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Peswome
Hscnedsanemo npedcmaess 0CHOBHUME UHOUKAMOPU, KOUTHO Ca He0OX00UMU, 3a 0a ce Npociedu pa3gumueno Ha
Odaden SaaS Ousmec, KOUMO € NO-CNIONCEH 6 CPAGHEeHUue C MpAOUYUOHHUSL OU3Hec MOOel Ha copmyepha
Komnanus. Bv3 ocHosa na me3u uHOUKamopu Hue npedidazame OnpOCmMeH MoOel 3d OYeHKA HA CMapmupaud
SaaS komnanus.

Kniouosu oymu:cmapmupawu npeonpusmus, SaaS, ousnec oyensesane,

Abstract
The study presents the new metrics of financial performance of a SaaS business, which has more complex than
business model than the traditional one of a software company. Based on these metrics we propose a simplified
model for a Saa$ startup valuation.

Key words: Startups, SaaS, business valuation

BonBenenne

B cpBpemenHara riiobanm3upaHa OW3HEC cpefa poisiTa Ha NpeANpHeMaduTe € KIIF0YO0Ba.
HoBute Ou3Hec mnuuepu yepTasr OBbJCIIMTE MOCOKM Ha pPa3BUTHE HE CaMO Ha CBOHTE
NPEANPUATHS, HO U Ha TJI00aHaTa MKOHOMKKA. TOBa ce ciy4Ba B YCIIOBHSATA Ha HapacTBaIla
CIIOYKHA, pUCKOBa cpena. Te TpsiOBa J1a ce CpaBsT ¢ MHOXKECTBO NPEIU3BUKATEICTBA, 33 1
MOJTBPKAT JTIUICPCKUTE CH MO3HIIUH, HO CHIIEBPEMEHHO UM CE€ MPEIOCTABIT BH3MOKHOCTH,
KOMTO OMXa MOTJIM JIa TH U3HecaT B Apyru u3mepeHus. C pa3BUTHETO Ha TEXHOJIOTHHTE, TE€3U
BBH3MOXKHOCTH M3UCKBAT pa3padOTBAHETO M BHEIPSBAHETO HA MHOBATUBHU OWU3HEC MOJICIH.
JInunepure e TpsOBa na HaOMOAaBaT HOBU MHIMKATOPH M METPHUKH, 3a J1a MOJIbPXKAT Kypca
KBbM MIPOCKTUPAHUS PACTESIK HEU3MCHEH.

MHO0XeCTBO MHBECTUTOPU B PHCKOBH cTpaTHpaniu kommanuu (venture capitalists), cnensat u
KOMEHTHpAT B CBOWTe OJ0roBe passuTHeTo Ha SaaS Gusnecal. CoTyepbT KaTo yciyra

! Tunguz, T. The Increasing Growth Rates Of SaaS Companies, http://tomtunguz.com/saas-revenue-growth-
rates/ [IToceren 06.05.2015]
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(Software as a Service, SaaS) craHa U3KIIOYHTEIHO MOIMYJSPEH Npe3 mociaeqHuTe roauan. C
Pa3BUTHETO HA O0JIAYHUTE TEXHOJIOTUU TOM MPOMEHH U310 OM3HEC Mojiena B HUHAYCTPHUATA.
ToBa, KoeTo BIEYaT/IIBA MHBECTHUTOPUTE € OTPOMHHUAT TEMIT HA PACTEK HA NMPUXOAHUTE H
nevanoure. Ole moBedye OHE3W, KOUTO MHBECTUPAT B MYyOJUYHO THPryBaHH KOMIIAHUU WIIU
T€3U, KOMTO Y4acTBaT B IbPBOHAYATHOTO TIpe/jlaraHe Ha akIuu oT SaaS KoMmaHuu?,
N3cnenBanero mpeacTaBs OCHOBHUTE METPUKU, KOMTO ca HEOOXOAMMH, 3a Jla C€ MpOCienn
pa3BUTHETO Ha JaJeH SaaS Ou3HeC, KOHNTO € IO-CIOXKEH B CPaBHEHHE C TPAJULMOHHUS
OouzHec Mojen Ha codTyepHa KoMIaHus. TpaJullMOHHUTE OM3HEC UHAMKATOPH HE YCIsBAT Ja
yIOBSIT OCHOBHHTE (aKTOpH, KOMTO IOKa3BaT yCIIEBaeMOCTTa Ha SaaS OusHec Mojena,
mopagy KOETO ce M3MO0J3BaT JpYyrd KIIOYOBH  IIOKa3aTeld, KOUTO H3MepBar
KU3HECIIOCOOHOCTTa Ha JajeH craptupam SaaS OwusHec, Ouino TO TS (UHAHCOBA WIIU
MapkeTuHroBa. [lpuxoaute OT mpenocTaBIHETO Ha SaaS yclyru ce peanu3upaT Ipe3
IPOABDKUTENICH MEPHOA OT BpeMe, KOHTO € HM3BECTeH KaTo XM3HEH LUKBJI Ha KIMEHTa
(customer lifetime). Ako KJIMEHTBHT € JOBOJICH OT yCJyrara, TO TOW II€ s MU3MOJ3Ba JBJITO
BpeMe W Tedandara, KOSTO MOXKE Ja C€ pealu3upa OT TO3M KIHMEHT INe CE YBEIUYH
3HauuTenHo. OT Apyra cTpaHa, ako KIMEHTHT € HEJOBOJICH, TO TOH I1e nMpeKkpaTh aboOHaMeHTa
cH 3a yciayrara W (upmara Hail-BepOSATHO IIe 3aryOM 4acT OT MHBECTUIUATA, KOSTO €
HampaBuWiia 3a MpUBIWYaHETO Ha To3W KiueHT. Skok (2013) mpemopbuBa TpH Kito4a KbM
ycniexa Ha SaaS xomnanus: (1) mpuBiuuaHe Ha KiaueHTH; (2) 3aabp)KaHe HA KIMCHTUTE, T.€.
Ja Ce MaKCHMaIu3upa MPOABDKMTEIHOCTTa Ha JKU3HCHUS IMKBJI Ha KiueHra; (3)
MOHETapU3HUpaHe Ha KIIMEHTHTE.

[Ipu odopmsiHeTO Ha CTaHAAPTHUTE 32 OlLEHKAa Ha (DMHAHCOBUTE PE3YITaTH U OICHKAT aHa
KOMITAaHHMSITA KaTO 110, TPsIOBa Ja ce mMa IpeaBuj, 4e SaaS OusHec MOAENBT € rydemr B
paHHUTE CH TOJUHHM Ha CBOETO paszBUTHE. ENHA OT MpUYMHUTE ca BUABT U JAWHAMUKATa HA
rerepupanute napudan motoru. SKok (2013) u3Bexxaa wmesTa 3a MPOCKIUS Ha MAPUUHUTE
MOTOIM Ha SaaS KOMMaHUS KaTo HayalHaTa MY TOYKa Ha pa3ChXKJICHUS 3amoyBa OT
WHBECTULIMATA B MPHUBIMYAHETO HA KIMEHTH. S8AS KOMITaHUS 1€ MHBECTUPA IIbPBOHAYAITHO
He-Mallka Mo pa3Mep Cyma 3a NMPHUBIMYAHE HA KJIMEHTH, HO pealln3hpaHeTo Ha neyanda oT
Ta3W WMHBECTHIMA 1€ OTHEME OINpeAeTieH NEepHOJ OT BpeMe M TO MNpOoAbDKUTENeH. OT
(¢uHaHCOBaA TJEHA TOYKA MAapUYHUTE BXOSIIM MOTOLHU ca paslpeaelieHH BbB BPEMETO BHB
BUJ HA TIEPIETYEeT W TO aKO HAINPAaBHM JIONMYCKAaHETO, Y€ KIMEHTHT BHHATH 1€ W3IOJI3BA
yCcIyruTe Ha ¢upmara. AKO KIHMEHTHT NMPEKhCHE CBOS a0OHAMEHT 3a yciyrara, TO JI0 Ta3u
JaTa MapuyHUT TOTOK € UMa BHJ HA aHIOUTET. AOOHAMEHTHUTE BHOCKHM 3a yciyrara ca
MaJK{ IO pa3Mep, KaTo Te MoraTr Aa ObaaT meceuHu unu rogumnHd. [lopamu ToBa ce
Habo1aBa efHa crienuguka Ha SaaS 6usHeca, koaTo Skok (2013) otkpuBa u nogueprana. Ts
ro pa3inyaBa OT TPATULMOHHUS OU3HEC ChC cOPTyep — KOJIKOTO M0-0bp30 HapacTBa Ou3Heca,
TOJIKOBA TO-JIOMIO CTaBa MOJIOKEHUETO ChC 3aryOuTe M MapUIHHUTE MOTOIM, TIPU YCIOBHE, Ye
pasxoauTe 3a MpoAaxOW W MapKETUHI ca HEMPOMEHEHHU, HO TOBA € BAIMJHO JI0 ONpeieicH
MOMEHT.

[MpodunsbT HA MApUYHUTE TOTOIM OT €IMH KJIMEHT MOKa3Ba, 4e ce GopMupa majanHa, KosTo €
MHOTO TIO-IBJIOOKa aKO HapacTBAaHETO Ha KiIWEHTHTEe € Obp30. ToBa ce H3MEHsA, B
MOJIOKUTETHA TIOCOKa, T.€. MO-TOJIEMHs PACTeX Ha KJIMEHTH, BOAM JI0 TO-TOJIIM pacTex Ha
nevanOuTe, caMoO KOTraTo KyMYJIaTUBHHUSAT TapHueH IOTOK Ce TPEBBbpPHE B MOJOKUTEITHA
BenuurHa. ToBa ce ciiydBa, KOraTo CTOMHOCTTAa Ha KYMYIIMPAHHUTE MapUYHU MTOTOIY TIPEBHILU
IbPBOHAYAITHO HANPAaBEHUTE Pa3Xxoad MO MpHBIMYaHE HA KIMeHTUTe. J[o ToraBa mo-mopOus
BapHaHT € IJIaBeH W HUCHK pacTeX Ha KIMeHTUTe. Taka maauHara 1me OBbJe MO-Malko
BITHLOHATA.

2 Shah, A. A closer look at SaaS valuations, https://blog.intercom.io/a-closer-look-at-saas-valuations/ [TToceten
06.05.2015]
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Ta3u ocobeHoct Ha mapuynute noromu, kosto Skok (2013) momguepraBa, € BakHa, 3alOTO
aKo JajaeHa SaaS KOMIaHWs pelld Jia pa3padOTH U MPEIJIOKH JAONBIHUTEITHA WHOBATHBHU
MOPAYKTH WM YCIYyTH 4pe3 SaaS TeXHOJOTHH, TO MpeanpueMaduTe TpsiOBa qa HaOlogaBat
JMHAMHUKAaTa HA TAPUYHUS ITOTOK, PEHTAOMIHOCTTA U J]a KOHTPOJIMpAT TEMITa Ha HapacTBaHE.
Ako me (uHaHCHMpaT CBOM OBJCHIM HHOBAIMM KATO MPHUBJIEKAT WHBECTUTOPH, TO TE IIE
TpsiOBa na T yoOemsT, 4e mie TpsiOBa Ja MpeMUHAT Mpe3 elHa MajrHa, MPEeIu 1a Ce U3KadaT
CTPBMHO Harope.

®urypa 1. [Ipodun Ha kymynaTuBHHTe MapuyHu norouu cnopen Skok (2013) mpu

Pa3JHYHU TEMIOBE HA PACTEXK, H3MePEeHH KaTO OPOii HOBH KJIMEHTH Ha Mecel]
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HMsmounux: http://dskok.wpengine.netdna-cdn.com/wp-content/uploads/2012/09/SaaS-Economics-101.zip

NuHoBaTBHY (PpUHAHCOBU METPUKHU

Benubp mpennpuemMaunTe HE H3MOJ3BAaT TPAJUIMOHHHWTE IIOKAa3aTeld 3a HM3MEpBaHE Ha
HUBOTO Ha €(QEKTUBHOCT M PEHTAOMIHOCT Ha JaeiHocTTa Ha SaaS kommanusa. KopeHHo
pa3MIUUHUAT OHM3HEC MoJeNl Ha S8aS KOMIaHWUTE W3UCKBA Ja C€ CIEOIT JONMBIHHTEIHH
crierupuuHr UHIUKaTopu. Hue 1e pasrieqaMe OCHOBHUTE OT TSIX, KOUTO C€ MPENOPBhYBAT OT
Skok (2013), Janz (2015). Te ca Hu HEOOXO MMM 33 M3BEKIAHETO HA MOJIEI 32 OICHSIBAHE Ha
SaaS xommanHwus.

Paszxoou 3a npuenruuane na xauenmu, Cost to Acquire a Customer, CAC .Korato ce u3smnoin3pa
TO3W MHIUKATOpP, TPSOBA Ja ce MMa MPEJBUJ, Y€ B HAYAIHUS MEPHUOJ Ha CHIIECTBYBAaHE Ha
SaaS crapTupaina KOMIaHHs, KOTaTo Ce MPaBAT BUCOKH Pa3XO0Jd 3a MAPKETHHT U MPOIaKOH,
METpHUKaTa Ill¢ ©Ma MHOTO BUCOKH CTOMHOCTHU. [IpOMEHJIMBHTE B MHIMKATOpa TpsOBa 1a ce
HOpMAaJTU3UPAT C TEYCHHUE Ha BPEMETO, TaKa 4e Jia OTPa3sBaT MO-PEaTMCTHYHO CUTYAIHSITA.


http://dskok.wpengine.netdna-cdn.com/wp-content/uploads/2012/09/SaaS-Economics-101.zip

(1) CAC — OO61110 pa3xo 1 32 MAPKETHUHT U MPOTKOH

bpoti HoBOTIpHBIIEC YEHN KIUEHTH

JKusnen yuxkwvn na xiuenma, Customer Lifetime, CL. Toii e oOpaTHO MPONOPLUOHANICH HA
HpOIEHTa Ha 3aryba Ha KIHMEHT, B CMHCBHJ Ha MPOLEHTA KJIMEHTH, KOUTO He Ca MOJHOBHIN
abOHaMEHTa CH 3a MOJI3BaHE Ha yciyrarta. MareMaTHYeCKH KU3HCHUST [UKBJI HA KIIMEHTA Ce
M3YHCIISABA Upe3 ciaeaHara popmyra:

) CL = !

[IpouieHt Ha 3aryda Ha KJIHEHTH

[TponientsT Ha 3aryba Ha knueHT (Customer Churn Rate) moxke aa ce u3uucisBa Ha MecedHa
WIN ToAMIIHA 0a3a, KaTo MpPU TOBA IMOJOXKEHUE JKU3HCHUSAT IMKBJI HA KIMEHTa Imie Oble
H3pPa3CH B MCCCUHU WJIM T'OJAUHH, PECIICKTUBHO.

Cmounocm na owcusnenusi yuxkvn Ha kiuenm, Lifetime Value of Customer, LTV. Ilpu
M3YHCIISIBAHETO HA MHAMKATOPA MPOMEHIMBUTE B HEro TPsiOBa 1a ObIaT U3pa3eHH B €IHAKBA
BpeMeBa 0asa, T.e. MeceuHa MM TO/IUIIHA.

ARPAXGM % m(l-c)

3 LTV = ,
) c c?

KBJIETO:
ARPA - cpenen pazmep Ha MECEUHMSI IOBTAPSIEM MPUXOJ] HAa Ja/I€H KIIMEHT;
GM% - 6pyTeH mapx Ha neyanbara B %;

m - meceyHo HapacTBane Ha ARPA B mapuuHo u3paxeHue;

C — mporueHT Ha 3aryoa Ha knuents (Customer Churn Rate).

Taboauua 1 Iloka3zatenu 3a epeKTUBHOCT HA SaaS OU3HeC MoIes

Nupukarop Onucanue

MRR Meceuen nosrapsieM npuxon. M3uncnsBa ce B kpasi Ha BCEKU Mecell,
kato kbM MRR oT npenxonuus mecen ce 100aBsAT HETHUTE HOBH
Meceunn nmosropsiemu npuxoau(Net New MRR)

ARR Amnroanmmsupan nosropsieM npuxon = MRR x 12. [Ipuxonute, kouro 1ie
ce TeHepuar mpe3 cieapamure 12 mecera, ako HIMa H3MEHEHHE B
KJIMeHTCKaTa 0a3a, T.€. JIMICA Ha OTIaIHAIIM KJIMEHTH U NPUBJICUYEHH

HOBH.

ACV I'opuiiHa CTOMHOCT Ha JOroBOpa.

NMRR/ACV VBEIUYEHHUETO B MECEYHUTE MTOBTOPSEMU IIPUXOJU B PE3YNITAT HA
HOBOIIPHUBJICYCHHU KINEHTH

ChMRR/ACV Hamanenue B MeceyHHs IIOBTOPsIEM MPUXOJ] OT 3ary0a Ha KIMEHTH Npe3
JlaJIeH Mecell.

ExpMRR/ACV YBenudyeHue B MECEUHUS MMOBTOPSIEM MPUXOJ OT EKCHaH3MsI Ha
KJIMEHTCKaTa 0asa 1pes3 JaJjeH Mecell.

NNMRR/ACV Heren HoB MeceueH nosropsiem npuxox = NMRR + EXpMRR —
ChMRR

DakTypUpaHH NPOXOAH CroitHocTTa Ha U3aaeHUTE (HaKTypH

IMpuxoau oT MPoOAAKOU CroiiHOCTTa Ha IPOJAKONTE, KOWTO MOTaT Aa ObJaT MPUIIO3HATH KaTo

MPHUXO0JI, ChIITACHO CUETOBOIHATA MMOJUTHKA Ha (pupmara. He ce
BKJTIOYBAT IIPUXOANTE 32 OBJIEIIN MEPHOIH (aBAHCOBO MOIYUICHU

TIPUXOJIN).
CpenHa mpoIBIKHTETHOCT HA H3mMepBa MpoaBIDKUTETHOCTTA HA BCHYKH JOTOBOPH HAa MECEYHA WU
JOTOBOpPUTE rojumrHa Oasa.

Aoanmupano no Skok (2013) & Janz (2015)



[Topann Ba)kHOCTTA Ha 3aIbPKAHETO HA KIMEHTUTE, (POKYCHT TpsAOBa Ja € HACOUEH BBPXY
MoKa3aTesi, KOUTO Il TIOMOTHAT Jia ce pa30epe 3ama3BaHETO Ha KIMEHT W Heropara 3ary0a
(churn). ToBa Hamara ja ce onpenesT HHAUKATOPUTE U 3aBUCUMOCTUTE, KOUTO III€ ITOMOTHAT
na ce paz0depe ¢uHaHCOBaTa >KM3HECIIOCOOHOCT HE caMoO Ha jJajeHa SaaS yciyra, HO U Ha
nenusi Ou3Hec Ha SaaS KoMmaHws.

Tabauna 2. [loka3aTenn, u3MepBaIM HUBOTO HA HOBH M 3ary0eHH KJIHEHTH

HWuauxarop Onucanne
# HoBu Kuimentu Bpoii Ha HOBONIPHUBIIEUEHU KIMEHTU MPE3 AaJeH Mecell
# 3aryoenun Kiauentn Bpoii Ha 3ary0eHN KIMEHTH MPe3 JaicH Mecel]
Hernu HoBn Kiamentn Hernn HoBu Kimentu = # HoBu Knuentn — # 3aryoenn Kinnentu.
3aryoenu Kinuentu B % Bbpoii Ha 3arybenn knneHTn/O01mm Opoii kueHTH
% MRR Churn 3aryOeHn npuxoau, IIOpaay OTIaaHe Ha KIUEHTH, N3Pa3eHH B
3aryoenu MRR
%. %MRR Churn = i
RR oT npegxoneH mecert
% MRR Expansion YBeauueHUTE MPUXON OT ChIECTBYBAIINUTE KIUEHTU KaTo %.
. VYeemmuenn MRR
%MRR Expansion =
MRR ot npeaxoaeH mecely
% Net MRR Churn 3ary6enn MRR - Yeemmuenn MRR
%NetMRR Churn = 22
MRR oT npeaxoien mecert

OTpHIaTeTHA CTOMHOCTH Ha WHAMKATOPA CBUICTEIICTBAT, Ue
YBEJIMYCHUETO HA MPUXOJANTE OT HACTOSIIN KJIMESHTH MOKPHBA
MPOIYCHATUTE MPUXO/IH OT 3ary0CHU KITUCHTH.
% Ha moaHOAsIBAHE HA KJAHeHTHTEe  bBpoif Ha KIMEHTUTE, TOAHOBIIIN CBOS 1oroBOp/O0mI Opoii Ha
JIOTOBOPHTE 32 TTOIHOBSIBAHE.
Koraro 6u3HECHT JOCTUTHE CTAOWIICH €TAall HA Pa3BUTHE, TO
MHUKATOPBT Iie ObJIC paBeH Ha:
(100 — 3arybenu kinueHTH%)
IMapuyno uzpakenue Ha % Ha CToiHOCT Ha MMOHOBEHUTE A0roBopr/O0Ia CTOHHOCT Ha JTOTOBOPHTE 3a
MOJHOAABAHE HA KJIHEHTUTE MTOJHOBSIBAHE

Aoanmupano no Skok (2013) & Janz (2015)

[IpemioskeHuTe MO-rope METPUKH 3a OlLIEHsIBaHE Ha e(peKTUBHOCTTA Ha SaaS yciyrute, KOUTO
BCAKAa SaaS KOMITaHUS € MPENOpBYMTENIHO Ja Tpeaiiara W Ja Cilead, KaTo Ce OTYHUTAT
CJIEZIHUTE OCOOCHOCTH:

1. EnHO OT Ba)KHUTE pelIeHUs, KOUTO MpearprueMadyuTe TpsiOBa 1a B3eMaT € Kora Jja yCKOpsT
pacTexa, KaTo OTYMTAT clelU(HKaTa Ha HapUYHUTE MOTOLM. METpHUKHTE I11e TIOMOTHAT J1a ce
pazbepe, kora SaaS Ou3HechT € B moaxoasima (Gopma, 3a Ja UMa CMUCHIT OT YCKOPEHUETO Ha
pactexxa. B ciydaii, ue OuW3HECHT Ha KOMIIAHUATA BCE OIIE HMa TPYAHOCTH U
MpeIM3BUKATENICTBA, TO T€ TPsAOBA /1a ce pa3peliar Mpeau Ja ce IPEeMUHE KbM €KCIIaH3Hsl.

2. ITokazarenuTe MoraT Jia ce M3IMOJI3BAT 3a OLCHABAHE HA PA3IMYHU KaHAJIM 3a MPUBIMYAHE
Ha KJIMEHTH, KOMUTO MMAaT pazu4yHM pa3xoau. MHaukaropuTe MmoraT Ja HOMOTHAT BbB
¢uHaHCOBaTa OlleHKA Ha N300pa Ha /1aJIeH KaHall.

3. KomnanuunTe, KOUTO ce HAMUpAT B HAYaJlHUS CH €Tall Ha pa3BUTHE YECTO TECTBAT HAKOJKO
pa3IMYHM BUIOBE MOJIENU 3a IIEHOOOpa3yBaHe Ha HUBO BUIOBE motpedutenu. Tyk monsara e
B MpOBEpKaTa Ha TOBA, KOM CETMEHTH 1€ MOKakaT Hail-Obp3a BH3BPHIAEMOCT U Hal-BUCOKO
ceoTHOIeHue LTV/CAC, taka ue ia ce nu3bepe Haii-eqeauBIIus MOAXO/I.

IToaxoau 3a oneHsABaHe HA SAaS koMIaHus

KaxTo noguepraxme npu SaaS OuszHec Mojena KIo4oBUTe Ou3Hec U (PMHAHCOBU MOKa3aTeslu
ce pa3nMyaBaT OT Te3W Ha TpaJULIMOHHA codTyepHa kommnanus. EnHo oT Haii-ronmemmure



MPEIU3BUKATEIICTBA TPEJ KOMIIAHUUTE, KOUTO IpeiiaraT SaaS yciayru e, 4ye MHOIo OT
pa3xoIuTe ca MbPBOHAYAIHO W E€AHOKPATHO HAIPaBEHH, JTOKATO MPUXOAUTE OT KIIMEHTa
MOCTBIIBAT C TeueHHe Ha BpeMeTo. [lopaam Ta3m crneunpuka H3MEPUTETUTE HA
yCIIeBa€MOCTTa C€ pa3lu4aBaT OT Te3W IMpH TPAJAULUOHHHS OH3HEC CBhC CcodTyep.
CrnenoBarenHo te TpsgOBa aa ObJAT MMIIEMEHTHPAHH 110 HAKAaKbB HAYMH B TPAIUIIMOHHHUTE
METO/IU 32 OILICHSIBaHeE.

TpaauumoHHUTE MOAXOIU, KOUTO Ca OOILIONPHETH 3a OICHABAHE HAa MPEANPHUATHE Ca TPU —
pasxozaeH, mazapeH u mpuxojeH (Kacvbpoa, 2014). Te ca mpuetu KaTo cCTaHAApT OT
MexnyHapoiHUs KOMHUTET 3a OLEHUTEICKUTEe cTaHaapTh. OT cBOsS cTpaHa BEHYBpP
KaluTaaucTuTe, OW3HEC aHTeJIuTe MpeljiaraT CBOU MOJIXOJU 3a OICHSBAaHE Ha CTApTUPALIU
npeanpusatus. Pressman (2015) pasrpanunvaBa ChIIO TPU IOAXOAA, HO TE ca KOPEHHO
Pa3IMYHU OT TPAJAUIMOHHO MPUETUTE KaTO HAUMEHOBAHHUE U METOJIU, KOUTO BKJIIOYBAT TE.

Taoauna 3. Iloaxoau U MeTOIH 32 OLICHABaHE

TpaaguuuOHHH MOAX0AU M METOIH
(Kacwpona, 2014)

IToaxoau U MeTOIH, M3MOJI3BAHU
OT BCHYBP KallMTAJIMCTH, OM3HeC aHTeJIn
(Pressman, 2015)

Pa3xoaen moaxon
Metona Ha yucTaTa CTOMHOCT HA aKTUBUTE
MeTtona Ha TUKBHAAIIMOHHA CTOMHOCT

Ipuxonen (Joxoaen) noaxon

Merto Ha TUCKOHTHPAHUTE TAPUIHN TTOTOIIH
MeTOIL Ha KallUTAJIU3UPaHUA 1O0X10

MeTto/1 Ha OCTaTHYHUS TOX]IO

Merton Ha peallHUTE ONIIUU

ITazapen moaxon

Mertoj Ha KanuTaJIOBUS Ma3ap
Merton Ha caenkute

Merto/1 Ha OCTpacIeBUTE MHOKUATEIIN

KauvecTBen nmoaxon

Meton Ha yucTaTa CTOMHOCT HA aKTUBUTE
Pa3zxomHo 6a3upanu meToan

[Tazapen meton

KoanuecTBeH moaxon
MeTto Ha JUCKOHTUPAHUTE MMAPUYHU TTOTOIN
Merton Ha CHIEJIKUTE

XuopuaeH noaxon
Merton First Chicago

(I)nrypa 1. ’Ku3HeH HMKBJI HA craprupamo npeanpusaTue 1 noaxoasiinu MeToam 3a
OlIcHABAaHE
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Ipucnocobeno om https://en.wikipedia.org/wiki/Startup_company#/media/File:Startup_financing_cycle.svg ,
Aswath Damodaran http://people.stern.nyu.edu/adamodar/pdfiles/valn2ed/ch23.pdf.

Qdurypa 1 npenacraBsi KU3HESHUS IUKBI HA €IHO CTAPTHPANIO MpeAnpusThHe. B HavamHaTa
¢da3a Ha CBHIIECTBYBAHETO CH TO CE€ HaMHpa B ,,JOJMHATA HA CMBPTA™ MO OTHOLICHHE Ha
nevyauonTe, KOUTO TeHepHupa. B To3m eTam OCHBHUTE WHBECTUTOPH B HETO Ca IMPUSATEINH,
CeMelCTBO M IIEroBUTO TIIYMAlK’, KAKTO ¥ OM3HEC aHTeu. B To3M eTan mpenpusaTHeTo HIMa
HCTOpHS, HE MOTaT Jla ce HaMepsAT aJICKBaTHH aHAIO3H, 32 J1a CE OICHM, a M3TOYHHKHT Ha
CTOMHOCT € OBJCHIMAT pacTek, KOHNTO ce ouakBa. Ilopaau ToBa HHE IpernopbYBaMe
M3IOJI3BaHETO HA METOJIa Ha YMCTAaTa CTOMHOCT Ha aKTUBHUTE B TO3M €TaIl HA 3apaKIaHe.

B panHus etan Ha pa3BUTHE, KOTaTO CTApTUPAIIOTO MPEANPHUITHE Beye TeHepupa nedanda u
MMa HSAKAaKBa UCTOpHs, OWXa MOIJIM Jla CE HAMEpAT NPANPHATHS aHAJO3U, KAaTO OTHOBO
W3TOYHHUKBT HA CTOWHOCT CH OCTaBa OBACHIUAT pacTex. B To3u eTan e mpenopbunuTenHO Aa ce
mpujiara METOIbT Ha JAUCKOHTUPAHWTE TMApWYHU IMOTONM C TEPMHUHAIHA CTOMHOCT, KOSITO
JIOTIyCKa OIpe/ielieH TeMIT Ha pacTeX. BTOpUAT MeTo/a € Ha CAENKHUTEe, Thil KaTo Ouxa MOTIH
Jla e OTKPHSIT aHATIO3M.

B mo-kbcHHMsS eram Ha pa3BuUTHE, MNpead MbpBUYHO myoawuHo mnpemiarade (IPO),
MPIOPHhYBAME M3MOJI3BAHETO OTHOBO HA CHIIUTE METOJH M KaTO ITOCIIEIOBATEIIHOCT, HO C
Manka mMoaudukanuia. BMecTo TepMHHAIHA CTOMHOCT Ja ce M3IO0JI3Ba Ma3apeH MHOXKHUTEI,
KOWTO J1a OTpa3siBa MMO-TOYHO €J[Ha CTpaTerus 3a n3xo. Hemo mosede, mazapHUSAT MHOKHUTEI
moxxe na 0p1e ot |PO mnu yactuu caenku.

AJNTepHaTHBA HA CIIOMEHATUTE METOJHU 33 JTUCKOHTHUPAHWUTE MAPUYHU TOTOIM 32 OICHSIBAHE
Ha cTapTupanio npeanpustue ¢ xudpumunust meton First Chicago. Toii ¢ komMOuHAIUS OT
METOJIa Ha JUCKOHTHPAHUTE MAPUYHU ITOTOIHM M OTPACIOBUTE MHOXHUTEIN. B ocHOBara my e
CIICHApUWHUS aHaNu3, MPU KOWTO C€ OMpenessiT TPU, a MOXKE U TOBeYe, CIICHAPUH 3a
pasButre. CTOWHOCTTA Ha MPEANPHUATHETO € PaBHA HA CPEIHOIPETEIVICHA C BEPOSTHOCTTA 32
peanu3anus Ha BCEKU ClieHapil cToiiHocT. Pa3bupa ce OCHOBHOTO MPEAM3BUKATEIICTBO MPE
OIICHUTEJIMTE € ONPEJICIITHETO Ha OpOsI Ha CIICHAPUUTE U BEPOSTHOCTHOTO pasmpeieiieHuE.

JakioueHue

3 3F wm FFF — Family, Friends, Fools.



WuBecTUTOpUTE B CTApTUpAIIM NPEANPUSATHS, KOUTO NpeajaraT SaaS yciyru TpsOBa 1a
oOpbHAT BHMMaHHE BBPXY JBaTa BaKHM HMHIMKAaTopa 3a SaaS OW3Heca: CTOMHOCTTa Ha
ku3HeHus: MKbTI Ha kimeHtute (LTV) u pasxoaute 3a npusnuuane Ha ximeHTH (CAC).
Te3n uHAWKATOpPM HMMAT CBOWTE AHAJIO3UW B TPAAMLMOHHHMA TBHPTOBCKH OW3HEC MOIEN —
MOKyITHATa IIeHa Ha CYpOBMHHTE M INpOJaKHa LieHa Ha mpoaykrta. B SaaS Ousnec mozmena
pa3xoauTe 3a MPOJaKOM M MAapKETHHT ca ONpeneNsy 3a peHTadmiHocTTa. OCBeH TAX MMa
MHOTO JIpYT'H TOKa3aTeinn U (pakTopu, KOMUTO TpsOBa Ja ce CIEISIT KaTo KOJIKO € 1o0pa
yciayrara, KOsITO ce IpeJyiara, pa3MepbT Ha 1a3apa, cuiiaTa Ha KOHKYPEHIUSTa, IIPOLEHTHT Ha
3ary0a Ha KJIMEHTH.

3a MpaBWIIHOTO OLICHSBAaHE HA MHBECTUIMUTE TPsOBa Ja ce MPUIIOKHU MpaBmiieH noaxox. Toi
e 3aBHCH OT TOBa B KAaKbB MOMEHT OT JXM3HCHUS IMKBJ Ha NPEINPUSITHETO Ce IMpPaBU
OllCHKaTa. AKO € B CTaausi [peAd TeHepupaHe Ha Hpuxoau (pre-revenue), to me ce
MPUIIOKAT METOJIUTE 3a OLIEHKAa Ha WHTENIEKTyalHa COOCTBEHOCT WM METOJla Ha YHMCTaTa
CTOMHOCT Ha aKTHBUTE. B ciydail ye mpeanpusTueTo € BB (a3a Ha TeHepUpaHe Ha MPUXOaU
(post-revenue), To € ya4Ho J1a ce MPHUIOKH XUOPHJICH TOAXO/I.
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