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ENIMOPOQTIKA NPOTPAMMATA

Huepopunvieg Aieéaywyng: 20-21/03/2019
Neueoog EBE Nepgoou

ANATKH KATAPTIZHZ:

Ta televtaia 10 xpovia, £vag ONUAVTLKOG oplOUOG ETILXELPHOEWY
otnv Kumpo €xouv e€aptnBeil oe apketd peydlo Babud amo tig
Sladiktuakég mwAnoelg (online sales) kat tnv aAnAenidpaon pe
TOUG TIEAGTEC TOUG MEOW Sladiktuou. OL ETUYELPNOEL QUTEC
evrornilovral o€ TPeLG SLadoPETIKEG KATnyoplec:

a) Etalpeie¢ mou Opaotnplomolovvial o€ TOUelc Omou £Xel
napatnpnBsl  avatpomr] oTov TPOMO e€pyaciag amd TG
nAektpovikéG  ouvaMlayec  (digital  disruption), oOmwg o
TaELOLWTIKOC Kal EEVOSOXELAKOG TOUENS, SIKNYOPLKA Kal AOYLOTLKA
vpadeia, vauTtiAlakol mpaKktopeg, Tpaneleg KA M.

B) Etaipeieg mou Aettoupyouv Kupiwg online amd tnv Kumpo yua
SLeBvelg meAdteg, OMwWG yla mapdadelypa etalpele¢ HAEKTPOVLKAG
petadopac xpnuatwy (Powercash21), etalpeieg cuvalhaywv
Forex (IronFX, AtlasFX, Exness), TpopunB6gutég AoyLopLKOU
(PointNine) ko GAAeg

v) Neoouotateg (start-ups) HLKpECG eTOLPELEG KUpLWE TEXVOAOyiag

Je JUla €MOXN, TOU N avaykn emipiwong kot dnuloupyilag véwv
Sle€0dwy Spaotnplomoinong Twv HIKPWY ETLXELPROEWV Yyivetal

ETUTAKTIKN, TO NAEKTPOVIKO ETUXELPElV amoteAel TNy VEwv
EUKALPLWY. TO OTPATNYLIKO QUTO EMLUOPPWTIKO TTPOypappa Elval
oXeSLAoUEVO aKPLBWE va BonBAGCEL TIG WIKPEC ETILXELPAOELG TIWG
va xapdféouv TNV otpatnyiki online avdamtuéng Ttoug
aflomoLwvtag MARPWCE TG TEPAOTLEG TIPOOTITIKEG Kal SUVATOTNTEC
TIOU TOUG TIpoodEPEL N SLadIKTUOKN TexvoAoyia.

To oeguwvaplo autod Ba mPoodEPEL ULa OTPATNYLIKN TIPOCEYYLON
otnv dlaxeipton t¢ online avamtuéng MIKPWY KOLVOTOUWY
ETUYELPNOEWY KOL VEOCUOTATWV £TALPLWV (start-ups). O otd)og
elval oL ouppetéyovteg va pdbouv mwe Ba BeATlwoouv TIG
LKAVOTNTEC SLaxeiplong Ue tn xprion el8IKWV gpyaieiwy, peBOSwV
KOl TAKTIKWVY, oL omoleg meplhapPfdavouv tnv tedeutaia AEEN tng
texvohoylag otov kAddo. Me tov TpOmo auto, n Kataption Ba
TPOChEPEL YVWOELG TIOU BEATLWVOUV TNV SLAXELPLOTLKI LKAVOTNTA
Kal TNV automemnoiBnon kot Ba mpotelvel VEEG MPOOoeyYLloEeLG Kal
€uKalplec avantuéng Kat, EMOPEVWC, eMLBlwonC.

META THN ONOKAHPQZH TOY MPOTPAMMATOZ Ol KATAPTIZOMENOI OA EINAI ZE OEZH NA:

Metd tnv oAoKAPpWON TNG KOTAPTLONG OL KATAPTI{OUEVOL TTPEMEL Va elval og Bon va:
® KaTovornoouv TG MEVTE TILO ONUAVTLIKEG SLASIKTUAKESG OTPATNYLIKEG avamtuéng (online Growth Strategies): organic growth, sponsored

growth, mergers & acquisitions, venture capital, other.

® Katavoouv tov TpOTo pe Tov omolo Asttoupyel n Stadikaoia tng online avamtuéng KoL To MwE UTTAPXEL KAL AELTOUPYEL EVag
Suvautkog Bpoxog avatpododotnong (feedback loop) petat online kat offline Stadikaciwv evtdg g LoLag mixeipnong

o Ixedlalouv kat edpappdlouv tnv Stadiktuakr toug avantuén (online growth) xpnolonolwvtag anodekteg LeTpnoeLg (industry-
accepted metrics) and T SladlktuakEg MWANRCELS, ThV online mpowBnon Katl xpnUAToS4TNGr) TOUG
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e AvadUouv Kol va eTiAéyouv amo Stadpopa HoVTEAA TNV KATAAANAN OTPATNYLIKA SLASLKTUAKNG aAVATTTUENG TNG EMIXELPNONG TOUG TTOU
Kupativovtol amo Tnv opyavikn kat xopnyoUupevn (sponsored) avamtuén éwg ta povtéAa avamntuéng nou Baoilovtal oe kepdaaia
(capital-driven)

e kataptilouv Kat va aflodoyolv TV SLaSIKTUAKN OTPATNYLKI avATITUENG TOUG XPNOLUOTIOLWVTAG TTOAAATIAG Epyadeia, TAKTIKEG KoL
T(pooeyyiloeLg mou Ba mapouctaoTolv Kot Ba avaAuBoUv KATA TNV SLAPKELX TOU TIPOYPAULOTOG

e ['vwpilouv mwe va dlaxelplotolyv Bripa BrApa tnv SLadIkTuaKr) Toug avamtuén Kat mwe autr) 0o cuvelodEpPeL AMOTEAECUATIKA OTO
B¢pa emuBiwong KoL avTaywvLoTIKOTNTAG TOUG

AMNEYOYNETAI
To mpoypappa ansuBuvetal oe 16loKkTrATES, AleUBUVTEG Kal YIIEUOUVOUG TUNUATWY TTANPODOPLKNG, LAPKETIVYK, TWARCEWVY KAl OTPATNYLKOU
oXeSLAoPOU HIKPWV EMUXELPROEWV (KATW TWV 49 ATOMWV).

H AOMH TOY NPOrPAMMATOZ
To mpoypappa mou eivat mPakTikng ¢puong mepthapBavel tooo Wpupatiky (14 wpeg) 600 Kal evloemixelpnolokn (7 WPeg)
KOTApTLON.

H etaipwr) emiokePn Ba mpooappocel TG LeB0SOAOYIEG KATAPTIONG OTLC CUYKEKPLUEVEG QTALTAOEL TNG KABe emixeipnong kot Oa
ocuumnepAaBel tn dnuoupyia oxediwv online avantuéng yla kdBe emxeipnon. Baolkd péAnua koatd tnv eniokedn Ba sival va kaAudpOoulv
OTTTA KoL TIPAKTIKA TAaiiola Kat péBodol kabweg kal va enefnynBsi n ebapuoyr) Toug pe mpaypatikd nopadeiypoata (case studies) kat
epyaleia. Emiong, Ba mapouolactouv kat Oa avaAluBolv ol eumelpileg Twv etalpelwv otnv KOmpo kat Stebvwg.

AIAAZKAAIA
Y10 mpoypappa Ba S16afel o EAAnvoopepIKAvog epmelpoyvwpovag Ko Philip Ammerman. To mpoypappa Ba Sie€ayBel
otnv AyyAwn yAwooa.

AIKAIOMA 3YMMETOXHZ (€1785+ €339,15 @®.M.A.)

To mpdypappa €xeL eykplBel amo tnv Apxn Avamrtuéng
AvBpwrilvou  AuvOplKOU ooV TIPOYPOUMA  {WTLKAG
onuaoiag. To mpoypappa enxopnyeital €€ oAokAnpou
and tnv AVAA Kol WG €K TOUTOU O&ev  UMApPYEL
OMOLOSATOTE  OLKOVOULKY)  €miBdpuvon  ylo  TIG
emnxelpnoelg eatpoupévou tou @O.MN.A. Na onuelwdel otL
kat to D.M.A. emotpédpetal Ot eTalpeleg Kal Oev
omoteAel KOOTOC yLaL TLG ETILYELPNOELC.

NIZTONOIHTIKO NAPAKOAOYOHZHZ

To KEBE Ba edpobLdoel OAOUG TOUG OULUETEXOVTEG Ue MioTomolnTiko MapakoAouBnong.

AHAQZEIZ 2YMMETOXHZ

MPOKeITOL TIPAYHATIKA ylO ML OWVETAVAANRTTN KOl
OLKOVOULIKA ocupdépouca sukalpla Tou mpoodépetal
yla avaBabuon twv Kumplakwv Emxelpnoswv agpol 1o
TPOAYHOTIKO KOOTOG OUMMETOXNAG av O&ev UTNPXE N
gnyopnynon tng Apxng Ba ntav touAdyloto €1785 kot
TPOTPEMOVTOL OAOL OMwG TNV eKpeToAAeuBolv oTo

£TOKPO. / __

Ot AnAwoelg Zuppetoxng va amnootéAlovtal oto KEBE, e-mail: gvenizelou@ccci.org.cy ¢af. 22668630 to apyotePO

MHEXPL TN Asutépa 18 Maptiou 2019.

MNa neploootepeg nAnpodopicg mapokaAeicOs Onwe smkovwveite pe tov K. Xpioto TavteAé oto KEBE, TnA.
22889840, das: 22668630, T.K. 21455, 1509 Asukwoia.

Me ektipunon,
Xplotog TavteA£g
yla Feviko Mpappatéa

/TB
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AvaAutiko QpoAoyio Mpoypauua

08.45 - (0.25) | Registration

09.00

09.00- (1.75) | Introduction to Online Growth Strategies

10.45 We live in a time of highly competitive and rapidly-changing online growth. Today, there are multiple pathways to

growing an enterprise online, and multiple exit strategies. We will examine five fundamental methods for growing online

today, together with their offline impacts and requirements.

1. Organic Growth Strategies (Content and inbound marketing-driven using own cash flow and operations)

Sponsored Growth Strategies (Advertising-driven)

Mergers & Acquisitions

Venture Capital-driven growth

Other Capital Means (IPOs, ICOs, Debt)

10.45-11.00 | (0.25) COFFEE BREAK

11.00-12.45 | (1.75) | Organic Growth Strategies

Organic Growth strategy refers to growth that is driven by like-for-like sales of products or services generated internally

by the enterprise. This calls for tools and tactics such as:

Search engine optimisation, calls to action, and online sales conversion (organic sales funnel activities);

Online sales discounting;

Online loyalty programmes and similar tools;

Content or inbound marketing as tools supporting entry into the sales funnel at the top end;

Social media dissemination (via free promotion)

Cross-listing and other tactics (via free promotion)

We start with organic growth because it provides the truest picture of the “as is” situation in the company.

Interactive Session: Business Modelling for Organic Business Case

The business modelling on MS Excel focuses on top line and middle line indicators. In addition to the online sales and

marketing tactics, we provide an action-learning session on MS Excel, including:

Basics of the profit/loss statement

Sales forecasting: # units sold, cost of goods sold, gross sales revenue

Cost of customer acquisition and customer acquisition rate

Lifetime customer revenue

Customer defection or loss rate

Conversion metrics

We will also implement a brief operating cost modelling touching on main cost points such as staff, facilities, marketing

& promotion, service, and other costs.

This exercise is carried out for:

a. Services and products;

b. B2B and B2C sector examples

12.45-13.45 | (1.00) LUNCH

13.45-15.30 | (1.75) | Sponsored Growth Strategies

Sponsored growth strategies refer to those driven by online advertising, whether on the web, or on social media. We

differentiate sponsored from organic growth in order to gain a clear understanding of:

a. The organic business model, conversion rates and basic attractiveness;

b. The sponsored business model: how much does advertising lead to better results?

c. Issues in terms of efficiency (e.g. A/B testing), keyword choice, image choice, channels, click-through rates and
display rates, conversation rates and other issues.

This module provides an in-depth view of state-of-the-art in online advertising and promotion, focussing on two

platforms: Google Adwords and Facebook advertising. The technical part of the training will include:

e  Setting up PPC and display advertising campaigns

e  Choosing between PPC and PPM pricing methods

e  Creating custom audiences and mirror / lookalike audiences

e  Retargetting and best practise for avoiding retargeting fatigue

e  A/Btesting and analytics
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Interactive Session: Business Modelling for Sponsored Growth

The applied part of the module will develop an MS Excel model outlining the costs, conversions and income from
sponsored growth. This will be done for a PPC and PPM advertising model. Conversion rates will be estimated based on
best practise from multiple sectors, notably using Google and Wolfgang Digital data. This will expand the growth
scenario of the previous Excel model, implemented in Module 2.

15.30-15.45 | (0.25) COFFEE BREAK
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15.45-17.30 | (1.75) | Mergers & Acquisitions

This session introduces the basic approach towards company valuation and expansion using mergers and acquisitions.
This is a critical growth strategy for small enterprises in Cyprus today even though few utilise it. As economies of scale
must rise due to a highly competitive market environment, it is clear that certain small companies will no longer be able
to survive. This is seen very clearly in certain segments such as travel: in 2000, the Association of Cyprus Travel Agents
had over 400 members, and there were 700 travel agencies in Cyprus. Today, most estimates place the number of travel
agencies in operation at under 400.

It has also been included due to the focus on innovative companies and start-ups. The process of attracting capital is a
core growth method for such firms. The M&A module reveals the core methodology for achieving this.

The technical part of the training includes:

e  Choosing your strategy: initiate growth or exit a business

o |dentifying likely M&A targets or strategic investors

. Brief methods of company valuation: IRR, EBITDA multiples, free cash flow, market observation

. Understanding how to gain synergies from operations: post-merger restructuring

Interactive Session: Own Company Valuation

08.45 - (0.25) | Registration

09.00

09.00 - (1.75) | Venture Capital — Driven Growth

10.45 This module has been included due to the relevance of external equity investors in the start-up field. By VC-driven

growth, we refer to any strategic external financial partner who injects capital into the enterprise in exchange for equity.
This can be an angel investor, a VC, a business accelerator taking 8% of equity in exchange for acceleration services, and
others.

The technical part of the module will include:

e  Understanding how VCs value companies: similarities and differences with the classic valuation approach explored
in Module 4. The main differences are that VCs are typically more forward-oriented or growth-oriented that classic
valuation, which relies on current financial performance. Moreover, VCs will integrate customer performance and
behaviour into a financial valuation. This is crucial for understanding online growth.

e Understanding key ratios such as pre-money and post-money valuation, revenue growth, revenue run rate, cash
burn rate, user metrics.

o Different funding rounds (series A, series B) and impact on equity valuation, dilution and management.

Interactive Session: Calculating Key Ratios
The class will calculate key ratios such as cash burn rate, revenue run rate and make a first attempt at pre- and post-
money valuation.

10.45 - (0.25) COFFEE BREAK

11.00

11.00 - (1.75) | Other Growth Methods

12:45 This module will briefly review other means of financing growth and what implications this has on enterprise growth
models in Cyprus. These include:
e Debt

e  Convertible debt

e Initial public offering (IPO)

e Initial coin offering (ICO)

In each case, we will review the impact on financial statements, equity and decision-making.

Interactive Session: Calculating Debt

The class will calculate debt service and interest costs using a hypothetical bank loan, and integrate this into the 5-year
planning in MS Excel.

12.45 - (1.00) Lunch
13.45

13.45 - (1.75) | Decision Frameworks

15.30
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Different enterprises and management teams will find themselves confronted by different challenges and opportunities.
Not every growth strategy works for every company. This module will put different strategies into context by looking at
decision-making frameworks for online growth. These include:

e  The Venture Capital Framework: what data do VCs use in making investment decisions?

e  The Banking Framework: what data to bankers use in making lending decisions?

e  The Private Equity Framework: what data to PE funds use in making investment decisions?

e  The Individual Retail Investor Framework: what to small-scale, individual investors assess in deciding to invest?

15.30 - (0.25) COFFEE BREAK
15.45

15.45 - (1.75) | Planning and Managing Online Growth

17.30

This session concludes the training with a review of some key technological trends and issues that small company
founders and managers need to take into account in planning and managing their online growth.

e Exclusivity vs Inclusivity
. Market Domination

e  Hypergrowth

e  Planning and Pivotting
° Internationalisation

To mpoypappa sykpi@nke ané TNV AvAA. O1 EMXEIPHOEIS TTOU
SR S O e s e s (2 Sne e i Axn AvanTusnc
Ta KPITAPIa TNS AVAA, Ba TUXOUV TG OXETIKIG SMXOPHYNoNS.- Z N i et

Konpou
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AfiAwon Zuppetoxig

EmiBupovpe va 00g TANPO@OPT|COVHE OTL EVOLAPEPOUAOTE VA CUUUETAGYOUIE OTO ZEULVAPLO TIOU SLOPYAVWOVEL TO
KEBE pe 0¢ua:

«ONLINE GROWTH STRATEGIES FOR SMALL ENTERPRISES & START-UPS IN CYPRUS »

Iroeia Emyeipnong / Opyaviopov

‘Ovopa Emyeipnong:

Ap. Mntpwov Epyodotn Kowvwvikwv Acpaiicewv:

TnA. dat.
Awevbuvon:

T.0. T.K.
E-MAIL:

Ap. EpyoSotoupévwv:

[] Aepeodg, 20-21/03/2019 (EBE Agpecov)

IToyela TUpPpPETEXOVTOV

OvouatTa TVPPETEXYOVIWV: 0<on otnv Etaupeia:

L oo s ee e e e e rr e e e e esestrnnraesee s snnnenesine eeeesessesssesseseesessessseseeeeseeseasaasneeseenteseseenensnn
/P
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«Eyw o/n , GNAWvw Ot elpat Avw twv 18 etwv. E¢ouciodotw to KEBE va xpnotpomnololvv

O\ TA TILO TTAVW TIPOCWTILKA SES0UEVA UE GKOTIO TNV GUMHETOXT OTO TILO TIAVW oepvapto. [

E€ouotodotw to KEBE va pou amootéAAOUV TapopoLag GpUoNG LE TV TILO TAVW EKSAAWGCT EVNUEPWTIKO UALKO o€ LEANOVTLKO Xpovo. [
Evnuepwvopat ot Suvatal va avaptnBolv os 1oTooeASeC f/KaL 0TO HECA KOWWVIKAG Siktuwong dwtoypadieg r/kat BIvieo amod tn CUYKEKPLUEVN
ekdnAwon otig onoieg epdavidopat, yla okomoug poPoAng tng ekdnAwong. Edav dev mpoPeite otn oxetkn e§ouvclodotnon mpog to KEBE yia tn
Satipnon twv dedopévwy cag yla HeANOVTIKA emkowvwvia, autd Ba kataotpadoulv pe to MEPAG TG ekdRAwong. Mépav Tou SLKOULWUATOG
andoupong TNG cuykatdBbeong oag, Slabétete emiong ta dikalwpata npocBaocng, S1opbwaong, Staypadrng, dopntdTNTAG, MTEPLOPLOUOU 1 avTitagng
otnv enefepyacia Twv Se60UEVWY 0OC, TA OTOla UMOpPEite va eEOKAOETE HEOW ypamtng aitnong oto KEBE. AlaBétete emiong to Sikaiwpa
katayyeAiag oto Mpadeio Emtponou Npoowrikwyv AESOUEVWVY.

HUEPOUNVIO 1ot e e YTOOYPOPN ceveveeeee e
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