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FINANSMANA GIDEN YOL

iyi yapilandirilmis projeler = sanayii igin finansman = istihdam = vergi = rekabet = istikrar

isletme sermayesi * bor¢ yapilandirmasi * stratejik yatirnm

working capital - debt restructuring - strategic investment

DIAGNOSIS STRATEGY




We combine your
Sizin proje ve knowledge of your
piyasa bilginizle project and your
bizim uluslararasi market with our
deneyimimizi infernational

birlegtirerek experience to
projenizi make your
Uluslararasi project attractive
Yatinmcilara ve to Intermnational

Bankacilara cazip Investors and
hale getiriyoruz. Banks.
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Projedeki firsatlari ortaya koymak, guicl( yonlerini belirlemek ve de basarili olmasi
icin ne gibi bir ek kapasiteye ihtiyaci oldugunu belirlemek amaciyla, Uzman Ekip
. projeyi analiz eder. Ayni zamanda, bu Takim uluslararasi bankalarin ve

TESHIS yatirimellarin ilgisini test edip kriterlerini ve kosullarini tespit etmek durumundadir.

An Expert Team analyzes the Project to outline the opportunity, determine its strengths and
@ understand what kind of additional capacity is needed to succeed.

Atthe same time, the Team also tests the preliminary interest of international hanks and investors,

DIAGNOSIS o :
and understand their criteria and requirements.

.;' Olas! engelleri nceden tespit edip, miizakereler sirasinda ve finansman
LAY anlagmalarinin imzalanmasindan 6nce gikabilecek potansiyel problemlert yenecek
STRATEJI  sekilde en uygun strate]iyi olusturmak.

|dentify obstacles early on and devise the strategy o overcome them.
Develop customized action plan, inclucing budget and schedule.
STRATEGY You will racaive an in-depth report outlining what steps need to be taken to qualify for financing.



‘ financing

” Uluslararasi standartlara uygun bir sekilde hazirlanmis acik, seffaf bilgi basarinin
anahtaridir. Uluslararasi bankalara ve yatinmeilara bilgileri onlarin istedikleri anda

BILGI ve daha onlar sormadan enlarin sorularina cevap verecek sekilde saglamak.

-~ . . . . .

@' Clear, transparent and relevant information, prepared according to intemational standards is key to
success. Provide banks and investors with information in a concise and clear manner, in a form that

INFORMATION - anticipates their questions.
PACKAGE

Projeyi ayn anda bircok finansman kaynagma Israrlica pazarlamak ve mimkiin
YATIRIMCILARA olan en iyi kosullari elde edebilmek i icin rekabet yaratmak.

PAZARLAMA

Aggressively market the Project to multiple sources of money and create competition to obtain the
best possible terms and conditions.

e xas  Remember: It's not about who you know in the banks and Investment Banks, it's about the merits of

INVESTORS the project.

. Projeye finansman saglamaya ilgi gosteren uluslararasi bankalar ve yatirimeilarin
§E S Due Diligence ziyaretlerini koordine etmek ve onlarin endiselerini ve itirazlarini

n gidermek.
DUE DILIGENCE
Pro-actively coordinate the Due Diligence visits of banks and investors and be ready to respond to
their questions and overcome their objections.
O o s Atthis point, your presentation must be polished and airtight, able to withstand heightened scrutiny
INVESTORS by top-level decision makers.

Uzman Ekip iki taraf arasinda bir tampon gérevi gérmeli, proje sahibinin
pozisyonunu kuvvetlendirmek ve mimkin olan en iyi kosullari elde edebilmek i¢in

MUZAKERELER onun adina belirli bir siire miizakerelerde bulunmal.



% 1. INSAN RiSKI:
Proje Ekibi projeyi basarih bir sekilde uygulayip yénetebilir mi?
Stratejik Ortak veya Profesyonel Yénetim gerekli mi ve hazir mi?

RISKLER 2 PAZARRISKL  ©
Urlini satin alacak musteriler var mi?
Proje aretime ve Grinlerin dagitimina hazir oldugu zaman mdsteriler olacak mi?
Misterilerin Griin icin ddeyecekleri miktar projeyi karli yapacak ni?
Pazardaki mevcut rekabet nedir? SIZIN rekabet avantajiniz nedir?
Potansiyel misterilerle simdiden anlasma saglanabilir mi?
3. TEKNIK RiSK:
Uygun teknolojinin hangisi oldugunu biliyor muyuz?
Tercih edilen teknoloji Projenin rekabet avantajini finansmanin geri édenmesine
ve yatirimin kar saglamasina kadar strdirebilecek mi?
4. FINANSMAN RiSKi_;
Eger projenin hem Ozsermaye Yatirimina hem de Banka Finansmanina ihtiyaci
varsa, tim taraflarin diger katilimcilarla ilgili endiseleri en iyi sikilde idare
edilmelidir.
Negotiate to achieve the best possible terms and conditions within a reasonable time frame hy
demonstrating credibility and decisiveness.
NEGQOTIATIONS
Finalize Negotiations; Finalize Terms and Legal Documentation; Obtain the Financing.
FINANCING

. Can my Project Team execute and manage the business successfully?
PREPARE . Is a Strategic Partner or Professional Management necessary?
FOR . Have Customers expressed interest to buy my Products?

THE TEST . Can | articulate my Competitive Advantages over my Competitors?
. Can | supply the required Equity or do | need an Investor?




Proje Planlama ve Gelistirme

dénceden belirlenen bltge ve zamana uygun

Proje Sahibi

PROJE UYGULAMASI

> Proje Takimi

* Proje Geligtiricisi
*  Finansman Yoneticisi N

+ planlama -+ bltce* insan kaynaklari + denetleme -+ koordinasyon -+
yatinmcilara pazarlama

. FINANSMAN o
TEKNIK PAZARLAMA (Rekabet Yaratimi) GELISTIRME HUKUK
PiYASA 3 SOZLESMELER
PLAN ARA ,. OZKAYNAK GELISTIRICILER ;
STIRMASI
IHTIYACLARI BORC
TASARIM ,. PROJE
SATIS) A o EVRAKI
K|-RA$|_A;\,1A DIS KAYNAK YONETIMI
IHALE IHTIYACLARI
(Sartlar) SOZLESMELER ) VIZYONUN
) s PROJEKSIYON YANSITILMAS
DEGER
INCELEME “INFORMATION
MEMORANDUM”
SIGORTA
ROAD SHOW
SOZLESMELER



Project Planning & Development

on time & on budget
PROJECT IMPLEMENTATION

PROJECT

OWNER
| e project team

+ PROJECT DEVELOFPER
* FINANCIAL ADVISOR

* plan * budget * hire + supervise * coordinate + market to investors

TECHNICAL || MARKETING FINANCING | |DEVELOPMENT LEGAL

(Create Competition)

ASSESSMENT MARKET + EQUITY + OUTSOURCING CONTRACTS
ANALYSIS REQUIREMENTS
FROPOSED PROJECT FINANCING
DESIGN MARKETING & + DEBT MANAGEMENT &  pocUMENTS
SPECS SALES REQUIREMENTS | COORDINATION
STRATEGY
+ PROJECTIONS EXECUTION OF
ALTERMATIVES CONTRACTS VISION
THIRD PARTY + INFORMATION
EVALUATION MEMORANDUM
+ INSURANCE
+ ROAD SHOW
+ CLOSINGS




Proje Gelistirme

Projenizin basariya ulasip finansman
bulabilmesi igin, uluslararas! kredli
kaynaklari projenin net ve anlasilir
olmasini heklemektedir. Bu
saglanmadan projenizin gerektigi gibi
degerlendirilebilmesi cok guctr,
lsimizin temel noktas, sizinle birlikte

calisarak, gelistirimesi gereken
noktalar saptamak ve projeyi
pazarlamaya hazir hale getirmektir. Bu
yapildigi takdirde finans kaynaklari,
projenize finansman saglama kararin|
cok daha kisa siirede vereceklerdir.



Proje Sahibi

Proje
Gelistirme

Satin Alma AN Malzeme
Sézlesmeleri 1 Finansmani
technického zafizeni
Satis Teknik
Sozlesmeleri Fizibilite
Finansman
Yapisi

_ Proje
FInansmani

Project Development

International sources of funds require elements that are missing from your
assurance that certain elements are project and put them in place. Once

in place in order for your project to this has been done, sources of funds
succeed and be financed. Without can proceed quickly to make invest-
them, your project cannot be properly ment decisions and either decide not to
evaluated. A key part of our work, proceed or provide financing for your
together with you, is to identify those project.

10



Project
Owner

Project
Development
Supply Equipment
Contracts Financing
Buyers’ Technical
Contracts Feasibility
Financing
Structure

Project
Financing

11




Yeni Proje Degerlendirmesi

- Fizibilite raporlar Ekonomik Varsayimlar Konular
- Gelir kaynaklari - Mali konular

- Kaynak Cesitliligi ve ve Degisebilirligi - Hukuki konular
Kosullan - Proje Maliyetleri - Yénetmelikler

y |

Proje

Degderlendirme

Dinamik
Finansal Modiil

Projenin Degigik Gelir Dayaniklilik Testleri Minimum Borg

Ekonomik Senaryolar - Mutlak Seviyeler Seviyesinin Tespiti Igin

Altinda Degerlendirilmesi - Ticari ve Ozel Hassas Kar/Zarar
Analizi

proje finansmanini optimize etmek i¢in:
- Optimum risk ve hukuki dadilim yapisini gelistirir.
- Ek gelir kaynaklarinin gelistiriimesinde yardimel olur.
- Alternatif finansman kaynaklarini belirler.
- Pazarlikl ihalelerle maliyeti disdirr.
- Daha iyi sartlarda daha uzun vadeler saglar.
- Sigorta, kur hesaplamasi gibi problemleri géz énline alir.

12



Infrastructure Project

- Feasibility Reports Economic Assumptions Issues
- Revenue Sources - Fiscal

- Financing Availability & Variability - Legal

- Regulatory

& Terms
- Project Costs - Environmental

/

Project
Review Dynamic
Financial Model

Run Revenue Stress Tests Sensitivity Break-Even Analysis

- Absolute Levels to determine
- Commercial & Private Mix Minimum Debt Level Coverage

Determine Viability of Project
under
Different Economic Scenarios

Outputs

optimize the financing for the project by:
-Developing an optimal legal and risk allocation structure.
-Assisting in the development of additional revenue producing elements.
-ldentifying alternate sources of funding.
-Lowering costs through negotiated bidding.
-Achieving better terms & longer maturities.
-Addressing problems such as insurance, currency conversion, etc.

13



Bizimle Calismak
Strateji

Proje gelistirmenin ve finansman saglamanin ardindaki en énemli faktér
stratejidir. stratejiyi tek basina gelistirmek yerine, bunu mdsterisiyle
birlikte yapar. Cunk( birlikte basariya ulasabilmek i¢cin proje
sahibinin sahip oldugu bilgi ve tecrlibeye ihtiya¢ oldugunun bilincindedir.

Dogru strateji, beraberinde rekabet avantaji getirecek ve bircok projenin
finansman bekledigi bir pazarda sizi digerlerinden Ustin kilacaktir.

Uygulama

Belirlenen stratejinin uygulanmasi, proje finansmaninin basarisi igin
anahtardir. uzmanlari, icinde bulundugunuz problemleri yasayan
bagka sirketlerle daha énce calistilar.

Uygulama asamasinda, uzman ekibimizin tecribe ve bilgi birikimi
en glc¢ld kaynagidir

14



Strategy

Yatinmcilarin
VCRILELEED]
kaynaklarnin

Kriterlerinin
belirlenmesi

3. Asama

Proje
stratejisinin
geligtirilmesi

Proje
yapisinin
gelistirilmesi

Uzman Kisil-
erin biraraya
getiriimesi

uygulanmasi

Bilgi
Kitapgiginin
tamamlanmasi

Due Diligence
iglemi igin
yonetimin
hazirlanmasi

Working With Us

5. Asama

Son seklini
almis Bilgi

Due Diligence
gezilerinin
koordine
edilmesi

Pazarhklarn
yuritilmesi

Hukukgularla

igin tamamlan-
masi

Strategy is the driving force behind the project development and financing

process. We never develop strategy alone; we always do it in parthership with our

client. You, the owner of the project, have the information, knowledge and
experience that we need in order to succeed together.

Strategy will give you the competitive advantage. It can make you a winner in a
market full of projects competing for financing.

The strategy we develop together with you will optimize your current assets and
the value of your future projects.

Implementation
Implementation of the strategy is the key to the successful financing of your
projects.

Our experts have worked with companies that have faced problems similar to

yours. During implementation, the combined experience of our expert teams is a
powerful resource.

15



The Process

Stage 1

Collect
company
infermation

Capital
markei
and
industry
rasaarch

Fraqualify
sources

of
financing

Mpouecc

Cragmr 1

Stage 2

Circulate
Daal
Summary

Circulate
first draft of
Information
Meamoran-
dum

Deatermine
the criteria
of investors
and lenders

Stage 3

Davelop
project
strategy

Develop
project
struciurae

Aszsamble
teams of
axpearts

Stage 4

Executle
projact
strategy
through

coordination

of expert
teams

Finalize

Infoermation

Memoran
dum

Prepara
manog e-
manit

for Due
Diligence
Process

PaboTa ¢ Hamu

Cranma 2

Crague 3

Pzapabomea
CTPaTemN
Mp0aKTa

Pzspabomea
CTRYETYpEI
MpIEKT

Coapanme

KOM3RLL]
SHCTEPTOE
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Cragma 4

Stage 5

Circulate
fimaal
Information
Mamoran-
dum among
qualified
lenders and
investors

Coordinate
- Duea
Diligence
visits

Lead
negofiations

Work with

lawyers and
accountanis
until closing

CragmR 5

PacmpocTpaHnTe
OKOHHATENEHEIN
BapaHT
Henhopuaumos-Hon
MamopaHgyma
cpamM

MPsG£LE APHTEMEHD
oTobpaHbLn
WHESCTOPOE W
KPEAATOPOE

KoopouHupoEaTE
NpMBIYTY
HaNENEUEN
MpIESpEH

HanpaenATk
NBpernenp:l

Faforams &
HOPMCTIMM W
Byxranmapamn
BMNOTE A0 SIEPLITAR
COEAKM



Proje Gelistirme

1. ASAMA - Bilgi Toplama

ag: Firmanizi ve projenizi
tamimak. Potansiyel yatirnmci

ve bankalar belirlemek.

2. ASAMA - Degerlendirme

Amag: Bankalarin ve yatirnmcilarin
beklentilerini, kriterlerini ve
stratejik amaglarini anlamak.

Sorular
Firmaniz, projeniz ve piyasa ile ilgili her
seyi ogrenmek isteriz. Acik bilgi isimizin

kaynad! oldudu icin, bircok soru yéneltiriz:

Firmanizi nasil yonetiyorsunuz?
Misterileriniz Kimlerdir?
Uriinleriniz nelerdir?

Kimlerden mal aliyorsunuz?
Rakipleriniz kimlerdir?

Gelecek icin stratejiniz nedir?
Finansmani nasil kullanacaksiniz?

Arastirma
Sermaye piyasalannda benzer projeler
icin mevcut kosullan anlamak isteriz:

m Varsa bdlgedeki kiyaslanabilir
projeler.

B Potansiyel yatinmeilar ve finansman
kaynaklarn kimlerdir?

B ‘Yatinm kriterleri nelerdir?

B Clasi finansman sartlan nelerdir?

B Finansman icin ne tar bilgiler
istenmektedir?

Bunlara paralel olarak, sektdr ve llke
raporiar, dzel kurum ve hikdmet
yvayinlari, yerel ve bolgesel medya
yayinlari gibi ek kaynaklar arastirinz.

Sizin icin en iyi yatinmcryl veya finansman
kaynagini secmede yardimci olabilecek
tim kaynaklan arastinriz.

Projenizin gerceklesmesinde anahtar roli
oynayan bu safhada, en uygun ko-
sullu ortak veya finansman kaynaklar be-
lirlenir.

Uluslararasi yatinmeilar ve finansman
kaynaklar, karar verme asamasina
geldiklerinde, net bir sekilde anlasiimasi
gereken karmasik bir prosedire
basvururiar. Bu surecte | projeniz Giz-
erinde odaklanarak deneyim ve bilgisiyle
cOzOmler sunar.

Ginimizde potansiyel yatinmeilann
beklentilerinin anlasiimasi, onlarin bilgi
ihtivacini bilmekten daha biylk onem ka-
zanmistir. Diger yandan, potansiyel
yatinmei ve finansman kaynaklarinin kisa
ve uzun vadeli stratejik hedeflerinin sizin
hedeflerinize uygun olup ol-
madigini anlamak zorundayiz.

Bunun igin 3 arag kullaniyoruz:

1. Proje Ozeti:

Bu ozet aylarca stren calismalar
sonucunda toplanan bilgilerin ve yapilan
analizlerin sonucudur. Arastirmalar
sonucu buldugumuz potansiyel yatinmci
ve finansman kaynaklarinin proje ile ne
diizeyde ilgilendiklerini anlamak amaciyla
Gzet halinde sunulan 3 sayfalik bir
aractir.

2. Bilgi Kitapgidi - ilk Taslak:

Bu kitapcik firmaniz, projeniz, sektor ve
pazar hakkinda bilgiler iceren bir aractir
Yatinmcilar ve bankalar projenizie ciddi
olarak ilgilenmeden énce bu bilgi
kitapcigini incelemek isterler.

17



3. Soru ve cevaplar

Potansiyel yatirimcinizla, onlarin
sorulanni cevaplandirabilmek, istek ve
amaclarnn anlayabilmek icin genellikle bir
aydan uzun bir stre yodun bir sekilde
gdrusruz:

B Onlaricin en uygun proje yapisi nedir?

B Bu tdr bir yatinmda gormek istedikleri
getiriler ve bunlarin zamanlamasi
nelerdir?

B Projeyi uygulayacak yonetim takiminin
dzellikleri ne olmahdir?

B Kredi vermek icin ne tar bir teminat
gerekmektedir?

B Projenin stresi boyunca ne dlglide
denetim beklenmektedir?

B Kendileriyle birlikte vatinm yapacak
baska yatinmci arayisi igideler mi?

B Bu yatinmda uzun vadeli hedefleri
nelerdir?

B Proje kendi firmalannin uzun vadeli
stratejisine uyuyor mu?

B Projeyi onlann hedeflering uymasi icin
nasil dedistirebilinz?

Projenizi kredi komisyonlanna sunacak
olan kigilerle iyi bir iligki kuruimasi ¢ok
gnemlidir. Biz  olarak yatinmcilann ve
bankalarin beklentilerini anladidimiz icin
zor ve karmasik projelere finansman
bulabiliyoruz.

3 ASAMA — Strateji ve Yapi

Amag: Projenin bankalarin ve
yatinmcilann ihtiyaglanna

gore yapilandiriimasi.

Strateji

Birinci ve ikinci safhalarda
ddrendiklerimiz dogrultusunda projenizi
tanimlayacak olan stratejiyi gelistiriyoruz.
Bankalar ve yatinmcilan projenize
finansman saglamaya itecek unsurlar
nelerdir? Projeniz onlann kurumsal
hedeflerine ve bdlgesel stratejilerine
nasil bir katkida bulunuyor? Ve son
olarak, sizin ve takiminizin bilyimesine
en fazla katkida bulunacak strateji nedir?

Yapi

Stratejiyi belirledikten sonra projenizin
vapisini tasarliyoruz. Beraberce
projenizin unsurlarini belirliyoruz:

Misteriler

Mal ve hizmet sadlayicilar
Dagitim aglar

Ekipman saglayicilar

Teknik takim ve ydneticiler
Uygulama icin zaman gizelgesi
Finansal yapi

Kisa, orta ve uzun vadeli hedefler

18



4. ASAMA - Uygulama
Bu safhada stratejiyi uygulamaya gecerek

ag¢: Projeyi finansman almaya
hazirlamak.

hedef yapiya ulasiyoruz. Yatinmcilarin ve
finansman kaynaklarinin izl bir yatirnm
karari verebilmeleri ve finansmani kanalize
edebilmeleri icin gerekli unsurlarin
kontrolGnd yapiyoruz:

Miisterilerle pazarlik ve sdzlesme
yapiimasi

Mal ve hizmet sadlayicilarla pazarlik
ve sdzlesme yaplimasi

Teknik fizibilite yapiimasi

Detayl finansal projeksiyonlann
hazirlanmasi

Detayll pazarlama planinin
hazirlanmasi

Sigortamin alinmasi

Modelin veya teknik tasarimin
hazirlanmasi

Bu asamada uzman teknik, finans,
pazarlama ve hukuk ekipleri ile calizarak,
proje yapisinin hedeflenen hale
getiriimesini koordine ederiz.

Bu calismalarin sonucu, yatinmci ve
finansman kaynaklarina kurumsal
stratejinizi ve projenizin avantajlarini net
ve cazip bir sekilde anlatan Bilgilendirme
Kitapciginin son seklidir.

5. ASAMA - Finansman

Bu safhada projeye ilgi gdstermis olan

Amag: Projeniz igin en iyi art ve
kosullan saglamak.

banka ve yatinmcilaria konusarak onlara
bilgi kitapgidinin son halini génderiyoruz,
sorularini cevaplandinyoruz, telefon
garismelerini, toplantilanini ve “due
diligence’lan takip ediyoruz. Firmanizi,
stratejinizi ve projenizi finansman
piyasasina pazarlyoruz.

Dahasi, potansiyel yatinmecilardan teklif
aldigimizda, siz ve gelecekteki ortak ya
da finansman kaynaklariniz arasinda
pazarlik ve isin bitirilmesi strecinde bir
tampon gérevi goriyoruz. Sizi verilen
teklifler ve kosullan konusunda
bilgilendiriyor, bunlarin nerede ve nasil
gelistirilebilecedini gdsterip, size hangi
teklifi, ne zaman ve neden kabul
etmeniz konusunda dnerilerde
bulunuyoruz.

19



Project Development Process

STAGE 1 — Infermation

Goal: Understand your company
and project. Identify potential

investors and banks

STAGE 2 — Knowledge

Goal: Understand the requirements,
criteria and strategic objec-
tives of the Banks and the
Investors

Questions

We start by wanting to know evenything about
wour company, project and market. Clear infor-
mation is key to our work, so we ask a lot of
questions:

How do you nun your company?
Whao are your customers?

What are your products?

Who are your suppliers?

Who are your competitors?

What is your strateqy for the future?
How will you use the financing?

Research

Mext we want to understand the current
conditions in the capital markets for projects
like yours.

B Comparable deals, if any, in your region
B Who are the potential investors and
lenders?

Their investment criteria

What are the probahble terms and
conditions of the financing?

Their information requirements

In parallel, we're researching secondary re-
sources — specialized industry and country
reports, association and govemment publica-
tions, local and regional media stories.

We look at all the resources that will help us
understand who are your potential investors
and lenders.

20

This phase is key to developing the project in
a way that will allow you to obtain the inves-
tors who can help you achieve growth while
providing the best terms of equity or debt fi-
nancing.

International investors and lenders are in-
volved in decisions revolving around a com-
plex set of issues that have to be unraveled
and understood. This takes dedication and a
depth of knowledge on the part of every
person involved in your project.

Understanding the needs of your potential
investors goes far beyond their information
neads. We need to understand elements that
must be in place in arder for the financing o
be approved. We must also understand the
short and long term strategic goals of your po-
tential lenders and investors in order to en-
sure that they are compatible with yours.

We use three fools to reach that understand-
ing:

1. Executive Summary

This summary is the result of months of
intensive information gathering and analysis
work. ltis a 3-page summary that is used as a
marketing tool to test the initial interest of po-
tential investors and lenders whom we have
identified through research.

2. 1st Draft of Information Memorandum
This is a book that includes information about
your company, project, industny and market.
Investors and hanks nead to review the Infor-
mation Memaorandum before they can discuss
Your project serioushy.



3. Questions and Answers

We usually spend more than one month talking
to your potential investors every day, answer-
ing their questions and understanding their
needs and ohjectives:

What is the project structure that will e
most attractive to them?

What are the returns that they would like to
see on this type of investment? Over what
period of tima?

What should be the profile of the manage-
ment team that will implement the project?
What type of secunty would they need in
order to lend?

How much control would they want over
the life of the project?

Would they need other investors o
co-invest with them?

What is their long term objective in making
this investment?

Does this project fit into their long term
strategy for their own company®?

How can we modify the project to better fit
their goals?

It is important to develop a close relationship
with the individuals who will eventually present
your project to their credit committee. We gain
a deep understanding of the needs of the In-
vestors/Banks and that enables us to obtain
financing for the most difficull projects.
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STAGE 3 — Strategy and Structure

Goal: Structure your projects
according to the needs of

Banks and Investors

Strategy

Based on what we have learmed during
stages 1 and 2, we develop the strategy that
will define your project. We work hard o find
the value that you bring to vour future inves-
tors. What is it in your project that will con-
vince the Banks and Investors that they
should finance your project? How will your
project make a meaningful contribution to
their corporate objectives and regional strat-
egy? And finally, what strategy will enable
you to achieve the most growth for your com-
pany and your team?

Structure

Once we decide on the strategy, we design
your project's structure. Together, we define
the elements of your project:

Buyers

Suppliers

Distribution networks

Equipment suppliers

Technical and management teams
Timetahle for execution

Financing structuras

Short, medium and long term goals



STAGE 4 — Implementation

Goal: Prepare the project to

receive financing

STAGE 5 - Financing

Goal: Obtain the best terms and
conditions for your project

We implement the strategy and structure. We
make sure that all the necessary elements are
in place so that investors and lenders can
make a quick investment decision and proceed
to provide the financing immediately thereafier:

B Negotiate and secure buyers contracts
Megotiate and secure supply agreements
Frepare a technical feasibility study
Frepare detailed financial projections
Frepare a detailed marketing plan

Obtain insurance

Frepare modelsftechnical designs

Dwring this stage we waork with teams of tech-
nical, financial, marketing and legal experts
who work under our guidance and coordination
to implement the different elements of your
project structure.

The result of our work is the last draft of

the information memorandum that presents
wvour corporate strategy and the advantages to
investors and lenders in a clear and attractive
way.
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We contact banks and investors who have
shown interest, as well as new ones. We send
o them the final draft of the information
memorandum, answer their questions, follow
up with calls, visits, meetings, and due dili-
gence trips. We market your strategy, com-
pany and project to the financial markets.

There is more. Once we have obtained
proposals from potential investors, we act as
a huffer between you and your future par-
ners/lenders throughout the negotiations and
closing period. We explain to you the pro-
posed terms, point out to you where they can
be improved and how, advise you when you
should accept a proposal and why.

If all goes well, you will ohtain financing for
YOur project.
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