[TPUBJIEYEHUE MHBECTHULIUU
[JTASAMU OCHOBATEJIA

[TPO'PAMMA KYPCA

1. «<BEHYYPHBIU MUP»

A.

L.

ii.

KTo Takue HWHBECTOPBHbI.

]_lefII/I HHBECTOpa U Lnean OCHOBaTeJiel 6u3Heca.

Kakue 6bIBalOT THIIbI MHBECTOPOB U KaK BhIGPATh CBOETO.

ili. Ha xakoM si3biKe rOBOPSAIT UHBECTOPHI. Kak rOBOPUTH TaK, YTOGBI HHBECTOP

BacC IMIOHAJ U KaK CJIYIIaThb TakK, YTOOBI IOHATH HHBECTOpAa.

iv.  Craptan v MHBECTOp Ha pa3HbIX CTOpPOHAX 6appukabl? Kak ucnosib30BaTh

ii.

L.

ii.

L.

ii.

F.

npoiiecc paboThl C MHBECTOPOM C MOJIb30H AJI51 PYTHUX MPOIeccOB GU3Heca.

MHBecTOp 3TO 60JBLIOH As/s, KOTOPOMY HaZl0 YTOX/AaTh, UJIU PaBHbIN
napTHép 6usHeca? Kak no3MMOHUpPOBATh ce6s1 [J1s1 yCKOPEHUs OTyYeHUs]
VHBeCTULHUHN U GOpMUPOBAHUSA NPOLYKTHUBHBIX OTHOIIEHHH.

Hy)KHbI JIM BaM MHBECTHUI U H.

[I1t0Cchbl U MMHYChI IPUBJIEYE€HUSI UHBECTULUN. KaK TEMNJbIN JJaMIIOBbIX
cTapTamn npeBpaujaeTcsl B KOPIopaluio.

Kakue GbIBAIOT METO/Ibl TIOJIYYEHUS PECYPCOB AJIs PA3BUTHS, KpOMe
WHBECTHUIMH, U KaK BbIOpATh CBOH.

CsioBapb BEHYYpPHOI'0 MUpa.

Kak 6bITh Ha KOHE, yCJIbIIIAB OT UHBECTOPA: «[0TOBBI JIM BBI K My T-OML[HOHY,
YTO JlyMaeTe HaCuéT YCJIOBUM JIMK npeda U TIT-3JIOHT ITO Halle
006s13aTeJIbHOE TPeOOBaHUEY.

CTtazuu UHBECT Mpoliecca.

Yro GyzeT nocJie TOro Kak MHBECTOP cKaxeT: «MHTepecHo, jlaBaiiTe-Ka
nonozpo6Hee...». Due diligence u He ToJsbKO.

JIOKyMeHTBI, C KOTOPBIMHU NPEACTOUT TOPabOTaTh.

OueHka.

MeTo/ bl OLIEHKH GM3Heca.

Kak nmosiyduTb MakCUMyM JIeHET, OTZilaB MUHUMYM Z0J110. He cMOoTps Ha To,
YTO Y MHBECTOpPA 06paTHas 3a/Jaya.

Pa36op cuTyalnuil U3 JUYHOrO ONbITA NPUBJIeUeHUs 481 MUITMOHOB PyGJIei.
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2. «YITAKOBKA, IIMTY, TIEPET'OBOPBI»

3.

A.

HOAFOTOBKa HWHBECT IIaKeTa Balllero NpoeKTa.

L. BbeICTpBIN cTapT. UTO U KaK HYHO NIOATOTOBUTS JJIs CTapTa HHBECT
nporecca.
ii. YTO MOXHO NOATOTOBUTL MOCJIE CTapTa U COKOHOMUTD pecypcChl.

WpeanbHBIM MHBECT MUTY.

I [oTOBUM npe3eHTaLUIO.
ii. ToroBuM peuyb.

iii. BbIcTymieHus Ha GOJIBLIYIO U MaJyI0 yGIKKY. OTIWYKSA BBICTYIJIEHUH [/l
MacCOBBIX TUTY KOHKYPCOB U [1J1s1 HEGOIBIIOHN IPyTIbl NHBECTOPOB.

[leperoBopbl C MHBECTOPAMHU.

I Ctazuu neperoBopoB.

ii. CxakMMH COTPYAHUKAMH BaM MPEACTOUT 0OLIATHCS, TPABUIbHBIN MOJAXO0 K
KaXKI0MY.

iii. YTo cnpawmuBaTk y uHBecTopa? /la-Aa, 3,eCb BaM TOKe MOXKHO 33/1aBaTh
BOMpoOChL. U gaxke Hy»HO!

iv.  Kak pa6oTaTb c BO3pa)KeHUsIMU HUHBECTOPOB U JIAXKe UCII0JIb30BaTh UX JIJIsl
M0JIb3bI OM3Heca.

v.  HHBecT koMuTeT. Kak ero npouTH.

«PAYH/I IOJHAT! YTO JAAJIbLIE?»

A.

B.

C.

Smart money. Mu¢ uiu peasbHOCTb?

I Hcnosib3yeM Bce BO3MOKHOCTU UHBECTOPOB, a He TOJIBKO JleHbIU.
Ténibli TaMIOBBIM CTApTall IpeBpaliaeTcs B Kopnopanuo. Kak 0nycTUTh
TOJIBKO Te U3MEeHEeHMUs], K KOTOPbIM BbI TOTOBBI.

i CA u OCY.

ii. OT4YETHOCT®.

iii. OTBETCTBEHHOCTb OCHOBATEJIEM U NHBECTOPOB.

Kak nosiy4uThb TO, 4TO BBI XOT€JIM U IOMOYb HHBECTOPAM MOJIYYUTh TO, 4€TO

XOTAT OHH.

i. Bawu 1esiv ¥ 1iesiu UHBECTOPOB. /locTUraeM U TOrO U TOTO.

JIOMAIIHEE 3AZIAHUE

A

B
C.
D

Yek-nuct. [IpoBepsieM Mo rOTOBJIEHBI JIU BbI U Balll IPOEKT.
AKTHBH3UpYyeM NOUCK UHBeCTOPOB. [losiyyaeM MUHKMMYM 10 HOBBIX B 6a3y.
Yny4diaeM UHBeCT NakeT. YBeJMYUBaeM LIAHC N0Jy4YeHUs] MHBECTULIMH.

PaccuuThiBaeM UHBECT IIyTb HA 51 10 seT. CKOJIBKO Y BaC OCTaHEeTCA L[OJIEI‘/)I 14
HY>XHO JIM BaM 3TO.
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