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PenakunoHHbI coBeT:

Makcum ®ateeB, Bagum BuHoKypos,

Hartanba YepHbiwosa

MnaBHbIN pefakTop:

Mapusa CepreesHa CyBopoBcKasn

PepnakTop Homepa:

Muxaun NpyHuH

3amecTuTenb AUpeKTopa No KOMMEPYECKM BOMPOCam:
Wpuna BnagumnposHa [inyrau

[u3aiiH/BépcTka: Anekcangp Jlo6os

KoppecnongeHTb: Muxann lpyHuH, EneHa 3onortosa,
AnekcaHppa Y60xxeHKo, EneHa AnekcaHgpoBa,
[apba bakapuHa, nbByHa AnTpeeBa

MNepesop: Mpuropuii PoccnakuH, Jiunnava Anbranosa
OrtneuvataHo B Tvnorpadum OO0 «B/IBA-CTAP»,

r. MockBa, yn. SnekTpo3aBoackas, a. 20, cTp. 3.
Matepuanbl, oTMeuYeHHble 3Haukom R nnu «PEKJTAMA»,
ny6nvKyTCA Ha NpaBax peknambl. MHeHre aBTopoB He
0613aTe/NIbHO AOMKHO COBMaAaTb C MHEHUEM PeaakLmm.
MepeneyaTka MaTepranos 1 NX UCNONb30BaHNE B
no6o Gopme AoMyCKaeTCA TONbKO C pa3peLleHns
penakuun nsganua «busnec-finanor Meguma».
PyKonucu He peLieH3MPYIOTCA 1 He BO3BPALLaloTCA.
Anpec pefakuun: 143966, MockoBckas o6nacTb,

r. PeyToB, yn. Mo6epapl, 4. 2, nom. 1, KOMH. 23.

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

Ten.: +7 (495) 730 55 50 (n06. 5700)

Usparennb: 000 «busHec-Auanor Megua».
3apeaucmpuposaHo ®edepanbHoli c1yx60U no Had3opy 8
cehepe €853, UHHPOPMALUOHHBIX MEXHOI02UU U MACCOBbIX
KoMmyHuUKayuti. Ceudemesibcmeo o peucmpayuu
cpedcmea maccosoli uHgpopmavuu [T Ne OC77-65967
om 6 utoHsA 2016.
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CEPFrEV BYBHOBCKUMN:
YHKANBHBIA METOA
NEYEH VS — OCHOBA
YCMELLIHOW ®PAHLLI3bI
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JINLO C OBNTOXKN

3 KCKNI03UBHAA 1 0UeHb [eliCTBEeHHas MeTOAMKa NleYeHus Niofeii ¢ npobnemamu 0nopHo-ABUFaTENbHOMO annapara, pa3paboTaHHas Hawmm
cobeceHNKOM, cyuiecTBYeT AaBHO. KonkypeHToB y LieHTpa gokTopa by6HOBCKOr0 HET, pa3Be UT0 MHOTOUMC/IEHHbIE NOApaxKaTenu. OAHaKo
npuMeHeH1e MeToAa KUHe3uTepanum HYXaeTca B CTPOroM KOHTpoe cneLnanvcToB LeHTpa. U dpaHwuinsa atoro yupexaeHna npekpacHo
3apeKkomeHzo0Bana ce6a, noTomy uto napTHepbI LIEHTpa BCe AealoT NPaBUiIbHO, B OJIHOM COOTBETCTBUM C METOAAMM U TEXHONOMNAMM
paspaboTumka. imeHHo N03TOMY y 3TUX GpaHyaii3n NpeKpacHble pe3ynbTatbl neyenus. Wtak, y Hac B roctax CEPTEM BYBHOBCKMIA, cosnatenb
METOAMKM KnHe3uTepanuu, npodeccop, LOKTOp MeAULINHCKUX HayK.

- Cepezeli Muxatinoeuy, Ha YemM OCHO8AHA
eawa memooduka?

— fl Hauan pa3pabaTbiBaTb CBOIO HOBY!IO,
YHUKaIbHYI0 METOANKY NeYeHNsi OCTEOXOHS-
po3a elye B NPOLLIOM BeKe. 3a 3TO Bpems
MHe yAanocb n3yuynTb NPaKTUYECKM BCe pe-
abunuTaunoHHble cructembl Mupa. Mpuryem,
Nno3HaBaTb BCe 3TO NPUXOAMIIOCb BYKBasIbHO
Ha CO6CTBEHHOM OMbITE: B MOSIOAOCTU A MO-
NyYnn TAXKeNenwyo TpaBmy No3BOHOYHMKA.
Bpauwm 3anpeTunu gBMUraTbCsA, NPUroBOprB
K MOXKM3HEHHOW KolKe. TakaA nepcrnekTnea
nokKasanacb MHe ManornpusieKaTesibHOM.

HaBepHoe, 3T0 3aCTaBMIO YCOMHUTLCA B He-
NorpewyiMoCcTy TPaAULMOHHbIX NyTel neye-
HUs 3aboneBaHU ONOPHO-ABUraTeNIbHOIrO
annapara. [lecTBUTENIbHO, MOYeMy Henb3s
yNpaxHATb Teno, Korga UMeHHO B 3TOM
Bcerga 6bin1 3a50r 310poBbA 1 JoNroneTus
yenoseka? OTuero B 60/bHULE NALEHTaM
C pa3HbIMU JMarHO3amu 3a4acTyHo Ha3HavaloT
ofViHaKoBble npoueaypbl? [Ae rapaHTu, 4To
CTOJIb HACTOMYMBO Ha3Havaemas ornepauys no
yOaneHunio, CKaXxem, MO3BOHOYHOW rPbIXK CTa-
HeT 611aroTBOPHOM, a He NpUBEAET K NOSHOM
nHBanugHoctn? Moyemy Henb3A ABUraTbCA,
Korga Tbl MosioH cun? Moyemy HyHO 0653a-
TeNIbHO CMVPUTBCA CO CTPALLHBIM UArHO30M,
KOrfa Tbl XOUellb 1 MOXeELLb 3MeHUTb CBOO
cynbby?

- W mak nocmeneHHo nosaeusica Mmemoo
KuHe3umepanuu, cymb KOmopo20 8 mom,
4mo nayueHm Nnoo sHUMAamesibHbIM Hao-

KAK 1 KOT'O JIEYAT

-~ MPOBOAMTCS PeabuimTaums
rnocne onepauunm,
NPOTE3MPOBAHMIS, TDABM,
MHAPKTOR U UHCY/IBTOB

— OCYLLIECTBAAETCS NPOMUIaKTMKA
VI KOPPEKLMSA MPU MblLLIEYHOM
HEeOOCTAaTOYHOCT M, M30bITOYHOM
Macce Tefa, arepockepose,
caxapHoOM AmabeTe, peBmMaTtmsme,
nogarpe, rmnepToHnm, BEreTo-
COCYOMUCTOW AUCTOHUM 1 CUHAPOMAE
XPOHUUECKOW YCTaN0CTH

— MPOBOANTCS LUMPOKUM CNEKTP
Maccayka 1 yapHOBOTHOBAS
Tepans

— KJTIMEHTbI LEHTPOB — JII0AM OT O
NET; CaMbl BO3PACTHOW Cr1yYai —
103 ropa

30pom epadyeli camblM AKMUBHbIM 06paszom
y4yacmeyem 8 ceoemM 8bI1300p08JieHUU, 8bl-
NOJIHAA KOMNJIeKC cneyuasbHbIX ynpax-
HeHud...

- [Ja, TaK A Nnpuvwen K Tem pe3ynbTaTam,
KOTOopble 3aCTaBNAT TeNepb roBOPUTb
0 K/MHe3uTepanuu (<KUHe3n» — ABUXKeHMe,
«Tepanus» — ieyeHne), Kak 06 ogHOM 13 ca-
MbIX 3HAUUTENbHBIX JOCTUMEHWI peabunuTa-
LMOHHOM MeauLuHbI. Tenepb LeHTpbl paboTa-
I0T B pa3HbIx ropogax Poccum n mrpa, npryem,
Al PYKOBOXY TONIbKO MOCKOBCK/M LIeHTPOM
KUHe3uTepanuu, Yepes KOTOPbI eXXerogHo
NPOXOAAT ThICAYN NaLNEHTOB. B ocTanbHbIx
LleHTpax paboTaloT MOM YUYeHUKHN, KOTopble,
B CBOIO oUepefib, CNoCo6HbI NepeaBaThb pea-
6UNUTALIMOHHBIN MeTOp «Mo HacnedcTBy». o
TaKoMy e MPUHLMMNY OH NepefaeTcs n Ha-
WM PppaHyarisn.

- HackonbKo cnoxHo oesiadems eawium
mMemooom? Paccka)xkume o HIOAHcax e20
npumeHeHus.

- MHe Tenepb KaXeTcs, HYEro Takoro 0co-
6eHHoro A He n3obpetan. MNpocTo, HaBepHoe,
npaBWIbHO PACcCTaBWU akLEeHTbl. Beab Koraga
CTaBUTCA AMArHO3, 3TO 3HAUWT, YTO NPUXOAUT-
cA neunTb yxe cneacteme. bonesHb xe - 310
cnencTame. Ay Hac BCe MOCTPOEHO Ha NMoucKe
MPWYNH 3a6011eBaHI ONOPHO-ABUMATENIBHOTO
annaparta, rMaBHbIM 06pa3oM, OCTEOXOHAPO3A.

HWKTO HMYEro He NMeeT NPOTUB HEOT-
noxkHown nomolyn. OHa JoSKHA pa3BUBaTb-
cA — 1 TabneTKu, 1 YKObl, U MeAULIMHCKOE
obopypoBaHue. Kaxkablii MOXeT nonacTb
B TAXKenyto cutyauuio. Ho Korga yenoseka
BbIBEJI U3 OCTPOro COCTOAHUSA, U OH Nepe-
Len B pa3psag XPOHNYECKIMX OOMbHbIX, 3TO YKe
Apyras MeguunHa, Apyrve 3aKOoHbl — 3aKOHbI
€CTEeCTBEHHOW MeANLVHbI.

DTa ecTeCcTBEHHana MeAuLMHa Kak pas
1 Npur3BaHa 60pOTbCsA C OCTEOXOHAPO30M.
B camom 3TOM TepMKHe, NpaBAa, MOXXHO YCo-
MHUTBbCA. «OCTEO» — 3TO KOCTb, @ XXOHAPO3» —
3ab0s1eBaHVe MO3BOHOUYHMKA, NPU KOTOPOM
XpsLeBas TKaHb MO3BOHOUYHMKA 1 MEXMO-
3BOHKOBbIE AVICKM TEPAIOT MOABUXHOCTb. Bpo-
Ze 6bl y Moioioro YenoBeka Takol 6051e3Hn
B MpViHLMNE ObITb HE JO/MKHO, TaK KaK KOCTN
006bIuHO ApaAxnetoT K 50-60 rogam. OgHako
3ab0neBaHMe B Hall BEK rMnognHamunn obsnio-
60Bano monogexb. Tak OTKyza e 6epyTcsa
[laXke B HEXKHOM BO3pacTe oCcTpble 601 B Cu-
He — HepasyyYHble CNYTHUKN OCTEOXOHAPO3a?

D70 3aboneBaHmne CBSA3aHO C MblLLEYHON
HEe0CTaTOYHOCTbIO, KOTOPOW CTPAZAET KaxK-
Obll YenoBeK, HaunHasA ¢ 20-22 neT, ecin He
noaLepK1MBaeT 06bEM MblLLIEUYHOW TKaHW,

MPEVMYLLECTBA LIEHTPOB
JJOKTOPA BYBHOBCKOIO

- 3anareHToOBaHHbIV MeTo/],
JOKTOpa bybHOBCKOIro
3aLLUMLLIEH PAAOM POCCUMNCKIX

N MEXKOYHAPOAHbIX MaTEHTOR

N aBTOPCKKX CBUAETE/bCTB,

cam Ceprein bybHOBCKMI 1
crneuyanmcTbl LeHTPOB aKTUBHO
BE/YT Hay4YHble MCCen0BaHus]

— KOHTPO/1b Ka4decTBa cobtoaeHs
MeToanKkn — Cepren byOHOBCKUIN
NINYHO aTTecTyeT cneuyancTos;
B rpynnax ot 6 A0 15 uenoeexk,
NOBbILIEHME KBaMdmKaLuym
0bsA3aTeNIbHO U MPOBOAMNTCS
KayKablI roa

- yCTONUMBas bU3Hec-Mo/e/1b
3a rodbl paboTbl goka3asia CBOK
3MMEKTUBHOCTL B PA3HbIX
SKOHOMUUECKMX CUTYALIMSX,
OCTaBasiCb NPUOLIIBHOW darke B
KPV3UCHbIE BpemMeHa

- (hpaHwm3za LleHtpa goxktopa
ByOHOBCKOIO BHECEHa B peecTp
HaOEXKHbIX (dpaHLLIM3 Toproso-
MNPOMBbILLIEHHOW NasiaTomn
Poccuiickon Geaepatinm

- paboTta no OMC v AAMC —
LIeHTPbl ABNAOTCA MeANLMHCKMK
YUPEKAEHWAMY, OONBLIMHCTBO
YCIYT KOTOPbIX INLEH3NPOBaHDI,
napTHepam oKasblBatoT
COOEWCTBUE B MOMTyYeHnn
MeANLMHCKUX STNLLEH3 M

cocTtaBnawLen 40% Beca yenoBeka. A K na-
TUAECATU rofam Yyenosek yTpayveaet 50-60%
3TOro gapa npupogdbl. 1 TyT octeoxoHapos
NPOCTO Hen36eXKeH, MOCKOJIbKY, TepPAEeTCA TOT
CaMblii MbILIEYHbBI 06BEM, KOTOPbIN OTBEYaeT
3a OMOPHYI0, ABUrATENbHYIO, TPAHCMOPTHYIO,
3alUTHYO 1 apyrve GyHKUMM OpraHmn3ma.

- Jleno monwvko 8 mbiwie4yHoli Hedocma-
moyHocmu?

- He Bce Tak npocTo. Y MHOTMX 3aBcerga-
TaeB «KauasioK», HaNPUMEp, Te Xe Npobnembl
CO CMVHOW, YTO W Y NtoAen, HUKOTAa HNYero
TAXeNee aBTOPYYUKM B pyKax He AepKaBLUMX.
Beab «HakauvBaHMe» MblLULL — 3TO BCErO NNLWb
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JINLO C OBZ1OXKK

UTO MOSIYYAKDT DPAHYASN
LIEHTPA JOKTOPA
BYBHOBCKOIO

- NprobpeTast hpaHLLn3y,

Bbl HauMHaeTe paboTtaTth Mo/
3apPErnCTPUPOBaHHBLIM TOBAPHbBIM
3HaKOM

- MeTo/VKa [oKTopa byOHOBCKOrO
ABMSIETCS OHOW 13 CaMblX
N3BECTHbBIX Ha PbIHKE

-3a 32 roga paboTbl Mbl
HayYIMCh NPeoCTaBNAThL
YT NMPEBOCXOAHOIMO KaueCTRa
N NONYYNIN BECLIEHHDBIV OMbIT
BeAeHsa br3Heca, KOTOPbIM
nenmmcs ¢ dpaHyansm

— HU3KI YPOBEHb POSIITY U
OTBETCTBEeHHOe OTHOLLIeHWe K
paboTe ¢ napTHepamy, MHOIMe 3
KOTOPbIX C HaMK yrke bonee 15 net

RUSSIAN BUSINESS GUIDE {MAPT 2022}

yBeNMYeHvie MbllLEYHOWM MacChl, @ MyCKyna-
Typa y npeactaBuTeniel «TaXenblx» BULOB
crnopTa CoOBepLUEHHO TepsAeT 31acTUYHOCTb.
Takne «KauKkun», Mexay npourM, YacTeHbKO
nonagatT K Ham C TAXKebIMU NopakeHU-
AAIMM NMO3BOHOYHMKA. [TOTOMY UTO OHU 3KC-
NayaTMpYIoT MblLLbl 605bLIE, YeM OObIYHBIN
yenoBek. Hactonbko 6onblue, YTO MbILLULbI,
neperpysuBLLINCH, TOXe nepecTaT QyHK-
LMOHMPOBATb.

fl cunTalo 3NaCTUYHOCTb CBA30OK OCHOBOM
3[00pPOBOro NO3BOHOYHUKA. Beapb uTto Takoe
Mbiwwa? Mo cyTu, 3T0 HAaCOC, KOTOPbIN NUTaeT
CBSA3KY, OT KOTOPOW — 1 3TO [MaBHOE — 3aBUCUT
cuna v GyHKLMOHaNbHOCTb BCEX CYCTaBOB ye-
noseka. Y Hac 700 mbiwwy 1 6onee 400 cycTa-
BoB! Bce 310 MoryT obecneunTb TONbKO 3na-
CTUYHbIe CBA3KU. [103TOMY, B KOHEUHOM CyeTe,
Ha 3J0POBbe MO3BOHOUHMKA BMAET He 00beM
MBbILUL, @ MX KaueCTBEeHHas CTPyKTypa. Mo mo-
€My MHEHWI0, MHOFOKPATHO MOATBEPKAEHHO-
My NPaKTUKOW, MPX BOCTAaTOYHOW MblLLEYHOM
3M1aCTUYHOCTY CUNOBAs BbIHOC/IMBOCTb MOXET
COXPAHATbCA [0 MNPEKIOHHbIX JIET.

VHCTPYMEHTbBI VCIELLUHOW
DOPAHLLNSbI

- nofiHag, rotoBas oa4a PaboTbl
BU3YyasIbHast cUCTeMa yrpaBieHus
OPEHOOM, a TakKe HEOOXOAVMblE
019 PeKNaMHbIX KamMraHuw
MapKeTUHIOBble MaTeprasibl

— He HY»KHO TpaTuThCs Ha
JOPOrOCTOSILLYIO PaspaboTky canTa
— Mbl YCOBEPLUEHCTBOBAS M CBOV
rnoptasn U rotoBbl M NOAENNTHCS

- nna dopaHyaran paspabotaHa

1C CRM cucrtemMa: MeguuUyHCKIMM
MOYSb, aHA/INTUKA, CTATUCTUKA,
pacyeT 3apaboTHOW M1aThl,
pacrmncaHme 3aHsTUN, TeXHUUecKas
noaAepKKa

- Call-ueHTp, B KOTOPOM Mbl
obpabaTtbiBaeM NepBUUHbIe
obpalleHya KIMeHTos no PO n
3aPYOEKBIO — 3BOHKM, COOBLLEHNS B
COLManbHbIX CeTAX 1 YaTax

- SMM — Mbl akTUBHO
MPUCYTCTBYEM BO BCEX COLIMABHbBIX
ceTdax, Bceraa oHarH!

- Bawa memoduka yHusepcanbHa, unu
8 KaXX0oM cJ/lyyde npuMeHsemcsa UHou8uU-
dyanbHbili N00Xx00?

- [Monapas B HALLW LEEHTPbI, MALVEHTbI B UH-
AVB/AYaNbHOM MOpsAAKe NPOXoaAT AnarHo-
CTUKY, KOTOpPas MO3BOJIAET TOUHO ONPEAEUTb,
KaKue IMEeHHO MbILLLbI 1 CBA3KW HY>KHO YKper-
NATb B KOHKPETHOM ciyyae. lMocne ynopHonm pa-
60TbI Ha CrieLManbHbIX TPEHAXKePaX NaLMEHT No-
CTerneHHO HauMHaeT OLLyLLATb CUITy U YPYrocTb
CBOVIX MbILLULL. A BOCCTaHaBNVBasA NMOABVXKHOCTb
1 GYHKUMOHANBbHOCTb MO3BOHOUHYIKA — CTEPXKHS
OpraHy3ma, OT KOTOPOro HaMpPsAMyo 3aBUCKT
3[l0POBbE YesTIoBEKa,— OONIbHOM aBTOMATNYECKM
BOCCTaHaB/MBAET GYHKLMN OPraHOB, CBA3aHHbIX
C onpeaeneHHbIM MNO3BOHOYHbIM OTAENOM.

Ho BOT TyT, Nnoxanyn, HaunHaeTcsa camoe
CnoXkHoe. Befib MbiLLbl JOMKHbI MOCTOAHHO
noanepK1BaTh CyCTaBbl, @ AJ1A STOr0 HEO6XO-
OVMbI eXKe[iHEBHbIE NVIMHACTUYECKME YTpaXHe-
HUA, 3aKaNIMBaHME XONoAHO BOOW. .. OBGbIUHO
TIOAY CUMTAIOT, UTO CJIN HEKTO B3AJICA PEeLnTb
1X Npo6emMbl, TO M JOCTAaTOYHO 3annaTuTb
[IeHbIU, U, eCNIN OKTOP XOPOLUNIA, TO 6onesHb
Kak pyKoW CHUMeT. B nprpope TaK He GbiBaeT.
W Te, KTO »KenaeT nocnefoBatb MeToay K/He-
3uTepanuu, [OMKHbI ObITb FOTOBbI K TOMY, UTO
VM NPYAETCA YNOPHO ¥ HAaCTONUMBO paboTaTb
Hap o601, BeAb iexa Ha MPUBbIYHON KyLLeTKe
1 r1I0Tas MUK, C HeyroM 10 KOHLA He cripa-
BUTbCA. BaxkHelwasn yacTb npouecca Bbi3fo-
POBMEHMA — aKTVBHOE yyacTyie NaLlmeHTa, 0co-
3HaHHOE CTPEMJIEHVIE NMOMOTaTb CrieLanicTam.

MoKo Hawmm naureHTaM TOJIbKO CHUT-
CA, 3aTO OHW He NMPOCbINATCA NO HOoYaM OT
oCTpow 60 B CrinHe.
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JINLO C OBZ1OXKK

n exclusive and very effective method of treating people with problems of the musculoskeletal system

(MSS), developed by our interlocutor, has been existing for a long time. The Center of Dr. Bubnovsky has
no competitors, except for numerous imitators. However, the use of the author’s methods of treatment requires
strict control of the center’s specialists. And the franchise of this institution has proven itself perfectly, because the
partners of the center do everything in full accordance with the methods and technologies of the developer. That
is why these franchisees have excellent treatment results. So, our guest is SERGEY BUBNOVSKY, the creator of the
method of treating MSS without drugs and operations on author’s medical decompression simulators, professor,

doctor of medical sciences.

- Mr Bubnovsky, what is your method
based on?

- I began to develop my new, unique
method of treatment in the last century. Dur-
ing this time, I managed to study almost all the
rehabilitation systems of the world. Moreover,
I had to learn all this, literally, from my own
experience: in my youth I received a severe
spinal injury. Doctors forbade me to move,
sentencing to life in bed. This prospect seemed
unattractive to me.

Probably, this made me doubt the infalli-
bility of traditional ways of treating diseases
of the musculoskeletal system. Indeed, why

ADVANTAGES OF THE CENTERS
OF DOCTOR BUBNOVSKY

—the patented method of

Dr. Bubnovsky is protected

by a number of Russian and
international patents and
copyright certificates, Sergey
Bubnovsky himself and the
specialists of the centers are
actively conducting scientific
research

—quality control of compliance
with the methodology — Sergey
Bubnovsky personally certifies
specialists; development of
competence is mandatory and
takes place every year in groups of
6 to 15 people

— sustainable business model has
proven its effectiveness in various
economic situations over the
years, remaining profitable even in
times of crisis

—the franchise of the Center of
Doctor Bubnovsky is included in
the register of reliable franchises
by the Chamber of Commerce
and Industry of the Russian
Federation

—workon OMl and VHI — the
centers are medical institutions,
most of the services are licensed,
partners are assisted in obtaining
medical licenses.
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is it impossible to exercise the body, when
this has always been the guarantee of human
health and longevity? Why do hospitals often
prescribe the same procedures to patients with
different diagnoses? Where is the guarantee
that such a persistently appointed operation to
remove, for example, a spinal disc herniation
will be beneficial, and will not lead to complete
disability? Why can’t you move when you're
full of energy? Why is it necessary to put up
with a terrible diagnosis when you want and
can change your destiny?

And so, gradually, a method of treatment,
based on the identification of the internal re-
serves of the body without drugs and opera-
tions, appeared. The essence of the method is
that the patient, under the close supervision
of the doctors, is actively involved in the re-
covery, performing a set of special exercises.

Yes, that'’s how I came to the results that now
make us talk about kinesitherapy (“kinesi” is
movement, “therapy” is treatment), as one of
the most significant achievements of rehabil-
itation medicine. Now the centers operate in
different cities of Russia and around the world.
I manage only the Moscow, St. Petersburg
centers and the Center in Ivanovo, through
which thousands of patients pass annually.
My students work in the rest of the centers,
and, in turn, are able to pass on the rehabili-
tation method “by inheritance”. By the same
principle, it is transferred to our franchisees.

- How difficult is it to master your method?
Tell us about the nuances of its use.

- Now it seems to me that I didn’t invent
anything special. Probably, I just put the right
emphasis. After all, when a diagnosis is made,
it means that it is necessary to treat the con-
sequence. Illness is the consequence. In my
method everything is built on the search for
the causes of diseases of the musculoskeletal
system, mainly osteochondrosis.

No one has anything against emergency
care. It must develop - pills and injections,
and medical equipment. Anyone can get into
a difficult situation. But when a person was
taken out of an acute state and shifted into the
category of chronic patients, this is another
medicine, other laws - the laws of natural
medicine.

This natural medicine is just designed to
fight osteochondrosis. This very term, how-
ever, can be questioned. “Osteo” is a bone, and

HOW AND WHO ARE TREATED

— rehabilitation after operations,
prosthetics, injuries, heart attacks
and strokes

— prevention and correction in
case of muscle insufficiency,
overweight, atherosclerosis,
diabetes mellitus, rheumatism,
gout, hypertension,
vegetovascular dystonia and
chronic fatigue syndrome are
carried out

—a wide range of massages and
shock wave therapy are carried
out

—the centers’ clients are people
from 6 years old; the oldest case is
103 years

“chondrosis” is a disease in which the cartilage
tissue of the spine and intervertebral discs lose
their mobility. It seems that a young person,
in principle, should not have such a disease,
since the bones usually become decrepit by the
age of 50-60. However, in our age of physical
inactivity the disease settled on young people.
So, where do acute back pains come from at a
tender age if they are inseparable companions
of osteochondrosis?

This disease is associated with muscle in-
sufficiency, that affects every person, starting
from 20-22 years old, if he or she does not
maintain the amount of muscle tissue, that
is 40% of a person’s weight. And by the age
of fifty, a person loses 50-60% of this gift of
nature. And here osteochondrosis is simply
inevitable, because the very muscle volume
that is responsible for the supporting, motor,
transport, protective and other functions of
the body is lost.

— Is it just muscular incompetence?

- Not so simple. Many habitues of the
“weights rooms”, for example, have the same
back problems as people who have never
held anything heavier than a fountain pen in
their hands. After all, “pumping up” muscles
is just an increase in the muscle mass, and
the muscles of representatives of “heavy”



TOOLS FOR A SUCCESSFUL
FRANCHISE

— acomplete, ready-to-use visual
brand management system,

as well as marketing materials
necessary for advertising
campaigns

— no need to spend money on
expensive website development —
we have improved our portal and
are ready to share it

— 1C CRM system is developed for
the franchisee: medical module,
analytics, statistics, payroll, class
schedule, technical support

— Call-center, in which we process
the primary requests of the clients
in the Russian Federation and
abroad — calls, messages in social
networks and chats

— SMM —we are actively present
in all social networks, always
online!

sports completely lose their elasticity. Such
“iron pumpers”, by the way, often come to us
with severe lesions of the spine. Because they
use more muscle than the average person. So
much more that the overloaded muscles also
cease to function.

I consider the elasticity of the ligaments to
be the basis of a healthy spine. After all, what
is a muscle? In fact, this is a pump that feeds
the ligament, on which - and this is the main
thing - the strength and functionality of all
human joints depend. We have 700 muscles
and over 400 joints! All this can be provided
only by elastic ligaments. Therefore, ultimately,
the health of the spine is affected not by the
volume of the muscles, but by their qualita-
tive structure. In my opinion, repeatedly con-
firmed by the practice, with sufficient muscle
elasticity, strength endurance can be main-
tained until old age.

- Is your methodology universal, or an
individual approach is applied in each case?

- Getting to our centers, the patients un-
dergo individual diagnostics, that allows to
accurately determine which muscles and
ligaments need to be strengthened in a par-
ticular case. After hard work on special sim-
ulators, the patient gradually begins to feel
the strength and elasticity of his muscles, the
flexibility of his joints. And restoring the mo-
bility and functionality of the spine - the core
of the body, that human health directly de-
pends on - the patient automatically restores
the functions of the organs associated with a
certain spinal section.

But here, perhaps, the most difficult
begins. After all, muscles must constantly

support the joints, and this requires daily
gymnastic exercises, cold water treatment...
Usually people believe that if someone un-
dertake to solve their problems, then it is
enough for them to pay money, and if the
doctor is good, then the disease will be
vanished as if by magic. This does not hap-
pen in nature. And those who wish to fol-
low the method of kinesitherapy should be
prepared for the fact that they will have to
work hard and persistently on themselves,
because lying on the couch and swallowing
pills, one cannot completely cope with the
disease. The most important part of the
recovery process is the active participation
of the patient, the conscious desire to help
specialists.

Our patients only dream of resting, but they
do not wake up at night from acute back pain.

JINLO C OBNTOXKN

WHAT THE CENTER'S
FRANCHISES GET

— working under a registered
trademark

— the technique of Dr. Bubnovsky,
one of the most famous on the
market

— the practice of over 32 years
provides excellent quality of
services and invaluable business
experience, that is shared with the
franchisees

— responsible attitude to work
with the partners, many of whom
have been with us for more than
15 years
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@Stardogs

|'I onyueHue CTabUNbHOIA NPUOBINM MPY MUHIMATTbHBIX PUCKAX 11 3aTpaTax — BOT UTO IBWXET NPpeANpUHIMATENEM, KOTAa OH MPUHUMAET peLleHue
OTKPbITb 613HeC o dpaHLum3e. Cpeam GpaHuali3MHTOBbIX KOMMaHWIi B cerMeHTe 06LLeniTa, CnocoOHbIX 06ecneynTsb 3T yCTIoBIA, BbiAENAeTcs
ceTb Stardogs, KoTopas Aaxe B NaHAEMUI0 yMyApUnach BbipacTi Ha 40%. 0 ToM, Kak coueTaTb pa3Ho06pasvie GopmaToB ¢ eHON KOHLenwyeii,

HanpaBneHHON Ha CTabUIbHO BbICOKOE KauecTBO NPOAyKTa, pacckasblBaeT pyKoBOAUTeNb dpaHuaii3unrooii ceti Stardogs CTIBA APAJIOB.

- Kak 6b1 8bl oyeHunu naHoemuliHbili ne-
puoo 8 ucmopuu paseumus KomnaHuu?
Kakue ypoku useneknu, KaKkue Hogble cmpa-
meauu noseunuce? Kak Ha eaw 8321150,
naHoemus usmeHuna ¢ppaxyaliauHzosoe
HanpaseseHue 8 mom cezmeHme, 8 Komopou
pabomaem Stardogs? Ecme iu y Komnanuu
npopabomaHHas cmpameaus Ha cy4ali no-
A8J1eHUs HO8bIX JIOKOAYHO8 U CAHUMAPHbIX
o2paHuyeHul?

- MaHpgemun, Kak 1 nobon apyromn Kprsunc,
[aeT BO3MOXHOCTb [/1A pocTa. DTOT nepmon
MOBJIVAN Ha HAC NMONOXKNTENIbHO, Mbl CMOTTIU
onepaTuBHO BbIATY B OHMalH dopmaT 1 fo-
CTaBKy. 3a CYeT pocTa AOCTaBKU O13HecC ceTn
dactodyna Stardogs Bbipoc Ha 40%.

B cnyyae ouepenHoro nokgayHa unm ca-
HUTapPHbIX OrPaHNYEHNIA Mbl 3HaeM, UTO A0-
CTaBKa cMokeT obecneunTb HaMm cTabunb-
HbIl1 goxop. Y Hac TwaTtenbHO npopaboTaHo
MeHio nog cneuundriKy 4OCTaBKY, YTO B CBOIO
oyepeab ob6ecrneunBaeT Ham CpefHUi YeK B
[OCTaBKe Ha ypoBHe 950 py6neii, a 3T0 oueHb
XOPOLUMI NOoKa3aTesb Af1A HaLlero LLeHOBOro
cermeHTa. Hawm Bce TOUKM afanTpoBaHbl
ANnA paboTbl KaK Ha BbIHOC, TaK 11 Ha JOCTaBKY.

- B yem cymo uHeecmuyuoHHol (ppaHwiu-
3bl, KOmopyio npedocmasnsem Stardogs?
Ymo smom nooxo0 daem ¢ppanyaiizu?

- B nepByto ouepesb, UHBECTULIMOHHBIN $paH-
YaM3UHT AaeT BO3MOXHOCTb He y4acTBOBaTb B
orepaLUnoHHON pyTrHe. Hanprimep, Bbl CKONWv
KaKyt0-TO CyMMY [IEHET 11 XOTUTE ee BIOXMTb Ky-
[a-TO [y1A1 AOMOJTHUTENIbHO NacCMBHOIO OXOAQ,
HaMHOTO 6OJIbLLIEro YeM NMPOLIEHT MO BKIady. M To-
ria 3Ta Mofenb MEHHO 1A Bac, Bbl IHBECTUPYeTe
B OTKPbITVIE 06BEKTa, @ Mbl BCE OCTalbHOE GepemM Ha
ce6A: NMOVICK M OLEHKY MOMELLIEHIS, CTPOVKY, 3aKyT-
Ky 060pyL0BaHUsA, Haem 1 0byUeHe NepcoHana,
PaboTy € rocyaapCTBEHHbIMM OpraHamMu, 3aKyrKy
NpoayKLMK, CUCTEMATV3ALIMIO OV3HEC MPOLIECCOB,
GyXranTepuiio 1 BCio OMNepaLMOHHYO [EATENbHOCTb.
Bam Hy»<HO GyaeT TonbKo HabmnoaaTh U NosyyaTb
CBOW MaccyBHbIN Aaoxopg. 1o MomeHTa BO3BpaTa
BaLLINX BIIOKeHHbIX feHer Bbl nosnyyaete 80% ot
npu6bINK, Mbl 20%. [Mocne Toro, Kak Mbl BEpHYI
BCe BIIOXeHHble CPeCTBa, Npribbiib Aenutca 50/50.

DTOT BapyaHT MOAXOAUT BCEM, KTO XOUeT
nonyyatb CTabUbHbIA NACCUBHbBIV OXOM.
MOXHO BKNlafiblBaTb B OTKPbITVE HEOrPaHU-

YEeHHOro KonnyecTBa ToUeK 1 NoslyyaThb eLye
6onblle NaccMBHOro Aoxona.

MbI IMeeM OrpOMHbIli OMbIT B OTKPbITVE 1
ynpasneHvem 6r3Heca B obuiennTe, NnosTo-
MYy PUCKM MUHUManbHble. A MHBECTULMN B
Stardogs — 370 o1 50% o 130% roposbix! Ceid-
4ac CyLecTByIoLLME NHBECTOPCKME MPOEKTbI
NMoKasbIBaloT UMCTyto Npubbinb ot 80 000 fo
197 000 py6nel B mecsL,.

- «llasuneoHbI», «Ocmpoea», «Qyd-Kop-
mer», «Qyd-mpaku», «CmayuoHapHsie
o6veKkmoi» — 8 YeM hpeumyujecmea u

MNOLAPOBHEE O
DOOPMATE OPAHLLMIbI
STARDOGS

O

Hedocmamku 014 (hpaHyaliu 8 Kaxxoom
u3 nepeyucsieHHbIX popmamos?

- Bce 3111 dopmaThbl MMEIOT CBOIO U3IOMUHKY,
celyac pacckaxky o H1X nogpobHee.

Wtak, naBnnboHbl. OHU pacnonoXeHbl pa-
[IOM C OCTaHOBKaMM 06LLeCTBEHHOIO TPaHC-
nopTa, CTaHUUAMU METPO, AAMUHNCTPATUB-
HbIMV 34aHVAMU, B MAPKAX 1 MPOYMX MecTax
— YTO MO3BOJIAIET CTOATb Ha BbICOKOM Tpaduike,
Bcerga 6bITb B ryluye cobbITuii 1 paboTaTb Kak
Ha BbIHOC, TaK 1 Ha JOCTaBKy. [1aBUNbOHbI BCe
nepenBKHOro Gopmarta, Ierko TPaHCNopTU-
PYyIOTCA B HOBbIe NIOKaLU.

OctpoBHol dopmart. [mbkas, uHaMBMaYyanb-
HO NPOoEKTMpyeMas Mofenb 1A pa3MelleHns
B TOProBbiX 1 6v3Hec-LeHTpax. Mpy opraHu-
3aumn nogobHoro dopmata ncnonblyercs
MONIHOLEHHBI aCCOPTUMEHTHbIV NepPeYeHb,
Kak 1 B 1obom gpyrom BapuaHTe. «OcTpoBa»
pacrnonaraioTcs Ha BbICOKOM Tpaduike 1 MoryT
paboTaTb faxke 6e3 NoAKNUYEHNA K BoJe C
COXpaHeHreM BCeX CaHUTapHbIX CTaHLAPTOB.
Jlerko TpaHCNopTMpyeTCcs B pamKax Topro-
BO-pa3BiekaTesibHbIX LeHTpoB (TPLL).

Dyp-KopT. YBenunyeHve Toproso niowaam
no3BonAeT NPeAnoXKnTb FOCTAM paclINPeH-
HbI aCCOPTUMEHT MEHI0. DTO KlaCcCUYecKkmi
dopmaT pacrnonoxeHus B 3oHe dygkopTa
(inline), yenoBek Bceraa 3HaeT, €C/IV OH XoueT
ecTb, 1 oH B TPLI, TO Hy>XHO 1ATY Ha Gya-KopT.

Dyp-TpaK. ITo HOBOE NepcreKTMBHOE Harnpas-
neHvie 6r3Heca Ha Konecax. BoamoxHocTb no-




NOAPOBHEE
O DOPMATE
VHBECTULIMOHHOW
OPAHLWM3bI STARDOGS
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NyYeHus NpUGbINN NOCPEACTBOM yYacTUA B Bbl-
e3[HbIX MeponpuATHsAX: GecTBany, BbICTaBKY,
KOHLIepTbl, MecTa B napkax, Ha napkoske y TPLI. 1
3TO He MOJHbIN CMNCOK BO3MOXKHOCTel dya-Tpa-
Ka. Qya-Tpak nonynsapeH, C rofamu TofbKo JOpo-
KaeT, Bbl OCTaeTeCh BCErAA B MNJ0Ce.
CraumoHapHbIi 06beKT. B saHHOM dopmaTe
rocTb NpoBoAnT 6osbLLE BCEro BpemeHu Tak
KaK OH NPUXOAWT Clofia OTAOXHYTb, MOOOLLATLCA
C ApY3bsAMU, KOJIEramMu, Ui CMEHNTb pabouyio
00CTaHOBKY, @ PaCLUIMPEHHOE MEHHO 1 LINPOKUIA
BbIGOP HAMUTKOB MOMOraeT emMy NMPOBECTU Bpe-
mA ¢ kompopTom. CyMMma YeKa B CTaLMOHAPHBIX
dopmaTax BbllLe YemM B OCTasbHbIX.

- CKoJIbKO 8peMeHU 8 cpeOHeM 3aHUMaem
yenoyka - om 3aseku e Stardogs 06 omkpbl-
muu ¢ppanwiusei 00 8bIx00ad Ha npubbiib? Om
Kakux ¢pakmopoe 3asucum smom nepuoo?

- Y Hac nponucaHbl Bce CTaHZapTbl paboTbl
1 3Tarbl OTKPbITUA TOYKKM OT A 1o A. B cpegHem
nepvog oT MOMEHTa NoANUCaHKsa AOroBopa u
[0 OTKPbITMA Y HacC 3aHUMaeM 28 gHew.

MHorve TouKuM BbIXOAAT Ha NPUObLINb yxKe
C NepBOro mMecsLa, HO Mbl Bcerga 3aknagbl-
Baem B pUHAHCOBOW MOLENM «3a30p» Ha 2-3
MecsALa, B OCHOBHOM Ha 3TO BNMAeT MecAL
OTKPbITUSA U OYEHb MHOTO 3aBUCUT OT MPO-
deccnoHanmsma nepcoHana, Nno3Tomy Bce
HaLUV NapTHepPbl U UX COTPYAHUKN NPOXOAAT
obs3aTenbHoe obyueHre BceM CTaHAapTaM
paboTbl 1, KOHEUHO, KOMaHa 3arycKa Nomo-
raeT Ha NepBOM 3Tare, NoKa3blBaeT MacTep-
Knacc paboTbl.

- Kak ebl KoHmponupyeme Kayecmeo
pabomel ¢ppaHyalisuH208b6IX Moyek?
Konmpone ocywiecmensaemcs eHe 3asucu-
mocmu om ypoeHsA (huHaHcoeoli omoayu,
unu me, Kmo 0aem Heo6xo0umyio npuGoine,
pabomaiom npasusibHO «NO YMOTYAHUIOY,
U ux He Ha0o nposepAmMb?

MNOAPOBHEE O
DOOPMATE FAST
CASUAL = EST. 1993
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- Bcex mapTHepoB Mbl 1i061M OAMHAKOBO CWb-
HO, KaK FOBOPUTLCS, MPOBEPOK MHOIO He OblBaeT
(cmeeTca. Peq,)! Mbl npoBoayiM MPOBEPKN He ANiA
TOro, YTo6bI CKa3aTb MApPTHepPY «ali-alt-ait», a ana
TOro, YTO6bl OTNIAAUTL ero PaboTy 1 yNyyLLNTb
rokasatenu. Yem fiyuile napTHepy, Tem siyylle
HaM, BCe B3aMOCBA3aHO. Y BCEX MapTHEPOB NPo-
BOLATCA 06sA3aTeIbHOE eXKeMeCAYHble MPOBEPKM
B HE3aBVICIMOCTH OT ero GMHAHCOBBIX MOKa3a-
Tenen v nokasartenen CTaH4apToOB KayecTsa.

Y Hac eCTb TPV NPOBEPKM: NEPBOE — 3TO Talt-
HblIll NOKyMaTenb, BTOPOe — 3TO Halla cyx6a
KOHTPOJIAi KauecTBa 1 TPeTbe — 3TO MPOoBepKa
MeHe[XepoM, KOTOpPbI KypupyeT JaHHOIo
napTtHepa. Kaxagas Touka — nuyo 6peHaa u
OHa [J0JI’KHA OTBeYaTb CTaH4apTaM KOMMaHuU.

- Kak npoucxooum e3aumoodelicmaue c
nomeHyuanbHLIM napmuepom?

- Y Hac Ha TpexaTanHas paboTa ¢ napTHe-
pamu, celyac pacckaxy 6onee nogpo6Ho.

[epBbIl 3Tan — NOTeHUManbHbIA NAapTHEP
3HAaKOMUTCA C MEHeXKePOM Mo paboTe ¢ KNnu-
€HTaMVl, OH 3HaKOMUT ero C Halwym 6peHaoMm,
CTPYKTYpOW, popmaTtamu, CyLLeCTBYOLWNMMN
TOYKaMu, eCli HEO6XOAUMO, MO3HAKOMUT C
napTHepamu, Nokaxet GprHaHCOBble Modenu
1 aHanuTuKy. Ecnv napTHepa Bce ycTparBaer,
TO NOANMCbIBaEM AOFOBOP.

BTopoii 3Tan — 3HaKOMCTBO C MeHe[Xepom
MO OTKPBITUAM, MEHEeKep 3HAKOMUT NapTHepa
CO CTaaVAMY OTKPbITYS, UTO U KOMY Heobxoau-
MO cAenatb Ha Kaxkaow 13 ctagui. Tyt BmecTe
C MEHe[KepOM MO0 apeHze NPONCXoamT NOUCK
1 OLleHKa NToKauuWii, y Hac Bcerga B nyne ecTb
oT 10 go 20 oueHeHHbIX TOKALNI, KOTopble
MOXHO BbI6paTh noA oTKpbITVEe. Mbl nomora-
€M CHU3UTb apeHay AN napTHepa, YTobbl ero
6r3Hec 6bin bonee peHTabenbHbIM. [Nocsie noa-
nricaHWsA JOroBopa Nepexoanm K paspabotke
OM3aliH-NPOeKTa U CTPOKE, MapPKETUHIOBbIN
OTZen roTOBUT BCE MAKETbI, U HalLW Noapsa-
YMKM rOTOBbI CeNaTb BCE CTPOUTENIbHbIE U
peknamHble paboTbl. [locne nget obyyeHve n
TOP)KeCTBEHHOE OTKPbITUE C KOMaHAOM 3anyc-
Ka. [lanblue meHeKep BedET U NOALEPKMBAET
bpaHyali3n B Te4eHUe Tpex MecsALEeB, BbIBOAUT
€ro MMHUMYM Ha 85% OT U3HavanbHoro ¢pu-
HaHCOBOTO MiaHa Mo Bbipyuke. [lanee meHe-
IKep Mo OTKPbITUIO NMepeBOAUT NapTHepa Ha
cnegylowmi aTan.

TpeTtun 3tan. MeHegxep No CONPOBOXAe-
HIII0 CTAHOBUTBLCSA JTYYLLVIM JPYTOM U COBETHU-

KOM MapTHepa no BegeHuto busHeca Stardogs,
npriesaeT 1 NPOBOAUT OMNEePaALNOHHbIN
ayAuT, aHanv3npyeT NPoAaxu, Kypupyer 3a-
KyrKy 11 MOMOraeT NnpaBuibHO GopMMpoBaTb
3aKa3bl, MaclLTabKpoBaTb OM3HEC ppaHUan3n
1 BbIXOAMTb Ha HOBbIE MOKa3aTesiu.

- lMomumo mpaoduyuoHHo20 hacmepyda
Stardogs npodsuzaem KoHyenyuu co30aHus
YHUKaneHol u pazHoo6pasHoli peyenmypeol.
0e s3mo npumeHaemcs yxe celiyac? Ecme
Jlu nepcnekmuabl nepexodd K pecmopaHHo-
My HanpaseJseHulo 6usHeca, usu co30aHuio
pecmopanHoll ppaHwiu3el?

- B npownom rogy mbl paspaboTtanu co-
BEPLUEHHO HOBYIO KOHUenuuio dopmata Fast
Casual - Est. 1993. D70 racTpoHOMUYecKoe
NMPOCTPaHCTBO, coYeTatoLLee B cebe KOKTelb-
6ap 1 aBTOPCKYIO KYXHIO.

JlereHpapHble xoT-goru ¢ 6ynoukon 6pu-
OLWLb ¥ HaMOMHUTENAMY NacTpamu, 6puUCKeT,
KpeBeTKM, aBOKaJ0, MHAENKa, J0COCh 1 BaLlm
Nto6uMble KonbacKu, N COCUCKU.

BapHas KapTa 1 HanUTKK NOAYYMINCH Ta-
KUMU e 60’KeCTBEHHbIMY, KaK 1 UX Ha3Ba-
HUsA. A KOHTPACT BKYCOB NepeBepHeT Balle
npencTaBneHne o KOKTeNsAX 1 NogapuT Bam
HacTosLLee raCTPOHOMMYECKOe HaCaXaeHme.

- Kak 661 8l MO2/1U pe3tomuposame nna-
HbI N0 pazsumuio ¢hpaHyatizuHzo08ol cemu
Ha 3mom 200? Kakoea o6wjas cmpameaus
passumus Ha 6auxkaliuiue 200b1?

Mbl cobupaemcs B 6MXKaNWKN rog
OTKPbITb A0 450 CTaUMOHAPHbIX OO HEKTOB 1
BbIXOAWTb B cTpaHbl CHI (ceiuac y Stardogs
180 cTaumoHapHbIX ToueK no Bcen Poccnn
1 6onee 1000 oTaeNeHNn Ha aBTO3anpaBoY-
HbIX CTaHUMAX). Ha JaHHbI MOMEHT Mbl IMeeM
nopagka 10 oTKpbITMIA B MecAL. [TnaHupyem
3anycK ¢paHyaii3rHrosoro npoekta Est. 1993,
MacLTabmpoBaHus ero no Bcel Poccun 1 Bbl-
XOA Ha raCTPOHOMMYeCKMe NPOCTPaHCTBA.

- Kak Stardogs owjyujaem ce6s 8 nepuod
CaHKyuu?

- Stardogs, KOHEUHO, 3aBVCUT OT CbIPbEBOro
PblHKa, KOTOPbI OYeBUAHO pacTeT 1 byaeTt
pacTu, HO Mbl Ucronb3yem 6onee yem Ha 90%
Poccuiickne npogyKTbl, UTO NO3BONAET HaM
AepaTb LieHbl B PbIHKE Ha CTabWIbHOM YpOB-
He 1 yBennumBaTh NPOAAXKN C KaxAbIM rofloM
BCe 6onblue 1 6onblue.
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- How would you assess the pandemic
period in the history of the company’s
development? What lessons have been
learned, what new strategies have emerged?
In your opinion, how did the pandemic
change the franchising trend in the segment in
which Stardogs operates? Does the company
have an elaborate strategy in place for new
lockdowns and sanitation restrictions?

- The pandemic, like any other crisis,
is an opportunity for growth. This period
had a positive impact on us, we were able
to quickly enter the online format and
delivery. Due to the growth of delivery
business of the fast food chain Stardogs
grew by 40%.

In the event of another lockdown or
health restrictions, we know that delivery
will be able to provide us with a steady
income. We have a carefully designed
menu for the specifics of delivery, which in
turn provides us with an average check in
delivery at the level of 950 rubles, and this is
a very good indicator for our price segment.
All of our outlets are adapted to work both
for takeaway and delivery.

- What is the essence of the investment
franchise that Stardogs provides? What does
this approach give franchisees?

- First and foremost, investment
franchising gives you the opportunity to not
be involved in an operational routine. For
example, you've saved up some money and you
want to invest it somewhere for an additional
passive income, much more than the interest
on the deposit. And then this model is just
for you, you invest in opening an object
and we take care of everything else: search
and evaluation of premises, construction,
purchase of equipment, hiring and training
of personnel, work with state authorities,
procurement of products, systematization
of business processes, accounting and all
operational activities. You will only have
to watch and receive your passive income.
Until your investment is paid back, you get
80% of the profits, we get 20%. After we have
recovered all the money invested, the profits
are split 50/50.

This option is suitable for everyone who
wants to receive a stable passive income. You
can invest in the opening of an unlimited

NCTOPUN YCINEXA

btaining a stable profit with

minimal risks and costs - that
is what drives the entrepreneur
when he decides to open a franchise
business. Among the franchisees
in the catering segment who are
able to provide these conditions,
the Stardogs chain stands out,
which even in a pandemic
managed to grow by 40%. Stardogs
head of the franchise network
STIVA ARALOV talks about how
to combine a variety of formats
with a single concept aimed at
consistently high product quality.

MORE ABOUT
STARDOGS FRANCHISE
FORMAT

O

number of outlets and get even more passive
income.

We have extensive experience in opening
and managing businesses in the catering
industry, so the risks are minimal. And
investing in Stardogs — it is from 50 to 130%
per annum! Now existing investor projects
show net profits from 80000 to 197000 rubles
per month.

- “Pavilions”, “Islands”, “Food Court”,
“Food Truck”, “Stationary Objects” - what
are the advantages and disadvantages for
franchisees in each of the above formats?

— All of these formats have their own
specifics, now I'll tell you more about them.

So, pavilions. They are located near
public transport stops, subway stations,
administrative buildings, parks, and other
places - allowing them to stand in high traffic,
always be in the thick of things, and work
both on takeout and delivery. All pavilions
are of mobile format and easy to move to new
locations.

Island format. Flexible, individually
designed model for placement in retail and
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business centers. Organization of such format
uses full assortment list, as in any other option.
“Islands” are located at high traffic and can
operate even without water connection
while maintaining all sanitary standards.
Easily transportable within shopping and
entertainment centers (malls).

Food court. Increased selling space allows
us to offer our guests an extended range of
menus. It is a classic format of location in
the food court area (inline), a person always
knows if he wants to eat and he is in the mall,
he should go to the food court.

Food Truck. This is a new promising area
of business on wheels. Opportunity to make
a profit through participation in traveling
events: festivals, exhibitions, concerts, places
in parks and on the park in front of the mall.
And this is not a complete list of possibilities
for a food truck. The food truck is popular
and only gets more expensive over the years,
you always stay in the black.

Stationary facility. In this format, the guest
spends the most time as he comes here to
relax, socialize with friends, colleagues,
or change the work environment, and the
expanded menu and wide variety of drinks
helps him spend time in comfort. The check
amount in stationary formats is higher than
in other formats.

- How long does the chain take, on
average, from applying to Stardogs to open
a franchise to making a profit? On what
factors does this period depend?

— We have prescribed all the standards
of work and the stages of opening a point
from A to Z. On average, the period from the
signing of the contract to the opening takes
us 28 days.

Many points come out to profit from the
first month, but we always lay in the financial
model of the “gap” for 2-3 months, mostly it
affects the month of opening and very much
depends on the professionalism of staff, so
all our partners and their employees are
mandatory training to all standards of work
and, of course, the launch team helps at the
first stage, shows the master class work.

MORE ABOUT
STARDOGS
INVESTMENT
FRANCHISE FORMAT
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- How do you control the quality of
franchise outlets? Is it monitored regardless
of the level of financial return, or do those
that make the necessary profit work correctly
“by default,” and they don’t need to be checked?

- We love all of our partners equally, there
are never too many checks (laughs)! We
spend checks not to say “aye-aye-aye” to the
partner, but to debug his work and improve
performance. The better the partner, the
better we are, everything is connected. All
partners have mandatory monthly audits,
regardless of their financial or quality standard
performance.

We have three checks: the first is a mystery
shopper, the second is our quality control
service, and the third is an inspection by the
manager who supervises this partner. Each
location is the face of the brand and must meet
company standards.

- How do you interact with a potential
partner?

- We have a three-stage process for
working with partners, I will tell you more
about it now.

The first stage is when a potential partner
gets acquainted with an account manager,
he introduces him to our brand, structure,
formats and existing outlets and, if necessary,
introduces him to partners and shows him
financial models and analytics. If the partner
is satisfied with everything, we sign an
agreement.

The second stage is getting acquainted with
the manager of the opening, the manager
introduces the partner to the stages of opening,
what and who needs to do at each stage. Here
together with the manager of the lease is the
search and evaluation of locations, we always
have from 10 to 20 evaluated locations to
choose for the opening. We help lower the
lease for the partner to make their business
more profitable. After signing the contract
we move on to the construction and design
project, the marketing department prepares
all the layouts, and our partners are ready to do
all the construction and advertising work. After
that comes the training and grand opening with
the launch team. Next, the manager leads and
supports the franchisee for three months,
bringing it to at least 85% of the original
financial plan for revenue. Next, the opening
manager takes the partner to the next stage.

Stage Three. The support manager becomes
the best friend and advisor to the partner on
the business of Stardogs, comes and conducts
operational audits, analyzes sales, oversees the
purchase and helps to properly form orders, scale
the franchisee’s business and reach new figures.

- In addition to traditional fast food,
Stardogs promotes the concept of creating
unique and diverse recipes. Where is this
being applied right now? Is there any prospect
of moving into a restaurant line of business,
or creating a restaurant franchise?

If|

g

READ MORE ABOUT
FAST CASUAL FORMAT
- EST. 1995
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- Last year we developed a completely new
Fast Casual format concept, Est. 1993. It is
a gastronomic space combining a cocktail bar
and author’s cuisine.

Legendary hotdogs from brioche bun and
pastrami fillings, brisket, shrimp, avocado,
turkey, salmon and your favorite sausages and
sausages.

MCTOPUN YCTIEXA

The bar list and drinks are as divine as
their names. And the contrast of flavors will
turn your idea of cocktails and give you a real
gastronomic pleasure.

- How would you summarize your
franchise network development plans for
this year? What is the overall development
strategy for the coming years?

In the next year we are going to open up to
450 stationary locations (right now Stardogs
has 180 stationary points all over Russia and
more than 1000 outlets at gas stations). At the
moment we have about 10 openings a month.
We are planning to launch a franchise project
Est. 1993, scaling it across Russia and entering
the gastronomy space.

- How does Stardogs feel about the
sanctions?

- Stardogs does not depend in any way on
sanctions, on the exchange rate of the dollar
and the euro, we use 100% domestic products,
which allows us to keep our prices stable and
to increase sales more and more every year.

I AM READY TO ANSWER ANY QUESTIONS:
TEL: +7 964 /78717 99
E-MAIL: ARALOV@MARCON.RU
STIVA ARALOV
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OPAHLLW3A COFIX:
CYHACT/INBbIN BPAK
no pacuerty

RUSSIAN BUSINESS GUIDE {MAPT 2022}

H 0BbI BUTOK 3KOHOMNYECKOr0
Kpu3uca, HayaBLueroca nocne
GecnpevLieieHTHOrO aBNeHNA Ha
poccuiickuii GU3HeC, KOHeYHo, 3aTPOHYN
1 PbIHOK ppaHyaii3unra. Bnpouem, CEQ
Cofix Global BNAXEN BEPHAPLL PAICC,
He NUTaA U3NULLHEro ONTUMMU3Ma,
CYNTaeT, YTo U B NepUoA TypOyneHTHOCTH
MO>XHO BMOJHE yCNeLUHO pa3BNBaTbCA.
(Tpaterusa ceTu — B yAaYHOM COYETAHUM
yenoBeyeckoro ¢pakTopa 1 LppoBbIX
TEXHONOT .

- bnaxeli, noyemy 8ol 8bI6paNU UMeH-
HO KogbeliHbIli 6U3Hec? 3mo npousouws1o
cayyatiHo, uu Xe mym Kakas-mo JIuYHas
ucmopus?

— Boobue A kopemaH 1 ybexxaeHHbI Be-
raH. Belbupas 6u3Hec o6LeCcTBEHHOrO Nu-
TaHWA, f, KOHEYHO, XOTeN cnocobcTBOBaThL
nonynspusaunn plant-based npogykTos.
Ho Ha 3Tom nnyHasa ncTopusa 3akaHUMBaeTCH,
Janblue TonbKo 6usHec. Mos 3agayva v 3aga-
ya Cofix Global - nprHecTV Ha poccuinckmin
PbIHOK NlyyLLMe MUPOBbIE NMPAKTUKKM, CO6paTh
KOMaHAy KnaccHbIX NpodeccroHanos, Bbl-
CTPOUTb BCE MPOLIECCHI TaK, YTOObI Aeno npu-
HOCKNO NPUBLINb, KOHTPONNPOBaTb GppPaH-
Yal3VHIoBYO CETb, YTOObI HaLIM NapTHEPbI
pa3BMBaNMCh Kak NpeanpriHUMaTenu 1 pocsu
KaK JIMYHOCTN, OPMMPOBANN POCCUNCKINIA
cpenHuin Knacc. A KodpelHble 3epHa Bblbrpa-
10T Te, KTO MO-HaCTosALLeMy NO6AT 1 YMELOT 3TO
fenatb. Kaxablil 3aH/MaeTCs CBOMM [eNIOM.

- Kakue y eac npoeHo3bl paseumus poiH-
Ka ¢hpaHwiu3bl 8 Smu Henpocmeole epemeHa?

— lMporHo3sumpoBaHue — HebnarogapHoe
3aHATME BO BCe BPeMeHa, a ceryac ocober-
HO. Mbl HaxoAUMCA B CUTYyaLMN OrPOMHOM
HeonpepaeneHHocTU. Ecnun yecTHO, B HacToA-
LLiee BpeMms A He BUXKY OOMbLUNX MepCneKkTrB
[NA pocTa TPaAULIMOHHOTO PbiHKa GppaHLLIK3.
Mo KpaliHe mepe, TaKNX, KaKUMI OHM ObINn
elle go naHgemuw. MNageHre nnatexxecnoco6-
HOCTU HaceneHus, MHGNALMA, yXyaLeHne NH-
BECTULMOHHOTO K/IMaTa, CaHKL MW, KOTOpble
HEMOHATHO, KOrAa 3aKOHYaTCA 1 HEN3BECTHO,
Kakue elle OyayT... DTO OUEHb Cepbe3Hble
BeLUW, 1 3aTPar1mBatoT OHW He TonbKo Poccuto,
KaK JyMaloT HeKoTopble.

Mpouncxoaunt 6onbLIOW Nepesen MMPoBON
SKOHOMMKMN. ITY CUTYaLMI0 MOXXHO CPaBHUTb
C TeMm, YTO Npomncxoanno B Havasne XX BeKa,
HakaHyHe lNepBo M1poBor BOMHbI. CerogHA
Mbl Habnogaem Kpusuc B CLLUA, cmeHy TexHo-
NIOrMYeCKOro yKNaaa, Lesyto cepuio KOHGAK-
TOB, A€CTabuNM3aLmnio 06CTaHOBKN BO MHOTUX
CTpaHax. MicTopuma NoBTOpAeTCA, OHa HacC HU-
yemy He yuunT, a Mbl NPY BCEM XKeNaHnn He
MO>KeM M3BJeUb YPOKN 1N YTO-TO U3MEHUTDb —
TakoBa JaHHOCTb MCTOPMYECKOrO npoLiecca.
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- Ymo celiuac npoucxooum 8 cpepe
¢paHyailizauHaa, KaKoewl 2/1a8Hble MeH-
deHuyuu?

— Ecnv BCNOMHUTBL NCTOPUIO, MHOXECTBO
TpaHCHaLMOHaNbHbIX KOpropayui, 3agato-
LLMX TOH B MMPOBOM B13Hece, HaunHanv CBon
nyTb IMEHHO TOTAa, B Hayase NpoLUioro BekKa.
Bo3MOXHO, Mbl CTaHEM CBMAETENAMM NOsBIe-
HIA HOBOTO NMOKOJIEHUA rM06asNbHbIX GU3HeC-
NMAEPOB, KOTOPblE CTaHYT NOKOMOTNBaMU
SKOHOMUKMU B criegytouye cTo net. Ho B gaH-
HbIl MOMEHT, B CUTyaLmu TypOyneHTHOCTH, BCce
paboTatowme 1 noTeHumanbHble GppaHyansm
6ynyT KOHCONMMANPOBATLCA BOKPYT KOMMa-
HII, CNOCOGHBIX MPEANOXUTD CUITbHBIN, Y3Ha-
BaeMblil 6peHf], MOLLHYI0 yNpaBieHYeCcKyo
CTPYKTYpY, cuctemy IT-nogaepku, yetkne
anroputmbl paboTbl.

[ocTaToOyHO NOCMOTpPETb, UTO celyac
NPONCXOAUT B eBPONeNCcKoM putenne, Ha

B2021TOY CETb KOMDEEH
COFIX OTKPBISIA B POCCHN 64
HOBDBIE TOYKW 1 VBESTIMYIASIA
BbIPYUKY B CPABHEHNIA @
MNPEABIYLLIM FOAOM BOJSIE
YEM HA 50%. POCT CPEAHETO
YEKA COCTABWST 8%. 110
NAHHBIM MCCNEOOBAHMA
PEK, COFIX BOLUSIA B TOl-

10 KPYIMHENLUMX CETEW
CTPAHbBI M 3AHASIA 2-E MECTO
[0 VPOBHIO TOSIbHOCTIA
AVANTOPUM MOCKBbI
MOCKOBCKOM OBJIACTI,

[1E HAXOANTCA BOJTbLLAY
YACTb 3ABEAEHVN BPEHLIA.
[0 OAHHBIM XKYPHATIA
«FOODSERVICE», CETb
3AHANA 17-E MECTO B TOM-
50 PECTOPAHHbBIX TPYII
POCCUV. POCT CETU B 2021
roOay COCTABM152%,
CENYAC OHA OBbEAMHAET
BOJIEE 260 KOMEEH B
CTPAHAX CHI

pbiHke HoReCa, B cermeHTe obuwenuTa.
KpynHble oHAbI aKTUBHO «MblNeCoCAT» Pbl-
HOK — CKYMaloT MafeHbKIe, HO yCMeLLHble CEeTU.
Bbonblune ctaHoBATCA 6orave, a menkue ben-
HEKT UK BOBCE NPOorMafatoT. TO 3aKOHOMep-
HblIli pe3ynbTaT N1toboro CUCTEMHOrO Kpr3Kca.

- Kak cetliuac pazsusaemcs eawe ¢pan-
yalizuHzoeoe HanpasneHue? Kak meHsaem
cmpameauto pazeumus Cofix 8 ycnosusax
3moezo Kpu3suca?

— Mbl TOXe Hayanu KoppeKTMpoBaTb CTpa-
TErvio pasBUTUA B COOTBETCTBUY C MPUHLW-
namu M&A (cdepa CAUAHUIA 1 NOTNIOLLEHWI).
(OpaHya3MHroBbIi 6BU3HEC OCTAeTCA HALIKM
npuopuTeTHbIM HanpaBneHnem. Manoe
npeanpuHNUMAaTeNbCTBO HUKYAA He feHeTcs,
HanpPoOTUB, Mbl PAaCCUNTbIBAEM YBENINUUTD
KOJIMYECTBO NOANbHbIX dpaHyansy, npegna-
ras M KayeCTBEHHbI NPOAYKT, F[PaMOTHbIN
MapKETVHT, HAEXHYI0 IOTMCTUKY U NMOMHbIN
LMKN noafep»Ku Ha BCex 3Tanax pa3BuTus
6usHeca.

Tem He MeHee, Mbl MOHMaEM, YTO ceyac
B OCHOBE yCrnexa NexuT guBepcudunkaums.
Y Hac NpoABuMraloTca TPy NPoAyKTa Ana Ma-
noro 6usHeca. Bo-nepBsbiX, «TpagnLMOHHas
dpaHLwm3a», He 6ydy Nogpo6HO rOBOPUTB O ee
YCNOBUAX, UX MOXHO NMOCMOTPETb Ha Hallem
cariTe. Bo-BTOpbIX, TaK Ha3blBaeMbill «OM3HEC
Mo noanmncKe», Korga Mbl camu CTPOUM Koden-
HIO MOA KoY, a NapTHep 6epeT ee B ynpas-
neHwvie. Ero ocHOBHOW 3agayeit CTaHOBUTCA
PYKOBOACTBO KOMaHZOW 1 KOHTPOJIb BbICO-
KOro ypoBHs cepBuca. Takas ¢opma coTpya-
HuuyecTBa TpebyeT OT dpaHyUai3M MeHbLLNX
bUHAHCOBBIX BNIOXEHWIA 1 B TO Xe Bpems faeT
1M BO3MOXHOCTb CTaTb NPeanpuHMMaTeNiaiMm.
STa Mofesib He HOBa, HO OUYeHb NepCrneKkTUB-
Ha, OT/INYHO 3apeKoMeHoBana cebn, KcTatu,
B NaHgemuio. Tak nosbckas dbpaHyan3nHro-
BanA ceTb «¥Kabka» (ZABKA), paboTaiowas
B popmare «MarasuH y JoMa», 3a NpoLUbli
rof OTKpbIna TbiCAYY Mara3vHOB, BCErO Y HUX
B CeTu cervyac 6osee BOCbMMU TbICAY TOYEK.
TpeTnin Haw NPOAYKT — 3TO «PebPEHANHI,

B PaMKax KOTOPOro Mbl MpeAsiaraem He-

PUNNOCODUNSA COFIX

— KAYECTBEHHDbIE

EAA M HATTATKIATIO
CMPABEASIMBOM

LIEHE — CPAZY HALLJTA
OTKJIMK B CEPLLIAX
NOTPEBUTENEW,
BCEIO 3A HECKOJIBKO
JIET KOMITAH M

CTANNA OHVIM N3
JWAEPOB B KODEVHOM
CEMMEHTE. HOBbII
POPMAT KODEEH
PUKCHVPOBAHHDIX

LIEH TTPOM3BEJI
[MOTPEBUTEJIBCKYHO
PEBOJTIOLMKO CHAYAJTA
B VMISPANJIE, A SATEM
B APYI X CTPAHAX
MUPA. B HACTOALLEE
BPEMS$ KODEMHM COFIX
PABOTAKOT B MISPANJIE,
OJIbLIE, BPASSTNAN,
BEJTAPYCH, KASAXCTAHE
1 POCCHN

60MbLWNM KODENHAM B PEFVIOHAX HE MPOCTO
NMOMEHSATb BbIBECKY, @ MPUCOeANHUTLCA K Lnd-
poBon nnatdpopme Cofix Business, Bocrnonb-
30BaTbCA TEXHNYECKOW, ONepaLiOHHON, Map-
KETMHIOBOW U, YTO celyac 0COOEHHO BaXKHO,
NOrNCTYECKO noafepKKon bpeHpa. To ectb
NPOW3BECTU MOMHbIV anrpeing CBOero bunsHe-
ca. Mo Hawwum HabnoaeHNAM B pesynbraTte
Takoro pebpeHanHra KodenHn yBenmumsaoT
BbIPYUKY B cpefHeM Ha 30 NpoLeHTOoB.

Mporpamma pebpeHanHra oueHb nepcrek-
TVBHa He ToNbKo fns pa3sutua Cofix, Ho 1 ans
POCCUMINCKO SKOHOMUKN. Manbiii 6usHec
cellyac nepexxnBaeT He Nyylirie BPemMeHa,
1 Koraa npeanpuHumaTeny nonagaoT nog
Halle KpbIo, 3TO CMacaeT NxX OT Pa3opeHus,
cofencTByeT YKpenieHnio permoHanbHoOm
3KOHOMUKMU, COXpaHsaeT paboumne mecta. B 1o
e Bpems Mbl CTapaemMcs yUnTbiBaTb 0COOeH-
HOCTM 1 HapabOTKM Ka)Kgoro KOHKPEeTHOro
6u13Heca, BMIOTb A0 TOrO, YTO OCTaBAsAEeM
NPOAYKTOBYIO NIMHENKY, KOTopas npuLiach
MO BKYCY MECTHbIM XUTENAM.

- Celiyac MHo2ue sudam naHayelo
8 NnpuMeHeHUU HOBbIX MeXHOoI02uYecKuUX
peuwieHuti. [Tomoxem nu KogpeliHam asmo-
mamusayusa?

- MaHpgemna noaTBepanna: noan — Xu-
BOTHble couuanbHble. M B 3ToM Halua cuna.
Kak 6bl rocyfapcTBa HU CTapanunch 3aKpbiTbh
00LLecTBO B UeTbIpeX CTEHAX, YENOBEKY HYXXHO
obLeHne, ecTb Y Hero NoTPe6HOCTb BbIXOAUTb
B CBeT. B Tom uncne emy xouetcsa obuatbca
¢ 6apucTa - 4NnA MHOIVX 3TO HeoTbememMas
YyacTb npouecca ynotpebneHnsa xopoLlero
Kode. No3ToMy A He Bepio B TO, UTO PO6OTU-
3UpPOBaHHble KodelHble aBTOMaTbl BbITECHAT
TpaganLMoHHble KodelHn. Kodpe — 3To obLye-
Hue. KoMy-TO HY>KHO, Hanpumep, HayaTb CBOM
[eHb C TOro, YTOObI Y/IbIGHYTbCA CUMMATUYHO-
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PEMMOHASIBHOE
PA3BUTUE CTASIO OAHVM
3 MPVIOPUTETHbBIX
HATPABJIEHN PABOTI
KOMMAHWI. B 2021 TO0Y
MEPBbBIE KODEVHM

COFIX MOABUINCH B
EKATEPMHBYPIE, HVYKHEM
HOBIOPOME, COYN, TVIIE M
VIBAHOBE. BAYKHbBIM STAFOM
PA3BUTUA CETV CTASTO
CO3OAHUE LINDPOBOWM
MIATOOPMbI COFIX BUSINESS
N YMHbBIX KODEEH COFIX
FLEX NMOAKTIOYAA BCE
BOJIbLUEE KOJIMYECTBO
MNPEANPUHVMATESIEN
KIOTOBbIM
TEXHONOMMYECKIM
PELUEHIAM B PAMKAX
MPOMPAMM «BM3HEC MO
NOAMNCKE W «PEBPEHAVHM,
COFIX TTAHNPYET

B CPEAHECPOYHOM
[EPCINEKTVBE 3AHATD

KAK MUHUMYM 10%
POCCUNCKOIO PhIHKA
KODEEH

My Tebe UenoBeky, a KOMy-To Ha060poT, Nno-
pyraTbCsi C KeM-TO, eC/v NMJIOX0e HAaCTPOEHMe.
TexHONOrMM MEHSAIOTCA, a NoAN — HeT.

Mbl 04eHb BHUMATENbHO OTHOCUMMCA K OT3bl-
BaM rocTel, cobvpaem vx, aHanusupyem. Bot,
CKaxeM, feByLiKa nuweT: «CoBepLIEHHO He-
BO3MOXHO 06LaTbcA ¢ 6apucTa N, A 6onblue
K BaM HMKorga He npugy». A NnoToM CHOBa
MPVIXOAUT 1 OCTaBIAET HOBbI OT3bIB B TAKOM
XKe cTune...

- «fl mpu OHA 2Hanace 3a eamu, Ymob6bl
dokazame, 00 4e20 8bl MHe 6e3pasnuy-

Hebl...» U ece e, kakue uud)posble mexHo-
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Jlo2uu 8bl npumMeHseme, Ymo6bol Kak-mo
aemomamu3suposams 6usHec-npoyecc,
8edb cemb 0080/1bHO 60n1bWIAA?

- Kode, Kak 51 y>ke roBopws, faet 6onbLuon
MPOLIEHT BO3BpaTa NoceTuTeneid, MoCTOAHHbIX
KnuneHToB. Cellyac caenaTb XOpPoLnin Kode —
3T0 Bpofe 6bl Bellb HecnoxHas. Ho ato ecnn
y Teba Tpu-nATb Touek npogax. Mpobnema
HauMHaeTCA, eCnn Taknx Touek coTHU. MNpea-
cTaBnsete? Bam 3a oguH AeHb HY>KHO NpoJaTb
CTO ThICAY YalleK Kode 0fMHAKOBO BbICOKOTO
KauecTBa. /l npofatoT 310 XumBble nogu. A nio-
[AM, KaK U3BECTHO, CBOVCTBEHHO OLIMGATLCA.
C ofHOW CTOPOHbI, YUenoBevecknin GakTop
OueHb BaXeH. YenioBeK MPUXOAUT K YeNTOBEKY.
C Bpyrow CTOPOHbI, HY>KHO MUHUMM31POBaTb
PUCKKM, 4TOObI FAPaHTMPOBATb BbICLLEe Kaye-
CTBO MPOAYKTa, HE3aBUCKIMO OT TOTO, FAe OH
NPOAAETCH, 1 KTO ero roToBuT.

BoT TyT Ham ouyeHb NomoraT KodenHu
Cofix Flex, ocHauleHHble TexHonoruamu loT
(MHTepHeT Bewwen), KOTOpble NO3BONAOT
3aMepATb TOYHOE KONIMYECTBO UMMYNIbCOB
Kode-MallnHbl, YTOObl HACTPOUTb ee ONTU-
ManbHO, CMPOrHO3MpPOBaTb CNPOC, Paccun-
TaTb Pacxofbl 1 ONpenenuTb HyKHblli 06bem
MoCTaBOK, TO eCTb ONTVMU3UPOBATb BCE MPO-
Leccol.

KodeiHun Cofix Flex cobupatotca 13 otaenb-
HbIX MoZynen («<kode», «efia», «COKU» 1 T.4.),
KOMMJEKTaLMI0 KOTOPbIX MOXHO Bbl6GUpaTh
NCXOAA U3 KOHKPETHOW Nokaumun. MogynbHas
KOHCTPYKLA NO3BONAET YCTaHOBUTb KOben-
HIO Ha MeCTe BCero 3a 5 4acoB 1 npu Heobxo-
OMMOCTY, 6bICTPO M MOJSIHOCTbIO NMepeHecTy ee
Ha HOBOE MeCTO 6€3 3HaUNTENbHbIX GpUHAHCO-
BbIX noTepb. TexHonorum Cofix Flex agnatotcs
BaXKHOW yacTbio IT-a3KoCcMCcTEMbI KOMMAHWN.

MNpepnaras napTHepam undpoBbie peLle-
Hus Cofix, Mbl faeM UM HafeXXHble NHCTPY-
MEHTbI pa3BUTMA 6UsHeca. YenoBek MoxeT
YTO-TO 3a6bITb UM HE yYecTb — Nporpamma
NPOCTO UCKJIIOYaET TaKyto owmnbKy. A camoe
rnaBHoe, faeT NpeanpPUHNMATESNTIO BO3MOX-

HOCTb, He OTBJIEKAACb Ha TEXHUYECKMe BeLLy,
COCPEeAOTOUNTLCA Ha OpraHm3aLmm 6rsHeca -
ynpasfieH!y KOMaHAON, MaclTabrpoBaHnm
cBoero fiena. Beab oH MoXeT AepxaTb ABe
KodelnHy, a MoXeT 1 ABafLaTb. YNpasnatb
3TUMU TOUKaMU HaLl NMapTHEP MOXEeT Nocpes-
CTBOM MOOUNbHOTO NPUNIOXKEHUA B rajpkeTe.
BupeTb Bce nokasatenu, nosiyyaTb TOYHblE
AaHHble M0 3aKa3am, MOHMUMaTb, Kakol cpep-
HWI YeK 1 KaK Ha pa3Mep BbIPYYKU BIIMAET ce-
30HHOCTb, BCE TOYHO PACCUNTbIBATL U NMNaHU-
poBaTb MPW YCIOBUY, YTO Ka4eCTBO NPOAYKTa
6yneT oMHAKOBO BbICOKMM. Yepes undpoBsyto
nnatdopmy Cofix Business ocywiectsnstorca
1 BCe KOMMYHVMKaUuu. A ero KopenHu moryT
dun3nyecKn HaxoANTLCA B OJHOM ropoge,
a MoryT pacrnonaratbca B Mockse, Anmarbl
1 Bapuase.

- Monyuyaemcs, Cofix Hayenexs Ha mo,
4ymoG6el pacwupameca?

- [Ja, Hawa rnaBHas 3ajava — co3gaBaTb
1 pa3BMBaTb 6bICTPO MacwTabupyembiin
613Hec, B 0CHOBe KOTOPOro coobuecTso
npegnpviHuMaTernei, BbIopaBLUKX B KaUecTBe
chepbl NpYMeHeHNA CBOEl aKTUBHOCTY KO-
deliHbI bM3Hec.

- He6onvbwoe pestome: Kak 6bi 8bi onpe-
desiunu cymeo (hpaHyalisuHaa - Ymo 3mo
onA eac?

— (OpaHyYan3nHr B HalleM MOHVMaHUN —
3TO He NPOCTO AaTb CBOI BbIBECKY, B3ATb Na-
yLWanbHbIA B3HOC U MOTOM MOJTyYaTb POANTY.
To CBOEro pofa cyacCT/IMBbIN Opak Mo pac-
yeTy, rige CTOPOHbI HECYT OTBETCTBEHHOCTb
ApYr nepepn Apyrom, MOHMMALOT, YTO MOTYT
pa3onTnCb B l0OO6ON MOMEHT, HO He pac-
XO[ATCA, MOTOMY UTO B 3TOM Hpake nx Bce
ycTpauBaeT. B pesynbrate y Hac 60nbluoi
npoueHT ¢paHyan3m, KoTopble pa3BurBa-
I0TCA C HAMW yXXe MHOTO NeT, OTKpbIB 15-20
kodeeH Cofix. MHe Ka)keTcs, 3To roBopuT
O MHOTOM.
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his new round of the

continuing economic crisis,
which began after a period of
already unrelenting pressure on
Russian businesses, has had a
dramatic impact on the franchising
market. However, the CEO of
Cofix Global, BLAZEJ] BERNARD
REISS, believes that even in
times of turbulence it is possible
for companies to develop quite
successfully. The chain’s strategy is
a successful combination of human
factors and digital technology.

- Blazej, why did you choose the coffee busi-
ness in the first place? Was it by chance, or was
there some personal story behind it?

- In general, I am a coffee drinker and
a commiitted vegan. By choosing the HoReCa
sector, of course, I might have the opportu-
nity to popularize plant-based food. But this
is where my personal story ends, from here
on there is only business. My task, and that of
Cofix Global, is to import the best international
practices to the Russian market, to assemble
a team of cool professionals, to refine all pro-
cesses so that the business would be profitable,
and to better control the franchise network,
so that our partners are better positioned to
develop both as entrepreneurs and individuals.
And now, our coffee beans are selected by those
who have the passion and expertise to do it in
a highly qualitative manner. Everyone within
our business ecosystem is accountable for and
benefits from their own domains.

- What are your forecasts for the franchise
market in these difficult times?

Forecasting is a thankless task even in the
best of times, but especially now. We are in an
environment of great uncertainty. To be honest,
I don’t see much of a growth outlook for the
traditional franchise market at this time. At least,
not as much as existed prior to the pandemic.
A drop in the general economic security of the
population, inflation, a worsening investment
climate, and sanctions coupled with a lack of
clarity about timelines and whether there will
be additional pressures with which to contend. ..
These are very serious matters, and contrary to
the popular belief that these issues affect only
Russia, they are in fact far more global in scope.

A huge redistribution of the global economy
is taking place. The situation can be compared
with what was happening in the early twentieth
century, on the eve of World War L. Today, we
are witnessing a crisis in the U.S., a change in
the technological mode, a widespread series of
conflicts, and destabilization in many countries.
History has a tendency to repeat itself when we
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don’t utilize it as a teaching tool and neglect to
change anything accordingly - this is an inev-
itability of the historical process.

- What’s going on in franchising right now,
what are the main trends?

If you look back at history, a lot of the trans-
national corporations that set the tone for global
business began their journey at the beginning
of the last century. Perhaps we will witness the
emergence of a new generation of global business
leaders who will become the engines of the econ-
omy in the next hundred years. But right now; in
an environment of turbulence, all existing and
potential franchisees will consolidate around
companies that can offer a strong and recogniz-
able brand, a powerful management structure, an
IT support system, and clear work algorithms.

It's enough to see whats happening now in
European retail, especially with regard to the
HoReCa market — and specifically in the cater-
ing segment. Large funds are actively “vacuum-
ing” the market — buying up small, but success-
ful chains. The big ones get richer, and the small
ones get poorer or disappear altogether. This is
a natural result of any systemic crisis.

- How is your franchise business developing
now? How is Cofix changing its development
strategy in this crisis?

We have also started to adjust our development
strategy according to the principles of M&A
(mergers and acquisitions). The franchising busi-
ness remains our priority. Small businesses arent
going anywhere; on the contrary, we expect to in-
crease the number of loyal franchisees by offering
them a quality product, competent marketing,
reliable logistics, and a full cycle of support at all
stages of business development.

Nevertheless, we understand that diversifica-
tion is at the heart of our success right now. We
are promoting three products for small busi-
nesses. First, a “traditional franchise,” but I won't
discuss in detail its terms and conditions; you
can see them on our website. Secondly, the so-
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THE COFIX PHILOSOPHY

- QUALITY FOOD AND
DRINKS AT A FAIR PRICE
IMMEDIATELY RESONATED
WITH CONSUMERS, AND
INJUST A FEW YEARS THE
COMPANY HAS BECOME
ONE OF THE LEADERS IN
THE COFFEE SEGMENT.
THE NEW FORMAT OF
FIXED-PRICE COFFEE
SHOPS REVOLUTIONIZED
CONSUMERS FIRST IN
ISRAEL AND THEN IN OTHER
COUNTRIES AROUND THE
WORLD. CURRENTLY COFIX
COFFEEHOUSES OPERATE
IN ISRAEL, POLAND, BRAZIL,
BELARUS, KAZAKHSTAN
AND RUSSIA.

called “business by subscription model’, where
we build a turnkey coffee store ourselves, and the
partner takes over the management of it. Their
main task then becomes more managerial in
nature with a focus on the delivery of a high level
of service. This form of cooperation requires of
the franchisee less financial investment and at
the same time gives them the opportunity to
become entrepreneurs. This model is not new,
but remains very promising, and was perfectly
proven, incidentally, during the pandemic. For
example, the Polish franchise network “Zabka’,
which works in the “convenience store” format,
opened a thousand stores last year, and now they
have more than eight thousand outlets in total.
Our third product - a “rebranding” in which we
offer small coffee shops in the regions to rebrand
their existing business to a Cofix store — allowing
them to join our Cofix Business digital platform,
to take advantage of our technical, operational,
marketing services, and, most importantly, ben-
efit from our strong logistics support. That is, to
completely reimagine their business. According
to our observations, rebranded coffee shops in-
crease revenue by 30 percent on average.

The rebranding program is very promising
not only for the development of Cofix, but also
for the Russian economy. Small businesses are
going through difficult times now, and when
entrepreneurs come under our wing, it often
saves them from ruin, helps to strengthen the
regional economy, and preserves jobs. At the
same time, we try to take into account the pe-
culiarities and achievements of each particular
business - to the extent that we often leave the
prior product assortment in place, which was
often developed to the taste of local residents.

- Many now see the panacea in the appli-
cation of new technological solutions. Will
automation help coffee shops?

— The pandemic has confirmed that people
are social animals. And that is our strength.
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IN 2021, COFIX OPENED 64
NEW STORES IN RUSSIA,

AND COMPARED WITH THE
PREVIOUS YEARIT HAS
INCREASED ITS REVENUE

BY MORE THAN 50%. THE
GROWTH OF THE AVERAGE
CHECK AMOUNTED TO 8%.
ACCORDING TO RBC

(ROS BUSINESS CONSULTING)
RESEARCH, COFIXENTERED
THE TOP 10 LARGEST CHAINS
IN THE COUNTRY AND
RANKED SECOND IN TERMS
OF AUDIENCE LOYALTY IN
MOSCOW AND THE MOSCOW
REGION, WHERE MOST OF
THE BRAND'S LOCATIONS ARE
LOCATED. ACCORDING TO
‘FOODSERVICE" MAGAZINE,
THE CHAIN RANKED 1/TH IN
THE TOP 50 RESTAURANT
GROUPS IN RUSSIA. THE
NETWORKS GROWTH IN 2021
WAS 15.2%. NOW IT UNITES
MORE THAN 260 COFFEE
SHOPS IN THE CIS COUNTRIES.

No matter how the government tries to enclose
society within four walls, a person needs com-
munication and he has an innate need to go out
into the world. The extension of this idea in our
sphere is that our customers want to commu-
nicate with baristas — for many; it is an integral
part of the process of drinking good coffee.
Consequently, I do not believe that robotic
coffee machines will replace traditional coffee
shops. Coftee is about the experience. Some
people need, for example, to start their day by
smiling at someone they like, and someone else
needs to fight with someone if they’re in a bad
mood. Technology changes, but people don't.
We are very attentive to guest feedback and
we actively collect and analyze it. For example,
a guest writes: “It is absolutely impossible to
communicate with barista N, I will never come
to you again?” But despite this, she comes back
and leaves a new review in the same style...

- “I chased you for three days to prove how
indifferent I feel about you...” And yet, what
digital technologies do you use to somehow
automate the business process, because the
network is quite large?

— Coffee, as I said, produces a large percent-
age of return visitors who represent our regular
customers. To make good coffee may seem like
a simple thing. And, it is if you have only three
or perhaps five outlets to manage. The problem
begins if you have hundreds of outlets. Can you
imagine? You need to sell a hundred thousand
cups of coffee of the same quality in one day.
And it is prepared by people. And people, as
we know, are often prone to inconsistency and
mistakes. On the one hand, the human factor
is very important. This is a person-to-person

service. On the other hand, you need to min-
imize the risks, to ensure the highest quality
of the product, no matter where it is sold, and
who makes it.

This is where our Cofix Flex coffeehouses,
equipped with IoT (Internet of Things) tech-
nologies, help us achieve this qualitative
consistency and optimize all processes. Our
technology, for instance, allows us to measure
precisely all of the individual processes of the
coffee machine in order to set it up optimally,
to predict demand, to calculate costs and to
determine the correct amount of supplies.

Cofix Flex coffee shops are assembled from
individual modules (“coffee”, “food”, “juice”,
etc.) which can be selected based on the unique
characteristics of a given location. Modular de-
sign allows you to install a coffee shop on site
in just 5 hours, and if necessary, quickly and
completely move it to a new location without

X1}

significant financial losses. Cofix Flex technol-
ogies are an important part of the company’s
IT ecosystem.

By offering Cofix digital solutions to part-
ners, we give them reliable business develop-
ment tools. A person can forget or neglect
something — but, the program often eliminates
the mere potential of a mistake. And most im-
portantly, it gives the entrepreneur the oppor-
tunity, without distracting him with technical
things, to focus on business organization -
team management and scaling his business.
After all, he can keep two coffee shops, or
maybe even twenty. Our partner can manage
these outlets through a mobile application in
his mobile device - to see all the indicators,
review accurate data on orders, to understand
what the average check is and how the amount
of revenue is affected by seasonality, and to
calculate and plan everything accurately — as
long as the quality of the product is equally
high. Cofix Business also handles all commu-
nications through its digital platform. And,
its coffee shops may be physically located in
one city, or they may be in Moscow, Almaty
and Warsaw.

- So Cofix is aiming to expand?

Yes, our main goal is to create and develop
a rapidly scalable business, based on a com-
munity of entrepreneurs who have chosen the
coffee business as their sphere of activity.

- A little summary: how would you define
franchising - what is it for you?

Franchising, as we understand it, is not just
lending your brand, accepting a lump sum
fee and then receiving royalties in perpetuity.
It’s a kind of happy marriage of convenience,
where the parties are responsible to each other
and understand that they can break up at any
time, but they don’t break up because every-
thing in this marriage suits them. As a result,
we have a large percentage of franchisees who
have been developing with us for many years,
having opened 15-20 Cofix stores. I think that
speaks volumes.

REGIONAL DEVELOPMENT HAS
BECOME ONE OF THE PRIORITY
FOCUSES OF THE COMPANY'S
WORK. IN 2021, THE FIRST
COFIX COFFEEHOUSES
APPEARED IN YEKATERINBURG,
NIZHNIY NOVGOROD, SOCHI,
TULA AND IVANOVO. AN
IMPORTANT STAGE IN THE
CHAIN'S DEVELOPMENT WAS
THE CREATION OF THE COFIX
BUSINESS DIGITAL PLATFORM
AND COFIX FLEX SMART
COFFEE SHOPS. CONNECTING
MORE AND MORE
ENTREPRENEURS TO READY-
TO-USE TECHNOLOGICAL
SOLUTIONS WITHIN THE
FRAMEWORK OF THE
“‘BUSINESS BY SUBSCRIPTION”
AND "REBRANDING”
PROGRAMS, COFIX PLANS

1O TAKE UP AT LEAST 10% OF
THE RUSSIAN COFFEEHOUSE
MARKET IN THE MEDIUM TERM.
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MAMA ROMA:
AOJIbYE BUTA OJ11 ®PAHYAN3U

B Ce NyTeLecTBEHHUKM 3HAIOT: KOrAa Npue3aellib B ApYroi ropog v XoueLlb NonyunTb NOA/IMHHOE KyMHAPHOE HacnaXaeHue,
Haf10 0643aTeNbHO NOCOBETOBATbCA C MeCTHbIMU XuTenamu. flaxe B Utanuu, rae Bpoae 6bl Be3ae NpekpacHo roToBAT, Bam
00A3aTeNbHO CKaXyT, B Kakoe UIMEHHO 3aBefieHe CTOUT NOWTH, YTo6bl 0TBeAATb NYULLYIO NULLY M NPY 3TOM He nepennaTutb.
nyTeLwecTBUAMM Ceiiyac CNoXHO. Bnpouem, B nonckax HactoALLen UTaNbAHCKON KYXHU COBCEM He 06:13aTeNbHO 0TNPaBNATbCA

B Utanuio. JloctaToyHo 3aiiTin B 0AMH U3 pectopaHoB poccuiickoi cetn MAMA ROMA. BKyc v KauecTBO HacToNbKO nonobunuch
rypmaHam, 4to HaunHaBLwaA B CaHKT-leTepbypre ceTb CTana akTMBHO pacnpocTPaHATbCA N0 GppaHLuK3e U B Apyrux ropoaax Poccun.

UTANIbAHCKOE KAYECTBO B POCCUN

Mama Roma - 370 poccuinckas ceTb nTa-
JIbAHCKNX PeCTOPaHOB U CTabWbHbIN BpeHs.
Ha paHHbIi MmomeHT B CaHKT-TeTepbypre n
apyrux ropogax Poccum oTkpbiTbl gBepn 30
pectopaHoB ceTn. becnepeboiiHo paboTa-
eT cnyxba [OCTaBKM BKyCHENLWeN nuuubl 1
OpPYrux NpoayKToB.

Mokynka dpaHwm3sl Mama Roma - 310 Bro-
)KEeHMe MHBEeCTVLUMIA B Pa3BMBAIOLLYIOCA KOH-
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Lenumio 6r3Heca, KOTOPOe NMOMOXET OblCTPOMY
npu3sHaHwio. [lonyyeHre KOHCYNBTAaLMIOHHOM
nofAeP>KKM, CobnioaeHre CTaHAAPTOB BeAeHs
Ou3Heca No3BosisieT ¢paHYan3n 3HAUMTENTbHO
MUHMMK3MPOBaTb pucKku. bonee Toro, pecto-
paH Mama Roma 3aHUMaeT onpefeneHHyio
HYILLY, KOTOpas B HacToslLiee Bpems yCreLwHo
pa3BuBaeTcs Ha GpoHe Kpu3uca.

Bniopga KyxHV roToBATCA M3 UTANbAHCKUX
NpoayKTOB (MyKa, TOMaTbl, ONIMBKOBOE Macsio)
B APOBAHbIX Neyax. Camu neun KOHCTpyupyet

nTanbaAHel — CneuranncTt no Mx nU3rotosne-
HWI0, 3BECTHBIN Ha Becb Heanonb. Mpur 3Tom
nonutuka Mama Roma, no3sonatoLad ycrom-
yMBO paboTaTb B obLiennTe 23 roga u 15 net
Ha pblHKe PpaHLLM3bl, B TOM, YTOObI Npega-
ratb roctaAM ayTeHTMYHOE MUTalbAHCKOEe Ka-
YeCTBO MO AOCTYMHbIM LieHaM. ViImeHHO TaKas
KOHUeNnumMA no3Bonnia CeTn 3akpenuTbeA
He TonbKo B [MeTepbypre, HO 1 B Kemepose,
KpacHosipcke, Camape, YnTe, AGakaHe, Kupo-
Be, MypmaHcke, Couu, lNckoBe.
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Mpeumyuwectsa ¢ppaHwn3bI

- bonee 23 neTt Ha pectopaHHOM pPblHKe
Poccun. bonee 15 net Bo ppaHUaisnHre.

« MpeBocxofHas KOMOMHaLMA MeXpyHa-
POLHOrO OMbITa 1 3HAHWSA JIOKAJbHbIX PbiH-
KoB. [OTOBble pelleHVA Ha BCEX YPOBHSAX
nopaepxku. foToBbIN A MO NIOKanbHbIM
AKTUBHOCTAM.

« DpPeKTBHbIE METOAbI OMepaLnNoOHHOro
yrpaBneHNs: NOBbILIEHNE BbIPYYKM, CHIUXeE-
HMe pacxopoB.

+  JINUeH3NPOBaHHbIN  KOPMNOPATUBHbIN
YHVUBEPCUTET C roCcyAapCTBEHHON NULEH3N-
eln. luctaHumoHHoe obyyeHrie nepcoHana u
TeCTUPOBaHVe B PEXVME OHJalH.

« Bce pecTtopaHbl paboTaloT B COOTBET-
CTBUMN C MexayHapogHon cnctemon XACCH
(aHrn. HACCP - Hazard Analysis and Critical
Control Points, aHann3 prcKoB U KpuUTnye-
CKMe TOYKM KOHTPOnA).

» OfVH 13 NYYLIMX HAa POCCUNCKOM PblHKE
fenapTtameHT R&D, ocHOBHOW 3apayent Ko-
TOPOro ABNAETCA perynspHoe o6HoBNeHME
MEeHI0, pa3paboTKa CE30HHbIX Mpeasoxe-
HWIA, paboTa Hag onTMMK3aunen cebecto-
MIMOCTMW.

« [loNroCcpouYHbIf NnaH pasBuUTMA 1 06HOB-
NEHNA pecTopaHoB.

+ KoprnopaTvBHble 3aKynouHble LeHbl OT
HaJeXHbIX MOCTaBLYMKOB TOBAPOB U YCHYT.
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« MNonHoe conpoBoOXAeHVE U KOHCYNbTU-
poBaHMe MapTHepa Ha MPOTAXEeHWUW BCEero
KM3HEHHOro uuKna pectopaHa. Kpyrnocy-
TOYHbIV OCTYM Ha NopTan NoAAepPXKU.

«O6yueHvie 1 nopdepxKa: ynpaBneHye-
CKWIA COCTaB (AMpPeKTop, MeHemKep, wed-no-
Bap) NPOXOAUT CTaXKUPOBKY NPU LeHTpasb-
HoMm oduce CaHKT- MNeTepbypra.

Moapepkka ¢ppaHyainsm

« [paBo MCNoNb30BaHNA TOProBOW MapKu
Mama Roma.

« Pa3paboTKa An3alH-NnpoeKTa nog Kitou.

+ PekomeHpauum no TOBapoobOPOTY,
cpeaHemy YeKy 1 060paurBaemMoCTy.

« MoprotoBka cneundukaumny obopynosa-
HUA.

« MNoproToBKa nnaHa paccTaHOBKY 06opy-
[LOBaHUA.

+ DKCK/I03VBHbIE MOCTaBLUMKM.

« lMNpenoctaBneHne MeHio, peuenTypbl ©
TEXHOMIOrMUN NPUroTOBNEHA BNtof.

+ ObyyeHre nepcoHarna.

» [NOCTOAHHDBIN KOHCANTUHI Ha MPOTAXe-
HUW feNncTBUA JOroBopa.

« NHanBmnagyanbHbI NOAXOA,.

-MapkeTuHroBas nopnepXKa 1 peknam-
Has nporpamma.

«[INCKOHTHaA nporpamma.

«/IHTepaKTUBHbIN CalT.

AOBPO NMOXAJIOBATb B CEMbIO!

Mokynka ¢paHwm3bl Mama Roma - 310
BIOXEHME VHBECTULMIA B pPa3BMBalOLLYIO-
CA KOHuenuuio 6u3Heca, KOTOpoe MoMmo-
XeT ObicTpoMy npwusHaHuo. [MonyyeHwne
KOHCYNbTaTVBHOWN NOAAep»KKK, cobnogeHne
CTaHOaApTOB BefeHus On3Heca MNO3BOAMT
3HAUUTENIbHO MMHUMK3NPOBATb pucku. bo-
nee TOro, pectopaH Mama Roma 3aHumaet
onpeneneHHy HUWY, B KOTOPON MOXKHO
YyBCTBOBaTb CebA yBEpPEeHHO — He3aBUCUMO
HW OT KaK1X NoTpAceHunn!
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Canuta MiHHa BukTopoBHa

+7(921) 933-56-53
franchising@mamaroma.ru

IS I IS IS IS Al SIS sl I I I IS SIS s A I I ISP IS IS S A I I I A



i i i /i iz
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MAMA ROMA:
DOLCE VITA FOR FRANCHISEES

1l travelers know: when you come to another city and want to enjoy a real culinary experience, you

have to ask the locals for advice. Even in Italy, where it seems that everywhere is great to cook, you
will definitely be told which institution to go to in order to taste the best pizza and not to overpay for it.
It’s hard to travel these days. However, in search of authentic Italian cuisine is not necessary to go to the
Italy. It is enough to visit one of the restaurants of the Russian chain MAMA ROMA. The taste and quality
were so well liked by gourmets that the chain, which began in St. Petersburg, began to spread actively by
franchising in other Russian cities as well.

ITALIAN QUALITY IN RUSSIA

Mama Roma is a Russian chain of Italian
restaurants and a stable brand. At the mo-
ment 30 restaurants of the chain are open
in St. Petersburg and other Russian cities.
Uninterrupted service delivery of delicious
pizza and other products.

Buying a Mama Roma franchise is an
investment in a growing business concept
that will quickly gain recognition. Receiving
advice, compliance with business standards
allows the franchisee to significantly mini-
mize risks. Moreover, the restaurant Mama
Roma occupies a certain niche, which is now
successfully developing against the backdrop
of the crisis.

RUSSIAN BUSINESS GUIDE {MAPT 2022}

These dishes are prepared from Italian prod-
ucts (flour, tomatoes, olive oil) in wood-burning
ovens. The ovens themselves are designed by an
Italian expert known all over Naples. In this case,
the policy of Mama Roma, which allows you to
work steadily in the catering 23 years and 15
years on the franchise market, is to offer guests
an authentic Italian quality at affordable prices.
It is this concept that allowed the chain to gain
a foothold not only in St. Petersburg, but also in
Kemerovo, Krasnoyarsk, Samara, Chita, Abakan,
Kirov, Murmansk, Sochi and Pskov.

Franchise Advantages
— More than 23 years on the restaurant mar-
ket in Russia. More than 15 years in franchising.

- Excellent combination of international
experience and knowledge of local markets.
Ready-made solutions at all support levels.
The ready guide to local activities.

- Effective operational management tech-
niques: revenue improvement, cost reduction.

- Licensed corporate university with
a state license. Remote staff training and on-
line testing.

- All restaurants operate in accordance
with the international system HACCP (Hazard
Analysis and Critical Control Points).

- One of the best Russian R&D depart-
ments, which main task is regular menu up-
date, working out of seasonal offers, cost price
optimization.



- A long-term plan for development and
renovation of the restaurants.

- Corporate purchasing prices from reli-
able suppliers of goods and services.

— Full support and advice to the partner
throughout the life cycle of the restaurant.
Twenty-four-hour access to the support portal.

- Training and support: the management
team (director, manager, chef) undergoes
training at the central office in St. Petersburg.

Support for franchisees

- The right to use a trademark Mama
Roma.

- Development of design-project on
a turnkey basis.

- Recommendations on turnover, the av-
erage check and turnover.

— Preparation of equipment specifications.

- Preparing a plan of equipment place-
ment.

- Exclusive suppliers.

- Providing menus, recipes and technology
for the preparation of dishes.

- Training of staff.

- Constant consulting during the contract.

- An individual approach.

- Marketing support and advertising pro-
gram.

NCTOPUN YCIEXA 23

Salita Inna Viktorovna

+7(921) 933-56-53
franchising@mamaroma.ru

- A discount program.
— The interactive site.

WELCOME TO THE FAMILY!

Buying a Mama Roma franchise is an in-
vestment in a growing business concept that
will help to quickly gain recognition. Re-
ceiving advisory support, compliance with
business standards will greatly minimize the
risks. Moreover, Mama Roma restaurant
occupies a certain niche in which you can
feel confident - regardless of any shocks!
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- Hamanea AHamoneesHa, Kak 6ol 8ol
onpeodenunu cymo hpaHwiu3sel «33 NUH28U-
Ha»?

- BusHec-mogenb nogpasymesaet coboi
B3aVMIMOBbIFOAHbIV LK/ TOBAPHbIX OTHOLLIe-
HU MeXKAY MaTePUHCKOW, JoYepHel KoMna-
HUen (NapTHepPOM) 1 KOHEYHbIM NoTpebu-
Tenem. Mbl, Kak Npon3BoanTeNb, HANPAMYIO
CBA3aHbl C YCNEeXOM Halmnx NapTHEPOB, Tak
KaK Mbl X MPAMOW 1 €JMHCTBEHHbI NOCTaB-
WK, Bce dyHKUMOHanNbHble nogpasaeneHus
1 NPON3BOACTBO MAaTEPUHCKOWM KOMMNaHUN
Hanpas/ieHbl Ha CO3faHne N NPOABUKEHNE
BbICOKOKaUYeCTBEHHbIX N KOHKYPEHTHbIX
NPOAYKTOB — MOPOXEHOro 1 flecepTos «33
NMUHIBUHAY. IMEHHO No3ToMy Mbl He 6epem
HUKAKUX POANTU, MaPKETUHIOBbIX CO0POB
1 VHbIX AOMOMHUTENbHbIX NIaTEXeN, TaK Kak
HeceM MOoJIHY0 OTBETCTBEHHOCTb 1 0bnagaem
NPAMOW 3aMHTEPECOBAHHOCTbIO B YCMELUHbIX
npofaax Hallero npoaykKTa.

Cneunduka HalWMX NPOAYKTOB 3aK/oyaeT-
cA B 3KCKIo3nBHocTU. Hanbonee nogxonsn-
MM ANA HaC NyTeM OKa3asiCa BapuaHT pa3su-
TIA B BuAe GMPMEHHbIX TOUEK Npodax 1 Kade
no ¢paHwWwm3e, a Takxe B cermeHTe HoReCa.
3a 16 net paboTbl NO PppaHLLIMN3e Mbl HAKOMU-
JI OTPOMHBIN OMbIT Ha OCHoBe 6onee 1700
OTKpPbITUI hpaHUai3nHIroBbix Touek B 180 ro-
pogax 5 ctpaH. Mbl BbICTPOUV TaKYIO cUCTEMY
NoAAepP»KKM HalWnX NapTHepoB, uTo 80% un3
HMX OTKPbIBAIOT AOMOHUTENbHbIE TOUKM.

- B 2021 200y y 8ac omKpbI/10Cb OKOJ10
150 HosbIx moyek. Kakum o6pazom yoanoco
pacwupumeca 6 mo epems, K020d MHozue
¢panyaiizuHzoesie cemu, Hanpomus, céo-
payueanu 6usHec?

- B 2021-m 6r3HecmeHam noTpeboBanacb
YBEPEHHOCTb B TOM, UTO VX MPOAYKT HYXeH
PbIHKY, @ IPUCYTCTBYIOLLME PUCKM HE HECYT Cy-

RUSSIAN BUSINESS GUIDE {MAPT 2022}

LLlecTBEHHbIX NoTepb. Mbl TPOJOMKUAN HaLLy
CTpaTernio NPo3payHoro B3aumoaencTeus
C NapTHepamMu 1 NpefoCTaBAANM JOCTYMHble
yCnoBUA Nno nprobpeTeHuto GpaHLwWwmsbl,
NoAKpenssAsA Kaxkaoe Halle HOBOe OTKpbITUe
HapaboTKamy MHOFONIETHErO OMbITa, BBOAOM
HOBbIX MAapPKETUHIOBbIX akTUBHOCTEN U IT-Tex-
HonornAMM.

OpHoW 13 HOBaLUWIA B HalLen Moaenu cTano
pa3BuTMe cepBrca AoCcTaBKu. Mbl pa3pabo-
Tanu 4nsa napTHepoOB MHCTPYKL MM MO opra-
HM3auMy JOCTaBKM COOCTBEHHBIMU CMaMU
W CUaMuy arperatopoB JOCTaBOK, a TakkKe
obecneunny nepefoBo MapKETUHIOBOW Nog-
[EeP>KKOW, BKITIOYAIOLLYIO CO3[aHUNe NHTEPHET-
MarasnHoB, SMM v TapreTnpoBaHHyo pekna-
My. DTO MOMOTJIO CyLWEeCTBEHHO OTbIrpaTb
Mo3nLUMKM Ha PbIHKe 1 BOOXHOBUTb NapTHEPOB
Ha OTKPbITVE LOMOHUTENbHBIX TOUEK NPOJAXK.

MpuHUMNranbHbIX NepeMeH B KOHLenumm
pPaboTbl GpaHUaN3MHIOBON CETK He Habrto-
nanoco. MNpeanoxeHusa Ona HOBbIX U fel-
CTBYIOLUX dpaHYai3v NPOAOIKAIN aKTUBHO
NPOABUraTbCA Y NOAKPENIATbCA Pa3NYHbI-
MU BOHYyCamu, YTO U NPUBENO K Pe3KoMy
YBEJIMUYEHMIO KONTMYECTBa OTKPbITUI, KOTrAa,
BO3MOXHO, PbIHOK Y>Ke He 0XKuaan nofgo6bHbIX
YBEpPEHHbIX AeCTBUI OT 0CO6EHHO CTpaaato-
e B To Bpemsa cdepbl obLenuTa.

- Bbl npednazaeme 2o0moaswliii 6usHec
no ¢ppaHwiuze. B yem ocobeHHocmu map-
KemuHzoeoli cmpameauu?

— Y Hawero «roToBoro 6m3Heca» macca pas-
JINYHBIX MPEVMYLLECTB, HO, HECMOTPA Ha 3TO,
OCHOBHbIM MOMEHTOM B NMPYBAEYEHN HOBbIX
NMapTHepOB OCTaeTCA NpuBeKaTeslbHOe COOT-
HOLLEHVE BNIOXKEHMWI K pa3mepy nonyyaemon
npubbinu. B 3aBrcmocTy oT pa3mepa ropoga
1 popmata hpaHLLM3bl, YACTas NPUOLINb B rog,
MOXKeT JoCTuratb 3—4-KpaTHOro pasmepa ot

«33 MMHIBUHA»:

HAM HY>KHbI HE
POANTTN, AYCTELUHBIE
[TPOLAXKN

(paHwu3a — yHUKanbHasA BO3MOMXHOCTb HayaTb COGCTBEHHDIN 613HeC
Ana Kaxgoro. 0fHaKo ycnoBusA ee npefocTaBneHna GbIBalOT pasHble,
COPUEHTUPOBATLCA B MOPE NpeasOKeHNI Ha PbIHKe HENpPoCTo.

Kak BbI6paTh HafiexHYI0 yNpaBNAIoLLYI0 KOMNaHWIO, CNOCO6HYIO
obecneuntb cTabUNbHbIN f0OX0A, HA KaKkue GakTopbl cTouT 06paLath
BHUMaHue? KoMMeHTMpYeT Hall SKCNepT, AUPeKTop KoMnaHum «33
NUHIBMHAY, OHOI U3 Haubonee yCnewHbIX ppaHyaii3nHIoBbIX ceTeit
poceuiickoro o6wenuta, HATAJIbA CKPEBLIOBA.

nepBOHAaYasbHbIX MHBECTULNI B OAHY TOUKY.

TakXe «33 NUHrBMHa» eXerogHo npepo-
cTaBnseT 6ecnnatHble 60HYCbl HOBbIM 1 Ael-
CTBYIOLMM MAPTHEPaM Ha OTKPbITME HOBbIX
TOProBbiX Touek. Hanpumep, B AHBape
2022 roga Mbl 3anyCTUAN NPOrpaMmy yCIoBUiA
Ha dpaHLWm3y «33 NMHrBMHa» ¢ 6ecnnaTHbIMK
60OHyCaMK, BKIOUAIOLLYYIO OMJlaTy OfHOro Me-
CALla apeHAabl TOProBoy NoLWaaw, NpeaocTas-
JIeHVie BUTPVHbI MO AOroBOpY 6€3803Me3aHON
apeHfbl, HANOJNTHEHME KaXKOON BUTPUHDBI 26 Kr
MOPOXeHOro, becnnaTHoe KaccoBoe 0bopy-
[OBaHMNe 1 NoJK/loYeHre K CUcTeMe yyeTta
npogax. M Bce 310 TakKe C yueToM JOCTYMHbIX
npeanoXeHni No CyMMaM MHBECTULMIA.

Mbl OTKpbITO JaeM NOTeHLMabHbIM GpaH-
Yyan3u NOHVMaHUe TOro, YTO C HAMU NErko
BECTU KOMbOPTHOE U YCMeLHOe COTPYAHN-
yecTtBo. [MapTHep nonyyaet An3aNH-NPOeKT
cBOel1 byayLleit TOUKM faxe 6e3 nognucaHms
[0roBopa, a Meberb 1 06opynoBaHve Mo Mo-
Jenv «ToYKa NMop KJIlou» — B OAHON MaLvHe!

- Ecmb 0ea suda ¢ppaHwiusel: nemHasa
u 8cece3oHHas. Kak omnuyatromcs ux ycno-
8us, ymo 6osee nonynapHo y ppanyaiizu?

- O6a Bnga ¢paHLM3bl BIUTPbIWHDI. J1eT-
Hue popMmaTbl — 3TO MOOMIIbHbIE, «JIETKNEY
1 Hefloporve No MHBeCTUUUSAM TOProsbie
TOUKW («Tenera», «naBUIbOH» N «6abouKa),
byHKUMOHMpYOLWMe Ha NPOTAXeHUn 4—6
MecCsALEeB JIETOM 1 YaCTUYHO BECHOW/OCEHbIO
(B 3aBMCMOCTI OT PErMOHa 1 KNMMaTUYeCKO-
ro nosca). BceceaoHHas ¢ppaHwumsa nogpa-
3yMeBaeT CTaLMOHapHble KPYrnoroguyHble
Toprosble Touky anda TPL| (cocTpoBs», «dya-
KOPT», <NMPUCTEHKN») 1 MOMHOLEHHbIe Kade
C NOCaAOYHBIMN MECTaMU.

JleTHne dopmaTbl NnepBoCTeneHHo 3aTo-
YeHbl Ha NPoAaxKy CBepxaKTyanbHOW B ce-
30H MPOAYKLUN: MOPOXKEHOE N MOJIOYHbIe



KOKTennn Ha MopoxkeHoM. Pasmelyatotca
NeTHNe TOProBble TOUKM OObIYHO B MeCTax
MacCcoBOro cKonsieHna nogen. BcecesoHHan
ToproBas Touka o6safaeT 6onee WPOKUM
ACCOPTVIMEHTOM, BKJTHOUAIOLLMIA MOPOXKEHOE,
KOKTeNnu, feceptbl (MMPOXKHbIE, 6eNbrmnckme
Badsv, MaddurHbI), ropavan naHuY-NnpoayK-
ums (KWK, COHABMYN) 1 HanUTKK (Kode, vai,
TMINHTBENH 1 Ap.).

Mo nonynsapHOCTA, KOHEYHO, BbIMTPbIBAET
netHAA ¢paHLLM3a, KoTopasa 6onee NpocTa
B OpraHu3auunu, owyTMMO AelleBie 1 XO-
poLIO NOAXOAMT ANA CTapTa NapTHepoB 6e3
onbiTa B NpeanpuHnMaTenbCcTBe. Takxe 310
OT/IYHAsA BO3MOXHOCTb 3apaboTaTtb Ha nos-
HOLIeHHYI0 CTaLMOHAPHYIO TOUKY 1nn Kade,
yeMm 1 Nosb3yeTcA 6ONbLUMHCTBO HOBbIX GpaH-
yaiisu. NMpopaboTas ¢ Hamu B popmaTe NeTHel
dpaHLWKM3bl, B KOHLE CE30HA OHM HauVHaloT
paboTy HaZl OTKPLITMEM TOPrOBbIX TOUEK BCe-
CE30HHbIX HOpPMaTOB.

- Kak pacwupaemcs u 6ydem pacwu-
pAMbCA NUHeliKa npedsioXkeHUli?

— B HacTosLlee Bpems Mbl akTUBHO pabo-
TaeM Hafj paclMpeHnem acCopTMMeHTa fe-
CepToB 1 NaH4y-no3ununii. B nepsyto ouepenb
3TO Te U3aenus, KoTopble yao6HbI B opmaTe
ynoTpebneHus, Kak B Kade, Tak 1 C BO3MOXHO-
CTblO B3ATb C COB0I: COHABUYN, KMLLK, Maddu-
Hbl, 6enbruickme Badnm n NUPOXHbIe.

BBOAUMbIN aCCOPTUMEHT MPOXOAMUT TLa-
TeNbHYI0 NPOBEPKY 1 UCCNIe0BaHNA peakLuii
notpebutenel Ha COGCTBEHHbIX TOProBbIX
Toukax TM «33 nuHremHa». HecmoTpA Ha Tec-
HYI0 NPVBA3KY 6peHa K MOPOXKEHOMY, MOKY-
naTtenv OCTaBASAIOT MONOXNTENbHbIE OT3bIBbI
Ha nosBfeHre CTOPOHHEro aCCOPTUMEHTA,
a TaKXe OTHOCUTENIbHO BKYCOBbIX CBONCTB
1 KauyecTBa MHrpeaVeHTOB.

- Pacckaxume, noxanyticma, 06 oco6eH-
HOCMAX Npou36800CcMed eauie2o 0CHO6HO20
npodyKma - MopoXeHoe2o.

- BcAa knaccuyeckas nuHenKka — 310 NOM-

6UpbI 11 CNIMBOYHOE MOPOXKeHOe. TaK e ecTb
copbeTbl - NIeTHVIE 3aMOPOXKEHHbIE AieCepThl,
CO3[aHHble 3 HaTypanbHbIX Arog 1 GPyKTOB.
[ns nogein, KOTopble TWATeNbHO CeaAT 3a
CBOVIM PaLMOHOM, Y HaC pa3paboTaHa NnHen-
Ka aneTtunyeckoro mopoxxeHoro ORGANICbar
(6e3 caxapa, 6e3 rnioTeHa, superfood 1 T.4.).
[laHHas nuHelKa C akTyanbHbIMK caxapo3a-
MEHUTESIAMU, TaKUMM KaK C1pon arasbl 1 Gu-
HMKOBbIV C1pon.

Bce MHrpeamneHTbl Mbl 3aKynaem y npose-
PEHHbIX MOCTABLUMKOB, CTapaeMcsa 6paTh Kak
MOXHO 6n1mxe, B PO, yTobbl He 6biTb 3aBU-
CMMbIMU OT MOAUTUYECKUX, MOTUCTUYECKINX
1 Opyrux ycnosuid. Kaxkgan napTua cbipba
npoBepsieTcs B CO6CTBEHHON nabopaTopum.
[xembl, GpYKTOBbIE U ATOAHbIE MOPE U3ro-
TaBNMBAIOT CTPOrO NOJA HallW TeXHMYecKme
3afjaHuiA. 3Ta WeneTUIbHOCTb NO3BOMAET HaM
C03AaBaTb NCKIOYNTENbHbIN NPOJYKT.

- Y eac wupokas 2eoepacpus. Kak pe-
waemcs 8onpoc ¢ 102ucmukoti, docmas-
Koli npodyKyuu 80 8ce MoYKu u3 edUHO20
npou3zsodcmeeHH020 yeHmpa?

MCTOPUN YCTIEXA

- Mbl 0becneuriBaem CBOVIM KIMeHTaM He-
NPEPbIBHYIO <XONOAHYO LEEMOUKy». TO Halla
npamas 0683aHHOCTb, yUnTbIBas crneunduky
npoaykta. lMpAMOo ¢ eAMHOTO MPOU3BOLCTBEH-
HOro LieHTpa B TOMCKe rpy3aTcs OrpOMHble
bypbl, KOTOpPble HANPABAAIOTCA B PasfNYHble
YrOfKM HaLUeln CTPaHbl 1 He ToNbKo. [lomrmo
3TOro, Mbl MPEAOCTaBNAEM CBOE XONOAUITbHOE
ob6opynoBaHve NapTHepam, YTobbl ObITb yBe-
PEHHbBIMU, YTO OHU UCMONb3YIOT Ty BUTPUHY,
KOTopas rapaHTUpPyeT COXPaHHOCTb KauecTBa
NpPOAYyKLMM 1 ee TOBApPHOTO BUAA.

- MnaHupyeme pacwupsame cemeo
danewe? B kakue 20poda, pe2uoHel, cmpa-
HbI? ECcmb 1u nnaHbl 8bIlimu HA MOCKOBCKUL
PbIHOK?

— Pa3Butue cetn — ofHa 13 nepBocCTenex-
HbIX 3agay. Bo Bcex pervioHax Hallen cTpaHbl
Mbl ViLLieM NapTHePOB. Mbl y»Ke eCTb B OCHOB-
HbIX rOPOAAX-MWITMOHHNKAX, B TOM Yncie
n B Mockae.

- Ymo senaemcs 0n14 8ac 21a8HbIM Kpu-
mepuem ycnewHocmu ¢ppanH4atisuH2o08020
HanpaeneHusa?

- lNocTosaHHOE pa3BuTMEe U MacwTabrpo-
BaHue ceTu. HoBasA oTKpbITas TOproeas Tou-
Ka — 3TO He KOHeLl, a camoe Hayano paboTbl
¢ dpaHyan3sm. OHK He owyulatoT cebsa «6po-
LUEHHBIMW» N MOCTOAAHHO B3aMMOAENCTBYIOT
C NepcoHanbHbIMU BM3HEC-KOHCYbTaHTaMK,
KOTOpble ABAAIOTCA MX MPOBOAHUKaMU cpe-
Ay GyHKUMOHaNbHbIX NofapasfaeneHunii ma-
TEPUHCKOWM KOMMNaHWW (MapKeTUHT, IOTNCTr-
Ka, byxrantepus, Npon3BOACTBO U ApYyrue).
MNMopo6Hble Mepbl MOCTOAHHOIO B3aMMoLen-
CTBUA MEXAY NAPTHEPOM 1 MAaTEPUHCKON
KOMMaHMeWn HaueneHbl Ha POCT KaX[oro
¢dpaHyali3n 1 rOTOBHOCTU K MacLUTabupoBa-
HUIO, TaK KaK pa3BuUTUe CETEN TOProBbIX TOUEK
1 kaHanoB HoReCa HeceT cnHepreTnyeckmni
3¢bPeKT, N03BONALLMIN MAKCUMATBHO BbICTPO
pacnpocTpaHnTb UHOPMaLMIO O TOM, UTO
B HaceneHHoM nyHkTe N ecTb Takume uygec-
Hble MecTa, KaK Kade 1 Touku npogax «33
MUHTBYHA.
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Franchising is a unique
opportunity to start your
own business for everyone.
However, there are different
conditions for its provision,
and it is not easy to navigate
in the sea of proposals on

the market. How to choose

a reliable management
company, able to provide

a stable income, and what
factors should be taken into
consideration? NATALIA
SKREBTSOVA, Director of TM
33 Pingvina, one of the most
successful franchise chains in
Russian catering, comments on
this topic.

WE DON'T
NEED
ROYALTIES, BUT
SUCCESSFUL
SALES

- Natalia Anatolyevna, how would you
define the essence of the 33 Pingvina fran-
chise?

— The business model implies a mutually
beneficial cycle of commodity relations be-
tween the parent, subsidiary company (part-
ner) and the end consumer. We, as a manufac-
turer, are directly related to the success of our
partners, as we are their direct and sole sup-
plier. All functional divisions and production
of the parent company are aimed at creation
and promotion of high quality and competitive
products — 33 Pingvina ice-cream and desserts.
That’s why we don't take any royalties, market-
ing fees and other extra payments, because we
are fully responsible and have a direct interest
in the successful sales of our product.

The specificity of our products is exclu-
sivity. The most suitable way for us was to
develop in the form of branded points of sale
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33 PINGVINA:

and franchised cafes, as well as in the HoReCa
segment. Over 16 years of franchising we have
accumulated vast experience based on more
than 1700 openings of franchise outlets in
180 cities in 5 countries. We have built such
a system to support our partners that 80% of
them open additional outlets.

- In 2021 you opened about 150 new out-
lets. How did you manage to expand at a time
when many franchise chains, on the contrary,
were closing down their businesses?

- In 2021, businessmen needed to be sure
that their product was needed by the market,
and that there were no significant risks. We
continued our strategy of transparent inter-
action with partners and provided affordable
conditions for the purchase of franchises, sup-
porting each of our new openings with the
experience of many years, the introduction of

new marketing activities and IT-technologies.

One of the innovations in our model was
the development of our delivery service. We
have developed instructions for partners on
how to organize delivery by their own efforts
or by delivery aggregators, as well as provided
advanced marketing support, including the
creation of online stores, SMM and targeted
advertising. This helped to significantly win
back positions in the market and inspire part-
ners to open additional outlets.

Fundamental changes in the concept of the
franchise network were not observed. Offers
for new and existing franchisees continued
to actively promote and supported by vari-
ous bonuses, which led to a sharp increase
in the number of openings, when, perhaps,
the market had not expected such confident
action from the particularly suffering at that
time, the field of catering.



- You offer a ready-made franchise busi-
ness. What are the specifics of your marketing
strategy?

- Our “ready-made business” has a lot of
different advantages, but despite this, the main
point in attracting new partners is still an at-
tractive ratio of investment to the amount of
profit received. Depending on the size of the
city and the format of the franchise, the net
profit per year can reach 3-4 times the size of
the initial investment in one location.

Also, 33 Pingvina annually provides free
bonuses to new and existing partners to open
new outlets. For example, in January 2022 we
launched a program of conditions on the fran-
chise 33 Pingvina with free bonuses, including
payment of one month rent of retail space,
providing a showcase under the agreement of
free rental, filling each storefront with 26 kg
of ice cream, free cash register equipment and
connection to the accounting system of sales.
And all this is also taking into account the
available offers on the amount of investment.

We openly give potential franchisees the
understanding that it is easy to work with us
comfortably and successfully. The partner re-
ceives a design project of his future outlet even
without signing a contract, and the furniture
and equipment on a turnkey model - in one car!

- There are two types of franchises: sum-
mer and all-season. How do their terms differ,
which is more popular with franchisees?

- Both types of franchises are advanta-
geous. Summer formats are mobile, “easy”
and inexpensive to invest in (“cart’, “pavil-
ion” and “butterfly”) outlets that operate for
4-6 months in the summer and partly in the
spring/autumn (depending on the region
and climate zone). All-season franchise im-
plies stationary all-year-round retail outlets
for shopping malls (“island”, “food court,
“walled”) and full-fledged cafes with seating.

Summer formats are primarily sharpened
to sell products that are more relevant in
the season: ice cream and milkshakes on ice
cream. Placed summer outlets are usually in
crowded places. All-season retail outlet has
a wider assortment including ice cream, cock-
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tails, desserts (cakes, Belgian waffles, muffins),
hot lunch products (quiche, sandwiches) and
drinks (coffee, tea, mulled wine, etc.).

By popularity, of course, wins the summer
franchise, which is easier to organize, notice-
ably cheaper and well suited for starting part-
ners with no experience in entrepreneurship.
It is also a great opportunity to earn a full-
fledged stationary point or cafe, which is used
by most new franchisees. After working with
us in the summer franchise format, at the end
of the season they start working on opening
outlets in all-season formats.

- How is the line of offerings expanding
and will it continue to do so?

- We are actively working on expanding
our dessert and lunch items. First of all, these
are the products that are convenient in the
format of consumption, both in cafes and with
the possibility to take with you: sandwiches,
quiches, mufhins, Belgian waffles and cakes.

The introduced assortment is thoroughly
tested and consumer reactions are studied at
TM “33 Pingvina” own retail outlets. Despite
the close connection of the brand with ice
cream, the customers leave positive feedback
on the appearance of the third assortment, as
well as on the taste and quality of ingredients.
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- Tell us, please, about the peculiarities of
production of your main product - ice cream.

— The whole classic range is plombiers
and cream ice creams. There are also sorbets —
summer frozen desserts made of natural ber-
ries and fruits. For the people who are careful
about their diet, we have developed a line of
dietary ice cream ORGANICbar (sugar-free,
gluten-free, superfood, etc.). This line with
actual sweeteners, such as agave syrup and
date syrup.

We buy all ingredients from trusted sup-
pliers, we try to take as close as possible,
in the Russian Federation, so as not to be
dependent on political, logistical and other
conditions. Each batch of raw materials
is checked in our own laboratory. Jams,
fruit and berry purees are made strictly
according to our specifications. This me-
ticulousness allows us to create an excep-
tional product.

- You have a wide geography. How is the
issue of logistics and product delivery to all
points from the single production center re-
solved?

- We provide our customers with a con-
tinuous cold chain. This is our direct responsi-
bility, given the specifics of the product. Right
from the single production center in Tomsk
we load huge trucks that are sent to different
parts of our country and not only. In addi-
tion, we provide our refrigeration equipment
to our partners to make sure that they use
that cabinet, which guarantees the preserva-
tion of product quality and its commercial
appearance.

- Do you plan to expand the network
further? What cities, regions, countries? Are
there plans to enter the Moscow market?

- Network development is one of the par-
amount tasks. We are looking for partners in
all the regions of our country. We already have
partners in major cities with a population of
millions, including Moscow.

- What is the main criterion for your
success as a franchisee?

- Constant development and scaling of
the network. A new outlet opening is not the
end, but the very beginning of working with
franchisees. They do not feel “abandoned”
and constantly interact with personal busi-
ness consultants who are their guides among
the functional departments of the parent
company (marketing, logistics, accounting,
production and others). Such measures of
constant interaction between the partner
and the parent company are aimed at the
growth of each franchisee and their readi-
ness to scale, as the development of outlet
networks and HoReCa channels has a syn-
ergistic effect, allowing to spread the word
as quickly as possible that there are such
wonderful places like 33 Pingvina cafes and
outlets in locality N.
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NCTOPUW YCMEXA
O MbIT U3BECTHON POCCUICKON

cetnt Cywm Wok nogtBepxaaer:
B KpU3UCHbIEe BpeMEHa KONNYeCTBO
KenatLLux oTKpbITb BU3HeC no
dpaHLum3e yBenuunBaetca. lpuyem
npeanpuHUMAaTeNAMM CTAHOBATCA
N0AK, KOTOpble paHblue 06 3ToM
MPOCTO He 3a4yMblBaNucb. Bot TonbKo
BbI60Op CaMoli ppaHLLN3bI CONPAXKEH
C HeKoTOpbIMU prckamu. Ytobbl He
00MaHyTbCA B 0XKIJAHUAX, CTOUT
BbIOMpaTb NPOCTble, AOCTYMHble
npeanoxeHUA KOMNaHWi, f0Ka3aBLUNX
BbICOKYI0 CTeNeHb YCTOYNBOCTY, YBEPEH
uneH cogeta aupektopos Cywn Wok
KOHCTAHTIH CATAOB.

KOHCTAHTUH CAT AJIOB:
KP3WC - BPEMA BO3IMOXXHOCTEW
019 OPAHYAN3ZW

~ Kak 6b1 861 kKoOpomKo onpedenusiu KOH-
yenyuto Cywu Wok, noyemy oHa 3aeoesana
Yy HAC makyio nonynsapHocme?

— Cywwn Wok Kak 6peHp MoABUIICA NOYTK
11 net Hasag. B To Bpemsa ANoHcKas efa
accounmpoBanachb C MOXOAOM B pecTopaH.
Pa3BrBas cepBUC AOCTaBKU, Mbl 3aHANN HULLY
[IOMaLLHero niav opucHOro NoTpeobeHNs Ka-
YeCTBEHHOTO NPOAYKTa, Kak Obl nepesenu ero
B CPeHUI LIEHOBOW CErMEHT. Ycnex 6bICTporo
MaclTabrpoBaHMA ceTu CBA3aH C TeM, UTO
BOCTOYHOA3MATCKAsA KyXHA Ha TOT MOMEHT Y>Ke
Obls1a 0YeHb BOCTPebOoBaHa, a Mbl PacLLVPUN
AYyAUTOPUIO U YNPOCTWAN AOCTYN K 61togam
3TOW KyXHW — B peCTOpaH UATW He Hago, fo-
CTaBKa K iBEPV C yTpa 0 HOUMU.

Ecnn roBoputb 0 ppaHUan3nHrosom
HanpaBneHny, TO 1 30eCb KIloYeBOe CJI0BO —
OOCTYMNHOCTb. TO OYeHb MPOCTOMN 1 AOCTYN-
HbIl ANA BXOAA NPOEKT. MIHBeCcTnuUn Ana Ha-
Yana 613Heca CKpOMHble, @ GBU3HeCc-MoAaeNb
3/1eMeHTapHO yKnaAblBaeTcs B HE6ONbLUYIO
TabNMNYKy, Nerko nprvmeH1Ma B ntobom ropoge.
XoTb B MOCKBe, XOTb B HAaCEJIEHHOM MyHKTe
C 10-TbICAYHBIM HaCeNeHneM.

- Ho ecmb e Kakas-mo cneyucguka npo-
08UXKeHUs 8 pa3HbIX pe2UOHAx u 20podax?

- Ecnmu B meranonwuce npepnaraetcs
abCONIOTHO YHMBEpPCanbHasa KyXHA And Jio-
6011 ayauTopmun, To B HebonbloOM ropoge
npeAcTaB/eHo He Tak MHOTO 6peHoB, Kak
B rOpOAax-MUINIMOHHKKAX, MO3TOMY MecCT-
Has ayAUToOpMA KOHLEHTPUPYETCA BOKPYT
TEX NPeasioXKeHnn, KoTopblie B MpUHUuUne

ecTb. IHTepecHo, uTo Hanbonee ycnewHble
Hally napTHepbl paboTaloT Kak pas B permo-
HaxX, OHW CTaHOBATCA TaM AKOPHbIMU 0ObEeK-
Tamu obuwenuTa. EcTb Takne, KTo nokanusy-
10T 6M3HEeC B OAHOM HaceNeHHOM MyHKTe,
Y HUX OTKPbITa OfHa TOYKa, HO pe3ysibTaTbl
NMoKa3blBalOT OTJINYHbIE. A eCTb U KPYMHble
NapTHepPbl, KOTOPble OXBATbIBAIOT HECKOJSIbKO
COCefHNX rOpPOOB, Pa3BMBAIOT CETb U3 ABYX
[ECATKOB TOYEK.

YcnoBua GpaHLWm3bl y HaC ogrHaKkoBble
ana Bcex. Ho Korga napTHep maclwtabupyet
6U3HeC, OTKPbIBas CBOIO CETb, Mbl MOMOraem
eMmy 3TOW CeTblo ynpaBnATb. Y Hac cucre-
Ma TaKoro yrnpaBneHusa JaBHO BbICTPOEHA,
1 ynpasnaoLwas KOMMNaHWs, KOHeYHO, 3aUH-
TepecoBaHa B TOM, YTOObI TPaHCIMPOBaTb
ee HaWwwuMm KpynHbimM dpaHyamsn. OHm on-
TUMU3VPYIOT U3OEPXKKN, CBA3aHHbIE C Op-
raHusauuen 6musHeca, a 3HauuT, 6onblue
3apabartbiBaloT.

- 00 Ha3ao ebl 2080puNU 0 NEpCNeKMue-
HbIX n1IaHax oceoeHus cemeoto Cywu Wok
JAaneHe20 Bocmoka. Kak peanusyiomcs smu



Nn1aHbl, 8 YeM C/I0XKHOCMU pabomel ¢ 3Smum
peauoHom?

— OTKpbITbl TOYKN B KOMCOMOIbCKe-Ha-
Amype, bnaroBelyeHcke, Yccypulicke, Xaba-
poBcKe, MaragaHe, MaragaHcKumii napTHep
vuiet nokauumio Bo Bnagmneoctoke. Kctatum
OH oTKpbIicA B 2021 roy 1 oyeHb 6bICTPO
Bowen B TOl-5 cambIX yCnewHbIX HaWmnx
¢dpaHyansn. To ecTb, C OAHON CTOPOHDI, 3TO
CBUAETeNbCTBYET O TOM, YTO AaSIbHEBOCTOY-
HbI/ PbIHOK BecbMa nepcrnektueeH. C apy-
roil CTOPOHbI, OH crieundmryecknin. Bpoge 6ol
AnoHuA, Kntan nop 60KoM, He roBopsa y»ke
0 TUXOOKeaHCKMX MopenpoayKTax. Ho npu
3TOM 3aKyMOUYHble LieHbl Ha Cbipbe (Te Xe MOo-
penpoayKTbl) BO Bnagusoctoke noyemy-1o
Bbllle, YeM, Hanpumep, B EkatepuHbypre.
Tam 06LWennT B MPUHLMNE HE OYEHb PA3BUT.
C nogbopom nomelyeHuin Bo Bnagnsocto-
Ke TOXe eCTb onpefesieHHble Npobnembl. ..
B o6wiem, JanbHui BocTok — 3T0 MHTEpecHas
roJIOBOJ/IOMKA, KOTOPYIO, HAfelCb, Mbl B CKO-
POM BpeMeHU peLunMm.

- Celivyac poccutickuli 6usHec noosep-
2aemcsa 6ecnpeyedeHMHoOMy 0d8JIeHUI0.
Kakoe eawi npo2HO3 pazeumus pbiHKa 8 cez-
mMeHme obwenuma?

- CuTyauma ceryac yHMKanbHO Henpepcka-
3yema. [poCTo HY>KHO rOTOBUTLCA K PasHbIM
CLIEHapUAM 1 BapUaHTam pa3BUTKA COObITUN.
YTo KacaeTca camoro ¢paHyan3mHra, To onbiT
npenblayLiMX KPU31COB NMOKa3blBaeT: Hafex-
HasA GpaHLLK13a ABNIAETCA, BO3MOXHO, JTyYLLM
CNocoboMm He MPOCTO COXPAHUTb CBOU AEHb-
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1, HO U OCTaTbCA Ha MNJaBy, 10O TEX BPEMEH,
KOrga MOXHO OyZeT paccumTbiBaTb Ha XOPO-
wyto npubbinb. Ana npeanpuHUMaTenemn 3To
OYeHb BaXKHO.

CpefHui LLeHOBOW CErMEHT, B KOTOPOM Mbl
paboTaem, 0653aTENbHO MPOJOIIKMIT CyLLe-
cTBOBaHMe. OH Kak-To BUgou3meHuTca (no-
ABATCA HOBblE NPOAYKTbI 1 BAPUAHTbl KOMMY-
HMKaLMW C KNMEHTOM), HO HUKY[a He IeHeTCA.
Mpwv gocTynHom Bxofe Bo GpaHYai3nHIoBbIN
6U3HEC, CKaXeM, 10 TPeX MUITIMOHOB pyobner,
yesloBeK HauvHaeT 3aAyMbIBaTbCA: KynuUTb
Ha 3T geHbru 10 TeneBn3opoB UM CcTaTb
npeanpuHnmatenem? Takve MblCv NPUXo-
JAT IMEHHO B CUTyaLMK HeonpeaeneHHOCTH,
KOrAia HeMOHATHO, YTO fasblue byzeT ¢ pabo-
TOW NO HarMy, Aia N C STUMM JeHbraMu Toxe.
To ecTb BbicOKa BEPOATHOCTb TOrO, YTO B Hbl-
HelHen KPU3NCHOW CUTyaL i KONMYeCcTBO
dpaHuarn3v yBenmumrcs.

- HackonsKko cunbHo eawu npous-
800cmeeHHble npoyeccbl 3asucam om
umnopma? Mo»xHo n1u 8 eawiem csy4yae
nepelimu Ha noJIHoe uMnopmo3sameujeHue?

- B Hawem meHIo MHOro NPoAyKTOB, KO-
Topble NpnBO3ATCA U3 Kntaa. Hecmotpsa Ha
TO, YTO LieHa Ha MMMNOPTHOE Cblpbe pacTeT
NpPOoMNopLMOHaNnbHO N3MEHEHNIO Kypca pyons
K MVMPOBbIM BaJlioTam, MPobsiem ¢ nocTaBkamm
HeT. KoHeYHo, ecnm Kakow-To NPOAYKT NOJHO-
CTbl0 YNAET C POCCUCKOTO PbIHKA, TO MOXET
CTaTb CTUMYOM, YTOObI M3MEHUTb MeHto. Ho
MoKa Tako HeobXoaANMOCTU HeT. Tem 6ornee
YTO MHOTVE GUPMEHHDBIE UHTPEANEHTbI HaLlen
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KYXHU JaBHO MOABUINCH B MPOU3BOACTBEH-
HbIX INHENKax NpeanpuATUN, NOKann30oBaH-
Hbix B Poccun.

- Ecnu npednonoxume, Ymo makue 2u-
2aHmeol, kak McDonald'’s, yiidym u3 Poccuu
HAoos120, KMo 3atlimem ux Mecmo, KaK 5mo
noesnusem Ha pbIHOK o6ujenuma?

- lNepepacnpegeneHue roctei, 6e3ycnos-
Ho, byfeT. Ho MoNHOLEHHO 3aMeHNTb B TOM
e o6beme NpefnoXKeHWs TaKUX KOMMaHW
celyac HeBO3MOXHO. MoToMy UTO HMUYero
NoAo6HOro — C TOUKM 3PEHUA TEXHOMOT Y-
HoCTY 6U3Hec-npoLeccos — B Poccum noka
NPOCTO HEKOMY NPeANoKUTb. Ho B cermeHTe
naHa3naTCKOWN KyXHU MOAOOGHbIX rnobanb-
HbIX KOMMaHui, kak McDonald’s, y Hac HerT,
[ia U B MUpE TOXe.

- Kak mex0yHapoOHble o2paHu4eHus no-
8/1UsIOM HA pocculicKuli pbIHOK (hpaHwiu3bi?

- Kak s yxxe roBopwun, Kpnsuc — Bpems
BO3MOXHOCTEN. 99% HalunX NApPTHEPOB — Te,
ana koro Cywwu Wok ctan nepsbim 613Hecom.
Monyyaetca, yto 3a noytn 11 net Ham yaa-
NOCb BbIPACTUTb COTHY NPEeANpUHUMaTeNeN,
KOTopble co3daloT pabouvie MecTa 1 pasBu-
BAlOT PbIHOK 0bLienuTa. B faHHOM cnyyae He
paboTaeT NPUMUTMBHbIN NOAXOA: 3apaboTaTb
SHHYI0 CYMMY fleHer U OTOWTY B CTOPOHY,
€C/IN U3MEHUTCA KOHBIOHKTYPa Ui HauHeT-
€A Kakoe-TO oyepefiHOe KPU3NCHOe BesiHUe.
MHorune ¢ppaHuan3v paboTaoT C HaMK yxKe
HeCKOJIbKO J1eT, MPeofoNeBatoT Bce TPYAHOCTN
1 MPOJOMKAIOT Pa3BMUBaTb Halle obLiee Aesno.
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KONSTANTIN SAGALOV:
A CRISISISTHE TIME OF OPPORTUNITIES
FORAFRANCHISEE

he experience of the well-known Russian chain

Sushi Wok confirms that in times of crisis, the
number of people wishing to open a franchise business
increases. Moreover, the new entrepreneurs are people
who simply have not thought about this before. But the
choice of the franchise itself is fraught with some risks.
In order not to be deceived in expectations, it is worth
choosing simple, affordable offers from companies
that have proven a high degree of sustainability.
KONSTANTIN SAGALOYV, the member of the Board of
Directors of Sushi Wok, is sure of it.




- How would you briefly define the concept
of Sushi Wok? Why has it gained such
popularity among us?

— Sushi Wok, as a brand, appeared almost
11 years ago. At that time, Japanese food
was associated with going to a restaurant.
Developing the delivery service, we occupied
the niche of home or office consumption of
a quality product, and transferred it to the
middle price segment. The success of the
chain’s rapid scaling was due to the fact that
the East Asian cuisine was already in great
demand at that time, and we expanded the
audience and simplified the access to the
dishes of this cuisine. You didn’t have to go
to the restaurant, delivery to the door was
carried out from morning to night.

If we talk about the franchising direction,
then the key word here is accessibility. This is
a very simple to enter the project. Investments
for starting a business are modest, and the
business model simply fits into a small chart.
It is easily applicable in any city. As in Moscow,
as in a village with a population of 10,000.

- But are there any specifics of promotion
in different regions and cities?

— If a metropolis offers an absolutely
universal cuisine for any audience, then in
a small city there are not as many brands as
in million-plus cities. So, the local audience
concentrates around those proposals that, in
principle, exist. It is interesting that our most
successful partners work in the regions, they
become anchor food service facilities there.
There are those who localize their business
in one place, have one point open, but
show excellent results. And there are large
partners that cover several neighboring cities,
developing a chain of two dozen points.

Our franchise conditions are the same
for everyone. But when a partner scales
the business by opening their own chain,
we help them manage this chain. We built
such a management system long time ago,
and the management company, of course,
is interested in broadcasting it to our large
franchisees. They optimize the costs associated
with organizing the business, that means they
earn more.

- A year ago, you spoke about long-term
plans for the expansion to the Far East. How
are these plans being implemented, what are
the difficulties of operating over this region?

— The points are open in Komsomolsk-
on-Amur, Blagoveshchensk, Ussuriysk,
Khabarovsk, Magadan. The Magadan partner
is looking for a location in Vladivostok. By
the way, he opened that point in 2021 and
very quickly entered the TOP-5 of our most
successful franchisees. So, on the one hand,
this indicates that the Far East market is very
promising. On the other hand, it is specific.
It seems to be Japan, China at hand, not to
mention Pacific seafood. But at the same time,
the purchase prices for the raw materials (the

same seafood) in Vladivostok are somehow
higher than, for example, in Ekaterinburg. The
food services are not very developed there.
With the selection of premises in Vladivostok,
there are also certain problems... In general,
the Far East is an interesting puzzle, that, I
hope, we will solve soon.

- Nowadays the Russian business is under
unprecedented pressure. What is your forecast
for the development of the market in the food
service segment?

- The situation is now uniquely
unpredictable. You just need to prepare
your business for different scenarios. As for
franchising, the experience of the previous
crises shows that a reliable franchise is,
perhaps, the best way not only to save your
money, but also to stay afloat, until those times
when you can count on good profits. This is
very important for entrepreneurs.

The middle price segment in which we
operate will definitely continue to exist. It
will somehow change (new products and
options for communication with the client
will appear), but it will not disappear. With an
affordable entrance, for example, up to three
million rubles, a person begins to think: buy
10 TV sets with this money or become an
entrepreneur? Such thoughts come precisely
in situations of uncertainty, when it is not
clear what will happen with the hired labour
next, and with the money too. So, it is highly
likely that in the current crisis the number of
franchisees will increase.

- How much do your production processes
depend on imports? Is it possible in your case
to switch to full import substitution?

— In our menu there are many products
that are brought from China. Despite the fact
that the price of the imported raw materials
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is growing in proportion to the change in
the exchange rate of the ruble against the
world currencies, there are no problems with
the supplies. Of course, if a certain product
completely leaves the Russian market, this may
become an incentive to change the menu. But
so far there is no such need. Moreover, many
branded ingredients of our cuisine appeared
in the production lines of enterprises localized
in Russia long ago.

- If we assume that such giants as
McDonald’s leave Russia for a long time, who
will take their place? How will this affect the
food service market?

— Redistribution of the guests, of course, will
take place. But now it is impossible to fully
replace the proposals of such companies in
the same volume. Because there is simply no
one in Russia to offer anything like this - from
the point of view of the manufacturability of
business processes. But in the segment of the
Pan-Asian cuisine, we don’t have such global
companies as McDonald’s, and neither in the
world.

- How will international restrictions affect
the Russian franchise market?

— As I have already said, a crisis is the time
of opportunities. 99% of our partners are
those for whom Sushi Wok has become the
first business. It turns out that in almost 11
years we have managed to grow hundreds of
entrepreneurs who create jobs and develop
the food service market. In this case, the
primitive approach: to earn a certain amount
of money and step aside if the market situation
changes or some next crisis trend begins,
does not work. Many franchisees have been
working with us for several years, overcoming
all difficulties and continuing to develop our
common business.
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OLDBOY bOPO/bl HE MOPTUT!

HOBbLIE CEKPETbBI YCTTEXA CTAPOT O-40OBPOI O
bAPBEPLLUOTTA

H TaK-10 MHOro B Poccun 6u3nec-
e KOHLLeNLNA, NOMyYmBLLMX
MpU3HaHKE 11 B CBOEM OTEYECTBE, 1 Ha
MIPOBOM PbIHKE. ITOT YeloBeK B3N
3arpaHIYHyI0 felo, aAanTUpoBan ee Ha
POCCUIACKOIA MOYBE, HAUNHAN NPOABMTaTb

ceTb bapbewwonos OldBoy B KanunuHrpage,

a Tenepb OHa OXBaTbIBaeT Becb Mup. Kak
yAanocb A06UTbCA TaKNX pe3ynbraTos 1
KaKue nepcnekTuBbl y 6apbepiuonos B
Halue Henpoctoe BpemA? 06 3Tom — Halwa
becena C BnajenbLieM 1 reHepanbHbIM
AMpeKTopom Mex ayHapoaHoii cetn OldBoy
Barbershop 3/1bJAPOM MIP30EBbIM.

RUSSIAN BUSINESS GUIDE {MAPT 2022}

- dnvoap, 6apb6epwionsi u ece, Ymo
C HUMU c8A3aHO -3anadHoe usobpemeHue.
Kak ebl caumaeme, 8 yem npuesiekamerno-
HOoCcmb 0aHHo20 popmama? Hackoneko
CUJIbHO OH npuXKusicA 8 Poccuu u kakoea
6yd0em ezo danvHeliuwas cyob6a?

— Mopmat 6apbepLIonoB — 3TO YHUKasb-
Hoe coyeTaHrie KOMPOPTHOro MecTa A My>K-
YMH 1 Naprkmaxepckoii. B OldBoy xopolo
06yyeHHble MacTepa CBOEro Aena CTpuryT,
6peloT, NoabMpaloT MHAMBUAYANbHbIA CTUb,
YKNafblBaloT BONIOCHI 1 YXaXXMBAKOT 3@ PacTu-
TEeJIbHOCTbIO Ha NuLe.

Bapbepbl KOHCYNBTUPYIOT KIIMEHTOB MO
CTalNMHram 1 NoaxonAWyM NpoayKTam ans
yxofa 3a Bosiocamu 1 6opogoii. BHyTpu cetn
TaK>Xe eCTb HEKUI COPEBHOBATENbHbIN dre-
MEHT, KOTOPbI OT/IYAET HaC OT OObIYHbIX
MY>CKVX 3aJI0B U MAapUKMaxepCKmx — Haluv

MacTepa MoBbILWAOT KBannduKaLluio, UMeroT
BO3MOMHOCTb MOCTOAHHOTO 06YYeHUA 1 CTpe-
MATCA K 3BaHMAM TOMM n NMpemnym-6apbepos
nocpeacTBOM UCMbITAHWUA TalHbIM NOKYMa-
Tenem. 3To NOMOraeT COBepLLEHCTBOBATb Ypo-
BeHb 06CNYXMBaHWA N OTCEKATb MacTEPOB,
KOTOpble He CTPeMSATCA COBEPLUEHCTBOBATb
CBOV HaBbIK/ WJIN C OYEBUIHbBIM HEXKeNlaHeM
paboTaTb Ha KauecTBo.

Qopmat 6apbepLuona npuxunca u yget
nvwb npousetatb. O6 3TOM roBOPUT Halla
CTaTUCTMKA — KaXAbl TpeTuin dunman cetn
nmeeT bosiee 0JHOrO MUNNOHa Py6el Bbl-
pyuKu B MecaL,. Bbipyuka — 3To nokasaTenb
KOJIMYeCTBa 1 BO3BPALLAEMOCTN KIIMEHTOB
B 6apbepuion. A TyT ke pelaiite camm!

- Kak ebl u eawa KomaHoa npuwau
K koHYyenyuu OldBoy Barbershop? [Touemy



NCTOPUWN YCIEXA

33

6ap6epwonbi sawie2o 6peH0a mak eocmpe-
608aHbl 8 Poccuu u 3a pybexxom?

— KoHuenuus OldBoy — 3T0 MICKOHHO My»-
CKOe MeCTo, KOTOPOro, Kak Ham MoKa3asnocb,
He xBaTasno B Poccum B nanekom 2014, korga
3apoxganacb cama vaesa dpaHwmsbl. boino
napy MecTeuKkoBbIX CallOHOB, KOTOPbIe NMENN
Ha3BaHue «6apbepLLOon», HO CTPUIIM TaM Mo-
CpeACTBEHHO, a AN3aliH MOMeLLeHNA CoBCEM
He pacnonaran K paccnabneHnuto. Torga-to
1 Npuwwna naesa cosgaTtb MecTo, B KOTOpoe
A1 cam Gbl XOTEN XOANUTb CTPUULCA U YXaXK1BaTb
3a bopopoi, ¢ NpodeccmoHabHbIM NOAXOA0M
VNIMEHHO K MY>KCK1M NOTPEOHOCTAM.

JTa ceTb /1 KNEHTOB BoCTpeboBaHa, NoTo-
My uto OldBoy 3apekomeHpoBan cebs Ha pbiH-
Ke KaK OT/IMYHOE MEeCTO /1A OT/INYHbIX PebsT.
Mbl 4aBHO Ha PbIHKE, Mbl 3HaeM, UTO HY>KHO
MY>XUMHaM pa3HbIX BO3PacToOB — 370, B dop-
MaTe KaueCTBEHHOro 00CIyKMBaHWSA, KPYTbIX
CTPUXKEK U MHAVBUAYANbHOTO NMOAXOAA U eCTb
dbopmyna ngeanbHOro 1 NonyaspPHOro MecTa.

[lnA napTHepOB e — 3TO NoNHasA NOoAAEPXK-
Ka. HaumHas ¢ KoHCynbTaumm nepep nokynkom
bpaHLWLN3bI 1 Ha NPOTSKEHNM BCETO BPEMEHN
paboTbl. Mbl NpegocTaBnsaemM Hawmnm napT-
Hepam MoJiHble pacyeTbl OKYNnaemocCTu, no-
APO6HO onMcbiBaeM 1 Tak OYEBUHbIE MNpe-
MMyLLEeCTBa CeTu, NpefoCcTaBasem JOCTYnbl

DOPMAT BAPBEPLLIO
MPVKMICS B POCCHL 1O
CTATVICTUKE KAXKABIN TP
DA C DBOY U
BOSEE 11 000 PYB/I
BbIPYYKI B MECSLI, DTt
ITBEPYKOAET BbICOKMM

[MTPOLEHT T1OC

JWIEHTOB

. N
[OAHDBIX

>APBEPLONOB

K CTaTUCTVKe APYrX GUANanoB v K KOHTaKTam
X BNaAenbLEeB — BCe KPMCTaNIbHO, HaLM NapT-
Hepbl 3HAIOT, 3@ UTO MATAT U UTO WX KAET.
A XIET VX TONbKO YCrexX U NofAepKKa Lienoro
wTaTa CreyranncToB Ynpasnsiollei Komna-
HUY o ntobomy Bonpocy.

- Pacckaxume, noxanyticma, 06 oco6eH-
Hocmu eauwieli (hpaHwiu3bI: 8 Yem
ee npeumyujecmaa no cpasHeHUio

A\ (4 apyaumu, HACKOJIbKO npocmo ee

noJsly4ume, Ha Kakyio npubeiie
mMoaym paccyumeieame paH-
yalizu, u om Kakux ¢pakmopos
3aeucum ux ycnex?

— lNonyunTb ee He Tak NpocTo,
KaK KaxkeTcA. Hawum napTHepom He
CTaHeT NpocCTo 6oraTbiil Yenosek,
peLuVBLUMIA OTKPbITb O13HEC B chepe
KpacoTbl. Halw napTHep - Yenosex,
KOTOPbI pa3BrBaeT OM3HecC 1 pas-
BMBAETCA BMeCTe C HM, 3a60TACH
o 6nvkHem! B nepByto ouepesb Mbl —
OldBoy Family (cembs), 1 310 He npo-

4%

CTO cs1oBa. Mbl AepKUMCcA Apyr 3a Apyra B camble
CJIOXKHble Mepuropbl, Mbl TOMOraeM, YeM MOXKEM.
06 3ToM cBUAETENLCTBYET BaKT CTPOXKAMLLNX
KapaHTUHHbIX Mep B 2020-2022 rogax: Mbl, Kak
YnpaBnstoLan KoMnaHusa, NOMOranau Halmnm
napTHepam C IOPUANYECKUMI JOKYMEHTaMU
06 apeHHbIX KaHVKysax, C COKpaLleHeM Ha-
JIOrOBbIX BbIYETOB C OyXranTepCcKo CTOPOHbI
U C yAepaHNeM KIMEHTOB CO CTOPOHbI reHe-
paumm pa3BrieKkaTeNlbHOro KOHTEHTA B Mefua-
MPOCTPAHCTBAX 1 B COLMANbHBIX CETAX. Takm
06pa3oM yaanocb MHOrOro JOCTUYb: ppaHYainv
COXPaHWTb YaCTb apeHAHbIX AEHET, a TakXe No-
CpeCTBOM NofAepKaHus 3aMHTEPECOBAHHOCTY
KNVEeHTOB GbICTPO BOCCTAHOBUTB MOCELLIAEMOCTb
nocsie KapaHT1Ha, a YnpaenatoLlan KoMMnaHus
npopomxana paboTaTb B TOM e PUTME, Kak 1 10
naHzemum.

- Moodenumecv docmuxeHuamu
2021 2004, 8 YacmHocmu, pacckaume
0 co6cmeeHHOl NUHUU MYy cKoli Kocmemu-
Ku. HackoseKo ycnewHbIM 0Kasascs 3anyck
0daHHo20 npoekma?

HALUM NAPTHEPO!
CTAHET MPOCTO BEOMATHIV
YESTOBEK, PELLIMBLUNM
OTKPbITb BM3HEC B
CDOEPE KPACOTbI. HALL
MAPTHEP — YEJTOBEK
KOTOPbBIV PA3BMBAET
BN3HEC 1 PA3BMIBAETCS
BMECT M, BABOTAC
O BJIVXKHEMI B MEPBVYHO
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- HoBas nuHelika kocmeTrkm Oldboy
by BarberWild, B nepsyto ouepeab, co3na-
BaJlacb Ha OCHOBE OrPOMHOTO OfblITa Ha-
X 6apbepoB. XoTenocb caenaTb HeUTo
YHUKasbHOE, UTO MOXHO MCMOMb30BaTh
B paboTe B YaCcTHOCTU B GapbepLuonax —
YTO-TO MAeanbHoe. Hall raBHbI NO3yHr —
«OT 6apbepoB 415 6apbepoB». ITO B NMPUH-
umre 06bACHAET KOHLIENLUIO U UAelo.

MpoayKTbl NOAYYMINCE UMEHHO TaKM-
MV MO CBOCTBaM. [MaBHOe, C HUMK Y[06-
HO paboTatb. A yKe Nocse Mbl peLunn
3anycTuTb 60JbLLIOE NPOV3BOACTBO ANA
NPOAAXKM Ha APYrYX MIoLafKax 1 B bap-
6epLuonax. Ha fJaHHbIi MOMEHT Mbl 4O-
pabaTbiBaem COCTaBbl HOBbIX MPOAYKTOB,
HeZlaBHO BbINYCTUN NEPBYIO MAPTUIO IKC-
KJI03MBHOTO WamnyHs. PaboTa nget non-
HbIM XOZOM, Mbl 3aC/TyLUIMBAEM BCE HOBbIE
peakLyu B BrZE OT3bIBOB OT MOKynaTenei
1 6apbepoB, aHann3rpyem, CoOBEpLLEH-
CTBYEM NPOLAYKTbl 1 CO3AaEM HOBbIE.

RUSSIAN BUSINESS GUIDE {MAPT 2022}

JINMHEVKA KOCMETIKW
OLDBOY BY BARBERWILD
CO3HABAJIACH HA OCHOB!
OFPOMHOIO OlbITA
BAPBEPOB. JTO3YHI
«OT BAPBEPOB [1J15
BAPBEPOB» OBbACHAE ]
KOHLUEMLHO 1 MAERO.
CEMYAC [IOPABATBIBAIOTCH
COCTABbBI HOBbIX
MPOOYKTOBR, HEOABHO
BoITTYCTWIN TTEPBYHO
AP THO OKCKJTHO3MBHOTO
LLUAMITY HA

SHAYMTESIBHASA YACTD
OUNMATIOB OLDBOY
VCIELIHO MCMOJSb3VET
COBCTBEHHbIV
VHUKATBHbBI CODT.
OH ABTOMATUYECKIA

ONMPELAEJIAET CPEHM
MOKASATESTN
IOCELLHAEMOCTI A
MO3BOJIAET OKOHOMNTb
PECYPCDI — PACCBUIKIA,
AHATING N BCHO AHAJTNTVIKY
COBUPAET BHEIPEHHAS B

PABOTY IPOI PAMMA

- OldBoy Barbershop 3aHumaemcs
paspabomkoli co6cmeeHHOU npoz2pam-
Mbl, KOmopas 00/IXHA asmomMmamu4ecKu
onpedesiamb cpedHIOI0O cmamucmuky
nocewjaemocmu Ka1ueHmoa. B kakolii cma-
ouu paspabomka u Kakum obpasom sma
mexHoJ102uA MOXKem COKpamume 0mMmokK
K/ueHmoes?

— Mol yxxe 3anyctunu ee B paboTy — 3Ha-
ynTenbHan YacTb GMNNANOB yCNeLWHO Uc-
nosb3yeT ee 1 6o5ee TOro, Mbl JOBOJIbHbI
ee ¢dyHKUnoHmposaHuem. CodT paboTaet
B HaMpaBfeHNY BO3BPALLAEMOCTU KIINEHTOB,
aBTOMATMYECKY onpefensaeT CpefHMe NnoKasa-
TeN NOCeLAaeMoCT 1 NCKoYaeT 66nbnin
NPOLEeHT OTTOKa KineHToB. bnaropaps ston
YHUKanbHOW nporpamme, pa3pabotaHHo anis
CeTu, HalW NapTHepPbl OTOMBAIOT CyLLeCTBEH-
HbI1 MPOLIEHT, He 3aTparuBas YenioBeyeckune
pecypcbl — pacCbifikK, aHaN13 v aHanuTUKy
CO CTaTUCTUKON COOMPAET HEMOCPEACTBEHHO

BHeApPeHHbI B paboTy codT.

- B npownom 200y komnaHus OldBoy
Barbershop cmana npusepom 8 HomuHayuu
«@paHwu3a 200a 2021» no eepcuu XXypHa-
na RBG. Ymo ebl oxxudaeme om npemuu
RBG Hacmynuewezo 200a? Kakux Hoebix
nokazamerneii u yesneli cmpemumecs 00-
cmu4s?

— Mbl npuBbIKAN 6bITb Ha War BNepeau
1 CTaBUTb Nepepn cobow 6onblne uenu. OT
NPemM1M Mbl OXMAaeM TosIbKo nobeabl, 6onee
TOro, B HOBOM rofly »kaem 60blie HOMUHa-
uniA 1 6onblue nepBbix MecT. Mbl cTapaemcs
1 fenaem Bce AJis Bbixofda ceTu Ha becnpelie-
[EHTHbIV YPOBEHb B HaLLel Huwwe: paboTaem
Hap penyTauuei ceTn 1 oTaenbHbIX 6apbep-
LIOMNOB, yaensem BH/MaHUe aBToMaT3auum
HeKOTOPbIX MPOLIECCOB, O YeM A YKe paccKa-
3blBas paHee.

HAPALLUBAEM OBOPOTbI
N NOKOPAEM HOBbIE TEPPUTOPUIA!



o

OLDBOY DOESN T RUIN BEARDSI
NEW SECRETS OF THE OLDBOY BARBERSHOP
SUCCESS

here are not many business concepts in Russia, which are recognized both in their homeland and

on the world market. This man took a foreign idea, adapted it on Russian soil, began to promote
the network of barbershops OldBoy in Kaliningrad, and now it has entangled the whole world. How
did you manage to achieve such results, and what are the prospects for barbershops in our difficult
times? Our conversation with the owner and general director of the international network OldBoy,
ELDAR MIRZOEYV, is about that.
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- Eldar, barbershops and everything
connected with them is a western
invention. What do you think is the
attraction of this format? How much has
it caught on in Russia and what will be
its future fate?

- 'The barbershop format is a unique
combination of a comfortable place for men
and a hair salon. At OldBoy, well-trained
craftsmen cut, shave, customize the style,
style the hair and take care of facial hair.

Barbers advise customers on styling
and appropriate hair and beard products.
There is also a certain competitive element
within the chain that distinguishes us from
ordinary men’s halls and barbershops -
our masters improve their skills, have the
opportunity for continuous training and
strive for the ranks of TOP and Premium
Barbers through mystery shopper tests. This
helps to improve the level of service and weed
out masters who do not strive to improve their
skills or who work with obvious reluctance
on quality.

The barbershop format has caught on and
will only flourish. This is evidenced by our
statistics — every third branch network has
more than one million rubles per month of
revenue. Revenue — an indicator of the number

OUR PARTNER WILL NO

JUST BE A RICH MAN WHO

DECIDED TO OPEN A BEAUTY
BUSINESS. OUR PARTNER - A

PERSON WHO DEVELOPS A

BUSINESS AND GROWS WITI
M, CARING ABOUT HIS

NEIGHBOR!I'FIRST OF ALL W

ARE THE OLDBOY FAMILY

RUSSIAN BUSINESS GUIDE {MAPT 2022}

THE BARBERSHOP FORMAT
HAS CAUGHT ON IN RUSSIA.
ACCORDING TO STATISTICS,

EVERY THIRD BRANCH OF THE

OLDBOY CHAIN HAS MORE
THAN 1,000,000 RUBLES
IN REVENUE PER MONTH.

THIS CONFIRMS THE HIGH

PERCENTAGE OF REGULAR

BARBERSHOP CUSTOMERS

and return of customers to the barbershop.
And then it’s up to you to decide!

- How did you and your team come up
with the OldBoy Barbershop concept? Why
are the barbershops of your brand so popular
in Russia and abroad?

- The concept of OldBoy - it is an original
men’s place, which we thought was lacking
in Russia back in 2014, when the idea of the
franchise was born. There were a couple of

local salons that had the name “barbershop,”
but their haircuts were mediocre, and the
design of the place was not at all relaxing.
That’s when I came up with the idea of
creating a place where I myself would like to
go to get my beard cut and groomed, with
a professional approach specifically to men’s
needs.

This chain for clients is in demand because
OldBoy has established itself in the market as
a great place for great guys. We've been in the
market for a long time, we know what men
of different ages need - that, in the format of
quality service, cool haircuts and individual
approach is the formula for an ideal and
popular place.

For partners, though, it’s full support.
Starting with advice before buying a franchise
and throughout the whole time of work. We
provide our partners with full recoupment
calculations, detailing the already obvious

benefits of the network, providing access

to statistics of other branches and contacts
of their owners - everything is crystal clear,
our partners know what they are paying for
and what awaits them. And all that awaits
them is success and the support of a whole
staff of specialists from the Management

Company on any issue.

- Please tell us about the features of
your franchise: what are its advantages
compared to others, how easy it is to get
it, what profit can franchisees expect, and
on what factors does their success depend?

- Its not as easy as it seems. Our partner
is not just a rich man who decided to
open a business in the beauty industry.
Our partner is a person who develops
a business and grows with it by taking care
of their fellow man! First and foremost, we
are the OldBoy Family, and that’s not just

words. We stick by each other through the
toughest times, we help in any way we can.
This is evidenced by the strictest quarantine
measures in 2020-2022: We, as the Managing
Company, helped our partners with the legal
documents on rental vacations, with the
reduction of tax deductions on the accounting
side and with customer retention from the
generation of entertainment content in the
media spaces and in social networks. In
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COSME
ON THI

THE SLOGAN «FROM BARTENDERS FOR BARTENDERSY
EXPLAINS THE CONCEPT AND THE IDEA. THE SLOGAN

ICS |

BASIS OF THI

«BARBERS BY BARBERWILD» EXPLAINS TH]

NE OLDBOY BY BARBERW
VAST EXPERIENCE Of

D CREATED
BARBERS.

CONCEPT AND

THE IDEA

this way it was possible to achieve a lot: the
franchisees saved some rental money, and
through maintaining customer interest quickly
recovered attendance after the quarantine,
while the Management Company continued
to work at the same rhythm as it did before
the pandemic.

- Share the accomplishments of 2021,
in particular, tell us about your own line
of men’s cosmetics. How successful was the
launch of this project?

- The new line of cosmetics OldBoy by
BarberWild, first of all, was created based on
the vast experience of our barbers. We wanted
to make something unique that can be used in
work in barbershops in particular - something
perfect. Our main slogan is “From bartenders
for bartenders. This basically explains the
concept and the idea.

The products turn out to be exactly that in
terms of properties. Most importantly, they are
easy to work with. And after that we decided
to launch a big production to be sold at other

A LARGE PART OF THE
BRANCHES OF OLDBOY
SUCCESSFULLY USE THEIR
OWN UNIQUE SOFTWARE.
T AUTOMATICALLY
DETERMINES THE AVERAGE
ATTENDANCE FIGURES
AND SAVES RESOURCES
MAILINGS, ANALYSIS
AND ALL ANALYTICS
ARE COLLECTED BY THI
MPLEMENTED PROGRAM

sites and barbershops. At the moment we are
finalizing the formulations of new products
and have recently released the first batch of
exclusive shampoo. The work is in full swing,
we deserve more and more reactions in the form
of feedback from customers and barbers, we
analyze, improve products and create new ones.

- OldBoy Barbershop is developing its own
program, which should automatically determine
the average customer attendance statistics. What
stage of development is it at, and how can this
technology reduce customer churn?
- We already have it up and running -
a significant portion of the branches are using
it successfully and what’s more, we are happy
with how it works. The software works in the
direction of customer return, automatically
determines average attendance, and eliminates
a higher percentage of customer churn.
Thanks to this unique program developed
for the network, our partners get back
a significant percentage without affecting
human resources — mailings, analysis and
analytics with statistics are collected directly
by the software implemented in the work.

- Last year OldBoy Barbershop won the
“Franchise of the Year 2021” award from
RBG magazine. What do you expect from the
RBG award this year? What new indicators
and goals are you striving to achieve?

- We are used to being one step ahead

and setting big goals. We expect nothing but
victories from the award and, moreover, we
expect more nominations and more first places
in the new year. We try and do everything to
bring the network to an unprecedented level
in our niche: we work on the reputation of the
network and individual barbershops, we pay
attention to the automation of some processes,
as I told you before.

WE ARE BUILDING MOMENTUM
AND CONQUERING NEW
TERRITORIES!
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CeHTABpe NpOLLOro rofa y Hac 6bin 3anyLyeH 06pa3oBaTeNbHbIil NpoeKT
BUSINESSFOX®, He umetowyuii aHanoroB B mupe. K Hemy ObICTPO NOATAHYNNUCH
u dpaHyaii3n, NouyBCTBOBABLLIME XOPOLLYH NEPCNeKTUBY PacNpOCTPAHEHNA 1
MacwwTabupoBaHua BOCTpebOBaHHOr0 06pa30BaTeNbHOMO NPOAYKTA, KOTOPbIN HaLleneH
Ha NOBBILLEHNE GUHAHCOBOIA TPAMOTHOCTI U PaHHIOK NpodopueHTaLmio. O camoit Kone,
0C00eHHOCTAX dpaHLLN3bI 1 0 TOM, Yem eLuie 3aHuMaetca BUSINESSFOX®, paccka3biaet

0CHoBaTefbHuUa npoekta MAPVHA LUWNKMHA.

BUSINESSFOX®:
OPAHLLV3A B OBPA3SOBAH MM Ne

BUSINESSFOX® pna geten

Mporpamma BUSINESSFOX® nmeeT nuueH-
3ut0 MuHUCTepcTBa 06Pa3oBaHMA U HayKM.
Ba)HO, UTO OHa MOXKeT ObITb UCMOJIb30BaHa
B Nt060M 06Pa30BaTENbHOM YUPEXKAEHNUN.

Kypc obyueHus paccumtaH Ha TpuUHa-
auatb net. [porpamma no3BonseT pebeHKy
He TONIbKO OCO3HaHHO BbIOpaTb Mpodec-
curio nnn chepy AeATesIbHOCTU, HO U BbIATK
13 WKOJbl YesloBEKOM, MOArOTOBNIEHHbIM K
KM3HW. B xofie Kypca OH y3HaeT camu npo-
deccnn. Hayuntcsa coctaBnsaTb GU3HeC-Ken-

Cbl. Y3HAET, UTO TaKoe MAPKETVHI U 3ayem
OH HyxeH. O6peTeT akTepCKme HaBbIKK, KO-
TOopbiM B 06LEe06pa3oBaTeNbHON CUCTEME
BOOOLIE He yAensawT BHUMAHWS, 1 OYeHb
HanpacHo - Beflb pe6eHKa OUEHb HYXXHO KaK
MOXHO paHblle Hay4uTb NPaBUIbHO AOHO-
CUTb CBOIO MO3ULMIO, BbICTYNaTb NPeA ayamn-
Topuen, nopaeatb cebs 1 MNpe3eHTOBaTb
CBOW MbICIIN.

Hawa uenb - pacTuTb rpaMoOTHbIX Cne-
UMANNCTOB, KOTOpble MOny4YawT  yho-
BO/IbCTBME OT CBOEro Aenia, U Mno3Tomy
——




CTPemMATCA pa3BMBATbCA, MOBbLIWATL CBOW
npodeccroHanu3m. [MpoekT BKNuyaeT B
cebs Tpy coCTaBnAWUX — OYHOoe 0by-
YyeHue, OHNaH-nnatGopmMa U WUHTEPHET-
MarasuH. B npoekTe, MOMWMO OMbITHbIX
nefaroro., y4acTBYIOT MEHTOPbI — npodec-
CMOHasNbHble HaCTaBHMKKM, obnagawowune
BCEMMW KOMMETEHUMAMY U OMbITOM ASiA Ao-
CTVXKEeHUA OT/INYHBIX Pe3ynbTaToB B 613Hec
ob6pazoBaHumn. BUSINESSFOX® - He npocTo
KPaTKOCPOUHbIN  KYypC, a rpaHAMO3HbIN
MeXKAYHapPOAHbIA MPOEKT, HaLeneHHbIN Ha
NoJHOLIeHHOe AonoNHMTeNIbHoe 06pa3oBa-
HVe oNa geTen n NnogpoCcTKoB OT 5 o 18 nert.

YueHunkmn BUSINESSFOX® y3HatoT o 6onee
yem 600 npodeccrsx, PasoBbIOT KOMMYHU-
KaTVBHble 1 TBOpYecKkue HaBblku. Obpaso-
BaTesNlbHas NporpaMma rMoMo<eT BOCNUTaTb
yBepEHHbIX B cebe NMUYHOCTEN C NMaepCKu-
MW KayecTBaMU, TeM cambiM obecrneumns 1m
nyTb K ycrnexy.

Bo-nepBbix, fetAmM npeanaraioT UrPoBON
dopmat 0byueHUsn, KOTopoe MOCTPOEHO Ha
NpaKTUYecKnx 3aHATMAX. Bo-BTopblx, 3a-
HATWA CTAaHOBATCA ANA YYallMXCA He TOJb-
KO OT/IMYHOWM LUKOJSIOW, HO W WCTOUYHUKOM
3apaboTka. PebeHOK monyvyaeT K3W63K OT
poauTenbckol nnatbl 3a obyuyeHue: Ans
[JOLWKOJIbHNKOB 3Ta cymma coctasndaet 100
pybnen, ana yyawmxca HayvanbHOWN LUKOMbI
- 500 py6nei, ana cpegHero 3BeHa — 700
pybnen, ona ctapweknaccH1kos — 1000 py-
6neii. 3apaboTaHHble cpencTBa AeTU CMOTYT
NoTPaTUTb Ha MOKYMKY UrP, MOAHbIX akcec-
CyapoB, OAeXAabl U NOCO6UIA B MHTEPHET-Ma-
rasviHe NpoekKTa.

BUSINESSFOX® gnsa ¢paHuaiisn

CrcTeMHas nojaya Matepuarna no3sosnset
VHTEerpmnpoBaTthb ero B niobyto obpasoBaTesib-
Hyto nporpammy. To, UTo MeToAKKa MpoLuna
NNLEH3UPOBaHMe, Kak nporpamMma Aomnosi-
HUTeNIbHOro 0b6pa3oBaHMsA, JaeT Heocrnopu-
MOe KOHKYPEHTHOe MpeumyLiecTBO nepeq,
no6bIMY ApYrMMK NporpaMmmMamn GpriHaHCo-
BOW rPamMOTHOCTW.

Kpome TOro, ¢paHwmza ouyeHb rubKas.
basoBasa mogenb obyuyeHua paccunMTaHa Ha
13 net. OgHaKO eCTb U MHTEHCUBHbIN Bapu-
aHT 3aHATUI 4NA CTapLIEKIAaCCHMKOB, KOraa
OHU OYEeHb ObICTPO MOTYT YCBOWTb LiE€HHbIN
MaTepuvan Ans noaroToBKM K MOCTYMNeHUo
B KOHKPETHbIV BY3, 3TO MO3BOJIAET CAeNaTb
cneumanbHo pa3paboTaHHas MeToAMKa.

KomnnekcHasa nogaya 3HaHWUN, CTUMbHbIN
6u3Hec-nopTdenb C KOMMIEKTOM y4YebHbIX
noco6ui n matepunanos Ha Kaxkablii rog oby-
YeHVsA TOXe He MMeeT aHasnoroB B Hallen
cTpaHe. LLUvpokuin cnekTp MeToaMYecKux
nocobuin n obyvatLmux TeTpagen no3Bona-
eT pa3HoobpasnTb Npouecc nogayn mare-
puana 1 co3fgaTb KpeaTuBHOE MPOCTPAHCTBO
B paboTe ¢ obyyvatowmmumcs.

ABTOpCcKasa nporpamma BUSINESSFOX®
Ha Tpex A3blKax (PYCCKWUWA, aHIMUNCKNN, Ka-
3aXCKMI) oYeHb ypobHa B MCMONb30BaHMN.
MpeseHTaumsa y wuHBecTopa, OUHAHCUPO-
BaHMe start-up yvawmxcs [enatT NpoeKkT
oyeHb MpuBeKaTesibHbIM A1 NOTeHUManb-
HbIX YYEHUKOB LIKOJIbl. COB6CTBEHHbIN 00yya-

MCTOPUN YCTIEXA

IO LEHTP ANA NefaroroB-MeHTOPOB Mo3-
BOJNIAET MOBbILWATb KBanuduKaLumio no Kypcy
¢dVrHaHCcoBOM rpamoTHOCTY (72 1 108 yacoB)

CyLwecTByeT aBTOPCKOe MOOUIbHOE Mpu-
noXeHrie. DTO AOMOSIHUTENbHAA BO3MOX-
HOCTb MPOXOXAEHVA Kypca B Cilyyae npo-
nycKa 3aHATUI, a TakXKe [LOMONHUTENbHOe
3aKpensieHne 1y camocTosTesibHasA paboTta
B pamMKax obyuvaioLeli Iporpammbl.

BUSINESSFOX® pns B3pocabix

EcTb 1 ewe ogHO HanpaBneHue — Ans Mam,
nan, 6abywek n gepywek. Ceilyac Mbl B Tec-
HOM COTPYyZHMYECTBE C MpPaBUTENbCTBOM
MockBbl Ha 6a3e LieHTpa pa3BuTHA Kapbepbl
1 nopTanom Superjob Hamu nogrotoBneHa
uenasa nnatdopma, No3BonALLas IOAAM B
CKaTble CPOKM OCYLIeCTBNATb MepekBanu-
¢dvKaumio, NoBbllWasi CBOKW BOCTPebOBaH-
HOCTb Ha pbiHKe Tpyaa. Ceyac, B C/IOMKHbIX
SKOHOMUWYECKNX YCNIOBUAX, 3TO OCOOGEHHO
akTyanbHo. [lpuyem wuHTepdelic Hawemn
nnatpopmbl NO3BONAET GOPMUPOBATb FOTO-
Bble KOMaHAbl crieymanucro. CylecTByeT
1 cneymanbHbl 72-4aCcoBOWN KypC MOBblLUe-
HUA GUHAHCOBOW PAMOTHOCTU ANs MOXWU-
NbIX Ntogen.

Bce 3T HanpaBneHna Toxe NoTeHUManb-
HO WHTepecHbl ans dpaHyansn. Npucoean-
HANTecb K coobuyectBy BUSINESSFOX®!

https://businessfox.ru/
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BUSINESSFOX * for children

The BUSINESSFOX® program is licensed
by the Ministry of Education and Science.
It is important that it can be used in any
educational institution.

The course of study is designed for thirteen
years. The program allows the child not only
to consciously choose a profession or field of
activity, but also to leave school as a person
prepared for life. During the course, he learns
the professions themselves. Learn how to
make business cases. Learns what marketing
is and why it is needed. He will acquire
acting skills that are not paid attention to at
all in the general education system, and very
unnecessarily — after all, the child really needs
to be taught as early as possible to correctly
convey his position, speak to the audience,
present himself and present his thoughts.

Our goal is to raise competent specialists
who enjoy their work, and therefore strive to
develop and improve their professionalism. The

€\
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BUSINESSFOX®:

FRANCHISE IN EDUCATION Ne T

Last September, we launched the BUSINESSFOX" educational project, which has
no analogues in the world. Franchisees, who felt a good prospect of spreading
and scaling a sought-after educational product aimed at improving financial
literacy and early career guidance, quickly pulled up to it. MARINA SHILKINA,
the founder of the project, tells about the school itself, the features of the
franchise and what else BUSINESSFOX" does.

project includes three components - full-time
training, an online platform and an online store.
In addition to experienced teachers, mentors
participate in the project — professional mentors
who have all the competencies and experience to
achieve excellent results in business education.
BUSINESSFOX" is not just a short-term course,
but a grandiose international project aimed at
full-fledged additional education for children
and adolescents from 5 to 18 years old.
BUSINESSFOX® students will learn
about more than 600 professions, develop
communication and creative skills. The
educational program will help to educate self-
confident individuals with leadership qualities,
thereby providing them with a path to success.
Firstly, children are offered a game-based
learning format, which is based on practical

classes. Secondly, classes become not only an
excellent school for students, but also a source
of income. The child receives cashback from
the parent’s tuition fee: for preschoolers, this
amount is 100 rubles, for elementary school
students — 500 rubles, for the middle level - 700
rubles, for high school students — 1000 rubles.
Children will be able to spend the earned
money on buying games, fashion accessories,
clothes and benefits in the project’s online store.

BUSINESSFOX® for franchisees

The systematic presentation of the material
allows you to integrate it into any educational
program. The fact that the methodology has
been licensed as an additional education
program gives an undeniable competitive
advantage over any other financial literacy
programs.

In addition, the franchise is very flexible. The
basic training model is designed for 13 years.
However, there is also an intensive version of
classes for high school students, when they can
very quickly learn valuable material to prepare
for admission to a particular university, this
allows a specially developed technique to do.

A comprehensive presentation of knowledge,
a stylish business portfolio with a set of
textbooks and materials for each year of study
also has no analogues in our country. A wide
range of teaching aids and training notebooks
allows you to diversify the process of submitting
material and create a creative space in working
with students.

The author’s BUSINESSFOX® program in
three languages (Russian, English, Kazakh) is
very convenient to use. The presentation from



the investor, the financing of the start-up of
students make the project very attractive for
potential students of the school. Own training
center for teachers-mentors allows you to
improve your qualifications on the course of
financial literacy (72 and 108 hours)

There is an author’s mobile application. This
is an additional opportunity to complete the
course in case of missing classes, as well as
additional consolidation or independent work
within the framework of the training program.

BUSINESSFOX" for adults

There is another direction - for moms, dads,
grandparents. Now, in close cooperation with
the government of Moscow, on the basis of the
Career Development Center and the Superjob
portal, we have prepared a whole platform that
allows people to retrain in a short time, increasing
their demand in the labor market. Now; in difficult
economic conditions, this is especially relevant.
Moreover, the interface of our platform allows you
to form ready-made teams of specialists. There is
also a special 72-hour course to improve financial
literacy for the elderly.

All these areas are also potentially
interesting for franchisees. Join the
BUSINESSFOX® community!

https://businessfox.ru/
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O TOM, KaK CTapTan B rapaxe
nnowazabto B 87 KBaapaTHbIX

METPOB M0 NPON3BOACTBY CA10BbIX
(Kameek u3 nepepaboTaHHOro niacTuka
3a TPU rofia NPeBPATUACA B MACLLTaOHbIiA
3KONOrnyeckuii i 61sHec-npoeKT no Beeit
(TpaHe, Mbl becefiyem C 0CHOBaTeleM
xonauHra «YmHas SREDA» Anekceem
YexpaHoBbIM.

Anekcen YexpaHoB:

«3AT10 JIET

Mbl XOTINM
OYNCTNTDb
[JTAHETY

OT NJTACTINKA»

- Bcez0a oyeHb uHmMepecHo y3Haeameo,
omkyoa 6epymcsa udeu 0719 cmapmanos u
Kak nomom npoekmeol, 3a0yMaHHble U pe-
anu3oeaHHvle «<HA KoJIeHKe», CMaHo8Amcs
ycnewHsIiMU.

— [la, y HaC NpOeKT MMEHHO TaK 1 HaunHan-
cA, «Ha KoneHke». Nepen TeM Kak npuwna B
rofioBy upes 3aHATbCA SKOCTapTariom, Mbl C
MOMM Apyrom u napTHépom Anekceem Bap-
JlaMOBbIM YNPABAANN MOIMIOHOM TBEPABIX
ObITOBbIX OTXOAOB B HEOOJNbLIOM ropofKke B
Kpbimy. M K Ham YacTo nocTynanu »kanobbl Ha
TO, YTO MOJSINSTUIIEHOBbIE MAKETbI MOCTOAHHO
pasfieTanncb Mo BCei OKpyre 1 3arpasHAIU
TeppuTopuio. Torga mMbl pewnnu, 4yto byaem
6ecnnaTHo cobupaTtb 3TW NakeTbl, B3N Ha
cebs, Tak CKa3aTb, COLMANbHYI0 MUCCUIO.

MocTeneHHO Mbl CTany 3a4yMbIBaTbCA: Kak
e X MOXHO yTunm3mpoBatb. B utore Ham
yOanocb COBMECTWUTb BCE HayyHble pa3spa-
60TKY, BCIO CyllecTBytoLyto B Poccun npak-
TUKyY. Ml nonyunnu B pesynbsTaTe B apeH[oBaH-
HOM rapae pasmepom B 87 KBagpaToB CBOIO
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YHUKaNbHYO TEXHOMOrWIo, Mof KOTOpylo
Ccamuy e CKOHCTpyupoBanu o6opynoBaHue.
OTO MO3BOAWIO HaM HauyaTb PerynsapHyto
nepepaboTKy NakeTHOro niacTuka n B cMecu
C NeckoMm MosyyaTb O4YeHb NHTEepeCHble MaTe-
puasnbl, CNOCOOHbIE 3aMeEHATb B OMNpeaenéH-
HbIX LieNsAX Kak AepeBo, Tak 1 MeTassl.

BHauane 310 6bi110 Nogobue focok u 6py-
Ca, Ha OCHOBE KOTOPbIX Mbl Ha4ann NPOV3BO-
OWTb CafloBble CKaMbW 1 ypHbI. [1oTom € 3Tm
NPOEKTOM Mbl BbILWAM Ha KOHKYPC JyyLmX
coumanbHbIX NpoekToB Poccun 1 ctanu no-
6enuTenem. 3aTeM Noy4yacTBOBasIM B KOHKYP-
ce «Hemanblii 6v3HeC», rae BOWAW B TPOWKY
NIMAEPOB Cpean POCCUNCKMX NpeanpuHUMa-
Tenel (13 6onee yem 30 TbIC. y4aCTHUKOB).

Ha Hac 6ykBanbHO Nocbinanucb Npeasioxe-
HUA 06 MHBECTULMAX, O COBMECTHbBIX NPOeK-
Tax. Ho mbl pelunnn nogoxpatb, He CNeLnTb.
MpuHANN peLueHre, YTO HaM HY>KHO MacLuTa-
6upoBaTb CBOI NpoeKT. Ecnv 3Ta TexHonorua
nomorna caenatb Hall ropo uuLe, To Torga
OHa [OSIXHa OblTb B KaXXAOM POCCUINCKOM
ropoge. A Torga, B KoHue 2017 roga, Mbl no-

cTaBunK cebe 3afjauy — 3a TpY roga co3gatb B
CcTpaHe 37 npegnpuaTui.

- WUmak, Kk yemy bl npuwinu ce200Hs,
yoasnocs eoniomume 3adymaHHoe?

- CerogHa y Hac 42 npegnpuaTua. Kpome
TOro, Y Hac COBCTBEHHOE CTaHKOCTpOUTeSlb-
Hoe npowu3BoacTBo. Mbl camu nNpoun3BoavM
npeccobl, MalWyvHbl MO nepepaboTke, APO6-
JIEHMIO, COPTMPOBKE, TO €CTb Mbl NMOMHOCTbLIO
CaMOJOCTaTOUHbI. /1 HMKaKmne caHKuMM Ham
He cTpalLHbl. HaobopoT, faxe B pasrap anu-
[emMn1 KOPOHaBMpPYyCa Mbl Kaxkablii rof pocniv
Ha HeCKONbKO [eCATKOB MPOLIEHTOB, B3ATb
X0TA Obl exerogHyio Bblpyuky — 60, 80, 150
MUSIMOHOB py6nel.

Celfyac Halla OCHOBHas Lienb — caenatb TakK,
YTOObI HaLL MYyTb MOBTOPWUAN ThICAYY POCCHSIH.

[lna 3TOoro Mbl ynpocTtunu Bxop B 613Hec B
cdhepe aKkonorum. Ecnm paHbLie MoXHO 6bino
BOWNTN C HayalbHbIM KanuTtanom oT 13 mnaH
pyb6neii, noTom, K NprMepy, C NATbIO MUSIINO-
Hamu, TO Tenepb Bbl MOXKeTe NPUCOeLNHNUTD-
€Sl K HaM, VMesi BCero nub 299 Tbic. py6nein!



YT1o6bl 3TOr0 fO6UTBLCA, Mbl TPK roda ¢u-
HaHCMpyeMm LITaT CneurannucTtoB B Hallen
yrnpaBnsiower KOMMNaHnu: 3T0 MapKeTono-
1, AU3alriHepbl, apPXUTEKTOPbI, TEXHONIOM 1
XUMVKM B 06nacTyi NoMMepoB; Lex bornee
2 Tbic. KB. M B CaHKT-lNeTepbypre, nnaHupy-
€M OTKPbIBaTb aHaNIOrNYHbIn B MOCKOBCKOM
obnactu.

lmaBHaA 3agaya — 4TOObI NOAN YBUAENU
BO BTOPWYHbIX MaTepuanax ocobblli CMbIC,
KOTOPbI MO3BOMNT 3TMM OTXOAaM KMCYes-
HYTb C TeppuTopUn Poccum n npeBpaTnTbeA
B HY>KHbl€ V3[eNVs: AeKOPaTMUBHbIe KapTUHbI,
NMOACTaBKM, CTOSIbl U CTYJNbA, TABOYKU U CKa-
Meliku, becekn, 3a60pbl 1 Tak ganee.

YT10o6bl peann3oBaTb 3amMblcsibl, Mbl chop-
MyNMPOBaNM  KOHLENUWIO  HaLWOHANIbHOW
nnatGopmbl  Pa3BUTUA  aNbTePHATUBHON
npombiwneHHocT:  https://ymHasacpega.pd.
Ha 3Tom caiite mMbl MnaHupyem npegcraButb
BCEX MPOU3BOAUTENEN aNIbTEPHATUBHOW NPO-
OYKUUM NO BCel CTpaHe. 3To, KCTaTu, NO3BO-
JIUT CHW3WTb 3aTpaTbl U YrNepoaHbli creq B
cdepe NorncTUKM Halen NPoAyKLUMU.

Y Hac HeT 3afaunM CTaTb MOHOMOINUCTOM
1 3arpebaTtb BCE nog ceba. Mbl ABuxemca B
HarpaBfieHUN Pa3BUTUA MUKpoNpeanpus-
TUA: caMo3aHATbIX 1 UMM, uTo6bl OHKM B Nep-
BYIO OUepeb NPUCOeAUHANNCH K Hallen UH-
ZyCTpurK, 4TO6bI MM BbISIO NIETKO 1 MPOCTO 3TO
caenatb. Pa3nuuHble GppaHLIM3bl MO3BONAIOT,
KaK A1 y>ke roBOpuI1, BOWTM B HaLl 613HeC ¢ Mu-
HYMaJIbHbIM KanuTanom. A eciv XoTuTe BKna-
[blBaTb 6OJIbLUE — TOXE MUOCTV NPOCUM.

Hanpumep, B cTpoutenbcTBo nepepabatbl-
BaIOLLMX 3aBOAOB. Mbl TLATENIbHO U3YyUnn 1
B3A/I1 Ha BOOPY>KEHVE 3aKOH O NoTpebuTenb-
ckux Koonepatmax. OuyeHb MPOAYMaHHbIN
3aKOH, 3alMLLAILWNA U NANLWMUKOB, U Npea-
npusTme.

A ecnv roBopuTb O pearnbHbIX MoKa3aTte-
nAX, TO 3a TPW roAa mMbl Npownm nyTb ot 5-10
no 100 HavMeHOBaHWUIM N3AeNnnin, A0 KOHLUaA
TeKyLLero rofa Ux KonmyecTBo BO3PacTET Ao
1000, a k 2025 rogy — go 10 000. Y7o KacaeTcA
npeanpvsTURi, TO K KOHLY roga Mbl niaaHupy-
eM BbITY Ha unopy 300, a k 2025 rogy — 1000,

roe 6ynet 3aHATo 6onee 10 TbiC. PabOTHMKOB.
Takke cTaBUM Lenb — co3aatb 10 3Koxabos B
pa3nuyHbIx deaepanbHbIX OKpyrax, rae 6yayt
NPoV3BOANTLCA COPTUPOBKA 1 NepepabdoTka
nnacTuka.

Kpome TOro, mbl co3gaém NOHATHbIE N JO-
CTYMHble TEXHONOMMYeCK e KapTbl Afis pabo-
UYMX Ha NPOU3BOACTBO KaXKAOro U3genus.

Mbl Take cOTpyAHMYaem C BegyWwUMM
POCCUMNCKMMN YHUBEPCUTETaMM, B YaCTHOCTM
co «CKonkoBo». AKTMBHO B3anMOZencTByem
1 € MMH3KOHOMMKN, MUHMPOMBILLAIEHHOCTY,
Kny6om monogfbix NpOMBbILLIEHHVKOB.

- A camo npou3800cmeo, HacKo/1bKO OHO
3Kos102u4ecKu HelimpasibHo?

— AbcontoTHO. Mpryém Ha Bcex TPEX ypoB-
HAX. [peanpuaTuA, KoTopble 3aHMMaloTCA
HernocpefcTBEHHO COOPKOM 13 FOTOBbLIX
KOMMEKTYIOWMX — HY TYT BCE U TaK MOHAT-
HO, HET HMKaKMX OTxofoB. Bropoit yposeHb
— NMPOU3BOLCTBO KOMIIEKTYIOWYX. 30eCh pa-
6oTatoT YMY-cTaHKK, OHN He BpefHee 0bbly-
HOM gpenn. Ha H1X 13 NNacTUKOBbIX NaHenemn
Bblpe3aloTcA 3aroToBKW Ana mgenuin. OTxo-
[bl NMPOU3BOACTBA — MACTUKOBAsA CTPYXKa
- cobumpatoTca 1 MOTOM TaKXe nepepabaTbl-
BAIOTCA 3aHOBO.

Hy un, cobctBeHHO, nonvmepnecyaHoe
Npon3BOACTBO, rAe B npouecce paboTbl nna-
CTVK CMELUNBAETCA C MeCKOM U nofBepraeTcs
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HarpeBy, HO He PacCMaBNsAETCA U, COOTBET-
CTBEHHO, He BblAenseT BpPefHblX BelecTB.
MoTom npouecc npeccoBaHWs — Mosyvaet-
CA Macca, MoXoXKas Ha TecTo, a YKe U3 Heé
npousBoaATca naHenu. MNpu npousBoacTee
He MCMonb3yeTcsa BOAA, HET HUMKAKMX Bpea-
HbIX CTOKOB, HET MOTPEOGIEHNS U CAMO BOZbl.

Ba’kHO, UTO B 3aBMCUMOCTU OT 3a4a4 1 no-
TpebHoCTEN Mbl MOXeM A06aBAATb TOT UK
VMHOW BWA NiacTuka (BCcero Mbl NCMNosib3yem
ceMb BUAO0B: XPYNKUIA, TBEPAbIV U T. A.) 1 NO-
nyyaTb M3Aenna C pasHbIMU XapaKTepucTu-
KaMu — Ans 3ameHbl fepeBa, 6eToHa, meTan-
nawvnp.

Ho Mmbl He cTaBMM nepep coboi 3agaun
BbITECHSTb MPUBbIYHbIE MaTepuasbl: gepe-
BO, UyryH, LemeHT. be3ycnoBHo, ectb OT-
pacnu, roe oHM HesameHUMmbl. Ham BakHO,
yToObl KONMYECTBO MIACTUKOBbIX OTXOAOB
COKpaLllanocb, a JIlOAN yBULAENN B HUX He
NpPOCTO MYCOp, @ aNibTEPHATUBHBIN pecypc
IR Yero-To HYXKHOrO.

- Pacckaxkume, yem npuesieKamesibHa
eadwa (hpaHwu3a u KaKkue npeumyujecmea
nony4yaiom ¢pparyaiisu?

Bbi6upan dpaHwwm3y «<YmHasa SREDA», Hawwum
napTHepbl MOJIYYaloT HALEXHOro Mpow3-
BO-AuTENs 0bopyaoBaHUsA, roToBylo GM3Hec
MoZesb Mo 3anycKy ferko MacluTabrupyemoro
6U3Heca 1 BO3MOXHOCTb peanvauumn npo-
OyKUMM Ha efMHOM HaLMOHaNbHOM caiiTe
BTOP-CbIPbS.

Korga mbl npopabatbiBanu ropuanyeckue
MOMEHTbI HAlMX GpaHLIN3, KONnera-topuct
03HaKoMMUJIa Hac C LieNisMU YCTONYMBOTO pas-
BUTUA. C TeX MOP Mbl TOMIbKO MO HUM CTanu
BbICTPauBaThb BCE MPOM3BOACTBO, BCE TEXHO-
noruu, Bce npoLecchl.

B Kakol-To MOMEHT A NOHAN, YTO OCTaHaB-
NNBaTb UyXKMe NPOW3BOACTBA — He BbixoA. A
BOT CO3[aTb anbTePHATUBHYIO MPOMbILLIEH-
HOCTb MO NepepaboTKe — 3a CYUET KOMMIEKC-
HOro UMKAMYHOTO Nnoaxofda — 3TO NpaBWsib-
Hoe pelleHure. W Begb oHO paboTtaeT — ewé
TP rofa Ha3aj HUKTO He fienan Toro, YTo Mbl.
A cerofiHa y»e filaxe B roCKOHTpaKTax nponu-
CblBaeTca 0bs3aTeNbHbIV KPUTEPWIA: CMOSb-
30BaTb Npwv 6naroycTporcTBe NPoayKLUKMIo U3
BTOPCbIpbA — He MeHee 30%. ITO K He JoKa-
3aTeNbCTBO Halleln apdeKTMBHOCTA!
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Alexei Chekhranov:

IN 10 YEARS
WE WANT TO

CLEAN THE PLANET

FROM PLASTIC

W e talk to Alexey Chekhranov, Founder of Smart SREDA Holding, on how a startup in a garage of 87 square meters,
producing garden benches from recycled plastic, has turned into a large-scale ecological and business project

countrywide in three years.

- It’s always interesting to find out where
start-up ideas come from and how projects
conceived and implemented “on the spot”
become successful.

- Yes, that’s exactly how our project started,
“on the spot”. Before I have decided to launch
an eco-startup, my friend and partner Alexei
Varlamov and I used to manage a landfill
for solid household waste in a small town in
the Crimea. We often received complaints
that plastic bags constantly flew around and
polluted the area. At that time, we decided that
we would collect these bags for free, taking on,
so to speak, a social mission.

Gradually, we began to consider how to
dispose of them. As a result, we succeeded
in combining all the scientific developments
and all the practices existing in Russia. As
a result, in a rented 87-square-metre garage
we obtained a unique technology that we
ourselves designed the equipment for. This
allowed us to regularly recycle plastic bags
and mix them with sand to produce very
interesting materials, which, for certain
purposes, were able to replace both wood
and metal.

In the beginning it was the semblance
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of boards and timbers from which we
manufactured garden benches and urns. Then
we participated in the best social projects of
Russia competitionand became winners.
Then we took part in the Notable Business
competition, where we were among the top
three Russian entrepreneurs (out of more than
30,000 participants).

We were literally flooded with investment
offers, proposals for joint projects. But we
decided to wait, not to rush. We made up our
minds that we needed to scale up our project.
If this technology has helped to make our city
cleaner, then it ought to be in every Russian
city. And then, at the end of 2017, we set our-
selves the goal of creating 37 enterprises in the
country in three years.

- So, where do you stand today, have you
managed to achieve your vision?

- Today we have 42 plants. In addition,
we have our own machinery production. We
manufacture our own presses, processing,
crushing and sorting machines - in other
words, we are completely self-sufficient. And
we are not afraid of any sanctions. On the
contrary, even at the height of the coronavirus

epidemic, we have grown by dozens of percent
every year — take annual revenues - 60, 80, 150
million rubles, for example.

Our main aim at the moment is to make
sure that our path is followed by thou-sands
of Russians.

To do this, we have made it easier to enter
the ecology business. Previously, it was
possible to enter it with an initial capital of
13 million roubles, and then, for example, with
5 million roubles — but now you can join us
with just 299,000 roubles!

To achieve this, for three years we have
been financing a staff of specialists in our
management company: marketers, designers,
architects, technologists and chemists in
the field of polymers, a workshop of over 2
thousand square meters in St Petersburg, and
we plan to open a similar one in the Moscow
region.

The main task consists in making people see
the special purpose in recycled materials that
will allow these wastes to disappear from the
territory of Russia and to be transformed into
useful articles: decorative pictures, coasters,
tables and chairs, benches and seats, arbours
and fences and so on.



To implement the ideas, we have formulated
a concept for a national platform of alternative
industry development https://ymuascpena.
pd. On this website, we plan to introduce all
producers of alternative products throughout
the country. This, by the way, will reduce the
cost and carbon footprint of the logistics of
our products.

We do not have the task of becoming
monopolists. We move towards the
devel-opment of micro-enterprises: self-
employed and individual entrepreneurs, so
that they are able to join our industry, and
so that it is easy and simple for them to do
this. Various franchises allow, as I said, to
enter our business with minimal capital.
And if you want to invest more, you are
also welcome.

For example, we welcome investments in
the construction of processing plants. We
have carefully studied and adopted the law
on consumer cooperatives. A very thoughtful
law that protects both shareholders and the
enterprise.

If we speak about real indicators, then in
three years we have gone from 5-10 to 100
types of products, by the end of this year their
number will increase to 1,000, and by 2025 -
up to 10,000. As for enterprises, by the end of
the year we plan to reach the figure of 300, and
by 2025-1000, which will employ more than
10 thousand workers. We also set a goal to
create 10 ecohubs in various federal districts,
where plastic will be sorted and processed.

In addition, we create clear, accessible flow
charts for workers for the production of each
product.

We also cooperate with leading Russian
universities, in particular, with Skol-kovo.
We also actively cooperate with the Ministry
of Economy, the Ministry of Industry, and the
Young Industrialists Club.

- And the production itself, how
environmentally neutral is it?

— Absolutely. On all three levels. There are
no wastes if we speak about the as-sembly
of finished components. The second level is
component production. CNC machines are
used here, they are as harmful as an ordinary
drill. They are used to cut out blanks for items
from plastic panels. The production waste, plas-
tic swarf, is collected and then also recycled.

And then there is the polymer-sand
production facility, where the plastic is
mixed with sand and heated, but not melted,
and therefore does not emit any harmful
substances. Pressing the plastic is the process
of creating a mass, which is similar to dough,
and then the material is used to manufacture
the panels. No water is used in the production
process, there are no harmful effluents and no
water consumption.
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It is important that, depending on the tasks
and needs, we can add one or another type
of plastic (we use 7 types in total: brittle,
hard, etc.) and get products with different
characteristics — to replace wood, concrete,
metal, etc. etc.

But we do not set ourselves the task of
displacing the usual materials: wood, cast
iron, cement. Of course, there are industries
where they are irreplaceable. It is important
for us that the amount of plastic waste is
reduced, and people see it not just as garbage,
but as an alternative resource for something
they need.

- Tell us what is attractive about your
franchise and what benefits do fran-chisees
get?

- By choosing the Smart SREDA franchise,
our partners receive a reliable equipment
manufacturer, a readymade business model
for launching an easily scalable business and
the ability to sell products on a single national
recycling site.

When we were working on the legal
aspects of our franchises, a colleague who
is a lawyer introduced us to the Sustainable
Development Goals. Since then, we have based
all production, all technology and all processes
on them.

At some point I have realized that it is
not the solution to stop someone else’s
production. However, creating an alternative
processing industry - through an integrated,
cyclical approach - is the right solution. And
it works — three years ago nobody did what
we have done. Today, it is mandatory to use
not less than 30% of recycled products in
landscaping, even in government contracts.
Isn’t that proof of our efficiency!
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NPOCTO YMPAB/STD,
JIETKO 3APABATBIBATb

No6boM 613Hece NpeANPUHAMATENN XOTAT MUHUMU3MPOBATb PUCKM M 06€CneYnTb Ceb MaKCMMaNbHOI NpUObINbIO. BbiGipas cBOI0 HILLY, OHK
MPeAnoYNTaloT HaZeXHble BapUaHTbI, KOTOPbIE FaPaHTUPOBAHHO OyAYT NPUHOCUTL JIOXOA, HE3ABUCUMO HY OT KaKWX TpaHChOPMaLMii pbiHKa. TaK, Ha

PbIHKe GpaHLLN3 OTAMYHO 3apeKoMeH0Bano ceba npeanoxeHue Komnanun bT1 — defepanbHasd ceTb aBTomoek 100CARS.

Yem e nprBneKaeT fJaHHbI dopmaT 6um3-
Heca ¢paHyansn?

Bo-nepBbix, BOCTpeb6oBaHHOCTb. B cero-
OHALWHNX peanuax aBToBnagenbLbl MOT
CBOIO MALLVHY HE3aBMCMO OT BPEMEHN rofa,
UHAHCOBBIX BO3MOXHOCTEN 1IN SKOHOMMYE-
CKMX KaTaKN13MOB.

Bo-BTOpbIX, AOCTYMHbIN BXOA B 6GM3HEC
100CARS, pnenaet ero npviBnekaTesbHbIM A
KaXK[10ro, KTO XOUeT MOJTyyaTh NaCCUBHBIN JOXOS,

W ewle pag BO3MOXKHOCTeN, KOTOpble pac-
KpbIBaOTCA Nepes MHBeCTopamu, Npeanpu-
HUMaTeNAMU UK CTapTan-6U3HeCMeHaMu.
Ecnu onucaTb coTpyaHMYecTBO C bpeHaom
100CARS HecKonbKnmu caioBamu, TO ymecT-
HbIMK ByLYT Takue: HAVMBYAYaNbHOCTb, TeX-
HOMOrViA 1 BbIroga.

Tak B UeM e YHMKanbHOCTb?

MNepBan cocTaBnAwlWan — aBToMaTu3a-
umAa brusHec-npouecca 3a cuet IT. Mpouecc
ynpasneHna 6U3HeCOM OTHUMAET ropasgo
MeHbLLe BPEMEHU U CUJI, eCiv Bbl UMeeTe
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B cBOeM IT-KomnneKkce NHTenneKTyanbHyo
cncTemMy ynpasfieHnAa MonKkon. KomnaHua
BTN 6onee 14 net co3paer IT-peweHuns, Ko-
TOpble aBTOMATU3NpPYOT 6r3Hec-npoLlecchl
Bragenbuam 6usHeca. Ml cnucok aTux paspa-
60TOK NOMOJIHUICA — NPOrpaMMHO-anmnapat-
HbIM KOMIMIEKCOM YNpaBiieHna MONKON ana
HanpaBJieHUN MOeK CaMOOBCYKMBaHUA U
pPO6OT3NPOBAHHBIX MOEK. B Hero BxoauT cu-
cTemMa ynpaBJieH/sA MOVKOW, MOBUIbHOE Npu-
JIOKEeHWe ANnA aBToBMafAesbLeB, TEXHONOMMA
npriema nnatexxel B pa3HoOM BUAe, CrcTema
CRM-ynpaBneHva o BnagenbLes U MHBECTO-
poB. To ecTb BnageneL, aBTOMOWKM nonyyaet
3NEKTPOHHYIO CMCTEMyY yrnpaBrieHns bu3Heca n
JINYHbIN OHNANH-KAOWHET, re OTCNEXMNBATCA
pacxofbl, NprbbINb, NTOTOK aBTOMOOUNEN 1
Opyrue nokasaresnu.

BTopoe — BO3MOXXHOCTb OTKPbITWSA 613HeCa
nop Kntou. KomnaHus-ppaHyainsep rotoa
B35Tb Ha ceba go 100% pabot. OT nomow B
MovcKe NoMmeLLeHrsA 1 MOHTaxa obopyaoBa-
HUA, 1O obecneyeHNs NOCTOAHHOTO NOTOKA
K/IMEHTOB Ha aBTOMOMKY.

TpeTbe — nHAMBMAYaNbHbIN GopMaT COTPYA-
HUYyecTBa. XOTUTE NOCTPOUTL COOCTBEHHYIO
aBToMolKy? OpaHualizep NpeanoxnT pe-
LeHVe — MOAYJIbHbIN 6bICTPO MOHTUPYEMBIN
60OKC, KOTOPbI 060PY[OBaH BCEMU NHXKeE-
HEepHO-TEXHMYECKNMI YCTPONCTBAaMU, OCTa-
eTcA BbIOpaThb TONIbKO MEeCTO A YCTaHOBKM.
XoTute poboTU3MpPOBaHHYO MOVKY? Komna-

HIA MOXET 3TO YCTPOUTb, UMes COBCTBEHHOe
Npor3BoACTBO 060pyaoBaHus, paHuyalizep
OTpaboTaeT 1 TaKoW 3anpoc. DTO BCEro NMLb
HebosbLan YacTb NPYMEPOB HAVBUAYASb-
HOro coTpyaHuyecTBa ¢ 6peHgom 100CARS.

Mpw BCcem 3Tom PppaHyali3y CTaHOBUTCS
BrafenbLemM aBTOMaTU3MPOBaHHOroO 6U3He-
ca 1 nonyyaet 060pyAOBaHME, SNIEKTPOHHYIO
cMcTeMy ynpasneHnAa MONKOM, TNYHbIA OH-
JlalH-KabMHeT BnagenbLia aBTOMOWKY, MapKe-
TVHrOBbIV NnaH, 6peHAdYK, GrHAHCOBDIV NnaH
NPOXOANMOCTUN MOCTOB, MHGOPMALNOHHYIO
nopnepxKy ronosHoro odprica 100CARS.

CerofHa defeparnbHas ceTb TensbiX aBTOMO-
eK 100CARS - 3T0 NpoBePEeHHbIN 11 MPVObITbHDINA
6U3HEC B C peHTabeNbHOCTbI0 OT 50% rofoBbIX,
OKYNaemMoCTblO [JO 24 MecALeB Npu KaTeropunm
MOWKIM CaMooBCyKmBaHUA 1 Jo 15 mecALeB —
POOOTU3NPOBAHHON MOVIKM, C BO3MOXHOCTbBIO
BXopfa B 6v3Hec ot 450 000 py6neii.
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100-cars.com
@ra_1oocars
invest@rutp.ru
8-800-1000-945



In any business entrepreneurs want
to minimize risks and provide
themselves with maximum profit.
Choosing their niche, they prefer
reliable options, which are guaranteed
to bring income, regardless of any
market transformations. So, in the
franchise market itself perfectly
recommended proposal the company
BTP - a federal network of car washes
100CARS.

What attracts franchisees to this format of
business?

Firstly, the demand. In today’s reality car
owners wash their cars regardless of the time
of year, financial possibilities and economic
disasters.

Secondly, the affordable entrance to
100CARS business makes it attractive to
anyone who wants to earn a passive income.

And a number of other opportunities that
open up to investors, entrepreneurs or startup
entrepreneurs. If we were to describe collab-
oration with the 100CARS brand in a few
words, the pertinent ones would be: individ-
uality, technology and benefit.

So what is the uniqueness?

The first component is the automation of
the business process through IT. The busi-
ness management process takes much less
time and effort if you have a smart car wash
management system in your IT complex. BTP
company for more than 14 years, creates IT
solutions that automate business processes
for business owners. And the list of these de-
velopments was added - a hardware-software
washing control system for self-service and
robotized washing areas. It includes the system
of washing management, mobile application
for car owners, technology of payment accep-
tance in different forms, CRM-management
system for owners and investors. That is,
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EASY TO EARN

the owner of the car wash gets an electronic
business management system and personal
online office, where expenses, profit, car flow
and other indicators are tracked.

The second is the possibility of opening a
business on a key basis. Franchiser company
is ready to take on 100% of the work. From the
help in finding a room and installing equip-
ment to ensure a constant flow of customers
to the car wash.

Thirdly, the individual format of coop-
eration. Want to build your own car wash?
Franchiser will offer a solution - a modular

ABTOMATWUYECKME §
BOPOTA

quickly mounted box, which is equipped with
all the engineering and technical devices, you
only need to choose a place for installation.
Do you want a robotic car wash? The com-
pany can arrange it, having its own production
of equipment, the franchisor will work out
such a request. This is just a small fraction of
examples of individual cooperation with the
100CARS brand.

With all this, a franchisee becomes an
owner of an automated business and receives
equipment, an electronic control system of
a car wash, a personal online office of a car
wash owner, a marketing plan, a brand book,
a financial plan of posts’ capacity, and infor-
mation support from 100CARS head office.

Today the federal network of warm car-
washes 100CARS is a tested and profitable
business with the profitability from 50% per
annum, with the payback period up to 24
months for the self-service carwash category
and up to 15 months for the robotized carwash
category, with the possibility of entering the
business from 450 000 rubles.

100-cars.com
@ra_loocars
invest@rutp.ru
8-800-1000-945
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L
il =

F<S_"3FTE
BT

«LiBeTouHblii pag» — nepBas GpefepanbHasn CeTb LUBETOYHbIX CyNepMapKeToB, A0Ka3aBLuas paboTocnoco6HoCTb cBoeil GusHec-
MOZeNH, CTaB CamMbIM KPYMHbIM UMNOPTEPOM LIBETOUHOI NPOAYKLUN Ha TeppuToputo Poccun. CerofiHa KoMnaHus NpoomKaer
aKTMBHO Pa3BMBaTbCA, OTKPbIBAsA KaK COOCTBEHHbIE, TaK U GpaHyaii3HroBble MarasuHbl. 0T Yero 3aBUCUT YCnex B LIBETOYHOM

6u3Hece, pacckasan ocHoBatenb rpynnbl komnaHuil «Lisetounbiii pag» NBAH YTEHKOB.

- UeaH, 8 4ém ocobeHHocmu eauieli 6us-
Hec-modesnu (ppaxyalizuHza Ha Yeemo4yHoOM
pbiHKe?

— «LIBETOUHBIN pAL» OTIMYAETCA BbICTPOEH-
HOW Mofesbio 6r3Heca 1 YETKOM No3numen Ha
pbiHKe. POCCUINCKMIA LBETOYHBIN PbIHOK MJ10-
XO CTPYKTYPVPOBaH, 34€Cb OrPOMHOE YMCII0
MeNKUX UrpoKoB. Mbl BbIOpanu KoHUenumo
LIBETOYHbIX CyNepMapKeTOB, 1y CETU CErofHs
camblii 60IbLIOW LIBETOUHBIN aCCOPTUMEHT B
Poccun, a nnowaam Mara3aviHoOB 3HaUUTENILHO
6onblue, YeM y Apyrux urpokos. Lnpokuni
ACCOPTMMEHT LiBETOB 1 COMYTCTBYIOLWMX TO-
BapOB MO3BOJIET YAOBETBOPUTL 3aMNpochl
60ree WMPOKO ayamMTopunu, UTo, B CBOIO OYe-
pegp, yBenuurBaeT TpaduK B HaLIM MarasuHbl.

®OpaHwumza «L|BeToyHbIN pAag» NocTpoeHa
BOKPYT 3KCMepTM3bl yNpaB/ieHNs accopTu-
MEHTOM 1 LleHamu. Mbl OjHM U3 HEMHOTUX
PO3HUYHBIX UTPOKOB, KTO C NEPBOro AHA Ha-
Yan 3aKynaTb LBETbI HANPAMYIO Y MaHTaumni,
Kak 3apy6eXXHbIX, TaK M POCCUNCKIX, a TaKxKe
Ha ro/TaHACKMX ayKLMOHaX, U Mo-NpeXxHe-
My npuaep>K1nBaemca 3Ton ctpaternn. Takom
NMOAXOA NO3BONAET KOHTPONIMPOBATb LieHY U
KayecTBO L|BETOB, a 0bLieHre C Npon3BOAn-
TesiemM nomoraet Ham npegyrafbiBaTb TPEH-
Ibl 1 CeguTb 3a npoduunToM 1 edruymtom
Ha pblHKe. PaboTas Hanpamyto, Mbl MOXeM
[06MBaTbCA OT NOCTABLYMKOB NYYLLUX LiEH B
TeYeHue BCero rofa v, YTo HeMasioBaXkHo, B
BbICOKMI CE30H.

Btopolii kntoueBoi GpakTop — ynpasneHve
6yKeTHOI BUTpUHON. Bonee 40% npopgax
cocTaBnAT npopaxu byketos. He cekper,
41O HGYKeTbl MMetoT Horee BbICOKYIO MapXu-
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HafIbHOCTb, YeM OTAesNibHble UBETbl. DTUM
OMbITOM Mbl AENIMMCA C HALIMMK NMapTHEPaMU,
obecneurBas Nx MarasuHbl aCCOPTVIMEHTOM,
NOMOFaeMm C MOVICKOM JIOKAaLWi, CONPOBOXKAA-
€M Ha 3Tane OTKPbITVA U NOALEPKVBAEM B
onepauroHHo paboTe.

- PaHee e modenu ¢ppanyatizuxaa «Ljee-
moyYyHo20 pAda» He 6bIJI0 NAywWasbHO20
83HOCA U poAnmu, cezc00HsA OHU 8KJII0YeHbl
8 ycnosus. Ymo npueeso K usMmeHeHUIo
¢opmama?

- MepBble Hawwu Wwaryv B HanpasreHns
dpaHLWKM3bl 6bINN NPOAVKTOBaHbI CKOpee 13-
BHe, Hexenu n3HyTpu. OauH 13 HaWwKrx napT-
HEPOB BaKTMYeCKM YroBOPUII HAaC OTKPbITb
NapTHEPCKMI Mara3uH «LiBeTouHbIn psagy». Mol
yBUAENV B HEM YesloBEKa, KOTOPbI CMOTpes
Ha 6U3HeC TaK e, Kak 1 Mbl, €ro MPUHL UMb

1 NoAXobl OblIv GNIN3KKU Y MOHATHBI Ham. U
Mbl JIOFOBOPUNINCH O TOM, KaK byaem BecTur
613HeC B NapTHEPCTBE. DTO He Knaccmye-
cKas mopenb dpaHyaln3nHra, u eé TpygHo
noBTopuTb. OAHAKO 3TOT OMbIT 3aCTaBMIT HAaC
3a[lyMaTbCsi O BO3MOXHOCTM Pa3BUTUA Hallel
CeTV B NapTHEPCTBE C APYrMMU NPeanpUHU-
MaTensmu. /l Torga Mbl NpULLAY K peLleHnto
OTKPbITb HanpassieHne ppaHYan3nHra, Ko-
TOpOe NoNHOLEeHHO pa3suBaem ¢ 2020 roga.
Bbina BbibpaHa knaccnyeckas GpaHyan3nH-
roBas Mofefb.

- Ecnu 206opume o Mockae, 20e ce200HsA 8
OCHOBHOM pAcNOJI0XeHbl MA2d3uHbl cemu,
mo 30ecb 04eHb MHO20 Y8emoYHbIX Md2a-
3UHO8. 3a CHEM Ye2o MOXKHO «834Mb» Smom
PbIHOK?

— MocKBa — He camblli BbICOKOKOHKYPEHT-
HbI PbIHOK, €CTb ropofa ¢ 605bLuel MAOTHO-
CTblO LIBETOYHbIX Mara3uHoB. YTo6bl ObITb 3a-
METHbIM Ha MOCKOBCKOM PbIHKe, MaJio UMeTb
60nbLIOe KONMMYeCTBO Mara3nMHOB, BaXKHO
ObITb 3aMETHbIM U NMOCTPOUTbL CBOW OpeHA,.
MHOro 1 Bbl BCMOMHUTE Ha3BaHWUI LBETOY-
HbIX MarasnmHoB? bonblUMHCTBO NOKynaTenemn
naeHTUOMLMpPYET UBETOUHbI MarasunH Kak
«MarasviH no gopore» 6e3 ornsAaKy Ha Ha3Ba-
Hue 1 bpeHa,.

BTropoi1 BaxHbI dakTop — ObITb CHOKY-
CUPOBaHHbIM Ha onpenenéHHon Lenesomn
ayAUTOPUN 1 CTapaTbCs YAOBNETBOPUTb €€
noTpebHOCTY, Npeasiaran NPaBUIIbHbIN accop-
TUMEHT MO YECTHbIM LieHaM C XOPOLLIVM cep-
BMCOM. ITO KJIlOUEBbIE 3a4auL, KOTOPbIe Mbl
celiyac CTaBUM nepeg coboi.



- CKosbKoO celivyac 8 cemu ¢hpaHyatisuH2o-
8bIX U CO6CMBEHHbIX Ma2a3uHoa?

— Ha cerogHAwHnM geHb B cetn 80 mara-
3MHOB, U3 HUX 19 dpaHUYaAN3NHTOBBIX. M Mbl
NpoJosKaem pa3BnBaTbCA, OTKPbIBaA HOBble
MarasuHbl. B nnaHax komnaHum Ha 2022 ropg,
— OTKpbITb 20-30 COOCTBEHHbIX MarasvHOB 1
CTONbKO e PppaHUai3UHrOBbIX.

Mbl HaueneHbl Ha pa3BuUTUE B PErnoHax,
TaK Kak BMAUM, UTO MOAENb Hallero marasu-
Ha XxopoLlo paboTaeT 1 TaM. Y>ke OTKPbITbI
Mara3suHbl B CapaHcke, MeH3e. Henb3sa ObiTb
depepanbHoli KOMNaHvekn 6e3 NpuUcyTCTBUA
Kak MMHUMYM B MOJIOBUHE PermoHax CTpaHbl.
LIBETOUHBIN pbIHOK Poccuy oueHb 6OMbLLION, 1
3HaymMTENbHaA YacCTb €ro HaXo4MTCA B permo-
Hax. B kaxkgom cBos cneunduka. U eé nyuwe
BCEro 3HalT MeCTHble NpeanpuHumateni. A
Mbl FOTOBbI AaTb UM BbIFOAHbIE YCOBUA.

«LlBeTOUHbIN pAf» 3aMeTHee KOHKYPEeHTOB
3a CYET WMPOKOro acCoOpTMMEHTa 1 FPamoT-
HOro ynpasnieHua LeHamu. B permoHax cras-
KM apeHfbl 3aMeTHee HuKe MOCKOBCKMX, UTO
NMo3BOJIAET HaLIVM NAapPTHEPaM 3apabaTbiBaTb
XOpoLUy NprbbIb.

OpHako onA pa3BuTUA B permoHax ecTb
orpaHunyeHne — 3To CTOUMOCTb TIOTUCTUKN [0
marasuHa. [1o 3To npuynHe Mbl B NepByto
ouyepenb paccMaTprBaem ropoga u obnactu
65113Kre K MocKBe. DTO He 03HaYaeT, UTo Mbl
He roToBbl Pa3BUBaTbCA B APYryX ropogax, BCé
3aBUCUT OT CTOMMOCTM NIOTUCTUKK, KaxKabl
ropog «cuntaem» MHAnBMAyanbHo. [lanbHen-
LUYI0 SKCMAHCMIO Mbl BUAUM Yepes co3daHue
pernoHanbHbIX LIeHTPOB CO CBOMMM CKNlagamu,
Tak Mbl CHU3MM CTOMMOCTb NOC/IeAHEN MUNN.

- Kakue ¢popmamel ¢ppaHwiusel e yse-
moyHom pemelisie ce2c00HA Haubonee 8oc-
mpe6oeaHbi?

— Ha pblHKe MHOXeCTBO NpeasioKeHU Ha
Temy «Kak HauyaTb LIBETOUYHbIN OBM3HeEC»: Ha-
ynHaa oT paboTbl Ha AOMY U NpofaK Yepes
coumanbHble ceTU, 3aKaHYMBasA MarasuHoOM.
Cpenn MHOXecCTBa NpeaoXeHnn Bpag nn
MO>KHO HalTV YETKO cHOPMYNPOBaHHOE B
KOHTEKCTe dpopmarta. UTo Mbl, Kak dpaHUaiizep,
nogpasymeBaem nof TepMrMHom «popmat»?
Bo-nepBbix, 3TO LeneBas ayqutopus, Ha Ko-
TOPYIO HaLlesleH Halll MarasviH, aCCOPTUMEHT,
KOTOPbI fOMXKEH ObITb NpeAcTaBeH, YTOObI
YOOBNETBOPUTbL NOTPEOHOCTY 3TON ayanTo-

pun. Bo-BTOpbIX, NepcoHan: CKONbKO coTpya-
HUKOB JOJIXKHO ObITb B MarasunHe, Kakow KBa-
nudunKalmen OHN OOMKHbI 06M1afaTb, YETKME
CTaHAapTbl 06CNyKUBaHKA. B-TpeTbux, noka-
Lus: rae JomKeH ObITb PacrnonoXeH MarasuH,
KaKas CTaBKa apeHfbl, Kakme TpeboBaHus K
nomeLLeHunto. B-ueTBEPTbIX, Kak 1 rae AOMKeH
pPeKNaMnpoBaTbCA MarasuH, YTobbl LieneBas
ayauTopusA B Hero npuwna. U eweé ¢ gecatok
napameTpOB, Ha KOTOPble Mbl OPUEHTUPYEMCA
npwv oTKpbITUK MarasuHa. Mbl npegnaraem
noka fiBa popmaTa MarasuHa: MarasuH Ha Bbl-
cokoM TpaduKe, Kak NpaBuo, B TOUKAX MaK-
cumasnbHoro ckonneHua LA, n cynepmapkeT y
fioma. 9T popmaTbl OTAMYAKTCA NNOoLWAAbIo,
ACCOPTUMEHTOM, LieHaMW, KOSIMYeCTBOM CO-

eerounbtii Pad

CETk YBETOUHBIX CYNISpMapKETOR
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TPYAHUKOB. B cpegHeM nHBeCTML MM B OAMH
MPOEKT COCTaBNAT OT 1,7 MIH pybneli, exe-
MeCAYHbI foxod — 6onee 17% OT BbIpyuKM,
CPOK OKYMaemoCTU — OT BOCbMU MeCALEB.

- Kakue mpe6oeanus el npedwsenseme
K c8oUM NapmMHEpPam U HaCKOJIbKO KECMKO
ux KoHmponupyeme?

- Hawwm TpeboBaHua K dpaHUain3m BroHe
CTaHAAPTbI, KaK y GONbLUMHCTBA YCMEeLWHbIX
dpaHLLK3. ITo cobnofeHne CTaHAAPTOB pabo-
Tbl MarasviHa, nofaepkaHune aCCOPTUMEHTHOIA
MaTpuLbl, ClelOBaHNE HALLUUM PeKoMeHAa-
LMAM B LeHoo6pa3oBaHuK, obyyeHrie CBOVX
COTPYAHVKOB. [N HaC ropasfo BaXHee, YTo-
6bl HaLLW NAaPTHEPbI XOTeNV NOrPy3nTbCA B
LIBETOYHbI GU3HEC, NPUHMMANW akTUBHOE
yyacTve B onepaumoHHol paboTe n 6bin
cMenbIMU npeanpuHumaTenammn. imeHHo 06
3TOM Mbl FOBOPVM C XeNawwWwymMmn CTaTb Ha-
WrMn GppaHyaiiav 1o NoANMCaHUA OroBopa.
Ha 6ymary He nonoxwiub ambuummn npegnpu-
HVMaTens.

- Pocm npodax 8 eauiem unmepHem-ma-
2asuHe 8 2020 200y cocmaesus 280%. Ha-
CKOJIbKO nepcnekmueeH (hopmam oHAAlH-
npooaxk 0N yeemo4Hoz20 6usHeca?

- Mo Hawwmm oLeHKam, oNA NPoLaX LIBETOB
B OHNalHe cocTaBuT 4-6% OT 06LLero oobema
pblHKa. B 98 13 100 cnyyaeBs 3aKa3blBaeT OguH
yenoBek, a monyvaeT gpyron, bykeT gocTaB-
JIAETCA He MO afpecy HaXoXAeHUA 3aKa3urKa.
LiBeTbl — 3T0 He NPOCTO TOBap, NOKynaTenb C
MOMOLLbIO LIBETOB XOUeT nepeaaTtb CBOU SMO-
Ly 1 vyBCTBa. JTo3yHr Hawewn komnaHum: «Mbl
nomoraem cepguam obwatbcs 6e3 cnos». U
MOYTU KaXKAbl 3aKa3 Mbl COrNIacoBbIBaeM C Mo-
KynaTesniem B OHMaliHe, oTrpasnsem emy ¢poTo
caenaHHoro OykeTa, M MHOTAA NPUXOANTCSA
nepepenbiBaTb OyKeT No Npocbbe NoKynaTens.
Takas 0CO6eHHOCTb ABNAETCA OrpaHNYEHEM
B Pa3BUTUM OHMANH-NPOoAax. 34eCb BaXKHO [10-
Bepue K 6peHAy, Yem OHO Bblille, Tem Gonblue
6yneT oHNalH-3aKka3oB. V noBbilweHre foBe-
pus K 6peHay «LiBeTouHbI pag» — ogHa 3
K/toueBbIX 3a1a4 KOMMaHUMN.

- Ymo Heo6x00umo, Ymo6bl cmame
ycnewHbIM 8 Y8emo4YHOM pemelisie U KaKue
y cemu ns1aHbl NO paszeumuto Ha 3mom 200?

- B uBeTOUHOM BM3HECE BbICOKas Map»Ka U
000pauMBaemMoCTb, B 3TOM €ro npuiBeKaTesb-
HoCTb. Ho y Mefianu ecTb BTopas CTOpPOHa: Mbl
paboTaem CO CKOPOMOPTALMMCA TOBAPOM,
1 3TO 3aCTaBAET Hac ObITb ObICTPbIMU. Mbl
[OJIXKHbI ObICTPO [OCTaBUTDL LIBETHI 4O Mara-
31IHOB, B MarasuHax 6bICTPO 1 NPaBUSIbHO
NMOArOTOBUTDL LIBETHI K NMPOAaXKe, NPaBuibHO
HaCTPOUTb aCCOPTUMEHTHYIO MaTpULly, YTO
Nno3BoOJiAET YAOBNETBOPUTb NOTPeOHOCTY
60MbLINHCTBA MOKYyMNaTesiel U COKPaTUTb Mo-
Tepw, a ynpasneHve LeHamy TpebyeT peakumm
nunota «Qopmynbl-1». HecMoTps Ha Bce Tpya-
HOCTV, Mbl CYMTAEM LiBETOYHBbIV 613HEC cambiM
VHTEPECHbBIM 1 NePCrNeKTNBHbIM HanpaBneHu-
eM pa3BuTnA brsHeca.
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IVAN UTENKOV:
"FLOWER BUSINESS MAKES
USBERRST

Tsvetochny Ryad is the first federal chain of flower supermarkets that has
proved the efficiency of its business model, becoming the largest importer
of flower products to Russia. Today, the company continues to develop
actively, opening both its own and franchise stores. IVAN UTENKOYV, the
founder of the Tsvetochny Ryad Group, tells us what determines success in
the flower business.

- Ivan, what are the features of your
franchising business model in the flower
market?

- Tsvetochny Ryad is distinguished by a
well-built business model and a clear position
in the market. The Russian flower market is
poorly structured, there is a huge number of
small players. We have chosen the concept of
flower supermarkets, and today the chain has
the largest flower range in Russia. And the
store area is much larger than that of other
players. A wide range of flowers and related
products allows us to meet the needs of a
wider audience, that, in turn, increases traffic
to our stores.

The Tsvetochny Ryad franchise is built
around the expertise of the range and
price management. We are one of the few
retail players who started buying flowers
directly from the plantations, both foreign
and Russian, as well as at Dutch auctions,
from the first day. And we still adhere to
this strategy. This approach allows us to
control the price and quality of the flowers.
And communication with the suppliers
helps us to foresee the trends and monitor
the surplus and shortage in the market.
Dealing directly, we can get the best prices
from the suppliers throughout the year and,
what is more important, during the high
season.

The second key factor is the management
of the bunch store window. More than 40%
of sales are flower bunch sales. It’s no secret
that bunches have a higher margin than
individual flowers. We share this experience
with our partners, providing their stores with
an assortment, helping with the search for
locations, accompanying them at the opening
stage and supporting them in their operational
activity.

- Previously, there was no lump-sum
fee and royalties in the Tsvetochny Ryad
franchising model. Today they are included
in the conditions. What has led to the format
change?

— Our first steps in the direction of the
franchise were dictated more from the
outside than from the inside. One of our
partners persuaded us actually to open a
Tsvetochny Ryad partner store. He seemed
to be a person who looked at the business in
the same way as we did, his principles and
approaches were close and understandable
to us. And we agreed how we will conduct
business in partnership.

This is not the classic franchising model
and is difficult to replicate. However,
this experience made us think about the
possibility of developing our company in
partnership with other entrepreneurs. And
then we came to the decision to open the
franchising direction. And we have been
developing it efficiently since 2020. In
further development we chose the classic
franchise model.



- Talking about Moscow, where the
company’s stores are mainly located today,
there is a lot of other flower shops here. How
can you “capture” this market?

- Moscow is not the most competitive
market, there are cities with a higher density
of flower shops. To be visible in the Moscow
market, it is not enough to have a large number
of stores, it is important to differentiate and
build your brand. How many names of flower
shops do you remember? Most buyers identify
a flower shop as a “shop down the road”
regardless of its name or brand.

The second important factor is to be focused
on a specific target audience and try to meet
their needs by offering the right range at fair
prices with good service. These are the key
tasks that we are now setting ourselves.

- How many franchised and own stores are
there now?

- Today, there are 80 stores in the chain, 19
of them are franchises. And we continue to
develop, opening new stores. The company’s
plans for 2022 are to open 20-30 own stores
and the same number of the franchises.

We are focused on development in the
regions, as we see that our model works
efficiently there as well. The stores are already
open in Saransk and Penza. It is impossible to
be a federal company not presenting in at least
half of the regions of the country. The flower
market in Russia is very large, and a significant
part of it is located in the regions. Each has its
own specificity. And local entrepreneurs know
it better than anyone else. And we are ready
to give them favorable conditions.

Tsvetochny Ryad is more noticeable than
its competitors due to the wide assortment
and competent price management. The rental
rates in the regions are noticeably lower, than
in Moscow, that allows our partners to earn
good profits.

However, there is a development limitation
in the regions - this is the cost of logistics
to the store. For this reason, we primarily
consider cities and regions close to Moscow.
This does not mean that we are not ready to
develop in other cities, everything depends
on the cost of logistics, each city is “counted”
individually. We see further expansion
through the creation of regional centers with
their own warehouses, so we could reduce the
cost of the final mile.

- What franchise formats are in the
greatest demand in flower retail today?

— There are many offers on the topic “How to
start a flower business” in the market: from work
from home and sales through social networks,
ending with a store. Among all the proposals,
and you can hardly find one clearly formulated
in the context of the format. What do we, as a
franchisor, mean by the term “format™?

First of all, it is the target audience that
our store is aimed at, the product range
that must be presented in order to meet the

needs of this audience. Secondly, it is staft:
how many employees should be in the store,
what qualifications they should have, clear
service standards. The third thing is location:
where the store should be located, what is the
rental rate, what are the requirements for the
premises. The fourth thing is the point of how
and where the store should be advertised in
order for the target audience to come. A dozen
more parameters that we focus on when
opening a store.

So far, we offer two store formats: a store
with high traffic at the points of maximum
concentration of the target audience, as a
rule, and a supermarket near the house.
These formats differ in area, assortment,
prices, number of employees. On average,
investments in one project range from 1.7
million rubles, the month income accounts
for more than 17% of the revenue, the payback
period is from eight months.

- What requirements do you place on your
partners and how tightly do you control them?
- Our requirements for the franchisees
are quite standard, like most successful
franchises have. This is compliance with the
brand standards, maintaining the assortment
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matrix, following our recommendations in
pricing, training your employees. It is much
more important for us that our partners want
to immerse themselves in the flower business,
take an active part in operational work and
be courageous entrepreneurs. This is what we
talk about with those who want to become
our franchisees before signing the contract.
You cannot put an entrepreneur’s ambitions
on paper.

- The sales growth in your online store was
280% in 2020. How promising is the online
sales format for the flower business?

— According to our estimates, the share of
online flower sales will be 4-6% of the total
market. In 98 out of 100 cases, a person orders
flowers and another receives, the bunch is not
delivered to the customer’s address. Flowers are
not just a product, the buyer wants to convey
his emotions and feelings with the help of the
flowers. The slogan of our company is: “We help
hearts to communicate without words”. And we
coordinate almost every order with the buyer
online, send him or her a photo of the made
bunch, and sometimes we have to redo it at the
client’s request. This feature is a limitation in
the development of online sales. The credibility
of the brand is important here, the higher it
is, the more online orders there will be. And
increasing confidence in the Tsvetochny Ryad
brand is one of the key tasks of the company.

- What is necessary to become successful
in flower retail and what are the chain’s
development plans for this year?

— The flower business has a high margin and
turnover, this is its attractiveness. But the coin
has a second side: we work with perishable
goods, and this forces us to be fast. We must
quickly deliver flowers to the stores, prepare
flowers for sale in stores quickly and correctly,
set up the assortment matrix correctly, that
allows us to meet the needs of most clients and
reduce losses. Price management requires the
reaction of a Formula-1 pilot. Despite all the
difficulties, we consider the flower business
the most interesting and promising direction
for business development.
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