeTOAaBHW U MPOMOTUBHU HaCTaHu
cneu,mjanmsmpaHM 3a MPUBATHUOT CEKTOP;

e Pa3Boj Ha LieHTpasiHa 6a3a Ha NoAaToLy Koja CoapXU MHGOPMaLIMK 3a NPUBATHNOT
CEKTOP, MHCTUTYLIMMTE U APYTY 3aMHTEPECUPaHU CTPaHU of JyroucTOYHMOT PEryoH.

Llenuw rpynu Ha BusHuc ueHTapor:

e OnWTHHUTE BO JYrOMCTOYHUOT MNAHCKM PErUOH;

e MCIT;

e [loTeHUnjanH1 CTPAHCKM U JOMALLHN UHBECTUTOPY;

e Tprosuu / eKOHOMCKI ONepaTopy BO PErNOHOT;

 PervoHanHu komopu (PernoHanHa saHaeTYMcka Komopa 1 PernoHanHu CTonaHcku Komopu);
e JloKasnHu rpafaHcKu ONWTUHCKI OpraHusaLmu u GoHaaLum.

BusHUC LeHTapoT cnpoBefyBa MHOBATMBHW MPOEKTU Of KOPUCT Ha 3aUHTEPECMPAHMTE CTPaHu
CTPaHM BO JYrOMCTOYHUOT PETUOH.

KaHuenapuja 3a nogapwka Ha MCI, OnwTtuHa CTpymuua
http://bc-skk.eu/sme-support/office-for-support-of-sme/

Bo pamku Ha OafeneHuneTo 3a MefyHapogHa copaboTka u eBponcku GoHAoBK Bo OnwTuHa CTpymMuLa,
dyHKkumoHnpa KaHuenapuja 3a nogApluka Ha 6M3HUC CEKTOPOT, Koja 06e36elyBa yCnyru HacoueHu
KOH gomatuHmte MCIT 1 cTpaHCKMTE MHBECTUTOPM.

Ycnyrute 3a nokanHute MCI umaat 3a Len Aa ro CTUMyNuUpaaT pa3Boj Ha JloKanHaTa eKoHOMMUja,
NpPoOMoLMja Ha IOKaHMTE BPEHAOBM M NOAAPLLKA Ha U3BO3HO-OPUEHTUPAHUTE NPeTNpUjaTHja.

MpodecuoHanHuTe BpaboTeHW of OMWTHHATA 06e36edyBaaT KOMMETEH CET Ha YCAyru of
MHbOPMATUBEH TWUM, NPOMOLMja, BMpEeXyBatbe W Tpajfietbe Ha KamauuTeTW 3a KOMMaHWUKTE,
NOrUCTMYKa NOAAPLLKA U Apyru yenyru. MopTtdonnoTo Ha yenyru Bo KaHuenapujaTa 3a nogApLika Ha
6u3HUC cekTopoT — CTpymuLa, HaMeHeTH 3a nokanHuTe MCI cogpxu:
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1. UHdopmatusHm yenyru
2. Ycnyrv 3a BMpexyBatbe
3. Ycnyru 3a rpagerbe Ha KanauuTeT 1 COBETOAABHM yCnyru
4. lMpoMOTUBHU Kamnamm
5. Jloructuuka nogapLuka.
®oxpaumja 3a MCI pa3soj — Ctpymuua

http://www.rcsr.org.mk/index.html

®oHpaumjata 3a pasBoj Ha MCI - CTtpymuua, Hyam ycnyru 3a noctoeykute MCI, Kako u 3a
HeBpaboTeHNUTE KoM Ce MAHM NOTEHLMjanHK NPETNPUEMAYMN KON BKIyYyBaaT:

e HbopmaLmm co Kou ce oxpabpyBaaT HeBpaGOTeHUTE IULA U MNaAM NPeTnpueMayu
[a BOCMOCTaBaT HUBHW GU3HUCK U fja cO3AafaT HOBM PaboTy;
e OpraHusupatrbe 1 CNpoBeAyBatbe 06yKHM 3a MOCTOEYKNTE U NOTEHLMjANIHNTE NPETNPUEMAYN;

e CoBeTu M MHGOPMaLMUM [0 NOTEHLMjaIHUTE U NOCTOEYKMTE MPETNpUeMayu NpUMapHo
BO BPCKa CO: A0CTAMHN MHCTPYMEHTU U KPEAUTHU IMHUK — U3BOPM Ha GPUHAHCUPAHLE,
6a3a Ha nogaTouyn 3a MCI, 3akoHcka pamka koja Bnujae Ha MCI1, eKOHOMCKM
CMEeTKOBOACTBEHM UH(OPMaLUK, NasapHu MHOOPMALMKM, MOXHOCTM 3a MAapTHEPCTBO, UTH.;

e OpraHuaupatbe Ha CeMUHapU, 06yKK, paGOTUIHULIN Ha TEMM LUTO CE Of, UHTEPEC;

e (OpraHuaupatbe TPUGUHKU, TpKanesHu macu, 626 coctaHouy, UTH.,

¢ [lomarare Ha NpeTnpuemMayunTe BO pa3Boj Ha BU3HNUC NAAHOBH, COTACHO Pa3NNYHU MOAENMK;
¢ [Mogapwka Ha MCI 3a 06e36efyBae Ha 3aeMm of, 6aHKa;

¢ [lomarare Ha MCI1 Bo peluaBatbe cneumduyHu npobnemu;

e lpeHTuduKaumja Ha MOXHOCTY 3a pa3Boj Ha BU3HUCOT;

e MoxHocTy 3a huHaHcupatbe Ha MCI1 npeky NpoekTy, Nporpamu;

e basa Ha nogatouu Ha MCIT Bo JyrouctouHa MakefoHuja;

e VHpopMaLmm 3a [OCTaNHU KOHCYNTAHTCKU YCIyri BKYYYBajKU
eKCMepTH BO creundnuyHu o6nacTty, Baxuu 3a MCIT;

e (CucTem 3a COBETYBatbe CO Bayyep - 7 0611acTu Ha COBETYBaHE;
e CoeTofaBHu ycnyru 3a BoBegyBame Ha ISO n HACCP ctanpapam 8o MCIT;
e VHdopmauum 3a aKkTUBHUTE MEPKM 1 MOMIMTUKN Ha Bnagara

Ha Penybnuka MakefoHuja, cnope nporpaMarta 3a pasBoj Ha
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NpeTNpUEeMHUILTBOTO, KOHKYPEHTHOCTA U MHOBaLuuTe Ha MCIT;
e WHdopmauum 3a EY npoekTn 1 GOHA0BK; U
e Peanusupatbe Ha Hekonky MCIT npoekTu Bo paMKW Ha pasnnyHu nporpamu u GOHA0BMU.

MomeHTanHo, ®oHpauujaTa 3a passoj Ha MCIT - CTpymuua ro peanusupa npoektot ,Mpexa 3a
KpeaTWBHO NPeTNPUEMHULITBO", BO NapTHEPCTBO co buaHnuc UHky6aTopoT - LleHTap 3a nogapuika
Ha npeTtnpuemHuwTBoTO loue Jenyes Bo pamku Ha INTERREG - IPA CBC lNporpamara byrapuja -
MakepoHuja.

NCM doHpaumja
http://www.yes.org.mk/Default.aspx?r=6&I=63&c=22

®onpauunjata ,MpeTnpuemMHuyka cnyxba 3a Maagu’ co rnaBHa KOMMOHEHTa GU3HUC MHKY6GaTop
3a MOAAPLIKA Ha MMKPO, Manu UM CpefHW NpeTnpujaTuja BO MOJETO Ha WHOpMauuUcCKuTE U
KOMYHWKALMCKMTE TEXHONOrUM MPEKY NPOLIec Ha GU3HUC MHKY6alLja A03BONYBA NpUCTan A0 ycayru
IW3ajHuUpaHu fa ro 3a6p3aT HUBHMOT PacT U pa3go;j.

YneHoBuTe Ha VIHKYGaTOIJOT nMaaT KOPUCT o4 cnefHUTe ycnyru:

e Cy6BEHLMOHMPAHM CTaNKK 3a KaHLeNapucKi NpocTop,

¢ [IpaBo Ha KOpUCTEHE Ha canaTa 3a CoCTaHoLM, KOMMjyTepckaTa
nabopartopuja, NPOCTOPUN 3a NPE3EHTALIUN U 0BYKH,

e CoBeTy Npu CeKOjHEBHN ONepaTMBHU paboTy,

e (006yKu 3a 3ajaKHyBatbe Ha KanauuTeTy 3a MeHalMparbe Ha OU3HUCOT,

e MeHTOPCTBO Of, BPBHW AOMALUHN U MEfYHAPOAHU EKCNEPTH, NPETNpPMEMaymn U KOHCYNTaHTH,
e [lpomoumja,

e Mepmjaumja / onecHyBare Ha KOHTAKTUTE CO MHCTUTYLUM KoM 06e36eayBaat huHaHcupatbe,
¢ [loBp3yBake CO MOTPOLIYBaunTe,

b OpraHmsmpal-be HaCTaHW 3a BMpPeXyBake 1 I/IHTepHaLlVIOHaﬂVISBLI,I/Ija.

MNCM Mpexa
http://www.yes-network.org/

Mpexata MpeTnpueMHuyKa nogaplka 3a mnagu (MCM) numa 3a Len fa rv 3ajakHe KanauuTeTuTe Ha

rparaHcKuTe opraHusaLluu BO HUBHOTO BMPEXYBatbe, U fia Co3aafaT MAaguHCKM NPeTnpueMHUYKY
pasBOjHW Nporpamu.
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Acouujauuja 3a pa3soj Ha Hou onuuu (APHO)
http://www.arno.org.mk

APHO e opraHusaumja 0CHOBaHa CO cnelujanHa MUcHja 3a pa3Boj U UMMNNEMEHTaLMja Ha CoLMjanHm
MHOBALMW W NPOMOLIMja Ha HOBM OMUMM U MOLEPHW TEXHOMOLWKM MPUCTanu 3a ONWTECTBO KOe ce
MeHyBa. Bo MOMEHTOT, hyHKLIMOHMPA KakKo XubpuaHa opraHusauuja (rpafaHcka opraHusaumja co
€KOHOMCKM akTUBHOCTK). LLITOM ce BocnocTaBu mpaBHa pamKa 3a COLMjaNHO NPETNPUEMHULITBO
Bo Peny6nuka MakepoHuja, nnaHoT e APHO oduuujanHo Aa ce peructpupa Kako CcouujasHo
npetnpujatue.

CeaByc pyna
http://seavus.com/

a) Ceasyc MHky6aTop, http://www.seavusincubator.com/

Nuky6aTopoT Ha CeaByc e noBeKedyHKLWOHANEH PaboTeH NPOCTOP NOCBETEH Ha MPETNpUeMaunTe,
YMETHULMUTE W MeauymuTe. Bo MHKy6aTOpOT Cce MeHTOpupaaT WAen, M ce o06e3besyBaat
MHOPaCTPYKTypa W pecypcy 3a cTapT-anuTe Ha MAHMHATA.

e Dot.up TexHonoruja - MHKy6aLmcka nporpaMa Koja ru NoAApXXyBa cTapT-anuTe Bo o6iacTa
Ha WHhOPMALIUCKIUTE TEXHOMOTUN, BUAELO UIpU, CODTBEP M TEXHOMOLIKN PasBoj U NOAAPLLKA.

¢ Dot.up KpeaTuB - NoAApLUKA HA KpEATUBHUTE UHAYCTPUM U MHAMBUAYANLW KOU paboTaT
BO 0611aCTH Kako rpaduyku fusajH, UHAYCTPUCKN An3ajH, 2[&3[, aHumauuja.

e Dot.up Meanymu — an3ajHMpaHa ga o6esbean NoAapLIKa BO HanopuTe
[a ro oxpabpat ¥ CTUMYyNMpaaT UCTPaXXyBayKoTO HOBUHAPCTBO, KaKo U
CNOBOLHM U He3aBUCHM MeANyMU. Toa Ke oxpabpu n Noaapxu aebata

b) CeaByc o6pa3oBeH U pa3BoeH LieHTap (COPL), http://www.sedc.mk/academy/prestart-up-and-

entrepreneurship/

COPL| e npuBaTHa komnaHuja ocHoBaHa BO centemBpu, 2010 roguHa, Bo pamkute Ha CEABYC
pyna. COPL, Hyam nocT-akajemcka cnewunjanuavmpaHa nporpama koja BKyyyBa npefaBatba 1 6p3o
MEHTOPCTBO:

e Buawuja u ngeu, pa3soj Ha TUM

e [eHepupatbe Ha BU3HUC Mogen

e licTpaxyBatbe 1 pa3Boj Ha NOTPOLLyBauu, GpeHANpatbe U MAapKETUHT, [U3ajH Ha NPOU3BOZA
W UCKYCTBO Ha KOPUCHUKOT, KOHKYPEHTEH BEHUMAPKUHT Ha KapaKTePUCTUKUTE

e [lpopaxo6a u pacTt
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e (OuHaHCKUM U 3roNeMyBake Ha KanuTtan

e [lpo6nemun Ha nporpamMepoT W KOZMpare

e (OcHoBWU Ha u3paboTka Ha ybean1Ba npeseHTaLunja U npeTnpujatue
e [lunnomupare — BHUMaBaj WTO nocakyBall

HacTaBHaTa nporpama coapxu 100 yaca npefaBatba U 6p3U MEHTOPCKM CECUM Kafle MEHTOPUTE CO
eKcrnepTusa Ha NpefMeToT ofroBapaaT Ha npallarba U TMAMOBUTE M Npe3eHTUpaaT HUBHUTE UAEH,
HanpegoK W pasmuciyBarba Of cecujata co npefaBatba.

c) COPL|, busHuc Cumynarop, https://www.facebook.com/SEDC-Business-
Simulator-502055543301658/

COPL, BusHuc CumynatopoT e YHUKATEH MOJEN 3a HanpefAHa NpakTUYHa npodecuoHanHa obyka Ha
YUYEHULM NPeKy chewujanHa nporpama 3a 06yku NPeKy HUBHA AUPEKTHO NOCTaByBatbe Ha KOHKPETHO
paboTHO MECTO - y/iora BO CUMyNMpaH 6U3HMC NpoLec nog Hap3op Ha UT npetnpujatue.

Hby MeHc 6u3HMC aKuenepaTop
http://www.newmansba.com/

Hy MeHc GU3HUC aKLenepaTtopoBo3MOXyBa nogapLuKa Ha:

e Mnaau v TpyAO/bYOUBHM TaNEHTU 3a rpajierbe CynepMoKHa Kapuepa u
[a CTaHaT CUJTHW 1 HE3aBMCHU COMCTBEHULIM Ha U HMHATA,

° MHCﬂMpaTVIBHI/I EKCNepTu n MEHTOPU CO BOﬂja 4a ro Makcumunsupaar I'IOTEHLI,I/IjaJ'IOT
Ha HUBHWUTE YYEHULU U TUE Aa npepacHaT BO UCKNYUYUTENTHU noeanHLun,

e [locBeTeHu u CTpaCTHW NpeTnp1MemMayn Kou ce NOCBETEHU U cO3aaBaaT
Nnpou3BoAN KON MOXaT Aa ja CMeHaT AnHaMKuKaTta Ha MH[J,YCTpMjaTa,

e YCnewwHu NoKanHK NpeTnpujaTija [OBONHO Xpabpu Aa HaBne3aT Ha
CBETCKWUTe Nasapu 1 ja rv MHCupupaart ApyruTe fa rv cnepart.

Teu Napk Ha Yuusepsutetot Ha JUE
http://techpark.seeu.edu.mk/en/incubator/current-tenants

Tey MapkoT Ha YHuBepsutetoT Ha JUE e TexHonowKkW napk nouupaH BO KamnycoT BO TeToBO.
McTnoT Gewe oTBopeH Bo Maj, 2013 roanHa, oa cTpaHa Ha YnpaBHuoT Og60p Ha YHMBEP3MTETOT Ha
JUE co uen ga cospage ycnoBu 3a cumynalmja Ha co3faBareTo Ha HOBU CTapT-an npeTnpujaTyja,
co3jaBajKu CuHepruja nomerfy npetnpujatujaTa u ga oxpabpu pact Ha noctoedkute MCI kou Ha
JONrOpPOYeH nyaH 0BO3MOXYBaaT MOXHOCTW 33 HOBM paboTHU MecTa.
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EBpo-makefoHcKu LlenTap 3a 3Haewe u uHoBauun (EMKULLE)
http://www.emkice.com

EMKWULEE e HenpoduTabunHa opraHusaumja co Len ga ro nogfpXu u 3abp3a MpoLecoT BO KOj
WHAYCTpUjaTa Ce BKyYyBa BO EKOHOMCKMOT PasBOj M MHOBALMja, KOPUCTEjKM HajA0BPU NPaKTMKMK,
Jenerbe Ha 3Haere 1 06pa3oBaHMe 3a 3aMeHa Ha HOBU NPOKU3BOAM M ycnyrv Ha EY nasapot. EMKULE
“Ma TpU raBHN Lienu:

1. [a oxpabpu 1 NoaLpXW MHOBaLMja N KOMEepLMjanu3aLmja Ha MHoBauun (MpoHajaoum),
pasBoj Ha HOBW NPOWU3BOAM W YCNYrW, NPEKy NPeTnpUeMHUYKK npucTan u
WHOBATMBHa TEXHOJOTMja (3@ NPaBHU MW GU3UYKM UL U POJIOBA EAHAKBOCT
KOW ro 3aluTMTyBaaT HUBHUTE NpaBa Ha MHTENIEKTyasiHa CONCTBEHOCT);

2. [laro noanpxu npuctanoT A0 GUHAHCUKM, MHOBALUM, MPUMEHETO UCTPAXYBatbE,
TexHonowku paseoj (M + U+ T+ P) og poctanHu EY GpoHaoBu 1 6UsHUC aHreny;

3. [la moaapxw HauuoHanHa, permoHanHa u TpaHcHalWoHanHa copaboTka u
LeNetbe Ha 3Haee. Yuere HOBU BELITUHM 33 KpeaTUBHO NPETNPUEMHULITBO,
Koe BOAM [10 MHOBALMja U NPOMeHa, 0CO6eHO NoMery MafnHarTa.

EMKWUUE wncTto Taka ja BAoMyBa MakefoHcKaTa Mpexa Ha 6usHuc aHrenu (MBAH) e npeaTa
oduumjanHa MHBeCTMLMCKA MpeXa Ha 6u3HMC aHrenn Bo MakefoHuja u uneH Ha EBponckata Mpexa
Ha busHuc Aurenm (EBAH).

Inovativnost.mk
http://www.inovativnost.mk/category/makedonija/startapscena/

Inovativnost.mk e Be6 noptan koj uMa noce6eH fien Koja 06e3besyBa UHGOpPMALUK U BECTY 3a CTapT-
anuTe Bo Peny6nuka MakegoHuja (,Ctapt-an cueHa”).

LLEE[] MakepoHnuja — LLEE/] Xa6 Ckonje
aKuenepaTop M 3aeJHMYKM NpocTop 3a paboTa
http://ceed-macedonia.org/ceed-hub-skopje/

LIEE][], Xa6 Ckonje akLenepaTop v 3aeiHUYKM NPOCTOP 3a paboTa, e MeCTO KOe 06e36eyBa npucTan Ao
MHOBATMBHA W MHCNMPATWBHA paboTHa CpeAnHa 3a NpeTnpuemMaynTe 1 NpeTnpujaTujata BO HUBHATa
noyeTHa (asa, XOHopapLM U MHAMBMAYANLM KOW caKaaT Aa 3anoyHaTt cBoj 6usHuc. LIEE[, Xa6oT BO
Ckonje Hyau 6UpPoO CO MepcoHaNeH CMeTay, MHTEPHET MpuUcTan M cana 3a cocTaHouM, npucTan Ao
MHhopMaLmu, npucTan Lo 3Haeke, NpUcTan A0 NOTEHLMUjaNHN NApPTHEPU, NOTPOLLYBAYM M Nasapu -
npeky b2b v HacTaHu 3a BMpeXyBakbe, NpucTan Ao GUHaHCUK — 0BO3MOXYBa npe3eHTaLnja Ha Kny6oT
Ha 6usHuc aHrenn Ha LLEE[] MakepoHuja n nogapxyBa npodecmoHanyy 3a MHOBaLMM U KPeaTUBHO
pasMucnyBame — 06e36efyBa COBETU Of KOHCYNTaHTH 3a MHOBaLMja U BU3HUC MEHALIMEHT.
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I-lab.mk
http://i-lab.mk/index.php/mk/

i-Lab.mk e nHoBaTMBeH LieHTap Bo paMku Ha LleHTapoT 3a 3Haewe, ocHoBaH Bo 2005 rognHa nog
NoKPOBUTENCTBO Ha LleHTpanHaTa EBponcka niuumjatmea (LLEW) u KEN Asctpuja 2014.

EnHa op noHygeHute ycnyru e CTapT-an KaTanu3aTop Koj 06e3befiyBa MOMOLI Ha CTapT-anuTe,
cnuH-odu, MCI v fpyrv opraHusauuu Bo KOMepuujanusaumja Ha HUBHUTE UAEM U 3ajakHyBakbe Ha
OM3HUCUTE MpEKY:

e BopacTeo, NogapLIKa e [lpucTan fo GuUHaAHCUK; U e (6e36eayBatbe Ha Apyru
1 COBET,; noTpe6Hu pecypcu.

FUNKY Co-working

https://www.facebook.com/FunkyCoworking

3aefiHMLla HA CTapT-anu M XOHOPapLM KOM OpraHu3mMpaaT COCTaHOLM 3a BMpEXyBatbe M o cnasat
XXWBOTHUOT CTU/ Ha copaboTKa.

JaBHa coba
http://publicroom.org/

JaBHa co6a e pecTopaH 1 NpocTop 3a 3aeAHMYKa paboTa 3a NPeTnpuemMayu, An3ajHepu, XoHopapLyu
W cTapT-anu.

Coffice
http://www.coffice.com.mk/

Coffice e 3aeHMYKM KaHLENapMCKM NPOCTOp 3a NpeTnpuemMayu, 1oLmpaH Bo LieHTapoT Ha Ckonje.

Next Gen Center
http://www.nextgen.mk/

3aeAHNYKM NpOCTOP 3a CTapT-anu U XOHOpapLK, Kou HyaaTt yneHcTBo Bo Global Start-ups op Ckonje.

Open Space
http://openspace.mk

Open Space e HajHOBMOT MpPOCTOpP 3a 3aefHuUyYKka pabota Bo Ckomje 3a Mfaagu npetnpuemayu w
OUrNTanHu Homagu.
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5.2. JlocTartnu PoHI0BU

Financingis probably one of the first thing you have on your mind when it comes to starting own business.
®uHaHCMparbeTo e HajBEpOjaTHO efjHO Of, NMPBUTE HeLTa KOW r1 MMaTe Ha YM Kora CTaHyBa 360p 3a
3amnoyHyBatbe CONCTBEH GU3HUC. be3 duHaHcupatbe, Bawmnot 6M3HUC HE MOXe Aa (BYHKLMOHUPA,
T.€ He MoXe f1a 06e36ea1 onepaTUBHO GYHKLMOHMPAHLE U HE MOXE Aia Ce MyiaHMpa pacT Ha UCTUOT.
Kako npaBuno, Bue kako mnaj npeTrnpueMay HajBepojaTHO Ke Ce COOuYNTe CO HeAoCTaToK Ha
(buHaHcupatrbe. Bo 0BOj KOHTEKCT, €lEH 0 HajroNeMnTe Npeu3BULM NPU 3an0YHyBakbe CBOj GU3HUC
e ngeHTuduKaLmja Ha M3HOCOT U U3BOPOT Ha GMHAHCMpPare NOTPebeH 3a ja ro CNpoBEAEeTE CBOjOT
nnaH. BaxHo e fa noaroteute Ao6pu MHAHCMCKM MPOeKLMu/cleHapuja co Len Aa o6esbegute
NpeXuByBatbe BO TellKaTa $hasa npy 0CHOBaHETO Ha BalunoT 6usHuc.

HajuecTo KopucTeH!Te 3BOPM Ha GUHAHCUPatbE 3a CTapT-amnuTe Ce:

> JlnyHm 3awTeau — OBa ce puHaHCUM KoM T 06e36eAyBa CaMUOT NpeTnp1emay.
> [lo3ajMuuy o4 ceMejcTBOTO U NpujaTennTe — TakBuUTe GUHAHCUK Ce 06UYHO Be3 Kamara.

> OpraHu3aLun Kou noapXKyBaaT pasBoj Ha Manu 6usHMcK — Toa ce MHCTUTYLMK
KOM Ce OCHOBaHM CO Lien Aa NpoMOoBUpaaT pa3Boj Ha NPeTnpUeMHULLTBOTO.

> 3aemu of 6aHka - OBa ce 06MYHO KPaTKOPOYHU 3aeMi KOW oMaraaT Bo
nogo6pyBatbe Ha GUHAHCUParbeTo Ha 613HMCOT. CTapT-anuTe MMaaT TEXOK
npucTan Lo oBue GOHAOBM Kako NpaBHU cy6jekTu (nopaam rapaHuymjaTa
(xonatepanoT) wWTo ja 6apaat 6aHKMTE). Kako anTepHaTUBa, NPETNPUEMayoT
MOXE /a ja UICKOPUCTU MOXHOCTA 3a [J06MBatbe 3aeM Kako GU3MUKO NNLE.

> KpeauTHUTE KapTUYKKM Ha NPeTnpueMadoT U HerosaTta Gamunuja
- OBa e nockana anTepHaTBa ojj 3aeMUTe oA 6aHKa; [locTanHu
ce GOHA0BM 10 NUMUTOT Ha KpeMTHATA KapThyKa.

> Pusunyen kanutan - OBAe cnaraat popmanHu U HedhopManHuU TUMNOBK Ha
(GUMHaHCUpatbe Ha Manu, 6P30-PacTeyKu, HO PU3NYHU GUPMM KOU Ce 04YEKYBa BO
WOHWHA 1@ ja 3rofleMat HeKOJKY naTi BpeAHOCTa Ha MHBECTMPaHUOT KanuTan.

> 3ApyXyBatbe Ha pecypcu co napTHepu — OBa € MOXHOCT Jia ce 3[pyxaTt
(UMHaHCMCKUTE pecypcu v fia Ce 3aroyvHe 3aefjHUYKM 6U3HUC CO POAHMHK, NpujaTent,
WUTH. WW TeHepasHo, Toa ce A06po NO3HATKM Nyfe 3a NPETNpUeMayoT.

> BusHuc AHrenu - OBa ce 6orati UHAMBUAYANLM KOW MHBECTUPAAT COMCTBEHM Napy,
BPEME W eKCrepTu3a, AMPEKTHO BO NPeTNpujaThja Kou He ce Ha 6ep3aTa, U Co Kou
He ce BO CeMejHa BPCKa, CO 0YeKyBatbe Aa MMaaT QUHAHCMCKM NOBPaTOK.

> LitegunHnum — Hyaat MHOry ciMyHM GUHaHCKUK Kako 6aHKuTe. MapuTe ce
Masiky nockanu, Ho NOAOCTaNHM 3a cTapT-anu (MUKPO GUHAHCUpatbE).
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> JlnsuHr - OBa BKNyyyBa HabaBKa/ N3HajMyBare ONpeMa 3a Koja U ce nnaka HaeMHUHa
Ha NIM3UHT NpeTnpujaTUeTo Ha NoJonr pok. KomnaHujata He e CONCTBEHUK Ha onpemara
Ce L0 MOMEHTOT JOAeKa He ro UCMaTy LIeNOKYMHUOT U3HOC, BKIY4YBajKM ja U kamaraTa
Ha NU3WHT NpeTnpujaTueto. MNpeTnpujaTueTo UMa onuuja Aa ja Kynu onpemMara.

Bo Peny6nuka MakefnoHuja MMa pasfiMyHU U3BOPU Ha (UHAHCUpaHEe WTO UM [OCTaNHU Ha
npeTnpueMaynTe 3a HUBHUTE CTapT-anu.

OUHAHCUPAHE 01 JABHU CPELICTBA

®oup 3a UHoBauum u TexHonowku Paseoj (FITD)
http://www.fitr.mk/

Mucujata Ha ®oHpoT 3a WHoBauuu u TexHonowku Passoj (PUTP) e pga ru oxpabpu u page
NoAApLIKA Ha NHOBATUBHUTE aKTUBHOCTM HA MUKPO, Manu 1 cpeaHu npetnpujatuja (MMCI) co uen
MOCTUrHYBatb€ Ha NOJMHAMUYEH TEXHOJOLWKM Pa3Boj 6a3npaH Ha NPEHOC Ha 3Haeke, UCTPaXyBatbe
3a pasBOj W Ha MHOBAUMM KOM NMPUAOHeCyBaaT 3a CO3[aBarbe Ha PabOTHU MecTa, U EeKOHOMCKM
pacT 1 pa3Boj, LOAEKa UCTOBPEMEHO Ce NOA06PYBa AeNoBHATa CPeANHa 3a Pa3BOj Ha KOHKYPEHTHH
CMOCOBHOCTM Ha npeTnpujaTujata. GMHAHCMCKUTE PECYPCH Ce OBO3MOXEHU Of 3aeMOT A06MEH of
CBeTckaTa 6aHKa BO M3HOC Of 8 MUIMOHM eBpa 3a 3 FOAMHN.

OUTP o6jaByBa lMoBMUM 3a MPOEKTHW NPeANo3n MpeKy PasfMyHW MHCTPYMeHTW, kage MMCII
annuumpaar 3a uUHaHCUpame.

®UTP rv uma Ha pacnonarakbe cnefH1MBe UHCTPYMEHTH:

¢ [paHTOBM 3a CTapT-anu, CMUH-0GU U UHOBALUN.
e Ko-mHaHCupatbe Ha rPaHTOBM W YCIOBEHM 3aeMM 3a KOMepLMjanm3aLmja Ha MHOBaLMK.
e Ko-@uHaHcupatbe Ha rpaHTOBM 3a TpaHchep Ha TexHonoryja.
e TexHWuyka nopapLiKa npexy 6U3HUC — TEXHOJOLIKM aKLenepaTopu.
MHCTpyMeHTUTE KoM Ce COOL,BETHU 3a CTapT-anuTe ce HapeyeHu ,Ko-huHaHcupaHu rpaHTOBM 3a HOBO

OCHOBaHu npetnpujatuja ,Ctapt-ann” u ,CnuH-opn”.

MHCTpyMEHTOT MOALPXYBa MPOEKTH Kou ce BO (as3a Ha ,MOTBpAA Ha KOHUenToT", ce Ao dasata
,6nucky no nasapot”. MMCI1 o cuTe 6U3HMC CEKTOpM ce MOJ06HM 3a annuuuparbe 3a GOHA0BM
BO paMKM Ha OBOj MHCTPYMeHT. KputepuymuTe 3a NOA0BHOCT KOW MOpa Aa Ce UCMOJHAT 0f, CTpaHa
Ha anjMKaHTUTe ce JOCTanHu Ha Be6-cTpaHaTa Ha OUTP (http://www.fitr.mk/portfolio-item/startup-
spinoff/).
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MHCTPYMEHTOT UMa 3a LieN fia ro NOTTUKHE HUBOTO Ha MHOBALMK BO HOBO-OCHOBaHUTE NpeTnpujaTyja
npeky o6e3befyBarbe Ha MOTpe6GHaTa MOAAPLIKA HA aKTMBHOCTM 3a UCTpaxyBatbe W pasBoj. Ce
0YeKyBa FpaHTOT [a oxpabpu KynTypa Ha NpeB3eMatbe Ha pU3NLM M WHOBALMK, Ja OBO3MOXM
nofaplika 3a NpeTnpujaTujaTa KoM MMaaT 3a LieN fa pa3BujaT HOBU WU NOLOGPEHU NMPOU3BOAM,
npoLecu, W/Mam ycnyru, Kako W a oxpabpaT KoMepuujanusauuja Ha pesyntatute JOOMEHU CO
UCTpaXKyBatbe Ha BUCOKMTE 06PA30BHU UHCTUTYLIUM, T.€. HAYYHO-UCTPAXYBAYKN UHCTUTYLIMN.

Co 0BOj MHCTpYMeHT, PUTP o6e36eayBa GuHaHcupare Ao 85% of LLenoKynHMOT NpOeKTeH GyLeT, co
makcumaneH usHoc o 30.000 espa. [lpoekTnTe BO paMK1 Ha 0BOj MUHCTPYMEHT MMaaT Tpaewe of, 12
MeceL CO MOXHOCT 3a MPOAOJIKYBaHe Ha AONONHUTENHU 6 MeceLy.

Kputepuymu 3a eBanyaluja Ha NPOEKTHUTE NPeAosn Ce ClefHUBE:

e HWBO Ha MHOBATMBHOCT

e KBanutet Ha NpoeKToT

e KanauuTeTt Ha NPOEKTHWOT TUM
e [loTeHuujan Ha nasapoT

e BnujaHue

Mo ycnelHaTa KoMepLujanusauuja, npuxoanTe (He caMmo NpoGUTOT) KOU NOTEKHYBAAT Of NpoAax6ara
Ha npou3BopoT/ycnyrata U 6uno Koj nocnefoBaTteneH NpoM3BOA/ycnyra 6asmpaH Ha pa3BueHaTa
TEXHOMOrMja BO paMKM Ha NpoekToT GuHaHcupaH og ®UTP, ke cTaHaT ocHOBa 3a TaHTUeMM KOH OUTP.

Mporpamu 3a noaApLIKa Ha AreHunjaTa 3a BpaboTyBatbe Ha
Peny6nuka Makegonuja (ABPM)

MporpamaTa 3a MfaaguM HeBpaboTeHu nuua Ao 29 ropuHu ,CTapT-an GM3HMUCKM 3a Mnagu”.
3aunHTepecupaHuTe KaHAMAATM MOXaT fa anauuupaar 3a rpaHToBu Bo usHoc of 10.000 eBpa 3a fa
ro OCHOBaaT CBOjOT 6U3HMC.

MoBeke MHMOpPMaUMM 3a OBaa MporpaMa MOXe Aa Ce HajaaT Ha Be6-cTpaHaTa Ha mporpamarta
(http://rabotaimoznosti.mk/samovrabotuvanje/?p=3590&lang=mk ) unu Bo Haj6AMCKMOT LieHTap 3a
BpaboTyBatbe.

Mporpamarta 3a camoBpa6oTyBatbe Ha ABPM Lienn KoH HeBpaboTEHU aKTUBHU GapaTenu Ha paboTa u
M nomara fja ru peanusupaat HUBHIUTe 6u3HUC Uaeu. Mporpamata 06e36eyBa rpaHT of, NPUGNKHO
4000 eBpa 3a yCrewHMTe ananKaHTH, 3aejHO CO COBETOAABHA NOAAPLLIKA U NPeTNPUEMHMYKA 06YKa.
MoeeKke MH(pOpPMaLMK 3a OBaa NMporpaMa MOXe Aa Ce HajfiaT Ha Be6-cTpaHaTa Ha nporpamarta (http://
rabotaimoznosti.mk/samovrabotuvanje/?page_id=1394&lang=en) unu Bo Haj6AMCKMUOT LieHTap 3a
BpaboTyBatbe.
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OBue mporpamu 3a NOAAPLIKA Ce MMNJEMEHTMpaaT Npeky objaByBarbe Ha jaBHWU Ornacu Ha Be6-
CTpaHaTa Ha AreHuwjaTa 3a BpaboTyBate (www.avrm.gov.mk) u MuHWCTEPCTBOTO 3a TPyA M
couujanHa nonuTuka (www.mtsp.gov.mk).

KOMEPLUWJANHU 3AEMN

MakepoHcKa 6aHKa 3a nopApLIKa Ha pa3BojoT
http://www.mbdp.com.mk/index.php/mk/

1) 3aemu 3a MUKPO GUHAHCHpatbe

KopucHMLM Ha 3aeMOT: MOCTOeYKM M HOBODOPMUpPaHW npeTnpujaTja Kou ce (Hajmanky 51%)
BO MpuBaTHa COMNCTBEHOCT, Kako Ha MpUMep: MWUKPO W Manu npetnpujatuja, WHAMBUAYaNHN
npeTnpueMayy, 3aHaeTYUCKM NPOLABHULIM, NPUBATHU TPrOBLMW, TE3TM Ha Nasap U Apyru cy6jekTu og
MUKPO M Manu pasmepy. Llenta Ha oBue 3aeMu e: HabaBKa Ha ONpema, rpaZieXHn paboTy, 3emMjuLTe
1 paboTeH kanuTan.

[locTanHu ce cnegHUBe MUKPO 3aeMMu.

e  Mwukpo 3aemu: e Manu 3aemu:
+ 10 15.000 eBpa + 10 50.000 eBpa
*  cyb6jekTu kou umaart go 20 BpaboTeHu + Manu npetnpujatuja go 100 Bpa6oTeHu
*  MepuOA Ha oTniaTa He * MepuvoA Ha oTnnarta He
noaonr of 24 meceum noponr op 48 mecewm

KamatHara cTtanka u nepnoaoT Ha oTnnarta Cce ogpeayBsaat of CTpaHa Ha KOMepLI,I/IjafIHaTa 6aHKa
3aBUCHO Of TUMOT Ha BU3HUCOT, KpeauTHUOT pejTMHF Ha I'I03ajMyBa‘~IOT W HEKOn apyru q)aKTopM.

baHkn nocpepHuum: Xank 6aHka, LLinapkace, MpokpeanT 6aHka, H/1B TyTyHCcKa 6aHkKa, WTeaunHuuya
MoxHocTw.

2) UnBecTuuncku 3aemu 3a MCI of PeBonBUHI GOHAOT Ha KPeAUTHU NMHWN Ha EVB
WU3Hoc Ha 3aemoT: MuH. 10,000 - makc. 3.500.000 eBpa
Mepuop Ha oTnnata: fo 8 roguuu / pejc nepuop: Ao 24 meceun
MeToa Ha oTnnata: Ha yeTupu Meceum / OTnnaTa: Bo cTpaHcka BanyTa (eBpa)
YyecTBO Ha 6aHKaTa 3a nogApluKa Ha npoekTtoT: 710 100%
KamartHa cTanka: 10 5,5% roauiuHo

http://www.mbdp.com.mk/index.php/mk/kreditiranje/msp#eib4-za-msp
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Llen Ha 3aemuTe:

e Hab6aBka Ha OCHOBHU CPEJICTBA: HEAABMXKEH UMOT; ONpema; paboTeH
kanutan (Makcumym 30% Of, BpeLHOCTa Ha KpeauToT)

e lHBeCTMLMM BO HeABWMXHM CpeAcTBa (pa3Boj, NiaHupatbe 1
duHaHcMpatbe Bo rpagexHata (hasa, Kako v TPOLIoLy 3a niaTa U Apyru
TPOLLOLM NOBP3aHM co ha3aTa Ha UCTPaXKyBakE U Pas3Boj)

LWTegunuuum

Mukpo-GuHaHcuparbe 06e36efeHO Of WTeANNTHULMTE € NOJOCTaNHO 3a cTapT-anuTe. WTegunHuuyu
Bo Peny6nuka MakegoHuja ce: LUTeaunuuua MoxHoctu (www.moznosti.com.mk) u LtegunHuua
®YNM (www.fulm.com.mk/), n aBeTe ce og Ckonije.

ANNTEPHATUBHO ®UHAHCUPAHE

South Central Ventures (ENIF)
http://sc-ventures.com/

South Central Ventures (ENIF) e ¢oHp 3a pusndeH KanuTan co BpegHocT of 40 MUIMOHM eBpa,
MOCBETEH HAa MHBECTULMMTE BO CTapT-anu, TexHonowku MCI1 Ha TepuTopmjaTa Ha 3anafeH bankaH.
®oHAOT UM nomara Ha HajaMbuULMO3HMTE CTapT-anu Aa M WU3rpajat CNEefHWUTe FoNeEMU HewTa.
®OHAOT e napTHep €O HajaMOULMO3HWTE, MOCBETEHMW, TPYAO/LYOMBM W Xpabpu TUMOBM KOU Ce
oCMenyBaart Aa usrpajar rofeMu npeTnpujatija u aa ja npoMeHaT cTaTyc KBo cuTyauujata. PoHAoT
“Ma KaHuenapuu Bo: 3arpe6, benrpag u Ckonije.

Mpexa Ha 6usHuc aHrenu so Peny6nuka MakepgoHuja

MpexaTta Ha 6usHuC aHrenu Bo Peny6nmka MakefoHujarn noBp3yBa npeTnpuemMayunTe Kou cakaart
Ja 3amoyHaT CBOj GM3HUC CO MHBECTUTOPWU/WHBECTMLWM M MeHTopu. [lypn u BO chyyaj Kora
npeTrnpueMaunTe UMaaT OAUYHM BU3HUC NnaHoBY, 6aHKMTe GapaaT rapaHumja (konaTtepan) Koja e
HEKO/IKY naTu NOBMCOKa 0ff BpeJHOCTa Ha HOBO NpefioXeHuTe 6u3HucK. Mpexata Ha 6U3HUC aHrenu
Bo Peny6nuka MakepoHujace cocTom of 6U3HUC NnUAEpU Kou MoXart ia ob6e3bepat GuHaHcuparbe,
3Haeme Kako fa Ce HampaBaT HewTaTa, Kako M couujaneH KanuTan 3a mpeTtnpueMaunTe cCo
WHOBATUBHM UAEMN.

LLEE[, MakepoHuja - Kny6 Ha 6u3HKC aHrenun
http://ceed-macedonia.org/ceed-club-2/ceed-macedonia-business-angels-club/

Kny6oT Ha 6usHuc aHrenu Ha LIEE[, MakegoHuja 6ewe dhopmupaH Kako MOTKAY6 Of YneHOBUTE
Ha 3naTHuoT kny6 Ha LIEE[L 3a 6M3HKUC 1 yyere , BO HoemBpy, 2013 roanHa u e efieH of NpBuTe
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kny6oBm og BakoB Tun Bo MakepfoHuja. O jaHyapu, 2016 roguHa, Kny6oT Ha 6u3HuC aHrenu Ha LIEE]]
MakenoHujae opuumjanHo uieH Ha EBponckaTa Mpexa Ha 6u3Huc aHrenn (EBAH).

MomeHTanHo, 16 npeTnpueMauy ce YneHOBM Ha Kiy60T KOW cakaaT Aa MHBECTMPaaT BO BU3HMC uaen
UM MOCTOGYKM BU3HUCH, [LOKONKY Ce MaeHTMhUKYBa NOTEHLMjaN 3a pacT uiu uHoBauuja. [peuTte
OM3HUC nAen 6ea NPe3eHTUPaHN Ha YNeHOBUTe Ha Kny6oT Bo anpus, 2014 roguHa.

Mo Tpu roamHu noctoere KnyboT Ha 6usHuc aHrenu Ha LIEE[] MakepoHuja, ja HanpaBu npBata
MHBECTUUMja BO fiekeMBpH, 2014 rofmHa, BTopaTa Bo Maj, 2015 roguHa, TpeTata Bo jyHu, 2016 rogunHa,
u yeTBpraTta BO jynu, 2017 roguHa. Bo MOMEHTOB ce pasrnefysaat YeTupu noTeHuujanHu naeu.

EBpo-MakepgoHcku LieHTap Ha 3Haewe u nHoBauun (EMKULLE)
https://www.linkedin.com/company/emkice

Mucuja Ha EMKULLE e pa ja nogo6pu 1 npoMoBMpa MakefoHCKaTa GU3HUC M MHOBATUBHA KYNTypa,
0C06€eHO Kaj MpeTnpueMayuTe, UHOBATOPUTE U BU3HUC aHrenuTe.

MakepoHcKa mpexa Ha 6usHuc aHrenu (MbAH)
https://www.facebook.com/mban.macedonia/

MakefoHcKaTa Mpexa Ha 6usHuc aHrenu (MBAH) e npeata oduumjanHa MHBECTULMOHA MPeXa Ha
6u3HuC aHrenu Bo Peny6nnka MakepoHuja u uieH Ha EBponckaTta Mpexa Ha 6usHuc anrenu (EBAH).

doHp 3a puHaHCHpabe Ha MHOBaLUK
https://www.usaid.gov/macedonia/fact-sheets/innovation-financing-vehicle-ifv

®oHp 3a QuHaHCMpame Ha MHOBauuue cneuujanuavpaH QGOHA AW3ajHUPaH Ja U MOALPXKM
uHoBaumnTe Bo MCI1 Bo 3emjaTa npeky nosajMyBarbe U GUHaHCUpare Ha kanuTan. uHaHcKpaH e
oA cTpaHa Ha YCAW[ v Kopnopauujata KpuMmcoH KanuTan u ynpaByBaH of, cTpaHa Ha Pa3BojHaTa
®onpaunja KpumcoH.

TeKkOBHOTO MHAHCUpatbe e Ha KomepuujanHa 6asa. lMpudaTtnneute KOpUCHULM Ce NpeTnpujaTmja
peructpupanu Bo Peny6nuka MakefoHuja Kou Ke NOHyAaT OApXAWB MHOBATUBEH MPOM3BOA MM
ycnyra 3a kou nocTou NoTBpAeHa nobapyBayka Ha nasapot. MHoBauujaTa Tpeba fa MMa noTeHLnjan
3a pa3sBoj, U Tpeba fa ro NOTTUKHYBA OAPXJIMBUOT PasBoj M CO3AaBakETO HAa HOBM PabOTHM MecTa.
Cekoj noTeHUMjaneH KNueHT Tpeba fa uMa GUHAHCUCKN U KOMEpLUjaHO OLPX/IMB NPOU3BOL, AN
yc/yra Koj jacHo rv 3afi0BoflyBa NoTpe6uTe Ha NasapoT Ha KOHKYpeHTHa 6asa. lcto Taka Tpeba fa ce
NpuKaxxe KpeanbunHa npoekLmja Ha rOTOBUHCKM TEK, M HA OBOj HAUYMH jacHa cTpaTeruja 3a ucnnata
Ha AOAroT, Mpeky NpodUTabUNHOCT AW NIMKBUAHOCT UM Ha 6MNO KAaKOB HauMH Ha 3aTBaparbe Ha
Jl0AroT BO poK o1 12 no 24 meceuu. Ce npeTnoyntaaT UHOBATUBHUTE BU3HUCK KOM CO3JjaBaaT HOBY
paboTHU MecTa.
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Kako npuoputeT, ®OHAOT (MHaHCUPa WHOBATMBHM GU3HUC NPOEKTU (HO He Ce OrpaHuyyBa CaMo
Ha) UKT, eHepreTcka euKacHOCT, 3alUTUTa Ha XMBOTHA CPeAnHa, 3eMjofencTBo, npepaboTka Ha
XpaHa, NPOM3BOACTBO, IOTUCTHKA, UTH. BpeMeTpaereTo Ha MPOEKTUTE € 0, HEKONKY MeceLm [0 ABe
roguHu. ®uHaHcuckuTe cpeactBa cusHecysaat og 5,000 go 100,000 espa.

duHaHcupamwe op cTpaHa Ha ,MACATA"

®uHaHcKparbe Of CTpaHa Ha ,Macarta” (aHr. Crowdfunding) e npakTuka Ha GUHaHCMpakbe Ha NPOeKT
UM 6U3HUC Npeky cobupatbe Ha MHOTY Manu U3HOCH Napy of ronem 6poj nyfe (Maca), 06MYHO Npeky
WHTEpHeT. Ha npumMep, My3uyapuTe, pexucepute, 1 yMeTHULMTE yCMeELWHO cobupaaT duHaHCUM Ha
0BOj HauuH.

OuHaHcKparbe Of CTpaHa Ha ,MacaTa’ e HOBa anaTka 3a co6uparbe ()OHA0BM Koja ro KOMGUHNPa
TPafIMLIMOHANHUOT HAaYMH CO MOJIEpHATa TEXHONOTMja M MOJEPHUTE MApPKETUHT TEXHUKM (Ha npumep,
WHTEpHETOT, codTBep, BUAEO U couujanHn Meauymm). OmwTata uieja 3a cobuparbe GOHAOBM €
MHOTY CTapa, HO HUKOrall NOPaHo OBUE MOXHOCTU HE Ce CMOMUME UM KOPUCTENE Ha UCT HAuMH Kako
BO MpeTxofHaTa feKajia, NpMMapHO Nopagu MOXHOCTUTE KOM Ce HyAaT Ha MHTEPHETOT M HOBUTE
MeguymMu. MUNMOHU Nyi'e HN3 CBETOT Ce Ha HEKOJIKY KITMKOBM efieH Of Apyr; DUHaHCUpatbe Of CTpaHa
Ha ,MacaTa“ cnojyBa uaeu 1 GuHaHcum 3a 36MpHa akLuja Bo norosiemM o6em. Cera peuncu CeKoj Moxe
[a cobepe napv ofi rofieM W NOTEHLIMjaNHO HEeOrpaHuyeH 6poj nyfe, HAMECTO Aa Liefiu KOH efieH Uu
[Ba TPaAnLMOHaHU Cy6jekTun (6aHKK, NTOrofeMu UHBECTUTOPU, UTH.).

[lBata HajnonynapHu noptanu 3a ¢uHaHcupatbe of CTpaHa Ha ,Macata”’ ce: Kickstarter (https://
www._kickstarter.com/) u Indiegogo (https://www.indiegogo.com/).

MoBeke MHbopMaLmn 3a (uUHaHCMpakbe Of, CTpaHa Ha ,Macata’ MOXeTe [a HajaeTe Ha: http:/
crowdfundingblog.com/what-is-crowdfunding-guide/

Couujanuute urpu “Cavern Tavern” n “Rise to Nobility” ce ycnewHo ¢puHaHcupanu
npeky crowdfunding nnatpopmarta “Kickstarter”. Uctute Moxar Aa nocnyxat Kako
MOTMBaLMWja 3a MIaf1 NOTEHLMjaNHW NPETNPMEMayn 3a pa3Boj U CNPoBefyBakbe Ha
HUBHUTE MHOBATUBHM BU3HUC UJEN.

MrpaTta “Rise to Nobility” 6elwe cosganeHa of MakefoHcKoTO npetnpujatue “Final
Frontier Games”, 1 3a nomarnky o, eaeH Mecel, Ha “Kickstarter” ycnea ga co6epe noseke
oA 370,000 YC/I.

Onucot Ha urpaTta “Cavern Tavern” Moxe Aa ce Hajae Ha crowdfunding nnatdopmara

Kickstarter: https://www.kickstarter.com/projects/512772051/cavern-tavern?ref=nav_
search.
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OUHAHCWUPAHE Ol CTPAHA HA EBPOIMCKATA YHUJA (EY)

Mpexara Enterprise Europe Bo Peny6nuka MakepoHuja
http://www.een.mk/114/pochetna

Mpexata Enterprise Europe Bo Peny6nunka MakegoHuja (EEH) e HajronemaTta Mpexa Ha KOHTaKT
LEHTPU Kou 06e36eayBaaT MH(pOpPMaLUKM W COBETW 3a MpeTnpujaTujaTa BO OAHOC Ha Mpallama
nospsaHu co EY. Mpexarta e coctaBeHa of noseKke of 600 nokanHW nNapTHepCKU OpraHW3aLuu
(yHMBEpP3MTETH, CTONAHCKM KOMOpPH, areHuuu, GoHAaLmMu, acouujaumm) Bo noseke of 50 3emju, u
MPOMOBMPAa KOHKYPEHTHOCT M MHOBALWM.

[naBHaTa Mucuja Ha EEH e fa um nomorHe Ha MCIT ga umaaTt npugo6uBKM 0 pasinyHu 6UsHUC
MOXHOCTW BO paMKW Ha efMHCTBEHWOT nasap Ha EY, pasBuBare copaboTka BO OGM3HUCOT,
TexHonorujaTa unu Haykata. Mpexara 06esbefyBa COBETH 3a NOAAPLLKA HA UHOBATUBHUTE GU3HUCU
W npucTan A0 GuHaHcuW. McTo Taka, MOXHO e fa ce AobujaT MHGOpMaLMM 3a MOXHOCTUTE 3a
JOCTanHOCT Ha NporpamuTe U GUHaHcupatkbe of cTpaHa Ha EY.

EEH Bo Penybnuka MakefoHuja e npeTcTaBeHa NPeKy NPOEKTHUOT KOH30PLMYM, KOj Ce COCTOU Of
yeTupu napTHepu: YHuBepauteToT ,CB. Kupun n Metoauj” Bo Ckonje kako koopaunatop (http://www.
een.mk/476/univerzitet-sv-kiril--metodij-vo-skopje), ®oHpaumnjata 3a MeHayMeHT U MHAYCTPUCKO
uctpaxysatbe - MUP (http://www.een.mk/480/fondacija-za-menadzment-i-industrisko-istrazuvanje),
CtonaHckaTa komopa Ha MakegoHuja (http://www.een.mk/481/stopanska-komora-na-makedonija), u
Cojy3oT Ha cTonaHcku komopu Ha MakegoHuja (http://www.chamber.mk/).

EEH Makef,0Huja ro Hygyu cnegHoTo NOPTGONNO Ha yCAyru:

e Busnuc u copabotka (http://www.een.mk/492/biznis-i-sorabotka)

e TexHonoruu u nHoeaumu (http://www.een.mk/493/tehnologii-i-inovacii)
e lcTpaxyBatbe & PasBoj (http://www.een.mk/494/istrazuvanje-i-razvoj)
e UHosatueHu ycnyru (http://www.een.mk/495/inovaciski-uslugi)

CuTe ycnyru ce GecnnaTHM W Ce HyaaT of CTPaHa Ha CEeKOj MapTHep BO KOH30PLMYyMOT Kako
efiHOWanTepcku cucTeM Ha ycnyru. MpetnpuemaunTte Bo Peny6nuka MakefoHuja uMaat npucTan o
Pa3NMYHN NporpaMn GUHaHCUPaHU OF CTPaHA Ha KOW NoAeXaT Ha KpUTepuymuTe 3a NpudaTnmnBocCT:

e COSME e LIFE+

e HORIZON 2020 e EUROPE FOR CITIZENS
e ERASMUS+ e CREATIVE EUROPE

e CIP ECO-INNOVATION e EUROSTARS
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e NER300 e CONNECTING EUROPE FACILITY

e URBACT e INSTRUMENT OF PRE-

e COST ACTIONS ACCESSION ASSISTANCE

« EIBLOANS e INTERREG

e INTELLIGENT ENERGY EUROPE
e KICs

WNA NMMNPOrPAMA 3A PYPAJIEH PA3BOJ (UMAPA) 2014 - 2020

OcHOBHMTE MHOpMaLMW 3a oBaa nporpama of EY MHCTpyMeHTOT 3a npeTnpucTanHa nomoLu
(UNA) MNAPL 2014-2020 ce pagequ Bo Cnyx6GeH BecHuk Ha Peny6nuka MakefoHuja, 6p.177 op
22 centemBpu. Llenute Ha nporpamata Tpe6a a ce NOCTUrHaT NpeKy CnpoBeayBarbe Ha 11 Mepku:

1.1. UHBecTuuMM BO GM3NYKM CPeACTBA HA 3EMjOAENICKM CTOMAHCTBA

1.2. NogapLka 3a GopMuparse Ha rpynu Ha Npou3BeAyBayn

1.3. UHBecTuuum Bo GM3nykmu cpeacTsa 3a npepaboTka M MapKeTUHT Ha
3eMjOAENCKM U pUGHN NPOM3BOAM

2.1. 3eMjofenCcKo-eKONOLLKa KIMMa U MepKU 3a OPraHcKo Npou3BOACTBO

2.2. TlopurHyBatbe 1 3allTuTa Ha WymuTe

3.1. MHBeCTMUMM BO pypanHa jaBHa MHOPACTPYKTypa

3.2. luBepaudukaumja Ha papmMuTe 1 pa3Boj Ha BU3HUCH

3.3. UMnnemeHTaLmja Ha NOKaNHW pa3BojHK cTpaTeruu - JIEALEP npuctan

4.1. NopobpyBatbe Ha 0OyKUTE

4.2. TexHuyka nomotu

4.3. CoBeTogaBHM ycnyru.

CnpoBefyBarEeTO Ha Nporpamara 3anoyHa co 5 MepKu, WTO ce CNpoBeAyBaaT HU3 LIeNIMOT BPEMEHCKU
nepwoa: 1.1.,1.3,,3.1.,,3.2,u 4.2,

WNAP[, nporpamaTa ce peanuanpa npeky akpeautupana UMAPL MnatexHa areHuyuja (www.ipardpa.
gov.mk) npeky jaBHu noBuuu. CeKoj MOBUK M ONULIYBA JETAIHO MEPKUTE KOW Ce (MHAHCMpaaT,
ycnosute M npudatnmBocTa Ha MHAMBUMAYanHWUTE cybjekTW. Ha mpumep, CO jaBHMOT MOBMK 6p.
01/2017 op 24 anpun, 2017 roanHa, ce GuHaHcupaat Tpu mepku: 1.1, 1.3, 1 3.2.

MpoeKToT WTo ce GuHaHCUpa Tpeba fa ce peannsnpa BO pypanHUTE 06/1acTi, KOM CE Ofipe/ieHN of
MpaBUAHMKOT Ha MUHMCTEPCTBOTO 3a 3emMjoaencTso, LlymapcTeo 1 BogocTonaHcTBo (WwWwW.mzsv.

gov.mk).

Kako npB yekop 3a manute cTapT-anu, ce npenopayvysa aa ce npernega UMNAPL MNporpamara 2014-
2020, a ocobeHo MepkaTa 3.2. [luBepsudukaunja Ha papMu u pa3Boj Ha BU3HUCK.
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TepuTopujanHu n npeKyrpaHn4YHu Nporpamm 3a copaboTka

MnaanHCKOTO NMPETNPUEMHULLTBO M MHULMjaTUBUTE 3a COpaboTKa NoMery MnaguTe ce noaLpXaHu
HU3 CUTE TEpUTOPWjaiHM U MPEKYrpaHUYHU WHCTPYMEHTM 3a copaboTka BO KOM MOMEHTasHO
yyecTByBa Penybnuka MakegoHuja. 3a JyroucTOYHWOT PEr1oH, AOCTAMNHN Ce CNefHUBE NpOrpamu 1
WHULNjaTUBN:

e INTERREG-IPA Cross-border Cooperation Bulgaria-Macedonia Programme

e INTERREG Cross-border Cooperation Greece-Macedonia Programme 2014-2020
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7. lIpnio3n

[Ipuror 1: Ipumep 3a KAHBAC busnuc Moje.n

KAHBAC BU3HWC MOLE/T HA MCDONALD’S

Knyynu
MapTHepu

[o6aByBauu

ConcTBeHNuM Ha
(hpaHwm3a (80%)

Knyyhu
AKTHBHOCTH

MapkeTuHr

Mpopaax6a Ha xpaHa
1 nujanoun

Knyyhu
pecypey

Bpa6oTenu
Pectopanu Ha A-nokauuu

BpepHocT wro ja
HYAM NPOU3BOAOT

XpaHa co KOHCTaHTeH
KBanuTeT Koja ce
cepBupa 6p30 1 Ha UCT
HaYWH HU3 LennoT cBeT

OpHocu co
noTpolyBay1Te

Bo pecTtopaHute

OH-najH Ha cute
nnatgpopmu

Kananu 3a
BUCTPUbYLMja

Pectopanu

CermeHTH Ha
noTpowyBayu

Gamunun, Mnagmn nuua,
lMeH3nonepw, [lenosxu
nyfe

MapkeTuHr

CTpyKTYpa Ha TpowouuTe

Mnatu 3a BpaboTeHuTe
Tpowoum 3a u3rpas6a v ypeayBarbe Ha pecTopaHuTe
Ha6aBka Ha cypoBUHU

Mpuxoau

04 concTBeHn pecTopanu
0p pecTopaHu Ha CONCTBEHULUTE Ha BpaHILM3aTa
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[Tpuor 2: [Ipumep 3a KpaTka npe3eHTalja Ha OU3HIC
nujeja mpej noTeHmnujaaeH nuBecTuTop (pitching)

PETPO ®YCTAHWUTE HA AHA

lpopaBame pennuku Ha peTpo dycTaHu co ansajH oa nepuogot 1920 - 1960. HawnTe ansajHepm ce
WHCNUPUPaHW Of, AN3ajHUTE Ha Hajno3HaTaTa epa W cekoj GycTaH MMa CBOja NpuUKasHa.

MoxxHocTH
Mpob6nem Koj Bpean aa ce pelwn. MHOry e TeLKO Aa Ce HajaaT penauku of peTpo GyctaHu, a o4
Apyra cTpaHa BUCTUHCKMUTE AN3ajHepCKu peTpo ycTaHu ce MHOTY CKanwu.

Hawerto pewenue

MocepyBame opuruHanHa Konekuuja Ha peTpo GycTaHn Kou e TewKo Aa ce Hajaat. 1 npaBume oBue
peTpo GycTaHu KOPUCTEjKM PETPO TKABHMHM KOM LUTO MMaaT JOCTaNHU LLeHU TaKa LUTO )XEHUTE MOXaT
Ja cu J03BONAaT Aa UMaat CBOj OMUINEH pPeTpo dycTaH.

Llenuu noTpowysaym
BkyneH 6poj Ha LenHu notpowysaym: 100.000 xeHu
BkynHa BpegHoCT Ha nasapot: 10 MUI1OHK eBpa

e )KeHu Ha BospacT 18 - 38 roguHm Kom e )Kenu Ha BospacT 28 - 60 kom KynyBaat
ce OHMajH KynyBauu (67% of nasapor); BO NpoAaBHuLM (33% of nasapor);
lMpoueHka Ha nasapoT: 6,7 MUIMOHK eBpa [MpoueHka Ha nasapoT: 3,3 MUINOHK eBpa

Motpe6Hu PpuHaHCUK
BkynHo Hu ce noTpe6Hu 10.000 eBpa 3a HabaBka Ha HOBM MaTepujanu W 3a fja M NOKpUeEMe
TPOLUOLUTE 38 MaPKETUHT.

Mpopax6a n MapKeTHHr

MpoaaxHu KaHanm MapKeTUHI aKTUBHOCTH
1. Etsy.com uHTepHeT npoAasHuLa 1. baHepu Ha Etsy.com
2. JlnyeH 6nor 2. Peknamupame Ha Facebook
3. JlokaneH nasap Bo caboTa 3. Kamnambu Ha Twitter

4. HaTnpeBapu 3a Hajao6pu GoTorpaduu

5. Bbnorupatbe Ha fpyru 6n0rosu
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OUHAHCUCKW MPOEKL NN

20000 — 20000

15000 —
13000

L0000 11000
10000 (— 9000 9000
8000

5000 (—
3000

2018 2019 2020

-5000 —

Mpuxoan Tpowouy Il npodur

KpaTkopouHu pe3ynTtaTtu (Ba)kHu eTanu Bo pa3Boj Ha 6M3HuCOT)

» Komnnetupate Ha 10 pycTaHm > 3anoyHyBake Co Npogax6a npeky
A0 15 mapr, 2018 roauHa MHTEpHeT npogasHuuara Etsy.

com go 10 maj, 2018 roguHa
» ®dotorpaduparbe Ha hycTaHute Ao 10 maj roavH

Ao 30 mapr, 2018 roanHa > 3anoyHyBare Ha MapKeTUHT
Kamnama go 20 maj, 2018 roguHa

TUMOT M KnyyHH ynoru
AHa, ConcTBeHMK, Taa e BK/yYeHa BO AK3ajHUparEeTo Ha GycTaHuTe
e Taa wwue ywTe oA 8 roguiuHa BospacT e [lo6epmna Ha HEKOMKY
. HaTnpeBapu 3a An3ajH
e [iunnomupana Ha @akyntetoT 3a [jusajH pesap J
e [ln3ajHuparbe Ha peTpo dycTaHu - cTpacT
Cotba, NpaKTUKAHT

e Crygupa Ha @akynTetoT e (aka fpa cTaHe e HejsnH OMUIEH MOAEH
3a [lusaju AusajHep Ha dycTaHu AusajHep e Koko LWaxen

MapTHepu u pecypcu

1. ®otorpadoT [lejaH - cTyanupa Ha 3. JlokaneH nasap Bo ca6oTa — Ha OTBOPEHO,
GakynTeToT 3a [lM3ajH 1 npasu paboTu BO NEPUOAOT OA jyHW A0 AEKEMBPH
OANMYHM poTorpaduu of, GycTaHuTe Kage 6u ce npogaane pycraHuTte

2. [lo6aByBayoT Ha TKaeHUHUTE TEKCTUNIKO 4. Etsy.com - oHnajH nnatdgopma 3a fiyre Kou
- 'l jocTaByBa NOTPEOHUTE TKAEHUHNU U npaBaT pakOTBOPOM M PETPO Napumtba,
maTepujanu 3a npaBerbe hycTaHu TaMmy e niaHMpaHa npogaxoara

Ha dycTaHuTe BO ULHMHA
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[Tputor 3: PuHAHCUCKU TPOEKITUN

CTAPT-AI TPOLLOLN

CraBKka

(1) 3rpapu/HepBuxeH Mot
Knpuja/Haemuuna

Ha6aBka Ha 3rpapu/HeBUXeH UMOT
TpapexHu pa6otu
Mopo6pyBarba/PeHoBuparba

Apyro

(2) Kanutanna onpema

Ha6aBka Ha onpema

HaemHuHa Ha onpema (konupy, Gakc MawnHu, TenedoHCKU CUCTEM)
Me6en

WHcTanaumn

Mawunn

TexHonoruja

Apyro

(3) ABMMHUCTPATUBHYU TPOLLOLY

KoprnopaTuBHY TaKc, MLEHLM, AO3BONN U AaHOLM
[leno3unTu 3a HeABUXEH UMOT U KOMYHAITHW YCayru
OcurypyBare

Mnatn

[llaHouu 3a nnatu

KaHuenapucku matepujanu

0ppxyBatbe Ha BeG-CTpaHa

Tpowoum 3a cMeTkoBOAMUTEN
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BkynHo (1)

BkynHo (2)



Tpowouy 3a agBokat
Apyro
BkynHo (3)
(4) NHBeHTap npu oTBOpatbe
Kateropuja 1
Kateropuja 2
BkynHo (4)
(5) Pexknamupatbe/MPOMOTUBHY TPOLIOLY
Peknamupatrse
Pa3BuBatbe Ha BeG-CTpaHa
HatnucHu tabnu
Meyvaterbe
[MaTHY TPOLLOLM 1 TPOLUOLM 32 CMECTYBatbE
Apyro
BkynHo (5)
(6) Apyru Tpowouu
[Opyrv Tpowwoun 1
[Opyru Tpowwoun 2
BkynHo (6)
(7) HenpegBuaeHu Tpowouu
BkynHo (7)
(8) PaboTeH kanuTan

BkynHo (8)

BKYIHO ctapt-an Tpowouu
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BUJTAHC HA YCIEX

Mpuxoam (Mpogax6a)

Tpowoum og npogax6a

lnatu 3a pa6oTHULMTE BO NPOM3BOACTBOTO 110.000
Marepujanu 15.000
[lpyr AUPEKTHM TPOLIOLM 10.000

BxynHu npofacuu Tpowoun 270.000
BpyTo po6uBka 122.500
OnepaTtuBHM TPOLLOLIM
Tpowouy 3a MapKeTUHT 52.000
OnwTN afMUHNCTPATUBHN TPOLLOLIN 34.000
BKkynHo onepaTuBHu Tpowouu 86.000
Heto onepatuseH npoput  36.500
[laHoK Ha foxop, 3.650

Heto npopur  32.850
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1. Introduction

Project “Enhancing Youth Entrepreneurial and Employment Potential through Networking and Capacity
Building (Start-Up Academy Bulgaria - Macedonia)” which is being implemented by Tourist Union -
Strumica (Lead Partner - LP) and Association Business Information and Consulting Center - Sandanski
(Project Partner 2 - PP2) aims to improve regional business competitiveness and entrepreneurship
environment in the cross-border region of Bulgaria and Macedonia through the development of youth
entrepreneurship.

Promoting youth entrepreneurship and youth unemployment are substantial issues recognised and
addressed by many projects and private entrepreneurship support initiatives. Nevertheless very few
business guides out there provide an easy to follow structure and contents that actually grabs the
attention of young people and spark their interest towards entrepreneurship and business adventures.
Having this inmind, both project partners proposed to prepare a Business Guide entitled “Start@Up Smart”
which promotes awareness among young people aged 16-29 years on the opportunities and challenges
of entrepreneurship and self-employment. The ambitious goal set by both partners was to develop a
Business Guide that will provide easy to read and comprehend information, advice, and inspiration to help
all young business wannabees take onto the long path towards becoming self-employed. Therefore both
project partners designed a basic concept for development of a guide that relies on delivering content
around several basic concepts — Motivation, Skills, Networking, and Support. The detailed concept and
contents of the guide was developed by the external consultant SALVIOL DOOEL - Skopje who has been
employed by the Lead Partner. However it also uses the information and support, both from the project
team and the external experts engaged in the Business Start-up and Advice Youth Clubs in Strumica and
Sandanski in the framework of Activity 8 of the project.

The project and the Business Guide “Start@Up Smart” itself are co-funded by the INTERREG - IPA CBC
Programme Bulgaria - Macedonia (CCI Number: 2014TC1615CB006). The guide was prepared in the
period September - November 2017 by reviewing the available resources worldwide.

The guide will be disseminated in the cross-border region of two countries - Bulgaria and Macedonia
by both project partners.

Considering the challenges that young entrepreneurs face during the start-up phase, starting from
lack of basic entrepreneurial skills to the need for financial resources and business support services,
it is therefore of utmost importance to provide them access to support and resources. Both project
partners, Tourist Union - Strumica and Association Business Information and Consulting Center -
Sandanski sincerely hope that the young entrepreneurs will find useful this “Start@Up Smart” Business
Guide and that it will, in least one part, contribute in development of their business ideas and facilitate
the establishment and growth of their successful start-ups.

We wish you good luck, stamina and lots of fun in this endeavour!

6



2. Motivation

2.1. Basic definitions

At the very beginning you have to understand what is meant by the term “entrepreneur” and what
the meaning of the word “entrepreneurship” is. This guide is targeting you, young people - potential
entrepreneurs, so the term “youth entrepreneurship” is also explained.

The word “entrepreneur” is an English word that originated from French back in the 18th century. The
French loan word was “entre prendre”, which in Old French means “to undertake”. In modern terms it
means a person who undertakes a task such as starting a new business venture. An entrepreneur is an
individual who sees an opportunity in the market, and gathers the necessary resources, which create
and expand a venture to meet society’s needs or to solve problems within society.

The entrepreneur reflects a kind of person willing to put his or her career and financial security to a test
and take the risk in the name of an idea, spending a lot of time, as well as financial resources on an
uncertain endeavour (business). According the renowned American business consultant named Peter
Drucker, the entrepreneur always searches for change, responds to it, and exploits it as an opportunity.
Entrepreneurship is associated with risk taking.

An entrepreneur is any person who creates and develops a business idea and takes the risk of setting
up an enterprise to produce a product or service which satisfies customer needs.

Effective entrepreneurs:

e Areindividuals who make e Are determined in the face of adversity

ignificant diff
significant difference « Manage risks

¢ Are creative and innovative .
¢ Have control of the business

* Spotand exploit opportunities ¢ Put the customer on the first place

¢ Find the resources needed to

. " e (reate capital.
exploit those opportunities

e Are good networkers

While the entrepreneur refers to the person, the entrepreneurship defines the process. One great and all-
encompassing definition of entrepreneurship, belongs to Professor Howard Stevenson of the Harvard
Business School who describes it as a pursuit of opportunity beyond the resources the entrepreneur
currently controls. According Stevenson, entrepreneurship is “the process whereby individuals become



aware of business ownership as an option or viable alternative, develop ideas for business, learn the
process of becoming an entrepreneur and undertake the initiation and development of a business”.

Professor Francis Chigunta from the University of Oxford proposed the following definition of youth
entrepreneurship: “the practical application of enterprising qualities, such as initiative, motivation,
innovation, creativity, and risk-taking into the work environment (either in self-employment or
employment in small start-up firms), using the appropriate skills necessary for success in that
environment and culture.”

According the Global Entrepreneurship Monitor the entrepreneurial activity is an output of the
interaction of an individual's perception of an opportunity and capacity (motivation and skills) to act
upon this opportunity and the distinct conditions of the environment in which the individual is located.

So, it can be deduced that the motivation is one of the keys towards unlocking the entrepreneurial
potential of young people. In general, young people have more positive attitude towards self-
employment. However, owing to limited resources, life and work experience, they face greater barriers
than the old counterparts.

Start-up is a human institution designed to create a new product or service under conditions of extreme
uncertainty.

2.2. Becoming an entrepreneur and
starting-up your own business

“Enthusiasm is the sparkle in your eyes, the swing in your gait, the grip of
your hand and the irresistible surge of will and energy to execute your ideas®
HENRY FORD

As a starting point, you, as a young person, should have a clear idea what you will do in your professional
life in the future. Do you prefer to have your own business or do you prefer to work for somebody else?

Entrepreneurship is by no doubts a good career choice. Possibilities for starting your own business in
the cross-border region, comprising of the South-east planning region in Macedonia and the District
of Blagoevgrad in Bulgaria, are considered to be fairly good by the young people. Furthermore the
following sectors are identified as attractive ones: Consulting, ICT, Education (languages, computers,
etc.), trade, etc.

However, you should know that starting-up your own business is everything, but not an easy task. As
an entrepreneur, you have to be aware that your business and private life will be closely intertwined.



With regards to your private life you have to answer some of the following questions: Do you want to
work full time?; Do you want to work from home?; How much holiday time do you want?; Do you want to
travel?; When do you want to retire?; etc. You as a young entrepreneur must find the “winning formula”
in order to be able to succeed in the business. The self-confidence is built upon relevant knowledge
and positive experience - the more you learn and practice, the better you get.

As a starting point, you, as a young person, should have a clear idea what you will do in your professional
life in the future. Do you prefer to have your own business or do you prefer to work for somebody else?

Entrepreneurship is by no doubts a good career choice. Possibilities for starting your own business in
the cross-border region, comprising of the South-east planning region in Macedonia and the District
of Blagoevgrad in Bulgaria, are considered to be fairly good by the young people. Furthermore the
following sectors are identified as attractive ones: Consulting, ICT, Education (languages, computers,
etc.), trade, etc.

However, you should know that starting-up your own business is everything, but not an easy task. As
an entrepreneur, you have to be aware that your business and private life will be closely intertwined.
With regards to your private life you have to answer some of the following questions: Do you want to
work full time?; Do you want to work from home?; How much holiday time do you want?; Do you want to
travel?; When do you want to retire?; etc. You as a young entrepreneur must find the “winning formula”
in order to be able to succeed in the business. The self-confidence is built upon relevant knowledge
and positive experience - the more you learn and practice, the better you get.

The most important criteria to start your own business are:

» To have a business idea » To request and get advisory support and
> To be able to mobilise start-up capital > To request and get support from

. . the family and friends.
> To possess certain entrepreneurial

knowledge and skills

There are so called “PULL" and “PUSH" factors that might have influence on you becoming an
entrepreneur and starting-up your own business:

a. PULL factors (based on Opportunity)

» Achievement » Independence > Recognition

» Personal development » Personal wealth



b. PUSH factors (based on Neccessity)

> Discontentment > No other alternative > Disagreement.
» Job insecurity » Unemployment

There are several other factors affecting your decision becoming an entrepreneur: background factors
(education, family role, and financial condition) and economic factors (government policies, business
environment and availability of financial assistance).

Each new start-up passes through several stages of the business cycle:

1. Development of a business idea 3. Development of a new product

d i d
2. Establishment of a company and/or service an

4. Management and growth of the company.

All entrepreneurs are business persons, but not all business persons are entrepreneurs.

The most important thing you should do is to identify a problem that is worth solving. If your product
or service doesn't solve a problem that potential customers have, you don’t have a viable business. Itis
just simple as that. Problems can be simple and that is completely all right. However, you will be more
successful at the beginning if you just focus on one core problem.

According Gay Kawasaki, the author of the book “The art-of-the-start”, the best reason to start a
company is to make meaning—to create a product or service that makes the world a better place. It
could also increase the quality of life or prevent the end of something good.

“Your business must fulfill some type of customer need in order to be
successful. Sometimes customer needs can be intangible, like security
or prestige. Some customer needs seem frivolous, but they still matter.
Make sure there is a market for your service or product. Your business
will fail if it doesn’t address a customer need”
TIM BERRY

The benefits of starting your own business include flexible working hours, being your own boss, getting
away from a corporate setting and having no limit to your income.

Here are some other reasons why you should become an entrepreneur and start-up own business:

> |tis an option to create employment for yourself.



> You can also hire your fellows.
> Itis an opportunity to respond to new economic opportunities and trends.

> It helps you to develop new skills that can be applied to other challenges in your
life. Non-cognitive skills, such as opportunity recognition, innovation, critical
thinking, resilience, decision making, teamwork, and leadership will beneficial
for you regardless whether you intend to become an entrepreneur or not.

> You can create new forms of independent work.
> You can have higher life satisfaction.

Your motivation could be fostered and increased by networking with other young entrepreneurs, by
providing practical examples, certain soft skills development, role modelling, mentoring, etc. In terms
of learning approaches and methods, mentoring and coaching are proven to be efficient as they form
a relationship that does not provide a solution to a problem, but rather seeks ways to bring you to the
solution by yourself. Another approach which is also considered as appropriate is the networking with
other young people and other entrepreneurs or potential start-ups, etc.

“In every success story, you will find someone who
has made a courageous decision”
PETER F. DRUCKER

In this regard Gay Kawasaki suggests that if you can implement your business idea, then it would be
good to recruit two kinds of people. First, you can get a mentor. This would be an older person who is
willing to coach you from time to time but who will never actually do any work. Second, you could get
a business partner. This is someone who's willing to work side by side with you—even on a part time
basis—whose skill set complements yours. Either kind of person can make a big difference in your
business.

Many studies have found that one of the main reasons why young people are afraid to start their
own business are: fear of taking risk and belief that do not have the right capacities and business
background.

At the end, entering into something new you should have fear. If you aren’t scared, something is wrong
with you. Your fears are not a sign that you don't have the right stuff. In the beginning, almost every
entrepreneur is scared. However, you can reduce these fears by starting and doing things, going step
by step more deeply in the business and making little progress every day. After some time, probably
your initial fear will disappear.

Maybe you feel that you have the right business idea, but you don't have the right capacities and proper



business background. The most important thing is that you are able to implement it. If this is not the
case you should be probably looking for another idea or better find somebody who is able to do the
engineering.

Eric Ries, the author of the world’s bestseller “The Lean Start-up”, argues that the success of the start-
up is not a consequence of good genes or being in the right place at the right time. Start-up success
can be engineered by following the right process, which means it can be learned.

The fundamental activity of a start-up is to turn ideas into products and/or services, then measure how
customers respond and then learn whether to pivot or persevere. All successful start-up processes
should be designed to accelerate that feedback loop.

Please, as you start your business, make sure that you understand how easily money invested in a
business can be lost. You should know what money you need to start-up and understand that it is at
risk. You should not bet money you can't afford to lose.

The following questions might help you assess your readiness to become a business owner. You
should take time to go through the questions and provide answers for yourself. If you have challenges
in answering any of these questions, you should allocate some time to think over what you should to
overcome this gaps.

Are you ready to become an entrepreneur and start-up your own business?

e What do | expect from this business? (e.g. e How will | handle disappointments?

money, independence, satisfaction, etc.) « Dol have a support network?

e Am | committed enough to

achieve my long term goals? e Am | comfortable with uncertainty

and being uncomfortable?

¢ Do | have the personal discipline?
P P e Am | prepared financially?

If you are ready to be an entrepreneur and make your business dreams a reality, it is time to get started.

Bear in mind that the hardest thing about getting started is getting started.

“I can accept failure. Everyone fails at something.
But I cannot accept not trying”
MICHAEL JORDAN



3. Skills

3.1. Characteristics of a successful entrepreneur

“Everyone has ideas. They may be too busy or lack the confidence
or technical ability to carry them out. But I want to carry them out.
It is a matter of getting up and doing it”

JAMES DYSON

The start-up requires new type of management specifically geared to its context of extreme uncertainty.
Start-up business as any other business does not operate only by producing goods or services. It
operates by selling those goods and services at a profit. It makes profits by producing goods and
services at a lower cost than they sell them.

As you enter this endeavour, you probably recognise that the most important ingredient is exactly you
as an owner. You know your personality, interests, abilities, drive, commitment, relationships, priorities
and dreams. But, it is advisable to get to know yourself from a business perspective. You should
certainly do some kind of analysis, looking at yourself from all angles. This will help you learn your
likes, dislikes, strengths and weaknesses. Through this, you should be able to identify what are the
things you really enjoy doing, your current skills, which skills you are good at that will be beneficial to
your business, skills that you will probably not ever get right.

In order to really understand yourself, ask people with whom you are really close or have worked
with you to help you to perform such analysis. You can ask them to provide their open and critical
assessment of your strengths and weaknesses, as well as opinion about the type of business you will
be probably good in. In that way, you will be probably able to learn about your talents and abilities you
didn't even realise you have.

Take the initial phase - the development of the business idea. Many people have good business idea,
but not all of them have the characteristics needed to make their businesses succeed.

The Small Business Association highlights ten characteristics that drive entrepreneurial success
based on Gallup Assessment of 2,500 entrepreneurs in USA:

¢ Business focus

e Confidence

e Creative thinker

e Delegator



e Determination

¢ Independent

¢ Knowledge-seeker
e Promoter

¢ Relationship builder
e Risk taker

Several of these entrepreneurial characteristics are inborn traits, others can be learned, and still others
are external and harder to control.

Some will add few other characteristics like motivating, opportunity seeker, goal oriented, listening to
others, ability for multitasking, persistent, ability to develop innovations, etc.

The more of these characteristics you have as an entrepreneur on your side, the greater your chances
of success.

“Twenty years from now you will be more disappointed by the things
that you didn’t do than by the ones you did do. So throw off the bowlines.
Sail away from the safe harbour. Catch the trade winds in your sails.
Explore. Dream. Discover”

MARK TWAIN

3.2. Essential entrepreneur skills

“Continuous learning is the minimum requirement
for success in any field”
DENNIS WAITLEY

As an entrepreneur, you will have to perform simultaneously many functions and be responsible
for making sure all the components of your business run smoothly. You will be also in charge for
administration, accounting, human resources, marketing, sales, customers’ service, production, ICT,
etc. Even if you were skilled in all these roles, you wouldn’t have time to handle all of them. You should
probably decide which are the most important to your business and on which you will focus on. At the
same time, you will have to delegate some of them to others with different order and priority.

The main factors that can impact your start-up and small business success are:



e Lack of planning e Lack of support e Lack of resources

e Poor creditworthiness o Lack of experience e Ignoring the customer

e Failure to seek e Poor management skills e Poor cash management.
external support o Lack of finances

Understanding these challenges and deciding early on how you will overcome these will help increase
your chances for business success. Some of these challenges, like failure to seek external support
and lack of planning, are quite obvious and can be backed by the business support organisations.

In order to address some of the other above mentioned challenges, you as an entrepreneur need to
develop different skills to embark on this endevour:

a) Management skills

> Business Planning > Marketing > Selling

» Decision making > Finance » Human resources

b) Technical and project management skills

v

» Communication Environmental observation ~ » Organizational

breakdown structure

> Design » Critical path method
» Configuration management
» Research and > Work Breakdown gurat g
Development (R&D) Structure (WBS) » Document control.
» Production and operation » Quality control plan

Good entrepreneurs do not necessarily make good managers. Management techniques are not a
genetic heritage. They must be learnt and assimilated. Thus, the entrepreneur must constantly learn
and acquire new skills.

“Formal education will make you a living;
self-education will make you a fortune®
JIM ROHN

3.3. Business planning

Akey ingredient in every business is a plan. There are no guarantees that your business will succeed but
a well-written and well-researched business plan plays an important role in a business’s success. One
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of the most important skills you should have are therefore the business planning skills. In nutshell, the
business plan is a formal statement of your business goals, and compendium of elaborated detailed
plans for reaching those goals. A business plan is a comprehensive, written description of your start-
up business. It is a detailed report on your company’s products or services, production techniques,
markets and clients, marketing strategy, human resources, organisation, requirements with regards
to infrastructure and supplies, financial forecasts, financing requirements, and sources and uses of
funds. The financial forecasts of revenues and costs for a start-up business usually cover a period of
3-5 years. As you are starting a new business, you expect probably to have a net loss for the first one
or two years. In such a case, your business plan should go beyond the break-even point and also cover
at least two profit-making years.

In a start-up situation like yours, you may for example discover during the market research that your
region is not large enough to provide a sustainable market for your business. You can then, for example,
consider a different type of business, or start the business in a different location. Here are some
reasons why you should invest your precious time in the start-up phase and prepare a business plan:

e |t forces you, as an entrepreneur and business owner, to think in a structured manner
and plan each and every detail properly before you start your own business.
¢ The business plan indicates chances for success and potential critical points of your business.

e Business plan shows you the profit that your business is expected to make
in the future. It shows what would be the expected financial flows out of the
business (costs) and money inflows from the business (revenues). For example,
if your costs are high, you would eventually need to increase prices.

e The plan identifies parts of the business that require improvement. To prepare the plan,
you must therefore think very carefully about everything that affects your business.

e The business plan is a communication tool towards the external world that makes it possible
for you to apply for a bank loan. Namely, the most of the banks are interested to know the
expected sales, costs and anticipated profits as well as cash flows before offering a loan.

e It helps you to determine the direction towards your business will move.
e Abusiness plan provides details of resources required.

You should however look at the business plan as a living document that changes as your company
grows and reaches certain milestones. The business plan should contain five types of information as
follows:

¢ The mission of your business and the objectives you want to achieve;

¢ Your targeted markets and clients, the products and/or services



you will provide and the position of your competitors;
The qualitative and quantitative results you expect to achieve;

The human resources, infrastructure, equipment, raw material and financial
resources you need in order achieve your goal in business;

The technical, organizational and administrative processes you will apply.

The business plan usually contains an executive summary, description of the company, objectives,
description of products and services, market research, marketing plan, operations plan, management
plan, financial plan and annexes.

If you have a new business idea, at the beginning as an alternative you could use a Business Model
Canvas. Canvas is a simplified design of your business model showing product value proposition,
the clients, the channels and relations how to reach those clients, and how the potential product
is produced and with which resources. Based on the business model, the revenues and costs of
operations are established.

The Business Model Canvas is a business tool used to visualise all the building blocks of starting a
business. The building blocks of the Business Model Canvas are:

>

>

Customer Segments: Who are the customers? What do they think? See? Feel? Do?

Value Propositions: What's compelling about the proposition? Why do customers buy, use?
Channels: How are these propositions promoted, sold and delivered? Why? Is it working?
Customer Relationships: How do you interact with the customer through their ‘journey’?
Revenue Streams: How does the business earn revenue from the value propositions?

Key Activities: What uniquely strategic things does the business do to deliver its proposition?
Key Resources: What unique strategic assets must the business have to compete?

Key Partnerships: What can the company not do so it can focus on its Key Activities?

Cost Structure: What are the business’ major cost drivers? How are they linked to revenue?

Each of these blocks needs to be accurately filled-in, and revisited regularly to ensure the business
model is still accurate. The Business Model Canvas actually shows how your business will make
money.



FIGURE 1. BUSINESS MODEL CANVAS

Key Key Value Customer Customer
Partners Activities Propositions Relationships Segments
Key
Resources Channels
Cost Structure Revenue Streams

In Annex 1, the Business Model Canvas of the world famous company McDonald’s is presented.

If you intend to apply for a loan to start your business, a lender will require a written business plan.
Regardless whether you apply for a loan or not, the advice is that you should have a business plan.

3.3.1. EXECUTIVE SUMMARY

The Executive Summary is an overview of the business plan of your start-up company. This is for
sure the most important single part of your business plan. It is the first part which most readers will
read. The purpose of the executive summary is to get the readers’ attention by summarizing the key
elements of the business plan. It must be short, to the point and very well written in order to attract the
external reader (usually a banker or an investor) to read the rest of your business plan. Despite the fact
that the Executive Summary is the first part of the business plan, you should write it at the end, after
you have thought through all the other elements of your plan.

The Executive Summary provides a high-level overview of the purpose of the business plan, the main
highlights and the financial resources required. This section of the business plan should be not so

long, in the range of two to three pages, and should take only a few minutes to read.

In drafting your Executive Summary, you may include a few sentences from other sections. The statements
in the summary should be consistent with the information and wording in other parts of the business plan.
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At the end you should fine tune the Executive Summary. Good practice is to provide it to several
people to read it, both those who know your business and those who do not, and to ask them for their
feedback and suggestions. The content of the Executive Summary should include the (1) Purpose
of the business plan, (2) Main highlights and (3) Financial requirements (if you intend to mobilize
additional funds).

Main highlights may include: objectives, mission and vision, keys to success, start-up costs and
funding, company ownership, products and services, target market, marketing strategy, management,
finances and part addressing the investors as well as major action plans for the future.

3.3.2. BUSINESS AND COMPANY DESCRIPTION

This section of the business plan should provide the reader an initial overview of the business
before specific details are provided later on. It describe what your business does in general terms. It
summarizes company’s specific information, describing the business model, business organization,
location and premises, principal products and customers, key data (personnel, total production,
revenues, etc.), legal status, ownership, and management.

The selection of the legal form of the company is one of the many decision that you have to make. You
have several options to register your company such as Sole proprietorship; Limited Liability Company
in Sole Proprietorship and Limited Liability Company (LLC).

However, the most start-ups open their companies as a LLC. The liability extends only to the companies
properties and not to the founder’s properties. When the company eventually enters into debt relations,
the recovery of the debt can only be done from the companies’ assets and if it is unable to do so (e.qg.
due to lack of a liquidity), the debt can’t be claimed from the founders.

How to open your company in Macedonia within a day?
1. Select a company name: The name consists of 3 elements: a descriptive
name, the form of the company, and the city where the company is located.

2. Provide an address: You can use a home address, an address of a rented office,
or you can obtain an address from companies that provide those kind of services.

3. Initial capital requirement: The initial capital is 5,000 EUR, but you can submit
it to the company after the first year as a monetary or non-monetary resource.

4. Find your agent: You need an authorized Agent of the Central Trade
Registry (attorney at law or accountant) to share your signed documents
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with him (you can do this also via e-mail). The agent submits them
in the Central Registry and the company is established.

5. Order stamps and open bank account: After that, you can order
stamps, open a bank account and your company is established.

3.3.3. OBJECTIVES

This part should describe your business strategy, company’s vision and mission, and state your sales,
production and profit objectives. The advice is to focus your business strategy around your clients
and customers. As a business owner, you don't have a boss, but you rather have many of them - your
clients and customers. The vision gives the business venture a sense of direction, while the mission
statement establishes the purpose of the business. You should answer the following questions:

e How do you see the business e Why are you in the business?

after 5 years from now? , . .
y e What products and services does it provide?

e What are you trying to achieve?
youtrying ¢ What are the values of your business?

With your vision in mind, you need to set objectives that will keep you on track toward your vision. This

is why your objectives should be S.M.A.R.T.

e Specific - Who will help? How will e Relevant - Is the objective relevant
it be done? Where? When? to the realities of the market?
e Measurable - How much? How many? e Time bound - When does the

objective have to be completed?
e Ambitious - Is the objective ) P
ambitious, but yet attainable?

In a case when the business plan is intended to obtain a bank loan, you should provide a comment on
the objectives such as anticipated time to achieve a positive cash flow and the ability to service debt.

Examples for S.M.A.R.T. business objectives
e By the end of the third quarter, to establish my office, hire
a designer, and generate 20.000 EUR in sales.

e By the end of the first year, to secure three larger clients generating
50.000 EUR in sales, which will allow us to hire a sales representative.

e To generate positive cash flow from operations, and at
least 10% net profits after the second year.
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3.3.4. DESCRIPTION OF PRODUCTS / SERVICES

In this section of the business plan you should describe your products or services, emphasizing any
distinguishing features that may give you a competitive advantage. You have to explain which market
demand your products or services will meet, and outline the plans for future development. The purpose
of this section is to detail exactly what your business does for the customer and what makes these
offerings desirable. This section should contain product description and history, product attributes,
research and development, costing and pricing, production process, quality assurance and control,
sourcing and intellectual property. The best business ideas come by identifying a need or solving a
problem for customers. If your product or service does not solve a problem that customers have or
satisfies some of their needs, you do not have a viable business. Try to answer the following questions
related to your products/ services:

» What do | want to sell? » How is it different from what

. . currently exists?
» What will the product/service do? y

» Who will buy it? How do | know?

» What problem does my How will | find out?

product/ service solve?
» How much will they pay for it?

You should provide a description of your product in details, so even ordinary persons can clearly
understand what you are selling. Explain how it looks, what it does, how it works, how long it lasts,
what variations and options are available, etc. There should be a particular focus on how the product
or service will be used. You can also include photographs, diagrams, sketches, general product
specifications, engineering studies and sales brochures (in the annexes).

In this section you should concentrate on the features that make your product or service unique
and preferable for customers. You have to define their unique value proposition, also called unique
selling proposition (USP). That is in essence what separates your business from your competitors. It
defines your unique position within the marketplace and gives you a competitive advantage over other
businesses (e.g. functionality, durability, ease of use, etc.). An effective way to present a particular
product or service is to show a features / benefits analysis, where a feature is a specific product
attribute or characteristic, while a benefit is the advantage a customer or user will derive from the
product or service.

“In my practice, I think of a USP as a twist. Something unique, unexpected,
and meaningful that can set you apart from the pack,” she explains. “A USP
is any aspect of your brand or business that is different from competition
and can be communicated to your audience to encourage people to try
your brand or switch from another brand”

JULIE COTTINEAU
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In case there are any risks associated with your product or service such as product liability, professional
liability, or ease of duplication by competition, state them and describe how you will mitigate these
risks.

3.3.5. MARKET RESEARCH

When defining the problem you want to solve, you are probably thinking about the potential customers
who have this problem. You should be able to define exactly who has that particular problem and find
out how many potential customers you might have. Without customers, you don’t have a business.
That's why you need to spend more time on sales and marketing than any other activity. Understanding
who your customers are and what they need is the heart of your marketing and sales strategy. This
is one of the crucial aspects of your business plan. In this section, you should be able to prove that
you have a thorough understanding of the market, that there is a demand for your product or service
and that your company is sufficiently competitive to get a good share of this market. You will include
a market analysis, identify clients and competitors, and define your target market including your
positioning on the market.

You have to provide basic information on the economic environment and tell how well the industry is
performing versus the economy as a whole. In addition, you should review business practices that may
be unique to the industry.

There is always a temptation to define the target market as large as possible, and in many cases
to take the market as a whole. To create a winning concept, you need to narrow your market focus.
You should try and divide your target market into segments—smaller groups of people with specific
characteristics, behaviour and purchasing habits, purchasing power, etc. Particular issues to be
covered are:

e Who are customers?

e Where are they located?

e Why do they buy?

¢ When and under what circumstances do they buy? What types of concerns do they have?

¢ What are their expectations concerning price, quality and service
(are they primarily cost- or quality-sensitive)?

Once you have created a good list of target market segments, you will need to conduct a research and
estimate how many people are in each segment. You can get the required information through surveys,
databases available on internet, state statistical office, by observing the competitors and etc.
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After that, you should try to estimate the average amount that a person in each market segment
currently spends each year on the solution of the problem that you are solving. If you then just multiply
the number of people by how much they currently spend, you will have a realistic “market size” number
or your target market.

Every business has competition. You should not make a mistake by saying that you do not have a
competition. In general the competition is a good thing. You might have a direct competition -
businesses that produce the same product or service and/or indirect competition - businesses that
produce products or services that can replace your product or service.

You should explain what your competition is and why your product or service is better. Are you faster,
better, cheaper, etc., than the competition? The following questions should be answered:

e Who's already providing this e What are their weaknesses?

roduct or service? )
P e Who are their customers?

How much do they charge?
: y g ¢ What types of customers are they targeting?
e What are their strengths?

You may also want to look into specific aspects of your competition:

Business model: What sales channels do your competitors use and how do they make money?

Size: How big are your competitors? Will you be competing against other small businesses, national
corporations or regional chains?

Location: Are your competitors local, regional, national or overseas? Do they sell only on-line or in
shops?

Profitability: How profitable are your competitors? What are the average margins in your industry and
among your specific competitors?

Market strategy: How do your competitors position themselves? Are they business like or informal? Low-
price leaders or premium products? Do they offer hand-holding service or a do-it yourself atmosphere?

Features / benefits: What are the features and benefits of your competitors’ products or services? How
do they compare to yours?

Price: What prices do your competitors charge? Do they offer discounting, bundling or subscription
plans?

Efficiency: How are your competitors staffed? How many employees do they have? Do they outsource
work or work virtually? What kinds of overhead costs do they have?
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COMPARATIVE TABLE - DIFFERENTIATION OF YOUR PRODUCT FROM THE COMPETITION

Competitors Design Functionality Durability System Price

Competitor 1 v v 25 EUR
Competitor 2 v 12 EUR
Competitor 3 v v 20 EUR
Your company 4 v v v 30 EUR

3.3.6. MARKETING AND SALES PLAN
In this section of the business plan you have to describe how you will attract and retain customers.
Your business must attract enough customers to be profitable. You will have to also describe how a
sale will actually happen. You will refer to this section later when you make financial forecasts, you

should therefore thoroughly describe your complete marketing and sales strategy.

The marketing mix can be divided into four groups of variables commonly known as the 4Ps:

FIGURE 2. 4PS OF MARKETING

Promotional
Mix
Product Pricing
Mix 0 MARKETING 0 Mix

¢

Placement
Mix

24



FIGURE 3. PRODUCT MIX
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The product mix defines how the product/ service responds to market needs. You should consider the
matching between the requirements of the customers, and the positioning of the product/ service you
are offering.

Key questions that have to be answered with regards to the product mix are:

¢ Who will be the customer? ¢ On what criteria does the customer choose
the product / service? How does this

e Wh ill isfi
at need(s) will be satisfied product/ service satisfy these criteria?

by the product / service?
¢ What determines the growth of the

e How is this need being satisfied at
needs of your future customers?

the moment, i.e. by which products
/ services and in what way? e What are the benefits of your customers
for choosing your product / service?

Proper pricing of your product/ service is key to your business’ success or failure. Smart pricing
strategy starts with understanding the market price, which is the average price charged by all your
competitors and the price at which their product/ service is generally valued in the marketplace. It is
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the only mix, which generates turnover of the organisation. Pricing must reflect supply and demand
relationship. Pricing of a product too high or too low could mean a loss of sales for the organization.

FIGURE 4. PRICING MIX
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Key questions that have to be answered with regards to the pricing mix are:

e What are the prices which prevail on the market at the moment?
e At what cost can your customers’ needs be satisfied now?
e What price trends can be observed?

¢ Based on these elements, what pricing policy has your
company decided to implement in the market?

There are several pricing strategies exist when introducing new products in the economic market
place:

> Penetration Pricing

» Economy Pricing
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Price Skimming

v

Bundle Pricing

v

Promotional Pricing

v

Captive Pricing

THE FIGURE 5 BELOW PROVIDES THE FLOW DIAGRAM WITH ALL CONSIDERATIONS
WHEN FIXING THE PRICE OF YOUR PRODUCT OR SERVICE.

—> DEFINE YOUR PRODUCT

l

DEFINE YOUR PRODUCT : :

Set your sales and
profit expectations

* Development costs
* Cost of goods
* Operating expences
* Financing costs

l l

Work out the price

I
v v v

Does the price

Is the price equal to

The placement mix (distribution) defines the way you will reach your customers. You should also
describe which partners will be needed in your distribution channels. Channels are how products and

services are distributed to the customer.
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The common channels that businesses use are:

¢ Direct sale to business (B2B): You may sell products or services directly to businesses.
¢ Direct sale to consumer (B2C): You may sell products or services directly to individuals.

¢ Sale to distributor who sells to retailer: If you manufacture or import a product,
you may sell it to an agent or middleman, who then sells it to retail outlets.

e |Internet sales: You may sell to either businesses or consumers on-line (e-commerce).

* Associate or affiliate networks: You may sell your product through a network of associates
(off-line) or affiliates (on-line) who keep part of the profits in return for facilitating the sale.

Understanding the various channels helps you see market segments you might have missed, identifies
multiple market segments you can target, helps you set prices in such a way as to avoid channel
conflicts and helps you develop your marketing communication strategy.

FIGURE 6. PLACEMENT MIX
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Key questions that have to be answered with regards to the placement mix are:
e What are the sales targets - in quantities - product by product - if possible
by market segment - by geographic sector (schedule)?

¢ What channels of distribution have been chosen: direct sales to the final
customer, sales through network of distributors (exclusive or not) etc.?
What are the sales objectives per channel of distribution?

e What export objectives and strategies have been set?

¢ What specific services will be provided for customers and/or
intermediaries: after sale support, customer credits, etc.?

¢ Are new developments like e-commerce important to your distribution strategy?

* In this section you should explain how you will inform customers about
your product/ services and develop contacts with them.

Key questions that have to be answered with regards to the promotional mix are:
e What promotional activities are planned? What is the budget?
A cost schedule should be prepared for:
advertising campaign(s) * mail-shots
« participation in exhibitions, + journals
trade fairs, etc.

+ internet presence

¢ Who is responsible internally for the progress of these activities?
Responsibilities, staff involved, time spent, cost evaluation?

e What marketing communication tools will be used: advertising, company documentation, visual
aids, catalogues, brand names, logos, slogans, public relations, press releases, Internet, etc.
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FIGURE 7. PROMOTIONAL MIX
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Promotional goals could be:

e Awareness building e Stimulating demand

e (Creating interest ¢ Reinforcing the brand.
¢ Providing information

You should develop promotional mix for achievement of promotional goals for each customer segment.
The estimated sales of your business should be based on your assessment of the advantages of your
product or service, the size of your market and the share you expect to get.

Your number of customers will grow over time as you are gaining additional skills and experience. You
should however remember that there are only four ways to increase sales:

1. Attracting new customers.
2. Keeping your existing customers.
3. Helping customers to buy more.

4. Helping customers to buy more often.
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3.3.7. PLAN FOR BUSINESS OPERATIONS AND ORGANISATION

In this section of the business plan you should describe how your business is organised and how
do you operates it. This means how you will provide the products or deliver services. It is also an
important factor for your success. For example if you do not have a well-functioning infrastructure in
a suitable location and if you do not have an efficient manufacturing and distribution system, it is not
very likely that your business will remain profitable on long-term, despite the fact that your product
is maybe currently superior to those of the competition and there is an interest from the customers
to buy it. The same stands if you have not defined well the roles duties and responsibilities of the
personnel in your company. The operational and organizational issues that you will be facing depend
very much on the type of business.

This section should include the following information: Location and premises, manufacturing, order
processing/ inventory control, company structure/ organization, project management and management
information systems/ reporting.

Here you should explain why you have selected the present location for your business: local market,
availability of workers, living conditions, availability of supporting services, material supply, utilities,
cost of premises, transport, future plans for development of the location, presence of the competition
at the location, image of the location, support of the local authorities, etc.

You have to briefly describe your premises and their suitability for your business. Your business
operations can be performed in an efficient and effective way only if you have the appropriate
production facilities, storage space and office infrastructure. You should include in the description
the following information: licenses, layout, representation of the premises, possibility for expansion,
safety, environmental issues, buying or renting the premises, etc.

In case that you have a business where products are manufactured, your business plan should include
a section on the manufacturing process. Important issues to be covered are: parts that you will produce
and those that you will buy, flow chart/ process diagram showing the entire production process from
start to finish, List of major production equipment required for the business, plan of the manufacturing
unit, resources and services, sources of supply and order lead time including alternative sources of
supply, list of sub-contractors including alternative sub-contractors, inventory control systems, quality
factors, identify main risks that may interrupt the manufacturing process, etc.

You should also describe how the link between manufacturing and selling within your company is
functioning. This shows how you are processing the client orders and controlling the inventory of
finished products which has impact on your company’s costs (registry of orders, satisfaction of
clients, control of the inventory of raw materials and finished products, etc.).
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This section should also include the organisation chart which will describe how the company is
structured in different functional units. The company can be structured in different ways which again
depends on the type of business, the industry, the size of the company, the ownership situation, the
profiles and competences of managers available, and the style of management.

3.3.8. MANAGEMENT PLAN

This section demonstrates how you will determine your human resources needs, fill them, manage
your staff and pay them. You should describe whose people work for you/ with you. You may not
have people them still employed, but you need to know at least what positions (jobs) you need to
fill. You should take into account that investors invest, above all, in you and your team. Most lenders
and venture capitalists base their investment decisions mainly on the strength of the company’s
management. There are always super business ideas, but few people who are qualified to turn those
ideas into successful businesses. You need therefore to show why you and your team are the right
people to build a successful business.

In the management plan you should show that the key members of the management team have been
identified, are available and keen to join the team. You should also demonstrate that they have the
required talents, skills and experience to achieve the objectives and goals.

It is also important to present that the individual skills of the members of your team complement
each other and that they can cover jointly all the functions and disciplines necessary for running the
business.

You should present the key persons of the following groups depending of the type of business:
Shareholders; Board of directors; Executive management; Middle management; External support
services. For a small start-up business it will be good if you can describe the staffing: reporting
structure according the organisational structure, job descriptions, required skills and knowledge
required to do each job, the way of recruiting good people, their treatment, compensation including
base salaries and incentives. You should be able to identify the human resources related risks and
contingency plans for loss of key personnel, labour shortages or strikes.

It will be also wise to present the list of professionals & mentors: accountant, lawyer and business
advisors and mentors (it can be helpful to provide single-paragraph bios on key business advisors).

3.3.9. FINANCIAL PLAN

The financial plan is important part of the business plan. There are several reasons why it is so. First,
the financial plan translates your company’s goals into specific targets. Second, the plan provides
you with a vital feedback-and-control tool. Third, the plan can anticipate problems. It must be based
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on reliable numbers and careful calculations. The financial part of a business plan includes various
financial statements that show where your company currently stands and where it expects to be in the
near future. This information helps you determine how much financing your business needs and helps
outsiders determine whether lending you money or investing in your business is a wise use of their
funds. This part of the business plan contains: start-up costs, projected income statements, cash flow,
balance sheet and important ratios, funding requirements and other supporting information.

When starting your own business, the first thing is to determine your start-up costs. These are one-
time expenditures that your company must make before it opens its doors for business. Those costs
include: equipment, furniture, fixtures, supplies, materials, inventory, renovations, licences, fees, etc.
Expenses after the opening date are called operational expenses and will appear in your company's
income statements and cash flow projections. Once your business is operational, your business will
require adequate financing until your monthly cash flows are positive.

Inits simplest form, a financial projection is a forecast of future revenues and expenses. In general, you
will need to develop both short- and mid-term financial projections. A short-term projection accounts
for the first year of your business, normally outlined month by month. A mid-term financial projection
typically accounts for the coming three years of business, outlined year by year.

Key elements of financial projections include three types of financial statements:

¢ Income statement: It shows your revenues, expenses and profit for a particular period.

¢ Cash flow projections: It will demonstrate to a loan officer or investor that
you are a good credit risk and can pay back a loan if it's granted.

¢ Balance Sheet: This overview will present a picture of your business’
net worth at a particular time. It is a summary of all your business’
financial data in three categories: assets, liabilities and equity.

Worksheet for start-up costs and example of Income Statement are provided in Annex 3.
Break-even analysis has to be performed in order to exactly determine when you can expect your
business to cover all expenses and start generating a profit. Your company has achieved break-

even point when its total sales or revenues equal its total expenses. No profit has been made at the
breakeven point, nor have any losses been incurred.
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BREAK-EVEN ANALYSIS

Total revenue

Sales (£)
_

Total cost

Break-Even
Point

Variable costs

____________ Fixed costs

e
Units Sold (#)

3.3.10. ANNEXES TO THE BUSINESS PLAN

In this part you should put all additional documentation: approvals and licensing requirements,
environmental risks, social compliance, development and social benefits, product literature, Asset
valuations, Historical financial statements and auditor's reports, Legal documents (for example,
company registration), CVs of key management persons, Market study; and Other relevant and

important information.
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4. Networking

4.1. Effective networking

Network is an extended group of people with similar interests or concerns who interact and remain
in informal contact for mutual assistance or support. In a business environment you will network
with customers, suppliers, competitors, various firms, different organisations, government offices,
family, etc. The ability to network is one of the most crucial skills you should have as an entrepreneur.
It is important to meet the clients and contacts in order to grow your business, and therefore it is
neccessary to establish and maintain a strong and robust network.

For the smart and forward-thinking entrepreneur, networking with other people is the path to survival
and success. Through networking, you might meet someone who will help you found a company,
become your greatest buyer, market your product to millions, or change your life for good. None of this
is possible, however, unless you get out there and meet people.

Factors that affect persuasion and networking are:
¢ Socio-cultural background e Communication skills ¢ Negotiation skills
and perceptions (verbal and non-verbal)
A good networker should be outgoing, sincere, friendly, supportive, a good listener and someone who

follows up and stays in touch.

Many people go to networking events, but very few know how to network effectively. Networking
is more than just getting out and meeting people. Networking is a structured plan to get to know
people who will do business with you or introduce you to those who will. The best way to succeed at
networking is to make a plan, commit to it, learn networking skills and execute your plan.

It is important to answer the following questions:

e What are my objectives of networking? How can | build my image and

my business’s image?
e How many contacts do | want per month? y g

e What should | say and ask

e Where do my customers and .
when networking?

prospects go to network?

. . ¢ What can | offer to the contacts | will meet?
e How will I choose the best networking

events for my business? e What should | do as a follow up?
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One important thing is that you go out there and start to “swim”. The other important thing is to learn
effective networking. The trick with networking is that you become proactive. This means that you
should take control of the situation instead of just reacting to it. While networking you should go
beyond your comfort zone and challenge yourself. In the Box below you will find some first-hand tips.

From one side you have something to offer to the others, and from the other side you have something
to learn from the others. In any case people are your greatest asset. The more you meet and the deeper
you go, the more successful you will become.

NETWORKING FOR ENTREPRENEURS: 7 WAYS TO MAKE A CONNECTION

Successful small business owners know they only got to where they are now because of the people
who helped them along the way. A strong professional network can help you achieve things that you'd
never accomplish on your own, from solutions to seemingly impossible problems, to word-of-mouth
recommendations that grow your customer base.

Whether you're handing out your business card at an event or reaching out via social media, networking
is only effective if you're smart about it. Entrepreneurs and business leaders shared their best advice
for growing your startup through your connections.

1. Offer your help first

“Many individuals come into a networking event with a problem or challenge they're facing and
immediately seek answers from others. When you meet people, ask questions and discover how you
can provide value to them first, instead of the other way around. Ask yourself what you can bring to
the table, and share tips with others to be helpful. When you give advice, it's much more likely to be
reciprocated” - Scott Roen, Managing director of Global Digital, BlackRock

2. Become a resource on social media
“Use platforms like LinkedIn, Twitter and Facebook to produce, comment on and engage with relevant
industry content to build trust among your followers. You'll also generate inbound networking - contacts
will find and reach out to you, so you'll spend less time having to actively seek more contacts” - Frans
Van Hulle, CEO and Co-founder, ReviMedia and PX.com
3. Do some basic press outreach
“A critical part of networking as a small business owner is to build relationships with your local media,

as they are the ones who can help to tell your business story on a larger scale. [Read)] your city ...
newspapers [and] watch your local nightly or morning news. This will give you a sense of what is
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happening in your community, and will help you determine which reporters are most likely to take an
interest in your business news. Once you have established a list of reporters, send an email introducing
yourself and let them know you appreciate their work. When the time comes for you to share your own
news, your name will already be familiar” - Paul Koulogeorge, Vice President of marketing, advertising
and PR, Goddard Systems Inc.

4. Get customers involved in your process

“We have a ‘Mombassador’ program at The Little Gym where we invite our most loyal, enthusiastic
customers to become advocates for our brand and help spread positive word of mouth throughout
the community. These moms typically hand out referral cards, welcome new parents as they join the
gym, attend open houses and grassroots events, and post about The Little Gym on social media sites.
They are almost like networking assistants on a mission to help us gain more visibility in our local
community” - Karalyne Ley, Owner, The Little Gym (Knoxville, Tennessee)

5. Stay in touch with former connections

“It's essential to develop relationships with contacts because they can convert into milestones for your
business and career development. | had the chance to open the second location for Hungry Howie's
Pizza after connecting with a former employer who was looking into growing his one-location pizza
brand. | decided to open a second location of the one store brand of Hungry Howie's Pizza and we now
have almost 600 locations in 21 states. Without that original contact, this would have never happened”
- Steve Jackson, CEQ, Hungry Howie's

6. Always be ready to offer samples

“Put your product in their mouth! | always carry samples of our coconut chip snacks just in case |
happen to see someone noteworthy. On a recent flight | spotted a famous musician and gave him a
sample which easily started a conversation. It was as if  handed him my demo tape and had him listen
to it right there” - Vincent Kitirattragarn, CEO and Co-founder, Dang Foods

7. Participate in your local small business community
“Participate in advisory committees, attend every expo and conference applicable, and get yourself
out there. You generally get out of it what you put into it, and if you expect people to come to you, it
will never happen. You have to put in the time and energy to make it happen through your own efforts”

- Ashley Morris, CEO of Capriotti's

Author: Nicole Fallon, Business News Daily Managing Editor
Source: https://www.businessnewsdaily.com/6420-entrepreneur-networking-tips.html
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4.2. Pitching an investor

A pitch, business pitch or pitching is a brief presentation of your business idea that you, as an
entrepreneurs and owner of start-up, will do for business angels or investors of venture capital
funds. It is also known as an Elevator Speech. It is an executive summary that gives a quick overview
of your business idea and details why you will be successful. It is the first presentation that the
potential investor gets about your business idea.

With the business pitch you should make the potential investors become interesting for your
business idea. You need to attract their attention for your business idea. It should encourage
conversation about your business, hoping that this will result in an investment.

You cannot expect that the investment will occur after the first meeting, but it should encourage the
investor to ask after your presentation.

The brief presentation of your business idea should contain:

1. Description of the problem
2. Solution to the problem

3. Target market

4. Competition

5. Your team

6. Financial forecasts

7. Key milestones.

Below you will find several recommendations how to make a better business pitch:

» The presentation of your business idea should be:
+ Clear + Short + Convincing
> Tell areal story
> Your solution should be simple
» Show that there is a market for your product or service
» Show how you will make money

» Show that you already have progress in the business
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» Show what is your marketing strategy and how will you sell

» Why you and your team are the right people

» Show that you know your competition

> Point out your financial forecasts and show that you know your numbers

> Practice the presentation

> You need to present your business idea in a very short time (60 seconds / 5 min. / 10 min.)

> Make a one pager with a description of your business which
will be handed over to the potential investors.
Elevator Pitch videos

1. Elevator Pitch Winner Josh Light: https://youtu.be/i609802FRHwW

2. The winning pitch at MIT Global Startup Workshop:
https://youtu.be/UBNJh2r0O0Il

Inthe Annex 2 you will find one example for short presentation of one business idea in front of potential
investor (pitching).
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5. Support mechanisms and
available funding for start-ups

5.1. Support organisations and mechanisms

Center for development of the South-East planning region
http://www.rdc.mk/southeastregion/index.php/en/

Center for development of the South-East planning region is the owner of the Programme for
development of South-east region 2015 - 2019 where measures that promote youth entrepreneurship
and self-employment are foreseen as well as of the Regional innovation strategy 2016 - 2020.

Business center for support and consulting services for SMEs
within the Center for development of the South-East planning region
http://www.investinseregion.mk/index.php/en/

The regional Business Centre was established in 2014 within the project “Establishment of Business
Center for support and consultative services for SMEs in the South-east planning region” in order to
increase competitiveness in the South-east region by supporting SMEs and entrepreneurship.

The Business Center for support and consulting services for SMEs in the South-East region within
the Center for development of the South-east planning region aims to help and give support to SMEs
for their rapid and dynamic development. By identifying current needs, advocacy, informing and
networking, the Business Centre contributes towards strengthening the capacities of the SMEs in
the region which creates a climate for development of sustainable and profitable businesses. The
scope of work of the Business Centre for support and consulting services for SMEs in the South-east
planning region consists of:

¢ Conducting trainings for capacity building of micro, small and medium size companies

¢ Organization of advisory, informational and promotional events for the private sector

¢ Informing the companies in the region for available open calls and funding opportunities

e Preparation of analysis

e Facilitating partnerships

e Support for participation in fairs and events
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Functions:

e Communication with all stakeholders and support them
in the preparation of project applications;

e Submission of information and active calls of interest to stakeholders;

¢ Provision of advisory services to the private sector ;

¢ Maintenance of advisory and promotional events specialized for the private sector;

¢ Development of a central database that will contain information on the private
sector, institutions and other stakeholders of the South-east region.

Target groups of the Business Centre:

¢ Municipalities in the South-east planning region;

e SMEs;

¢ Potential foreign and domestic investors;

e Traders / economic operators in the region;

e Regional Chambers (Regional Craftsmen’s Chamber and Regional Chambers of Commerce);
¢ Local civil society organisations and foundations.

The Business Center implements innovative projects for the benefit of the stakeholders in the South-
east region.

Office for Support of SMEs, Municipality of Strumica
http://bc-skk.eu/sme-support/office-for-support-of-sme/

Within the framework of the Department for International Cooperation and European funds in the
Municipality of Strumica operates a Business Support Office, which provides services directed towards
domestic SMEs and foreign investors.

The services for local SMEs aim at stimulating development of the local economy, promotion of local
brands and support of export-oriented companies.

Professional staff from the municipality provides a complete set of services of informative type,

promotion, networking and capacity building of the companies, logistic support and other services.
The portfolio of services in the Business Support Office - Strumica, intended for local SMEs contains:
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1. Information services

2. Networking services

3. Capacity building services and advisory services
4. Promotional campaigns

5. Logistical support.

Foundation for SME development - Strumica
http://www.rcsr.org.mk/index.html

The SME Development Foundation Strumica offers services for the existing SMEs as well as for the
unemployed persons who are future potential entrepreneurs that include:

¢ Information for encouraging unemployed persons, young entrepreneurs
to establish their own businesses and generate new jobs;
¢ Organizing and conducting trainings for existing and potential entrepreneurs;

¢ Advice and information to potential and existing entrepreneurs primarily in relation to: available
instruments and credit lines - sources of financing, SMEs database, legislation affecting SMEs,
economic and accounting information, market information, partnership opportunities, etc. .;

¢ QOrganizing seminars, trainings, workshops on topics of interest;

¢ Organizing tribunes, round tables, B2B meetings, etc.;

¢ Assisting entrepreneurs in developing business plans according different models;
e Support SMEs to have access to bank loans;

¢ Help SMEs in solving specific problems;

e |dentifying opportunities for business development;

¢ Opportunities for financing SMEs through projects, programmes;

e Database of SMEs in South-east Macedonia;

¢ Information on available consulting services including experts
in specific areas which are of concern to SMEs;

e Voucher counseling system - 7 areas of counseling;
e Advisory services for the introduction of ISO and HACCP standards in SMEs;

¢ Information on the active measures and policies of the Government of
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the Republic of Macedonia according to the programme for development
of entrepreneurship, competitiveness and innovation of SMEs;

Information on EU projects and funds; and

Implement several SME projects in the frame of various programmes and funds.

Currently, the Foundation for SME development - Strumica implements the project “Network for
creative entrepreneurship” in partnership with the Business Incubator - Centre for entrepreneurship
support Gotse Delchev in the frame of INTERREG - IPA CBC Programme Bulgaria - Macedonia.

YES Foundation
http://www.yes.org.mk/Default.aspx?r=6&I=63&c=22

Foundation “Youth Entrepreneurial Service” with the main component business incubator to support
micro, small and medium enterprises in the field of Information and Communication Technologies
through the process of business incubation which allows access to services designed to accelerate
their growth and development.

Members of the incubator benefit from the following services:

Subsidised rates for business office space

The right to use the meeting room, computer lab, rooms for presentations and training
Advice in everyday operations,

Trainings for strengthening the capacities of doing business,

Mentoring by domestic and international top experts, entrepreneurs and consultants,
Promotion,

Mediation / facilitation of contacts with institutions that provide funding,

Connecting with customers,

Organizing events for networking and internationalisation.

YES Network
http://www.yes-network.org/

Youth Entrepreneurial Support (YES) Network aims at strengthening the capacity of civil society
organizations (CSOs) in their networking, to create youth entrepreneurship development programmes.
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Association for Development of New Options (ARNO)
http://www.arno.org.mk

ARNO is an organization established with special mission of development and implementation of
social innovation and promotion of new options and contemporary technological approaches for
society change. At the moment it functions as a hybrid organization (CSO with economic activities).
Once there is a legal framework for Social Entrepreneurship in Macedonia, the plan is to be officially
registered as a Social Enterprise.

Seavus Group
http://seavus.com/

a) Seavus Incubator, http://www.seavusincubator.com/

Seavus Incubator is a multi-functional work space committed to supporting entrepreneurs, artists and
media. We mentor ideas, and provide infrastructure and resources for the startups of the future.

e Dot.up technology - Incubation program that supports startups in the area
of 10T, gaming, software and technology development and support.

¢ Dot.up creative - support of the creative industries and individuals working
in areas such as graphic design, industrial design, 2D&3D animation.

e Dot.up media - designed to ensure support in the efforts to encourage
and simulate investigative journalism, and free and independent media.
It will strongly encourage and support debate and encompass

b) Seavus Education & Development Center (SEDC), http://www.sedc.mk/academy/prestart-up-and-

entrepreneurship/

SEDC is a private company established in September 2010 under the umbrella of the Seavus Group.
SEDC Offers post academy specialization programme which includes lectures and speed mentoring:
¢ Vision and ideas, team development
e Business model generation

e Research and customer development, Branding and marketing, Product and
user experience design, Competitive Benchmarking of the features

¢ Sales and Growth hacking

¢ Finances and Raising Capital
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¢ Developer Problems and Coding
¢ Basics of Crafting a compelling pitch and company
e Graduation - Watch what you wish for

Total curricula of 100 hours of lectures and speed mentoring sessions where the mentors with the
expertise on the subject answer questions and the teams present their idea, progress and thoughts
from the “teacher” session.

c) SEDC Business Simulator, https://www.facebook.com/SEDC-Business-
Simulator-502055543301658/

SEDC Business Simulator is a unique model for advanced practical professional training of students
in a special training programme through their direct placement of concrete position - role in simulated
business process under the supervision of the IT Company.

New Man's Business Accelerator
http://www.newmansba.com/

New Man’s Business Accelerator provides support to:
e Young and hardworking talents to build career superpowers and

become strong and independent owners of their future,

e Inspiring experts and mentors willing to maximize the potential
of their mentees and to grow exceptional individuals,

¢ Dedicated and passionate entrepreneurs to flourish and build
products that can change industry dynamics,

¢ Successful local companies bold enough to tackle global markets and inspire others to follow.

SEEUTechPark

http://techpark.seeu.edu.mk/en/incubator/current-tenants

SEEUTechPark is a technology park located at South East European University (SEEU) campus in
Tetovo, Macedonia. It was opened in May, 2013 by the Board of SEEU in order to create conditions
to stimulate the creation of new start-up companies, creating a synergy between the companies and
encourage the growth of existing SMEs which in the long term provides new job opportunities.
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Euro Macedonian Knowledge Innovation Center (EMKICE)
http://www.emkice.com

The Euro Macedonian Knowledge Innovation Center (EMKICE) is non-for-profit organization with
goal to support and accelerate the process in which industry engages in economic development and
innovation, using best practice, knowledge sharing and education for (re)placement of new products
and services on the EU market. EMKICE has three main objectives:

1. To encourage and support Innovation and commercialization of innovations (inventions),
the development of new products and services, through entrepreneurial approach and
innovative technology (by legal or natural person and gender equality protecting their IPR);

2. To support access to finance process, for innovation, applied research, technological
development (I + R + T + D) from available EU funds and business angels investors;

3. To support national, regional and transnational cooperation and knowledge
shearing. Learning new skills for creative entrepreneurship, leading
innovation and change, especially among youth and young people.

It also hosts Macedonian Business Angels Network (MBAN) which is the first official Business Angel
Investment Network in Macedonia and member of European Business Angels Network (EBAN).

Inovativnost.mk
http://www.inovativnost.mk/category/makedonija/startapscena/

Inovativnost.mk is a web portal which has its separate section that provides information and news
with regards to start-ups in Macedonia (“Start-up scene”).

CEED Macedonia — CEED Hub Skopje accelerator and co-working space
http://ceed-macedonia.org/ceed-hub-skopje/

CEED Hub Skopje accelerator and co-working space, is a place which provides access to innovative
and inspiring work environment for entrepreneurs and companies at an early stage, freelancers and
individuals who want to start their own business. CEED Hub Skopje offers desktop - desk, internet
access and a meeting room, access to information, access to knowledge, access to potential partners,
customers and markets - through B2B and networking events, access to finance - enables presentation
to the Club of business angels CEED Macedonia and supports professionals for innovation and creative
thinking - provides advice from consultants for innovation and business management.
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I-lab.mk
http://i-lab.mk/index.php/mk/

i-Lab.mk is an innovation center within the Knowledge Center, established in 2015 under the auspices
of the Central European Initiative (CEl) and KEP Austria 2014.

One of the services offered is Start-up catalyst which provides assistance to start-ups, spin-off, SMEs
and other organizations in the commercialization of their ideas and strengthen their businesses

through:

e Guidance, support e Access to finance; and ¢ Providing other
and advice; necessary resources.

FUNKY Co-working

https://www.facebook.com/FunkyCoworking

A community of startups and freelancers who organize meetups to network and celebrate coworking
life style.

Public room
http://publicroom.org/

Public Room is a restaurant and a co-working space for entrepreneurs, designers, freelancers, and
startups.

Coffice
http://www.coffice.com.mk/

Coffice is a shared office space for entrepreneurs, located in Skopje's city center.

Next Gen Center
http://www.nextgen.mk/

Shared office for startups and freelancers, offering membership to Global Startups from Skopje.

Open Space
http://openspace.mk

Open Space is the newest co-working space in Skopje for young entrepreneurs and digital nomads.
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5.2. Available funding

Financing is probably one of the first thing you have on your mind when it comes to starting own
business. Without financing, your business cannot function, i.e. cannot secure operational functioning
and cannot plan growth. As arule, you as a young entrepreneur will probably face shortage of financing.
In this context one of the bhiggest challenges in starting your own business is identifying the amount
and source of funding necessary to carry out your plan. It is important that you prepare well financial
forecasts/ scenarios in order to secure survival in the difficult phase of starting-up your business.

The most commonly used sources of financing for start-ups are:

> Personal savings - Those are finances which are secured by the entrepreneur himself/ herself.
» Borrowing from the family members and friends - Those finances are usually interest free.

» Organisations which support development of small businesses - Those are institutions
which are founded with an objective to promote entrepreneurship development.

> Bank loans - Those are usually short-term loans which help to improve
financing of the business. Start-ups have difficult access to these funds as
legal entities (due to collaterals). As an alternative the entrepreneur can
utilise the possibility for obtaining funds as a physical person.

» Credit cards of the entrepreneur and his/her family members - This is more expensive
alternative to the bank loans; Funds are available up to the limit posed on the credit card.

> Venture Capital - This includes formal and informal types of financing
of small, fast growing, but risky firms which are expected in future to
increase several times the value of the invested capital.

» Pooling resources with partners - This is a possibility to pool financing
resource and start jointly a business together with relatives, friends,
etc., in general those are known people to the entrepreneur.

> Business Angels - Those are wealthy individuals who invest their own money, time
and expertise, directly in companies which are not quoted on the stock exchange, and
with which are not in family relationship, in expectation to have financial return.

» Saving houses - They offer very similar finances like the bank loans. Money are
slightly more expensive, but more accessible for start-ups (micro financing)

» Leasing - This involves purchasing/ renting of equipment for which rent is paid
to the leasing company on a longer term. The company is not an owner of the
equipment until the moment it repays it back the full amount including interest to
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the leasing company. The company has the option to purchase the equipment.

There are various sources of financing that are available to the entrepreneurs for their start-ups in the
Republic of Macedonia.

PUBLIC FUNDING

Fund for Innovation and Technological Development (FITD)
http://www.fitr.mk/

The mission of the Fund for Innovation and Technological Development (FITD is to encourage and
support innovation activities in micro, small and medium-size enterprises (MSMEs) in order to achieve
more dynamic technological development based on knowledge transfer, development research and
on innovations that contribute to job creation, and to economic growth and development, while
simultaneously improving the business environment for the development of competitive capabilities
of companies. Financial resources are provided from the loan obtained from the World Bank in amount
of 8 Million EUR for 3 years.

FITD publishes Calls for Proposals for different instruments, where MSMEs apply for financing.
Instruments of the FITD are:

o Grants for start-ups, spin-offs and for innovations.
¢ Co-financing of grants and conditioned loans for commercialization of innovations.
e Co-financing of grants for technology transfer.
e Technical assistance through business - technological accelerators.
The instruments which is suitable for start-ups is entitled “Co-financed grants for newly established

enterprises “Start-ups” and “Spin-offs”.

The instrument supports projects that are in the phase of proof-of-concept, up to the close-to market
phase. MSMEs from all business sectors are eligible to apply for funds under this instrument. The
eligibility criteria that have to be fulfilled by the applicants are available on the web site of the
FITD (http://www.fitr.mk/portfolio-item/co-financing-grants-for-start-up-spin-off-companies-and-
innovations/?lang=en).

The instrument aims at encouraging the innovation level in newly-established enterprises by providing

the necessary support for R&D activities. The grant is expected to encourage a culture of risk taking
and innovation, to provide support for the enterprises that aim to develop new or improved products,
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processes, and/or services, as well as to encourage the commercialization of research results obtained
in higher education institutions, i.e. scientific-research institutions.

Under this instrument the FITD provides financing of up to 85% of the total project budget, in a
maximum amount of 30.000 EUR. Projects under this instrument have a 12 month duration with the
possibility of extension for up to 6 months.

Criteria for evaluation of project proposals are:

¢ Level of innovativeness

Project quality

e (Capacity of the project team
e Market potential

e Impact.

Following successful commercialization, the revenue (not only the profits) derived from the sales of
the product/service and any subsequent products/services based on the technology developed within
the project financed by the FITD, will become the basis for the royalty payments towards the FITD.

Support programmes of the Employment Service Agency (ESA)
of the Republic of Macedonia

The Programme for young unemployed people with age up to 29 years ,Start-up businesses for
young"“. Interested candidates can apply for grants in amount of up to 10.000 EUR to establish their
own business.

More information about this programme can be found on the programme website: (http:/
rabotaimoznosti.mk/samovrabotuvanje/?p=3590&lang=mk ) or in the nearest employment center.

Self-employment programme of the ESA is targeting unemployed active job-seekers and helps them to
turn their business ideas into reality. The programme is providing to the successful applicants a grant
in amount of approx. 4000 EUR, coupled with counselling support and entrepreneurial training. More
information about this programme can be found on the programme website (http://rabotaimoznosti.
mk/samovrabotuvanje/?page_id=1394&lang=en) or in the nearest employment center.

The support programmes is implemented through the publication of public announcements which are

published on the web sites of the Employments Service Agency (www.avrm.gov.mk) and the Ministry
of Labour and Social Affairs (www.mtsp.gov.mk).
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COMMERCIAL LOANS

Macedonian Bank for Development Promotion
http://www.mbdp.com.mk/index.php/mk/

1) Loans for micro financing
Loan beneficiaries: existing and newly founded enterprises which are (at least 51%) privately owned,

such as: micro and small scale enterprises, individual entrepreneurs, handicraft shops, private
merchants, market counters, and other micro and small scale entities.

Purpose of the loans: purchasing equipment, construction works, land and working capital.

e Micro loans: e Small loans:
up to 15.000 EUR + upto50.000 EUR
entities having up to 20 employees + small enterprises having

to 100 employees
repayment period not up Pioy

exceeding 24 months * repayment period not
exceeding 48 months

Interest rate and repayment period: determined by the commercial bank depending on the type of
business, credit rating of the borrower and some other factors.

Intermediary banks: Halk bank, Sparkasse, Procredit Bank, NLB Bank, Saving House Moznosti

2) Investment loans for SMEs from the Revolving Fund of the EIB credit lines

Amount of the loan: min. 10,000 - max. 3.500.000 EUR

Repayment period: up to 8 years / Grace period: up to 24 months
Method of repayment: quarterly / Payment: in foreign currency (EUR)
Participation of the bank in support of the project: up to 100%
Interest rate: up to 5,5% per year

http://www.mbdp.com.mk/index.php/mk/kreditiranje/msp#eib4-za-msp
Purpose of the loans:

e Purchase of fixed assets: Real estate; Equipment; Working capital (max 30% of the loan value)

e Investments in intangible assets (development, planning and financing in the construction
phase as well as salary costs and other costs related to the research and development phase)
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Saving houses

Micro financing provided by saving houses is more accessible for start-ups. Saving houses in
Macedonia are: Savings house Moznosti (www.moznosti.com.mk) and Savings house FULM (www.
fulm.com.mk/), both from Skopje

ALTERNATIVE FUNDING

South Central Ventures (ENIF)
http://sc-ventures.com/

South Central Ventures (ENIF) is a 40 Million EUR Venture Capital Fund, dedicated to investments in
start-ups, tech-SMEs in the Western Balkans. The Fund helps the most ambitious start-ups to build the
next big things. The Fund is partnering with the most ambitious, dedicated, hard-working and brave
teams that dare to build great companies and disturb the status quo. The Fund operates offices in:
Zagreh, Belgrade and Skopje.

Network of Business Angels in Macedonia

Network of Business Angels connects the entrepreneurs who want to start their own business with
investors/investments and mentors. Even in the case when entrepreneurs have excellent business
plans, banks are requesting collateral which is several times higher than the value of the newly
proposed business. Network of business angels is consisted of business leaders who can provide
financing, know-how, as well as social capital to the entrepreneurs with innovative ideas.

CEED Macedonia Business Angels Club
http://ceed-macedonia.org/ceed-club-2/ceed-macedonia-business-angels-club/

CEED Business Angels Club (CEED BA Club) was formed as a sub club from members of CEED Business
and Learning Club Gold, in November 2013 and is one of the first clubs of this kind in Macedonia. Since
January 2016, CEED Business Angels Club is officially a member of European Business Angel Network
(EBAN).

Currently, 16 entrepreneurs are Club members who are willing to invest in business ideas or existing
businesses, if they identify potential for growth or innovation. The first business ideas were presented
to the club members in April, 2014.

After three year of existence CEED Business Angels Club, made the first investment in December 2014,
second one in May 2015, the third one in June 2016, and the fourth in July 2017. At this time being four

potential ideas are reviewed.
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Euro-Macedonian Knowledge Innovation Center (EMKICE)
https://www.linkedin.com/company/emkice

Mission of EMKICE is to improve and promote Macedonian business and innovation culture, especially
entrepreneurs, innovators and business angels.

Macedonian Business Angels Network (MBAN)
https://www.facebook.com/mban.macedonia/

Macedonian Business Angels Network (MBAN) is the first official business angels investment network
in Macedonia and member of European Business Angels Network (EBAN).

Innovation Financing Vehicle (IFV)
https://www.usaid.gov/macedonia/fact-sheets/innovation-financing-vehicle-ifv

Innovation Financing Vehicle (IFV) is a specialized fund designed to support innovation in SMEs in the
country through lending and equity financing. It is funded by USAID and Crimson Capital Corporation
and managed by Crimson Development Foundation.

The actual funding is on a commercial basis. Eligible beneficiaries are companies registered in
Macedonia that will offer sustainable innovative product or service for which there is a confirmed
market demand. The innovation should have development potential, and has to foster sustainable
development and creation of new jobs. Each potential client should have financially and commercially
sustainable product or service that will clearly address the market needs on a competitive basis. It
should also present a credible cash flow projection, and thus a clear strategy for repayment of the
debt, through profitability or liquidity or any other way of closing the debt within 12 to 24 months.
Preference is given to innovative businesses that create new jobs.

As a priority, the Fund is financing innovative business projects (but not limited to) in the ICT, energy
efficiency, environmental protection, agriculture, food processing, manufacturing, logistics, etc..

The duration of the projects is from few months up to two years. Funding amounts ranges from 5,000
to 100,000 EUR.

Crowdfunding
Crowdfunding is a practice of financing a project or venture by raising very small amounts of money

from a large number of people (the crowd), typically over the Internet. For example musicians,
filmmakers and artists successfully raise funds in this way, but not only.
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Crowdfunding is a new fundraising tool that combines the traditional way of fundraising with modern
technology and modern marketing techniques (i.e., Internet, software, video and social media). The
general idea of fundraising is very old, but never before, these opportunities are not merged or used in
the same way as in the last decade, primarily because of the opportunities offered by the internet and
the new media. Billions of people around the world are a few clicks away to each other; Crowdfunding
brings together ideas and funding to allow collective action on a large scale. Now almost everyone can
raise money from a large and potentially unlimited number of people, instead of crossing over 1 or 2
traditional entities (banks, big investors, etc.).

The two most popular sites for crowdfunding are: Kickstarter (https://www.kickstarter.com/) and
Indiegogo (https://www.indiegogo.com/). More information about crowdfunding you can find at:
http://crowdfundingblog.com/what-is-crowdfunding-guide/

The social games “Cavern Tavern” and “Rise to Nobility” that have been successfully
financed by the crowdfunding “Kickstarter”. It can serve as a motivation for young
potential entrepreneurs to develop and implement their innovative business ideas.

The game “Rise to Nobility” was created by the Macedonian company “Final Frontier
Games”, and in less than a month at “Kickstarter” managed to raise more than 370,000
usD.

The description of the game “Cavern Tavern” can be also found on the crowdfunding
platform Kickstarter: https://www.kickstarter.com/projects/512772051/cavern-
tavern?ref=nav_search.

EU FUNDING

Enterprise Europe Network in Macedonia
http://www.een.mk/114/pochetna

Enterprise Europe Network (EEN) is the largest network of contact centers that provide information
and advice to companies on EY issues. Comprised of more than 600 local partner organizations
(universities, chambers of commerce, agencies, foundations, associations) in more than 50 countries,
the network promotes competitiveness and innovation.

The main mission of the EEH is to help SMEs take advantage of different business opportunities within
the EU's single market, developing co-operation in the business, technology or science. The network
provides advice to support innovative businesses and access to finance. Also, it is possible to get
information on the possibilities for the availability of EU programmes and funding.
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EEN in Macedonia is represented through the project consortium, composed of four partners: the
University “St. Cyril and Methodius” in Skopje as a coordinator (http://www.een.mk/476/univerzitet-
sv-kiril-i-metodij-vo-skopje), the Foundation for Management and Industrial Research (http://www.een.
mk/480/fondacija-za-menadzment-i-industrisko-istrazuvanje), the Economic Chamber of Macedonia
(http://www.een.mk/481/stopanska-komora-na-makedonija), and the Union of Chambers of Commerce
of Macedonia (http://www.chamber.mk/ ).

EEN Macedonia offers the following portfolio of services:

e Business and cooperation (http://www.een.mk/492/biznis-i-sorabotka)

e Technology and innovation (http://www.een.mk/493/tehnologii-i-inovacii)
e R&D (http://www.een.mk/494/istrazuvanje-i-razvoj)

* Innovation services (http://www.een.mk/495/inovaciski-uslugi)

All services are free of charge and are offered by each partner in the consortium as a one-stop service
system. Entrepreneurs in Macedonia have access to different EU funded programmes subject to
eligibility criteria:

e COSME e URBACT
e HORIZON 2020 e COST ACTIONS
e ERASMUS+ e EIB LOANS
e CIP ECO-INNOVATION e KiCs
e LIFE+ e CONNECTING EUROPE FACILITY
e EUROPE FOR CITIZENS e INSTRUMENT OF PRE-
« CREATIVE EUROPE ACCESSION ASSISTANCE
e INTERREG

e EUROSTARS

e NER 300 e |NTELLIGENT ENERGY EUROPE

IPA RURAL DEVELOPMENT PROGRAMME (IPARD) 2014 - 2020

The basic information about the Rural Development Programme from the EU Instrument for Pre-
Accession (IPA) Assistance IPARD 2014-2020 is given in the Official Gazette of the Republic of
Macedonia, no. 177 of September 22. The objectives of the program should be achieved through the
implementation of 11 measures:
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1.1. Investments in physical assets of agricultural holdings

1.2. Support for the formation of producer groups

1.3. Investments in physical assets for the processing and marketing
of agricultural and fish products

2.1. Agro-ecological climate and measures for organic farming

2.2. Establishment and protection of forests

3.1. Investments in rural public infrastructure

3.2. Diversification of farm and business development

3.3. Implementation of local development strategies - LEADER approach

4.1. Improving the training

4.2. Technical help

4.3. Advisory services.

The implementation of the program has started with 5 measures that are implemented over the whole
time period: 1.1.,1.3.,3.1,,3.2,,and 4.2.

The IPARD programme is implemented by an accredited IPARD Payment Agency (www.ipardpa.gov.
mk) through public calls. Each call describes in detail the measures to be financed, the conditions and
the acceptability of individual entities. For example, with the Public Call no. 01/2017 of 24 April 2017,
three measures are financed: 1.1., 1.3, And 3.2.

The project should be implemented in rural areas, which are determined by the Rulebook of the Ministry
of Agriculture, Forestry, and Water Economy (www.mzsv.gov.mk).

As a first step for small start-ups, the recommendation is to review the IPARD Programme 2014-2020
and in particular measure 3.2. Diversification of farm and business development.

Territorial and cross-border cooperation programmes
Youth entrepreneurship and youth cooperation initiatives are supported under all territorial and cross-
border cooperation instruments that Bulgaria currently participates in. For the region of Blagoevgrad

the following programmes and initiatives are accessible:

e INTERREG-IPA Cross-border Cooperation Bulgaria-Macedonia Programme

e INTERREG Cross-border Cooperation Greece-Macedonia Programme 2014-2020
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7. Annexes

Annex 1: Example of Canvas Business Model

CANVAS BUSINESS MODEL OF MCDONALD'S

Key Key
Partners Activities
Suppliers Marketing
Franchise owners (80%) | Selling food and
beverages
Key
Resources

Company's employees
Restaurants on
A-locations

Value Customer Customer
Propositions Relationships Segments
Food of a constant Restaurants Families, Youngsters,
quality that is served Elderly and Business
quickly and consistently On-line on the device people
across the globe preferred by the

customer

Channels

Restaurants

Cost Structure

Employee selaries

Facility construction costs
Raw materials procurement
Marketing costs

Revenue Streams

Restaurants owned by the company itself
Restaurants of franchise owners

58




Annex 2: Example for short presentation of one
business idea in front of potential investor (pitching)

ANA'S RETRO DRESSES

We sell replicas of retro dresses with a design from the period 1920 - 1960. Our designers are inspired
by the designs of the most famous era and each dress has its own story.

Opportunities
A problem worth of solving. It is very difficult to find replicas of retro dresses, and the actual designer
retro dresses are very expensive.

Our solution

We own an original collection of retro dresses which are difficult to obtain. We are making these retro
dresses using retro fabrics and they have affordable prices so women can afford to own favorite retro
dresses.

Target customers
Total number of target customers: 100.000 women
Total value of the market: 10 Million EUR

e Women at age 18 - 38 who are on- e Women at age 28 - 60 who buy
line shoppers (67% of the market); in the shops (33% of the market);
Estimated market: 6,7 Million EUR Estimated market: 3,3 Million EUR

Needed financing
10.000 EUR are needed to purchase new materials and to cover the costs of marketing.

Sales and marketing

Sales channels Marketing activities
1. Etsy.com interent store 1. Banners on Etsy.com
2. Personal blog 2. Advertisement on Facebook
3. Local Saturday market 3. Campaigns on Twitter
4. Photo competitions
5. Blogging on other blogs
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FINANCIAL FORECASTS

20000

15000
13000

10000 9000

8000

5000

-1000

20000

11000
9000

10000

3000

2018

-5000

Income

Milestones
» Completing 10 dresses until March 15,2018

» Take photos of the dresses
until March 30, 2018

The Team and the Key Roles
Anne, owner, is involved in designing dresses

e Sheis sewing from since
she was 8 years old

¢ She has graduated at the Faculty of Design
Sonja, intern

She studies at the
Faculty of Design

Partners and resources

1. Photographer Dejan - he is studying
at the Faculty of Design and making
great photographs of the dresses

. Supplier of fabrics Textile & Co -
delivers the necessary fabrics and
materials for making dresses

e She wants to become a
designer of dresses

2019 2020

M Profit

Costs

Starting the sale on the Etsy.com
internet store by May 10, 2018

Starting a marketing campaign
May 20, 2018

She has won several design contests

Design of retro dresses is her passion

Her favorite fashion
designer is Coco Chanel

3. Local Saturday Market - outdoors, works
every Saturday from June to December
where the dresses will be sold

. Etsy.com - an online platform for
people who produce handicrafts
and retro pieces, where the sale of
dresses is planned in the future.
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Annex 3: Financial projections

START-UP COSTS

(1) Buildings/ Real estate
Rent/ Lease
Purchase of buildings/ real estate
Construction works
Improvements/ Renovations
Other
Total (1)
(2) Capital equipment
Equipment purchase
Equipment leases (copiers, fax machines, telephone system)
Furniture
Fixtures
Machinery
Technology
Other
Total (2)
(3) Administrative expenses
Corporate Fees, Licenses, Permits and Taxes
Real Estate and Utility Deposits
Insurance
Salaries
Payroll Taxes
Office Supplies

Web site maintenance
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Accountant's Fees
Attorney's Fees

Other

(4) Opening Inventory
Category 1

Category 2

(5) Advertising/ Promotional expenses
Advertising

Web site development

Signage

Printing

Travel and accommodation

Other

(6) Other expenses

Other expenses 1

Other expenses 2

(7) Contingency

(8) Working capital

Total (3)

Total (4)

Total (5)

Total (6)

Total (7)

Total (8)

TOTAL Start-up costs
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INCOME STATEMENT

Revenue (Sales)

Cost of sales

Salaries for workers in the production 110.000
Materials 15.000
Other direct costs 10.000

Total costs of sales 270.000
Gross Profit 122.500
Operational costs
Cost for marketing 52.000
General administrative costs 34.000
Total Operational costs  86.000
Net operational Profit 36.500
Income Tax 3.650

Net Profit 32.850
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