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PROJECT
GOAL

K KOHUY roga co3gaTtb
CBOW MarasuH TpeHOoBOU
ogexabl Ana NogpOoCTKOB
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FOOD FOR THOUGH

Work on the business first,
before it works for you.

ldowu Koyenikan




The problem that the project solves

HexBaTka y moApocTKOB PUHAHCOB Ha Bosnpioi puck MallleHHUYeCTBa

CTHUJIbHDBIE, ITPU 3aKa3€ JelIEBBIX

KaQUE€CTBE€HHbBIEC BE€IIIHU 13 Tu BeUIEﬁ C UHTEPHCT-MAal'da3MHOB

Be1iu co cxo)xerl TeMaTUKOU

HeduiuT MecT J1 CO3TaAHUS [IPUXONMTCS UCKATD B

KauyeCTBEHHBIX POTO PasHbIX MarasyuHax, a Ha 3TO

TpaTUTCA MHOI'O BpPEMCHHU U JCHET



THE SOLUTION THAT
THE TEAM OFFERS

Bce aTi mpo6eMb1 MOXKeT

pelnTh Ham MarasuH «I». 3To OyzeT MarasuH ¢
TPEHAOBOU OLEXKJI0U /11 MOAPOCTKOB, B

KOTOPOM BCe Bellly OyAyT pa3BelllaHbl 110 CTUIIAM,
KOTOpble MOX>XHO COYETATh U CO3/1aBaTh

CBOM COOCTBEHHbBINM CTHUAb. Ka)kAbIi Mecs1] B HallleM
MarasuHe 6yayT MNpOXOoAUTb

TeMaTU4YeCKHe Beyepa/cXoaKu/MacTep-Kiaccel. B

cepeauHe CTeH 6yAyT 06ycTpoeHsI




MVP

B kayecTtBe MVP Mbl

npeactrasnii onpoLlleHHbIM Halll

[TpuvLy 6bl B HALL MarasuH v
caenanu nokynky
20%
COMHEBAIOTCS, YTO COBEPLLUUNAN Obl

MOKYTKY
10%

He npuLLI Obl




THE RELEVANCE
OF THE PROJECT

MpeXxpae Bcero, ogexpapa -

OAMH U3 Hanbonee nonynsipHbIX TOBAPOB MAacCOBOro NOTpe6/1eHUs.
NMoaToMy

HeyAUBUTEJIbHO, YTO BO MHOrux TL, npeo6napgaloT MUME@HHO MarasuHbl
oaexapbl. Jlrobas

CeMbS{, BHE 3aBUCUMOCTU OT YPOBHSA AO0XOAA, COLMaNIbHOro crtatyca
WU XKU3HEHHbIX

YCTOEB, HY)XaaeTcA B oaexpae. [locneaHaa uMeeT CBOUCTBO
U3HaLLMBATbCA U yCTapeBaTb.

Bo-BTOpbIX COBPEeMEHHbIU YeNIOBEK NOABEPIKEH

TeHAEeHUMAM MOoAbl, MO3TOMY 3a4acTylo peLllaeT KynuTb Ty UiN UHYIO
Belllb, NTOTOMY 4YTO

OHa B TpeHae. Ho Ha gaHHbI MOMEHT HET MarasmHoOB, B KOTOPbIX
npoaaBasiuChb Obl

MoAHble Belliu Ang NoApoCcTKOB, noagxoasuime nog ux CTuib, U, UM
NPUXOANUTCA UX AOJIIO

MCKaTb 1160 3aKa3blBaTb C UHTEepPHeTa, rge HeJib3sd noMepeTb,

TDOREDUNTEh KAUACTRO.
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MARKET CAPACITY ANALYSIS FOR
THE PROJECT

[1o cocToAHMIO Ha 2015

2020 roabl 06bEM pbIHKa oAexabl cocTaBnaeT nopsaaka 2 000 mapa pyoénein. Ocoboro
poCTa B 3TOi cdoepe He HabgaeTcs, HanNnpPoTUB, MHOTAA BO3MOXHbI flaxxe HebonbLune
cnaapl. CyllecTBeHHOe 3amesieHne nponsoLsio B 2013 — 2014 rogax. 310 06bACHAETCSA
CYLLLIECTBEHHbIM NafeHnem Kypca pyonsa n SKoHOMUYECKUM KpMU3ncom B cTpaHe. O6beMb
TpaT HacesnleHnsa pacTyT He3HauYnTe lbHO, NPU 3TOM LeHbl yBenunduBarTca Ha 4 — 12% B rop,
B CpeHEM. YUYaCTHUKN pbIHKa, paboTarllme B CpeaHEM LIEHOBOM CErMEHTE,
NPeMMYLLLECTBEHHO OPUEHTUPOBAHbLI Ha XXeHckui non (ot 18 no 35 neT). XKeHckada oaexaa
cocTtas/fisieT 50-60 NpoUEHTOB OT OOLLIEr0 ee npeaoXeHnsa. My>XCKon ofexabl peain3yercs
OKO/10 25 MPOLIEHTOB OT EMKOCTW pPbIHKa, COPTUBHOW — 10 npoueHToB, AeTckor — 10
MPOLIEHTOB, NPoYeil — 5 NPouUEeHTOB. M0 CPaBHEHUIO C XEHLLNHAMUN, MY>XUYUHbI TPATAT Ha
ogexay AeHer B ABa pa3a MeHbLle. OTcoaa MOXHO caenaTtb BblBOA, UTO:

1. /Tioam oTaaroT NpeanoYvYTeHne 6osiee aeleBow

opexnae;

2. OHM cTann nokynaTb MeHbLLE oAeX bl N3-3a HU3KOW

nokynaTesibHOW CNOCOOHOCTW.

3. He xBaTaeT MmarasvHOB KOHKPETHO A1 MO/104EeXW

(12-25 neT)



H3E 348 434313 POL3N Eemaua 30U ETR  |P338343 MoK 53~89

Users or Lead Aquisition MoTox none30saTe e Yen 500 1000 2000
Buyers MaTRupe KAveHTS Yen 100 25 a0
Converson K0=820004 8 [nepay 0] noey ey % 02 0, ZSI 02]
Average Prie Cpenwmt e« PyS. 00| -’-03] )
Averzge Payment Count (pef-ee ONWECTRONNZTEREA 0T 004000 Kie=T2 Ut - 3| 3
Averags ravenue per serARPU) (pen-l LOXQ0 (DRS00 NN3ETENE [PyE. 20 Sfﬂ 350]
Average Revenue PerPaying User (ARPPU) HJ

| Ufetime Value (LTV) |Cpe e SOXOR € NATA €0 KIKEHTZ Pyb. 200 b, 175)
Ravenys MNaTe R OT K1We<T02 Pyd. 2000001 1000 EOIDI
Acquistion Costs 33TDaTy %3 DERIANY 8 K3=ane Py6. 1000 50} 3000f
Cost perlead (3L CTOMMOCTS MDHENEY SR QRHOT0 N0 08ITENA PY. 2 0.6} 3|
Customer Acquisition Cost (CAC ) CTOMMOCTS NDHB /B S HIR 0ZHOTD NIZTALETO KAMeNTa [Fy5. 10 24 73|
COGS (firstsae) 1308 Dm0 <3 N2 080 TDOLENE Pyd. 100} 100 ml
(S l=msse W3 DR =2 €38 0Y4 TDOERY Py0. 10 lcl 10‘
Total profit Mowbeins ¢ k3+a3 NPOBX Pyd. 18500 b 637000
Pofitper wser{ = ARPPU-CAC- (OGS Npwbsins C 0ZHOM KIMEHT2 Py6.




MEET OUR TEAM

THE BRAINS BEHIND OUR BRAND

| - VoA

| =
\ . ‘N

“

PTa KaTa Baps Mpa Makcnm
KoopanMHatop  bU3Hec-aHannTUK [ln3anHep MeHeaxep  OTBETCTBEHHbLIN

npoeKTa 33 apT-AM3anH
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