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- AzHecca ApHONbOOBHA, KaK 6 Uenom 6bl
oueHusaeme nepcnekmuebl pazeumus ¢paH-
yalisuHza é Poccuu? Kakue ocHO8Hble meH-
deHuuu ebl moznu 6l ommemumeo?

—-Pa3BuTrepoccnmnckoroppaHyamsnHra
CTaBWUT HaLly CTPaHY B MEePBYIO AeCATKY MU-
poBbIX 1MAepoB. C2009 roaa pbiIHOK ppaH-
YyansuHra B PoccmMu BbIPOC MOYTM B NATb
pas, cerofHsyHacycnewHo paboTatoTCBbl-
e 55 000 PppaH4YaN3NHIOBbIX 06HEKTOB U
60/1ee 1 500 KOHUEenunn, 67% 13 KOTOPbIX
— oTeyecTBeHHbIe. B 15 ropoaax-MUnINoOH-
HMKaX W 170 FOPOAAX C HAace/leHneM, npe-
BbILLIAIOLLLMM 100 000 YesioBek, 6naroaaps
$paHyansmHry 6bino cospaHo 6onee 500
000 A0MOJHUTENIbHbIX paboynx MecT.

3anociefHve TpU roaa B permoHax 3Ha-
YnTesIbHO aKTMBMU3MpOBasach paspaboTka
HOBbIX ppaHLLIM3, NPUAAIOLNX [OMNOAHU-
Te/IbHbIV UMMYJ/bC Pa3BUTMIO PbIHKA GpaH-
Yar3uHra. 3HaumTenbHas 4acTb ppaHyam-
3MHIOBbLIXKOMNAHUNBO6NACTUMELNLINHDI,
ob6pasoBaHus, puTensa 1 obLLeCcTBEHHOO
NUTaHWS LeneHanpas/ieHHO CTPOUT CBOKO
CTpaTernio BbIXOAA B PervoHbl, OnMpasch
Ha Manble ropoaa.

MonporHosamaHaiMTMKOBPOCCMIACKOM
accoumauum ppaHyansmHra (PA®), B 651m-
XavennepcnekTuBepbiHOKGpaHYal3nH-
raB Poccun npoao/iXuT AEMOHCTPUPOBATh
YCTOMHYNBOMONOXUTENbHYIOANHAMMUKY. O6-
LLeNnT, CerofHsHano0BUHY COCTOSLLMN N3
$paH4aN3MHIOBbIX CETEN, YBENNYUT LOJI0
$paHyansmMHraHa10-15%.YBepeHHbIMpoCT
$paH4an3MHroBbIX NpeanpuUsATUIA NPOAoI-
XKUTCS B UHAYCTPUM KPacoThl, rae Bo3pac-
Tarowue 3anpockl notTpebutenen TpebyoTt
3¢ PeKTUBHONCTAHAAPTM3ALMMYCTYT.BO3-
pacTeT npeacTaBAEHHOCTb GpaHLIN3 B CO-
LMaIbHOMUTMPOU3BOACTBEHHOMCEKTOPAX.
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OPAHYAN3UHT -
BU3HEC C NOAAEP)XKOW

(( I( TO HEe PUCKYeT, TOT He MbeT LWaMMaHCcKoro» HaBepHoe, 3To

BbIpaXKEHME MO NPaBYy MOXHO OTHECTU K /II0ASIM, BbI6paBLUNM

cBOen goporom 6usHec. Ho cTomT nm cneno pnckoBaTb? U Kak 6bITb TEM,

KTO XO4eT Ha4aTb CBOe Ae)10, HO B AylLle COBCeEM He pI/ICKOBbIVI yesioBek?

[Na Takux 1 cywecteyeT ppaHYami3nHr — NnpekpacHas BO3MOXHOCTb

OTKPbITb CBOE Cco6CTBEHHOE Ae/10, HO C BbIBECKOM M3BECTHOM KOMMAaHUMN.

Mpv 3TOM Te6e NOMOryT U HANTK NOMeLLeHne, U Nof06paTh NepcoHan,

M cpenatb PEMOHT, M AaXKe TOBAp OTrpy3sT... M Takom cnocob 6usHeca

HabupaeT 060poThbl B Poccun. O6 3TOM B MHTEPBbLIO C Npe3naeHToM Poc-

cmmnckom accoumraumm dpaHyansvHra ArHeccom OCUnoBomw.

- B uem npeumyw,ecmeo ¢ppaHwusbl neped
opyaumu cmaHdapmamu eedeHus 6u3Heca, 6
uacmHocmu, neped omkpbimuem co6cmeeH-
H020 «HegpaHwu3Ho20» busHeca?

— Bo-nepBbIX, ppaHYan3nHT He TpebyeT
OT NpeAnpUHNUMATENS HAIMYNS ONbITa UK
cneumanbHoro obpasoBaHus. CywecTsyeT
uenbin psag, GppaHLWmn3, No KOTOPbIM, NOy-
Yyas KBaMPULMPOBAHHYIO NOAAEPXKKY CO
CTOpOHbI ppaHyansepa, co3paTth CBOE €710
MOXKET AaXKe HAYMHALWMI NpenpuHMMa-
Tenb. Bo-BTOpbIX, PpaHYaM3MHT UCMOb-
3yeT T0/1bKO 3¢pdeKTUBHbIE, MHOFOKPaTHO
NMpoBepeHHble CXeMbl BepeHus 6u3Heca,
YTO CYLECTBEHHO CHMXaeT PUHAHCOBbIe
puUCKKn. B-TpeTbux, HaumHas paboTy nog,
MMeHeM M3BecTHoro 6peHpa, GpaH4amsm
HeTpebyeTcsi3aTpaumBaTbpecypcbiHadop-
MUpPOBaHMeNynanos/ibHbIXNoTpebuTenen.
W, HakoHeL, pa3BuTHe BusHeca No Mogenm

¢ppaHyansmHra He TpebyeT 3HaYNTENbHbIX
WHBECTULMI — ceTb MacwTabupyeTtcs 3a
cyeT NpuBeYeHUs ppaHyamsu.

Mo cTatncTunke, uMeHHo dopmat PppaHx-
YamnsuHrasensetTcaHanboneebnaronpusaT-
HbIMANIIHaYanacamMocTosTe/IbHOrobum3He-
€a v CTUMYANpYeT pa3BuTUE NPeanpuUsTUn
B cepe TOproeau, obLeCTBEHHOrO NUTa-
HUSI, MeANLMHCKMX N 0Bpa3oBaTenbHbIXYC-
JIyr, NOMOraeT pelunTb NpobieMy 3aHATOC-
TV 1 NOBbLICUTb 671aroCOCTOSHME LUMPOKUX
cnoeB HaceneHus. ®paHyan3mMHroras Mo-
AeNbAaeTaKTUBHBI NPUPOCTYUCIA MaNbIX
npeanpuaTUN, KOTOPblIEOTINYAIOTCA 60/b-
wemn cTabuibHOCTbIO N JO0/TOBEYHOCTbIO,
YyeMm KOMMNaHWUK, co3JaBaeMble «CHya», 6e3
NoJA,Aep>XKNCOCTOPOHbICUIbHbLIXPA3BUTbIX
KoMnaHun-ppaHyamsepos. B Poccuun B Te-
YeHwue NepBbIX TPEX 1IET NpeKpaLlaloT CBOO
[esTeNbHOCTb 90% npeAnpuHMMaTenen,




paboTalowmx CaMOCTONATENbHO, U TOJIbKO
15%, paboTtatowmx no ppaHinse.

- Kakue HanpaeneHus 6usHeca (numaxue,
NpoMbIlWAEHHOCMb, 4Mo-mo euwie) Haubonee
nonyasipHbl y ¢ppanuatisu? C 4em 3mo ces3aHo?

- B nocnepHue rogbl dpaH4ansun pe-
MOHCTPUPYIOT  BbICOKYID  3auHTepeco-
BAHHOCTb B CEerMeHTax MeAULUHCKOMN
ANarHoctukn («MHBUTpO», «emoTecT»,
«Xenukc», «KAM») 1 putenna, B TOM YncC-
NlenpoAyKToBOro. TpaaMUMOHHO BbICOKOM
NonyisSpHOCTbIO MONb3YIOTCS GpaHLLM3bI
oblecTBeHHOronuTaHms. Msgecb Hapsay
C yCnewHbIMy JlereHgapHbiMn 6peHaamm
«lokonagHuuan, «<MnbMatmon, «Cabseinn,
«JoMuHoc Muuua», «backuH Po66UHC»,
«AH[epcoH» MOLLHO pasBuBatoTca «[oao
Muuua», Black Star Burger n ap. AuHa-
MMWUYHO pacTeT CerMeHT AeTCKuX ppaHLims,
HanpasieHHbIX Ha BoCnMTaHue, obpaso-
BaHWe n 3a60Ty 0 3p0poBbe pebeHka. Ha-
npumep, CeTb LLeHTPOB PaHHero pa3BuTus
neten «b3bu Knyb» nnm cetb pyT60/IbHBIX
KNy60B AN1S AOLWKOJIbHUKOB «4eMNNOHU-
Ka». TakXe Ha pbiHKe nonyaspHbl GpaH-
WKn3bl BUINHIBaNbHbLIX AETCKUX CaA0B,
npoeoAsmnx oby4yeHne OJHOBPEMEHHO
Ha ABYX A13bIKaX: PYCCKOM WM aHTIMNCKOM.
CeTb Sun School ucnonb3yeTr MeTOAUKY
edutainment — o6y4eHue 3bIKy BO BpeMS
Urp, Luenb KOTOPOW — He TOJIbKO Hay4uTb
Masbiwa cBO60AHO roBOpUTbL Ha MHOCT-
paHHOM fi3blKe, HO 1 Pa3BUTb B HEM UHTe-
pec K camoMy o6y4eHuto. C TOHKN 3peHns
WHBECTULNIN, Han60LLNMCMPOCOMMOb-
3yl0TCA PpaHLWnU3bl C MOPOrom BxoAa oT
1 MUANOHa pybnien. 1118 MHOTUX POCCUSTH
$ppaHyar3nHr sBNSETCS NepPBbIM OMNbITOM
npeAanpuHMMaTenbCTBa. H4acto TO/MYKOM

3A MOCEQHUE TPU FTOJA
B PETVIOHAX 3HAYUTESNTBHO
AKTVIBI3POBANACH
PA3PABOTKA HOBbIX
OPAHLLNS, MPUOALLINX
LOMNONHUTENbHbINA
MMNYIbC PA3BUTUIO
PHIHKA OPAHYAVSUHIA.
3HAYUTENBHAS YACTb
OPAHYA3NHI OBbIX
KOMMAHWIA B OBJTACTY
MEONLIHBI, OBPA30BAHNS,
PUTENA U
OBLLECTBEHHOM O MUTAHNS
LIENEHAMNPABJIEHHO CTPOUT
CBO CTPATETMHO BbIXOZA
B PETVIOHbI, OMUPASCH
HA MAJbIE TOPOA

OOPUNLUMNATBHO 3

K peLleHunio o nokynke GppaHLLIM3bl CTAHO-
BATCS NoTeps paboTbl UM pe3Kkoe CHUXe-
HWe A,0XOA0B OT OCHOBHOW [lesiTe/IbHOCTU.
loan nepexofsT B peXnM CaMO3aHATOC-
W, npuobpeTaloT ¢ppaHLWN3y 1 Npu Noa-
AepxxkedpaHyarizepagobuBaroTCA3HAYN-
TesbHbIXycnexos. CaenaBnepsbiewariBo
$ppaHyam3mnHre, 85% npegnpuHumarenen
NMpoAoMKalOT akTUBHO pas3BMBaThb CBOE
aeno. Takum 06pasom, ppaH4am3mHr cno-
cobcTByeT GOpMMPOBAHUIO CTAbUIbHOIO
KnacTepaAencTBYOWMX MASbIX Y CPeAHUX
npeanpuHumMmartenen B Poccum.

- Ecmb Au HanpaeneHus 6u3Heca, komo-
pble noka, Ha eaw 632n5109, cAabo ompaxkeHbl
80 ¢paHuaiizuHze, Ho umMetom 6ce WAHCbI dNs
passumus?

— B KayecTBe NepcneKTUBHbIX HaMNpaB-
JIEHUA MOXHO BbIAENNTL arpodpaHyan-
3UHT, NPOM3BOACTBEHHbIV U COLMANbHbIN
$paHyam3mHr. ArpodppaHyamsuHr noka
aKTUBHO MPOABMIraeTcs TOJIbKO B [BYX
pervoHax Poccum — TepMckoMm Kpae u
TiomeHckor obnactu, rae ppaHyamsep
npepoctaBnset depMepam TeXHONOTMIO,
npoBoAnNT 0byyeHue 1 6epeT Ha cebs cobIT
roToBOM nNpoaykumu. ECTb ycnewHble
$paHwWmsbl B NPpOU3BOACTBE U COLMASIb-
HoW cdepe. Hanpumep, npeanpusTve no
yTUAM3aLMM 1 nepepaboTke Mycopa «DKo-
Mwp», 32 NATb MecsALEeB co3aaBLUee NPoun3-
BOACTBeHHble 6a3bl B 11 ropogax Poccuu,
WAW LEHTP COLMANbHOro 06CaY>XMBaAHUS
«BiM3Kkue noamn», 323 roaa OTKPbLIBLUWIA 20
dnnmanos. Ha TekyLMA MOMEHT CyLLLecT-
ByeT chOPMUPOBaHHbIM CAPOC Ha YCAYTH,
npefocTaBnsieMble 3STUMU OTPaCIsMU, UX
pasBuTHe nmeeT peaepanbHoe 3HAYEHUE,
a3HaYmMT, NPUNHULMATUBENpPEANPUHUMA-

SIS IS IS I IS SISl I SIS A I IS s IS A IS IS I I IS IS I IS
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I_CDPAHWAMSVIHFOBAQ MOOENb JAET AKTMBHGIV
MPYPOCT YWCIIA MABIX MPELNPUATIAN,
KOTOPBIE OT/IMHAKOTCH BOSLUEN
CTABTBHOCTBIO 1 LOJT OBEHHOCTBIO, HEM
KOMIAHN, CO3OABAEMBIE «C HYT1A», BES
NOLAERPKKI CO CTOPOHBI CTBHBIX PASBMTBIX
KOMMAHN-DPAHHYANSEPOB. B POCCIV B
TEHEHWE MNMEPBBIX TPEXTIET MNPEKPALLAKOT CBOKO
OEATENBHOCTE 90% MPELMPUHUMATENEW,
PABOTAIOLLX CAMOCTOATE/ 1BHO, 1 TOJTBKO

15%, PABOTAIOLLIX 1O GPAHLLIMSE

Tenen n COOTBETCTBYIOLLEN NOAAEPXKKE CO
CTOPOHbITOCYAAPCTBA, PpaHyYam3UHI UMe-
eT WNPOoKMe BO3MOXHOCTU A1 OCBOEHUS
3TUX HOBbIX HanpaeB/ieHU .

- Kakue 3ada4u cmosim neped Pocculickoti
accoyuauuell ppanyatiizuHza?

—OpHoM M3 NepBoCTeNeHHbIx3aaad PAD
cunTaeT ¢GOpMUpPOBaHME Ka4YeCTBEHHOW
MHOPACTPYKTYPbI AJ18 pa3BUTUA ppaH4aii-
3MHra, nonynsapusaumio $paHyamsmnHra,
pa3paboTKy 1 BHeApPeHUE Mep NOAAEPKKN
CO CTOpOHbI FocyfapcTea GppaHYam3mHIo-
BOrO Hanpae/ieHua, CyLLeCTBYOLWMX PppaH-
LIM3HbIX NPeaAnpUaTURN, CTPYKTYPY MOAro-
TOBKW KaapoB Ana ppaHyansmHra. laHHas

RUSSIAN BUSINESS GUIDE {MAPT 2019}
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MHbpacTpykTypa 6yAeT CTMMy/IMpoBaTh
Mcrnonb3oBaHme ¢paHyan3nHra B Aenc-
TBYIOLLMX CETEBbIX KOMMAHUSX, paclUMpuUT
CneKTp NpeasioXeHUn cneumanbHbIX Npo-
[YKTOB, B TOM YMC/e NIbFOTHbIX CXeM Kpe-
ANTOBaHUS, MOBbLICUT KA4YeCTBO KOHCY/IbTa-
LIMOHHBIX yCIYT B 06/1acTV ppaHyansmHra,
6ypeT cnocob6cTBOBaTbL NPOABUXEHMIO Ha-
LMOHaNbHbIX GpaHWwmM3 Ha rnobasbHOM
pbIHKe.

Mbl MIOTHO COTPyAHWYaEM CO MHO-
rMMW TrOCYyAapCTBEHHbIMU CTPYKTypa-
MW 1 06LLEeCTBEHHbIMU OpraHmnsaunsamm
—CoseTtom ®epepauynm PO, MUHIKOHOM-
pasBuTus, MWHUCTEPCTBOM MPOMBbILU-
JIeHHOCTU u Toprosau, Kopnopauuen

Masioro n cpeaHero npegnpuHuUMaTenb-
cTBa, TOProBo-NpoMbIlLIEHHOM NafaTomn
P®, MockoBckown TOpProBo-npoMbiLIIeH-
HOM NasaTomn, NpaBUTeNbCTBOM MOCKBbI
n ap. Bxoamm B paboune n skcnepTHble
rpynnbl, paspabaTbiBaeM COBMeCTHble
nporpamMmmbl Mo o6y4yeHUto, opraHusyem
pernoHasnbHble KOHdEpPEeHLMN U BbICTaB-
KW, rae npeanpuHUMaTenmn 3HakomaTcs
cpa3Hoo6pa3sHbiMMppaH4YaN3UHTOBLIMU
KOHLenumMamu,anpeacTaBuTeNnMn3BecT-
HbIX B Hallen cTpaHe ¢paHYaN3NHIOBbIX
ceTeun AensaTca cekpeTamum ycnexa.

B 2018 roay, Bnepsble B uctopmnun Poc-
cun, PAD BbiCTynuna opraHuM3aTtopom
BcemupHorodopymMmanoppaHyamsmHrym
BblcTaBkM Moscow Franchise Expo 2018,
roe cobpanucb 6onee 30 pykoBoauTenemn
HaLUMOHaNbHbIXPpaHYaAN3NHTOBbLIXACCO-
umaunn. BnepeoieHannowaakepopyma,
nposoaumoro B Poccun, Npu3HaHHbIE
MWpOBbIe 3KCnepTbl Bobiactun ppaHyam-
3nHramns ®paHuuu, Utannm, CuHranypa,
AscTtpanuu, CLLUAMMHOrMXapyruxcrpa
AeNNNNCHL ONbITOM C NpeanpuHuMaTens-
MW, 2 PyKOBOAUTE/IN POCCUMCKUX MUHUC-
TepcTB, rockopnopauvn n obLiecTBeH-
HbIX OpraHmM3auuni BbICTYNMUAN CO CBOUM
BUAEHUEMPpa3BuUTUs ppaHyamsnHra.dTm
MeponpuaTUS Bbi3BasM 60/bLION UHTe-
pec y 6usHec-coobuiecTBa, cnocobcTBO-
Ba/1M MOSIBJIEHUNIO HOBbIX OTEYEeCTBEHHbIX
6peHAOB ¥ MOATBEPAMAN MOTeHuunan
pPOCCUMMCKOro pbiHka ¢paHyam3mHra Ha
MeX/AyHapoAHOM ypoBHe. /18 Hanaxm-
BaHWs peryisipHoro obmMeHa nepenoBbiM
ONbITOM MeXAY POCCUNCKMMUN Npeanpu-
HMUMaTensaMMKn3apybexxHbIMnInaepamm
OTpac/iM B Mae 3TOro roga Mbl OpraHusy-
em MexpayHapoaHbin dopymM no ppaH-
YansuHry un BbictaBky Moscow Franchise
Expo 2019. MeponpuaTtmnsa nposoaaTca B
TeCcHOM napTHepcTBe ¢ MOCKOBCKMM 3K-
CMOPTHbLIM LLeHTPOM 1 POCCUMCKUM IKC-
NMOPTHbIM LLeHTpoM. OfHa U3 3aay 3Tux
rocyfapCcTBEHHbIX CTPYKTYp — MOUCK U1
npuBJieYEeHNENHBECTOPOB A1 9KCMNOHEH-
TOBBbLICTABKU. MMOONbLITYNPOLINOroroaa,
6naropapsinxsddexktTnBHor paboTe, pag,
Hawmx GppaHYan3epoB NOAMNCAIN KOHT-
pakTbl C NpeacTaBuTeNs MU BINKHEBOC-
TOYHDbIX PEFMOHOB U CO CTPaHaMu 6anx-
Hero 3apybexbs. YBepeHa, 4TO B 3TOM
rofy no utoram ¢opyma v BbICTaBku by-
AYT BOCTUTHYTbI ovepefHbie napTHepc-
KMeaoroBOpeHHOCTH, NO3BONSIOLWMEeKaK
pacwupuTbAencTByOWME, TaKMCO3aaThb
HOBble ppaHYal3MHroBbleceTuHaTeppu-
Topumn Poccumm Apyrmux ctpax, yto byger
cnocobcTBOBaTb akTMBHOMY Pa3BUTUIO
ManoroucpepHeronpeanpuHuMaTesnbC-
TBa BHYTPM CTPaHbl U YKPEnJIEHNIO aBTO-
puTeTa poccuirickoro GppaHyamsnHra Ha
MeXAyHapoAHOW apeHe.

Mapus Cysoposckas
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FRANCHISING - A BUSINESS WITH SUPPORT

(i N othing ventured, nothing
gained!” Probably,

this expression can rightly be
attributed to people who have
chosen business as their way. But
is it worth blindly risking? And
what about those who want to
start their own business, but in
their hearts they are not at all a
risky person? For these, there is
franchising — a great opportunity
to start your own business, but
with the brand of a well-known
company. At the same time they
will help you to find a location, and
to pick up personnel, and make
repairs, and even ship the goods...
And this way of business is gaining
momentum in Russia. Read about
this in this interview with the
President of the Russian Franchise
Association Agnessa Osipova.

- Mrs Osipova, what are the general develop-
ment prospects for franchising in Russia in your
opinion? What main trends can you distinguish?

-The development of Russian franchis-
ing puts our country in the top ten world
leaders. Since 2009, the franchise market

in Russia has grown almost fivefold, to-
day we have over 55,000 franchised objects
and more than 1,500 concepts operating
successfully, 67% of which are domestic.
In 15 cities with a population over 1 mil-
lion people and 170 cities with a popula-
tion exceeding 100,000 people, thanks to
franchising, more than 500,000 addition-
al jobs were created.

Over the past three years, the develop-
ment of new franchises has significantly
intensified in the regions, giving an addi-
tional impetus to the development of the
franchising market. A significant part
of franchising companies in the field of
medicine, education, retail and public ca-
tering purposefully builds their strategy
for entering the regions relying on small
cities.

According to analysts of the Russian
Franchise Association (RAF), in the near
future the franchising market in Russia
will continue to demonstrate a steady-
positive trend. The foodservice industry,
today consisting of half of franchise net-
works, will increase the share of franchis-
ing by 10-15%. Strong growth of franchised
businesses will continue in the beauty
industry, where increasing consumer de-
mands require effective standardization
of services. The presence of franchises in
the social and industrial sectors will in-
crease.

- What is the advantage of a franchise over
other business standards, in particular, over open-
ing your own “non-franchise” business?

- Firstly, franchising does not require
experience or special education from an
entrepreneur. There are a number of fran-
chises, according to which, even a start-
up entrepreneur can create their own busi-
ness by getting qualified support from the
franchisor. Secondly, franchising uses

only effective, repeatedly tested business
schemes, which significantly reduces fi-
nancial risks. Thirdly, starting work un-
der the name of a well-known brand, the
franchisee is not required to use resources
on forming a pool of loyal consumers.
And, finally, business development in the
franchise model does not require signifi-
cant investments - the network is scaled
up by attracting franchisees.

According to statistics, it is the fran-
chise format that is the most favorable
for starting an independent business and
stimulates the development of enterpris-
es in the sphere of trade, public catering,
medical and educational services, helps
to solve the problem of employment and
improve the welfare of the general popu-
lation. The franchise model provides an
active growth in the number of small en-
terprises that are more stable and durable
than companies created from scratch,
without the support of a developed fran-

OVER THE PAST THREE
YEARS, THE DEVELOPMENT
OF NEW FRANCHISES HAS

SIGNIFICANTLY INTENSIFIED
IN THE REGIONS, GIVING
AN ADDITIONAL IMPETUS

T0 THE DEVELOPMENT

OF THE FRANCHISING

MARKET. A SIGNIFICANT

PART OF FRANCHISING
COMPANIES IN THE FIELD
OF MEDICINE, EDUCATION,

RETAIL AND PUBLIC CATERING
PURPOSEFULLY BUILDS THEIR
STRATEGY FOR ENTERING THE
REGIONS RELYING ON SMALL
CITIES
® 6 o
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THE FRANCHISE MODEL PROVIDES AN ACTIVE
GROWTH IN THE NUMBER OF SMALL ENTERPRISES
THAT ARE MORE STABLE AND DURABLE THAN
COMPANIES CREATED FROM SCRATCH, WITHOUT
THE SUPPORT OF A DEVELOPED FRANCHISOR.

IN RUSSIA, 90% OF ENTREPRENEURS WHO WORK
INDEPENDENTLY AND ONLY 15% OF FRANCHISEES
CEASE TO OPERATE DURING THE FIRST THREE YEARS

chisor. In Russia, 9o% of entrepreneurs
who work independently and only 15% of
franchisees cease to operate during the
first three years.

- Which areas of business (food, industry,
something else) are the most popular with fran-
chisees? What is the reason?

- In recent years, franchisees have
demonstrated high interest in the medi-
cal diagnostics segments (Invitro, Gemot-
est, Helix, AMD) and retail, including
grocery. Franchises of public catering are
traditionally popular. And here, along
with the successful legendary brands
Shokoladnitsa, Il Patio, Subway, Dom-
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ino’s Pizza, Baskin Robbins, Anderson,
such brands as Dodo Pizza, Black Star
Burger and others develop dynamically.
The segment of children’s franchises
aimed at raising, educating and caring
for the health of children is growing. For
example, these are the network of early
childhood development centers Baby
Club or the network of football clubs for
preschoolers Championika. Also, the
franchises of bilingual kindergartens
that conduct training simultaneously in
two languages: Russian and English are
popular on the market. The Sun School
network uses the edutainment technique
- learning a language during games, the

e

I
N
Y

goal of which is not only to teach a child
to speak a foreign language fluently, but
also to develop an interest in it in learning
itself. From the point of view of invest-
ments, franchises with the entry thresh-
old of 1 million rubles are in the greatest
demand. For many Russians, franchising
is the first entrepreneurship experience.
Often, a job loss or sharp declines in op-
erating income are the impetus for the
decision to purchase a franchise. People
shift to self-employment mode, acquire
a franchise and, with the support of the
franchisor, achieve significant success.
Having taken the first steps in franchis-
ing, 85% of entrepreneurs continue to
actively develop their businesses. Thus,
franchising contributes to the formation
of a stable cluster of operating small and
medium-sized entrepreneurs in Russia.

- Are there any areas of business which, in your
opinion, are still poorly presented in franchising,
but have all the chances for development?

- Among the promising areas are agro-
franchising, production and social fran-
chising. Agrofranchising is being actively
promoted only in two regions of Russia
- the Perm and Tyumen regions, where
the franchisor provides technology to
farmers, conducts training and takes on
the sale of finished products. There are
successful franchises in production and
social sphere. For example, the EcoMir
waste disposal and recycling enterprise,
which for five months created production



bases in 11 cities of Russia, or the Blizkiye
Lyudi social service center, which opened
20 branches in 3 years. Currently, there is
a formed demand for services provided by
these industries, their development is of
federal importance, which means that,
with the initiative of entrepreneurs and
appropriate support from the state, fran-
chising has ample opportunities to devel-
op these new areas.

- What are the challenges facing the Russian
Franchise Association?

- The RAF considers the formation of
a quality infrastructure for franchising
development, popularization of franchis-
ing, development and implementation of
measures of support from the state of the
franchising business, existing franchise
enterprises, and the structure of person-
nel training for franchising as some of
its primary tasks. This infrastructure
will stimulate the use of franchising in
existing network companies, expand the
range of offers of special products, includ-
ing preferential credit schemes, will im-
prove the quality of consulting services in
the field of franchising, and will promote
national franchises in the global market.

We closely cooperate with many state
bodies and public organizations - the Fed-
eration Council of the Russian Federation,

C
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the Ministry of Economic Development,
the Ministry of Industry and Trade, the
Small and Medium-Sized Business Cor-
poration, the Chamber of Commerce and
Industry of the Russian Federation, the
Moscow Chamber of Commerce and In-
dustry, the Government of Moscow and
others. We are members of working and
expert groups, develop joint training
programs, organize regional conferences
and exhibitions, where businessmen get
acquainted with various franchise con-
cepts, and representatives of well-known
franchise networks in our country share
the secrets of their success.

In 2018, for the first time in the history
of Russia, the RAF organized the World
Franchising Forum and the Moscow Fran-
chise Expo 2018 exhibition, which brought
together more than 30 leaders of national
franchise associations. For the first time,
recognized international franchising ex-
perts from France, Italy, Singapore, Aus-
tralia, the USA and many other countries
shared their experiences with entrepre-
neurs at the forum site held in Russia,
and the heads of Russian ministries, state
corporations and public organizations pre-
sented their vision of franchising develop-
ment. These events aroused great interest
among the business community, contrib-
uted to the emergence of new domestic

E. E oH
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brands and confirmed the potential of the
Russian franchising market at the interna-
tional level. To establish a regular exchange
of best practices between Russian entre-
preneurs and foreign industry leaders, in
May of this year we will organize the World
Franchising Forum and the Moscow Fran-
chise Expo 2019 exhibition. Events are held
in close partnership with the Moscow Ex-
port Center and the Russian Export Center.
One of the tasks of these government agen-
cies is to search and attract investors for ex-
hibitors. According to the experience of the
past year, thanks to their efficient work, a
number of our franchisors have signed con-
tracts with representatives of the Middle
Eastern regions and the near abroad. I'm
sure that this year, following the results of
the forum and the exhibition, new partner-
ship agreements will be reached, allowing
both expanding the existing and creat-
ing new franchise networks in Russia and
other countries, which will contribute to
the active development of SMEs inside the
country and will strengthen the authority
of the Russian franchising in the interna-
tional arena.

Maria Suvorovskaya
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asBaHue «agamac» Npomn3oLLIO OT APEBHErpeYeckoro dsauag, Yto
03HaYas10 «kHECOKPYLUMMbIV»; B APEBHOCTU TaK HA3bIBA/IN a/IMa3.

AIAMAC - camplll y3Haeaembili
togenupHbili 6peHd 8 Poccuu, umerouiuti
6onee 200 c06CMBEHHbIX MAz2a3uHO8 6

77 20p00ax U npou3sodcmeeHHyto 6asy
nocneoHe20 NOKoAEHusl, 06ecnevU8aroLyo
NOAHBIL UUKA U320MOBAEHUS! 08eAUPHbIX
yKpaweHul ecex accopmumeHmHbIX 2pynn.
Mpodykuyus KomnaHuu 3Kkcnopmupyemcsi
bonee yem 8 20 cmMpaH, MonbKo 6 Poccuu
Hacyumbiéaemcs 60nee 50 MUAALUOHO8
o6nadamenell ykpaweHnut ADAMAC.

W Ka>xdoe u3 HUX npuHecno cmoAbKo
padocmu u nokynameato, u momy, Kmo
noAy4uA ezo 8 nodapok! A cKoAbKo euié
npuHecém — 8edb 8eAUpHble YKpaweHus
yacmo nepedaromcs U3 NOKoneHusl 8
noKoneHue, UX MOXHO, NoXanyt, Kak u
aAMasbl, Ha3eamp «0py3bIMU 8e4YHOCMU.
O npownom, Hacmosiwem u baecmsuiem
bydyuiem to8eaupHoz20 xonduHza AJAMAC
U 0 mom, Kak Mo>KHo npuobpecmu

€20 ¢ppaHwu3sy, mbl nobecedosanu ¢
pykosodumenem omdena ppanuaiizuHza
denapmameHma paseumust XxonouHza
AJAMAC Anekcandpom NempyHUHbIM.

- AnekcaHop Hukonaesu4, 3a yemeéepmb
éeka pabombl KomnaHusi yodocmaueandacb
MHO2UX NpPecmu>kKHbIX OmeYecmeeHHbIX U
MeXXO0yHapodHbIX Hazpad u 3eaHull. Kakue bl
c4umaeme cambiMu UeHHbIMU?

— lMpu3HaHWe nobbiX HalWKUX ycrnexos
Mbl O4eHb LileHUM! IOCTUXEHUS KOMMNAHUN,
y4acTue BXuU3HM obLwecTsa, Mpo3payHoCcTb
BefeHus busHeca u apyrve acnekTbl Ae-
ATeNbHOCTU 6bIIN HEOAHOKPATHO OTMeYe-
Hbl MPEeCTUXHbIMU NPOPecCcUoHaNbHbIMK
Harpagamu: «ToBap roga», «Mapka Ne 1»,
«bpeHp, ropan/EFFIE, Retail Grand Prix,
Loyalty awards Russia 2015, CX AWARDS n
MHOMMMW APYrUMH.

KoHeyHo, K 0AHOMY 13 Hanbonee LeH-
HbIX, MOXanayn, MOXHO OTHECTU TO, YTO B
2014 rogy komnaHna AAJAMAC ctana napT-
HepoM 1 opULManbHbLIM NOCTABLLNKOM Me-
fanen XXII 3uMHMUX OnnMMnunckmx urp m XI
3UMHMX MapanuMnuucknx urp B Couun.

- Kakoeo pasHoobpasue npednazaembix
AOAMAC rosenupHbix u3deauii? Hackonb-
KO onepamueHo eawu dusaiiHepbl cAedyom
MeHOeHUUsIM MUP06020 H08eNUPHO20 UCKYC-
cmea?

—OrpoMHbIiaccopTUMeHT M3 boneevem
10 ThICAY yKpaLleHU AOCTYyNeH AJ1s 3aKka-
3a B 1t060M MarasmHe ceTu Uan yepes UH-
TepHeT. MpMYEM MarasuH siBiseTcs Takxe
M TOYKOM BblAAay4M 3aKa3aHHbIX Yepes Hall
CaNT yKpaLueHUN.

MarasuvHbl AJAMAC - MynbTU6peH-
[oBble, HO BCe lOBe/IMpPHble yKpalleHUs
npounssoasATcsa B Poccmn. YkpalleHus cobe-
TBEHHOI0 NMPOM3BOACTBA M MPUBNEYEHHbIX
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npov3BoauTenen Aenatcs B Mpornopuum
50/50, TaKXXe X04y OTMEeTUTb, YTO accop-
TUMEHT yKpalleHUin co6CTBEHHOro Npous-
BOACTBA, 32 UCK/IIOYEHMEM Liernen, MOXHO
npnobpecTnToNbKOB PUPMEHHbIXMArasu-
Hax ceTu.

YT06bI 6bITH MHTEPECHBIMM A5 Halle-
ro nokynartens, octaBaTbCs naepamu
pblHKA M MNpPeBOCXOAUTb KOHKYPEHTOB,
cerogHs HeobxoAMMO He NpocTo che-
[oBaTb MOJAHbIM TpeHAaM W TeHAeH-
unam. CerogHs HYXHO 3TV TeHAEeHUUU
npeasnaeTb 3apaHee W MJjaaHMpoBaTb
CBOW AencTBMA paneko Bnepep. Ausan-
Hepbl AJAMAC Tak u pa6ortatoT. OHu
nocewaloT BCe oTpac/ieBble U G3LWH-
MeponpuaTua, cnepdaT 3a MnporHosamu
TPeHAO0BbIX areHTCTB 1 3apaHee OTMNpas-
NA10T B paspaboTky MaTepuasnbl byayLmnx

Cce30HOB. Hanpumep, ceryac Haw otaen
Au3anHa paboTaeT Hag KOMNEKUUSMU
2020 rofa «BecHa/neTon N «0CeHb/3nMan.
K MOMeHTy, Koraa B Npou3BOACTBO HAA0
6yaeT3anyCcTUTbHOBUHKM C/leAyoLmnxce-
30HOB, Y Hac 6yaeT yXe HeCKONbKO pa3pa-
60TaHHbIX HAMpPaB/IEHUI, U3 KOTOPbIX Mbl
6ynemBbibupaTbHanbonee KOMMepYeckn
ycnewHble. Beab He BCe TpeHAbl, aHOHCU-
pOBaHHble HA MOAHbIX MOAMYMaX, CTAHO-
BATCS AENCTBUTE/IbHO BOCTPebOBaHHbI-
MU. N BOT 31eCb HA0 CO61104aTb TOHKYHO
rpaHbMeXAYy «MOLHbIM» U«NOMY/ISIPHbIMY.
DTO o4YeHb HenpocTas 3ajava, c KoTopomn
MOW KOJIJIErU YCMELHO CrpaBastoTcs.

- CKONbKO MA2a3uHO8 Ha daHHbIl MOMeHm
pa6omatom no ¢paHwuse ADAMAC u 6 Ka-
Kux zopodax u cmpaHax? Kak passuseaemcs
eaw ¢panyatizuHz 3a 2paHuyedi?

- B 2018 rogy Mbl He 3aHUMaNNCb aKTUB-
HbIM MpoABUXeHNeM GpaHLIN3bl, TeM He
MeHee, OTKpbl/iv 6osiee AecsiTM MarasmHoB,
aTaKxkenoanucanucorialweHnss oHamepe-
HUAX cnapTHepamu u3 ctpaH EASC, Bxoasa-
LMMK B TAMOXEHHbIN COHO3.

Mbl noka TecTupyem mogens ppaHyan-
3KHra 3a npegenamu PO, nosTomy eLLé He
roTOBbI e/IUTbCS AaHHbIMW. HO NpoeKT on-
paBAbIBaeT HALIW OXUAAHWS, U Mbl NJ1AHK-
pyeM ero aanbHerliee pasBuTue.

- MaaHupyemcs au danvHeliwee pacwupe-
Hue cemu éHympu cmpaHbl u 3a py6exom?

- Da, nepeg ADAMAC cToaT aMmbuumos-
Hble NJ1aHbl, 060CHOBaHHbIE TEKYLLMMM pe-
3yNbTaTaMm.



Hanbonee npuopuTeTHLIMU ANS Pa3BU-
TNA SABASAKOTCA pernoHbl Poccuu, rae oup-
MEHHble MarasuHbl CeTU UMetoT Hebosb-
Wy NpeacTaBfeHHOCTb: LleHTpanbHasa u
BocTto4yHas Cnbupsb, LanbHEeBOCTOYHBIN U
CeBepokaBKa3ckui pepepanbHbie OKpyra.
MopenbHawero6usHecanoaxoauT AN ro-
pPOAOB C HAacesieHneM OT 150 00O YesloBeK,
TaKXe Yy HacC eCcTb NPOeKTbl, KOTOPble NoKa-
3bIBAOT OT/INYHbIE GUHAHCOBbIE pe3y/ibTa-
Thbl B FOPOAAX U C MEHbLUEN YNCEHHOCTbIO
HaceneHus. Kak npaBuno, 370 KypopTHble
ropopannb6oHeb6obLINEYAANEHHbIE TOPO-
43, UMetoLLme 3aKpbITYIO UHPPACTPYKTYPY.
lMpusToMHawwenpeasoXXeHNeoTKpbITOAS
BCEX PervoHOB CTPaHbl, B TOM yucie ans
Mocksbl 1 CaHKT-eTepbypra.

EcnMroBopuTbnpo3apybexHbie pbIHKK,
Mbl HAXOAWUMCS TOJIbKO BHa4asne nyTu, une-
penHaMWn CTOUT MHOIO MHTepeCHbIX 3a43au,
pe3y/iibTaTaMu peLleHnin KOTOPbIX Mbl 0651~
3aTe/IbHO NnoAesInMcs.

- Mouemy KAueHmbl ébibuparom npooyk-
yuro AAJAMAC? Hackonbko eawum ¢paH-
ualisu eépi200HO 8bIX00UMb K HUM nod 3mum
6peHoom?

— KnueHtbl BbibpaoT AJAMAC 3a Ka-
4ecTBO, OT/INYHbLIA YPOBEHb 06CNYXMBa-
HUS, LUWPOKWNI BbI6OP yKPaLIEHWUI Y KOHKY-
PEeHTHbIE LieHbl.

Ham ecTb 4TO NpeasoXuTb U HalUM
¢ppaHyansm-napTHepamM: cambii y3HaBae-
MbIi lOBE/IMPHbIA 6peHA, oTpaboTaHHble
TEXHONOrMW, NPOBEPEHHble BPeMEHEM: B
2018 roly Mbl OTMETU/IN 25-7IeTUe KoMna-
HUW. N BAONOTHEHNEKITOMY —MaKCUMab-
Has 3awuTa GpaH4ansm oT GU3HeC-puCKOB:
rapaHTUPOBaHHbIA 06paTHbIV BbIKYM TOBA-
paBcny4yae, eciv 4eno no Kakom-To npuyu-
HeHenoLw10, XOTs TaKUX MpeLiefeHToB eLLé
He 6b1J10. A CTOMMOCTb TOBapa — 370 0K0J10
70% OT NepBOHAYa/IbHbIX UHBECTULMA.

Kak roBopsit MHOrme akcrnepTbl BO ppaH-
YansumHre, OA4HUM M3 BaXKHbIX KpUTEpUeB
OLEeHKWN PpaHLLM3bl SIBNSIOTCS MOBTOPHbIE
OTKPbITUSIHOBbIXO6bEKTOBLENCTBYIOLLMMMN
$ppaHyansm. Mory c ropaocTbio COO6LWNUTD,
4YTO, HECMOTPS Ha CYLLECTBEHHbIN 06beM
WHBECTULMIN Hallero npoekTa, 6onee 50%
JencTeyoLmx ppaHyansm nognucanu ao-
rOBOPbl HA OTKPbITUE BTOPbIX 1 MOC/1EAYHO-
LLMX MarasmHoB Nog, Hawmm 6peHpom!

- Kakue npeumyuiecmea umerom eawiu
napmuépei, pabomas no ¢parwuze ALAMAC?
Kakue ycayau mozym y eac nonyyumsb? Kakue
HOoéble 803MOXHOCMU U nepcneKkmuebl 3mo
omkpbieaem?

—®paHyansn ABAMAC nony4aoT AocTyn
KYHMKaJIbBHONCUCTEMETOBAPOCHABXeHMN
LeHoobpasoBaHus, KoTopasiobecneymBaet
noctynsieHne Hanbonee Boctpeb60BaHHOroO
ToBapa rno IyyLnM LieHaM B KaXKAYH TOYKY
NpoAaax; Moryt ucnonbzosatb CRM-u ERP-
CUCTeMbl ynpas/ieHMs MarasuHoB 1 N1aHun-
pOBaHM1s onepaLuoHHbIX NoKasaTesnen.

Kpome TOro, oHuM mnosjy4yalrT rotoBsoe
lWTaTHOe pacrnucaHwe, cucteMy MOTUBA-

LUK nepcoHasna M BO3MOXHOCTb MPOWTU
ob6y4yeHne B y4e6HOM LieHTpe KOMMaHUM U
BKJ/1HOYEHbI B 06LLY10 MapKETUHIOBYIO CTPpa-
Termo6peHaa, KoTopas ceroaHs BkaoyaeT
MeAMa — W HapY>XHYI0 pek/lamy, 1oKanbHble
akuMM M pacnpojaxkv, NepcoHannsnpo-
BaHHbIN MapKeTUHT, aTakxeobLieceTeByto
nporpamMmy J1I0S/IbHOCTU.

Mbl rapaHTMpyeMm TaKXe 3KCNepTHYIO
nojAepxXky no BCeM BONMpocam, KOTopble
MOTYTBO3HMKHYTbNPUpaboTe po3HNYHOTO
MarasuHa: noaep>kaHue apeHAHbIX OTHO-
LeHWr, obyvyeHne 1 pa3BMTHE NepCcoHana,
B TOM YMCae KOHCYNbTaLMWN NO CJOXHbIM
W CMOPHbLIM BOMPOCaM; JIOKa/bHbIN Map-
KETUHT; «BbITOBblE» BOMPOCHI, CBSA3AHHbIE
C 3KCrJlyaTaumen mMarasvHa v noaaepxa-
HUeM MHPPaCTPyKTypbl. B 0bwwem, npak-
TUYeCKm Ntobbie BONPOChl, KOTOPbie MOTYT
BO3HWKHYTbNPY BEEHNM PO3HUYHOI 0 6U3-
Heca. W, KOHeYHO, MO/IHOe CONPOBOXAEHNE
W peryasipHbii KOHTPO/b OnepaLyOHHOMN
LeaTeNlbHOCTU MarasuHa.

MbinpeanaraeMKOMMAEKCHbLIMNPOAYKT
C MOZIHOW MHTerpauven ¢ppaH4yan3nHroBo-
ro MarasuHa B AeNCTBYIOLLYIO PO3HUYHYIO
ceTb. [lns KOHEYHOro NokynaTens BaXHO,
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MOKpbIBaeT HaLUM pacxoAbl HA NOAAEPXKKY
napTHepa Ha 3Tane OTKPbITUA: NOMOLLb B
noabope n oLeHKe NoOMeLLLeHUS, UHXeHep-
Hble U AM3alH-NPOeKTbl MarasnHa, o4yHoe
obyyeHnenepcoHanaBpermoHe oTKpbITUS.
Mbl He obs3biBaeM MapTHepoOB 3aKynaTtb
Y Hac, Kak y roJlIoBHOM KOMNaHWW, Kakoe
6blI TO HU 6bINO 060pPYAOBaHUE A1 HOBO-
ro mMarasvHa, Ho Bcerga npepocTtaB/isiem
KOHTaKTbl U KOMMepYecKme npeanoxeHuns
HalnXnoAapsaA4YNKOB. 3a4acTy0 3TO ropas-
[0 BbirogHee Ass GpaHyamsm, 4eM uckaTb
noApsaYMKa caMocTosTeNbHO, T.K. o601
Haw noApsiaYMK obs3aH npefocTaBUTb
$ppaH4an3m ycnoBms He XyxKe, HeM A1 KOp-
nopaTMBHOW CeTH.

- Kakue npo¢eccuoHanbHbie u Au4Hocm-
Hble HABbIKU HY)XHO umemb, Ymo6bl npeyc-
nemb 8 3mom 6u3Hece?

— B HawW NpoeKkT NapTHEp MOXEeT BONTU
KaK MHBECTOP, He CUJIbHO 3a60TACh O TOM,
4TO NMPOUCXOAMT B MarasvHe, BO BCAKOM
c/lyyae, He OTBAEKAACh HA Mesioyn. U npo-
eKT 6yaeT ycneleH. Ho ero akTUBHOe 1 3a-
WHTepecoBaHHOeYy4acTUe BXXU3HM Marasu-
Ha No3BO/SET NOY4YUTb CUHEPreTUYecKmi

YTO6bI BCE HALLUW MarasuHbl 6b1INabCconoT-
HO MAEHTUYHbI MO CEPBUCY, MAPKETUHTY,
nporpamMMam JI09/1bHOCTH, LieHaM.

- Kakoebl cezo0HswHUe mpe60oeaHus Kom-
naHuu K nokynameasim ¢paHwu3sbi?

— FOTOBHOCTb K YeCTHbIM, OTKPbITbIM
NapTHEPCKMM OTHOLUEHUSM — K/HOYeBble
KayecTBag/sycnelHorosegeHns busHeca
no GppaH4Yan3nHry.

- Bo ckonbKo o6olideémcs eauiemy Hogomy
napmuépy ¢paHwusa «c HyAs U N00 KAKOY»:
naywanbHblili 63HOC, posIAMU, NOKYNKa moea-
pa, npo4ue pacxodbi?

— O6LMe NHBECTULUW B MPOEKT — OKOJI0
8-10 MJIH py6nen, BKIOYas nayllasibHbli
B3HOC (250 ThiC. py6.), KOTOPbINA YaCTUYHO

3¢ deKT. B TaKoM cnyyae MarasuHbl ppax-
Yansm okasbiBaloTcs Aaxe 3dpdekTUBHee
CO6CTBEHHbIX MarasMHoB KoMnaHuum!

- Kakoea penmabenbHocmb nodo6HO20
6usHeca u ezo okynaemocmb? Yepe3 Kakoli
CPOK MO>KHO pacc4umbléamb HAa HUCMYy}o npu-
6biAb om l08enupHozo mazasuHa AJAMAC,
0mKpbimozo no ¢ppaHwiuse?

— PeHTabenbHOCTb Ha ypOBHe 20-25%,
OKynaemMocCTb OT 18 MecsLeB, Ha onepauu-
OHHYI0 NpubbINbL MarasuH, Kak NpaBuio,
BbIXOAUT Ha 2-3- Mecay, paboTbl. Joxon
COCTaB/SET OT 350 Thica4 py6nien B Mecau,
DTOUHTEpEeCHbIN N KpacuBbIn 6usHec! Mpu-
coefnHANTECD!

Modzomosuna EneHa AnekcaHoposa
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then choose the best!

he name ADAMAS is derived from the ancient Greek adapag, which

means “indestructible”; it is the ancient name of the diamond.

ADAMAS is the most recognizable jewelry
brand in Russia, having more than 200 its
own stores in 77 cities and the production
base of the last generation, providing a
full cycle of jewelry manufacturing for all
product groups. The company’s products
are exported to more than 20 countries,
there are more than so million ADAMAS
jewelry owners in Russia alone. And each
of them brought so much joy to both the
buyer and the one who received them

as a gift! And it will give much more

- dfter all, jewelry is often passed down
from generation to generation; they can,
perhaps, be called “friends of eternity”
like diamonds. We spoke to Alexander
Petrunin, head of the franchising office
of the development department at the
ADAMAS holding, about the past, present
and brilliant future of the jewelry holding
ADAMAS, and about how to purchase its
franchise.

- Mr Petrunin, for a quarter of a century of
work, the company has been honored with many
prestigious national and international awards
and titles. Which ones do you consider the most
valuable?

- We appreciate all recognitions of our
success! Achievements of the company,
participation in the life of the society,
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transparency in business and other as-
pects of activity were repeatedly marked
by prestigious professional awards: Prod-
uct of the Year, Brand No. 1, Brand of the
Year/EFFIE, Retail Grand Prix, Loyalty
awards Russia 2015, CX Awards and many
others.

Of course, perhaps one of the most
valuable awards was received in 2014 - AD-
AMAS became a partner and official sup-
plier of medals at the XXII Olympic Win-
ter Games and the XI Paralympic Winter
Games in Sochi.

- What is the variety of jewelry offered by AD-
AMAS? How quickly do your designers follow the
trends of world jewelry art?

- A huge assortment of more than 10
thousand items is available for order at
any store of the network or via the Inter-
net. Moreover, the store is also a point of
issue of jewelry ordered through our web-
site.

ADAMAS stores are multi-brand shops,
but all jewelry is made in Russia. Jewelry
of our own production and attracted man-
ufacturers are divided in the proportion of
50/50, 1 also want to note that the range
of jewelry of our own production, with
the exception of chains, can be purchased
only in official stores.

In order to be interesting for our cus-
tomer, to remain market leaders and sur-
pass competitors, today it is necessary
not only to follow fashion trends. Today
we need to anticipate these trends in ad-
vance and plan our actions far in advance.
Designers of ADAMAS work for this. They

attend all industry and fashion events,
follow the forecasts of trending agencies
and prepare materials for future seasons
in advance. For example, now our design
department is working on the 2020 col-
lections: Spring/Summer and Autumn/
Winter. By the time when the manufac-
turing of the new products for the next
seasons will have to be launched, we will
already have several developed areas from
which we will choose the most commer-
cially successful ones. Afterall, notall the
trends announced on fashion catwalks
are really in demand. And here it is nec-
essary to observe a fine line between the
“fashionable” and the “popular”. This is a
very difficult task that my colleagues suc-
cessfully cope with.

- How many franchise stores of ADAMAS cur-
rently operate, and in which cities and countries?
How is your franchise developing abroad?

- In 2018, we did not actively promote
the franchise, however, we opened more
than ten stores and also signed agree-
ments of intent with partners from the
EAEU countries that are members of the
customs union.

We are still testing the franchise model
outside the Russian Federation, so we are
not yet ready to share data. But the proj-
ect meets our expectations, and we plan
its further development.

- Are you planning to further expand the net-
work at home and abroad?

- Yes, ambitious plans based on cur-
rent results are facing ADAMAS.

The main priority for development is
the regions of Russia, where the chain’s
branded stores have a small representa-
tion: Central and Eastern Siberia, the Far
Eastern and North Caucasus Federal Dis-
tricts. Our business model is suitable for
cities with a population of over 150,000
people, and we also have projects that
show excellent financial results in cities
and with a smaller population. As a rule,
these are resort cities or small remote cit-
ies that have a closed infrastructure. At
the same time, our offer is open to all re-
gions of the country, including Moscow
and St. Petersburg.

If we talk about foreign markets, we
are only at the beginning of the path, and
we face many interesting tasks, the re-
sults of which we will definitely share.

- Why do customers choose ADAMAS prod-
ucts? How profitable is it for your franchisee to
access them under this brand?

- Customers choose ADAMAS for qual-
ity, excellent level of service, wide selec-
tion of jewelry and competitive prices.

We have something to offer to our
franchisee partners: the most recogniz-
able jewelry brand, proven technologies
tested by time: in 2018 we celebrated the
25th anniversary of the company. And,



in addition to this, there is the maxi-
mum protection of the franchisee from
business risks: a guaranteed repurchase
of the goods in case the business did not
run for some reason, although there have
never been such precedents. And the cost
of goods is about 70% of the initial invest-
ment.

As many franchise experts say, one of
the important criteria for evaluating a
franchise is the re-opening of new points
by existing franchisees. I can proudly
inform you that, despite the substantial
investment in our project, more than 50%
of existing franchisees have signed agree-
ments to open second and subsequent
stores under our brand!

- What are the advantages of your partners
working on the ADAMAS franchise? What servic-
es can they get from you? What new opportunities
and prospects does this open up?

The ADAMAS franchisees get access to
aunique system of commodity supply and
pricing, which ensures the receipt of the
most popular product at the best prices at
each point of sale; they can use CRM and
ERP store management systems and op-
erational performance planning.

In addition, they receive a ready-made
staffing table, staff motivation system
and an opportunity to get training at
the company’s training center. They are
included in the overall brand marketing
strategy, which today comprises media
and outdoor advertising, local promotions
and sales, personalized marketing, and a
network-wide loyalty program.

We also guarantee expert support for
all issues that may arise during the opera-
tion of a retail store: maintenance of rent-
al relations, training and development of
staff, including advice on complex and
controversial issues; local marketing;
“household” issues related to the opera-
tion of the store and the maintenance of

T
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infrastructure. In general, these are al-
most any issues that may arise in the con-
duct of retail business. And, of course, we
provide full support and regular monitor-
ing of the store’s operations.

We offer a comprehensive product with
full integration of the franchise store into
the existing retail network. For the end
customer, it is important that all our
stores are absolutely similar in service,
marketing, loyalty programs, prices.

- What are the company’s current require-
ments for franchise buyers?

- Readiness for honest, open partner-
ships is the key quality for a successful
franchising business.

- How much will a new franchise “from scratch
and turnkey” cost your new partner: what is a
lump-sum fee, royalties, purchase of goods, other
expenses?
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- The total investment in the project
is about 8-10 million rubles, including
a lump-sum fee (250 thousand rubles),
which partially covers our expenses for
supporting a partner at the opening stage:
assistance in selecting and evaluating the
premises, engineering and design proj-
ects of the store, full-time staff training
in the opening region. We do not oblige
partners to buy from us any equipment
for a new store, but we always provide
contacts and business proposals of our
contractors. Often it is much more profit-
able for the franchisee than to search for
a contractor on their own, because any of
our contractors must provide the franchi-
see with conditions no worse than for the
corporate network.

- What professional and personal skills does a
person need to succeed in this business?

- A partner can enter our project as an
investor, not caring too much about what
is happening in the store, at least not be-
ing distracted by trifles, and the project
will be successful. But their active and
interested participation in the life of the
store allows them to get a synergistic ef-
fect. In this case, franchisee stores are
even more efficient than the company’s
own stores!

- What is the profitability of such a business
and its payback? After what period can one count
on the net profit from the jewelry store ADAMAS
opened by franchise?

- Profitability is at the level of 20-25%,
payback is from 18 months, the store usu-
ally makes its operating profit for the 2-
3rd month of work. Income ranges from
350 thousand rubles per month. This is an
interesting and beautiful business! Join
now!

Prepared by Elena Alexandrova
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Bnagenvua v ocHoBaTe/lb JOMa MOAbI

HATAJIbA MNMHATUHA:

«Xoyemcs yoep>Kamb 00CMUuXKeHUsI»

* ‘ TOpI’OBaﬂ Mapka geTckomn
opexabl De Salitto aBnset-

€S OAHUM U3 INOEPOB [ETCKON
MoZbl B POCCUM HA MPOTSXKEHUMN
yXXe psga net. JliobAaTt ee He TONb-
KO MaseHbKUe LLeHUTeNn, HO U

WX poAnTeNu, NnpuyeM B3pocsble
CTPEeMSATCS He TOJIbKO NMOKynaTb, HO
M HocuTb Bewwm oT De Salitto. Yem
06BbACHSIETCS yCNex Mapku ogex-
[bl, KAKME TeHAEHLWN B MUpE Je-
TCKOM MOJAbl Cenyac CyLLecTBYIOT,
YTO BAOXHOB/ISIET MOAEe/IbepOB U
KKy pOJib B Pa3BUTUM KOMMAHUMN
urpaet ¢paHLin3a, pa3roBapneaem
C OCHOBaTe/NieM U pyKoBoauTeNnem
dupmbl Hatanben MUHArMHON.

De Salitto — guHamuuHo pa3sBuBatoLanca Topro-
BaA MapKa AeTCKoi ofiex/bl, HauaBLLaA NPOABIXeHNe
CBOEIi NPOAYKLMN B MUPe AeTCKoil MoAbI Poccun B Ha-
yane 90-x. lpoaykuma yaauHo couetaet B cebe rnas-
Hble TeH/IeHLM UHAYCTPUN MOJIbl U BbICOKOE KauecTBo,
yT0 AT eii HeCOMHEHHOE MPenMyLLeCTBO Nepes MHO-
TAMY SPYTAMI MapKaMun Ofex bl AnA feTeid. bnaroga-
pA  MHAMBUBYanbHOMY MOAXORY K KaXOMY KNUeHTy
ToproBas Mapka De Salitto 6bicTpo 3aBoeBana pbiHKi
Poccun, a ¢ 1996 roga cTana BocTpe6oBaHa B CTpaHax
CHI u EBponbl. Ogexpa De Salitto nonHocTblo oTBeuaet
TpeboBaHMAM COBPeMeHHOI MOfibl 11 3anpocam noky-
nateneii, xenatowux obnauntb pebeHka B HapAgHYo,
KauecTBEHHYI0 11 MPOYHY0 OAEXAY U3 HaTypaNbHbIX
matepuanos. Beww ot De Salitto ToHKo noagyepkmBaiot
NHANBUAYANbHOCTb KAXAOTO.

Onexpa De Salitto perynapHo nonyuaer bicokue
OLieHKM NpaKTUYeCk Ha BCeX KOHKYPCax U BbiCTaBKaX,
rae oHa femoHcTpupyetca. Konnekuuu De Salitto nou-
paBUAMCh TakoMy 3HameHUTOMy KyTypbe, kak [lbep
KapaeH, KoTopbiii Bpyunn TOProBoit Mapke AMMIOM,
MOATBEPXKAAIOWMA OTANYHOE KAuecTBO ee MpoAyK-
L. Cpesu MHOTOUMCIEHHBIX Harpas — TPU 30M10Tble
mefanu «3a BblCOKUe MoTpebuTeNbCkue CBOICTBA»
0T  aBTOHOMHO/  HEeKOMMepueckoil  OpraHuM3aLmu
«COH33KCMEPTU3A.

(neumanbHo AnA yHoOCTBa KNUEHTOB Ha oduuM-
aNbHOM (CailTe TOProBOM MapKu MOXHO HailTW BClo
HeobxoZumylo MHGOPMALNMIO MO YX0Zy 33 OAEXA0N C
YUETOM CBOVCTB TKaHU, U3 KOTOPOIi OHa Bbina nowwTa.




- Hamanb$, HackonAbKo Mbl 3Haem, 6 3mMmom
200y eaweli dovke CmedaHuu, poxdeHue Ko-
mopoli 800XHO8UANO 8dc HA co30aHue 6peHda
0dexdbl Stefania Pinyagina, ucnoaHunocp
ngmp Aem. Paccka)kume HeMH020 0 Hell.

—CTedaHnacTaHOBUTCA 60/1bLLON U, KaK
1 BCE AEBOYKU, UHTEpeCcyeTcs KpacMBbIMU
BewamMu. Mbl Bcerga ¢ pagoctbio NpUHU-
MaeM e€ naeun 1 noXxkenaHus Npu cosgaHnm
Konnekumnun. Yto en 6yaeTt UHTEpecHo, Kor-
[a OHa BblpacTeT, U KakoW nyTb BbiGepeT —
roka C/10XKHO yraaatb, MO3TOMY Mbl MPOCTO
paayemcs, NpoBOAS BPEMS B KPYry CEMbU U
Habntogas 3a TeM, Kak OHa pa3BMBAETCA.

- Kak ommemuau deHb posxdeHus doyepu?

— OuyeHb Beceno! B Kpyry poaHbIX,
6/M3KMX W Apy3er YyCTPOUAN KpacuBbIN
npasgHuK B pecTtopaHe «Bunna PoToHaa».
OCHOBHbIM MOTVMBOM BeYEPUHKM 6bl1a no-
nynsipHas Kykna LOL, nsobpaxeHuns KoTo-
por6bInnosctoay. A ManeHbKUXrocTemn
Beyepa 6bl1a NoAroToBAEHA HACbILWEHHas
nporpamMma: BbICTyneHne 60/bWunx no-
nyraes M ApeccMpoBaHHbIX cobayek, Loy
MbINIbHbIX My3blpen, yBnekaTesbHoe npea-
cTaBneHue co cneuddpdektTamm U MHoroe
Apyroe. B3pocnble ToXe Becenunucb ot
AyLlK, y4acTBOBaNWN BAETCKON ANCKOTEKE U
TaHueBanu oo ynaay.

- Kak ebl ¢opmupyeme accopmumeHm
6peHdoe demckoli 00exdbl, Ymobbl OH ocma-
8ancs MOOHbIM U 80CmMpe608aHHbIM?

—HWKTOHe byaeT cnopuTb, YTO NpU Npo-
M3BOACTBE OETCKOM ofeXAbl Ha NepBOM

MecTe cToaT KoMmpopT pebeHKa, Ka4ecTBo
MaTepuanoB, U3 KOTOPbIX MOLIMTA Bellb,
NPaKTUYHOCTb M KpacoTa. Bce 3Tu komMno-
HEHTbl AO0/DKHbI YYUTbIBATLCS MPU U3rO-
TOBNEHUM oaexAabl A aeten. OAHaKO Mbl
nownu ganblue. C Hawen TOYKN 3peHus, B
CTOPOHE He/b3s1 OCTaB/ATb TAKOA MOMEHT,
KaK COOTBETCTBME OAEXAbl TeHAEHLUUAM
MoZAbl. M1 Mbl TWATENbHO CAeauM, YTobbl
MeXAay BCEMU 3STUMK TpeboBaHUAMM CO6-
nopanca TOHKUM 6anaHc.

A KpoMe TOro, C CaMOro paHHero BO3-
pacTta (oT ABYX /IeT) n A0 NOAPOCTKOBOro
nepuoa BKIOUYUTENbHO ([0 LWeCTHaA-
LaTU) HaWW ManeHbkMe KANEHTbl MOryT
HOCUTb MOJENN KOMNEeKUUM Cpasy «Kak y
B3POC/IbIX» MJIN KaK A9 NoKa3a Mog. OHuU
HMYEM He Xy>XXKe CBOUX pOAUTENEN U MOTYT
o/leBaThCs TaK Xe CTU/IbHO U Kpacueo. Bo-
obue Mbl 1106UM CMeLlaTb akLeHT C He-
NnocpeaCcTBEHHOrO Ha3HaYeHUs U3[envn
Ha UX CBOMNCTBA.

BoraTcTBO MOAEe/en N pa3MepoB HaLLUX
6peHA0B paccyMTaHO Ha BCe BO3pacTHble
rpynnbl B CErMeHTe, Tak 4TO pe6eHoK MOo-
XET «B3POCNEeTb» BMECTe C KO/UIeKLUSMU.
M NOCTOSIHHbIE K/IMEHTLIOTMEYatoT, YTO3TO
o4eHb yA06HO, MO3TOMY OHM Ha NPOTAXe-
HUU MHOTUX JIET MOKYMNAKTOAEXAY HALLEero
npomn3BoACTBa. B3poc/ble c yA0BONLCTBU-
eM HabnaaT, Kak pebeHoK pacTeT 1 pas-
BMBaeT BKYC M YyBCTBO CTUAs 6naroaaps
HawwumM Bewam. MMeHHO 3TOMy, C Hawen
TOYKW 3pEHUS, KaK Heslb3s y4Lle cnocobc-
TByeT oaexaa mapok De Salitto, Pinetti n
Stefania Pinyagina.
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- C 4yem 6bIN0 C63aHO peuleHUe WUMb
«83pocAble» eeuju dns demeii?

—Y peten, ecnu aTb BO3MOXHOCTb, A0-
BOJ/IbHOpaHOpopMUpyeTcanpeacTaBieHme
0TOM, KAK OHU XOTAT BbIFNSAAETb, M 3a4aTKN
camMocTosTeNlbHOCTU. puas B MarasuH,
OHUW cTapaloTcsl nogobparth cebe Bewwm 6e3
NMOMOLLMB3POC/bIX. Pe6€HOKBUAMUTpa3Hble
MOLEeNN N pa3BMBaeT UAEK TOro, Kak oH
JOJKEH BbIrNsAeTb. [laxe YeTblpexseTHUM
Manblll B COCTOSSHUM BMOJIHE OCO3HAHHO
CKa3aTb: «XO4y Takoe! — M Mama NpocTo He
B cunax byaet eMy oTkasathb.

Bo Bpems pa3paboTky KONEKLMUA Mbl
CMOTPUM Ha pebeHKa Kak Ha B3pOC/oro,
TaK KaK 3TO MoMoraeT A06UTLCSA XOPOoLUMX
pe3ynbTaToB—AeTUBLIFISAATCOBEPLLUEHHO
No-Apyromy, 1 3TO OYEHb HPABUTCA U UM, U
B3POC/1bIM, NPUYEM He TobKOo B Poccuu.

MonoxuntenbHble 0T3bIBbI, KOTOPbIE MO-
nyumnm mogenm cepumn Rose&Hearts Ha-
wero npemuyM-6peHpa Stefania Pinyagina
Ha MeXayHapoaHoM BbicTaBke Pitti Bimbo
BO ®iopeHuumM, TOMy AoKa3aTeNnbCTBO. [e-
P3KYI0 JINHENKY B CTUJ/IE «pOK», C 0bunnem
KOXW, 6aXpOMbl U TUCHEHUS, XOUETCS Ha-
JeTb CAMMM, HACTO/IbKO OHA XOpoLua.

- Ecau 208opumb 0 codemaemocmu eeweli
8 8aLLIUX KONNEKLUSX, HACKOALKO 3MO pa3eumo?

— FapMOHMYHOCTb — OfHA W3 TNaBHbIX
XapakTepuCTUK HALLUX KOANeKL M. Hanpu-
Mep, B KOIEKLMU LIKONbHOM GOPMbI MOXHO
HaMTVMHOrOBAPUAHTOBOAEXKAbIANSYYEHM-
KOB POCTOM [0 170 CM, U 60/IbLUIYIO YaCTb U3
HWUX MOXHO rapMOHUYHO KOMBUHMPOBATb.
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[un3aliHepbl Hawmx 6peHAOB B KaXaomn
KONMeKUUM MpoAyMbIBAKOT BCe Karmcy/bl
Tak, 4YTo6bl MOAENIN COOTBETCTBOBANIM ApPYr
APpYry no LuBeTOBbIM U CTUJINCTUYECKUM pe-
LWEeHUAM, U 4TO6bl MHANBMAYA/IbHbIE KOM-
6MHauMM B pamKax OAHOro pasMepHoOro
psfa oCcTaBaauCh U3SALWLHLIMU U UAeaNbHO
coyeTaroWMMUCS Apyr c ApyromM. Nostomy
Jake MasieHbKUIM NoKynaTesib CMOXEeT no-
[o6paTb Beln Ha CBOM BKYC M COCTABUTb
o6pas 13 npeMeTOB pa3HbIX Kancyn.

- Yem yxodauwuli 200 eac nopadoean?
Kakue meHOeHyuu moXHO ebldeAumb 6 UH-
dycmpuu celivac, umo npoucxodum e eaweti
Komnaxuu?

- YXoAsiWMIM rof nopajoBan HOBbIMU
MHTEepecHbIMW MpoeKTamMu, Mbl aKTUBHO
pa3BMBaEeMCs He TONbKO Ha TeppuTopumn
P®, Ho 1 B cTpaHax EBponbl.

YTO NpUSATHO, Ha pbIHKE AETCKOWN 0feX-
[ibl CEMYaC MOLLJ/I0 OXXMBJIEHNE, Mbl HE O HM,
>KMBEMBYCN0BUSAX340POBON KOHKYPEHLUMN
C VHTEepecHbIMU U CUJIbHbIMW MapKamu
oaexabl Ansa geten. MNocne 2008 roga cu-
Tyauus 6bl71a UHOW — MHOTUE KOMMNaHUW He
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;

CMOFIMNOTAHYTbapeHAY TOProBbIXNIOLWa-
[eW 1 yLWAM B 31eKTPOHHYI0O KOMMEpPLUIO,
npoAaBas CBOK OfexAy Yepes OHNalH-
MarasuHbl, @ 3TO BCe-Taku HEMHOFO He TOT
dbopmaT, KOTOPbIA MOXHO CYMTATb NOHO-
LeHHOM KOHKYpeHLen 6peHA0B 1 Mapok.
Mbl c4MTaEeM, 4TO UMEHHO B TaKOW KOH-
KYPeHTHOI cpefe, Kak cenyac, JoCTUraeT-
€S MpOrpecc opraHusaumMm U UHAYCTPUW.
[yx conepHuyecTBa No6y>AaeT KOMMAHMUIO
LBUraTbCsBnepes, CTpeMUTLCSA BbITby4LLE
ApYrux v fenatb KIneHTam Haubosnee Bbl-
rofiHoe npeanoXeHue, Npu 3ToM oTanYato-
Leecs YHUKaNbHOCTbIO U HEO6bIYHOCTBIO.
YTo KacaeTcs TPEHAOB UMEHHO AN Ha-
e MapKy OAeXAbl, 34eCb MOXHO OTMe-
TUTb CTPEM/IEHVME MHOTUX MUHUATIOPHbIX
MaM OZleBaThbCs B HALUM BELLM AN AeTeN.
Korpaa Mbl NpUHMMaeM 3aKasbl Ha NpeacTo-
AluMe Ce30HbI, BLIACHAETCA, YTO BCe Yalle
K/IMEHTbI BbIGUPAIOT NapHble WY6KM U Kyp-
TOYKW, MHOTUE B3POC/Ible NPOCAT HALWI MO~
HbI JOM Ha4aTb LMTb OAEXAY U 4S8 HUX.
Kpome TOro, Mbl JOBOJbHO aKTUBHO
BEAEM [eATe/IbHOCTb B COLLCETSAX, TaK Kak
Halla KoMnaHus, 6yay4m npeacTaBuTeNIeM

VHAYCTPUM MOfAbl, Cepbe3HO OnupaeTcs
Ha BU3yaJibHYIO COCTAB/AIOLLYIO, 3 MHOTUE
HalW NOKynaTenu, U poguTenu, U AeTu,
MMeIoT akKayHTbl B Instagram. OHu cnepat
3a CTpaHUYKaMU HalMX 6peHioB, 33 HOoTo-
CeccusAMU I06UMbIX OHbIX MOZenNen, KoTo-
pbIX TaKXXe MOXHO BUAETb Ha Aedune 1 B
peKnaMHbIX KaMMNaHUsX Halled TOproBom
MapKu. AKTUBHOCTb B COLICETSX — 3TO MOLL-
HbI MIHCTPYMEHT MPOABUXKEHUS.

- Odexda eawez0 npou3zgodcmea useecm-
Ha, Ao6uma u eocmpebosaHa. O Yem euwje bl
Meumaeme Kak modenbep u enadeneuy, mopzo-
8ol mapku? Yezo xomume do6umbcs 6 pam-
Kax ceoell dessmenbHocmu?

—OrnspbiBasicb Ha BCe 4OCTUXEHMS, NO-
HMMalo, 4YTO, B MEpPBYIO ovepeab, Xo4yeTcs
BCE 3TO yAepxaTb. DTO Camoe r71aBHoe Ha
OaHHbIIMOMEHT. ABCBOEN AeATENbHOCTUSA
HUKOrAaHeCTaB/IOHUKAKUXPaMOK, BCceraa
[BUraroch Bnepepa v 3apato ans cebs u ceo-
VX COTPYAHWNKOB BbICOKYIO MNAHKY.

- Ecmb Au 8 npownom cobbimusi - AUMHO20
uAu npoeccuoHanbHo20 xapakmepd, KOmo-
pble 8bl XomeAu 6bl U3MeHUMb?

— COBepLUEHHO TOYHO MOTY CKa3aTb, YTO
S HW 0 YeMm He xanero. Kaxayo cutyauuio,
Kakom 6bl OHa HU Bbl1a, BOCMPUHMMALIO C
61arofapHOCTbIO, Befib TO/IbKO Nponas ye-
pe3Bce TpyAHOCTU M pafocTH, s o6pena Bcé
TO, YTO Y MEHS ecTb cenvac.

- Ecau 2080pumb 0 ¢ppaHuyatliuHze, 8 KaKux
npoekmax ebl celiiac npodaeme ¢paHwusy,
umo nonb3yemcsi Haubonbwell nonyasipHoc-
mbto? Kakum mpe60o8aHusim 00NXHbI coom-
éemcmeoeamb KaHoudambi?

—PaboTon cnapTHepamu no dppaHLwmsey
Hac3aHUMaeTCALUeNbINOoTAEN. 3eCbBaXXHbl
MHOrMe acnekTbl — LleHoBasa NoJITMKA ro-
pofAa,nnatexecnocobHOCTbHaceNneHms, rae
6yaeT HaxoAUTbLCS MarasuH, B TL, unnotae-
JIbHO CTOSAILLMIA MArasuH 1 MHOFOe A,pyroe.

- Hackonbko ycnewHo eedym odessmenb-
HOCmb Komnaxuu nod eaweli ¢ppanwusoii? N
KAKo8o edule MHeHue, YmMO HY>XXHO denamb,
umo6bl paboma nod ¢paHwusoli 6vina 3¢-
¢pexkmueHou?

— Bce npoekTbl N0 ppaHLm3e cernyac go-
CTaTOYHO AKTUBHO MYCMELIHO Pa3BUBAOTCS.

Co cBO€eV CTOPOHbI, Mbl OKa3biBaeM UM
BCECTOPOHHHOKO MOMOLLb—NOMOraeMcC pek-
JlAaMHOM KamnaHuwewn, noanepXuBaem Ha
canTe, B COLMA/bHbIX CETAX, YCTpaMBaem
K/IMeHTCKMe HW, NOKa3bl U Apyrue Mepon-
puaTUS B ropopax.

- Kak o6¢cmoum deno ¢ ppaHwu3oli 3a py-
6exxom? Hackonbko omaudaemcsi om ¢paH-
yali3uHza 30ecb?

—-YTtokacaeTcsicaMmxbum3Hec-NnpoL,eccos,
CUNbHBIX OTANYMI B EBpone HeT. Mbl TONIbKO
3axX04MM Ha eBPONENCKMUM PbIHOK M Habupa-
€M 060pOTbl B3TOM HanpaBaeHUK, MO3TOMY
NoABOAMUTL KAKMe-TO UTOMM NOoKa paHo.

YneaHa Kyxmu+a



NATALIA PINYAGINA:

“I want to keep achievements”

he children’s clothing brand
TDe Salitto has been one of
the leaders in children’s fashion
in Russia for a number of years.
Both little connoisseurs and their
parents love it. And adults tend
not only to buy, but also to wear
clothing by De Salitto. We have
talked with the company’s founder
and head Natalia Pinyagina about
what explains the success of the

fashion brand, what trends in
the world of children’s fashion

exist now, what inspires fashion

designers and what role the

franchise plays in the development

of the company.

De Salitto is a dynamically developing children’s
clothing brand, which began promoting its products in
the world of children’s fashion of Russia in the early 90s.
Products successfully combine the main trends of the
fashion industry and high quality, which gives them
an undoubted advantage over many other brands of
clothing for children. Thanks to an individual approach
to each dlient, the De Salitto trademark quickly won
the markets of Russia, and since 1996 it has been in
demand in the CIS countries and Europe. De Salitto
dothing fully meets the requirements of modern
fashion and the needs of customers wishing to clothe
the child in elegant, high-quality and durable clothing
made from natural materials. Clothing from De Salitto

subtly emphasizes the individuality of each child.

Clothing by De Salitto regularly receives high
ratings on almost all competitions and exhibitions,
where it is shown. The collections of De Salitto
appealed to such a famous fashion designer as Pierre
Cardin, who presented the brand with a certificate
confirming the excellent quality of its products. Among
the numerous awards there are three gold medals “For
high consumer properties” from the autonomous non-

profit organization SOYUZEKSPERTIZA.

For the convenience of customers on the official
website of the brand you can find all the necessary
information on the care of clothing, taking into account

the properties of the fabric from which it was sewn.
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- Natalia, as far as we know, this year your
daughter Stefania, whose birth inspired you to
create a clothing brand Stefania Pinyagina, is five
years old. Tell us a little about her.

- Stefania becomes older and, like all
girls, is interested in beautiful things. We
are always happy to accept her ideas and
wishes when creating a collection. What
will be interesting to her when she grows
up, and what path she will choose is diffi-
cult to guess, so we just rejoice, spending
time with family and watching how she
develops.

- How did you celebrate your daughter’s birth-
day?

- It was very funny! We held a beautiful
holiday in the restaurant Villa Rotonda in
a circle of relatives and friends. The main
motive of the party was a popular doll
LOL, images of which were everywhere.
An eventful program was prepared for the
little guests of the evening: a performance
of big parrots and trained dogs, a show of
soap bubbles, an exciting presentation
with special effects, and much more.
Adults also enjoyed themselves, partici-
pated in a children’s disco and danced till
one’s drop.

- How do you form an assortment of children’s
clothing brands so that it remains fashionable and
in demand?

- No one will argue that the comfort of
the child, quality of the materials from
which the thing is sewn, utility and beau-
ty are in the first place in the production
of children’s clothing. All of these compo-
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nents should be considered in the manu-
facture of clothing for children. However,
we went further. From our point of view,
one cannot leave aside such a moment as
the compliance of clothes with fashion
trends. And we carefully monitor a deli-
cate balance between all these require-
ments.

And besides, from a very young age
(from two years old) up to and including
adolescence (up to sixteen), our little cli-
ents can wear collection “like for adults”
models or as for a fashion show. They are
no worse than their parents, aunts and
uncles, and can dress as stylishly and
beautifully as adults do. In general, we
love to shift the focus from the direct pur-
pose of products to their properties.

The range of models and sizes of our
brands are designed for all age groups in
the segment, so that a child can “grow
up” together with collections. And regu-
lar customers note that this is very conve-
nient, so they have been buying clothes
of our production for many years. Adults
watch with pleasure how the child grows

and develops taste and sense of style
thanks to our clothing. From our point
of view, this is what contributes to the
clothing of the brands De Salitto, Pinetti
and Stefania Pinyagina.

- What was the reason for the decision to sew
“adult” clothing for children?

- In children, if you give them the op-
portunity, the idea of how they want to
look and the dawning of independence
are formed rather early. Having come to
the shop, they try to pick up things for
themselves without the help of adults.
The child sees different models and devel-
ops the idea of how he or she should look
like. Even a four-year-old baby is able to
quite consciously say: “I want this!” - the
mother simply will not be able to refuse
him or her.

During the development of collec-
tions, we look at the child as an adult, as
it helps to achieve good results - children
look completely different, and this is very
pleasant both to them and adults, and not
only in Russia.




The positive feedback that the
Rose&Hearts series of our premium brand
Stefania Pinyagina received at the Pitti
Bimbo international exhibition in Flor-
ence is proof of that. A daring line in the
style of Rock with an abundance of leath-
er, fringe and embossing is so good that
adults want to wear it themselves.

- Ifwetalk about the compatibility of thingsin
your collections, how developed is it?

- Harmony is one of the main charac-
teristics of our collections. For example, in
the collection of school uniforms you can
find a lot of clothing options for students
up to 170 cm tall, and most of the items
can be harmoniously combined. Design-
ers of our brands think over all the cap-
sules in each collection so that the models
match each other in color and stylistic so-
lutions, and so that individual combina-
tions within the same size range remain
elegant and perfectly combined with each
other. Therefore, even a small buyer will
be able to pick up things to their taste and
make an image of the items of different
capsules.

- What the outgoing year pleased you with?
What trends can be identified in the industry now,
what is happening in your company?

- The outgoing year pleased us with
new interesting projects, we are actively
developing not only in the territory of the
Russian Federation, but also in Europe.
What is nice is the revival in the children’s
clothing market, we are not alone, we live
in a healthy competition with interesting
and strong brands of clothing for children.
After 2008, the situation was different
- many companies could pay the rent of
retail space and went into e-commerce,
selling their clothes through online stores,
and this, after all, is a bit different format
that can be considered a full-fledged com-
petition of brands and trademarks.

We believe that the progress of the
organization and industry is achieved
in such a competitive environment that
we have it now. The spirit of rivalry en-
courages the company to move forward,
strive to be better than others and make
the most profitable offer to its customers,
while being unique and unusual.

As for the trends for our brand of clothes,
here we can note the desire of many minia-
ture moms to wear our clothes for children.
When we take orders for the upcoming sea-
sons, it turns out that more and more often
customers choose paired fur coats and jack-
ets, many adults ask our fashion house to
start sewing clothes for them too.

In addition, we are quite active in so-
cial networks, since our company, being
a representative of the fashion industry,
seriously relies on the visual component,
and many of our customers, parents and
children have Instagram accounts. They
follow the pages of our brands, photo
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shoots of their favorite young models,
which can also be seen on the defile
and in the advertising campaigns of our
brand. Social media activity is a powerful
promotion tool.

- The clothes of your production are known,
loved and demanded. What else do you dream as a
fashion designer and trademark owner? What do
you want to achieve in your business?

-Looking back atall the achievements, I
understand that, first of all, I want to keep
it all. This is the most important thing at
the moment. And in my work I never set
any limits, I always move forward, and set
a high bar for myself and my employees.

- Are there past events of a personal or profes-
sional nature that you would like to change?

-1 can definitely say that I have no re-
grets. I perceive each situation, whatever
it is, with gratitude, because only after
going through all the difficulties and
joys, I gained all that I have now.

- If we talk about franchising, in which proj-
ects are you selling a franchise now, which one is
the most popular? What requirements must the
candidates meet?

- We have a whole department for work
with franchise partners. Many aspects are
important here - the pricing policy of the
city, the solvency of the population, where
the store will be located, in a shopping cen-
ter or a stand-alone store, and much more.

- How successful are the companies operat-
ing under your franchise? What is your opinion on
what needs to be done to work under a franchise
to be effective?

- All franchise projects are developing
actively and successfully now.

For our part, we provide them with
comprehensive assistance - we help with
an advertising campaign, we supportiton
the website, in social networks, we orga-
nize client days, shows and other events
in the cities.

- What is the situation with the franchise
abroad? How does it differ from franchising here?
- As for the business processes them-
selves, there are no strong differences in
Europe. So far, we are just entering the
European market and gaining momen-
tum in this direction, so it’s too early to

sum up any results.
Ulyana Kukhtina
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1C: BYXOBC/TY)KUBAHMUE -
«BYXI'AJITEP» 3BYHNT
MEPCMEKTUBHO!

CnoBo «byxrantep» (KKHUrogepKaTenby,
oT Hemeukoro Buch - kHura, Halter

- [lep)XaTenb), Ha NepBbli B3rNA4, KKeTCs
HaM nopoxaeHnem nparmaTmyHoro 20-ro
unm makcumym 19 Beka. Ho okasbiBaetcs,
OHO BO3HMK/O ewé B CpesHeBekoBbe!

B 1498 rony umnepatop CBSLLEHHOM
Pumckoit umnepun Makcummunuan |
HasHauMn cBOMM «byxrantepom» Xpucroda
LTtexepa. 3a npoweplune nonTbicayeneTms
6yxrantepus, KOHeYHO, nepecTtana HbITb
npusunerven uMnepaTopos. Kaxabi

M3 Hac CTaNKMBaETCS C NaoAamu Tpyaa
6yxrantepa Kak MMHUMYM pa3 B MecsL|

npu nony4yeHuu 3apnnatbl. Ho ecan

Halu AeAyLwWwKy 3HanM CHeTOBOLOB

C [JepeBsiHHbIMU CYETaMM, Nanbl

- ByxranTepoB C OrpOMHbIMU JOMOTOMHbIMU
KanbKyngTopamu, T HalmxX AeTei HUYYTb
He yAMBAST Byxrantepckue nporpaMmsl B
UHTepHeTe. MHHOBALMOHHbIE TEXHOOMMU
BXOLSAT B 3Ty 06/1aCTb YeN0OBEYECKOW
YKM3HU C 3aBMAHOM CKOPOCTbLHO, fenas
6Gyxrantepa yxe He AepXKaTenem KHUr,

HO — KOMMbOTepHbIX NporpaMM. O ToMm,
Kakne BO3MOXHOCTU AAKOT COBPEMEHHOMY
6yxrantepy KOMMbIOTEPHbIE TEXHONOMMUU U
HOBble CXeMbl paboTbl, Mbl MOrOBOPUAN C
pYyKOBOAWTENEM HamnpaBNeHWUs N0 Pa3BUTUIO
naptHepckow cetn «1C:byxObcnyxuBaHue»
AHHoW O6yx0BOW.

- AHHa AHOpeegHa, pupma «1C» 0OCHO8aHA
8 1991 200y u cneyuanusupyemcs Ha paspa-
6omke, ducmpubbioyuu, u3daHuu u nodde-
p>KKe KoMNblomepHbIX Npozpamm 0en0e0zo u
domaluHe20 HasHavyeHusl. Ha ce2odHs y ¢up-
mbl «1C» euje u camas 6onbwas 6 Poccuu
cemb npo¢eccuoHanbHozo éedeHust yuéma u
omuyémHocmu. A 8 Kakux yugpax 3mo ebipa-
Xaemcs?
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— bonee 600 NapTHepOB U 19,5 ThICAYN
KNMeHTOBperynsapHbixycnyr«1C:byxObcny-
XUBaHUe».

- Kakue npeumywecmea noayyarom eawiu
napmuépbl, pabomas no ¢ppaHwuse «1C:byx-
O6cnyrxueanue»? Kakue ycayau mo2ym y eac
noayyums?

— ®upma «1C» — NpU3HAHHbIV 3KCNepT B
obnactu byxrantepckoro y4yeta. B coctas
$paHLWm3bI«1C:ByxO6Ccny>XnBaHNENBXOAUT
CTaHAApT 06CNYXUBAHUA KANEHTOB, Npo-
rpamma «ynpasneHve ¢pupmMom-ayTcopce-
pom», nporpammbl «1C» 419 BeAEHUS yyeTa
KINEHTOB M Texnoaaepxka, 6asa sHaHnn n
obyyeHue COTpYAHUKOB NapTHepOB.

- Kakoebl mpeboeaHusi Kk nokynameasm
eaweli ppaHwuzbl?

— Camoe rnaBHoe — roToBHOCTb 06y-
yaTbcs U paboTaTb No ctaHaapTam «1C».
M3 ¢popmanbHbix TpeboBaHun: OO0 mnam
UMM, MMHMMYM 2 YenoBeka Ha cTapTe: py-
KOBOAUTENbUTNABHbINByxrantep,odpncot
15 KBagpaTHbIX METPOB.

- Bo ckonbko o6olidémcs eawiemy Hogomy
napmHépy ¢ppaHwwu3a «c HyAs U nod KAKY»: na-
ywanbHblli 83HOC, posiamu, npo4ue pacxodbi?

— MNaywanbHbIA B3HOC 60 ThiCSY pybnen
BKJIIOYAET NOLWIMHY 32 odpopmMIeHme A0ro-
BOPa KOMMEePYeCKON KoHL,eccum. Posntns%,
MOTYT 6bITb CHUXXEHbI [0 4% MpU NOATBEPX-
JeHUNMaPKETUHI OBbIXaKTUBHOCTEMMApTHe-
pa. O6bEM MHBECTMLMI 3aBUCUT OT permoHa
M MaTepuanbHoKm 6asbl MapTHepa: pacxobl
Ha apeHAy Y peMOHT 0duCa, OPrTexHuKYy, 3a-
prnnaTy COTPYAHWKOB U T.4,., — OT 450 ThICsY
pybnen. Ho ecin yxe ectb opuc, TEXHUKA,
CMEXHbI 6U3HEC, TO pacxofbl CyLLLeCTBEHHO
cokpaLatoTcs. MOXXHO Mpon3BecTy pacyeThl
B pUHAHCOBOW MOAE/NN: Mbl IPefOCTaBASEM
ee noTeHuuasbHbIM NapTHepam.

- Kakoea peHmabenbHocmb nod06HO20
6usHeca u e2o okynaemocmb?

— PeHTabenbHOCTb 6U3HECca NapTHepoB —
0T104030%,3aBMCMTOTNOAXO0B M BOB/E-
YeHHOCTUPYKOBOAUTENS, BCPeAHEM15-20%
no cetn. OkynaemocTb 6u3Heca B cpegHeM
—18 MecsLeB, 3aBUCUT OT CKOPOCTU CTapTa:
0b6y4yeHns u cepTUPUKaLUM COTPYAHUKOB,
CTOMMOCTM YCIYT U KOJIMYEeCTBa NpoAax.

- OO0Ha u3 cuAbHbIX CMOPOH PPAHHALIZUH-
208020 npednoxkeHus «1C:byxO6cayxueaHue»
- mapkemuHzoeasi noddepikka. Pacckaxkume
0 Hell.

- Mbl faem ¢epepanbHylo pekiamy B
WUHTepHeT n opnariH. CoTpyaHMyaem c 6aH-
Kamu 1 cepBucamu gns 6usHeca. Mepepa-
€M MHTepecbl NMOTeHUMANbHbIX KJINEHTOB
(nmMabl) Ha ycayrv naptHepam. lMopsaka
25% [,0rOBOPOB C K/IMEHTAMU NapTHepbl 3a-
KA0YaT No naam ot «1C».

MapTHep nyyuwe 3HaeT, Kakme Mapke-
TUHIOBble MHCTPYMEHTbI paboTaloT B ero
ropofe, No3ToMy oH GopmMupyeT u CBOM
pervoHasnbHbIA NnaH MeponpusTui. MNoa-
po6HbLIN6peHabyK«1C:ByxO6CnyXBaHne»
no3BossieT 3KOHOMUTb Ha ycayrax Ansan-
Hepa v cokpalaTb BpeMs Ha coriacoBaHue
KOMMNEeHCaLuMn akTUBHOCTEN (CHUXeHne %
posinTwu).

- Y eac pabomaem cucmema oby4eHus
napmHepos: npedocmasnsiemcs 6a3a 3HaHull,
npoeodsmcs yoaneHHble u o4Hble obyuaroujue
meponpusmus, mpeHuHzu, cepmu@uKayus.
Pacckaxkume 06 ob6yqailowux npozpammax
KOoMnaHuu u o noddepikKe, okasbiéaemoli éa-
weti pupmoli napmuépam.

- [a, komnaHusa npoBoAUT obyyeHue
ONS BCeX K/OYeBbIX pOJien COTPYAHUKOB
napTHepoOB: pyKOBOAUTEIeN, rNaBHbIX 6yX-
ranTepoB, MeHeAXXepoB MO MNpoAaxam.
basa 3HaHun, Be6nHapbl 1 cepTudnKauns
— becnnaTHble. A y4yebHble KypCbl U OYHble
TpeHMHrunapTHepBbiGUpaeTcamMB3aBUCK-
MOCTW OT NPUOPUTETOB M BroaxeTa. EanHC-
TBEeHHOe 06s13aTe/IbHOe OYHOE Meponpus-
TUS — eXerofHbIn ceMMHap NapTHepoB.

- Ha eawem caiime npusedeHo MHoXec-
meo om3biéo6é eéawiux ¢panqatisu. Moxkem,
npouumupyeme cambiii spKull u3 Hux?

— CNIOXHO BbIAENUTbL OANH. BaXKkHa oLeH-
Ka ¢paHLWm3bl OT NapTHEPOB, YXe UMelo-
LLMX OMbIT ByXayTCOPCUMHIa N NpULIEALLINX
K COTPYAHMYECTBY CO100 M 6oneekneHTa-
MU. HO LleHeH 1 onbIT CTapTanos, KOTopble
6bICTPOBbLICTPAMBAIOTYCMELHbIN 6U3HECKC
Hyna».

- Kakoebl nepcnekmuebl 6yx2anmepckoz2o
aymcopcuHza é Poccuu? A eawel ¢ppaHwusbl
8 6aualiwue 200b1?

—PbIHOKAYTCOPCMHIay4eTHbIXPYHKLNN
B CLLIA — 0,35% oT BBI1 cTpaHbl, a B Poccun
— MeHee 0,01%. Takoe oTCTaBaHMe OCTaB-
NSeT cywWwecTBEHHbIW NoTeHumMan ans poc-
Ta. PbIHOK ayTCOPCMHIa YHETHbIX GYHKLINN
Poccum pacTeT co cpeAHUM TEMMOM 0KOJ10
25% B rof. Mbl noka 3aHMMaeM HeCKONbKO
NPOLLEHTOB pbIHKA, HO MOXEM YBEeNYUTb
CBOIO L0110 HA MOPAA0K, U PbIHOK TOXE MO-
XeT 3HAYMUTEeNbHO BbIPACTMU.

Moozomosuna EneHa AnekcaHoposa



1C: BUKHOBSLUZHIVANIYE -
"ACCOUNTANT"” SOUNDS PROMISING!

At first glance, the word “6yxrantep”
(Russian “accountant”) (the bookkeeper,
from the German Buch - book, Halter

- holder) seems to be a product of the
pragmatic 20th, or, maximum - 19th
centuries. But it turns out that it originated
in the Middle Ages! In 1498, the Emperor
of the Holy Roman Empire, Maximilian

I, appointed Christoph Stecher as his
“accountant”. Over the past five thousand
years, accounting, of course, has ceased to
be the privilege of emperors. Each of us
meets the fruits of an accountant’s labor
at least once a month when receiving
salaries. But if our grandfathers knew
bookkeepers with wooden accounting figs,
dads - accountants with huge antediluvian
calculators, then our children are not
surprised at all by accounting programs

on the Internet. Innovative technologies
are entering this area of human life with
enviable speed, making the accountant

no longer a bookkeeper, but a computer
program. We talked with Anna Obukhova,
Head of the Partner Network Development
Direction at 1C: BukhObsluzhivaniye, about
the opportunities that modern computer
technologies and new work schemes offer.

- Mrs Obukhova, 1C was founded in 1991 and
specializes in the development, distribution, pub-
lishing and support of business and home computer
software. Today, 1C s also the largest professional
accounting and reporting network in Russia. And
in what figures is this expressed?

- There are more than 600 partners and
19.5 thousand customers of regular ser-
vices of 1C: BukhObsluzhivaniye.

- What benefits do your partners get by work-
ing through the 1C: BukhObsluzhivaniye fran-
chise? What services can they get?

-1Cisarecognized expert in the field of
accounting. The 1C: BukhObsluzhivaniye
franchise includes a customer service
standard, Outsource Company Manage-
ment program, 1C software for custom-
er accounting and technical support,
knowledge base and training for partner
employees.

- What are the requirements for buyers of your
franchise?

- The most important thing is the read-
iness to study and work according to the
1C standards. From the formal require-
ments: it should be a LLC or sole propri-
etorship, at least 2 people at the start: the
head and a chief accountant, an office
from 15 square meters.

- How much will a new franchise “from scratch
and turnkey” cost your new partner: what are roy-
alties, a lump-sum fee, and other expenses?

- The lump-sum fee of 60 thousand ru-
bles includes a fee for the registration of a
contract of commercial concession. Royal-
ties of 5% can be reduced to 4% with confir-
mation of the marketing activities of the
partner. The volume of investments de-
pends on the region and the material base
of the partner: the cost of renting and re-
pairing the office, office equipment, staff
salaries, etc., from 450 thousand rubles.
But if you already have an office, appli-
ances, related business, then expenses
are significantly reduced. You can make
calculations in the financial model: we
provide it to potential partners.

- What is the profitability of such a business
and its payback?

- The profitability of partners’ busi-
ness is from 10 to 30%, it depends on the
approaches and involvement of the head,
the average indicator in the network is
15-20%. The average pay-back period is 18
months, depending on the speed of the
start: training and certification of em-
ployees, cost of services and number of
sales.

- One of the advantages of the franchise offer
of 1C: BukhObsluzhivaniye is marketing support.
Can you tell us about it?

- We give federal advertising on the
Internet and offline. We cooperate with
banks and business services. We trans-
fer the interests of potential customers
(leads) to partners. About 25% of contracts
with partners’ customers are concluded
on leads from 1C.

The partner knows better what mar-
keting tools work in their city, therefore
it forms their own regional plan of ac-
tivities. A detailed brand book of 1C: Buk-
hObsluzhivaniye allows you to save on
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designer services and reduce the time to
coordinate the compensation of activities
(reduction of royalties %).

- You have a partner training system: a knowl-
edge base is provided, remote and full-time train-
ing events, certification, trainings are held. Tell us
about the training programs of the company and
the support provided by your company to partners.

-Yes, the company provides training for
all key roles of partner employees: manag-
ers, chief accountants, and sales manag-
ers. A knowledge base, webinars and cer-
tification are free. And the partner chooses
training courses and face-to-face trainings
himself, depending on priorities and bud-
get. The only mandatory face-to-face event
is the annual seminar for partners.

- Your site contains many reviews of your fran-
chisees. Can you quote the brightest of them?

-Itisdifficult to single out a single one.
It is important to evaluate the franchise
considering the views from partners who
already have experience of accounting
outsourcing and have come to cooperate
with 100 or more clients. But experience
of startups that quickly build a successful
business from scratch is also valuable.

- What are the prospects for accounting out-
sourcing in Russia? And what about the future of
your franchise in the coming years?

- The accounting outsourcing market
in the USA is 0.35% of the country’s CDP,
and in Russia it is less than o.01%. This
gap leaves significant growth potential.
The outsourcing market for accounting
functions in Russia is growing at an av-
erage rate of about 25% per year. We still
occupy a few percent of the market, but
we can increase our share by an order of
magnitude, and the market can also grow
significantly.

Prepared by Elena Alexandrova
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LLLE NATb J1eT Ha3ag, B Poccumn

E NpaKTUYeCcKn HUKTO He 3Han,
4yTO Takoe «6apbepion». Cenyac
3HAIOT y>XKe MHOorue, npenMyLuec-
TBEHHO, KOHEYHO, MY>XUUHbI. U
Jaxke MHorve, ocobeHHo B Kpyn-
HbIX FOPOAAX, Y>Ke MoJ/b3yoTCs
ycayramuy 6ap6epLuonos, Hy Un
X0Tenu 6bl UMM BOCNONb30BaTh-
cs. PblHOK 6bap6epuHra B cTpaHe
chopmmpoBarscs, Ha HeMm orpe-
penunca nnpgep - cetb TOPGUN,
KOTOpas NpoAo/KaeT IHEePruyHoO
pacTu 3a cyeT npoAax< dpaHLwu-
3bl, NOJIb3YHOLLENCS 6OIbLLINM
cnpocomM. Mbl nobecegoBanu ¢
ocHoBaTtesieM TOPGUN Anekceem
JIoKOHLEeBbIM, YTO6bI y3HaTb 06
ncTopum ycnexa 6peHga, obcygntb
noTeHuMan [OXOAHOCTU NapTHep-
CKWX CaJIOHOB U NepcneKTUBbI 418

cermeHTa 6ap6epwonos B Poccun.

RUSSIAN BUSINESS GUIDE {MAPT 2019}

ANNEKCEN TOKOHLLEB:

TOPGUN BYAET KAKAPPLE!

- Anekcell, mo, 4mo &bl 6 UHMEpebHo
pacckasbleaeme 06 obcmosimenbcmeax
omkpbimusi ceoe2o0 nepeozo bapbepwona
TOPGUN u o pazsumuu 6peHda, 6oabwe
noxoXke Ha CeSMOYHbIU pacckas, Yem Ha
peanbHyto ucmoputo 6usHeca e Poccuu. Kak
ébl cHumaeme: udes é paszap Kpusuca om-
Kpbimb 6apbepwon e Tyae 6bina KaKum-mo
«Haumuem cebiwie» UAU 8UNACb cAedcmeu-
em usy4eHusi 6aMu MexaHu3moe paseumus
6usHeca, 3dKOHO8 pblHKA, onbima KoAnez
um.o.?

- B 2014 roay ns-3a ckayka Kypca eBpo
0Kasascs B foArax, 3akpbul NpeabiayLLnn
6U3HeC 1 cTan UcKaTb HOBYIO HULLY, B KO-
TOpoM 6b110 6bl MaNI0 KOHKYPEHTOB. U BCé
C/IOXW/I0Ch: CHa4vasna g B CaMoféTe B3siN
XYpHan (He cTaHAapTHOe neyaTHoe nspaa-
HUe aBMakomnaHuu, a «Pop6c», KOTOpbIN
KTO-TO OCTaBWJ1 B Kpec/sie) U TaM MpoYéEn
cTaTbio Npo 6apbepwonsbl. Mogyman, 4yto
3TOMHe NOAXOAMT, Yy MeHsi Beabn daMmuins
JIOKOHLEB, OT C/IOBA «/10KOH». TO eCTb MHE
Ha poay 6bl10 HANUCAHO 3aHUMATbCS UH-
AycTpuen KpacoThl. U s novyBcTBOBA, YTO
3TO «3HAK CBbILLEN...

M noexan nokynatb ¢paHwmnsy Chop-
Chop, Ho He kynuA. Moyemy? Ha ToT MO-
MEHT Yy HUX 6blJI0 30 UK 40 TOYEK, OHU
«3a3Be3[M/INCbY, HEeAOCTYyMHble CTanw,
[OIr0 He HasHayanu BCTpeyy. A Koraa,
HaKOHeL,, HasHayuaW, 3aCTaBUIU MeHS

X[aTb MUHYT COPOK. {1 33 3TO BpeMs U3sy-
4K BCe BOKPYT M MOHAJ, 4TO NOKYNaTb He
CTOUT: MUHUMYM CEPBUCA, LONOTHUTESb-
HbIX YC/IYT, @ CAMOE rMaBHOE — MUHUMYM
KomdopTa. U 3a4eM nokynatb 6peHs, y
KOTOpOro BCe BOT Tak?

- HasepHsika bl nbimanucb copmyaupo-
eamb cekpem 6ac camozo cnepéa youensellezo
ycnexa eauwieli udeu. B uém oH - 0dHoli ppasoii?

— MbI Bac cTpuxém n 6peem!

- Onbim edweli KOMNAHUU Nokasbléaem:
My>XUuHbl ebibupatom 6apbepwionsl, ycayau
Komopbix cmosim dopoike ycayz 06bl4HbIX Na-
pukmaxepckux, dake 6 kpusuc. lNoyemy?

— Mbl peanbHO BKJ1agbiBaemMcs B Mac-
TEpoOB U CTPUXKEM 1 6peem ny4ylle, YeM B
06bI4HbIX NAPUKMAXepCKUX WU casoHax
KpacoThl, rae cneuuaansmpyrloTcs Ha Ae-
BYLUKAX, & MY>XHYUH NPOCTO «6O/IBAHATY.

- HemHOz0 cmamucmuku: cKoAbKo celi-
yac moyek TOPGUN pabomaem e Poccuu,
ckonbko (u 20e) 3a zpaHuueli? Ckoabko 6ap-
6epwonos TOPGUN celiyac 8 Mockee, 6 Mu-
mepe?

— B MockBe 152, B [TuTepe 30. B cTpaHax
CHTI paboTtaeT Heckonbko TOPGUN, B CuH-
ranype ectb Mou ¢ppaHyali3n, B AMepuke.

- A 8 Kakux euwé pocculickux 20podax
npedcmaeneH 6peHo?

— Bo MHorux ropogax MoamMocKoBbS,
HwxHemHosropope, Tyne, Couun, jaMHOIo
ewé rpe. Cenvac TOPGUN - nugep B Mo-
CKBE 1 Mo POCCUM MO KOIMYECTBY Ca/IOHOB.
Y Hac OTKPbITO 247 To4eK U1 ewe 6onee 40
roToBATCSA K OTKpbITMIO. HO 3HaeTe, ecTb
0[iHa aMepuKaHcKas ceTb, B KOTOPOW 1150
6apbepwionos. OQHAKO y HUX HET 06bean-
HEHHOro CamTa, B KaXXA0M LiTaTe CBOW. Y
Hac BC& HA 0AHOM canTe. [0 3ToMy nokasa-
TeNto Mbl yXXKe MMPOBble Anaepbl. Ho Tak Kak
2 3Hao, YTO eCTb Ta aMepUKAHCKas KOM-




NMnaHu4, 1 NOKa He 3a8B/1410, YHTO Mbl CaMble
KpyrMHble B MUpe. lymato, 3To B HeJaNEKOM
Gyayuiem!

- Kakue HacenéHHble nyHKmMbl He NOOXo-
dsim 0ns omkpbimus 6apbepwonos?
—NopxopsTBCe CHAaCeNeHMEM OT10 ThICSY.

- Kmo moxxem cmamp eéawum ¢ppanyatisu,
HY>KHO Au 0ns1 3mo20 6bimb npogeccuoHanb-
HbIM MeHed)Xepom uAu napukmaxepom? WU
eoobue - Kem Hy>KHO 6bimb, Umobbl y mebs
noayyuaocb ¢ TOPGUN?

—MpeanpuHYMaTenem, Brepeyto o4epeab.

- A KaK cmamb ycnewHbim npednpuHuma-
menem no peuenmy JlokoHuesa?

— Hy>xxHO no6opoTb B cebe Tpu Bewwu:
CTpax,XaAHOCTbUTAynocTb. Korgaamnxno-
6opon, a cTan ycnewHbiMm.

- B 6ap6epwonbl mpaduyuoHHO, C MOMeEH-
ma 603HUKHO8EHUS1 31020 siéneHUs 8 KOHUe 18
eeka 8 AmMepuke, He AONYCKAAUCb XXEeHWUHbI.
A ecmb AU OHU Yy 8dC 8 KOMNAHUU - HY, He 6
canoHax, mak xomb 6 omdeaax ou3aiiHa, map-
KemuHza, 6u0eoKoHmMeHma, Ha ckaade u m.a.?
Wau TOPGUN - npuHUunuanbHo «myxckoe
uapcmeo»? 1 moXkem Au XXeHWUHA Kynumb y
eac ¢ppaHwusy u cmamp enadenuueli 6apbep-
wona TOPGUN?

— Y Hac XeHLWMHbI Be3fe — 1 B yrpasns-
foLLLe KOMMNaHMW, U Ha CTONKAX peLernLuH,
n 6apbepbl... B camyto ycnewHyo gecsatky
$ppaHyan3m Toxe BXOAMT OfHA XEHLLNHA.

- Kcmamu, 06 omdenax - kakoea celi4yac
cmpykmypa eauweli KomnaHuu?

—Bcé npocTo: ynpaenstowas KoMnaHus
noTtaenbHo cknagu Akagemus. BYKa-ro-
noa. Tam paboTtaloT oTaeNbl MAPKETUHIA,
3anycka, NpoABUXEHMS, KpeaTuBa U Nouc-
Ka nepcoHana.

- Kakoli nakem ycayz bl npednazaeme no-
Kynameasim ceoeli ¢ppaHwu3bi? Mouemy cmo-
um eb16upamb umeHHo TOPGUN?

— Mbl - nyywne, n Bcé TyT! KOHKYpeHTOB
y Hac HeT!!l [To3TOMyY BbIGOp OYeBUAEH.

A BoOb6LLe BO HpaHYaM3MHIOBbIN NakeT
BXOASAT:NMOMOLLbYNPAB/SIOLLENKOMNAHWY;
rotosas 6M3Hec-moAenb U cTpaTerns pas-
BUTUS: CNeLunasbHble LeHbl Ha 06opyaoBa-
HUe 1 KOCMETUKY; BO3MOXHOCTb 06yyeHuns
6ap6epos Bakagemun TOPGUN no ocobom
LeHe; BHYTPEHHU KOPMOpPaTUBHbIA MOp-
Tan; NpUCYTCTBME Ha cCanTe N B MOB6WU/IbHOM
npunoxeHMMTOPGUN, exxeHeBHbINBUAE-
OKOHTPO/Ib U MOHUTOPWUHT C YHUKaNbHOM
cuctemon i-key. M ecnm Bbl He OCTUrHETe
obellaHHbIX nokasaTenen npubbinn B Te-
YyeHue 6 MecsitieB, TOPGUN obeLuaeT BbIKy-
nuTb Baww 6ap6epuon.

- A 80 cKkonbKo o6olidémcs Hogomy ¢ppaH-
yaiisu omkpoimue 6ap6epwona TOPGUN c
HYASl, U CKOPO AU OKyNnsimcs 3ampambi?

— B MockBe 06beM MHBECTULUI OT 1 0
5 MJIH pybnen, B perMoHax - 0T 140 3,5 MJIH

SEANEBANANERRNERE s
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py6nei. Cpok3anycka—oT2 MecsLes, CPoK
OKYMaemMocTu — 10 18 MecsLeB.

- lNpakmuyecKku c nepebix WAz08 pa3eu-
mus eaweli cemu ocmpo ecman eonpoc He-
Xxeamku npogeccuoHanbHbix 6apbepos, umo
npueeAo K oOpzaHu3auuu edwux akademuli
- cHa4yana é CaHkm-llemep6ypze, a nomom u
6 cmoauue. Paccka)kume 06 ux pabome: K020
npuHumaiom Ha o6yveHue, Kakue cneyuanuc-
mbl npenodatom, 6bi6aldm AU CMA>XUPOBKU 3a
2paHuueli? Mozym Au 8 3mux y4e6Hbix 3aee-
deHusix 06y4amcs napukmaxepbl €O CMOPOHbI
uau 3mo 3akpbimas y4e6Has 6aza TOPGUN?

- Obyyaem Bcex. MNpenogaBatenu Bce
npownun obyyeHne 3a rpaHULEN y cambixX
WMEHUTbIX 3BE3f. My Hac B AKageMnm noc-
TOSIHHO AAlOT MacTep-knaccbl Camble Kpy-
Tble 3HAMEHUTOCTMU.

- [lasHo 3ameueHo: nonyasipHoCMb npuyé-
COK, KaK U Moda Ha dAUHYy naambs, 3aeucum
om 3KOHOMUYeCKUX, noAumu4eckux, peauau-
03HbIX 0cobeHHOoCcmel 3NoXu U Haxodum «6oA-
Hamu». Moda Ha nbilWHble Wesentopbl U 6opo-
Obl cMmeHsiemcsi Modoll Ha 2nadkoeblbpumble
nod60podKku u cmpuXKKu «nod HoAb». Celivac
yX0>keHHble 60podbl 8 mMode u cyumaromcs
npusHakom myxxecmeeHHocmu. He 6oumech
ocmambcsi 6e3 pabombl u3-3a o4yepedHO20
3u23dza moobi?

— He 60t0Cb: MOAy CO34aEM Mbl!

- Kakoebl nnaHbl eaweli KoMnaHuu Ha
Hacmynuewull 200? A Ha 6Auxkaliwiue namb
nem?

- B 3TOM ropy - 3anyctutb ewgé He-
CKOJIbKO MPOEKTOB W 3anoJIHUTb PbIHOK
TonraHamu pasHbix ¢popmatos — TOPGUN
INDIVIDUALE, TOPGUN LOWCOSTER,
TOPGUNONE. A3ansatbieT—craTb KoMna-
HUen HoOMep OAWH B Mupe, Kak Apple!

becedosana Eneva AnekcaHoposa
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Lokontsev, from the Russian word “curl”.
That is, it is my destiny to work in the
beauty industry. And I felt that this is a
“sign from above”...

And I went to buy the Chop-Chop fran-
chise, but I did not buy it. Why? At that
time they had 30 or 40 salons, they be-
came stars, they were inaccessible, and
they did not make an appointment for a
long time. And when, finally, they made
me wait about forty minutes. During this
time I studied everything around and
realized that it was not worth buying: a
minimum of service, additional services,
and most importantly - a minimum of
comfort. And why buy a brand that has
everything like that?

- Surely you tried to formulate the secret of the
success of your idea, which amazed you at first.
What is it in one phrase?

- We cut and shave you!

- The experience of your company shows that

ALEXEY LOKONTSEV:
TOPGUN WILL BE LIKE APPLE! e o ot o o e e e

even in a crisis. Why?
- We really invest in masters and hair-
. . B R cuts, and shave better than ordinary hair-
Adecade ago, almost no one in Russia knew what a “barbershop dressing or beauty salons, where they
is. Now many people already know, mostly, of course, men. Specllf}hze in girls, and men are just a “by-
WOIK .
And even many, especially in large cities, already use the services of

. . . - Some statistics: how many TOPGUN points
barbershops, well, or would like to use them. The barbering market in work in Russia now, how many (and where)

the country has been formed, the leader TOPGUN has been defined, - abroad? How many TOPGUN barbershops are
there now in Moscow, in St. Petersburg?

which continues to grow vigorously due to sales of its franchise, which - In Moscow - 152, in St. Petersburg
.. . -30. In the CIS countries there are several
is in great demand. We talked with the founder of TOPGUN, Alexey TOPGUNS, there are my franchisees in
Lokontsev, to learn about the brand’s success story, to discuss the Singapore and America.

profitability potential of partner barbershops and prospects for the - In what other Russian cities can we find the

. . brand?
barbershop segment in Russia. -Inmany cities of the Moscow region, Ni-

zhny Novgorod, Tula, Sochi, and a lot more
where. Now TOPGUN is a leader in Moscow

- Alexey, what you tell in an interview about
the circumstances of the opening of your first bar-
bershop TOPGUN, and about the development
of the brand looks more like a yolk story than a
real business story in Russia. Do you think that
the idea of opening a barbershop in Tula at the
height of the crisis was somehow “inspiration
from above”, or was it a result of your studying of
business development mechanisms, market laws,
colleagues’ experience, etc.

- In 2014, I found myself in debts as the
result of the rise of the exchange rate of
euro, I closed my previous business and
began to look for a new niche in which
there would be few competitors. And it
all came together: first, I took a magazine
on the plane (not the standard printed
publication of the airline, but Forbes,
which someone left in the chair), and
there I read an article about barbershops.
I thought that it suits me, my surname is

RUSSIAN BUSINESS GUIDE {MAPT 2019}



and in Russia in terms of the number of
salons. We have 247 open barbershops and
more than 4o are preparing for the opening.
But, you know, there is one American net-
work in which there are 1,150 barbershops.
However, they do not have a unified site,
each state has its own. We have everything
on one site. According to this indicator, we
are already world leaders. But since I know
that there is that American company, I still
do not declare that we are the largest in the
world. Ithink it is in the near future!

- What locations are not suitable for opening
a barbershop?

- All locations with a population of 10
thousand are suitable.

- Who can be your franchisee? Do they need to
be a professional manager or hairdresser? And in
general - who do you need to be in order to succeed
with TOPGUN?

- An entrepreneur, first and foremost.

- And how to become a successful entrepre-
neur, according to the Lokontsev’s formula?

- Three things need to be overcome:
fear, greed and stupidity. When I over-
came them, I became successful.

- Traditionally, women have not been allowed
to barbershops since the appearance of this phe-
nomenon at the end of the 18th century in Amer-
ica. Do you have women in your company - well,
not in salons, so at least in the departments of de-
sign, marketing, video content, in the warehouse,
etc.? Or TOPGUN is a fundamentally “men’s
kingdom”? And can a woman buy a franchise from
you and become the owner of a barbershop TOP-
GUN?

- We have women everywhere - in the man-
agement company, and at the reception desks,
and barbers... There is one woman in the top ten.

- By the way, about the departments - what is
the structure of your company now?

- It’s simple: the management com-
pany and separately - the warehouse and
the Academy. I'm the head of the man-
agement company. There are marketing,
startup, promotion, creativity and per-
sonnel search departments.
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- What package of services do you offer to buy-
ers of your franchise? Why do they choose TOP-
GUN?

- We are the best, and that’s it! We have
no competitors!!! Therefore, the choice is
obvious.

In general, the franchise package in-
cludes: assistance of the management
company; ready-made business model
and development strategy: special prices
for equipment and cosmetics; the possi-
bility of training barbers at the TOPGUN
Academy at a special price; internal cor-
porate portal; presence on the site and
in the mobile application TOPGUN, daily
video monitoring and monitoring with
a unique i-key system. And if you do not
reach the promised profit figures within
6 months - TOPGUN promises to buy back
your barbershop.

- And how much will the opening of the TOP-
GUN barbershop from scratch cost a new franchi-
see, and will the costs pay off soon?

- In Moscow, the amount of invest-
ment is from 1 to 5 million rubles, in the
regions - from 1 up to 3.5 million rubles.
The launch period is from 2 months, the
payback period is up to 18 months.

- Almost from the very first steps of your net-
work development, there was an acute question
of a shortage of professional barbers, which led
to the organization of your Academies, first in St.
Petersburg and then in the capital. Tell us about
their work: who is accepted for training, what
specialists teach, are there internships abroad?
Can hairdressers from outside study in these edu-
cational institutions, or is it a closed educational
base of TOPGUN?

- We teach everyone. All teachers have
been trained abroad by the most eminent
masters. And the coolest celebrities con-
stantly give master classes in our Acad-
emy.

- It has long been observed: the popularity of
hairstyles, as well as fashion for the length of the
dress, depends on the economic, political, reli-
gious features of the era, and comes like “waves”.
Fashion for lush hair and beard gives way to fash-
ion for smoothly shaved chins and “number one”
haircuts. Now well-groomed beards are in fashion
and are considered a sign of masculinity. Are you
afraid of losing your job because of the next zigzag
of fashion?

- I'm not afraid: we create trends!

- What are your company’s plans for the com-
ing year? And for the next five years?

- This year - to launch a few more proj-
ects and fill the market with 500 TOPGUNs
of various formats - TOPGUN INDIVID-
UALE, TOPGUN LOWCOSTER, TOPGUN
ONE. And in five years - to become the
number one company in the world, like
Apple!

Interview by Elena Alexandrova
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World Class — poccumnckas ¢uTHec-koprnopauums, paboTarwolas B 061acTu CnopTa, CNOPTUBHOIO

OTAbIXa U 340pOBOro 06pasa »XmsHu. MNepsbin puTHec-kAy6 World Class oTKpbIACSA 1993 Froay 1 cTan

npegBecTHUKOM pa3BUTUS GUTHEC-MHOYCTPUM B Poccum v cTpaHax bbiBuiero CHI.

Ha 2019 rog World Class uMeeT 44 cO6CTBEHHbIX U 48 dpaHYan3nHIOBbIX K/Y60B B 35 ropoAax 1 6 cTpaHax

Mupa. AMpekTop no pa3Butuio dpaHyamsmHra «Pycckom ®utHec Fpynnbi» Uropb LLawkmnH pacckasan o

pa3BUTMU KOpriopauum.

- Wzoppb Memposu4, Audepbl pbiHKa, no-
006Hble eam, 3adalom moH e c¢epe ycayz u
cepsuca ompacau. Kmo siensemcs 2AaeHbim
udeliHbim 8doxHosumenem 6peHda 8 daHHoe
épemsl, U Kakue UHHOBAUUOHHble peleHus
>xdym kauenmoes World Class?

— Hawa komnaHusa nuaep pbiHka GuT-
Heca Poccum, N03TOMY M OXXMAAHUI OT HacC
HaMHOro60/blue, 4eMOTOCTa/IbHbIXY4HaCT-
HUKOB. YTO6bI 6bITb MEepBbIM, HYXXHO NOCTO-
SIHHO ABMraTbCs Bnepes, He CTOSATb Ha MecC-
Te. Mbl KaXAabl1 feHb paboTaeM Hapj Tem,
yTO6bI AaTb Nydllee AS19 YneHOoB Kay6o0B,
—IyHWNIA GUTHEC, NYYLLINA CEPBUC, yYLLee
KOMbIOHUTU. [NaBHbIM BAOXHOBUTENEM
6peHAa M KOMMNAHMM C MOMEHTA OTKPbITUS
nepsoro kny6a un o cnx nop ocrtaetcs Onb-
ra Cayukep, npesnaeHTt POT.

Komanga World Class B Te4eHMe MHOTUX
NeT 9BNSeTCA YYaCTHUKOM BCeX KpynHen-
LIMXMEXAYHAPOAHbLIXPUTHEC-KOHBEHLMIA,
Hanpumep, Takmx Kak IHRSA. Mbl BHMMa-
Te/IbHO C/1IeAMM 33 MUPOBbLIMU TPEHAAMM 1
camble 3pPeKTMBHbIE NPUMEHSIEM B CBOUX
Kny6ax. I3 nHTepecHbIX TPEHA0B Nocnes-
Hero BpemMeHu, 6e3yCN0BHO, MOXHO Ha-
3BaTh y/y4LleHNe KayecTBa XXMU3HWN NoAen
CcTapliero Bo3pacta W, COOTBETCTBEHHO,
cneumanbHbIX GUTHeC-Nporpamm. Bo Bcex
Hawwmx Knybax 3anylieHo HanpasneHue
SoftFitness, koTopoe noponaeT 4YneHam
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KNy60B CTapLiero Bo3pacTa, JIloasam, npo-
XOAAWMM peabunmtaumnio, n Bcem Tewm,
KOMYNpOTUBOMOKAa3aHblCTaHAAPTHbIEKAP-
[AVO- N CUNOBbIe HAarpy3ku. Mbl cTpeMmnmcs
K TOMY, 4TO6bI y4eCTb UHTEepechl KaXaoro
ysieHa kny6a 1 nopgobpatb UHANBUAYAL-
HylO NporpamMmmy.

- Apxumekmypa 6peHda npedycmampuea-
em pa6omy ¢ mpems cezmeHmMamu KAUeHMOo8
- om KAy608 8 cnanbHbIX palioHax 00 IKCKAI0-
3UBHbIX 3aKpbimbIX KAy608. B 4émM OCHOBHble
omaAuyusl, u Kakoe u3 HanpaeneHull Hau6onee
eocmpebosaHo?

—NopTdens6peHAOBHaLIE KOMNAHNN,
KaK i OTMETWA, Y4UTbIBAET MHTEpeChl pas-
HbIX LeneBbix ayauTopun. Haw dnarmaH
— npemuanbHble kAy6sl World Class, pac-
NOJIOXEHHbIE B panioHax KOHLUEHTpauuu
[le/IOBOM XW3HM ropopa, knybbl 6usHec-
cermeHTaWorldClassLITE-BpanoHaxMac-
COBOW XWJI0M 3aCTPOMKU Y CEMMEHT IHOKC»
—World Class Exclusive, koTopbili paboTaeT
B popmaTe 3aKpbITbIX K1YHOB.

Bce Tpu HalMX CcerMeHTa OT/INHaOTCA
CBOMM BbICOYAWLLMM KQ4yeCTBOM He TOJIb-
KO C TOYKM 3peHMS COBPEMEHHbIX 3A4aHUN,
KPacMBOro UHTepbepa, HO U UMELDT camoe
KayecTBeHHoe ¢uUTHec-obopyaoBaHMe OT
BeAyWwunX npou3BoAuTeNnen, Hosenwme
MHHOBALIMOHHbIE CUCTEMbl BOAOOYUCTKU
M CUCTeMbl KOHAMUMOHMPOBAHUS. Hale

rnaBHoOe OT/IMYNe U ropAoCcTb — 6e3ycnoB-
HO, TpeHepckuii coctaB. Ocoboe BHUMaHMe
Mbl yaensem oT6opy nepcoHana, a Takxe
ero nocneaywouieMy obyyeHuo U pasBu-
TNI0. MOXHO C YyBEpPEHHOCTbIO CKa3aTb — Y
Hac paboTaoT ny4dlime! Bce HALLM KJIUEHThI
MMEIT [OCTYN K CETEBbIM BO3MOXHOCTSM
— 3TO NporpamMmMa MeXpermoHasbHbIX Froc-
TeBbIX BU3UTOB, MO KOTOPOW KJVUEHTbI MO-
ryT BO BpeMsi KOMaHANPOBKM UK OTNyCKa
nocew,atb 6ecnsaTHo Kny6bl World Class B
apyruxropogax. MHOroBHUMaHUS Mblyae-
JiSeM BHYTPUCETEBbIM MEepOrnpuUsaTUSM, B
KOTOPbIXY4aCTBYIOTU/1EeHbIK/TY60BU30BCEX
pernoHoB Poccuu.

M obuero ropasgo 6onblue, 4yem pasnu-
4Mi. XOTS, KOHEYHO, K/y6bl, PacrnonoXeH-
Hble B HOBbIX parioHax, 60/bLue Mo njiowa-
Oun, Tam 60/iblue KNneHTckas 6a3a, 6osblue
eanHuLKapanoobopyaoBaHus. ikonuyec-
TBO Y/IeHOB K/1y6a Ha 1KB. M N10WAaAM TaM
BbllLEe, YeM B MPeMUabHbIX U JHOKCOBbIX
Kny6ax.

- Kakue napamempbl yqumbiéaeme npu
OmKpbimuu Ho8bIX KAy606?

- Pewatowmnii GakTop NnpunpuH[TUN pe-
LIeHNS1 06 OTKPbITUMHOBOrOKNy6a—3TOMO-
TeHLMaN KINeHTCKoM 6asbl Hapsay CTpaHC-
NOPTHOW JOCTYMHOCTbLIO N KOHKYPEHTHbIM
nonem. O6opyaoBaHMe, KOHEYHO, TOXe



Ba)XXHO, HO 3a 25 /1€T N CNYCTS 90 OTKPbITbIX
KN1y60B Mbl O4EHb XOPOLUO MOHUMAaHUEM,
Kakoe o60pyaoBaHMeE Kak HYXXHO pacnoJsio-
XWUTb, 4TOBbI Nt0AAM BbIJIO MaKCUMa/IbHO
yA06HO 3aHMMATbLCA COPTOM, a KAy6y no-
Jly4aTh MaKCUMasbHbIN JOXOA,.

- Kakue ocHoeHble npeumyuiecmea pa6o-
mbl ¢ 6peHdom World Class ebl 6bl 0603Ha4u-
AU 0Asl NnomeHUUAnbHbIX ¢panyalizu e 2019
200y?

— OCHOBHOW NpMHLMM Hallen paboTbl —
3TOMaKCMMabHas 0TKPbITOCTLBOB3aNMO-
[encTBuM C napTHepoM. B camom Havane
HaLllen paboTbl Mbl MPUHSJIN PELLEHWE, YTO
Mbl He 6yaeM OTKpbIBaTb ppaHYanN3nHIO-
Bble KAy6bl TaM, rae He oTKpbINM 6bl cobc-
TBEHHbIE.

Mo3ToMy paboTa no OTKpbITUIO ppaHyam-
3MHIOBbIXO6bEKTOBCTPOUTCAABCOMOTHOTAK
e, KaKN PN OTKPbITUN CO6CTBEHHOO, CTON
JILWLb PpasHULIEN, YTO MHBECTULMMN He cobC-
TBEHHbIE, a HaLLero napTHepa-ppaHyansm.

Mbl ncnonb3yem Bcto 6a3y, KOTOPYIO Ha-
KONMWAW 3a 25 neT, 4Tobbl MakCMMasnbHO
6bICTPONMPOCTOOTKPbITbKAY6. MbIFOTOBbI
3aKpbiBaTb BCe BONPOChI, HAYNHASA C NOATO-
TOBKW aHa/M3a nokauum, onpegeneHus ee
noteHumana. B cnyyae, ecnv BUAUM NOTEH-
Luasn, Mbl FOTOBUM M ob6cyxaaem C napT-
HepoMm onepaLMoHHYI0 Mojenb bu3Heca,
onpepensem cerMeHT u KoHuenumio 6yay-
wero kny6a, nomoraem B oT6ope n obyye-
HUW NepcoHana, nepefaemM Bce CTaHAAPTbI

OTKPpbITb yCNewHbI pUTHeC-ky6, Kak
n nobon ycnewHbii 6U3HeC, 3ajavya He-
npoctas, Tpebyowas npeaBapuUTesbHbIX
NCCNef0BaHUM, OLLEHKM U Cepbe3HbIX UH-
BECTULMUN.

YHMBepcasnbHOro peuenTa ycnexa, Kak
W3BECTHO, He CyLLecTByeT. ECN Mbl FOBO-
pyM o0 ppaHLum3e PUTHeC-KIY6a, TO Y Kax-
[Oro U3 Mnepeync/ieHHbIX acnekToB eCcTb
CBOM Bec. T.e. /sl TOro, 4TO6bl 3aMyCTUTb
ycnewHbin puTHec-kny6, Heobxoanma cu-
Heprvs npaBWIbHbLIX PELIeHU: NoKauus,
CUIbHBLIN 6peHp, o6s3aTenbHO € pa3BuUBa-
tollercs co6CTBEHHOM CeTbio ky6oB, Le-

JleBasiayaMToOpUS, HAChILEHHOCTb pbiHKA U
Tak ganee.

Mbl MOXeM cKasaTb OAHO3HA4HO, 4YTO
KaXKAbIA Hall HOBbIW MPOEKT B II060M ro-
poAe CTAHOBUTCSA TYHLINM GUTHEC-KITYEOM.
[laxxe HECMOTPS Ha HeCTa6U/IbHYIO 3KOHO-
MUYECKYOCUTYALMIOHAMYAAETCANOCTOSH-

aeatenbHoctuWorldClass,MapkeTUHroBble
Martepuvasbl, BMecTe C mapTHepoM 3anycka-
eM NpeAnpoAaXun 1 yxke rnocsie oTKpbITUS
Kny6a exxerofAHoO NPOBOANM aTTeCcTaLmio U
oby4yeHue nepcoHana.

Y Hac 6onee 40 cO6CTBEHHbIX KNy60B, Ha
KOTOPbIX Mbl TOCTOSIHHO TECTUPYEM HOBUH-
K1 GUTHeCca, MapKeTuHra, npoaax, cepeu-
ca, U BCEMM JIlyYWIMMM HapaboTkaMu Mbl
06s3aTeNIbHO AenMmMcs C ppaHyansu.

HO HapaLLMBaTh KIMEHTCKYO 6a3y. Beab Mbl
3apabaTbliBaeM He TO/IbKO Ha YJIEHCTBE, HO U
HaZLOMONHUTENbHbIXYCYrax.MpunpaBn/ib-
HOM 3arycKe U yrpaBieHnu — 3To paboTtato-
LMK CTRBUNBbHBIN U NPUBBINbLHBIN BU3HEC.

- leozpacus eawezo npucymcmeus pac-
wupsemcs u He ozpaHudueaemcsi Poccuell.
Kakum o6pazom ocywecmensiemcs KOHmMponb
coomeemcmeusi 6peHdy?
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— Mbl HaX0AMMCS Ha NOCTOSIHHOW CBSI3U
C HaWWMKW NapTHepaMu 1 NOHUMAaeM, Kak
NpoXoAuT ornepauuoHHas AesTenbHOCTb
Kny6oB. Tem 6onee, yto B Bek digital oveHb
Jlerko cefmTb3aBCcer akTMBHOCTbIO U KOM-
MyHMKaLMen, KOTopas NAeT Ha BHELLHIO
ayauTopuIo. A B CBSI3U C TEM, HTO Mbl eXe-
rogHO NPOBOAMM aTTecTaumnn u obyyeHue
Ha TeppuMTOpWMK NapTHepa, Y Hac ecTb BO3-
MOXHOCTb OMepaTMBHO Ha MecTe AaBaTb
KOMMeHTapuu.

- Om6op mMpeHUpOBOYHbIX npozpamm
eduHblil dns ecell cemu uAu 3asucum om pe-
2U0Ha?

— Bo Bcex Hawwmx kayb6ax abcooTHbLIN
XWUT rpynnoBbIX MpOrpaMmMm — HOBO3elaHA-
ckue LesMills, c koTopbIMY Mbl paboTaem
[ONro U NNOoAOTBOPHO. Be3ycnoBHO, npu
3arycke HOBOro npoekTa Mbl Usbuparesib-
HO MoAXoAMM K OPMUPOBAHUIO CETKM
pacnucaHus, cefnm 3a nonynspHoCcTbio
nporpaMmm, MOXeM UX paTupoBaThb, 3aMe-
HATb. DTOHOpMasibHasA NpakTUKa aAns put-
Heca.

- Ymo, Ha eaw 63250, XOEm ompacapb 6
6ydyuwiem? U Kakue naadbl no paseumuio y
World Class?

—BnocnegHueroabl pbIHOK GUTHeCA SAB-
nsetca ogHUM 13 Hanbonee AUHAMUYHbBIX
B CeKTope npeAocTaBAeHus ycayr. Jaxe
HeCMOTpS Ha KPU3UCHbIE SIBAEHUS B 3KO-
HOMMKe, OH pacTeT BbICOKUMWU TeMnamu.
Nioansce 60nbLIe BHUMAHUAYARNSAIOT 34,0~
poBOMY 06pasy XMU3HU U, KOHEYHO, XOTAT
NAaTUTb 3a YCIYIY BbICOKOrO KayecTsBa C
npeMmanbHbIM CEpBUCOM.

MwupoBolr pbiIHOK PUTHEC-yCIyr no
oueHKam MexayHapoaHoOW accoumaumnm
¢puTtHecaun cnopta (IHRSA) cocTtaBnseTt 6o-
nee81,2mnpaaonnapos CLIA. PocT pbiHKa
$puTHec-ycnyrobecneynBaeTcsikaksacyer
npupocTa noceTuTenen Ha pa3BUTbIX PbiH-
Kax, TaK U 3a cYeT aKTUBHOro OCBOEHUS
pa3BuMBalOLWMNXCA PbIHKOB. Bce 6o0sbwini
WMHTepecaNn3KCNaHCMMMUPOBLIXUTPOKOB
npeAcTaBAAOTCTPaHbI/TaTUHCKONAMepH-
Ku, KOro-Bocto4yHom A3nm, bamxHero Boc-
Toka u Kutan.

Hala komnaHus NnpoaoaXUT CBOe pas-
BUTUE — Mbl ByAeM OTKpbIBaTb CO6CTBEH-
Hble Knybbl B MOCKBe M pa3BuMBaTbCS MO
$ppaHwwmse B Poccum, 6amdKHEM U AanbHEM
3apy6exbe. NMoTeHuman o4yeHb 60/bLwON!

Onvea llanapm
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orld Class is.a Russian fitness corporation operating in the field of sports and healthy lifestyle. The

first fitness club World Class was opened in 1993 and became a harbinger of the development of the

fitness industry in Russia and the former CIS countries.

For 2019, World Class has 44 own and 48 franchise clubs in 35 cities and 6 countries of the world. Director

of Franchise Development of Russian Fitness Group Igor Shashkin answered questions of RBG.

- Mr Shashkin, market leaders like you are in-
dustry trendsetters in services and facilities. Who
is the main ideological inspirer of the brand at this
time, and what innovative solutions are waiting
for World Class’ members?

- Our company is not only a market
leader, but also a leader of fitness in Rus-
sia, accordingly, there are much more
expectations from us than from other
participants. To be the first you need to
constantly move forward, not to stand
still. We work every day to give the best
for our club members - the best fitness,
the best service, the best community. The
main instigator of the brand and the com-
pany since the opening of the first club is
still Olga Sloutsker, President of RFG.

The World Class team has been a party
to all major international fitness conven-
tions for many years, such as IHRSA, for
example. We carefully look at the world
trends and apply the most effective ones in
our clubs. Among the interesting trends of
recent times, one can certainly name the
improvement in the quality of life of older
people and, accordingly, special fitness
programs. All our clubs have launched
SoftFitness, which will suit our older cli-
ents, people undergoing rehabilitation,
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and all those who are against standard car-
dio and power loads. We strive to take into
account the interests of each of our clients
and select an individual program.

- The architecture of the brand provides for
work with three customer segments: from clubs in
residential areas to exclusive private clubs. What
are the main differences and which of the areas is
in most demand?

- The brand portfolio of our company,
as I noted, takes into account the inter-
ests of different target audiences. Our
flagship is World Class premium clubs
located in areas where the business life
of the city is concentrated, World Class
LITE business segment clubs are in mass
residential areas and the luxury segment
- World Class Exclusive, which operates
in closed club format.

All three of our segments are distin-
guished by their highest quality, not only
from the point of view of modern build-
ings, beautiful interior, but also they
have the highest quality fitness equip-
ment from leading manufacturers, the
latest innovative water purification sys-
tems and air conditioning systems. Of
course, our main difference and pride is

the coaching staff. We pay special atten-
tion to the selection of personnel, as well
as its subsequent training and develop-
ment. We can say with confidence that
the best work for us! All our club members
have access to networking opportunities
- this is a program of inter-regional guest
visits, according to which club members
can visit World Class clubs in other cities
for free during a business trip or vacation.
We pay much attention to the intranet
events in which our members from all re-
gions of Russia participate.

And in general they have much more
in common than differences. Although,
of course, clubs located in new districts
have a larger area, their membership
base is bigger, there are more units of car-
dio equipment. And the number of club
members per 1 sq. m. of area is higher
than in premium and luxury clubs.

- What parameters do you consider when
opening new clubs?

- The decisive factor in deciding wheth-
er to open a new club is the potential of
the customer base, along with transport
accessibility and competitive field. Equip-
ment, of course, is also important, but in



25 years and after 9o opened clubs, we are
very good at understanding how equip-
ment should be located, so that people
find it most comfortable to engage in
sports activities and get the maximum
income for the club.

- What would be the main advantages of
working with the World Class brand for potential
franchisees in 20197

- The main principle of our work is
maximum openness in cooperation with
a partner. At the very beginning of our
work, we made a decision that we would
not open franchise clubs where we would
NOt Open our ow1n ones.

Therefore, the work on the opening of
franchise clubs is built absolutely the same
as when opening our own clubs, the only
difference is that the investment is not our
own, but of our franchisee partner.

We use the entire base, which we have
accumulated in 25 years, in order to open
a club as quickly and simply as possible.
We are ready to solve all questions, start-
ing with the preparation of the analysis of
the location, the assessment of its poten-
tial. If we see the potential, we prepare
and discuss with the partner the operat-
ing model of the business, determine the
segment and concept of the future club,
assist in the selection and training of per-
sonnel, transfer all World Class activity
standards, marketing materials, launch
the pre-sale together with the partner.
We carry out certification and personnel
training annually.

We have more than 40 our own clubs,
where we constantly test new products in

fitness, marketing, sales, service, and we
will definitely share all the best practices
with the franchisee.

It is not an easy task to open a success-
ful fitness club, like any successful busi-
ness, requiring preliminary research,
evaluation and serious investments.

It is known that there is no universal
recipe for success. If we are talking about
the fitness club franchise, then each of
these aspects has its own weight. So, in
order to launch a successful fitness club,
the synergy of the right decisions is need-
ed: location, strong brand, always with a
developing own network of clubs, target
audience, market saturation, and so on.

We can say unequivocally that each of
our new projects in any city becomes the
best fitness club. Even despite the unsta-
ble economic situation, we are able to con-
stantly increase our customer base. After
all, we earn not only on membership, but
also on additional services. With proper
start-up and management, it’s a stable
and profitable business.

- The geography of your presence is expanding
and is not limited to Russia. How is brand compli-
ance monitored?

- We are in constant communication
with our partners and understand how
the clubs are operating. Moreover, in the
digital age it is very easy to follow all the
activity and communication that goes to
an external audience. And due to the fact
that we annually conduct certification
and training on the partner’s territory,
we have the opportunity to comment on
the spot promptly.
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- Is the selection of training programs one for
the whole network or depends on the region?

- In all our clubs, the absolute hit of
group programs is New Zealand’s Les-
Mills, with which we work long and
fruitfully. Of course, when launching a
new project, we selectively approach the
formation of a schedule grid, monitor the
popularity of programs, we can ratify, re-
place them. This is a regular practice for
fitness.

- What do you think is waiting for the indus-
try in the future? And what are the development
plans for World Class?

- In recent years, the fitness market
is one of the most dynamic in the service
provision sector. Even despite the crisis in
the economy, it is growing rapidly. People
pay more attention to healthy lifestyle
and, of course, want to pay for high qual-
ity and premium services.

The global market for fitness services
according to estimates by the Internation-
al Fitness and Sport Association (IHRSA) is
more than $ 81.2billion. The growth of the
market for fitness services is ensured both
by increasing number of clients in devel-
oped markets and by actively developing
emerging markets. The countries of Latin
America, Southeast Asia, the Middle East
and China are of increasing interest for
the expansion of world players.

Our company will continue its devel-
opment - we will open our own clubs in
Moscow and develop our franchise in Rus-
sia, the near and far abroad. The potential
is very great!

Olga Shapart
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AJIEKCEN YEXPAHOB:

«Llenb «Cpedbi» — yay4uieHue 3K0A02UU

80 acem mupe!»

B CE MeHbLUe 0CTaéTcsa Ha 3em/e Ntofen, KOTopbIX 6bl HE TPEBOXMIA

JKoJiorn4yeckasa cmtyauumsa Ha pO,D,HOI;I rniaaHerte, B TOM Huciie — B

6amKanLIem necy, y POAHOM peyku... MoXKHO Nno 3TOMy NOBOAY CKOpP-

6HO KayaTb ros0BoOn. Mnu — Bceraa ybmparb 3a co60m nocsie NUKHMKA.

Wnu BbIXOAUTb HA BOﬂOHTépCKVIe akKUunun no o4ncTke s1ieca n nocagke

LepeBbeB. A MOXHO NOMbITAaTbCs U3MEHUTb CUTYALMIO IN06aNIbHO, Kak

3TO caenan Anekcen YexpaHoB, ocHOBaTe b XosiguHra «Cpegan, cetu

JKOJ1I0rnm4yeckKmnx 3aBoos o nepepa60T|<e BTOPCbIpbA U NPOU3BOACTBA

M3 Hero CTpouTesibHblIX MaTepumaioB U KOHCTp\/KLI,I/IVI ans 6ﬂar0\/CT-

pOMCTBa.

- Anekceli FOpbesuy, 0ns Yyenoseka, He 90-
cmuzwezo0 ewé 35-nemHez0 eo3pacma, y éac
oueHb sipKas 6uozpagus. Bbl npodenanu nymp
om cmydeHma, nodpabampliéasiuezo 2py3vu-
Kom 6 nopmy, 00 2eHepanbHoz0 Odupekmopa
3moz20 nopma, npu4yem - ébldaéasuiezo noo
8awum pyKoeoocmeom pekopoHble pesyabma-
mbl. Bbl iénssemecb nomoujHUKom denymama
locdymbl Hukonas Banyeaa, useecmHozo eceli
Poccuu, a mak>xe npedcedamenem npogcoroza
cnopma u mypusma Kpbima. Ho 2nasHoe, bl
- co3damenb xonduHza «Cpeda»n, pabomato-
wezo 6 cpepe UHHOBAUUOHHBIX CmpoumeAb-
HbIX Mamepuanos u )XKX u Ha ce20dHswHuLi
0eHb 06vedUHsII0UWLe20 HECKOAbKO 3K03a80008
¢ obopomom cebile noamunauapda py6neil.
Pacckaxxume o cebe Hawum yumamensim.

- poauncaBnocénke CnaBsHKa Hatore
MpuMopckorokpas.Mama,Bpay-TepanesT,
1 oTew, TpeHep no cambo, C AeTCTBA BHY-
LMW MHE: TO, YeM 5t 3aHMMALOCh, JOJKHO
HeCcTu Nonb3y noasaM. Yexas Bo Bnagmsoc-
TOK, paboTyBTOprosom nopty AO«anb3a-
BOA-TEPMUHAN» COBMeLLAN c y4ébon B MI'y
MM.agMupanaHeBenbckoroHagpakynbTeTe
3KOHOMWKMW 1 yrpaBaeHus. B nopTy 3a He-
CKOJIbKO NeT npoLen NyTb OT rpy3ynka Ao
reHepasibHOro AMpeKTopa, NoCT KOTOPOro
3aHSAN B 25 JIeT. 3aTeM NPUHSAA peLleHne o
nepeesge B MeTepbypr n nony4yeHnn 6mus-
Hec-o6pasoBaHusa. Mckan BO3MOXHOCTb
3aHMMATbCA AeN0M MOJie3HbIM U MOTeH-
umManbHo 6onbwuM. U nocne npucoepm-
HeHuna KpbiMa K Poccnm nepeexan Tyaa.
YupeauiKoMnaHuio, OpraHn3oBan ciayxey
nepeBo3ok. W Torpa xxe nosHakoMuscs ¢
nepepaboTkom 6/y pe3aHOBbIX MNOKPbILLEK.
YcnewHo npoaan npexxHumn 6usHec ukynun
obopynoBaHue ans nepBoro skosaesopa. C
NOMOLLbI0 KOMMEepPYeCKUX MPOeKTOoB U 3a-
K/IIOYEHUS FTOCYAapCTBEHHbIX KOHTPAKTOB
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Mbl 3apaboTanu Hemasnble feHbru, 6naro-
ycTpouB 60s1ee TbiC4M 06BLEKTOB MO BCEMY
KpbiMy. Hayanu y4acTBoBaTb B 61aroTeo-

pUTENbHOCTU, NOAAPUB LLEHTPasibHOMY
napky Cumdeponons AeTcKyo NaoLWaaky
CTOMMOCTbIO MWIIMOH pybnen.

- Umo npedcmaensiem u3 cebsi xonouHz
«Cpedan» celiuac?

— Camomy 6peHay 1 koMmnaHum «Cpegan
MeHbLueroga. HoBoobue s Havan aToT 6um3-
HeCBaBrycTe2014-ro, Koraa oTKpbinepeoe
npeanpusTue. 3aTeM — BTOpOE, TpeTbe. Mo-
JNYYUINANLEH3UOHAYTUIN3ALMIOONACHBIX
0TXOA0B. B3s/K B ynpaBneHne KOMMNAHUIO
XKKX B chepe yTuansaumm otxoaos, obcny-
XunBas 60Jiee 70 MHOFOKBapTUPHbIX JOMOB.
OHa 10 CUX Nop B HaLLEeM yrpaBaeHuu. Tor-
[a s BnepBble M03HaKoMuIcs ¢ paboTon no-
JINFOHOB TBEpPAbIX 6bITOBLIX OTXOAO0B: Y HAC
B yNpaB/ieHNWN OKa3ancs Takomn. Y3Han, Ha-
CKONbKO 60/bLIas NpobiemMa —nakeTbl, yra-
KOBOYHas naeHka, uennodaH. Okasanochb,
4yTO 060pYAOBaHME NO NX NepepaboTke yxe
[OABHO CyLLeCcTBYeT B MUpe, HO TeXHO0rus
Torga 6blna o4veHb 3aTpaTHasl, HAM MoOHa-
[061MN0Ch NHBECTUPOBATbL B 3TO YYTh /1M He
BCHO NpUBbIIL. Tak s KyNua cBoe NepeBoe rno-
JiMMepHo-nec4yaHoe obopyaoBaHue. He Bcé

LUNOMNaAKOo: CKa3biBAIOCbOTCYTCTBMEOMNbITA
B 3TOM Cchepe; KaKAbIN 3KCNepUMEHT BCTa-
BaJ1 B Konewky. Ho cnycTs ABa roga ynopHo-
ro Tpyaa Mbl MOAEpHU3MpoBann o6opyao-
BaHUe COrnacHo cobCcTBeHHOM pa3paboTke,
4YTO MO3BOJINIO CHU3UTb €r0 CTOMMOCTb C 15
M/H py6nen [0 3 MAH pybnen Ans nonaHo-
LLeHHOr0 MMHM-3aBOAA, KOTOPbIA MPUHOCUT
XOPOLLYHO NPUBbLIL U MO/b3Y 3KONOrUN. Mbl
CO34a/TMYHNKAJIbHYIO TEXHOOT IO o nepe-
paboTke 6/y ynakoBOYHOM MJIEHKM U nake-
TOB MPY COBMELLLEHUM CECKOM, B pe3y/ibTa-
Te yero o6pasyeTcs BbICOKOAPMUPOBaHHAsA
nosiMMmep-necyaHas cMecb, U3 KOTOpOM Npwm
NOMOLLM MOLLHOIO Npecca 1 cneumanbHbIX
CTanbHbIX POPM NPOM3BOASATCA U3AENUS, O
NPOYHOCTM CONOCTABMMbIE C FPAHUTOM.

B anpesie npowsioro roaa MHe npuiuna
naes o co3gaHum 6peHpa U KOMMNaHum, a
B AanbHenwweM u xonanHra «Cpegan. §l pe-
LW HA3BaTb TaK KOMMAHUIO, MOTOMY YTO C
€€ NoMOLLbIO GOPMUPYETCS U 3KOJIornYyec-
Kascpeaa, ucpeaa s pa3BUTUS Npeanpu-
HMMaTeNbCTBa, U ropoackas cpeaa. Kom-
NaHUIO Mbl Y4peanIn COBMECTHO C XXeHOWN
Nnaunen.MnaHvpyemco3patbceTbmusbonee
cTanpeanpuaTui. 115 COBMeCTHOro gose-
BOI0 y4aCT1S B OTKPbITUM HOBbIX 3K03aBO-
OB NpuUraalaem 4YacTHbIX UHBECTOPOB.

- Kakyiwo cymmy MUHUMAAbHO HYXHO
umemb uHeecmopy?

— Mbl usHayanbHoO cos3gaBanu 6M3Hec-
MopenbTak, 4To6bl OHa 6bl1a A0CTYMHA ANS
6onbwnHcTBa ntoaen. Cpeacrtsa MHBeEC-
TOPOB MAYT Ha pasBUTHE 3aBOAA, MOKYMKY
obopynoBaHus, apeHAy CKI1afoB, LEeXoB.
Mbl HayYuMNUCb OTKpbIBATb NpeanpuaTUs
6yKBanbHO 33 3 MecsiLa — CHY/IS 4,0 NepBoro
3akasa. B teyeHue ropa 1togm yxxe HaumHa-
10TNOJTY4aTbNPUGLINbLOTBIOXEHHbIXAEHEr
KaKMosIHoMpaBHblecoBnaenbLbibusHeca.



MUWHUManbHLIA NOPOr ANA YacCTHbIX WH-
BECTULUI HA OTKPbITUE OAHOI0 3K03aBoAa
— 206 TbicaY pybnen.

- Ho ebl passusaemecb u no cucmeme
¢panuaiizunza?

—[a, Ha JaHHbIN MOMEHT Y Hac y>Xe pea-
IN30BaHONATbLIKO3aBOAOBMNOdpaHLLM3E: B
EkaTepuHbypre,Yensa6uHcke, TynbCKOM06-
nacTtu v aea B NoamMockoBbe. ELLE 0K0M010
3as8BOK Ha cornacoBaHun. Mol TwaTenbHO
oT6bmMpaemM NapTHEPOB No ¢ppaHLum3e, 4To-
6bl OHM COOTBETCTBOBA/IN KPUTEPUSIM IKO-
noruyeckoro 6msHeca.

TaKke Mbl CTpeMuMcs, 4To6bl paboume
npegnpuaTUA NoJiy4aan oT 50 Tbicsa4y U
BbilWe. Hawa uenb — ceTb 3K03aBOAOB, He
TONbKOMOJIE3HBLIXANA0KPYXKatoLWencpeabl,
HO 1 MPUHOCSALLUX XOPOLUYI0 NpUbbLIIbL BNa-
JenbuaM 1 [OCTOMHbIe f0X0Abl PAa6OTHU-
Kam. Mpon3BOACTBEHHbIE MOLLHOCTU 3aBO-
[oB — 6onee 40 TbICA4 METPOB Pe3NHOBLIX
MOKPBLITUM 1 6osee 10 TbICSY KOHCTPYKL I
MasblX apXUTEKTYpPHbIX GOpM 13 NonmMep-
Nnec4yaHoro Cbipbs B roA,.

XonpguHrnoctaBuacebeuenbonpuUcyTC-
TBUE B KQXA0M pernoHe P®, B HEKOTOPbIX
— MO HECKOJIbKO 3aBOA0B. OCHOBHbIM Kpu-
TepueM sIBASIeTCS KOIMYECTBO XUTENEN.

- A CKOAbKO Mycopa npou3eodum >kumeAb
Poccuu 3a deHb? Kakas nnowadb nonuzoHa
mpebyemcs,, umobbl e20 3axopoHumb? Kak
o6cmosm dena ¢ 3moli npo6aemoli 8 nepedo-
8blX cmpaHax?

— B cpegHeM yenoBek Npov3BOAUT 1-1,5
Kr Mycopa B AeHb. 1719 TOro 4tobbl 3axopo-
HUTbL OTXOAbI, MPON3BOANMbIE HACENEHHBIM
NYHKTOM B 3 TbICS4M Ye/ioBeK, Heobxoanm
MOJIMFOH MOpsiAKa 12 ra, y4uTbiBas, 4TO
OenCTBYIOT OHU 25 fieT. MNepefoBbie B 3TOM
OTHOLLUEeHUN cTpaHbl — SAnoHudA, KaHajaa,
LLiBeriuapus. B HUX nokasatenu no nepe-
paboTke BCeX 0TX0A0B, pOopMMpYyEMbIX Ha-
ceneHveM 1 NpeanpuaTUSMU, NPeBbIAOT
90%. Y HaC 3TOT Nokasarte/b — Nopsiaka 5%,
W Halla KOMNaHWMs HAMepeHa CbirpaTh posib
B €ro Y/y4LLIEHUNN.

- CKoAbKO npoueHmoe npubbinu noayva-
em npouseodumenb?

— B npoueHTOM NpupocCTe KanuTtana ot
B/IOXKEHHbIX CPeAcTB —232% 3a 3 roga.

- CKOAbKO U KaKo20 mycopa Hy>XHO, Umobbi
noay4ume cumnamuyHyto cadosyto ckametiky
uAu KeadpamHbili memp mpasemobe30nacHozo
pe3uH068020 noKpbimus?

-Ananpon3BoACcTBAaOAHOMKOMMNO3MNT-
HOM 3KONABOYKM Mbl nepepabaTbiBaem
OKO/105ThICSAY NAKeTOB. 3TO KO/INYECTBO,
npousBogMmMoe 4-noAabesfHbiM MsATU-
3TaXHbIM AOMOM 3a Mecal. ng npous-
BOACTBA 1KB. MeTpa Pe3nHOBOWN NAUTKMU
HY>XHO 25 KI' Pe3MHOBOMW KPOLUKMK (KOM-
NAeKT cTapbiX NOKpPbILWEK OAHOT0 aBTO).
Mbl peliaemM He TO/IbKO CBOM 3a4a4u, HO
n rnobanbHy, NO 4YacTn nepepaboTkun
oTXxoAoB.Hanpumep,npobnemyyTtmamsa-
LMW TOHKOW NAEHKN, KOTOPYIO Mano KTO
nepepabartbiBaeT. Kak TONbKO NOSBUTCS
B permoHe Halle npeanpuaTue, 3Ta Npo-
6nema gng Hero pewunTcs.

- U 20e 8bl 6epéme mycop dast nepepabom-
Ku: 8edb pasdenbHbili e2o c6op euwé He nony-
uuA 8 Poccuu 3amemH0z0 pacnpocmpaHeHus?

— Ha MycopocopTMpOBOYHbIX 3aBOAAX
CTOAT IMHUM TBEPAbIX HbITOBLIX OTXOA0B,
OTK/IaAblBalOWMe MakeTbl B CTOPOHY. Ho
MX HeKOMy cpaBaTb. PacTéT Ko/JM4ecTBO
YNaKoBOYHOM CTPErY-NIEHKMN. Becb pbIHOK
nonnmMepoB nepepabaTtbiBaeT Nopsaka 5%
3TMX OTX0AO0B. Hawwu 3aBoabl 6yayT 3T0T
nokasaTte/ib MOCTENEeHHO yayylwaTh. Hawm
OCHOBHbIE MOCTABLUUKUN — MyCOPOCOPTUPO-
BOYHbI€ 3aBOAbI U pErMoHabHble OnepaTo-
pbl N0 NnepepaboTke OTXOA0B.

- B naanax xonduHza «Cpeda» - omkpbl-
mue K KoHuy 2019 200a no eceti Poccuu 6onee
23 cobcmeeHHbIX 6e30mx00HbIX 3K03a60008
u ewé 46-mu no ¢paHwuse. A vepes 3 200a
ébl paccyumbiédeme pacwupump ux cemb 00
200 uau 6onee. Bbl ciumaeme cmonb 2paHou-
03Hble NAAHbl 8NOAHE pednbHbIMU?

— Y>Xe ceryac Mbl UMeeM 6onee 300 3a-
ABOK OT XenawLwmx cTaTb HaWMMKU napT-
HEépamMunogpaHLIN3EeNIMCONHBECTOPAMM.
MNepBble 3aMyCcKn 3aBOA0B NIAHUPYIOTCA B
Mockse, CaHkT-MNeTepbypre u EkatepuH-
6ypre, MoaMocKkoBbe N Tyfe, 3aTeM Ha o4e-
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peau TioMeHb, YensbuHck n KasaHb. Camu
Mbl MJaHMPYeM BCKOpe OTNpaBUTbCS Ha
noBblWeHMe kBanndukaumm, Ao Mmas 2019
roga. AsaTtem 3anyCcTvM BTOPYIO BO/IHY MO-
OepHU3NPOBaHHbLIX 3aBoAo0B. Hawa uenb
— co3gaHue coobluecTBa NpeanpuUATUN 1
npegnpuHUMaTtenen, 3aHUMaOLLUXCS IKO-
JIornyeckmm 6M3HeCOM, AaoWmM BTOPYIO
XKM3HbOMACHbLIMA/13KOCUCTEMbIOTXOAAM.

Muccms komnaHum «Cpega» — caenatb
Tak, YTo6bl MUP 6bIN OYULLEH OT NaacTU-
KOBOro Mycopa 4Yepes3 ero HOBYIO XXMU3Hb B
KOMMO3UTHbIX MaTepuanax, nosiesHbIx ye-
JloBeYecTByY, U COXpaHUTb 61aronpusTHYIO
oKpy>KaroLlyocpeay A HaLWNXMOTOMKOB.

- MaaHupyeme au passueamp eaw ppax-
uati3uHz 3a zpaHuueli?

— Mbl y)xe paccmaTpvBaem 3asiBKU U3
KasaxctaHa, Y36ekucraHa n benopyccun,
Nuagun n CLLUA.

- Kakue npeumywecmea noayuarom eawiu
napmtépbl, pabomas no ¢ppaHwuse «Cpeda»?
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— BO3MOXHOCTb NMpnobpeTeHns 3KO-
3aBoga «Cpefa» No Hawemn YHUKaAbHOM
TexHosormn. Bcé obopypoBaHue Mo-
6MNbHOE, MOXHO NPOCTO CHATbL NOMelLe-
Hue, 06ecneymnTb BbITSXKOM, N 3aBOA, FO-
ToB! OT onnaThl MaywanbHOro B3HOCA A0
3anycka NnpoxoAuT 2-3 Mecsila, Mbl obec-
neyMBaeM TEXHUYECKYI0 U KOMMepuyec-
Kylo MoAesb, 3anyckaem CanT Ha PernoH,
obecneymBaem nepsble 3asBknu. Chop-
MMpOBaHa cMcTeMa y4yéTa M KOHTponS,
aBnswowasncs Hawen WT-paspaboTkon.
MNpepnaraertcs byxrantepckoe v lOpUAn-
YyeckoeconpoBoXaeHue.[apaHTUpoBaHa
KOMMJIeKCHas nopfepxka BCeX Halux
noapasfeneHun.

- Kakoebl ce2zodHsiwHUe mpe6oeaHus Kom-
naHuu K nokynameasim ¢ppaHwiu3sbi?

- B nepByto o4yepeab, 3TO A0/IXKeEH 6bITb
KOMaHJHbIA UTPOK, YenoBeK, KOTOpPbI ro-
TOB He TO/IbKO MoJly4aTb, HO U OTAABATb.
YecTHOCTb, OTKPbITOCTb, NJ1HOC FOTOBHOCTb
[ennTcsa onbIToM U 0byyatbesa. Mbl pery-
NSIpPHO NPOBOAMM obyyaroLme BebuHapbl,
CceMWHapbl U T.4,.

- Bo cKkonbKo o6olidémcsn eawiemy Hogomy
napmHépy @paHwu3a «c HyAs U N0d KAKY»?

— [ns nepBbix NapTHEPOB Mbl Npeano-
XUANYNPOLLEHHbIVN BApMAHT3anycka cTon-
MOCTbIO NOpsAKaA 3 MJIH pybnen. Cmas cTo-
MMOCTb3anyckay>XemMoAepHU3NPOBAHHOIO
npeanpuaTus 6yaeT oT 5 MJH py6nen.

- laaHupyeme Au 6bl 0cé0eHUe HOBbIX
mexHonozuli dAs nepepabomKu ewé He oxed-
UeHHbIX 8awiumM npou3zeodcmeom Kamezopuii
mycopa?

— Y Hac yxe paspaboTaHbl TeXHOJ0rMu
nepepaboTky pe3avHOTEXHUYECKUX U34enni
(MOMMMO MOKPpbILLEK), CTEK/IA, OTXOAOB Ape-
BECHOMMPOMBbILLIEHHOCTU. BCEaTOBYAeTBBO-
OVTbCS NO3TAMNHO Ha yXKe roToBbIX 3aBOAAX.

- Kakoli cmaHem «Cpeda» 8 6auxaliwue
10-15 nem?

— Sl yBepeH, 4To «Cpepa» BblpacTeT A0
MeXAyHapoAHOro  MpOU3BOACTBEHHOIO
XONAWNHra, KOTopbI 6yeT peannsoBbiBaTh
3KonormyecknenbmsHec-LenMHaTeppuTo-
pvn BCero Mmupa.

becedosana Eneva AnekcaHoposa
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ALEXEY

CHEKHRANOV:

“The goal of Sreda is to improve
the ecology of the whole world!”

There are fewer and fewer people on Earth who would not be disturbed by the ecological situation

on their home planet, including in the nearest forest, near a small river... One can shake their head

mournfully about this or always clean up after a picnic. Or go to volunteer events to clean up the forest and

plant trees. And you can try to change the situation globally, as Alexey Chekhranov, founder of the holding

Sreda, a network of ecological plants for recycling and production of building materials did.

- Mr Chekhranov, for a person who is under
the age of 35, you have a very vivid biography. You
made your way from a student who worked as a
cargo handler in the port to the General Director
of this port, and moreover, it had record-breaking
results under your leadership. You are an assistant
to the deputy of the State Duma Nikolay Valuev,
known to all of Russia, as well as the chairman of
the trade union of sports and tourism in Crimea.
But most importantly, you are the creator of the
Sreda holding, working in the field of innovative
building materials and utilities, and today you
manage several eco-plants with a turnover of over
half a billion rubles. Tell our readers about your-
self.

- I was born in the village of Slavyanka
in the south of the Primorsky region. My
mother is a general practitioner, and my
fatherisasambo coach. They have inspired

me since childhood: what I do should be
good for people. Having left for Vladivo-
stok, I combined work in the trading port
of JSC Dalzavod-Terminal with studies at
Nevelskoy Maritime State University, at
the Faculty of Economics and Manage-
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ment. For several years in the port I grew
from a cargo handler to the General Direc-
tor, this post I took in 25. Then I decided to
move to St. Petersburg and get a business
education. I was looking for an opportuni-
ty to do useful and potentially large busi-
ness. And after the inclusion of the Crimea
into Russia, I moved there. I established a
company, organized a shipping service.
And then I met with the processing of used
rubber coatings of tires. I successfully sold
the former business and bought equip-
ment for the first eco-plant. With the help
of commercial projects and conclusion of
state contracts, we earned a lot of money,
having improved more than a thousand
objects throughout the Crimea. We began
to participate in charity, giving the central
park of Simferopol a playground worth one
million rubles.

- What is the Sreda holding now?

- The brand itself and the company Sre-
da areless than a year old. Butin general, I
started this business in August 2014, when
I opened the first enterprise. Then - the
second, the third. I obtained a license for
the disposal of hazardous waste. We took
control of the housing and utilities compa-
ny in the field of waste management, serv-
ing more than o apartment buildings. It
is still under our control. It was then that
I first became acquainted with the work
of solid waste landfills: it turned out that
we had one in our management. I learned
how big the problem of bags, packaging
film, cellophane is. It turned out that the
equipment for their processing has long
existed in the world, but the technology
was very expensive at that time, we need-

ed to invest almost all the profit in it. So I
bought my first polymer-sand equipment.
Not everything went smoothly: we had a
lack of experience in this area and each ex-
periment cost a bundle. But after two years
of hard work, we upgraded the equipment
according to our own design, which made
it possible to reduce its cost from 15 million
rubles to 3 million rubles for a full-fledged
mini-plant that brings good profits and
environmental benefits. We have created
a unique technology for the processing of
used packaging film and bags when com-
bined with sand, resulting in a highly
reinforced polymer-sand mixture, from
which products are manufactured using
a powerful press and special steel molds
comparable in strength to granite.

In April of last year, I got the idea of
creating a brand and a company, and later
on the Sreda holding. I decided to call the
company that way, because with its help
both the ecological environment, the en-
vironment for the development of entre-
preneurship, and the urban environment
are formed. We established the company
together with my wife Lydia. We plan to
create a network of more than a hundred
enterprises. We invite private investors for
joint participation in the opening of new
eco-plants.

- What is the minimum amount an investor
should have?

- We initially created a business model
so that it was accessible to most people.
Investors’ funds are used to develop the
plant, purchase equipment, rent ware-
houses and workshops. We learned how



to open enterprises literally in 3 months
- from scratch to the first order. Within
a year, people are already starting to get
profit from the invested money, as full
co-owners of the business. The minimum
threshold for private investment in the
opening of one eco-plant is 206 thousand
rubles.

- Are you developing and the system of fran-
chising as well?

- Yes, at the moment we have already
launched five eco-plants within the fran-
chise: in Yekaterinburg, Chelyabinsk, the
Tula region and two in the Moscow region.
There are about 10 more applications for
approval. We carefully select franchise
partners to meet the criteria for environ-
mental business.

We also strive to ensure that workers
of enterprises receive from so thousand
rubles and more. Our goal is a network of
eco-plants, not only beneficial to the envi-
ronment, but also bringing good profits to
the owners and decent income for employ-
ees. The production capacity of the plants
is more than 40 thousand meters of rubber
coatings and more than 10 thousand struc-
tures of small architectural forms of poly-
mer-sand raw materials per year.

The holding set a goal to be present in
each region of the Russian Federation, in
some - with several plants. The main crite-
rion is the number of inhabitants.

- And how much waste does a resident of Rus-
sia produce per day? What is the area of the land-
fill required to bury it? What is the situation with
this problem in advanced countries?

- On average, a person produces 1-1.5 kg
of waste per day. In order to bury the waste
produced by a settlement of 3,000 people,
a landfill of about 12 hectares is needed,
given that they operate 25 years. The ad-
vanced countries in this respect are Japan,
Canada, Switzerland. In these countries,
the indicators for the processing of all
waste generated by the population and en-
terprises exceed 90%. We have this indica-
tor - about 5%, and our company intends to
play a role in its improvement.

- What is the percent of profit received by the
manufacturer?

- It is a percentage of capital gains from
invested funds - 232% over 3 years.

- How much and what kind of garbage do you
need to get a nice garden bench or a square meter
of safe rubber surface?

- We process about 5 thousand pack-
ages for the production of one composite
eco-bench. This is the amount produced
by a four-access, five-story house for the
month. For the production of 1 square me-
ter of rubber tile we need about 25 kg of
crumb rubber (a set of old tires of one car).
We solve not only our tasks, but also global
tasks of waste processing. For example, it

is the problem of recycling a thin film that
few people recycle. As soon as our enter-
prise appears in the region, this problem
will be solved for it.

- And where do you get the garbage for recy-
cling: after all, its separate collection has not yet
received noticeable distribution in Russia?

- At the waste sorting plant there are
lines of solid household waste laying bags
aside. But there is no one to pass them.
The number of packaging stretch films is

growing. The entire polymer market pro-
cesses about 5% of this waste. Our plants
will gradually improve this indicator. Our
main suppliers are waste sorting plants
and regional waste treatment operators.

- The holding Sreda plans to open throughout
Russia more than 23 of its own waste-free eco-
plants and another 46 plants under the franchise
by the end of 2019. After 3 years, you expect to ex-
pand their network to 200 or more. Do you think
that such ambitious plans are real?

- Already now we have more than 300
applications from those wishing to become
our franchise partners or co-investors. The
first start-ups of the plants are planned
in Moscow, St. Petersburg and Yekaterin-
burg, the Moscow region and Tula, then
Tyumen, Chelyabinsk and Kazan are next
inline. We ourselves are planning to go on
training soon, until May 2019. And then
we will launch the second wave of the
modernized plants. Our goal is to create
a community of enterprises and entrepre-
neurs engaged in environmental business,
giving a second life to hazardous waste.

The mission of the company Sreda is
to make the world clear of plastic debris
through its new life in composite mate-
rials useful to humanity, and to preserve
a favorable environment for our descen-
dants.

- Do you plan to develop your franchise
abroad?

- We are already reviewing applications
from Kazakhstan, Uzbekistan and Belar-
us, India and the United States.
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- What are the benefits of your partners work-
ing in the Sreda franchise?

- The possibility of acquiring the eco-
plant Sreda using our unique technology.
All equipment is mobile, you can simply
remove the room, provide a hood, and the
plant is ready! It takes 2-3 months from
payment of the lump-sum fee to launch,
we provide the technical and commercial
model, we launch a website for the region,
and we secure the first applications. A sys-
tem of accounting and control, which is

our IT development, is formed. Account-
ing and legal support are available. We
guarantee comprehensive support for all
of our units.

- What are the company’s current require-
ments for franchise buyers?

- First of all, it should be a team player,
a person who is ready not only to receive,
but also to give. There should be honesty,
openness, plus willingness to share expe-
riences and learn. We regularly conduct
training webinars, seminars, etc.

- How much will a franchise “from scratch and
turnkey” cost your new partner?

- For the first partners, we proposed a
simplified launch option costing about
3 million rubles. Since May, the cost of
launching an already modernized enter-
prise will be from 5 million rubles.

- Do you plan to master new technologies for
recycling the categories of garbage not yet covered
by your enterprise?

- We have already developed technolo-
gies for processing rubber products (in ad-
dition to tires), glass, waste wood indus-
try. All this will be introduced in stages at
the already finished plants.

- What will be Sreda in the next 10-15 years?

- I'm sure that Sreda will grow to an in-
ternational production holding that will
implement environmental and business
goals throughout the world.

Interview by Elena Alexandrova
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[npeKTop NO'PA3BUTNIO CETU
000 «Jlabopatopus [ENioTecn»
Bacunenko CBemiaHa AleKCaHposHa '

Kak omkpbimb
no ¢ppaHwuse

MeoUUUHCKYH
nabopamopuro
«['emomecm»?

COBETDI

NMPOPECCUOHAJA

PVYHUMas peLueHne 06 OTKPbITUK 6U3HeCa, NpeanpUHMMATENN BCeraa

AenatoT BbI6op Mexay cO6CTBEHHOM busHec-naeen (NycTb faXke nog-

CMOTPEHHOMN Y KOHKYPEHTOB) N BU3HEC-KOHLENLMEN U3BECTHOW PpaHLLN-
3bl, K KOTOPOM y>kKe ChOpPMUPOBAHO JOBEPUE N NOSASIbHOCTL NOTpebuTens.
B nocnenHee BpemMs MHOrve npegnpuHUMaTenn oToaroT NpeanoyTeHme

OTKPbITUIO 6usHeca no ¢paHmM3e, CHUTaA Takyo mogesib MeHee puc-

KOBaHHOW, 60/1ee HaaeXXHoM 1 3pPeKTUBHON. Ha pbiHKe CeroaHs ecTb

MHOXeCTBO GpaHLLM3 B Pa3HbIX OTPACASX IKOHOMUKN: HAYMHASA OT Na-

PUKMaxepCKUX n Ca1I0OHOB KpaCOTbl U 3aKaH4YMBas 6per,aMM N3BECTHbIX

aBTo3anpaBok. HO ecin nckaTb ycneLHble U NepcrnekTUBHbIE Hanpas-

1eHnsd, To, KOHe4YHo, 3TO na60paTopHa;| AuarHoctuka. laHHas oTpacib

AaXKe B KpU3nNCHbIe nepmnobl NpoAO0/IKAET pa3BNBATbCA U NOKAa3bliBATb

3¢ PeKTUBHOCTb U PeHTA6eNbHOCTb.

YEM NMPUBJIEKATEJ/IbHA ®PAHLLU3A
MEAULMHCKOMN NABOPATOPUMN

“Nabopatopusa lemoTect” aKTUBHO
pasBMBaeTCa B Hanpas/eHUWN “MeanLUH-
ckas ¢paHwmsa”. Ha cerogHsa — 3TO 0AHO
13 Hambonee 3HAYNMbIX COLMANBHBLIX Ha-
npaeneHun. Hawa nabopatopus Hayana
cBOto paboTy B 2003 roay, B 3TOM Xe roay
6b1/10 OTKPbLITO NepBoe CO6CTBEHHOE OTAe-
neHune. C 3TOro roaa Mbl CTasn pa3BMBaTh
ceTb CO6CTBEHHbIX 1a6OpaToOpHbIX OTAeNe-
HWUW, HaKoOMWAW onbIT, paspabotann 6us-
Hec-CTaHAApTbl OTKPbLITUSA U yNpaBieHuUs
oTaeneHnsMu. OCHOBbLIBasICb HA AAHHOM
onbiTe, B 2010 roAy OTKpbIM MepBoe OT-
JeneHuve no ¢ppaHYam3uHry. 3a feBaTh ieT
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passuTusa PpaHyarianHra npopabotanu m
yCOBepLUEeHCTBOBaNN Bce 6U3Hec-npoLec-
Cbl M CTAHAAPTbI HaLWe Mogenn. VicerogHs
6u3Hec-mopenbHawenppaHLLM3blfoBee-
Ha A0 6e3ynpeyYyHOCTH, AoKas3ana CBOI 3¢-
$HEKTUBHOCTb, HAAEXKHOCTb, CTaBUNLHOCTD
W AOXOAHOCTb.

FEOrPA®USA
®PAHYAN3UHIOBOW CETH

B HacTOSLLMIN MOMEHT CeTb BKIOYaeT
650 1a60paTOPHLIXOTAENIEHUN, paboTato-
LWwMx Bo Bcex dpepepasbHbIX okpyrax Poc-
cunckon ®epepaumnm, B270ropofaax, atak-
Xe cTpaHax LleHTpanbHom Asnun. Mpuatom
450 OTAE/IeHUN — 3TO OTAeNeHMs HalKnX

napTHepOB, OTKPbITblE N0 GPaHYAN3NHTY.
Takke B CTPYKType KOMMNaHUM COBpPeMeH-
Has TexHonornyeckas 6asa, BkiovaroLas
5 MHOronpo®uibHbIX 1abopaTopuni, Bbi-
nosiHstoWwmnx 6osiee 55 MJIH TECTOB B FOA,

MoaTBepaeHMeM MOMynspHOCTU Ha-
wen PpaHLM3bl ABASETCS TOT PaKT, YTO
ABaropaHasaf«leMoTecT» BOLWEABTPOMKY
cambix npoaaBaemMbix ppaHwmns Poccum B
penTuHre PBK, Npy 3TOM yCTOMYMBO 3aHU-
MaeT rnepBoe MecTo Cpean MeaULMHCKUX
$paHwWwms.

3anor ycnexa Hawmx napTHepOB — Npo-
AyMaHHas gomenoyen 6usHec-moaesb, pa-
6oTatowas Ha pbiHKe ppaHLLM3 y>Ke BOCEMb
NleT, y3HaBaemocCTb 6peHaa 1 noppepxka
Hawero dpaHyamsn.



CKOJIbKO CTOUT OTKPbITb
®OPAHLUUN3Y TIABOPATOPUN
«FEMOTECT»

['naBHbIM BONPOC, KOTOPbIV CTOUT Nepef,
613HeCMEHOM, — CKOJIbKO Sl MoTpayy Ha oT-
KpbiTUenabopaTtopumn?laBantenocynTaem,
KakoBaLeHadpaHLwm3bl«IemoTecT».O6Lwas
CyMMaWHBECTULMI ByaeT cknaabiBaThcs ns
3aTpaT Ha apeHAy M PeMOHT MoMelLLeHus,
nayLluanbHoOro B3Hoca u posinTu. Mol npea-
naraem BbI6paTh OAHO U3 YeTbipex UHBECTU-
LIMOHHbIX MPeAJIOXKeHU B 3aBUCUMOCTH OT
YNCIIEHHOCTMHACENEHUSATOPOAA, BKOTOPOM
NAaHMpyeTCs OTKPbITh IabopaTtopuio.

Hanpuwmep,ycnosusasanyckadpaHwwmnsbl
«FemoTecT» MOryT 6bITb CeAyIOLWNMU:

* [ing ropopa c HaceneHmem Ao 50 ThiC.
YesioBeK MayLiasbHbIN B3HOC COCTABMUT 50

ThbIC. py6., posinTn — 0,18%, a 0bLwas cymma
B/IOXKEHUWN — OT 750 TbIC. py6.

« lns ropopa c HaceneHnem 6onee no-
JNYMWJIIMOHA YeNnoBeK NayLuasibHbIA B3HOC
200 TbIC. py6., posnTK TakxKe — 0,18%.

®paHwmsanaboparopun«eMoTecT»—3T0
VXKEHACTPOeHHbIN6M3HeCcMYepes3-6MecsLeB
paboTbl BalLa TOUYKa BbIMAETHA OKYNaeMoCTb.
OTKyAa Takas yBepeHHOCTb? dpaHyarisn no-
Jly4aeT ycnewHo peasim3oBaHHyto 1 paboTta-
toLyto 6MsHec-mMofenb, KOTopas BKIKOYaeT:
MapKeTUHT, TEXHOJI0MMK, NOCTaBKy Pacxof-
HbIX MaTep1asioB OT BeAyLLUX MUPOBbIX MPO-
M3BOAUTENEN, UCMOJIb30BaHME Y3HABaeMOow
MapKu1 1 afanTUpPOBaHHYIO MOAENb BeeHUS
6u3Heca an1s Bcex pernoHoB Poccum.

Na6opatopusi «emoTecT» NpoBOAUT
6ecnnaTHoeobyyeHnenapTHepOBOCHOBAM
6u3Heca B obpa3oBaTenibHOM Mporpamme
«lWkona dpaHyar3u», okasbiBaeT MHPOP-
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MaUMOHHYIO U peK/laMHYI0 NoanepXxKy Ha
TenesngeHun, pagno, B UHTepHeTe U ne-
YaTHbIX N34aHUAX.

KAKHUE Mbl NMPEADABJ/IAEM
TPEBOBAHUS K ®PAHYAN3U

XKecTkux KpuTepues A/ NOTeHUMab-
HOro ¢paHyarsn y Hac He CyLLeCTBYeT.
BaXKHbl €r0 HAaCTONYMUBOCTb, YBEPEHHOCTb
B CO6CTBEHHbIX CUNAX M KeNaHue paboTatb
B Hallen KOMaHAe 1 3HaTb, YTO B/IUSIET HA
npu6bINb GpaHLLIN3LI.

KoHeuHo, Mbl He Nnpoaaanm ¢paHLLIn3y
TOMY, KTO He 6yeT 3aHMMAaTbCs MPOeKTOM
M MocTapaeTcs NepesioXuTb BCO OTBETC-
TBEHHOCTb 32 CBOM 6U3HeC Ha naeyun ppax-
Yamsepa.TakxeBaxHo,4TobbippaHyarsep
1 ¢ppaHyam3n npecsiefoBann ofHy LeNb
— cTpOUAN 3 PEKTUBHbBIN, AOXOAHbLIN U yC-
TOMYMBbI BU3HEC M NOCTOSAHHO paboTanu
Haj MoBbllEeHNEM KayecTBa o06CnyXuBa-
HU1S HALWNX KJIMEHTOB. Beib UME@HHO X J0-
Bepue 1 0T3bIBbl AB/ISKOTCSA 3a10rOM ycrnexa
n nabopatopum «FeMoTecT», 1 BCeX HALLUX
napTHepoB.

Onvea llanapm
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How to open
a medical
laboratory
Gemotest
franchise? .

PROFESSIONAL

TIPS

Svetlana
VASILENKO

Network Development Director
Laboratoria Gemotest LLC
Vasilenko Svetlana

hen making a decision to open a business, entrepreneurs always

make a choice between their own business idea (even if peeped
from competitors) and the business concept of a well-known franchise,
to which consumer confidence and loyalty have already been formed.
Today, many entrepreneurs prefer opening a franchise business,
considering such a model less risky, more reliable and efficient. There are
many franchises on the market in various sectors of the economy today:
from hair and beauty salons to brands of well-known gas stations. But
if you look for successful and promising areas, then of course, this is a
laboratory diagnosis. This industry, even during crisis periods, continues
to develop and show efficiency and profitability.
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WHY IS A MEDICAL LAB
FRANCHISE ATTRACTIVE?

Laboratoria Gemotest is actively de-
veloping in the area of “medical fran-
chise.” Today it is one of the most sig-
nificant social areas. Our laboratory
began its work in 2003, in the same year
the first own branch was opened. From
this year we began to develop a network
of our own laboratory branches, accu-
mulated experience, developed busi-
ness standards for opening and manag-
ing branches. Based on this experience,
in 2010, we opened the first branch on
franchising. During the nine vyears
of franchising development, we have
worked and improved all business pro-
cesses and standards of our model. And
today, the business model of our fran-
chise has been brought to perfection,
has proven its effectiveness, reliability,
stability and profitability.

THE GEOGRAPHY OF THE
FRANCHISE NETWORK

Currently, the network includes 650
laboratory branches operating in all fed-
eral districts of the Russian Federation, in
270 cities, as well as in countries of Cen-
tral Asia. At the same time, 450 branches
are franchising laboratories of our part-
ners. Also in the structure of the company
includes a modern technological base,
comprising 5 multidisciplinary labora-
tories performing more than 55 million
tests per year.

The fact that two years ago Gemotest
entered the top three best-selling fran-
chises in Russia in the RBC rating, while
consistently ranks first among medical
franchises is the confirmation of the pop-
ularity of our franchise.

A carefully thought-out business mod-
el that has been operating in the franchise



market for eight years, brand awareness
and support of our franchisee is the key to
success of our partners.

HOW MUCH DOES IT COSTTO
OPEN THE LABORATORIA
GEMOTEST FRANCHISE?

The main question that confronts a
businessman is how much will I spend
on opening a laboratory? Let’s calculate
the price of the Gemotest franchise. The
total investment will consist of the cost of
renting and repairing the premises, the
lump-sum fee and royalties. We propose
to choose one of four investment proposals
depending on the population of the city in
which it is planned to open a laboratory.

For example, the launch conditions for
the Gemotest franchise can be as follows:

» For a city with a population of up to 50
thousand people, the lump-sum fee will
be 50 thousand rubles, royalties - 0.18%,
and the total amount of investments -
from 750 thousand rubles.

» For a city with a population of more
than half a million people, a lump-sum
fee is 200 thousand rubles, royalties -
0.18%.

The Gemotest franchise is an already
established business and in 3-6 months of
work your laboratory will reach a break-
even point. Why are we so confident?
Franchisee receives a successfully imple-
mented and working business model,
which includes: marketing, technol-
ogy, supply of consumables from leading

W Smingyy

manufacturers, the use of a recognizable
brand and a business model adapted for
all regions of Russia.

Laboratoria Gemotest conducts free
training for partners in business basics
in the Franchisee School educational pro-
gram, provides information and advertis-
ing support on television, radio, on the
Internet and in print media.

WHAT ARE OUR REQUIREMENTS
FOR FRANCHISEES?

There are no strict criteria for a poten-
tial franchisee. What matters are their
perseverance, self-reliance and a de-
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sire to work in our team and know what
influences the profit of the franchise.
Of course, we will not sell the fran-
chise to those who will not be involved in
the project and will try to shift all respon-
sibility for their business on the shoulders
of the franchisor. It is also important that
the franchisor and franchisees pursue
one goal - build an efficient, profitable
and sustainable business and constantly
work to improve the quality of service to
our customers. After all, their trust and
feedback is the key to success for both Lab-
oratoria Gemotest and all our partners.

Olga Shapart
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bU3HEC-
KOHLUENT
MO POPMYVYIJIE
GUINOT

- Hamaaus,, nomHume, Kak Ha4uHaau?

— CHayvana 6bin1 maneHbkuin opuc Ha
12—TW KBagpaTHbIX MeTpax. MepBbin ca-
JIOH OTKpbINK B CaHKT-MNeTepbypre 18 net
Ha3aj, BTOpOW — 10 /IeT Ha3ajA. Yepes He-
KOTOpOe BpeMsi peKOHBepTUpOBa/IN UXBO
¢paHwmsy. Mocne TOro Kak LEHTPOB CTa-

RUSSIAN BUSINESS GUIDE {MAPT 2019}

O cHoBaTenb «GUINOT POCCHUSA», Bnagenuniua KoHLenTyaabHbIX
LLeHTpoB KpacoTbl B MockBe u CaHKT-lMeTepbypre Hatanus

3asepckas B 6M3Hece He HOBMYOK. B MHAYCTPUMN KOCMETON0rMM OHA

y>Xe 20 neT. HaunHana eule B 1998 rogy, Koraa nosiy4ntb AUcTpuby-

TOPCTBO 6bIJI0 HEMPOCTO. YeTbipe roga Besna neperoBopbl. B utore

¢dpaHLy3cKue Konneru noBepuiv, 4To KoMaHga Hatanmm focTomHo

npeacTaBuT 6peHp B Poccun. U He oWn6ancs...

N0 gecsTb, noexann oceanBatb MoCKBY.
Tak v poc/in — ceryac y Hac aBa 6onbLnx
opuca, B Mockse n CaHkT-lMNeTepbypre.
Cobpanu BeIMKONENHY0 KOMaHAY, KOTO-
pas cknapbiBanacb rogamu, U nepcnek-
TUBHAsA MONOAEXb NepruoanyYecKkm nonon-
HSIeT Hawu paabl. BmecTe ¢ HaMu pacTyT
M NapTHepbl, KOTOpble MacwTabupoBanm
6u3Hec.

- Kak celiuac ebiznsidum cmpykmypa cemu,
CKOAbKO Yy 8ac co6cmeeHHbIX U ¢ppaH4ali3uH-
208bIX 065€KMO86?

—BPoccnnatbcanoHoB GpaHLINn3bI, U3
HUX TPU COBCTBEHHbIX. B MOCKBE OTKpbIN
CaJsIoH ABa roga Hasag Ha nycTom MecTe, €
HOBbIMW COTPYAHUKAMM U 6e3 6asbl KAK-
eHTOB. Y>XXe okynuau. B cpeaHeM y Hac 35
HOBbIX K/AMEHTOB B MecAl, NOSNbHbIX K
6peHay Guinot. Mbl Kak canoH GpaHLIn3bI
MHTepecHbI pbIHKY TpyAa. Y Hac XoTAT pa-
60oTaTb. COTPYAHUKU LEeHAT PUHAHCOBYIO
CTabUNbHOCTb U BO3MOXHOCTb JINYHOTO
pocTta. M HpaBuTcs paboTaTb B Npo3pay-
HOMMYETKOM CUCTEME, Ffe BCE NPOAYMAHO
M OpraHmn3oBaHo. OHU o06y4eHbl, MOTUBU-
pOBaHbl, YeTKO OPMEHTMUPOBAHDI U 3HAIOT,
yTO Aenatb. MIpUOTKpoeM TamHy — COBCEM

CKOPO NJaHUpyeM OTKPbITb eLle OANH HO-
BbIl CaNOH.

- Kak cmpoume ¢panuatizuHzoebili npo-
ekm?

—BeropocTe—Hawe6onbLwoe byayuiee.
Bce HOBOBBeAEHUS Mbl TeCTUPYEM Ha cebe,
aTO/IbKO MOTOM Mpeanaraem pbiHky. OTpa-
6aTbiBaeM MexaHW3Mbl paboTbl ¢ppaHLIn-
3bl, Y4MUTbIBAEM OMbIT 3apy6eXHbIX Konaer
1 napTHepoB Guinot. 3a 3To Hac U LeHSAT.
Y Hac 60/1bLION NONOXMUTE/bHbIM OMNbIT U
6onbwne cBs3n. 3a rogbl paboTbl g 3HaKO
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PbLIHOK 1 ero NoTpebHOCTM B chepe KocMme-
TONOTrUU, MOHMMAO NO3ULIUIO KJIMEHTA, HO
rnaBHoe — Mory nepegaTb HAKOMJ/EHHbIN
onbIT.

- C ye20 HayuHaemcsi compydHuU4ecmeo ¢
nomeHuuanbHbIM ¢ppanyatisu?

— Ha npoTsxeHuu 20 net ANCTpuUbY-
umm Guinot B Poccuu Mbl npuaep>xmBaem-
cs npaBuia CaMoCTOATENbHOro Moucka
NapTHEPOB M TWATENbHO NOAXOAUM K UX
Bbl6OpY. Tak Xe 1 BO ppaHYam3nHIOBOM
npoekTe. MNpexae Bcero, Mbl 3HaKOMUMCS
C XO03IMHOM, CMOTPUM, Kak paboTaeT ca-
JIOH. ANng NOTeHUUaNbHOro GpaHYar3un Mbl
yCcTpamBaeM 3KCKYPCUIO B OAHOM U3 HALLMX
$pnarMaHCKMXLUeHTpPOB,3HAaKOMUMCCYLLLeC-
TBylOLEN BU3HEC-MoAeNblo, Npeanaraem
nonpo6oBaTb npoueaypbl Guinot Ha cebe,
YTO6bI OLLEeHUTL 3P deKT.

Guinot — camopocTaTo4YHbIN 6peHpa, y
Hero ecTb Bce, YTO6bl NpodeccuoHaNbHO
pa3BMBaTb HanpaBleHWE KOCMETO/I0ruN,
annapaTHble U MaHyasbHble MpoLeaypbl
no nuuy u Teny, NpoAyKTbl U Npoueaypbl
aenunauuun. C Guinot peanbHO yaoBneT-
BOPUTb 3aMpoC B3blCKATENbHOIO KJNEHTA.
Mbl 061agaemM OMNbITHbIMUY, NPAaKTUYECKU-
MU 3HAHMSIMU MO YNpaBAEHNIO KOMaHAO0M,
NPUBNEYEHUNIO HOBbIX U MOBLILEHUIO JI0-
A/IbHOCTU MOCTOSIHHLIX K/JMEHTOB, Yy Hac
co3aHbl 3PpdeKTUBHbIE MHCTPYMEHTbI MO
pa3BuTUiO NpodeccuoHanmnsMma u MoTuBa-
LMW KQXKA0ro COTPYAHUKA — BCE 3TU3HAHMS
W YMEHMS, KOTOpble B UTOre MOBbLILAOT
peHTabeNbHOCTL NpeanpuaTms, HaM Mnos-
BOJIN/IM OCYLLECTBUTb MPOEKT GpaHLIn3bI
Guinot .

- Kakoll muHumanbHbili 6t00>kem donxKeH
6bimb y ppaHyalizu Ha cmapme npoekma?

— ECTb NapTHepbl, KOTOPbIE C HAMU C Ca-
MOroHavana, KoTopbIX Mbl LEHMM3aTO, YTO
OHMNEepPBbIEMOAAEPXKANNMPOEKT GpaHLLIN-
3bl. J/IAHUXCYLLECTBYIOTUHANBUAYANbHbIE
YC/I0BMA, HanpuUMep, HeT nayliasibHoro
B3HOCA.YTOXEKACAeTCAHOBLIXNAPTHEPOB,
TO MUHUMATbHbIV 610 4KET 3aBUCUT OT MJ10-
WaamM canoHa, oT Koan4yecTsa KabUHETOB
KOCMEeTOJIOruu, OT ropoaa pacnooXeHus
canoHa.BcpegHEM 3TO 0KO/107 MUIJIMOHOB
py6nen.

- Kak npoxodum npouedypa oueHKu no-
meHyuana moli uau uHoti Aokayuu?

— [lnsa Hac BaXKHbI TaKMe KpUTepUK, Kak
Hasmume 60bLLMNX BUTPUHHBIX OKOH C Bbl-
XOA0M Ha OXMBJIEHHYIO yAuLy, BbiCOKas
NpOXOAUMOCTb M 61M3KOPACMON0XKEHHbIE
TOproBble TOYKWU. A TakKXe BO3MOXHOCTb
yoo6Hon napkoBku. Beab 6peHp Guinot
AnaTpeboBaTenbHbIX, U3bICKaHHbIX, COBpe-
MEHHbIXK/IMEHTOB. M, KOHEYHO,3TO [,O/IKEH
6bITb MPOLBETAIOLLNIA PAWOH C XXUTENSMU,
VUMEIOLWUMM  BbICOKYIO MOKYNaTenbCkyto
CrNoCco6HOCTb.

- C Kakumu cAoXHOCMSAMU cmankueae-
mecb npu macwmabuposaHuu busHeca?

WUINOT
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— He 6yay OpUrMHanbHOM, eCiN CKaxy,
4YTO BOMPOC KaApPOB A/A Ca/ioHa PppaHLLmn-
3bl, Kak U gnsa nwéoro gpyroro 6usHeca,
OPUEHTUPOBAHHOIO Ha cdepy ycayr npe-
MUYM-KNacca, — OAMH 13 KJltodeBbIX. Hawwm
ynpasnsowmnenpoBogaTcobece0BaHUSAB
peXXMMe HOH-CTOM, Y HUX eCTb HaHK KaHAK-
[aToB, KOTOPbIEMOTYT6bITh MPUT/IALLIEHbI B
N060M MOMEHT.

Mbl cepb&3HO NOAX0AUM K BONPOCY NoA-
rOTOBKM KaipOB. DTO AJIUTE/bHbIV NpoLecc
C NOCTOSIHHbLIM 06y4YeHNeM, KOTOPbIA NO3-
BOJISET C KaXAbIM HOBbIM TPEHUHIOM MO-
BbILIATb YPOBEHb CNELMANNCTA. DTO pa3HO-
NJIAHOBbLIE 3aHATUA, BKIKOYaloWwme B ce6s

He TO/IbKO 3HaHue NpoaykTa, HO U coBpe-
MEHHDbIXTPEeHA0B B KOCMETO/IOrMN NNMCUXO-
noruvn. NMpoeBoAnUM ceMUHapbl, OTTayMBalo-

LMe BCe 3/IEMEHTbI CepBKca B casioHe. [ins
MOAroTOBKWYNPABASIOLMXMbINCMONb3YEM
YHUKaNbHbIA TPEHWHT, rAe raBHoe — 3TO
undpbl M 6anaHc NpeanpuUATASA, aHaNUTU-
Ka n 6roaxeT, GMHaHCOBOE U OMepaTUBHOE
nnaHMpoBaHwue.

B C/10>XHOe 3KOHOMUYeCcKkoe BpeMs cna-
CaeTyeTKas CUCTeMau CKOpoCTb NMPUHATUS
pelueHuin. MpocTo NAbITb NO TeYEeHUIo, Kak
MHOIMe CasioHbl, U XaNoBaTbCs, YTO BCE
M10X0 U BUHOBATbI BCE BOKPYT, — 3TO NPOC-
TO. A UMeTb CMeNoCTb U XXeNnaHue He ocTa-
HaB/IMBATbLCA MOMYT eVHULLbI.

- Yem zopdumecb 6 ceoell dessmenbHOCMU
U Kakue nnaubi?

— S He no6110 CNOBO «ropXyCb». S 6na-
rogapHaBceBbilIHEMY, 4TOyMeHsapaboTan
Xx0661 B oAHOM nLe. bnarogapHa ntoasaMm,
KOTOpble CO MHOM MHOro fieT. bnarogapHa
naptHepamMm 3a coTpyaHuyectBo. bnaro-
AapHa, 4YTO MMeto BO3MOXHOCTb Y3HaBaTb
YTO-TO HOBOe. bnarogapHa 3a C/I0XKHbIe CU-
Tyauuu, KoTopble B UTOre obopayunsatoTcs
6narom. A B nlaHax — akTUBHOE pa3BuUTUe
$ppaHLIN3bI, 3TO MOS CTPACTb HA CEroAHS.

- B uém eawa npednpuHumameAnbcKas
ocobeHHOCMb?

— 5l ynopHasg, 3Hato, Yyero xouy, obna-
Aalw anbTpymMsmMom (fa-ga), npyv 3TOM B
Ayule HauvBHbIM POMAHTUK. A TakXe OT
Apy3en S NOCTOSAHHO CAIbILWY: «DHEeprusa us
Teba Tak M NpET, rae 6epelwwb?» MapTHepbI
MeHS CYMTAIOT NACCMOHApUEM — YenoBe-
KOM, KOTOPbI/ AiBUraeT BCe U BCEX CUJION
CO6CTBEHHOM XapU3Mbl U CTPACTU K N06U-
MOMY Aeny.
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- Bbl He MOAbKO npednpuHuMamenb, HO
u mama yembipéx demeli! Kak pewaeme u3-
eeuHblil KeHcKuli onpoc o 6anaHce pabombl
u cembu?

— Tonbko Nto60BbI0. JoMa LWeapo aapto
eé neTaMun 611M3K1M. Ha paboTe aenato BCé
C 3TUM YYBCTBOM BHYTpPM.

Onvea llanapm
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BUSINESS
CONCEPT BY
GUINOT'S
FORMULA

The founder of GUINOT RUSSIA,
the
beauty centers in Moscow and St.

owner of conceptual

Petersburg, ~Natalia ~Zazerskaya
is not a newcomer in business.
She has been in the cosmetology
industry for 20 years. She started
back in 1998, when it was not easy
togetadistribution. She negotiated
four years. As a result, the French
colleagues believed that Natalia’s
team would adequately represent
the brand in Russia. And they were

not mistaken...

RUSSIAN BUSINESS GUIDE {MAPT 2019}
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- Natalia, do you remember how you started?

- At first there was a small office on 12
square meters. The first salon was opened
in St. Petersburg 18 years ago, the sec-
ond - 10 years ago. After some time, they
were converted into a franchise. After
there were ten centers, we went to ex-
plore Moscow. So we grew up - now we
have two large offices, in Moscow and St.
Petersburg. We have assembled a great
team that has evolved over the years, and
promising young people periodically join
our ranks. Partners that scaled our busi-
ness develop together with us.

- What is the structure of the network now?
How many of your own and franchised facilities
do you have?

- There are five franchise salons in
Russia, of which three are our own. We
opened a salon in Moscow two years ago
from scratch, with new employees and
without a customer base. It has already
paid off. On average, we have 35 new,
loyal to the Guinot brand customers per
month.. We as a franchise salon are in-
teresting to the labor market. They want

to work with us. Employees value finan-
cial stability and personal growth. They
like to work in a transparent and clear
system, where everything is thought out
and organized. They are trained, motivat-
ed, clearly oriented and know what to do.
Let’s open the secret - we are planning to
open another new salon soon.

- How do you build a franchise project?

- Our great future is in its growth. We
test all innovations on ourselves, and only
then we offer them to the market. We are
working on the mechanisms of the fran-
chise, taking into account the experience
of foreign colleagues and partners of Gui-
not. That is why we are in demand. We
have a lot of positive experience and great
contacts. Over the years, I have learnt the
market and its needs in the field of cosme-
tology, 1 understand the position of the
client, but most importantly, I can share
the accumulated experience.

- What is the beginning of cooperation with a
potential franchisee?

- For 20 years of distribution of Gui-
not in Russia, we adhere to the rules of
self-search for partners and carefully ap-
proach their selection. The same is in the
franchise project. First of all, we get ac-
quainted with the owned, watch how the
salon works. We arrange an excursion to
one of our flagship centers for a potential
franchisee, acquaint them with an exist-
ing business model, suggest trying Gui-
not procedures to evaluate the effect.

Guinot is a self-sufficient brand, it has
everything to professionally develop the
industry of cosmetology, device-based and
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manual procedures for the face and body,
products and depilation procedures. It’s
really possible to satisfy a demanding cus-
tomer with Guinot. We have experience
and practical knowledge of team manage-
ment, attracting new customers and in-
creasing loyalty of regular customers, we
have created effective tools to develop the
professionalism and motivation of each
employee - all this knowledge and skills
that ultimately increase the profitability
of the company allowed us to carry out the
Guinot franchise project.

- What is the minimum budget the franchisee
should have at the start of the project?

- There are partners who are with us
from the very beginning, whom we ap-
preciate for the fact that they were the
first to support the franchise projects.
There are individual conditions for them,
for example, there is no lump sum fee. As
for the new partners, the minimum bud-
get depends on the area of the salon, on
the number of cosmetology rooms, on the
city where the salonislocated. In general,
it is about 7 million rubles.

- What is the procedure for assessing the po-
tential of a location?

- For us, such criteria as the presence
of large display windows with access to a
busy street, high traffic and close points
of sale, as well as the possibility of con-
venient parking are important. After all,
the Guinot brand is for demanding, deli-
cate, modern customers. And, of course,
it should be a thriving area with high pur-
chasing power.

- What difficulties do you face when scaling
your business?

- I will not be original if I say that the
issue of personnel for the franchise salon,
as well as for any other business oriented
to the premium services sector, is one of
the key ones. Our managers conduct non-

stop interviews, they have a bank of can-
didates who can be invited at any time.

We take the issue of training seriously.
This is a long process with continuous
training, which allows us to increase the
level of a specialist with each new training.
These are diverse classes, which include
not only product knowledge, but also mod-
ern trends in cosmetology and psychology.
We hold seminars, mastering all elements
of service in a salon. We use unique train-
ing to prepare managers, where the main
thing is the figures and balance of the
company, analytics and budget, financial
and operational planning.

A clear system and speed of decision-
making save in a difficult economic time.
It’s simple to just follow the flow, like
many salons, and complain that every-
thing is bad and everything is to blame.
And only a few have the courage and de-
sire not to stop.

- What are you proud of in your work, and
what are your plans?

- I do not like the word “proud”. I'm
grateful to the Almighty that I have a job
and a hobby in one thing. I'm grateful to
people who have been with me for many

Contacts:
Moscow: Bolshaya Tatarskaya st. 7, tel. 8 (800) 5552307

St. Petersburg: Italyanskaya st. 16/19, tel. 8 (812) 5711207 | EEEEEETREIIIN
Kemskaya st. 1, tel. 8 (812) 7777803

years, to partners for their cooperation.
I'm grateful that I have the opportunity to
learn something new. I'm grateful for dif-
ficult situations that ultimately turn out
to be a blessing. And in the plans we have
the active development of the franchise,
this is my passion for today.

- What is your entrepreneurial peculiarity?

- I'm stubborn, I know what I want,
and I have altruism (yes-yes), while I'm
a naive romantic in my heart. I also con-
stantly hear from friends: “The energy is
rushing from you, where do you get it?”
Partners consider me a passionate person
- a person who moves everything and ev-
eryone with the strength of my own cha-
risma and passion for my beloved work.

- You are not only an entrepreneur, but also

L]

a mother of four children! How do you solve the
perennial women’s question about the balance of
work and family?

- Only love. At homeI generously share
it with children and loved ones. At work I
do everything with this feeling inside.

Olga Shapart

AROMATIC
VISAGE
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- Amumputi CmaHucnaeosuy, Kak cezooHsi
uyscmeyem ce6s manbili u cpedHuli 6usHec ¢
MOYKU 3peHUs Nnpaeoeozo pe2yAuposaHusn?

— ECTb BCe OCHOBaHMSA nonaratb, 4TO
Masnbi U CpeaHUn BU3HeC YyBCTBYET cebs
HeyaoBAeTBOpUTENbHO. [pu3Haem YecT-
HO: MpaBoOBble rapaHTUW, npegnaraemble
rocyfapcTBOM B KayecTBe Mep MOAAEPXKKM
MaJioro v CpefiHero npeanpuHUMaTenbcTBa
(MCI), HecoBepLUEHHbl, HOCAT HECUCTEM-
HbIW, NOCKYTHbIN XapakTep 1 B 60/bLuen cTe-
NeHUOpPUEHTUPOBAHbIHA06CY>KMBAHNENH-
TepecoB afMMHUCTPATUBHOIO peryiaTopa.

B3akoHogaTtenbcTtBeo MCI gocTtaTouHO
MHOro npo6enoB 1 NpoTUBOpeYnn. Hanum-
L0 ero HecTabunbHbLIN XapakTep: Npasuia
UrpbIMEHAOTCAHENOMEPHOYACTO.OTCyTC-
TBYIOT MpO3payHblie U NIOFMYHbIe NpaBuna
B3aMMOAENCTBUSA NpeanpuHMMaTens wu
rocyaapctea.OTmeuvaeTcaruneptpodumpo-
BaHHbIN YK/I0H B N0J1b3y NOA3aKOHHOr O pe-
rynnpoBaHus.B3saTb, KNpMMepy,npaBoBYO
pernaMmeHTaLuIo TAMOXEHHbIX NpoLeayp,
KOTOopas sIBHO 3abiopokpaTusMpoBaHa U
yctapena. UcnonHeHne HEO60CHOBAHHDIX,
Heuenecoo6pasHbIX HOPMaTUBOB MPUBO-
OUT K Ype3MepHbIM, HEMoCU/bHbIM AN
cybbekToB MCI ¢pMHAHCOBLIM pacxonam.
CTaHOBUTCA OYEBUAHON HEo6XOAUMOCTb
«pacluMBaTh» 3TV U Apyrve Nofo6HbIe «y3-
Kue MecTa» npaea.

C Apyron CTOPOHbI, HY>XXHbl HOBblE 3a-
KOHbI, OpUEHTUPOBAHHbIE HA JOCTUXEHME
aM6MUMO3HBLIX 3343y WM OCyLecTB/eHue
Mep, CBSI3aHHbIX C NOBbILLIEHNEM POAN Ma-
Jloro u cpegHero 6msHeca B poCCUNCKOMN
3KOHOMMUKE, KOTOpble onpejesieHbl YKasom
Mpe3ngeHta PO o1 7 Mas 2018 r. Ne 204 «O
HaLUMOHANbHbIX LEensx n cTpaTernyeckmnx
3agayvaxpassutuaPoccnnckondepgepaumm
Ha Nepuoa A0 2024 rogan, a TakXke Haumo-

RUSSIAN BUSINESS GUIDE {MAPT 2019}

O «JIOKOMOTUBE»
IKOHOMUKW

B Hallen CTpaHe Ha rocyAapCTBEHHOM YPOBHE OMpeAesiéH Kypc Ha

NoAAep>KKY Masioro 1 cpegHero npeanpuHMMaTesbCTea. OaHako B

peasnibHOM XW3HW npeactasuTensmMm MCI noCTOSHHO MPUXOAUTCS NPeoao-

NleBaTb Ha NyTW pa3BUTUSA CBOEro 61U3Heca MHOXeCTBO 6apbepoB, B TOM

yuc/ie 3aKoHoaaTeNbHbIX. O CeroaHsLLIHEN cnTyaumnm B 3TOoNn ccbepe n nyTax

NCKOPpEHEHUSA NMEKLLNXCA npo6neM Mbl nobecenoBanu C npencenarenemMm

CoBeTa NAapTHEPOB U pyKOBOAUTENEM KOHCATTUHIOBOW MPYMMbl «AJIbSHC

JNlvran» (Alliance Legal Consulting Group) Amutpurem ®ecbKko.

HanbHLIM nNpoekToM «MCI 1 noggepka
VHANBUAYANbHOM NpeAnpUHMMATE/IbCKON
MHULMATUBbIN.

CKaXeM, CyLLeCTBEHHO paclIMPUTbL BO3-
MOXHOCTU yyacTumsa npeacrasmtenen MCh
B roCyAapCTBEHHbIX U MyHULMNA/bHbIX 33-
KYMKax BO3MOXHO C MOMOLLbIO BHECEHUS
M3MeHeHUN B defepasbHbIN3aKoHNe44-d3
«O KOHTPaKTHOM cMcTeMe B chepe 3aKynok
ToBapoB, paboT,yciyransobecneyeHnsro-
CyAapCTBEHHbIX M MYHULMMANbHBIX HYXA»
1 Kogekc Poccurickon ®epepaumm 06 aa-
MWHUCTPATMBHbIX MPaBOHAPYLUEHUSX.

M3MeHeHMSBHANOroBoe3akoHoAaTe b-
CTBO NOTpebyoTCS B CBA3M C pelueHnemM o6
0CBO60OXAEHMNOTO0643aHHOCTU NPeaCcTaB-
NI9Tb HANOroBble AeKiapauum Hasloronnaa-
TeNbLMKOB, MPUMEHSIIOLLMX YMPOLLEHHYIO
CMCTeMy HasIoroo6/10)XKeHMS U UCNOb3YIo-
LLMXKOHTPOJIbHO-KACCOBYOTEXHMKY, KOTO-
pas obecneuumBaeT nepegayvy GUCKaabHbIX
OOKYMEHTOB B HaJIOrOBble OpraHbl yepes
onepaTtopa GMCKanbHbIX JaHHbIX, a TaKXe
Nno NpUYMHe BBEAEHMS HOBOTO peXUMa Ha-
JIOroo610XXeH1s A8 CaMO3aHSATbIX FpaXc-
AaH. KomnnekcHble U3MeHeHus B 3aKOHO-
JaTenibHble aKTbl NMPU3BaHbl pacIMpUTb
pocTtyn cyb6bekTtoB MCIM Kk ¢duHaHCOBOM
noppepxke, BKAKOYas JIbrOTHoe GUHaH-
cMpoBaHue. [lNpegnonoxuTennHo, 6yaer
0co60 BoCcTpeb6oBaHO O6HOBIEHHOE 3aKO0-
HO[ATENbCTBO MO BOMPOCAaM MOALEPKKN
depmMepcTBa U pa3BUTMS CENIbCKON Koore-
pauum.

Ba>KHOYCTaHOBUTbAaAMUHUCTPATUBHYIO
OTBETCTBEHHOCTb 32 HapyLUeHWe 3aKas3yum-
Kamu 06s53aTenbCcTB nepep cybbekTamm
MCI, BYaCcTHOCTU, HecobtoaeHNe CPOKOB
onnartbl 0653aTenbLCTB NO AOroBOpam npu
3aKynkax TOBapoOB, BbIMOJHEHUM pab6oT,
oKasaHuu ycayr.

- HasepHoe, 0 ka4ecmee npaséoeo20 o¢pop-
MneHus omHoweHuli cy6sekmos MCIT U KOH-
MpOoAbHO-HAG30pHbIX OP2AHO8 CMoum Nno20-
8opumb omaoenbHo?

—be3ycnoBHO, CTOUTOTAEAbHO OTMETUTb
[OBOJIBHOHU3KNNYpOBEHbKavyecTBanpaBo-
BOro opopmMJIeHNs1 OTHOLLEHU CYy6bEKTOB
MCI 1 KOHTPO/SIbHO-HAA30PHbIX OPraHoOB.
CyLwiecTBytoLMe NpaBoBble rapaHTUKN 6mus-
Heca NM60 9BHO HeAOCTaTO4HbI, IM60 He
MCNOJTHAIOTCA BACTbIO. 3A4eCb MOXHO Npu-
BeCcTUNpuMepbl. B2017roay pesynbtaTbi599
nposepok, nposegeHHbIX®HCPoccuun, npu-
3HaHbI HEA,ENCTBUTENIbHbIMU. O HAKO TO/b-
KO B 37 C/1ly4asiX B OTHOLUEHUM AO/IHKHOCTHbIX
vy, 6bIn1M NpUMeHeHbl Mepbl OTBETCTBEH-
HOCTU. B opraHax Poccenbxo3Hagsopa no-
Hec/M COOTBETCTBYIOLLee HaKa3aHme Bcero
23 AO/HKHOCTHBIX INLA — NPU 139 NpeLeaeH-
Tax HapyLleHus 3aKoHOA4ATeNbCTBA.

HapnexuT 3akoHOAaTe/llbHO OrpaHu-
YUTb aAMMUHUCTPATMBHOE YCMOTpPEHME CO
CTOPOHbIKOHTPO/IbHO-HAA30PHbLIXOPraHos,
a TaKXXe 3aKpenuTb Nnepexoj Ha opraHusa-
LMo 6€CKOHTaKTHbIX MPOBEPOK B OTHOLLE-
HUN cy6beKTOB MCI—CNpUOpUTETHLIM UC-
Nnonb30BaHNWEM PUCK-OPUEHTUPOBAHHOIO
noaxopaa.

Buenomxe,ecnmmMblicTaBMM3agadycae-
nartbcekTopMCI AencTBUTENbHO«T0KOMO-
TUBOM» 3KOHOMUKU, NPeaCcTOUT NpoBecTn
MaclwTabHyo paboTy NO COBEpLUEHCTBOBA-
HUIO MPaBOBOr0 peryJnpoBaHuUsl cekTopa
06LLeCTBEHHOW XMN3HW, CBA3AHHOTO C QYH-
KLWOHMPOBaHMEM ManoroncpegHero 6us-
Heca, co3jaHuio A5 npeanpuHMMaTesnen
KOMQOPTHbIX NPaBOBbIX YC/IOBUN. B 3TOM
CBSI3W aKTyabHa KoanduKaLms npaBoBbIX
HOPM, perynvpytowmxnpeanpuHumaTesib-
CKYIO AeiTe/IbHOCTb.

Moozomosuna EneHa AnekcaHoposa
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ON THE “LOCOMOTIVE" OF THE
ECONOMY"” AND THE BARRIERS
ON ITS PATH

I n our country, at the state level, a course to support small and medium-

sized enterprises has been defined. However, in real life, SMEs constantly

have to overcome many barriers in the development of their business,

including legislative ones. We talked about the current situation in this area

and ways to eliminate existing problems with the Chairman of the Partner

Council and the Head of Alliance Legal Consulting Group Dmitry Fesko.

- Mr Fesko, how do SMEs feel today from the
point of view of legal regulation?

- There is every reason to believe that
small and medium business feels unsatis-
fying. We admit honestly: the legal guar-
antees offered by the state as measures to
support small and medium-sized enter-
prises (SMEs) are imperfect, non-system-
ic, have a patchwork nature, and they are
more oriented towards serving the inter-
ests of the administrative regulator.

There are many gaps and contra-
dictions in the legislation on SMEs.
Its unstable character is obvious: the
rules of the game change prohibitively
often. There are no transparent and
logical rules of interaction between the
entrepreneur and the state. There is a
hypertrophied bias in favor of sub-le-
gal regulation. Take, for example, the
legal regulation of customs procedures,
which is clearly bureaucratic and out-
dated. Execution of unreasonable, in-
appropriate standards leads to exces-
sive, unbearable financial expenses for
SMEs. It becomes obvious that there is
the need to “embroider” these and oth-
er similar bottlenecks of law.

- Do we need new laws to achieve ambitious
goals and implement measures related to enhanc-
ing the role of SMEs in the country’s economy?

- On the other hand, we need new
laws aimed at achieving ambitious goals
and implementing measures related to
enhancing the role of small and medium-
sized business in the Russian economy,
as defined by Presidential Decree No. 204
of May 7, 2018 “On national objectives and
strategic development goals of the Rus-
sian Federation for the period until 2024,”

Alliance Legal

consulting group

as well as by the national project “SMEs
and support for individual entrepreneur-
ial initiatives.”

For example, it is possible to signifi-
cantly expand the opportunities for SME
representatives to participate in state and
municipal procurement by amending Fed-
eral Law No. 44-FZ “On the contract sys-
tem in the area of procurement of goods,
works, services to meet state and munici-
pal needs” and the Code of the Russian
Federation on Administrative offenses.

Changes in tax legislation will be re-
quired in connection with the decision on
exemption from the obligation to submit
tax returns for taxpayers who use the sim-
plified taxation system and use cash reg-
isters, which ensures the transfer of fiscal
documents to the tax authorities through

the fiscal data operator, and also due to
the introduction of a new tax regime for
self-employed citizens. Comprehensive
changes in legislation are designed to in-
crease the access of SMEs to financial sup-
port, including concessional financing.
Presumably, the updated legislation on
the support of farming and the develop-
ment of rural cooperation will be particu-
larly in demand.

It is important to establish adminis-
trative responsibility for breach of obliga-
tions by customers to SMEs, in particular,
failure to meet the deadlines for payment
of obligations under contracts for the pro-
curement of goods, execution of work,
and provision of services.

- Probably, it is worth talking separately about
the quality of the legal registration of relations be-
tween SMEs and regulatory authorities?

- Of course, it is worth mentioning
that there is a rather low level of quality
of legal registration of relations between
SMEs and regulatory authorities. The ex-
isting legal guarantees of a business are
either clearly insufficient or not enforced
by the authorities. Here are some exam-
ples. In 2017, the results of 599 inspections
conducted by the Federal Tax Service of
Russia were invalidated. However, only
in 37 cases, responsibility measures were
taken against officials. The bodies of the
Rosselkhoznadzor have incurred the cor-
responding punishment of only 23 offi-
cials, with 139 precedents of violation of
the law.

It is necessary to legally limit admin-
istrative discretion on the part of control
and supervisory authorities, as well as
to fix the transition to the organization
of contactless inspections in relation to
SMEs, with priority use of risk-based ap-
proach.

In general, if we set the goal of making
the SME sector truly the “locomotive of the
economy,” large-scale work is needed to
improve the legal regulation of the social
sector associated with the functioning of
small and medium-sized enterprises and
create comfortable legal conditions for
entrepreneurs. In this regard, the codifi-
cation of legal rules governing business
activities is relevant.

Prepared by Elena Alexandrova
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AJIEKCEN 3AUKUH, «®OCBW»:
«Pocculckuu ¢ppaHyausuHz2 8 npasoeom none»

B Poccuio camo noHATUeE ppaHyam3mHra npumuiIo Iwb B 1988 rogy

BMeCTe C nepBbIM npeanpustunem «backnH Po66uHcy». C uctopm-

YECKOM TOUKM 3peHuns 3TOo coBCeM HeAaBHO, TeM 6onee 4yto dPemnga -

Jama [0BOJIbHO KOHCepBaTUBHadA. O NMpaBOBOM M0/1€, B KOTOPOM Cel-

Yyac AEeNCTBYIOT HbIHELUHUE poccumnckme dpaHyansepbl U GpaHdamsm,

n o nepcnekTnBax ero nameHeHuna Mol nobecenoBanu c ynpasagoowmnm

naptHepom OK «®OCBEU» AnekceeM 3auKUHbIM.

- Anekcell E6zeHbesud, Kak pezynupyemcs
daHHoe sieneHue 6 Poccuu?

— B Poccuiickom npaBe CyLecTBYeT UH-
CTUTYT KOMMEpPYEeCKOW KOHLeccuu. 3To
3aKpenneHo oTaenbHom rnasomn MK P®. Jo-
roBOp KOMMEepYeCKoM KOHL,eCcCum npeayc-
MaTpuBaeT UCNonb3oBaHWE KOMMJeKca nuc-
K/IIOUUTE/bHBIX MPaB, Ae/10BOM penyTaLmm
M KOMMep4ecKoro onbitTa npaBoobnagare-
ng B onpeaenéHHoM o6beéme. JaHHbIM A,0-
roBOPOMMOXET3aKpenIaTbcaTeppuTopus
ero oencTBus, a Takxe cpepa npeanpuHm-
MaTenbCKoMAeaTeNnbHOCTU(MPoaaXKa, oKa-
3aHue YCaIyr v nHoe).

HeogHokpaTHO npeanpuHMMaNnNChL Mo-
NbITKUOCYLLEeCTBUTbAOMNONIHUTENbHOEpery-
NMpoBaHWeaaHHOroBNAaAeaTeNbHOCTUNY-
TeM NPUHATMS CAMOCTONATE/IbHOMO 3aKOH3,
YTO MOT/10 6bl yperyanpoBaTb 0CO6eHHOCTU

RUSSIAN BUSINESS GUIDE {MAPT 2019}

[esTeNnbHOCTU B paMKax ppaHLwmsbl. Ho ao
HaCTOSLLEro BpeMeHW iopucTamM npunoaro-
TOBKe AOKYMEHTaL MW NPUXOAUTCS NONb30-
BaTbCA TAaKUMU MOHATUAMMN, KaK «CMeLlaH-
HbI OroBOp» U «CcBO60AA A0roBOpa».

- Kakue koH@paukmbl mexxdy ¢panuyaii-
3epom u ¢paHualisu e Hawel cmpaHe 4aujie
ecezo0 mpebylom emewamenbcmea topucma?
Kakue u3 Hux 06bIMHO Nnpocmo paspewaromcs
80 gHecydebHom nopsioKe, a kakue mpebyrom
cyde6HbIX peleHuli?

—J1t060MKOHGNMKTTpebyeTBMeLLaTe b-
CTBAOPUCTA, eC/IN, KOHEYHO, CMOPLLUKU3a-
MHTepecoBaHbI BeropaspeLieHnn. Poccuin-
cKoe 3aKoHOoAaTesNbCTBO NO3BO/ISET, NpU
Ha/INYUM BOIN CTOPOH, 060MTUCH B 11060M
cnope 6e3 cyaebHbIX peleHni. FpamMoTHO
COCTaBJ/IEHHbIE [LOKYMEHTbI U OTPaXKeHue B

HMXBCEXACNEKTOBAeATe/IbHOCTUMO3BONAT
n3bexaTb HenpeaBUAEHHbIX CUTYaLUNA.

- KomnaHuu, npodarouwiue ceoli 6peHd, Kak
npasuno, conudHble opzaHu3auuu, umeiowue
ceou topuduyeckue omaenbl. A Heob6xodumo
Au 6ydywemy ¢paHualizu neped mem, Kak
ecmynumb 68 nodobHble OMHOWeHUs], coee-
moeambcsi € npogeccuoHanom, 3HAKUWUM
ece mMoHKocmU 3aKoHodameAbcmea 6 3moli
coepe?

— Mpexpe 4yem BCTynatb B NOA06HOrO
poa OTHOLIEeHUs, HeobXx0AMMO M3YYUTb
mMogzenb paboTbl, KOTopas npepJsiaraeTcs,
ropuanyeckyto popmy u cogepxaHue caen-
KW.3aHMMaTbCS U3y4eHNEM M AHAIU30M MO~
[OBGHbIX CAENOK CAMOMY, KOHEYHO, HYXHO,
HO Jenatb 3T0 HE06XOANMO C NPUBJIEYEHU-
€M MpOPUbHBIX CNELMANNCTOB, KAK MUHU-
MYyM OPUCTOB U PUHaAHCUCTOB. Caenka no
npuobpeTeHnoGpaHLLN3bIMHOIOC/IONHAS.
®dpaHYar3MMHTEpeCcHOMCNONb30BAHNENPO-
BEpeHHOM 6u3Hec-momenn, BO3MOXHOCTb
CHUXXeHUS NpeAnpUHNUMATENIbCKUX PUCKOB,
MUHWUMaJIbHble 3aTpaThbl HA NPOABUKEHME.
®dpaHyamsepy UHTepecHO MaclTabupoBa-
Hue 6M3Heca 1 yBeanyeHue npoaax.

- Bbinu Au 8 eawell Au4HoOl npakmu-
Ke cAy4au, cesizaHHble ¢ KOHPAUKMAMU Ha
nouee ¢ppanualiizuHza? Eau da, pacckaxxume
0 HuX.

—Komnanmna ®OCBW conposoxaana
npoeKTbl c ppaHLmM3amMm B chepe okasaHus
yCAyr, TPaHCMoOpTa, NPOAAXMMACCOBBLIXTO-
BapoB. [0 3aBepLIeHHbIM HaMW NPoOeKTam
KOH}NNKTOB, HACKO/IbKO MHE U3BECTHO, HE
6b1710. [la X U HE JONIXKHO 6bITb, €C/IN CTO-
pOHbl 060 BCEM AOrOBOPUIUCH «HA Bepery»
MFPamMOTHOOTPa3n/IMCBOUAOrOBOPEHHOC-
TV B AOKYMEHTAXx.

- Hackonbko nepcnekmueHbiM Kaxkemcsi
eam, kak ropucmy, paseumue cpepbl ¢ppan-
uaii3uHza e Hawell cmpaHe?

—KaktopucTt, sysepeH, TpebyeTtcanpo-
fenaTb 6onblylo paboTy, npexae vem
BCE acnekTbl paboTbl KOMMepPYeCKNX KOH-
Leccuin B Hawemn cTpaHe obpeTyT cBOM
npaBoBble TpaHW, 4YTO MO3BOJINT BCEM
CTOpPOHAaM MOAO6HbIX CAENOK BbIXOAUTH
nobeputensmu. dpaHyamsmHr Habupaer
060pOoTbl, M 3TO XOpoLoO. Bce Mbl Nt06UM
KayecTBeHHble TOBapbl U ycyrn. OnbIT 1
3HaHMSA CO6CTBEHHMKA GpaHLIN3bI MO3BO-
NAOT B KOPOTKME CPOKU MpoABMraTb Ha
pblHKe /ly4yline n HanboJsiee NonynspHble
nx obpasubl.

Moozomosuna EneHa AnekcaHoposa
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ALEXEY ZAIKIN, FOSBI:
Russian franchising in the legal framework

he franchise system originated
Tin the USA at the end of the
19th century, and the “sewing
king” Isaac Singer is considered
to be the first franchiser. But the
very concept of franchising came
to Russia only in 1988, together
with the first enterprise Baskin
Robbins. From a historical point
of view, this is quite recently,
especially since Themis is a rather
conservative lady. We talked about
the legal framework in which the
current Russian franchisors and
franchisees are working, and about
the prospects for its change with
Alexey Zaikin, Managing Partner of
the law firm FOSBI.

- Mr Zaikin, how is this phenomenon regu-
lated in Russia?

- In the Russian law there is an insti-
tute of the commercial concession. This
is enshrined in a separate chapter of the
Civil Code. The commercial concession
agreement provides for the use of a com-
plex of exclusive rights, business reputa-
tion and commercial experience of the
right holder in a certain amount. This
agreement may establish its territory of
action, as well as the scope of entrepre-
neurial activity (sale, provision of ser-
vices or other).

Attempts to carry out additional regu-
lation of this type of activity by adopt-
ing an independent law that could settle
the peculiarities of activity within the
framework of the franchise were repeat-
edly made. But so far, lawyers have to use
such concepts as “mixed contract” and
“freedom of contract” in the preparation
of documentation.

- What conflicts between the franchisor and
the franchisee most often require the intervention
of a lawyer in our country? Which ones are usu-
ally simply resolved out of court, and which ones
require court decisions?

- Any conflict requires participation of
a lawyer, if, of course, the parties are in-
terested in its resolution. Russian legisla-
tion allows resolving any dispute without
judicial decisions, if there is the will of the
parties. Competently written documents
reflecting of all aspects of activity will al-
low avoiding unforeseen situations.

- Companies selling their brand, as a rule, are
reputable organizations with their own legal de-
partments. Is it necessary for the future franchisee
to consult with a professional who knows all the
subtleties of the legislation in this area before en-
tering into such relationships?

- Before entering into this kind of rela-
tionships, it is necessary to examine the
model of the work that is proposed, the
legal form and the content of the transac-
tion. Of course, you need to study and an-
alyze such transactions yourself, but this
should be done with the involvement of
specialists, at least lawyers and financiers.
The franchise agreement is multi-layered.
Franchisees are interested in using a
proven business model, the possibility of
reducing business risks, minimal promo-
tion costs. The franchisor is interested in
scaling up business and increasing sales.

- Have there been any cases related to fran-
chising conflicts in your personal practice? If yes,
tell us about them.

- The company FOSBI accompanied
projects with franchises in the provi-
sion of services, transport, and the sale
of goods. As far as I know, there were no
conflicts on the projects completed by us.
And there should not be such conflicts if
the parties agreed on everything “on the
shore” and competently secured their
agreements in the documents.

- How promising is the development of fran-
chising in our country, in your opinion of a lawyer?

- Asalawyer, I'm sure that a lot of work
needs to be done before all aspects of the
work of commercial concessions in our
country acquire their legal boundaries,
which will allow all parties to such trans-
actions to emerge victorious. Franchising
is gaining momentum, and that’s good.
We all love quality products and services.
The experience and knowledge of the own-
er of a franchise allow promoting the best
and most popular samples on the market
in the short term.

Prepared by Elena Alexandrova
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NINMHWNA XXU3HN

PEJINKCA
KOMAPOBA

I( KA0MY M3 HAC OT NPUPOAbI AAETCS LWAHC CTaTb
(( 4yesIoBeKOM. HO He BCe ero Ucrnosib3yom. 3T0

nobumas n nssectHas ¢pasa Penmnkca Komaposa. Bcs ero
YKM3Hb — 3TO Yepena UCMoJ/Ib30BaHHbIX BO3MOXHOCTEN.

YexaB u3 Poccmun B CLLUA B caMOM Haua-
ne 9o-x, ®enukc PomaHOBMY BRocaeanc-
TBUU CTan NpakTU4ecKn MUaanoHepom. B
3TOT e nepunop, oTKpbin B Poccun dmnpmy
r

—
.

—
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no npopaxe asTomobunen mapku «Ponsc
Poric», 3aTeM 6bl1a ranepes «Pycckmm mupn»
8 Hbto-Mopke. Ero nyTb npeanpuHMMaTens
6bIN CTPEMUTENBbHBIM M yCnewWwHbIM. Ho npu

3ToM dennkc POMaHOBUY CHUTAET, YTO Ae-
HbIM — 3TO TO/IbKO TaJIOHbI Ha XXU3Hb, U HU-
KaK He CBA3bIBaeT 60raTCTBO CO CHACTLEM.

OH 4yBCTBYET TOHKYIO FpaHb Mexay uc-
KYCCTBOM M «HEUCKYCCTBOM». DTO HaCTo-
AWNIM fap — NOHUMAaTb, Kakue npeameThl
U MHCTaNAsLUM MOryT 6bITb MPUYNCIEHDI
K 3TOM KaTeropuu. Y Hallero repos c/oB-
HO eCTb HEKM NHAMKATOP, OT/INYAOLLMIA
npovsBeAeHNe UCKYCCTBA OT Yero-To 3a-
ypsifAHOro.

Mo ayxy ®ennkc KoMapoB 3CTeT U LeHU-
Te/lb KpacoThl, B TOM YNC/Ie U NpeKpacHom
NONOBUHbI YenoBevyecTBa. B ero >XXusHu
XKEHLLMHbI BCeraa urpanu 60bluyio posb.
leporHalennporpaMmbl 6€3mMepHOLLEHNT
MyBaXKaeTBCeX, CKeM cBenaerocyabba. OH
He NI6UT Ha3bIBaTb UMEH, HO XXYPHA/IUCThI
3HaOT, YTO Cpeam noaen, c KotopbiMm de-
nKC KoMapoB 6bi/1 UK U HbIHYE 3HAKOM,
— MNana PUMcknia, YneHbl ceMbu KeHHeaun n
npuHuecchl AnaHbl, XyaoXHUK Oner Uen-
KOB M CKyNbNTOP DPHCT HensBecTHbIN, ANlb
NaynHo u CunbBecTp CTannoHe, Mctucnas
PocTtponoBuy n EBreHnn KucmH, EBreHmmn
EBTYLIEHKO N AHApel Bo3HeceHCKNN, 3Be3-
Abl MUpOBOro 6anerta, My3blKM U KUHOUC-
KyccTBa. ®enmkc POMaHOBMY MOXET Hanu-
CaTb Lesible TOMa 06 MHTepeCHbIX BCTpeYyax
M NAMATHbIX MOMEHTAX XXU3HMN...

«He BecenuTbca 6€3 NpUYMHDI, a UCKaTb
pafocTb. A pagocTb — OHa B TBOpPYECTBE»,
—Tak cuntaet Pennic Komapos. OH 0 CUX
nop pa6oTaeT Mo 20 YacoB M B CO3MAAHUN
HaxoauT cBoe cyacTbe. MeleHaT, 6UsHec-
MeH, BULLe-npe3unaeHT TBopyeckoro Cotosa
XYA0XHUKOB Poccuum, uneH Pokdennepos-
ckoro knyba, obnagarten camon 60/bLION
KOMIeKUUU NSTyLIeK U CObpaHns pyccKmx
VKOH. SIpKMin YenoBek C HeO6bIKHOBEHHOW,
MHTepecHom XMU3Hbto. O apyx6e, nob68y,
613Hece 1 MHOrOM A,pYyroM — B O4epefHOM
BbIMyCKe nporpaMmbl «Russian Business
Guide. My>xcKoM xapakTep».
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FELIX KOMAROV'S

LIFE LINE

(( N ature gives us a chance to become human. But not everyone

uses it». This is the favorite and famous phrase of Felix

Komarov. His whole life is a series of realized opportunities.
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Having left Russia to the United States
at the very beginning of the 1990s, Felix
Romanovich later became almost a mil-
lionaire. In the same period, he opened in

Russia a company selling cars of the Rolls
Royce brand, then there was the Russkiy
Mir gallery in New York. His path as an
entrepreneur was swift and successful.

Het! 910 UK

OHDI nomoratoT HaM.

Denuxe Komapos

But at the same time, Mr Komarov be-
lieves that money is only a ticket for life
and he does not link wealth with happi-
ness in any way.

He feels the fine line between art and
not art. This is a real gift to understand
what items and installations can be attrib-
uted to this category. Our hero seems to
have a certain indicator that distinguishes
a work of art from something mediocre.

In spirit, Felix Komarov is an esthete
and a connoisseur of beauty, including
the beautiful half of humanity. Women
have always played a significant role in his
life. The hero of our program immensely
appreciates and respects everyone with
whom fate brought him together. He does
not like to provide names, but journalists
know that the Pope of Rome, members of
the Kennedy family and Princess Diana,
artist Oleg Tselkov and sculptor Ernst
Neizvestny, Al Pacino and Sylvester Stal-
lone, Mstislav Rostropovich and Evgeny
Kissin, Evgeny Yevtushenko and Andrey
Voznesensky, stars of world ballet, music
and cinema are among the people with
whom Felix Komarov was or is now fa-
miliar with. Mr Komarov can write whole
books about interesting meetings and
memorable moments of his life...

“Do not have fun without a reason,
but seek joy. And joy is in the work,” says
Felix Komarov. He still works for 20 hours
and finds happiness in creation. He is a
patron, businessman, vice-president of
the creative union of artists of Russia,
member of the Rockefeller club, owner
of the largest collection of frogs and a col-
lection of Russian icons. Mr Komarov is a
bright person with an extraordinary, in-
teresting life. The next issue of the Rus-
sian Business Guide. Man’s Nature pro-
gram is about friendship, love, business
and many other things.
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48 PACMPOCTPAHEHUE

KapTa pacnpocTpaHeHus ne4yaTHoM U
3/1eKTPOHHOM BepCUM No CTPYKTYpam 1
BeAOMCTBaM:

83 aAMMHUCTpaL MK ry6epHaTopos PO;
88 pervoHasibHbIX TOProBO-NPOMbILLIEH-
HbIX

nanar;

36 KOpropauuin pasBUTUS permoHoOB;
ToproBo-npombilL/IeHHas nanara
Poccuiickoit depepauuu;
MNpaBuTENbCTBA PErMOHOB;

J[lenosble cOBeTbI:

— Poccuimncko-ANoOHCKMI AieNnoBo coBeT
—HIM«Poccnimcko-Kntamckmum nenoBom coBet»
—AHO«PoccnncKko-TypeLKUn Ae/10BON COBET»
— Poccunincko-KOXXHOKOpencKni Ae0BOM
coBeT

— HIM «JenoBow cOBET N0 COTPYAHNYECTBY C
NHanen»

— Poccumcko-TannaHacknm enoBow coBeT

— Poccnmncko-UpaHckui oenoBom coseT

— AHO «[lenoBow COBET N0 COTPYAHNYECTBY C
AdraHncraHom»

— HIM «JenoBow cOBET N0 COTPYAHNYECTBY C
BbeTHamMom»

— Poccunincko-CMHranypckun AenoBon coBeT
— llenoBoW coBeT No cOTpyaHUYeCTBY C MHAO-
He3unen

—/[lenoBovi coOBeT Mo COTpyAHMYecTBy clMaknc-
TaHOM

— Poccumcko-®unnmnnuHCKnm AenoBon CoBeT
— KoMuTeT no aKoHOMUYeCckoMy
COTPYAHWYECTBY CO CTpaHaMu A3nm n Okea-
HUKN

— [lenoBo COBET MO COTPYAHMNYECTBY C
Manansuen

— CoBeT npeanpuHnmarenen Poccusa-Apres-
TUHA

— [enoBou coBeT Poccma-bpasnnms

- Oenosow coeeT Poccusi-Kyba

— KomuteT npeanpuvHumMaTtenen Poccunsi-Mek-
cuka

— Poccumcko-Ymnmnmckmm aenoBow coset

- [enosoi coBeT BPUKC

— NenoBou coseT LLIOC

3apy6exHbie TMM:

—TNN AsepbanayxaHckon Pecnybamnku

— TN Pecny6anku ApmeHmns

— benopycckaa TMMM

- BHewHeTOprosas nanara KasaxcraHa
—TNN Kbiproizckon Pecnyb6anku

— TN Pecny6anku Mongosa

— TN Pecny6amku TagXXnKMCTaH

— TN Pecny6anku TypKMeHUCTaH

- TMNN Pecnybaunka Y36eknctaH

—TMNM YKpanHbl

=TMN Cpy3nn

— ®epepanbHag nanara SKOHOMUKM ABCTPUMN
— Coto3 TMM AnbaHum

- benbruncko-Jlrokcembyprckas Toprosas
nanarta

— bonrapckas Toproso-rnpombiliieHHas
nanarta

— bonrapo-Poccurickas ToproBo-npombiLu-
JNleHHas nanaTa

— BHelwHeToprosas nanata bocHuu n
[epLerosuHbl

— BeHrepckas Toproso-npombliiLieHHas
nanarta

— ObbeaniHeHWe TOProBO-NPOMbILLIEHHbIX
nanat FepmaHnun

RUSSIAN BUSINESS GUIDE {MAPT 2019}

— ®epepaums TOproebixX nanat Mspanns

— depepaumsa MHoMNCKNX TMM

- WcnaHpackaa Toproeas nanarta

—Toprosas nanara MicnaHuu

— JlTatBuinckas TOproBo-npomblILLIeHHAs
nanara

— Accoumaums TOproBo-NpoMbILLIEHHbIX U
pemecsieHHbIX nanat JITBbI

— KoHdepeHumMa NpOMBbILLNEHHUKOB JINTBbI

— MakepoHcko-Poccminckas ToproBo-npo-
MbILlW/IeHHas nanata

— HopBexcko-Poccuinckas Toproeasi nanata
(HPTM)

- MNonbckas Xxo3aMCTBeHHas nanaTta

— Poccnmcko-IFepmaHckas BHELWHETOproBas
nanara

— Xo3sancTBeHHas nanata Cepbun

— CnoBaukasi ToproBo-npombiLLIeHHas
nanarta
—-Toproso-npombilwneHHasnanataPecny6am-
Kn CnoseHus

— Coto3 nanart u 6upx Typumm (TOBB)
—LleHTpanbHasiToprosasinanata ®UHAAHAUN
— Xo3ancTBeHHas nasata Xxopsatum

— DKOHOMMYecKas nanarta Yewckon Pecry6-
INKn

— Xo3sancTBeHHas nanaTta YepHoropum (XM4)
— Poccnincko-bpuTaHckas Toprosas nasara
- UTtano-Poccuiickas Toprosas nanata

- MNpeacTaBUTENbCTBO XO39MCTBEHHOM Nana-
Tbl Cepbun B Mockse

- MpepactaBuTenbcTBo HopeeXcko-Poccmmc-
KOW TOprosow nanaTbl B MockBe

- MNpeacTaBUTENbCTBO XO39MCTBEHHOM Nana-
Tbl XopBaTnu B Poccumn

- MpeactaBuTennbcTBo bonrapo-Poccmmckom
TMM s Poccun

— BcemupHas depepaLms TOprosbix nanar

— POCCUNCKUI HALMOHAbHBIV KOMUTET
MexxayHapoaHoM TOprosou nanaTtbl

— Accoumanms TOproBo-NpoOMbILLIEHHbIX
nanat eBponenckmx cTpaH «Esponanaran

- KoHdpepnepauusa TrM ctpaH ATP

— Asumatckmnin ¢opym BOAO (BAF)

depepanbHble BeAOMCTBA:

— ®epepanbHOE areHTCTBO MO Aenam
CoppyxectBa HesaBncuMbIX FocyaapcTs,
COO0TeYeCTBEHHMKOB, MPOXMBatOLLMX 3a py6e-
SKOM, U MO MeXAYyHapoAHOMY N'YMaHUTapHO-
My COTpyAHWNYeCTBY (POCCOTPYAHMYECTBO)

— ®epepanbHas cyx6a No BOEHHO-TEXHU-
YeckoMmy

coTpyaHuyectey (PCBTC Poccun)

— ®epepanbHas c1yX6a No TEXHNYECKOMY U
3KCMOPTHOMYKOHTpostoPoccunckoridepepa-
ummn (PCT3K Poccmn)

- depepanbHas c1yxba ncnonHeHMs Hakasa-
HuM (PCUH Poccnn)

—®epepanbHas cyxba cyaebHbIX NpUCTaBoB
(dCCM Poccun)

— ®epepanbHas ciyxba no Hag3opy B chepe
3 paBooxpaHeHus (PocsgpaBHaa3op)

— ®epepanbHOe MeamKko-bronornyeckoe
areHTcTBO (PMBA Poccun)

— ®epepanbHOe areHTCTBO Mo Typu3my (Poc-
Typvi3m)

— ®epepanbHas ciyxba no Hag3opy B chepe
obpasoBaHus 1 Haykn (PocobpHaa3op)
—®depepanbHOe areHTCTBO MO Ae/1aM MONoAE-
u (PocMON0AEXD)

— ®epepanbHas cyxb6a no ruapomeTeopo-
JIOTMY Y MOHUTOPUHTY OKpY>KatoLLern cpeabl

(Pocrngpomer)

— ®epepanbHas ciyxba no Haa3opy B chepe
npupoaononb3oBaHus (PocnpmupoaHaasop)
— ®epepanbHOe areHTCTBO BOAHbIX PecypCcoB
(PocBoppecypchbl)
—®PepepanbHOeareHTCTBO/IECHOrOX039MCTBA
(Pocnecxos)

— ®epepanbHOE areHTCTBO MO HeAPOMNO/b30-
BaHuto (PocHenpa)

— ®epepanbHOE areHTCTBO MO TEXHUYECKOMY
peryiMpoBaHuio u meTponorum (PoccraH-
Aapr)

— ®epepanbHas cnyxba no Hag3opy B chepe
CBSA3U, MTHHOPMALMOHHbIX TEXHONOM NN M MacC-
COBbIX KOMMYHUKaunn (POCKOMHaA3op)

— ®epepanbHOe areHTCTBO MO nevaTy U Mac-
COBbIM KOMMYHUMKaLMsM (PocneyaTnb)

— ®epepanbHOe areHTCTBO CBA3M (POCCBSA3b)
— ®epepanbHas ciyx6a No BeTepuHapHOMY
1 duTOCaHNTapHOMY Hag3opy (Poccenbxos-
Haasop)

— ®epepanbHOE areHTCTBO MO pbi60/10BCTBY
(Pocpbi6010BCTBO)

— ®epepanbHas ciyxba no Hag3opy B chepe
TpaHcnopTa (PocTpaHcHaa30p)

— ®epepanbHOE areHTCTBO BO3AYLIHOIO
TpaHcnopTa (PocaBuauus)

—®epepanbHoe AOPOXHOe areHTCTBo (Pocas-
TOAO0P)
—®epepanbHOeareHTCTBOXKENe3HOA0POXKHO-
ro TpaHcnopta (Pooxenaop)
—®epepanbHOEareHTCTBOMOPCKOroU peyHo-
ro TpaHcnopta (PocmoppeudnoT)
—®epepanbHas c1yxba no TpyAy U3aHATOCTH
(PocTpyn)

— depepanbHas Hanoroas cnyxbéa (PHC
Poccnnm)

— depepanbHas TaMoxeHHas cyxéa (PTC
Poccnnm)
—PepepanbHoekasHavyencTeo(KasHayencrso
Poccnn)

— ®epepanbHas c1yxba No akkpeamUTaumm
(PocakkpeauTaums)

— ®epepanbHas cyxba rocyaapcTBeHHOM
peructpaumm, kagactpa v kaptorpadum
(PocpeecTp)

— ®epepanbHas alyx6ba rocysapcTBeHHON
cratmuctukm (Poccrar)

— QepepanbHas c1yx6a no MHTeNeKTyasb-
HOW co6CcTBEHHOCTM (PoCnaTeHT)
depnepanbHOE areHTCTBO MO YMPaB/IEHMIO
rocyAapcTBeHHbIM MMyLLeCTBOM (Pocumy-
LECTBO)

- MNoconbcTBO ABCTpanun

— MoconbcTBO ABCTPUIACKOM Pecnybankm
—MoconbCcTBO ApreHTUHCKOM Pecnybankm

- MoconbcTBO Mcnamckon Pecnybivkm
AdraHucraH

—MNoconbcTBo KoponesctBa benbruun

— ToproBoe NpeacTaBUTeNbCTBO BeHrpun

— ['eHepanbHOe KOHCYNbCTBO DpaHLmMn

— Toprosoe npeacTaBuTenbLCTBO ErvnTa

— Toprosoe npeacTaBuTenbCTBO Manansmm
— Toprosoe npeacTaBUTeNbCTBO KOXHON
Kopewn

— ToproBoe NpeacTaBUTeNIbCTBO PyMbIHUM
—ToproBoe npeacTaBmTe/bcTBO CMHranypa
— ToproBsoe npeacTaBuTenbCTBO CnoBaLkomn
Pecnybnvikn

— ToproBo-3KOHOMWYECKMI OTAeN TOProBoro
npeacTaBUTeNbCTBA MOCOLCTBA TannaHaa.



AKYJibl MPABA

YronoBHo-npaBoBas 3aWmTa busHeca
ConpoBoxaeHune caenok

PaspeleHure cnopos

Alliance Legal

consulting group

125009, Mocksa 620144, EkaTtepuHbypr
ynuua Teepckas, gom 16, ctpoeHue 1 ynuua LLleiHkmaHa, gom 121
oduc A-501 (BL}, «Fanepes Aktep») www.al-cg.com 3 atax (BLl «AHTapec-6usHec»)



N MEXOYHAPOOHAA BbICTABKA

decTtuBanb OpaHwuuns 2019

19-21 MAPTA MOCKBA, BOAHX, NAB. 75, 3AN1 B

NFFRUSSIA.RU

decTtuBanb OpaHLIM3 — OAHO U3 KPYMNHENLMX COBbITUIN MUpa dpaHYan3nHra B Poccum n ctpaHax
CHT. 3a 7 net paboTbl MeponpuaTMe 3aBOEBasIo CTAaTyC NO-HACTOSWEMY Pe3ybTaTUBHOM NNoWanKm
019 B3aUMOAEeNCTBUSA KOMMaHMUA C NoTeHLUnanbHbiMK ppaH4an3m co Bcel Poccum 1 apyrux cTpaH.

decTuBanb OpaHWN3 - 3TO:

6 i 75

3 OHA HacbIWEeHHON YHUKanbHble UeneBble Csbiwe 1500 cgenok
0,eN0BOM NporpamMmbl noceTuTenmn 3a 7 net paboThl

YyacTue B BbiCTaBKe — 3TO [AeMCTBEHHbIM KaHas Npodax, a Take nokasaTtesib NpecTuxa u cta-
BUIbHOCTN KOMMNaHUU. TONIbKO Ha BbICTaBKe Bbl MOXETe HanpsMyto U Ha HelTpasibHOW TeppuTopmUn
BCTPETUTHCA CO CBOMMM NOKYNaTeNnaMn, KOHTpareHTaMmn U KOHKYpeHTaMu, Y3HaTb HOBble TeHAEeHLUM
pPa3BUTUA PbIHKA N NPUHATb HEMOCPEACTBEHHOE yYacTue B ero GopMmnpoBaHum.

—-E'qﬁl- RELL LT LT T

QECTHUBANDb
®PAHLUNMS 2018

DPAHYARIHHT BEGLPAHNL
b1

HeoTbeMneMol 4acTbio KaXaoW BbiCTaBKM aBnseTcs [lenosas nporpamMma, B paMkax KoTopomn nyu-
LIMe CnuKepbl M aKcnepTbl B chepe dpaHuaianHra NpoBoasaT NeKLMN N MacTep-Kacchl Ha Takue
TeMbl Kak:

o QOUHaHCUpPOBaHUe, NpuUBNeYeHNEe I/IHBGCTI/ILI,VII7I e Bbixopg Ha MeXAyHapoaHble PbIHKW.

B HOBbIE MPOEKTbI. e 3alwmTa MHTenneKTyanbHOM CO6CTBEHHOCTU.
o [locTpoeHMe cubHOro 6peHaa KoOMMNaHmu. * /N MHoroe gpyroe.
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