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(( Mopenb busHeca))

1.0 Introduction
BcrynaeHue

Dear Global Partners,
YBaxaemble NapTHepbl CO BCEro Mmmpa,

This Confidential Document is structured to assist Allied Partners to succeed in their Branding and
Promotion of the G4 and Smart-Group Brand and Products they are representing.

3TOT KOHOUAEHLMANBHBIA AOKYMEHT CUCTEMATU3UPOBAH, YTOObI MOMOYb BAU3KMM NapTHEPAM
[0CTMYb YCNEXOB B NPOABUMXKEHUM TOPrOBOI MapKu, peknamuposaHum G4 n 6peHaa Smart-Group, a Tak
e NpoayKUUK, KOTOPYIO OHWU NPeACTaBAAIOT.

The distribution Partner Main Job is to act as a Father that create a big Family of Brothers, big
brothers that also can become fathers and help in turn the younger brothers and grand children
under them. (it is a family like structure, yet organized in business way).

OcHoBHoOW paboToit gucTprbbioTopa ABAsAETCA POb «[lanbl», KOTOPbIA Co34aeT 60bLUYI0 CEMbIO
6paTtbes. CTapwne 6pPaTbA COOTBETCTBEHHO TOXKE MOTYT CTaTb «ManamMm» U MOMOYb B CTAHOB/IEHUM

Mnaawmnx 6paTbes M BHYKOB B CTPYKType. ([JaHasa cTpyKTypa nogobHa cxeme ceMenHbIX OTHOLLIEHMWA,
04HAKO OpraHM30BaHa Kak bBusHec-nyTb).
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2.0 Distributor Summarized Commitment Points:
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CymmapHblie NYHKTbl 06a3aTtenbcTs AMcTpubbioTOopa:

Dedicated Team / Substructure
MpeaaHHan komaHaa/ CybcTpyKTypa

Dedicated website (we will supply source code, you need to translate to local Language)
CneumanbHbli Be6-calT (Mbl NpeAoCTaBUM UCXOAHBIN KOA, BamM SIULLb HEOBXOAMMO NepeBecTy Ha
MECTHbIN A3bIK)

Catalogues and Flyers + Presentation translation (We will supply Designs same like 1)
KaTanoru n peknamHble IMCTOBKU + NepeBog npeseHTaumii (Mbl NpeocTaBUM CXeMbl COTNAcHO
nyHkKTa 1)

B2B Websites Submission

MNpeacraBneHue B2B Beb-caiTos
Social Network Weekly Activities

ExeHeaenbHasA aKTUBHOCTb B COLMANbHbBIX CETAX
Weekly and Monthly trainings for New 4 Dealers Minimum
MpoBeAeHMe TPEHMHIOB EKEMECAYHO U exXeHeaeNbHO KaK MUHUMYM Ans 4 annepos
Assignment of Sub-distributors And Training Them on Business networking Growing
HasHauyeHMe cyb-ancTpmnbbloTopoB M 0bydYeHne UX ceTeBOMy pPocTy brsHeca
Preparation of Demo Bags and Showroom Gear for Sub-distributors
MoAroToBKa AEMO - NAKETOB U 0BYCTPOMCTBO AEMOHCTPALMOHHbIX 33108 ANA cyb-aucTprbbioTopoB
Maintaining of Stocks always with MOQ
MoanepMBaTb HAa CKAage BCerga MMHUMA/IbHOE KOJIMYECTBO NPOAYKLUN
Quarterly Forecasting and Monthly Stock orders
ExXeKkBapTasbHOE NPOrHO3MpPOBaHUE U eXXeMecAYHble CKaACcKMe 3aKasbl
Collecting Emails and Blasting Emails to All Dealers, and related Industries
CobupaTb 3NEKTPOHHbIE MMCbMA M HAaNPaBAATb BCEM AMNEPAM U CMEXKHbIM OTPACAAM
Making Alliance of Consultants and Universities and Governmental to specify and Enforce G4
Automation usage
OpraHn3oBaTb COODLLECTBO M3 KOHCYNbTAHTOB, NpeAcTaBuUTeNen yuebHbIX 3aBeeHui,
yNpaBAeHYECKMX CTPYKTYP, rae NnoapobHO 06bACHATE M BHEAPATb NPpUMeHeHUe G4 aBTOMaTM3aLum
Tie up with Developers in real estate and Hotelier
HanaxunsaTb Ae/10Bble KOHTaKTbl C 3aCTPOMWMKAMU HEeABUKMMOCTU U BlageNbLaMn oTenei
Initial Sign up Stock
MepBOHaYanbHan opraHn3aLMa CKAaACKMX 3anacoB
Performance Deposit for Exclusivity is Needed, refundable if performance is adhered
Heobxogumo npenocTaBneHne Aeno3nTa Ha SKCKAO3MBHOCTb, BO3BpaLLaeTca, ecaun cobaogaerca
BbINOJIHEHWNE
Yearly Growing Stock Purchase Quota
ExkerofHoe yBeniMyeHne CKNALACKUX KBOT
Presenting the Brand as own fully and pushing it in the Market.
MpeactaBnsaTb 6peHs Kak cBoM COHBCTBEHHbIM U NPOABUraTh €ro Ha pbiHKe
Marketing Studies and Strategic Plans
MapKeTUHroBble UCCNef0BaHUA U CTpaTermyeckune naaHbl
Formulation of Special Offers every 2 Months for 2 Weeks to package systems and Promote it
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CopelicTBOBaTbL peannsaumm KOMNIEKTOB cUCTeM NyTem GOPMUPOBAHUA ABYX HELE/bHbIX
cneumanbHbIX NPeANOKEHUN Kaxaple ABa MecaLa
20- Registering the Brand and website under your Own Name for future build of fame once start
Implementation
3apeructpupoBaTb 6peHz U Beb - CTpaHULy MoZ CBOUM JIMYHBbIM MMEHEM Ans Byayuieii nonyasapHOCTM
21- Trainings and Global Meetings attendance
MoceleHWe TPEHMHIOB M FN0basbHbIX 3acesaHui
22- Idea, participation and Suggestions
Wpew, ydactue u npeanoxKeHus
23- Non-Compete promoting other Brands unless Initial targets are fully fulfilled.
He KOHKypupoOBaTb, peknamupys apyrve 6peHzbl, 40 TEX NOP, MOKa He ByAyT AOCTUTHYTbI NEPBUYHbIE
uenu

3.0 Steps To Become Distributor
LWarn K AnctpmnbbloTopcTBy

Here in after we are starting by Listing the main Steps in becoming the father (the Distributor):
3pecb U nocae Mbl NepPevYnc/IMM OCHOBHbIE Warv, KoTopble NOMOryT CTaTb «nanoi»
(OunctpubbioTopom):

1- Signing of Contract, and Placing Initial Stock Order as Per territory / Region agreed
(Other Conditions Apply as Per Agreement Document)

MoanucaHue A0roBopa v pasmeLleHMe NepBUYHOro 3aKasa NPOoAYKLUKN COracHo Tepputopumn/
cornacoBaHHoro paioHa (MpumeHeHne Apyrux yCa0BMiA COrIacHO A4OrOBOPHONO COraleHus)

(Then the Following are To Execute within the 6 Months Grace)

( Cnepytowiee A0MKHO BbITb BbINOJHEHO B TEYEHNE 6 MECAYHOTO
HavyanbHOro Neproaa)

2- Creating a New Structure/ Company to take care of Generation4 Smart-BUS Automation
Co3paHue HOBOWM CTPYKTYpbl/ KomnaHum, Kotopas byaeT 3a60TnTbca 06 aBTOMaTU3MPOBAHHOM
cucteme G4 Smart-BUS

3- Training Staff of New Structure on: *Product, *Installation, *Configuration,*Programming,
Marketing, BDM, Design, Estimation & Sales tactics. (Available Training HUBS: Germany,
Denmark, Nigeria, USA, Chile, Vietnam, Jordan, China, UAE, Iran, Russia, Israel, India, South
Africa, Singapore, and Tunisia)

TpeHUHrn ANA NepcoHana HOBOM CTPYKTYPbI MO TeMam: *npoayKumsa, *ycTaHoBKa,
*KoHdurypauma, *nporpammmnpoBaHme, MapKeTUHT, MEHEAXMEHT NO Pa3BUTUIO BU3HeC],
OM3aliH, NpeaBapuTeNbHas OLEHKa U TaKTMKa NpoaaK. ( JocTynHble LeHTPbl N0 NpoBeAeHUI0
TpeHuHros: l'epmanua, OaHua, Hurepua, CLUA, Yunun, BbeTtHam, MopaaHus, Kutaih, OA3, UpaH,
Poccus, Uspaunb, UHama, FOAP, CuHranyp, TyHUC)

4- Creating Web -Presence by Means of Online Store in Local Language, with proper SEO
and SE Submissions.

Co3paHue NPUCYTCTBUA B MHTEPHETEe C NOMOLLLbIO MHTEPHET MarasnHa Ha MeCTHOM A3bIKe, C
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Hagnexallen nogaveit B MOMCKOBbIX cUCTeMax M onTumusaument MC.
5- Translating Brochures, catalogues, presentations and Manuals into Local regional
languages.

MepeBog 6poLutop, KaTasloroB, NPEe3eHTaALUN U UHCTPYKLUIA HA A3bIK MECTHOFO permoHa
6- Setting up Sub-Distribution Network: Plan with Time Line / Milestone
achievement Index.
OpraHusauua cy6-guctpmubbloTopckoii cetun: NaaHMpoBaHWe € NOMOLLbIO
BPEMEHHOW OCY U MPOMEXKYTOYHbIX 3TamoB.
7- Purchase of Adequate Training Gear as Per Planned Regional Sub-distribution Centers and
Network Plan.
MpuobpeTteHne B LOCTAaTOYHOM KOIMYECTBE 0OOPYA0BAHUA A1 TPEHUHIOB COMIacHO
pernoHanbHbIX cyb - ANCTPUBBLIOTOPCKUX LLEHTPOB U CETEBOTO NJ1aHa.
8- Training Sub distributors adequately and constructing Regional Contracts that reflect
Same Business model Imitation and implementation.
MpoBeaeHMe TPEHUHTOB A1 AUCTPUObLIOTOPOB B COOTBETCTBEHHOI Mepe U co3aaHue
PernoHaNbHbIX KOHTPAKTOB, B KOTOPbIX OTPAXKEHA UMUTALLUA U peasn3aumns ogMHaKoBOW
mopaenu busHeca.
9- Enforcing of Implementation of the same Business Model for All Sub-distributors
065a3bIBaTb BCeX CYO-AUCTPUOBIOTOPOB PEeannM30BbIBaTb OANHAKOBYO MOAe b BU3Heca.
(Additionally the Following are To Execute after Grace always)
(Kpome Toro cnegytolime nyHKTbl AOAKHbI ObITb BbIMO/IHEHbI MOC/E

Haya/IbHOro nepuoaa)

10- Creating Forecasts and coordinating the same with all sub - distributors on bimonthly basis,

based on Signed in hand Projects to assist factory in planning production and parts in advance.
(In This case, no need to deposit, unless has defaulted and did not comply)

CocTaBnaTb NPOrHo3bl M cob6104aTh OMHAKOBYIO COr1acOBaHHOCTb CO BCEMM CyB-
ANCTPUBBLIOTOPaMM, OCHOBbIBAACH Ha [ABYX - Pa30BbIX MECAYHbIX BCTPEYaX, CCblaanach Ha
MoAMNMCcaHHble NPOEKTbI, YTOObI NOMOYb pabpuKe B MAAHMPOBAHUM NPOU3BOACTBA U AENCTBUIA
3apaHee.

( B aToM c/iyyae He HyXKHO AaBaTb NPeAOnAaTy, UCKAOYas TObKO TEX, KTO HE BbIMOAHMA
obnA3aTenbCcTBa U He NOAYMHAETCA NPaBUNam)

11- To make periodical and updated Marketing analysis/Study about projects, competitors,

and our share in market, changing tactics of the competition and special promotions ++
MNpoBoanTb Neprogmyeckne n 0b6HOBAEHHbIE MAaPKETUHIOBbIE aHaAu3bl/ uccneaoBaHus
MPOEKTOB, KOHKYPEHTOB W Hallei 40N HA PbIHKE, MEHATb TAKTUKY KOHKYPEHLUK, 1
cneuunanbHOM peknambl ++

12

Stocking Minimum Stocks as Per Contract agreement
CKknagupoBaTb MUHUMYM NPOAYKLMU, KaK SOTOBOPEHO B KOHTPAKTE.

13- Recommend New Ideas, and report any software or hardware Bugs professionally in
a documented format with pictures, screen shots, and proper explanation write up.
PeKomeH4,0BaTb HOBbIe UAEU M AOKA3AbIBATL O /H06bIX owmbKax MO m

TeXHM4YecKoro obecnevyeHusn I'IpOd)ECCVIOHaIIbHO B AOKYMEHTUPOBAHHOM d)opN\aTe C
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d)OTOFpad)MﬂMM, MOMEHTAa/ZIbHbIMU CHUMKaMM 3KpPaHa, N Hagnexawmnm I'IO,CI,p06HbIM
onncaHunem.

14- Yearly Quota and Targets Fulfillment as per contract document
BbINo/iHeHUe roAo0BbIX KBOT 1 Lie/1ei, KaK OrOBOPEHO B KOHTPaKTe

15- Follow leads forwarded to dealers and sub-distributors distribute fairly and by district
ordinances and close and report status of lead up to conclusion with cause in case of loss.

Noppep}KMBaTb NOTEHLMA/NIbHLIX KIMEHTOB, NepeaHHbIX AUepam 1 cyb-auctpuboloTopam,
COMPOBOXKAaTb K/NMEHTA 0 OKOHYaHUA CAENKN M COOBLWMTb O pe3yabTaTax, Ui XKe NPUYUHY
B C/ly4ae NpoBsana. 3aHMMATbCA AUCTPUOYLMeN cnpaBea/IMBO M COrNAacHO NOCTAaHOBAEHUM
oKpyra.

16- Not to Compete by selling other Products of competitors or to divert leads to
Competitors

He co3paBaTb KOHKYpEHLMIO NyTeM NPOAAXKMW APYrov NPOAYKLMN KOHKYPEHTOB UK Ke
Hanpas/fA MOTEHLMANbHbIX MOKYyNaTesei KOHKYPeHTaM.

4.0 Must Do Commitments to succeed in Business Development

06a3aTenbcTBa, KOTOPble HE06X0AMMO BbINONHUTL YTO6bI 4OCTUYb YCNEXOB

B pa3BuUTUU bBUsHeca

a. (Visiting of Exhibitions)
(MoceweHune BbICTaBOK)
Distributor and His Network must Visit every regional/sub regional exhibition,
but, never to participate any Exhibition nor pay any moneys for that at all. (Target
is To Collect Related Data, Meet prospect Exhibitors in one place and get
appointments for meeting after Exhibition. A Simple Free training Application &
Signage for registration is enough if collaboration with friendly exhibitor is possible
for free)
ONcTpUObLIOTOP M YHACTHUKM €ro CeTU A0/KHbI NOCELLATb KaXayHo
pernoHanbHyo/cybpermoHanbHyo BbiCTaBKy, HO, HUKOT4a He A0/KHbI MPUHUMATb B
Hel yyacTMe Unu TpaTUTb Ha 3TO AeHer Boobue. ( Lenb: cobpaTb CBA3aHHYIO C HEW
MHPOPMALMIO, BCTPETUTbL MOTEHLMANbHbIX 3KCMOHEHTOB- K/IMEHTOB B O4HOM MecTe
W LOrOBOPUTLCA O BCTPEYax nocsie BbICTaBKW. [1A perucrpaumm gOCTaTOMHO 3asBKM
Ha NPOCTOi 6ecnNaTHbIN TPEHUHT UK NAEHTUGUKALMOHHOIO KOMMNIEKTA, €CAN
COTPYAHMYECTBO C J0OPOKENATENBHBIMM SKCMOHEHTAaMW BO3MOXKHO HecniaTHo)

b. (Weekly training)
(ExxeHepenbHble TPEHUHTH)
Swift Weekly Training meeting for 3 Hours, Preferred before weekend inviting and
training the following categories:
KpaTkue exkeHeaenbHble 3-X YaCOBbIE TPEHWHIU, NPEANOYTUTENBHO Nepes,
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BbIXOAHBIMW NPUrIACUTL U NPOBECTU TPEHUHT ANA CNEAYIOWMX KaTeropuii:
i. Electricians
DNEeKTPUKHU
ii. Small Contracting Developers
Hebonblune noapsaHbie opraHvsauum
iii. HVAC Installers
MHCTannaTopbl OTONNEHUSA, BEHTUAALMUMA U CUCTEM KOHAMLMOHMPOBAHUA

BO34yXa
iv. Audio Visual System Installers

MHcTannaTopsl ayamo - BU3yasbHbIX CUCTEM
V. Network and Telecom Installers

WMHcTannaTopsbl ceTei U TeIeKOMMYHUKALLUN
vi. CCTV and Security System Installers
MHcTannaTopbl cuctem BuaeoHabaoaeHua n cuctem 6esonacHocTm
vii. IT and Security Companies
NHbOPMaLMOHHO TEXHOIOTMYECKME M OXPaHHbIE KOMMaHUM
Viii. See other Documents, Please, to assist you.
TaKsKe, MOMXKANYINCTa, YNTalTe Apyrue OKYMEHTbI, KOTOpble Bam MOMOTYT.

c. (VIP Seminars)
(BMN cemuHapbl)
Inviting VIP’s (Minimum 50, Maximum 80 Invitees) to Lifestyle seminar that talks
about Investment, Environment, Savings, and Beauty. (invitees: Hotelier, Bankers,
Property and real Estate Big and Medium Developers, Architects, Interior designers,
VIP Governmental, and Rich Business men)
Mpurnawas BUM nepcoH (MuHumym 50, makcumym 80 npurnaleHHblX) Ha ceMmuHap
MO CTUJIIO KM3HU, KOTOPbIM pacCcKaxKeT 06 MHBECTULMAX, OKPYHKaloLWen cpese,
cbepexkeHnmn 1 KpacoTe (MpurnaweHHble: Bragenblbl oTenei, 6aHKupsbl,
3aCTPOMLLMKN BbICOKOTO U CPEAHEro YPpOBHEN HeABUMKUMOCTU, apXUTEKTOPDI,
An3aiHepbl UHTepbepoB, BUNM rocysapcTBeHHbIe YUHOBHUKM M BoraTtbie BU3HECMeHbI).
d. (Technical Seminar)
(TexHuuyeckue cemuHapbl)
Inviting Professionals (Minimum 50, Maximum 80 Invitees) to Technical seminar that
talks about System Topology, Savings in time and Materials, Affordability, Features,
Specs ++. (Invitees: Consultants, Contractors, Engineers, Integrators)
Mpurnawas npodeccrmoHanos (MMHUMym 50, makcumym 80 npurnallieHHbIX) Ha
TEXHMYECKUI CeMMHAP, KOTOPbIM PacCKaXKeT O TOMOJIOrMU CUCTEMbI, SKOHOMMM
BPEMEHW U MATEPMANOB, AOCTYMHOCTb, 0COOEHHOCTU, TEXHUYECKMNE YCNOBUA ++
(MpurnaweHHble: KOHCYNbTaHTbI, NOAPAAYUKN, UHKEHEPBI, MHTErPATOPbI)

e. (Social networking)
(CoumanbHan ceTb)
To become Active member on social networks like Facebook, twitter and

YouTube, promoting in local language to the sub-regions direct.
CTaTb aKTMBHbIM NO/Ib30BATE/IEM COLMaAbHbIX ceTel, Hanpumep Facebook, twitter un
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YouTube U peknammposaTb NPAMO Ha MECTHOM A3blKe 1A Cyb6-pernoHoB.

f. (B2B Product Promotion)
(Peknama npoayKkuuu B2B)
To Promote Products, using all B2B free local Websites, to create local Articles and
global articles presence, that refer to the Sub Distributor website and contacts.
Create forums about G4 S-BUS automation the Brand.
PeknamnpoBaTb NPOAYKLINIO, UCMONb3YA, BCe MECTHble becniaTHble B2B Beb —
CaliTbl, CO34aBaTb MECTHbIe M r106aNbHble CTaTbW, KOTOPbIE MMEIOT OTHOLLEHUE K
BebcaliTy ANCTPMObLIOTOPA M ero KOHTaKTHOM MHpopmMaumn. Co3gaBaTh TEMbI Ha
dopymax npo G4 S-BUS aBTomaTtmsauymio n 6peHa.

g. Blogging
(BepgeHue 6noros)
Must Create Articles in Local languages and Blog to many free blog websites to
create links back and awareness on the web that help clients and search engines to
find you fast.
Hy»KHO co3aaBaTb CTaTbM Ha MECTHbIX A3blKaxX W pasMelLaTb Ha MHOTMX 610roBbIX
BebcaiTax, 4NA TOro YTobbl CO34aTb CCbIIKM U MHPOPMUPOBAHHOCTb B CETU, YTO
NMOMOMKET K/IMEHTAM U MOUCKOBbIM CUCTEMAM Bac BbICTPO HAWTU.

h. (Media Friends Network Development)
(PasButne cetn CMU apyseii)
To make proper Friends Network to promote on TV, Magazines and News

Papers Free of Charge (utilizing Sales and Marketing Training Tactics).

OpraHn3oBaTb COOTBETCTBYIOLLYIO CETb ApPYy3ei ANA NPOABUMKEHUA peknambl Ha TB, B
ypHanax, rasetax 6ecnnatHo (MCnonb3ya ydyebHble TaKTMKM U3 chepbl NPOSAXK U
MapKeTUHra).

i. (Email Marketing)
(91eKTPOHHDIN MapPKETUHT)
To Search for Local industries and email to them using the Software that are provided
during (Marketing e-training). Also to approach and acquire from local ready relative
Databases as to be available in the regional distribution area.
Mpoun3BOAUTb MOUCK /IOKA/IbHbIX OTPACAEN U OTNPABAATb UM 3/IEKTPOHHbIE MUCbM3,
MCNosib3ysi NMPOrpammbl A1 MapPKETUHTOBOIO 3/1IEKTPOHHOTO 06y4eHus. TaKkKe UMeTb
Zeno c rotoBbiMM 6a3zamu AaHHbIX, KOTOPble AOCTYMNHbI B pernoHe AMcTpnbbioTopa.

j- (Promotional Packages)
(PeknamHbie naKeTbl)
To Create Local Packages and Regional packages, special offers, and Promotions

To assist the Network always to gain in Momentum and to become the talk of the
city.
PopmnpoBaTb NOKaNbHbIE NAKETbl U PErMOHasIbHbIE NaKeTbl, CreLuasbHble

npeanoxXeHua, npomoyuweH ana Toro yTobbI CnocobcTBOBATL Pa3BUTUIO CETU U

«BbITb Y BCEX HA YCTax».

Smart-Group Business Model (Distributor Success Road Map) Ver.2.1 March 2013



|
|
k;s{%g
%,,, 46,1984, &
2 .1984. o
“UAE L CHINA-'

k. (University Training Labs and Projects Sponsoring)
(YuebHble nabopatopun yHMBEpCcUTETA U CMOHCOPCTBO NPOEKTOB)
Sponsoring Free University Students Training Programs, Private schools
awareness and training Programs.
OKasblBaTb NOAAEPKKY B OpraHM3aLmm 6ecniaTHbIX MPOrpaMmHbIX TPEHUHIOB
ONA CTYAEHTOB, UHPOPMMPOBATb U MPOBOANTbL TPEHMHIU A/1A YACTHBIX LLKOA.

I. (Creating successful BDM Experience by Allies)
(CospaHMe ycnewHOro onbiTa pa3BuTUA GU3Heca COl3HUKaMM)
BDM (Business Development) activity to make Platform by Cooperating with Several
Ready City Outlets as following:
OcyLLecTBNATb AeATEbHOCTb MO Pa3BUTHIO BU3Heca, YTobbl OpraHM3oBaTb NaaThopmy
nyTem COTPYAHUYECTBA C HECKO/IbKMMM FOTOBbIMUW TOPrOBbIMM OPraHU3aLMAMM, KaK
cneayowme:
i. Make Smart Meeting Room at all Biggest Interior designers and
Architects & MEP Consultants *(Factory shall subsidize to assist)
OpraHusauma LeMOHCTPaUMOHHOro Smart 3ana y Bcex 601bWKNX AM3aliHepPOB
WMHTEPbEPOB, aPXUTEKTOPOB M KOHCY/IbTAHTOB MO MEXaHUKE, 3NEKTPUKE
*(dPabpuka NpodpuHaHCUPYET U OKAXKET MOMOLLb B JAHHOM MEPONpPUATUK)

ii. Alliance with Lighting Companies
O6beanHeHUe C KOMNaHUAMM, KOTOPble 3aHUMAIOTCA OCBeLLeHnem
iii. Alliance with Air-conditioning companies
ObbeanHeHMEe C KOMMaHUAMM, KOTopble
3aHMMaALOTCA KOHANLMOHEPaMM

iv. Alliance with Furniture companies

0O6beauHeHne ¢ MebenbHbIMU KOMNAHUAMM

Vi. Alliance with Home Theater and home Audio Companies
ObbeanHeHME C KOMMAHUAMM, KOTOPble 3aHUMAOTCA «JJoMalHUMK
KMHOTeaTpaMmu» 1 ayamo

vi. Make Mockup Apartment or Villa for Major Property Developers as a show
and Print Flyers with packages for them with your product

*(Factory shall subsidize to assist)

Co3aaTb MaKeT anapTaMeHTOB WU BW/bI ANA FNaBHbIX 3aCTPOMLLMKOB
HamoKas 1 pacnedyaTtaTb pekaamHble 6YKNeTbl 1 KOMMAEKTbI MPOAYKLUN ANA
HUX

*(dabpuka npodMHAHCMPYET 1 OKaXKeT MOMOLLb B IAHHOM MEepOonpUATUN)

vii. Specify products with all Hotel, Building and Lighting Consultants
MpeaocTaBnATb NoApobHOE onNncaHWe NPOAYKLUUM BCEM KOHCY/IbTaHTam
rocTMHuL, B chepe CTPOUTENbCTBA U OCBELLEHWUS

In Summary:
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Utorun:

The target behind this Business Model is to Mainly Making and growing Alliance
Network Nodes and to market smart with minimal expenditure and maximum Speed

and Accuracy. (Taking Care of the base first and the Head Last)

OcHOBHas uenb, KOTOpaa CTOUT 3a AaHHON mogenblo 6u3Heca — 3TO OpraHU3aLMA U
paclmpeHne anbaHca y310BOM CETU U CNOCOBHOCTb peasin30BbIBaTb NPOAYKLUIO YMENO,
C HAUMEHbLUMMM 3aTpPaTaMM, MaKCUMaAbHO 6bICTPO M NpaBuabHO. (CHavana

HeobxoaMmo no3aboTuTbca o co3gaHum 6asuca, a NOTOM O PacLUUPEHUMN BCEN CTPYKTYPbI)

D

Implementation Time Span (Road map)

LHSMART

=EGROUP

Time span of Distribution Implementation procedure and decision making

Steps Description Period By Elapsed

1 Becelve of Distribution 1 day DP 1Day
interest

) Study of Opportunity, and 1-2 working G 2 Wk
Targets weeks

3 Rewe.vy of commitment and 1 day G
conditions
Client review of

4 commitments and 1 Week DP 3 Wk
comments

5 Negotiation and exchange 1-2 weeks 5G/DP 5 Wk
of Agreements

6 Signing Agreements 1 day SG/DP
Initial Fomm|tment tie-up 1 week DP 6 Wk
Deposit

8 Selection of Initial Stock 2-3 days DP/SG 7 Wk

9 Delivery of Ordered stock to 1-4 Weeks G 11 Wk
DP forwarder
Training of DP staff on,

10 product, BDM, design, 3-4 days SG/DP 12 Wk
estimation
Deposit of Performance After erace

11 guarantee to start g DP 5 Month

. period

exclusivity

12 | 'mplementation during 4-5 Months DP 6 Month
remaining grace Period
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13 | Placing Q1 Orders and After 6 Months DP 6 Month
release of payment

14 Delivering of Stocking 1-2 months SG
orders to shipper
Start i I tati

15 art implementation 1 year DP 18 Month
commitment achievements

DP Distribution Partner

SG Smart group

Cpoku BbinonHeHus (MnaH gencreui)

Time span of Distribution Implementation procedure and decision making
CpOKM ocCyLLecTBNEeHUA AEeUCTBUI U NPUHATUE pelueHuii AnctpubbloTopom

Warun OnucaHue Mepuop Kem MpoponxKurenbHo
oCyLecTBAAETC CTb
f

MpuHATHE pelleHun

1 P P 1 geHb DP 1 peHb
AancTpmnbbroTopom
N3yyeHne BO3MOXKHOCTEN U 1-2 pabouune

2 Y . P SG 2 Hegenu
uenemn Heaenu
P 6

3 acc:v\oIpeHme 06Aa3aTennLCTB U 1 nemb G
YyCN0BUMn

4 AHanns 06a3aTenbCTB U 1 Hegens DP 3 Hepenm
KOMMEHTapUN KNMEHTA
n 6

5 CPErosopbl 1 0OMEH 1-2 Hepenun SG/DP 5 Hepenb
[,0roBOPEHHOCTAMM

6 MopgnuncaHne Aorosopos 1 aeHb SG/DP
BHeceHue 06s3aTeNIbHOro

7 1 Hepena DP 6 Hegenb
nepBMYHOro AenosnTa
Bbibop nepBUYHOIO

8 pnep 2-3 aun DP/SG 7 Henenb
ACCOPTUMEHTA
JocTaBKa 3aKa3aHHOM

9 NPOAYKUNM K dKCnegmTopy 1-4 Hepenn SG 11 Hepgenb
anctpmbbroTopa
ObyueHure nepcoHana
ANCTpnbbIoTOpPa Mo TeMam:

10 npoayKkuus, busHec- 3-4 gHA SG/DP 12 Hepenb
MEeHeKMEHT, AN3aitH,
KaNIbKyNALUMA M pacyeT LeHbI
[enosunt Kak npegocTaBaeHne Mocne HauanbHoro

11 N PeA MCNbITaTe/IbHOTO DP 5 mecaues
rapaHTUM Ha SKCKAO3UBHOCTb

nepuoaa
12 OcywectneHue eaTeNlbHOCTH 4-5 mecAua DP 6 mecaues
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Ha Ha4a/lbHOM UCNbITAaTE/IbHOM
3Tane

PasmeleHmne 3akasos 1-ro

13 Yepes 6 mecAues DP 6 mecaues
KBapTana u onnara

14 JocTaBKa 3aKa3oB 1-2 mecaua SG
rpy300TNpaBUTENIO

15 Peanusauma obsa3aTenbcTs 1ropn DP 18 mecaues
Distribution Partner(MapTHep

DP  aucTpubbtoTop)

SG Smart group (Cmapt pyn)
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