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®unHaHcupaHe. KakBo
noslyyaBaTte U gaBaTe Mnpwu
pas3nn4HNTE MOOENN Ha
domHaHcupaHe?
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[1lporpama (aeH 3)

KoHTekcTyanHa nHgopmauus (30 MUHyTH)
[MpeactaBsiHe Ha doMHaHCOBUTE NOTPEOHOCTM Ha ekunuTe (1 4ac)
O 10 MMHYTK Ha ekun(6 eknna)
O 3-4 MMHYTW NpeacTaBsHe
o 34 MUHYTWU BBMPOCU U OTTOBOPU U o6paTHa BPpb3Ka OT OCTaHaJInTe eKUNnu
O  2-4 MUHYTK BBMNPOCKU, OTFOBOPU 1 obpaTHa Bpb3Ka OT MeHTopa
[1nocoBe U MUHYCKU Ha pasnnyHnTe puHaHcoBu moaenu (1.5 yaca)

[la npourpaem eguH OT BalUUTe NPOEKTU — Bne nsdupate kon. Llenta e ga
nnaHmpame dooHaoHabupaHe.



> KoHTeKCT

e bun lNentc, Ctne xobc n Mapk Llykbpbepr ca ocHoBanu TEXHUTE KOMMaHUN Ha
21 roguHa Bb3pacT Unm rno-paHo

e /IMa MHOro ronsiMo BHMMaHWe OT cTpaHa Ha MeaunTe KbM MnaguTe
npeanpuemaydm — KOuTo Aopu ca OLLe B ydunuiie

e MHoro nporpamu ce UenAaT B “MiaguTe npegnpvemaymn”’ B CMUCbI Ha Bb3pacT Ha
npegnpuemMadya, a He OT KOJIKO Bpeme e npegnpuemay

e [lIpaButencreaTta n EBpoNenckUAT Cbo3 ce onuTBaT Aa ouHaHcupar 1
paswunpsaBar nporpamuTe 3a pUckoBo ouHaHCUpaHe 3a Mnagute npegnpuemMmaydn

e Kak ce oTHacs BCUYKO TOBa KbM npeanpuemMadyeckata peanHocT?



Kak ce dfpuHaHcupaT cTapTupalimTte
npegnpuatna B EC?
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I Tosa pasnpeaerneHve obsacHABa NPeauLLIHTO
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Ha npaktuka

CpenHarta Bpb3pacT Ha npegnpuemadunte e 40+ (CALL n bvnarpus cbe
CUTYPHOCT)

CpepnHaTa Bb3pacT Ha ycnelwHuTe npeanpuemaydn (6bp3 n BUCOK PbCT, AbMro
oLensBaHe, U3xoau 3a MUITMOHN U T.H.) € oLLle No-BUCOKa

ObsicHeHMeTO €, Ye xopaTa ¢ onuT pasbupaT no-gobpe cbLleCTByBaLLUTE
npobnemu Ha cbluecTByBalUMET MPMM U MOraTt Aa UM Npeasioxart peLleHne

Te3un xopa ca Be4ve peLumnsnm noHe YaCcTUYHO PasfiNyHn XNU3HEeHN npodbnemmn —
NMNOTEKN, CEMEUCTBO U T.H. U

ImaT BeYye LUMPOKN coLmarnHm Mpexn, KoOuTo MoraTt Ja mogepvpaTt HaMUpaHeTo
Ha KNWEeHTU N NHBECTUTOPU

[Mo-mnaanTe nmat No-BMCOKa MOTMBaUMSA Aa 6baaT cnyxXntenm



D Pitching 3a ouHaHcupaHe
KaxeTe HM OT KakBO nmaTte HYy>XOa N KakKBN Ca BU OHaKBaAHNATA



’KN3HeH UMKbn Ha cTapTpallo npegnpuatue u
Tnnose nHeectnumm (Lasrado, 2013)
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Crowdfunding npoueca (Vidra, 2012)

Business * Plan for fundraising submitbed

application + Platform performs some level of vetting and decides whether pitch will go live on to platform
to platform

= Business needs to share all relevant information with prospective investors

= The entreprenaur needs to publicise the fundraising within their networks and beyond to get pobential
invaestors interested

= Interaction with potential investors to answer guestions throughout the funding window is an
important part of ensuring success

* [nwestors also benefit from questions posad and information provided by other investors

* [f target not reached, money is returned to imestors

= [f target is reached platform performs mor vetting before releasing funds to business

* Inberaction betwean investors and business continues. The extent of which is dependent on how
passive or active investors chosa to be

* In some cases investors receive voting rights and will have a vote on important decisions in
the business.

» Investors continue to be advocates for business




Kbae oa ctaptupame kamnaHma?(2021

Site

W,

gofundme

KICKSTARTER

(O FunDLY

JustGiving

Total Raised

$15B

S330M

NA

Supporters

50M

10M

15M

NA

22M

Platform Fee

0%

5%

5%

4.9%

Nonprofits: O-
5%

Personal: 0%

Payment Fee

3.0% +$0.30

3.0% +50.20

29% + 5030

MNonprofits: 2.9%

Important to Know
" Can guickly set up withdraws and deposits take an average of 2-5 business days
v Coaching and account support throughout the fundraising and donation process
v Easy to use fundraising tools make setup fast (e.g, mobile app and supericr add
beneficiary feature)
v The GoFundMe Guarantee - in the very rare case that something isn't right with a

fundraiser, donors may be eligible for a 100% refund of their donation

v Offers "flexible funding”
v Specializes in technology and hardware product launches

v Regular email support hours; marketing and campaign strategy support

v Specializes in creative projects with robust reward level feature
X 14-day wait to withdraw and deposits take 5-7 business days
X Limited email support hours

X Requires Kickstarter approval to launch a fundraiser

v Can withdraw immediately and deposits take 2-5 business days
X No donor guarantee policy for fraud protection

X Limited email support hours

v Supports UK gift aid
X 14-day wait to withdraw and deposits take 6-10 business days
X MNo fraud protection offered

X Limited email support hours



[ToMHUTE N HapaTuBa Ha pa3ka3nTte?

L]
Q Search Forindividuals »~  For charities gof;‘;“ame How it works  Sign In ( Start a GoFundMe

Y

4+ Start a GoFundMe

What to expect

Fundraising on
GoFundMe takes just a
few minutes

Start with the basics Craft your story Share with friends and family

Kick things off with your name and location. We'll guide you with tips along the way. People out there want to help you.




He Bceku e ycneweH! (Kickstarter)
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Konko e ronama tonnata? (Kickstarter)
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> Konko e ronama tonnata? (Kickstarter)

e [loBeyeTo NpoeKkTn nmat No-mMarnko ot 23 MHBECTUTOpPA

e CpegHo eaunH npoekT uma 135 nogkpenawm (MHBECTUTOPA)
e MeauaHaTa e 26 noakpensLu

e MeaunaHHua noakpensw, e gan 46 USD

e CpegHoTo HMBO buHaHcupaHe e 66.5 USD

o B'bl'lpeKl/I 4ye MOXeTe [a O4aKBaTe N HAKOKJTKO XUJTAON B U3KITKOYTESTHU CIlydan

e W3toyHuk: Kickstarter projects data exploration (rstudio-pubs-
static.s3.amazonaws.com)



https://rstudio-pubs-static.s3.amazonaws.com/121859_4c9182858d7941a08244c587a54413b9.html

W vestbee

VC Transactions In CEE In 2021

TOTAL: OVER 5,4B EUR

€1,250M

€1,000M

€750M
€£500M
€£250M I I
€0M . - — o
@ N

TOTAL: OVER 1000 TRANSACTIONS

Slovenia Serbia

Slnvakua Albania (5)
Hungarv Bosnia & Herzegovina (3),
Bulgaria Macedonia (3)
Latvia
Ukraine
Croatia
Czechia
Poland

73
Lithuania

157
Romania

Estonia



TOP CEE Funding Rounds
donHanmnsnpaHu npes 2021
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TbpceHe Ha ganoBo doUHAHCUpaHe Unn nNnucaHe Ha

NPOEKTN?
1
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e Hamepu cv CbOpy»KHUK

? STARTHAWK Blog Thenest Apps Find a co-founder \ Sign up free \) Sign in
- J

e BwmecTo goa tbpcute
PUCKOBO (pUHaHCKpaHe
MOXeTe [a NoTbpcuTe

CyAPYyxHWUK Find a co-founder
. M M a Ce p VI VI H M C-bﬂ py>KH VI L'lvI - Finding a co-founder is hard, we provide you with the platform to make
OCH O BaTen VI , KO MTO Ca that easier. Get started for free today and find the missing piece of your
startup journey through a co-founder.
6nun3kn oo busHec aHrenuTe B

KaTO MOTU BaL“/lﬂ " MO,D,eJ'I ﬁ::::iFind me a co-founder:.:l‘

e /ma xopa c aKTuBU, KOUTO
He 1n3non3BaT, KOUTo MoraT
[a ca BM Nos1ie3Hn un rno-
NTeCHO N eBTUHO Oa ce
pasbepeTe ¢ T4X




CamodunHaHcupaHe!

e BibpHeTe ce kbM BU3HEC Moaena n ce hoKycnpanTe BbpXy CTOMHOCTHOTO
npeanoxeHue

e Koun MoXe Oa cneyvyenu oT Hero HENpPSKo:

O Bawwus yHuBepcuteT/dakynTeT/HacTaBHMK (HE3aBUCMO Oanuv cTe CTyaeHT Unu cte
3aBbPLUNNKN OTOABHA)

o HIO, konTto paboTAT BB BalLuMa CEKTOP/HMLIA — NOAKPEena Ha cTapTupaLim
NpeanpuaTus, TEXHONOrM4eH TpaHcdep, nogkpena Ha MHOBLUUUTE

e W3bepeTe NbPBUAT CU KINMEHT MBbAPO (M3Mexay BUBLLM KONErn Unu npuaTenu ot
YHUBepcuTeTa, bmBwun pabotogartenu)

O  AKO € Bb3MOXHO — npeanocraseTe ycriyrata uin npoaykra 6e3nnaTHoO — 3a TecT

O WarpageTe cu penyTtaumsa BbpXy MbpPBUSA UMW MbPBUTE KITMEHTU U NOUCKaNTeE
pedepeHumn



Bl Oue vpen:

TpaHchopmupanTe pabotaTta cu B CTapT-
BN U AOPU B UHBCTULMOHEH BU3HEC

[Mpuemp: Comrade cooperative, KOUTO
npeav oa snese B 6Gu3Heca Ha 6roK4YenH
BeLle KOHTpaKTop Ha CTapT-bNN Ha HUCKA
HacTosLa CTOMHOCT (HMBO 3annaTun)
OnNuMs 3a NO-BUCOK NPUX0L NO-KbCHO —
aKko NpoAyKTbT e ycneweH unv ga ce
TpaHcdepupa B MHTENEKTyarnHa
COBCTBEHOCT ako He € ycnelleH
(MHBECTULIMOHHA KOMIMOHEHTA).
OvakBaHeTO €, Ye Heycnexa uasa ot
MapKeTUHra n yrnpasneHneTo, a He
TOJIKOBa OT codoTyepa/npoaykra.

COMRADE
COOPERATIVE



Owe naewu:

<« O (%) https//www.erasmus-entrepreneurs.eu A 95 2 &2 % 0 $ % ¢l @ @

Home Contact EYE Alumni Intermediary Organisations' Corner IT Tool login

Erasmus for Young About the Your local Frequently Apply now
Entrepreneurs programme ~ contact point Asked
Questions

10000 .
_ SUCCESSFUL

-

w b Are you thinking of starting your own business, or have you recently done so? |

Vo1 » 1 Wa EXCHANGES
EXCH. 2

_|
* Or perhaps you are already running a successful business and would like to expand it to new markets, or get fresh ideas? fj i
Erasmus for Young Entrepreneurs could be for you! ., o i | B L Ra
Our numbers toda Who can participate?
v P P On the spot
@ New entrepreneurs, firmly
@ @ Ci: l[:j planiing baset s theirown “ Erasmus for Young Entrepreneurs
10.679 19.796 12.145 45 business or have already started stands firmly by the Ukrainian people
Business Applicationsfrom  Applications from Countries one within the last three years in these difficult times —
exchanges new host involved
entrepreneurs entrepreneurs

(¥) Experienced entrepreneurs who

= -




> 3nn3sante Epasbm 3a:

e [la yunTe OT ycneLwuHn npeanpuemMadu

e [la oTmpeTte B MHKyBaTop, KOUTO OMHAHCUPA CTaAPT-bNN U NPEKPaANTE BPEME C
MEHTOPUTE N aHrennuTe, 3a Aa UM npoganeTe naesarta cu

e [la HamepuTe NbPBUSA CU KIUEHT B YyXXOMHa
e [la nsnonsearte know-how n nogkpena Ha nocpegHNYECKUTE OpraHn3auum

e [InaHupanTe ycneweH obMeH 1 nsnonsante EBponenckata KOMUCUA KaTo
MapKETUHIoB KaHarn

e Lllle nmaTe npodecmnoHanHo BMAEO, pas3npocTpaHeHO cpea npeanpmemadyecka um
NHBECTUTOPCKN OBLLIHOCTU

e [lopu 1 Aa cTe NEeHCUOHEp, a He CTYAEHT



e Mogen ,cnogensiHe Ha npuxoguTe”

e [lopu 1 oa He nckaTe Aa ce pasgensite CbC COOCTBEHOCTTA BbPXY KOMMNaHUATA
CW, 1a He MOXeTe Ja HaMepuTe MHBECTUTOP, KOWTO Aa ucka aa npuaobue yact
OT Hesl, BCe Nak nMaTte MHOro Ha4yMHun aa domHaHcupaTte AeHOCTU U PbCT Ha
KOMMNaHuATa

e OnurtanTte TO3M MoAenN, KbAETO BUE NpeaocTaBATe NpaBoOTo Aa ce npoadasa
BaLLMA NPOAYKT UMK ycryra Ha gageH nasap npu onpenerieHn ycnoBust Ha
NapTHLOP, KOUTO

©)

O

©)

[To3HaBa nasapa,
lLle 6bae OTroBOpPEH 3a MapKeTMHra Ha To3n nasap
LLle noeme puckoBeTe 3a TO3M nasap.

ToBa MOXe fa aoBefe 00 Cb3daBaHe Ha HOBa KOMMaHusd, 4o pe6paH,£|,MpaHe, HO HE €
3a0bJIXUTEITHO



> 3 MUHYTK 3a pedoriekcust: A KakBo ako
HAMamMme noen?




Ouwe: [la nomncnnm BbPXy OU3HEC

moaena?

WHICH
MODEL?

MATCHMAKER

SUBSCRIPTION

STANDARDIZE
AND RESELL

SCARCITY

WHEN TO USE

C2C settings in which
there’s a need for a
middleman who can
connect buyers and
sellers

B2B or B2C settings in
which consumables
(organic vegetables,
vitamins) or services
(entertainment) are
sold

B2B settings in which
a custom service or
product created for
one client can be
adapted and sold to a
much larger group of
customers

BaC settings involv-
ing rapid product or
fashion obsolescence
(apparel, jewelry)

HOW TO
IMPLEMENT

Begin with a laserlike
focus on a narrow
market (Airbnb
initially focused on
conventiongoers).
Expand from there.

Offer a short trial sub-
scription and measure
renewal rates.

Labor-intensive
processes don’t scale.
Develop technology
or systems that can
do what people have
been doing manually.

Your assortment can
be wide (Zara) or fo-
cused (Vente-privée)
but not deep. When
an item is gone, it's
gone.

WHAT TO
WATCH OUT FOR

A dearth of either
buyers or sellers is

a sign that you may
have overestimated
the need for the busi-
ness. A balance of the
two is essential.

Poor renewal rates?
Demand may exist,
but your offering isn't
right yet.

You'll need patience:
Offshoots will come
later—perhaps much
later—than your initial
sale.

Avoid the temptation
to reorder what sells
well. Alter or build on
it, but don’t repeat it.

DEFINING
EXAMPLES

Real estate brokers,

eBay, Expedia

Newspapers, cable
channels, gyms

Microsoft

NEW EXAMPLES

Airbnb, DogVacay,
Zopa

TutorVista, Massage
Envy, Yammer

Mapmylindia, GoViral
(now AOL’s Be On)

Vente-privée, Gilt,
Privalia




S  PelueHune 3a npoekT
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Workshop
(N3rpaxoaHe Ha nnaH 3a oHaoHabupaHe nnu
donHaHcupaHe Ha npoekTa/KoMnaHuaTa)
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