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COMPANY LOGO

KoMnaHUAHIrM3 HOMU Ba
acocun GpaoAUATH
TYfpUcCHpa



MYAMMO ESVV OSSO PAROBATSAAR BUSHECMOAEND

Myammo

Bo3opaarn kancu 60p MyaMMOHM EYMOKUNCKUI?

AKANVIOA

CAPMOA

CIPATEIMA

Y36

. Hera x03uprv BasuatHM AXLLMAGMOKUYNCH3?

. bo3opaa HUMA ULLIAAH YMKIaH?




VIVAVIVIO OSSO FARKOBATSVAAE BUSHECIVIOAEND AAVIOA CARIVIOHA ClIPATEA

=S Eunum

b 2.1. KaHpan KMaMb 6y MyaMMOHM €4YMOKYUCU3?

(:/gf > 2.2. MaxCyAOTUHIM3HM aCOCUK XYCYCUATAAPU KaHaka? MCTEbMOAUM MaxCyAOTUHITU3HU
MwAaTraHAa KaHAan ad3asUKAapra apuLLaam?

b 2.3. Huma 6yaprKK cU3 “x03Up”~ 6y ULLHKU KUAMOKUYMUCU3?

ﬂil/ 2.4. CU3HN AOMNXAHIU3 KaHAaW HaTUXXaAapra (TapakkWEeTra) apuLumLLra yArypam?




VIYAVIIVIO! ESVIVI BO30P PAROBATMUAAE: BUSHEGHVIOAENL KANVIOA CARNOA ClIPATENA
3 bo3op (1/2) Y3B

‘i > 3.1. Kupmokum 6yaraH 6030pPUHIM3HM KaTTaAUrU Ba YHUHT KeAaXaru?

|:|/|j[| W 3.2. bo3op xap MUAU KaHuyara ycapu?

3.3. bo3opaa kKaHAaW TPEHAAAP KETANTN?

“l/ 3.4. BO30p CU3HUHT XM3MaT/TOBapPAaPUHIN3ra y3m TauépmMu?

> 3.5. Bo3op cu3 Taknud KUAMOKUYM BYAraH XxM3maT/ToBapra HUMara ypraHMb KoAuLLn Kepak
o (AXLWIMPOKMM, aP30HPOKMM)?




MYAMMO: ESVV BO30P PARKOBATSVAAE BUSHECIMOAEND MANVIOA CAPMOA ClIPATEA

I bo3op (2/2) V36

3.6. bo3opaarn cu3HU MUXO3UHIU3 KMUM Ba yAapra x03up HUMa Kepak?

3.7. YhapHU XaTTU-xapakatu kaHaka?

3.8. bo30pHM Kancu CErMEeHTUHU MYAXKaANaATCHU3?

3.9. XaMMa cermMmeHTAapra xm3mat/ToBap Kypcatacnuammn?

3.10. Xnu3mat/ToBapAapHU KaHAan KMAMD/Kancu MYA OUAaH COTMOKYNCUI?




-“ VIYAMIMO EUUM 5030P.

PAKOBATYUNAP BUSHECIMOAEND AKANVIOA CAPMOA CIPATEIMA

3 Pakob6atumnap Y36

rc > 4.1. bo3opaa CU3HU TYFPUAAH-TYFPU paKobaTUUAAPUHTN3 KUM?

b 4.2. bunBocuta pakobatunaap 6opmu?

4.3. Heuta ynrHumn 60p Ba 6030p YAYLLUU Byrmnya mabAyMmoTAap 60pMK?

mb 4.4. Pakobat KYYAUKMU EKMN KyUCU3MU?
P 4.5. CU3HU KUECUI YCTYHAUTUHTU3 HUMAAA?




AAVIOA CARIVIOHA ClIPATEA

VIVAVIVIO ESIVIIVI OSSO PARKOBATSVAAE BU3HEC MOAEAb

5 busHec moaenb ¥y3b

®
—
®®®

P 5.1. CU3HUHT BUBHEC-MOAEAUHIU3 KaHaKa?

5.2. KaHpan AapomMaA OAMOKYUCU3?

5.3. MapXuUHaAbHOCTb KaHaka?

5.4. KaHya papomMaa OAMHULLN KYTUAAMTH?

5.5. CU3HU YMAALLKHIM3Ya AOMUXaAa KaHAaW pUCKAAp 6op? Ba ywby puckaapHU KaHAaK
KUAMO IOMLUATULL MYMKUH?




VIVAVIVIO ESIVIIVI BOSOE PARKOBATSVAAE BUSHECIVIOAEND XXAMOA CARIVIOHA ClIPATEA

6| JKamoa ¥3b

Q0
O -
A Tabanm, Taxpuba, MyBapdakUATAU KEUCAAPW.

6.1. Yoy AoMnxaHn amanra oLMpPMOKUM BYAraH XXamMoa xakuAaa:

b 6.2. Hera 6y xamoa ywby nomnxaHu myBapdakUAaTAM aManra olmnpa orapm?




MYAMMO: ESVV £)0/c10) PAROBATSVAAP BUSHECIMOAEND AKANVIOA CAPMOA CIPATEIMA

Capmofa HMmMmara vwaatuaapmu? Y3B

7.1. NonxaHu amanra owmpuLLra KaH4ya G0AXKET KyMraHcms? |

7.2. XapaxaTtanap HMManapAaH nbopar? |

7.3. NornxaHu Heya nyara baxonaraHcus? MHBECTOP AOMKXaAAH HUMA ONAAU? |

7.4. "HBecTOpAaH AOWMxara nyaApaH Tallkapy HUMa Kepak? |




(=

VIYAMMO: EYYIVI EO3SOP PARKOBATHUNAP BSHEC MOAEAD KAMOA CAPMOA CTPATEInUA

E Ctpaterusa Y3B

et  8.1. KaHAan KUAMD MMPUK KOMMNAHKATA alAaHULLHK pexanalitupanbcums?

®
®e®

. Bell MMAAMK KenaxaKka KaHAal pexanapuHrs 6op? |

. MoAMABUM MOAEABHU XaM TaUEPAAHT. |







COMPANY LOGO

Your company name and
main activities
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PROBLEM SOLUTION MARKEI COMPETITORS, BUSINESSIVIODEL IEAM INVESTIMENIF SIRATEGY

G)

Problem ENG

|%/ P 1.1. Which existing problem do you aim to solve in the market? |

1.2. Why do you want to improve the current situation? |

‘,O‘ P 1.3. What is no longer working in the market? |

\
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/d“ PROBLEV SOLUTION MARKEI COMEBENTIORS BUSINESSIVIODEL NEAIVI INVESTIVIENIF SIRANEGY:

=2 Solution ENG

2.1. How do you plan to solve this problem? |

2.2. What are the key features of your product? What benefits will consumers gain from
using your product?

2.3. What is motivating you to do this now? |

2.4. What results (traction) has your project achieved so far? |
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PROBLEV] SOLUIION MARKET COMPENIORS BUSINESSIVIODEILS NEAIVI INVESTIVIENIF STIRATEGY:
BN Market (1/2) ENG

@ P 3.1. What is the size of the market you plan to enter and its future potential?

3.2. How much will the market grow each year?

4

O

3.3. What trends are occurring in the market?

3.4. Is the market ready for your services/products?

3.5. Why does the market need to adapt the service or product you intend to offer (better
quality, lower price)?
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PROBIEEIVI SOLUIION MARKET COMPENIORS BUSINESS VIODELE NEAIVI INVESITIVIENIF SITIRAIN
BN Market (2/2) ENG

Y,

il
G)

3.6. Who are your customers in the market, and what do they need right now?

3.7. What are their behaviors like?

3.8. Which segment of the market are you targeting?

3.9. Do you offer your services/products to all market segments?

3.10. How do you plan to sell your services/products?
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PROBLEM SOLUTION MARKEI

COMPETITORS BUSINESSIVIODEL IEAM INVESTIMENIF STRAI}

8 com petitors ENG

Y,

il
G)

rc P 4.1. Who are your direct competitors in the market?

b 4.2. Are there any indirect competitors?

4.3. How many players are there, and what is their market share?
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PROBLEV SOLUTION MARKEI COMEBENTIORS BUSINESS MODEL

5 Business model ENG

NEAIVI INVESTIVIENIF SIRANEGY:

il
)

% P 5.1. What is your business model?

» 5.2, How do you plan to generate revenue?

m 5.3. What is the profit margin?
D 5.4. How much revenue is expected to be generated?

gb 5.5. What risks do you think exist in the project, and how can these risks be mitigated?
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PROBLEV SOLUIION IVIARKES COMEBENTIORS BUSINESSIVIODEL TEAM INVESTIVIENI] SIRANEGY:

6| Team ENG

0.0
/o)
r?;\

Successful cases.

6.1. Speak about the team that will implement this project: Education, Experience,

b 6.2. What makes this team capable of successfully implementing this project?
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PROBLEV SOLUTION MARKEI COMEBENTIORS BUSINESSIVIODEL NEAIVI INVESTMENT SIRANEGY:

Investment e

b 7.1. What amount of investment are you looking to raise? |
‘S

b 7.2. What are the components of the expenses? |

D' 7.3. What is the valuation of the project? What will investors gain from the investment? |

b 7.4. What else is needed from the investor besides financial support? |

21



PROBLEM SOLUTION MARKEI COMPETITORS, BUSINESSIVIODEL

BN Strategy

®

5&e I 8.1. What is your plan for growing into a large company?

EAM:

INVESTIMENIF STRATEGY

ENG

m 8.2. What are your plans for the next five years?

E’ 8.3. Please also prepare the financial model.
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COMPANY LOGO

Ha3BaHue Balueu
KOMMaHWUU 1 OCHOBHbIE
BUAbI AEATEABHOCTHU
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MPOBAEMA PELIERVE PBIFHOK RORKYPERIBI BUSHEC-MOAEND ROMAHAA MEBECIVILNA CIPATEIMA

[Mpobrema PYC

b 1.1. Kakyto cylecTByoLLy0 MPOBAEMY Bbl HAMEPEHDbI PELUUTb Ha PbIHKE? |

1.2. Touemy Bbl XOTUTE YAYULLINUTb TEKYLLYIO CUTyaLuo? |

D' 1.3. Uto H60AbLLE HE paboTaeT Ha PbIHKE? |
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/ﬁ‘ IEOB/AEMA PELLUEHUE PBIFOK NORKYEERNBI BUSH ECVIOAEND NONVARAA MEBECIVILEVIA ClIPATEA

=2 PelwleHue PYC

b 2.1. Kak Bbl NA@HMUpYETE peLUuuTb 3Ty Npobremy?

(}gf > 2.2. Kakne KnroueBble 0COOEHHOCTU BaLLIEro NpoAykTa? Kakue npeuMyLLecTBa noAyyar
NOTPEOBUTEAN, UCNOAB3YS Balll MPOAYKT?

,,QLOE P 2.3. Y10 MOTMBUPYET Bac AeAaTb 3TO cenyac?
)

ml 2.4. Kakne peayAbtatbl (NpOorpecc) Ball NPOEKT AOCTUT Ha A@HHbIM MOMEHT?
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[IPOBAEMA PELIERME
¥ PoiHoK (1/2)

PbIHOK NORKYEERNBI BUSH ECVIOAEND NONVARAA MEBECIVILEVIA ClIPATEA

‘i > 3.1. KakoB pa3Mep pbiHKa, B KOTOPbI Bbl MAQHUPYETE BOWUTH, U ero ByayLLIMA NOTEHLMUAA?

|:|/|j[| W 3.2. Ha ckoAbKo BYAET pacTU PbIHOK KaXAbl TOA?

J= > 3.3. Kakue TpeHAbI/TEHAEHLMU NOABAAIOTCA Ha PbIHKE?

“Iz 3.4. [0TOB AM PbIHOK K BallMM YCAyram,/npoayktam?

> 3.5. K yueMy pbIHOK AOAKEH aAanTUPOBATLCA AAA YCAYTU/NPOAYKTA, KOTOPbIM Bbl HAMEPEHDI
A NPEANOXUTb (AyUlLee KavyecTBo, boree HMU3Kaa LeHa)?
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IPOBAEMA PELIERWE

PbIHOK KOHKYPEHRTBI BSHEC-MOAENAD RONMARAA NHBECGIVENA CIPATEIA
BN PoiHoK (2/2) PYC

3.6. KTO BallK KAMEHTbI Ha PbIHKE, M1 UTO MM HY>XHO NPSIMO cenyac?

3.7. Kakme ocobeHHOCTU X NOBEeAEHUA?

3.8. Kakon cerMeHT pbiHKa Bbl OPUEHTUPYETECH?

3.9. Npeanaraete Av Bbl CBOU YCAYTU/NPOAYKTbl BCEM CErMEHTaM PbIHKA?

3.10. KaK Bbl NAaHUpyeTe npopaBaTb CBOU YCAYTU/TPOAYKTbI?
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PELIERWE PBIFHOK

KOHKYPEHTHI BUSHEC-MOAENDL NONVARAA

N KoH KYPEHTbI

=

4.1. K10 BalLu NpsiMble KOHKYPEHTbI Ha PbIHKE?

MEBECIVILNA

CIPATEIMA

PYC

4.2. CylecTBYIOT AU HENPAMbIE KOHKYPEHTbI?

4.3. CKOAbKO UTPOKOB Ha pPbIHKE, 1 Kakasa UX pblIHOYHAA AOAA?

4.4. ABASETCA AU KOHKYPEHUUA CUABHOM UAM CAabBOon?

4.5. B uem Balle KOHKYPEHTHOE NpenmyLLEecTBo?
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IPOBAEMA PELIERWE PBIFHOK KOHKYPEHRTB! BU3HEC-MOAEAb

5 busHec-mopennb PYC

NONVARAA MEBECIVILNA CIPATEIMA

®

5&—.@ P 5.1. KakoBa Bawa bU3HeCc-MOAEAb?

=

m 5.3. KakoBa Mapa npubbian?
D 5.4. Kakoi 06bemM AOXOAQ OXMASETCA?

g. 5.5. Kak1ue PUCKHU Bbl CUUTAETE CYLLIECTBYIOT B NMPOEKTE, U KAK MOXHO MUHUMU3UPOBATb

5.2, Kak Bbl NAaHUPYETE reHepupoBaTb AOXOA?

3TN PUCKN?
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IEOB/AEMA PELIERVE PBIFOK NORKYEERNBI BUSH ECVIOAEND KOMAHAA MEBECIVILEVIA ClIPATEA

K2 Koma HAQ PYC

6.1. O KomMmaHpae, KoTopas bypeT peann3oBbiBatb 3TOT npoekt: ObpasoBaHue, OnbiT,

0,9
e .
YcnellHble KeUChI.

c*'
o,
b 6.2. [Nlouemy 3Ta KOMaHAa CNOCobHa yCneLwHO peaAn3oBaTh 3TOT NPOEKT?
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IPOBAEMA PELIERWE PBIFHOK KOHKYPEHRTB! BUSHEC-MOAENDL NONVARAA MHBECTULINA ClIPATEA

CKOAbKO MHBECTULIMK NAAHUPYETE NPUBAEUDL? PYC

b 7.1. Kakon 6ropXeT Bbl MAGHUPYETE AN PEAAU3ALNK NPOEKTA? |
'

D' 7.2. Kypa nAaHMpyeTe NoTpaTuTb CPEACTBA? |

D' 7.3. KakoBa oueHo4YHasaA CTOMMOCTb NpoeKTa? UTo MHBECTOP MOAYYUT OT NPOoeEKTa? |

b 7.4. Yto TpebyeTtca oT MHBECTOPA, KPOME PUHAHCOBOM NMOAAEPKKU? |
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[IPOBAEMA PELIERVE PBIFHOK RORKYPERIBI BUSHEC-MOAEND ROMAHAA MEBECIVLNA CTPATEIMUA

E Ctpaterusa PYC

® o .
558 > 8.1. Kak Bbl MA@HUPYETE CTaTb KPYMHOM KOMMNAHUEN?

m 8.2. Kakune y Bac nAaHbl Ha BAvXanLIMe NATb AET? |

ED 8.3. lNoxaAyncTa, Takxxe NoAroToBbTe GUHAHCOBYIO MOAEAb. |
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