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Moving out of the wall street into the Rural “Common Grounds” 
-Enhancing the investment skill, saving on costs 
-Meanwhile helping the fellow villagers kick start 
-And using local workforce 
 
 
 
 
 



Code Project Name 
TamaraAvia 

 
Recreational Transportation 
Autos, moto, electric, air and avia 
Development and Investment Presentation 
 



Development Stages 
Recreational and utility autos 
Construction of IC engines and electric engines 
Gas equipment and electric batteries 
Telemetria, Self driving Software development  
Air and Meteo products 
Flying Models 
Larger Aircraft 
 More Auto products 
Water Craft 
 

 



Initial Stage 
Immediate Plan –  

• Recreational and utility autos 

Later R&D and production set up 
• Construction of IC engines and electric engines 
• Gas equipment and electric batteries 
• Telemetria, Self driving Software development  
• Air and Meteo products 
• Flying Models 



5 Basic Initial Models 
Heavy Duty 6 Wheel Drive 
Heavy Duty 4 Wheel Drive 
Light Duty Forward Drive 
Light Duty Electric Drive 
Manual Pedal Drive 
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Heavy Duty 6 Wheel Drive 
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Heavy Duty 4 Wheel Drive 
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Light Duty Forward Drive 
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Light Duty Electric Drive 
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Low tech - Light Duty Manual Drive – prototype not ready and is in later stages of development 

It will have 
large back 

wheels 



• Market Size Estimates 140 bn$ 
• US and Canada 50bn$ 
• Europe 30bn$ 
• China 30bn$ 
• Japan 20bn$ 
• Other 10bn$ 

Market Description 



Key Players 
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Branding 
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Internet Tools and Apps 

Sales 

Community 

GPS 

Telemetric 

Survival 

Service 
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Initial Team 

TO BE Hired 

Ovanes Oganisian 
Key PM 

Sales/Marketing 
PM Production PM Design PM 
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Sales Plan Conservative 

City 000 00 oo e p Totals
Indicative Pricing Rub 000 400 300 250 200 100
Moscow 2 3 3 5 10 23
St. Pete 2 2 2 4 4 14
Nizhni 2 2 2 4 4 14
Sochi 2 2 2 4 4 14
Vladivostok 2 2 2 4 4 14
Novosibirsk 2 2 2 4 4 14
Ekateriburg 2 2 2 4 4 14
Kazan 2 2 2 4 4 14
Perm 2 2 2 4 4 14
Chelyabinsk 2 2 2 4 4 14
Omsk 2 2 2 4 4 14
Ufa 2 2 2 4 4 14
Krasnoyarsk 1 1 1 1 1 5
Tyumen 2 2 2 4 4 14
Surgut 2 2 2 4 4 14
Volgograd 2 2 2 4 4 14
Rostov 2 2 2 4 4 14
Voronezh 1 1 1 1 1 5
Saratov 1 1 1 1 1 5
Samara 1 1 1 1 1 5
Tbilisi 2 2 2 4 4 14
Yerevan 2 2 2 4 4 14
Minsk 2 2 2 4 4 14
Almaty 2 2 2 4 4 14
Total Monthly 44 45 45 85 90 309
Year 528 540 540 1020 1080 3708
Rub mn 211.2 162 135 204 108 820.2

Monthly Sales Estimates


Лист1

				Indicative Pricing		Moscow		St. Pete		Nizhni		Sochi		Vladivostok		Novosibirsk		Ekateriburg		Kazan		Perm		Chelyabinsk		Omsk		Ufa		Krasnoyarsk		Tyumen		Surgut		Volgograd		Rostov		Voronezh		Saratov		Samara		Tbilisi		Yerevan		Minsk		Almaty		Total Monthly		Year		Rub mn

		000		400		2		2		2		2		2		2		2		2		2		2		2		2		1		2		2		2		2		1		1		1		2		2		2		2		44		528		211.2

		00		300		3		2		2		2		2		2		2		2		2		2		2		2		1		2		2		2		2		1		1		1		2		2		2		2		45		540		162

		00		250		3		2		2		2		2		2		2		2		2		2		2		2		1		2		2		2		2		1		1		1		2		2		2		2		45		540		135

		e		200		5		4		4		4		4		4		4		4		4		4		4		4		1		4		4		4		4		1		1		1		4		4		4		4		85		1020		204

		p		100		10		4		4		4		4		4		4		4		4		4		4		4		1		4		4		4		4		1		1		1		4		4		4		4		90		1080		108

																																												Totals										309		3708		820.2

																										Monthly Sales Estimates

																										City		000		00		oo		e		p		Totals

																										Indicative Pricing Rub 000		400		300		250		200		100

																										Moscow		2		3		3		5		10		23

																										St. Pete		2		2		2		4		4		14

																										Nizhni		2		2		2		4		4		14

																										Sochi		2		2		2		4		4		14

																										Vladivostok		2		2		2		4		4		14

																										Novosibirsk		2		2		2		4		4		14

																										Ekateriburg		2		2		2		4		4		14

																										Kazan		2		2		2		4		4		14

																										Perm		2		2		2		4		4		14

																										Chelyabinsk		2		2		2		4		4		14

																										Omsk		2		2		2		4		4		14

																										Ufa		2		2		2		4		4		14

																										Krasnoyarsk		1		1		1		1		1		5

																										Tyumen		2		2		2		4		4		14

																										Surgut		2		2		2		4		4		14

																										Volgograd		2		2		2		4		4		14

																										Rostov		2		2		2		4		4		14

																										Voronezh		1		1		1		1		1		5

																										Saratov		1		1		1		1		1		5

																										Samara		1		1		1		1		1		5

																										Tbilisi		2		2		2		4		4		14

																										Yerevan		2		2		2		4		4		14

																										Minsk		2		2		2		4		4		14

																										Almaty		2		2		2		4		4		14

																										Total Monthly		44		45		45		85		90		309

																										Year		528		540		540		1020		1080		3708

																										Rub mn		211.2		162		135		204		108		820.2





Лист2





Лист3
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Monthly Sales Estimates 

City 000 00 oo e p Totals 

Indicative Pricing Rub 000 400 300 250 200 100 

Moscow 7 5 5 15 15 47 

St. Pete 2 3 3 5 10 23 

Nizhni 2 3 3 5 10 23 

Sochi 2 3 3 5 10 23 

Vladivostok 2 3 3 5 10 23 

Novosibirsk 2 3 3 5 10 23 

Ekateriburg 2 3 3 5 10 23 

Kazan 2 3 3 5 10 23 

Perm 2 3 3 5 10 23 

Chelyabinsk 2 3 3 5 10 23 

Omsk 2 3 3 5 10 23 

Ufa 2 3 3 5 10 23 

Krasnoyarsk 2 3 3 5 10 23 

Tyumen 2 3 3 5 10 23 

Surgut 2 3 3 5 10 23 

Volgograd 2 3 3 5 10 23 

Rostov 2 3 3 5 10 23 

Voronezh 2 3 3 5 10 23 

Saratov 2 3 3 5 10 23 

Samara 2 3 3 5 10 23 

Tbilisi 2 3 3 5 10 23 

Yerevan 2 3 3 5 10 23 

Minsk 2 3 3 5 10 23 

Almaty 2 3 3 5 10 23 

Total Monthly 53 74 74 130 245 576 

Year 636 888 888 1560 2940 6912 

Rub mn 254.4 266.4 222 312 294 1348.8 
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Costs 

Conservative Sales Marketing Producton COGS Rent Utilities Admin Logistics Total Costs Revenue Annual Profit mn Rub 
Total Personnel 24 110 
Cost Monthly mn Rub 3.6 16.5 
Cost Yearly mn Rub 43.2 82.02 198 328.08 288 28.8 82.02 32.808 1050.12 820.2 -229.92 

Ambitious Sales Marketing Producton COGS Rent Utilities Admin Logistics Total Costs Revenue Annual Profit mn Rub 
Total Personnel 24 194.25 
Cost Monthly mn Rub 3.6 29.1375 
Cost Yearly mn Rub 43.2 0 349.65 539.52 288 28.8 82.02 53.952 1331.19 1348.8 17.61 
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International Sales Plan 

5 

3 2 7 2 
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Further Capital Rising Plans 

Capital for Cleaning Up 
Initial Model 

Capital for M&A 

Capital For International 
Expansion 



M&A 

Small parts 
suppliers with 

products available 
for resale 

high tech firms Merchandising 



• Stage 1 
• Recreational and utility autos 

• Stage 2 
• Construction of IC engines and electric engines 
• Gas equipment and electric batteries 
• Telemetria, Self driving Software development  
• Air and Meteo products 

• Stage 3 
• Flying Models 

• Stage 4 
• Larger Aircraft 
•  More Auto products 
• Water Craft 
 

 

Further Plans and Development Stages 
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No need to work in the city 
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MidLincoln Research Coverage 

MidLincoln 
Research 

Strategy Topics 

Countries and 
Regions 

Sectors and 
Themes 

Equities 

FICC 

Economics and 
Politics 

Index Atlas 

Custom 
Indexes 

Licencing and 
Methodology 

Rebalancing 
and Expirations 

Trading 
Partners 

Research 

Fund Atlas 

Directory 

Exchanges 

Benchmarks 

Smart Beta 

Industry 
Sectors 

Sector Insights 

Sector Cost 
Curves 

Company 
Coverage 



25 

Midlincoln Monthly Strategy – Key publication  for use in the investment world 
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Other Publication Examples 
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Starting from very low base 



MidLincoln Clients/Subscribers/Key Clients/Competitors 

Over 3000 
Subscribers 

Strategy 
BCA 

Gartman 
Roubini 
Stratfor 
Zacks 

Investment Banks 
 

Fund Atlas 
Morningstar 

EPFR 
Lipper 

Index Atlas 
MSCI 
Markit 
S&P 

FTSE 
Solactive 

Industries 
Investment Banks 

ManCons .. 
Locals 

Competitors 

Institutional Fund 
Managers Exchanges 

Brokers/Investment 
Banks Government 

Industry 
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Research/Indexing/Funds/Sectors 

Over 3000 
Subscribers 

Receiving ML 
Research 

Publications 
and 

follow ups 



US Hosted 
Web 

Database 
Workflow 
Servers 

US based custom support team 
Gujarat/India Custom Support 

Team 
Moscow Suburb Office and 

support 

Bloomberg 
Reuters 

MidLincoln Search Engine 
Exchanges 

Custom 

Technology/Stability, Information Resource and Compliance 



 

Lots of opportunities for cross marketing 
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MidLincoln Index Atlas 



And diversification 



MidLincoln Fund Atlas – a set of services for Buy Side 
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The information contained in this document is neither an offer to sell nor a solicitation of an offer to purchase interests in 
any referenced investment nor does it represent a research report. Securities may not be offered or sold in the United 
States absent registration with the US Securities and Exchange Commission or an exemption from registration under the 
US Securities Act of 1933, as amended. This document is only directed at professional investors who have experience of 
investing in emerging markets and the referenced investments are unlikely to be suitable for most private individuals. The 
referenced investments are speculative and include a high level of risk, and investors may not receive back the original 
amount of money that they invested.  The value of investments can fall as well as rise, and you may get back less than 
what you originally invested. Where an investment is made in overseas currencies, changes in currency exchange rates 
may affect the value of your investment. Investments in emerging markets can be more volatile than in other more 
developed markets.  Past performance is no guarantee of future performance, and the value of investments can go down 
as well as up. Please consult your financial and tax advisers if you are considering investing in any of the referenced 
investments. This document may contain certain forward-looking statements with respect to MidLincoln Research’s 
strategies or expectations. Forward-looking statements speak only as of the date they are made, and MidLincoln 
Research assumes no duty to, and does not undertake to, update such forward-looking statements. This document may 
not be reproduced, distributed, transmitted, displayed, published or broadcast by any recipient for any purpose without the 
prior consent of MidLincoln Research. This document has been issued by MidLincoln Research. 

Disclaimer 
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