: 3NbAAP MUP3OEB:
 «HEOCTOPWUMbIE
MPEVIMYLLIECTBA HALLIEV
OPAHLLM3BI - YETKASA
CTPATEMVS 1 BHRO,
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EBFEHIAA 3ABKUHA:
«®OPAHLLU3A -3TO
EAWHCTBEHHbIN CNOCOB
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) Jae |  BU3HECA
4, TEa | C MUHUMWU3ALMEN
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Yupeautenb 1 nspatenb:

000 «BU3HEC-AUANIOT MEAUA»

npu noaaepxke TNM PO

PepakumoHHaa rpynna:

Makcum QateeB, Bagum BuHokypos,

Hartanba YepHbiwoBa

[naBHbIN pegakTop:

Mapusa CepreeBHa CyBopoBcKas

PepakTop Homepa:

Co¢ua AntoHoBHa KopwyHosa

3amecTuTenb AVPEKTOopa No KOMMepPYEeCK/IM BONpocam:
WpuHa BnagumnposHa [inyray

[n3ainH/BépcTka: AnekcaHgp Jlo6oB

MNepesopn: Mapusa Kntouko

OtneyataHo B TUnorpadumn 000 «B/BA-CTAP»,

r. MockBa, yn. nektposasopckas, fi. 20, cTp. 3.
Martepuanbl, oTMeyeHHble 3HaukoMm R mnu «PEKITAMAY,
ny6nvKytloTca Ha npaBax peknambl. MHeHVe aBTopoB
He 06A3aTeNbHO JOMKHO COBMNaaaTh C MHEHVEM
pepakuuu. NMepeneyaTka MaTepranos

1 X UCrosnib3oBaHue B Ntoboii opme

[OMyCKaeTcs TONbKO C pa3peLleHns peaakumnm
n3paHua «bnsHec-Aunanor Meguna.

PyKonucm He peLieH3MpYIoTCA U He BO3BPaLLAIOTCA.
Appec pefakuum:

143966, MockoBcKas o6nactb,

r. PeytoB, yn. Mo6eppl, A. 2, nom. 1, KOMH. 23.

E-mail: mail@b-d-m.ru

Ten.: +7 (495) 730 55 50 (806. 5700

Usparennb: 000 «b -A Mep
3apeaucmpuposaro QedeparbHol cyx60L no Had3opy 8
Cpepe c8A3U, UHPHOPMAUUOHHBIX MeXHOMO02UL U MACCO8bIX
KommyHukayuti. Ceudemesiecmeo o pecucmpauuu
cpedcmea maccosoli uHgopmayuu [T Ne OC77-65967
om 6 utoHsA 2016.
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YBa)Kaemble fpy3bA!

B HacToAwee Bpema dpaHyan3nHr B Poccum noka ewwé
OCTaETCs HeI0OLLEHEHHOW B13HEC-MOAENDbIO C TOUKM 3pe-
HMA KaK 3anycka 6usHeca, Tak 1 MHCTPYMeHTa macluTa-
6upoBaHuA pencTyowero npepnpuatna.  OpHako
NaHAeMnA 1 Bbl3BaHHblE €10 KPU3MCHbIe ABNeHUA Aanmu
BO3MOXHOCTb MO-HOBOMY OLEeHMTb noteHuman ¢paH-
yar3mMHra B Hallen cTpaHe.

Ha doHe cokpalyeHna cy6bbeKkToB Manoro 1 cpegHero
npeanpuH1UMaTenbCTBa NO UTOraM MPOLLSIOrO roAa Ha-
6nofaeTca TeHAeHUMA yBenmyeHns obLiero KonmyecTsa
bpaHwWK3, conpoBoXKaaemas poOCTOM CNPOCa CO CTOPOHbI
noTeHumanbHbix dpaHyansu. MNoteHyman dpaHyansvHra
obecneyeH ero 3GpPeKTUBHOCTbIO B KayecTBe WHCTPY-
MeHTa pa3BUTUNA Manoro 1 cpegHero 6usHeca. OTKpbITbIE
no ¢paHwwmnse 6U3HecChl 3auacTyio ObiCTpee OKynaTCs,
paboTatoT apdeKTrBHEE 1 KUBYT fONbLUE NPeAnpPUATUN,
3anyLeHHbIX C HYNA.

B 2020 rogy Toproso-npombliwieHHasa nanata Poccum
3anyctmna PeecTp Hapé€xHbix ¢paHwwu3. Ha pecypce

RUSSIAN BUSINESS GUIDE {MAPT 2021}

pa3melLeHbl CBeleHUs O NPOBEPEHHbIX KOMMAHUAX, KO-
TOpble FOTOBbl MepeAaTb NpaBo Ha pPaboTy nop CBOUM
6peHOOM ApyrM npepnpuHumatensm  (bpaHuansn).
EnvHan 6a3a, BKtovatowan B ceba MHPopMaLmio O Cpoke
OKYyMaemMoCTU 1 ro40BOIM [OXOAHOCTU, CTAaHET 3alUTON OT
HepgobpocoBecTHbIX $paHyan3epoB, KOTopble Hepeako
npeasaratoT yyacTve B 3aBeOMO YObITOUHbIX NPOEKTax.

[na BkNoyeHus B PeecTp KOMNaHUA [ONMXHa COOTBET-
CTBOBaTb pAfy Kputepues. NoTpebyeTca nogTeepauTb
HanMume TOBAPHOrO 3HaKa, a TakKe NpefoCTaBUTb faH-
Hble O JeNCTBYIOWMX U NPUObIIbHBIX GpaHUYaN3NHIOBbIX
npeanpuatuax. Kpome Toro, npu ayaute lpUANYECKNX
nvy 1 npeanpuHumMatenen skcneptsl TMM PO yutyT 06-
LWenocTynHyo nHGOPMaLMIO U3 aHANUTUYECKUX CUCTEM.

JKcnepTHOe MHeHMe AupeKTopa
HenaprameHTta undposoro passurtua TMMN PO
Bnagumupa Macnosa Ha Temy

«®paHyansuHr B Poccum.

MpoekT TMNMM P® «Peectp HapéXHbIX ¢ppaHLLIN3»
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Dear friends!

At the present time, franchising in Russia is still
an underestimated business model in terms of both
launching a business and a tool for scaling the existing
enterprise. However, the pandemic and the followed
crisis phenomena have given us an opportunity to re-
assess the potential of franchising in this country.

Against the background of small and medium-
sized businesses decline of last year, there has
been an increase in the total number of franchises,
accompanied by an upturn in demand from potential
franchisees. The potential of franchising is ensured by
its efficiency as a tool for the development of small
and medium-sized businesses. Franchised businesses
frequently have a faster payback period, operate more
efficiently and “live” longer than businesses launched
from scratch.

In 2020, the Russian Chamber of Commerce
and Industry introduced the Register of Reliable
Franchises. The resource contains information
on verified companies which are ready to transfer
the right to operate under their brand to other
entrepreneurs (franchisees). The unified database,
which includes information on the payback period
and annual profitability, can protect against dishonest
franchisors, who often offer participation in obviously
unprofitable projects.

TOPTOBO-
ITPOMbBIINI/IEHHAA
ITAJTATA PO

To be included in the register, a company should
meet a number of criteria. It is required to confirm
the trademark existence, as well as to provide data
on operating and profitable franchisees. In addition,
when auditing legal entities and entrepreneurs,
experts of the Chamber of Commerce and Industry
of the Russian Federation take into account publicly
available information from analytical systems.

An expert opinion by Vladimir Maslov, Director
of the Department of Digital Development of the
CCI RF on “Franchising in Russia. The Russian
Chamber of Commerce and Industry’s Register of
Reliable Franchises”
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OMnTpn 1OCbKO:

«Camoe epems NnpuHSIMb peuieHue 0 hpucoeouHeHuu

K KpynHomy ¢pedepanbHOMy onepamopy, makomy Kak mbl.
Hawe npedno>keHue obecneyusaem napmHepam
00X0OHOCMb HA YpOBHe 35-40% 20008biIX

Ha 8N0>XKeHHble UHeecmuyuu»

«AJAMAC» — camblii y3HaBaeMmblii oBenupHbIi 6pena B Poccum. (eTb npefoCTaBAAeT BbIFOAHBIE YCN0BUA ANA GpaHyain3n 1
06beauHAeT 0kono 200 Mara3uHoB no Bceli cTpaHe. (OrnacHo IKCNepTHbIM OLeHKaM, Kak MUHUMYM 50 MAH poCCAiH ABNAKOTCA
obnagatenamu ykpaiwenuit <KAJAMAC». Kommepueckuii aupektop Imutpuii CepreeBuy [ocbKo paccka3blBaeT 0 TOM, Kak CeTb
BOCCTAHABNNBAETCA NOC/E KPU3MCA U UTO XAET BENUPHYI0 PO3HULY B bnuxalilem byaywiem.

RUSSIAN BUSINESS GUIDE {MAPT 2021}



- «<AJAMAC» - nudupyowuli u2pok Ha
poccutickom poeiHke. Kak eam ydaémca
yoep»xueameo eedyujue nosuyuu?

— Hawa KoMnaHuA Ha IoBEeIMPHOM PbIHKe
yxe 6onee 25 neT, 1 3a 3TO BPeMA Mbl CTa-
NN KPYMHENLINM I0BENINPHBIM PETeniepom,
3aC/yKUBLLUMM AoBepue KnneHToB. «A[A-
MAC» pacrionaraeT Nnpou3BoLCTBEHHON 6a-
301 nocnefHero noKosieHns, obecneunsas
MOMHBIN LMWK M3roTOBNEHUA OBENPHbIX
M3[enunin Bcex accopTMMeHTHbIX rpynn. Ce-
KPET YCTOMUYMBOro 1 CTabubHOro pasBuUTUA
ceTn — penctayowasn abdeKTrBHaA MoLenb
BeleHNA 6u3Heca. Y Hac OrpOMHbIN OMbIT
ycnewHoro ynpasneHua depepanbHoOn ce-
TbIO OBENIPHbIX MarasnHoOB B 79 ropogax no
Bcen Poccun. B 2014 ropy «<AOAMAC» ctan
napTHEPOM 1 odULMaNbHBIM NOCTABLYNKOM
mepanen Onumnuaabl B Coun: Mbl U3roToBU-
nn 1254 mepann gna cnoptcmeHoB. Joctu-
>KEHNA KOMMNaHNW HEOQHOKPATHO OTMEYEHbI
NPECTVXKHbIMA  NPOdECCUOHANIBHBIMU  Ha-
rpagamu, cpegun KoTopbix «HapogHasa map-
Ka», «<ToBap roga» 1 MHOrve gpyrue.

- B 4ém npeumyujecmea eaweli ¢ppax-
wusei?

— MpuobpeTaa Hawy ¢paHwWK3y, Bbl MO-
nyyaeTe CaMbll y3HaBaeMbl OBENVNPHbIN
6peHp B Poccum «ALLAMAC», Becb Hakonm-
NEHHBIN OMbIT N HALWN COOCTBEHHbIE TEXHO-
NOrnK ANA yCreLwHoro BeAeHns brsHeca.

lMomumo 3Toro, Mbl nNpepnaraem Halmm
napTHépam:

* IOBEJIVIPHBIN MarasuH nof Koy, ¢ ToBa-
pPo060POTOM B CPEAHEM OKOMO 3 MIH py6 B
mecaL;

* MOJIHYIO MHTErpaLuio MarasunHa, OTKpbl-
TOro no ¢paHLin3e, B efMHY0 PO3HUYHYIO
cetb «kKADAMAC»;

+ QUKCMPOBAHHYIO [JOXOAHOCTb B BUAE
HEen3MeHHOro NpoLeHTa OT BbIPYUKN B pas-
mepe 40%;

* MONIHOE OTCYTCTBME TOBAPHbIX PUCKOB
B Bufe 100-npoLieHTHOro BO3BpaTa Henpo-
[aHHOrO aCCOPTMMEHTa;

+ BOCTYN K YHUKaJIbHON C1CTeme TOBapo-
CHabXeHWA U LieHoobpa3oBaHUA, KoTopas
obecneunBaeT NocTynneHne Hanbonee BOC-
TpeboBaHHOro TOBapa Mo NyyllrM LieHam B
Kakayto TOUKY NpoAarK;

« CRM- n ERP-cuctembl ynpasneHusa ma-
rasviHomM 1 MJaHMPOBaHUA OMNepaLNOHHbIX
nokasartenewu;

+ TOTOBOE LWTaTHOE pacnucaHne, CucTe-
My MOTMBaLMU MepcoHana u BO3MOXHOCTb
nponit obyyeHre B YyyeGHOM LEeHTpe
KOMMNaHUu;

« 00Wyl MapKeTUHIOBYK CTpaTeruio
6peHAa, KOTopas CeropHs BKOYaeT meaua-
N Hapy>KHYIO peKnamy, oKasnbHble akumu 1
pacnpopaxu, NepcoHann3npoBaHHbIA Map-
KETUHT, a Take oblueceTeBylo NMporpaMmmy
NOANIbHOCTU.

Takxke C y4éTOM pasBUTMA OBEVPHON
PO3HNMLbI B LLEeNIOM Mbl MOATOTOBUAM Cnewu-
anbHoe npegJioKeHve No pebpeHanHry ana

JINLO C OBJTOXKN

COOCTBEHHMKOB  IOBEJIVPHbIX  Mara3vHOB,
KOTOpOe MOo3BOJIAET Ha OYeHb KOMGOPTHbIX
YCNOBMAX U C MUHMMAJNIbHbIMK 3aTpaTamu
npucoeanHUTLCA K GefiepanbHol ceTn oBe-
NpPHbIX MarasnHos «<KAJAMAC».

Camble oyeBMAHbIE NPeUMyLLeCcTBa 3TOrO
npeaioXeHna ana npeanpuHnMaTenen:

 POCT BbIPYUKM B [iBa pa3a 1 6onee oTHO-
CcUTeNbHO TeKyLUMX MoKasaTenell MarasuHa;

+ BO3MOXHOCTb pacnpopatb MMeLninca
TOBapHbI/ OCTATOK, B TOM YMCNIe U HeNnK-
BUHblE NO3ULNNK;

+ MUHUMM3ALMA KanuTasbHbIX WHBECTU-
LNiA, BO3MOXXHOCTb MCMOMb30BaTh MMeloLLe-
ecsi 060pyaoOBaHNe MarasviHa;

* YyMeHbLUeHVe TOBapHOro 3anaca marasu-
Ha 1 BbICBOOOXIEHNE [EHEXHbIX CPefCTB,
3aMOpPOKEHHbIX B TOBapHOM 3anace.

- Kak <xAJAMAC» nepexun nanoemuye-
cKuli 200?

— Mpowegwwnin, 2020 rop 3acTtaBun Hac
MO6UNM30BaTbCA, MO-HOBOMY MOCMOTPETb
Ha HeKoTOpble BHYTPEHHMe npoueccbl B
KOMMaHUM 1 NepecMoTpPeTb NoAXoabl K Npu-
HATUIO peLleHnin.

B nepwvog obLero nokgayHa 1 3akpbITua
ToYeK Mpofak BO BTOpom KBapTane 2020
rofga Mbl ONepPaTMBHO MPUHANN peLleHne o
NMOJSIHOM 3aKPbITUN HECKOJTbKUX MarasvHoB,
KOTOpble [0 KAaPaHTUHHbBIX Mep Haxo4uInChb
Ha rpaHu peHTabenbHoCTM K TpeboBanu
LONOJSTHUTENbHBIX YCUNIA ONA UX Pa3BUTKA.
Mbl onTMMn3NpoBanu BHyTpPeHHME onepa-
LIMOHHbIe 3aTpaTbl, NPOBENN NeperoBopbl C
apeHpofaTenAMnM O nepecMoTpe YCsI0BUN
apeHapl, C OONbLIMHCTBOM YAanocb HaWTu
06WKin A3bIK U COracoBaTthb CrpaBefvBble,
Mo Hallel OLeHKe, yC/I0BUA.

PelleHre o 3aKkpbITUK MarasuHOB, KOTOpble
paboTany Ha rpaHn PeHTabenbHOCTY, NMO3BO-
JINNO CKOHLIEHTPVPOBATLCA HA MPUObIbHBIX
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1 06bEMOOOPA3YIOLMX Mara3rHax, Tak Yto B
onpefenéHHoOM CMbICe KpU3UC aake Nnomor
HaLlel KOMMaHUM CTabunM3NpoBaTb PO3HNY-
HYIO CETb 1 YCUNNTD HaLLW NMO3ULMN Ha PbIHKE.

Hawwnm napTHépam B ycnoBuAx Heomnpe-
OEeNEHHOCTN N NPUOCTAHOBKN [eATeNbHO-
CTU Mbl TaKXKe OKa3blBasM BCECTOPOHHIO0
nopaepxky. Bcem d¢paHuaiisn nomornu
ONTUMU3NPOBATb M COKPATUTb 3aTpaTtbl Ha
onepauroHHYI0 AeATeIbHOCTb, COrflacoBaTtb
npuemsiemble apeHfHble YCnoBuA, NpoBe-
CTW KappoByto paboTy ¢ nepcoHanom. B tex
pervioHax, rae 31o 66110 BO3MOXHO, Ha 6ase
MarasuHoB ¢paHyani3n Mbl OpraHM3oBanu
TOYKM CAaMOBbIBO3a MHTEPHET-3aKa30B.

lMocne cHATUA oOrpaHNYMTENbHbBIX Mep
06bEM Npofax Obin faxe HECKOMBKO BblLUe,
yeM MNaHMpPOBaNOChb, B OCHOBHOM 13-3a OT-
NIOXKEHHOro crnpoca. B pesynbrate Bbipyyka
cetu 3a 2020 rog ocTanacb Ha yposHe 2019-
ro, HECMOTPA Ha HECKOSIbKO MecsALeB Npo-
cToA. [InAa ceba Mbl cYMTaem 3TO XOPOLINM
nokasartesniem. OTO NO3BOSIAET HaM C yBepeH-
HOCTbIO CMOTpPETH B ByayLiee.

OceHblo 2020 roga mbl OTKPbIIUCH Cpasy
B ABYX KpynHbIX npoekTtax Mocksbl: B TPL|
«Wénkoscknin» n TPL, «EBpononuc Pocto-
KMHO» (6bIBLINIA «30510TOM BaBUNOH»), TakxKe
ObININ OTKPbLITUSA U B HEGOMBLUNX PErrMoHasb-
HbIX LLleHTpax.

- Kak ebl oyeHusaeme nepcnekmu-
8bl paseumus (paHwuzel U KOMNAHUU
«AJAMAC» 6 2021 200y?

- B cnoxunBwenca cutyaumm mbl BUAUM
BO3MOXHOCTW AN1A Pa3BUTKA, TaK Kak OCBO-
6oxpaeTca 60Mblloe KOMMYECTBO KOMMEp-
Yyeckux nioLwagen, a Haw popmat marasu-
HoB 35-50 KBagpaTHbIX METPOB He TpebyeT
3HAUYMTENbHbIX KanuTalbHbIX UHBECTULINA B
NOArOTOBKY K OTKPbITUIO.

Ha AaHHbI MOMEHT y Hac 3aK/toYeHbl HO-
Bble OrOBOPbI apeHbl, Mbl BeféM paboTy
Mo NOArOTOBKE K OTKPbITMIO eLLé psAfa HOBbIX
MarasnHoB Kak B MOCKBe, Tak 11 B pervoHax.

BecHow 3TOro roga nnaHupyem oTkpbiTne
HOBOrO Mara3uHa B ropoge epmu, o 3TOro
Halla ceTb He 6bl1a NpeAcTaBieHa B 3TOM
pernoxe.

Ewé opgHom TOukoW pocta Aana cebs
BUAVM ABHO MNPOCNEXMBAOLWYOCA TeH-
OEHUMIO I0BEIMPHOrO peTeisia B LENoM,
a VIMEHHO BblpaXeHHbIN NepeToK NokKyna-
Tenen 13 HebONbLUIMX PErnmoHanbHbIX Ce-
Te N OTAeNbHbIX MarasviHoB K KPYMHbIM
depepanbHbiM  onepaTopaM. YumTbiBas
3TO, CUYMTalo, YTO Cenyac AnAa pervoHasnb-
HbIX IOBENMPHbIX UTPOKOB CaMoe Bpemsa
nepecMoTpeTb NOAXOA K BefeHuto 6m3He-
Ca N NPUHATb peLleHne o0 NpuUcoefuHeHnn
K TakoMy KpynHomy depepanbHOMy one-
paTopy, Kak Mbl.

Hawe npepanoxeHune obecneunsaeT napT-
Hépam AOXOAHOCTb Ha YpoBHe 35-40% ropo-
BbIX Ha BNOXKEHHbIE NHBECTULINN.

@OpaHwm3a ana Hac ABnAeTcA cTpaTteru-
YeCcKrM HarnpaBieHnem pPa3BuTUs Gu3Heca,
1 Mbl MNaHNPYem eé fanbHelnLee passutne

KaK 3a CYET OTKPbITUA HOBbIX OOBEKTOB C
OeNCTBYIOWUMI NApPTHEPAMU, Tak U 3@ CYET
MOAKIIOYEHUNSA HOBbIX.

- lNepexo0 e oHNaliH — 803MOX<HbIl CYeHa-
puti pazeumus 108eJIUpHOL pO3HUYbI?

— Mbl y>Ke HecKonbKo SIeT 3aHUMaeMcA pas-
BUTUEM OHJaNH-TOProBAW, HO JOMA OHMaH-
NPOoAaX XoTA 1 NnokKasasa npupoct 8 2020 roay,
no-npeXkHeMy OCTaéTcA HeCyLLeCTBEHHOMN.

[lo cambiM ONTUMWUCTUYHBIM MPOFrHO-
3aM, OHMalH-NpojaXxmM B Hawem 6u3-
Hece He 3aWmyT ponio 6onee 15-20%.
bonblwmHCTBO Nogen no-npexxHemy npea-
noumTaeT nprobpeTaTb IOBENUPHbIE N3ae-
JIMA NPAMO B MarasuHe, ocobeHHO ecnu
peub MAET O JOPOrMX yKpalweHuax. Takxe
Heobxo4VMO yunTbiBaTb, YTO NpuobpeTe-
HUe I0BENIVPHbIX YKpaLleHUn — 3To 6onbLie
He pauMoHanbHasn, a SMOLMOHaNbHaA Mo-
Kynka. KoHeYHo, cerMeHT oHNanH-NpoAax
pa3BMBaeTCA 1 NpeAsiaraeT HOBble CEPBUCHI
ONA NoKynaTtesien, Takme Kak 3Kcnpecc-Ao-
CTaBKa B AeHb opopmsieHNA 3aKasa, BO3-
MOXHOCTb MPUMEPKN MpPU MOAyYeHUHN,
BO3MOXXHOCTb NPUOGPEeCT! ToBap B pac-
CpOYKy. Ho Mbl yBepeHbl, YTO TpeHA Ha
nprobpeTeHre BENMPHbIX YKpaLleHUi
UMeHHO B odnanH-marasvHax npoanmtca
eweé fgocTatoyHo gonroe spems. lostomy
Mbl 3aHMMaeMcCA pa3BUTUEM Hallen pos-
HWYHOWN CeTU N OCHOBHYIO CTaBKy B 3TOM
pa3BUTUN Aenaem Ha Hawux ¢paHyansu-
NapTHEPOB.




ADAMAS is the most
recognizable jewellery brand
in Russia. The chain offers
lucrative terms to franchisees
and unites about 200 shops all
over the country. According to
expert estimates, at least

50 million people in Russia are
owners of ADAMAS jewellery.
Dmitry Dosko, Marketing

and Advertising Director of
ADAMAS, talks on how the
chain is recovering after the
crisis and what awaits the
jewellery retail chain in the
near future.

Dmitry Dosko:

“It's high time to make a decision to join a large federal
operator like us. Our offer provides partners with a
profitability of 35-40% per annum on their investments”

- ADAMAS is the leading player on the
Russian market. How do you manage to
maintain leadership?

- Our company has been on the jewellery
market for more than 25 years, and over that
time we have become the largest jewellery
retailer who has earned trust of customers.
The company has a high-end manufacturing
base providing the full cycle of manufacturing
jewellery of all assortment groups. The secret
of the stable and sustainable development
of the chain is an effective business model.
We have extensive experience of managing
the federal chain of jewellery shops in 79
cities throughout Russia. In 2014, ADAMAS
became a partner and an official supplier of
medals for the Sochi Olympics: we produced
1,254 medals for athletes. The achievements of

the company have repeatedly been recognized
with prestigious professional awards, including
“Narodnaya Marka’, “Product of the Year” and
many others.

- What are the benefits of your franchise?

- By buying our franchise you get:

The most recognizable jewellery brand
in Russia - ADAMAS, all our accumulated
experience, and our own technologies for
the successful business.

In addition, we offer our partners:

- a turnkey jewellery shop with a turnover
of 3,000,000 roubles per month;

— full integration of the franchised shop
into the ADAMAS retail network;

- fixed profitability in the form of fixed
percentage of gross profit of 40%;

- total absence of commodity risks
in the form of 100% return of unsold
assortment;

—access to the unique inventory and
pricing system which ensures that the most
sought-after items arrive at the best prices at
each point of sale;

-CRM and ERP systems for shop
management and operational planning;

- aready-made staff schedule, a system of
personnel motivation and an opportunity to
undergo training in the training center of
the company;

—a common brand marketing strategy,
which now includes media and outdoor
advertising, local promotions and sales,
personalized marketing, and a network-
wide loyalty programme.
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Taking into account the development of
jewellery retail as a whole, we have prepared
a special re-branding offer for jewellery shop
owners which allows them to join the federal
network of ADAMAS jewellery shops on
very convinient terms and at minimum cost.

The most obvious advantages of this
proposal for entrepreneurs:

- increase of revenue by 2 or more times
in relation to current indicators of the shop;

- opportunity to sell out the existing stock,
including non-liquid items;

- minimization of capital investment,
opportunity to use existing equipment of the
shop;

- reduction of shop inventory and release
of frozen funds in the inventory.

- How did ADAMAS survive the
pandemic year?

- The past year 2020 has forced us to
mobilize, take a fresh look at some of the
company’s internal processes and reconsider
our decision-making approaches.

At the time of the general lockdown and
the closure of outlets in the second quarter
of 2020, we made immediate decisions to
close several shops completely, which were at
the breaking point of profitability before the
quarantine measures and required additional
effort for their development. We optimized
internal operating costs, negotiated with
lessors to review lease terms, and reached
common ground with most of them on
terms that we felt were fair.

The decision to close shops that were
operating on the brink of profitability
allowed us to focus on profitable and volume-
generating shops, so in a sense, the crisis has
even helped our company to stabilize its retail
network and strengthen our market position.

We also provided our franchisee partners
with comprehensive support in the face of
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uncertainty and business interruption. We
helped all franchisees to optimize and reduce
their operating costs, negotiate acceptable
rental terms, and conduct personnel work.
In regions where it was possible, franchisees
organized online order pick-up points on the
basis of their shops.

After the restrictions were lifted, sales
were even slightly higher than planned,
mainly due to pent-up demand, and as
a result, the chain’s revenues for 2020,
remained at 2019 levels, despite several
months of downtime. We consider this to
be a good indicator. It allows us to look to
the future with confidence.

In autumn 2020, we opened simultaneously
in two major projects of Moscow: Shchelkovsky
Shopping Mall and Europolis Rostokino
(formerly Golden Babylon), and there were
also openings in smaller regional centers.

- How do you assess the prospects for the
development of the franchise and ADAMAS
in 20212

- Considering the current situation, we
see opportunities for development, as a large
amount of commercial space is being vacated,
and our format of 35-50 square meters shops,
does not require significant capital investment
in preparation for the opening.

We currently have new rental agreements
and we are working on preparations for a
number of new shops in both Moscow and
the regions.

This spring we plan to open a new shop
in Perm, a region where we have had no
presence until now.

Another point of growth for us is the
jewelry retail trend which is evident in
general, ie. a distinct shift of customers
from small regional chains and individual
shops to large federal operators. With this in
mind, I believe it is high time for jewellery

players to reconsider their approach to
doing business and join such a large federal
operator as we are.

Our proposal provides our partners with
a return of 35-40% per annum on their
investment.

The franchise is a strategic area of business
development for us, and we plan to develop
it further, both by opening new facilities
with existing partners and by incorporating

new ones.
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- Is the transition to online a possible
scenario for the development of jewelry
retail?

- We have been developing online
commerce for several years, but the share of
online sales, although it showed an increase
in 2020, still remains insignificant.

According to the most optimistic forecasts,
online sales in our business won’t take more
than 15-20%. Most people still prefer to buy
jewelry directly from the store, especially
when it comes to expensive jewelry. It should
also be borne in mind that the purchase
of jewelry is no longer a rational, but an
emotional purchase. Of course, the online
sales segment is developing and offers new
services for buyers such as express delivery
on the day of ordering, the ability to try on
when receiving, the ability to purchase goods
in installments. But we are sure that the
trend for purchasing jewelry in offline stores
will continue for quite a long time. Therefore,
we are engaged in the development of our
retail network and the main stake in this
development is placed on our franchisee
partners.

S&’ P Qe

ADAMAS
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- B yém sawe yHuKanvbHOoe npeumyuje-
cmeo neped KOHKypeHmamu?

- Korpa A TOnbKO HauvHan peanun3oBbl-
BaTb ceba Kak npefnpuHUMaTenb, TO XoTen
co3jaTb TOT camblll nfeanbHbi 6apbepluon,
B KOTOPOM A 6bl CaM CTan NMOCTOAHHbBIM KJN-
eHnTom. CnycTa Bpems, noslyyas ovepeaHyio
Harpapgy «DpaHLun3a roga», A MOHUMALO: Mbl
[BUraemMcA B BEPHOM Hanpas/ieHun.

Jobutbca ycrnexa Ham NOMornn YETKO Mno-
CTaBJieHHble peasbHble Lenun. Mbl cTpemmmca
BbIBECTY HaLlly ceTb 1 6apbepyHr B Lieflom Ha
HOBbI ypoBeHb. C KaxabIM rofomM coBep-
LUEHCTBYeMCA N UAEM B HOTY CO BPEMEHEM.
Bce 311 dakTOpbI MOMOraloT Ham CTaHOBUTb-
CA Nyylle 1N pacTh, HECMOTPA Ha TO, YTO Mbl
[aBHO yAepK1BaeM NANPYoLLME NO3NLIN B
cBoel HuLe. YéTKaa cTpaTerva 1 BbirogHble
YCII0BUA AJ1A MAPTHEPOB — 3TO U eCTb Haluu
HeoCrnopuMble NpenmMyLLecTsa.

- MuHyswuii 200 8bI0asicA HeNPoOCMbIM
055 8cex ompacsneli 6usHeca. MHo2um Oaxce
npuwoce NOKUHYMb pbiHOK. OOHAKO 6 8a-
weli KoMnaHuu o6opomesl He c6aenanucy,
a 4uc/io OMKpbimbIX (hpaHWU3 MOJILKO
pocno. Kak eam smo ydanoce, ¢ Kakumu
nokasamenamu 8bl 3aKoH4yuwIu 2020 200?
U ecmo nu y komnanuu nnanel Ha 2021-G?

- [a, Ham yganocb He MPOCTO NepexuTb
TKENOE BpemMA, HO N A06I/ITbCF| 3HaynTeNbHbIX
YCMeXoB. TO CTalo BO3MOXHbIM 6r1arofaps or-
JIaXK€HHbIM BHYTPEHHKM Mnpoueccam, ﬂpy)KHOVI
KOMaHAe 1 YMEHUIO 6bICTpO NPVHUMaTb peLle-
HVA B CTpeCCOBOﬁ CUTyauun. [Moka ocTtanbHble
(bpaHLIaI7I3VIHFOBbIe CeT OTKPbIBanu govyepHune
KOMMaHNN-O0AHOAHEBKW B MNMOroHe 3a 6bICprI-
MW feHbramMun, Mbl BCeLeno OoTaasiMmCb OgHOMY
NPOeKTy, BKNnagbiBasd B HEro He ToNbKo cpea-

RUSSIAN BUSINESS GUIDE {MAPT 2021}

epoB»

CTBa 1 BpeMms, HO 1 ayuly. HaBepHoe, BCé feno
B HaLLeM yNpsAMCTBE 1 BEPHOCTY OGHOMY fieny.

Mo ntoram 2020 roga mbl NepeBbINOAHN-
1IN NnaH: 060pOT CeTy coCcTaBwn 2 Mnpg pyo.
B 2021-m y Hac nocTaBneHa He MeHee ambu-
LMo3Has 3agava — 3 mnpa py6. U nosepeorte,
Mbl 3TO caenaem!

Y Hac MHOro nnaHoB, KoTopble, 6e3ycnoBs-
HO, MOTPeOYIOT TUTAHNYECKMX YCUNNIA OT BCEl
KoMaHgAbl. Mbl XOTVM YBEANUUTD YMCIO HALLIMX
napTHépoB B Poccun 1 3a pybexom. Komma-
HVA IMEeeT YCMeELLHbIN ONbIT OTKPbITUA dunma-
nos B EBpone, CLLIA n CHI. U octaHaBnvBaTtbcA
Ha JOCTUrHYTOM Mbl He cOBMpaemMcs.

Takxe B 3TOM rogy niaHvpyem u panblue
COBEpLUEHCTBOBATb CETb: yXKe pa3paboTtaHa
U Npou3BOAMTCA OGPeHANpPOBaHHaA NUHeN-
Ka KOCMeTUKMU npemunym-knacca. bnaropgapsa
TakMM TOBapam Mbl HapalyuBaem 060poTbl
M MOBbILIAEM KauyeCTBO AOMOSIHUTENbHbIX
npopax. CepBrc B bGapbepLionax Mbl Bbl-
BOAUM Ha bGecnpeLiefileHTHbIN YPOBeHb: AnA
CMeunanucToB npoBoaATcad BebUHapbl Mo
KNMEeHTOOPUEHTUPOBAHHOCTH, CTaHAapTaM
cepByCa U YMeHVI0 BO3BPaLLaTh rocTeil.

Ewé paspaboTaH co6CTBEHHBIN CODT Ha
anroputMax WCKyCCTBEHHOTO WHTENNeKTa,
KOTOpPbIVi CAMOCTOATENIbHO aHANN3UPYeET Mo-
CelleHuA KNIMeHTa 1 coobLuaeT emy, YTo npu-
o Bpems cHoBa noceTtutb OldBoy.

- Bol yxe ynomanynu, ymo OldBoy ume-
em ycnewHslli onbim omkpbimus ¢unua-
noe 6 Eepone u Amepuke. None3yromcsa nu
eawu ¢punuanel ycnexom 3a pybexcom?

- OTkpbiTMe ¢unuanos 3a rpaHuuen -
Hallla ropAoCTb, Mbl He 60MMCA BbIXOAUTD 3a
npepenbl Poccrmn 1 rotoBbl NpoboBaTh ceba
B Nt06OOI TOUKe MUpa.

a3BmBaTb bapbepLuonbl no

dpaHyaii3MHroBoi cxeme — NErKo 1
MpOCTO, e eCTb NMOCTaBAEHHbIE LN 1
MOHNUMaHNe PbIHKa. IT0 J0Ka3ana KoMnaHua
0OldBoy Barbershop — ceTb 3aBeeHuil ¢
CaMbIM 60ONbLIMM KONMYECTBOM NPOJaHHbIX
dpaHwwm3 no scemy mupy. Ceroana s OldBoy
HacuuTbiBaeTcA bonee 270 Gunmanos, a B
2017 rogy ¢ppaHLun3a bbina HOMMHMPOBaHA
Bblurpana npemuio «[popbIB rofa», no MHeHuo
«bubocc». 0 Tom, Kak yaaérca nobuBatbea
ycnexa faxe B HeNpocToe AnA MHAYCTPUU
KpacoTbl Bpems, Ham pacckasan dnbJap
Mup3oes, ocHoatenb cetit OldBoy Barbershop.

Hawwwm 6ap6epLuonbl nonb3yotca 6osbLuoi
nonynAPHOCTbIO 3a rpaHuLelt. Hanpumep, no
cnosam Bragenbua éunvana 8 Cepbun, 6ap-
6EepPUHT 30eCb TOMbKO HabupaeT 060poThl, a B
HaLLVX 3aBEAEHUAX MHOTO K/IMEHTOB.

OldBoy Takke nOGAT 1 MOTOMY, YTO Mbl
OHUMM 13 NEPBbIX BBENN NPUSIOXKEHNE ANA
OHNanH-3anucy. A Takoi GopmaT oueHb yao-
6eH, Befib OH NMO3BOJIAET SKOHOMUTb BPEMSL.

- Yem ebl200HO 8auie npedsioxKeHue ons
nomeHyuaneHeix napmHépoa? Kak eol 0y-
maeme, noyemy Ha4uHawue U onbimMHoie
npednpuHumamenu eblbuparom uUMeHHO
eawy ¢ppaHwiusy?

— Oymato, BCE geno B yBepeHHOCTW. Takasn
ceTb, Kak OldBoy, TouHo byfeT yaepxunBaTb
CBOW MO3VUMUM Ha PblHKE Kak camas Obl-
CcTpopasBuBatLanaca cetb 6apbepLionos.
Ounuanbl OTKPbITbI MOYTU Mo Bcein Poccuy,
B 6nvkHeM 3apybexbe, B EBpone 1 Amepu-
Ke, @ Mbl MpepjJsiaraem camoe JIoANbHoe Po-
ANTU Cpean KOHKYPEHTOB. Takxe MomMoraem
KaK Ha HayasibHbIX CTAAUAX OTKPbITUS, Tak
1 B NpoLiecce BCEro cOTpyAHUYecTBa. Y Hac
OrPOMHbIN LITAT NPOdeccnoHanos — byxrasn-
TepoB, pUCToB, Ton-6apbepos, — KoTopble
NPUETaIOT Ha KaXXA0e OTKPbITUE HOBOTO 3a-
BefeHMA, YToObl 06YUNTb MacTepoB.

Hawy ¢paHwmsy BbibupatoT notomy, Yto
HeT HMKaKUX MOABOAHbIX KaMHEl, U B 3TOM
MOXHO ybeauTbcs ewé Ao nognvcaHnsa fo-
roBopa, MoobLWaBLINCh C yxe paboTaroLm-
My napTHépamm. OTMeuy, PbIHOK CErofHA He
nepeHacblILLeH, HO CTpemMmnTcA K 3Tomy. OfiHa-
KO XOPOLLNX MeCT C AeNCTBUTENBHO KPYTbIMU
mactepamu 1 KoM$popTHOI aTMochepoin He
Tak MHOTO, 1 06 3TOM CTOUT 3aflyMaTbCA.

Mogrorosuna Onua IOguHa



tis easy and convenient to develop
barbershops under a franchise
scheme if you have defined the goals
and gained an understanding of
the market. OldBoy Barbershop,
the chain with the largest number
of franchises sold worldwide, has
proven this. Today, OldBoy has more
than 270 branches, and in 2017 the
franchise was nominated and won
the Breakthrough of the Year award,
according to BeBoss. Eldar Mirzoev,
Founder of OldBoy Barbershop, told
us how they manage to succeed even in
difficult for the beauty industry times.

- What is your unique advantage over
your competitors?

— When first started as an entrepreneur,
I wanted to create such an ideal barbershop,
where I myself would become a regular
customer. After a while, when I received
another Franchise of the Year award, I realized
that we were moving in the right direction.

Our clear and realistic goals have helped
us to succeed. We aim to take our chain and
barbering as a whole to the next level. We
improve and keep up with the times every
year. All these factors help us to improve
and grow, even though we have long held a
leading position in our niche. A clear strategy
and favorable conditions for our partners is
our undisputable advantages.

- Last year was a difficult one for all business
sectors. Many even had to leave the market.
However, in your company, turnover has not
slowed down and the number of franchises
has only grown. How did you manage to do
this, and what figures did you end the year
2020 with? Do you have plans for 2021?

- Yes, we managed not just to get through
the tough times, but to achieve significant
success. This was possible thanks to fine-
tuned internal processes, the friendly team

Eldar erzoev.
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and the ability to make quick decisions in
a stressful situation. While other franchise
chains opened one-day subsidiaries in the
pursuit of quick money, we gave ourselves
wholeheartedly to one project, investing not
only money and time, but also our hearts
into it. I guess it’s all about our contrariness
and loyalty to one business.

At the end of 2020, we exceeded our plan:
the turnover of the network amounted to
2 billion roubles. In 2021, we have set an
equally ambitious target of 3 billion roubles.
And believe me, we will do it!

We have many plans, which will certainly
require a Herculean effort from the whole
team. We want to increase the number of our
partners in Russia and abroad. The company
has a successful experience of opening
branches in Europe, the USA and the CIS.
And we are not going to stop there.

We also plan to continue improving the
network this year: we have already developed
and nowadays we produce a branded range of
premium cosmetics. Thanks to these products,
we increase our turnover and the quality of our
extra sales. We take barbershop service to an
unprecedented level: webinars on customer
orientation, service standards and the ability to
return guests are held for the specialists.

ise are the cI
favorable conditions

We have also developed our own artificial
intelligence software which analyzes customer
visits independently and informs clients that
it's time to visit OldBoy again.

- You have already mentioned that
OldBoy has a successful experience of
opening branches in Europe and America.
Are your branches succeeding abroad?

- Opening branches abroad is our pride,
we are not afraid to go beyond Russia and are
willing to try ourselves anywhere in the world.

Our barbershops are very popular abroad.
For example, according to the owner of the
branch in Serbia, barbering is just gaining
momentum here, and our establishments
have many clients.

OldBoy is also loved because we are one of
the first to have introduced an app for online
booking. And this format is very convenient,
because it saves time.

- How does your offer advantageous for
potential partners? Why do you think both
startups and experienced entrepreneurs
choose your franchise?

-1 think it's all about confidence. A chain
like OldBoy is sure to hold its position on the
market as the most rapidly developing chain
of barbershops. Branches have been opened
almost all over Russia, in the near abroad, in
Europe and America, and we offer the most
loyal royalty among our competitors. We also
help both at the initial stages of opening and
throughout the whole partnership. We have
a huge staff of professionals - accountants,
lawyers, top barbers — coming to every opening
of a new establishment to train the artisans.

Our franchise is chosen because there
are no pitfalls, and you can be sure of this
even before you sign the contract by talking
to partners who actually work there. It
should be noted that the market today is not
saturated, but it is tending to be. However,
there are not so many good places with really
great masters and comfortable atmosphere,
and it is worth thinking about.

Prepared by Julia Yudina
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Unbaap XycanHOB:

«Hawm napTHepbl YyBCTBYHIOT Cebs
CBOOOOHBLIMM 1 HAXOAATCS B LLEHTpe
NpeanpUHUMATEbCKOU KYIbTYPbI.
IME@HHO 3TOro M He XBaTasio B
OPYT X KOMMOAHMSAX»

BbluHbIE PUENTOPCKIE YCTYIH YXKe He Tak BOCTPEO0BaHbI Ha pbiHKe. (erofHs B TpeHe

— OHMaliH-NOKa3bl HEZABMXMMOCTY 1 BO3MOXXHOCTb 0)OPMUTb 3aBKY Ha MoNyueHue
UNOTEKI OHNAIiH, He BbIX0AA U3 JOMa.
CeroHa Mbl noroBopuM ¢ nbaapom XycanHoBbIM, 0CHOBATENIEM U PYKOBOAUTENEM
KOMNAHUN «3Tam», 0 TOM, Kak NOCTPOUTb 0PraHN3aLiuio HOBOrO TUMA, COYETasA MHHOBALIM
W MHANBUAYaNbHbIA NOAXOA K KNMEHTY, 0 TpeO0BaHMAX K NapTHEPaM, NprobpeTakLLnm
OZHY 113 CAMbIX BbIFOAHbIX GpaHLLm3 B Poccun (no Bepcum Forbes), o TpeHaax Ha pbiHKe 1
nepcnekTuBax pabotbl Ha MeXAYHaPOAHON apeHe.
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- Ha ce2o0HAWHUL 0eHb «IMaXKu» - (hpaH-
wusa Ne 1 e cghepe Hedsuxxumocmu. Kak pas-
8uUBaIacb KOMNAHUSA U YMo OHA coboli npeo-
cmaesisiem 8 HacmosAwuii MomeHm?

— Hawa komnaHua nossunacb B TioMeHn B
2000 ropay. MepBble ogMHHaALaTb NeT Mbl pa-
60Tann ToNbKO Tam, MOTOM noABuACcA Gunu-
an B CypryTe. Ha cerogHAwWHWI fieHb oduch
KoMMaHun «3Taxkn» B 168 ropopax Poccum n
BOCbMM CTPAHAax MM1pa, B TOM Yncie B 6amx-
Hem 3apyb6exbe: KasaxctaHe, benapycu, ¥3-
6eKkncTaHe 1 ap. TakxKe cenyac rotoBUMCS K
OTKpbITHIO 0duca B [py3unu.

- Ha kakux ycnosusx pabomaem ¢ppaH-
wu3a u HAackoJIbKo cmpozo 8bl OMHOCU-
mecob K napmurépam?

— Y Hac OTCyTCTBYeT MnayLuasbHblii B3HOC, a
posAnTy coctaBnAeT 4% OT BbIPYUKM. ITO IMeH-
Ho Ta «popMyna», KoTopas no3BonsaeT 6u3He-
cy apdekTnBHO paboTaTb. OT eANHOPa30BOro
nnaTexa Mbl OTKa3anmcb MoTOMy, UTO HaM BaX-
HO HaxoAuTb UMEHHO MapTHEPOB, KoTopble
[enaioT KOMMaHWIo eLLé CunbHee.

MbI feCcTBUTENBHO TLWATENBbHO KX OTOW-
paem, inA HaC BaXKHO ObITb YBEPEHHbIMU, UTO
npegnpviHUMaTenb pasgenaeT Hawun LeHHO-
CTW, ABNAETCA BbICOKOKINIACCHbIM YMNpaBieH-
LieM 1 CMOXEeT NPOAYKTUBHO Pa3BUBaTb Jeso.

Mbl BHMMaTenbHO U3yyaem GU3HeC-UCTO-
PUIo KaXXgoro noTeHuUranbHOro napTHépa 1
yAensem BHUMaHWe 3MMaTUYecKomy ypoB-
HIO, TaK Kak B HalleM Jiefie BaXKHO «4yBCTBO-
BaTb» fitofen. MNMostomy ns 600 3aABOK, no-
CTynawoLyx K Ham, Kak npaBuio, otbmupaem
TOJIbKO MATb-LLIECTb, KOTOPbIE Y>Ke NoALatoT-
cs 6onee rnyboKoMy 13yUeHuIo.

- Kakue npeumywecmea 0aém 6usHe-
cMeHam npuobpemeHue hppaHwiussi?

- Camoe rnaBHoe - npeanprHMmaTenb no-
nyyaet 3GpdEKTUBHYIO Br3HEeC-MofeNb 1 Ha-
NaXeHHYK CUCTeMy ynpaBneHuda. 3To OaéT
BO3MOXHOCTb MepeHrMaTb OMbIT. 3a CYéT
yero mbl 3$deKkTBHbLI? B Kaxaom fenap-
TameHTe paboTaeT npodeccroHanbHaa Ko-
MaHAa, KoTopas 3aHMMaeTCA TONbKO CBOUM
fdenom. Peub naET o mapkeTuHre, Kagpax,
OVHAHCOBOM MeHeKMeHTe, TakKe Yy Hac
npeacTaBieH MOLWHBIA KOHCANTUHT.

B HoBble dunmanbl OT Hac Bble3xaloT
«OTKpPbIBaloLLMe» MeHeaXepbl, KOTOpble 3Ha-
10T, B UEM 3aKJHOYAOTCA OCHOBHbIE OLLIVOKM
HauMHaLWUX NpefnpUHYMaTEeNen U Kak nx
n3bexatb. To ecTb y Hac paboTtaeT uenbiii
JlernapTamMeHT, KOTOPbI COMPOBOXAAET 613-
HeCMeHa Ha KaX[JoM >3Tane nepBble LecTb
mecsAueB. bnarogapa cTonb OTNaXXeHHoN cn-
cTeme 95% cTapTanoB A0o6MBalOTCA ycrexa
B CaMble KOPOTKME CPOKU. ITO OYEHb XOPO-
WaA cTaTUCTUKa Ana chepbl ycnyr.

- B yém yHuKanbHocmo eawieli (hpaHwiusbi?
- B TOM, 4YTO Mbl Mnpefnaraem ycnewHo
paboTatowyo dpaHwmusy B chepe ycnyr.
Mopo6HbIX NpeanoXeHnini, 0CO6EHHO Ha pu-
€JITOPCKOM PbIHKE, O4eHb Mano He TOJIbKO B



Poccun, Ho n B EBpone. U 3Ta yHMKanbHOCTb
B Lie/Ioll COBOKYMHOCTM GaKTOPOB: B FPaMoT-
HO BbICTPOEHHOWN CTpaTEruy, OTNAKEHHOM
MexaHu3me paboTbl U T. 4. DTO No3Bonset
HalyM napTHEpam MosyyaTb BbICOKUIA [O-
XO[ y»Ke Ha CTapTe, YaCTb U3 HUX Y>Ke Bbllna
Ha 50 MnH py6. uncToi NpubbINK B rof.

B uenom mbl co3gaém MOLHblE, a rnaB-
HOe, aKTyalibHble MPOAYKTbl PUENTOPCKOro
6u3Heca, 1 3TO, Ha MOV B3MAA, ewé oaHa
cocTaBnALLan ycnexa.

- Ana cgepol HedsuKumMocmu MuHye-
wuii 200 okasanca 6ypHLIM U NOJIHbIM
HosoesedeHuli. Cpedu 271a8HbIX MpeHD08
- yx00 cdenok e oHnaliH. Kak y eac passu-
eaemcs 3mo HanpaeseHue?

- Ewé HeckonbKo neT Ha3aj Mbl OCHOBa-
TENbHO BIIOXWINCH B Pa3BUTWE OHMAMNH-Y-
CNyr, Tak Kak Bcerga cumtany, uto byayuee
3a TeXHONorMsAMU. XOTA rof Hasag A He mor
1 NoAymaTb, YTO laHHaA chepa byaet passu-
BaTbCA HACTONIbKO CTPEMUTESBHO.

CerofiHA Mbl aBTOMAaTU3MPOBaNV MNpakK-
TUYECKN BCe HallN MPOLecchl U BHe[puiu
OHMaH-TEXHONOMMM Ha BCeX 3Tamax CAen-
Ku. Bo Bpems nokgayHa Mbl HU Ha fieHb He
OCTaHaB/vBanu paboTy, a NMpPOCMOTPbI He-
ABVKAMOCTM HalN COTPYAHWKU MPOBOAW-
SN OHNaWH. [laxke B KPU3WC Mbl ObIN OYEHD
NPUOLITBHLIMK, @ CaMble TPYAHble MecALbl
ANA 6usHeca, anpesib 1 Maii MPOLLNIOro rofa,
3aKOHUM/M C OYEHb XOPOLIVMMY GUHAHCOBbI-
MW MoKa3aTenamu.

[lnA Hac He COCTaBWUNO HMKAKOro TpyAaa
YNTW B OHMIAMH, TaK Kak ANA 3TOro ectb BCe
pecypcbl: cerogHa y Hac B wTate paboTa-
eT 6onee 200 NpoOrpammrCTOB, KOTOpblE 1
obecneunBaloT 63HEC HOBbIMM NMPOrPamMM-
HbIMW NPOAYKTaMMU.

- WzeecmHo, Ymo bl NIomHO compyo-
Hu4yaeme c komnaHueli Esoft, komopas 3a-
Humaemcsa pa3spabomkoli u eHeOpeHuem
npo2pammHbix npodykmoe 0nA 6usHeca
u paseumus uHoycmpuu. Bel ocHogHol
3akasyqyuk. Kak npuwnu kK 3momy u 3ayem?

- CHayana 3710 6bino IT-oTaeneHue B Ha-
Luel KoMMNaHuK, NoTom pebsATa co3aany CBow

6usHec. Mbl ewwé 5-7 net Hasaf No4YyBCTBO-
BaJIvi, YUTO MepPCneKTBa MIMEHHO B aBTOMATU-
3auun 1 yxofe 6usHeca B OHMIalH, NO3TOMY
NAOTHO coTpyaHuuaem c Esoft. Ho mbl HY B
KoeMm cnyyae He OTKa3blBaemcs oT odpucos.
AyMaio, puenTopckuii bMsHec — OANH U3 Tex,
roe Bcerga O6yaeT akTyaslbHO COBMeLLeHne
OHJalH 1 odnaliH, N Mbl Ha CBOEM NpuMepe
[l0Ka3blBaeM yCMeLIHOCTb 3TOW MOAeSN.

- Bobl oyeHb akmueHo eedéme «UHcma-
2pam». MHo2ue napmHépebl pewunu npuco-
e0UHUMbCA K 8aM UMEHHO NocJie usyvyeHus
sawux coyuaabHbix cemeli. B 4ém cekpem
ycnewHo20 8edeHus «MHcmazpama»?

— CeKpeT NpoCT — 3TO NCKPEHHOCTb. Bcem
WHTEPECHO, YTO NPOVNCXOAUT Ha CAMOM fiefe,
a A paccKasbiBalo He TONbKO 06 ycrnexax B
613Hece, HO 11 O BO3HMKaOLWMX Npobnemax.
Y meHs 6onee 30 TbiC. NOANNCYMKOB, YTO ANA
npefnpUHMMaTENIbCKOrO akKayHTa [OBOJIb-
HO Hernmoxo.

[lencTBuTENbHO, MHOrO MNapTHEPOB
npuxoauT Gnarogapa «MHcTarpamy», HO
Tam MAyT He Npofaxu, a No3NUUOHUPO-
BaHMe OGpeHAa OT NepBOro nuua, Ytobbl
NIOAN 3HaNM, Kyaa NpuUCcoeAnHAIDTCA, Ka-
Kne LEeHHOCTM wucnosepyeT pPyKOBOAU-
Tenb. fl COBETYI0 KaX[oMy COOCTBEHHUKY
6U13Heca BECTM coLManbHble CceTu, Tak Kak
cyMTalo 3TO MPaBWIIbHbIM N OYEeHb Bep-
HbIM peLleHneM.

- Bel yxKe ckasasau, 4mo ¢ Hens10xumu no-
Kasamenamu 3aKOHYU/IU Npowbili 200, a
Kakue njiaHel Ha 3mom?

- W panbwe passuBatbea. Celyac y Hac
NPUPOCT OT BbIPYUKM cOCTaBnsaeT okono 40%
B rofl, U Mbl HafileeMcsi He cOaBNATb TeMI.

Takxe B nnaHax — AanbHenwwas TPaHC-
dopmaumsa 3dpdekTUBHON OU3HEC-MoZEN
Ha Monb3y KINeHTY. Yke paboTaeT npuHUumN
O[HOTO OKHa, 1 B NprioputeTe y Hac — pa3su-
TMEe MOSNHOLEHHbIX OHMANH-UHCTPYMEHTOB
ONA NMNOTEYHOrO CEepBMCa, KOTOPbIA CTaHeT
nyywum B Poccuu. Hanpumep, B pa3paboTke
ropTan 0 HOBOCTPOIKaX, Fae MOXHO 3abpo-
HMPOBaTb KBapTMpPY, 1 NOpTan Mo CTpaxoBa-
HUIO HEABUKUMOCTH.

MHAOEKC KAHYECTBA

M KoHEeYHO, ANA MeHs BaXKHO MpuBneye-
HUMe CUMbHbIX TOM-MeHeaXepoB. KnaccHble
yNpaBneHubl KaXAablii [AeHb MOMOJHAT
PAAbI Hallen KoMaHAbl, ¥ Mbl pafbl C HUMK
paboTatb. Kctati, B nocneaHme rofbl Hame-
TUNacb TEHAEHLMSA: B KOMMAHMWIO Nepexoant
TOMN-MeHeKepbl APYrMX KPYMHbIX OpraHu-
3auUui, NPUYEM Mbl HAMEPEHHO HMKOTO He
nepemaHvBaem. MpocTo y Hac OHY YyBCTBY-
10T ce6s 6onee rMbKNMM, CBOGOAHbBIMM N Ha-
XOOATCA B LEHTpe npeanpuHMMaTesibCKomn
KynbTypbl.

- MnaHupyeme nu 8bixo0umo Ha Mex0y-
HAapoOHble pbIHKU?

— TakoWi nnaH, 6e3ycnoBHO, NPUCYTCTBYET.
Ho Ha faHHbIi MOMEHT roBOpUTb 06 3TOM
paHo, Tak Kak, Hanpumep, B EBpone pein-
CTBYIOT OYEHb CUSIbHble OrpaHNYeHnA 13-3a
KOBUIA, KOTOpble He [ajyT MOSIHOLEHHO
pa3BuBaTbCA chepe yCnyr.

Ha mon B3rnag, B EBpone cenyac Heage-
KBaTHble 3anpeTbl GYKBanbHO Ha BCE. Ecnm
cpaBHMBaTb ¢ Poccueir, TO Hawa cTpaHa
HaMHOrO Jlyulle cnpaBuiacb C NaHgeMuen,
613HeC yXe MMeeT BO3MOXHOCTb BOCCTa-
HaBNIMBaTbCA NOC/e NIOKAAyHa.

- Ymo ebl moxKeme npednioxume mex-
OyHApoOHbIM NapmHEpam?

- B nepsyto ouepeab — [T-texHonorun n
MapPKETUHT.

Y Hac ecTb yao6HOe MPUNOXeHUe, BeNU-
KOMEnHbIA caT 1 ero MobunbHas Bepcus,
a TakXe BHYTPeHHVe MporpaMmbl 1 paspa-
60TKM. fl cunTato, 370 ByAeT oueHb BOCTpe-
60BaHo.

becepgoBana lOnusa I0guHa

0 MaCTORMIErD.
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Ildar Khusainov:

"Our partners feel free and are in the center of an
entrepreneurial culture. This is what they lacked in other

companies’

C onventional real estate services are no longer in demand on the market. Online property displays and the possibility
to apply for a mortgage online from the comfort of your own home are on trend for now. Today we will talk to Ildar
Khusainov, Founder and CEO of Etagi, about how to build a new type of organization, combining innovation and an
individual approach to the client, about the requirements for partners buying one of the most profitable franchises in
Russia (according to Forbes), and about the market trends and prospects on the international arena.

- Etagi is the number one real estate
franchise for nowadays. How did the
company develop, and what is it today?

- Our company appeared in Tyumen in
2000. For the first eleven years we worked
only there, then a branch was opened in
Surgut. Currently our offices are located in
168 cities of Russia and 8 countries of the
world, including neighboring countries:
Kazakhstan, Belarus, Uzbekistan and
others. We also intend to open an office
in Georgia.

- What are the conditions of franchising
and how strict is your attitude towards
partners?

- We do not have a lump sum fee, and
the royalty is 4% of revenue. This is exactly
the “formula” which allows the business
to operate efficiently. We gave up the one-
time charge because it is important for us
to find partners who make the company
even stronger.

We do select them thoroughly; it is
important for us to be sure that the
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entrepreneur shares our values, is a top-class
manager and is able to develop the business
productively.

We scrutinize each potential partner’s
business history and pay attention to their
empathic level, because in our business it is
important to have the ability to “feel” people.
Therefore, out of the 600 applications we
receive, we usually select only 5-6 for more
in-depth study.

- What are the advantages of buying the
franchise for businessmen?

- The most important thing is that the
entrepreneur gets an effective business model
and an established management system. This
makes it possible to learn from experience.
What makes us efficient? Each department
has a professional team dedicated solely
to its specific activity. We have marketing,
HR, financial management, and a powerful
consultancy department.

We send “opening” managers to new
branches, who know where the main mistakes
of start-ups are and how to avoid them. In

other words, we have the whole department
that accompanies the businessman every
step of the way for the first 6 months. Thanks
to such a well-functioning system, 95% of
startups succeed in the shortest time possible.
This is a very good statistic for the service
sector.

- What makes a franchise unique?

- We offer a successful franchise in the
service sector. There are very few offers
of this kind, particularly on the property
market, not only in Russia, but also in
Europe. This uniqueness lies in a whole
host of factors: a well-built strategy, a well-
tuned working mechanism, and so on. This
allows our partners to receive high income
already at the start; some of them have
already reached 50 million roubles a year in
net profit.

On the whole, we create booming and,
what is most important, relevant products
for the real estate business, and this, in
my opinion, is another component of our
success.



- For the property sector, the past year has
been stormy and full of innovations. One
of the main trends was the move of deals
online. How do you develop this direction?

- A few years ago, we invested heavily in
the online services, as we always believed
that the future belonged to technologies. A
year ago, though, I couldn’t have imagined
that this area would develop so rapidly.

Today, we have automatized almost all of our
processes and introduced online technologies
at all stages of the transaction. During the
lockdown, we did not stop work for a single
day, and our employees carried out property
viewings online. Even during the crisis, we
were very profitable, and we ended the most
difficult months for the business, April and
May last year, with very good financial results.

It was no problem for us to go online, as
we have all the resources to do this: today
we have more than 200 programmers on our
staff, and they provide the business with new
software products.

- You work closely with Esoft, which
develops and implements software products
for business and industry development. You
are their main customer. How did you come
to this and why?

— At first it was the IT department of our
company, then the guys set up their own
business. Even 5-7 years ago we felt that
the prospect was exactly in automation and
going online, so we work closely with Esoft.
However, we would never give up our offices.
I think the real estate business is one of those
where the combination of online and offline

will always be relevant, and we are proving the
success of this model by our own example.

- You are very active on Instagram. Many
partners decided to join you precisely after
studying your social media. What is the
secret of a successful Instagram?

—The secret is simple: it's sincerity.
Everyone is interested in what is really going
on, and I talk not only about my business
successes, but also about the problems which
arise. I have over 30,000 followers, which for
an entrepreneurial account is pretty good.

It is true that a lot of partners come
through Instagram, but it is not sales, it is
brand positioning from the first person, so
that people know what they join and what
values the leader stands for. I advise every
business owner to have a social media
presence, because I think it is the right thing
to do and it is a very good decision.

- You have already said that last year you
finished quite well, but what are your plans
for this year?

— Plans are to develop further. We are now
growing about 40% a year in revenue, and we
hope to keep up the momentum.

We also plan to further transform the
efficient business model for the benefit of the
client. The “one-stop-shop” principle is already
in place, and our priority is the development
of full-fledged online tools for the mortgage
service, which will be the best in Russia. For
example, a portal on new buildings, where
you can book a flat, and a portal on real estate
insurance, are being prepared.

QUALITY INDEX

And, of course, attracting strong top
managers is important to me.

And, of course, it is important for me
to attract talented top managers. Great
managers join the team every day, and we
are happy to work with them. By the way, in
recent years there has been a tendency for
top managers from other large organizations
to come to our company, although we don't
intentionally lure them in. They just feel
more flexible and free, and they are in the
center of the entrepreneurial culture.

- Do you plan to enter international
markets?

- Such plans are certainly present. But
at the moment, it is too early to talk about
this, as, for example, in Europe there are very
strong covid restrictions which will not allow
the service sector to develop to its maximum.

In my view, Europe now has inadequate
prohibitions on literally everything. If you
compare it with Russia, our country has
coped much better with the pandemic and
business already has the opportunity to
recover from the lockdown.

- What can you offer to international
partners?

- First of all, IT technology and marketing.

We have a user-friendly app, a brilliant
website and its mobile version, as well as
internal programs and developments. I think
it will be very demanded.

The interview was taken
by Julia Yudina
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PABHEHWE HA JTYHLUINX

- CeemnaHa AneKcaHOpOBHAd, UeH-
mpanoHbil opuc «lemomecma», 8 Komo-
pom 8bl pabomaeme, pacnonazaemcs,
noHamHo, 8 cmonauye. Ho ebl nony4unu
0dea ebicwiux obpazoeaHus, (papmayes-
mudyeckoe u Opuduyeckoe, 0asieKo om
Mockeel, 8 TromeHCcKOM 20cy0apcmeeH-

HOM yHueepcumeme. [ogopam, om-
JluqumesnoHoie 4Yepmel cubupsakos -
CMes10CMb, peuwiumesibHoOCMb, 8bIHOC/IU-
80CMb, HO 8Mecme C mem U Oom3bI64uU-
8ocme. Kak ebl cHuumaeme, y eac cubup-
CKuli xapakmep? 3mo eam nomozaso 8
nocmpoeHuu Kapoepoi?

— MNonHocTblo cornacHa: Bce nepeyncrien-
Hble KauecTBa NMOoAXOAAT NPaKTUYECKN BCEM
cnbupsakam! KoHeuHo, XapaKkTep y MeHs
3aKanéHHbIN, CMOUPCKMI. MaBHbIA AEeBW3:
«CKBO3b TepHUM — K 3B€3gam!» He npuBbikna
OCTaHaB/MBaTbCA Ha [OCTUTHYTOM: BCerpa
XOueTcA NATU Aanblie, pacTy, pa3BMBaTbCA.
Moporn 3apymbiBaloCh, He Mopa N cKasaTb
cebe: «Cron, nopa noxmHatb nnogbih» Ho Ha
cnepyloWwni AeHb — HOBbIE LIeNN U BbICOTbI.
CebA He V3MEHNTb: MHE BCErAa KaXeTcs, YTo
BCE eLU€ Bnepeau 1 Hy>KHO BbINTI Ha HOBbIV
YPOBeHb B COLManbHOM CTaTyce, JIMYHOCT-
HOM 1 MHTEIEKTYalIbHOM Pa3BUTUMN N BCEX
npounx coepax.

- Bbl Hayanu ceolo Kapeepy ¢ npenooa-
8aHUA 8 MeOUYUHCKOM UHCmumyme, 3a-
mem paboma’nu Ha pyKo8ooAUWUX O0IKHO-
cmsax e YnpaesneHuu no 30pasooxpaHeHuro
aomuHucmpayuu TioMeHU, 8 KoMMepye-
cKoli ¢phapmepupme, 6GbLiu ocHosamesem
u co6cmeeHHukom cemu «Dapmcoros»,
eknoyasuweli 6onee 20 anmek. Kozoa u no-
4yemy 6ol pewusiu nepe6pameca 8 Mockey?
CusbHo lu omIUYanuce ycoeusa paéomer
8 pea2uoHe om MOCKOBCKUX U Jie2Ko /U yoa-
Jlocb adanmupoeamaca?

— MHe oueHb HpaBWIOCb XWUTb B Tiome-
HU, TAe Y MeHsl BCE CKNafblBanocb 1 Mosy-
yanocb. Ho myXXy npepnoXunu xopoluyio
paboty B MockBe. Pewntbca Ha nepeesfn
OblIO HeNlerko: MPULWIOCb OCTaBUTb BCE
YCMeLHo COo3faHHOe M HayaTb ¢ HyndA. Ho
3TO 6bl!'| npaanbem war, 1 4 HMKorga o
HEM He Xanena. AganTupoBanacb Nerko,
XOTs1 yCNOBUA PaboTbl B PErMoHe OT/IMYaloT-
CA OT MOCKOBCKMX. TaM MHOroe CTPOUTCA Ha
OTHOLWIEHUAX. PenyTaLlI/Iﬂ Ha NnepBoM MecTe:
Tbl HE MOXelWb noAaBecT WM HapywuTb
ZaHHble obelaHus. Bce knioyeBble NepPCoHbI
OTPaC/IV 3HAIOT APYT Apyra, o6LiatoTcs, 3a4a-
CTyto nogaepuBaioT. B MockBe HeT Takoro
Tenna, UCKPeHHOCTN, OTKPbITOCTU. 310 1"
MOHATHO: B MeranoJjince HeBO3MOXXHO 6bITb

CBeTNaHa
BacuieHko:
«Mwmccmg

«[ emoTecTa» —
0340pOB/IeHME
Haumm

KomnaHma «[emoTecT» XopoLL0 3HaKoMa
poccuaHam: nog 3tum bpezom pabotaet
yxe 6onee 760 nabopaTopHbIX OTAENEHWI B

330 ropogax 73 perinoHoB PQ. B ros oHy npuHumMatot
11 06CNYKMBAIOT NATH MINIVIOHOB NaLiEHTOB.
Jlabopatopua npenaraert KnnueHTam Tpu
TbICAYN BUA0B aHANU30B U IPOBOANT

55 MUNNNOHOB TeCToB exeroaHo. Komnaxus
YCUNEHHO Pa3BUBAET HanpaBeHue GpaHLLN3bI.
Tonbko B MockBe peiicTByet 151 o1aenenue
defiepanbHoli ceTn «[emoTecT», a B HaCeNEHHbIX
nyHKTax [logmockoBbA ux 6onee 140 egunuy,

1 MHorue pabotalot no dppaHwwumze. € 2015 roga
1 10 HeZlaBHEr0 BPeMeH ! 3TUM OTPOMHbIM
X03AiCTBOM 3aBegoBana (BeTnaHa BacuneHko,
HbIHE — KOMMEpYecKINii MPeKTop KOMMaHuu.

3HaKOMbIM CO BCEMU 1 JOBEPATb MPUXOANT-
cA ¢ pasbopom.

- C momeHma nepee3da 8 Mockey u 0o
mozo, Kak 8bl 8032/1a8us1u denapmameHm
passumus ¢panyaiizutza «lemomecma»,
npownio wecmeo niem. Kak cknaodvieanace
eawd Xu3Hb 8 3mom nepuoo?

— Y MeHs X13Hb Bceraa bbisia HacblLLEHHOM.
Hanpumep, Halla ceMbs Ha TPU C NONIOBUHOM
roga yesxana *utb B YepHoroputo. Tam mbl
TOXe co3pany 6usHec, Hayumnucb pabotatb
B [IPYroi CTpaHe no eé npasuiam, Bblyunnm
cep6cKmin A3bIK. OTKPbIIU CeTb MarasnHoB
delleH-peTelina, 3aKIUMAN KOHTPAKTbl C
Wrtanwen, CLLA. PaboTaTb 6bi10 MHTEPECHO U
NpPUGBINBHO, HO EMKOCTb PbIHKA YepHoropun
He MO3BOMWMIa Pa3BUTb MPOEKT A0 YPOBHS,
YTO 6bIN Obl HAM NHTEPECEH.

K Tomy e B cTpaHe, rge BCE nonako («He
TOPOMACb»), MOXHO 3acKy4yaTb. HeT TOro
aKTUBHOTO [ABWKEHUA, LpaiiBa, TOro BKyca
>KU3HK, Kak B Mockse.

- Ymo npedcmaensem coboli ce2o00HA
KomnaHus «[emomecm», KoMmepYyecKum
odupekmopom Komopoli 8bl A8/715emeco?

- Jlabopatopua «lemotecT» — moulyHas
defepanbHasa ceTb COBpeMeHHol nabo-



pPaTOPHOW ANArHOCTUKK, NpeacTaBfieHHas
BO BCex yronkax P®. /I mbl yxe Bbilan
Ha MeXAyHapOAHbI YpPOBeHb: oTAese-
HuA «[emoTecTa» paboTaioT B Kuprusun,
TapXunknctaHe. PaccmaTpriBaem BbIXOA B
Apyrue cTpaHbl.

- Yucno nabopamopHbix omoeneHuli «le-
momecma», omKpbimeiX nNo ¢ppaHwuse, 6
2015 200y, K020a bl 8032/1a8UNU HanpasJsie-
Hue ¢ppaHyaiizuHaa, 4yme npesbiwiano 220
eouHuy. Y>ke 8 2019-m 661710 500 omoeneHutl,
a cetivac? Ymo nomoeno eam yeesnuyume
qucso ¢hpaHyatisu 6osee yem 80s8oe?

— CerofiHA Y Hac 600 gencTByoWMUX GpaH-
yansu, 80 — Ha cTagmm oTKpbITUA. MNocTpoe-
HUe MapTHEPCKMX OTHOLLEHWI, »KenaHue 1
yMeHve ycnblllaTh Ka)KAoro ¢paHuyarnsu,
NMoMoYb eMy BO BCEX HanpaBneHUsX, B3ATb
Ha cebs 3ab0oTy O Ka)KAOM MapTHEPCKOM
OTAENeHNN MO3BONIVMAN Pa3BUTb CTOJb
KPYnHylo nMapTHEPCKylo ceTb. Hawwm napt-
HEpPbI YYBCTBYIOT CebA YacTblo KOMaHAbl.
Y Hac ecTb cfioraH, onpeaenAWni Halm
npuHumnol: «Mbl BMmecTe B «femoTecTel»
CBouM coTpyfgHUKaM A nosTopsaio: «femo-
TeCT» — He MPOCTO KOMMaHuA, 3To0 obpas
XKM3HW». Mbl BOBJIeUEHbl B AeN10, KOTOPbIM
3aHUMMaeMcA, U fAenaem ero C YAOBOJb-
cTBueM. Al fjonro BbICTpauBana KOMaHAY,
Ha CBOEM MpuMepe MOKasblBana, Kak Mbl
LOMKHbl obuatbca € napTHEpamu, pe-
WwaTtb 3agaun. Y6exmaana, uto ¢paHyain3m —
HE KOHTpAareHTbl, a WMEHHO MNapPTHEpDI,
ycTpaHana 6o HaMEK Ha KOHOIMKT-
HOCTb. MapTHEpPBI YyBCTBYIOT Hally 3ab0Ty.
CknapblBaloTCA OTHOLUEHUSA, MPOBEPEHHbIE
rogamu, rae Kakpasa CTOpoOHa y4yuTblBaeT
noTpebHOCTN 1 UHTepechl Apyr Apyra, no-
Moras NapTHEPY B Pa3BUTUN.

MIMeHHO 3TO Mo3BonAeT pJocTuratb Ta-
KMX pe3ynbraToB. Hawwy napTHEpPBI, OTKPbIB
oAHO nabopaTopHoe oTaeneHvie U Mnony-
UMB OXMAaeMmbli GUHAHCOBLIA pe3ynbTaT,
y6exzalTca B CTabunbHOCTY, HALEXHOCTM
OTHOLWEHWI C HaMu, [OBEPAIOT U TOTOBbI
OTKPbIBaTb HOBble OTAENEHUs, pPa3BMBAACH
BMecTe C Hamu. JTO 1 ABAAETCA 3aJlorom
ycnexa Hawen ppaHLLn3bI.

- loyemy npednpuHumamenu dena-
tom evi6op 8 none3y ¢paHwusel «le-
momecm»? lpogunbHoe obpaszoeaHue
onA ¢parHyaiisu «femomecma» o6a3a-
menovHo?

- Hawemy napTHEpY HET Heo6XO0AMMOCTU
MMeTb NPOPUIIbHOE MefULIMHCKOoe 06pa3o-
BaHue: «[emoTecT» cepb&3HO NoALepKMBa-
eT Kaxgoro dpaHyansy, 1 Mbl CaMu y4yum
€ro CoTpyagHMKOB BCEM TOHKOCTAM pa60TbI
B labOpaTOpHON AMarHoCTUKe. Yunm u ca-
MUX GpaHyan3v npaBuIam BeleHUA Hallero
6u3Heca.

- Kak 661 8b1 chopmynupoeanu muccuro
komnaHuu «femomecm»? Kakyto posne 6 e€
docmuxxeHuu omeodume ce6e?

- Ob6ecneunTb KayecTBeHHOM nabopa-
TOPHOW AMAarHOCTUKOW MUPOBOTFO YPOBHA
BCE HaceneHve Poccuu, BNNOTb AO CaMbIX
OTAANEHHbIX YrofkoB. Mbl XOTUM, 4TOObI
BCE XXMTeNM CTPaHbl MOTAN MNOJIb30BaTb-
CA elo B LWAroBon AocTtynHoctu. Ho Mbl He
ocTaHaBnmBaemca Ha PO n yxxe npepcras-
nexbl B Kuprusum, TagxunkucraHe, nnaHu-
pyem OTKpbiTMe B KasaxcTaHe U Apyrux
CTpaHax.

Hawa peAtenbHOCTb BEAET K MOBbILEHMIO
KayecTBa 1 MPOAOCIKUTENIbHOCTU XKU3H fio-
[el, UTo BXOAUT B CMNCOK 3afjay, MOCTaBJIeH-
HbIX Mmpe3ugeHTom Poccuu. Mo 6onbliomy
CYETY Hallla M1CCUA — 03[A0POBJIEHE HaLUX,
B MEPCNeKTVBE — HE TONbKO HalLUel.

Mbl gBrraemca K 3Toi Lenn ceMUMUnb-
HbIMM  Wwaramu. «lemoTecT» OTKpbiBaeT
TOUKM B OTAANIEHHbIX HEOOMbLUMX MYHKTaX.
[lBa rofa Ha3aj Hall MAapTHEP MPefnoXun
OTKpbITUE oTAeneHna B Kpbimy, B NrT Hux-
HEropcKui ¢ HaceneHnem B BOCEMb TbiCAY
yenosek. [1pu cornacoBaHUM NpoeKTa y Hac
6blI CUNbHbIE COMHEHUA, HO OH ybenun
Hac B TOM, YTO B TOUKY NoeayT U XuUTenu
OKpPEeCTHbIX noceneHnn. I npoekT fencraun-
TesSIbHO OKa3ascA Ha PeAKOCTb YAAUHbIM: OH
6yKBanbHO C TpeTbero MecsAua Bbilles Ha
CaMOOKyMaeMoCTb U ceiyac MoKa3biBaeT
BeJIMKOJNeNHble pe3ynbTaTbl. ITOT NapTHEP
paccmaTpuBaeT BO3MOMKHOCTb  OTKPbITUA
BTOPOro OTAENeHNs.

CTpaTernyeckn mbl BUAUM NePCNEKTUBY
OTKPbITUA OTAENeHUn B Hebonblunx ro-
popax C OKa3aHVWeM WX HaceneHwuio ycnyr
BbICOKOIO YpOBHA. Tem 60riee Yto AaHHble
aHanu3oB Mbl NMPeAoOCTaBAAEM OYeHb one-
patuBHO. Imea 1x, KNMEHT MOXXET MO3BO-
HUTb B Hall KOHTAKTHbIA LEHTP, M Hawmu
BbICOKOMPOdeccoHabHble Bpayun MOryT
X UHTEPMNPETUPOBATb, NPU HEOOXOAUMO-
CTU COPVEHTMPOBAB MaLMEHTa, K Kakomy
cneumnanncTy emy HyXHO obpatutbca. 1o
OYeHb BOCTpebOBaHHaA Yycnyra, BaXHas
ANA OTAANEHHbIX MECT C HeJOCTaTKOM Bbl-
COKOKBaNU®GMLMPOBaHHbIX CMeLnanncToB.
A Mbl He TONbKO MPUHUMAEM B Hall KOH-
TaKTHbIV LEeHTP NpodeccrnoHanoB BbiCOKO-
ro nopsAfka, Ho M NMOCTOAHHO MOBbIWAEM
nx KBanudrKauuio, 4To No3BoNAeT UM aep-
KaTb PYKY Ha MysibCce CaMbIX MepeaoBbiX
TEHAEHUNI B MegnLMHe.

- Bce mbl nepexunu Henpocmoli 200,
HO MHO2UM 8 3mom nepuoo o4eHb NOMO-
2/1d 803MOXHOCMb NpomMecmupoeamecs
Ha Hoeblli KOpOHAeupyc, onepamueéHO
opzaHu3zoedHHas «lemomecmom». Ka-
Kue CJI0OKHOCMU npuuiyiocb npeodosiemob
KomnaHuu, 4Ymo6bl nayueHmsl macco-
80 nonyyunu docmyn Kk mecmy? K ka-
KUM pe3yibmamam nNpuwén no umozam
2020 200a «lemomecm»?

— DTOo 6bUIO HEMPOCTOE, HO MHTEpPECHOoe
Bpems, TpeboBaBLUee OrnepaTVBHONW peak-
LM Ha CMTYaLNIO He TOJIbKO KaXkAbl AeHb,
HO M Kapabln yac. Korga PocnoTpebHag-

PABHEHWME HA TYHLUNX

30p Han paspelleHve 6paTb aHanM3bl Ha
COVID-19, Ham npuwocb MHOroe nepe-
CcTpauBaTb B paboTe, HapalMBaTb MOLHO-
CTW, 3aKynaTb AOMOJIHUTESIbHbIe peareHTbl
N CpepctBa MHAVMBUAYANbHOM 3alyuThl,
nepenpodunvpoBatb 1 0byuyaTb COTPYA-
HUKoB. He Bcerga nepcoHan 6bin1 rotos pa-
60TaTb C HOBOW UHdeKLUUen, Koe-rae npu-
LWIOCb BECTU Pas3bACHUTENbHY paboTy c
HacefieHnem COCeACTBYIOLWMX C OTAENeHU-
AMY [LOMOB.

K Ham obpalianocb MHOro opraHu3auui
[NA NPOBEAEHUA TECTUPOBAHNUA COTPYAHU-
KOB. Mbl 3aKniouanu 1 3aksiloyaem KOHTpakK-
Tbl Ha 3Ty pPaboTy C TaKMMK KOMMAHWAMMU,
Kak CbepbaHk, Pockocmoc, lasnpom, Mo-
CKOBCKMUI MeTpononuteH, MocBogoKaHan
n gpyrue. /I cumtaem, uto «femoTecT» B 3TOT
HenpoCTon ANA BCeX MepuoA BbIMOMHAN U
NPOAOMKAET BbIMONHATL BaXKHYIO CoLManb-
Hyt0 GYHKLMIO.

®uHaHcoBaa AvHamuKa 3a 2020 rop vy
KOMMaHUM nonoxutenbHasa. /I Bce nony-
YeHHble pecypcbl Mbl HampaBaseM Ha To,
4yTo6bl pacWypuTb depepanbHyio CeTb U
yBEeNMYNTb JOCTYNHOCTb YCyr Mo nabopa-
TOPHOW ANarHocTuKe B pernoHax Poccumm.

- Kakoeel nnaHel KkomnaHuu u eawu
JIUYHO Ha Hacmynuewutii 200? A Ha 6osee
omoanéHHyIo nepcnekmusy?

— lMnaHbl ambuumnosHbie! Mbl Hageemcs
CUIbHO YBENMYMTb YMCNO nabopaTopHbIX
oTaeneHuni. MnaHnpyem oTKpbITUE peruno-
HaNlbHbIX TAbopaTOPUIi, Tak Kak MOHMMaeM:
B pAfe C/lyyaeB OYeHb BaXHa CKOPOCTb
nonyyeHnn pe3ynbTaToB aHasIM30B, MPOCTO
HeT BpeMeHV Ha JoCTaBKy 6uomartepvana B
Mocksy. [o3ToMy BO3HUKAeT NOTPebHOCTb
opraHu3oBatb nabopatopunm B Cubup-
ckoMm, YpanbckoMm, Ceepo-3anagHom ¢e-
fepanbHbix OKpyrax. byaem HapawwmBaTb
TEXHONIOTMYECKYI0 6a3y yXe VMeloLmxca
nabopatopuin. «femotecT» UAET B HOry
C MeguuMHOM N BCé BpemA pacwmpaet
CMNeKTp ycnyr N1abopaTtopHO ANArHOCTHKY,
yTo6bl faTb GOMblue BO3MOXHOCTEN Bpa-
Yyam. 3a nepuof NaHAEMUN Mbl HaLWAW ANA
cebs ewé ofHO HampaB/ieHne paboTbl — C
opraHusauunamu. Tenepb npepasnaraem nNpo-
dunakTnyeckre obcnefoBaHNA COCTOAHMSA
3[10POBbA COTPYAHUKOB. A fl IMYHO, KOHEY-
HO, 6yay pa3BMBaTbCA BMECTE C KOMMAHU-
en! B nocnefHee BpeMa A MHOrOe YmTato no
CTpaTernyeckomMy MEHEeKMEHTY W MiaHu-
pyto 0byyeHyie No HOBbIM HarpaBieHnAM. B
COBPEMEHHOM MUpPE KOMMaHWA BbKMBaeT
TONbKO TOrAa, Koraa pasBMBAeTCA U [ei-
CTBYeT Ha onepexeHre. Ha nepBoe mecTto
BbIXOAAT YMeHMe GbiCTPO pearvpoBaTb Ha
cUTyaumio, nepectpanBatbea, ObiTb MMOKM-
MU, BbICTPO MOJTyYaTb U TYT >Ke NPUMEHATb
HOBble 3HaHWA, WHTYUTUBHOCTb, YMEHUe
NnoBecTU 3a CO60 KOMaHAY K HOBbIM LiefiAM
1 HanpaBneHUAM.

becenoBana EneHa AnekcaHgpoBa
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Svetlana
Vasilenko:
‘Gemotest’s
mission is to make
the nation
healthier!”

The company Gemotest is well known
to Russians: more than 760 laboratory
departments already operate under
this brand in 330 cities of 73 regions of
the Russian Federation. They serve 5
million patients a year.

The laboratory offers its clients 3
thousand types of analyzes and
conducts 55 million tests annually.

The company is intensively developing
the franchise activity. Only in Moscow
there are 151 branches of the federal
network Gemotest, and in the
settlements of the Moscow region there
are more than 140, and many work on
a franchise. From 2015 until recently,
this huge network was managed

by Svetlana Vasilenko, who is the
company’s commercial director now.

- Mrs. Vasilenko, the central office of
Gemotest, where you work, is, of course,
located in the capital. But you received
two higher educations, pharmaceutical
and legal, far from Moscow, at the
Tyumen State University. They say that the
distinctive features of Siberians are courage,
decisiveness, endurance, but at the same
time responsiveness? Do you think you have
a Siberian character? Has it helped you in
building your career?

— I completely agree: all of these qualities can
be applied to almost all Siberians! Of course, my
character is tempered, Siberian. The main motto
is: “Through the thorns - to the stars!” I'm not
used to being satisfied with what has already
been achieved: I always want to go further, grow,
develop. Sometimes I wonder if it's time to say
to myself: “Stop, it's time to reap the benefits!”
But the next day — new goals and heights. You
can't change yourself: it always seems to me
that everything is still ahead, and you need to
reach a new level in social status, personal and
intellectual development and all other areas.

- You started your career teaching at a
medical institute, then worked in senior
positions in the Health Department of the

Tyumen Administration, in a commercial
pharmaceutical company, and were the
founder and owner of the Pharmsoyuz chain,
which included more than 20 pharmacies.
And when and why did you decide to move
to Moscow? And were the working conditions
in the region very different from those in
Moscow? Did you adapt easily?

— I really liked living in Tyumen, where
everything worked out for me. But my
husband was offered a good job in Moscow.
The decision to move was not easy: I had to
leave everything successfully created and start
from scratch. But it was the right step, and I
never regretted it. I adapted easily, although
the working conditions in the region differ
from those in Moscow. In Tyumen much is
built on relationships. Reputation comes first:
you cannot fail or break your promises. All
key persons in the industry know each other,
communicate, and often support. There is no
such warmth, sincerity, openness in Moscow.
This is understandable: in a metropolis it is
impossible to be familiar with everyone, and
you have to trust with analysis.

- It took 6 years from the moment of
moving to Moscow and before you became

the head of the department of franchising
development Gemotest. How did your life
develop during this period?

- My life has always been eventful.
For example, our family went to live in
Montenegro for three and a half years.

We also created a business there, learned to
work in another country according to its rules,
and learned Serbian. We opened a chain of
fashion retail stores, signed contracts with Italy
and the USA. It was interesting and profitable
to work, but the capacity of the Montenegrin
market did not allow us to develop the project
to a level that would be interesting to us.

Moreover, in a country where everything
is “polako” (not in a hurry...), you can get
bored. There is no such active movement,
drive, that taste of life as in Moscow.

- Today you are the Commercial Director
at Gemotest. What is it now?

- Laboratoriya Gemotest is a powerful
federal network of modern laboratory
diagnostics, represented in all parts of the
Russian Federation. And we have already
reached the international level: Gemotest
branches work in Kyrgyzstan and Tajikistan.
We are considering going to other countries.



- The number of laboratory departments
Gemotest opened under the franchise when
you headed the franchise direction in 2015
slightly exceeded 220. Already in 2019 there
were 500, but now? What has helped you
more than double your franchisees?

- Today we have 600 operating franchisees,
and 80 are in the opening phase. Building
partnerships, the desire and ability to listen
to each franchisee, help them in all areas, take
care of each partner department allowed us
to develop such a large partner network. Our
partners feel like they are part of the team.
We have a slogan that defines our principles:
“We are together in Gemotest!” I repeat
to my employees: “Gemotest is not just a
company, it is a way of life” We are involved
in the business we are doing and we do it
with pleasure. I have been building a team
for a long time, using my example to show
how we should communicate with partners,
how to solve problems. I convinced that
franchisees are not contractors, but partners,
and eliminated any hint of conflict. Partners
feel our care. Relationships are formed,
proven over the years, where each side takes
into account the needs and interests of each
other, helping the partner in development.

This is what makes it possible to achieve
such results. Our partners, having opened
one laboratory department and having
received the expected financial result, are
convinced of the stability, reliability of
relations with us, trust, and are ready to
open new departments, developing together
with us. This is the key to the success of our
franchise.

- Why do entrepreneurs choose the
Gemotest franchise? Is profile education
required for the Gemotest franchisee?

— Our partner does not need to have a
specialized medical education: Gemotest
seriously supports each franchisee, and
we ourselves teach its employees all the
intricacies of laboratory diagnostics. We
teach the franchisees themselves the rules of
doing our business.

- What is the mission of Gemotest? What
role do you assign to yourself in achieving it?

- To provide the entire population
of Russia with high-quality laboratory
diagnostics of the international level, up
to the most remote regions. We want all
residents of the country to be able to use it
within walking distance. But we do not stop
at the Russian Federation, and we are already
represented in Kyrgyzstan, Tajikistan, we are
planning to open in Kazakhstan and other
countries.

Our activities lead to an increase in
the quality and life expectancy of people,
which is included in the list of tasks set by
the President of Russia. By and large, our
mission is to make the nation healthier, in
the long term - and not only ours.

We are moving towards this goal by leaps
and bounds. Gemotest opens departments
in remote small towns. Two years ago, our
partner offered to open a branch in Crimea,
in the urban settlement Nizhnegorsky with
a population of 8 thousand people. When
agreeing on the project, we had strong doubts,
but he convinced us that the residents of the
surrounding settlements would also go to this
clinic. And the project really turned out to be
extremely successful: literally from the third
month it became self-sufficient, and now
it is showing excellent results. This partner
is considering opening a second branch.
Strategically, we see the prospect of opening
branches in small towns, with the provision of
high-level services to their population.

Moreover, we provide the analysis data
very quickly, and having them, the client
can call our Contact Center, and our highly
professional doctors can interpret them, if
necessary, orienting the patient to which
specialist he or she needs to contact. This
is a highly demanded service, important
for remote locations with a lack of highly
qualified specialists. And we not only accept
high-level professionals to our Contact
Center, but also constantly improve their
qualifications, which allows them to keep
abreast of the most advanced trends in
medicine.

- We all went through a difficult year, but
many were greatly helped by the opportunity
to be tested for the new coronavirus during
this period, which was promptly organized
by Gemotest. What difficulties did the
company have to overcome in order for
patients to gain access to the test? What
results did Gemotest come to in 2020?

— It was a difficult, but interesting time that
required a prompt response to the situation,
not only every day, but even every hour.
When Rospotrebnadzor gave us permission
to take tests for COVID-19, we had to rebuild
a lot in our work, increase capacity, purchase
additional reagents and personal protective
equipment, repurpose and train employees.
The staff was not always ready to work with a
new infection, in some places it was necessary to
conduct explanatory work with the population
of houses adjacent to the departments.

LOOKING UP TO THE BEST

Many organizations have contacted us to
conduct employee testing. We have concluded
and are concluding contracts for this work
with such companies as Sberbank, Roscosmos,
Gazprom, Moscow Metro, Mosvodokanal and
others. And we believe that Gemotest performed
and continues to perform an important social
function during this difficult period for all.

The financial dynamics for 2020 is
positive for the company. And we use all the
resources we have received to expand the
federal network and increase the availability
of laboratory diagnostics services in the
regions of Russia.

- What are the company’s plans for the
coming year? And yours personally? And in
the more distant future?

- The plans are ambitious! We hope
to increase the number of laboratory
departments significantly. We plan to open
regional laboratories, as we understand:
in some cases, the speed of obtaining test
results is very important, and there is simply
no time for the delivery of biomaterial
to Moscow. Therefore, there is a need
to organize laboratories in the Siberian,
Ural, Northwestern Federal Districts. We
will build up the technological base of the
existing laboratories. Gemotest keeps pace
with medicine and is constantly expanding
the range of laboratory diagnostics services
to give more opportunities to doctors.
During the period of the pandemic, we
found another area of work for ourselves -
with organizations, and now we offer
preventive examinations of the health status
of employees. And I personally, of course,
will develop together with the company!
I have been reading a lot on strategic
management lately and I'm planning
training in new directions. In the modern
world, a company survives only when it
develops and acts ahead of the curve. In
the first place comes the ability to quickly
respond to a situation, rebuild, be flexible,
quickly receive and immediately apply new
knowledge, intuition, the ability to lead a
team to new goals and directions.

Interviewed
by Elena Alexandrova
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PABHEHWE HA JTYHLLINX

CAsK:

NOTUNCTNKA B TTTOBAJTbHBIX MACLLUTABAX

C19K — He Bce 3HatoT, UTO 03HauaeT 3Ta abbpeBUaTypa, HO CaAMY KOMMAHUK, CAENABLLYIO €8
(BOVM Ha3BaHWEM, 3HaOT 0UeHb 1 0ueHb MHorue B Poccim 1 3a npegenamia. Tot, KTo XoTb pa3
nosb30Banca eé ycayramu, noaTeepanT, uto CL19K — 3to 6bictpo, yaobHo u komdopTHo. UMuax
OpraHu3aLum NoaaepKIUBaIoT U MHOrOUMCIEHHbIE GpaHyaii3n.

0 KomnaHwu 1 0 TOM, KaK OHa Pa3BIBAET HanpaBNeHue (ppaHyali3nHra, HaMm pacckasana EneHa
bapaHoBa, pykoBoANTENb MeXayHapOAHOro NpofBIKeHNAa GpaHwwn3bl (head of international

franchise marketing).

- Komnanusa 6eb11a omkpeima e Kave-
cmee Kypbepckol c/1yx6bl 0718 nepe8o3Ku
3aKkasoe uHmepHem-mazasuHa Korzina.
ru no Cubupu u [JanoHemy Bocmoky &
2000 200y. To2z0a epsad /U KMO-Mo Mo2
npeononoxums, ymo CA3K eolioém e
nAMEpPKy sudepoe Ha pbIHKe 3Kcnpec-
c-0ocmaeKku 8 cmpaHe, 0axke, HaéepHoe,
e€ ocHoeamenu? Pacckaxkume ucmopuro
paseumus u cmaHoeJieHuUs op2aHusayuu.

- KomnaHua noHauyany 6blia opueHTU-
poBaHa Ha BHYTPUPOCCUMNCKYIO AOCTaBKY B
MaKC/MaJsibHO CxaTble CpoKu. bbinn paspa-
60TaHbl NIOrMCTUYECKME CXEMbI, MO3BOJIAB-
wne poctaBnATb rpy3bl o COO B TeyeHue
cyToKk. Hanagme poctaBKy B BOCTOYHOW Ya-
CTW CTpaHbl, pykoBoacTso B 2001 roay npu-
HAIOCb PaCLUINPATL OXBAaT Ha ApYyrue pervo-
Hbl. Bbin OTKPBIT NepBbIi odrc B MocKBe, a B
2002-2009 ropax — ¢punuanbl B 24 KpynHbIX
POCCUINCKNX rOpOAaX.

C 2004 roga Hayanacb MeXXayHapogHan ae-
ATENbHOCTb MO VMMOPTY 1 SKCTMOPTY AOKYMEH-
TOB 1 rpy30B. B 2012 rogy KomnaHuA oTKpbiia
npencraButenbctBo B Anva-Ate, B 2014-m —
B [leknHe n MuHcke, a B 2016-m — B EpeBaHe.

C 2009-ro BBegeHa B penctere ¢paH-
Yaii3vHroBas Mmogenb 6m3sHeca. Ha KoHel
2016 roga odpurcbl KOMMaHuM by pacnono-
KEeHbI B LLECTU CTPaHaX MMpa, cBbiLle 500 odpu-

coB pabotano B Poccuu. [py3bl 11 AOKYMEHTbI
B 3TOT NepVoA AOCTaBNANNUCL B 6onee uem 20
TbIC. FOPOAOB B 220 CTpaHax 1 pernoHax.

Coyuypepgutenn KomnaHun - Bauecnas
MukcaeB n JleoHup fonbpopT, ABNAKOWMIA-
CA TaKXKe reHepasnbHbIM ANpPeKTopoM. locTt
npeacepartens coBeTa AUPEKTOPOB 3aHMa-
et EBreHun Lauypa.

CerogHa y komnaHuy 6onee 3000 odpucos B
23 cTpaHax mupa. LleHTpanbHbin odpuc CAIK
HaxopuTtca B HoBocnbupcke, oavH 13 OCHOB-
HbIX COPTUPOBOYHbBIX LleHTPoB — B [lomofe-
[0BO. BTopol KpymHbIl LeHTp 06paboTku
oTnpaBneHun HaxopnTca B CaHKT-TeTepbyp-
re. lNnaHupyeTca OTKpbITE HOBOIO CKNaja B
CaHkT-TeTepbypre B KOHLe 2021 roga.

- IpaHOuo3Hoe xo3salicmeo! Pacckaxu-
me o Hém nodpob6Hee.

- CO3K obnapgaer 6onbwon pacnpe-
OenéHHon ceTblo oducoB. Ha nepsbi
B3rNAA, TakoW CETblo CJIOXKHO YNpaBiATb.
Ho y Hac Bce npoLeccbl OT/IMYHO OTaxe-
Hbl: pa3pabaTbiBalOTCA HOBble CTaHAAPTbI,
COCTaBJIAOTCA perfiaMeHTbl, Mbl GopMUpy-
eM YETKOe MOHMMaHue, Kak paboTaTb Ha
Kakaon 13 Tepputopuid. KomnaHusa rnbko
1 onepaTVBHO pearnpyeT Ha U3MEHEeHUA Ha
pbIHKE: Mbl MOCTOAHHO pa3pabaTbiBaem U
BHeApAeM HOBble NMPOEeKTbl, Pa3BMBaEM CeTb
dpaHyan3m 1 KomnaHuio B Lenom. Hawwm
dpaHyan3n He CTaNIKMBAIOTCA C XKECTKAMU
OrpaHNYeHVAMN 1 PabOTOM UCKIOUYUTENBHO
no 6peHao6yKy. Bce 3000 dpaHuansn CAK -
HaLLK NapTHEPDI, K yAAYHbIM NAEAM KOTOPbIX
Mbl NPUCAYLIVBAEMCA 1 KOTOPbIM MOMOraem
B peanu3aumun. Mbl cnocobcTByeM MaclLuTa-
6vipoBaHMio 6U3Heca Hawmx dpaHyarsn n
nooLpAeM UX MHULMATMBbI. 3anor Hallero
ycrnexa — B OTKPbITOCTY U TMOKOCTW.

- A ec/lu KniueHmM — He YacmMHbIli 3aKa34UuK,
a komnaHus? C eamu yxe celiyac compyoHu-
4Yarom makue 8CeMUpHO U3gecmHble (hupmbl,
Kak «Adudac», «Mepu Keli», «Opudpnetim»,
«Jlopeanv» u Opyaue. Ha kakux ycnoeusx
npoucxodum 3mo compyoHu4ecmeo?

- Komnanusa «C19K» HaueneHa Ha paboty
C Tpems KaTeropmamn KnmeHTos: B2B, B2C n

C2C. Haww KnueHTbl — 3T0 U GU3NYeCcKmne, 1
lopuanyeckne nuua. Kaxablii MHTepHeT-pe-
Tennep BbiABUraeT NoCTaBLYMKaM CBOU Tpe-
60BaHVA, 1 Mbl NX YETKO cobntogaem. Kpome
TOrO, CyLIEeCTBYeT BO3MOXXHOCTb MWHTerpa-
LM BCEX HaLUMX MYHKTOB Bblhaun 3aka3os
N UHTEPHEeT-MarasuHOB HaLLMX NapTHEPOB.

- HemHo20 0 2eoepadgpuu: 8 kakux cmpa-
Hax ecmb ogpucel C[JI9K? OmKyoa u Kyoa
eo3moxHa C[]19K-0ocmaeka?

— CerogHsa anAa CA3K oTKpbITbl 23 CTpaHbl.
B Hauane mapta K Hawemn cetn npucoeau-
Hunacb bonrapusa. B TeyeHme 2021 roga mbl
nnaHVpyeMm NpucoeanHUTb K Hallemy aKkTu-
BY eLlé 4-5 cTpaH.

- Y)Ke yepe3 wecmb siem nocsie OCHO-
8aHuUsA HanpaseseHusa ppaHwusa «ChAIK»
nony4una ob6GuwjecmeeHHOe nNpusHAHue:
npoekm eowésn 8 mon-5 cambix ycnewHsix
¢panwus no eepcuu pycckoli pedakyuu
XypHana Forbes. A 6 4ém e€ npeumyuje-
cmea ons ¢ppanyaiizu?

— [MpenmyLiecTB HeMasno: TeM, KTO XoyeT
HauaTb COOCTBEHHDIN GV3HEC, Mbl MPeIaraem
BbIFOZHbIE YCI0BUA U HeGOsbLLMe 3aTpaTbl Ha
oTKpbITUe. [MaywanbHbIi B3HOC OTHOCUTENb-
HO HEeBbICOKMM. JIorncTrka cerogHa — KpamHe
BOCTpeboBaHHas cdhepa busHeca. Mipét nocro-
AHHBIA UHTEHCVBHBIN POCT CErMeHTa UHTEp-
HET-TOProB/x, Ha Pa3BUTHE NOTUCTUKM CyLLe-
CTBEHHO MoBnuAna naHaemua. KnmeHTol, ewé
HeJaBHO MPeAnoYMTaBLUME OYHblE MOKYMKWU,
CTanu NepexoAuTb B OHNalH. Jlormctmyeckmnn
6r3HeC OyneT OCTaBaTbCs aKTyaslbHbIM eLlé
ponruve rofpl. B kauectBe npevmyLlecTsa Ha-
wewn ¢paHLLM3bl MOXHO OTMETUTb BbICTPOEH-
HyI0 c1cTeMy 0OyUeHMst GpaHyai3n: Mbl yUm
HalMX OyayLyX NAPTHEPOB, OOBACHAEM, KaK
YCTPOEHbI CUCTEMA U JTOFUCTUKA KaK TaKoBas,
HO MNPV 3TOM CMELMANIbHOro 06Pa3oBaHMs OT
HVIX He TpebyeTcs.

- Kak paseueanace ¢ppanyaiiaunzoeas
cemeb 6 Poccuu? A cetiyac eli 8cé ewj€ ecmo
Kyoa paseueamoeca?

- B Poccnn Hawa ¢dpaHyaii3vHroBas cetb
pa3BuBanacb WHTEHCMBHO, CTabuibHO YyBe-



NNYMBasA KONMYECTBO HOBbIX 0drcoB. Hanpu-
Mep, B 2020 rogy Mbl OTKpbIIN peKkopaHoe
KONNYeCTBO HOBbIX oTaeneHun: 1053. BaxxHo
OTMETUTb, YTO HOBble OdUCHI B 3HAUUTENb-
HOM MpoLecce Cly4yaeB OTKPbIBAaAM Halium
yxe pdelcTBylolwme ¢dpaHyansm, MacwTabu-
pya cBoi 6msHec. C3K, Kak norucrmyeckas
KomnaHua, B 2020 rogy okasanacb B «UCTe
nepsoli HeobxoauMocTu». Haliy HOBUUKU-
dpaHyari3n YETKO YNOBWUAWM TEHAEHUMIO U
NPUCOEAUHUNINCD K HaM. Y Hawwmx ¢paHLLn3
eCTb NOTeHUMan 1 HeT NOTOSIKa, BCeraa ecTb
B KakOM HanpasiieHU/ pacTy 1 pa3BrBaTb-
cA. Hanpumep, B Mockse 1 NogmockoBbe Ha
cerofHA npefcTaBneHo 6onee 400 noppas-
[eneHunin, Ho 3To, 6e3ycnoBHO, He mpepern,
Mbl NPOJOMKAEM NCKaTb NapTHEPOB. PacTéT
KONNYeCTBO WHTEPHeT-MarasnuHoB, YBenu-
yrBaeTCcA HeobXoAMMOCTb B OMEPaTUBHOMN
1 KayecTBEHHOW focTaBke. MHOrne cerogHa
MOryT 3abpaTb CBOI MOCbIKY, AoWAA LO
nyHKTa Bblgauu 3aka3os C[13K 3a nATb MUHYT
OT AOMa 1 PaboTbl. MpoeKT «PaiLeHTP» Mbl
npvigyManu 1 peann3oBan Ha 0cobbix no-
ANbHbIX YCOBUAX.

MbI noHVMMaem, YTO OTKPbITb HOBbIN OdKrC
B ropoge-MWIIMOHHMKE MPOLLe, YYnTbiBaA
pa3BUTOCTb MHOPACTPYKTYpbI. Mputom cy-
LEeCTBYIOT 061acTV Y HaceNéHHble MYHKTbI,
€eLUé He MOKPbITble 0odMCcaMm NOFUCTUUYECKMX
KomnaHun. Peanusya npoekTt «PanueHTp»,
Mbl UMeeM B BUAY HacenéHHble MyHKTbI (Ae-
peBHM, céna 1 MrT) C HaceneHnem Ao 50 TbiC.
yenoBekK. lNpy 3TOM KOMMaHUA pa3BUBaET
ceTb 0PUCOB, XKUTENIN HEOGONBLUMX HAaCENEH-
HbIX MYHKTOB MOJyYaloT pabouvie mMecTa, a
KJIEeHTbl — OnepaTVBHYIO [OCTaBKY, B UTOore
BCE OKa3blBaloTCA B BbiUrpbille. DakTnyeckm
34ecb peanusyertca mogenb win-win. Cneuyu-
asnbHble yCNoBMA Mo Nporpamme «PanueHTp»
noApasymMeBaloT, YTO Ha CTapTe OTKPbITUA
dpaHWr3bl Mbl 6epém Leno3nT Cymmoln B
50 Tbic. pybneli, a B TeueHue roga npu cooT-
BETCTBMU PpaboTbl dpaHyalri3y CTaHZapTam
KOMNaHWM 3TOT [Eeno3vT BO3BpPaLLaeTCcA.
Y Hac OencTByIOT yNpoLLEHHble TpeboBaHs
K MOMeLLeHNAM B TakKUX HaCEeNEHHbIX MyHK-
Tax: ey B KPYMHOM ropofe Heobxoaum
opuc COK He meHee 50 mMeTpoB, C Bbige-
JIEHHOW K/IMEeHTCKOM 30HOW, onpefenéHHoN
3TaXXHOCTbIO 1 MaPKOBKOW, TO B paniLleHTpax
Takve TpeboBaHMA CraXkuBalTcA BBUAY
OTCYTCTBMA TaM BO3MOXHOCTM 0becneunTb
nopo6Hble ycnoBuaA. TakKe Npu OTKPbITMK
$paHLWK3bl MO 3TON Nporpamme ppaHyansu
NPeAcTOAT MeHbluMe 3aTpaTbl Ha PEMOHT,
apeHzy, obopynoBaHve 1 OTKpbIT/E oduca.

MpoekT «MuHu-MB3» (MB3 - nyHKT BbI-
[aun 3aKa3oB) OPMEHTMPOBaH Cpasy U Ha
dpaHyansm, n Ha KneHToB. Mbl 3a60TVMCA O
TOM, YTOObI HaLIMM KNIMeHTam 6bino yao6HO
nony4yaTb CBOV MOCbUIKM, CIEANM 3a TPEHAA-
MU, peanr3yem JyUwwmnin CepBrnc u jymaem o
JOCTYMHOCTM Hawmnx odUcoB B GNMMXKANLLMX
nokauuax. Takxke npoekT «MuHn-TB3» Ha-
LiefleH Ha Haluvx JencTByowmx dpaHyarisu:
[OMOJHUTENbHO K 6onee KpynHbiM oducam

Mbl NpeasiaraeM UM OTKPbITbCA B ManeHb-
koM ¢opmaTe B MecTax C 6OMbLIUM Kiu-
EeHTCKUM Tpadumkom. [JoCTaTOUHO OTKPbITb
CBOW HEBGOJbLIOWN OCTPOBOK-KOPHEP, UTOObI
yyactBoBaTb B npoekte «MuHu-TIB3»: B Ta-
KOM oduice KNMEeHT CMOXeT 3abpaTb Nocbis-
Ky, Hanpumep, Bbixoga C paboTbl AOMOWA.
Q®opma, ynobHasa Kak AnsA KANEHTOB, TaK U
ana dpaHyan3n: NoABNAETCA BO3MOXHOCTb
nonyyatb JOMOMHUTENbHbIA AOXOA OT one-
pauuoHHoro TpaduKa.

MoctamaTbl — 3aMeTHbIN TPeHf Kak B Poc-
1K, Tak 1 B Mupe. 3aTparmBas Temy uud-
poBM3aLMKN, HE MOXEM He YMOMAHYTb UX.
CerogHA okono 10% Hawwmx KNMeHTOB Npes-
NoOYTET 3abpaTb MOCbIKY 6eCKOHTaKTHO. Ko-
NINYECTBO JioAel, BblOMpatowWwmx nocTamar,
6yneT Hen36exxHO pacTy. Mbl NOCTaBUIN YKe
0Kk0s10 500 ycTponcTs, 1y KomnaHum «CASK»
6onbluvie NiaHbl MO Pa3BUTMIO MOCTaMaTHOM
cetn B 2021 rogy B Poccum 11 3a pybexkom.

- OOHUM U3 npuopumemos paseumus
KOMNAaHuUu 8 nocJie0HuUe 200bl 8/155emcs pas-
sumue ¢ppaH4atizuHza 3a epaHuyeli. CKosb-
Ko cmpaH oxeamveieaem C/]J3K, ckonvko e
HUX 0¢hUCO8 U CKOJIbKO U3 HUX NO (hpaHwiuze?

- MNpucranbHO Ha HanpaB/ieHNe MexayHa-
POAHOro pa3BUTUA KOMMAHWA MOCMOTPena B
2019 roay, Koraa Mbl onpeaenuiv, Kakme ns
CTpaH JanbHero 3apybexkba [OMKHbI ObITb
npeactasfeHbl Ha Kapte CA3K, n npucty-
NUAN K akTUBHOMY MOWCKY NapTHEPOB. 3a
2019-2020 rogbl K HaM NPUCOEANHUNOCH
6onee 15 cTpaH 1 ceyac Mbl MpeacTaBle-
Hbl B 23 cTpaHax mupa. 4 mapta 2021 roga
Ha kapTe CA3K nosasunacb bonrapua. Hawwm
NpoayKTbl BOCTPe6oBaHbl 1 OT/IMYHO pabo-
TalT U B MEXAYHapPOAHbIX HampaBieHUAX
(Hanpumep, B2C-gocTaBka rpy3os B Poccuio
C nomoulbio MenndpopBapaunHra). MNotomy
CErofiHsi Mbl aKTVIBHO MacLUTabupyemcs, co-
eflHAEM CTpaHbl Ha Hallel KapTe mexay
coboWi, HanaXrBaem NOrMCTUYECKOE CO06-
LEeHre MeXay HUMKU, MUHYA Poccuio. Takke
Mbl CMOTPUM B HamnpaBieHMUN Pa3BUTUA Cer-
MeHTa C2C n runepnokanbHON [OCTaBKM:
NpoeKT yxe TectupyetcAa B Mockse n Mo-
cKoBcKol obnactu. Bce oduchl 3a npegena-
MU Poccrm 6bIM OTKPbITHI HAWUMK paH-
Yyan3u; Kpome TOro, Aake B Hallen CTpaHe
KOJINYECTBO COOCTBEHHbIX dunranos CAIK
CYLIeCTBEHHO YCTymaeT Konumyectsy odu-
COB, OTKPbITbIX MO ¢dpaHwwmse. Mpu 3ToM y
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PABHEHWME HA JTYHLUNX

Hac ecTb, Hanpumep, cBON dunmnan c ceTbto
dpaHwm3 B Kutae. Takxke dunnan CA3K pa-
6oTaeT B KasaxcTaHe, a He TaK AaBHO ObI10
OTKPbITO NpeAcTaBUTENIbCTBO B epmaHmu,
KOTopoe oTBevyaeT 3a passutne COIK B
EBpone 1 Ha npuneratoLmx Tepputopursx. B
3TOM rofly Mbl NiaHVPyeM OTKPbITb GpaHLLK-
3bl B M3paune, UHguu, Asctpanum n Opan-
uuwn. B TepmaHmm B nepcneKkTriBe nnaHupyem
pacwmpuTb CyLecTByoLyto ceTb Jo 20 odu-
coB. Takxe HoBble oducbl KomnaHuy GyayT
noasnAtbca B Utanum, OpaHumm, AHruvm un
CLUA, rge CA3K yxe npucyTcTByeT.

- Kak noenusan Ha pazeumue KomnaHuu
KopoHakpu3uc?

— B cBA3M c maHgemuvel npowén 6ym 3a-
Ka30B, KOTOpPbIN MPULLENCA Ha BeCEHHWe
mecAubl 2020 roga. Mbl onepaTVBHO yBe-
JINYUIIN KONIMYECTBO KYpbepoB (MHOXeCTBO
3aKa3oB B Mepuof naHAeMun nepewuno c
NYHKTOB BblAayn Ha 3aKa3bl C JOCTaBKON [0
aBepu). HecmoTpsa Ha CHOXHOCTW, OrpoMm-
HOe KOJIMYeCTBO rPy30B B HALUMX COPTUPO-
BOYHbIX LleHTPax N OTMEHY pelncoB B CBA3M
C JIOKAayHOM, Mbl CIPaBUANCh 1 NPUPOCSIV B
2020 ropy. Jlormctuka B 3TOT Nepuog npe-
Teprena CyL|eCTBeHHble M3MeHeHUA: Bbinu
nepecmMoTpeHbl MapLUpyTbl, CNocobbl Ao-
CTaBKM, yYTeHbI CJIOXKHOCTU C MeXXAyHapon-
HbIMW HanpasneHuamu. LLonvHr B 3TOT ne-
pvion nepeLuén B OHMaH, 06bEMbI JOCTaBKM
BbIPOCAN, M O CUX NOP YKPennAaeTca TpeHs
Ha OHNanH-NOKynKu. o COCTOAHUIO Ha KO-
Hel, 2020 roga npowngeH nopor B 2000 odu-
COB, OTKPbITO 20 CTpaH NPUCYTCTBUA, 3any-
LeHbl NpoeKTbl Mo MMHK-TIB3 1 noctamatam.

- Kakoewel nnaxel paseumus komnaHuu?

- B Hawwmx nnaHax - pasBMTME HOBbIX
HarnpaBJ/IeHUN, yBENNYeHVe KoMyecTsa odpu-
COB ppaHyan3mn 1 nx maclTabrmpoBaHyie, No-
KpbiTre menndopsapanHrom CDEK Forward
BCEX CTPaH Ha Halen KapTe u Kpoccbop-
Jep-HanpasreHve. Kpome Toro, nnaHvupyem
BblBeCTU Haw Mapketnnenc «CA3K.MAPKET»
Ha MEXAYHapPOAHbI YPOBEHb, YTOObI MOMO-
ratb ¢ppaHyan3n B Mpofakax 3apyberkHbIM
KnveHTam. OTHOCUTENbHO MeXAYHapPOAHOM
NOTUCTUKM Halla Lenb — COefJUHeHMe BCex
CTpaH NPUCYTCTBMA Mexay coboli. foToBnTcA
TpaHcnopTHasA cxema EBpona — CHI.

becegoBana EneHa AnekcaHgpoBa

KA3AH,

MOCKBA

MeXAYHOPOANQR
AOCTOSKA {
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LOOKING UP TO THE BEST

CDEK - not everyone knows
what this abbreviation means,
but the very company that
made it its name is known by
very, very many in Russia and
abroad. Anyone who has used

its services at least once will
confirm that CDEK is fast,
convenient and useful. The
image of the organization is
also supported by numerous
franchisees.

Elena Baranova, head of
international franchise
marketing, told us about
the company and how it is
developing the franchise
direction.

CDEK:

LOGISTICS ON A GLOBAL SCALE

- The company was opened as a courier
service for the transportation of orders from
the online store Korzina.ru across Siberia
and the Far East in 2000. Then hardly anyone
could have imagined that CDEK would enter
the top five leaders in the express delivery
market in the country, even, probably, its
founders. Tell the story of the development
and formation of the organization.

- The company was initially focused on
fast domestic deliveries. Logistic schemes
made it possible to deliver goods in the
Siberian Federal District within a day. Having
established delivery in the eastern part of the
country, management began to expand its
scale to other regions in 2001. The first office
in Moscow was opened, and in 2002-2009 -
branches in 24 large Russian cities.

Since 2004, international activities on the
import and export of documents and goods
have begun. In 2012, the company opened a
representative office in Almaty, in 2014 - in
Beijing and Minsk, and in 2016 - in Yerevan.

A franchise business model was introduced
in 2009. At the end of 2016, the company’s
offices were located in six countries of the
world, over 500 offices were operating
in Russia. During this period, goods and

documents were delivered to more than
20 thousand cities in 220 countries and regions.

The co-founders of the company are
Vyacheslav Piksaev and Leonid Goldort, who
is also the CEO. The post of the chairman of
the board of directors is occupied by Evgeniy
Tsatsura.

Today the company has more than 3000
offices in 23 countries of the world. The
central office is located in Novosibirsk, one of
the main sorting centers is in Domodedovo.
The second major shipping center is located
in St. Petersburg. It is planned to open a new
warehouse in St. Petersburg at the end of 2021.

- Great enterprise! Tell us more about it.

- CDEK has a large distributed network
of offices. At first glance, such a network is
difficult to manage. But all our processes
are perfectly tuned: new standards are
developed, regulations are drawn up, we form
a clear understanding of how to work in each
of the territories. The company responds
flexibly and quickly to changes in the market:
we constantly develop and implement new
projects, develop the franchisee network and
the company as a whole. Our franchisees
do not face tough restrictions and work

exclusively on the brand book. All 3000
CDEK franchisees are our partners, whose
successful ideas we listen to and whom
we help in implementation. We help our
franchisees scale up their businesses and
encourage their initiatives. The key to our
success is openness and flexibility.

- And if the client is not a private
customer, but a company? Such world-
famous companies as Adidas, Mary Kay,
Oriflame, Loreal and others are already
cooperating with you. On what conditions
does this work take place?

- CDEK is focused on working with
three categories of clients: B2B, B2C and
C2C. Our clients are both individuals and
legal entities. Each Internet retailer makes
its own requirements to suppliers, and we
strictly adhere to them. In addition, there is
the possibility of integrating all our pick-up
points and online stores of our partners.

- A little about geography: in which
countries do you have CDEK offices? What
are the possibilities of CDEK delivery?

- Today 23 countries are open for
CDEK. At the beginning of March -



Bulgaria. During 2021, we plan to add 4-5
more countries.

- Six years after its foundation the CDEK
franchise received public recognition: the
project entered the top 5 most successful
franchises according to the Russian edition
of Forbes magazine. And what are its
advantages for the franchisee?

- There are many advantages: we offer
favorable conditions and low opening
costs for those who want to start their own
business. The lump-sum fee is relatively low.
Logistics today is a highly demanded area of
business. There is a constant intensive growth
of the online trade segment; the pandemic
has significantly influenced the development
of logistics. Customers who have recently
preferred face-to-face purchases have begun
to move online. The logistics business will
remain relevant for many years to come. As
an advantage of our franchise, we can note the
built-up system of training for the franchisee:
we train our future partners, explain how the
system and logistics are arranged as such,
but at the same time, special education is not
required from them.

- How did the franchise network develop
in Russia? Does it still have room to develop?

- In Russia, our franchise network has
developed intensively, steadily increasing the
number of new offices. For example, in 2020
we opened a record number of new branches:
1053. It is important to note that new offices in
a significant percentage of cases were opened
by our existing franchisees, scaling their
business. CDEK, as a logistics company, in
2020 found itself on the “top priority list” Our
newcomer franchisees have clearly grasped
the trend and joined us. Our franchises
have potential and there is no ceiling, there
are always areas to grow and develop. For
example, in Moscow and the Moscow region
today there are more than 400 offices, but this
is certainly not the limit, we continue to look
for partners. The number of online stores
is growing, the need for prompt and high-
quality delivery is increasing. Many today can
pick up their parcels by reaching the CDEK
order pick-up point in five minutes from
home or work. We invented and implemented
the Raycenter (“Regional Center”) project on
special loyal terms.

We understand that it is easier to open a
new office in a city with a population of one
million, given the developed infrastructure.
Moreover, there are regions and settlements
that have not yet been covered by the offices
of logistics companies. When implementing
the Raycenter project, we mean settlements
(villages, settlements and urban settlements)
with a population of up to 50 thousand
people. At the same time, the company
develops a network of offices, residents of
small settlements receive jobs, and clients
receive prompt delivery, as a result, everyone

benefits. In fact, the win-win model is
implemented here. Special conditions for the
Raycenter program imply that at the start
of the franchise opening we take a deposit
in the amount of 50 thousand rubles, and
within a year, if the franchisee’s work meets
the company’s standards, this deposit is
returned. We have simplified requirements
for premises in such settlements: if in a
large city you need a CDEK office of at least
50 meters, with a dedicated client area, a
certain number of storeys and parking,
then in regional centers such requirements
are smoothed out due to the lack of an
opportunity to provide such conditions
there. Also, when opening a franchise
under this program, the franchisee will face
lower costs for repairs, rent, equipment and
opening an office.

The project Mini-PVZ (PVZ - pick-up
point for orders) is aimed at both franchisees
and customers. We make sure that it is
convenient for our customers to receive their
goods, we follow trends, we implement the
best service and think about the availability
of our offices in the nearest locations. Also,
the Mini-PVZ project is aimed at our existing
franchisees: in addition to larger offices, we
offer them to open in a small format in places
with a large client traffic. It is enough to open
your own small island-corner in order to
participate in the Mini-PVZ project: in such
an office the client can pick up the parcel, for
example, when leaving work home. A form
that is convenient for both customers and
franchisees: it becomes possible to receive
additional income from operational traffic.

Parcel stations are a noticeable trend both
in Russia and in the world. Touching on
the topic of digitalization, we cannot fail
to mention them. Today, about 10% of our
customers prefer to pick up parcels without
contacts. The number of people choosing
parcel stations will inevitably grow. We have
already delivered about 500 devices, and
CDEK has big plans for the development of
parcel automats network in 2021 in Russia
and abroad.

- One of the priorities of the company’s
development in recent years is the
development of franchising abroad. How
many countries does CDEK cover, how
many offices do they have and how many of
them are franchised?

- The company looked closely at the
direction of international development in
2019, when we determined which of the
non-CIS countries should be represented on
the CDEK map, and began an active search
for partners. More than 20 countries have
joined us in 2019-2020. On March 4, 2021,
Bulgaria appeared on the CDEK map. Our
products are in demand and work perfectly
in international directions (for example,
B2C delivery of goods to Russia using
mail forwarding). Therefore, today we are
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actively scaling, connecting countries on our
map with each other, establishing logistic
communication between them, bypassing
Russia. We are also looking towards the
development of the C2C segment and
hyperlocal delivery: the project is already
being tested in Moscow and the Moscow
region. All offices outside of Russia were
opened by our franchisees; in addition,
even in our country, the number of CDEK’s
own branches is significantly inferior to the
number of franchised offices. At the same
time, we have, for example, our own branch
with a network of franchises in China. Also,
the CDEK branch works in Kazakhstan, and
not so long ago, a representative office was
opened in Germany, which is responsible for
the development of CDEK in Europe and
adjacent territories. This year we are planning
to open franchises in Israel, India, Australia
and France. In Germany, in the future, we
plan to expand the existing network to 20
offices. Also, new offices of the company
will appear in Italy, France, England and the
USA, where CDEK is already present.

- How did the coronavirus affect the
company’s development?

— In connection with the pandemic, there
was a boom in orders, which fell on the
spring months of 2020. We quickly increased
the number of couriers (many orders during
the pandemic moved from pick-up points to
orders with door-to-door delivery). Despite
the difficulties, the huge amount of cargo
in our sorting centers and the cancellation
of flights due to the lockdown, we coped
with it and grew in 2020. Logistics during
this period underwent significant changes:
routes, delivery methods were revised,
difficulties with international directions
were taken into account. Shopping during
this period moved to online, delivery
volumes increased, and the trend for online
shopping is still strengthening. In 2020, the
threshold of 2,000 offices was passed, 20
countries of presence were opened, projects
for mini-pickup points and parcel stations
were launched.

- What are the company’s development
plans ?

- Our plans include the development of
new directions, an increase in the number
of franchisee offices and their scaling,
CDEK Forward mail-forwarding coverage
of all countries on our map and a cross
border direction. In addition, we plan to
bring our CDEK.MARKET marketplace
to the international level in order to help
franchisees in sales to foreign clients. With
regard to international logistics, our goal
is to connect all the countries where we
operate. A transport scheme Europe - CIS is
being prepared.

Interviewed by Elena Alexandrova
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KPYAHbLIM MJTAHOM

KapeH
Me/IKOHSIH:

«OTKPbITWE
byprepHov — cambim
BOCTpeOOBaHHbIV
BU3HEeC Yy MOTOZbIX
npeanpuHumMaTesen,
a QpaHLum3a gaet
MM YBEPEHHOCTb U

MNOAAEPIKKYY

yprep ABAAETCA OfHUM U3 TONOBbIX 671107

BO BCEM Mupe, B ToM uucie 1 B Poccuin.
Ho HacToAwwmX KpahTOBbIX 3aBefi€HMIA B 3TOM
CermeHTe He TaK 1 MHOT0. TeM He MeHee cnpoc
Ha aBTOpCKMe 6Nt TONbKO PAcTET, a MONOAblE
npeanpuHNMATenu, NOHMMaA TEHAEHLMIO,
CTpeMATCA 3anyCcTuTb COBCTBEHHbIE NpoeKTbl. Kakue
PUCKM XAYT UX Ha 3TOM NYTH, Fe NCKaTb HAAEKHYHO
onopy, a Takxe 0 Tom, 3a4em B byprepbl 206aBun
KuBu 1 6aHaH, Ham paccka3an Kapen MenkoHsH,
reHepanbHbli gupektop BCA Holding.

- BCA - smo ¢ppaHuaiizauH208bIli x0/-
OUuHe, hazmMaHcKum HanpaeseHuem 8 Ko-
mopom cman Burger Club. Pacckaxume,
KaKue ewé KoMnaHuu exo0am e xonouHa?

- Burger Club - 310 MexayHapogHas ceTb,
B KOTOPYIO BXOAWT yxxe 6onee 150 3aBepe-
HUM B BOCbMW CTPaHax Mupa. Takke y Hac
€CTb NPOEKT Koster — npemMmmanbHaAa CeTb

pectopaHoB. OTnnynTenbHas 0CO6eHHOCTb
3[eCb — He TONbKO NoTpAcaloLian aBTopCcKas
KYXHS, HO U CTUJIbHBIN MHTEpbep 3aBeeHunn.

He umeeT aHanoroB Ha pbiHKe dopmat
3aBepeHui «fpunb Xayc» — 310 Gya-KopT pe-
CTOpaHbI C o1 FPUIb, KOTOPYIO FOTOBAT Ha
HaTypasnbHbIX YIAAX B MaHrane Ha rnasax y
nocetutenemn.

TakXe B XONAWHI BXOAUT KO-
¢deinHa Winners' Coffee. OcHoBHble
noceTuTenu 3Toro 3aBefeHns — ak-
TMBHaA MONOAEXb. B accopTumeHTe
npeacTaBneHbl He TONbKO Kode 1
Yyam, HO 1 GppeLun, KOKTennu, gecep-
Tbl. A UeHbl 30eCb JOBOJIbHO AEMO-
KpaTuyHble.

- @paHwusza Burger Club sae-
Ni7emcs 00HOUi U3 CambIX 8b1200HbIX
e kamezopuu «®paHwuza obuje-
CMeeHHO020 NUMAHuUsA» U c4yuma-
emcs o0HoUi U3 iy4Wwux no eepcuu
Forbes. B 4ém e€ yHukanbHocmo?

~Q
-~ £

- Y Hac cBOE nNpou3BOACTBO, Hanpumep,
¢dvpmeHHble 6ynouku Burger Club Bbine-
Kaem camu. Takxe y KOMMaHWM HanakeHbl
CBA3M C MocTaBWuKamn. B coBokynHocTn
3TV $aKTOpbl [AOT HEOCMOPVMOEe MPenMy-
LecTBO — fyuyllee COOTHOLUEHWE LieHbl ©
KayecTtBa. lpaKTMyeckn BCe HalM TOUKMU,
OTKPbITbIE B PermoHax CTpaHbl, YCMeLHo
paboTaloT 3a CYET TOro, UTO MPEANnpPUHM-
MaTenAM AOCTYMHbI CrielymasbHble LieHbl Ha
CbIpb&, NPV 3TOM KayecTBO MPOAYKTOB Ha
BbICLLEM YPOBHE.

- PecmopaHHelli 6usHec cyumaemcs
00HUM U3 cambix y6bimoyHbix. Kakoeol
pucku 0518 npednpuHumamerneli, paboma-
owux no ppaHwuse?

- Pucku npakTnyeckn cBepeHbl K Hynto,
Tak Kak Mbl Jaém napTHEPam MONIHOCTbIO
oTpaboTaHHyl0 MoOAesib, KOTOpas XOPOLLO
ceba 3apekomeHfoBana He Tosnbko B Poc-
cum 1 ctpanHax CHI, Ho 1 Ha mexayHapoga-
HO apeHe.



Mbl  oKka3biBaem napTHEpPaM  MOMHYIO
NoAAep)KKYy Mo MapKeTUHTY, CHabXeHuto,
NOTUCTUKE U T. A. 3apaHee NOAbICKMBaeM
[06GPOCOBECTHBIX MOCTaBLUMKOB, KOTOpble
npegnaraloT npuBnekaTenbHble LeHbl. Ta-
KYI0 CTOMMOCTb Ha Cbipb€ MOXKHO yaepaTb
TONbKO 6GnarogapsA KauyecTBy KOHeYHOro
npopaykTa 1 obbémam cobiTa. Mbl OTKpbIBa-
em 25 Toyek B rog. Takum o6pa3om, Hawm
MOCTaBLUNKMA BUAAT, UTO CETb MOCTOAHHO
PacTéT n pa3BMBaeTCcA.

K TomMy e npegnpuHumaTenam gOCTyMHbI
pa3Hble dopmaTbl PaboTbl, HANPUMEpP, MOX-
HO OTKPbITb HebONbLLOE 3aBefeHMe noLa-
Abto 100-150 KB. M MM NOCTaBUTb TOUKY B
30He PyA-KopTa B TOProBom LieHTpe Ha 40-
60 «KBagpaToB».

[loMrMO 3TOro, Mbl MOCTOAHHO MpPUAY-
MblBaeM HOBble 671t0fa, pacwmpaemM accop-
TVIMEHT, MPOBOAUM WHTEPECHble aKLUWW.
BHyTpu ceTn paboTaeT cuctema KauecTBa, K
npumepy, «TanHbln NoKynaTenby. Mbl Kypu-
pyem Bce 06beKTbl 1 3HaeM, YTO MPOUCXOANT
Ha Kaxkgown Touke oT MockBbl fo [danbHero
BocToka.

C Hawvmn napTHEpamu Bcerga nopaep-
XnBaem obpaTHylo cBA3b. Mbl He npuaep-
>KMBaeMcA NPUHLMNA «OTKPbIX 3aBefeHune
1 3abbinn», a, HaNPOTKB, HAXOAUMCA BHYTPU
3TOW CUCTEMbI, NMOIHOCTbIO BHUKaA B Mpo-
Lueccbl 1 getanu. [ina Hac BaXHO AeprkaTb
KayeCTBO Ha BbICOKOM YPOBHE, He NoAHUMasA
LieHbl, YTOObI OCTaBaTbCsA B iMana3oHe cpef-
HEero yeka ceTu, KOTOpbI COCTAaBNAET OKOJIO
400 py6.

- To ecmb 8bl He 6pocaeme ceoux napm-
HEpPOo6 Ha 3mane omKpeImusA?

— besycnosHo. OT Hac Bble3xaeT «rpyn-
na OTKPbITWA», KOTOpas Ha MecTe MPOBOAUT
00yyeHMe BCeX COTPYAHVKOB W HanaKvBaeTt
pabounii npouecc. TonbKo nocie Toro Kak
3aBefileHVie HauMHaeT NMOJIHOLEHHO GyHKLMO-
HMpPOBaTb, rpynna yesaer. [lanee Mbl NpocTo
KOHTPONIMPYeM NapTHEPOB.

Take y HaC eCTb CBOI 06YYaloLLNiA LLEHTP
B MockBe, rae Bce xenaiowme COTPYAHUKN
MOTYT MPOWTN KypCbl MO MOBbILIEHNIO KBa-
nndurkaymn.

- OmKpbimue GypaepHoli ce200H:A — 00HO
u3 cambix 80cmpe60o8aHHbIX HanpaseHul
y Monodeix npednpuHumamerneii. C 4ezo
Ha4anace 3ma meHoeHyus?

— [encTBUTENbHO, CErogHA BCA MO-
noféxb, KoTopas xoueT 6usHec B chepe
obuwennTa, oTAaéT npeanoyteHve 6yp-
repHon, a He Kade, rge, K npumepy, noga-
10T 6opul. Mim 6nvxe 3TOT dpopmart, noTomy
YTO OHU ero nbAT. Ho camomy BbITAHYTb
Takonm 6|/|3HEC OYeHb CJIOXKHO, TaK Kak
CylecTByeT OrpPOMHOE KOJIMYECTBO HIO-
AdHCOB, KOTOpble HEBO3MOXHO Yy4eCTb
B OAMHOYKY. K npegnpuHumaTensam,
OTKPbIBWWM NepBy TOYKY, NOCTaBLWNKN,
KaK npaBuno, OTHOCATCA Hecepbé3Ho, TaK
Kak ewé He HapaboTaH OOBEM Mpopax.

MapTtHépbl Burger Club nonyuatot onpe-
LenéHHble rapaHTUN KacaeMo MOCTaBOK
Cblpbs MO CreynanbHbIM LEeHaM.

B Lenom Hawwm napTHEPbI MMEIT CcepbEs-
HYI0 NOAAEPKKY, MM eCTb Ha KOro ornepeTb-
ca. K npumepy, ecnv nepcoHan pesko yBo-
NINTCA UAW NPOCTO He BbINAET Ha paboTy, y
HaC ecCTb pe3epBHbIN LWTAT COTPYLHUKOB,
KOTOPbIi MOXET BblfieTeTb B Nto6oe Bpems
1 NPOOLITb Ha TOUKE CTOJNIbKO, CKOJIbKO HYX-
HO, UTO6blI CHOPMMPOBATL HOBYID KOMaHAy.
A Hall LUeHTpasnbHbI odrC AT NOMHYIO NOA-
[EPKKY MO BCEM BO3HMKaIOLWMUM BOMpPOCaM,
BMJIOTb O NPOrPaMMHOro obecneyeHus.

K Tomy e y Hac pa3paboTaHbl cTaHAapPTbI,
B KOTOPbIX MPOMMCaHa Kaxkaaa Menoub: oT
bopmMbl COTPYAHUKOB [0 NPUBETCTBEHHbIX
CNoB Kaccupa. Ha Mo B3rnsg, 370 Oo4YeHb
BaXHO, MOTOMY YTO GU3HEC COCTOUT U3 fieTa-
nen n Menoyen.

- B 2017 200y noseusnuce 3asedeHus
cemu Hoeo20 nokoneHus. K npumepy, knac-
cuydeckue Gypzepbl CMEHUIUCb HA Kpagmo-
svle. Kak ydanoce nocmpoume cemesyto
KomnaHuro asmopckux 6ypzepos?

— Mbl NOHMManuW, YTo TPeHA ABVXKETCA B
3Ty CTOPOHY, MOTPebuTeNb XOUeT 6Nofo, KO-
TOpOe roToBM/ MOBap, @ He KaKoW-TO Pa3Mo-
poXeHHbI nonydpabpukat. Mbl paspaboTtanm
nNpoAyKTbl, He MeloLLe aHaNIOroB Ha PbIHKe
obuienuTa. Hanpumep, HeaaBHO NpencTaBu-
NN HalWVM KNIMEeHTaM appuriKaHCKMn Byprep.
KTo 6bl MOr nogymaTb, 4To B Gyprep MOXHO
106aBUTb K1BU 1 6aHaH? Ho mMbl 3T0 cenany,
M BbILWIO OYeHb BKYCHO. HOBWMHKa, KCTatu,
nosb3yeTcs 60MbLION NONYAsAPHOCTbIO.

B Lienfom mMbl MOCTOAHHO NpuayMmbiBaemM n
BbIBOAIMIM Ha PbIHOK YTO-TO HOBOE. TakK, y Hac
yXe pa3pabatbiBaeTCsi MeHIO B NpeaiBepun
Benukoro nocra.

- 3aeedeHusa Burger Club omkpeimel 6
8ocbMu cmpaHax mupa. lpuxodumca nu

KPYMHbLIM MNJTAHOM

y4umeleame HAYUOHAJNIbHble 0COGeHHOo-
cmu, Ha4yuHas 6u3Hec 8 opyaoli cmpaHe?

- [a, Mbl yunTbiBaem onpegenéHHble Ha-
LMOHaNIbHble 0COBEHHOCTY 1 Pa3Hbll MeH-
TanuTeT XuTenen apyrux ctpaH. To 6asoBoe
MEHI0, KOTOPOe y HaC eCTb Ha CErOAHALLHNN
LeHb, Ha 90% nofonaéT gns nobon CTpaHbl.
OpHako Hap ocTaBwmmmca 10% Hago nopa-
60TaTb. Hanprmep, Korga oTKpbIBany TOUKY
B KuTae, genann OoCHOBHOM ymnop Ha npo-
OyKTbl 13 Kypuubl. Ha KaBkase pobasnsanu
OCTpOThbl B 6nt0aa, a B KazaxcTaHe 13 MeH10
VNCKIOUYNAN CBUHUHY.

- HedasHo 3asepwuswuiica J10KOayH
cusbHee 8ce2o yoapus no cghepe obujenu-
ma. Kak ebl nepexxunu camousonayuro?

— Y Hac akTuBHO pabotana cnyxba fo-
CTaBKW. M cnpaBunncb ¢ 3ToW 3agayen Mbl
0OYeHb XOPOLLO, MOTOMY YTO Byprepbl — ofHa
13 CaMbIX BOCTPebOBaHHbIX MO3ULNIA cpeamn
efibl HaBbIHOC. KOHEUHO, B Neprog AOCTaBKN
6bINO 3a4€MCTBOBAHO MeHbLUe MepCcoHana,
HO Mbl He oCTaHaBnvBanu paboTy. B npuH-
uune KpmM3nc He CUNbHO yAapun No Hawum
dVHAHCOBbIM NOKa3aTeNAM.

- Kakue y sac nnanel Ha 2021 200?

- lnaHupyem oTKpbITb 0KOJIO 30 HO-
BbIX Toyek B Poccun. B npownom rogy
n3-3a camomsonaumm nogu 60annce Bxo-
OVTb B PeCTOPaHHbIN 613HeC, 3aBefeHuni
6bINI0 OTKPbLITO MEHbLUE 3anjaHMPOBaH-
HOro. Ye ¢ KoHUa ¢eBpansa mMbl YyBCTBY-
em, Kak B 6M3Hec-cpefy BO3BpalyaeTcA
aKTMBHOCTb M paboTa BXOAMT B 06bluyHOE
pycno.

Jymaio, K Ham npucoeanHUTCA paxe
6onblue MapTHEPOB, Yem 3annaHMpPOBaHO,
Tak Kak Haw ¢opmaT oyeHb BOCTpebOBaH-
HbIVl 1 Mano3aTpaTHbIiA, @ NPOEKTbl BbICTPO
BbIXOAAT Ha CAMOOKYMaeMOoCTb.

becepoBana
IOnua lOgnHa
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Karen Melkonyan:

‘Opening a burger shop is the most
popular business among young
entrepreneurs, and the franchise
gives them confidence and support”

B urgers are one of the top dishes all over the world, including Russia. But there
are not so many real craft establishments in this segment. Nevertheless, the
demand for signature dishes is only growing, and young entrepreneurs, realizing
this trend, strive to launch their own projects. Karen Melkonyan, CEO at BCA
Holding, told us what risks await them on this path, where to look for reliable
support, and also why kiwi and banana were added to burgers.

RUSSIAN. BUSINESS GUIDE {MAPT 2021}



- BCA is a franchise holding with Burger
Club as its flagship business. Tell us what
other companies are included in the holding?

- Burger Club is an international network
that already includes more than 150
establishments in 8 countries of the world.
We also have the Koster project — a premium
restaurant chain. A distinctive feature here
is not only an amazing author’s cuisine, but
also a stylish interior of the restaurants.

The Grill House format has no analogues on
the market - these are food court restaurants
with a grill, which is cooked on natural coals
in the grill in front of the visitors.

The holding also includes Winners’ Coffee.
The main visitors to this cafe are active youth.
The assortment includes not only coffee and
tea, but also fresh juices, cocktails, desserts.
And the prices here are quite affordable.

- The Burger Club franchise is one of the
most profitable in the catering franchise
category and is considered one of the best by
Forbes. Why is it unique?

- We have our own production, for
example, we bake Burger Club branded buns
ourselves. The company also has established
relationships with suppliers. Taken together,
these factors give an undeniable advantage -
the best value for money. Almost all of
our points, opened in the regions of the
country, work successfully due to the fact
that entrepreneurs have access to special
prices for raw materials, while the quality of
products is at the highest level.

- The restaurant business is considered
one of the most unprofitable. What are the
risks for franchise entrepreneurs?

- Risks are practically reduced to zero,
as we provide our partners with a fully
developed model, which has proven itself
well not only in Russia and the CIS countries,
but also in the international arena.

We provide partners with full support
in marketing, procurement, logistics, etc.
We look in advance for bona fide suppliers
who give attractive prices. Such a cost for
raw materials can only be maintained due
to the quality of the final product and sales
volumes. We open 25 restaurants a year, and
thus our suppliers see that the network is
constantly growing and developing.

In addition, different work formats are
available to entrepreneurs, for example, you
can open a small restaurant with an area of
100-150 sq. m. or put a point on 40-60 squares
in the food court area in a shopping center.

In addition, we constantly come up with
new dishes, expand the assortment, and hold
interesting promotions. A quality system
operates within the network, for example,
a mystery shopper. We supervise all objects
and know what is happening at every point
from Moscow to the Far East.

We always keep in touch with our partners.
We do not adhere to the principle: we opened
a restaurant and forgot, but, on the contrary,

we are inside this system, completely delving
into the processes and details. It is important
for us to keep the quality at a high level
without raising prices in order to stay in the
range of the network’s average check, which
is about 400 rubles.

- That is, you do not abandon your
partners at the opening stage?

- Certainly. A “launching group” stats to
work, which conducts on-site training for
all employees and arranges the entire work
process. The group leaves only after the
restaurant begins to function fully. Then we
just control the partners.

We also have our own training center in
Moscow, where all interested employees can
take advanced training courses.

- Opening a burger shop today is one of
the most demanded directions among young
entrepreneurs. How did this trend start?

- Indeed, today all young people who want
a catering business prefer a burger shop, and
not a cafe, where, for example, borscht is
served. This format is closer to them, because
they themselves love it. But it is very difficult
to start such a business alone, since there are
a huge number of nuances that cannot be
taken into account. Suppliers, as a rule, do
not take entrepreneurs who opened the first
restaurant seriously, since the sales volume
has not yet been accumulated. Burger Club
partners receive certain guarantees regarding
the supply of raw materials at special prices.

In general, our partners have serious
support, they have someone to rely on. For
example, if the staff abruptly quit or simply
do not come to work, we have a reserve staff
that can fly out at any time and stay at the
point as long as it takes to form a new team.
And our central office provides full support
on all emerging issues, up to software issues.

In addition, we have developed standards
in which every little thing is spelled out: from
the uniform of the employees to the greeting
words of the cashier. In my opinion, this is
very important, because a business is made
up of details and little things.

- In 2017, new generation network
restaurants appeared. For example, classic
burgers have been replaced by craft burgers.
How did you manage to build a chain company
of author’s burgers?

- We understood that the trend was moving
in this direction, the consumer wants the
dishes prepared by the chef, and not some kind
of defrosted semi-finished product. We have
developed products that have no analogues in
the catering market. For example, we recently
introduced our customers to the “African
burger”. Who would have thought that kiwi
and banana could be added to a burger? But
we did it and it turned out very tasty. The
novelty, by the way, is very popular.

In general, we are constantly inventing and
bringing something new to the market. So, we are
already developing a menu on the eve of Lent.

- Burger Clubs are open in 8 countries of
the world. Do you have to take into account
national characteristics when starting a
business in another country?

- Yes, we take into account certain national
characteristics and different mentality of residents
of other countries. The basic menu that we have
today is 90% suitable for any country. However,
the remaining 10% needs to be worked on. For
example, when they opened a point in China, they
focused on chicken products. In the Caucasus, they
added spice to dishes, and in Kazakhstan, pork was
excluded from the menu.

- The recent lockdown hit the catering
industry the hardest. How did you cope with
the self-isolation regime?

- The delivery service was actively working
for us. And we coped with this task very well,
because burgers are one of the most popular
positions among takeaway food. Of course,
fewer personnel were involved during the
delivery period, but we did not stop work.
Overall, the crisis did not hit our financial
indicators hard.

- What are your plans for 2021?

- We plan to open about 30 new points
in Russia. Last year, because of self-isolation,
people were afraid to enter the restaurant
business, and we opened less restaurants than
planned. Already from the end of February, we
have felt how activity is returning to the business
environment, and work is returning to normal.

I think that partners will join us even
more than planned, since our format is very
popular and low-cost, and projects become
self-sufficient quickly.

Interviewed by Yulia Yudina
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- lNaeen, paccka)xume, 8 KAKOM ce2MeH-
me poiHKA pabomaem eawa KOMNAaHus
u Yymo omauyaem eac om Opyaux pues-
mopcKux azeHmcma?

- KomnaHus paboTaeT Ha pblHKe yxe
6oniee BoCcbMM JfieT. 3a 3TO Bpemsa Ham
yaanocb cobpatb KomaHzy npodeccuo-
HanoB M MOCTPOUTb YCMelWHbIn 6r3Hec.
Mbl sBnsemMcAa areHTCTBOM HeaBUXU-
MOCTW MOJIHOIO UMKa, TO eCTb MOMO-
raeM HalWuM KJWeHTaM pelunTb Nilobble
3afauun, CBA3aHHbIE C HEeABUMXUMOCTbIO.
OCHOBHOW CermeHT, B paMKax KOTOpPOro
paboTaeT KOMMNaHUs, — 3TO PbIHOK KOM-
Mepyeckom ” XUNOW HeABUMKUMOCTU
MockBbl U MockoBckol ob6nactu. Ewé
Mbl 3aHMMaeMCA CPOYHbIM BbIKYNOM He-
OBUXMOCTU.

B otnnume oT MHOrMx npefnpuATAA Ha
PbIHKE, OPUEHTUPYIOLNXCA NCKTIOUYNTENIBHO
Ha AOCTVXXEHME MaKCUManbHOW npubbiny,
Halla KOMMaHVA B MepByl0 oyepeab CTpe-
MUTCA MOMHOCTbIO YAOBNETBOPUTL 3anpoChl
KNMeHToB. Mbl noadep>KMBaemM KOHKYpPEeH-
TOCMOCO6OHbIE LieHbl, paclpsAeM CrekTp
yCnyr, ynyyLiaem KauecTBo 00CyKBaHWS 1
NoBblILLIaeM NpubbIb.

Tak»ke Mbl CUMTAEM, YTO JOCTUNKEHNE BbICO-
KX pe3yNbTaTOB HEBO3MOXHO 6e3 CrNouéH-
HOW 1 NpodeccnoHanbHOM KOMaHZbl. BHyTpu
KOMMaHUM obecrneyriBaeM rapMoHYHYIO aT-
mocdepy, B KOTOPOW OCHOBHbIM MpPaBMIOM
NnoBeAeHNA COTPYOHUKOB ABMAETCA MOMHaA
camooTaaya.

Mbl He paboTaem WabNoHHO, Bceraa Cra-
paemcaA Norpy3nTbCaA B CyTb 3afiaun KNMeHTa
1 YUNTbIBATb BCE €ro nokenaHuma ana 4octu-
XeHusa Tpebyemoro pesynbTaTa.

RUSSIAN BUSINESS GUIDE {MAPT 2021}
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- Ecmb pA0 azeHmcme HedsuXKuUMocmu,
Komopesie npodaiom ceou (ppaHwiu3el. Mo-
4eMy 6bl pewus1u 8b1limu HA PbIHOK (hpaH-
yatisuHaa?

— HakonneHHbIi Hamy ONbIT U NOHUMaHUe
CUTyaUMM Ha pPbIHKE HeABWKUMOCTUA B Ha-
e cTpaHe Mokasanu, YTo B faHHoOW cdepe
3a4acTylo He xBaTaeT MpPodecCroHaNbHOro
1 OJHOBPEMEHHO YesloBEYECKOro Moaxoaa
K pelleHnto 3aay KnmeHToB. PeleHne o co-
3[1aHVN GpPaHLLIN3bI ObINO eCTECTBEHHBIM MPO-
JOmKeHeM pa3BUTUA Halen KomnaHuw. Mo-
NYYMNoChb TakK, UTO KOMMErn U KMEHTbl Camu
NMOATONKHYNN HAC K STOMY CBOMMI BOMPOCaMM
1 Npocbbamn MOMOYb OPraHV30BaTh AJIst HUX
TaKoW e 6r3Hec. Mbl y>Ke yCreLHO OTKpbIn
nepsyto ¢paHwm3y B I. BockpeceHcke. OHa
CErofHaA yxe npoLusia Touky 6e3y6bIToYHOCTU
1 YyBCTBYeT cebs Ha PbIHKE OYEHb YBEPEHHO.
MaBHOe — Mbl He BPOCaeM CBOUX MAPTHEPOB
nocsie npoaaxu ¢paHLLM3bl, Y Hac pa3pabo-
TaH Lenblil KOMINEeKC Mep ANA UX NOAAEPKKM
1 passuTus. O6pa3HO BbIpAKasiCb, Mbl BEAEM
11X 32 PYKY MO BCEM STarnam NOCTPOEHUA 1 pas-
BUTUA B13Heca. [/l HaC OUYeHb BaXKHO, YTOObI
Halm OGyaylime NapTHEPbI YyBCTBOBaNN cebs
yBepeHHO B GMHAHCOBOM MJlaHe U MOHUMA-
1K, YTO B SINLIE HALLEe KOMMaHUM OHW BCerga
HangyT nopmepKKy ¥ NMOMOLLb B PasfivyHbIX
CUTYaLMsX, BO3HMKAIOLWKMX B OU3HeCe.

- Kakoebl ycnosus npodaxku eaweli
¢paHwuze?

- YcnoBuma npoaaxm oyeHb npoctble. EcTb
ABa naketa «®OpaHwwmza Crangapm™ u «Opan-
LLIN3a, 3aNyCK Mof KITIou».

«OpaHwwn3a CtaHpapT» NOAOVAET AN TeX,
y KOTO y»e eCTb OMbIT Ha PbIHKe HefBUXKN-

Nasen Macnos:

«Mbl BeLEM HaLLMX
NapTHEPOB 3a PyKy

No BCEM 3Tanam
NOCTPOEHUS U PA3BUTUS
br3Hecar

bIHOK HEZIBVXKIMOCTM CEroAHA CTabunuanpoanca
nocnie nageHus B Hayane 2020 roaa v nogbema

BO BTOPOIA €ro Nos0BUHe. busHec, CBA3aHHbIN ¢ 3TOi
Chepoid, npuBNeKaeT MHOrUX, HO UAeA OTKPLITb areHTCTBO
HeZBIKUMOCTY C HYNIA KAXKeETCA UM PUCKOBAHHOI. [lupekTtop
oduca 000 «ObIOYEP» MaBen Macnos pacckazan o Tom, Kak
noayyYnTb NOMOLLb 1 NOAJEPXKKY NPOdECCMOHaN0B, OTKPbIB
areHTCTBO HeJBIKUMOCTY N0 dpaHLLmn3e.

MOCTU, TO eCTb ANA areHTOB WM HauuHalo-
wux areHTcTB. CTOMMOCTb MakeTa CpaBHU-
TenbHO HebosbLwas — Bcero 350 000 py6.
Bropon naket «®paHww3a, 3anyck noj
KMou» npefHa3HayeH Ana Tex, KTo xouyet
Nony4nTb rOTOBOE areHTCTBO C YKOMMeK-
TOBaHHbIM LUTAaTOM 1 paboTaoLnm oducom,
B KOTOPOM BCe 613Hec-npoLecchl yxe Hana-
»eHbl. Ero ctoumocTb coctasnaet 700 000
py6. KoHeuHas LieHa MOXeT OTANYaTbCA: Mbl
ybeXxXaeHbl, YTO FPaMOTHbIN dpaHYan3nNHP
TpebyeT WHAMBUAYanbHOro noaxofa K
KaxZoMy MapTHEpPY. Y3HaTb O ¢paHwwuse
6orblue, paccunTaTb MPUMEPHYI BbIpYyuY-
Ky 3a TpW roaa, nosayuntb MepcoHasbHbIN
6M3Hec-NNaH U NPOKOHCYNbTNPOBATLCA CO
cneumnannucToM MOXHO, OCTaBMB 3asABKY Ha
HalleMm caliTe Uin NPOCTO NO3BOHMB HaM.

- Kakue nnaHel cmasum neped coboii
eawia KoMnaHusA Ha 6nuxatiwiue 20061?

— be3ycnoBHO, B HalM NiaHbl BXOAAT pas-
BUTUe 6M3Heca no ¢paHLWK3e U BbIXOL Ha
pbiHkn CHI 1 3apy6exba. Takxe Ha Aanb-
HeMwmnx 3Tanax pPasBUTAA U paclIMpeHuns
CBOEro B/IMAHNA areHTCTBO HeABMXMMOCTU
«ObIOYEP» 6ymeT ocywlecTBnATb AeATesNb-
HOCTb 1 B iPYTMX CErMeHTax pblHKa:

* PbIHOK MHBECTULNIN B POCCUMNCKIE 1 3a-
py6exHble NHBECTNPOEKTbI;

+ CPOYHbI BbIKYN aKTUBOB C TOProB
(6aHKpPOTCTBO);

* UIMOTEYHbI LIEHTP C akKKkpeAUTOBaHHbIMU
6aHKaMM 11 HaWVmMy NpepepeHLnaMU.

Mbl 1 B ganbHenwem 6ygem npugepxu-
BaTbCA HalMX LIEHHOCTeW, Cpefn KOTOPbIX
NnopAfOYHOCTb, CTPEM/IEHUe K COBEepLUEH-
CTBY M yBaXKeHMe K Tpaguumam.



- Mr. Maslov, tell us what market
segment does your company operate in
and what distinguishes you from other real
estate agencies?

- The company has been working on the
market for more than 8 years. During this
time, we have managed to compose a team of
professionals and build a successful business.
We are a full-service real estate agency and we
help our clients to solve any problems related
to real estate. The main segment in which
the company operates is the commercial and
housing real estate market of Moscow and
the Moscow region. We also deal with urgent
buyout of real estate.

Compared to many companies on the
market, which are focused exclusively on
achieving maximum profit, our company first
of all strives to fully satisfy our clients’ needs.
We keep our prices competitive, expand our
range of services, improve the quality of our
services and increase our profit.

We also believe that achieving great results is
impossible without a cohesive and professional
team. We create harmonious atmosphere in our
company in which the main rule for employees’
behavior is total commitment to their work.

We do not work under the template and
always try to go down to the heart of the
matter and take into account all the client’s
wishes in order to achieve the required result.

- There is a number of real estate agencies
that sell their franchises. Why did you
decide to enter the franchising market?

@unan

IN CLOSE-UP

Pavel Maslov:

"We lead our partners
by their hands
through all the
stages of building
and developing the
business”

Ceprugnoar

«Dpoucp»

he real estate market has stabilized after
the decline of the beginning of 2020 and

- Our experience and understanding of
the real estate market in this country has
shown us that our field often lacks both
professional and at the same time human
approach to solving our clients’ problems.
The decision to create the franchise was
a natural extension of our development.
It turned out that colleagues and clients
themselves pushed us towards it by their
questions and requests to help them
organize the same business for themselves.
We have already successfully opened our
first franchise in Voskresensk. Today
they are past the breakeven point and feel
very confident on the market. The main
thing is that we don’t leave our partners
behind after selling the franchise; we have
a whole set of measures for their support
and development. Figuratively speaking,
we take them by their hands through all
the stages of building and developing the
business. It is very important for us that our
future partners feel confident financially
and understand that in this company they
will always find support and assistance in
various situations arising in our business.

- What are the conditions for the purchase
of your franchise?

— The terms of sale are very simple. There
are two packages: Franchise Standard and
Franchise, Turnkey Startup. The Franchise
Standard package is suitable for those who
already have experience on the real estate
market, i.e. agents or novice agencies. The

the growth of the second half of the year. The
real estate business attracts many, but the idea
of starting a real estate agency from scratch
seems quite risky. Pavel Maslov, Head of the
FUTURE LLC office, told us how to receive help
and support from professionals by opening a
real estate agency as a franchise.

cost of the package is comparatively low,
only 350000 rubles. The second package
Franchise, Turnkey Startup is suitable for
those who want to get a ready-made agency
with full staff and working office, where all
business processes are already adjusted.
The cost of this package is 700,000 roubles.
The final price may vary: we are convinced
thata good franchise requires an individual
approach to each partner. You can learn
more about franchising, calculate the
approximate revenue for three years, get
a personal business plan and consult a
specialist by leaving an application on our
website or simply calling us.

- What plans does your company have for
the years ahead?

- Of course, our plans include the
development of our franchise business
and entry into the CIS and foreign
markets. Also, during further stages
of development and expansion of its
influence on the market The FUTURE
Real Estate Agency will operate in other
segments of the market:

- Market of Investments into Russian and
Foreign investment projects;

- Emergency buy-out of assets from
auction (bankruptcy);

- Mortgage center with accredited banks
and our preferences.

We will continue to adhere to our values,
which include integrity, commitment to
excellence and respect for tradition.
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EBreHus 316KuHa:

«DpaHLLIN3a —3TO eAUHCTBEHHbIN CNOCO6
MacLUTabnpoBaHMsa busHeca ¢ MUHUMM3ALMEN
npeanpuHUMaTENbCKAX PUCKOBY

r 0BOPA 0 QpaHyaii3nHre, NIOAN YaCTo AyMatoT UCKIOUMTENbHO 06 0JHOM yuacTHIKe — PpaHyaii3y, a
TaKe 0 Tex BONpocax, Kotopble Obin Obl CBA3aHbI C YCNOBUAMU MOKYNKI GpaHLLn3bl. OfHaKo, noMUMO
TaKoro BaXHOro acneKTa, CyLLecTBYeT eLué 0AvH — Npodaka camoil dpaHLLn3bl dpaHyaiizepom. CerogHa Mbl
obwaemca c EBrenmeii 3A6KnHoI, 0CHOBaTeNeM 0IHOI M3 CTapeiLLNX KOMNAHWIA MO CO3AAHNI0 11 BbIBEAEHNI
(paHLLK3 Ha pbiHOK, [K «KoHcanTukay, 1 y3HaeM, Kak NpaBUNbHO HayunTbCA yNakoBbIBaTb GpaHLLK3Y, @
TaKxe 0 TOM, KaK JJaHHbIil CErMEHT pblHKa NePexun nanaemuio.

«Hawa kKomnaHuA 6bla OCHOBaHa ceMb
neT Ha3aj B pamKax obLiero TpeHAa pbiHKa.
Torpa ¢paHyai3MHr TONbKO MOABAANCA B
TOM BUfE, B KAKOM Mbl €ro 3HaeM CerofHs.
K «KoHcanTuka» ABNsieTCcA OfHON U3 CTa-
penwmnx KOMMaHWiA, KOTopasa 3aHMMaeTcA
ynakoBKon ¢paHwwm3. Mpeanocbinkon K eé
CO3[aHMI0 CTaslo XenaHve MOHATb, novyemy
NpPOoV30LLY NPOBasbl GPaHLLN3 Ha POCCUI-
CKOM pblHKe. TakuMm APKUM NpUMepoMm AB-
NAeTCA KpyLueHne OaHoro 13 ambaccagopos
¢dpaHyansmHrosoro pbiHka — «L.M.P. MnaHe-
Ta roctenpummctBa» (6peHabl «Cbappo»,
«Enku-MNanku» v 1. A.). B npouecce aHanusa
CIIOXKMBLUENCA CUTYyaLUMn BbIACHUNOCH, YTO
0K0J10 95% KOMMaHuIM, KOTOPble TOrAa BbIXO-
Annv Ha GpaHYai3nHIOBbIA PbIHOK, 3aHMA-
JINCb YNAKOBKOW PppaHLUMN3bl CAMOCTOATESb-
HO, MbITadACb MpugymaTb TO, YTO, MO CyTH,
yxe 6bino npuaymaHo B Eepone u CLUA.
Takol nogxog 6bin KpaHe AONArMM, Mano-
3$PeKTUBHBIM 1 He MPUHOCKN CYLeCTBEH-
HbIX pe3ynbTaToB, a ppaHyan3n cTpaganm ot
HepocTaTKa onepaumnoHHbIX PeKoMeHZaLmin
N KOHTPONA KauyecTBa oKasaHuA ycnyr. [an-
Hble 0O6CTOATENbCTBA U CTaNV TOJTYKOM AJiA

CO3[aHMA Halen KoMNaHuW, KoTopas mno-
Morana 6bl co3faBaTb rPaMOTHYIO YNakoBKY
APYrM topuamyeckum nvuam. Boobue, co-
30aHne ¢paHLWm3 — 3TO OFPOMHBIN CMEKTP
3afjay, C KoTopbiMu nobol  KoMnaHum
KpaliHe C/I0XKHO CNpaBUTbCA COOCTBEHHbIMU
cunamun. Beab B 3TO NOHATME BKIOYEHDI He
TONbKO loprANYecKasn 3aunTa, AU3alH, Map-
KeTWHT, MPOABMXKEHME, HO N MHCTaNIAunA,
paboTa Cc nporpamMmHbIM obecrneyeHnem,
CRM, kagpoBoe 1 genonpon3BoacTBo, one-
paLMOHHaA [eATENbHOCTb N KOHTPOSb.
[OTOBbIX pelleHn Ha Halem PbiHKe He
CyLecTBYeT, U A Aymato, YTo B bnuKainee
BPEeMA OHU N He MoABATCA. ITO CBA3aHO B
nepByto oyepefb C TeM, YTO BCe KOMMaHUU
YHVKaNbHbI, Ja)ke eC/in HaxodATCA B O4HOM
CermeHTe: pasHble NporpaMmmMmHoe obecneye-
HUe, NOTUCTNKA, CUCTEMA BbIKNAAKM NPoayK-
LuKY, pasHblil TOBap M pa3Hoe obopyaoBa-
Hue. HanTun 3gecb CTaHZapT KparHe CI0MHO.
3aKa3umK, KOTopbIl K Ham obpallaercs,
nosy4aeT NATb KPYMHbIX 6I0KOB Nog Kitou:
1. [oroBopHon pa3gen - 3TO MOJSHbIN
KOMMJ/IEKT JOFOBOPOB U BCA OpUAMNYecKasn 3a-
wyta. Clofla BXOAAT pernctpaums ToBapHOro

3HaKa, BbIbOp CTpaTerMm MacltabupoBaHus,
MOAroTOBKa [OroBOPOB KOMMEPYECKOW KOH-
Lieccum 1 pasBUTHA [eATeNbHOCTY, IMLEH3NOH-
HbIX IOrOBOPOB, JOFOBOPOB MOCTaBKM U T. .

2. MakeT JOKYMEHTOB ANA npojaBLa —
npeseHTaums, prHaHCOBaA Mopfenb, Tpebo-
BaHUA K MOMELLEHUIO 1 NOKaLuK, a Takxe
WHble AOKYMEHTbI, KOTOPble MOTyT noTpe6o-
BaTbcA ppaHyalizepy u oTaeny ero npopax
[nA B3aUMOAENCTBUA C MOTEHLNASTbHbIM M0-
KynaTtenem ¢paHLn3bl.

3. bpeHabyk — pyKoBOACTBO MO MCMOb30-
BaHUO GUPMEHHOrO CTWUMA, HAauMHaA OT No-
roTMna v 3akaHuvMBas OAEXAOW U CTaHAap-
Tamun opOPMEHNA PO3HUYHON TOYKM.

4. OpaHuyansbyk (unu YuebHuk ¢paH-
Yar3m) — JOKYMEHT, KOTOPbI ONKCbIBAET He-
NOCPeACTBEHHYIO OMepPaLIOHHYI0 AeATesb-
HOCTb, OTKPbITUE U YNPaBJieHNe PO3HNYHOMN
TOYKOW.

5. MnaH npoasuKeHNa GpaHLLN3bI.

Apean Hawero npucyTctama — ot MeTpo-
naenoscka-Kamuatckoro po KasaxcraHa,
KblprbiacTaHa. Mbl paboTaem Ha Teppu-
Topun Bce Poccuiickon ®Pepepaun u B
6onblNHCTBE cTpaH CHI.

«Hawa komnaHus umeem 0ecasmKuU pasIu4HeIX Hazpad u 671az2o-
dapHocmet 3a nepuod pabomel. Ml pabomaem ¢ makumu cmpyk-
mypamu, kak «Mot 6uzHec», «<Mabiti 6uzHec Mocksbi», LleHmp noo-
0epXXKU npednpuHuMameredi, Mopao8o-NPOMbIULIEHHbIE NAIAMbI,
cocmoum 8 Pocculickol accoyuayuu ppaHyatizuHea, umeem Hazpa-
Obl «3d 8K/1A0 8 pazgumue paHyatiauHea e Poccuu» (2019 200).

onynapHocMb paH4aliauHea Ce2o0Hs HACMOJIbKO BbICOKd,
ymo MHoaue cybvekmel Pocculickol ®edepayuu noddepxxusarom
padzeumue paHyalizuHea 8 C8OUX pe2UoHAX HAa NPAsUMesTbCMEeH-
HOM ypogHe. Bedb peauoHanbHele hpaHwiu3el — 803MOXHOCMb O1s
KDYNHbIX pe2uoHasbHbIX Npednpuamul U HaYUHAWUX npeonpu-
Humamernel ycusaums No3Uyuu Kak 8 CBOEM pe2uoHe, mak U 3da e20
npedenamu. OpaHwu3a — 3mo Hosble huauaIbl, 3Mo ycuneHue
npednpuHUMamesbckoli 2pdMOMHOCMU, 3MO yeenuyeHue pabo-
yux mecm, yeenudeHue 00xo008 HaceneHus. OpaHwusa — pazeu-
mue 8 yucmom gude.

WHmepec K opaHyuatiuHey 8bICOK He MoJsibKo 6/1a200apsa MUHU-
MU3ayuu npednpuUHUMAmesbCKUX pUCKO8, ysesudeHulo 00X0008
u macwmabuposaruto. [leo 8 mom, Ymo paHyausuHe KpatiHe
HeobbI4HO 8e0ém cebs 8 Kpu3uc. Kak nokaseileaem npakmuka, 4em
CUNbHee Kpu3uc, mem 8bllle cnpoc HA (paHwiu3y, mak Kax oou
CmpemMAamcs UHBecmupo8ams 8 6U3HEC U, eCmecmaeeHHO, Xesaom

RUSSIAN BUSINESS GUIDE {MAPT 2021}

CHU3UMb pucKu. To3momy 8 naHoemuto cnpoc Ha hpaHwWu3sbl He
MOJIbKO He CHU3UJICA, HO U NOBJIUAJ HA pa3sumue HO8bIX HANPas-
neHul. K makum HanpasneHuam MOXHO OMHeCmu Maza3uHsl Npo-
OyKmo8 UMNyJIbCHO20 U exe0He8H020 CNPOCd, KOHCA/IMUH2, OH-
natiH-o6y4eHue. [ToAsunuce Ho8ble MpeHObl, KOMopele U3MeHUIU
PLIHOK (hpaHyatizuHea. Takue xe ucmopuu Mel Ha61100aU U 8 Opy-
2eue Kpusucel, Hanpumep 8 2014 200y. B 3mom 200 Ha pbIHOK 8bIUWJIO
02POMHOe KOJIU4ecmao Ho8bIx (hpaHwu3 8 ceemeHme ycsye. Cehop-
MUpOBA/IUCL MaKue HanpasJsieHus, Kak, Hanpumep, 6apbepwionel
u/lu MEHMAasbHaa apugmemuka.

Cmoum ommemume, Ymo pbIHOK hpaHyalizuHea 8 Poccuu mose-
KO Ha4yuHdem aKmMuBHO paA3eusamscs U Habupaem 060poMbl.
Moka 8bl Humaeme 3my cmameto, KmMo-mo yxe npuobpemaem usu
co30aém cgoto (ppaHwuzy. [ina makux KoMnaHul Mol 8Heopsem
Hosble NpoOyKmMbl — 0by4YeHUe NO CaMoCcmoAmMesbHOMY CO30aHUI0
paHwus.

B Hawel komaHOe Kaxoblli cneyuasaucm 3aHUMaemcs C80UM
0esioM, a Hawa 3a0aya 3aksa4yaemca 8 mom, Ymobsl No0obpame
HY>HOe KoJlu4ecmaeo cneyuaaucmos, Komopblie 6yoym yoossiemao-
pAMb Mpebo8aHusA 3aKaz4ukos. Mbl cmpemumca K momy, Ymobebl
Kax0bllU Haw KJueHm noJsiy4yusl omeemsl HA 8Ce C8OU 80NPOChI 8
pamkax Haweu KomnaHuu?!»



hen talking about franchising, people often think exclusively of one

participant — the franchisee, as well as those issues that would be related
to the terms of buying a franchise. However, in addition to such an important
aspect, there is another one - the sale of the franchise itself by the franchisor.
Today we are talking with Evgeniya Zyabkina, the founder of one of the oldest
companies that create and launch franchises on the market, Konsaltika Group
of Companies, and learn how to properly package a franchise, as well as how

this market segment survived the pandemic.

Evgeniya Zyabkina:

"Afranchiseis the only way to scale a business
while minimizing entrepreneurial risks’

IN THE CENTER OF THE ACTION

“Our company has received dozens of different awards and
gratitude for the period of work. We work with such structures as
My Business, Small Business of Moscow, the Center for Support
of Entrepreneurs, Chambers of Commerce and Industry, we are a
member of the Russian Franchising Association, we have awards “For
contribution to the development of franchising in Russia” (2019).

The popularity of franchising is so high today that many constituent
entities of the Russian Federation support the development of
franchising in their regions at the government level. After all, regional
franchises are an opportunity for large regional enterprises and start-
up entrepreneurs to strengthen their positions both in their region
and beyond. A franchise means new branches, it means an increase
in entrepreneurial literacy, an increase in jobs, an increase in the
income of the population. Franchise is pure development.

Interest in franchising is high not only due to minimization of
entrepreneurial risks, increased income and scaling. The point is that
franchising behaves in an extremely unusual way during a crisis. As
practice shows, the stronger the crisis, the higher the demand for

franchises, as people tend to invest in business and, naturally, want to
reducerisks. Therefore, during the pandemic, the demand for franchises
not only did not decrease, but also influenced the development of new
directions. These areas include stores of products of impulse and daily
demand, consulting, online training. New trends have emerged that
have changed the franchise market. We saw the same stories in other
crises, for example, in 2014. This year, a huge number of new franchises
in the service segment entered the market. Such directions as, for
example, barbershops or mental arithmetic were formed.

It should be noted that the franchising market in Russia is just
beginning to develop actively and is gaining momentum. While you
are reading this article, someone is already purchasing or creating
their own franchise. For such companies, we are introducing new
products — training on creation of franchises on your own.

In our team, each specialist is engaged in their own business, and
our task is to select the right number of specialists who will meet
the requirements of customers. We strive to ensure that each of our
clients receives answers to all their questions within our company!”

The customer who contacts us receives five

“Our company was founded seven years
ago as part of the general market trend. Back
then, franchising was just emerging as we
know it today. GC Konsaltika is one of the
oldest companies involved in packaging
franchises. The prerequisite for its creation
was the desire to understand why there were
franchise failures in the Russian market.
Such a striking example is the collapse of one
of the ambassadors of the franchise market -
G.M.R. Planeta Gostepriimstva (brands
Sbarro, Yolki-Palki, etc.). In the process of
analyzing the current situation, it turned out
that about 95% of the companies that then
entered the franchise market were engaged
in packaging the franchise on their own,
trying to come up with something
that, in fact, had already been
invented in Europe and the
United States. This approach was
extremely long, ineffective and
did not bring significant results,
and franchisees suffered from a
lack of operational advice and
quality control of service delivery.
These circumstances became
the impetus for the creation of
our company, which would help
create competent packaging for

other legal entities. In general, the creation
of franchises is a huge range of tasks that it is
extremely difficult for any company to cope
with on its own. Indeed, this concept includes
not only legal protection, design, marketing,
promotion, but also installation, work with
software, CRM, personnel and office work,
operational activities and control.

There are no ready-made solutions in our
market, and I think that they will not appear
in the near future. This is primarily due to
the fact that all companies are unique, even
if they are in the same segment: different
software, logistics, product display system,
different products and different equipment. It
is extremely difficult to find a standard here.
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large turnkey blocks:

1. The contractual section is a complete set of
contracts and all legal protection. This includes
registering a trademark, choosing a scaling
strategy, preparing commercial concession and
business development agreements, licensing
agreements, supply agreements, etc.

2. A package of documents for the seller -
presentation, financial model, requirements
for premises and locations, as well as other
documents that may be required by the
franchisor and its sales department to interact
with a potential buyer of the franchise.

3. Brandbook - a guide to the use of
corporate identity, from the logo to clothing
and retail outlet design standards.

4. Franchise book (or Franchise€’s
Manual) - a document that describes
the direct operating activities,
opening and management of a retail
outlet.

5. Franchise promotion plan.

The area of our presence is from
Petropavlovsk-Kamchatsky to
Kazakhstan, Kyrgyzstan. We work
throughout the entire Russian
Federation and in most of the CIS
countries.”

0000000000000
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B LLEHTPE COBbITUI

ONTUKA

celTb CaJIOHOB

- PbIHOK onmuKu, KaK U 3KOHOMUKAd 8
yesiom, 3a Nocs1e0HUli 200 NepeXKus C/I0X-
Hble BpemeHa. OOHAKO cumyayus noKasa-
Jia, Ymo daHHbIli moeap, HecMomps HU Ha
ymo, ocmaémca eocmpebosaHHbiM. Kak
6b1 8b1 OYeHUIU cumyayuro?

- B Havane naHgemun, KOHeYHo, BCe Mbl
HaxoaWNUCb B HaMpPsKeHUKW, HEKOTopble
NPOoeKTbl 3aTOPMO3MAncb. ONTUKK B yncie
MHOMUX APYrMX OpraHv3auuii 3aKpbiiu, HO
npoanuioch 3To Heaonro. Bckope OnTuye-
CKan accoumauua BbilWa C NPeasioKeHnem
OTKPbITb CaoHbl, TaK KakK OYKM — 3TO TOBa-
pbl, MOXHO CKa3aTb, NepBol Heob6XoLMMO-
cTu. Mo3ToMy CrycTsi IBe HEAENN Mbl CHOBa
MOJTyYnSIN BO3MOXKHOCTb paboTaTb. [oxofbl,
pasymeeTcs, ynanu Ha MojioBUHY B anpe-
fe-Mae, HO C VIOHA MO CeHTAGPb cpaboTan
OT/IOXKEHHbIN CMPOC, N HALLa BbIpyyKa Gbina
6onblue, yem Koraa-nnoo.

OceHblo aKTMBMPOBANNCH Te MaPTHEPDI,
KOTopble fenanv naysy Ha nepuop naHge-
MUK, Y K KOHLY MPOLWJIOro — B Hayase 3To-
ro roga y Hac 6biia cepurisi OTKPbITUIA HOBbIX
CasIoOHOB.

- Bawa KomnaHus - 00Ha us cmapeliwiux
Ha pbIHKe pocculickol onmuku. Pacckax<u-
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me HeMHO020 06 ucmopuu KoMnaHuu, K Ka-
Koli moYKe pazeumusi 8bI npuwisiu celiiyac?

- lOpuanyeckoe nMUoO Mbl 3aperucrTpu-
posanu B 1998 rogy. Hauann ¢ pbiHKOB 1
naBuIboHOB, a B 2001 rogy OTKpbinu nep-
BbIl MarasuH B LeHTpe MocKBbl: 3TO 6Obina
Hebonbluas ONTUKa CO CBOWM KabWHETOM
Bpaya. B 3Tom e rofy poamnocb n Hawe
Ha3BaHue — «OnTmmuct OnTuka». Bce Tpu
yuypeauTens noHavany pabotanu npogasLa-
MU B CBOEM NEPBOM CaJIOHe.

Mbl pewmnnyu npopaBaTb MMEHHO OYKW,
NMOTOMY UTO OMTMKA — BbICOKOMapP>KUHaJIb-
HbIi GU3HEC, PUCKM 3[eCb MVHUMaJbHbI.
[locTaToOUHO nepecTynuTb TOUKy 6e3yObl-
TOYHOCTU, @ Jasblue yxXe uayT Xopoluune
nprbbINU. 1 NOTOM 3TO [OBOJSILHO CBOEO6-
pa3Hblll GU3HEC Ha CTbIKe 3A0POBbA 1 Kpa-
COTbI, FAe Tbl Moslyyaellb 61arogapHoOCTb OT
CBOMX KJIMEHTOB 3a nomolub. [ocToAHHO
NoABMAIOTCA KaKne-TO HOBble TEXHOOMUH,
KOTOpble HY)XHO OTC/IEeXMBATb, MEHSEeT-
cAa mopa. [MosToMy 3aHMMaTbCA OMTUKOM
HeCKy4HO.

CeropHA y Hac YETKO BbICTPOEHHasA CTpa-
Terus no 3akyrkam, B HalVX CafoHax npeg-
CTaBneHbl KakK M3BeCTHble OpeHfbl, Tak 1
Haly YacTHble MAPKM OYKOB, KOHTAKTHbIX

rna3a — 3T0 He TO/bKO 3epKaio AyLUW, HO U NpobnemHas
30Ha bonbLLeil YacTh coBpeMeHHbIX Ntogeli. 1o AaHHbIM
cratuctukm BO3, npobnembi co 3peHnem nmeeT He MeHee

2,2 MIpA YenoBek B0 BCEM mipe. [103T0My 0UKM 11 KOHTaKTHble
JINIH3bI Ha CErOAHALIHMIA AeHb ABNAKTCA ANA 3HAUUTENBHOTO
yucna niofei Toapom nepeoil Heobxoaumoctu. lMoabupatb
MOAXOAALLME OUKM NlyuLLe y Bpaya-odTanbMosnora uim
ONTOMETPUCTA C MeULMHCKMM 00pa3oBaHmeM, Befib 0T 3TOr0
0ynet 3aBuceTb KauecTBO BaLlero 3peHus. 0 coBpeMeHHbIX
TeHAEHUNAX Pa3BUTUA OTPAC/H, A TAKXKe 0 TOM, KaK OTKPbITb
canoH nog 6pengom «Ontumuct OnTuka», pacckasan
reHepanbHbIi gupekTop cetin Anekcanap MapaxoBckuii.

AnekcaHap MapaxoBCKMI:

«ONTUKA —3TO
BbICOKOMAaPXKMHATbHbIV
bU3HeC»

onTuUMUCT

NIVH3 U CPeAcTB Ana yxopa. [v3aiH o4YKoB
Mbl paspabaTbiBaem camu. Mory C nosHoi
YBEPEeHHOCTbIO CKa3aTb, YTO Halla COOCTBEH-
Hasf MPOAYKUMSA MO KauyecTBy He ycTymaer
6peHoBOA.

- B chepe onmuyeckux moeapos u ycniya
npedcmasneH pAd ppaHyalizauUH208bIX
KomnaHul. Kakue eawiu KOHKypeHmMHbole
npeumywecmea ebl Mo2/1u 6ol Ha3eame?

- lMNepBbilt canoH B pamkax ¢ppaHyarisnHra
oTKpbinca B 2010 rogy, Korga oavH U3 Ha-
LWMX MOCTaBLYMKOB MOMPOCUI NMOMOYb emy
OTKPbITb CanoH onTuku. Mbl npegnoxunu
OTKPbITbCA MOA Hallen TOProBor MapKoW.
MonyumB oOMbIT OTKPLITUA MNaPTHEPCKOro
CafioHa, Mbl pewuny npoasuratb ¢pax-
yansuHr. B 2016 rogy nposenv pebpeHauHr
M Hayanu 6oree aKTVBHO pa3BMBaTb 3TO
HanpaeneHue. MNoaroToBUAN NpeasioKeHne
nA napTHEPOB MO TOpProBomy 060pyAoBa-
HIIO TaK, YTOObI 3TO 6bINO HeOPOro 1 Kpa-
cuBo. Pa3Butne PppaHyai3nHra NoacTerHyno
pa3BuTUEe COOBCTBEHHON PO3HULbI, MOABM-
NUcb 06OPOTHbIE CPEeAcTBa, KOTOpble Mbl
CMOTNV BKNaAblBaTb B Pa3BUTHE CBOVIX Cano-
HOB, B pe3ynbrate ¢ 2016 roga Mbl BbIpOCAn
NpYMepPHO B TPY pasa.

CerogHA Mbl B3ANMM KypC Ha ONTUMMK3a-
unto, pewunu 6Gonblue BKNagpliBaTb B Me-
OVUVHCKYIO 4YacTb, MepcoHan, obyuyeHue,
passuTre IT-UHGPaCTPYKTYpPbl N MAPKETUHT.
Ha cBoém cante mbl cospganu nnatdopmy,
Ha KOTOPOW MOryT obyyaTbCcA COTPYLHUKM.
Benb ycnewHocTb Hawero 6r3Heca CUNbHO
3aBMCUT OT MepPCOHasa, HYy»KHO MOCTOAHHO
3aHMMaTbCA OOyuyeHueMm, TecTUpPOBaHVEM
COTPYAHVKOB.



Ecnv roBoputb 0 npermyLlecTsax, To Ux y
Hac JOCTaTOYHO MHOro. Hanprmep, B Hallem
[lOroBope MpOMMCaHo, 4YTO Mbl Npodaém
BCE MO LeHe gUCTpUObIOTOPa, YTO rapaHTu-
pyeT conoctaBuUMyto C LPYrMmy UrpoKamm
MapXMHaNbHOCTb. B HaWKMX canoHax MHOro
6peH0BON NPOAYKLMI, KOTopasa B Nocnea-
Hee Bpems Nosb3yeTcA 0coObIM CMPOCOM.

MoHO NMpofaBaTb MaKeTHble BapUaHTbI
TUNa «BCE MO NATb TbICAY», 3TO AOBOJIbHO
NpocTo, HO NPU 3TOM HeT WHAWUBUAYaNb-
HOro noaxoAa K KiAveHTy. Mbl Bbl6panu
6onee CNOXHYl0 Mofenb, HamnpaBieHHY
Ha TLWATe/IbHOEe BbIICHEHME MOTpebHOoCTEN
KNMEeHTa, B TOM 4YuUCsie U NPy NMOMOLM Ka-
YeCTBEHHOFO MefuLMHCKOro cepsuca. Mol
OEMOHCTPUPYEM KINEHTY Npu NoMoLuuy cne-
LManbHOrO MporpaMMHoro obecnevyeHus
CBOWCTBA BbICOKOTEXHOMOMMYHbIX NIMH3. 3a-
YacTyto KIMEHT He OPUEHTMPYETCA B COBpe-
MEHHbIX TEHAEHUMAX U MPUXOAUT 3aKa3aTb
npocTble o4kK. Hawa uenb — nepeopuneHTu-
poBaTb ero Ha NpPemMuasbHylo OMTUYECKYHD
npoaykuuio. [InA 3Toro nNpopaasLy HYXHO
yBepeHHO ceba uyBCTBOBaTb, 06najatb
ry6oKkMN 3HaHUAMK. Takad cxema opwu-
E€HTMPOBAHA He Ha KOJIMYECTBO, a Ha Kaue-
cTBO. [MO3TOMY B Hallel ceTu AOCTaTOUYHO
BbICOKMI cpefHui Yek. CpefHAA CTOMMOCTb
3aKkasa B Mockse n MO - 14 500 py6., B
ocTanbHbIX pernoHax — 8000 py6. Ho 31o He
3HAYWT, YTO Y HAC HET SKOHOMMPEANOXKEHMA.
CraHfapTHbIe OYKM MOXHO 3aKa3aTb B «On-
TummncT OnTrke» ot 1000 go 5000 py6.

OpHO 13 NpenMyLIecTB — CO3AaHNe CBOeN
MapKN KOHTAKTHbIX JIMH3. ITO MyTb Tpagw-
LIMOHHOIO Pa3BUTMA €BPOMENCKMX CaIOHOB
ONTUKYK, MO KOTOPOMY MOLAN WU Mbl, CO3MaB
YaCTHYIO MApPKy KOHTaKTHbIX JIMH3 1 CpefcTs
no yxogy nop 6peHgom Free Eyes. CerogHs
OMTUKN YacTO UCMOMb3YIOT A TOro, YTOObI
NpunTY 1 NoJobpPaTb KOHTAaKTHbIE JIMH3bI, a
NMOTOM NPUOBPECTU VX B HTEPHET-MarasvHe.
YacTHasa Mapka NIMH3 Mo3BOMAET HaM yaep-
»KaTb KMMEHTa: OH MPUXOAUT UMEHHO 3a Ha-
UMM MPOLYKTOM, KOTOPbI MO KayecTBy npe-
BOCXOAMT MHOTMe MonynAapHble Mapku. Ona
NMPOABMKEHUA YaCTHOW MapKy pa3paboTaHa
TakK Ha3blBaeMas MporpamMma MeguLMHCKOro
MapKeTUHra, Korga OnTUKy HauMHaT BOCNpu-
HUMATb KaK LIeHTP MegULIMHCKOTO cepBuca.

Takxe Mbl nocnegHue 10 fieT aKTUBHO
pa3BMBaeM HarnpaBfieH/e OPTOKepaToso-
T — HOYHble NNH3bI. Hawm napTHEpbI no
dpaHLWK3e TakKe MOTyT OTKPbITb KabuHeT
opToKepaTonorun y cebs, ecnm y Hux byaert
Takoe >kenaHue. Ceyac B HaWMX CafloHax
nosiBUnacb ycayra no nogbopy creyuvanb-
HbIX JETCKMX KOHTAKTHbIX JINH3, NO3BOJSAIO-
LWMX OCTAaHOBUTb Pa3BUTUE MUOMUN.

Ewé opgHO u3 npemmyects cOCTOUT B
TOM, YTO Mbl WCMOMb3yeM CanoHbl MapT-
HEPOB KaK TOUYKUN CaMOBbIBO3a MHTEPHET-Ma-
rasuHa, 1 3To JaéT JOMONHUTENbHbIA MPUTOK
KNneHTOB. Takxe npepnaraem napTHEpam
6ecnnaTHO Ha Hallem caiiTe OpraHM30BaTb
COOCTBEHHbIN MHTEPHET-MarasuH.

YacTo nog Haw 6peHp nepexomaT canoHbl
13 gpyrmnx ¢paHwwms. A 3TO rOBOPUT O TOM,
UTO HaLM YCNoBYA 6onee MHTEPECHbIe, YeM
Y KOHKYPEHTOB.

- Ha kakux ycnosusx ebl npodaéme
¢paHwu3y u kakoea eé€ cmoumocmo?

— Y Hac eCcTb Cepbé3Hblli OTAEN NOAAEPK-
KW, KOTOpbIi 6epéT Ha ceba Becb npovecc
OTKpbITMA. Mo Kaxkaomy npoekTy paboTaet
nopsagka 20 meHexepos. Mpexge yem nog-
nucatb AoroBop ¢paHwWm3bl C NAPTHEPOM,
Mbl MOAbICKMBaEM Nopxofsliee MecTto Ans
canoHa. [lepBoHayanbHO onnata CocTaB-
naet 80 Tbic. pybnen, Kyaa BxopAT pabota
Av3aliHepa, NULEH3UA Ha Haly nporpam-
My M Apyrme pacxofbl MO MporpaMMHOMY
obecneyeHunto. [lanblue Mbl yxe cocTaBnaem
AN3aliH-NPOeKT, cuMTaemMm CTOUMMOCTb U CO-
rnacoBblBaeM MPOEKT € NapTHEpPamu. Y Hac
ecTb nofpobHbIN 6peHAdyK, rae nponuvca-
HO BCE: OT MpaBuWJ1 PacnoNioXKeHNA TOBapOB
[0 LBETOB KpacKW, KOTOpble MCMONb3yloTCA
npy opopmneHnun. Haw uHxeHep no co-
NPOBOXIEHNIO BCErga Ha cBA3n. B obuiewm,
MOTY CKa3aTb, YTO Y KOMMaHUM OYeHb CKpPY-
Nyné3Hbln U AeTanbHbIV NOAXOA K OTKPbITUIO
CaJIOHOB NOJ HalUM 6peHAoM.

B nocnepgHee Bpems Mbl 60fblle OTHO-
cuM cebAa K cpefiHEMY LIeHOBOMY CETMEHTY.
OTKpbITWE canoHa 060naéTca B 2,3 MIH pyo.,
6e3 yyéTa 3aTpaT Ha PeMOHT 1 apeHgy. /1 ato
Oy[eT CanoH C KaYeCTBEHHbIM MEAULIVHCKAM
060pyaoBaHUEM, C XOPOLLEN BbIK/IAAKON 13-
BECTHbIX OpeH0B.

Celyac ™Mbl ewé 6onblue ycUnUAM Nog-
LEepXKKYy CanoHoOB, Hanpumep, BeAéM BU-

B LLEHTPE COBbITUI

LAeoHabniofeHre, YTO MO3BOJIAET BbIABUTH
KaKne-To OTK/IOHeHus B paboTe nepcoHarna.
XOTA Tako KOHTPOJSIb He Bcerga HpaBuTcA
napTHEpPaM, OH CAYXUT 418 NOALEPMKaHUA
BbICOKOTO KayecTsa paboTbl.

Mbl cnegum, 4To6bl B HALLKX CaioHax pa-
60Tanu TOMbKO AUMIOMUPOBAHHbIE Meaw-
LMHCKME creumanmucTbl. Mo MoeMy MHEHWIO,
CKOPO MHOTVE NPEASIOKEHNSA MO ONTHKE Yil-
JYT B UHTEPHET 1 LEHHOCTb TaKMX CafioHOB
6ymeT B ycnyrax. Y Hac eCTb raBHblA Bpay
COGCTBEHHOW PO3HMLbI U [NaBHbIA Bpay
no ¢paHLuM3e, KOTOPbIN CNEeAnT 3a Meaw-
LUVMHCKUMW CrieumanucTamnm v HanpasnseT
MX BOBpeMs Ha obyuyeHue, NMpPOBOAMT Ma-
cTep-Knacchl.

- OYKU U KOHMAKMHbIe NIUH3bl - Mo-
8apbl, Komopble HyX<Hbl 8 J1I060l moyke
cmpanel u mupa. Kakoe apean npucym-
cmeus eaweli KOMnaHuu u cobupaemeco
J1u 8bl U Oasibuwie e20 pacuwiupAme?

— Ceitvac y Hac 6onee 70 canoHos, npu-
MepHO 40 13 HUX CKOHLEHTPUPOBAHO B
Mockee 1 obnact. Mbl perynapHo yvacT-
Byem B MPOQUIIbHbIX BblCTaBKax, Ha KOTO-
PbIX 3aMHTEPECOBAaHHOCTb B HAC BblpaXkaloT
nioan u3 KasaxctaHa, benapycu, Y36ekuncra-
Ha. Moka Mbl ewé He paboTaemM B AaHHbIX
CTpaHax, HO B HaLLMX MaHax ecTb BbIXOA Ha
3TV PbIHKN.

CeTb HalWX CanoOHOB BXOAWUT B [ecAT-
KY KpYMHeMWwnx ceTein casioHOB ONTUKN B
Poccun. A1 cuntato, 4to 3TO Xopolwmnn pe-
3ynbTaT ¢ YY4ETOM TOro, YTo PppaHyanm3nHr
Mbl CTanu NMOMHOLEHHO Pa3BMBaTb TOMbKO
c 2016 ropa.
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IN THE CENTER OF THE ACTION

Alexander Marakhovsky:

o, ONTUMKUCT
ONTUKA

"

"Opticsis ahigh-margin business’

yes are not only the mirror of the soul, but also the area of concern for most people today. According to WHO

statistics, at least 2.2 billion people worldwide have problems with their eyesight. That is why glasses and contact
lenses are nowadays the first necessity for a large number of people. When choosing appropriate lenses, it is better to
consult an ophthalmologist or a medically trained optometrist as the quality of your sense vision will depend on it.
Alexander Marakhovsky, Director General of the Optimist Optica chain, told us about current trends in the industry, and
explained the ways to open a salon under the Optimist Optica brand.

- The optics market, like the economy
as a whole, has experienced difficult times
over the past year. However, the situation
has shown that this product, regardless of
events, remains in demand. How would you
assess the situation?

- At the beginning of the pandemic,
of course, we were all under stress, some
projects stalled. Optics, among many other
organizations, closed down, but it didn’t last
long. Soon the Optical Association came out
with an offer to open salons, because eyewear
was a product of basic necessity so to say. So,
after two weeks we were able to work again.
Of course, revenues fell by half in April and
May, but from June to September the pent-
up demand materialized and our revenues
were higher than ever.

In the autumn, those partners, who had
paused during the pandemic, activated, and
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by the end of last year and the beginning
of this year we had a series of new salon
openings.

- Your company is one of the oldest on the
Russian market of optics. Tell us a little about
the history of the company and what stage of
development have you reached by now?

- We were registered as a legal entity in
1998. Starting with markets and pavilions, in
2001 we opened our first shop in the center of
Moscow: it was a small optical shop with its
own doctor’s office. The same year, our name,
Optimist Optica, also appeared. At first, all
three founders worked as salespeople in their
first salon.

We decided to sell eyewear because optics
was a high margin business and the risks here
were minimal. It is enough to get past the
breakeven point, and then there are already

good profits coming in. Furthermore, it is
quite a peculiar business at the intersection of
health and beauty, and you get gratitude from
your clients for your help. There are always
new technologies and new fashion trends to
monitor, so it’s not a boring business. That is
why it is not boring to be engaged in optics.

Today we have a well-developed
procurement strategy, and in our salons, we
have well-known brands as well as our own
brands of glasses, contact lenses and care
products. We design our glasses ourselves.
I can say with complete confidence that our
own products are of the same quality as the
branded ones.

- There are a number of franchisees
in the optical goods and services sector.
What would you name as your competitive
advantages?



— We opened our first franchised salon in
2010, when one of our suppliers asked us to
help him open an optical salon. We offered to
open under our brand name. After gaining
experience in opening a partner salon, we
decided to promote franchising. In 2016
we rebranded the business and began to
develop it more actively. We prepared an
offer for partners on shop equipment so that
it would be inexpensive and beautiful. The
development of the franchise has stimulated
the development of our own retail business,
there was some working capital which we
were able to invest in the development of our
showrooms, and as a result we have grown
about threefold since 2016.

Today, we have taken a course towards
optimization and decided to invest more in
the medical part, staff, training, development
of the IT infrastructure and marketing. We
have created a platform on our website on
which our employees can learn. After all, the
success of our business strongly depends on
our staff, we need to be constantly engaged in
training and checking our employees.

If we talk about advantages, we have plenty
of them. For example, our contract states that
we sell everything at the distributor’s price,
which guarantees a margin comparable
to other players. We have a lot of branded
products in our showrooms, which have
been in particular demand recently.

One can sell package options like
“everything for five thousand each’, it’s quite
simple, but there is no individual approach
to the customer. We have opted for a more
sophisticated model, aimed at figuring out the
client’s needs through careful consideration,
including with the help of a quality medical
service. We demonstrate the properties of
high-tech lenses to the client with the help
of special software. The customer is often

unfamiliar with the latest trends and comes
to order simple lenses. Our aim is to guide
them to premium optical products. In order
to do so, the salesperson must be confident
and have in-depth knowledge. This scheme
is focused on quality rather than quantity.
That is why our network has a fairly high
average bill. The average cost of an order in
Moscow and the Moscow region is 14,500
roubles, and in the rest of the regions it is
8,000 roubles. But that doesn’t mean we don't
have an economical offer. Standard glasses
can be ordered at Optimist Optics from
1,000 to 5,000 roubles.

One of the benefits is the development of
our own brand of contact lenses. This is the
way European opticians have traditionally
developed, and we have followed this path
by creating a private label for contact lenses
and care products under the Free Eyes
brand. Nowadays people visit opticians to
choose contact lenses and then buy them
from an online shop. Private label lenses
allow us to keep our customers coming back
for a product that is of superior quality to
many popular brands. We have developed
a so-called medical marketing programme
to promote the private label, according to
which an optician is perceived as a medical
service center.

Also, for the last 10 years we have been
actively developing orthokeratology — night

lenses. Our franchise partners can also
establish an orthokeratology office if they
wish to do so. Our salons now have a service
to choose special children’s contact lenses to
stop the development of myopia.

Another advantage is that we use partner
stores as pick-up points for our online
shop, which gives us an additional influx of
customers. We also offer our partners to set up
their own online shop on our website for free.

IN THE CENTER OF THE ACTION

Often, stores from other franchises come
under our brand. This means that our
conditions are more interesting than those of
our competitors.

- On what conditions do you sell the
franchise and what is the cost?

— We have a serious support department
which takes care of the whole opening
process. There are about 20 managers
working on each project. Before we sign a
franchising agreement with a partner, we
look for a suitable location for the center.
The initial fee is 80,000 roubles, which
includes the designer’s work, the license
for our software and other software costs.
Afterwards, we prepare a design project,
calculate the cost and negotiate the project
with the partners. We have a detailed brand
book where everything is spelled out: from
the rules for the positioning of goods to
the colour of the paint used in the design.
Our support engineer is always in contact.
In general, I can say that the company has
a very meticulous and detailed approach to
opening salons under our brand.

We have lately classified ourselves more
in the middle price segment. Opening a
salon will cost 2.3 million roubles, not
including repair and rental costs. And it
will be a salon with high-quality medical
equipment, with good exposure to well-
known brands.

We have now strengthened our support
for the outlets even further, for example by
keeping video surveillance, which allows us
to identify any deviations in the work of the
staff. Although the partners do not always
like this kind of monitoring, it serves to
maintain the high quality of work.

We make sure that only certified medical
specialists work in our salons. In my
opinion, many optical offers will soon go
online and the value of such salons will be in
services. We have a head doctor in our own
retail and a head doctor for the franchise,
who monitors medical specialists and sends
them for training in time, as well as conducts
master classes.

- Eyeglasses and contact lenses are
products that are needed anywhere in the
country and around the world. What is the
geographical reach of your company and do
you plan to expand it further?

- At the moment we have more than
70 outlets, about 40 of which are located
in Moscow and the Moscow Region. We
regularly take part in specialized exhibitions
at which people from Kazakhstan, Belarus
and Uzbekistan express an interest in us. We
do not yet operate in these countries, but we
have plans to enter these markets.

Our chain is one of the ten biggest chains
of optical salons in Russia. I think this is a
good result, considering that we started to
tully develop franchising only in 2016.
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MWCCUA BbINMOJTHUMA

—Hamanes, yxe 6onee 20 nem PINYAGIN
CORPORATION 3anumaem nuoupyrouwjue
nosuyuu Ha peiHKe 0emcKozo pemelina.
MooOHbIl 0om npuobpén uzeecmHocmeo 6
mupe 0emckoli MoObl U OUHAMUYHO pas-
sueaemcs, umes 8 akmuee hazmMaHcKull
6ymuk e Map6enve (Mcnanus) u ceme co6-
CMeeHHbIX PO3HUYHbIX MA2d3UHO8 8 Kpyn-
Heliwux mopzaoebix yeHmpax Mockeel. Ho
y 8ac mak)<e MHO20 napmHEpPoe-ppaH-
4aiizu 8 camsix pasHeix cmpaHax Eeponel,
Poccuu u CHI. «Cemba» eawux ¢ppanyatiau
npoodosmkaem npupacmame?

— Mbl aKTVBHO pa3BuBaemM ¢paHyaii3nH-
FOBYI0 CeTb: Ha [aHHbIA MOMEHT OTKPbITO
60nee 30 6yTUKOB, N Mbl HE HAMEPEHbI OCTa-
HaBnvBaTbcA! Hawa KamnaHma akTMBHO pas-
BUBAET MapTHEPCKYIO CETb Ha TEPPUTOPUAX
Kak Poccnn n CHI, Tak 1 EBponbl, AMepurKu.

- Ha Kakux ycnoeusx MOXHO cmamb
¢panyaiizu eaweii komnaHuu? Kakue
mpe6oeaHusa 8bl npedwvAssAeme K HUM,
Kakue ycnyau npedocmaenseme?

- B pamkax coTpyAHMuYecTBa Mbl rapaHTu-
pyem rosHoe BefeHue Halwwvx dpaHyansm.
[enaem pacyéT nNo TOBAaPHOMY HamMOJSHEHWIO,
npefocTaBnAemM Mopenb pPasBuTMA  OusHe-
Ca, peKnamHble MaTepmarbl, MapKETUHIOBbIN
MnnaH, cneavm 3a Ux paboToi 1 Nomoraem Mo
BCEM no3numam. Hawm meHemkepbl Bceraa Ha
CBA3W, 4TOOblI AaTb ¢paHyan3n npodeccmo-
HasbHbI COBET WM MPEAOCTaBUTb MOMOLLb.
Befib Mbl, Kak HUKTO, 3aMHTEPECOBaHbI B TOM,
YTO6bI HALLM NAPTHEPbI YCMELLHO Pa3BrBanmch!

- Kmo eawu ¢ppanyaiizu: cywjecmeyem
J1U ux «<ycpedHEHHbIl nopmpem»?

- Hawwm naptHépam Mbl npefnaraem
HaA&XHbIA 1 OTPabOTaHHbI MexaHU3M Mo-
CTpOeHUA 613Heca B OfHOM 13 CaMblX NPUBIe-
KaTeNbHbIX 1 NepcneKTBHbIX chep — AeTCKON
MOLHOW MHAYyCcTpuK. Mo3Tomy Hawm ¢paH-
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Hatanbsa NuHaruHa, STEFANIA:

«Bepto, 4To HeT

HeJOCTMXKUMbIX LLesien!y

Nyyiliad YacTb YenoBeyecTBa, J0CTOIAHaA TOro, uT06bI CTaTh 1 CAMOI Hapﬂ)ZI,HOI7I, KpaCI/IBOI7I n

u €TCKaA MoAa: eCTb JIN YTO-TO NO3UTHNBHEE 1 I'Ipl/lBJ'IE!K{']TEJ'IbHEE.7 HETI/I - 6€3y(J'IOBHO,

neraHTHol! [laxe MaMbl, paBHOZYLUHbIE K B3POCNOi Mofie, C NOABAEHUeM COOCTBEHHOTO KpOXM
npeobpaaloTca B MUHU-AU3aiiHepoB, Nofbupas 60TMHOYKN N06UMOMY YaZly B TOH K LUTAHULLKAM,
a baHTUK — M0 LIBETOBOMY KOHTPACTY ¢ l060uKoil. Hy a mambl, nogHaTopeBLLLe B nopbope
W3bICKAHHbIX HAPAZ0B, HOTAA MeuTatoT: «BoT ecnin 6bl A 6bina Au3aitHepom AeTCKON OAEXADI. . .»
MeutatT MHorue, MCNONHAIOT MeyTy eAnHULbI. BOT ¢ Takoii yHuKanbHoli Mamoil Hatanbeit
[UHATUHOIA, HA3BaBLLUEI COBMECTHO C My>eM, An3aitHepom Onerom MUHATMHBIM, GpeH AeTCKoil
0ZeXbl B UeCTb ManeHbKoii jouku STEFANIA, mbl nobecenoBanu.

Yan3un oYeHb Pa3Hble, HO BCE OHU obbenHe-
Hbl NOO6OBBIO K AETAM 1 cBoemy feny.

- Ecnu 661 am npednoxunu oxapakme-
pu3zoeams 6peHO 0OHUM npeodJsioxeHuem,
Kak 6ol 8bl e20 chopmynupoeanu?

- Apknum moTrBOM B durnocodumn 6peHpa
Bcerga Obin akUeHT Ha cemMbe U CeMelHbIX
LeHHOCTAX. Beab uto MoXeT 6biTb BarkHee
cembu n geTen? Cembs 3aKnagblBaeT OpueH-
TUPbI Ha BCIO XKM3Hb. BraropofcTeo, uyBCTBO
CTWNA, BOCNMUTAHVE Y MaHepPbl — Mbl AOTKHbI
npvBUBaTbL AETAM Nydllee, nepefasas 370
13 MOKONEHUA B MOKONEHME.

- Ymo omnuyaem sawy Komnaxuio om
Oopyaux npedcmasumerneti 3moli chepoi?

- Y Kaxkpgoro 6peHAaa cBov 0COHBEHHOCTH.
Ho Hawa rnaBHas LEHHOCTb U OTINYMTENb-
Has uyepTa — HAWM MoKynatenu. ITO WC-
KnounTenbHble Nogn, LeHALWMne KayecTBo
n ctunb. OHM BbIGUPAIOT APKME 1 MOAHble
0o6pa3bl AnsA cebs n cBovx aeten. Kaxpapiin
13 HalWX MoKyraTenieil YHUKaneH v, CoBep-
WMB MOKYMKY OAHaX[bl, OCTAéTCA C HaMu
Ha ponrve rofbl. Hawa cructema nossbHo-
CTV MO3BOJIAET MOCTOSIHHBIM MOKYNaTensam
Nosb30BaTbCA MOKON CUCTEMON CKULOK 1
6OHYCOB: Mbl IIOGUM U LIEHUM KaXX[Oro CBO-
ero nokynarens.

- Ha mupe modbl maxeno ompasunace
naHoemus. Jliodu, no KpaliHeli mepe 8
nepuod cmpoz020 KapaHmuHa, noYymu
nepecmanu noKkyname cmamycHyto ode-
X0y «Ha 8bix0o0». Kak nepexxusaem Kpu-
3uc eauia KomnaHus?

— [1a, Macku cerofHs cTanu ob6a3atesnibHbIM
aTpnbyTOoM, 1 MoJa He oboLula BHUMAaHUEM
3TOT aKkceccyap. Ceyac MOXHO nofgobpatb
cebe CPeAcTBO 3aWmMTbl COMIACHO MOAHbLIM
TeHAaeHUMAM, CO34aHO N MHOIO APKKUX U 3a-
6aBHbIX NMPVHTOB 1 AV3aHEPCKMX PELIEHUA
Macok ana peten. I 3To npaBunbHO, Bellb
AeTn Bcerga oCtakoTcA AETbMVI! Mbl yBepe-
Hbl, YTO CUTyauuAa NCNPaBUTCA, BO3MOXHO,
He Tak ObICTPO, Kak Ham Obl XOTeNnocb, HO

BCE 06s3aTeNbHO BEPHETCA Ha KPYry CBOSA.
A MoKa MOHEMHOrY PacCLUMPAIOTCA BO3MOX-
HOCTV AN15 «BbIXO4A B CBET» U HALN COCKY-
UMBLUMECA MOKYMATENN C PAAOCTbO MPUXO-
[AT 33 HOBbIMM 06pasamu.

- BecHoli, ocobeHHoO nocse makol
mskénoli 3umel, xo4emcs né€zkocmu, Ap-
KUX KpAcoK, 030pHbIX NPUHMO8 U NpoYux
muneix nycmsakoe. Y STEFANIA HaeepHsaka
20moebl Hosble KoJulekyuu?

— [leTckaa mofa MAET B HOTY C MUPOBbLIMM
delweH-TpeHgamMn. B ce3oHe BecHa-neTo Mbl
npeanaraeM MOKMNOHHMKaM MapKu CoBep-
LUNTb MyTellecTBMe B «OKeaH MOfbl» 1 3abbITb
NPO CKyyHble CTaHZAPTbl. [MaBHOW TemoMn
CTany opurnHasibHble NeTHNne MOTKBbI: cada-
puv, BKyHrK, ByiictBo Kpacok! B Mockse u
TaK C/IMLLKOM [ONro GblBaeT CepO 3a OKHOM.
B Mapb6enbe conHua 60sblue, IMEHHO COYHbI-
MW Kpackamu NpYpobl Mbl Y BLOXHOBANNCH,
Korga paboTanu Hap Konnekuwen. boratbii
ACCOPTUMEHT HaCOHOB C M3bICKAHHBIMU TeK-
CTypamMn 1 U3ALLHBIM KPOEM 3aBOparkMBaeT
pa3HoOobpasviemM TKaHel, AeTanel u snemeH-
TOB, HaCbILEHHON LBETOBOW raMMOW, LWNPO-
KM BO3MOXKHOCTAMM GYHKLMOHANbHOCT.

- Ymo nnanupyeme Ha Hacmynuewui
200 u 6051ee omoanéxHylo nepcnekmusy?

— B 2020-m B cBA3M C naHgemunen y Hac
3aMOPO3UINCL MHOTME MPOEeKTbl, HO YyTb
paHee NPOLLNN MOKasbl Ha HeAenax Moapl B
Mockge, Coun 1 0CoObI 3aKPbITLI NMOKa3 BO
®nopeHyuy. Haw 6peHp npuHAn yyactue B
Crneumanm3npoBaHHbIX BbiCTaBKax [ETCKOMN
mogpi: Pitti Bimbo B Vtanuu, CJF, Best Luxury
Stores, Children Salon B Hbto-Mopke. B 31om
rogy Mbl HAMepeHbl HaBepCTaTb yrMyLleHHble
BO3MOXHOCTM! OueHb HaleeMcs, YUTO COBCEM
CKOPO BEPHEMCA B CBOW MPEXHUN PEXrM
aKTUBHOW PaboTbl. Mbl CTPOVIM rpaHANO3HbIE
nnaHbl 1 BEPUM B TO, YTO HET HeAOCTUXN-
MbIX Lenen! YBepeHbl, YTO O MOZHOM [OMe
STEFANIA co BpemeHeM 3aroBopuT BeCb M1p!

becepgosana EneHa AnekcaHgpoBa



MISSION POSSIBLE

hildren's fashion: is there anything more positive and attractive? Children are undoubtedly the best part of humanity,
deserving to be the most fashionable, beautiful and elegant! Even mothers, indifferent to adult fashion, once their
own kids appear, transform into mini-designers, choosing shoes for their favorite child to match trousers, and a bow - to
match the colour contrast with the skirt. Well, mums, skilled in the selection of exquisite clothing, sometimes dream:
“If only I were a designer of children's clothing ...” Many people dream, but very few make the dream come true. We had
a talk with such a unique mum Natalia Pinyagina, who together with her husband, designer Oleg Pinyagin, named her
children's clothing brand after her little daughter STEFANIA.

Natalia Pinyagina, STEFANIA:
‘| believe that there are no
unachievable goals!”

- Mrs. Pinyagina, PINYAGIN CORPORATION
has been the leader on the children retail
market for over 20 years. The fashion
house has gained popularity in the
world of children’s fashion and develops
dynamically, having a flagship boutique in
Marbella (Spain) and a network of retail
shops in major malls in Moscow. However,
you also have many franchise partners in a
wide variety of countries in Europe, Russia
and the CIS. Does the “family” of your
franchisees continue to grow?

- We actively develop our franchise
network: at the moment we have opened
more than 30 boutiques, and we don't intend
to stop! Our company actively develops its
partner network both in Russia and CIS
countries, as well as in Europe and America.

- What are the conditions for becoming a
franchisee of your company? What are your
requirements to them, what services do you
provide?

— As part of our cooperation, we guarantee
full support for our franchisees. We do the
calculation of the contents of goods, provide
a business development model, advertising
materials, the marketing plan, monitor their
work and help them in all the aspects. Our
managers are always in touch to provide
professional advice and assistance to franchisees.
After all, we more than anyone else are interested
in the successful development of our partners!

- Who are your franchisees: is there an
“average portrait” of them?

- We offer our partners a reliable and
proven mechanism for business building in
one of the most attractive and promising
areas: the fashion industry for children. That
is why our franchisees are very different, but
they are all united by their love of children
and their business.

- If you were asked to describe the brand
in one sentence, how would you phrase it?

— A vibrant motif in the brand philosophy
has always been the emphasis on family and
family values. After all, is there anything more

important than family and children? Family
lays the direction for the rest of your life. Honor,
sense of style, upbringing and manners - we
have to instill the best in children, and pass this
on from generation to generation.

- What distinguishes your company from
others in the field?

- Every brand has its own characteristics.
But the main thing that distinguishes us is
our customers. They are exceptional people
who appreciate quality and style. They choose
bright and fashionable images for themselves
and their children. Each of our customers is
unique and once they make a purchase, they
stay with us for many years. Our loyalty
system allows regular customers to enjoy a
flexible system of discounts and bonuses: we
love and value each of our customers.

- The fashion world has been hit hard
by the pandemic. People, at least during
the strict quarantine period, have almost
stopped buying status clothes “for going out”.
How does your company survive the crisis?

- Yes, nowadays masks have become a
compulsory accessory, and fashion has not
ignored this item. Now you can choose a
protective device according to fashion trends,
there are a lot of bright and funny prints
and designs of masks for children. And it is
right, because children are always children!
We are sure that the situation will improve,
maybe not as fast as we would like it to, but
things will certainly get back to normal. In the
meantime, the opportunities for “going out”
are expanding little by little and our bored
customers are happy to come in for new looks.

- In spring, especially after such a hard
winter, we need lightness, bright colours,
playful prints and other cute little things.
Surely STEFANIA has new collections ready.

— Children’s fashion keeps up with global
fashion trends. In the spring-summer season,
we offer the admirers of the brand to make a
voyage into the “ocean of fashion” and forget
about boring standards. The main theme is
original summer motifs: safari, jungle, riot of

colours! It’ s usually grey outside the window in
Moscow for too long. There is more sunshine in
Marbella, we were inspired by the lush colours of
nature when we worked out the collection. The
rich assortment of styles with refined textures
and elegant tailoring captivates with variety
of fabrics, details and elements, rich palette of
colours and wide range of functionality.

- What are your plans for the current
year and beyond?

—-In 2020, many of our projects were
frozen because of the pandemic, but a little
earlier we had shows at the fashion weeks
in Moscow and Sochi, and a special private
show in Florence. Our brand took part in
specialized exhibitions of children’s fashion:
Pitti Bimbo in Italy, CJE, Best Luxury Stores,
Children Salon in New York. This year we
intend to make up for lost opportunities!
We really hope to be back in our old active
schedule very soon. We make ambitious plans
and believe that there are no unachievable
goals! We are sure that soon the whole world
will talk about STEFANIA fashion house!

The interview was taken
by Elena Alexandrova
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MWNCCUA BbINMOJIHUMA

- locmuHu4Haa ompacne omHocumcs
K Kamezopuu ompacneii, Hau6onee no-
cmpadaswux om naHoemuu. Packpolime
cekpem, Kakoebl macuimabel 6edcmeus?
Kakue npozHo3bl y 8ac ecmb Ha 8occma-
HoeJieHue?

- HaBepHoe, HET TaKkol oTpacau, KoTopas
He NMoyYyBCTBOBAsIa 1 HE NMPOYYBCTBOBAA Ha
cebe BnuAHMe naHaemun. Oco3HaHUe cuTy-
auuy MPOLIO B HECKOJIbKO 3TaroB: Hauu-
Haa ¢ GeBpanbCcKkoro WoKa, Koraa cnpoc Ha
NPOXMBaHNE YMEHbLUUICA B pa3bl, Yepes
NETHUI OMTYMU3M, KOrfa BCE MPaBWJSIbHO
ynpaBssifsemMble XOCTesbl BbILWAN B NPUGLIIDb,
N A0 OCEHHEN AENPeccrMn C NMOHUMAHWEM,
YTO BCE 3TO MOXET 3aTAHYTbCA.

Mbi Bugum, uto B 2020 rogy 3akpblnocb
1o 30% xoctenos B Mockse. [1pnynHbl —
KaK pyxHyBwWas Ha ¢poHe NaHLemMumn 3Ko-
HOMMKa 6U3HEeca, Tak U KOHTPOJbHble
MEPONPUATUSA TOCYRAPCTBEHHbIX Opra-
HOB MO BbIMOSIHEHMWIO 3aKOHa O 3amnpeTe
Be[eHNA FOCTUHNYHOTO GM3HECa B XKUIbIX
JoMax. B uenom Kp13ncHbI rog nokasan,
YTO YCTOMUYMBOCTb CeTeBOro 6M3Heca Ha-
MHOTFO BbIlle, YeM Yy UHAUBUAYANbHOTO, B
nepByio oyepenb 3a CYET 6bICTPOro obme-
Ha NyYyLINM OMbITOM MPOTUBOCTOSHUA Bbl-
30BaM U BO3MOXKHOCTU 3PPEKTUBHO pa-
60TaTb C roCyfapCTBEHHbIMY OpraHamu
[NA 3alUTbl CBOUX MHTEPECOB Ha YPOBHE
PYKOBOACTBA CETU.

CerogHA Mbl GUKcMpyem BbiCTpble TEMMbI
BOCCTQHOBJIEHMA CNPOCa Ha YCyrn pasme-
WeHUA B 0ObeKTax OlaKeTHOro pasmelle-
HuA. Tak, B CpeAHEM MO CETM BbIpyyKa XO-
cTena 3a ¢eBpanb 2021 ropa Ha 35,4% Bbllwe
BbIpy4KM 3a peBpanb 2020-ro. Mbl oxkugaem
BbIXOJa Ha YCTONUYMBYIO OMEPaLMOHHYIO
npubblIb yXKe K NIeTy 3TOro roAa, a Bo3Bpa-
LeHne peHTabenbHOCTM Ha ypoBeHb 2019-
ro (25-30%) - K BecHe cnepytoulero. Boigens-
€M TPV OCHOBHbIX pariBepa:

— BOCCTaQHOBJIEH/E TYPUCTCKOrO MOTOKa
npu noafepxKe npaBUTENbCTBEHHOW MPO-
rpaMMbl MO Pa3BUTUIO BHYTPEHHErO Typu3-
Ma 1 CHUKeHUto 3aboneBaemoctn COVID-19
3a CYET MaCCOBOV BaKLMHaLMW;

— BO3BpalleHre MaclTaboB TPyAOBOM
MUTpaLmmy K JOKPU3NCHOMY YPOBHIO;

- 3aKoHopZaTesIbHble VHVLNATUBBI,
HanpaBfeHHbIE Ha BbIBOA U3 TEHUN TYPUCTU-
YeCcKOoro Wb BCEX BULOOB, B pe3ynbraTe
NPUHATAA KOTOPOTO «1erajibHble» XOCTeJbl,
paboTaiowme No BCem mnpasuiam, noayyar
KOHKYPEHTHOE NpenMyLLecTBO.

- Kakue npeonpunamele oelicmaus 8bl
moxeme 8bl0elUMb KaK 3¢hpekmueHbie
8 nepuo0d Kpu3uca, Komopbie 0a/iu cambiii
60/1bWOL pe3ynbmam, no3eonusnu eawum
¢paHuatizu coxpaHume 6usHec?

— 3T0 npexae BCero onTrmMm3auna nsgep-
XeK. [InA xocTenbHoro 6rsHeca Kpaeyrosb-

«XocTenbl Pyo» — nuaep pbiHKa X0CTeNnoB B
Poccun, umetowwynin 29 xocteno B MockBe

1 20 — B pernoHax. KomnaHus ynpasnaet
06CTBEHHbIMM 06beKTaMU 1 Pa3BUBAET CeTb M0
dpaHLm3e ¢ 2012 roga. 3a CYET cBOEBPEMEHHBIX
11 NPOZyMaHHbIX AeACTBUIA B KPU3NCHbIIA FOf
CeTV YAanocb CoXpaHuTb 97% CBONX 06BEKTOB 1
MOAroTOBUTLCA K OTKPBITHIO HOBBIX.

(eroana mbl noroBopuni ¢ AHapeem Liaem,
reHepasibHbIM AUPEKTOPOM U COBNafIENbLIEM CETH
«Xoctenbl Py, conpepcenarenem JIuru masnbix
OTeNel, XOCTesnoB U TYPUCTUYECKOTO XITbA.

AHppen Llan:

«BbIXXKMBaHMe
bn3Heca B
nepunon ntoboro
Kpn3mca —3TO B
NepByio o4yepenb
onNTUMM3aALMSA
N3OEepXKeK»

HbIi KaMeHb — apeHfa. Mbl GyKBanbHO ¢
nepBbIX 3BOHOYKOB KpM3KMca Hayanm OpueH-
TUPOBaTb HaLUX ppaHyan3m Ha USMEHEHNE
yC/OBMI [OroBOPOB C apeHAoAaTensamu,
OKasblBaiv UM MOAAEPXKKY Kak B mepero-
BOpax, Tak U I0pnANYECKYI0, YTO MO3BOANIO
CHU3UTb apeHAHbIe MaTeXu B OCTpble Me-
pvogbl B cpeaHemM Ha 50%, BnocneacTsum
— Ha 25-30%. TakXe Mbl MOMOraem B COKpa-
LEeHUN JpYrux cTatein 3aTpart. To, Yto obLwuii
6U3HEC CeTV AOBOJIbHO 3HAYMTESbHBIN, HAaM
nomoraeT 6biCTPO y3HaBaTb O HOBbIX WH-
HOBALIMOHHbIX TEXHOJIOTUAX W Nony4YaTb OT
napTHEPOB Hanbonee BbIrofgHble MpPensio-
eHuA. Mepexon OT 3KBaMpUHra Ha Npuém
onnatbl o QR-Kogam No3BONWA COKPATUTL
6aHKOBCKMe Komuccum ¢ 2-2,5 no 0,7%. 1o
Hebosbllasa SKOHOMMWA MO KaXAoW CTaTbe,
HO B COBOKYMHOCTY/ TaK/ie Mepbl JaloT Npu-
JINYHYIO BbIrOAY.

Btopasa obnactb, KoTopasa npeTepnena
60/blIMe N3MEHEHUA, — MAPKETUHIOBbIE U
TapudHble nnaHbl. byKMHroBble nnoLwagKku
B KaKoW-TO MOMEHT MPOCTO nepecTany npu-
Hocutb 6poHun. CoBcem. lNepeopureHTayma
C TYpWUCTUYECKOrO CermMeHTa Ha CermeHT
JONTOCPOYHOrO  MPOXMBaHWA, OOyyeHue
XUTPOCTAM paboTbl Ha nnowaakax «LJMAH»,
«ABUTO» 1 B B2B-0651aCTN NO3BONUAN yBe-
NNYUTb AONI0 FOCTEN, NPOXMBAIOLNX B XO-
cTenax NocTosaHHO, ¢ 15% o maHgemun oo
75-80%. CBOeBpeMeHHas aHanuThKa Mo



PbIHKY MO3BOMINIIA HALLMM NapTHEPaM He Te-
PATb rocTel 13-3a Ype3MepPHO BbICOKMX LieH
1N He MpourpbiBaTb, Mpegnaras CULLIKOM
Hu3Kue. [Tomorno obecneynTb NOTOK rocTemn
N 3aKJIlYeHNe Ha YPOBHe CeTV MapTHEp-
CKMX COrMMaLIeHNiA CO CMOPTMBHbLIMK acCo-
unaumammn. Akuma «lyTelwectsyn Jomay,
3anyLieHHas Hamy BECHOW NPOLUIOro ropa
B COLICETSIX, KOrAa Halluv rocTyi OTMeYanmcb
1 Konunu 6ansbl, KOTOPbIMU MOTOM YacTNY-
HO pacnnaynBannCb 3a NPOXKMBaHNE, TaKXKe
NnpWHecsia HoBble 6POHMPOBaHNA.

BaxHylo ponib B BbPKMBaHWW Cbirpana u
rocnogaepxka. ObpalleHna oT UMEeHN CeTu
B C/IOXHbIX CUTYaLMAX NOMOrasin onepaTuBs-
HO pa3peLlaTtb CJI0XKHble BOMPOCHI. Hy>kKHO
OTMETWTb, YTO FOCOPraHbl K HaM MPUCTTYLIN-
BaNNCb 1 BCAYECKWN MOMOTaJiu.

Takxe, 4ToObl yMeHbLWUTb GUHAHCOBYIO
Harpy3Ky Ha Halvx NapTHEPOB, Mbl HaLLV
BO3MOXHOCTb YMEHbLUUTb NIaTeXN MO po-
ANTY B AiBa pa3a.

- Kakue ebl Mo)xeme ebl0e/lumb OCHOB-
Hble owubKu Xxocmenbepos, donyujeHHbie
8 nepuod naHoemMuu, Komopbie NpuHecIu
makcumaneHoll ywep6?

— Camas 6onbluas ownbKka — 3TO BeCTn
6u3HeC Kak paHblle. Hanpumep, no3uuus
«Mbl OPUEHTUPOBaHbI Ha WMHOCTPAHLEB U
NMOSTOMY HWYEro He MEHsAEM, KAEM, Korga
OTKPOIOT rpaHuLibl» NPOCTO dpaTtanbHa. MHo-
rve o6beKTbl 3aKPbUINCH, AaXke He NorbiTas-
LWIMCb YTO-TO CAENaTh A/ CBOEro CraceHus.

Ob6patHasa cTopoHa mMepanu - nagatb B
CErMeHT OOLLEXKNTIIA, CAaBas MECTO Mo LieHe
150-200 py6neii B CyTKW. ITO fpyroi 6usHec
1 COBCEM fpyras ayamTopus. Mbl BUGUM, YTO
TaKume XOCTesbl TOXKE 3aKPbUINCD.

YBOsIbHEHNE KBanMouULMPOBaHHOIO nep-
COHafa — eweé ofHa pacnpoCcTpaHEHHaA
owunbKa. lMpobnemy cuibHO MPOYYBCTBO-
Ba/IN TOCTU KYPOPTHbIX PErroHOB Haluel
CTpaHbl. 3TO NceBAO3IKOHOMUSA. Mbl cMor-
nm coxpaHuTb 90% nepcoHana, nposoAsA
neperoBopbl 06 M3MeHeHWUV onnaTtbl TPyZa
1 NMOJb3yACb MPAaBOM HEKOTOPbIX KaTeropui
COTPYAHUKOB B3ATb GO/IbHUYHBIA.

He ncnonb3oBatb Mepbl FOCNOAAeP KN —
ToXe 60sIbLUas OLWnOKa.

- bonvbwoe 4ucno ppaHwius xocmenos
¢dakmuyecku nepecmasno cyuwecmeo-
eamb 6 nanoemuto. Calimel eawiux, mak
cKkasame, KOHKypeHmoe menepb He pabo-
marom, Kosiu4ecmeo o6veKkmoe 8 cemsx
cokpamusoce 8 pasel. [loyemy 8bi pewiu-
lu ocmamsca 8 3mom 6usHece? BHecna
Jlu naHdemus KoOppeKmMupoeKu & camy
¢paHwu3y u nepeyeHb ycsye, Komopbie
8bl npedocmasnseme?

— Mbl BepyM B PbIHOK roCTEMPUUMCTBA.
CornacHo uccnefoBaHUsAM BO3MOXKHOCTEN
ans 6U3Heca, B CBA3M C peanusauuven Le-
newn yctonumsoro passutua OOH (ESG), k
2030 rofy rno6anbHblii TYPUCTCKUIA PbIHOK
yBENMUUTCA B fiBa pa3a — Ao 1,8 TpnH gon-

napoB. Mepbl No pa3BUTUIO BHYTPEHHErO
TYpV3Ma, NpYHUMaeMble NPaBUTENIbCTBOM,
6ynyT cnocobcTBOBaTb Pa3BUTUIO OObEK-
TOB O6lofKeTHOro pasmelueHus. Mbl yxe
celiyac nosiy4aeM MHOFO 3anpoCoB Ha pas-
JINYHOTO BMAA Konnabopauum us TypucTu-
YyecKkux pernoHoB. Poccusa ctaHOBMTCA BCE
6oniee MpuiBneKaTeNnbHbIM HanpaB/ieHneMm
AnA 3anagHbix TypuctoB. O6 3Tom cBU-
JeTenbCcTBYeT M npuxod ruga «MuwneH»
B MockBy, n npusHaHue Poccmeln 3Haka
Safe Travels, KoTopblli celyac aKTUBHO
NnosyyaloT XoCTesnbl Halen cetn. MpaHuLbl
Korga-Hnbyab OTKpOIoTCA, a celyac Hajo
rotoBMTbCA. B pamkax noAroToBKW Mbl
3anyCcTUIM HECKONbKO HOBbIX MPOAYKTOB.
Hanpumep, Kypc «Kak OTKpbITb XOCTesn».
CelyaCc OH AOCTYyMeH U B KNacCUYeCKoMm
odnaliH-popmaTte. B Hauane anpena mbl
3anycTMm OHnaiH-obyyeHne B Konnabo-
pauum co Skillbox. Takxe y Hac ecTb Kypcbl
AHINNICKOTO A3blKa ANA aAMUHUCTPATOPOB
XOCTENOB U OTeNel.

MbI nenaem ayauT no 3anpocy BragenbLa
XocTena v BblpabaTbiBaeM peKkomeHAauuu
Nno YAyYlIEHVIO MapKeTWHra, npopax, no
YyNpPaBJIEHNIO NEPCOHANIOM U M3Aep>KKaMMu.
C npoluioro roga ynpasnsem XocTeniamu B
AByx dopmatax: 6epém Ha ceba ynpasneHvie
VN NPOAAXKaMU, NN 06EKTOM MOJTHOCTbIO.
[axe TONbKO KOHTPOJIb MPOAaXK NO3BosNAeT
yBENNUUTb 3arpy3ky Ha 15-20% B MOMeH-
Te. Mbl ynpaBnfemM He TOJIbKO 0ObeKkTamy B
CETW, HO I CTOPOHHUMM XOCTENaMN.

B 2020 rogy pbIHOK CAVAHUIA 1 NOT/OLLEe-
HUI Ha PbIHKE XOCTesI0B OKa3ascA OCTaTou-
HO aKTVBHbIM. Mbl OTKPbINN HanpasfieHne
M&A. bbin npoBeféH pAA YCNeLHbIX CAENOK
C HaWWVM yYacTheM.

MbI Takxe 3amyckaem HOBbI CalT, rae
0cob60oe BHUMaHVe yaensem COBEPLIEHCTBO-
BaHWIO KNMEHTCKOro NyTu AnA BCEX rocten
1 NapTHEPOB. BeCb KPU3MCHbBIV rog Mbl pa-
60Tanv Hag Tem, YTobbl cTatb nyyuwe. Mpu-

MNCCUSA BbINMOJIHUMA

3HaHMEM HalVX YCUJIMIA CTano nonyyeHvie
dnarmaHcknm xoctenom cetu «Xoctenbl Pyc
— Yuctble npyabl» npemun «Jlyuwwnin xocten
—2020».

— Mo»xem n1u xocmenbHbIli 6u3Hec 6bImb
npu6binbHeEIM celivac? Kozoa spems uHee-
cmuposams 8 3mom 6usHec?

— KoHeuHo, moxeT. [pusegy npumep: Mbl
NOMOIIM HaLMM NapTHEPaM KynuTb B NIOHE
ManeHbKu xocten (32 mecta) B CriajibHOM
parioHe Mocksbl 3a 300 Tbic. py6., bakTuue-
CKW MO OCTaToYHOW LieHe mebenu. Mpeabiay-
LM BrIagesibLiam OH NPYHOCKA YObITKM, XOTA
NOTEHUMANbHO OOBEKT  MEPCNEKTUBHBIN.
Bnoxunu ewé 50 TbiC. pyb. B KOCMETUYECKUI
PEMOHT, MOMEHANM U OByuUMnn MepcoHarn,
HaCTPOWAN PeKNaMHYI0 KammaHuio, Hale-
JIEHHYIO Ha MpuBJleYeHne rocteinn gna [fon-
rOCPOYHOro NpebbiBaHUA, MOYUMSIN CKUAKY
Ha apeHay B 20% — 1 xocTen 3agblwan. Y Hux
npu6binb 120 ThiC. py6. B MecsAL, 1 3TO B pas-
rap oceHHe-3umHen scnbiwky COVID-19!

YTto KacaeTca BpeMeHu AnA UHBECTULINN,
TO MHBECTUPOBATb Hafo cenyac!

Cenyac nopor As14 BXOAa Ha PbIHOK Ony-
CTWICA U MOXeT OblTb OT MUJIJIMOHA pPY-
6nen. B «xgonaHaemuyeckme» BpeMeHa ass
OTKPbITUA XOCTesla HYy»HO OblI0 MHBECTU-
poBatb 3,5-4 MSIH py6. Y>Ke K Malo yfauHoe
OKHO [N BX0oAa 3aKpoeTca 1 pa3mep nep-
BOHaYasibHbIX BJIOXEHWUA 3HAYUTENIbHO
BblpacTeT.

- Kakoli coeem ebl Moxceme damb mem,
Kmo dymaem 06 omKpelmuu xocmena unu
yXe um enadeem?

- Kpusunc - xopoluee Bpema gnsa nHBe-
cTuumn B cebs. A Bcem coBeTylo B nep-
BYlO ouyepeAb WHBECTNPOBaTb B CBOMW
HaBblKM, yMeHuA. [lpuxoguTte K Ham,
OTKpbIBalTe AnsA ce6s HOBble FOPU3OHTbI
B npodeccun xocTenbepa, CTaHOBUTECH
ycnewHbimu!
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Andrei Tsay:

"Business
survival in any
crisisisfirstand
foremost about
optimizing costs’

Hostels Rus is the leader of the hostel
market in Russia, with 29 hostels in
Moscow and 20 in the regions. The
company has been operating its own
facilities and developing a franchise
network since 2012. Thanks to timely
and thoughtful action during the
crisis year, the chain managed to
retain 97% of its facilities and prepare
to open new ones.

Today we talked to Andrey Tsai, CEO
and Co-owner of the Hostels Rus
chain, Co-Chairman of the League

of Small Hotels, Hostels and Tourist
Accommodation.

- The hospitality industry is among the
industries most affected by the pandemic.
Can you reveal a secret about the scale of
the disaster? What forecasts do you have for
recovery?

— There is probably no industry which has
not felt and experienced the impact of the
pandemic. Realization of the situation went
through several stages: from the shock in
February, when demand for accommodation
decreased manifold, through the summer
optimism, when all the properly managed
hostels reached profit, to the autumn
depression with the realization that it could
all drag on.

We observe that up to 30% of hostels in
Moscow have closed in 2020. The reasons are
both the collapsed business economy amid
the pandemic, and the control measures
taken by state authorities to implement the
law which prohibits the hotel business in
housing buildings. On the whole, the crisis
year has shown that the stability of chain
business is much higher than that of the
individual business, primarily due to the
rapid exchange of best practices to face the
challenges and the ability to work efficiently
with the state authorities to advocate your
interests at the level of the chain management.

Today, we can record a rapid recovery

in demand for accommodation services in
low-cost accommodation facilities. Thus, the
average hostel revenue for February 2021 for
the network is 35.4% higher than the revenue
for February 2020. We expect to reach a
stable operational profit by the summer of
this year, and return to profitability levels of
2019 (25-30%) by spring of the next year. We
identify three main drivers:

— recovery of tourist flow supported by the
governments domestic tourism programme
and reduction of COVID-19 through mass
vaccination;

- return of the labour migration scale to
the pre-crisis level;

- legislative initiatives aimed at bringing
tourist accommodation of all kinds out of the
shadows, which would give “legal” hostels,
operating under all the rules, a competitive
advantage.

- What actions can you mention to be
effective during the crisis that have given the
best results and allowed your franchisees to
retain their business?

- It was primarily cost optimization.
For the hostel business, the cornerstone
is rent. We started to encourage our
franchisees to change the terms of their
agreements with landlords from the very

first alarm bells, providing them with
support both in negotiations and in legal
matters, which allowed us to reduce rent
payments during the peak periods by
50% on average, and later by 25-30%.
We also assist in reducing other expense
categories. The fact is that the overall
business of the chain is quite significant,
it helps us to learn quickly about new
innovative technologies and receive the
most favourable offers from our partners.
The switch from acquiring to accepting
payments by QR codes allowed us to
reduce bank fees from 2-2.5 to 0.7%. This
is a small saving on each item, but together
these measures provide a decent benefit.
The second area that has experienced
major changes are marketing and pricing
plans. Bookings sites simply stopped
bringing reservations at a certain time. At all.
Reorientation from tourist segment to long-
term accommodation segment, learning the
tricks of the trade on sites CIAN, AVITO and
in B2B area allowed to increase share of guests
staying in hostels permanently from 15%
before the pandemic to 75-80%. On-time
analysis of the market enabled our partners
not to lose guests because of excessively high
prices and not to lose out by offering too low
ones. Concluding network-level partnership



agreements with sports associations also
helped to ensure guest flow. The “Make a trip
at home” campaign we launched last spring
on social media, where our guests registered
and collected points, which were then used
to pay part of their accommodation, also
brought in new bookings.

Government support also played an
important role in the survival of the business.
Appeals on behalf of the chain in difficult
situations helped to resolve difficult issues
quickly. It should be noted that the state
authorities listened to us and helped in every
way they could.

Also, in order to reduce the financial
burden on our partners, we found a way to
halve royalty payments.

- What are the biggest mistakes made
by hostellers during the pandemic which
caused them the maximum damage?

— The biggest mistake is doing business as
usual. For example, the attitude like “we are
oriented for foreigners and that is why we
are not changing anything, we are waiting
for the borders to open” is simply fatal. Many
facilities have closed without even trying to
do anything to save themselves.

The other side of the coin is falling into the
hostel segment, renting out space at 150-200
roubles a day. This is a different business and
a completely different clientele. We can see
that such hostels have also closed down.

Retiring qualified staff is another common
mistake. The problem has been felt heavily
by guests in the resort regions of Russia. It
is a pseudo-economy. We have been able to
retain 90% of the staff by negotiating pay
changes and taking advantage of the right of
some categories of staff to take sick leave.

Not using state support measures is also a
big mistake.

- A large number of hostel franchises have
actually ceased to exist in the pandemic. The
websites of your, so to speak, competitors are
now dormant, and the number of facilities
in the chains has dropped by several times.
Why did you decide to stay in the business?
Has the pandemic made adjustments to the
franchise itself and the list of services you
provide?

- We believe in the hospitality market.
According to research on business
opportunities with the UN’s Sustainable
Development Goals (ESG), the global
tourism market is expected to double to $1.8
trillion by 2030. The measures being taken
by the government to develop domestic
tourism will encourage the development of
budget accommodation facilities. We have
already received many requests for different
types of collaboration from the touristic
regions. Russia is becoming an increasingly
attractive destination for Western tourists.
This is demonstrated by the arrival of the
Michelin Guide in Moscow, and Russia’s

recognition of the Safe Travels label, which
is now actively being awarded to our chain’s
hostels. The borders one day will open,
right now we have to prepare. As part of our
preparations, we have launched several new
products. For example, the course “How to
open a hostel”. It is now also available in the
traditional offline format. At the beginning
of April, we will launch online training in
collaboration with Skillbox. We also have
English language courses for hostels and
hotel administrators.

We do an audit at the request of the
hostel owner and make recommendations
on how to improve marketing, sales, HR
and cost management. Since last year,
we have been managing hostels in two
formats: we take over the management
of either sales or the entire facility. Even
just controlling sales allows us to increase
occupancy by 15-20% in the moment. We
manage not only facilities in the chain, but
also third-party hostels.

In 2020, the market for mergers and
acquisitions on the hostel market turned out
to be quite active. We opened up the M&A
direction. There have been a number of
successful deals with our participation.

Also, we are launching our new website,
where we are focusing on improving the
customer journey for all guests and partners.
Throughout the crisis year, we have been
working to become better. In recognition of
our efforts, the flagship hostel of the Hostels
Rus - Chistye Prudy chain won the Best
Hostel - 2020 award.

MISSION POSSIBLE

.

- Can the hostel business be profitable
today? When is the time to invest in this
business?

- Of course, it can. Let me give you an
example: in June, we helped our partners to
buy a small hostel (32 places) in a dormitory
district of Moscow for 300,000 roubles,
actually at the leftover price of the furniture.
The previous owners suffered a loss, although
the property was potentially promising.
Another 50 thousand roubles were invested
in cosmetic repairs, the staff was changed
and trained, an advertising campaign aimed
at attracting guests for a long-term stay
was set up, a 20% discount on the rent was
received — and the hostel “began to breathe”
Their profits are 120,000 roubles a month,
and this in the midst of the autumn-winter
COVID-19 outbreak!

As for the time to invest, you must invest
now!

Now the threshold for entering the market
has dropped and can be from one million
roubles. In the “pre-pandemic” times, you
had to invest 3.5-4 million roubles to open
a hostel. By May, the good window for entry
will be closed and the size of the initial
investment will increase considerably.

- What advice can you give to those who
consider opening a hostel or already own one?

— The crisis is a good time to invest in
yourself. I advise everyone to invest in your
own skills first and foremost. Come and join
us, open up new horizons in the hostelling
profession, become successful!
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MWCCUA BbINMOJTHUMA

- MapuHa, 8 »ueonucb 6ce npuxooam
no-pasHomy: Kmo-mo, Kak [wopep u Pa-
¢asnb, nopaxiaem OKpyXalWux ceoum
macmepcmeom ewé 8 N0OPOCMKOBOM 803-
pacme, a Kmo-mo Ha4YuHaem pucoeame
8bIli0A HA NeHcUl0, KaK MmamoX<eHHUK Pycco
u 6a6ywka Mo3sec, u mem He MeHee ocmas-
nisslem ceoli c/1ed 8 ucmopuu u3obpasu-
mesnibHO20 UcKyccmea. Bel, cyosa no ecemy,
npuHaonexume K nepeoli kKamezopuu? Kak
y 8ac 6cé€ Ha4uHanocb? B ceMbe XyOOMXHUKU
6b11u? Pacckaxume o eauiem demcmee.

- B moen cembe npodeccroHanbHbIx
XYOOXHUKOB He 6le10, OAHaKo nwan Tex-
Huyeckux npodeccuii, eé coctaBnaoLime,
cymenu cosfiaTtb TBOpYECKyl atmocdepy,
KOTOpPaAd, KOHEYHO, Ha MeHA BNuvAna. Lle—
OyWwKMHa MacTepckad, naxHywaa macdyiAa-
HbIMW KpaCKaMu, pacnumcaHHble Mamon
CTE€Hbl, HAPUCOBaHHbI€ KYKJIbl, CKJIEEHHDbIE
OOMUKWN... Y Hac B cembe 6bi10 NMPUHATO
CaMoBblpakaTbCA I'IO,D,06HbIM 06p330M.
Bce mowm poAHble ObIIN  TEXHUYECKUMU

RUSSIAN BUSINESS GUIDE {MAPT 2021}

;
XXypaBneBa: "

cneunannucTamu, WHXeHepamu, Ho npu
3TOM NOAbMU OYEHb TBOPYECKMMU, TOHKO
YyBCTBYIOLWMMM NCKYCCTBO. VIHTepec K nc-
KYCCTBY BOCMPUHUMANCA Kak ecTecTBeH-
HasA NOTPeOHOCTb, JOCTYN K XYy[0KECTBEH-
HOMY MaTepuany B cembe Oblsl HapaBHe C
eponn nnn Bogon. OgHaKO XYLOXHUK Kak
npodeccma nNpv 3TOM He paccmaTpuBa-
Nlacb: CAIMWKOM «3blbKasA» B MaTepuanb-
HOM OTHOLLEHUW. A MOTOMY A 3aKOHYWNa
CHayana TexHONOrnMYeckuin By3, MOTOM
3KOHOMMYECKWI, NOJyumB ABE MOYETHbIe
1 BoCcTpeboBaHHble B TO Bpemsi npodec-
cum. MapannenbHo s prucoBana — 1 B nep-
BOM, 1 BO BTOPOM YHUBepCUTeTE: NofapKu
ApPY3bsM, CTeHraseTbl; pacnucbiBana cre-
Hbl. PucoBaTb 51 BOOGLLEe He MpeKpallana ¢
paHHero geTcTBa, C TeX Nop Kak KapaHzal
BrepBble Nonan B pykKy.

A NOTOM TaK C/yYUnocb, YTO sl BCEPbE3
yBNeKNnacb M306pasnTeNbHbIM UCKYCCTBOM,
1 UHTEPEC K TOMY, UTO [eslalo MMEHHO B 3TOM
chepe, cTan HaMoONMHATb MEHS SHepruen.

ManeHbKaa feBouka ¢ ABymMA
CMeLUHbIMY TOHKIMU KOCMYKaMMm,
NOAHAB KUCTOYKY, 3a8ymanach nepej
00NbLIMM MYCTbIM XOCTOM: YTO-TO
NoABUTCA HA HEM nonyaca cnycra?

3a cnuHoii Anncel Bo BeCb poT
ynbibaetca orpomHblit Yewnpckuin Kor:
yemy OH paga’?

Benokypbiit n 6enokpbinbiil auren B
NycTOM BbICOKOM 3aNe Urpaet Ha posne,
a B OKHO YAMBNEHHO 3arnsafblBaeT
PaCCeAHHbIN CHEXHDIN [ieHb. ..

Kakaa my3blka NbE&Tca U3-noj TOHKKUX
nanbynkos?

Mup pabot MOCKOBCKOr0 XyA0XHUKa
Mapunbl MypaBnéBoli ckpblBaeT KyAa
bonbLue BONPOCOB, yem oTBeTOB. Moxer,
TeM OH U npuTAratenen?

HekoTopble 13 BO3HMKLUNUX BOMPOCOB Mbl
3aganu MapuHe.

«CEKPET
YCINEXA B
TOM, YTOBbDbI
3AHUMATDLCHA
TEM, YTO
JTIOBULb!»

Pucosana mHOro 3ckn3os, KOTOpbl€ OTHIOAb
He BcCerga onjadymBanncb XOpoLwo, a TO 1
BOO6LIJ,€ He onnaymBanucb. Ho mocrtenekr-
HO HalWNCb U 3aKa3vynKuU I/IJ1]1iOCTpaL|I/II7I, n
nokynatenn pa60T, 1N XXN3Hb OKOHYaTeJIbHO
BOLWIa B HOBYIO KOJIEIO.

- Cy0s no ompbl8Ky U3 MecmHoli npec-
Cbl, C KOMOPbLIM 8blI MeHs O3HAKOMUAU,
eawu pabomel yxe npuenekanu kK cebe
cepbé3Hoe BHUMAHUe, K020a 8am 6bis10 12
siem. Bedb xopowo pucyiom mMHozaue Oe-
80YKU, HO OMHI00b He 0 Kax0doli nuwym 6
2aszeme. C yem 3mo 661710 c853aHO?

— «BepHucax», o KoTopom MAET peyb B
3TON 3amMeTKke, — 06blyHaA LWKOJIbHAsA Bbl-
CTaBKa nny CMOTP AETCKOro teop4yecTsa. n
MHe cenyac TPYAHO NOHATb, Y€M BblaenA-
JINCb MOV [EeTCKME PUCYHKW cpean pabot
OPYyrnx WKOJIbHNKOB... Ho Ha TOT MOMEeHT A
NpeKpacHO NOHANA, YTO pa3 MeHA TaK OTmMe-
TUNW, 3HAYUT, YEM-TO MOU pa6OTbI 3ameya-
TeJNlbHbl.



- Y eac coxpaHunuce eawu demckue pa-
60omebi? Ymo-mo u3 Hux eam npooosxaem
Hpasumeca? Kpyxku, usocmyouu u m.
0. nocewanu unu npednoyumanu nyme
camoy4ku?

- [la, Mama 1x o4eHb 6epexkHO XpaHua,
1 A XpaHto. A 6onblue BCero HpPaBATCA MO
NoApPOCTKOBblE LWITYANW: 3TO Takoe bec-
KOPbICTHOE 1 CamMOObITHOE CaMOBbIpaxe-
HVe, Korfa He AyMaellb O TOM, MOHPaBMUTCA
NN KOMY-TO TBOA paboTa. Xotenocb 6bl 1
celyac co3fjaBaTb HeyTo MofobHoe, HO B
cuny omblTa M MPOVAEHHON [JOPOrN YyiKe,
YBbI, HE BbIXOAMUT. ..

- Bel nonyyunu npogunvHoe xueonuc-
Hoe o6paszoesaHue? Kozo cuumaeme ceou-
MU y4umenamu 8 ucKkyccmee?

— B Kpy»XKu, M30CTYANN A HEe XOAuna, HO
6blIN MOMbITKN 3aNNCaTbCA B XY[AOMECTBEH-
Hyto WKony. Koraa MHe 6bino net 12, KTo-To
113 MOHVIMAOLLNX 3HAKOMbIX MOCMOTPEN MOV
paboTbl 1 NOCOBeTOBaN «OTAATb AEBOUKY B
XY[OXeCTBEHHY!0 LKony». OgHaKo eé€ nepa-
roru, NPOCMOTPEB MO PaboThbl, pasrnagenu
BO MHe «y»Ke rOTOBOrO W/IOCTPaTopa», OT-
METUN CNOXMBLLYIOCA TEXHUKY M MOACHUN
poauTenam: No MPOrpamme LWKOJbl MeHA
npuaéTca nepeyymsaTb. A poguTeny counu,
YTO pa3 A CIOKMBLUNIACA UINIOCTPATOP, aKa-
AeMmnyecKas »M1BOMUCb N PUCYHOK — HEHYX-
Hoe AnA MeHs 3aHATue, Tem 6onee A roTo-
BUIaCb K NMOCTYMNEHNIO B TEXHUYECKNN BY3,
MOS lopora Kasanacb npefonpenenéHHom.
Mo3ToMy B XyAOXKY A He nonana.

A uTO [0 yuuTenem, nMyTb CaMOy4YKn OT-
NIMYAeTCA TEM, YTO Ha pPasINYHbIX STamnax
JKU3HW Yyepraellb 13 OYeHb PasHbIX NCTOY-
HWKOB, YYMLIbCA YEMY-TO Y CaMbIX Pa3HbIX
XYOOXHUKOB. Tak uTo Yuutena c 6onbLion
OYKBbI Y MEHA HET, [MaBHblil MOI yunTenb —
COOCTBEHHbIV OMbIT.

- A Kakue 3noxu, HaANpaesneHus, *aH-
pbl 8 uso6pasumenbHOM UCKyccmee eam
61u3ku? Kakux xy00XKHUKO8 Mox<eme Ha-
38amb cambimMu il06GuMebIMU?

— /13 Bcex xyfOKHNKOB MHe 6Ke BCero
WIINIOCTPATOPbl. 3TO  YHUKaJibHble JIOAN,
obnagawowme Cco6CTBEHHOW HeMoBTOPU-
MOV «OMTUKOW» U MNpegnarawwme apy-
rMM B3MISHYTb Yyepe3 Heé Ha mup. Cpeau
COBPEMEHHbBIX WJIIOCTPATOPOB MHE OCO-
6eHHO HpaBuTca JleoHnp Bnagumupckui,
€ro WINCTPaUmmn K «30/10TOMY KIOUMNKY»,
CcKa3kam Bonkoa n Pogapu, «Tpém ToncTa-
Kam» 1 PYyruM OeTCKUM KHWram si C BOCXU-
LeHnemM paccMaTpuBana B [eTCTBe, Aa U
cenyac OHM HPaBATCA MHe He MeHbLue!

Ecnu roBoputb 06 3noxe, 6onblue Bcero
no61110, HABEPHOE, UMMPECCUOHUCTOB. Bee-
rga VCMbITbiBaellb MPUATHOE BOJIHEHWE,
rNAAA Ha BELLU, KOTOPble MPOCTO HEBO3MOX-
Ho 6b110 co3aatb! A BooOlie, ceryac, B 3Mo-
Xy IHTEPHETA, Koraa A 3puTesieil oTKpbITb
pPaboTbl XyJOXHMKOB BCEX CTPaH MuUpa U
310X, OYeHb TPYAHO cAenatb Bblbop. ..




- Kak npaeusno, Xy0o)XXHUKU HepaeHo-
OywHbl U K Opy2uM 8udam meop4yecmea
u yepnaiom 8 Hux edoxHoseHue. Kakyio
My3bIKYy, apxumekmypy no6ume? K yp6a-
HU3My msaz2omeeme u/u K npupooe?

— fl no cyT CBOEN — rOPOACKOM YeNoBeK.
Mpupopa — oHa OrpomHa, HecopasmepHa ¢
YesloBEKOM, B CPaBHEHWY C Hell OYeHb Ma-
NleHbKUM. /1 BOT Kak pa3 apxuTeKkTypa Kak
6bl ABNAETCA CBA3YOWMM MeXAy YernoBe-
KOM 1 npupogon. 1na MmeHa oHa KombopT-
Hee NPUPOABI, Y C/IN NCKaTb BLOXHOBEHME
B APYrvMXx BUAAX MCKYCCTBA, ANIA MeHA 3TO
npexae BCEro ropofckas apxuTeKkTypa.
E€é wHTepecHO MOHMMaTb W 4YWTaTb: 3TO
NPOCTPaHCTBEHHOE MCKYCCTBO, N OHO BOC-
NPUHMMAETCA He OAHOMOMEHTHO: MO Hel
MOXHO WATW, YyBCTBOBATb PWUTM 3[aHUS,
C/bILIATb CBOU AW, MPUYEM B Pa3INUHbIX
MOMeLLEeHNAX OHW MOTyT 3ByuyaTb COBCEM
no-pasHomy. [0 OTHOLIEHWIO K OJHOMY 1
TOMY K€ 3[4aHMI0 Mbl MOXEM WUCMbITbIBATb
abCoNoTHO pasHble 3MouuK, Hanpumep,
NMPOX0AA MO HU3KOMY MOABANbHOMY 3TaXKy
WSV BbIRAA Ha KpacuBbi 6aikoH. B Mockee
y MeHA [1Ba camblxX N06VMbIX 3gaHusA: [JJom
aBMaTopoB Ha beroBon, u3BecTHbIN Kak
«[loM Ha HOXKax», MOCTPOEHHbIV apXUTeK-
Topom AHZpeem MeepcoHom B cTune 6py-
Tanu3ma, n ocobHAK ApceHna Mopo3oBa
Ha Bo3aBuKeHKe, B CTUNE SKNEKTUKY, ap-
Xutektopa Buktopa MasbiprHa, noxoxun
Ha BO3AYLUHYIO 3eDUPKY.

Mys3blka MHe B nocnefHve rofbl MHTepec-
Ha B OCHOBHOM WHCTPYMEHTaIbHasA.

- B kakux mexHukax pabomaeme? Ecme
Jlu cpedu Hux usnro6neHHvie? bonbwe ms-
20meeme K xueonucu unu zpaguke?

— MHe Bce TeXHUKM MHTepecHbl. [epurog,
Korpa xoyeTcs paboTaTb Mac/loM, CMEHAETCA
Ha npucTpacTme K KapaHgally v nnHepam; A
TO yBJIEKalCb Mapkepamu, Gpromactepamu
AJ1A CKETYMHTa, TO MOHUMAI0, YTO akBaperb,
HaBepHOe, MHe 6MvXe, 1 Tak no Kpyry. Mpa-
buKy 6o KMBOMNUCH TOXKE HE MOTY Npef-
no4vyecTtb: Aymalo MHorga JIMHUAMU, NHOrOa
LIBETOBbIMW MATHaMMW...

- Cpedu eawux pa6om MHO20 unio-
cmpayuli: KaKux aemopos, KakKue KHu2u
8bl 8bl6upaeme, no Kakomy npuHyuny?
CompyoHu4aeme ¢ u3damenbcmeamu
unu 4acmHeimu 3akasyukamu? Ceou us-
Jilocmpayuu K Kkakoli KHuze cHumaeme ca-
MbIMU yoa4HeIMu?

- lMNoka A umena Aeno ToNbKO C JETCKOW
nuTepaTypoin. Busyanvsauma petckux cio-
KeToB MHe pfaértcA nerye. HaBepHoe, TO
YAOBOJIbCTBUE, KOTOPOE A WCMbITbIBAO,
paboTad Hap 3TO TeMaTMKON, KaK-To nepe-
[AETCA, M YacCTHble 3aKa3uuKy MEHA camu
HaxopAT. A Havmboree yfayHOW Bcerga Ka-
XKeTcAa Ta cepud, Haf KOTOPOW cervac pa-
6oTato. CerogHa 310 KHura fipocnasa He-
Aparoea noj yC/noBHbIM MOKa Ha3BaHMeEM
«[Ipakowa Macsa».



- Pucys, el co30aéme ceoli mup. A Ka-
Koli oH - mup MapuHnel Xypaenéeou? Ezo
MOXHO onucams csioeamu?

- Mo MUp — OYeHb VHOGAHTUbHBIN, U
rflaBHOE ero CBONCTBO — KOMGOPTHOCTb, YIOT.
[lonro TaMm HaxofAmMTCA, KOHEYHO, HeMb3s, U C
rONI0BOW HbIPATb OMACHO, MOTOMY UYTO B3POC-
nble oAy He [OMKHbI HAAOMTO YXOAUTb OT
Heob6XoAMMOCTM pelleHnsa npobnem. Ho BoT
ecny 66l B MO MUP MOXHO 6blnO Npopa-
BaTb OMNETVKK, AyMato, MHOTe 3axoTenu 6bl
nepenoxHyTb B TaKOM 6€CTPEBOXKHOM MecTe.

- Kmo oH - eaw 3pumens, nokynameso
eawux KapmuH?

— Mow paboTbl NOKynalT OYeHb pa3Hble
NIOAN: Y KOFO-TO KapTUHA MPOCTO BMMCbIBA-
eTCA B UHTepbep Mo LiBETY, KOMY-TO HaNmoMu-
HaeT yTo-To NpuATHoe. bbiBaeT, uTo cnyyai-
HO BU3Yyanu3npyto Ybto-To paHTasuio.

- lepoamu sawux pabom yacmo cma-
HOBAMCA aHzesbl, HO He yMuslumesbHbie
nymmu Pagpasns, He cmpozue ioHowu ®pa
AHOXKe/lUKO U He cmpaHHble cyujecmea
HAxxommo. Kakoeol anzenol Xypaenéeolti?
Moyemy mak yacmo nosensAlomMcA 8 aa-
wux pabomax? Bel eepyowuli yesnoeek?

- fl He MOTy C YBEPEHHOCTbIO CKa3aTb, UTO
n3obpaxkalo MMeHHO aHrenoB. C [eTCTBa,
Kak TOJIbKO Cama BblLLIa 13 CTaTyca MasblLl-
KW, A mono6bvna HabnoaaTb 3a MaNEHbKUMM
JeBoukamul. /I [o crx nop cumTato, YTo 3TO
O[HU 13 CaMbIX KPaCcUBbIX CO3AaHUI MPUPO-
Ibl. Hanbonee npekpacHoe, YUTo OHa cymena
€Oo3[aTb: LBETbI, CHEXVHKW 1 ManeHbKue ae-
Bouku! M ckopee, Ha cBomx paboTax A pucyto
[EBOYEK, @ KPbINIbsi — CMBOJ UX 3aLLMLLEH-
HocTu. TyT GoJblue 3CTETUYECKOE COAep-
XKaHue, yem MUDONOrMYecKoe WU penu-
rmosHoe. Ho ecnv 3putenb Hagensaet Movx
repoeB KaK/MM-TO MPYIBHECEHHbBIMM OT Ce6A
yepTamu, 3TO TONbKO MAC ANl PaboTbl.

- Xy0oXHUKU MepAm C60I0 XKU3Hb om-
pe3kamu He mosibko om pabomel 0o pa-
60ombl, HO U OM 8bICMABKU K 8bicmaske.
MHo20 n1u ux 66110 8 8aweli XXU3HU?

— Y MeHs! KaK-TO TaK MoJly4YaeTcs, UTo Kap-
TUHbI CPa3y yXOOAT NOKyMnaTesaam n matepu-
an AnA nepcoHanbHOM BbICTaBKM He yAaéTtca
NMOArOTOBUTD. ..

- 3ayem 8bl 6epémecs 3a kucmo? Xueo-
nuce 01 8ac — cpedcmaeo, yesb unu 0opo-
2a kK yenu?

- CpepncTBo 1A CaMOBbIPaXKeHVA 1 CyLie-
CTBOBaHVA.

- Yem 3aHUMaemeco 8 XU3HU, NOMUMO
JKueonucu? A yem xomesnu 6bl 3aHIMbCA?

- HaBepHoe, cekpeT ycnexa B TOM 1 CO-
CTOWT, YTOObI 3aHNMATLCS TEM, YEM XOUeLlb
1 yTO NMobub! M ecnmn 6bl A XoTena Yem-To
elwé 3aHATbCA, 0053aTeNbHO Obl 3aHANACh.
A ecnu 3Toro HeT, TO, HaBepPHOe, He OYeHb
XoueTca.

Momymo paboTbl B XnBoNucK 1 rpaduke,
A npenopato N306pasnTenbHoOe NCKYCCTBO B
YacTHOW wWKose. [na 3Toro NpuLnoch nony-
4nTb ewé ogHo obpa3oBaHye, negarornye-
ckoe. lNefgarorvka MeHA OYeHb 3axBaTuia:
oKa3asnocb, Tak NPUATHO NepeaaBaTh NOAAM
TO, YTO NOOULLIL 1 YMeeLlb, YYnUTb BUAETb U
YyyBCTBOBaTb! 3TO KaKOM-TO HOBbIN acmneKkT
TBOpYecTBa. M B MOEM COGCTBEHHOM TBOP-

-
=y

MNCCUSA BbINMOJTHNMA

yectBe OOLleHME C YYeHWKamy Momoraet
pacwypATb rOPU30OHTHI.

- Kakoebl sawu 6nuxatiwiue nnaHer?
- MNpoponxaTb AenaTtb To, YTO Aenalo: MHe
KaXkeTCs, Y MeHsA XopoLUo nonyyvaetcs!

becepoBana
EneHa AnekcaHgapoBa
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PACMNPOCTPAHEHUE

KapTa pacnpocTpaHeHu1s ne4aTHoON n
3/1eKTPOHHOM BEpCMU MO CTPYKTYpam U
Be,OMCTBaM:

83 agMuHUCTpaumm ry6epHaTopos P®;

88 pernoHasibHbIX TOProBo-NpoMbILL-
JIeHHbIX Nanat; 36 Kopnopauui pasBUTUS
pervoHoB; TOproBo-npombil/IeHHas naaaTta
Poccuiickon ®epepauuu;

MpaBuTeNnbCTBA PErmoHoOB;

DenoBble COBETbHI:

— PoCCcUIMCcKo-SINOHCKWIA [,e/10BOV COBET

— HIM «Poccumncko-Kutamckmum nenosomn
coBeT»

— AHO «Poccmmncko-TypeLuKnin LenoBom
coBeT»

— Poccuiicko-KOXXHOKOpencKmi AenoBom
coBeT

— HM «[enoBou COBET NO COTPYAHMNYECTBY C
NHaven»

— Poccumcko-TannaHackmii 1en0Bom coBeT
— Poccuiicko-UpaHckui penoBow coBeT

— AHO «[lenoBow COBeT Mo COTPYAHMYECTBY C
AdraHmncraHom»

— HM «JenoBow COBET MO COTPYAHNYECTBY C
BbeTHamMom»

— Poccnincko-CuHranypckumii ,enoBomv CoBeT
— [1lenoBow COBET MO COTPYAHMYECTBY C
NHaoHe3unen

— [lenoBow COBET MO COTPYAHMYECTBY C
MakncraHom

— Poccnmcko-OuannnuHCKUM O,e10B0M COBEeT
— KomuTeT no skoHoMmn4yeckomy
COTPYAHNYECTBY CO cTpaHamMmu A3um u Okea-
HUN

— [1lenoBow COBET MO COTPYAHMYECTBY C
Manawnsuen

— CoBeT npegnpuHumarenen Poccus-Apren-
TUHA

- [enosow coeT Poccma-bpasmnus

- Oenosow coBeT Poccusi-Ky6a

— KomuTteT npeanpvHumarenemn
Poccna-Mekcuka

— Poccnmcko-4Ymnmnmckmim genoBom coBet

- [enosow coBeT BPUKC

- Oenosou coseT LLIOC

3apy6exHbie TMMM:

— TN AsepbanaykaHckon Pecny6ivkum

— TN Pecny6amkn ApMeHus

— benopycckasa TIMM

— BHellHeTOoprosas nanara KasaxcraHa

— TN Keipreizckon Pecrnyb6anku

—TMNN Pecny6anku Mongosa

— TN Pecny6amkn TagKMKNUCTaH

— TN Pecny6amku TypKMeHUCTaH

- TMNMN Pecnybaunka Y3bekncraH

—TMNM YKpaunHbl

=TrN rpysun

— ®epepanbHasa nanara 3KOHOMUKM ABCTPUKN
— Coto3 TMMN AnbaHnn

- benbruncko-Jltokcembyprckas Toprosas
nanarta

— bonrapckas Toproeo-rnpombillieHHas
nanarta

— bonrapo-Poccunckas ToproBo-npombiL-
JleHHas nanarta

— BHellHeToprosas nanara bocHun n
epueroBuHbI

— BeHrepckas ToproBo-npombliiLieHHas
nanarta

- ObbeanHeHNe TOProBO-NPOMbILLIEHHbIX
nanat FrepmaHumn

RUSSIAN BUSINESS GUIDE {MAPT 2021}

— ®epepaums TOproebix nanat Mspamns

— ®epepauma UHAMACKUX TTM
—Wicnanpckas Toprosas nanarta

—Toprosas nanara MicnaHum

—JlatBunckas Toproso-npombliLLieHHas
nanara

— AccoumaLrms ToproBo-NpOoMbILLIEHHbLIX U
pemecneHHbIX nanat JInTebl

— KoHdepeHLmMs NpoMbILLIEHHUKOB JINTBbI
— MakepoHcko-Poccuiickas ToproBo-npo-
MblLLIEHHas nanarta

— HopBexcko-Poccuinckas Toproeasi nanata
(HPTM)

— MNonbckas Xo3sMCTBEHHAsA nanarta

— Poccunincko-repmaHckas BHeLLHeToprosast
nanara

— Xo3ancrBeHHas nanata Cepbum

— Cnosaukas ToproBo-npombliLL/IeHHas
nanara

— ToproBo-npomMbilwneHHas nanarta Pecny6-
nunkn CnoBeHns

— Coto3 nanat v bupx Typuwnu (TOBB)

— LleHTpannbHas Toprosas nasnarta ®MHNSAH-
ann

— Xo3sMCTBEHHas nanata Xopsatum

— DKOHOMMYeckasa nanarta Yewckon Pecny6-
JINKN

— Xo3ancTBeHHas nanata YepHoropum (XM4)
— Poccuincko-bputaHckas Toproeas nanarta
— Wtano-Poccuiickas Toprosas nanara

— MNpepcTaBUTeNbCTBO XO3SMCTBEHHOM Nana-
Tbl Cepbum B MockBe

— MNpeactaBuTensCTBO HopBexXcko-Poccuii-
CKOM TOproBou nanatbl B MockBe

— MNpeacTaBUTENbLCTBO XO3AMCTBEHHOM Nana-
Tbl XopBaTnu B Poccnmn

— MNpeactaBuTensCcTBO Boarapo-Poccninckon
TN B Poccumn

— BcemupHas degepaums TOprosbix nanar
— Poccumckmnim HaumMoHanbHbIA KOMUTET
MexayHapoAHOM TOProBoy nanatbl

— AccoumaLnms TOproBo-NPOMbILLIEHHbLIX
nanaT eBponenckmx cTpaH «<EBponanaran

— Kondepepauuns TMIMN ctpaH ATP

— Asunatckmin popym BOAO (BAF)

®epepanbHbie BEAOMCTBA:
- depepasibHOE areHTCTBO Mo Aenam

Coppy>xecTBa HesaBMcMMbIX FOCypapcTs,
COOTeYeCTBEHHMKOB, MPOXXMBAIOLLMX 32 py-
6eXX0M, M N0 MeXAYHAPOAHOMY r'yMaHUTap-
HOMY COTpyAHMYecTBY (POCCOTPYAHNYECTBO)
— ®epepanbHas c1yxba No BOEHHO-TEXHMYe-
KoMy coTpyaHuyectsy (PCBTC Poccmn)

— ®epepanbHas cyxba No TeXHNYeCKOMy 1
3KCMOPTHOMY KOHTpOto Poccuiickon depe-
paumn (PCTIK Poccmmn)

— ®epepanbHas cyxba NCNoHeHNs Haka-
3aHun (PCUH Poccun)

— ®epepanbHas ciyxba cyaebHbix npucTa-
BoB (PCCIM Poccum)

— ®epepanbHas cnyxba no Hagsopy B chepe
3ApaBooxpaHeHuns (Poc3apaBHaasop)

— ®epepanbHOe MeaMKo-6monormyeckoe
areHTcTBO (PMBA Poccum)

— depepanbHOE areHTCTBO MO TypU3My
(PocTypuzm)

— ®epepanbHas cyxba no Haa3opy B chepe
06pasoBaHuMs 1 Hayku (PocobpHaa3op)

— depepanbHOe areHTCTBO MO Aenam Mo-
noaéxu (PocMonoaexn)

— ®epepanbHas cyxba no ruapomeTeopo-

JIOTMM Y MOHUTOPUHTY OKpY>KatoLLen cpeabl
(Pocrngpomer)

— ®epepanbHas cyxba no Hagsopy B chepe
npupoaononb3osaHus (PocnpmMpoaHaasop)
— depepanbHOe areHTCTBO BOAHbIX pecypCcoB
(PocBoppecypchbl)

— ®epepanbHOE areHTCTBO JIECHOIO X035M-
ctBa (Pocnecxos)

— ®epepanbHOe areHTCTBO MO HEAPOMNO/1b30-
BaHuto (PocHeppa)

— ®epepanbHOE areHTCTBO MO TEXHNYECKOMY
peryampoBaHuio 1 meTposiorum (PocctaH-
Aapr)

— ®epepanbHas ciyxba no Hag3opy B chepe
CBSA3U, UHPOPMALMOHHDBIX TEXHOSIOTUI U
MacCoBbIX KOMMYHUKaLM (POCKOMHAA30p)
— ®epepanbHOE areHTCTBO MO NevaTn n
MacCCOBbIM KOMMYHMKaLMsam (PocreyaTb)

— ®epepanbHOe areHTCTBO CBA3M (POCCBSA3Db)
— ®epepanbHas c1yxba no BeTepyuHapHOMy
1 dpuTOCaHUTApHOMY Haa3opy (Poccenbxos-
Hagsop)

— ®epepasnbHOE areHTCTBO MO Pbi60I0BCTBY
(Pocpbi60/10BCTBO)

— ®epepanbHas ciyxba no Hagsopy B chepe
TpaHcnopTa (PocTpaHCcHaa30p)

— ®epepasibHOE areHTCTBO BO3AYLUHOMO
TpaHcnopTa (PocaBuaums)

— ®epepanbHOE OPOXHOE areHTCTBO (Po-
CaBTOAOP)

— ®epepanbHOE areHTCTBO XKe1e3HOA40POX-
Horo TpaHcrnopTa (Pocxengop)

— ®epepasnibHOE areHTCTBO MOPCKOMO U pey-
Horo TpaHcnopTta (Pocmoppeudnor)

— ®epepanbHas c1yxba no Tpyay 1 3aHAaTo-
ctun (PocTpya)

— ®epepanbHas Hanorosas cnyxbéa (PHC
Poccumn)

— ®epepanbHas TaMoXxeHHas cyxba (PTC
Poccumn)

— ®epepanbHoe kasHavencTBo (KasHaven-
cTBO Poccumn)

— ®epepanbHas c1yxba no akkpeauTaumnm
(PocakkpeguTauus)

— ®epepanbHas c1yx6ba rocysapcTBeHHOM
permcTpaumm, kKapactpa u kaptorpadum
(PocpeecTp)

— ®epepanbHas cyxba rocysapcTBeHHON
cratuctukm (Poccrar)

— ®epepanbHas c1yxba No MHTeNNeKTya b-
HoM cob6cTBEHHOCTU (POCNaTEHT)
®epepanbHOe areHTCTBO MO YrpaBAeHUIo
rocynapCcTBEHHbIM MMyLLECTBOM (Pocumy-
LLLecTBO)

—MoconbcTBO ABCTpanmun

—MoconbcTBO ABCTPUMNCKON Pecnybamnkm

— MoconbcTBO ApreHTUHCKOM Pecnybamnku
—MoconbcTBO Ncnamckon Pecnybamku
AdraHuctaH

—MoconbcTBo KoponescTsa benbrnn
—ToproBoe NpeacTaBUTeNLCTBO BeHrpun

— FeHepanbHoOe KOHCYAbCTBO OpaHumn
—ToproBoe npeacTaBuTeNbLCTBO ErmnTa
—Toprosoe nNpeacTaBuTenLCTBO Manansmm
—ToproBoe NpeacTaBUTeNLCTBO KOXXHOM
Kopewun

—ToproBoe NpeacTaBUTeNbCTBO PyMbIHUM
—Toprosoe npeacTaBmTenLCTBO CUHranypa
—ToproBoe npeacTaBnTeNbCTBO COBALLKOM
Pecny6nvkn

— ToproBO-3KOHOMMUYECKUI OTAEN TOP-
roBOro npeacTaBMTENbCTBA NOCONILCTBA
TannaHpa.



18-20 MA4A

NFFRUSSIA.RU

1N MEXOYHAPOOHAA BbICTABKA

decTtuBanb PpaHwuus 2021

MOCKBA, EVENT HALL JAHUNOBCKUH

®ectuBanb OpaHLLIM3 — OQHO U3 KPYNHENLWMX cobbiTnuin Mmpa ¢paHvYam3nHra B Poccmm 1 cTpaHax
CHI. MeponpusiTue 3aBoeBaso CTaTyC NO-HACTOALWEMY pe3y/ibTaTUBHOWN NOWaAKN 19 B3auMMogen-
CTBMSA KOMMAaHUN C NOoTeHuUManbHbiMK dpaHyar3m co Bcen Poccum n gpyrux cTpaH.
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3 [IHS HacCbIWEeHHON
[.eN0BOW NPOrpamMmbl

dectuBanb OpaHWKU3 - 3TO:

YHUKanbHble LenesBble
MocCeTuTen

IS0

Csbiwe 1500 cpenok
3a 7 net paboTbl

YyacTme B BbICTaBke — 3TO [OEMUCTBEHHbIN KaHan

npogax, a TakKXe [MNoKa3aTesib MpecTuXxa n

CTabunbHOCTM KOMMaHuUW. TONbKO Ha BbICTaB-

Ke Bbl MOXeTe HanpamMyro W Ha HeMTpaanon

QECTUBANb
OPAHLUWN3 2018

DPAHYANSUHI BEZIPAHML

- ,l
FOBA‘J ; :
:

TEPPUTOPUN BCTPETUTBCA CO CBOMMWU TMNoOKynaTte-

NAMKU, KOHTpareHTaMm U KOHKYpeHTaMW, Y3HaTb
HOBble TeHOEHUUN pa3BUTUA pPbiHKa U MPUHATD

HernocpeacTBeHHOe yYyacTme B ero GopMmMpPoOBaHMN.

HeoTbeMnemMom YacTblo KaXaon BbICTaBKW sBnsieTcs [lenosasa nporpamMma, B paMkax KoTopon nyy-
LIMe CNUKepbl U 3KCNepTbl B chepe dpaHyYan3mnHra npoBoasaT NekLunmn u MacTep-Kaacchl Ha Takue

TeMbl KakK:

o ®uHaHCUpPOBaHUe, NpUBIeYeHNe NHBECTULUN
B HOBblE MPOEKTbI.

« [locTpoeHne cunbHOro 6peHga KoMnaHuu.

@ NFFRUSSIA.RU

¥ NKHARATIAN@NFFRUSSIA.RU

« BbIxog Ha MeXayHapogHble PbIHKW.
e 3awmTa UHTEeNNeKTyanbHOM COGCTBEHHOCTMU.
VI MHOroe gpyroe.

L +7 (966) 193-20-88




«KAHECTBO, CKOPOCTb

N YHUKANBbHbIN BKYC
B KaXX10M poJIJie,

B Ka)K,0M MarasuHe,
B KaXX/[10M YIrOJIKE MNJ1aHETbI»
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