Registr&néislo SBA: 51/2015/KGR

Zmluva o zabezpéeni Easti na start up podujati v zahranii
uzatvorend v zmysle ust. § 269 ods. 2 zakob&3/1991 Zb. Obchodny zékonndlale] len

,0bchodny zékonnik“) v zneni neskorSich predpisov
(dalej len ,Zmluva®)

I.  Zmluvné strany

Nazov: Slovak Business Agency

Z4apis: Zaujmové zdruzegmidvnickych oséb zapisané v registri vedenom OKiasn
tradom Bratislava pogislom: OVVS/467/1997-Ta

Sidlo: Mileticova 23, 821 09 Bratislava, Slovenska republika

Zastupena: Ing. Branislav Safarggeralny riadite

ICO: 308 45 301

DIC: 202 086 9279

Banka: VUB, a. s.

Cislo G&tu: 1332301656/0200

IBAN: SK81 0200 0000 001332301656

Obchodné meno:

(d’alej len ,SBA")

retail.bi s.r.o.

Sidlo: Karpatska 5, 921 01 Banka

Zastupena: Daniel Minérik, kondite

Zapis: Obchodny register Okresného sudu Trnavaebdto, viozkas. 27471/T
ICO: 46 167 692

DIC: 202 326 11 08

Banka: Tatrabanka, a.s.

Cislo Gtu: 2921859046/1100

IBAN: SK70 1100 0000 0029 2185 9046

dalej len Prijimate )

Il. Uvodné ustanovenia

1. SBA je vykonavatiom schémy na podporu start upov (schéma pomociidienie) 07 K 02 1G

Ministerstva hospodarstva SR v zmysle zak@na231/1999 Z. z. o Statnej pomoci v zneni
neskorSich predpisovdélej len ,Zakon o Statnej pomoci) ad’alSich dotknutych pravnych
predpisov SR a Eurdpskej unid¢alej len ,Schémd). Schéma bola uverejnena v Obchodnom
vestniku¢. 220/2014 zoth 18. 11. 2014.

. Jednou z aktivit v rdmci komponentu 1 Schémy jeapezp&enie &asti prijimat&ov na start up
podujatiach v zahragi. V rdmci tychto aktivit komponentu 1 bol Prijimhtna zaklade nim
podanej Ziadosti o poskytnutie podpory vo forme kgtmutia informéacii a poradenstva,
vzdelavacich @alSich podpornych aktivit v ramci Schémy na podpstart upov a na zaklade
uznesenia Komisie na vyber prijimédg pomoci — dastnikov zahragnych startup podujati
Programu a Schémy na podporu startupov (Komponenthtany ako prijimatépomoci.
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lll. Predmet zmluvy, prava a povinnosti zmluvnychstran

1. Predmetom tejto Zmluvy je bezodplatné zabéepie a poskytnutiedasti na zahrathom start
up podujati Retail Congress Asia Pacifi¢ ktoré sa bude komwav dioch 17. 03. 2015 — 19. 03.
2015 v Marina Bay Sands v Singapudalgj len Podujatie”) zo strany SBA pre Prijimala.
Podujatia sa atastnia nasledovni vyslani zastupcovia Prijifete

wn

a)
b)
c)
d)
e)
f)
9)

Meno a priezvisko: Daniel Minarik
Rodné priezvisko:

Datum narodenia:

Rodnécislo:

Trvaly pobyt:

Cislo OP:

Vztah k Prijimatéovi: konaté, spol@nik

Meno a priezvisko: Jozef Stefanka
Rodné priezvisko:

Datum narodenia:

Rodnécislo:

Trvaly pobyt:

Cislo OP:

Vztah k Prijimatéovi: konaté, spol@nik

V8etky prava, povinnosti a vyhlasenia Prijinfatg zmysle tejto Zmluvy sa primerane povaZzuju aj
za prava, povinnosti a vyhlasenia vyslanych zastuperijimatéa uvedenych vtomto bode
Zmluvy.

SBA a Prijimaté sa zavazuju spolupracavari plneni predmetu tejto Zmluvy.

Povinnogou Prijimaté&a je:

a)

b)

d)

zabezpeit, aby vyslani zastupcovia Prijimé#e uvedeni v bode 1. tohtdanku Zmluvy
absolvovali Podujatie v rozsahu 2 (dvoch) dni, ddj 17. 03. 2015 do 18. 03. 2015 a néasledne
s nim spojené Retail Study Tour v rozsahu 1 (jedien) a to 19. 03. 2015 v celom rozsahu
v zmysle popisu programu Podujatia, ktory tvorigtmii ¢. 1 tejto Zmluvy,

zasla poStou alebo osobne do 10 (desiatich) kalendardyéhpo navrate zo zahréného
start up podujatia, t. do 30. 03. 20150rigindly dokumentov potvrdzujuaceag’ vyslanych
zastupcov Prijimata na start up podujati v zahréninajma, nie v3Sak vyline, letenky,
vstupenky na Podujatie, potvrdenie o ubytovanid)poa adresu SBA uveden(thlanku I.
tejto Zmluvy,

vyplnit a dordit’ elektronickou formou na emailové adresgohlova@sbagency.ska
szilvasova@sbagency.skzarové postou alebo osobne na adresu SBA uvedetanku I.
tejto Zmluvy Prijimatéom vypracovanu a podpisanu spravitasti na Podujati najneskor do
10 (desiatich) kalendarnych dni po navrate z Padidyja j. do 30. 03. 2015Vzor spravy o
Ucasti na Podujati tvori priloht 2 tejto Zmluvy,

uhradt’ neopravnené vydavky spojenééadiou vyslanych zastupcov Prijiméitena Podujati
vo vlastnej rézii, t. j. uhradivSetky vydavky, ktoré im vzniknd a ktoré nie slUedegné

v prilohe ¢. 3 tejto Zmluvy. Prijimaté je povinny zaobstataviza alebo iné potrebné
povolenie vstupu do krajiny, kde sa ma Podujati@ako pre nim vyslanych zastupcov
a zabezp#t im stravovanie spojené gag’ou na Podujati v plnom rozsahu, dom
Prijimatd’ zarovei znaSa vSetky naklady s tym spojené,

v pripade netasti vyslanych zastupcov Prijiméte resp. ktoréhokwek z nich na Podujati
v rozsahu uvedenom v pism. a) tohto boéldunku Ill. Zmluvy uhradi SBA zmluvnu pokutu
vo vy3Ske ceny vstupenky, resp. vstupeniek na Ptadugatiez vSetkych nakladov spojenych
s ag’'ou vyslanych zastupcov Prijiméiéena Podujati v zmysle ustanovenia bodu 4 pism. a)
tohto ¢lanku Zmluvy, s vynimkou neasti, ktora predstavuje nésledok vy3Sej moci, t. j.




f)

9)

h)

)
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neltas’, ktora nemohla by zo strany Prijimat@a a/alebo jeho vyslanych zéstupcov
predvidaténa alebo ju nebolo mozné zo strany Prijifata/alebo jeho vyslanych zastupcov
odvrati’; existenciu tychto okolnosti je Prijim@itpovinny SBA preukdzaa, ak je to mozné,
podlozi’ potrebnymi dokladmi. Zmluvna pokuta je splatna ido (patnastich) dni odond
dorwenia vyzvy na jej Ghradu zo strany SBA Prijinfate,

v pripade poruSenia povinnosti Prijimi@euvedenych v pism. b) a/alebo c) tohto bodu
Zmluvy, uhradi SBA zmluvna pokutu vo vySke 12 000,- EUR (slovaiwanéstisic eur).
Zmluvna pokuta je splatna do 15 (patnastich) dmi dich dorienia vyzvy na jej uhradu zo
strany SBA Prijimatéovi. Zaplatenim zmluvnej pokuty v zmysle tohto asteenia zmluvy
nezanika povinnasPrijimatda stanovena v pism. b) a/alebo pism. c¢) tohto Eoauvy,
oznami’ pod’a ustanovenia 8 22 Zakona o Statnej pomoci Mirgstarfinancii SR prijatie
pomoci poda tejto Zmluvy, a to najneskdr do 30 (tridsiatiah)i po uplynuti Stutroku, v
ktorom pomoc prijal. Formular na ozndmenie prijgtianoci tvori prilohw. 4 tejto Zmluvy.
Vyplneny formular je Prijimate povinny zaslé vo vySSie uvedenej lehote na kontaktnu
adresu: Ministerstvo financii Slovenskej republisgefanoviova 5, 817 82 Bratislava.iidm
poskytnutia pomoci v ramci komponentu 1 Schémy @aumie dé schvalenia Ziadosti
0 poskytnutie konkrétnej formy pomoci zo strany SBA. 05. 03. 2015,

vytvorit zamestnancom subjektov firamej kontroly a vnutorného auditu, vykonavajucim
kontrolu, ato konkrétne: Utvaru kontroly Ministtss hospodarstva SR a Ministerstva
financii SR, NajvysSiemu kontrolnému Gradu Slovepskepubliky, prisluSnej Sprave
finanénej kontroly, Utvaru vnatorného auditu Ministersthaspodarstva SR a Ministerstva
financii SR a Odboru kontroly SBA primerané podrkiema riadne a dasné vykonanie
kontroly a poskytntlim potrebna sEinnog’ a vietky vyZiadané informécie a listiny tykajluce
sa najma realizaciecasti na zahratihom start up podujati a pouZitia pomoci; v pripade
poruSenia tejto povinnosti mézu tbyrijimatd’ovi uloZzené pokuty v stlade so zdkondém
502/2001 Z. z. o finamej kontrole a vnatornom audite a o zmene a doplméektorych
zakonov {alej len ,Zakon o finanénej kontrole a vnatornom audite®),

v pripade, ak sa preukdZe nepravdivakejkdvek z informécii uvedenych v Ziadosti a jej
prilohach podpisanych a predloZzenych zo stranyniRrig’a, nahradi vSetky naklady uvedené
v bode 4. pism. a) tohtélanku Zmluvy, ktoré SBA za dglom poskytnutia podpory
Prijimatd’ovi vynaloZzila, do 15 (patnastich) dni oddaddorienia pisomnej vyzvy SBA na
nadhradu nakladov v zmysle tohto ustanovenia Zmluwyto vo vyske aza podmienok
uvedenych v tejto vyzve,

vratit' poskytnuti pomoc alebo jej neopravnene pouadi v zmysle prislusnych ustanoveni
Z&kona o Statnej pomoci alebo inych osobitnych pisey, ak Prijimate nedodrzi
podmienky, za ktorych sa pomoc fiadejto Zmluvy poskytla.

Povinnogou SBA je:

a)

b)

C)

zabezpeit' Prijimatéovi, resp. jeho vyslanym zastupcodad na Podujati a v tejto suvislosti
uhradt’ vopred vSetky &elné a opravnené naklady s tym spojené, t. j. 2)(dgtupenky na
Podujatie, naklady na dopravu na miesto Podujatja? (dve) spiaténé letenky z Viedne do
Singapuru (s datumom odletu, t.j. odchodu na Pdiéuja5. 03. 2015 a s datumom priletu,
navratu z Podujatia: 20. 03. 2015) a ubytovan@&Z(dve) osoby od 16. 03. 2015 do 20. 03.
2015 pre Gely &asti na Podujati,

informova’” Prijimaté’a o skutdnej vySke pomoci poskytnutej v zmysle tejto Zmlwky 10
(des&) dni po termine uvedenom v bode 3. pism. b) toldtaku Zmluvy,

véas informové Prijimatda o akychkdvek zmenach v ramci Schémy.

SBA je opravnena:

a)

b)

spolu s Ministerstvom hospodarstva SR a ostatnygaroni Statnej spravy vykoti&ontrolu
vynaloZenych verejnych prostriedkov v stlade soadékn o finadnej kontrole a vnatornom
audite a zakonon¢. 523/2004 Z. z. o rozgtovych pravidlach verejnej spravy a o zmene
a doplneni niektorych zdkonowdlej len ,Zakon o rozpoétovych pravidlach®),

spolu s Ministerstvo hospodarstva SR kontrofodadrZiavanie podmienok, za ktorych sa
pomoc prijimatéovi poskytla, ako aj ostatné skabmsti, ktoré by mohli mavplyv na
spravnos a (telovos’ poskytnutej pomoci. Ministerstvo hospodarstva SEBA kontroluju
predovSetkym hospodarrtosa (Eelnos’ pouZitia poskytnutej pomoci a dodrZiavanie
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zmluvnych podmienok a podmienok programu; za tymelom su opravneni vykotia
kontrolu priamo u Prijimata.

6. Prijimate vyhlasuje, Ze:

a)

b)

d)

e)

f)

9)

h)

bol pisomne informovany o tom, Ze pomoc poskytowargnysle tejto Zmluvy je minimalnou
pomocou v zmysle Nariadenia Komisie (EJ)1407/2013 z 18. decembra 2013 o ugaani
lankov 107 a 108 Zmluvy o fungovani Europskej tmagpomoc de minimis, Uradny vestnik
Eurdpskej unie, L 352, 24. december 2013,

bol pisomne informovany o predpokladanej vySke mélnej pomoci vyjadrenej ako
ekvivalent hrubého grantu,

bol pisomne informovany o tom, Ze je prijiniaie pomoci de minimis v zmysle Zakona
o Statnej pomoci, Zoho mu vyplyva povinnasstvitrocne oznamowva Ministerstvu financii
SR prijatie tejto minimalnej pomaoci, a to do 30 goiuplynuti Stwroku, v ktorom minimalnu
pomoc prijal,

sa oboznamil so vSetkymi vSeobecne zavaznymi pravipyedpismi, ktoré sa vahuja na
prijimand pomoc, resp. podporu v zmysle Schémymaagjnie vSak vyltne so Zakonom
o Statnej pomoci ako aj so samotnhou Schémou, jerdmeny so vSetkymi povinnésni,
ktoré pre neho z tychto predpisov a Schémy vyply@aravazuje sa ich dodrziagya

vSetky Udaje ainformacie, ktoré SBA na&ely plnenia tejto Zmluvy poskytol, su spravne
a uplné,

si je vedomy skuttnosti, Ze néklady na viza alebo iné potrebné povalere vstup do
krajiny, kde sa bude Podujatie kéinako aj naklady na cestovné poistenierizajiice vSetky
jeho komponenty vratane poistenia zodpovednostkedu zna3a Prijimdter celom rozsahu
a vyluine sam,

je vyluene zodpovedny za to, Ze nim vyslani zastupcovigodigu potrebnym druhom
cestovného dokladu pre vstup do krajiny, kde saufatié ma kongé V pripade, ak sa vyslani
zastupcovia Prijimata alebo ktoryktvek z nich, nezfastnia Podujatia z dévodu, Ze pre
vstup do krajiny, kde sa Podujatie ma kgnaedisponoval, resp. nedisponovali potrebnym
druhom cestovného dokladu, je Prijinfafeovinny nahradi SBA vSetky naklady, ktoré na
zabezpeéenie &asti vyslaného zastupcu, resp. vyslanych zastupad®odujati v zmysle bodu
4. pism. a) toht@&lanku Zmluvy vynaloZila, ato do 15 (patnastich) dao dia dorkenia
pisomnej vyzvy SBA na ich nahradu,

SBA nezodpoveda za udalosti vy$Sej moci, v doslektkuych bude vyslanym zastupcom
Prijimatda znemozZnena ¢as’ na Podujati vratane okolnosti, Ze vyslanym zastopc
Prijimatda alebo niektorym z nich nebudu prisluSnymi orgammelené viza alebo iné
potrebné povolenia pre vstup do krajiny, kde sauRdi bude konma V pripade, ak

k neudeleniu viz alebo iného potrebného povolereavptup do krajiny déjde z dévodu, ktory
je na strane Prijimata alebo nim vyslanych zastupcov, resp. ktoréhado z nich, je
Prijimatd’ povinny nahradi SBA vSetky naklady, ktoré na zabeZpeie (asti vyslaného
zastupcu, resp. vyslanych zastupcov na Podujathysle bodu 4. pism. a) toht®anku
Zmluvy vynaloZila, a to do 15 (péatnastich) dni alii@ dorienia pisomnej vyzvy SBA na ich
nahradu,

celkova vysSka pomoci poskytnuta Prijimaiel pomoci (vratane vSetkyctlenov skupiny
podnikov, ktoré so Ziaddiem tvoria jediny podnik pdi ¢lanku 2 ods. 2 Nariadenia Komisie
(EU) ¢. 1407/2013) nepresiahne 200 000,- EUR v priebebdoloia 3 (troch) fiskalnych
rokov, a to aj od inych poskytovdites, alebo v ramci inych schém pomoci de minimisase
predloZenia Ziadosti. Celkova vySka pomoci de misimposkytnuta jedinému podniku
vykonavajucemu cestnu nakladnu dopravu v prendjetaa Uhradu, nepresiahne 100 000,-
EUR v priebehu obdobia 3 (troch) fiSkalnych rokoVrojrotné obdobie v suvislosti
s poskytovanim minimalnej pomoci sa povaZuje obelgisebiehajuceho fiSkalneho roku a 2
(dvoch) predchadzajucich fiskalnych rokov, &uje sa na zakladecétovného obdobia
prijimatd’a. Podla zakonac. 431/2002 Z. z. odiovnictve v zneni neskorSich predpisov je
Gctovnym obdobim kalendarny alebo hospodarsky ra&,mod’a rozhodnutia podnikaite.

IV. Kumulacia pomoci
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1. Prijimatd berie na vedomie, Ze:

a) kumuldcia pomoci je vZdy viazand na konkrétnehginpaitd’a (vratane vsetkyckilenov
skupiny podnikov, ktoré so Ziad#iten tvoria jediny podnik pd@ ¢lanku 2 ods. 2 Nariadenia
Komisie (EU)¢. 1407/2013),

b) pomoc de minimis sa nekumuluje so Statnou pomo@uzvahu k rovnakym opravnenym
nakladom alebo Statnou pomocou ha to isté opatréil@vého financovania, ak by takato
kumulacia presahovala najvysSiu prislusnu intenaétonoci alebo vysku pomoci stanovenu v
zavislosti od osobitnych okolnosti jednotlivych gadlov v nariadeni alebo rozhodnuti o
skupinovej vynimke prijatych komisiou. Pomoc de imis, ktord sa neposkytuje na
konkrétne opravnené naklady, ani sa k nim nedaditirmozno kumulova s inou Statnou
pomocou poskytnutou na zaklade nariadenia o skupjrynimke alebo rozhodnuti prijatych
komisiou,

c) pomoc de minimis poskytnuta v sulade s Nariadenmmisie (EU)¢. 1407/2013 sa moze
kumulova® s pomocou de minimis poskytnutou v sulade s nariad Komisie (EU)c.
360/2012 z 25. aprila 2012 o uglavaniclankov 107 a 108 Zmluvy o fungovani Eurépskej
Unie na pomocde minimis v prospech podnikov poskytujucich sluzby vSeobeonéh
hospodarskeho zaujmu (U. v. EU L 114, 26. 4. 2818) aZ do vy3ky stropu stanoveného v
uvedenom nariadeni. M6Ze tbigumulovana s pomocou de minimigoskytnutou v sulade s
inymi predpismi 0 pomoci de minimis az do vySkyspugného stropu stanovenéholanku 3
ods. 2 Nariadenia Komisie (EW) 1407/2013.

V. Platnost’ a (Einnost® zmluvy a jej ukonéenie

1. Tato Zmluva sa uzatvara na dobditir, a to na 10 (desprokov odo da nadobudnutiadinnosti
tejto Zmluvy.
2. Té&to Zmluva nadobuda platrtodiiom jej podpisania oboma zmluvnymi stranami. Tatdusn je

povinne zvergjovanou zmluvou v zmysle ustanovenia 8§ 5a ods. 4rmk 211/2000 Z. z.

o slobodnom pristupe k informaciam a o zmene andoplniektorych zdkonov v zneni neskorsich

predpisov, ktora v zmysle ustanovenia 8§ 47&i@iskeho zakonnika v zneni neskorSich predpisov

nadobuda &innog” diom nasledujucim po dni jej zverejnenia v Centralmemistri zmlav (link:

WWW.crz.gov.sk).

3. Tuto Zmluvu je mozné ukair’:

a) uplynutim doby, na ktoru bola uzavreta,

b) pisomnou dohodou zmluvnych strén,

c) okamzitym odstupenim od Zmluvy zo strany SBA, akjiBatel’, resp. jeho vyslani
zastupcovia pred nastupom Podujatie neposkytuje SB#nnog’ potrebnd k riadnemu
plneniu povinnosti oboch stran v zmysle tejto Zmlalebo ak zo spravania PrijimEde resp.
jeho vyslanych zastupcov pred nastupom na Podujsiiiee SBA dbévodne predpoklati&e
dbéjde k poruSeniu povinnosti PrijimBaestanovenych touto Zmluvou. Pravo na zaplatenie
zmluvnej pokuty a/alebo na nahradu Skody v zmyaste Zmluvy nie je odstupenim SBA od
tejto Zmluvy nijako dotknuté.

VI. Zavereéné ustanovenia

1. Pisomnos v zmysle tejto Zmluvy sa bude povazowa dordend aj vtedy, ak nebude prevzata
stranou Zmluvy, ktorej bola adresovand, aiiord, kedy bola uloZzena na poste po nedspeSnom
pokuse posty o do¥enie pisomnosti denej strane Zmluvy ako adresatovi.

2. V38etky zmeny a doplnenia tejto Zmluvy je mozné wyéolen vo forme pisomnychdslovanych
dodatkov podpisanych oboma zmluvnymi stranami.

3. Zmluva sa vyhotovuje v 3 (troch) vyhotoveniach gsahu 18 (osemndsstran (vratane priloh),

s ukenim 2 (dve) vyhotovenia pre SBA a 1 (jedno) vyketoe pre Prijimat&.

4. Vzajomné vZahy zmluvnych stran, ktoré nie su vyslovne dohoénutejto Zmluve, sa riadia

prislusnymi ustanoveniami vSeobecne zavaznych pcvrpredpisov platnych na Uzemi
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Slovenskej republiky, ato najma ustanoveniami @boého zakonnika a Zakona o Statnej
pomoci.

5. Zmluvné strany vyhlasuju, Ze ich zmluvna’rnog’ nie je néim obmedzena, svoju 1 prejavili
slobodne, vazne, zrozumiitee a ukito, Zmluvu neuzavreli v tiesnéi napadne nevyhodnych
podmienok, jej obsahu porozumeli bez vyhrad a ré adihlasu ju podpisuju.

6. Prilohami tejto Zmluvy su:

Prilohag¢. 1: Program podujatia Retail Congress Asia Pacific
Priloha¢. 2: Sprava o dasti na zahratihom startup podujati
Priloha¢. 3: Opravnené vydavky

Priloha¢. 4: Oznamenie o prijati minimalnej pomaoci

V Bratislave @a .............cccccoeeeeii. Vo ;)
Slovak Business Agency retail.bi <or.
Ing. Branislav Safarik Daniel Mirtri
generalny riadite konaté
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Priloha ¢. 1: Program podujatia Retail Congress Asia Pacifi@015

Retail Congress Asia Pacific 2015

" Retall Congress Asia Pacific 2015 Day Onheesday 17 March 2015
| The world’s new retail hub: Is the Asian consunemilution a driving force for innovation?

07:45 | Registration and morning refreshments

09:00 | World Retail Congress Asia Pacific — Welcome Addres
Juliana Liu, BBC Correspondent, BBC

09:10 | What's next for Asia? Retail leaders’ big predioto
Three forward thinking retail leaders of some ofafslargest home grown retailers join togethestage to share their opinions on the key trendgispaetail over the next five
years. Where do they see the opportunities for t@wow do they see the offline and online worlasgmg and developing? What new characteristicsn@expect from
generation Y and how should retail respond to these
Moderator: Terry O'Connor, Group Chief Executive OfficEourts Asia
SpeakersMasaya Ueno, DirectoRakuten Asia Pte Ltd
Jose Gomez, Senior Vice President, Business Dawvelop Mango
Head of APAC BD, Tmall Global, Alibaba Group

10:00 | Navigating the new retail landscape: What it lotks and how to be successful in it
The retall industry globally is in the early stagés new era of radical and tumultuous change lwfacces all leaders to re-examine the very funddate of their businesses and even
raises the question of what retailing is any mbl@where in the world is the transformation of ilatg happening more quickly than in Asia. In tlsisssion the speaker will offer his
view on the defining features of the new landsaafetail and what businesses and business leadlereed to do if they are to be successful.
Dr Alan Treadgold, Global Retail Advisor, AdvisoBpard Member of the Oxford Institute of Retail Mgeaent, The University of Oxford

10:40 | The power of brands: what is the future for luxborgnds in Asia?
Luxury brands were the first to recognise the oppoty presented by Asia’s exciting new retail metek But can luxury continue to prosper as Asiarsamer tastes change, new
international and domestic brands emerge and edergmwth rates slow? One of the world’s leadingiea in luxury brands, Daniel Piette, Chairman oM Investments gives a
personal perspective on the strengths of true juand how it can build on its heritage whilst adtagpto the future.
Daniel Piette, Chairman, LVMH Investment Funds

11:00 | Morning refreshment break in the Exhibition andwatking Hall
Stream Room A Stream Room B Stream Room C

11:45 | Driving Retail Growth Bricks and Clicks Growth Market Opportunities
Driving international growth: What to consider when Let's get Phygital: The synergy of digital and plogs Perspectives on international expansion in India:
assessing new markets? retail: How is it set to evolve? Challenges and growth opportunities
As domestic and international retailers alike sgrekvth Whilst the blurring of the digital and physical Was is India has been a notoriously difficult market for
across they are tasked with the development citdest nothing new, retail is still only on the cusp ofiju international retailers to succeed in owing tocstri
and realistic growth strategy and strong execution embracing this phenomenon. Ecommerce has by noanepmegulations on entry models and the challenge ohinig
infrastructure. Faced with very individual and cdexp killed the physical retail scene, it has weededadditschool | brand engagement with local consumers. This pdnel o
markets in the region, each requires a unique fdoubis thinking and bad, slow customer. Physical retaihens retailers and market experts join to discuss sointieeo
session we bring together a panel of retailersbarsihess need to think how the physical and digital worlds be pitfalls retailers have experienced and overcome,
development experts to consider how retailers shoul best merged. As one of the quickest regional mauticet considering:
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assess growth opportunities. To what extent shguddith
be data driven or intuitive, gut feeling? What kivfd
systematic framework needs to be set up internalby®@
should you consider balancing short term gain®ong |
term growth?

engage with a mobile first philosophy, retailer®\sia now
have a huge opportunity to think creatively abauwhey
can increase engagement and improve service béitteon
and in-store via digital mediums — be it through fplower
of mobile, social channels or in-store technolo}yis

Registr&nécislo SBA: 51/2015/KGR

Partnership and hybrid models — Building a mutually
beneficial relationship

Marketing communication in tune with consumer
perceptions

Distribution models — establishing an effectivedyp

Retail Congress Asia Pacific 2015

Moderator: Carl Miller, Managing DirectorGlobal Retail
Insights Network

SpeakersBart Denolf Bruyneel, International Director,
Pepe Jeans

Karen Eidsvik, Regional Director Asia, Subway

Jake Shepherd, Regional Retail World Director, ARSEK
Vaidyanath Swamy, Chief Operating Officer, N-Vision

Consulting, Former Managing Director, P&G Asia

panel of experts comes together to consider howipaly

and digital worlds will continue to collide.

Moderator:Brian Elliott, Chief Executive OfficeReriscopdg

a McKinsey Solution

SpeakersMichele Ferrario, Managing Directdfalora
eto eter Director and Co-Founder, Edit Suits Co

Todd Kurie, Vice President, Marketing, RedMart

Daniel Lee, Senior Director, Digital Experience tea

APMEA,

McDonald's

chain
- Product offering — Integrating local tastes intodarct
development
Moderator: Sachin Marya, Presiderranchise India
Holdings
SpeakersPonnu Subramanian, Chief Operating Officer,
Max Hypermarkets, SPAR India

Sunil Chainani, Board Member, Fablndia
Nissan Joseph, Managing Director, Crocs India
Dheeraj Gupta, Managing Director, Jumboking Foods

12:45 | Lunch Break
Stream Room A Stream Room B Stream Room C
14:00 | Driving Retail Growth Satisfying the Customer Growth Market Opportunities

Workshop: Leadership challenges and the agenda for

retailers from South East Asia in "New Normal"

Competitive position and financial success are kgua

dependent on the ability of a business to adagingss

managers and leaders everywhere are finding theessel

facing increasingly complex, dynamic and global

environment and are having to take key decisionthen

structures, strategies and performance of their

organisations going forward against ever changing

backdrop. This pace of change is driving the neaddeship

agenda. This interactive workshop will explore :

- What makes an effective leader in today's fast mpvi
business world?

- Who are the new leaders of the 21st century?

- What are the new competencies required for the
"New Normal" in Retail Asia?

Dr Nitin Sanghavi, Professor of Retail Marketinglan

Strategy, The University of Manchester

Satisfying the experience hunters: creating retail-

tainment

The future of shops will be increasingly defined by

experiential spaces offering personalized service,

integrated online and offline value propositions] @op-

up stores to satisfy demands for immediacy andriserp

This session considers some of the key practias th

retailers are employing to create entertainmetitén

retail space and the balance of brand engagemeatls

ROl including:

- Merchandising initiatives to allow product ‘Story-
telling’ and interaction

- Hospitality services including personal shoppirmmpd
and beverage choices and VIP lounges

- In-store events and retail-tainment to attract new
customer segments

Moderator: Ben Flintoff, National Operations Manager,

Palm Oasis Ventures for Baskin-Robbins Australia

SpeakersGeoff Poon, Co-FoundeAmenpapa

Matteo Sutto, Director & Co-Founder, Tate & Tonic

Establishing and profitably growing a modern retail
business in India

Despite the challenging operating environment éait in
India, there are many retailers who have developed
successful business models that are allowing tioegnaw
strongly and achieve profitability. The session Wiing
some of these successful retail businesses’ letalstware
their learning and offer their advice to new entsan
Moderator: Arvind Singhal, Chairmarifechnopak
SpeakersAnupam Yog, Director, VR Asset Management
Virtuous Retail

Vasanth Kumar, Executive Director, Max Fashions,
Landmark Group

Ajit Joshi, Chief Executive Officer, Infiniti RetaiTata
Group

Himanshu Chakrawarti, Chief Executive Officer, THebile
Store
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Bob Neville, Global Retail Creative Director andadeof
Retail, New Balance

Registr&nécislo SBA: 51/2015/KGR

14:55 | Driving Retail Growth Innovating Business Culture Growth Market Opportunities
Making a name in retail: What makes a successandr Creative business culture: What is needed from'ésia A view to China: The trends shaping the futureireta
in the Asia Pacific region? new retail leaders? landscape
As domestic and international retailers seek tavgrothe A millennial, cross cultural workforce and digitetail Even though China’s economic growth is no longehat
Asia Pacific region, each faces the challenge aptidg to | developments have all had significant impact onrass rate of the lucky 8% it still remains the most netging
Retail Congress Asia Pacific 2015
diverse cultural preferences and languages tolen t culture and organisational set up. The skill sgtireed by market for retailers considering expansion in tistgaA
hearts and minds of the Asia Pacific customer. $b&sion | retail leaders across the C-suite functions corsrto see | Pacific and a huge opportunity for domestic retail&Vith
we hear from one of the region’s most successfalless huge change as companies re-organise, consolidatea | labour costs and real estate prices increasing viitw
on their own brand building exercise as they expdnd structure to ensure that strategic vision can fecfely China’s retail landscape evolve over the next fearg? As
throughout the region. They demonstrate how thegha | executed. This session will consider: the trade restrictions loosen and access to tipierpower
responded to the expanding marketing ecosystemewher | - CDOSs, CIOs and Innovation officers, leaderse Tiew nation becomes easier, what opportunities does this
technology now provides a myriad of touch points fo skill sets and roles needed to respond to modéail re | present for international retailers? Bringing téggtsome
consumers to engage with a brand and consider what | - Empowering a workforce from ground level up — of China’s key retail leaders and experts thisieassill
retailers will need to consider for the future wider a Responding to the expectations of a millennial consider some of the key trends that are defininig&s
first class brand experience. workforce retail industry development.
Bob Neville, Global Retail Creative Director andadeof - Institutionalize a culture that would thriveambiguity Moderator: Carl Miller, Managing DirectorGlobal Retail
Retail, New Balance and exponential growth Insights Network
Ganesh Subramanian, Head of New Initiatives, Former | SpeakersYoep Man, Commercial and Marketing Directof,
Chief Operating Office, Myntra.com SPAR China
15.45 | Afternoon refreshment break in the Exhibition Hall
16:30 | Growing in Asia - Integrating tried and tested inggional retail formats to the diversity of Asia
From destination SPAR hypermarkets in communitylsrtal premium lifestyle supermarkets to the growfticonvenience and online retail.
Tobias Wasmuht, Managing Director, SPAR China
17:00 | A vision of the modern retail store: What to coresil
This in-depth and visual session will provide exéeswf the way in which physical store retailergéndevised and developed their version of the modsail store. How they have
visually manifested the brands core values? Whaféatures have been used to drive customer engagenith product? What role does technology plaghstore?
Tim Kobe, Founder and Chief Executive Officer, Eigic
17:30 | Recognition of Excellence: Lifetime Achievement Adgresentation
The World Retail Award for Lifetime Achievement ebrates pioneers in best practice and innovatmm fsia’s dynamic retail market. ecipients aresththat have demonstrated
outstanding vision and inspiration throughout therg and distinguished careers — motivating otheembrace originality and change. In 2015 thetiiie Achievement Award will
be presented to Dr Seung-Han Lee, Former ChairmdrCaief Executive Officer, Tesco Homeplus Korea
18:00 | Drinks Reception in the Exhibition and NetworkinglH
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Retail Congress Asia Pacific 2015

Congress day twoNednesday 18 March 2015
Made in Asia: Re-defining modern retail

09:00 | Engaging Retail Customers in a digitally conneatedld
The Asian consumer is “always on”. For many “iisinot worth sharing it is not worth doing”. Thdas of engagement are changing and retailers nmaigtratand the new order to
successfully connect with a generation of digitaisumers. This session aims to provide an in-depthinto how a retail brand like Pizza Hut iséising, influencing and transacting
with customers and practising its mantra of “ThintkBig Starting Small Scaling up Fast”.
Pankaj Batra, Chief Marketing Officer, Pizza HuAsia

09:30 | Perspectives from retail’s revolutionaries: Takingew approach to retail business
Whilst the super brands and big retailers contihed growth in the Asia Pacific market place, argeneration of entrepreneurs and retail leaderst@ating the next generation of
retail and brand concepts. Fully embracing thewiais in digital technology and well versed in nemnsumer instincts, they have successfully caotgdheir own niche in the
market, taking a different tact in their evolutieithin the retail space. Here they share their uaigiews on today’s consumer their own entrepraakapproach to retail and the
future outlook on the industry.
Roger Egan lll, Co-Founder and Chief Executive €fff RedMart

10:00 | Rethinking Asian retail: Building e-commerce ecdsyss
With some of the most dynamic demographic growga) savvy consumers and complex supply chain sgséeound the world, retailers need to understarat wmovative
solutions will help them reach and retain thesesoarers. As one of the co-founders ofakuten Inc. Masatada Kobayashi will discuss akatenique model that offers merchants
and consumers around the world more opportunitiesihnect akuten’s dedication to empowering peaptesociety through the internet that is parhef¢dompany’s DNA and
how this is an integral part of akuten’s visiorb®a truly global company.
Masatada Kobayashi, Managing Director and Chiethtiee Officer, Rakuten Asia Pte
Ltd

10:30 | Morning refreshment break in the Exhibition Hall

11.00 | The battle for assets: Asia’s real estate evolutioeh its influence on the growth of modern retail
Retail investment in Asia has reached record leveds the last few years as investors and retailpamies alike bid to have their share the of tia@real estate locations that the
market has to offer. Home to some of the worldtgéat and most impressive malls these retail dpwedmts are often setting the agenda for the washioh modern retail trade
and infrastructure evolves. Joining together ogesteetail developers, mall operators and retail@ishare their thoughts on the growth and deprient of physical retail and its
impact on modern retail trade in the region

11:30 | Asia’s new perception of luxury
The Asian consumer has historically had an insktiappetite for luxury goods with Asia providingettvorld largest luxury market. However a shift &ty seen in the way that luxury
goods are perceived and consumed in the Asia Paethil market. The growth of the middle classes brought a new group of consumers into the nmraist luxury market that are
more discerning about their brand choices, dematisty an appetite for both high end luxury and mfédle luxury. The same clientele are now lookimgdigital-inspired
experiences, expecting the same kind of elite sertross the physical and virtual worlds. So wloass this mean for luxury brands retailing in treta®Pacific market? This leading
luxury retailer will offer their thoughts on theagt of play in the luxury retail market and thegrgeptions on what the luxury consumer of todaxsecting of luxury brands.
Moderator: Amrita Banta, Managing DirectoAgility Research & Strategy
SpeakersRavi Thakran, ChairmahVMH South, South East Asia and Middle East

12:00 | The Rise Of The Rest — Making Retail Affordable
Allard Sjollema, Chief Executive Officer, New MatkeCourts Asia

12:30 | Lunch and networking in the Exhibition and NetwogkHall

10
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14:00 Stream Room B Stream Room C

Driving Retail Growth Bricks and Clicks Growth Market Opportunities
Retail Congress Asia Pacific 2015

Developing e-Commerce market entry strategies iA@P  Personal and profitable: Managing supply chainrtovg Emerging markets on the horizon: What opportunities
The Asian e-Commerce market has caught globaltatten revenue across channels will Myanmar present in the future?
following its unprecedented growth rate over the faw Modern consumers demand retailers to deliver sessmle  Though still deemed relatively small retail markats
years. This panel session will bring together praant service across all channels. At the centre of niradcthese  country demonstrates huge potential for retailerthée
information and local insights about the market®ssthe  expectations is effective management of supplyrchddw  next five years and beyond. These two presentatidhs
highly diverse region. It identifies the region'syk can you drive additional sales by harnessing tlhveepof provide an offer view of this country’s marketsessng:
characteristics while pointing out the trends tdchéor, your supply chain? How do you make your offering - Current, medium and long term growth potential of
the potentials for business and the possible girs¢hat personal whilst ensuring profitability for your busss? the market
brands and retailers should adopt in order to tialke With growing sales and the pace of retail, howreailers -  Level of consumerism and brand engagement
advantage of the growth potential of APAC. The big make sure that inventory is available at the righment - Internet growth penetration and consumer
questions being asked are how this transforming e- and in the right place? This session will expldratsgies engagement with online services
Commerce market will affect physical retail and the that reduce online shopping cart abandonment, hoost - How traditional retail habits can inform the grovath
omnichannel strategies going forward? Is the growth store sales and make customers comes back toefailr r the modern retail
sustainable and will consumers continue to seekenl outlet time after time. Moderator: Hasham Mehmood, Investment Officer,
shopping options? What kind of investment shoulgsptal Moderator: Raghav Sibal, Managing Director, Australia andhternational Finance Corporation
retailers with an online presence being lookingnake in New Zealand, Manhattan Associates SpeakersWin Win Tint, FounderCity Mart
the next few years? SpeakersPawoot Pongvitayapanu, Managing Director and
Moderator:Marc Gagne, Vice President, Asia Pacific and Founder, Rakuten TARAD.com (Thailand)
Japan, Demandware Kiren Tanna, co-CEO, Asia Pacific Internet Group
SpeakersMarcelo Wesseler, Chief Executive Officer, Vikram Rupani, Co-Founder and Chiel Financial Gffic
SingPost eCommerce RedMart
Allan Vincentz, Group Digital Manager, Norbreezeo@p & Maximilian Bittner, Chief Executive Officer, Lazad&roup
cocowml (tbc)
Vikram ldnani, Head - IT, Trent - Tata Group

14:45 | Innovating Business Culture Satisfying the Customer Growth Markets Stream

The war on talent: How can retail attract and devel
motivated workforce

With the growth of the emerging middle classes,eater
number of young people are receiving a university
education and choosing to go into professionalisesv
Retail has to compete for its share of talent aqpe:eise
and consider how they can attract and retain tabethteir
workforce. In this session, retailers offer th@ioughts on:
- Prioritising effective practice within HR divisions

A new era of fulfilment: The race to the finishdin
Customer experience and satisfaction in the firibd of
fulfilment is one of the most critical factors fatailers
today. roviding the delivery service on the custosh
terms is now the new norm — be it in store, via Bom
delivery or click and collect. To achieve thisaitdrs need
to re-evaluate every portion of the value chaibedtier
improve their delivery options. Simultaneouslytte
customer facing end, a consistent brand experiemnst

Growth markets focus: The Philippines — Develomng
localised viewpoint to ensure future retail growth

The Philippines has seen a surge in retail-oriented
construction activity of late as economic growtloymithe
disposable incomes of the growing middle classs Thi
session provides an in-depth discussion on thethrofv
retail trade in the market, considering:

- Consumer activity and buying behaviour

- Mall mania — The consumer appetite for mega-mal

11
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- How you empower ground level employees?

- Successful training initiatives to nurture talent

- Top down practices to strengthen employees
engagement with company ethos and practices

Moderator: Chee Nian Tze, Group General Manager

be provided seamlessly across the different chanfibis
panel of retailers and logistics providers consttiermost
viable transformations that retailers can makectoesve
this near impossible task? What assets can bedigedrto
deliver on the promise to the customer?

Registr&nécislo SBA: 51/2015/KGR

retailing

- Viable retail formats

- Domestic retailers’ perspectives on the futgn@wth
of the market

Moderator: Christina Rosen, Associate AnalyBtanet

Retail Congress Asia Pacific 2015

Human Resources, Robinsons & RSH Group of Compar
SpeakersJonathan Yabut, Chief to StaffirAsia

Anthony Rose, Chairman and CEO, House of Rose
Professional, Former Head of Corporate Affairs figrg
Walmart Asia

Vaidyanath Swamy, Chief Operating Officer, N-Vision

Consulting, Former Managing Director, P&G Asia

Moderator: Sarah Young O'Donnell, Chief Executive
i&fficer,

Seibu Enterprises

SpeakersAnil Konidena, Chief Operating OfficeRoyal
Sporting House

Ronan Hurley, Chief Operating Officer, Luxola
Naresh Ahuja, Chairman & CEO, ETP Group

Susie Sugden, Co-founder and Joint MD, Vela

Retail

SpeakersPascale Vermeerbergen imeN@® Business
Development, SM Retail

Joseph Lim Bon Huan, President and Chief Operating
Officer, Expressions Stationery Shop

15:45| Afternoon refreshment break in the Exhibition Hall

16:30 | Macro trends: Understanding a New Global Consumer
Asia is undoubtedly an enormous consumer powerhousere breakneck development has seen swift grofwin emerging middle class, with a new found arfce often against
a back drop of ever enlarging megacities. This kéymvill serve to highlight some of the key glob@cro trends that are influencing the region’s tyment and will provide an
analysis of how behaviour and preferences of thregiebal consumer will impact the retail environrhanthe future both in Asia and internationally
Jose Gomez, Senior Vice President, Business Dawglop Mango

17:00 | Future outlook - the new retail adventure in ASithere could we go now?
Asia now has a population of 4.2 billion, movingrr global manufacturer to become a tumultuous aoesdorce, boasting the highest concentration gif Imet worth individuals
and connected individuals. The appetite for a diwenix of consumer brands, next level of converdear experiences that broach the physical angavintorlds will see retailers
embark on pioneering initiatives to take consunoera new adventure. In this closing session thakspewill offer his unique view on the journey faxd for the industry and what
new adventures are on the horizon for this vastdgma@amic region.

17:30 | Close of the Congress

12
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Retail Study Tour
Store visits include:

NTUC Warehouse Club

NTUC Fairprice, Singapore’s leading supermarkes, draated a new wholesale format store as an expaoistheir business model.
Understand how the store layout and interior has lmarefully designed to reflect and enhance tbmptional offerings, carrying an air of
industrial chic — a first of its kind store in Saqpre.

SPACE Furniture Store

Discover how this upmarket furniture store has ftdisecrafted a contemporary retail showroom wikpanded lifestyle facilities that retain the
old-world charm of its heritage stature.

Under Armour, Orchard Gateway

Experience the dynamic, vibrant setting of thig Gaswing American sportswear brand presentinglaurtul, fresh and engaging environment
for its customers

The Hour Glass Malmaison Store

Upmarket Luxury watch retailer the Hour Glass h@sited a one of a kind store using ornate and @hdggor to evoke the splendour of its
namesake; Chateau de Malmaison — the home of Joseguid Napoleon Bonaparte. Spread over two opilms, the store is a beautiful
example of how retailers can think outside the tmogreate an attractive environment that extenglermkjust the visual senses.

PACT
Be inspired by this destination emporium which resvented the traditional retail norms to devedogooperative network of spaces. With a

creative use of space see how the individual basihave aligned to provide an all-encompassingmhgpservice, food and beverage evoking
a cool, hip vibe that resonates with their targettemers.

13
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Market Place by Jason’s

See first-hand how, with its marketplace intertbrs gourmet grocer has created an animated, wéhgpemvironment for its customers. A
refreshing backdrop that complements the fine fpadses and niche, epicurean brands from arounevtirlel sold in store.

Tangs Department Store

Tangs has long been heralded as one of Singagdore& department stores, a mecca for Shopper3 amdsts alike. Having undergone a
substantial transformation the newly re-furbishienlesboasts an impressive array of internationahtts. The architects have carefully thought
out every aspect of the customers experience ansttine interiors provide a magnificent backdropttowcase the diverse range of men’s and
women’s apparel, accessories, grooming must-haveesi@me essentials.

Candylicious

Explore the vibrant, colourful world of Candylici®seombining sweets and the world of imaginatioorgate a hip and fashion-forward Candy
Store.

14
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Priloha €. 2: Sprava o &asti na zahran&nom start up podujati

Meno, priezvisko alebo nazov:

ICO:

Meno a priezvisko zastupcov
Prijimatera, ktori sa podujatia
zUcastnili:

Nazov podujatia:

Miesto konania podujatia: Termin konania:

Popiste priebeh cesty na start up podujatie v matir@atum prichodu, odchodu, navstivené prednasgujatia,
absolvované stretnutia s investormf’af: *

Boli ste spokojny s kvalitou daného podujatia (dbakebo forma)? *
12345
NajmensSia spokojndNajvysSia spokojnd’s

Uved'te odévodnenie VaSe| predchadzajlcej odpovede:

V_¢om VAm najviac pomohlacds’ na danom podujati? *

Naplnili sa VaSe ¢akavania alebo ciele odasti na danom podujati? *
Ano nie

Uvedte pr&o ano a pré&o nie alebo VaSe odpdafdnia na zmenu.

* povinny Udaj

Datum : dd.mm.rrrr

Podpis prijimatéa

15




Priloha ¢. 3: Opravnené vydavky
Opravnené vydavky su v zmysle tejto Zmluvy:

a) cestovné naklady, t.j. spid@a letenka pre dve osoby Vidgde Singapur, v termine
15. 03. 2015 - 20. 03. 2015,

b) vydavky na ubytovanie v rozsahu 16. 03. 2015 -0202015 pre dve osoby,
c) ucastnicke poplatky za vstup na Podujatie a na Retady Tour pre dve osoby.



Priloha €. 4: Oznamenie o prijati minimalnej pomoci
Ministerstvo financii SR
Odbor Statnej pomoci

Stefanoviova 5
817 82 Bratislava

OZNAMENIE O PRIJATI MINIMALNEJ POMOCI
poda § 22 ods. 2 zakon& 231/1999 Z. z. o Statnej pomoci v zneni neskhrgredpisov

L1 NARIADENIE KOMISIE (EU)¢. 1407/2013 z 18. decembra 2013 o umaaniclankov 107 a 108 Zmluvy
o fungovani Eurépskej Unie na ponte minimigt¢inné od 1.1.2014) (do 31.12.2013ikdné: NARIADENIE
KOMISIE (ESY. 1998/2006 15. decembra 2006 o upi@vanilankov 87 a 88 Zmluvy o zaloZeni EU na
pomoc de minimis)

[0 NARIADENIE KOMISIE (EUy. 360/2012 z 25. aprila 2012 o uptavaniclankov 107 a 108 Zmluvy o
fungovani Eurdpskej Gnie na pomoc de minimis vgaols podnikov poskytujucich sluzby vSeobecného
hospodarskeho zaujmu

1. Meno a priezvisko / obchodné meno prijemMCuU...........uevvveeeiiieiiiieeeeeeennnnnns

2. Adresa

MiIEStA POUNIKANIA .....veeeiiiiiee e e e e e e e eeeeeees

£ [0 | = 1 ][] .o U PRSP

3.1CO / DIC PIIEMCU .. seeaean e 4. Typ podniKu: ..................

7. Odvetvie, v ktorom prijemca podnikBK NACE ReV. 2)i.....coovviiiiiiiiiiiiiiie e
8. LRI ettt 9. Forma pogio................
10. FiSkalny rok prijemcuod .......cccooeviieeeeiiiiiiieeeeeee (o o T

11. Udaje o poskytnutej (schvalenej) miniméalnej pem
VySka minimalnej pomoci v EUR Datum poskytnutia

12. Udaje o prijatej miniméalnej pomoci
Vyska minimalnej pomoci v EUR Datum prijatia

13. Ina doteraz prijata minimalna pomoc
VySka minimalnej pomoci v
EUR

Poskytovatd’ (ndzov a sidlo) Datum prijatia

Sdhlasim so zverejnenim Udajov uvedenych v tomtmameni na &ely ziskania preladu o poskytnuti minimalnej pomoci v zmysle
NARIADENIE KOMISIE (EU) ¢. 1407/2013 z 18. decembra 2013 o umlaaniclankov 107 a 108 Zmluvy o fungovani Eurépskej (mde
pomoc de minimis @nné od 1.1.2014) (do 31.12.2013inné: NARIADENIE KOMISIE (ES)¢&. 1998/2006 z 15. decembra 2006 o
uplatiovani&lankov 87 a 88 Zmluvy o zaloZzeni EU na pomoc deimig) a v sllade so zakonam122/2013 Z. z. o ochrane osobnych
Udajov a 0 zmene a doplneni niektorych zadkonov.



Poutenie pre prijemcov minimalnej pomoci:

Prijemcovia minimalnej pomoci s piad§ 22 zakonac.
231/1999 Z. z. o Statnej pomoci v zneni neskorSich
predpisov povinni St¥roéne oznamowua Ministerstvu
financii SR prijatie tejto pomoci, a to do 30 dni po
uplynuti kalendarneho S$tinoku, v ktorom minimalnu
pomoc prijali (na formulari uverejnenom na webovom
sidle MF SR:
http://www.finance.gov.sk/Default.aspx?CatlD=5232
Pokyny na vyplnenie formulara pre oznamenie

0 prijati minimalnej pomoci:

Bod:

O NARIADENIE KOMISIE (EU) & 1407/2013 z 18.
decembra 2013 o uplaivani¢lankov 107 a 108 Zmluvy

o fungovani Eurépskej Ginie na pomoc de minimén(ie

od 1.1.2014) (do 31.12.2013¢idné: NARIADENIE
KOMISIE (ES) ¢. 1998/2006 z 15. decembra 2006 o
uplatiovani ¢lankov 87 a 88 Zmluvy o zalozeni EU na
pomoc de minimis)

O NARIADENIE KOMISIE (EU) & 360/2012 z 25.
aprila 2012 o upl#&bvani ¢lankov 107 a 108 Zmluvy o
fungovani Eur6pskej Unie na pomoc de minimis v
prospech podnikov poskytujucich sluzby vSeobecného
hospodéarskeho zaujmueznati sa ,X* podra ktorého
nariadenia Komisie bola minimalna pomoc
poskytnuta.

1. Uvedie sa obchodné meno prijemcu tak, ako je
zapisané v Obchodnom registri.

2. Uvedie sa miesto podnikania prijemcu v pripade
prijatia  minimalnej pomoci fyzickou osobou —
podnikat&om. Adresa sidla prijemcu sa uvadza v pripade
prijatia minimalnej pomoci pravnickou osobou.

3. Ak prijemcovi nebolo pridelen€0, uvadza sa [@l.

4. Uvedie sagi prijemca fyzicka osoba jpodnikatel’,
alebo vykonava pracona zaklade dohody.Okrem toho
sa uvedie jeden z nasledujicich typov podnikov:
mikropodnik, maly podnik, stredny podnik, alebo
velky podnik, a to podia prilohy | k nariadeniu Komisie
(ES) ¢. 364/2004 z 25.februara 2004, ktorym sa meni a
dodia nariadenie (ES)¢. 70/2001 vzhadom na
rozSirenie jeho poésobnosti na vyskum a vyvoj
(Uv. ES L 63, 28.2.2004, s. 22). Hadpredmetnej
prilohy sa podnikglenia nasledovne:

Kateg6riu mikropodnikov, malych a stredne I'kych
podnikov @alej len ,MSP“) tvoria podniky, ktoré
zamestnavaju menej ako 250 osOb a ktoré majayro
obrat nepresahujici 50 mil. EUR a/alebo celkovénéo
hodnotu aktiv nepresahujicu 43 mil. EUR.V ramci
kategorie MSP je maly podnik definovany ako podnik,
ktory zamestnava menej ako 50 os6b a ktorérkmyro
obrat a/alebo celkova ¢na hodnota aktiv nepresahuje 10
mil. EUR.

V ramci kateg6rie MSP je mikropodnik definovany ako
podnik, ktory zamestnava menej ako 10 os6b a ktoréh
roény obrat a/alebo celkova &4 hodnota aktiv
nepresahuje 2 mil. EUR.

Pri vypaite patu pracovnikov a finamych sim sa
zohadiuji podniky, ktoré su definovanéd. 3 prilohy
uvedeného nariadenia, §wm je potrebné postupofa
podiacl. 4 az 6 prilohy.

6. Ak bola prijatd minimalna pomoc ptal schémy
minimalnej pomoc, uvedie sa ndzov schémy.

7. Uvedie sa odvetvie, ato v zmysle Odvetvovej
klasifikacie ekonomickychginnosti (OKE), ktora je
sikag'ou vyhlasky Statistického Gradu Slovenskej
republiky ¢. 306/2007 Z. z. z 18. jana 2007, ktorou sa

vydava Statisticka klasifikacia ekonomicky&innosti.
Uvedie sa hlavna sekcia a prislusna divizia, nkgatik
C.10, D.35, G.45.

8. Uvedie sa napriklad zamestnatosvzdelavanie,
regionalny rozvoj, ochrana Zivotného prostrediagkam

a vyvoj, kultira a pod, resp. ak jedl (cid’) miniméalnej
pomoci uvedeny v schéme minimalnej pomoci, ljaod
ktorej bola poskytnutd minimalna pomoc, uvedie &l U
(ciel) uvedeny v schéme.

9. Formy pomoci prikladmo uvadza 8§ 5 zakona
¢. 231/1999 Z. z. o Statnej pomoci v zneni neskbrsic
predpisov (napriklad dotacia, prispevok, grant,adar
urokov alebo ¢asti Urokov z (veru poskytnutého
podnikatdovi, Uhrada ¢asti Uveru, navratna finana
vypomoc, prevzatie Statnej zaruky alebo bankovej
zaruky; poskytnutie liavy na dani alebo penale, pokute,
uroku alebo na inych sankciach, predaj nehiméteo
majetku Statu, obce alebo vysSieho Gzemného cealku z
cenu nizSiu ako je trhova cena, poskytovanie
poradenskych sluzieb bezplatne alebo &astaina
Uhradu, odklad platenia dane alebo povolenie zapikat
dane v splatkach).

10. Uvedie sa &ovné obdobie prijemcu poa

8§ 3 zakonaé. 431/2002 Z. z. odiovnictve v zneni
neskorSich predpisov. Uvadza sa len v pripade, ak
Ggtovnym obdobim prijemcu nie je kalendarny rok ale
hospodarsky rok.

11. Pod’a nariadenia Komisie (ES§. 1407/2013 o
pomoci de minimis sa minimalna pomoc povazuje za
poskytnutd v okamihu, kedy sa prijemcovi priznavpsa
narok prij@ pomoc podla uplatniténych vnutroStatnych
pravnych  predpisov  (napr. #le nadobudnutia
pravoplatnosti rozhodnutia poskytovide o poskytnuti
minimalnej pomoci, dé podpisania zmluvy, resp.
dohody).

12. Ak prijemca neprijal minimalnu pomoc jednorazpv
ale v jednotlivych platbach uvedi sa konkrétne migtu
asumy jednotlivych platieb, ktoré prijemca prijal
v konkrétnom kalendarnom Stvoku.

13. Ina doteraz prijatA minimalna pomoc — uvedie sa
pomoc poskytnuta prijemcovi len ¢&s prebiehajiceho
fiSkadlneho roku a predchadzajucich dvoch fiSkalnych
rokov, vratane pomoci poskytnutej pravnemu
predchodcovi prijemcu; ak je potrebné, pouzije sa
osobitna priloha.
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