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£ The Brains Company Overview Analysis Conclusion

AWS Contributes 35% Of Amazon's Valuation
Units Valuation % Of Total

Electronics & General Merchandise S Bil 180.8 51.7%
Amazon Web Services $ Bil
Books, DVDs & Music S Bil 40.7 11.6%
Kindle Hardware S Bil 1.4 0.4%
Other Services S Bil 1.5 0.4%
Net Cash S Bil 3.2 0.9%
Amazon's Valuation S Bil 349.4 100.0%

AWS Expected To Contribute About 12% Of Amazon's Total Revenues By 2020

Units 2016E 2020E
Amazon Web Services (AWS) Revenue S Bil 11.8 35.0
AWS Revenue As A % Of Total Revenue % 8.6% 12.3%

Source: information from case, team analysis, Amazon.com, Forbes.com, statista.com, techcrunch.com



22 The Brains Executive summary Industry overview Company analysis Action plan

Each current market characteristic is optimal for Promontory, which is big, mostly offline company, that offers to clients high-end unique
promotional products

Segmenting industry sales by size of company in millions of USD = Promotional products are the most efficient in the cost per customer impression in the

I i
I i
I i
25000,0 : USA - 0.7 cents :
I i
I i
I i

= The market share of high-end promotional products sold - 13.87%
20000,0 177919 18497,6 198269 200122 T T ‘
- Distributor sales volume
15000,0 (T Number of % Increase/Decrease in
86381 93185 97394 10128,6 : Distributor 2014 Sales Volume Sales Volume Over
' 10087,5 9913,6 Company Size :
10000,0 90839 9179,1 ' ’ Companies 2013
Less than 52.5 23025 $9916 592 681 1.72%
5000.0 million
00 52.5 million or more 872 $10128636250 4.00%
o2 2012 2013 2014 Industry total 23 897 $20 042 228 931 1.09%
Companies with less than $2,56 m in sales  ® Companies with sales $2,5 m or more M Total
_--------------------------1
Online sales share in total industry sales I |
25 00% I The promotional industry continues growth, because of the high efficiency |
20,24% . I of its products in the cost per customer. Current situation on market is I
20,00% 17,49% 17,87% l : .

' 13.60% characterized by: |
15,00% . I I
10,00% : = increasing of big companies’ part there; I

, » instability of online sales share in total industry sales; l
5.00% : = |ow-end products which are sold in Internet; I
0,00% 1 the sales of the high-end products are large. !

2011 2012 2013 2014 I
L--------------------------‘

Source: information from case, team analysis



22 The Brains Executive summary Industry overview Company analysis Action plan

Improvement of approach to workforce will motivate employees that will lead to growth of company's revenue in long-term perspective that
combines with low costs of this improvements

// “\\ Consequences of changes in wages
[ 9‘ \ = Short-term: reduce of selling expenses (if we talk about _ e
I g ‘ 2015 and increase of small accounts) 5460 000 * 0.08 = 436 800 — 8% commissions rate
\\ N ,! * [ong-term: motivation of employees (they will earn more T
N _ money because of bigger size of accounts and growth of (2 358 000 * 0.05) + (3 102 000 * 0.1) = 428 100 — differentiated
— commissions rate) which can lead to company's growth commissions rate
P Training features (436 800 — 428 100) / 436 800 = 0.02 = 2% — saving on changing rates
y ] A * |t would not be in classrooms, interns will be present on
/ 0 \ Burns' meetings
!\ /;' * They can abs;torg experitence and after that they will bring
\ INTERN more money 1o Fromontory * *k *hk
- / * Interns’ salary will be big enough for them and not very (1750%3)"+ (3 50*0_* 9) ’+ (618 000 * g/_] 2) N 83 100__:’3)(penses for
~==- costly for us one salesman (" intern’s salary * duration of internship) (** average
salesman's salary * number of worked months) (** least revenue
New employees generated by new salesman * number of worked months)
=  Because of Promontory's expand (market growth and i
increase of accounts’ amount) company need new labor 83100/ (618 000 * 9/12) = 0.179 = 17.9% —> expenses’ share from
e » brought revenue
*  Each new salesperson - it is small expenses (costs on o
internship, salary and commissions) which will bring bi
venge ) 90 (618000 *9/12) / 83 100 = 5.58
Fr == == == m= Em Em Em Em Em S Em Em Em SR Em Em Em Em Em Em Em Em Em ED Em Em Em ED Sm Em Em D Em Em Em ED Em Em Em Em Em Em Em Em Em Em Em Em Em Em Em oEm o Em Em oEm o |
I Providing differentiated commission system will motivate salesmen to open more of new accounts in prestige segment. Hiring and training new people will bring I
I company big revenue which is much larger that costs for new employees: each $1 spent for employee will bring $5.6 in revenue. I

h_---------_—-----------_—-----------_—-----------_—-----

Source: payscale.com, information from case, team analysis



& b
I_PAM/-\ A‘Bep’"ac )/ OTAN

"c' ':P‘ .

Uesrp

?i‘»’.‘.&"ﬁ,%".ﬁ' oD 3 HEHTP IHSOPMALIT TA JOKYMEHTAIUT HATO B YKPATHI

ABAOTY

- MDKPEICIMHNAM TA MDK \m Gaﬁj?i.*__'_ﬁ JIAJIOL 3 ) ATIOCTOA

AARHIR FAAKY

AL

4“.53(11.:
AN
ot )xu

I HAIIIOHAJIBHA BE3IIEKA»

lanuuuna

smicto IBano-PpankiBebk KAHAR 402 ﬁ

BYAMILA Cod)poua Mvaporo, 22

IBAHO-OPAHKIBCHbKA AKAAEMIA ; i
IBAHA 3OAOTOYCTOI'O R >u gﬁ%ntgggzn

l(nr\nnnuomn 2 laTaTs L o 1 S nflﬂl‘ R; TLANLIS




| Mi>kHapogHa
" HayKOBO-NpaKTU4Ha KOHdepeHLin

CyuacHI BUK/AIUKU ma akmya/ibHI npob6.1emu
3a6e3ne4eHHs1 MIHCHapoOdHOI ma HayloHA/1bHOI be3neKku

(meHdeHyii, npobaemu ma WAAXU X BUPIUEHHS)
: " | — . ‘

-~

2 rpyaHsa 202 pORY
10:00



- ] KoHdepeHLis

BIA YTBOPEHHS
OB'€AHAHUX TEPUTOPIAALHUX FTPOMAA -
AO PO3YMHOTO 3POCTAHHSA

. . =
®
il ng @d

) T
! & 9 h@ I \;:,,E, w5 %), DEGPRO ==V _'_g:__ @podicainis KUnternationdl

CONSEIL DE L'EUROPE

PO3BUTOK TA €AHICTb, OPIEHTOBAHI HA AIOAUHY







mobanbHa KOHepeHUia BiAKPUTOCTI OpraHiB 3akoHo4aB4ol
. Bnagu
"P036ydoea epomadnuc::ko: doetpu Yepes gidkpumicmb ma
| 3anyyeHicmb” |

i [puimatoya CTopoHa: BepxoBHa Papa Ykpaifill :
OPprasisaTopy. Poboywa rpyna 3 3akoHoAABMD1 BinkpuTocTi lapTHEPCTBO «Biakputuii ypsay T@lBiLiaTvea «BiakpUtnit napnameHERE YRDEIHI




BceykpalHcbKa
HayKo80-npaKkmudHa ' KOHMepeHYis

«Cy4acHI1 TeH/IeHIIil pO3BUTKY
[IPUBATHO-IIPAaBOBUX BIJHOCUH B YMOBAX
EBPOIHTErpaL[iMHUX MIPOILIECIB»

23 quctonaza 2022 pik
10:00




MiXHapoaHa HayKOBO-NPaKTHYHa ® ,,
kKoHdepeHuia «CyyacHi npobnemu ynpaamuml» ¥

X
VMPAB/NIHHA
B YMOBAX
LIMDPOBUX




” 1 CFB’“""" » AHOHC pyj@FnpeacraBHUKEB 3M
! KOH(D!P Lllﬂ ) s”ﬁ , " >

-

, »
bl [ a— .
Husaxuiﬁ'n'm CBOIO BJIACHICTD =4 \Y

Hogi 3ac06n nomnepemKeHHA nocslramm Ha MAaWHO."

t

Cnikep: IBAH JIETOCTAEB 05.03.2020 13:00

[ndpopmaninue
HavanbHUK IliBAeHHO-CXIJHOTO ¢opman

MIXKperioHaJIbHOTO ynpaBJ/IiHHSA AI€HTCTBO
MiHicTepcTBa octuiil (M. /[HInpo) MOCT JAHEIIP



BceyKpalHELKaA
HAyKoB8o:npakmuyHa
KOH(hepeHYis

«lOpyuanyHa KJiHIYHaA IPaKTUKa:
CTAaHOBJIEHHA, CYYaCHHUU CTaH Ta
[IEPCIIEeKTUBU PO3BUTKY »







TE KPP

BNpUHUMNI BCi npe3eHTauLii, aKi
f1 NOKA3YBAB HA KYPCi +=- OK



UKRAINIAN
APPROACH
TO REGIONAL

RECOVERY AND
DEVELOPMENT

July 2022 %



https://drive.google.com/file/d/1HzJsSD_CklrslM3Rme_rIGTEWJmJDtiC/view

KNiKANTe

*-"affected by russian invasion
[p— N



https://www.behance.net/gallery/160486109/prezentacja-dlja-sergja-prituli-Prytula-presentation
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https://www.behance.net/gallery/150240289/Investment-pitch-for-VOLS
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