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1.0 MNpeancnosue

YBaxaemble [MapTHepsl,

Welcome to 2013, and thank you for sailing with us during last few years.

[ob6po noxkanosatb B 2013 rog, 1 6narogapum Bac 3a Kpenkoe CoTPYAHMYECTBO Y¥Ke Ha NPOTAXKEHUU

HECKO/IbKKX NeT.
| am making this document swiftly to explain the main Roles of Distributor in 2013.

MHe 6bl XOTeNoCb BKpaTLLEe 06BbACHUTL OCHOBHYIO PO/b AMUCTpubbIoTOpa B 2013roay.

This document is swift, pin pointed and clear.
YeTKas KOHLENUMA Yero ACHO W BKpaTLLe U3naraeTca B 4aHHOM AOKYMEHTe.

It shall cover points like the following:
MHe 6bl XO0TeNoCb 0CBETUTb C/leayioLue KAoUYeBble MOMEHTbI:
a) What is Dealer and what is distributor
OnpegfeneHvie annepa v AucTpubbioTopa
b) How to Deal with your Dealer
Kak coTpyaHuyaTtb ¢ guiepom
c) How toissue Pricing to your Dealers
Kak 0603HaunTb BbIMYCKHYHO LEHY BallMm auiepam
d) What is Rebate Policy
YT0 TaKoe cncTema CKMAoK
e) Where to sell in your market
r4e v Komy NpoAaBaTh Ha BalLem pblHKe
f)  How to build a future and gain in momentum
Kak noctpouTb byayuiee 1 yKpenuTbca Ha PbiHKe

2.0 What is Dealer and what is Distributor
OnpeaeneHue innepa u AnctpmbbrotTopa

Many People get confused about the difference.
MHorune ntogun NyTaoTCA « KTO €CTb KTO».
We can list the Definition in Professional terms:
Mbl MOXKeM [aTb onpeaeneHne npodeccnoHaNbHbIMU TEPMUHAMM:
1- Dealeris the Service provider to customer Direct (B2C)
[dunnep Hanpamylo NOCTaBAsET yCayrn KaneHtam (B2C)
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(Dealer doesn’t invest in stocking and order, after the Project is secured, using project Money mostly)
(Adunep He ocywecmenaem uHeecmuyuli 8 CKAAOCKUE 3aracsl, d 0Cyujecmasnsem 3aKa3sl, UCMonb3ys 8
OCHOBHOM MPoeKmMHsie [lJeHbau nocae nosay4yeHus lpoekma)

2- Authorized Dealer/Distributor is the Stocking and Training center for Dealers locally, that should
protect and should not compete. (MIX)

OduumanbHbiii Aunep /OUCTpMBbLIOTOP — 3TO CKAAZ U LLEeHTP 06yYeHMA AN MeCTHbIX AUepos,
OCYLLECTBAAET 3aLUNTHYIO QYHKLMIO U HE A0/IKEH KOHKYPUPOBATb.

(In some smaller countries the Distributor might act as Dealer also, but must not compete in same project
at all. He must always protect and to allow his dealer to take the project instead, in case they both have to
offer to the same customer)

( B HekOomopbIx ManeHbKUX CMPAHax Oucmpubbomop Moxem 8bicmynams OUaepoM, HO 8 3MOM cay4ae
OH He 00/1M(eH KOHKYpupo8ame 8 00UHAKOBbIX MPOEKMax co ceoumu dunepamu. Jucmpubbiomop
dosieH omAame npoekm Aunepy, 8 cayvae ecau y Hux obwuli kaueHm)

3- Pure Distributor is the Business and Network developer that deal with Businesses only (B2B).
Ynctolh ancTpmbbioTop 3aHMMaeTCsa pa3BuTMem bUsHeca M CeTU, KOTOPbIE UMEIOT OTHOLLEHUE
TONbKO K 6M3Hecy (B2B)

(Distributor is the Investor, that invests in stock, supports centers, warehousing ++ with future business
growth vision, in order to make a return on his investment) (JQucmpubbtomop- smo uHeecmop, Komopbili
ocyujecmansem KanumasoesnoxeHUs 8 CKAAOCKYIO MPo2pammy, yeHmpol ynpasaeHus 3aKynkamu,
XPaHeHUs MpooyKyuu ++ ¢ nocaedyrwum sudeHobem pocma 014 mo2o Ymobbl 8038paMuUMeb
uHsecmuyuu)

And we can summarize it in few levels based on family members:
Mbl MOXeM NoABEeCTU UTOTU U NPEACTaBUTb BCE BbllECKa3aHHOE B BUAE HECKO/IbKUX YPOBHEW Y/eHOB
poAacTBa:

1- Dealer (is the Child, want everything for himself only :to eat and grow fast)

Ounnep (370 pebeHOK X04eT BCe TO/IbKO AN1A cebs: ecTb 1 BbICTPO pacTy)

2- Authorized Dealer (is the Big Brother that is ready to assist his younger brother to walk)
OduumanbHblit aunep( Ctapwinit 6pat, KOTOpbIN NoaAepK1BaeT CBoero mnaaiero 6parta npu
xoabbe)

3- Distributor (is the father that Give fairly and Strictly)

OncTpurbbloTop (3TO Nana, KOTOpbI cnpaBeginBoO M BOBPEMA NOMOraeT)

4- Master Pure distributor (is the Grandfather that Give with love, and like to see the whole family
grow happily)

Beaywmit yncTbit AncTpmnbbioTop (3TO AeAyLiKa, KOTOPbI NomoraeTt ¢ Nto60BbO U Xo4eT
BMAETb BCIO CEMbIO CHACT/IMBON)

3.0 Dealing with Dealers

CotpyaHuyectso ¢ iunepom

3.1 Universal Price:
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YHuBepcanbHasa LleHa:

Distributor must follow the following Universal Pricing Policy:
ONCcTprbBbLIOTOP A0MKEH NPUAEPKUBATLCA Cledyowelt NoAUTUKM GOPMUPOBAHUA YHUBEPCAIbHOM
UEHbI:

Distributor must maintain the same Price worldwide, in order to avoid losing the grip over his territory
boarders. Many Distributors become Greedy, and raise prices on dealers aiming for Fast Cash, and
justify that by paying for their goods service.

ONcTpnbbIOTOP [OMKEH YCTAHOBUTD O4MHAKOBYIO LLEHY Ha MMPOBOM pPbiHKe, BO U3bexkaHue notepm
BAMAHMA HA CBOUX TeppuTopuax. MHorne gucTpubblOTOPbI B MOFrOHE 3a BbICTPbIMUY AeHbraMu U3
KAZHOCTM MOAbIMAIOT LeHbl Aniepam, ONpaBablBaACh TEM, UTO AEHbIM HYXKHbl HA TPAHCMOPTUPOBKY
ToBapa.

(The fact experienced is: after Distributor plants, trains, projects, designs & supports, after he specifies, and after he helps his
dealers to close many projects, then they go behind him and buy from other sources in many different ways and colors,
especially if the Project is Huge.)

(Kak nokassisaem npakmuka: nocse mozo Kak ducmpubsromop op2aHu308bisaem, obyyaem, npoekmupyem, ocywecmensem
dusaliH u noddeprusaem, MOMo2aem 8bIMOAHUMb MHO20 IPOEKMO8, 0C/1e OH MOXem 0Cmamecs 8 CMopoHe, 0C0beHHO npu
b6onbwux npoekmax)

3.2 Calculation of Universal Price:
PacueT YHuBepcanbHo LieHbl

Many distributors do not understand the Universal Price policy and the way of calculation of price,
based on different countries governmental policy.

MHorne aAmMcTpmMbbOTOPbI HE MOHMMAIOT, YTO Takoe YHuBepcanbHas LleHoBas MoanTuka n Kak
NPOW3BECTM pPacyeT TaKoM LLeHbl, OCHOBbLIBAsACb Ha FOCYAAPCTBEHHOM MOIUTUKE PA3HbIX CTPaH.

Accordingly, here is the hint example of the calculation:
Taknum obpasom, HUXKe NpUBeaEH NPUMEP KaNbKyAALUK:
1- (OPL) Original Price Level = The Dealer level Price in the Official Pricelist issued By Smart-Group
(OPL) NepBoHavanbHbIM YpoBeHb LleHbl = YpoBeHb AUNEPCKOM LieHbI, KOTopaa obo3HavyeHa B
odmumanbHom npancancte Smart-Group
2- (SC) Shipping Costs = KG Shipping cost average for full home sized shipments from ex-factory
(SC) 3aTpaThbl Ha TPAaHCNOPTUPOBKY = B cpesHeM 3aTpaTbl Ha TPAHCMNOPTUPOBKY 3aKasa O4HOro
npoekKTa Ha AO0M C 3aBoAa
3- (CD) Custom/import Duty and clearance cost = cost of Import duties, fees, clearance and
Transport.
(CD) TamoxkeHHas nowamMHa/HaNor Ha UMMNOPT U TAMOXKEHHasA OYMCTKA = CTOMMOCTb HaNora Ha
UMMOPT, LEHEXKHbIX COOPOB, TAMOXKEHHOM OUUCTKE U TPAHCMOPTUPOBKE
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4- (ST) Sales tax = Local Sales and Other Luxury Taxes in sum as Per country Laws

(ST)Hanor c npogaxk = MecCTHbIN Hafor C NPOAaXK U APYr1e HanorM B Cyme COracHO 3aKOHam

CTpaHbl
Accordingly the Universal Price level (UPL) will be according to this formula:
Takum obpasom, pacuet YpoBHA YHMBepcanbHoit LleHbI(UPL) ByaeT ocywecTBieH Mo ciegytoLLeit
dopmyne:

UPL= (OPL)+(SC)+(CD)
Then in Invoice, as standard, add the needed (ST) below:
MoTom B MHBOMCE BHU3Y CTaHAAPTHO YKasblBaloTcA Heobxoaumoble Hanoru(ST):
Example in Dubai:
Ha npumep 8 [lybau: ecau (OPL)=5100, (SC)=4%+1%=5%, (CD)=5%
UPL= (100) + (4+1)+(5)=$110

3.3 Calculation Markup:
Pacuyet HaueHku:

Many People Make the Mistake of calculating Markup as following:

MHorve coBepLIatoT OWMOKY MPU pacyeTe HaUEHKM CaeayoLmm ob6pasom:

Example: If Merchant likes to make Mark-up of 15% on item that Cost landed $100

Hanpumep: Ecam npegnprvHMmMaTtent XodeT cAenatb HaueHKy 15% Ha nosuumio, LLeHa KOToporo ¢
[0CTaBKoM Ha 6eper 6yaeT 100S

HenpaBuabHbIii BapuaHT pacyera = 100*1.15 = $115.00

MpasunbHbIN BapuaHT = 100/0.85 = $ 117.6471
Why Wrong? To know why, please try to give discount of 15% on both Outcome Figures, if you like to
sell back at cost without Markup. You will discover that you are losing $2.25, if you follow wrong
Practice.
Mouyemy HenpaBuAbHO? YTOObI y3HATL NOYEeMy, Npeaaaraem Bam Aatb CKMAKY B 15% Ha obe uTorosbie
undpbl, ecnm 6bl Bbl 3axoTenn NpoaaTth ToBap 06paTHO No LeHe 6e3 HaueHKW. Bbl yBuauTe, 4to
notepsaete $2.25, ecnu nocneayete HeNpPaBMAbHOMY pacyerTy.

3.4 Why Dealers Go behind:
Nouyemy lunepbl CTalOTCA B CTOPOHE:

Distributor must understand the following trade Facts:
ANcTprbbIOTOP A0/MKEH OCO3HABATL C/EAYIOLLYIO PeasibHOCTb B chepe TOPros/u:
1- Today the world is a small place because of Internet and Airplanes.
CerogHa 6narogapa MHTEPHETY N aBMACOOOLLEHMIO MUP CTAaHOBUTLCA HAMHOTO BanKe.
2- Anyone can get anything from any place by using friends, or even establish company in different
countries. (no one can stop any One)
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KTo yroaHO MOXeT A0CTaTb YTO YroAHO U3 Nt0boro mecta, 6narogapa Apysbam, Uan gaxe
OTKPbITb GpUpMy B Nt0b60oI cTpaHe Mupa. (HUKTO HUKOrO He MOXKET OCTaHOBUTb)

3- Dealers are similar to children, they want all things for themselves only.
Ounnepbl Nogo6HbI AETAM, OHW XOTAT BCE TOJIbKO ANA cebs.

4- Dealers are young mostly and think inside the box. Yet they like to feel big, and assume that
they are cleverer and more secure, if they deal direct with Factory.
Mo 6onblueit YacTu Annepbl MONOAbI M Pa3MbIWAAIOT AOBOJIbHO Y3KO, XOTA MM XOUYEeTCA CYMTaTb
cebs 60NbLIMMM, UM KaXKeTCA, YTO OHW YMHbI M B 6@30NacHOCTU , eC/IM COTPYAHNYAIOT C
NPOU3BOANUTENEM HAMPAMYHO.

5- Unless same price is availed universally, then there is no use for the extra privilege.
[o Tex nop noka eAnHas LeHa He byaeT cywecTBOBaTb NOBCOAY, HET CMbIC/1A A5
AONONHUTE/IbHBIX NPUBUETUNA.

3.5 What Will Dealer Lose if he deal with factory:
Yto Alunep Tepaer npu coTpyaHuuectse ¢ Mponssogurenem Hanpamyto:

If Dealer Deal with factory he will lose many things, but mostly dealer is not that clever, and cannot see
these things, that is why Distributor Attitude is most important to make Reverse Psychology. Mpu
COTPYAHMYECTBE C NPOM3BOAMTENEM HaNPAMYIO aAunep byaeTt TepATb MHOroe. B ocHoBHOM 13-3a Toro,

YTO OH He HACTO/IbKO YMEH, U He MOXKET BUAETb 3TOro, BOT MOYEMy YCTaHOBKOW AUCTpubBbloTOopa 6bonee
Ba)XHO caenatb O6patHyo Mcuxonoruio.

3.5.1 Clean Reverse Psychology
NpaBuabHaa O6patHasa Mcuxonorus
(Distributor must give complete open way (No doors closed) for his Dealers with dual options:

(AMCTPUBBIOTOPBI AOMKHBI  AePKaTb ABEPU OTKPLITbIMM, HE 3aKPbITbIMU, AN CBOUX AUNEPOB U
[AaBaTb NpaBo Bbibopa)
a) Todeal direct and order from factory
CoTpyaHWYaTb HanpPAMYIO M 3aKa3blBaTb OT NPOU3BOAMUTENSA
b) To order through Distributor and take from Local stock
3aKa3blBaTb Yepes AUCTPUOBLIOTOPOB M C MECTHBIX CK/IA0B

(Distributor must always maintain transparent price policy, similar to what we already use today
without fail, and shall recommend hereinafter)

(AncTprbbloTop AONKEH BCEraa BECTM NPO3PaYHYIo LIeHOBYHO NOAUTMKY, 0bs3aTenbHo noaobHo
TOI, KOTOPYIO Mbl MPOBOAMM CEroAHA, U NPUAEPKUBATLCA €e B fa/ibHenwwem)

3.5.2 The losses dealer will experience when dealing with factory direct:
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Yto TepaeTt [lnnep npu npamom coTpyaHuuectse ¢ Pabpukoi:

a) Must apply for Dealership from scratch (Lose old Status)
JonkeH npeteHL0BaTb Ha AUNEPCTBO C HyAA (MoTepa cTaporo cTaTyca)
b) Must come to factory for Training (Lose Time and Money)
[JonxkeH npuexaTb Ha GpabpuKy Ha TpeHUHT (TepseT Bpems U AeHbrn)
c) Must Buy Demo Kit again (Time on Negotiation)
JonxeH npuobpectv Aemo-KOMNAEKT CHOoBa (Hy»KHO Bpemsa Ha neperosopbl)
d) Will take untrained price first, then Trained Price
MoAy4nT CHayana UeHy 45 TexX, KTO He MPOXOAMA TPEHUHT, Nocne C y4eToM
NPOXOXKAEHWA TPEHMHTA
e) Must arrange his Own Shipper and documents (Extra Work)
[onKeH HaliTh cebe cam rpy300TNpaBuTeNs U OPraHN30BaTb LOKYMEHTI
(AononHuTenbHas pabota)
f) Must arrange his own money transfers (Risk)
JonkeH cam 3aHMMaTbCA nepesogom aeHer (Puck)
g) Must ship by himself, insure and clear from customs (Time, Risk)
JonkeH cam opopmMasTb NOrpy3Ky, CTPAXOBKY U TAMOMKEHHYHO OYUCTRY (Bpems, puck)

3.6 What will Dealer gain _more, if he deals with Distributor:

Yem BbiroaHo npamoe coTpyaHu4ecTso finnepa c QMCTEMﬁbIOTOQOM:

If Dealer deals direct and always with Distributor, he will gain many things:

Ecan Ouvnep coTpyaHmyaeT ¢ AuUcTpMObIOTOPOM BCErAa HAMPSAMYHO, MPenMyLLLeCTBaMMU byayT:
1- Status, trust and respect
CraTyc, floBepUE 1 yBaXKEHNE
2- Project protection and coordination
3awmTa U CoracoBaHHOCTb MPOEKTOB
3- Leads forwarding
MpoasukeHue Bnepes
4- Training for all his Staff and New tech
TpeHWHIrM ANs BCEro NepcoHana U HOBble TEXHOIOMUK
5- Local Project design and commissioning support
Pa3paboTka MeCTHbIX MPOEKTOB M NOAAEPHKKA KOMUCCUOHHbIX BO3HArparKAeHUM
6- Faster delivery from Local Stock, or more secure importation
Bonee b6bicTpan AOCTaBKa C MECTHbIX CKNaL0B UAn Bonee HageKHaa AOCTaBKa MMMNopTa

7- Easy Replacement locally
Jlerkas 3ameHa Ha mecTe
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8- Rebates from Distributor on purchase buildup monthly and Quarterly
CKMAKM OT AMcTpmnbbloTOpa NpY NMOCTPOEHUM 3aKAa30B EXKEMECAYHO U €XKEKBAPTA/IbHO

9- Specification, Marketing and Strong Distribution Network Image (one Team)
Cneumdukauma, MapKeETUHT U UMUAK CUbHOW ANCTPUOBIOTOPCKOM ceTH

Always Communicate with Dealers and Never assume that they understand. Proper education Matters.

Bcez20a obwaiimecs ¢ dunepamu U HUKo20d He npeodnosazaiime, Ymo oHU noHumarom. Hadnexcawjue
obpazosameribHbie 80MpPOCHI.

4.0 Dealer Pricing Policy

LUeHoBasa Moanutuka Aunepa

Following is the Price level Policy used worldwide and must be applied and adhered to by all distributors:
Huxke cnepyet LleHoBas MonnTuKa, KOTOpasa MCNO/b3yeTcA NOBCEMECTHO B MUPE, U KOTOPasA AO/KHA
CTPOro NPUMEHSATLCA U HacneAoBaTbcA BceMU AncTpmnbbioTopamu:

4.1 Customers

NoTtpeburenu

There are many levels of customers:
EcTb MHoro ypoBHe# MoTtpebuteneii:

1- End user (Must be given End user Price, with some Discount Level up to 20% max)
KoHeuHbI noTpebutenb (EMy f01KHA NpeaoCcTaBAATbCA LieHa KOHEYHOro Nosib3oBaTens, ¢
ONCKOHTOM Makcnumym 20%)

2- Real Estate Developer (can be Given More discount)
3acTPOMNLLMKM (EMY MOXKHO NPeaoCcTaBUTb 6ONbLIYIO CKUAKY)

3- Hotel mass Project (can be Given More discount)

MaccoBblit NPOEKT oTens (MOXKHO NPenoCcTaBUTb 6ObLLYIO CKUAKY)

4- Mass Housing and Mega Project (can be Given More discount)

HuamLiHoe CTPoMTEeNbCTBO U Mera NMPOEKTbI (MOXKHO NPefoCcTaBUTb 6O/bLUYIO CKULKY)

5- Contractor (can be Given More discount)

MoApAAYMKM (MOXKHO NpPeaoCcTaBUTb GONbLLYIO CKUAKY)

Usually, it is up to Distributor to set his country wide sales, promotional packages and discount policy.
Kak npasuno, Hanax}cueaHuem WUpoKUX Npooaxc, PeKAaMHbIMU NaKemamu U noaumukoli
npedocmasneHus cKUGOK 3aHumaemca Jucmpubsromop.
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4.2 Dealers Price Levels

YpoBHu LleH Aunepos

There are many levels of Dealers:
EcTb MHOro ypoBHel lnnepos:

1-

Unregistered Dealer/installer = Any 3" party installer in the same industry that handles

customers needs, but is not officially registered with Distributor as official dealer
HesaperncrpmpoBaHHbiit Aunep/NHcTannatop = MHcTannatopbl 3-ro MLa B TOM e oTpacau,

KOTOpble MOCTaBAAOT 3aNpockl NOTpebuTeNs, Ho 0PULMANBHO OHWU HE 3aPErncTPUpPOBaHbI C
ONcTprbbIOTOPOM Kak oduuManbHblil Aunep

New untrained Dealer = Any Dealer that has registered and has been approved after submitting
credentials and fully filled forms but did not take training (But has at least Bought one Training

Kit Package Minimum).
HoBble Heoby4yeHHble nnepbl = Jltoboi [unep, KOTopbIA 3aperncTpuposasnca u oola

yTBEpPKAEH NOC/e NpeaoCcTaBieHNA BEPUTENBbHOM FPaMOoTbl M NOSIHOTO 3anonHeHUA GOpM, HO He
NpPOXoAW TPEHUHT (HO MUHMMYM Npuobpen oaAnH TPEHUPOBOYHbIN NaKeT).

Trained Dealer = The untrained Dealer that has Bought the Training Kit, and has Attended at
least one technical Training

Ob6y4yeHHbIn Aunnep = HeobyyeHHbIN [unep, KOTOPbIA KynNua OANH TPEHNUPOBOYHbIM NaKeT, 1

NoceTn MUHUMYM OAHO 3aHATUE MO TEXHUYECKOM NOATOTOBKE

Solid Dealer = the trained Dealer, that has purchased and completed at least 3 Different Projects
and orders. This Dealer must have also Completed, at least level 2 training or higher.
MepBoKAaccHbIN [Aunaep = 0bydyeHHbI [unep, KOTopblid Npuobpen 1 3aBepwn 3 pasHbIX

npoeKTa M 3aKasa. [junep faHHOM KaTeropuun fonxeH obasaTesibHO NPONTU 0byYeHue 2-ro
YPOBHA UM Aaxe Bbllwe.

Root Partner = the Solid Dealer or Agent that Has Trained and is supporting at least 20 Dealers in
a registered contracted Geographical Territory, and is Promoting only Smart-Group Brand.
OcHoBHoM MapTHep = MepBoKAacCHbIN Aunnep nnn AreHT, KOTOpbIM npoLen obyyeHne u

noaaepmBaeT, No meHblleit mepe, 20 [Innepos Ha 3anaTeHTOBaHHOM, 0BYC/0BNEHHOM B
[0rosope reorpaduyeckoit TeppuUTopmUn 1 CTUMYNPYET NpoasukeHmne b6peHaa Smart-Group.
Distributor = The Investor that Has Committed with Performance Guarantee to Stock, Promotes,
supports, specifies, trains, educates, forecasts and makes the Brand dominant in the Territory
contracted.

OunctpnbbloTop = MHBECTOp, KOTOPbIN Aan 0653aTeNbCTBO M NPeAOCTaBWUA FapaHTUM Ha
NoCTaBKW, NPOABUNKEHME, NOALEPHKKY, YCTAHOBKY, TPEHUHTU, 0ByYeHMe; MPOrHO3UpyeT U
cnocobcTByeT AOMUHUPOBAHUIO gaHHOro bpeHaa Ha 06yci0BAEHHON TEPPUTOPUMN.

4.3 Dealer Registering Process
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Mpouecc Perucrtpauumn Ainnepa

To register as Dealer the following must be completed:
Pernctpauma unepa npoxoguT No cnesytolmm NyHKTam:

1-

Fill Dealership form http://www.smarthomebus.com/dealers/Others/Smart-Home-Group-
Dealer-Application-2011.pdf
3anonHeHne Gopmy NpeacTaBuTeNa Ha canTe

http://www.smarthomebus.com/dealers/Others/Smart-Home-Group-Dealer-Application-
2011.pdf

Attach Valid Trade License Copy

MpucoeanHUTe KOMNWIO AENCTBYIOLLLEM TOPrOBOM IULLEH3MM

Attach Owner’s and General Manager’s Passport Copy

MpucoegnHUTE KOMWIO NacnopTa Bfafenbla M AMpPeKTopa

Attach Company Logo

MpucoeguHUTE NOrOTUM KOMMNaHUK

Attach Company Profile and Organization chart with Reference Projects and Brands
MpucoegnHute Npoduab KOMMAHUM U CTPYKTYPHYIO CXEMY OPraHM3aLmMmn CO CCbIIKOM Ha
NPoOeKTbl 1 bpeHabl

Get approved and then receive Dealer acceptance Certificate.

Monyuute noateepaeHue, anotom noayuute OaobpeHHsbit Ceptudukar Aunepa

This will make the Dealer automatically eligible for untrained Dealer Price Level for any Samples Needed.

3mo asmomamuyecku 0aem npaso Lunaepy Ha nosay4yeHue n1obbix He0bxo0umbix 06pa3uos, o ueHe

mex, Kmo He rpowesa mpeHuHa.

5.0 Rebate Policy

Nonntnka CKMAOK

All Livings demand rewards on good Performance, accordingly the Smart-Group has established solid

Policy to serve such demand immediately, which helps in both:
Bce xuByLMe HY)KAAIOTCA B BO3HArpaxKAeHUN 3a XopoLLo BbINOJHEHHYIO pPaboTy, COOTBETCTBEHHO

Smart-Group ycTaHOBW/1a TBEPAYIO MNOANTUKY MO 0OCAYKMBAHUIO AAHHbIX NOTpebHOoCTeN B

HemeaNeHHOM nopAgKe, YTO NMOMOraeT B obowux Ccayydaax:

a-

b-

Distributor communication/References and stock movement
ObuieHne ancTpmbbLI0TOPOB /OT3bIBbI U ABUMNKEHNE acCOPTUMEHTA
Dealer Net profit Cash flow achievement and dealer Liability decrease

Pe3yana'r nonyyeHuA I'Ipl46bll'll4 B ,a,mnepcr(oﬁ cetTn ot o6op0Ta AeHEeXHbIX CpeacTB U CHUXXeHue

OTBETCTBEHHOCTKN gunepa

((Based on New 2013, applicable to all, Smart-BUS Products Price List))
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(CornacHo HoBOrO npaiic-nmcTa npoayKumm Smart-BUS, nprmeHnmo ana scex)

5.1 Monthly Evaluation Rebate Bonuses Polic

NonnTuka exxemecayHbIX BbluucaeHuii Cknaok u boHycos

(Calculated Within Every Month Separately)
(BblumcnneTca B TEYEHME KayK40ro Mecala OTAe/1bHO)
®  Monthly 1st Order Per Each New Month = No Rebate
e ExxemecAYHO 1M 3aKas 3a KaxKabll HOBbI MecAL, = HEeT BO3HarpaxxaeHus
o (USD 60 Only as Processing Fee shall be charged if order less than USD 5000)
o (Tonbko BbluMTaeTCA NAaTa 3a 06¢cnyKMBaHWe 60USD, ecnm cyma 3akasa 6ygeT meHbLie
yem Ha 5000USD)
¢ Monthly 2nd Order Per Each New Month = 2% Discount Rebate
e  ExxemecAYHO 21 3aKas 3a KaXKabl HOBbIM mecAaL, = 2% CKUAKN
o (USD 40 Only as Processing Fee shall be charged if order less than USD 5000)
o (Tonbko BbluMTaeTCA NaaTa 3a 0b6cnyuBaHue 40 USD, ecnm cyma 3akasa byaeT meHbLe
5000 USD)
e Monthly 3rd Order Per Each New Month = 3% Discount Rebate
* ExxemecsuHo 31 3aKa3 3a KaxkAaplii HOBbI MecAL, = 3% CKUAKU
o (USD 20 Only as Processing Fee shall be charged if order less than USD 5000)
o (Tonbko BbluMTaeTcA NaaTa 3a 06cnyKmBaHue 20 USD, ecnv cyma 3aKasa byaer meHblue
5000 USD)
e Monthly 4th Order Per Each New Month = 4% Discount Rebate
e  ExxemecAYyHO 4i1 3aKas 3a KaxKabl HOBbIM mecAaL, = 4% CKUAKN
o (USD 0 Processing Fee shall be charged if order less than USD 5000)
o (MnaTa 3a 0bCNyKMBaHUE He M3bIMAETCA, €C/IM CyMa 3aKasa byaet meHblue 5000 USD)
®  Monthly 5th Order Per Each New Month = 8% Discount Rebate
e ExxemecAYyHO 51 3aKas 3a KaxKabl HOBbIM mecAaL, = 8% CKUAKN
o (USD 0 Processing Fee shall be charged if order less than USD 5000)
o (Mnata 3a 0bCNyKMBaHUE He M3bIMAETCA, €C/IM CyMa 3aKasa byaet meHblue 5000 USD)

5.2 3-Months Dealer Evaluation & Additional Quarterly Volume Rebate Policy
ExxekBapTanbHbIi AHanu3 Pabotbl innepa u Moautuka lononHuTeNbHbIX KBapTaabHbIX

Bo3HarpaxkaeHui

Every 3 Months (Annual Quarter) the Total Volume Ordered shall be cumulated for that Quarter then
the Total amount shall be evaluated for eligibility for Volume Rebate as per following:

Kaable 3 mecaua ( rof4oBoit KBapTan) noacunTbiBaeTcs 0b6LWwmii 06bem 3aKa3oB 3a 3Ty YeTBEPTb, MOTOM
NPOBOAMUTLCA aHaNM3 0bLLei CyMbl Ha MPABO MNOJYYEHUSA ONTOBbLIX CKUAOK MO CAeAyoWwmnm NpaBmunam:
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If Volume of Orders for 3 months are between 10,000 and 25,000 = 2% Free Products Rebate applies.
Ecnn o6bem 3aKka3oB 3a 3 mecaua mexay 10,000 u 25,000 = 2% 6ecniaTHOM NPOAYKUMKM OAOTCA B BUAE
BO3HArpaxaeHus.

If, volume of Orders for 3 months are between 26,000 and 50,000 = 3% Free Products Rebate applies.
Ecnn o6bem 3aKa3oB 3a 3 mecaua mexay 26,000 n 50,000 = 3% 6ecnnaTHOM NpoAyKLUWM AOTCA B BUAE
BO3HArpaxaeHus.

If, volume of Orders for 3 months are Greater than 55,000 = 4% Free Products Rebate applies.

Ecnu 06bem 3aKa3o0B 3a 3 mecsua npesbiwaeT 55,000 = 4% 6ecnnaTtHOM NPoAYKUUK AatoTca B BUAeE
BO3HarpaxaeHus.

6.0 Distributor Market Development

Pa3ssutue PbiHKa AncTpubbioTOpPOB

Distributor can develop market in many Different ways. Some are direct and some are indirect:
ONcTprbBLIOTOP MOXKET Pa3BUBATL PbIHOK PasHbIMKM cnocobamm, HeKoTopble ABAAOTCA MpAmMbIMY, a
HeKoTopble Henpambimu:

6.1 Direct Market Development
Mpamoe Passutue PbiHKa

Distributor can develop, sign and train partners in these Industries as following examples:
ONCcTpnBbLIOTOP MOXKET pa3BMBaTb, NOAMNUCLIBaTb U 06yYaTb NAPTHEPOB B TaKUX OTPACAAX, YKa3aHHbIX B
cneayloWwmnx npumepax:
1- System Integrators (Complete system)
CuctemHble uHTerpatopb! (MonHaa cuctema)

2- Electrical Contractors (Lighting controls simplified)
MoApAaYMKM NO 3NEKTPOTEXHMKE (YNPOLLEHHOE yripaBAeHNe CBETOM)
3- Audio Video Installers (Zone audio, Speakers, IR Macro +)
Ayano un Bugeo nHctannsatopsl ( Z-audio, anHamuku, IR Macro +)
4- Air-conditioning Suppliers (HVAC, DDP, IR)
MocTaslmKmM KoHanumnoHepos (HVAC, DDP, IR)
5- Office Interiors Contractors (Meeting Room Systems, Lighting, HVAC, PA)
MoapaaYmMKkn oducHbIX nomelleHui (Cnuctembl ana KoHpepeHL-3an08, ocselleHne, HVAC, PA)
6- IT Companies / Security Installers (New Systems and solutions value adding)
KomnaHuu 3aHnmatowwmecs MHGOPMaLMOHHBIMU TEXHONOTUAMMK/ MHCTaNNATOPbI OXPaHHbIX
cuctem ( HoBble cucTembl 1 fob6aBAEHME LEHHbBIX TEXHUYECKUX PELLEHU)
7- Light Fixtures Showrooms (Simple Light Controls as DIY)
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OcBelleHME AEMOHCTPAUMOHHbIX 33108 (MpocToe ynpaBneHMe OCBELLEHMEM TUMA «caenai
cam» DIY)

8- Hardware Stores (Simple Packs for DIY)
MarasuHbl annapatypbl (MpocTble nakeTbl «caenait cam» DIY)

Distributor can even Divide the Country into regions, cities, sub-divisions then assign Territorial Sub-
Distribution Partners to develop, sign and train partners in the above Industries in their Territorial area.
ONcTpnbLIOTOP MOXKET MOLEINTb CTPAHY Ha PernoHbl, ropoaa, NoApasaeneHuns, nocie HasHaunTb
napTHEpPOB Mo cy6-ancTpubbloumnm, KoTopble byayT passMBaTb CETb, MOANMCLIBATL M 06yYaThb
NMapTHEpPOB B BbllEYKa3aHHbIX HanpaBAeHUAX Ha CBOeN TeppUTOPMAIbHOM 30HE.
This is called Creating Pyramids
910 Ha3biBaeTca «Co3gaHuem Mupamugbi»

6.2 Indirect Market Development
Henpamoe Pa3sutue PbiHKa

Distributors can also Plant Seeds to develop market for future farming as per following examples:
OnNcTpmbbIOTOPbI TOXKE MOTYT «3acesaTb 3epHO» A41A 6yayliero pa3suTMA U OCBOEHUA PbIHKA,
Hanpumep:
1- Specify with Consultants and Designers Offices
YCTaHOBUTb OTHOLLIEHUA C KOHCY/IbTaUMOHHbIMWU U MPOEKTUPOBOYHbBIMY (AM3altHEPCKMMM) Blopo
2- Make 3™ Party Integration Bridges and Introduce to Competitor’s Dealer Network
HaBecTn MmocTbl MHTErpaumm yepes 3-10 CTOPOHY, M NPeacTaBUTb AWIEPCKOM CETU KOHKYPEHTa
3- Convert Competitor’s Distributors into OEM partners to distribute and develop their own Brands
Mepeaenatb AUCTPUOBLIOTOPOB KOHKYPEHTOB B MAPTHEPOB MO U3rOTOBIEHUIO KOMMIEKTHOTO
0bopynoBaHMA ANA AUCTPUOYLMU U PasBUTUA UX BpeHaos
4- Make the Smart-BUS Solutions part of the Technical Syllabus of Universities
Coenatb TeXHUYECKMe pelleHna Smart-BUS 4acTbto TeXHMYECKON NporpaMmbl B YHUBEPCUTETAX
5- Introduce the Smart-BUS Gear to Different Technical Institutes for Testing as Energy Saving
Solution for Pushing into Governmental Policy and standards as Green Building recommended
Product
MpeactaenaTb obopynoBaHme Smart-BUS pasHbiM TEXHUYECKMM UHCTUTYTAM AAA
TECTUPOBaHUA, KaK aHeprocbeperatoLLee pelieHne U NpoasuraTb B rocyfapCTBEHHYHO
NONIUTUKY AN1A TOFO, YTOObI CTaTb PEKOMEHAYEMbIM NPOAYKTOM ANA «3eneHoro CTpoutenbCcTea».
6- Educate Developers and Real Estate Mass Building Investors on Faster selling ability if units are
smart Ready
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Oby4yatloT MPOEKTHbIE OPraHU3aLMM U MHBECTOPOB MACCOBOIO CTPOUTE/IbCTBA HEABUKUMOCTH
cnocobHocTaM 6osiee BbICTPbIX NPOAAMK , ECU KUble eANHULbI( KBAPTUPbI UK JOMA)
noZroTasavBatoTcA noa Smart.

7- Educate Bankers on collateral resale added value
PacckasaTtb 6aHKMpam o conyTcTeytoLel f06aBNEHHON CTOMMOCTU NepPenpoaaku

8- Educate Contractors on Savings in Materials and Labor compared to conventional systems
MpoceeLaTb NOAPAAYMKOB, YTO OHM CMOTYT S3KOHOMMUTb Ha MmaTepuanax u pabote, no
CPaBHEHMIO C 06bIYHBIMKM CUCTEMAMMU.

9- Educate architects and ID’s on Elegance, Comfort and Flexibility
PacckasaTb apxuTeKTopam W Au3aliHepam WMHTepbepa, YTo 3TO : 31eraHTHO, KOMPOPTHO U
rmbKo

7.0 Making Profit
NonyyeHue Mpubbiau

The rule of thumb says: Make success story, Sell Volumes with Low Margins (you make allot)
Distributor is somebody that selected to invest his experience, age, and money in Selling to the Masses
in order to live with the Elite.

Kak nogcKasblBaeT npakTuyeckmnin metoz: Cosaan nctopuio ycnexa, npogai 6osblime o6bembl ¢
HEBbICOKOW TOProBoOW HaLEHKOM (Tbl NONYYMLLb A0CTAaTOYHO). AMUCTPUOLIOTOP 3TO HEKTO, U3BPaHHbIN
BK/1aZblBaTb CBOM OMbIT, BO3PACT, AEHbMM A4J1A NPOAAXKM B MACCbl, YTOObI KUTb 3/IUTHO.

Smart-Group had done accordingly a good Profit and Reward Policy that satisfy such targets as per
Distribution agreements and commitments policy standards.

Takum obpasom, Smart-Group ocyLLeCTBUAA NONUTUKY BO3HArPaXKAEHUI U XOPOLLMX AOXOA0B, KOTOpble
COOTBETCTBYIOT TAKUM LLE/IIM ,COMIAaCHO AUCTPUOBLIOTOPCKUX COrNALLIEHWUI, U BbINOAHAET NOJAUTUKY
CTaHOAPTOB.
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