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1. BbBeneHue

MpoekT ,lMoBuwaBaHe Ha noTeHUuMana 3a MNpeAnpueMayecTBO M 3aeToCT uype3 pa6oTa B
Mpexa W uarpaxpaHe Ha kanauutet (Start-Up Academy Bbwbnarapus - MakenoHus)’, Koiito ce
U3NbAHABA OT TypucTMYecku cbio3 — CTpymuua (Bogew, napTHbop) M Cppyxenue BusHec
WHPOPMALIMOHEH W KOHCYNTaHTCKM UeHTbp - CaHAaHcku (NapTHbOp MO NpoekTa), Lenu fa
MOBULIM KOHKYPEHTOCMOCOGHOCTTAa Ha OW3Heca M NOAOGpsBaHE Ha MpeanpueMayeckara
cpefa B TpaHCrpaHU4HUS pernoH Ha bbnrapua u MakefoHus ypes pasBUTME HA MIIafEXKOTO
npeAnpuemMayecTBo.

Jluncata Ha uMHMUMATMBKM B clepaTa Ha HacbpyaBaHETO Ha MNALEXKOTO NpejnpueMayecTBo
1 CnpaBsHETO C MylafexkKaTa 6e3paboTula ca CEpMO3HU NPOBIEMU, KOUTO ca GUNN B OCHOBaTa
Ha He eflMH NPOEKT MW YacTHa MHULMATWUBA. Bbnpeku TOBa, Maiko ca 6U3HEC HapbYHULUTE W
PbKOBOACTBATa, NMPeAOCTaBsLLN B CUHTE3UPAH BUA NMOME3HO U NIECHO 3a pa3bupaHe CbabpXKaHue
U MHpOpPMaLMA, KOMTO Aa NMOATUKHAT MNafMTe XOopa KbM MNpeanpueMayectTBO W 3anoyBaHe Ha
co6CTBEH BU3HEC.

Bsemaiikn npeaBug T03u (GakT, LBeTe opraHusaLun — NapTHbOPU B U3MNBAHEHMETO Ha MPOEKTa,
pa3paboTuxa HaCTOALLOTO PbKOBOACTBO 3a CTapTupaHe Ha 6usHec “Start@Up Smart”, koeTo uma
3a LeN ia NoBMIIM MHhOPMUPAHOCTTa Ha MNaauTe Xopa Ha BbapacT oT 16 Ao 29 (Mexay 16 u 29)
roAuHW 3a Bb3MOXHOCTUTE M MpeAn3BuUKaTeNcTBaTa, KOMTO CbNbTCTBAT NPeANpUEMAYeCTBOTO U
camocTosTeNHaTa 3aeTocT.

AmM6uLMO3HATa Lien, KOATO CM NocTaBMXa ABaTa NapTHbopa, 6e fa pa3paboTaT PbKOBOACTBO 3a
CTapTMpaHe Ha GU3HEC, KOETO Aa AaBa NIECHU M NPaKTUYEeCKU CbBETU W HAMbTCTBUS B MOMOLLY Ha
ObAeluTe Miaau npeanpuemadn, KOMTo UckaT Aa noemaT Nno AbArus NbT Ha caMocTosTeNnHaTa
3aeTOCT. B TasM Hacoka, HacTosLLOTO PbKOBOACTBO OGEAMHSIBA Hall-BaXHUTE eNeMeHTU OT
npoueca no cTapTMpaHe U pa3BUTUE Ha yCreweH 6U3HEC — MOTUBALUATA, CNELNPUYHNTE YMEHUS,
pa6oTaTa B eKuUn 1 ajekBaTHaTa nogkpena. KoHuenuusTa u CbAbpXXaHMeTo Ha TOBa PbKOBOACTBO
ca cb3pageHu ot dpupma SALVIOL DOOEL - Ckonwue, ¢ noakpenata Ha NpeAcTaBUTeNM Ha ekuna
Ha ABeTe opraHu3auuu — NapTHbOPU U eKCrnepTuTe B UHHOPMALMOHHO — KOHCYNTaHTCKMTe 6topa
,YOUth club” B bbnrapusa u MakepoHus.

M3nbnHeHMeTo Ha AelHOCTMTe Ha npoekT “Start-up Academy” 1 paspaboTBaHETO Ha HACTOALLOTO
PbKOBOACTBOTO 3a CTapTupaHe Ha 6usHec “Start@Up Smart” ca cbduHaHcupanu ot UHTEPPET
- WNN Mporpama 3a TpaHCTPaHWYHO CbTPyAHMYecTBO bbarapus - Makegonus (CClI Ne:
2014TC1615CB006). PbkoBOACTBOTO 6€ M3TOTBEHO B Nepuoaa centemepiu — Hoemepi 2017 1., KaTo
3a Tasu Len 6sxa U3non3BaHu - pa3Hoo6pasHN M3TOUHMLM.

PbKOBOACTBOTO LWie Gbje pasnpocTpaHeHo 6e3nnaTHO OT ABaTa NPOEKTHU MapTHbopa Cpej
LieNIeBUTE rPYNV OT TPaHCTPaHUYHNSA PErnOH Ha bbarapus n MakegoHus.



Mpensuza npeausBuUKaTencTBaTa, NpPej KOMTO Ce M3NPaBAT MNaguTe npejnpuemayn B npoleca
Ha cTapTuUpaHe Ha HOB GM3HEC, B T. Y. iMNcaTa Ha OCHOBHM NPeAnpUeMayeckn YMEHUs, HyxaaTa
0T CpeAcTBa M GM3HeC noAnomarallyn yciyru, e Heo6XoAMMO la UM Ce MpefoCTaBAT ajleKBaTHa
nogkpena 1 AocTbn 0 GUHAHCOBU PecypcH.

MoxenaBame Bu KbCMET, yNOPUTOCT M MHOFO 3a6aBNeHNs B 6bAELLMTE BU GU3HEC HAYMHAHMS!



2. MoTuBanus

2.1. OCHOBHU IMOHATUS

B HayanoTo e BaXHo Aa pa3bepeTe KakBO CTOM 33/, TEPMUHA ,NPeAnpUEMay” U KakBo e 3HaYeHNeTo
Ha AymaTta ,npeAnpuemayvyecTBo’. ToBa PbKOBOACTBO € HAacoyeHo KbM Bac, mnagute xopa -
Objewmu npegnpueMayl, 3aToBa Le Ce OnuTame fAa 06fCHMM M KaKBO BKJ/OYBA ,MNIafieXKo
npeanpueMayecTtBo’. ToBa PbKOBOACTBO € HAco4YeHO KbM Bac, mnagute xopa - Obaelyu
npefnpueMayy, 3aToBa € BaXKHO B Ha4YasnoTo Aa 06ACHAM 3HaYEHMETO Ha TepMUHa ,Npeanpuemay”.

Anrnuiickata gyma ,npeanpuemay” (Ha aHrn. entrepreneur), Tpon3xoxpaa oT (ppeHckaTta fyma ,entre
prendre”, KoeTo o03HayaBa ,Aa npeanpuema“. Cnopeg mMoaepHUTe pa3bupaHus NpeanpuemMaysT e
YoBEeK, KOWTO M3BbPLLUBA MpeAnpueMayecTso — NpeanpueMa HoBa MHULMATMBA C Lien nedan6a u
passutue. MpeanpuemMaybT € JIMYHOCT, KOSTO KOWTO BUX[A Bb3MOXHOCT Ha Nasapa M ocurypsea
HeobxoANMMUTE CPeACTBA 3a Cb3[jaBaHe M PasBUTUE HA BU3HEC, C KOITO i@ 3a0BOMIU HYXAMUTE UK
Ja paspelun npo6nemMuTe Ha 06LLECTBOTO.

MpeAnpuemMaynTe ca Xopa, KOMTO ca roTOBM Aa PUCKYBaT CBOWTE JIMYHa Kapuepa W dUHaHCOBa
CUFYPHOCT C Lien peanusauusTa Ha UAes, KOATO U3NUCKBA BNaraHeTo Ha MHOTO YCWUNWS, BpEMe U
(uHaHcoBM cpeacTBa. Cnopes N3BECTHUS aMePUKAHCKU MKOHOMUCT MuTbp [lpaksbp, npesnpueMayst
€ YOBEK, KOIiTO HEeMpecTaHHO TbpCU NPOMsiHaTa, aganTupa ce CNpPsMO Hes U YMee Aa S U3non3Ba
KaTo Bb3MOXHOCT 3a NocTuraHe Ha fafieHa uen. NpeinpMemMayecTBOTO € HEN3MEHHO CBBP3aHo C
MOEMAHETO Ha pUCK.

Mpeanpuemay e Cblilo Taka TO3M, KOWUTO Cb3/aBa v pasBuBa efiHa BU3HEC uaes 1 noema pucka aa
cb3aage GMpMa, B KOATO fja MPOM3BEX4a NPOAYKTM MW YCIYri, KOUTO Aa OTrOBapAT Ha HYXAMUTe Ha
K/IMeHTa.

YcnewHuTe npeanpueMayu:

e [lpaBAT HELO HAaUCTUHA Pas3NIUYHO; ¢ He ce ,orbBat” npej TpyaHOCTUTE;
e Ca KpeaTUBHU N MHOBATUBHUY; e YMeAT Aa ynpaBnsiBaT PUCKOBE;

e 3abenssBat ¥ U3NON3BaT Bb3MOXHOCTUTE;  ® MMaT KOHTPON Haf 6U3Heca;

e Hamupart cpefcTBata 3a e [locTaBAT KNUEHTA Ha MNbPBO MACTO;

0MoN30TBOPSIBAHE Ha Bb3MOXHOCTUTE,;
e (Cb3paBar Kanuran.

e PaboTAT f06pe B Mpexa;



1 pokaTto TepMUHBT ,NpesnpuemMay” ce oTHacs Ao xopaTta, To ,MpeAnpremMayecTBOTO" OnNucBa camus
npouec. EAHO 3HaMeHUTO M BCEOOXBATHO ONpefeneHune 3a NpeAnpueMayecTBoTo NpUHALIEXM Ha
Xaybpa CTuBbHCBHH, npodecop B Harvard Business School, cnopeg koito ,lpesnpueMayecTBoTo
e npecnefBaHeTo Ha JjafieHa Bb3MOXHOCT 6e3 ornej Ha KOHTPOAMpaHUTe B MOMEHTa CpefcTBa”.
Cnopef, CTMBBHCBH, NpefnpuMemMayecTBOTO € ,MPOLECHT, MPU KOWTO YOBEK Npuema npaBeHeTo
Ha 6M3HEC KaTo Bb3MOXHOCT WM anTepHaTWBa, pa3paboTBa uaes 3a GM3HeC, HayyaBa MbTA Ha
npegnpueMaya 1 noemMa WHULMaTUBaTa 3a Cb3AlaBaHETO U Pa3BUTUETO Ha COOGCTBEH BU3Hec".

Mpod. dpaHcuc YuryHTa oT yHMBepcuTeTa B XapBapa npeanara cneHoTo onpesenieHmne 3a Mnagexko
npefnpueMayecTBo: ,MpUnaraHeTo Ha NpakTUKa Ha NpeanpueMUYnBy yMEHUS KaTo MHULMAaTUBHOCT,
MOTMBALMS, MHOBATMBHOCT, KpEATUBHOCT M CMOCOGHOCT 3a MOEMaHe Ha pUCK B onpegenieHa paboTHa
cpefa (KakTo Npu CaMOoCTOSTe/IHA 3aeTOCT, Taka W Npu Cb3JaBaHETO Ha Majika cTapTupalua dupma),
“3non3Baiikn NOLXOASLLUTE YMEHUSA, HEOOXOAMMM 3a YCNEX B Ta3u CPefia u/uim Kyntypa.

Cnopea Mo6aneH Mpegnpuemadecku MonuTopuHr (GEM) , npeanpuemadeckara iedHOCT e pesyntar
Ha B3aMMOLENCTBNETO MEX/ly 0Cb3HABAHETO OT CTPaHa Ha UHANBUAA HAa Bb3MOXHOCT, CMOCO6HOCT
(MoTMBaLMA 1 yMeHNA) fa feiCTBa NPY TaKaBa Bb3MOXHOCT U OTIMYNUTENHUTE YCIOBUA Ha CpeaaTa,
B KOATO C& HaMWpa UHAUBUADT.

OT TYK MOXeM JAa 3aK/OYNM, Ye MOTMBALMATA € eAHO OT KoYoBUTE (OCHOBHUTE) YMEHUs 3a
OTKNtoYBaHe (paskpuBaHe) Ha NpeAnpueMadyeckus MoTeHuMan B MniaguTe xopa. Kato usno,
MnaguTe UMaT NONOXMTENHO OTHOLUEHUE KbM CaMOCTOsITENIHAaTa 3aeTocT. Bbnpeku ToBa, nopaau
OTPaHUYEHMTE PECYPCU W NUMCATA HA XU3HEH U NPOohEecUOHaneH onuT, Te ce COMbCKBAT C MHOMO
noBeye TPYAHOCTH, OTKONKOTO Bb3PacTHUTE.

CTapTbnbT € opraHusalus, Ch3fajeHa Aa reHepupa HOBW NPOAYKTM WM YCNYTW B YCNOBUATA Ha
N3KIKOYNTENHA HECUTYPHOCT. EANHCTBEHOTO OCHOBHO M3UCKBAHE, 3a fla CE Hapeye efjHa KOMMaHus
,CTapTbn", e NoTeHUManbT 3a pacTeX. BCMUKO ApYyro acouumpaHo CbC CTapTbhUTe crefsa OT
pacTexa.

2.2. Jla cTanenI mpernpueMad 1 cTapTHpall coocTBeH ON3HeC

“EHTycHasMbT € OJICHKBT B ouuTe BU, IOMIOISABAHETO B IIOXOIKATA, U
HEYyCTOUMMS IIOPUB HA BOISATA U €HEePrusiTa Ja OChUeCTBUTE ujaeure cu®
XEHPU 0P/,

Kato Hauvano, Bue kato mnap yoBek, TpsbBa Aa MMaTe sicHa NpejcTaBa KakBO Lie npaBuTe B
npogecnoHaneH acnekT B 6baelle. Mpegnoyntate Aa uMaTe CO6CTBEH BU3HEC UK fa paboTuUTe 3a
HAKO fpyr?



Be3 cbMHeHue, NpeanpreMayecTBOTO € 406bp U360p 3a KapuepHO pa3BuTHe. Bb3MOXHOCTUTE 3a
CTapTupaHe Ha cobcTBeH 6u3Hec B o6nacT bnaroesrpaj ca cpaBHUTENHO J06pW 3a efuH MNaj
yoBek. CekTopuTe, KOMTO Ce ONpeAensT KaTo Hai-aTPaKTUBHM M NEPCMEeKTUBHU 3a 3anoyBaHe Ha
COGCTBEH O6U3HEC Ca: KOHCYNTAHTCKM YCNyru, MHPOPMALMOHHU N KOMYHUKALMOHHM TEXHONOTUM,
06pa3soBaHue (YyX[0e3MYHO 06yYeHIe, KOMMIOTbPHA FPAaMOTHOCT W Ap.), PeKNamMa, TbProBUs U T. H.

Tpsi6Ba Aa 3HaeTe 06aye, Ye 3aNoyYBaHEToO Ha COOCTBEH GU3HEC e BCUYKO APYro, HO He 1 iecHo. KaTo
npeanpueMay Tpsabea CTe HasCHO, Ye BU3HECHT U JIMYHUAT BU XMBOT LWe 6bAaT TACHO CBbP3aHM
nomexnay cu. Mo OTHOLIEHME Ha NMYHUS Bu XMBOT, TpsGBa @ OTFOBOPUTE HA CIELHUTE BbMPOCK:
uckate nM fa paboTuTe Ha Mb/eH paboTeH AaeH? MckaTe nu Aa pabotute oT BKblK? Konko Bpeme
Bu e HeobxonuMo 3a noumska? Wckate nu fa nbTyBate? Kora uckate Aa ce NeHCUOHupate? U T.
H. KaTo Bceku mMnag npeanpuemay Bue Tps6ea pa ,0TKpueTe opmynara“, ¢ KosTo Aa ycneeTe B
6u3Heca. CaMo4yBCTBMETO Ce FpaAn BbpXy NOAXOAALLMTE NO3HAHUS U HATPYMNaH NONOXUTENEH ONUT
~ KOJIKOTO MOBEYE Ce yuuTe W npunarate HayyeHoTO Ha NPaKTUKa, TONKOBA NOBEYe Ce pasBUBaTE B
NNYeH U NpodecuoHaneH acnekT.

EnHM OT Haii-BaXXHWTE KPUTEPUM 3a CTapTMpaHe Ha BU3HEC ca:

> [la umate nges; > [la noTbpcuTe U NONyynTe eKCrnepTHa

M KOHCY/ITaHTCKa NOMOLL;
> [la MOXeTe fla ocurypute CTapToB Kanurar,

> [la noTbpcuTe 1 NoaydYnTe NOAKpena

> [la umarte onpepenexn N
OT CEMEICTBO U npusaTenu.

npeanpuneMavyecku 3HaHua U yMeHus,

CowectByBaT 1 T. Hap. dakTopu Ha ,MPUBJINYAHE" n ,0TBJTbCKBAHE", kouto morat pa Bu
MOBNUSIAT, 3@ ja CTaHeTe NpeAnpueMay u Aa craptuparte COGCTBEH GUBHEC:

a. hakTopy Ha ,NpuBANYAHE" (OCHOBAHN HA Bb3MOXHOCT)

> JlnyHa > JINYHOCTHO pa3BUTHUE; > (OuHaHCOBa M3roAa;

[l0BJIETBOPEHOCT;
Y P » HesaBUCUMOCT; > [lpusHaHue.

6. hakTopu Ha ,0T6NbCKBaHE" (OCHOBAHM Ha HEOBXOANMOCT)

> HeynoBneTBOPEHOCT; > Jlunca Ha apyru > bespaboTuug;

anTepHaTuBuy,

> HecurypHocT B paboTarta; > Hecbrnacue.

ColiecTByBaT v Apyry hakTopu, KOUTO GrUxa MONN a NOBAUAAT Ha BalweTo pelweHne fa cTaHeTe
npegnpuemay. ToBa ca (phaktopuTe Ha 3ao6ukansuiata cpega (06pasoBaHue, CEMENHO NOJOXEHNE
(MHAHCOBO CbCTOAHME) M MKOHOMUYECcKM (akTopu (nMonuTuyeckata CTaBUNHOCT B Abpxasara,
6usHec cpeaata, HanMyHaTa GUHAHCOBA NOAKPENa U CTUMYNN).
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Bceku HOB 6M3Hec npeMuHaBa npes cnegHUTe etann Ha passuTue:

1. PaspaboTBaHe Ha 6u3Hec uaes; 3. Cb3pgaBaHe Ha HOB NMPOAYKT W/Unu ycnyra;
2. CbapaBaHe Ha GupMa; 4. (4) YnpaBneHue u paspacTBaHe
Ha pupmarTa.

Bcuukn npepnpuemaun ca CO6CTBEHULM Ha GU3HEC, HO He BCUYKM COGCTBEHULM Ha GU3HEC ca
npegnpueMaun.

Haii-BaXKHOTO Helwo, KOeTo TpsibBa Aa HanpaBuTe, e Aa aeduHmpate npobiem, KOATo CK 3acnyxasa
Ja 6bfe peleH. AKO MPOAYKTBT UK yCiyrata, KOUTO Cb3jaBaTe WM Npeanarate He paspellaBat
KOHKpETeH NpobnieM, KOMTo Umat BawwuTte NoTeHUWANHU KAMEHTH, TO BawusT 6usHec He 61 6un
XM3HecnocobeH. MpocTo 1 icHo. MpobnemnTe, KOMTO UCKaTe Aa PelmnTe MoraT Aa 6baaT NpoCcTU U B
TOBA HIMa HULLO HepeHO. U Bce Mmak, e 6beTe No-ycrnelHu, ako 0T caMoTo Hayao ce Gokycupate
BbPXY €Ai'H OCHOBEH MpOoG/eM.

Cnopep lait KaBa3saku, aBTop Ha KHuraTa ,M3kycTBOTO Aa CTapTupaLl 6u3Hec", Haii-AobpaTta NnpuymHa,
3a 1a cb3fafeTe 6M3HEC, e INYHATA Kaysa - ja Cb3JafieTe NPOAYKT UM YCAYra, KOUTO L HanpaBaT
CcBeTa No-A06p0o MACTO 3@ XUBOT.

“3a ga 6pae yenenien 0n3HechT Bu, Tol TpAOBa 1a 3a70B0IIBA HIKAKBA
roTpedHocT y Kianenrure Bu. [ToHsSKora Te3n Hy;KIu MOraT j1a 0'bjlaT
HeMaTePUAIHN, KATO CUT'YPHOCT WM IPecT K. Hy KIuTe Ha HIKOU KINEHTU
MB3IVIESKIAT HE3HAYNTE/IHU, HO U T€ €A BA;KHI. YBEpeTe ce, 4e MMa I1azap 3a
Bamust IpoayKTa WK yeIyrara. BaumsT OU3Hec 1ie ce IpoBaii, ako He €
ajipecupal KbM Hy/[KUTE Ha KINEHTUTe”

TUM BEPK

MpeanmcTBaTa OT Cb3[aBaHETO HA COGCTBEH GM3HEC BKJHOYBAT HANMYMETO Ha MiaBalio paboTHO
BpPeMe, CNoco6HOCTTa Jla 6bjell Wwed caM Ha cebe cU U Aa M3GEerHell KoprnopaTuBHaTa paboTHa
cpefa, a Cbllyo W IMNcaTa Ha OrpaHNYeHUs B OXOAMTE.

ETO 1 OLLe HAKONKO NPUYMHM, KOUTO 61xXa MOrNW Aa B MoTMBMpaT fa cTaHeTe NpeAnpueMay u fa
cTapTupaTe cobCcTBEH GUBHEC:

> Bb3MOXHOCTTa Aia OCUrypuTe cO6CTBEHATa CH 3aeTOCT.

> Bb3MOXHOCTTA [ja OCUTypUTe 3aeTOCT 3a Balum pogHUHM W npusTenm.

» Bb3MOXHOCTTa fa OTroBopuTe Ha HOBUTE UKOHOMUYECKU PeasiHOCTU U TEHAEHL UK.

v

Pa3BuTNETO Ha HOBM YMEHUA, KOUTO fa NPUIOXNUTE NpKn CpaBAHETO C Apyru



XUTelicKN npean3BukartencTea. ,Mekute ymeHusa"“, kato cnoco6HocTTa

3a pa3no3HaBaHe Ha Bb3MOXHOCTM, UHOBATUBHOCT, KPUTUYHO MUCTIEHE,
rbBKABOCT, B3EMaHE Ha peLueHuns, paboTa B ekun 1 InaepcTBo, We Bu 6baat
nonesHu He3aBUCMMO OT TOBA [aiu LLe CTaHeTe Npeanpuemay uim He.

> Bb3MOXHOCTTA 3a Cb3[jaBaHe Ha HOBM M IBKaBW MeTOAM 3a He3aBUCUMa pa60Ta.
> I'IonyanaHeTo Ha no-ronsgMa yaoBNETBOPEHOCT OT XNUBOTa.

YcnelwHn MeToAIM 3a NOBMILABaHE Ha MOTUBALIMATa ca paboTa B MPEXa C Apyrv MAaan npeanpuemMayn,
3arnosHaBaHe C YCMELHW UCTOPUM U NPUMEPW OT NpakTUKaTa, pasBUTME HA OMPEAENeHUe MEeKM
YMEHUs, MEHTOPCTBO, U3rpaxaaHe Ha ponu u fp. Mo OTHOWEHUE Ha MOAXOAMTE U METOAMUTE 3a
y4Y€eHe, MEHTOPCTBOTO M KOYUYMHIbT Ca [J0Ka3aHO e(peKTUBHM, 3all0TO Cb3AaBaT BPb3Ka, KOATO He
npensiara pelieHne Ha npo6aem, a no-ckopo Bu MOTMBMpPa U yuu Kak caMit ia HAMepUTe PelleHneTo.
[pyr MHOro noaxoAsiy Nogxod e pa6oTaTa B Mpexa C ApYyrv Miagu xopa, npeanpueMadn unu
MOTEeHLWaHK CTApPTBIN.

“BbB BCAKA YCIIEIHA UCTOPUS 1lle OTKPUeTe HAKOIA,
KOWTO € B3eJ CMEI0 penrenne”
MUTHP IPAKHP

B To3u pea Ha mucnu Mait KaBasaku KasBa, Ye 3a la MOXETE [la OCbLLECTBUTE UAesATa CU 3a GU3HEC,
TpA6Ba la BKNoUKTe B paboTaTa cu ABa Tuna xopa. [bpeo, Tpsabea Bu MeHTOp. ToBa € HAKON no-
Bb3pacTeH, KOWTo Lie Bu HacTaBnisiBa pefoBHO, HO peanHo HAMa Jja 3aemMa JafeHa Nnosnuuus um
Ja N3BbpLLUBA KOHKpeTHa pa6oTa. Ha BTOpo MACTO, HamMepeTe cu 6U3HEC NapTHbop. TOBa € YOBeK,
KOWTO e roToB Aa paboTu pamMo A0 paMmo ¢ Bac, 4opu W Ha NONOBUH paboTeH AEH U YUUTO YMEHUS
we ponbneat Bawwnte. Bcekn eanH oT Tesn xopa 6M MOrb/l fia MOB/AUSE 3HAUMTENHO Ha Bawwus
613Hec.MHOTro Npoy4YBaHNs NOKa3Bar, Ye elHa OT OCHOBHMTE NPUYKUHU, TOPaAM KOUTO MITaZIUTe Xopa
Cce CTpaxyBaT fja 3anovyHaT co6CTBEH 6M3HEC, ca CBbp3aHM CbC CTpax OT MoeMaHe Ha PUCKOBe W
JINYHOTO UM YBEXAEHUE, Ye HAMAT HEOGXOAMMMSA KanaLmMTeT, NO3HAHWSA U NOAFOTOBKA 3@ BNYCKAaHETO
B €[lHO TaKOBa HauMHaHMe.

HopmanHo e fja ce cTpaxyBarte, KoraTo 3anoysare Hello HOBO. AKO He Ce CTpaxyBarTe, 3Hauu Hello He e
Hapea. CTpaxoBeTe Bu He ca 3Hak, ye He pasnonaraTte C BCUYKO HeobXxoAnMo. HanpoTue, B HA4anoTo
MOYTK BCEKM MpeAnpuemMay usnutea ctpax. OnuTaiiTe ce Aa cBefeTe CTPaxoBeTe CU SO MUHUMYM
KaTo 3anoyHeTe Aa paboTuTe 3a MOCTUraHETO HAa JajfieHa Les, CTbhKa No CTbMKa, MOCTUraiku no
Manko Bceku fieH. Cnef U3BECTHO BpeMe CTpaxoBeTe By e nsyesHar.

Moxe 61 MucnuTe, Ye pasnonarate ¢ nNpaBUiHaTa GU3HEC UAES, HO HAMATe HYXHMS KanauuTeT
MOZLroTOBKA 3a NPeBPbLLAHETO U B ycneweH 6usHec? Hail-BaHOTO e ja UMaTe cnocobHoCTTa fa A
U3NbNIHMTE. AKO TOBA HE e Taka, Hail-fo06pe NOTbPCETE HAKOrO, KOWTO MOXe [la i pa3Bue U NnaHupa.



Epuk Paiic, aBTOpbT Ha CBETOBHMUA 6ecTcenbp , The Lean Startup” TBbpAu, e yenexsT Ha e MH CTapTbh
He e 3a/I0KeH B reHNTe WK OT TOBA 1 CU Ha NPABUIIHOTO MSICTO B MPaBUIHUA MOMEHT. YCMeXbT Ha
BCsIKa HOBOCTApTMpallla KOMMaHKUs MOXe fla Ce MOCTUTHE Ypes NpUAbPXKaHe KbM OnpejeneH npoLec,
KOETO 3Hauu, Ye TO3M ycrex MoXe Ja 6bJe NpeaBapuUTeNIHO OCMUCTIEH W MPOTPaMUpaH.

OCHOBHOTO MpejHa3HaYyeHWe Ha CTapTbl KOMMaHWUTE € Aa MpeBpbliaT uaeute B NPOLYKTU U/
WU YCAYTW, Cef, KOeTo /1a OLLeHAT HarnacuTe Ha KIMEHTUTe U 1a B3emMaT pelleHne Aanu aa cnpat
UAW fa NpoAb/XaT Hanpen. YCnewHuaT cTapTbn TpA6Ba Aa 6bAaT NiaHupaH, Taka ye Aa nonsea
OT3WUBUTE Ha KJIMEHTUTE 3a NOA0GPEHNA Ha NPOLYKTA UK yenyraTa. MocTossHHNUTE KOPEKLIMM 3aMEHST
TPaANLMOHHMA NOAXOM, B KOWTO NPOAYKTBT ce pa3paboTBa OT Havyano [0 Kpaii u ce u3npo6sa Ha
nasapa KaTo roToB KpaeH BapuaHT, C MOMEHTAJTHO U3MEepPBaHE Ha peakLuaTa Ha nasapa.

KoraTto crapTupate cBOS 6U3HEC € BaXHO [ja 6bJeTe HaACHO C (aKTa, Ye MHOro JIECHO MOXeE Aa
u3ry6ute napute, KOUTO CTe MHBECTUpanu. Tps6Ba Ja CTe HAsACHO KONKO CpeAcTBa lie Bu 6baat
Heo6XxoAUMM 3a fla CTapTupaTe U Ja CTe roToBM [a Ce pasfenuTe ¢ Tasu cyma npu Heycnex. He
BNaraiiTe napu, KOUTO He MOXETE Ja CU NO3BO/MUTE fla U3rybuTe.

OTaeneTe BHUMaHUE Ha HAKOW OT CNiefjHUTe BbMPOCK, KOUTO MoraT ja Bu nomorHat fa npeLeHuTe
JIOKOJIKO CTE FOTOBY [1a CTaHeTe CO6CTBEHMUK Ha 613HeC. AKO CpelLHeTe TPYAHOCTM Aa AaJieTe OTroOBOp
Ha HSIKOW OT TAX, MOMUCTIeTe KaKBO TPAGBA [1a HanpaBKTe, 3a Aa NPEeo/I0/IeeTe Te3n TPYAHOCTMU.

FOTOB/a v cTe ia CTaHeTe NpeAnpueMay v fja ctaptupare co6CTBeH 6UsHec?

e KakBO oyakBaM OT TO3U 6M3HEC? e Imam nu mpexa, KOATo fa
(napw, He3aBMCUMOCT, JINYHO MW OKa3Ba Moakpena?

[0BJIETBOPEHME, U T. H.
) P ) e J10KONKO CbM CKJIOHEH/a fja noHeca

e [JlocTtaTbyHO OTA@JEH/a M CbM, 32 fia HecurypHocTtTa u TpygHocTuTe?

MOCTUIrHa AbNTroOCPOYHNTE CU uenu?
e Pasnonaram nu c HEO6XO}J,VIMVITE

* [lpuTexaBaMm Nu HyXHaTa AUCLUNIMHA? (uHaHcoBM cpeacTBa?
e Kak Lie ce cnpaBs ¢ pa3oyapoBaHuaTa?

Ako ce uyBcTBaTe NOAroTBeH/a Aa 6bfeTe npeanpueMad U ja OCbLIECTBUTE GU3HEC MeyTUTE CH,
BpEME € [1a 3aMnoYHeTe fa AeicTBaTe. 3anoMHeTe, CTapTUPAHETO e Hali-TPYAHUAT Nepuoj BbB BCAKO
HauMHaH1e N 6BU3HECHT He e USK/IYEHUE.

“Mora 1a npuema 1poBaJja. Bceku ce rpoBaJist B Helto. Ho He mora a rnmpuema
TOBA Ja HE OIMTamL.“
MARKDBI IKOPOAH



3. YMCHUSA

3.1. OTInuuTe THUTe YyepTU HA VCIIEHTHUA IIPpEAIIPEMAY

“Beuuky mMaT ujen. XopaTa Morar jia 0b1aT TBBPJIE 3aeTH WU J1a HIMAT
CaMOUYYCTBHETO WU TEXHIUECKATA BH3MO;KHOCT, 34 ]a TH OCBIIECTBAT. A3 obaue
HMCKaM Ja I'M OCBIIECTBS. BasKHO € Ja ce crertven 1 aa ro Harpapuul.”
JDKEAMC OAVCHH

CtapTupawmaT GM3HEC M3UCKBA HOB BWJ yNpaBleHWe, KOETO e MPUrOAEHO KbM cheuuduyHnte
YCIIOBUA Ha U3KIOYMTENIHA HECUTYPHOCT M BUCOK pUcK. HoBOCbH3faZeHaTa KOMNaHus, KaTo BCEeKU
Apyr 6usHec, He (YHKLMOHWUPA NPOCTO Ype3 Cb3AaBaHETO M NpeAnaraHeTo Ha MPOAYKT W ychyra,
a GnarofapeHue Ha nevyan6aTa, KOSTO Ce peanusupa OT TaAXHaTa npogax6arta. Tasu nevanba ce
aKyMynupa B pe3yntaT Ha pasnukata Mexay NpPUXOAMTE W PasXOAMTe, KOUTO Ca CBbP3aHW CbC
Cb3[1aBaHeTo W NpeanaraHeTo Ha KOHKPETHNUA NPOAYKT A yehyra.

MpeanpueMaiiku TOBa HauyMHaHWE, BEPOSITHO BeYye CTE OCb3HaNM, Ye Haii-BaxHaTa ,CbCTaBKa“
CTe MMeHHO Bue B ponsiTa cu Ha cobcTBeHWMK. Bue nosHaBaTe [o6pe XapakTepa, WHTepecuTe,
CMOCOBHOCTUTE, MOTUBALIMATA, OTAAEHOCTTa, BPb3KMUTE, NPUOPUTETUTE M MeUTUTE cu. Ho e fo6pe fa
ornosHaeTe cebe Cu OT pyra NnepcnekTMBa — Ta3n Ha 6usHeca. ToBa wie Bu nomorHe fa onpepenute
HewyaTa, KOUTO XapecBaTe M OHE3M, KOUTO He xapecBaTe — BawnTe cunHn n cnabu ctpaHu. Mo To3u
HauMH Le OTCeeTe HellaTa, KOUTO HaUCTMHA o6uyaTe ja NpaBuTe, L ONpeaeNuTe YMEHUSTa CU - B
KOU OT TsiX CTe A06pM M KOU Lie 6bAaT NosesHn Ha 6u3Heca Bu, KakTo U OHesu, KOUTO MOXe 6U
HUKOra HaMa fia OBJlafieeTe.

3a [1a ono3HaeTe HaucTUHa cebe cu, nomorneTe 6aM3KkuTe BM unm xopata, ¢ KOUTO CTe paboTUAM 3a
cbaeiicTeue. MoTbpceTe TAXHATA OTKPOBEHA M KPUTUYHA OLieHKa 3a BalumuTe cunHm u cnabu cTpanu,
KaKTO M TAXHOTO MHeHUe 3a 6M3Heca, KoiiTo By npunsra. Mo T031 HauuH Lie MOXeTe Aa pasbepeTe
KOW ca TanaHTUTe M CMOCOGHOCTUTE, KOMTO ApYyruTe BUXAAT BbB Bac. MHoro yecto Te octaBat
CKpUTH.

OTpenete BHMMaHWe Ha MbpBOHavyanHaTa (asa Ha pa3BUTHE Ha 6usHec ugesata. MHoro xopa umat
J00pu naen 3a 6U3HeC, HO ManLMHa ca Te3u, KOUTO NPUTEXABAT HYXHWUTE KayecTBa, 3a Aa HanpaBsT
6u3Heca cu ycneweH. Cnopef pesyntaTtute oT npoyyBaHe Ha Gallup cpeg 2500 npeacTaBuTeNy Ha
ManbK u cpepeH 6usHec B CALL no mopbuka Ha AMepuKaHcKaTa acouuauus Ha Mankus 6usHec,
yCnewHuaT npegnpuemay e:

e (dokycupaH Bbpxy 61U3HeCa;

e YBepeH;



e KpeaTuBHO MuCHeLL;
e Ymeely fa generupa;
e Pelwmntenes;
e HesaBucum;
¢ [10CTOSAHHO TbPCELL HOBM 3HaHMS;
e YMmeely fa npoaasa;
e (CbspaBaly Bpb3Ky;
e ABaHTHOPUCT.
Hsikon oT Tean yepTu ca BPOAEHU, APYrY MoraT fa 6bfaT NpUAoGUTH, @ TPETHU Ca BBHLUHW U TPYAHU

3a KOHTpONMpaHxe.

K'bM ropHuMs CNUCHK C yMEHUs MoraT Aa 6baaT 106aBeHI CNoCOBHOCTN KaTo: MOTUBMPAHE, OTKPUBaHE
Ha Bb3MOXHOCTH, LIENeYCTPEMEHOCT, U3C/YLIBAHE Ha YYXA0 MHEHWE, CrpaBsHe C MHOMO 3ajau,
yNopUTOCT, CNOCOGHOCT 3a Cb3JaBaHe Ha MHOBALLMM U Ap.

KonkoTo noBeye oT Tesun XapakKTePUCTUKKN NpuUTEXaBaTe, TOJIKOBa NO-rojlieMn ca BawwnTe waHcose
3aycnex.

“C.1es1, 20 TOIUHM 1IE C'hKAISIBATE II0BEYE 32 TOBA, KOETO HE CTE HAIIPABULIN,
OTKOJKOTO 32 OHOBA, KOETO CTe HAIIPAaBIJIU. 3aTOBA BIUTHETE ILIATHATA U
O'l‘H.TIaBaﬁ'l‘e OT TUXOTO IIPpUCTAaHNIIEC. VioBeTe NOI'bTHUS BATDBDP. Meq'rai/’rre.
[TpaseTe oTkpUTHA!”

MAPK TBEH

3.2. OCHOBHU npeanpueMadeck yMeHUs

“HenpeKbCHATOTO YUeHe € MUHIMAJTHOTO YCJIOBHE 34 YCIeX BHB BCSIKa 001acT”
JIEHUC YENTNIN

KaTo npeanpuemay Lie Tpsi6Ba Aa M3NbHABaTE e4HOBPEMEHHO pasnnyHi GyHKuuu. TpabBa Aa ce
YBEPUTE, Ye BCUYKM KOMMNOHEHTM Ha BalwaTa ,6u3Hec MalwmHa" paboTaT 6e30Tka3Ho. OCBEH TOBA, Lue
CTe OTFOBOPHM 3a afiMUHUCTPATUBHUTE PaboTH, CYETOBOLCTBOTO, YOBELIKMTE PECYPCU, MAPKETUHTA,
NPOfaxX6uTe, 06CNYXBAHETO Ha KNIMEHTH, Npon3BoAcTBoTO, KT v T. H. [lopn 1 fa umaTe yMeHus
BbB BCMYKW TE3W 06nactu, BpeMeTo HsMa Aa Bu cTurHe Aa ce cnpaBuTe ¢ BcUYko. Hail-no6pe
nomucnete kou (GYHKLMM ca Haii-BaXHW 3a GM3HEca M BbPXY KoM Lie ce dokycupate. B cblioTo
BPEME, LLie TPAGBA f1a AeNermpaTe HAKOM OTTOBOPHOCTM Ha Py Xopa C pasfinieH pef 1 NpuopuTeT.
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OcHoBHMTe (haKTOpW, KOUTO MOraT Jja OKaXaT CbLLECTBEHO BIMSHUE BbpXY Bawmsa ctaptupaly unm
ManbK 6u3Hec ca:

e Jlunca Ha nnaHupaHe; e Jlunca Ha nogkpena; e Jlunca Ha pecypcy;
e Jlowa e Jlunca Ha onuT; ¢ [lpeHebpereaHe Ha
KpPeanToCnoco6bHOCT; NCKaHMATA Ha KIIMEHTUTE ;
e Jloww ynpaBneHcKu
e Heycnex B HaMMpaHeTo yMeHus; e Heymeno ynpasneHue

Ha BbHLLUHA MOMOLL,; Ha cpeacTBara.

e Jlunca Ha puHaHCK;

Pa36upaHeTo Ha Te3u NpeAn3BUKATENICTBA U B3EMAHETO Ha PaHHO PelleHmne Kak fia MM npeojoseeTe,
LLe YBENMYaT WaHCoBeTe 3a ycrex Ha 6usHeca Bu. Hakou oT npegusBukaTencTearta, Kato auncara
Ha [,06po NnaHupaHe U eKcnepTHa nogkpena, 6uxa Mornu aa 6bAaT MAEHTUGULMPAHU CPABHUTENHO
JIECHO M MOraT Aa 6b1aT KOMMEHCHUPaHH C NoAKPena T CTpaHa Ha 6U3HeC noAnomaraLy OpraHu3aLmm.
3a ja 0TrOBOPUTE Ha HAKOM OT OCTaHaNuUTe NpeAn3BMKaTENCTBa, Bue kaTo npeanpuemad Tps6Ba aa
npuao6ueTe UK pasBmeTe pasinyHu YMeHUs:

a) YnpaBneHcKu yMeHus:

> busHec nnaHupaHe > MapkeTuHr > [popaxobu

> BaemaHe Ha peLueHus > OuHaHcw > YoBeLLku pecypcu

6) TeXHUYECKM YMEHUS U YMEHWUS 3@ yNpaBieHUe Ha NPOeKTH:

> KomyHukaums > YnpaBneHue Ha > OpraHusauuoHHa
. OKOJ/lHaTa cpepa CTPYyKTYpa
> [u3aii p PYKTYp
> MeToa Ha KPUTUYHUA MbT > YnpaBneHue Ha
> HayyHouscnepoBaresncka
N N NpoAyKTUTE

1 pa3BoiiHa feiHoCT > PasnpepensiHe Ha

(HWPL) 3afb/XeHunATa > [loKyMeHT0060pOT.
> [1pou3BoOACTBEH NpoLiec > YnpaBsJiHMe Ha KayecTBOTO

[o6pute npeanpueMauu He BWHarM ca A0GPM MeEHWIXbpU. YNpaBneHCKUTE TEXHWUKW He ce
HacneasBaT oT poguTenuTte. Te TpsGBa Aa 6bAaT HaydeHU M YCBOEHH. TOYHO 3aTOBA, MPeAnpueMadybt
TpA6Ba NOCTOAHHO Aa Y4 1 [1a YCBOABA HOBU YMEHMUS.

“@opmanHoTo odpasoBanue e Bu ocurypu npexpana; caMoooyueHueTo e Bu
Hanpapu ooraTm.”
[XKUM POH



3.3. busHec ranupane

KntouyoB KOMMOHEHT Ha BCeKM 6M3HEC e NnaHupaHeTo. Hama rapaHumu, Ye 6usHecsT Bu e yenee, HO
efuH fo6pe NOAroTBEH 6M3HEC MJIaH e OT Fo/IAMO 3HaYeHUe 3a ycrexa Ha 6uaHeca. CnefoBaTesHo,
€[1HO OT Haii-BaXHNUTE YyMeHUs, KOUTO TpsiGBa Aa NpuUTeXaBaTe, e yMEHUETO ja nnaHupare. HakpaTtko,
6U3HeC NnaHbT e oduLManHoO NpeacTaBsAHE Ha LienuTe Ha Balms 6M3HEC M KOHKPETHUTE CTbMKM
3a MOCTMraHeTo UM. Bu3Hec nnaHbT NpejcTaBnsBa [AeTalHO ONMKUcCaHWe Ha Bawws cTapTupaly
OM3HEC, KOeTO BKJ/IlOYBA WMHGBOPMaLMS 3a: NMPOAYKTUTE W YCNYruTe; NPOU3BOACTBEHUS MPOLIEC;
nasapM W KJMEHTW; MapKeTMHroBa CTpaTerus; YOBELKM PEcYpCH; OpraHusauus Ha paboTaTa;
Heo6X0ANMM MalLWHM, CbOPBXEHUS U 060pyaBaHe; GUHAHCOB NaH; Heo6XOAUMU CPEACTBA, KaKTo
M U3TOYHMLUTE 3@ TAXHOTO OcUrypsiBaHe. OUHAHCOBMAT MaH 3a NPUXOLMUTE W pas3xoauTe Ha eAuH
CTapTbN 06MKHOBEHO 06XBalla nepuog oT 3 Ao 5 roauHu. MNpu 3anoyBaHeTo Ha HOB BU3HEC, Hal-
BEPOSATHO e a OTYeTeTe HeTHa 3ary6a 3a MbpBaTa efjHa UK B TOAWHN. B TakbB Cryyail, 6U3Hec
nnaHbT By TpsGBa fa HaaXBbp/M TOYKaTa Ha paBHOBECUE U [1a 06XBaHE NOHE [BE FOAWHMU, B KOUTO
Le peanusuparte neyanoa.

Korato cb3faBaTe 6M3HEC € Bb3MOXHO MO BPeMe Ha Ma3apHOTO MPOy4YBaHe Aa YCTaHOBUTE, Ye
PErMOHbBT, B KOWUTO C& HaMupaTe He e A0CTaTb4yHO roNsM, 3a Aa OCUTYpH YCTOYMB nasap 3a Bawus
NpOAYKT UK ycnyra. B TakbB criyyaii, MOXe Aa NOMUCINTE 3a ApYra UAEes WK fa 3anoyHeTe 61u3Heca
CYW Ha Apyro MAcTo.

ETO 1 HAKOMKO NPUYMHM 3aLL0 @ MHBECTUpaTe LLeHHOTO CM BpeMe B U3rOTBAHETO Ha OU3HEC NnaH:

e Kato npeanpuemay u cobCTBEHMK Ha 6BU3HEC, BU3HEC NNaHbT B nomara ga MUCIUTE MO
CTPYKTYpMPaH HauMH 1 fja NnaHupaTe A06Pe BCEKM LEeTaiin npefyu peanHoTo CTapTMpaHe Ha
6usHeca.

e bBusHec niaHbT NOKasBa WaHCcoBeTe 3a ycnex u I/Ip,eHTI/Id)VILWIpa Bb3MOXHU KPUTUYHU TOYKN.

e BU3HeC NNaHbT NokasBa neyan6ara, KOATO Lie reHepupa Balieto 6u3Hec HauMHaHWe. busHec
NNaHbT NOKa3Ba CTOWHOCTTA Ha OYaKBaHWUTE NAapUYHN NOTOLYM OT Gu3Heca (MPUXOAM 1
pa3sxoTy). Hanpumep, ako umate TBbp/ie BUCOKN Pa3XOAH, Lie TpAGBa Aa YBENNYMTE LIEHUTE.

e Bu3HEC NnaHbT NocoYBa cnabute 3BeHa Ha Balus 6usHec, KOMTO MMaT HYXAa OT
n0p,06peH|/|e. 3aTtoBa Tpﬂ6Ba ha noMucnmTe MHOro BHUMaTesiHO 3a BCUYKO, KOETO 61 Morno
Aa OKaX<xe B/IngHue.

e BU3HEC NNaHbT & UHCTPYMEHT 3a KOMYHUKALNA C TPETU CTpaHu (6aHKU, UHBECTUTOPU
n apyru). IMeHHo 6aHKNTe ca Te3u, KOMTO Ce MHTEepecyBaT OT 0YaKBaHWUTe NPUXoau OT
npogax6u, pasxoam 1 nevan6a, KakTo U OT MAPUYHMTE NOTOLM Npeau Aa Bu otnycHat 3aem.

e [lo6puAT 6MsHec niaH we B nomMorHe ga onpeaenuTe nocokara, B KOATO /la ce pa3BuBa
BawuaT 6usHec.



e Bu3Hec NnaHbT NpefocTaBs NoapobHa MHbopMaLms 3a HeobxoauMuUTe GUHAHCOBU U
MaTepuasnHu pecypcu

e bBusHec nnaHbT NpegocTass NoapobHa MHhopmaLus 3a HEO6XOAUMUTE PECYPCH.

Tpsi6Ba Aa pasrnexgarte 6M3Hec naaHa KaTto ,)KWUB“ JOKYMEHT, KOWTO Ce NPOMEHSI C HapacTBaHeTo
Ha ¢upmaTa Bu M NoCTMXKEHUNTA, KOUTO OTBensiaBaTe. Beceku 6M3Hec nnaH Tps6Ba Aa CbAbpxa
crnefHata nHbopmaums:

e Mucus Ha 6M3Heca v LenuTe, KOUTO UCKaTe Aa NOCTUTHETE;

e LleneBuTe Nasapu n KIMEHTH, MPOAYKTUTE U/WUNU YCNYrUTe, KOUTO LLe npegJsiarate u MACTOTO
Ha KOHKypeHTuTe By;

e KayecTBeHUTE M KOJIMYECTBEHU pesynTaTh, KOUTO UCKaTe fa NOCTUTHETE;

* YoBeLKUTe pecypcu, MHGpacTpyKTypaTa, 060pyABaHETO, CYPOBUHUTE U GUHAHCOBUTE
pecypcy, T KOUTO UMaTe HYX[a, 3a a NOCTUrHeTe 6U3HEC LiennuTe Cu;

e TexHUYecKuTe, OpraHM3aLNOHHNTE U AAMUHMCTPATUBHUTE NPOLLECH, KOUTO LLE NPUIIOXUTE.

O6MKHOBEHO 6W3HEC MAaHbT CbAbpXa pes3oMe, onucaHue Ha d)VIpMaTa, uenute, onncaHne Ha
NPoAyKTUTE U yCcnyrute, npoy4yBaHe Ha nasapa, MapKeTUHroB nJaH, onepaTtnBeH NjaH, njiaH 3a
ynpasJneHue, d)I/IHaHCOB nnaH n NPUNoXXeHuA.

Ako pasnonarate ¢ HoBa 61U3HeC Uzes, Ho U3NUTBaTe TPYAHOCTH, 3a Aia A BU3yanu3upaTe NpaBuIHoO,
J06bP MHCTPYMEHT, KOUTO MOXe J1a U3Mon3Bate, e T.H. “KaHaBa Ha 6u3Hec Moaen“(oT aHTMIACKY
esuk: Business Canvas). KaHaBaTa e BWU3yalHO CPeACTBO, KOETO HU M03BONsABa fa AeduHupame,
MepUM W NpoMeHsiMe AafeH 6usHec mogen. C nomoLiTa Ha TO3M UHCTPYMEHT BCEKWU GU3HEC Mnu
WAEs MOXe Ce OnuLe C AeBeT BJIOKYETA, Ha KOUTO Ce rpajyu BCEKM 6U3HEC, HE3aBUCUMO B KaKBa
chepa e Toi. Teau 6nokyeTa ca: [oTpebutencku cermenTy, NMpeanoxenue (NpoaykT), KaHanu 3a
Anctpubyuns, BsaumooTHoweHus ¢ knmenTute, Mpuxogm, Kntouosu pecypcu, Knoyosu gerdHocTy,
KntoyoBun naptHbopcTBa, CTPyKTYypa Ha pasxoauTe. ETo noBeye nHGopMaLus 3a BCEKM OT TAX.

> [ToTpebutencku cermeHT: Kou ca knneHntute/notpeéutenute? Kakem ca TexHute Mucnm,
YyBCTBA, Harnacu u T.H.?

> YHUKanHoO npepsnoXeHune: KakBo e BOAeELLO B NpogyKTa/ycnyrarta u KakBa e 0OCHOBHaTa
NPpUYnHa KNneHTa Aa npeueHu, Ye cu 3acnyxaea fa ro 3aKyI'IVI‘.7

> Kananu 3a aucTpubyums: Kov ca OCHOBHMTE KaHanu 3a npoMoLmMsa Ha BawwuTe npoaykT
unu ycnyra? W36poiite 6e3nnaTHUTE U NNaTEHUTE KaHaW, KOUTO Lie M3NON3BaTe, 3a fa
JAOCTUTHETe ayauTopusaTa Cu.

> B3auMOOTHOLLEHMS C KneHTUTe: Kak KOMYHUKUPaMe N KakBU B3aNMOOTHOLLEHUA
n3rpaxpame c KnneHTnTe?



> [puxoau: Kou ca HauMHUTE, NO KOMTO H1E MONyYaBaMe NPUXoAN? 3a KakBa CTOMHOCT
HaUCTMHA HaLWIMTE KIMEHTM ca rOTOBW 3a NNaTaT?

> KnioyoBu geitHocTu: Koy ca K/louoBUTE IEHOCTU, KOUTO TPSI6BA [a Ce M3BbPILBAT, 33 Aa
Cb3Jja[IeM YHWUKa/HaTa CTOMHOCT, KOATO Npeanarame?

> KnioyoBu pecypcu: Koy ca Teau pecypcu, ¢ KOUTo pasnosiaraMe U H1 oTandyaBaTt ot
KOHKypeHuusaTa?

> KnioyoBu napTHbOPCTBa: KoM BTOPOCTENEHHN I/iHOCTU MOXE Aa CM N03BO/M fa He
n3BbpluBa GUpMaTa, 3a ia CE CbCPEAOTOUM BbPXY KNOYOBUTE TaKMBa?

> CTpyKTypa Ha pa3xogute: Kou ca Haii-ronemMuTe pasxoam B Lenus Hu 6usHec moaen? Kou
,KntouoBu pecypcu” ca Haii-ckbnn? Kon ,Kntouyosw geiiHocTu” ca Hai-ckbnmn?

Bcsiko efiHO OT Te3n 6okyeTa Tpsibea fa 6bAe NOAPOOGHO MOMbIIHEHO U PELOBHO aKTyanu3npaHo,
3a [la CTe CUrypHHU, ye Bawmat 6usHec Moden e akTyaneH. busHec MogensT onucea Kak Gupmara
Cb3/laBa, 10CTaBs U peanuaupa CToNHOCT.

Knioyosu KnioyoBu CTOifHOCTHN B3aumooTHoLe- KnueHtcku
NapTHbOPH AeiitHocTn NpeAnoXeHns HUA C KNNEHTUTE CermeHTn
Knioyosu Kananu 3a
pecypcu BUCTPUOYLMA
CTpyKTypa Ha pa3xoauTte WU3TouHULM Ha npuxoan

OUT'YPA 1. KAHABA HA BU3HEC MOJEN

B Mpunoxenue 1 e npefcraBeHa KaHaBa Ha 6U3HEC MOJEN Ha CBETOBHOM3BECTHATa KOMMaHUSA
McDonald's.

Ako Bb3HamepsBaTe Jja KaHAMAATCTBaTe 3a 3aeM, 3a a CTapTupaTe 6U3HECA CU, 3aeMOfaTeNaT Lie
“cKa aa My npefiocTaBuTe GU3HEC NNaH B NUCMEH BUA. He3aBUCUMO 06aye [anm Lile KaHangaTcTBaTe
3a 3aeM WKW He, MPenopbUYNTESTHO e ja MaTe (M3roTBeH) GU3HEC NiaH.
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3.3.1. PE3IOME

PestoMeTo e KpaTKO M3N0XKeHNe Ha BU3HEC NNaHa Ha cTapTupaliata Bu komnaHus. ToBa e efHa oT
HEroBUTE Hali-BaXXHU YaCTW., KOSITO YMTATeNAT Npouynta NbpBo. Llenta Ha pestomeTo e Aa rpabHe
BHMMaHUETO Ha yuTaTens ypes 0606LLeHNe Ha KNOYOBUTE eNleMEHTU Ha Bu3Hec nnaHa. To Tpsbea
Aa 6bJe KpaTKo, ICHO M Ao6pe HanucaHo, 3a Aa Hakapa To3u, KoiiTo YeTe (06UKHOBEHO GaHKep
UNU MHBECTUTOP) @ NPOABLMKM HAaTaTbK C YeTeHeTo. Bbnpeku ye pesloMeTo € mbpBaTa 4acT oT
6u3Hec nnaHa, To TpsA6Ba Aa 6bAe HanucaHo (0hopMeHO) Hakpasl, Ciefj KaTo Beye CTe 06MUCTUNM U
ohopmun GUHANHO BCUYKN APYTY €NIEMEHTH Ha NiaHa.

Mo cBOATA CbLLHOCT PE3LOMETO NPeACTaBsABa NPerfies Ha BUCOKO HUBO Ha LieNTa Ha BawusT 6usHec
MaH - OCHOBHUTE aKLIEHTN U HeobxoauMuUTe GpuUHaHCOBU pecypcu. Toaun pasaen Ha 6U3HeC niaHa He
TpsA6Ba [ja 6b/le NPEKaNeHo Abbr - MOXe 61 B MopsAAbKa Ha iBE-TPU CTPaHULM, U TpsibBa 1a OTHEMA
Ha YETALLMS HEe NOBEYE OT HAKOKO MUHYTM.

Mpyu CbCTaBsHE HA PE3IOMETO MOXETE Aa BK/IOUUTE U36paHN U3PEYEHNs OT PasindHUTE pasgenu
Ha LANOCTHUA 6UsHec NnaH. MHbopMaumaTa, KOATO NpeAcTaBATe B Pe3OMETO TpABBa Ja 0TroBaps
U3LUANO Ha MHPOPMaLMATA, ChAbpPXKallla B OCTaHaMTe YacTu Ha GU3HEC NnaHa.

Hakpas HanpaBeTe 3afib/XUTENHO pefakuus Ha pestomeTo. [lo6pa npakTuka e ia ro NoKaxere Ha
pasnuyHn xopa (POLHUHM, NPUATENN, KONETM U T.H.), KAKTO TakMBa, KOUTO ca 3ano3HaTu ¢ Bawara
6U3HEC 1fea, Taka v Ha TakuBa, KOUTO He no3HaBat Bac 1 Bawnsa 6usHec. Mouckaiite oT TAX 06paTHa
BPb3Ka 1 NPeAsIoXeHNs.

B cbabpxaHeTo Ha pestometo Bktouete: (1) Llen Ha 6usHec nnawa; (2) OcHoBHM akueHTH; (3)
®uHaHCcoB NnaH (B cyyaii, ye Bb3HaMepsBaTe Aa NOA3BATE BbHLIHW PECYPCH M MPUBIIEYEH KanuTan).

OCHOBHMTE aKLEHTU MOraT fia BKIOUYBAT: LeNK, MUCKA W BU3US; CTBIKUTE KbM yCNexa; HavyanHuTe
pasxofu U GuHaHCUpaHe; CO6CTBEHOCTTA Ha BU3HECA; OCHOBHUTE NPOAYKTM U YCIYTU; LIENEBU Nasapy;
MapKeTUHroBa CTpaTerus; ynpasfieHne u QUHaHCK; KaKTO M YacTTa, 3acAralla UHBECTUTOPUTE W
6baewuTe Bu nnaHoBe 3a pasBuTue.

3.3.2. ONMUCAHWNE HA BU3HECA N ®UPMATA

To3u pasgen OT 6U3HEC nnaHa UMa 3a Len fa ohopmu y YnutaTens MbpBOHAYaNHO BReyaTieHne 3a
Ou3Heca npeau fa 6baat fobaseHn cneyuduyHute aetaiinu. Haii-o6L0, Toi onMcBa OCHOBHaTa
JedHocT Ha ¢upmara. O6o6waBa BaxHa WHpopmauus 3a 6Gu3Heca, KaTto: 6M3HeC Mogen,
opraHu3auusTa Ha paboTaTa, MECTONONOXEHUETO U PaBOTHUTE NOMELLEHMS, OCHOBHUTE NPOAYKTU U
KNIMEHTU, K/HOYOBa MHhOPMaLUS NepcoHar, MPOM3BOACTBEH KanaLuTeT, 04akBaHW NMPUXOAN U T. H.),
npaBeH CTaTyT, COGCTBEHOCT W yNpaBieHue.
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N360pbT Ha NpaBeH CTaTyT Ha GuUpMaTa e eHO OT Haii-BaXKHUTE peLleHNs], KOUTO TpsibBa fja B3eMeTe.
MoxeTe ja peructpupate cBosita hupma Kato egHonuyeH Toprosel (ET), LHOMMYHO APYXECTBO C
orpaHnyeHa otroBopHocT (EOO/) u ApyXecTBO ¢ orpaHuyeHa otroBopHocT (00[) .

MoBeyeTo CTapTbnM OCHOBaBaT KOMMAaHWWUTE CWU KATO APYXeCcTBa C OrpaHWYeHa OTrOBOPHOCT.
OTroBopHOCTTa ce oTHacs (06xBalla) caMo pUPMeHUTE aKTUBU, HE M COGCTBEHOCTTA Ha OCHOBATENS.
Ako B KpaitHa cMeTKa (AKO BCe NaK KOMMaHUATA ...) KOMMaHKUATa HaTpyna 3afb/KEHUs, Te MoraT Aa
ObJaT U3UCKYEMU eMHCTBEHO A0 pasmepa Ha QUPMEHNS KanuTan W HanuyHUTe akTUBK. B cnyvaii,
ye TOBa € HEBH3MOXHO (MOPaAMN INNCa Ha IMKBUAHOCT), AbJrbT HE MOXE A U3UCKaH OT OCHOBATESS
Ha dupmara.

Kak pa peructpupare pupma B bbnrapus 3a efuH gex?

1. W36epeTe npaBeH CTaTyT Ha pupmMarta cu. MoHacTosLEeM, LPYXeCTBO C
orpaHuyeHa otroBopHocT (O0/L) 1 efHONNYHO APYXKECTBO C OrpaHUyYeHa
oTroBopHocT (EOO/) ca Hail-npefnoyuTaHuTe KoprnopaTueHU hopmMu 3a
cTapTupaHe 6usHec B bbnrapus. U aBete popMu M3MCKBAT MaibK HayaseH
KanuTan u KpaTko BpeMe 3a peructpauusi. OCHOBHaTa pa3nuka Mexay
EOO[ v 00/ e B 6posi Ha cCO6CTBEHULUTE Ha GpupMeHnst KanuTan. Mpu EOO[
KanuTanbT NpUHafexXu camo Ha eanH YoBek, a npu 00/, e pasnpegeneH
MEeXZAY CbAPbXHULNTE, KaTo HAMa pernaMeHTUpaHn M3UCKBaHUs AANOBeTe Aa
ca paBHM.

2. Wsbepete ume (HaumeHoBaHue) 3a pupmata cu. NMpoBepeTe ro B eNeKTPOHHNUS
TbProBCKM pernctbp. MoxeTe CbLlo Aa 3anasuTe uMe 3a upmara cu. Beuyko
TOBa MOXe [ja U3BbPLUMTE OHNAIAH.

3. HanpaBeTe cpella Ha CbAPYXHULUTE B 6bAellaTa pupMa, U3roTBETE 0roBOp
3a ynpae/eHue. ToBa Lie 6bjie OCHOBHMAT JOKYMEHT, KOTO peryaupa u
pasnpefens OTroBOPHOCTUTE B GbjellaTta Bu komnaHus. AKo e Heo6xoa1umo,
Ha3HayeTe V3NblHNTENEH ANPEKTOP.

4. 3anoyHeTe c NpoLiesypuTe no perncTpaluata B TbproBCckus perncTbp Ha
Bbnrapus. 3a Tasu Len e Heo6X0AMMO Aa NOArOTBUTE M nofaTteTe 0Koso 12 Ha
6poit JOKYMeHTa, MOBEYETO OT KOUTO Ca JOCTbMHN OHNaiH U MoraT fa 6baar
MOMb/IHEHN CPABHUTENHO 6bP30.M0BEYETO JOKYMEHTH Ca JOCTbMHN OHNai 1
Morart Aa 6baT NoMb/IHEHU CPAaBHUTENHO 6BP30.

5. [lenosupaiite GUpPMeHUS KanuTan B cnelnanHa 6aHKoBa CMeTKa
(MMHMManHaTa cyma Ha kanuTana e 2 ieBa).

6. Takcata 3a perucTpauus Ha hupma B TbproBCKusi perucTbp Bb3nmsa Ha 160
/B., @ aK0O JOKYMEHTUTe ca NOfaAeHN eNEKTPOHHO Lie TpsAbBa Aa 3annatute
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okosio 80 niB. JonbnHuTtenHuTe pa3xoan ca CBbp3aHU C HAJINYUETO Ha
HOTapWnaaHn TakCuU U TaKCK 3a OTKPUBaAHE Ha 6aHKOBU CMETKM.

7. Ako fokymeHuTe Bu ca uspsgHu, dupmara Bu e 6bae peructpupana He no-
KbCHO OT Kpas Ha NbpBuWS paboTeH AeH chnep NPUeMaHETO Ha LOKYMEHTUTe 3a
peructpauus.

CbLiecTByBaT MHOTrO GUPMM M OPraHU3aLMK, KOUTO U3BBPLUBAT YCAYrW MO PerncTpaLys Ha
(GMPMHU C M3KNIOYNTENHO HUCKM TAKCH, ONPOCTEHM YCNOBUS M U3LAN0 OHNAIH 06Cy)KBaHE.
Mo)xeTe Aa ru npoeBepuTe TyK:

1. www.pisar.bg
2. ww.advokatami.bg
3. www.novafirma.hg

AKo HCcKaTe ja CBbpIUMTE BCUYKO CaMM, MoceTeTe Www.pravatami.bg ¢ necHu MHCTpyKuum
3a perucTpauus Ha dupma B bbarapus.

3.3.3. UEN

Tasu 4yacT oT 6WU3HeC MiaHa onucBa Balwata 6usHec cTpaTerus, Bu3us U mucus. Tyk ce BKOYBA
UHGopMaLMA 3a MOAMTUKATAa MO OTHOLUEHWE Ha NpoAax6uTe, NMPOM3BOACTBOTO M MpPUXOAMUTE.
CoBeTBaMe Bu fa (okycupaTecBosiTa GM3HEC CTpaTerusi BbpXY HYXAUTE M W3UCKBAHMATA Ha
KNNEHTUTE U NoTpe6uTeNnTe Ha BalumaT npoayKT unu ycayra. Kato co6CTBEHUK Ha BU3HEC HAMA Aa
“maTe caMo efiH Wed, a MHOTo TakMBa — ToBa ca BawwuTe KNueHTU. BusnaTa nokassa nocokarta 3a
pasBuUTME Ha 6U3HECa, OKATO MUCKATA MocoyBa Lenta. OTroBopeTe Ha ClefHNUTe BbNPOCH:

e Kak cu npeacrassaTe CBOS e 3aLllo ce 3aHMMaBarte ¢ 6usHec?

6u3Hec cnegd 5 roguHn?
e KaKBM NpoAyKTy v ycnyrv npegnarate?

e KakBo ce onuTBaTe Aja NocTUrHerte? .
e KakBa e cToiiHOCTTa Ha Bawmsa 6usHec?

CbobpassBaiiku Ce U3LAMO0 C BU3NATA 3a pa3BUTUET Ha GU3Heca cu, TpSIGBA fja ONpeAenuTe LenuTe,
KouTO Lwe Bu BoaaT (HacousaTt) kbM Hes. Lienute, Kouto cu nocTtasaTe Tpa6ea Aa 6baat S.M.AR.T,
a UMEHHO.

e KoHkpeTHM — Koii LLe BU MOMOrHe fia o [Ipunoxumu - PeanuctuyHm nu ca
nocturHete uenute? Mo KakbB HaYNUH? LlefinTe B KOHTEKCTa Ha nasapa?
e U3mepumu — Konko wie ctpyBa? e OnpepeneHu BbB BpeMeTo — B KakbB

CPOK Lie 6bAaT U3MbIHEHU LienuTe?
e [locTmxumm — MocTmxmuma nu e uenta?
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B cnyqaﬁ, ye 6U3HeC NnaHbT npeasuXxpaa non3BaHETO Ha 3aeTu CPeACTBa, € MHOIO BaXHO ia onulieTte
LennTe No OTHOLUEeHWe Ha peannsaundaTa Ha NONIOXUTENTHN NAPUYHU NMOTOLK, a CbLLO U 060CHOBKA Ha
Bb3MOXHOCTMTE Bu 3a o6cny)|(BaHe Ha 3aemMa.

Mpumepn 3a S.M.A.R.T. 6u3Hec yenu

e [lo kpasi Ha TPETOTO TpMMeceyme fa 0TBops oduc, fa Haema An3aiHep U Aa
reHepupam 20 000 eBpo NpUXOAM OT NMPOAAXKOH.

e [lo Kpasi Ha NbpBaTa rofMHa TpsAtBa fa NpuBfaeKa TPK NO-FONEMM KIMEHTa,
KouTo ga mu goHecat 50 000 eBpo npuxoau, KOETO MbK Lie M1 NO3BON fa
HaeMa TPbroBCKU NpeAcTaBUTeN.

e Jla oTyeTa NONOXUTENEH NapUYeEH NOTOK OT AeiHocTTa 1 noHe 10% yncTa
neyanba cnep BTopara roguHa.

3.3.4. OMUCAHNE HAMPOOYKTUTE/ YCIIYTUTE

B To3u pasgen Ha 6M3HeC NnaHa TpsA6Ba (e He06X0AMMO) Aa OMULLIETE MPOAYKTUTE UKW YCyruUTe CH,
KaTo Ha6/erHeTe Ha OTIMYNTESTHUTE YEPTH, KOMTO MOTaT [ja Bu creyenst KOHKYPeHTHO NpeanMCTBO.
TpsibBa Aa nocouyuTe NasapHaTa HUWA KbM KOATO WLE Ce HAco4uTe, KakTo M Ja Mpeanoxure
KOHKPETHUM CTBMKW M NnaHoBe 3a 6bjello pasButue. Llenta Ha To3u pasfen e fa nocoyu Kakeo
TOYHO Llie HanpaBuUTe 3a KNIMEHTUTE CM M Kak LU ' HaKapaTe Ja KynyeaTt/u3nonseat Bawwus npogykt
unu ycnyra. B Tasn cekuus TpsibBa Aa npeAcTaBMTe ONUCAHUE WU UCTOPUS Ha NMPOAYKTA, K/HOYOBH
XapaKTepPUCTMKM, HayYHOM3CNeAoBaTesicka W pasBoiiHa [eHHOCT, pasXoAu 3a NPOU3BOACTBO,
LieHa, MPOM3BOACTBEH MPOLIEC, KOHTPOJ HAa KauyecTBOTO, U3TOYHULIM HA CYPOBUHM, UHTENEKTYyasHa
COGCTBEHOCT.

Haii-gobpute 6u3HeC uAeu ce paxpaaTt upe3 AedMHMPAHETO HA KOHKPETHA HyXpa Wan C
paspellaBaHeTo Ha AafeH NPOG/IEM Ha NOTEHLMUANHUTE KNIMEHTU. AKO BalumaT npogykT unu ycnyra
He pa3peLuaBaT KOHKPETEH W peaneH Npo6neM, Unn OTroBaps Ha AafieHa HyXAa, To BawmaT 6usHec
HAIMa Aa 6bie YCTOiluMB BbB BpemeTo. OnuTaiiTe fa OTFOBOPUTE Ha CeJHUTE BbMPOCH, CBbP3aHi C
Bawwute npogykTu/ycnyru:

» KakBo uckam fa npogam? > [lo KakBo ce pasnuyaBa BawnsTt
NPOAYKTBLT/yCNyra OT CbluecTByBaL1Te
> KakBo Le NoCTUrHe NpofyKTbT/ycnyrata? PoAY yeny y

Beue npogykTu/ ycnyru?
> KakbB npo6nem peliaBa

POLYKTYT/ycayraTa? » Konko e nnatart 3a Hero/HenA?

> Koii we ro kynu? Kak we pas6epa?
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OnuweTe nNoapo6HO NPOAYKTa CU, TaKa Ye BCEKM Aa MOXE Jia pasbepe KakBo npoAaBate. 06sicHeTe
KaK U3rnexaa, kakBo npasu, Kak paboTy, KakBa e TpaitHOCTTa My, B KaKBW BapuaHTu ce Npeanara,
M T.H. QoKychbT TpsibBa fja Gbfe HAaCOYEH BbpXy TOBA Kak MPOAYKTBT UAM ycniyrata e 6bpat
n3nonseaHu. MoxeTe fa BK/IOUMTE CHWUMKMW, AMArpamu, CKULM, OCHOBHW XapakTEpPUCTUKM Ha
NpPOAYyKTa, MHXEHEPHU NPOYYBaHMS, NPOEKTU Ha PEKNaMHK GpoLypy 1 Ap.

B To3u paspen TpsAbBa Aa Ce KOHLEHTpUpaTe BbpXy XapakTepUCTUKMTE, KOUTO MPaBAT MPOAYKTa
Unu ycnyrata By yHUKanHW 1 npegnoynTaHu oT BawuTe KnneHTH. OnuiueTe CBOETO U3KOUNUTENHO
(yHukanHo) npegnoxenue 3a npogax6a (Ha aHrnumiicku: Unique Selling Proposition unu Unique
Selling Point). “YHukanHo npepnioxexue 3a npogax6a” B 6M3Heca ce Hapuya OHOBa CreLuanHo U
HEeMnoBTOPUMO HeLL0, KOETO efjHa GMpMa MOXE Jia NPeAIoXM Ha CBOUTE KNIUEHTU, U KOETO HUTO €AMH
KOHKYPEHT He MOXe [a Nnpeasioxu. 3a onpefesisiHe Ha YHUKANHOTO MpeAnoXeHne 3a NpoAaxoa
€ BAaXHO fJa HampaBuTe CbMOCTaBKa CMpsSMO KOHKYPEHLMATA, MO OTHOWEHWE Ha Haii-BaXHWTE
XapaKTepUCTMKM, HAa KOUTO KIMEHTUTE AbpxaT. HanpaBeTe Tabnuua OT HAKONKO peAa U KONoHM. B
pefoBeTe efiMH MOA ApYr U36poii BCUUKM Hall-BaXKHW XapaKTEPUCTUKW. B KonoHnTe efiHa Ao apyra
nocTaBeTe MokasaTenute Ha Bawara ¢pupMa u Ha HAKONKO KIOYOBM MM USBECTHU KOHKYPEHTU B
6paHwa.

“B mpakTUKaTa ci MprueMaM YHHKAJTHOTO TMPEII0KEHHE 3a MPOoIasKkda KaTo
HeodakBaH o0pat. To e Helo YHUKAJIHO, HEOUaKBAHO 1 CMUCIEHO, KOETO MOKE J1a
Bu ominyu ot octanaure”. To € OH3H1 acIIeKT 0T MapKaTa Il Ou3Heca, KONTo
Bu pasimyaBa OT KOHKYPEHTUTE 1 MOKE HAChPUIN KJAMEHTA Ja onMTa Bamara
MapKa Wi IpeMUuHe OT Jpyra Mapka KoM Bamrara”

XYM KOYTUHBO

B cnyvaii ye cbliecTByBaT onpeAeneHn pUCKOBE, CBbP3aHu C Balms NpoayKT uam ycnyra, Kato
Hanpumep Bpeau oT ynotpe6a, npodecuoHanHa OTFOBOPHOCT, 3aluTa Ha TbProBcka Mapka, e
Heo6xo4MMOo Te fja 6baT HaAeXHO ONUCAHN, KaTo ChllleBPEMEHHO NPEeACTaBUM U MEPKM CBbP3aHH
C yNpaB/eHUeTo U MUHUMU3NPAHETO Ha NOCeANLMUTE OT Te3U PUCKOBE.

3.3.5. MPOYYBAHE HA MA3APA

KoraTo sedunupate npo6nema, KoiiTo UckaTe fja paspelnTe, Bue BeposTHO Wwe nomucauTe 3a (ce
c6nbCcKBaAT C Mofo6eH npo6nem) TakbB Npobnem. Tpsbea Aa onpegenute 6posi Ha xopaTta, KOUTO
6uxa umanu To3n npo6aem, KaTo No-TO3WN HaYMH Le ONpeAenuTe U 6pos Ha Balwnte noTeHuManHu
KNUeHTW. bes KNueHTH Hamate 6usHec. 3aToBa € BaXXHO [ja OTAeNNTe No-ronsiMaTa YacT OT BPeMETo
CW B N/IaHMpaHe Ha MapKeTUHra u npogaxeéute. MaeHTUOULMPAHETO HA NOTEHLMANTHUTE KIUEHTH,
TEXHUA NPOGUA U cneundUUHN HYXAK, € B OCHOBATa Ha BCAKA YCMelHa MapKeTUHIoBa cTpaTerus.
ToBa e eAnH OT KNOYOBUTE eTanu B U3roTBAHETO Ha Balums 6usHec nnaH. B Tasu yacT OT NNaHbT
Tpsi6Ba Aa AEMOHCTpUPATE OT/IMYHO NO3HABAHE Ha Nasapa, a Cblyo U fja y6eanTe CBOSITA ayAUTOpPUS,
ye Ma TbpceHe Ha Bawms npoaykT unu ycnyra, a Gupmarta Bu e 4ocTaTbyHO KOHKYPEHTHOCMOCOGHA,
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3a [1a CM M3BOIOBA 0GB NasapeH As/ B CbOTBETHATa NasapHa HuLwa. 3a LienTa TpabBsa fa HanpaBuTe
NpoyyBaHe Ha Na3apa, B T.Y. KNNEHTH, KOHKYPEHLUS, Na3apHa HuwWa u ap.

lLle TpA6Ba fa NpefocTaBUTE OCHOBHA MH(OPMaLMs 3a MKOHOMUYECKaTa cpefia U nokasaTenute
Ha u3bpaHaTa MKOHOMMYECKa AEAHOCT UK UHAYCTPUSA, BKITOUUTENHO HaIMYHUTE YHUKATIHU GU3HEC
NpaKTUKK.

BuHaru cbliecTByBa U3KYLIEHUETO /1a CE HACOUNTE KbM KOJIKOTO CE MOXXE MO-TONAM LieNeBu nasap, a
MHOI0 YecTo U KbM Lienus nasap. Ho 3a fja cb3pafieTe nevyesnnBLUa KOHLENLUMs, TpsIbBa ja CTECHUTE
nasapHus cu dokyc. OnuTaiiTe N pasgenete LENEBUS CU Nas3ap Ha OTAENHM CErMeHTU — MasKu
rpynu xopa cbC crneunduyHu NoTPe6HOCTU U XapaKTePUCTUKK, NOBEAEHUE U MOKYMaTeNHN HaBULM,
noKynaTtesiHa CNOCOBHOCT U T. H. ETO HAAKOJIKO acnekTa, KOMTO fia aHanuaupare:

e Kowu ca BawwuTte knneHtun?

e Kbpe ce Hammpart?

e 3aulo KynysaT?

e Kora u npu kakBu 06¢TOATENCTBA KYnyBaT? KakBU NPUTECHEHNS UMAT?

e KakBU Ca 04aKBaHMATa MM MO OTHOLIEHUE Ha LieHa, KaYecTBo U
ycnyra (kakBo npeanoynTaTt — LieHa Uian KayecTso)?

Cnep KaTo CbCTaBMUTE M3YepnaTeeH CNUCHK Ha LieNieBUTe NasapHi CerMeHTH, We TpsGea a HanpasuTe
NPoyyYBaHe 1 Aa U34ucnuTe 6pos Ha NOTEHLMANHUTE K/IMEHTI/NIOTPEGUTENN BbB BCEKM CErMEHT. Tasu
MHhOPMaLIMA MOXE [ CU HaBaBUTeE OT Pas/INYHI MSTOUHULW B UHTEPHET, HaLMOHANHMA CTAaTUCTUYECKN
WHCTUTYT, Ypes HabnoAeHNe Ha KOHKYPEHLMATa U T. H. CNiel TOBa ce ONUTaiiTe fja M34mUCIUTe CpeaHaTa
cymara, KOATO YOBeK OT BCEKM euH Na3apeH CerMeHT 61 Noxapyun BCAKa rofuHa 3a paspellaBaHeTo
Ha npo6nemMa, KbM KOETO Ce CTPEMUTE LieiuTe upes BawmaT npogykT unu yenyra. Cnej ToBa yMHOXeTe
6pos Ha xopaTa No NapuTe, KOUTO XapyaT (M3Pa3xXofBaT) U Lie NoNyYuTe peanncTUyHa NpescTaBa 3a
Bawmsa uenesn nasap. Bcekn 6M3Hec MMa CBOATA KOHKYpeHUMs. He npaBeTe rpelikata aa MUCIUTE
06paTHOTO. KaTo Lisino, KOHKYPEHLMATA € HELL,o MoNoXMTeNHO. KOHKYpeHLusaTa Bu Moxe fja 6bje npska
- Gupma, Npeanarala CblMa NPoAYKT/ycnyra unu Henpska - dupMa, npeanaratya NpoaykT/ycnyra,
KOMTO MoraT fja 3aMecTAT BawmaT npoayKT/ycnyra.B Tasu yacT oT 6M3Hec nnaHa Tps6ea aa onuiiete
NOAPO6HO BalIUTE OCHOBHM KOHKYPEHTHU U NO-KakKbB HauMH BawmaT npoayKT/ycnyra npeBb3xox/a
TexHuTe. OTroBOpeTe Ha CNefHUTE BbNPOCK:

e Koii Beue npegnara T03u ¢ Kou ca cnabute um ctpaHu?

NPOAYKT unu ycnyra?
PORY yeny e Kowu ca knueHTute Bn?

e Konko cTpyBa npoaykTbT/ycnyrara?
Py PoRY yeny e KbM KaKbB TUN KJIMEHTU Ce HacoyBaTe?

e Kou ca cunHuTe CTpaHM Ha
KOHKypeHTuTe Bn?
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Moxe pa aHanusupare u CI'IELl,I/I(leHVI acnekTu Ha BawwuTe KOHKYPEHTN, KaTo:

BbusHec Mopen: KakBM KaHanu 3a npojax6a W3nonsBaT KOHKYPEHTUTE B M MO KakbB HauuH
peanuaupart neyan6a?

Mpodun: Kakbs e npoduna u pasmepa Ha KOHKypeHumaTa? LLe ce KOHKypupaTe u ¢ Manku Gupmiu,
MyNTUHALMOHAHW KOPNIOpaLUN U PETMOHANHU ThProBCKM BEpUTn?

MecTtononoxenume: Kbae ce HamupaTt Bawute KOHKYPEHTU - MECTHW, PerMoHanHu, HaLWUOHaNHH,
MexayHapopHu? Kbae npogaBaTt — OHMaiiH Unn BbB GU3NYeckn MarasuH?

PeHTabunHocT: Koniko peHTabunHu ca KOHKypeHTuTe Bu? KakBu ca cpefiHuTe MapXoBe Ha nevanta
BbB BaLuna 6U3HeC CEKTOP U CPef NPEKUTE BU KOHKYPEHTM?

MapkeTunroBa ctparerusi: Kak ca nosuumoHupaHu BawuTe knivmeHTW Ha nasapa? Kaksu npogyktu/
ycnyru npeanarat — Ha HUCKU LieHU UN C BUCOKO KayecTBo?

XapakTepucTuku/npegumcrtsa: KakBu ca xapakTepucTUK1Te UAKN NPeaUMCTBATa Ha KOHKYPEHTHUTE
MPOAYKTW UNK yCNyru B CpaBHeHKe ¢ Bawwmnte?

Llena: KakBu ca LieHUTe Ha KOHKypeHuusaTa? MpeanaraT 1M HamaneHus, naketT UAM aboHaMeHTHM
nnadose?

EdekTuBHOCT: KakBa e CTpyKTypaTa Ha opraHusauus M pa6ota Ha KOHKypeHuusTa? C KONKo

CNyXuTenu pasnonarat? BbanaraT nn paboTa Ha BbHIUHM U3MBAHUTENN MU PaboTaT camn? Kaksu
Ca peXXunHuTe UM pasxopmu?

CPABHUTEJTHA TABJTULIA - BALUUA MPOAYKT/YCNYTA C TO3U HA KOHKYPEHTUTE

KoHkypeHTH [v3zaitn DyHKLMOHaNHoCT TpaitHocT Cucrema Liena

KoHkypeHT 1 v v 25 eBpo
KoHKypeHT 2 v 12 eBpo
KoHKypeHT 3 v v 20 eBpo
Bawara ¢pupma v 4 v v 30 eBpo

3.3.6. MAPKETWUHIOB MJ1AH

B 103K pasgen Ha 6U3Hec nnaHa TpA6Ba Aa OMuLIeTe Kak lie NpuBnedyeTe U 3afbpxute Baiwnte
KnueHTn? 3a Aa 6bae 6M3HeCHT By nevenusil, TpA6Ba Aa NpUBNeYeTe A0CTaTbYHO KNNEHTH. CbLuo e

26



Tpsi6Ba fja NpeACTaBUTE NaH 3a peanusauns Ha npofax6ute? OnuiueTe TOYHO M NOAPOGHO Bawara

MapKeTMHroBa cTpaTerus, 3alloTo T4 le 6bje He06X0ANMa NPK U3TrOTBAHETO Ha GMHaAHCOBaTa YyacT
Ha 6M3Hec nnaHa.

MapKeTUHrOBMAT MUKC MOXe fia ce pasfienn Ha 4 rpynu NpoMeHINBM, NO3HATK OLLe KaTo YeTupute
I-ln,
n .

MpomouuoHaneH
MHKC

MpoaykToB

MUKC 4 MAPKETUHT <=p LieHoen

:

OucTpnbyunoHeH
MUKC

OUTYPA 2. YETUPUTE ,M“ HA MAPKETWHTA
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KauyecTBoO

OnakoBa I PasHoo6pasue
\ MpoaykToB /
MUKC
~ ~N
bpaHpuHr I TexHonorumn
[mn3aiin

OUT'YPA 3. MPOAYKTOB MUKC

MpoAyKTOBUAT MWUKC YKa3Ba Kak MPOAYKTbT/ycnyraTa 3af0BofisiBa HyXAuTe Ha nasapa. Tps6ea
Ja ce onutaTte Aa [AO6AMXMUTE MaKCMManHO W3UCKBaHMATA Ha KAWEHTUTe/NoTpebutenute W
XapaKTepuCTUKUTe Ha NpoAykTta/ycnyraTta, kouto npepnarate. OCHOBHUTE BbMPOCH, Ha KOUTO
TpsAbBa @ 0TrOBOpPUTE NpK ONpeAensiHeTo Ha Baluma NnpoayKToB MUKC, BKJTHOYBAT:

e Kowu ca Bawwute knueHtn?

e KakBa noTpe6HOCT Le 3a[i0BONN KOHKPETHUAT NMPOAYKT WA ycnyra?

e Kak Tasu noTpebHOCT ce yAOBNETBOPSIBA B MOMEHTA, T. €. Ype3 Kou NPOAYKTH/ YCyru 1 no
KaKbB HaunH?

e CnopeA KakBW KpUTEPUW KNMEHTBT U36Upa npogykTa/ycnyrata? Kak To3u npogykt/ycnyra
0TroBaps Ha KpuTepuuTe?

e KakBo onpejiensi HapacTBaHeTO Ha NMOTPEBHOCTUTE Ha BbaeLnTe Bu knueHTn?

e Kowu ca npegumMcTBaTa, 3apaAm KOUTO KNNEHTUTE Lwe u3bepat Bawunte npogyktu/ycnyru?
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MpaBUMHOTO LieHOOGpa3yBaHe Ha NpoAykTa/ycnyrata e pellaBallo 3a ycrnexa Wau nposana Ha
6usHeca Bu. ,YMHUTE" LleHOBM cTpaTerum sanoyeaT C pa3bupaHeTo Ha nasapHaTa LieHa. KakBa e
cpefHaTa LieHa, KOSTO BCUYKM BalM KOHKYPEHTH NOCTaBAT M Ha KakKBa LieHa 06UKHOBEHO Ce NpojaBa
NPOAYKTLT/ycnyraTa UM Ha nasapa? MpoayKTbT € eAUHCTBEHUSAT IEMEHT OT MapPKETUHIOBUS MUCK,
KOWTO reHepupa npuxoau 3a opraHusauusta/pupmara. 3aToBa, Npu LEHOO6pa3yBaHETO TPsIOBA Ja
ce B3MMa B3eMa NMpeABUJ npsikaTa Bpb3ka Mexay TbpPCeHeTo U npegnaraHeTo. MocTaBsHETO Ha
TBbp/e BMCOKA UM TBbP/E HUCKA LieHa Ha NpoflyKTa Bu Moxe fa joBeAe [0 NO-HUCKW NPUXOAM OT
npoaaxou.

Llena
lapaHUNOHHK I Vc:;g::l::‘ no
ycnoBus
LleHoBu
MUKC
ﬂon;::yu:nuu I Hamanenus
Hauunm 3a
nnaw,aHe

OUTYPA 4. LEHOBU MUKC
ETO HAIKOW OT OCHOBHMTE BBMPOCK, Ha KOUTO TPsi6Ba Aa OTFOBOPUTE M0 OTHOLUEHUE Ha LIEHOBUSA MUKC:

¢ KakBu ca npeo6najaBalluTe LIeHU Ha Nasapa KbM HaCTOSILLNSI MOMEHT?
e Ha kakBa LieHa MoraT fia 6bJiaT 3a/J0BOJIEHN NOTPEBHOCTUTE Ha BalwuTe knueHTn?
e KakBM LIEHOBU TEHJEHLUM Ce HabnoaaBaT Ha nasapa?

e KakBa LieHOBa NonuTMKa e usbpana ¢pupmarta Bu fa npunoxu Ha nasapa?
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C'blU,ECTByBaT HAKONIKO LleHOBM CTpaTernu npu BbBeXAaHETO Ha HOBU NPOAYKTU Ha nasapa:

v

CTpaTerMH Ha Na3apHOTO NPOHUKBaAHE

v

LieHoo6pasyBaHe C OTYMTaHE Ha KOHKYPEHLMATa

» CrtpaTerusi Ha obupaHe Ha KaliMaka

v

CtpaTerus 3a LeHoo6pasyBaHe 3a NakeT NpoAyKTH

v

lMpoMoumMOoHanHO LieHoo6pasyBaHe

v

CTpaTerus Ha LieHnTe 3a CTOKM, CBbp3aHu B ynotpeba (Captive Product Pricing)

HA ®UI'YPA 5 CA PA3SITIEQAHN PA3JTMMHUTE ACMNEKTW, KOUTO TPABBA JA BbAAT
B3ETW MPEABWA NMPW ONPEAENAHETO HA LLEHATA HA TIPOAYKTA UJTN YCNTYTATA BU.

—> OMPEAENETE BALLWUA NPOAYKT / YCIYTA

l

OnpepeneTe pasxoaute:

Onpepgenete Bawute
- Pa3xoau 3a paspa6oTtBaHe

- Pasxoau 3a MaTepuanu
- OnepaTMBHU pasxoam
- DMHaAHCOBY TaKcK

l l

MpecMeTHeTe LieHaTa Ha NPOAYKTa

I
v v v

OtroBaps nu

Ha npofax6u 1 neyanoa

[anu ueHata e

Lenn no OTHOLLeHne <+

Tasu LeHa Ha Moxe Jin KJIMEHTBT Aa
o efiHaKBa nunu
CTOMHOCTTA, CY NO3BOJIN NMPOAYKTHT
5 Mo-HMCKa OT Tasn Ha
KOATO nonyyasa Ha Tasu LieHa?
KOHKYpeHTuTe Bn?
KneHTa?
OMPEQENETE LEEHA
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ONCTpuGYLMOHHUAT MUKC (AMCTpMGyumMATa) BKIOYBA AEHHOCTUTE, KOUTO GMpMaTa W3BbpLIBA, C
MOMOLLTa Ha KOUTO NPOAYKTHT AOCTUIa 10 LENIEeBUTE KIMEHTU. [LUCTPUOYLIMOHHNTE KaHaaN NoKasBaTt
KaK MpoAyKTbT WA yCryraTa Lie CTUTHe 0 KAMeHTa. ETo HAKOM OT Haii-uecTo M3Mnon3BaHMTe KaHanu
33 Pa3npoCTPaHEHNe Ha CTOKN U YCNyTu:

e [IMpeKTHU NpoAaxe6u Ha Gpupmu (B2B): Moxe fia npoAaBaTe NPoOAYKTU UAN YCAYTY AUPEKTHO
Ha bupmu.

e [lnpekTHu npogaxou Ha notpe6utenu (B2C): Moxe Aa npogasate NPOAYKTW UK yChyru
AVPEKTHO Ha NoTpetuTenuTe.

e [lpopaxou Ha AUCTpMBYTOP, KOMTO NPOLaBa Ha TbProBeL, Ha APe6HO: ako MPOM3BeXAaTe UK
BHacATe NPOAYKT, MOXeTe fia ro NpoAajAeTe Ha TbpProBCKM NpefCcTaBUTeEN UM TbProBCKM
NOCpPeAHUK, KOITO Ha CBOIA pef, Aa ro Npofiajie B ThProBCKM 0GEKT.

* HTepHeT npoaax6u: Moxe Aa NpojaBaTe OHNalH KakTo Ha GUPMK, Taka U Ha MHAMBUAYANHM
KNMeHTU (eNEKTPOHHA ThProBus).

e AcouuupaHu Mpexu unn Gunuani: MoxeTe fia NpofajeTe NPoayKTa CU Upes Mpexa oT
CBLTPYAHMLM (odnaitH) unu upes Gpunuanu (oHnaiH), KOUTO NpUCMafaT yacT oT neyan6arta B
3amsHa Ha TOBa, Ye Ca OCbLLECTBUNN NpojaxobaTa.

[To3HaBaHeTO Ha pasfiMyHWUTe KaHanu 3a ,U,VICTpM6YLIMF| we Bu nomorHe pa VI)J,EHTVId)VILI,VIpaTe
OONBSIHUTENHU Na3apHU CErMEeHTH, KOUTO MOXE U [a CTe nponycHanu, Aa onpefenute pasiniyHu
LUeHN 3a OTAE/IHW CEerMeHTu, Kato no TO3M HauyuH n3berHete KOHdJﬂVIKTVI U un3rpagunte coinpHa
MapKeTuHroea n KOMyHMKaLWOHHa CTpaTerua.
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OUTYPA 6. JNCTPUBYLIMOHEH MUKC

OpraHu3upaHe Ha
npogaxoéure

A
—~ LncTpubyunoHeH -
MUKC
OnakoBaHe 3a
CknapupaHe

TpaHcnopT

OCHOBHMTE BbNPOCH, KOUTO TPAGBA fa NoMyyaT OTrOBOP N0 OTHOLUEHME Ha AUCTPUEYLIMOHHNS MUKC, Ca:
» KakbB 06eM Ha Npogax6uTe LenuTe (3a NPOAYKT, 3a NasapeH CErMeHT, B JafieH PETVOH U
T.H.)?

e Kakau AMCTPMEYLIMOHHM KaHanu cTe 36panu: AUPEKTHN NPOAax6u Ha KpaHuTe
noTpe6uTeNy, NPOAAXON Ypes MPEXU UKW TbProBCKW NpeacTaBuTenun U T. H.? Kakeu ca
LeNnTe Ha npofaxe6uTe 3a BCEKN KaHan?

e KakBw ca BaluaTa CTpaTerusi u Liesim no OTHOLWIEHUE Ha u3Hoca?

e Kakey cneunduyHu yCayru e ce NpeAoCTaBAT Ha KIMEHTUTE W/WIN MOCPEAHNLUTE:
noakpena cnef npoAaxoa, Kpeautupaxe u T. H.?

e [10KONKO HOBMTE TEXHO/IOMMM, KaTo eIEKTPOHHATa ThProBMus, Ce BNUCBAT BbB BallaTa 6U3HeC
cTpaterus?

B To3u pasgen ue TpsA6Ba fa ONuULIETe METOAUTE, Ype3 KOUTO Lile MHhOpMUpaTe KINEHTUTe CU 3a
npoayKTUTe/yCnyruTe, KOUTO Npeanarate, a Cbllo M 3a KaHanMTe, NOCPEACTBOM KOUTO LLe yCTaHOBUTE
BPb3Ka C TAX.
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OCHOBHUTE BbNPOCK, Ha KOUTO TpA6Ba Aa OTrOBOPUTE NpW NOAroToBKaTa Ha Balara cTpaterus sa
npomouus, ca:

e KakBu peknamum eitHocTi nnanupare? C KakbB 6l0fxeT pasnonararte? /3roTeeTe
WHAMBMAYaNHU GUHAHCOBM NNaHOBe 3a NPOBEXAAHETO Ha:
* PeknamHu KaMnaHuu;  [loweHcka peknama;
* YyacTtue B U3N0X6M, THProBCKM + Peknama B neyatHu Meauy;
naHaupu, n T. H.;

+  OHnaiiH peknama.

¢ Koii e 0TrOBOpEeH 3a NNaHUPAHETO ¥ U3MePBaHETO Ha pe3yNTaTa OT Te3u AeHHoCTH?
OTroBOPHOCTH, yYacTBaLL NepcoHar, BOXEHO BPEME, OLEHKA Ha pa3XoguTe.

e KaKBu MapKeTHHroBM MHCTPYMEHTH 32 KOMYHUKaLus e 6bAaT N3NoN3BaHu:
peknama, npefcTaBsHe Ha GuUpmaTa, kaTanosu, neyaTHU MaTepuanu, oro, CroraH,
BPbB3KM C 06LL,ECTBEHOCTTA, Ny6AMKaALIMM B PpecaTa, MUHTEPHET MapKETUHT U Ap

Bpb3ku ¢
oblw,ecTBeHOCTTa

Kopnopatusex TpaauuuoHHa

N\ /

IvpekTeH MpomounoHaneH
MapKeTUHr MUKC

/7 N\

Hoewu / Couuanumn JInyHmn
MpeXu npopa}e6n

mmmmm  CnoHCopcTBO

Mpomouus npu
npoaaxomn

OUTYPA 7. TPOMOLIMOHAJIEH MUKC
HAKoU OT OCHOBHUTE LieIn Ha NPOMOLMOHANTHUA MUKC Cca:

¢ [loBuwaBaHe Ha NHHOPMUPAHOCTTA; ¢ [lpegocTaBsiHe Ha MHOpMaLMS;

* [lpoBOKMpaHe Ha UHTEPEC; e CTUMynMpaHe Ha TbPCEHETO;
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,D,o6pe € fia Cb3fanete oTaeneH MUKC 3a NOCTUTaHETO Ha OTAENIHU NPOMOLUMOHANHN Liesin 3a BCEKU
KJINEHTCKKU CErMeHT.

WN3uncnenuata 3a Bawmte npogax6u Tpa6Ba Aa ce 6asupaT Ha OLeHKaTa 3a NpeauMcTBaTta Ha
NPoAyKTa UK ycnyrata Bu, nasapHus 4an, KOMTO 3aeMaTe 1 KOWTO o4yakBaTe [ja 3aeMeTe B 6bjelle.

C TeyeHue Ha BpeMeTo, 6pOST Ha KAWEeHTUTe By LWe HapacTBa NPOMOPLMOHANHO C YBeNMYaBaHe
Ha yMeHusaTa U onuTa Bu. Bce mak, 3anoMHeTe, Ye UMa CaMO YeTUPM HauMHa 3a yBeNMYaBaHe Ha
npogaxounTe:

1. lMpuBAMYaHe Ha HOBU KIUEHTH.
2. 3anasBaHe Ha HaCTOALMUTE KIINEHTH.
3. HacbpuaBaHe Ha KNUEHTUTE Ja KynyBaT rnoseve.

4. HacbpyaBaHe Ha KJMeHTuTe fa KynyBar rno-4ecTo.

3.3.7.0NEPATUBEH NJ1AH

BTo31 pa3aen Ha 6u3Hec niaHa TpsibBa fa 06siCHMTe KaK e OpraHu3npaH 6usHeca Bu v kak ppkoBogute
npolieca Ha opraHusauus Ha pa6otata. C apyru aymu, Kak Lie npousBefeTe NpoAYKTUTE UK Kak
e npegocTaBuTe yenyrute. MnaHmpaHeTo e BaxeH GakTop 3a ycnex. AKO HanpuMep HamaTe fo6pe
(YHKLMOHMpalLa MHPPACTPYKTypa U J06PO MECTOMOJOXKEHNE, KAKTO M eheKTUBHA NPOU3BOACTBEHA
W BUCTPUBYLIMOHHA CUCTEMA, MasIKO BEPOATHO € 6U3HeCHT Bu ja ocTaHe neyennBLl B AbArOCPOYEH
acnekT, AOPU U NPOAYKTHT, KOWTO npeanarate Aa e no-4o6bp OT TO3M Ha KOHKYpeHuusTa. CblyoTo
LLLe CE C/TY4M 1 aKO HE CTE ONPeAEenN CHO POSINTE, 33 bJIKEHUATA M OTTOBOPHOCTUTE Ha NepcoHana
BbB Balweto npeanpusitue. OnepaTUBHUTE U OpPraHU3aLWUOHHUTE MPOGAEMM, Npes KOUTO Lie ce
U3npaBuTe, 3aBUCAT A0 rofisiMa CTerneH oT BUAA Ha dupmarTa.

OI'IepaTI/IBHVIFIT NnjaH faBa VIHd)OpMaLl,VIFl 3a NPpon3BoACTBEH Npouec, A0CTaBKU, KAYECTBEH KOHTPO,
MaTepnanHn akTusw, o6opyABaHe, crpagu, CkKnapose, 0¢)MCM, npeactaBuTesniCTea, CKapoBu
HaJIM4HOCTH, VIHd)OpMaLI,VIOHHVI CMUCTEeMHU 3a ynpaBiieHUe U afMUHUCTPaLMA U T.H.

Tyk Tpsi6Ba ja 06SACHNTE 3aLL0 CTe KOHKPETHOTO MECTOMOJOXKEHUE (PETHUOH), BKHOUYUTENTHO: MECTEH
nasap, Hanuune Ha pa6oTHa pbka, YCNIOBUA Ha XUBOT, HalMuMe Ha NOAKPENALLM YCyry, AoCTaBKa
Ha MaTepuany, KOMyHanHu ycnyru, opuc pasxoam, TpaHCMopT, GbAelln NnaHoBe 3a pasBUTME Ha
PEr1MoHa, Hannune Ha KOHKYPEHTHMU B 6/IM30CT, CHUMKA Ha PEruoHa, NogKpena OT MEeCTHU BIacTH U
T. H.

Heo6xoanMMo e Aa onuileTe HaKpPaTKO MaTepuasHo-TeXHWYeckaTa cu 6a3a W HeliHaTa NMpUrofiHoCT
3a M3BbpLUIBaHE Ha JeiiHocTTa. [leiiHocTTa Ha GupmaTa MoXe Aa 6ble U3BbpLIeHa No eheKTUBEH

Ha4yuH, CcaMO aKO pasnonarate C noaxoadwunte nNpous3BoACTBEHUM MOLLHOCTU, CKnapoBa 6a3a
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n opuc uHdpacTpykTypa. B onucaHueto BktoyeTe MHAOPMALMUs 3a: JIMLEH3UOHHU DPEXUMMU,
(hYHKLMOHANHOCT, Bb3MOXXHOCT 3@ paswWwupsBaHe, 6e30MacHOCT, NPo6iemMu, CBbpP3aHu C OKONHATa
cpepa, 3aKynyBaHe WM HaeM Ha NOMELLLEHNS, U T. H.

B cnyuaii, ye uMaTe 6U3HEC, KOITO Ce 3aHUMaBa C NPOM3BOACTBO Ha NMPOAYKTH, 6U3HEC NiaHbT Bu
TpsA6GBa Jja BK/OYBA M pa3fieN 3a Npon3BoACTBeHUs npoliec. OTroBopeTe Ha cnefHUTe Bbnpocu: Kak
ce npousBexga npogykTbr? KakBu ca oCHOBHUTE eTann? KakBo e BpeMeTo 3a Npon3BoACcTBO? Kakeu
ca rniaBHUTE NpobieMu B paMKUTe Ha NPou3BOACTBOTO? KakBu ca puckoBeTte? M3roTeete Anarpama
Ha Ha Lenus NpoM3BO/CTBEH NPOLIEC OT Hayano Ao Kpai. N36poiite HEO6XOANMOTO NPOU3BOACTBEHO
o6opyaBaHe, NPOM3BOACTBEHUTE eAUHULN, pecypcy U ycnyru. NpefcTaBeTe CIUCHK Ha U3TOYHULUTE
Ha AOCTaBKW, BKNHOYUTENIHO anTepHaTUBHU TakuBa. OnuweTe NOTEHUMaNHUTE NOAUSMBAHUTENN, C
KOUTO nnaHupate Aa pabotute. HanpaBeTe feTaiifieH aHanu3 Ha CUCTEMUTE 3a UHBEHTapu3aLus,
KayeCTBEH KOHTPON M MOTEHUManHUTe PUCKOBe, KOUTO MoraT fa [oBeAaT [0 MpekbCBaHe Ha
NPOU3BOACTBEHMA NPOLEC, U Ap.

[lo6pe e cblio Aa onuweTe Kak GyHKLMOHMpPA Bpb3KaTa MeXAy MPOU3BOACTBOTO W MpoAax6ute
BbB (upmarta Bu. ToBa nokasBa kak o6paboTBaTe MOPBYKUTE HA KIMEHTU WM Kak KOHTponupaTte
HaNIMYHOCTUTE Ha FTOTOBM NPOAYKTH, KOETO OKa3Ba Bb3feiCTBIe Ha hpMeHnTe Bu pa3xoay (pernctbp
Ha NOPBYKUTE, YAOBNETBOPEHOCT HA KNIMEHTUTE, KOHTPOMPAHE HAJIMYHOCTUTE HA CYPOBUHM, FOTOBU
MPOAYKTH, U T. H.).

To3u pasfen Tpsi6Ba CbLLO 1a BKIIHOYBA OPraHW3aLMOHHA CXeMa, ONMCBALLa HauMHa Ha CTPYKTYpUpaHe
Ha KOMMaHuATa B OTAENHUTE (BYHKUMOHANHKU 3BeHa. DupmaTa MoXe Aa GbAe CTPYKTypupaHa no
pasfiMyHM HAaYMHW, KOETO OTHOBO 3aBUCK OT BUAA Ha GU3HECA, MHAYCTPUATA, pa3Mepa Ha (pupmara,
CO6CTBEHOCTTA, NPodUANTE N KOMMETEHLMUTE Ha YNIPaBAsSBaLLMTE, A CbLLO U CTUNIA Ha YNPaB/EHME.

3.3.8. NJIAH 3A YNPABJIEHWNE

MnaHbT 3a yrpaB/ieHKe e Tasn YacT OT eAMH GU3HEC NaH, B KOSITO Ce ONKUCBAT KNOYOBUTE MEHUAXBPH
W CRYXUTENU, KOUTO e AIONPUHECAT 3a NMOCTUraHe Ha GU3Hec LenuTe. B nnaHa 3a ynpaeneHue ce
npefcTaBs U CTPYKTypaTa 3a ynpassieHue Ha Gupmata. B To3u pasgen e Heob6xonMMo fa nocounTe
OCHOBHUTE JJTHXHOCTM, OT KOMTO Lie MMaTe HyXAa. 3anoMHeTe, Ye UHBECTUTOPUTE MHBECTUpAT
npeay BCUYKO BbB Bac u Bawus ekun. MoBe4yeTo MHBECTULIMOHHM pelleHus ce 6a3upaT OCHOBHO
Ha ekcnepTu3aTa U YMEHWUATa Ha MEHUIKbPCKOTO TANO. Benukute uaen ca Hanuue, Ho ca Manko
X0paTa, KOMTO ca A0CTaTbyHO KBanuduuupaHu, 3a Aa rv npeBbpHaT B ycneleH GuaHec. 3aToBa
Tpsi6Ba fla MOKaXeTe 3alll0 UMEHHO Bue 1 BalumaT ekun cTe NpaBUIIHUTE XOpa 3a Cb3[jaBaHETo Ha
ycneLleH 6usHec.

B nnaHa cu 3a ynpaBneHue e Heo6XoAMMO fia MOKaXeTe, Ye OCHOBHUTE YIEHOBE Ha ynpaB/ieHCKUA

eKun ca AeHTMbULMPaHK U TOTOBM 3a paboTa. [okaxeTe, Ye UMAT HEOBXOLMMUTE YMEHNS U ONUT
3a NOCTUraHe Ha LienuTe.
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BakHO e CbLLO Aa NoKaxXeTe, Ye NMYHUTE YMeHUsA Ha BCEKWN OT YieHOBEeTe Ha eKuna Bu ce gonbneart
M 3aeHO MoraTt faa OTroBopAT Ha W3UCKBaHWATaA W MnpeansBuKaTtesicCTBaTta, nMpej KOUTO Lie ce
n3npaBuTe B NpoLeca Ha Cb3aBaHe U pa3BUTUE Ha Balwuuns 6usHec.

MpeAcTaBeTe K/HOYOBUTE YNIEHOBE Ha Bawwms ekun BbB BCAKA OT CHefHUTE rpynu cropej Buaa
Ha 6M3Heca, BKJ/IOUUTENHO aKLWOHepW, 6OpA Ha [MUPEKTOPUTE, U3MbJHWUTENHO PbKOBOACTBO,
BbHIIHW JIOCTABUYMLM W KOHTpareHTW, U Ap. AKO cTe ManbkK CTapTupall, 6u3Hec € Aobpe aa
npeAcTaBuTe MHHOPMaLMsA 3a HEOGXOANMUS NEPCOHAN: OPraHU3aUMOHHA CTPYKTYPA, AbKHOCTHHU
XapaKTepUCTUKK, HeoBXOAUMU YMEHUS W 3HAHWA M T.H. ONUlETe M HAYMHBT 3a HabupaHe Ha
nepcoHan, KIloYoBUTe acneKTH B OTHOLIEHUETO KbM PaboTelluTe, MaTepuanHuTe U HeMaTepuanHuTe
CTUMYNU U T.H. MaeHTuduLMpaliTe NOTEHUMANIHATE PUCKOBE, CBbP3aHM C YOBELIKUTE Pecypcu
W NpeAcTaBeTe KOHKPETHU MepKN 3a CrpaBsAHe C U3BbHPEOHU CUTyaLUK Npu 3ary6a Ha KYoBM
CNYXUTENN, HEAOCTUT Ha PabOTHa PbKa, HEMOAYMHEHUE U T.H.

BkntoyeTe CNMCBHbK C AOCTaBYMLM Ha CreluanuanpaHm MHd)OpMaLWIOHHM W KOHCYNTAHTCKWN ycnyru,
KaTO HOPUCTU, KNTKOYOBU eKCnepTu, MEHTOPH, 6usHec KOHCYNTAHTU N T.H.

3.3.9. DMIHAHCOB MJ1AH

®uUHAHCOBMAT MyiaH e Tasu yacT OT efuH GU3HEC MiaH, B KOATO Ce NpaBu (UHAHCOB aHanu3
MPOrHO3M 3a MHAHCOBOTO CbCTOAAHME Ha GupMaTa. DMHAHCOBUAT NaH € BaXHa YacT OT GU3HEC
niaHa Nopaan HAKOMKO OCHOBHW NMpuuuHW. [bpBO, TOW NpeacTaBs MHpOpMauus 3a 6anaHca Ha
(Gupmarta, 3a NPUXOAM U PasXOAM U 3@ MApUYHM MOTOUM (MM TEXHUTE MPOrHO3M). BTOpo, NnaHbT
€ M3KJIOUNTENTHO NMONE3eH UHCTPYMEHT 3a 06paTHa BPb3Ka M KOHTPON. TpeTo, GUHAHCOBMSA MiiaH
BM NoMara fja npefBUAUTE W NpefoTBpaTUTE Bb3MOXHM Npobnemu. 3a Aa NOCTUrHe LienTta cu
(GuMHaHCOBMS NNaH TpsiGBa Aa ce 6a3upa Ha peasnHn NoKas3aTenn U TOUHN M3UNCTIEHNS, 1a Gbae CTerHaT
pasyMeH W 06pe aprymeHTMpaH. ®uHaHcoBaTa YyacT Ha eAWH 6U3HEC NNaH BK/OYBA Pa3HOPOAHM
(GUMHaHCOBM NOKasaTesu, KOMTO NOKa3BaT TeKYLOTO U 6bAello pUHAHCOBO CbCTOSHUE Ha dupMmaTa.
Tasu uHpopmauus Bu nomara fa onpeaenute oT KOMKO CPeACTBa UMa HyXJa KOMMaHusTa Bu u
JaBa Bb3MOXHOCT Ha BbHLHM MLA Aa NPELEHAT JOKOIKO pasyMHO U peHTabuaHo 6u 6uno Aa
WHBECTUpaT BbB Bawara 6usHec nges.

Tasu yacT oT 6M3HEC MyiaHa CbAbpxKa MHGOPMaLMS 3a U3TOYHMLUTE Ha BUHAHCUpaHe, NPOrHo3a 3a
NPUXOAMTE U PasxofuTe, NapUUHNUTE NOTOLM, USTOUHULIUTE HA PUHAHCUPAHU U T.H.

Korato cTapTupate co6CTBEH 6M3HeC MbpPBOTO HELLO, KOeTo TpsbBa fa onpedenuTe ca Bawwute
NbpBOHAYaNHU pasxoan. Tesu pasxoau BKOYBAT: 06opyaBaHe, Mebenu, matepuanu, UHBEHTap,
PEMOHTW, paspewwunTenHu, Takck, U T. H. Pasxogu, HanpaBeHW cnej gataTa Ha 3anoyBaHe Ha
JeiiHoCTTa, ce HapuyaT onepaTUBHU PasXoaMm U e 6baT 0TpaseHu BbB Balunte puHaHCcoOBK OTUETH.
Cnep kaTo 6M3HECHT BM 3anoyHe AeiHOCT, TOM LWe ce HYXfae OT hUHaHCUpaHe, A0 MOMEHTA B KOMTO
npuxofuTe ca NoBeye OT pasxoauTe.
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B Haii-npocTata cu dopma, GMHAHCOBUS NiaH NpeACcTaBnsABa NPoOrHo3a 3a GbAewmuTe Npuxoau
n pasxopgu. Kato usano, we Tps6Ba fa nofroTBUTE KPaTKOCPOYHW U CPEAHOCPOYHM (UHAHCOBM
nporHo3u. KpaTkocpoyHMTE NPOrHo3u ce NpaBsAT 3a MbpBaTta roguHa ot 6u3Heca, 0GMKHOBEHO MeceL
3a Mecell. CpeAHOCpPOYHaTa NPOrHo3a BaXu 3a ClefBalluTe TpU roANHN OT PasBUTUETO Ha GU3HECa,
pasfeneHu no roguHu.

KnoyoBu enemMeHTH Ha d)VIHaHCOBI/IFI MnaH BKIOYBaAT:

 [IporHo3HN NPUXOAM U pa3Xxodu: rNokassa BalunTe Npuxoau, pasxoam v neyanba 3a onpeseneH
nepuog,

e [lporHo3Hu napuynm notouyu: Mokasea Ha KpeaUTOPUTE U NOTEHLMANHUTE UHBECTUTOPU, Y€
pas-nonarate ¢ fo06pa KpeanuTHa UCTOPUSA M JOCTaTbYHA NNATEXOCNOCOGHOCT 3a U3nnallaHe
Ha napu-yeH 3aeM, B CNyyail Ye TakbB Bu 6bje oTnycHar.

e CyeToBopeH 6anaHc: Npe/cTaBs KapTUHA Ha HeTHaTa CTOMHOCT Ha 6uaHeca Bu B onpepeneH
MOo-MeHT. ToBa e 0606LeHNe Ha pUHAHCOBUTE AaHHN Ha pupmaTa Bu B Tpu KaTeropuu:
aKTUBMW, Na-CUBM U KanuTa.

B npunoxexue 3 e npeacTaBeH npumep Ha GUHAHCOB MJiaH, CbAbpXKall, paboTeH SIUCT 3a U3YUCISIBaHE
Ha MpUXOAMTE M pasXofuTe Ha CcTapTupall 6usHec. C MOMOLLITA HAa aHanM3a Ha KPUTUYHATa Touka
MOXeTe fla HamepuTe TOYKaTa, KOSTO pa3fenst 30HaTa Ha nevanbarta OT 30HaTa Ha 3arybute. Tasu
TOYKa Ce Hapuya KPpUTUYHA UM PaBHOBECHA TOYKa. 3a [a M3BbPLUNTE TO3W aHanu3, TPsibBa fja 3HaeTe
NpUXoANTE, TPOMEHNNBUTE Pa3XOf M, HOpMaTa Ha neyan6a, NOCTOAHHUTE PasXxoAm W nevanéute.

AHAJIN3 HA KPUTUYHATA TOYKA

L

06Lo npuxoau

Mevanéa 06w0 pasxoau

KpuTtuyHa Touyka

Mpuxoam OT NPOAAXGH

[TpomeHnnBun pasxoam

——————————————————————— duKcupaHn pasxoau

L

Bpoit npogaaeHn NPoayKTH
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3.3.10. MPUTOXEHNA KbM BU3HEC MJTAHA

BTo3upasnenTpa6eaaaBKAYMTE BCAKAKBA JOMbAHUTENHA UHPOPMALIMA U CHITBTCTBALLM JOKYMEHTH
KbM Bawms 6usHec nnaH. TyK MOXe Aa NPUIOXKMUTE Of06PEHUS U JINLEH3UOHHU CTOPa3yMeHuS;
LOK/NafM OT OLEHKa Ha Bb3[eNCTBMETO BbPXY OKONHATa CPeAa; aHanu3 Ha CoLMaNHUTE acnekTu
W NPULOGUBKM OT peanusalusaTa Ha 6USHeC MAeATa; JOMbIHUTENHA MHGbOpPMaLUA 3a NPOAYKTE;
peKnaMHu GpoLypu U MaTepuanu; CYeTOBOAHU U DUHAHCOBM AOKYMEHTH; NpPaBHa JOKYMeHTaLus
(cBbp3aHa ¢ peructpauuaTa Ha dupmara); aBTo6uorpadumM Ha KKYOB YNpaBeHCKU NepcoHarn;
MapKEeTUHTOBM NPOYYBaHNSA W BCAKAKBA Apyra pefieBaHTHa v BaxHa UHdopMaLms.
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4. Padora B Mpeska

4.1. EpexTuBHa padoTa B MpesKa

MpexaTa npeAcTaB/isiBa paslUMpeHa rpyna OT XOpa CbC CXOAHW WHTEpEeCU Mau NpoGreMu, KouTo
CH B3aMMopfeNcTBaT U NOAAbPXKAT HedhopManeH KOHTaKT NOMEXAY CU C LieN oKka3BaHe Ha B3aMMHa
nopkpena. busHec cpeaute npegnonaraT pa6oTa B Mpexa C BawwuTe KnueHTu, AocTaBYMLM,
KOHKYPEHTH, GUpMK, OpraHu3anum, ceMeiicTBoTo 1 Ap. Cnoco6HOCTTa 3a paboTa B MpeXa e efHo oT
Hail-BaXXHWUTe YMEHUS, KOUTO TPABBA Aa NpUTEXaBaTe KaTo NpeAnpuemay. 3a Aa pasiumpsiBaTe 6U3Heca
CY € BaXHO [1a Ce cpellaTe ¢ KNMEHTU U [1a OCBLLECTBABATE KOHTAKTH, KaTo M0 TO3M HauMH Cb3afeTe U
noaabpXaTe CONUAHA U YCTORYMBA MpeXa.

3a yMHUTe U Hanpe[HUYaBY NPeAnpyeMayn, pa6otaTta B Mpexa ¢ Apyry Xopa e KNybT KbM Pa3BUTUETO
1 ycnexa Ha 6u3Heca. Pa6oTata B Mpexa Bu npefocTaBs Bb3MOXHOCTTA fia Ce CcpellaTe ¢ pasnnyHi
X0pa, KOUTO MoraT fia Bu nomorHaT fa OcHOBeTe COGCTBEHA KOMMaHUs,, MPUBNEYETE HOBU KIUEHTH
WK fa NpoAaseTe NPOAYKTa CU Ha MUIIMOHM KNWEHTU. W Bce mak, HULLO OT ropeu3GpOeHOTO HAMa
[ia Ce C/yyw, ako He ce 3ano3HaeTe ¢ HOBM U Pa3nnyHu xopa. OCHOBHUTE (hakTopu, KOUTO NOBAUSBAT
pab6oTaTa B MpeXa ca CBbp3aHMu C:

e CoUMaNHO-KYNTypHUTE o KOMYHUKALMOHHUTE e YMeHusTa 3a BOJeHe
HOPMU 1 MOBEAEHME; yMeHusi (Bep6anHu Ha NPEeroBopwm.
1 HeBepbasHu);

3aapaboTuTe ycnewHo B Mpexa TpsbBa Aa ObJeTe 6L MTENHM, OTKPOBEHM, NPUATENCKM HACTPOEHH,
[00pyY CylaTenn ¥ BUHAru Ha pasnosoxeHue.

MHoro xopa noceLyaBaT Cb6UTHS 3a Cb3flaBaHe Ha CoLManHM U NPohecMoHaNHU KOHTAKTH, HO MHOTO
Manko 3HasT Kak ce Bb3rnonasat oT TAX. Pa6oTaTa B Mpexa e MHOro noseye OT TOBa MPOCTO 1A
u3nesew U Aa ce cpeliHew c xopa. ToBa e Jo6pe 06MUCIEH MMaH 3a Cpella C Xopa, KoUTo 6uxa
MOF/I 1a paboTAT 3aefHO C Bac Ui a Bu npencTaBAT Ha OHesM, KOUTO 6UXa NPOSBUAN UHTEpPEC
KbM Bawwus 6usHec unu uaes. Haii-nobpuaTt HaunH Aa ycneete B paboTata B MpeXa e fia CbCTaBuTe
nnaH, fia ce NPUobPXaTe KbM HEro, 1a YCBOMTE YyMeHUs 3a paboTa B MPexa, a Hakpas a NpUoxXuTe
BCWYKO Ha npakTuka. ETo HAKONKO 0CHOBHM BbNpoca, KOUTOo fa Bu Hacouar:

e KaKkBO MCKaM Ja MoCTUrHa e B kakBu Mpexu yyacTeart
nocpeacTBoM paboTa B Mpexa? MOMTE KJIMEHTU (HACTOALLM ¢

NoTeHLManHN 6baeLm Taknea)?
e KonKo KOHTaKTK UCKaM fAa

cb3aBaM Ha Mecel? e Kak fa n3bepa Haii-noAXoAsLmuTe
CbOUTMA 3a Cb3faBaHe Ha

e Kak fia usrpaas co6CTBEHNSA CH
KOHTaKTW U LieHHN BPb3KK?

MMUEX U TO3K Ha GusHeca cu?
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e KakBo Tpsi6Ba fia Ka3BaM U (0T KakBo fia e KakBo mora aa npegnoxa?
Ce MHTepecyBaM, KoraTo) nuTam,KoraTo
noceliaBam cbbUTHE 3a Cb3flaBaHe
Ha KOHTaKTW 1 paboTa B Mpexa?

¢ KakBo Tpsi6Ba ja Hanpa.s
cnep cbouTneTo?

Kak pga cb3pgagete cBosTa 6u3Hec Mpexa? MHOro npocTto, M3nesete HaBbH M 3amnoyHeTe Aa
JnnyBate”. HayyeTe cneundukute Ha edpekTUBHaTa paboTa B Mpexa. BaxHOTO e fja 6bieTe aKTUBHM.
ToBa 03HayaBa Aia NOeMeTe KOHTPO/a Haj CUTyaLusTa, a He MPOCTO Aa pearupate Ha Hes. 3a Aa
pasliupsiBaTe CBOSITa Mpexa TpsibBa fia HanycHEeTe 30HaTa CW Ha KOM(OPT U ja NpeAn3BuKaTe cebe
cu. B Tabnuuata no-gony wWwe oTKpUETe HAKOM CbBETW OT MbpBa HeobxogumocT. OT efHa CTpaHa,
pasmosiaraTe C Hello, KOeTO Aa NPeAnoXuTe Ha ApyruTe, a OT Apyra C Hello, KOETO a HayuuTe oT
TAX. BbB BCEKM cnyyaii, xopaTa ca Hail-ronemusT Bu akTuB. Konkoto noBeye xopa cpeliaTe, TONKOBa
Mno-ycnewny Lwe 6baeTe.

PABOTA B MPEXA 3A NMPEAMNPUEMAYN: 7 HAYNHA 3A
Cb3JABAHE HA YCTELWHW BU3HEC BPBb3KU

YcnelwHuTe CO6CTBEHMLM HA Manbk 6U3HEC 3HANAT, Ye ca ycrnenu 6narofapeHue Ha xopaTta, KOUTo ca
M NOMOTHaNM MO MbTA KbM Bbpxa. [lo6pe u3rpaieHaTa Mpexa oT MPOPEeCcUOHaHN KOHTAKTU MOXe
Ja By nomorHe fa nocTUrHeTe Hella, KOUTO MHaYe HsIMa Kak fia NOCTUrHETe CaMi — OT PeLLeHns Ha
NPUBUAHO HepaspeLInMm NpobaeMu 1o NPenopbKu, MpefaBaHn OT yCTa Ha ycTa, KOMTO yBesinyaBat
6pos Ha knueHTuTe Bu. bes sHayeHue fanu wie pasfaBaTe BUSUTHU KApTUUKU HA COUTUS UNK LLE
Ce CBbp3BaTe ypes3 couuanHuTe Meamu, pabotata B Mpexa e epeKTMBHa, CaMo ako s U3non3eare
pasyMHo 1 edeKTUBHO. ETO HSIKOM OT Hail-LleHHUTE CbBETH, KOUTO YCMELHN NpeanpueMadn u 6usHec
NMaepu cnoAensT 3a pasBUTMETO Ha Bawwms cTapTupaly 6MsHec, nocpeiCcTBOM paboTaTa B Mpexa u
Cb3[1aBaHETO Ha BPb3KMU.

1. MPEAJIOXETE NMOMOLLTA CH

“MoBeyeTo xopa MocewBaT CbOUTUS 3a Cb3faBaHE Ha KOHTAKTW C KOHKPeTeH Mpo6rem uau
npesnoXeHne 1 BegHara 3anoysat fa TbpcAT NOMOLY, OT fpyruTe. Korato ce cpeLiHeTe C HAKOro,
MbpBO 3ajaiiTe BbNPOC W pas3bepeTe Kak MOXeTe @ NoMorHeTe. 3anuTainTe ce, Kak 6uxte Mornu fa
ObJeTe NONE3HM U CrofeNeTe CbBETH, KOUTO camuTe Bue 6uxTe uckanu aa nonyyunu. Korato gaBate
CbBETU € MHOr0 BEPOATHO @ Bu 0TBBbpHAT CbC CbW0To" — CKOT PoeH, U3nbiHHTeNeH AHUpeKTop Ha
Global Digital, BlackRock.

2. CTAHETE PECYPC HA COLMANTHUTE MEIUN

“U3nonsBaitte LinkedIn, Twitter u Facebook, 3a ga cb3gaBaTe U KOMeHTUpaTe CbAbpXaHue B
KOHTEKCTa Ha Balms 6MsHec U Taka fia u3rpaauTte fioBepue B nocnejosatenute ci. OCBEH TOBA,
TaKa e NpuUBIeYETe U HOBM KOHTAKTM, KOETO OT CBOSI CTPpaHa Lie Bu cnectu BpemMeTo, HEO6XOAUMO
3a HamupaHeTo uM" — ®panc Ban Xion, rnaBen uanvaxnteneH gupextop, ReviMedia n PX.com
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3. PABOTETE C ME[JUUTE

“KpuTnyeH acnekT oT paboTaTa B MpeXa 3a BCUYKM COBCTBEHULM HAa ManbK GU3HEC € U3rpaXJaHeTo
Ha BPb3KM C MECTHUTE MMM, Tbil KaTo Ypes3 TAX UcTopusTa Ha Balmsa 6UsHec MoXe fia AOCTUTHE
J0 TMO-IMPOKa 06LIeCTBEHOCT. YeTeTe MeCTHaTa npeca u rnefaiite MecTHUTE UHGOPMALMOHHN U
HOBMHapcku emucuu. Te Wwe Bu gagat npeactaBa 3a BCMYKO, KOETO Ce C/lyyBa BbB BawwaTta o6uHocT
1 KOW PEnopTepu € Hail-BepsATHO Aa NPOSBSAT UHTEPEC KbM HOBUHM 3a Bawwusa 6usHec. Cnep kato
M3roTBUTE CMUCHK C NPEACTaBUTENN Ha MeUM W PEMOpTepy, U3npaTeTe UM UMEIAN, C KOiiTo Ja ce
npefcTaBuTe U Aa CboOLWMUTE, Ye LieHUTe paboTata MM. KoraTto HacTbni MOMEHTBT fa crogennte
CBOM COB6CTBEHN HOBUHMU, UMETO Bu Beye Le 6bae nosHaTo.” — Mo Kynogxopax, BuyenpesngeHt Ha
oTgen 3a Bpb3KH ¢ obujecTBeHHocTTa, Goddard Systems Inc.

4. BKJTIOYETE BALUWTE KJIMEHTU B NONYIAPU3UPAHETO HA BU3HECA

“The Little Gym (MankuaT @uTHec) opraHusupame nporpamarta 3a JOSNHM KNueHTu ,Maitka -
nocnaHuK", B KOATO KAHMM Haii-NOSITHUTE CU M EHTYCUA3UPaHK KITMEHTN ia CTaHaT NOAAPBXHULM Ha
HalaTa MapKa 1 Taka Aa NoOMOrHaT 3a pa3npocTpaHeHUETO Ha MOMOXKMTENHO MHeHMe 3a GupmaTa
cpep, 06wHocTTa. Tean Mailku pa3faBaT KapTUyKu, NPUBETCTBAT POLUTENNTE NPUCHELUHNIN CE KbM
WAesTa, NocellaBaT pasnUyHM MEPONPUATUS U NYBNUKYBAT B COLMANHUTE Meanu MHGopmMaLms 3a
,The Little Gym”. Te ca HalwmMTe KOHCYATaHTX M eKCMepPTH 3a paboTa B Mpexa, Cb3fiaBaHe Ha HOBU
KOHTaKTM ¥ NPUBIMYAHE HA KJIMEHTW. KOMTO HM NMomaraTt fja NoCTUTrHEM No-ronsiMa Ny6anyHocT B
Hawarta o6wwHoc.T" - KepbnaifH Jle, CobcTennk, The Little Gym

5. MOAABPXXAUTE BPbH3KA C LLEEHHW KOHTAKTH

“BaxHO e fia pa3BKUBaTe KOHTAKTUTE CU, 3alL,0TO Te MOraT [ia Ce OKaXaT pellaBally 3a 6usHeca u
KapuepHoTo Bu passutue. Bropara nuuapusa Hungry Howie's Pizza oTkpuxme cnep kato noTbpcux
Moii 61BLL paboToaaTen, KOUTO Tbpcelle Bb3MOXHOCT Jja pasiunpu 6usHeca cu. Taka ce MOTUBMpaX
[la 0TBOpS BTOPUS 06EKT OT Bepurata, KosTo AHec Habposea Hag 600 nuuapuu B 21 wara. bes oH3u
KOHTaKT TOBa HUKOra HAMalLe fia ce cnyyn” — CTuB JiakcbH, [naBeH u3mbaHnTeNeH gupektop, Hungry
Howie's Pizza

6. HOCETE CU MOCTPH

“BuUHarM Hocs Cbe ce6e CM MOCTPY Ha HaLNUTe KOKOCOBM YMINCOBE B CNyYail, Ye CPeLlHa HAKOIA, KOiTo
CW 3acnyxaBa BHMMaHMETO. Hackopo, No BpemMe Ha eAuH NoneT CPelHax W3BECTEH MY3UKAHT W
My AafioX Aa OnuTa OT MOCTPUTE Ha HaluuTe MPoAYKTW. Bce eHO My Aajox MOS JeMO KaceTa CbC
3anucy 1 ro Hakapax ja fi u3nyclua Ha MoMeHTa” — BuHceHT KutupatparapH, [naBeH H3mbaHHTENEH
AupeKTop H cbocHosaten, Dang Foods
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7. BbETE YACT OT MECTHATA BU3HEC OBLLHOCT

“BauMaiiTe yyacTue BbB BCSKAaKBW CpeLLM, AUCKYCUOHHU (OPYMU, UBJIOKEHUS U KOH(EPEHL MW,
bbaete akTuBHKU. O6UKHOBEHO NoNyYaBaTe TONKOBA, KONKOTO fiaBaTe, HO ako 04YaKBaTe xopaTa caMu
Aa poiaat npu Bac, ToBa HAMa fia cTaHe. TpsioBa fia BJIOXMTE BPEME M YCUAunS, 3a Aa ce nosyyat
Hewata” — Awsmmn Mopuc, [naBeH H3MbAHHTENEH AUPeKTOp Ha Capriotti’s

AsTtop: Hukon ®anbH, YnpaButeneH ampekTtop Ha Business News Daily
WU3Tounuk: https:/www.businessnewsdaily.com/6420-entrepreneur-networking-tips.html

4.2. [IpeacraBsaie Ha OusHec uaes (IMITYMHT)

MuumHreT (0T aHrauMiickM eauk: pitching) e kpaTko npepcTaBaHe Ha GU3HEC UAeATa, KOETo Bue KaTo
npegnpueMay u CO6CTBEHNK Ha cTapTupalla dbupma npasuTe Npes 6U3HEC aHTeNn MK NOTEHLMANHM
WHBECTMTOPW OT (OHZOBe 3a pUCKOB Kanutan. Tosu TWM NpeAcTaBsHe € M3BECTEH Ole KaTo
,Elevator pitch’. UmeTo naBa 0T Bb3MOXHOCTTa Jia Ce NpPeAcTaBu N0 BPeMe Ha efjHO MbTyBaHe B
acaHcbop. MHOro YecTo TOBa € BPEMETO, KOETO Lie MMaTe C lafieH MHBECTUTOP/CNOHCOP/MEHNIXBP.
MpencTaBnsBa pe3toMe, KOETO XBbPAS 6bP3 Nornes Bbpxy 6U3HEC uaeaTa BU U NoKasga 3allo T4 Le
Obfe ycnewHa.

LienTa Ha npeAcTaBAHETO e [Aa 3auMHTpPUryBaTe MOTEHLMANHUTE WHBECTUTOpU. [puBreyete
BHUMaHWETO UM C 6usHec maeaTa cu. Llenta Ha npeAcTaBsAHeTO e Ja NPOBOKMPa PasroBOp C
NOTEHLIMANHNA UHBECTUTOP C HaZeX/aTa fja JoBe/e [0 peasiHa MHBECTULMSA.

He MOXe Aa ouakBaTe, Ye MHBECTULIMUTE Lile 3aBanAT OlLe CNiefl MbpBaTa Cpella unu npefcTaBsaHe.
BaXxHo e NpefcTaBAHeTO Aa NpefM3BNUKa MHTEPECa Ha NOTEHLIMANHUA MHBECTUTOP KbM Bac v Bawarta

naes 3a busHec.

KpaTtkoTo npeacTaBsiHe Ha 6u3Hec uaesTa no metoga ,Elevator pitch” Tpsa6ea aa cbabpxa:

1. Onucanue Ha Npobnema; 5. Bawms exun;
2. PelueHneto Ha npobnema; 6. ®uHaHCOBM NpOrHo3y;
3. Uenesu nasap; 7. KntoyoBu MOMEHTH.

4. KoHKypeHuus;

Mo-Aony Lie HaMepuTe HAKOJIKO MPEenopbky 3a No-406po npeacTaBsiHe Ha Bawata 6usHec uaes:

> [lpeseHTauusTa Ha 6BU3HeC uaesta Bu Tps6ea fa 6bae:

« fcHa « KpaTtka « Y6eautenHa

42



> PaskaxeTe UCTUHCKA UCTOpUS;

> PelueHneTo, KoeTo npeanarate Tpsi6Ba Aa 6bje KpaTko;

> [lokaxeTe/nokKaxeTe, ye UMa nasap 3a NpPoAyKTa unum ycnyrara Bu;

> PaskaxeTe Kak LLe NpeBbpHeTe UAeaTa B napu;

> [lokaxeTe, Ye CTe MPeANPUEN KOHKPETHN CTbHIKM B peanusauumata Ha Bawarta nges;
» [lpegcTaBeTe NnasapHaTta Cu CTpaTerus v Kak e s MpuioxuTe;

> Wanoxerte hakTy 3al0 UMeHHO Bue 1 ekunvT Bu cTe npaBMAHMTE X0Pa;

> [lokaxeTe, Ye No3HaBaTe KOHKYpPeHLMATa Cu;

> [lpeactaBeTe GUHAHCOBUS NNak;

> YnpaxHsBaiiTe ce npefBapuTeSHO;

> [lpeacTaBeTe 6M3HEC MAeATa CU 3@ MHOTO KpaTKo Bpeme (60 cekyHan/5 MUHYTH/10 MUHYTH);

> Pasneuvaraiite ejHa CTpaHuLia C onucaHue Ha GU3Hec naesTa, KOETo Aa pasfajeTe Ha
ny6nukara.

Elevator pitch - po6pu npumepu

1. Ixouw JlaitT - no6eaunTen B chbcTe3aHUe 3a KPaTKo NpeacTaBsHe: https://youtu.
be/i609802FRHwW

2. Kpatko npefcTaBsHe Ha 61U3Hec nges ot CBETOBHUS CUMMO3MYM 3a CTapTbny
MIT Global Startup Workshop: https://youtu.be/UBNJh2rQOll

B MpunoxeHue 2 e 0TKpUeTe NpUMEP 3a KpaTKa Npe3eHTaLus Ha GU3HeC UAES Npej NOTEeHLMaNHU
nHBecTuTopy (pitching).
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5. MexaHM3MHI 1 HHCTPYMEHTH 32 IMMOIKPEIIA
1 (puHAHCHPaHe Ha cTapTHPAI O13HeC

5.1. Opranu3anuy 1 THUIUATUBU

Junior Achievement Bulgaria,
http://www.jabulgaria.org/

MucusaTa Ha Junior Achievement Bulgaria e a o6pa3oBa W BAbXHOBSIBA MaAuTe X0pa Aa LieHAT
cBOGOAHATA MHMLMATKUBA, BU3HECA N MKOHOMMKATA, 3a Aa NOJO6PAT KauyecTBOTO CU Ha XMBOT. JA
Bulgaria npegnara cbBpeMeHHW Mporpamu W KypcoBe, pa3BWBALLM 3HAHWA U YMEHMS, CBbP3aHM
C NMAepcTBO, UKOHOMMKA, eKUMHa paboTa, GU3HeC yMeHWs, (UHAHCOBAa FPaMOTHOCT, KapuUepHO
OpWEeHTHUpPaHe, MHOBALMW M TEXHONOMUM, NPE3EHTALMOHHU YMEHUS, Pa3BUTME Ha NpejnpuemMayecku
ayx. OpraHusauusita paboTv ¢ Miafm Xopa Ha Bb3pacT 0T 6 0 25 roantu. lMpenoaaBaTenckute MeToam
ce 6a3upaT Ha MHTEPAKTUBHOCT, yYeHe Ypes3 NpaBeHe, MEHTOPCTBO U BKNOYBAHE Ha NpefCcTaBUTEN!
Ha pasnMyHK npodecum B obpa3oBaTenHNUs npouec. YacT OT pefOBHO OpraHWU3MpaHuTe CboUTUSA U
cbCcTe3aHus ca: ,MeHnaxXbp 3a efuH feH", ,YuebHa komnanus”, ,Marpssaium 3sesgn”, ,Start it smart”,

nou

,BupTyanHo npeanpustue (JA Titan)", “UHoBaLMOHEH narep” U MHOTO Apyry.

Start It Smart,
http://www.startitsmart.com/bg/

Start It Smart e npegnpuemayecka opraHusaums, ocHoBaHa npes 2009 r. ¢ uen pasnpocTpaHeHue
W pasBuTME Ha npejnpuemayeckata MuUCbin B Bbarapus, upes nogkpena Ha Mnagu xopa B
CTapTUpaHEeTO U pa3BUTMETO Ha COGCTBEH 6u3Hec. Start It Smart e n ocHoBaTen Ha nbpBaTta npe-
akcenepaTtopcka obpa3oBatenHa nporpama B bbarapus - Start It Smart - Pre-Accelerator, kakTo 1 Ha
MHOr0 ipyri NPOeKTH 3a NofKpena 1 BAbXHOBEHME Ha NpeAnpuemayuTe — paboTUAHNLM, CHOUTHS,
KOHCYNTaHTCKM YCNYri, MUYUHT CbCTE3aHNUSA, 06YYEHMs,, MEHTOPCTBO U Ap.

Eleven Bulgaria,
http://www.11.me/

Eleven e akcenepatop u $oHA 3a PUCKOB KanuTan 3a MHBECTULMM Ha paHeH eTan. Toi npeAocTass
MEHTOPCTBO M MOAKPEenaypes Mpexaracu 0T NapTHbOPM 3a KPUTUYHMSA MbPBU €Tan 0T MUHBECTUPAHETO.
Eleven e efMH OT Hall-roneMuTe WHBECTUTOPM Ha paHeH eTan B LleHTpanHa u M3touHa EBpona.
Eleven e MHOro ycnewHa MHWLMATUBA, KOSITO NpeAocTaBs 6bp30 pa3BMBaLLa Ce ekocucTema 3a
npeanpueMayn, KOMTo UckaT fa NpoMeHaT ceeTta. EkunbT Ha Eleven nma goctbn o noseye ot 150
MEHTOPM U NapTHbOPH, U NPeJOCTaBAT NPaKTUYECKN CBETOBEH OMUT, CbBETU M BPb3KW Ha Hag 50
KOMMaHuK, KOUTO CTaBaT YacT OT akcenepaTopa Bcsika roguHa. fogmiwHo, Eleven nogkpens 6au3o 50
CTapTbna B akcenepartopckaTa Cu nporpamMa, OCUrypsiBaiku MM Nogkpena u MeHTOPCTBO, CNOJEeNeH0
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paboTHO NPOCTPAHCTBO M CTapTOBO PMHaHcMpaHe. DOHABLT 3a pUCKOB KanuTan NofKpens UAem Kato
npegoctaes Ao 200 000 eBpo B NoeTanHu Kpbroee, 3anoyBaluy (CTapTUpalLo) MbpBOHaYasHo ¢ 25
000 zo 50 000 eBpo. Eleven ce dokycupa Bbpxy MHOBaTUBHYM uaeu, npegocTassaiiki uM go 100 000
€BpO 3a J0Ka3BaHe Ha KOHLenuumaTa, Kato 3arnoysa ¢ 3-MeceyHa akcenepaTopcka nporpama.

LAUNCHub

https://www.launchub.vc

LAUNCHub e ¢oHa 3a cTapTOB KanuTan, NofKpensiy Hai-o6eLlaBallnte NpeanpuemMaymn u JuruTanHu
cTaptbnu B l0ronatoyHa EBpona. 0T 2012 r., LAUNCHub e nuBectupan Hag 7.5 munmoHa eBpo B 60
cTaptbna ot 10 gbpxaBu OT permoHa Ha tOrousTouHa EBpona, BKNOYMTENHO bbnrapus, PyMbHUS,
MakepoHus, XbpBatcka, I'bpuus, Cnoenus, YkpaitHa, Aectpus u Leiiyapus. LAUNCHub uma
noseye o1 200 ocHoBaTenn B CBOETO NOPTHOAMO 3a NO-ManKo OT TPU FOLMHU, KOMTO Ca ycrnenm fa
npusnekat Hag 10.6 MuanoHa eBpo AonbaHUTENHO GuHaHcupaHe. EkunbT Ha LAUNCHub pa6otu
C pas/iWyHM WHBECTUTOPU W NpefocTaBs MOAKPena Mo HauuHWU, pasfiyHU OT WHBECTULMOHHUTE
rpaHToBe. MHuumaTMBaTa [eNCcTBa MO-CKOPO KaTO YJEH Ha eKWna W aHraxupaH napTHboOp
npegnaraiku Ha cTapTbnuTe JOCTHN O MpeXa 0T eKCrepTu, TEXHONOrMYHM JOCTaBUYULM, YCeLHu
npegnpuemauu u uiBecTutopu. Launchub npegoctass o6wm npaBuna 1 ocHoBa 3a pa3paboTBaHe Ha
OM3HEC W NPOAYKTOBM CTpaTernu 3a passutue. Ha ctpaternyecko Huo LAUNCHub cu napTHupa cbe
Seedcamp 1 Mozilla WebFWD n pa6otu no ®uHancoBus uHcTpymeHT ,IXEPEMU" Ha EN® v EK. Besika
3asBKa 3a KaHAWLATCTBAHE € HaCcoYeHa KbM UPMU, KOUTO Ce CTPEMST KbM HayanHo pUHaHCHpaHe,
koeto goctura go 200 000 espo. 3aefHO CbC CbUHBECTUTOPK, BCAIKA KOMMaHWUS MOXe Jja yyacTBa B
cTaptupalum kpbrose ¢ o 400 000 eBpo. OcHoBHaTa Lenesa rpyna Ha Launchub ca dupmu u ekunu
Ha CTapTbMu C rOTOB KpaeH NMPOAYKT W onpefeneH Hanpeabk. OcBeH ToBa, Launchub ce ctpemu
Ja paboTu CbC CMNIOTEHW U OTAAAEHU EKMMK C A06PO pa3bupaHe Ha nasapute U NOTpeGUTeNncKuTe
Harnacu. Launchub ¢uHaHcupa 1 Ha ekunu, KOUTO BeYe ca yyacTBasu B aKCenepaTopcKu nporpamu
WK ca Noni3Banu CpeAcTBa OT GU3HEC aHrenu.

Codus Tex Mapk,
http://sofiatech.bg

Codus Tex lNapk e AbpXXaBHO NpeAnpuaTUE, KOETO NPUTEXaBa U CTOMAHUCBA efjMH OT Hal-pa3BUTUTE
TeXHONornyHm napkose B bbnrapua. Codusa Tex apk e MbpBUAT HayYHO-TEXHONOTUYEH MapK B
bbnrapus, npoekTupaH 1 Cb3fafeH, 3a fa CyXW Kato niaTdopma 3a 06MeH Ha 3HaHUA U Upeu
MEeXAy akaf,eMUuHNTe cpeau, 6usHeca u agbpxasarta. Codus Tex MNapk npegocTaBs paboTHa HayyHa
MHOpacTpyKTypa 3a noseye ot 20 MUNIMOHA SieBa B NOLKPENa Ha 6bArapCKUTe MHOBATUBHM KOMMaHUM.
MapkbT npegnara 40 000 kKB.M HOBO W PEMHOBMPAHO NMPOCTPAHCTBO, CbOMPALLO HAa efHO MSACTO
nabopatopuu NO MNPUNOXHKU W3CNeABaHWSA, FNaBeH WHKy6aTop, Nekuun/o6y4YeHus/AUCKYCUOHHU
¢dopymu no MHOBaLMM, MSICTO 3a LEMOHCTPUPAHE Ha HOBU TEXHONIOrMK, OGUC NPOCTPAHCTBO U
MapKKHF 3a KONu.
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Startup Show,
http://startup.bg/

Startup Show e yBnekaTtenHo v 06pa3oBaTenHo NpejaBaHe 3a BCEKMU, KOWUTO ce 3amuchs (obMucns)
Ja cTapTupa co6CTBeH 6usHec B bbnrapus. Bugeo nopeanuaTa e KOHLEHTpUpaHa BbpXy TOBa Kak
ce npaBu 6M3HEC B HalaTa POAMHA. [J0 TO3M MOMEHT MHOTO OT NPUMEPUTE, KHUTUTE U 06yYnTeNHaTA
nnTepaTypa, NoKa3Bear Kak ce npaBu bu3Hec 0TBbA OKeaHa. [pegaBaHeTo Nnoka3ea 61U3Hec npumepu
oT bbnrapus, nokasea pogHu NpeanpuemMaymn v faBa CbBeTH 3a TOBA Kak Jja ce cTapTupa 6usHec,
Tyk B bvarapus. Startup Show e nbpBaTa n Hail-akTUBHa OpraHM3aLns Ha TepuTopusaTa Ha bbarapus
B Nofkpena Ha npegnpuemayecTBoto. OcHoBaHa npes 2007 r. Startup poHAauusaTa e opraHuaupana
CTOTULM CbOUTMA M3 LANaTa cTpaHa v e (0Kasana NoMoLy U CbAeiCTBIE Ha )TOMOTHaNa Ha MHOMo
Mnaju xopa Aa pasBusT CBOUTE UAEM 3a BU3HEC.

The Founder Institute,
https:/fi.co/join

Founder Institute, Haii-ronemMuaT B cBeTa akcenepaTtop W akajeMus 3a CTapTbh KOMMaHUW Ha
HUBO mpen. 3a fa npefu3BMKa KpeaTMBHOCTTA W BU3HEC HIOXa Ha BCMYKM npegnpuemaun, Sofia
Founder Institute npegnara nogpo6Ha nporpamMa C [eTaiiIHO ONWUCaHW CTPYKTypa, MEHTOpCKa
noskpena M rno6anHa mMpexa OT NpeAnpueMaun - BCUYKO HEOO6XOAWMO 3a CTapTUPaHeTo Ha
ycnelweH 6M3HEC B POAHNA UM rpaj. B gonbnHeHue, akcenepaTopbT € eMHCTBEHATa Nporpama no
popa cu, KoATo ce GoKycupa rnaBHO BbPXY XopaTta M NpeAnpueMUynBUTE UM UAeEN, CTPeMsILLA Ce 3a
PaBEHCTBO MeXAy BCUYKM yyacTHuumM. OT oTkpuBaHeTo cu mpe3 2015 r., nporpamara e cb3gana
13 obewiaBaluy BUCOKOTEXHOMOMMYHN KOMMAHWKM Ha MECTHA NoYBa, BKAUMTeNHO Yatrus Analytics
(nonyyuna opo6peHne 3a NEW MEDIA ACCELERATOR B Xam6ypr), Trevor Al (KosiTo Lie y4yacTBa Ha
KoHoepeHuusiTa FounderX B CunuumeBata JONMHa) U MHOTO Lpyru.

KoHdepeHuus Startup (The Startup Conference),
https://m.facebook.com/pg/StartUPBlagoevgrad/about/

Startup koHdepeHuMATa e efHO OT Haii-ronemMuTe FOAWWHM CbOUTUA 3a MNAgM CTapTUpaLLy
npeanpueMaun B pernoHa Ha bnaroeerpag. Cb6UTHETO Ce NMpOBEX/a eXerofHo noj erupaTa Ha
AmepukaHckus yHuBepcuTteT B bbarapus. KoHdepeHuusTa cb6upa Ha ejHO MACTO UHBECTUTOPM,
npeanpueMayn M cTyLeHTH, KOUTO NoSTyYaBaT Bb3MOXHOCTTA f1a 06LLYBaT U pa3MEHST BLbXHOBSBALLM
WAEeV NOMEXAY CU W fa cTapTupaT cobeTBeH 6usHec. OCHOBHATa Len Ha Gopyma e fja npeAcTaBu
nocTuxenus B chepata Ha 6Gu3Heca M NpeAnpuemayecTBoTo. JlekTopuTe ca [obpe 06y4yeHw
npoecrMoHannucTy, KOMTO NoMaraT Ha 3aMHTEPECOBAHM CTYAEHTM W TOCTU KaTo UM [eMOHCTpMpaT
BeYe OCbLLECTBEHU GU3HEC MAeN U CNIOAENAT TaliHUTe CU 3a yCrex.
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LleHTbp PuHKDP,
https://www.rinkercenter.org/bg/

LleHTbp PuHKDBp € LeHTbp 3a npepnpuemayecTBo u o6yyeHns kbMm GoHaauus BCause. OcHOBaH e
npe3 2014 r. ¢c puHaHcoBaTa nogkpena Ha oHpaums KAD Amepuka. Mucusita Ha LleHTbp ,PuHKBP” €
Ja HacbpyaBa 06pa30BAHNETO, YYEHETO NPE3 LieNs XNUBOT M Ja Nognomara npegnpueMayecTBoTo 1
pa3BUTUETO Ha 6u3Heca B bbnrapus. MporpamuTe My ca HacOYeHM KbM Cb3[,aBaHe Ha Bb3MOXHOCTU
3a ycTOMuMBa 3aeTOCT, MOBMILABAHE HAa KOHKYPEHTOCMOCOGHOCTTA, J0OaBSAHE HA CTOMHOCT W
MHOBALMMK, C LieN Nofo6pABAHETO HAa KayeCTBOTO Ha XMBOT B bbarapus ¢ Gokyc Bbpxy Cenckute
paiioHn. LleHTbp “PuHKbp” nogkpenst HagrpaxaaloTo obyyeHune v KBanndukauma Ha 6barapckute
YYUTENW, CTUMYNMPANKW M3MONM3BAHETO HA HaW-HOBUTE TEXHONMOTMM, WHTEPAKTUBHM METOAW Ha
npenofaBaHe W pasbupaHe Ha CTYAEHTW CbC CReuuanHu HYXAW - YBPeXAaHusi, 3aTpyaHEeHUs B
06Yy4YeHUEeTO, ETHUYECKN ManLMHCTBA. LleHTbpbT nognomara u pasBMTUETO Ha akTUBHUTE MTaAy Xopa
¥ geuata. LleHTbpbT NoAKpens 1 pasBUTMETO HA aKTUBHU MaAN Xopa Ypes creLnanHu obyyeHus.

5.2. I3TOUHUIM 32 PUHAHCUPAHE

®duHaHcMpaHeTo e MOXe 61 efHO OT MbpPBUTE Hella, KOeTo We Bu poitge Ha yM (3a KOETo lie ce
3aMUCNINTE), KOraTo CTaHe iymMa 3a CTapTUpaHe Ha Co6CTBEH 6usHec. bes duHaHcupaHe 6U3HeCHT
Bu He MOXe fja CblLecTBYBa, T. €. HE MOXe fia rapaHTMpa onepaTUBHOTO CU QYHKLMOHUPAHE U He
MOXe Aa nyaHupa pactex. EAUH OT OCHOBHWTE Npo6iemMu, Npef KOMTO Ce M3MNpaBs BCEKW Mnaf
npeanpueMay, € HegoCTUIbT Ha GUHAHCOBM CPeAcTBa. B TO3M KOHTEKCT, efHO OT Haill-roneMute
npean3BUKaTeNCTBa MpW 3aroyBaHeTO Ha COGCTBEH 6GU3HEC € ONpefieNIiHETO Ha pasmepa U
M3TOYHMKA Ha (MHaHCMpaHe, HEOOXOAMMM 3a M3NblHEHMe Ha Bawwns 6usHec nnaH. BaxHo e fa
U3roTBMTE AO6pPE CTPYKTYpupaH MHAHCOB MiaH, KOWTO Le Bu nomorHe fa npeMuHeTe yCrnewHo
HayasHWUTE eTanu oT Pa3BUTMETO Ha BU3HEca.

Haii-yecTo U3non3BaHuTe U3TOYHMLM 32 GUHAHCUPaHe Ha cTapTupaLy 6M3Hec ca:

> JIMYHM criecTABaHNS — TOBA Ca CPEACTBA, OCUTYPEHM OT camus Npeanpuemay.

> 3aeMaHe Ha CpeficTBa OT YNIEHOBE Ha CEMENCTBOTO U NPUATENN — 06UKHOBEHO TE3U CPeAcTBa
ca 0CBO6OJIEHU OT NUXBA.

> OpraHu3auuu, nognomaratiy pasBuTUeTo Ha MasbK GU3HEC — MHCTUTYLUK, OCHOBAHM 3a Jia
nognomarat pa3BMTUETO Ha NpeanpUeMayecTBoTo.

> 3aemu oT 6aHKM — TOBA 0OMKHOBEHO Ca KPaTKOCPOUYHM 3aeMU B NojKpena Ha 6usHeca.
CtapTbnuTe (KaTo IOPUAMYECKM NNLLA) YECTO CPeLLaT TPYAHOCTU NpU JOCTHN 10 TaKbB BUA
(GuHaHcKUpaHe, nopaay BUCOKUA PUCK M fiuncaTa Ha GUHAHCOB KanauuTeT. AnTepHaTuBa
TYK Ce fIBfiBa Bb3MO)XXHOCTTA 3a MoJlyyaBaHe Ha 3aeMu KaTo GMU3MYECKO uLe.

> KpeauTHM KapTu Ha NpeAnpuemMaya 1 YNeHoBe Ha CEMECTBOTO My — TOBA € efiHa Mo-CKbMa
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anTepHaTMBa Ha 6aHKOBMTE 3aeMM; pasnonaraeMuTe CpeAcTBa UMaT IMMUT, ONpe/ieneH
cropej KpeauTHaTa KapTa.

PuckoB kanuTan - BknoYBa Gpopmantu 1 HehopmanHu BUAOBE hUHAHCUPAHE HA MasKM,
6bp30PacTSALLM, HO BUCOKOPUCKOBK (MPMU, KOUTO CE 0YaKBa [1a YBEMYAT A0 HAKOJKO MbTH
pa3Mepa Ha UHBECTUpPaHUs B TAX KanuTann.

CbbupaHe Ha pecypcy CbBMECTHO C NApTHbOPU — TOBA € efiHa Bb3MOXHOCT 3a HabupaHe Ha
CPeACTBa M CTapTMpaHe Ha GU3HeC 3aefiHO C POAHMHM, NpUATENM U T. H. KaTo usno, ToBa ca
xopa, 6nK13KK Ha NpeanpueMava.

BuaHec aHrenu - ToBa ca 3aMOXHM X0pa, KOUTO MHBECTUPAT COBCTBEHMTE CU Napy, BpeMe
" OMUT ANUPEKTHO B KOMMaHWK, KOUTO He Ca KOTUPaHK Ha CTOKOBaTa 60pca U C KOUTO HAMaT
POAHWHCKA BPb3Ka, B 3aMsAHA, Ha KOETO 0YaKBaT HAKakBa GuHaHcoBa obnara.

CnecToBHM Kbl — GUHAHCUPAHETO, KOETO Te NpeanaraT € MHOro nofo6Ho Ha 6aHKOBMTE
3aeMu. Manko no-CKbo €, HO MbK MO-A0CTbMHO 3a CTapTUPaLLM GUpMu (MUKpoGUHAHCHpaHe).

JI3uHr - BKNKOYBA NOKYNKa/HaeMaHe Ha 060pyABaHe, 3a KOETO Ce Nalya Haem Ha
NM3MHIOBa KOMMaHUA 3a onpegeneH nepuog ot speme. 060opyABaHeTO He e COBCTBEHOCT Ha
dupmata 10KaTo TA He U3NNATH U3LSO0 CTOMHOCTTA MY Ha JIM3UHrOBaTa KOMMaHMsl, 3aefiHO C
NUXBUTE.
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®UHAHCWUPAHE OT EBPOMENCKNA CbIO3

Mo-Aony canpeAcTaBeHN eHU OT HAN-NOMYASPHUTE NPOTPAMM M UHCTPYMEHTH, KOUTO LU NPeAoCTaBsAT
6e3Bb3mesfiHa (GMHaHCOBA MOMOLL 3@ pasfiMyHM BMAOBE MaNbK GM3HEC M HacbpyaBaHETO Ha
MNafIeXKN UHULMATUBM 3a 3aeTOCT:

OnepaTuBHa nporpama ,MHOBaLn U KOHKYpeHToCnocobHoCT"
www.opic.bg

OnepaTueHa nmporpama “MHoBauun U KOHKypeHTocnocoGHocT” 2014-2020 (OMUK) e ocHOBHUAT
nporpaMeH [OKYMEHT Ha HaLMOHANHO HWBO, OYepTaBally MomolyTa 3a Gbarapckus 6usHec ot
EBponeiickuTe CTPYKTYPHU U MHBECTULMOHHU hoHAoBe 3a nepuoga 2014-2020 r.

OMWK e HacoyeHa KbM afpecupaHe Ha HyXAuTe, NpeofofifiBaHe Ha npeju3BuKaTencreara u
0rnon30TBOpPsiIBaHE Ha Bb3MOXHOCTUTE 3a pa3BUTWe Npej 6barapckata MKOHOMUKA. MepkuTe,
3aI0KeHn B nporpamara, LendT KOMMJEKCHO fa [OonpuHecaT 3a Cb3JaBaHETO Ha YCTOWYMBH,
ABArOCPOYHM KOHKYPEHTHM NPeauMCTBa Ha ObArapckuTe NpeAnpuUATUSA U YCKOpsSIBaHe Ha Npexofa
KbM WKOHOMMWKA 6GasupaHa Ha 3HaHMeTO. opkpenaTta e CbCPEAOTOYEHA BbPXYy PpasBUTME Ha
MHOBaLMUTE, NpeAnpMemMayecTBOTO, KanayuteTa 3a pacTeX Ha Mankute U CpefHU NpeanpuaTus
(MCI), eHepruiiHaTa 1 pecypcHaTta eeKTMBHOCT Ha NpeanpuaTUsTa.

06wmaT 6roaxet Ha OMUK 2014-2020 e B pasmep Ha 1,27 mMapA. eBpo, KaTo (GUHAHCMPaHETo
oT EBponeiickus GoHA 3a pervoHanHo passutue (EOPP) Hapxebpas 1,079 mapa. epo (85% ot
6lo[)XeTa), a HaLMOHANHOTO CbhUHAHCMPaHe ce paBHABA Ha Manko Hag 191 mnH. espo (15% ot
OloXeTa).

Mporpamara Lie onuTa ja NoCTUrHe LieNuTe Ci Ypes pasHoobpasHu AeMHOCTH, FPyNUpaHun B YeTUpHTE
NPUOPUTETHN OCK, KaKTO cnepjBa:

e [IpuoputetHa oc 1: TexHONOrMYHO pasBUTUE U MHOBALWMK;

e [lpuoputetHa oc 2: [pegnprmemMayecTBo 1 KanauuTeT 3a pactex Ha MCIT;

e [lpuoputeTtHa oc 3: EHepruiiHa n pecypcHa epeKkTUBHOCT;

e [lpnoputeTHa oc 4: [[pemaxBaHe Ha NPeYKnTe B 0611aCTTa Ha CUTYPHOCTTA Ha JOCTaBKUTE Ha
ras.

Llenta Ha feiiHOCTUTE, NPEBUAEHN B PasIMuHUTE NPUOPUTETHM OCH, € [ia Ce OCUTYPY NMOAKpena 3a
Cb3[]aBaHe Ha YCTOMYMBY W AbATOTPANHN KOHKYPEHTHU NPeaUMCTBa 3a 6bArapcKuTe npeanpuaTus
W yCKOpsiBaHe Ha npexofa KbM MKOHOMMKaA, 6asuMpaHa Ha 3HAHMETO, KaTO CbLLEBPEMEHHO Cce
nofo6PAT NoKasaTeIMTe Ha CTPaHaTa 3a pasBUTHE Ha GUHAHCOBMS Nasap, TEXHOOTMYHA FOTOBHOCT,
MOZIEpHU3aLMATA Ha BU3HECa, Pa3BUTUETO Ha MHOBALMNTE, U Ap.
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OnepatuBHa nporpama ,Pa3BuTe Ha YoBeLIKUTE pecypcu”
http://esf.bg/

OnepaTueHa nporpama (OM) 3a pa3euThe Ha YoBelwkuTe pecypcu (PYP) gonpuHacs 3a nocTuraHeTo
Ha LenuTe Ha EBponeiickus cbio3 B 06/1acTTa Ha TpyfoBaTa 3aetocT U Gop6aTa ¢ 6efHOCTTa W
COLMaNHOTO U3KNoyBaHe.GMHAHCUPAHETO Ce NPefloCTaBs B IBE OCHOBHM HamnpaBfeHus:

1. 3aetocT - noaKpens NpoeKTH, HaCOYeHN KbM NO-A06bP JLOCTHN A0 paboTa ¥ Nognomarallm B
AbArocpoYeH nnaH 6e3paboTHM MNaan xopa A0 29-roauiiHa Bb3pacT, 0CO6eHO TakUBa, KOUTO
He ca 3aeTy, yyaluy 1 obydaBalum ce.

2. CouuanHo BKJIIOYBAHE — HACOYEHO e KaKTO KbM M1aAnTe, Taka U KbM MO-Bb3PacTHUTE,
NpeayuMHO Xopa C YBPEXAaHWa WU MaNLMHCTBEHU rpynu. CoLuanHoTo NpeanpueMayecTso,
YNeCHEHUAT AOCTBN 10 NPodecuoHanHo 06yyeHne 1 3apaBHU U COLMANHK YCRyry, ca
NpUOpMTET Ha NporpamMara.

Mporpama 3a pa3BuTHe Ha cenckute panonln 2014-2020
http://www.dfz.bg/bg/prsr-2014-2020/

Mporpamata 3a pasButie Ha cenckute paiioHu (MPCP) e Haii-ronemMuaT GUHAHCOB MHCTPYMEHT B
MOAKpena Ha NPOeKTM M MHBECTULUM B cepaTa Ha 3eMefeNIMeTo U pasBUTUETO Ha CEICKUTE paiioHu
Ha bbarapusi. 3a nepuopa 2014-2020 roanHa, Mporpamarta pasnonara ¢ 6r4xeT oT 2.9 munmapga
eBpo. OuakBa ce 65130 3 500 3eMepencku npegnpusaTua u okono 120 hbupmu, paboTelly B cekTopa
Ha ropckoTO CTOMAHCTBO, fja NoAyYyaT MHBECTMLMOHHA NOAKPENa Mo NbpBara Les 3a NofobpsBaHe Ha
KOHKYPEHTOCMOCOGHOCTTa M 6anaHcupaHe Ha 3aeTOCTTa Ha Abp)XaBHaTa 3eMefieficka XpaHUTeNHO-
BKYCOBa MPOMMLUIEHOCT W CEKTOPA Ha FOPCKOTO CTOMAHCTBO .

Moseue o1 4 000 Manku 3eMefenLy e nonyyat noagKpena 3a passutue Ha ctonaHcTeara cu, 1 630
Mnagu Gpepmepu e noayyat cTapToBa NOMOLY B nojkpena Ha 6usHeca cu. B nocnefHute rogutum,
3eMefleNIMeTo ce NpeBbpHa B GU3HEC HULLA C 0COBEHO 3HAYEHME 3a MaANTe xopa M GnarofapeHue
Ha MHOro6poiiHMTe GMHAHCOBM CTUMYM U MeXaHW3MK, HannyHK no Mporpamata. NMPCP nogkpens
¥ NPOM3BOACTBOTO HAa 6MO MPOAYKUMA M HacbpyaBa NpunaraHeTo Ha TPaAMLMOHHM NPaKTMKKW 3a
OTrNeXjaHe Ha 3emMegesnicka NpoayKLuus.

Epa3bm +
www.hrdc.bg

,EpasbM+’ e nporpamata Ha EC 3a nognomaraHe Ha 06pa3oBaHUETO, 06YYEHWETO, MIaAeXTa U

cnopta B EBpona. bnarogapeHue Ha cBos 6104)KeT 0T 14,7 Munuapaa espo, T Le fafie Bb3MOXHOCT
Ha Hafj 4 MUIMOHA eBponenLM Aa yyaT, NPoBeXAAT CTaX, TPYnaT onuT U paboTaT KaTo 406pPOBO/ILN B
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uyx6uHa. Mporpamara e eanH OT Hali-3BeCTHUTE 1 ePEKTUBHM GUHAHCUPALLM MHCTPYMEHTH, KOUTO
npefocTaBs MHOXECTBO Bb3MOXHOCTH 3a XOpa OT BCUYKM Bb3pacTy, KaTo MM nomara fja nonyyasar
M 0O6MEHAT 3HAHWUS W ONUT B MHCTUTYLMM U OpraHW3auuu OT pasnuyHu Abpxasu. Mporpamara e
HacoyeHa KbM HamansBaHe Ha 6e3paboTuuaTa, 0CO6eHO cpef MnaauTe xopa; HacbpyaBaHe Ha
06pa30BaHNETO 3a Bb3PaCTHU, 0COBEHO U3rpaXJaHeTo Ha HOBU YMEHNS M YMEHUS, KOUTO Ce TbPCAT
OT nasapa Ha TpyAa, HacbpyaBaHe yyacTWeTO Ha MiajuTe Xopa B eBporeickara JemMoKpauus;
Mopkpena 3a MHOBALUMM, CbTPYAHWYECTBO M pedopmu; HamansBaHe Ha npexjeBpeMEHHOTO
HanyckaHe Ha yuymnuuie; HacbpyaBaHe Ha CbTPYAHMYECTBOTO M MOOBWUIHOCTTA MEXAY CTpaHuTe
naptHbopu Ha EC. B Bvnrapusa Epasbm + ce ynpasnsBa u KoopfuHupa ot LieHTbpa 3a paseButue Ha
YOBELLKNTE pecypcu - HauuoHanHara areHums Ha nporpamara.

EpasbMm 3a Mnagu npegnpuemMayu
WWW.erasmus-entrepreneurs.eu

Epa3bm 3a mMnagu npeanpuemayn e MexayHapoAHa nporpama 3a 0o6MeH, KosiTO NpeAocTaBs Ha
HOBM unu GbJewm npesnpueMadn Bb3MOXHOCTTA Aa C€ yyaT OT ONMUTHWU MpeanpuemMayu, KouTo
ynpasnsBaT Manku npegnpuatus B apyru ctpanu ot EC. EpasbM 3a mnagu npegnpuemauu
JonpuHacs 3a NoBMULWABaHe 06MEH Ha 3HAHWA M OMUT, KOHTAKTU U CbTPYAHUYECTBO Ha TepUTOpUSITA
Ha usna Espona.

MporpamaTta e OTBOPeHa KaKTO 33 HauuHaellM, Taka M 3a ONUTHW npeanpuemadn. O6MeHbT Ha
ONMUT Ce OCbLLLECTBABA MO BPeMe Ha NPecToil NPy ONUTeH NpeanpueMay, KoiTo nomara Ha HoBus
npeanpuemMay B NpuAo6MBaHETO Ha YMeHUs, HEOBXOAMMM 3a yMpaBleHUETO Ha Manka (upma.
Monsute 3a npeAnpuemaya-AOMakUH Ce W3passABaT B HOBM MepCneKTUBM 3a pasBUBAHE Ha
CO6CTBEHUA 6M3HEC W Bb3MOXHOCTTAa 3a YCTaHOBABAHE Ha CbTPYAHMYECTBO C UYKAECTPaHHM
NapTHbOPM UK ONO3HABaHEe Ha HOBU Nasapy.

TepuTOpManHK NporpaMu 1 NPorpaMu 3a TPaHCrPaHUYHO CHTPYAHUYECTBO
V|HVILWI6TI/IBMTe 3a M1afexko npeanpnemMavyecTso U CbTPyAHUYECTBO Ce nognomarat nNpuopuTeTHO
B Ha/JIMYHUTE MporpamMu 3a TEPUTOPMANIHO M TPAHCTPaHUYHO CHTPYAHWYECTBO, B KOUTO yyacTea

Bbnrapus. 3a paifoHa Ha bnaroeBrpag, ca HanMuyHU CleHNUTE NPOrpaMy:

e WHTEPPET - UMM MNporpama 3a TpaHCrpaHW4YHO CbTPYAHMYECTBO
bbnrapua-Makegonusa 2014-2020

e WHTEPPET V-A lMporpamMa 3a TpaHCrpaHUYHO CbTpyaHUYecTBO Mbpuns-bbnrapus 2014-2020
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YcnewHa uctopusi: FindMeCure

KnuHnyHUTe NpoyyYBaHus ca HepasfenHa yacT oT papmauusiTa: 6e3 TaX MOAepHUTe
MeAMKaMEHTM HUKOra HiIMalle fa cTurat fo nasapa. Okono 40% oT Te3n TecToBe ce
npoBanaT nopaAu nuncarta Ha JoCTaTbyHO NaLMeHTH, KOUTO fja yyacTBaT B TAX.
bbnrapckara craptupaiya komnanus FindMeCure e pelueHa fa ce cnpasu C T031
npo6nem, KaTo MOMOTHE W Ha MaLWeHTUTE, M Ha KoMNaHuuTe. Ta Cb3[aBa TEXHONIOrMYHa
nnaThpopma, KoATO CboMpa rofisiMa YacT OT BCUYKM KIIMHUYHYM U3NUTBAHMUS MO CBETA U
npegocTaBs MHOOPMaLMATA MO NECEH U JOCTbMEH HAYMH Ha BCEKM, KOWTO MMa HYXAa OT
Hesi. Taka nauueHT MoraT Aja M3npobBaT anTepHaTUBHMU JIEYEHNS OLLEe Npeau
U37M3aHeTO MM Ha Masapa, KaTo ca 3ano3HaTh C BCUYKM NAOCOBE U PUCKOBE Ha Lienus
npouec.

OcHoBaTenuTe Ha upmara ca TpMMa Maagm Xopa, KOMTo MMaT AbArOroANLLIEH ONKUT B
CeKTopa Ha KNMHWUYHUTE NPOYyYBaHUA U Ca NPEMUHANN Npe3 TPMMeceYHa nporpama B
akcenepatopa Techstars B JTOH/I0H.

PasButuneto Ha nnathopmata npuBnuYa uHBecTutTopuTe. Taka, BbB FindMeCure Bnn3a
tdoHabT LAUNCHub Ventures, koiito uHBectupa Hag 300 000 gonapa ¢ onuus 3a
JOMbAHUTENHO GUHAHCMPaHe Npu pa3BUTHeE Ha 6usHeca. EfHOBpeMeHHO TOBa BbB
(hMHaHCMpaHeTo Ha HOBOCb3JaZeHaTa GupMa BiM3a U CBETOBHUAT aKcesiepaTop
Techstars, ¢ koeTo usanata cyma Hagxebpns 400 000 gonapa v NpefocTaBs Ha
KomnaHuaTa GuHaHcupaHe 3a Mexay 12 n 18 meceua. EfHa T npuunHUTE, KOUTO
npuennyat BHUMaHueTo Ha LAUNCHub Ventures e HeedekTuBHaTa paboTa Ha OrpoMHara
WHAYCTPUS HAa KNUHWYHUTE MPOYYBaHMs, KosaTo e 6usHec 3a 100 Mnpa. fonapa. Ekunbt
“36upa NpaBUIHOTO BPEME U C NPABUIHOTO NO3ULMOHMPAHE ycnsiBa fia NpeocTaBu
ycnyra, KoAiTo Lenu fa onTuMnu3anpa MeanLmHckaTa MHhopmaums 3a AafeH nauneHT U
W3KYCTBEHUSI MHTENIEKT, C MOMOLLTa Ha KOUTO Ta3u MHAYCTPUSA Aa ce AUruTanuaupa oue
noseve.

MoBeye UHhopmaLua 3a pupmaTta e HanuyHa Tyk: https:/www.findmecure.com/company
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Start-up Sample Business Plan, Continental Business
Plan Consulting, LLC, New York, USA, 2009.
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L., and Raffa, D., 2nd Edition, John Wiley and Sons, Canada, 2009.

Business Smart Toolkit, Instructor’s Guide, US Small
Business Administration, https://www.sba.gov

Success Secrets of Today’s Leading Entrepreneurs, 50 Ways to plan for small
business success, YFS Magazine, YFS Media LLC, 2012, www.yfsmagazine.com .

Developing Countries Small Business Manual, Sam Vaknin,
A Narcissus Publications Imprint, Skopje 2003.

Guide How to Launch in Macedonia, Startup Macedonia, 2017.

Simple Steps for Starting Your Business, The Score Foundation
in partnership with Canon, www.score.org .

Enterprising Oxford - Supporting entrepreneurial connectivity, https://eship.ox.ac.uk
Strategyzer, https://strategyzer.com

How to Start a Startup, Sam Altman, http://startupclass.samaltman.com
Entrepreneurship and innovation, Steve Blank, https://steveblank.com
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7. lIpniiosrenns

Ipuao:kenue 1: Ilpumep 3a busnec moje.n (Business Model Canvas)

BWU3HEC MOLE/T HA MCDONALD'S

KniouoBu
napTHbopn

[locTaBunum

Co6CTBEHNLM Ha
(paHyaiis (80%)

KnioyoBu
AeiiHocTH

MapkeTuHr

Mpoaax6a Ha xpaHa u
HanuTKu

Knioyoeu
pecypcu

Pa6oTewuTe B MecTaTa
3a XpaHeH

06€eKTH Ha KIHOYOBK
NoKauuu no uenunsa ceat

CTOiHOCTHM
npeasnoXeHns

XpaHa ¢ NocTosHHO
KauecTBo, KOSTO ce
cepsupa 6bp30 U No
e4VH 1 CbLUM HauMH No
Lenus ceat

B3aumooTHowe-
HUSA C KNNEHTHTe

B mecTata 3a xpaHeHe

OHnaiiH BbB BCUYKN
nnatdopmn

Kananu 3a
AUCTPUGYLMSA

PectopaHtn

Knuentcku
CermeHTH

CemeiictBa, Mnagu
xopa, MeHcuoHepw,
Pa6oTeuum xopa

CTpyKTypa Ha pa3xopute

Pasxopaw 3a 3annatu

Pasxofu 3a usrpaxpaHe 1 NoAAPbXKa Ha MecTata 3a XpaHeHe

[locTaBKa Ha CypoBUHM
MapkeTuHr

W3TOYHULM Ha NPUXOAM

0T co6CTBEHM MECTa 3a XpaHeHe
OT MecTaTa 3a XpaHeHe Ha COBCTBEHULMTE Ha (ppaHyaiis
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[Ipunoxxkenue 2: IIpumep 3a KpaTKa Ipe3eHTausa Ha
ousHec uaed npes noreHnuaIny nasectuTopu (Pitching)

PETPO POKJIUTE HA AHA

Hawara gupma n3paboTBa 1 npogaBa penuku Ha peTpo pokau oT nepuoaa 1920 - 1960. Hawwute
An3aiiHepy ce BABXHOBABAT OT MOAATa Ha efiHa OT Hall-M3BECTHUTE EMOXM, @ BCAKA POKJISA paska3Ba
CBOfATA JIMYHA UCTOPMUS.

Mpobnem
MHoro e TPYAHO Aa HaMepuLL PerJIKN Ha PETPO POKJIM, @ U OPUTUHAIHITE PETPO POKN Ca MHOTO
CKbIN.

HaweTo pewenne

MpuTexxaBame OpUrMHaNHa KONEeKuUs OT PeTpo POKAU, KOUTO Ce HamMupaT MHOro TPYLHO.
/3paboTBamMe poknuTe C peTpo NIAaTOBE M Ha JOCTBMHU LieHNW, Taka Ye famuTe Ja MoraT fja Cu v
no3BONAT.

LieneBu KnneHTu
06w 6poit Ha LeneBuTe KaneHTun: 100 000 xeHu;
O6wa o6em Ha nasapa: 10 MunuoHa eBpo

e XeHu Ha Bb3pacT 18 - 38 r., oHNalH e XeHu Ha Bb3pacT 28 - 60T.,
notpeéutenu (67% ot nasapa); 06em KOMTO nasapyBar OT (pU3NYECKH
Ha nasapa: 6,7 MUJIMOHa eBpO; Marasuhu (33% ot nasapa); 06em

Ha nasapa: 3,3 MUn1oHa eBpo

Heo6xoaumo ¢pmHaHcupaHe
10 000 eBpo Ca HyXHM 3a 3aKynyBaHe Ha HOBM MaTepuanu W 3a MOKPUBAHE Ha pa3xopuTe 3a
MapKeTUHT U peknama.

Mpopa6m 1 MapKeTHHr

KaHanu 3a npogaxoa MapKeTUHrOBM MHULMATMBU
1. WuTepHeT marasuH Etsy.com 1. baHepu B Etsy.com
2. JlnyeH 6nor 2. Peknama BbB deiicbyk
3. MecTHuAT nasap 3. KamnaHuu B Twitter

4. ®oTOo M3N0X6M

5. My6nukauum B Yyxam 6noroee

55



®UHAHCOB MJ1AH

20000 — 20000

15000 [—
13000

L0000 11000
10000 (— 9000 9000
8000

5000 (—
3000

0 —
2018 2019 2020
-5000 L
Iloxog Pasxop Il Nevanéa
KniouoBu uenun
» [la npousBefem AeceT pokau > [la 3ano4yHeM NPofAax6m B UHTEPHET
[0 15 mapt 2018 r.; marasuHa Ha Etsy.com go 10 maii 2018 r;
» [la sacHemeM poknute go 30 mapt 2018 r; > [la cTapTupame MapKeTUHroBa

KamnaHus go 20 maii 2018 r.

Ekun u OTroBOPHOCTH
Cob6cTBEHMYKATa AHK yyacTBa B Aun3aifiHa Ha poknure:

e T4 Wwue OT OCEMIOAMLLHA; e Cnevenuna e HAKONIKO KOHKYpCa 3a u3aiiH;

e 3aBbplunna e YHMBEPCUTET NO ANU3aNH,; e [IU3aiiHbT Ha PETPO POKJIN
€ HelHaTa cTpacT.

CoHSl, CTaXKaHT

e Tdayum B YHUBepcuter e |Acka pa cTaHe e Jliobumarta it au3aitHepka
no An3anH; JM3aiiHep Ha poknu; e Koko LlaHen

MapTHbOPHU M pecypcu

1. LesH - poTorpag, yus BbB 3. MecTHMAT nasap Ha OTKPUTO, paboTy
YHMBEpCUTET NO AN3aitH 1 NpaBy BCSIKa Cb60Ta OT HOHM 10 AEKEMBPM,
CTPaXOTHU CHUMKM Ha POKIIUTE; poKNIUTE Le 6baaT NpogaBaHu Tam;

2. Textile & Co - ocTaBuYKK Ha NnaToBe W 4. Etsy.com - oHnaitH nnatopma 3a
BCWUYKO HEOOXOANMO 33 POKNUTE; X0pa, KOUTO N3paboTBaT PbYHU U PETPO

n3genus, TyK e 6baaT peannanpaHu
GbAelnTe NPOAAXON Ha POKSIUTE
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[Tpuioskenue 3: PUHAHCOB ILIAH

PA3X0[W 3A CTAPTUPAHE

Mpeamer KonuuecTso (eBpo)

(1) Crpagu / HeABUXMUMO UMYLLLECTBO
HaemaHe / otpaBaHe nog Haem
TMokynka Ha crpagu / HefiBUXNUMO UMYILLECTBO
CTpouTenHu pa6otu
Mopo6peHus / peHoBaLum
Apyrw
06wo (1)
(2) KanutanoBo o6opyzBaHe
lMokynka Ha 06opyABaHe
060pyABaHe Ha NIM3NHT
Me6enu
KoHcymaTtusu
Mawunn
TexHonoruu
Apyru
0610 (2)
(3) ABMUHUCTPATUBHY pa3xopn
KopriopaTuBHY TaKcK, IMLiEH3N, Pa3peLLnTeHIA U iaHbLM
HeABMXMMO NMYLLECTBO U TaKCH 3a KOMYHAJTHU yCAyrit
3acTpaxoBku
3annatn
[lanbln BbpXY 3annat
Oduc koHcymaTnBM

MopzpbXxka Ha ye6cait
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CYeToBOAHM yCnyru
l0puanyeckn yenyru

Apyru

(4) HayanHa uHBeHTapu3auus
Kareropus 1

Kateropus 2

(5) Pa3xoau 3a peknama/ npomMoLym
Peknama

Mopo6peHue Ha yebcaitTa
UHdopmaumoHHo Tabno

MeyatHu ycnyru

[bTyBaHe M HacTaHsBaHe

Apyru

(6) Opyru pasxoam

[Opyrv pasxoan 1

[pyru pasxopm 2

(7)HenpepBuaeHu pasxoam

(8) O60poTeH KanuTan

0610 (3)

06wo (4)

06w (5)

06wo (6)

06wo (7)

06wo (8)

OBLL,0 pa3xoau 3a cTapTUpaHe
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OTYET 3A MPUXOQNTE N PA3XOAUTE

Mpuxop (npopan6u)

Pasxogy 3a npogaxem

3annatu 110.000
Marepuanu 15.000
[ipyru npeku pasxoan 10.000

0610 pa3xopu 3a npogaxéu  270.000
BpyTtHa neyan6a 122.500
OnepaTtuBHM pasxoau
Pasxopy 3a MapkeTuHr 1 peknama 52.000
06WyM afMUHUCTPATUBHU pasxoan 34.000
061w,0 onepaTuBHU pa3xogu  86.000
HetHa onepatueHa neyan6a 36.500
[aHbk 061y JoX0A 3.650

HetHa nevyan6a 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!
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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 Bulgaria within a day?

1. Select the corporate form of your company. Currently the Limited Liability
Company (00D) or Single person Limited Liability Company (EOOD) are
the most preferred corporate form for starting a small to medium-sized
company in Bulgaria. Both forms require low amount of initial capital
and short time for registration procedures. The main difference between
EOOD and 0QD is in the number of people that own the company’s capital.
In the case of EQOD the ownership of the capital belongs to a single
person. In regards to 00D, the capital is shared between the founders,
as there is no strict requirement that shares should be equal.



2. Select a name of your company. Check in the electronic
register of the Commercial Register. You can also reserve a
name for your company. You can do everything on-line.

3. Hold an Incorporation Meeting, adopt a Memorandum or an Article of
Association. This will be the key document that will regulate and distribute the
responsibilities in your future company. Assign a managing director if necessary.

4. Begin with the registration procedure at the Regional office of the Commercial
Register in Bulgaria. You would need to submit approximately 12 documents
to register the company in the Commercial register of Bulgaria. Most of the
documents are available on-line and could be filled in relatively quickly.

5. Depositing the company capital into a special capital raising
account (the minimum capital amount is BGN 2);

6. The fee of the Commercial Register for registration of a company
amounts to BGN 160 and BGN 80 if the application and supporting
documents are submitted electronically. You would also have
some notary taxes and bank account setting-up fees.

7. If everything is fine with the documents, your company will be
registered no later than the end of the first business day after
the acceptance of the documents related to registration

There are many websites that provide company registration services for very low fees, as
well as simple registration and completely online services. You can check them out here:
1. Pisar.bg
2. Advokatami.bg
3. NovaFirma.bhg

If you want to do everything on your own you can visit the web site pravatami.bg for easy
to read instructions on how to register a company in Bulgaria

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:
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¢ 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?
yourying e 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.

¢ To generate positive cash flow from operations, and at
least 10% net profits after the second year.

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:
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» 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

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

22



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?

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

e 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.

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

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

e H h do they charge?
oW mich Cothey charge e What types of customers are they targeting?

¢ 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?

COMPARATIVE TABLE - DIFFERENTIATION OF YOUR PRODUCT FROM THE COMPETITION

Competitors Design Functionality Durability System Price

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

3.3.6. MARKETING AND SALES PLAN
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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

¢
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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

27



v

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.
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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

Profit

Break-Even
Point

Variable costs

____________ Fixed costs

|
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

Junior Achievement Bulgaria
http://www.jabulgaria.org

The mission of Junior Achievement Bulgaria is to educate and inspire young people to value free
enterprise, business and economics to improve their quality of life.

JA Bulgaria offers advanced programmes and courses, developing knowledge and skills related to
leadership, economy, teamwork, business skills, financial literacy, career guidance, innovation and
technology, presentation skills, development of entrepreneurial spirit. The organisation works with
young people aged from 6 to 25 years. Teaching methods rely on interactivity, learning by doing,
mentoring and involvement of practitioners of different professions in the educational process. Most
popular events and competitions that are organized on regular basis include: “Manager for a day”,
“Student company”, “Rising stars”, “Smart start”, “Virtual enterprise (JA Titan)”, “Innovation camp”
and many more.

Start It Smart
http://www.startitsmart.com/bg/

Start It Smart is an entrepreneurship organization founded in 2009 that was created with the goal
to spread and develop the entrepreneurship mindset in Bulgaria while supporting young people in
starting and developing their own business. Start It Smart is the founder of the first pre-accelerator
educational program in Bulgaria — Start It Smart - Pre-Accelerator and of many other projects with
which we support and inspire entrepreneurs - workshops, events, consulting services, pitching
competitions, trainings, mentorships, etc.

Eleven Bulgaria
http://www.11.me/

Eleven is an accelerator and venture capital fund for early-stage investments. It provides mentorship,
support through its partners, and the critical first round of investment. With €12 million of funding
provided by the European Investment Fund (EIF) through the JEREMIE Program Eleven is one of the
biggest early stage investors in Central and East Europe. Eleven is a very successful initiative that
provides fast-growing ecosystem of entrepreneurs who come together to change the world. Eleven
team has access to 150+ mentors and partners bring practical, global experience, counsel and
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connections to the 50+ companies that accelerate each year. Eleven develops startup teams and ideas
into winning businesses — making startup escape velocity (the inspiration behind our name) possible,
i.e. the speed needed to break free of local restraints and become truly global. Eleven welcomes close
to 50 startups into our accelerator program annually, providing hands-on support and mentorship,
collaborative office space, and critical seed funding. The venture capital fund potent ideas by providing
up to €200,000 in incremental rounds starting initially with €25-50,000.Eleven is focused on innovative
ideas, providing up to €100,000 for proof of concept starting with a 3-month acceleration program
under one roof. The fund is willing to invest €100,000 more usually as part of a follow-on seed round
for an aggregate of €200,000 funding by Eleven.

LAUNCHub

https://www.launchub.vc

LAUNCHub is a seed fund supporting the most promising entrepreneurs and digital startups in
Southeastern Europe. Since 2012, LAUNCHub has invested and committed 7.5 Million EUR in 60
startups from 10 countries in the SEE region, including Bulgaria, Romania, Macedonia, Croatia,
Greece, Slovenia, Ukraine, Austria and Switzerland. LAUNCHub has welcomed over 200 founders in our
portfolio family and for less than three years and managed to attract over €10.6 million of additional
funding for its companies, seeing through a couple of next rounds, including two Series A and a few
joint rounds with participation from angels and other seed investors.

The LAUNCHub team works with various founders to provide assistance in many ways, other than the
investments granted. The initiative acts more like a team member and an engaged partner by offering
startup teams access to a network, consisting of experts, tech vendors, successful entrepreneurs
and investors. Launchub provides joint resolution and basis to elaborate together business and
product development strategies. On a strategic level LAUNCHub is partnering with Seedcamp and
Mozilla WebFWD and operates under the Entrepreneurship Acceleration and Seed financial instrument
of the JEREMIE initiative of the EIF and EC. Each application run is aimed at companies targeting
seed financing as investments vary of up to €200,000. Together with co-investors a company can
participate in seed rounds of up to €400,000 Euro. The main target group of Launchub are companies
and startup teams with a completed product and with some initial traction. In addition, Launchub
strives to work with cohesive and committed teams, showing a good understanding of the markets
and consumers they are addressing. Each team is provided with the opportunity to communicate their
concept and business model in a clear and sound way. For being a successful team you should be
creative and passionate, good listeners and responsive to feedback on their way to achieving traction
and growth. The Launchub funding opportunities are open also to teams having already participated
in accelerator programmes or raised angel money. Intros and recommendations from other startup
founders, accelerators, business angels and industry peers are more than welcome to support each
application for seed and micro-seed investments with Launchub.
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Sofia Tech Park
http://sofiatech.bg

Sofia Tech Park is a state-owned company which owns, develops and manages one of the most
advanced technological parks in Bulgara - Sofia Tech Park. Sofia Tech Park is the first science and
technology park in Bulgaria designed and created to act as a platform for the exchange of knowledge
and ideas between academia, business, government and society.

Sofia Tech Park provides a working scientific infrastructure for over 20 Million BGN in support of the
Bulgarian innovative businesses. The park offers 40.000 square meters of new and renovated building
space to accommodate applied research laboratories, general incubator, innovative lecture /training/
discussion forum, space for demonstration of new technology, office space and car parking.

Startup Show
http://startup.bg

Startup Show is an entertaining and educational show for anyone who considers starting their own
business in Bulgaria. The initiative promotes a series of videos focused on how to develop and
manage business in Bulgaria. So far, many examples, books, and educational literature have shown
how business is done mostly in the USA. The main aim of the show is to present business examples
from Bulgaria, in order to motivate Bulgarian entrepreneurs and provide them with valuable tips on how
to start a business in Bulgaria.

Startupis the first and most active organization in Bulgaria that promotes entrepreneurship. Established
in 2007, the Startup Foundation organized hundreds of events across Bulgaria and helped many young
people develop their business ideas.

The Founder Institute
https://fi.co/join

The Founder Institute is the world's premier idea-stage accelerator and start-up launch program.
Through a challenging and rigorous curriculum, it provides early-stage and aspiring entrepreneurs with
the structure, training, mentor support, and global network needed to start an enduring company. In
addition, the Founder Institute is the only program of its kind that accepts founders with day jobs and
shares equity with all participants.

Since its launch in 2015, the program has helped establish 12 promising technology companies
in Bulgaria, including Yatrus Analytics (a Big Data company, adopted at NEW Media Accelerator in
Hamburg), Trevor Al (a productivity application that uses an artificial Intelligent, and is chosen to
present Bulgaria at the FounderX conference in Silicon Valley this fall) as well as many others.
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The Startup Conference
https://m.facebook.com/pg/StartUPBlagoevgrad/about/

The Startup Conference is one of the biggest annual events for entrepreneurship in the region of
Blagoevgrad, Bulgaria. The event has been held for the sixth consecutive year in the American
University in Bulgaria. The conference gathers investors, entrepreneurs and students, who were given
the opportunity to communicate and exchange inspirational ideas and to start their own business.
The main objective of the forum is to present achievements related to business and entrepreneurship.
The lecturers are highly trained professionals who help and assist interested students and guests by
showing already implemented business ideas and sharing their secrets of success.

Rinker Center
https://www.rinkercenter.org/bg/

Rinker Center is an Entrepreneurship and Training Center at the BCause Foundation. Founded in 2014
with the financial support of CAF America Foundation. The mission of Rinker Center is to support and
develop the spirit of entrepreneurship in Bulgaria.The programs are aimed at creating opportunities
for sustainable employment, enhancing competitiveness, adding value and innovation, in order to
improve the quality of life in Bulgaria with a focus on rural areas. The Center works to educate and
disseminate the spirit of entrepreneurship among children and adults through its core programs. It
also supports the upgrading training and qualification of Bulgarian teachers, stimulating the use of the
latest technologies, interactive teaching methods and understanding of students with special needs -
disabilities, learning difficulties, ethnic minorities. The Center also supports the development of active
young people through specific trainings.

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 a rule, you as a young entrepreneur will probably face shortage of financing.
In this context one of the higgest 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
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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
the leasing company. The company has the option to purchase the equipment.

EU FUNDING

Here are the most popular funding instruments and grant schemes that finance small business and

various youth activities:

Operational Programme “Innovation and Competitiveness”

Operational Programme “Innovation and Competitiveness” 2014-2020 (OPIC) is the main program
document at national level outlining the support for Bulgarian SMEs from the European structural and

investment funds for the period 2014-2020.

OPIC is focused at addressing the needs, overcoming the challenges and seizing the opportunities
for development of the Bulgarian economy. The measures included in the program aim to contribute
for the establishment of sustainable, long-term competitive advantages of Bulgarian enterprises
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and accelerate the transition to a knowledge-based economy. The support is focused on innovation,
entrepreneurship, capacity growth of small and medium enterprises (SMEs), energy and resource
efficiency of the businesses.

The total budget of OPIC 2014-2020 is 1.27 billion EUR. The funding from the European Regional
Development Fund (ERDF) exceeds 1,079 billion EUR and the national co-financing amounts to over
191 Million EUR (15% of the budget).

The programme will strive to achieve its objectives though various interventions grouped in four main
priority axes as follows:

o Priority Axis 1: Technological development and innovations;

e Priority Axis 2: Entrepreneurship and Capacity for SMEs growth;
¢ Priority Axis 3: Energy and resource efficiency;

e Priority Axis 4: Removing bottlenecks in security of gas supplies

The aim of all actions envisaged under the various priority axes are to provide a joint support for
creating sustainable and long-lasting competitive advantages for Bulgarian enterprises and
accelerating the transition to a knowledge-based economy, while improving the country's performance
under the indicators financial market development, technological readiness, market size, business
sophistication and innovation, as well as to improve security of gas supplies to enterprises. Young
people with innovative ideas and developed businesses can participate with different projects under
PA 1, PA2 and PA3 of the Programme.

Operational Programme “Human Resources Development”

Bulgaria’s Human Resources Development (HRD) operational programme (OP) has two overall goals:
boosting employment and reducing social exclusion; and reducing poverty levels. The total budget of
the programme is over EUR 1 billion, including funding from the Youth Employment Initiative.

The funding is provided in two main directions:

1. Employment - which supports projects targeting better access to jobs
and helping long-term unemployed and young people, particularly those
not in employment, education or training up to 29 years of age.

2. Social inclusion - which targets groups such as the young and older members of society,
those with disabilities, and minorities such as Roma. Social entrepreneurship and access to
vocational training will be promoted, as will better access to health and social care services.
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Rural Regions Development Programme 2014 - 2020

The Bulgarian Rural Development Programme (RDP) is the largest financial instrument that support
projects and investments in the field of agriculture. It boasts a budget of € 2.9 billion for the period
2014-2020. Under the first objective of improved competitiveness and balanced development of the

country’s agri-food and forestry sectors, approximately 3 500 agriculture holdings and about 120
companies active in the forestry sector are expected to receive investment support. More than 4 000
small farmers will receive support to develop their farms and 1 630 young farmers will receive start
up aid to launch their businesses. The agriculture has become a particularly important business niche
for young people due to various financial incentives and funding mechanisms available under the EU
funded Programme for Development of Rural Areas of Bulgaria 2014 - 2020. The programme also
supports organic production and traditional agricultural produce growing practices.

Erasmus +

Erasmus+ is the EU’s programme to support education, training, youth and sport in Europe. Its budget of
€14.7 billion will provide opportunities for over 4 million Europeans to study, train, gain experience, and
volunteer abroad. The programme is one of the most popular and most efficient funding instruments
that provides a range of opportunities for people of all ages, helping them develop and share knowledge
and experience at institutions and organisations in different countries. The programme aims to reduce
unemployment, especially among young people; promote adult learning, especially for new skills and
skills required by the labour market; encourage young people to take part in European democracy;
support innovation, cooperation and reform; reduce early school leaving; promote cooperation and
mobility with the EU’s partner countries. Erasmus + in Bulgaria is administered and coordinated by the
Human Resource Development Centre which is the National Agency for the Programme.

Erasmus for young entrepreneurs

Erasmus for Young Entrepreneurs is a cross-border exchange program which gives new or aspiring
entrepreneurs the chance to learn from experienced entrepreneurs running small businesses in other
Participating Countries. It aims at helping new entrepreneurs to acquire relevant skills for managing a
small or medium-sized enterprise by spending time in an enterprise in another EU country. It contributes
to improving their know-how and fosters cross-border transfers of knowledge and experience between
entrepreneurs.

The programme is opened to both new and experienced entrepreneurs, as the exchange of experience
takes place during a stay with the experienced entrepreneur, which helps the new entrepreneur acquire
the skills needed to run a small firm. The host benefits from fresh perspectives on his/her business
and gets the opportunities to cooperate with foreign partners or learn about new markets.
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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 2014 - 2020
e INTERREG V-A Greece - Bulgaria Cooperation Programme 2014-2020.

Success story: FindMeCure

Without clinical studies modern pharmaceutical drugs would never reach the market.
About 40% of these tests fail because there are not enough patients to participate in
them.

Bulgarian company FindMeCure has created a technological platform that collects bigger
part of all clinical research conducted around the world and provides the information in an
easy way and accessible way to anyone who needs it. Thus, patients can test alternative
treatments before they are on the market, being aware of all the pros and cons of the
whole process.

The company was established by three young people with experience in the field of
clinical research. They have undergone a three-month programme in the global accelerator
Techstars in London, UK.

The development of the company has also attracted the attention of investors. The
LAUNCHub Ventures Fund invested 300,000 USD in FindMeCure with an additional
financing option for business development. At the same time Techstars invested
additional 100,000 USD, which totals 400,000 USD and provides the company with funding
sufficient for a period between 12 and 18 months. One of the reasons why the LAUNCHub
Ventures Fund has decided to do their next investment exactly in FindMeCure was the
ineffective work of the vast clinical research industry, which is a 100 Billion USD business.
The team seemed to be right on time and with the right positioning to optimize the
industry based on technology.

For more insight please visit: https://www.findmecure.com/company
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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

50




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

Costs

B Profit

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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