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Meronuveckue yka3aHus COCTaBJIEHbI B COOTBETCTBUM ¢ TpeboBanusmu OI'OC BO
no HampaeiieHHo 38.03.01 «DxoHOMHUKa» yTBepxaeHHOro 12 wos6ps 2015 r. mo
npod o NoAroToBkU «MHpOBas 3KOHOMHKAY.

CocraBuTens: K.¢pwuion.H., EpmakoBa T.O. ’ ’/yw'é e

[TeyaTaercs Mo pemICHUIO Y4eOHO-METOAMYECKON KOMUCCHUA YUTHHCKOTO MHCTUTYTa
denepanbHOro TOCYNapCTBEHHOTO OOKETHOrO 00pa3oBaTENIbHOTO yUPEKIACHHUSA
BbICIIEro oOpa3zoBaHus «balKaJIbCKUil TOCYapCTBEHHBIA YHUBEPCUTET

[Tpotokos Ne 1 ot «23» centsi6ps 2016 r.

MeTtoauyeckie peKOMEHIALUMU MO HamMCaHHIO OM3HEC - MpPOEKTa Ha aHIVIMHCKOM
s3bike / coct. T.®.EpmakoBa — Yura, 2016. — 21 c.

PaccMoTpeHO U yTBEpPKIEHO Ha 3aceJaHUH
Kadenpsr «THOCTpaHHBIX S3BIKOBY»
YU ®T'BOY BO «bI'Y»

[Tpotokon Ne 1 ot «08» cents16ps 2016 r.

MeTtonuueckre peKoOMEeHIaluK npeaHa3HadeHsl i ooydaromuxcs Il kypca o4HoiA
dopmbl  o0ydyenuss HampapneHus 38.03.01 «OxoHomuka» mnpopuna «Muposas
9KOHOMHMKA» M COHEPXKAT OINpelesieHHe MOHATHS «OU3HEC-TIPOEKT», TpeOOBaHUA K
HaNMCaHUI0 OW3HEC-MPOEKTa, IUIAaH U CTPYKTYpYy IMPOEKTa HAa aHIVIMACKOM S3BIKE,
CIIMCOK JIUTEPATYPhI 1S COPABOK, IPUIIOKEHUE — TUTYJIBHBIN JIUCT.




Ipenucnosue

B koHIle u3ydeHHs Kypca JI€JOBOTO AHTJIUHCKOrO SI3bIKa B KOHIIE TPETHETO
tpumectpa |ll xypca oOydarommecss npoduiis «MupoBasi SKOHOMHUKa» JOJIKHBI
BBINIOJIHUTh IUJIAHOBYIKO  BBIIIYCKHYIO paloTy: COCTaBUTh U HamMcaTb  Ha
AHTJIMACKOM SI3bIKE CBOM MPOEKT U MPEACTABUTH €ro Ha 3aluTy. [ JTaBHOHM 1LEeIbIo
paboTel OusHec - mpoekrta (Business Project) siBisercs mpoBepka IMOTYYCHHBIX
3HAHUM 10 JEJIOBOMY aHTIUHUCKOMY SI3bIKY, 9KOHOMHUKE U OU3HECY.

[Ipu pabore Ham MpPOEKTOM OOYYaIOIMIMMCS JEMOHCTPUPYET YMEHHUS U HaBBIKU
CaMOCTOATENFHON paboThl, yMeHHE pPaboTaTh CO CHENHAIBHOW JIUTEpaTypod Ha
PYCCKOM M Ha aHIJIMICKOM f3bIKaX, HABBIKM YTEHUS U peepupoBaHUs TEKCTOB Ha
AHTJIMIICKOM SI3bIKE B OPUTMHAJE, HABBIKM U YMEHMs MUCbMEHHON pabOThl U IpyTHeE.
NmMenHo Takast ¢opMa pabOThl, Kak HamucaHUE OM3HEC-TIPOEKTa, MPEIOCTaBISIET
ONTHUMAJIbHYI0O BO3MOKHOCTh IIOKa3aThb YPOBEHb CBOMX 3HAHUW WHOCTPAHHOI'O
A3BIKA, a TAKXKE TPOSIBUTH CBOM TBOPUECKHUE CIIOCOOHOCTH U BOOOpaKEHUE.

PaboTy Han mpoekToM cieayeT HayaTh ¢ BbIOOpa Tembl. HeoOxonumo yaenutsb
TOMY BOMPOCY JOCTATOYHO BPEMEHH, YTOOBI MOAOOpaTh M XOPOUIO NPOAYyMAaTh
pa3nuYHbIe BApUAHTHI, U3 KOTOPHIX MOXHO BBIOpaTh OAMH, HauboJiee MOIXOIALIIUN.
Cnenyer NOMHHUTB, YTO JIETYE W HMHTEPECHEE OMHCHIBATH TO, YTO BaM JIydllle
U3BECTHO, O 4Ye€M BBl UMeEETEe IMPEACTABJICHHE. [IpaBunbHO BBIOpaHHas TeMma,
COOTBETCTBYIOIAs 3HAHUSM, MHTEpECaM M CIIOCOOHOCTSM 00yYaroIerocs — 3To yxke
YCTENIHOE HAa4aJlo paOOoTHlI.

J171 BBITIOTTHEHHSI POEKTa HEOOXOAUMO BBITIOJIHUTH CIEIYIOIINE 3aJaUH:

e chopmynupoBaTh TEMY NMPOEKTA, IPOAYMaTh CTPYKTYPY U COCTABUTH IIAH,
® BKJIIOYHUTH TaKHE Pa3fesibl, KOTOPble HEOOXOIUMBI ISl TTOJIHOTO PACKPBITHUS
TEMBI.

Hanee cnenyer nogoopath HEOOXOIUMYIO JEJIOBYIO JIEKCUKY B COOTBETCTBHUH C
TEMOM U JEJIOBBIM CTUJIEM, TOCKOJIbKY paboTa JOJKHA OBITh BBIIIOJHEHA TPAMOTHO, B
JIeJIOBOM CTHUJIE PEUH.

bonee moapoOHBIE pEeKOMEHJALMHU 110 COCTABIEHUIO POEKTAa CMOTPUTE AAJIEE B
pasjelie Ha aHrIHicKoM si3bike "Guide to writing a business project”.

Kommnerenmmsimu, GopMupyeMpIMu B TIPOIIECCE M3YUYCHUS JAUCIUIUIMHBI SBIISIOTCS
OK-4, OK-5, OK-7. JlaHHbIC KOMIICTCHIIUH — KIIFOUCBEIC.

Koo Komnemenyus
KOMnemeHyuu
OK-4 CIOCOOHOCTHIO K KOMMYHHUKAIIUU B YCTHOM M MUCBMEHHOM (opmax

Ha PyCCKOM U MHOCTPAHHOM SI3bIKax JUIsl PELICHUS 3a/1a4
MEKJIMYHOCTHOTO ¥ MEXKYJIbTYPHOTO B3aUMOACHCTBUS

OK-5 CIOCOOHOCTBIO pabOTaTh B KOJUIEKTHUBE, TOJIEPAHTHO BOCIIPHHUMAS
COITMAIIbHBIC, STHUYECKHE, KOH()DECCHOHAIBHBIC U KYJIbTYPHBIC
pazugs

OK-7 CIOCOOHOCTHIO K CAMOOPraHU3aLMK U caMOO0OPa30BAHMIO




YpoBHeBoe onucanue npuzHakoB komnereHuu OK-4:

YPpOBEHb OCBOEHUS

IIpyu3HaKy NposIBICHUS

[IponBunyteiii (91 — 100
0ayIoB)

MosxeTr 4eTko cQOopMyIHpOBaThH CBOIO MBICIb, HE
UCIIBITBIBASE IPU  3TOM BUAUMBIX 3aTPYIHEHUN.
Biageer 3amacoM SI3bIKOBBIX CPEICTB, JOCTATOYHBIX
JUIsL 4YETKOrO OIIMCaHWs SIBICHUM M IPEIMETOB,
BBIPAKEHUS TOYKH 3peHus, IIOCTPOCHUSA
apryMeHTanuu. [Ipy 5ToM HE UCIBITBIBAET BUAUMBIX
3aTpyJHEHU B MOJA0Ope CJOB, HCIOJIb30BAHUU
HEKOTOPBIX  CJOXHBIX MOJEJIEH  MPENIOKECHUM.
CrabuibHO BBICOKMI ypOBEHb I'PaMOTHOCTU PEYM:
OLIMOKH JOMYCKAIOTCS PEAKO.

bazoBeiii (71 — 90 Ganson)

Nmerommncs 3amac s3bIKOBBIX CPEJICTB IO3BOJISIET
IaTe 0e3 TOJArOTOBKM ONWCAaHHE HETHIIMYHOM
CUTyallid, JOCTaTOYHO YETKO W3JI0XKHUTh CYyTh
poOJIeMbl WJIM BOIIPOCA, BBIPA3UTh CBOM MBICIH Ha
abcTpakTHyI0 Temy (HAIIpUMEP, cembs, yueba,
myTeniectBue). JloctaTouHO TpaMoTHash pedb B
3HAKOMBIX CUTYyallUsX OOIIEHHUS. 3aMETHOE BIIUSHUE
poaHoro si3pika. OMMOKK JOMYCKAKOTCs, HO OOUIUiA
CMBICJI BBICKA3bIBaHUS SICEH.

Munumaneubeiii (41 — 70
0aiIoB)

Bnaneer 0a30BBIM CJIOBapHBIM 3aIacom,
JOCTAaTOYHBIM  JJI1  OOIIEHHUS B  MPOCTEHUIINX
MOBCE/IHEBHBIX CUTYyalUsAX, OJHAKO HCIbITHIBAET
TPYAHOCTH MpPU MNOAOOPE CIOB, YTO CYIIECTBEHHO
OrpaHUYMBACT BO3MOXKHOCTH oOmieHus. [IpaBuiabHO
UCIIOJIB3YeT MPOCTHIC rpaMMaTU4YeCcKue
KOHCTPYKIIUU, OJHAKO CUCTEMATHYECKU JOIMYCKaeT
THIIWYHBIC OMIMOKH, TEeM HE MEHEE OOIIUH CMBICI
BBICKA3bIBAHUS SICCH.

YpoBHEBOE onucanue npu3HakoB komnereHuu OK-5:

YPpOBEHb OCBOECHUS

IIpu3HaKu NposIBICHUS

[MpomBunyTeiit (91 — 100
OaIIIoR)

O6namaer  KyJabTypOW  TMOBEAECHUS, TOTOB K
KOOIEpalul ¢ KoJuleramu, K paboTe B KOJUIEKTHUBE.
CnocoOeH CcOBEpUIEHCTBOBAaTh KYJIbTYPYy CBOErO
MOBEJIeHUs, 00JIalaeT  XOpOIIMM 3HaHUEM U
MOHMMAHUEM  CXOJACTB U  Pa3IMuyuid  MEXIy
KyJbTypaMu POJHOM CTpaHbl M CTPaHbl U3y4aeMOro
A3bIKa, a TaKXke 3HAaHUEM ¢  [MOHUMaHUEM
PErMOHAJILHOTO U COIMAIIBHOTO pa3HOOOpa3usi 00enx
CTpaH.

bazossrii (71 — 90 6amon)

OO6namaeT  KyJnbTypol  TOBEJAEHHUS, TOTOB K
KOOTIEpAIMK C KOJUIETaMH, K pab0Te B KOJUICKTHUBE.




CriocoOeH COBEpIIEHCTBOBATh KYJIBTYPY CBOETO
NOBEJCHUS, 00JIajlaeT  JOCTAaTOYHBbIM 3HAHUEM U
NOHUMAHUEM  CXOJCTB M  pa3IUuyui  MEXIy
KyJbTypaMU POAHOW CTPaHbl U CTPAHbI U3y4aEMOTO
A3bIKa, a TAaKXKe 3HAHUEM M  ITOHUMaHUEM
PETMOHAJIBHOTO U COLMAIBHOIO pa3HOo00pa3us obenx
CTpaH.

Munumansubeii (41 — 70
OaJIoB)

OO6mamaeT  KyJbTypol  TOBEACHUS, TOTOB K
KOOTIEpaIllNK C KOJUIeraMu, K paboTe B KOJUICKTHUBE.
CrocobeH COBEpIICHCTBOBATh KYJIBTYPY CBOETO
MoBeICHUs, 00JagaeT HEIOCTATOYHBIMU 3HAHHEM U
MOHUMAHUEM  CXOACTB M  pa3Iinuuil  MEXKIY
KyJIbTypaMU POIAHOW CTPAHBI U CTPAHBI W3y4aeMOTO
s3bIKa, a TaKXKe 3HAaHUEM ©  ITOHUMaHHUEM
PErHOHANBFHOTO U COLIMAIBHOTO Pa3HO00pa3us o0enx
CTpaH.

ypOBHCBOG OIIMCAHUC ITPHU3H

akoB kommnereniuu OK-7:

YPpOBEHb OCBOCHUS

[Ipu3HaKu NpOSIBICHUS

[MponBunyTeiit (91 — 100
0asIoB)

Brnageer monHOM CHCTEMOW 3HAaHHWM O COJECPKAHUU,
OCOOEHHOCTSIX MPOLIECCOB  CaMOOpPraHW3alud |
caMmo00pa3oBaHus, apryMEHTUPOBaHHO
O0OOCHOBBIBAET TMPHUHATHIE pEUIEHUS MpH BBIOOpE
TEXHOJIOTHUM WX peaju3alud C Y4YeToM Lelel
po(eCcCHOHANTIBHOTO U JIMYHOCTHOTO Pa3BUTHSL.

bazossiii (71 — 90 6annoB)

JleMoHCTpUpYET 3HAHUE coJiep KaHUs 51
OCOOCHHOCTEH TMPOIIECCOB CaMOOpraHU3aluud |
caM000pa30BaHus, HO JIa€T HEMOJHOe 0OOCHOBAHHUE
COOTBETCTBHS BBIOPAHHBIX TEXHOJIOTHH peaau3aiuu
ITPOIICCCOB IEIISIM MPO(DHECCHOHATBHOTO POCTA.

Munumaneneiii (41 — 70
0asIoB)

JIeMOHCTpUPYET 4YAaCTUYHOE 3HAHUE COJCPKAHUS
MPOIIECCOB CaMOOpraHu3aluu U camMooOpa3oBaHus,

HEKOTOPBIX O0COOCHHOCTEH 51 TEXHOJIOTU I
peanu3anuy, HO HE MOXKET O0O0OCHOBAaTh HX
COOTBETCTBHE 3arJIaHUPOBAHHBIM LEeJISIM

po(ecCHOHATLHOTO COBEPILICHCTBOBAHMSI




Yro Takoe NpoeKT u Ou3Hec-mpoeKT? OnpeaesieHue NOHATH.

Bnauane KOpPOTKO OCTaHOBMMCSI Ha TOM, YTO TaKo€ TMPOEKT, JaguM
oInpeJeeHue.

[TpoekT: OT JaTMHCKOrO Projectus — «BeICTyHaroIUi Brepea»; win (Oosee
nosnaHee) (hpaHiry3koe Project — «miaH, npeanojioKeHue, npeaHasHadyeHue». [Ipoekt
— 9TO 00s3aTeNbHO 00pa3 OyAyIIEro, 4ero-To HbIHE HE CYIIECTBYIOIIETO, OOBEKTa.
TakuMm 00BEKTOM HE 00s3aTENBHO SIBISIETCS Belllb. FIM MOXKET OBITh M OTpE/IeTICHHOE
MOJIOKEHHE 1T, U MPOIECC, U OOBEKTHI IPYrux TUMoB. [loMUMO CBOEro OCHOBHOIO
3HAYEHUsl MOHITUE MPOEKTa UCIOJIB3YETCS TaKXKe JUIsl YKa3aHWs Ha BECh MPOILIECC
BBIJIBIKCHUS U pealIN3alliy NpOeKTa (IPOCKTUPOBAHUE).

[IpoexTupoBanue. Baxuelmelh XapakTepUCTUKONW MPOEKTHONW  pabOTHI
ABJISIETCSI €€ UUKIUYHOCTh, TO €CTh Pa3BEPThIBAHUE €€ 10 TPEM OCHOBHBIM 3TAIlaM:
3amvicell — peanu3ayus — peqhiekcusi.

3ambicen — ATO Uleal MOCIEAYIOMMNX IEHCTBUI. 3aMbIicell HE MOXET ObITh
npea3ajgaH, OH TMOPOXKIAACTCS WHAWBUIYATbHBIM WM KOJUICKTUBHBIMHU YCUJIHUSIMHU.
Coznanue ycnoBuid, OJarompusATHBIX ISl BBIIBM)KCHUS HOBBIX 3aMbBICIIOB, SIBJSICTCS
OCHOBOM METO/I0JIOTUYECKOM pabOThl B paMKax 000 opraHnu3aiuu.

Peanuzayus npoexma — BOIIIOILIEHHUE 3aMbICiIa B JKU3Hb. DTOT ATAIl BKIKOYAET
0CO0YI0 AESITENIbHOCTh, OTIIMYHYIO OT JESATEIHHOCTH 10 BBIABUKEHHUIO 3aMbICTIA.

Pegnexcus — 5710 ocMmbIcieHHE TMPOJETAHHOTO. DTO HE IMPOCTO OIEHKA
NPaBUJIBHOCTH UCIOJIHEHUS, a OCBOCHUE HAKOIUICHHOTO B JICCTBUU HOBOTO OIIBITA,
TEM CaMbIM MOATOTaBJIMBAIOIIAS BO3MOXHOCTh HOBBIX 3aMbICIIOB, HOBBIX JIEUCTBUHU.
Pesynbrarom pediiekcum MOXKET CTaTh W3MEHEHUE HW3HAYaIbHOTO 3aMBICHIA, €ro
pPa3BUTHE U MMOBTOPEHUE MPOEKTHOTO IIUKIIA.

[IpoekT, TakuM 00pa3oM, HUKOTAA HE SIBJISETCS NMpen3aJaHHbIM UM HaBceraa
¢ukcupoBanHbIM. [IpoekTHpoBaHuE MpEACTaBISET COOOM MUKIMYECKUH Mpolecc, B
X0JI€ KOTOPOTO MU3MEHSETCA KaK HaualbHbIN 3aMbICEII, TAK U CIIOCOOBI J€ATEIbHOCTH
YYaCTHUKOB MPOEKTA.

BaxxHo momuepkHyTh, YTO MNPOEKTHUPOBAHUE BCET/Ia €CTh IMPOCKTUPOBAHHE
nesitenbHOCTU. Jlaxke Korma pedyb MAET O MPOEKTE CO3JaHusl BEIllM, OCHOBHBIM
coJlep)KaHUEM SBJISIOTCS T€ JEHCTBUA, KOTOPbIE HEOOXOJUMO BBITIOJHUTH IS €€
co3ganusi. [loaToMy BCSKHII TIPOEKT TpeACTaBisieT Cco0OM  OpraHu30BaHHO-
NEATENbHOCTHYIO CXEMY, TO €CTh, TAKYIO CXEMY, C IIOMOIIBIO KOTOPOH OpraHu3yeTcs
nericrBue. COOTBETCTBEHHO, TOJHOLIEHHBIM MPOEKT MPEANoJiaraeT HE MPOCTO
BUJICHHE KOHEYHOTO pe3yJibTaTa, HO WU PAa3JIoKEHUE Mpoliecca MOTyYEHHUS 3TOro
pe3yJiibTaTa Ha KIIOYEBbIC MO3UIUU U AJIEMEHTHI AESTEIbHOCTH.

Crnenyer yTOYHUTH, YTO MBI TIOHUMAaEM «OM3HEC — MPOEKT» KaK BUJ y4eOHOMH
pabotel. Ilpexnae Bcero, MoAYEpKHEM, UYTO 3TO Y4E€OHBIA MPOEKT, MUCHMEHHAas
BbIIIyCKHasl paboTa. bru3Hec MNpOEKT - 3TO omKMcaHue Ballero OusHeca, KOTOpbI Bl
coOupaerech OTKpbITh. OHO JAOHKHO BKIIIOYATH B c€0sl ONMMCAaHUE MPOJYKTa, pPHIHKA,
paboTalmux y Bac JoAel u (UHAHCOBBIX 3aTpaTr. buszHec - MpoOeKT cocTaBisieTcs
Tak, YTOObl MPOYTEHHE €ro MOIVIO JaTh OOIllee MpPeICTaBICHUE O BalleM
npenanonaraeMoM OusHece. bu3Hec-poekT B HalleM MOHMMAaHUM MMEET MHOTO
o01Iero ¢ Ou3zHec-n1aHoM B €T0 OOBIYHOM, TPATUIITMOHHOM 3HAYCHUHU.
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buzHeC-m1aH - 3TO JOKYMEHT, KOTOPbI OMUCHIBAET BCE OCHOBHBIE ACTIEKTHI
Oynyuiero npeAnpusiTusi, aHAJIU3UPYET BCE MPOOJIEMBbI, C KOTOPHIMU OHO MOXET
CTOJIKHYThCS, @ TaKXke OIpeeNseT ChocoObl pernieHus 3Tux mnpodiem. [loatomy
MPaBUJIbHO COCTAaBJIECHHBIA OM3HEC - TUIaH B KOHEYHOM CUETE€ OTBEYaeT Ha BOIPOC:
CTOUT JIM BOOOIIE BKJIAAbIBATh JCHBIU B 3TO JEJIO U MPUHECET JIU OHO JOXO/IbI,
KOTOPBIE€ OKYIIST BCE 3aTPAThl CUJI U CPEICTB.

busnec - manbl 0OBIYHO COCTABIISIOT MO HECKOJIBKUM MPUYHUHAM:

1. JIis1 BHEUIHETO MCIIONBb30BaHUs, T.€. JJIA MpEACTaBICHUs Jelia B Haubosee
BBITOJTHOM CBET€ KOMY-TO M3BHE, HampuMep, HHBECTOpaM, KPEIUTHOMY OaHKYy HIIU
Ap.

2. Jlng BHYTPEHHETO TMOJIb30BaHUA. JTOT OM3HEC-TIJIaH HCIIONB3YETCsl BHYTPH
KOMITAaHUU, HAIPUMED, JUIsl YIYUIlIeHHs YIIPaBJIeHUs. 3AECh JI€JI0 MPEICTABISETCS CO
BCEMU CUJIBHBIMU U CIa0BIMU CTOPOHAMH.

3. Hawmbomee dvacToli TPUYMHOW COCTABJIICHHWS OW3HEC - IUIaHA SIBISICTCS
cTpemieHue olecrneunTh (PUHAHCUPOBAHUE CBOETO MPOEKTA: MOJYYUTh KPEAUT B
0aHKe WJIM HATU UHBECTOpA U T.II.

ConepxaHue U CTPYKTypa pa3HbIX OM3HEC-TUIAHOB MOXXET OTJIMYAThCS JIPYT
oT apyra. Hampumep, OH MOXKET BKJIIOUATh B CE0s CIACAYIOIIUE Pa3/Iebl:

1.Pe3tome.

2.McTopusi KOMIIaHUMU.

3.0nucanue Buza NeITEILHOCTH.

4.0nucanuie NpoayKra.

5.AHanu3 phIHKA.

6.MapKeTHHT.

7.0praHu3aiioOHHbBIN TIaH.

8. OpraHuzalMoHHas CXeMa yIIpaBJICHHUS.

9.Ananu3 pucKoB, KOHKYPEHIIUS.

10.TexHonorus nNpou3BOACTBA.

11 .®duHAHCOBBIN IIaH.

12. Tlpunoxenue.

CrpykTypa OU3HEC - TIaHa MOXKET ObITh TAKOW WM APYTOM, B 3aBUCUMOCTH OT
Hesen v 3a71a4 B KaKJIOM KOHKPETHOM ciiydae. BaKHO MOTYEpKHYTh TO, YTO OM3HEC-
IJIaH - 3TO pEajbHbI JAOKYMEHT, OH NHUIIETCA NEHCTBYIOUIUM MPEANPUATUEM C
KaKOM-TO KOHKPETHOM 1EJIBIO.

OTAn4YuTENBbHON YepTOM HAIIEro MPOEKTa SBJISIETCS TO, YTO OH MUILIETCA C
JIPYroil 1enblo — y4eOHOM, U MO3TOMY B ONMUCAHUM (PUHAHCOBOM YAaCTH M PAcUETOB
MOET HOCHUTh HE TOYHBIA, a MNPUOIUZUTENbHBIN XxapakTtep. XOTS MpPH HTOM
HEKOTOPBIE MPOEKThl HOCAT BIIOJHE PEAbHBIM XapakTep U SIBJIAIOTCS OCHOBOM MJif
pa3BUTUSI UX B JUIUVIOMHBIE PabOThl C TMOCHEAYIONIEH 3allUTON HA WHOCTPAHHOM
SI3bIKE.



TpebGoBaHus K MpoeKTy

B coorBercTtBuM ¢ yueOHbIM IuiaHoMm oOyuaromuecss |l xkypca nomxHb
pa3paboTraTh OuU3HEC - MPOEKT (T.€. MPOEKT Mpe3eHTAIuu (PUPMBbI) HA AHTJIUMUCKOM
SI3bIKE, IIEJIM MPE3EHTALUN U BUJ JEATeIbHOCTU (DUPMBI BHIOMPAET caM BBIITYCKHHUK.
JanHast pa0oTa Mo IJIaHy BBIMOJIHSAETCS CaMOCTOSITeNIbHO. Bemymumii npenoaaBaTenb
SABJISIETCA PYKOBOAUTEIEM MPOEKTA, MPOBOJUT KOHCYIbTAMA U IPUHUMAET TOTOBBIN
IIPOEKT.

[Mucemennas pabota mo OM3HEC-TUIAHMPOBAHUIO JODKHA OBITh HE MeHee 12
ctpanui. [leuats m odopmienune paboTbl cranmapTHbie: (popmar A-4, mpudr
oObruHbIH - Times New Roman 14, oy TopHBIi HHTEpBAJ.

PaGoTa nomxHa OBITH CllaHAa B MUCHbMEHHOM BHUJIE B CPOKH, OIPEICIICHHBIE B
TpeOOBaHUAX K SK3aMeHy. UepHOBOW BapHaHT JOJDKEH OBITh CIJaH Ha MPOBEPKY
pykoBoautento 10 10 anpensi, npoBepeHHbIE padOThl BO3BPAIIAIOTCS 00yYarOIIUMCS
JUTSL UCTIPABJICHUN UM TO0PabOTKH, C TEM YCJIOBHEM, YTOOBI YUCTOBOM BapUAHT ObLI
caad a0 15 mas. CTyaeHT, He cJaBIIMi MUCbMEHHYIO pa00Ty B yKa3aHHbIE CPOKHU, HE
JOITyCKaeTCs 10 DK3aMeHa.

Ha ocHOBe NMUCBEMEHHOTO OM3HEC-TIPOEKTa 00YYAIOIUECs COCTABIISIOT YCTHYIO
IPE3CHTAIMI0, KOTOPYIO MPEJICTABISIOT Ha 3K3ameHe. Ha sk3aMeHe BBITYCKHUKHU
3alMIIAI0T CBOM TPOEKTHI B YCTHOU (popme.

B navane 3amuThl 00ydYaroUIuiicss YCTHO TMpPEACTAaBISET CBOM MPOEKT Ha
AHTJIMIICKOM  SI3BIKE, YTO SIBJSIETCS MOJIFOTOBJICHHON 4YaCThIO BBICTYIUICHHS. 3aTeM
IPernojaBaTesb U MPUCYTCTBYIONIME HA 3alUTe 00yJaroniuecs: 3a1al0T BOTPOCH 1O
npeACTaBICHHOMY MNpoekTy. OTBeyasi Ha HUX, BBIMTYCKHUK JIEMOHCTPUPYET HABBIKU
HEMOATrOTOBJICHHOW peud. [l mnpe3eHTanuu  mpoekTa O0O0ydaroliuecs MOryT
MOJIb30BAThCSl  COBPEMEHHBIMU W TPAJAUIIMOHHBIMU  HATJISAJIHBIMU  CPEACTBAMH.
Hanpumep, koMnbroTepHas mpe3eHTaIusl, MPOEKTOp, TaOIUIIbI, CXEMBbI, Pa3/1aTOYHBII
MaTepuall U T. M. IOMOTYT MOJHEE PacKpbITh TEMY M CHENIAIOT BBICTYIUIEHUE OoJiee
SIPKUM Y HaCBHIIIIEHHBIM.

B xone 3ammrtel oOydaronuiics JOHKEH TOKa3aTh CBOM YPOBEHb 3HAHHI
WHOCTPAaHHOTO  53bIKa,  C(OPMUPOBAHHBIE  HABBIKU MOJATOTOBJICHHOM
MOHOJIOTHYECKON PEYH U HEMOATOTOBJICHHOW JUAIOTMYECKON PEYH.

DK3aMEHAaTOp OLIEHUBAET €ro padoTy, NMPUHHUMAs BO BHUMAaHUE KA4YECTBO
NMCbMEHHOTO MPOEKTA U YCTHOTO BBICTYIUJIEHUS [0 HEMY.

Takum o0pa3om, Mbl JIOCTUTa€M IJIaBHOW L€ SK3aME€HA MO MHOCTPAaHHOMY
SI3bIKY - MPOBEPKU SI3bIKOBOW M KOMMYHUKATUBHON KOMIETEHIIMU JJIsl 3JIEMEHTApHOU
JESTENHPHOCTA TI0 M3YYCHHUIO 3apyOCKHOW JUTEpaTyphl B OOJACTH IKOHOMHKH, W
KOHTPOJSE  CHOPMHUPOBAHHBIX Yy HHX HABBIKOB W  yYMEHUU  JICIOBOTO
npo¢eCCUOHAILHOTO OOIIEHUS HA UHOCTPAHHOM SI3bIKE.



Y4eOHbIe MOCOOHS U peKOMEHIAIUMN

B pabouyto nporpammy s 1 kypca « MupoBoit SKOHOMUKHY ObLIT BKIIFOYEH
pasnen «Business Planning», koTopelii  comepKUT  Marepual 1o OW3HeC -
IJIAHUPOBAHUIO B cTpaHax uzyudaemoro sizbika - CIIIA, BenukoOputanuu u ap.

VY  o0yuarmuxcsi ecTh IHUPOKass BO3MOKHOCTh MCIOJIb30BaTh COBPEMEHHBIE
3amajHbple METOJANYECKUE Pa3pabOTKH MO COCTaBICHUIO OM3Hec-TIaHOB. CyIIeCTBYeT
MHOXXECTBO  3apyO€KHBIX KHHUT, Y4YE€OHHUKOB, KOMIIBIOTEPHBIX MPOTPaAMM,
Ipeajararoniux NpakTUUYeCKUE COBETHI 10 BHIOOPY M peanu3aiu OU3HEC - TPOEKTOB.
3amaya 3aKIIOYaeTCs B TOM, YTOOBI TPABWJIHHO MPOU3BECTH OTOOP MaTepHaNOB,
KOTOpBIE MOTYT ITOMOYb WJTM CIY>KUTh 00pa3iomM mpu padbote Haj mpoekToM. CMBICI
paboTHI CO CIIEMATILHOM JIUTEPATypOl Ha aHTJIMACKOM M PYCCKOM SI3bIKaX COCTOHWT B
TOM, YTOOBI 00y4aroIuecs MUPOBOM SKOHOMUKH, KaK OyAyllue CHEHUATUCTBI 10
SKOHOMHKE U HMHOCTPAHHBIM SI3bIKaM, XOPOIIO OPUEHTUPOBATUCH B SKOHOMHYECKUX
npoOJjieMax, KOTOphIC SIBISIOTCS TeMOM wu3yueHus. [Ipexnae yem mpuUCTynuTh K
00CYX/ICHHIO H3y4aeMOM TEMbl Ha YPOKE HMHOCTPAHHOTO $3blKa, HEOOXOAMMO
BHUKHYTh B MpPOOJIEeMY, M3y4YUTh €€ CaMOCTOSITEIbHO, YTOOBl HMMETh MPaBWIHHOE
MIOHUMAaHHE TEMbI, KOTOPYIO OHU OYyyT 00CYAaTh HA AaHTJIMHCKOM SI3bIKE.

Bce ckazanHOe B TOJIHON Mepe OTHOCUTCS K HOBoi Teme Business Planning.
Heobxoaumo u3yuuTh yuyeOHUKH, MOCOOMS W Jpyrue maTrepuanbl 1mo OusHec -
IUTAHUPOBAHUIO M HA AHIJIMMCKOM, M Ha PYCCKOM S3bIKE, MPEXKIE YeM NEpeuTH K
pa3paboTke OM3HEC - MPOEKTOB Ha MHOCTPAHHOM si3bIKe. [IpencTouT crnoxkHas 3amadya
o oTOOpy MOAXOASIIMX YYEOHBIX MAaTEpPHAIIOB M3 BCETO MHOXKECTBA 3apyOCKHOU
JUTEpPATypbl U JAPYTUX COBPEMEHHBIX MCTOYHMKOB, MPEJIAralolIuX METOAUYECKHE
pa3pabOTKM W TIPAKTUYECKHE COBETHl 110 COCTABJICHHWIO Ou3Hec-uiaHoB. U3
UMEIOIIErocsi MHOToOOpa3usi KHUT W KOMIIBIOTEPHBIX MPOTrpaMM MbI BBIOpaJIH
HECKOJIbKO MCTOYHHUKOB Ha aHTJIMMCKOM S3BbIKE JJISI MOJAPOOHOr0 H3YyYECHUS [CM.
CIIMCOK JINTEPATYypBHI].

31ecb Mbl MOKEM TOJIbKO KOPOTKO OXapaKTepU30BaTh HEKOTOPhIE y4eOHO-
METOJIMYECKHE TOCOOMs, KOTOpPhIE MOXHO  HCHOJB30BATh KakK IPAKTHYECKOE
PYKOBOJICTBO JUIsl COCTaBJICHUS OM3HEC-TIJIAHOB HA aHTJIMHCKOM SI3BIKE.

IlepBas w3 HuUX - kHUTa «bu3Hec- muan», aBTop KHUrM Anad Bect nmeer
OoraThlii OMBIT B KAYE€CTBE KOHCYJbTAHTA U MPENOJaBaTENs B aMEPUKAHCKOM MaJioM
u cpenHeM OusHece. Kuura mepeBeneHa Ha CeMb SI3BIKOB, OOYYalOIUMECSs MOTYT
IPOYUTATH €€ Ha PYCCKOM SI3bIKE WJIM BOCIOJIB30BaThCS OPUTMHAIOM Ha aHTJIUHCKOM
s3bIKe. OJTO y4eOHO - MPAKTUYECKOE IOCOOME HaydyuT Bac, Kak BbIOpaTh U
peaiin3oBaTh OHM3HEC TMPOEKT, MPOU3BECTH MPOPECCHOHAIBHYIO TOIIEPHKKY,
pa3paboTath OW3HEC-TIJIaH U BIOCIEACTBHH Y((HEKTUBHO OCYIIECTBUTH MOHUTOPHHT.
Kuura npepmnaraer OoJbllIO€ KOJIMYECTBO MPAKTUUYECKUX COBETOB B IMPOCTOM U
JTOCTYMHOM (hopMe U MOXKET CTaTh HACTOJIbHOW KHUTOM JIJIsl YCIEIIHBIX OM3HECMEHOB
U JJIs TeX, KTO TOJIbKO coOMpaercs HayaTh coOCTBEHHOE neno. KHura coctout us
NEBATHU TJIaB, COJEPIKAIIMX KaK TEOPETUYECKUE BOIPOCH! OM3HEC-TINIAHUPOBAHUS, TaK
U TMPAKTUYECKHUE COBETHI IO COCTABJIICHHIO Ou3Hec-maHa. [loutu B Kaxkaoil riase
TEOpUs WUIIOCTPUPYETCS MPUMEpaMu, 3TH MPUMEPHl OMHUCHIBAIOT JEUCTBUS JBYX
aMEpHUKaHCKUX KoMmaHuii «Brainstormy u «Softa-watery, maercs anamu3 ux pabOTHI
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(Case Analysis), KOTOpbIif OYEHb YAaYHO HILTIOCTPUPYET TEOPETUICCKHE TTOI0KECHUS
¥ TIOMOTAEeT YMTATEeIIo Jy4llle pa3o0paThbcsi B BOMPOCAX COCTaBICHUS OW3HEC-TIIaHa.
Uuras xHUTy «bu3HEC-TUIaH», MBI MOXEM y3HaTh O HEHM3BECTHBIX HaAM peausix
aMepUKaHCKOro OM3HEca, MOHSITh MPUHSTHIE Y HUX a00peBUATYPHI, CBSI3aHHBIC C pa3-
paboTkoi 6usHec-tuiana, Hanpumep: MSB, SURE, SWOT u ap.

B knure «buszHec-miian» aaeTcss MHOTO CXEM M TaOJHI], KOTOpPble OYEHb Ha-
TJISIHO TIOKA3bIBAIOT, HAPUMEP, KaK MOXKHO ONpeneiauTh 3P(HEKTUBHOCTh pabOThI
nepcoHaja KOMIAHUU, WU DJIEMEHTHI CTPAaTEr MPOHUKHOBEHUS HA PHIHOK WU
MOJICYUTATh PACXO/bl U JOXOJIbI KOMIaHUU U npodee. Kuura naer moapoOHbIe onu-
CaHUsl HOBBIX JJIA HAC, HMHTEPECHBIX METOIMK MO IUIAHUPOBAHUIO MPOU3BOJCTBA, HA-
npuMep: 4ETKas METOIUKA IMPOBEPKH «3I0POBbs» KommnaHuu - Company Health; wim
CO37IaHUE «IETIU IUIAHWPOBAHUS U TETIU KOHTPOJIS»; WM pa3paboTKa CTpaTeruw,
KOTOpPYIO OHM HaspiBatoT Exact Tuning, T.e. mpolecc «TOYHOW HACTpOWKW». B
nesnoMm, kaura Anana Becta yuauT TomMy, Kak OTHOCHTBCS K TIpoOsieMaM, ¢ KOTOPBIMU
IPUXOAUTCS] CTATKUBATHCS B OW3HECE, KaK HAYYUTHCSA YBHIETHh M PEIIMTHh ITH IPO-
OneMbl, Kak CIPaBUTHCS C OPTaHM3AIMOHHBIMU 3aJjadaMy pPAcTylleld KOMITAHWH.
JlromsiM, W3y4YaOMUM TMPEANPUHAMATENICTBO, a TAaKKe JKETAIONIUM 3aHSIThCS
OM3HECOM, KHUTAa CTAHET XOPOLIMM Y4Y€OHBIM MOCOOMEM, TMOMOXKET BBIOpaTh U
peanu3oBaTh OM3HEC-TIPOEKT, pa3paboTaTh OU3HEC-TIIAH.

Caenyromiee mocooue «How to Design a Business Plan in Englishy - sto
CIIPaBOYHBIEC MaTepUalIbl MO JIETOBOMY aHTIIMMCKOMY SI3bIKY, COCTaBJICHHbIC B Xala-
POBCKOM TrOCY/IapCTBEHHOHN aKaJeMUU SKOHOMUKHU U TIpaBa Ha MaTepuajie COBPEMEH-
HBIX 3apyOEKHBIX HCTOYHHMKOB. DJTO JOCTATOYHO Ooibinoe mocodbue odbEMoM 50
CTPaHHMI] COCTOUT W3 BBEJCHHS W JIBYX OOJBIINX TJIaB; MepBas IJiaBa - OCHOBHas,
OHa BKJIOYaeT B ce0s OmHCaHMe OJUHHAALATH pa3felioB Ou3Hec-TUlaHa Ha
AHTTIMIICKOM SI3BIKE, MEpPEeUeHb OMHMCAHHBIX PA3/IENIOB COACPKUT OCHOBHBIC ITYHKTHI
TUTIOBOTO OM3HEC-TIJIaHa, B KOTOPBIX PAaCKPHIBAETCSl OCHOBHAS WIes U IeNn Ou3Heca,
XapakTepu3yercsa crnenuduka TpoAyKTa (GUPMBI, JaéTCi  OIEHKAa pPBIHKA,
yCTaHABIUBACTCSl CTpaTerus (DUPMBI, ONMPEAENSAETCS OpraHU3alMOHHAs CTPYKTYpa,
NPUBOJUTCS (PUHAHCOBBIM TMPOEKT, OMHUCHIBAIOTCS TEPCIEKTUBBI pOCTa (HUPMBL.
Onucanne BCEX MEPEUYHCICHHBIX MYyHKTOB JaHO JOCTATOYHO MPOCTHIM U SICHBIM
AQHTJIMACKUM  SI3BIKOM, 0CO00€ BHHUMAHHE YJEISICTCS COCTABJICHHIO pPE3IOME,
MIOCKOJIbKY PE3IOME - 3TO Ta YacTh IUIAHA, C KOTOPOU 3HAKOMSITCS B IIEPBYIO OYEPEIb,
U KOTopas mpeicTaBiseT coboii cBoero poxa Visit Card mamHoro OwusHeca.
HekoTopsie pazaensl - onucanus cofepxkaT oOpasisl IPUMEPOB, KOTOPhIE TOMOTAOT
0OyJaronuMcs JIyqilie TOHSITh U YCBOUTHh TEOPETUUYECKUA MaTepHall, 3TH MPUMEPHI
MOTYT CIYXXHUTh UM 0Opa3lioM MpHU COCTaBICHUH MPOEKTOB. O0yuaronmecs: akTHBHO
HOJB3YIOTCS MOCOOMEM M Ha YpoKax H  JUIsl CaMOCTOSITENIbHOM paboThl mpu
pa3paboTke CBOMX OM3HEC-TJIAaHOB.

Cnenyromias  pabora «Guide to producing a Business Plan-» - »3to
PYKOBOJCTBO IO COCTaBJICHHIO OW3HEC-IJIaHa, OMYyOJIMKOBAaHHOE W3BECTHOM
mexxayHapoanoit Cayxooii ITomomm Ilpemnpunumarensm - Ernst and Young
Entrepreneurial Services. OHo npu3BaHO MOMOYb MPEANPUHAMATEISAM B pa3paboTKe
Ou3Hec-TUIaHa C 1ENbI0 MOMy4YeHUs: (PUHAHCUPOBAHMS, PYKOBOJCTBO Ipeijaraer
OpUMEpHBIA IJIaH MpPOEKTa, JlaeT COBeThl Mo ero mnpeseHtanuu. CoxaeprkaHue
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JAHHOTO PYKOBOJCTBA BKJIIOYAeT B CceOs IIECTh Pa3/lesioB: HEOOJNBIIOE BBEICHUE,
pPEKOMEHJalMu MO NOArOTOBKE K IUIAHUPOBAHUIO, OINHCAHHE COJACPKAHUA U
CTPYKTYpbl OM3HEC-TUIaHA - 3TO OCHOBHAS YaCTh; CIEAYIOLIMN pa3ies JaeT COBETHI -
KaK MOJY4YUTh (PUHAHCUPOBAHME MOJ Ball MPOEKT M MOCIEIHUNA pa3fen - 3TO
npuioxenue. [lpunoxkenue Bkiodaer B ceOs CBOeoOpasHble JHCTBHI ONpoca -
Checklists, xoTopble malT KiIrOUeBBIC BOMPOCHL, OTBEYash HA KOTOPBIC, YHTATEIb
MO’KET IPOBEPUTH MPABUIBHOCTh COCTABIEHHOTO UM NpoekTa. OCHOBHBIM pa3leioM
nocoOust ABISETCS TPETUH, B HEM IHUILIETCS O COAEPKAHUU U CTPYKType Ou3Hec-
IUIaHa, KOTOPBIA BKIJIIOYAET B c€0s1 OIMHHAIATh Pa3/ieoB: pe3tomMe, MHPpopMaIus o
OpeanpUsITUU U 00 OTpaciiv, OIMCaHKUEe NMPOIYKTa, aHAJIU3 PbIHKA U apyrue, Bcero 11
pazznenoB (cMm. 4). Kpome Toro, paercs KpaTkoe ONMCAaHUE KaXXIOro pasjeiia H
[PEIJAratoTCs BCIIOMOTaTeIbHbIE BOIPOCH! M0 TeéMaM. L[[eHHBIM MOMEHTOM 3TOrO
nocoOusi SBJIAETCS TO, YTO OHO JA€T OYeHb (YHKIHMOHAJIbHBIE COBETHl B BHJIE
peuentoB E and Y TIPS wu nmcTBl BCIOMOTATENBHBIX KIIFOUEBBIX BOIPOCOB
CHECKLISTS mo myHkTam miaHa, KOTOpPbIE OKa3bIBAalOT CYIIECTBEHHYIO MOMOIIb
pU IJIAHWUPOBAHUU.

B nenom, 310 mocoOue u aBe apyrue paboThl, KOPOTKO OXapaKTEpPU30BAHHbIE
31€Ch,  SIBISIIOTCA OYeHb (YHKIMOHAJIBHBIMM U MOTYT HCIIOJIB30BaThCA Kak
PYKOBOJCTBO II0 COCTaBJ€HMIO OusHec-miaHa. llepeuncieHHble m1OCOOMS WU
PEKOMEHIallul MOKHO HalTH B OMOJIMOTEKE MHCTUTYTA, HA Kadenpe MHOCTPaHHbIX
A3BIKOB B II€YaTHOM WJIM B DJIJIEKTPOHHOM Bujae. Huxe cMmoTpure CHHCOK
PEKOMEHJOBAaHHOU JINTEpaTyphbl, HO HE CJIEAYET OTPAaHUYMBATHCA MPEIIOKEHHBIM
CIIMCKOM, NPOBHJHUTE CaMOCTOSITENIbHBIA MOMCK MOAXOMSIIEH BaM JIMTEpaTyphl.
Bonee mogpoOHOE M HArfAIHOE PYKOBOJCTBO MO HAMKMCAaHUIO OW3HEC-TPOEKTa Ha
AHIJIMMCKOM S3BIKE YATANUTE JaJIee.
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Guide to writing a business-project in English.
Introduction

A business plan is a road map highlighting the road you want your business to
take. It describes your business goals and how you intend to reach them. The business
plan may be short or long term, or both. It is a written description of the action you
will take to meet your goals. The business plan is a tool that you should use to help
you make day-to-day decisions based on the priorities you have set and the goals you
have established. It will help you motlllate those who work for you because they
know the goals. It is evidence to those people that you do business with, including
your banker, that you are serious about how you intend to run your business.

Determining the contents of a business plan is not an exact science by any
means. It does need to be written, it needs to be direct and it needs to be goal
oriented. Be able to measure what it is, you want to do. No one believes a business
plan that says, “"We will all Illle happily ever after."

Describe your company or business. What do you do? Where did you start?
How long have you been in business? How are you doing right now and where do
you want to go?

Describe your management structure. Are you a sole proprietorship,
partnership, limited liability company, corporation, etc.? Who is in charge? How are
decisions made? What are the management strengths? Be honest about management
weaknesses. If there are weaknesses, how do you intend to correct them? How do you
measure the results that management achieves?

Describe how you compete against others in your market. Who are your
competitors? How are you doing, compared to your competitors? Where do you want
to be in the market in which you compete? How do you intend to get there?

Describe how the business operates. This is going to vary depending on the
business you are in. What are the steps in building your product or providing a
service? What role do you and your employees play and how are employees informed
of changes? How do you keep track of your finances? What are your cash flow
requirements to keep the business operating?

Describe your financial plan. Have you prepared financial statements, profit
and loss statement, and balance sheet? Do you have them audited? What is your
debt/equity mix on your balance sheet and how do you plan to use each in the future?
How often do you analyze your financial position? (daily, weekly, monthly) Describe
your long-term goals. Have you identified your future objectllles? Have you
identified a plan to reach each of them?

This is your action plan so make sure that you keep it up to date. If you change
direction or goals, your plan should change also, and not two years after the change
takes place.

Contents and Structure

There is no agreed format for all business plans. However, they should follow a
logical flow in explaining the idea, the benefits and the results. To help with this we
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have set out a general outline of what should be covered and how the plan should be
structured. In some situations only part of this outline may be appropriate, certain
sections may be amalgamated or further separated, but in all cases you should tailor
the plan to your specific circumstances.

We can suggest some variants of business plan outline. A contents list should be
included to assist readers in locating specific sections, which should generally include
the following:

Variant |

. Executllle Summary
. Background
. Products and Production
. Market Analysis
. Marketing and Selling
. The Management Team
. Funding Requirements
. Financial Projections

. Key Issues - Risk Assessment and Sensitlllity Analysis
10.Action Plan and Milestones
11.Appendices or Exhibits

©Ooo~NOoO UL WN -

Variant 11

1. Resume
2. The Company and its Industry
3. Product or Service
4. Market Research and Evaluation
5. Marketing Plan
6. Design and Development Plans
7. Manufacturing and Operating Plan
8. Management Team
9. Community Benefits
10. The Financial Plan

There may be other variants of plans. You should remember that your business
plan outline may differ from the glllen examples, it depends on what business you
are describing and what priorities you have set. But any plan must include the key
areas of the market, management and the financial impact of the plan.

Business Plan Contents (Key issues)

1. Executive Summary

2. The Company, the Industry, and the Competition
3. The Product and the Production Process

4. The Market and Marketing the Product

5. Management and Personnel

6. Financial Data

7. Exhibits
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Executive Summary

The executive summary should be at least one page, but no more than two pages,
and should be written after the business plan is complete. Make sure the summary is
well written and brief, highlighting the significant points of the plan or proposal.

The executive summary is an overview of the business plan. When composing the
executive summary, remember that it is an essential component to any business plan.
A well-written executive summary should describe, in realistic terms, the opportunity
for the reader to become involved in your business and the benefits of investing in the
future of the company. Like the introductory chapter of a good mystery novel, the
executive summary should arouse the curiosity of the readers and compel them to
continue

Paragraph One

1. Briefly describe the business (i.e., new or existing).

2. Mention significant milestones (e.g., future goals, etc.).

3. Where will the business be located?

4. What will be the structure of the business (e.g., sole proprietorship, partnership, or
subchapter S)?

Paragraph Two

1. What product or service will be sold?

2. What competitive advantages does the product have?
3. Why will the customer buy it?

Paragraph Three

1. Who and what is the target market?

2. What is the market size and what percent will you capture?

3. What will be the marketing strategy?

4. Who is the competition and how will you compete with them?

Paragraph Four

1. Who will manage the business?

2. Discuss the people involved with the business; mention any previous experience
in this or related fields.

3. What contributions will each person make to the organization?

Paragraph Five

1. What are the capital requirements of the venture, both immediate and in the
foreseeable future?

2. List the source of funds (e.g., debt or equity).

3. How will the funds be used?

I1. The Company, the Industry, and the Competition.
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The purpose of this section of the business plan is to familiarize the reader with
the business and how it is positioned in relation to the rest of the industry. It requires
knowledgeable insight and a realistic self-assessment of the situation.

The subsection titled "The Company" should gllle past, present, and future
information about the company. The subsection titled "The Industry" can be a
valuable learning experience for both the reader and the writer. Researching industry
information and putting it in writing provides you with an opportunity to realistically
assess your chances for success. This process of research and writing provides the
business person with knowledge of which companies do well, why they do well, and
what your chances are of successfully competing in the industry. It also provides the
necessary information to convince investors that the business is viable and has a high
probability of success.

The Company

1. Give a brief history of the company to the present, if applicable.
2. Is the business a start-up or expansion?

3. When and where did the business open?

4. What type of business is it (e.g., manufacturing, wholesale, retail, or service)?
5. What products or services does the company offer?

6. Is the business seasonal?

7. Is it a franchise operation?

8. What milestones and significant events has the company experienced?

9. What are the strengths and weaknesses of the company?

10. What does the future hold (e.g., new products, new people, etc.)?

The Industry

1. Are there many or few suppliers?

2. Are there many or few customers?

3. Will the business be at the mercy of suppliers or too dependent on a few
customers?

4. Are there many or few substitutes for what your business offers?
5. Are there significant barriers to entry in this industry?

6. Is the industry cyclical with the economy?

7. What are the industry trends?

8. What changes are taking place in the industry, and why?

9. What government regulations apply to the business?

The Competition

1. Who are your closest competitors?

2. Approximately how many companies/competitors are in the industry?

3. Do the companies compete mainly in price, service, quality, or advertising?
4. What are the competitors' strengths and weaknesses?

5. What are the strengths and weaknesses of the business?

6. Have any companies recently appeared or disappeared, and why?

7. What have you learned from watching the competition?
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I11. The Product and the Production Process.

This section of the business plan explains the product or service the company
offers as well as what the product does and who might use it. It describes any unique
features or advantages the product has over its competitors. It also mentions any
patents or copyrights that the company holds, or plans to hold, as well as any
exclusive distribution rights.

In addition, this section explains whether the product or service is simple and
easy to provide and has a wide range of application, or whether it is complicated and
has limited application that only a few businesses offer. It should also address
whether a competitor could easily duplicate the product or service and what measures
can be taken to ensure that the product's unique features cannot be easily copied or
exploited.

In this section, discuss research and development that is currently being done
on the product and explain current changes in the product, as well as in the industry.
These discussions should be detailed. Assume the reader knows nothing about your
company or the industry. Be careful, however, to avoid the pitfall of supplying too
much technical or unnecessary information that the reader cannot understand or is
distracting.

The Product (or Services)

1. What product will be sold?

2. What are its unique features?

3. What is the current development stage of the product (e.g., research, prototype,
produced in quantity, etc.)?

4. What research has been completed?

5. Is the product still in the research stage? If so, what research needs to be
completed?

6. Is the product durable or nondurable?

7. What new products will be developed?

The Production Process

1. How will the product be produced?

2. Will the production process be capital-or labor-intensive?

3. What materials are used to produce the product?

4. What does it cost to produce the product? Does this cost allow you to charge a
competitive yet profitable price?

5. What facilities are needed to support the manufacturing process (e.g., rail access,
loading docks, etc.)?

6. Will any work be subcontracted?

7. Is it feasible to have someone else manufacture the product?

I11. The Market and Marketing the Product.

A very important point to remember when writing a business plan is to write
the plan from the reader's point of view, not your own. Anticipate the reader' s
questions and answer them before they are asked. Keep in mind that there are some
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all-important questions the reader will want answered: "Will anyone purchase what
you have to sell? Will enough people buy the product or service to support the
business? If so, why?" This section of the business plan must answer these questions
and explain, in detail, who will purchase the product or service, and why. This
approach ensures that the business plan is market-driven rather than product-driven.
Also, it shows that the product is being produced and sold because consumers want it.
If market demand is strong enough, sales will support the business and the investor or
lender will get what he or she wants: a return on investment. Unless your business
plan presents realistic evidence that consumers will purchase the product or services,
investors and lenders will not support the project, thus decreasing your chances of
success.

The Market

1. Who or what is your target market? 2. What is the size of the target market? 3.
What are the geographical boundaries of your target market? 4. Will your product be
targeted at a specific market segment? 5. In detail, describe your average customer
(e.g., age, sex, income range, etc.). 6. What share of the market will you have? 7.
What is the growth potential of the market? 8. At what stage of the market life-cycle
is the product (e.g., introduction, growth, maturity, or decline)? 9. Will you be
exploiting a market niche? 10. Is exporting a possibility?

Marketing the Product

1. How will you penetrate the market?

2. What price will you charge for the product or service?

3. How did you determine the price?

4. How does the price compare with that of similar products or services?
5. What will be the primary form of advertising?

6. How much money will be used for advertising?

7. Will direct mail or telemarketing be used?

8. How will you maintain and increase market share?

9. How will the product or service be distributed?

10. Will your business offer credit to customers?

11. Are you doing anything different from current industry practices, and why?

V. Management and Personnel

The purpose of this section is to provide financial information to the reader and
substantiate whether the business has financial stability in the current marketplace.
Three key ingredients determine whether a business succeeds or fails: money,
marketing, and management. These factors are all equally important. Meeting these
three criteria will increase, although not guarantee, the chances for success. If any of
these criteria are not met, the chance of failure increases. This is the approach taken
by investors and lenders. You have shown that the market is viable, and with capital
you can make the business a success. It is essential to show in this section that glllen
the financial security, you are the best person to take advantage of this opportunity.
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When assessing the strength of the management team, heavy emphasis is placed
on experience in the proposed area of business or an area that is simila/. Because the
initial stages of operation are normally the most critical in deciding the fate of a
business, there is good reason to lean heavily on background. Errors can be costly,
sometimes fatal. Experienced managers can often recognize a problem and solve it
quickly or prevent it from ever occurring. It is very important to demonstrate that
management has the knowledge and ability to meet problems head on and solve them
expediently.

Management

. What is the business background of management personnel?

2. What is their educational background?

3. Provide personal histories of management personnel.

4. Do you have managerial experience in this or a similar business?
5. Do you have managerial experience in other fields of business?
6
7
8

|

. Who will do what for the company?

. What will management be paid?

. Are other resources available (e.g., lawyer, accountant, consultants, etc.)?
9. How would the loss of a key member of the management team affect the business?
10. Do you have an organizational chart drawn up?
11. Who are the owners of the business? Supply names and percentage of ownership.

Personnel

1. How many full-time employees will be needed immediately and in the future?
2. How many part-time employees will be needed immediately and in the future?
3. What skills must these employees have?

4. Will the size of the labor pool meet the needs of the business?

5. Will workers be paid hourly, salary, commission, or a combination?

6. Will there be fringe benefits?
7. What training will be required?
8. Will seasonal employees be hired?

Stakeholders and Champions

1. Who are the key stakeholders in your company?
2. Who are the key internal champions?

3. Who are the key external champions?

V1. Financial Data

This section incorporates all of the preceding information in the business plan.
It is important to show that a product is innovatllle and attractllle and that people are
willing to purchase it. However, if you cannot show the ability to produce revenue by
selling your product or service, your audience will not be interested. Lenders and
investors are looking for the answer to one all-important question: “"When and how
will I be paid back?"
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This section summarizes the financial projections that are described in the
exhibits in Section VII and provided in Appendix A. It also explains the assumptions
and data used to develop the financial projections. Although it is necessary to show
that the business will generate revenue, it is important that these numbers are
determined using reasonable and realistic assumptions. To demonstrate the potential
of the company as accurately as possible, it is necessary to prepare financial
projections for the business. Forms are provided in Appendix A to determine profit
and loss projections, cash flow, and start-up costs. These completed forms will be
included in Section VII, Exhibits. The monthly profit and loss projections and cash
flow sheets should also be completed for the first year of operation.

I. What is the company's financial situation?

2."What are the total capital requirements for the business?

3. What is the purpose of the funding?

a. Short term:

- Specific one-time need

- Seasonally recurring need

b. Long term:

- Permanent working capital

- Fixed assets

4. What will be the sources of funding (e.g., bank, equity, other)?

5. What will be the source of repayment?

6. What are the funding terms?

7. Provide a detailed listing of what will be used as collateral.

8. What is the projected net income and cash flow for the first three years?
9. What assumptions are these projections based on?

10. What is the break-even point for the venture in the first year?

I1. What percentage of costs are fixed?

12. Will all the money be required immediately or can it be drawn down in
installments?

13. What are the advantages of purchasing vs. leasing or vice versa?

V1. Exhibits

A. This section provides the details regarding the financial status and
projections of the business. It should contain the following forms to be completed by
you, as applicable:

Pro Forma Income Statements

Pro Forma Cash Flow

Pro Forma Balance Sheets

Break-Even Analysis

Schedule of Sources and Use of Project Funds

Historical Income Statements, Cash Flows, and Balance Sheets (if available)
For your convenience, samples of these forms are provided in Appendix A.

B. This section provides the following supporting documentation, as
appropriate:
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Resumes of the principal parties

Personal financial statements

Market research information

Documentation of customer demand (customer orders, requests for the
product, letters of support, etc.)

Legal documents

List of key advisors (CPA, attorney, etc.)

To conclude we may say, that producing a business plan offers an excellent
opportunity to consider all the facets of a business or a project, testing feasibility and
providing greater confidence in decision-making. It will also identify future financing
needs and is usually a necessary step in raising external finance. It stems from the
strategic planning process which is the evaluation of a business's competitllile
advantage and opportunities. The business plan will develop in more detail the broad
action points derllled from your strategic planning, establishing corporate goals,
setting objectllles, evaluating the operating environment and producing ways to
measure their successful achievement.

A Dbusiness plan can be a useful ongoing tool, as it can be used to measure
progress as well as to communicate between management, staff and existing
investors/bankers. To achieve this it must be kept up to date as the business moves
through different stages, from start-up to rapid growth and maturity.
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