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PepnakumoHHbI coBeT:

Makcum Qatees, Bagum BuHokypos,

Hatanba YepHbimoBa

[naBHbIN pepgakTop:

Mapusa CyBopoBckasa

3amecTuTeNb AMPEKTOPa NO KOMMEPUECKIM BOMPOCaMm:
WpuHa nyray

Pepaktop Homepa:

EkaTtepuHa 3onorapeBa

[n3aiiH/BépcTka: AnekcaHap Jlo6oB

MNepesop: Mapusa K o, 1 1a AnbT

Nupekuma pa3eutua n PR: Hatanba ®acroBa,

Anéna PemusoBa, Bnonerrta CKynkuHa,

Kupa KysmunHa

OrtnevataHo B Tunorpadum OO0 «B/BA-CTAP»,

r. MockBa, yn. Inektposasopckas, a. 20, cTp. 3.
Martepuanbl, oTMeyeHHble 3HaukoMm R nnun «PEKITAMAY,
ny6nmnKyloTca Ha npaBax peknambl. MHeHne

aBTOPOB He 06A3aTeNbHO AOMKHO COBMaAaThb C
MHeHMeM peflakuuu. NMepeneyaTka MaTepuanos u ux
ncnonb3oBaHve B No6oi Gopme [OMycKaeTca TONbKO
C pa3peLueHna pefakuyuv nsaanna «busHec-finanor
Meganan.

PyKonucu He peLieH3MpYIOTCA 1 He BO3BPaLLAloTCA.
Anpec pegakuun: 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).

Uspatenb: 000 «busHec-fAuanor Megua».
3apeaucmpuposaHo ®edepanbHoli ciyx60U no Had3opy 8
chepe 853U, UHGHOPMAYUOHHBIX MEXHOI02UL U MACCOBbIX
KommyHUKayut. CeudemesibCmeo o peucmpayuu
cpedcmea maccosoli uHopmavuu [ Ne OC77-65967
om 6 utoHA 2016.
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AKTYAJIbHASA MOBECTKA

Poccnnckum ppaH4YamsuHr
NEMOHCTPANPYET AKTMBHOCTb

C 0rnacHo 1ccnenoBaHuto noptana Franshiza.ru Ha Tepputopum Poccun B Hauane 2022 roga 6bio
3adukcupoBaHo 3095 peitcTytowmx ppanLwm3 (npupoct B 11,3% 3a roa). U ecm B 2020 roay 060poT pbiHKa
n3-3a naaemun COVID-19 cokpatunca Ha 27% — ao 2,04 Tpax py6neid, To no utoram 2021 roaa oH BbIpoC Ha
15% v pobpanca no otmetkm B 2,35 Tp/H py6neii. o faHHbiM Poccuitckoit accoumanum Gppanyaiisutra (PAD),
fona ¢ppanwwm3 B BB Poccum B 2020 rogy coctasnana 2%.

OpHaKko pblHOK PppaHuan3uHra B 2022 rogy
113-32 5KOHOMUNYECKOW HeCTabUnbHOCTV BHOBb
CTONKHYJICA CO C/IOKHOCTAMMU. [10 MHEHUIO
EkaTepuHbl Conak, reHepanbHOro ANpPeKTo-
pa KomnaHun EMTG (opraHu3aTop BbICTaBKM
¢dpaHwn3 BUYBRAND Expo), B nepBom nosy-
roann 2022 roga pbiIHOK NPOXOA4UN CTagun

NPUHATYA HensbexHoro. B mapTe neperoso-
pbl C NOTeHLUManbHbIMU GpaHyaii3n NprocTa-
HOBW/IMCb, @ AENCTBYIOLLME MAPTHEPDI, Xena-
foLLe OTKPbITbCA MOBTOPHO, B3IV BPEMA Ha
pasgymbs.

B 2022 rogy 06bABMIO O NPYIOCTAHOBKE fAie-
ATeNIbHOCTY 0KOoMo 500 KoMNaHwii, cnegyeT 13

OL|eHKM pa3paboTymKa OHMNaNH-CepBNCOB ANA
6yxrantepum 1 6usHeca CKb «KoHTyp», oTme-
TMBLUErO BO3MOXHbI YXOf C POCCUNCKOIO
pbIHKa A0 5 TbiC. TOPrOBbIX MapPOK.
«CHU»KeHMe cnpoca 0co6eHHO YyBCTBO-
BaJioCb B MapTe, TOrAa Ha PbiHKe Lapunia
BCeobLan pacTepAHHOCTb. K cepeanHe mas



Mo mamepuanam nopmana Franshiza.ru

AKTMBHOCTb B chepe dpaHyan3mHra Boccra-
HOBWACb», — 0TMeYaeT AHHa PoXkecTBeHCKas,
pyKkoBoguTenb KaTanora ¢paHLwms Franshiza.ru.
C Hen cornawaeTca n EkatepuHa Coiak, cumtas,
YTO Ceiyac 3anyCcTUINCb MexaH13Mbl, KOTopble
HanpasJieHbl Ha cTabyunmnsaumio n pasBuTre
6r3Heca.

Mo MHeHuio 3amecTuTensa gupexktopa PAD
Cepres Paka, yxogat no 6onbliein yactu
KOMMaHWV, OTHOCALLMECA K HE[|PYKECTBEH-
HbIM CTPaHaM, NOCKOJIbKY HapyLleHa Jioru-
cTrKa. AHHa PoxJecTBeHCKas npy 3TOM OT-
MEYaeT, YTo B TeUeHue NoCeAHNX JIeT AOoNs
3apy6exkHbIX GpaHyani3epoB Ha pbiHKe Poc-
CUW NOCTENEeHHO YMeHbLUAaNach Npu yBenuye-
HVW YrCIa POCCUNCKUX PEFMOHANbHbIX MPOeK-
TOB, 113-3a Yero CyLeCTBEHHOro COKpaLleHus
pbIHKa B YacTV MPEeAJSIOXKEeHNA He CIyYunioch.
Mo eé cnosam, B 6onblumHCcTBE cBOEM Poc-
CUI0 NOKMAANUN MeXayHapoaHble 6peHfbl, He
npopgasasLivie GpaHLLN3Y B OTKPbITYHO. B Ka-
yecTBe nNpumepa oHa npusoant McDonald’s, y
KoToporo 3a 20 net pa3BuTnA B Poccun 6bino
TOJIbKO TpY dpaHyali3u, ynpaBnsaBLLIMe MeHee
yem 100 Toukamum.

B TeueHue nocnegHnx TpEx MmecsALeB cTan
0CObOEeHHO 3aMeTeH UHTepec POCCUNCKUX
npepgnprvHUMaTesien K oTe4eCTBeHHbIM
dpaHLWM3am, KOTOPbIN yBeNnMymnca Ha 56%,
a K MHOCTpaHHbIM 6peHAam HabnogaeTca
obpaTHas peakuys — HAaCTOPOXEHHOCTb. «Ce-
pus yXOLOB U MPVYIOCTAaHOBOK PaboTbl MeX-
[YHapO[HbIX UTPOKOB pa3Bessa Mrud o Tom,
YTOo KpynHas 3apyberkHasn dpaHLLmn3a — HeKNN
rapaHT HagEXHOCTU, KauecTBa 1 YyBEPEHHOCTM
B 3aBTpallHeM AHe. [pu 3Tom poccuiickne
dpaHLLN3bI NPOLOMKAOT PaboTaThb, OnepaTnB-
HO peLlaTb BO3HUKatoLMe Npobriembl 3a CYET
NoKanv3auuy NPon3BOACTB 1 NMOCTABLUVKOB
BHYTPW CTPaHbI», — NoAcHAeT AHHa Poxxpae-
CTBEHCKas.

(OpaHyali3MHrOBOMY PbIHKY HEMaJSIOBaXKHYI0
noaep>KKy okasasno rocynapcrtso. logo6b-
Hble MPOorpamMmbl 6bIM paHee onpoboBaHbI BO
Bpema naHaemun. Tak, B 2021 rogy, no csioBam
AHHbI PoX[1eCTBEHCKOM, B UMCIIE HOBBIX hpaH-
W13 6NV He6OSbLUNE PErMOHalbHble 613-
Hecbl, KOTOpble ObINN CO3[aHbl B TOM Yuncie
npu noaaep»Kke MeCTHbIX afMHVCTPATUBHBIX
OpraHoB B paMKax HaLMOHabHOro NpoeKTa
o pa3BUTWIO NPefNpPUHMATENbCTBA.

Mo cnoBam Cepren Paka, akTMBHO NoaaepKu-
BaJIN 3TOT CerMeHT B JIeHUHrpaacKkol obnactu,
MypmaHcke, Mockse (B cTonuLe Ha npuobpe-
TeHvie GppaHLLM3bl BbiAenanv Jo 1 MiH pyonen).
B nepsom nonyrogum 2022 roga rocyaapcTBeH-
HasA nopaepka dpaHyariavHra B Mockse npo-
[OJIKanach: 3a 3TOT Nepuog ofobpunv nopaaka
100 noAaHHbIX 33aABOK. DKCNEePT OTMETWI 3Ha-
YnTENbHBIN POCT aKTUBHOCTN PErMOHasIbHbIX
BnacTel nocse BbicTynneHus MNpe3smpeHTa
P® Bnagumupa MNyTrHa, opgobpusLuero ¢pax-
yansuHr B peBpane 2022 rofa BO BpeMs BCTpe-
un ¢ «[lenoBown Poccreiny. Bckope nporpammbl
o cy6cuavam 3anyctmnimch B imano-HeHeLkom
ABTOHOMHOM OKpYyTe, B KOTOPOM Bblfany AecAT-
K1 cybcupnin, n MockoBCKoi obnactu.

«PervioHanbHble MporpaMmbl CybcanpoBa-
HUA NOKYMKM GpaHLLIM3 NO3BONAT KOMIEH-
CcrpoBaTb YacCTb 3aTpaT Ha 06opynoBaHMe,
apeHAHble N KOMMYHaJIbHbIE MIATEXM», — MO-
AcHAeT AHHa PoxpecTBeHcKas.

Kak otmeuaet EkatepuHa Colak, 6usHec
no ¢paHyan3nHry nepectan 6biTb HeM3BeCT-
HbIM U HEMOHATHbIM, @ NpeAnpPUHMMaTeNnu
paccunTbiBaloT pyucku. OHa NprBOAUT B NpU-
Mep AaHHble PocnaTteHTa 0 5845 3aKnioyér-
HbIX JOrOBOPax KOMMEePUYECKO KOHLeccmm
B 2021 rogy (8 2020 rogy 6bl10 3aKNOYEHO
3818 fOroBopoB) A1l AEMOHCTPALMN POCTa
3aVHTePeCcOBaHHOCTY K Moaeny GpaHyan3nH-
ra. Tak»ke OHa OTMeT/Ia 060 AHBIN MHTEpeC
cpefu cocefHUX CTPaH K POCCUINCKOMY PbIHKY
1 HaLWLMX NpeanpuHUMAaTeNell K «coceHemy»
PbIHKY: Hanpumep, K KasaxcTaHy.

Mo ntory 2021 roga skcnepTbl Franshiza.ru
KOHCTaTUMpOBanu Hanbonee BbICOKUI Npu-
TOK NMOKynaTesieil GppaHLLIM3 CTOMMOCTbIO A0
1 MnH py6nen. MpoLeHT noKynaTtenen aaH-
HbIX GppaHLLN3 yBenmumnica € 65 1o 72% ewé
B 2020 rogy.

Tekywmi rof oTANYaeTCA NOAOPOXKAHUEM
dpaHLwwm3, coobumna AHHa PoxxgecTBeHCKas.
«B obuiennTe OTKPbITVE pecTopaHa CTasno Ha
15-30% pgopoxxe No CpaBHEHUIO C HAYaIoM
2022 ropa. [Mpn 3TOM CyMmbl nayLianbHO-
ro B3HOCa NPaKTUYECKN He MOAHMMANNCD,
NofopoXKaHve NPOor30LWO0 3a CYET HEMo-
CPEeACTBEHHbIX MHBECTULUI B OTKpbITUE. HO
dpaHyarzepbl paboTaloT Hag CHUXEHUEM
N3[ePXKEeK», — OTMEYAET IKCMepT.

Takxe duKcnpyeTcsa nepexos MHBECTOPOB
(no cpaBHeHMIo € cuTyaumen 2020 roga) ns
cermeHTa 6-10 MiH py6neil B CErMEeHT CO CTO-
MMOCTbIO dpaHLLK3bl 6onee 10 MiH py6nen, B
TO BpeMms Kak B nepsom nonyrogum 2022 roga
YKpenunucb y»e Hegoporune ppaHLwmn3bl —
o 1,5 mnH py6neii. «<Ha ¢oHe cTarHaymum
noTpebuTenbCKOro pbiHKa CNpoc CMeLlaeT-
CA B CTOPOHY «aHTUKPU3NCHBIX» GpaHLLmn3,
6a3VpyOLWMXCA Ha 3aKPbITUM NEePBUYHbIX
noTtpebHocTel B ToBapax v ycnyrax. [po-
JlOKaT pa3BUBaTbCA Hebonbluve GopmMaTbl
1 Kape-marasviHbl FOTOBOW efibl», — CUNTAET
AHHa PoXpecTBeHcKas.

Mo uncny Touek, OTKPbITbIX MO GPaHYANNHTY,
3a 2021 rop pblHOK yBenuumnca Ha 8% (8 2020
rogy faHHbli Noka3satenb 6bin paBeH 5,1%). Mo
MHeHMI0 AHHbI PoXXaecTBeHCKOoW, Hanbornee
nocTpagaBLUnin cermeHT — fashion, cnpoc Ha
dpaHLwWwm3bl KoToporo B 2020-2022 rofax cTan
MVHVIMaJ1bHbIM 33 BCIO CTOPUIO dpaHyali3vHra.
B npowwnom rogy dpaHuarsepsbl fashion-cer-
MEHTa BbIHY>KAeHbl Oblnv M306peTaTb HOBble
dopmartbl, BKItoUasA paboTy ¢ MapKeTmnieicamu
1 Pa3BUTUNE NHTEPHET-MarasuHos, a B 2022 rogy
0TPaCSIb CTONKHYMACh C 3aBVCMOCTbIO OT VIHO-
CTpaHHbIX 6peHoB 06yBU 1 ofeXKabl.

«HekoTopble ppaHyan3m oaéxHbIX OpeHaoB
[0 CUX MOP 3aKPbITbl C TYMaHHbIMU NepcreK-
TYBaMM OTKPbITbCA BHOBb, @ KTO-TO paboTaer,
HO MCMbITbIBAeT AeduuUnT C MOCTaBKaMm TO-
Bapa 13-3a GpaKkTUYeCcKu CJIomMaBLUenca noru-
CTUKWU», — TOBOPUT PyKOBOAUTENDb KaTanora

AKTYAJIbHAA MOBECTKA

¢dpaHwum3 Franshiza.ru. Tem He meHee, no eé
cnoBam, Yactb dpaHyalri3av CBOEBPeMEHHO
nepeopreHTMpPoBanacb Ha OTe4YeCTBEHHbIE
U TypeLKne MOHOOpeH bl Un cTapaeTca
«pa36aBnATb» TOBAPHbIN aCCOPTUMEHT ApY-
rMMM MapKamm.

Mo mHeHunio EkaTepuHbl Conak, cenyac
rN1aBHbIM PUCKOM ABNAETCA MOTEPA NOCTaBLUY-
KOB W/ HapyLUEHWE IOTNCTUYECKUX LieNoYeK,
13-3a Yero MHorve npeanpuHYMaTeny Hauyanu
COTPYAHMNYATb C OTeYeCTBEHHbIMY NapTHEPa-
MU, BK/IOYasA NPON3BOAMTENEN MPOOYKTOB
nNUTaHA.

Take B 2022 roay, no e€ csioBam, BrepBsble
3a UCTOPUIO pPeTeN-KOHCANTMHIA MPOLEHT
CAENoK Mo OTKPbITUIO niowaaen ansa chepbl
pasBneyeHuin o6orHan fashion-peteiin. B npo-
LUSIOM rofy «JIOKOMOTVBaMu» GpaHyani3vHra
CTann MeaunuUmnHCKNe ycnyri, JocTaBKa, cer-
MEHT «MapK KUTYEH» N HebonbLuve cynep-
MapKeTbl.

B 2022 rogy dpaHWwmn3bl MegnLMHCKNX
yCNyr yBeNnMUmBaloT CMEeKTP OKa3blBaeMbIX
OVCTaHUMOHHbIX ycnyr. HecMoTpA Ha yMeHb-
LeHVie BOCTPe6OBaHHOCTY B TECTUPOBAHUAX
Ha COVID-19, noaBunca cnpoc Ha getanu-
3MpOBaHHble 06CIefoBaHUsA, KOTOPble M03-
BOJINAN YBENINUYUTb CPEfHUI YeK, MOACHUNA
ExatepuHa Conak. Cepren Pak Takxe ynoms-
HYN pa3BuTUE Mara3nHoOB SKOHOMKIacca Fix
Price n One Price Kak npymepbl ycneLHblx
dpaHwmn3. One Price oTKpbIK 50 marasu-
HOB C HyNA 1 B 2022 rogy HamepeBaloTcA
3anyctuTb ewé 70 mara3nmHoB. [maBHoe oT-
nunyune One Price 3aknwyaeTcs B No3nLmno-
HUPOBaHWW, NOCKOJIbKY, MO CpaBHeHMIo C Fix
Price, B accopTiMeHTe TOBapOB OTCYTCTBYIOT
NPOAYKTbI.

Mo mHeHunto EkaTepuHbl Conak, cymes-
Wne «pBaHyTb BBEPX» B Meprog naHaeMuum
ceryac NpoJoXKatoT pa3BuBaTbcA. B npu-
Mep OHa NpnBOAUT «[1ATEPOYKY», OTKPbIB-
LIyt0 Mo Mofenu obpaTHoro paHyariamHra
y»e cBbiwe 130 marasnHoOB C Hayana TeKy-
wero roga.

JKcnepTbl TakXe BblgenawT chepy
CTpOUTENbCTBA Kak «<HOBOe nose AnA
dpaHyar3nHra». «CTponTeNnbCTBO OTKPbI-
J10 «OKeaH» Ans HOBbIX GpaHWus3 B chepe
yCnyr: oT peMOHTa 1 An3aliHa Jo obyyeHus
COTPYAHUKOBY, — cunTaeT EKkatepuHa Conak.
Cepren Pak, B CBOIO ouepenb, BCMOMHUI
ycrnex ctapta ¢paHWn3 no yTenneHuto
N TENNON30NALMN 3aropofHbIX JOMOB 1
CO3[aHUI0 MATKNX OKOH. «Bpema HecTa-
6UIbHOCTU U [OPOTUX KPeauToB BAUAET
Ha HacTpoeHue npeanpuHnmaTenen. Ho
eCTb JOBOJIbHO MHOTO 6M3HEeCMeHOB, KO-
TOpble YBEPEHbI, UTO KPM3UC — BPpEMSA BO3-
MoXHocTel. Ecnm 6bl y HUX 6bina duHaHCo-
BaA NojyLlKa niuv gewépble KpeauTbl, OHU
6bl CTapanncb 3aHATb NPUBJIEKaTeNIbHble
noKaunm, KoTopble cenyac oKa3blBalTCA
CBOOOAHbIMY, @ apeHAoAaTenn 6b1an 6bl
6oniee CroBOpUYMBbLIMUY», — MOALITOXKNMIA
AHHa PoxkpecTBeHcKas.
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AKTYAJIbHAA MOBECTKA

Russian franchising
SHOWS ACTIVITY

ccording to a research of portal Franshiza.ru in Russia in early 2022 there were fixed 3,095 operating

franchises (an increase of 11.3% over the year). And if in 2020 market turnover due to the pandemic
COVID-19 decreased by 27% - to 2,04 trillion rubles, at the end of 2021 it increased by 15% and reached the
mark of 2,35 trillion rubles. According to the Russian Franchising Association, the share of franchises in GDP
of Russia in 2020 was 2%.



According to the materials Franshiza.ru

However, the franchising market in 2022
due to economic instability, again faced
difficulties. According to Ekaterina Soyak,
general director of EMTG (organizer of the
exhibition of franchises BUYBRAND Expo),
in the first semester of 2022, the market
was going through stages of acceptance of
the inevitable. In March, negotiations with
potential franchisees paused, and existing
partners who wanted to reopen took time to
ponder.

In 2022 announced the suspension of
activity by about 500 companies, following the
estimates of the developer of online services
for accounting and business special design
bureau Kontur, noted the possible exit from
the Russian market to 5 thousand brands.

“Decrease in demand was especially felt in
March, then there was a general confusion
in the market. By the middle of May, activity
in franchising had recovered”, says Anna
Rozhdestvenskaya, head of the franchise
catalog Franshiza.ru. Ekaterina Soyak agrees
with her, believing that now the mechanisms
that aim to stabilize and develop business have
been launched.

According to Sergey Rak, deputy director
of the Russian Franchise Association, most
of the companies from unfriendly countries
are leaving because the logistics are disrupted.
However, Anna Rozhdestvenskaya notes that
in recent years, the proportion of foreign
franchisors in the Russian market has
gradually decreased while the number of
Russian regional projects has increased, so
there has not been a significant reduction in
the market in terms of supply. According to
her, most of the international brands that did
not sell franchises openly left Russia. As an
example, she mentioned McDonald’s, which
in 20 years of development in Russia had only
three franchisees who managed less than 100
outlets.

Over the past three months, Russian
entrepreneurs have become particularly
interested in domestic franchises, which has
increased by 56%, while there is an opposite
reaction to foreign brands — wariness. “A series
of departures and suspensions of international
players dispelled the myth that a large foreign
franchise — a guarantee of reliability, quality
and confidence in the future. In this case,
Russian franchises continue to work, resolving
problems quickly by localizing production
and suppliers within the country”, says Anna
Rozhdestvenskaya.

The franchise market has received a lot of
support from the state. Similar programs were
previously tested during the pandemic. Thus,
in 2021, according to Anna Rozhdestvenskaya,
among the new franchises were small regional
businesses that were created with the support
of local administrations as part of a national
project to develop entrepreneurship.

According to Sergey Rak, this segment was
actively supported in the Leningrad region,
Murmansk, Moscow (in the capital up to

1 million rubles were allocated to purchase
a franchise). In the first half of 2022, state
support for franchising in Moscow continued:
for this period about 100 applications were
submitted. The expert noted a significant
increase in activity of regional authorities
after the speech of Russian President Vladimir
Putin, who approved the franchising in
February 2022 during a meeting with
“Business Russia”. Programs for subsidies
were soon launched in the Yamalo-Nenets
Autonomous District, where dozens of
subsidies were issued, and in the Moscow
region.

“Regional subsidy programs for the
purchase of franchises make it possible to
compensate part of the costs of equipment,
rent and municipal payments”, explains Anna
Rozhdestvenskaya.

As Ekaterina Soyak notes, franchising
business is no longer unknown and unclear,
and entrepreneurs calculate risks. She cites
the data of Rospatent about 5845 concluded
commercial concession agreements in 2021
(in 2020 there were 3818 agreements) to
demonstrate the growth of interest in the
franchising model. She also noted the mutual
interest among neighboring countries to
the Russian market and our entrepreneurs
to the “neighboring” market: for example,
Kazakhstan.

At the end 0f 2021 the experts of Franshiza.ru
noted the highest influx of buyers of franchises
worth up to 1 million rubles. The percentage
of buyers of these franchises increased from
65% to 72% back in 2020.

The current year is characterized by
the rise in franchise prices, said Anna
Rozhdestvenskaya. “In the general food
industry, opening a restaurant has become
15-30% more expensive compared to early
2022. At the same time the amount of the
lump sum fee practically did not go up,
the increase in price was due to the direct
investment in the opening. But franchisors
are working to reduce costs’, said the expert.

There is also recorded a shift of investors
(compared with the situation in 2020) from
the segment of 6-10 million rubles to the
segment with the franchise value of more than
10 million rubles, while in the first half of 2022
there were already low-cost franchises — up
to 1.5 million rubles. “Against the backdrop
of stagnating consumer market demand
is shifting towards “anti-crisis” franchises,
based on the closure of the primary needs
for goods and services. Small formats and
cafe-shops will continue to evolve”, said Anna
Rozhdestvenskaya.

According to the number of franchised
outlets opened in 2021, the market has
increased by 8% (in 2020, this figure was
5.1%). According to Anna Rozhdestvenskaya,
the most affected segment — fashion, demand
for franchises in 2020-2022 was the lowest
in the history of franchising. Last year,
franchisors in the fashion segment had to

AKTYAJIbHAA MOBECTKA

invent new formats, including working with
marketplaces and developing online stores,
and in 2022, the industry faced dependence
on foreign footwear and apparel brands.

“Some franchisees of clothing brands
are still closed with vague prospects of
reopening, and some are working, but
are experiencing shortages with product
deliveries due to virtually broken logistics”,
says the head of the Franshiza.ru franchise
catalog. Nevertheless, she said, some
franchisees timely reoriented to the domestic
or Turkish monobrands, or tried to “dilute”
the product range of other brands.

According to Ekaterina Soyak, now
the main risk is the loss of suppliers or
disruption of logistics chains, because of
which many entrepreneurs have begun to
cooperate with domestic partners, including
food producers.

Also in 2022, according to her, for the
first time in the history of retail consulting
the percentage of deals to open space for
the entertainment sector has overtaken
fashion retail. Last year, the “drivers” of
franchising were medical services, delivery,
the “park kitchen” segment and small
supermarkets.

In 2022, medical services franchises are
increasing their range of remote services.
Despite the decrease in demand for
COVID-19 testing, there was a demand for
itemized examinations, which increased
the average bill, Ekaterina Soyak explained.
Sergey Rak also mentioned the development
of economy stores Fix Price and One Price
as examples of successful franchises. One
Price opened 50 stores from scratch and
intends to launch another 70 stores in 2022.
The main difference between One Price and
Fix Price is positioning, because, compared
to Fix Price, there are no groceries in the
product range.

According to Ekaterina Soyak, those who
managed to “rise” during the pandemic now
continue to develop. She cites the example
of Pyatyorochka, which has already opened
more than 130 stores under the franchise-back
model since the beginning of this year.

Experts also highlight the construction
sector as a “new field for franchising”.
“Construction has opened an “ocean” for
new franchises in services: from repair and
design to employee training’, says Ekaterina
Soyak. Sergey Rak, for his part, recalled the
success of the launch of franchises for the
insulation and thermal insulation of country
houses and the creation of soft windows.
“Times of instability and expensive loans
affect the mood of entrepreneurs. But there
are quite a few businessmen who believe that
a crisis is a time of opportunity. If they had
a financial cushion or cheap loans, they would
try to occupy attractive locations, which now
turn out to be free, and landlords would be
more accommodating”, summed up Anna
Rozhdestvenskaya.
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JINLO C OBZ1OXKHN

omnaHus Cofix bbina ocHoBaHa B
Tenb-Asuse B 2013 roay, a B Mockse
nepBas KodeliHa oTKpbinach B 2016-m. Yxe
yepe3 /iBa rofia CeTb CTana NAEPOM Cpean

eBpONeickIX KodeeH Mo OTHOCUTEeNbHBIM
TeMnam pocTa, YBeNNYNB YnCio CBOUX
Toyek Ha 170%. Ceroansa Cofix BXoauT B
T0n-10 KpynHeiwmx ceTeil KopeeH n Kade-
KOHAMTePCKUX CTPaHbl, a Takxe B ncio
camblx nonynApHbIX B Poccun GppaHwums.

0 panbHeiilwem pa3BuUTUN HaNpaBeHnA
dpaHyaii3uHra Ml becegyem ¢ aupeKTopom
no passutuio Cofix B Poccum n CHI Appeem
OomUHbIM.

AHppen
DOOMMUH:

«DOPAHLNM3A COFIX I_IPO,EJ,E Vie CTPI/IP AﬂA
CTPECCOYCTOM
CJITOXKHDBIE TTEP

- CKonbKko ece2o0 KogheeH nod 6peH-
dom Cofix ce2co0Hs pabomaem 8 Poccuu u
cmpaHax CHI? Kakoea duHamuka omkpbli-
mus Ho8bIX JIoKayuli?

- MNocnenHue rogbl Cofix yaenan 6onbLioe
BHUMaHWe pa3BuTMio B Poccum 1 cTpaHax
CHT. CerogHs Ha TeppuTtopun Poccum pabo-
TaeT 6osnble 245 kopeeH 1 39 - B CTpaHax
CHT. 98% 3TKx TOYEK OTKPLITO MO ¢ppaHLWun-
3e. Mbl ouyeHb aKTMBHO pa3BuBaemca B be-
napycu, TaM OTKpbITO 38 floKauuii, U3 HuX
10 OTKpbIOCb TONMbKO 3a 3TOT rog. [Jo KoH-
La rofa niaHvupyem oTKpbITb elwé nopsaaka
10 nokauui. B KazaxctaHe noka oyHKLMOHN-
pyeT TosbKo ofjHa Touka Cofix, OHa ycneluHa
N Npu6bITbHA. B AanbHenwmnx nnaHax — ne-
pesarpyska cTpaTteruy, 4tobbl AUHAMWYHO
pa3BMBaTbCA Ha 3TOM PbIHKeE.

- 3mom 200 8bI0AJICA C/I0XHbIM 0/11 6U3-
Heca. Kakue yenu ebl cmasunu 6 e2o Ha4a-
Jle, ymo npoucxodum cnycms nonzooa?

— Ha 2022 rog mbl CTaBUnAM BeCcbmMa am-
6ULMO3HYI0 Lenb — OTKPbITb 120 nokauwui
B Poccun. Ho KM3Hb BHecCna KOpPpPeKTUBbI.
M3-3a cepbé3HbiX aHTMKOBUAHbLIX OrpaHu-
YeHU B Hayane roaa, a 3aTemM 13-3a OCIOX-
HEHUN SKOHOMUYECKOW CUTyaLMmn C Havana
MapTa MoKa Ham yganocb OTKpbiTb B P®
36 HOBbIX ToueK. OgHAaKO Mbl He OTKa3blBa-
emcA OT CBOMX MMaHOB: MO OMbITy, BTOpas
MosoBrHa rofa Bcerga 6onee akTUBHA, No-
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TOMY UTO JIETO — 3TO HW3KMUI CE30H, BCE B
OTMYyCKax.

C OKTABPA Mbl TakXKe MIaHNPyeMm BbIXOA Ha
PbIHOK ApMEHWM — 3TO HOBas [N HAC CTPaHa,
TaM Hall 613HeC TONbKO HAUMHAETCA.

Tak»ke Mbl, NOMb3ysACb HEKOTOPbIM SKOHO-
MUYECKIM 3aTULLIbEM, aKTVBHO BeAEM pabo-
Ty MO V3MEHEHWIO CTPaTErnn NPOLBUKEHNS
B pervioHax: pa3suBaem ¢dopmaT macTep-
bpaHLWm3bl, Koraa MHBeCTOPbl 6epyT, UTo Ha-
3bIBaETCSA, MO KIoU MO0 PETUOH LIeSIMKOM,
nmbo ropoA-MUIMOHHKK. Ha 3To ceivac
XOPOLWWNI CNPOC, TakK Kak eCTb NpefcTaBu-
TeNn KpyrnHoro 6Gri3Heca, KOTOpble roTOBbI
BK/1aAblBaTb MHBECTULMUY BHYTPW CTPaHbl U
XOTAT AnBepCcndULMPOBaTL CBON aKTUBbI, B
TOM yncne u B coepe obuienuta.

HecmoTpsa Ha Bce CNOXHOCTK, o6wenuTt
ceilyac BbIMAAUT CTabWUIbHBIM Harnpasse-
Hvem. [la, nokynaTesbHas CrocobHOCTb B
LIeNIOM CHUXKAETCS, HO 3a CYET TOTO, UTO YeK
CMELLAETCA B CErMEHT «CPefHUi N HUuXe
CpefHero», Mbl Kak pa3 pacTém, Tak Kak 3To
M eCTb Halla HuLwa.

Boobue e, Kpu3nUCbl NOCIeAHEro Bpe-
MeHV MoKasanu, 4To Hawa ¢rHaHcoBas
MOAeNb CTPeccoycTonumMBa faxke B Camble
CNIOXKHble MEPUOAbI, N €CNIN TONbKO HET To-
TaNbHOrO JIOKAAYHa, TO Mbl GbICTPO BOCCTa-
HaBnuBaemcs. K Tomy »e Tenepb y Hac
HaKOM/eH KOMOCCANbHbIA OMbIT AHTUKPW-
31CHOTO YNpaBieHNs U MOMOLLY MAapPTHEPaM

1”&!.!’“ Sl

ﬁ!

B YC/IOBMSIX Pa3fiNYHbIX GOPC-MaKOPHbIX
00CTOATENbCTB.

- Kakue peauonbl Poccuu npuopumem-
Hbl 019 Cofix Ha ce200HAWHUL 0eHb?

— Hy Bbl, HaBepHOe, y>ke 3aMeTnK, YTO Mbl
cTaBUM cebe ambuLmo3Hble uenu. Mostomy
OnA Hac cerofgHs B GOKyce BHUMAHUA Bce
ropoga-MWUTMOHHUKKN, @ TaKXe KpyrnHble
ropoga no6am3ocTu ot HUX. Hanpumep, mbl
pa3BuBaemca B EkaTepuHOGypre: 3anyctu-
nucb Tam B KoHue 2020 roga u 3a 2021 rog
OTKPbIIM HECKOSIbKO JIOKaUU. DHEPTrUYHO
NAET pasBuTtue cet B KasaHu, B Coum oTKpbI-
SN B NPOLUSIOM rody TP JoKauuu 1 3Toi
BecHou 3anyctunu ¢yaTpak Ha Habepex-
HOW, KOTOPbIN NMOKa3blBaeT yCMneluHble pe-
3ynbTaTbl. BoobLue, i0xkHoe nobepexbe Poc-
CUN OLIEHMBAEM KaK OYeHb MepCrieKTMBHOe
HanpaBneHue. Cofix ecTb Takxe B VIpKyTCKe,
HwxHem Hosropoge, Tyne, PasaHun, Camape,
CapatoBe. B pabote — HoBocnbupck, Bopo-
Hex, KpacHopap, PoctoB-Ha-[loHy. B o6uem,
eCTb KyZa pacTul 1 pa3BMBaTbCA.

- Kakue ¢popmamel KogpeeH Haubosnee
eocmpeb6osaHbl ce200HA?

- Cenuac Cofix npeactaBneH Tpems
OCHOBHbIMU ¢popmatamn — 310 MINI (oT
6 0o 12 kB. m), STANDART (25-80 kB. M) 1
STREETFOOD (o1 70 no 130 KB. M, BK/toUa-
€T paclUMpPeHHOEe MEHI0 U MPUroTOBNEHUE



6nton Ha MecTe). Hanbonee nonynapHbIA B
nocnenHue rogbl — STANDART, xota n MINI
Toxe BocTpeboBaH. Mopmatr STREETFOOD
HOBbIIA, 1 €ro Mbl NPeaNoXunu Ans pasBu-
TUA NAPTHEPaAM CPaBHUTENbHO HelaBHO.

Cenyac Mbl TeCTpyem elé OanH HOBbIN
npemMuanbHblii Gopmat, BO BTOPOI MONOBU-
He roga 6ygem yxe roToBbl MacwTabupo-
BaTb €ro Ha Bce pernoHbl. igena ero co3ga-
HUA CBAA3aHa C TEM, UTO C PbIHKa YLUY Takue
6peHapl, Kak «Ctapbakc» n Costa Coffee, pa-
6oTaBlye B cermeHTax Middle n Middle+, a
Crpoc, KOHEYHO e, ocTaértcaA. [ToaTomy mbl
nnaHMpyem 3aHATb 3Ty Huwy. Mpeanonara-
€TCA, YTO CpefHUN YeKk B 3ToM dpopmaTe By-
[ET Bbllle, HO BO3PACTET 1 YPOBEHb CEPBU-
Ca, Y aCCOPTUMEHT.

- Ecmb niu cneyudgpuka 8 pabome KogheeH
Cofix e 3asucumocmu om pe2uoHa?

- [a, ecTb, 1 pa3nnynA Nopor Becbma cy-
LeCTBeHHbI. Tak, OYeHb CUJIbHO Pa3NMyaeT-
CA PUTM >KN3HU B GOMbLUNX ropopax, Takux
Kak Mocksa nnu CaHkt-letepbypr, u B Pa3a-
HU, Hanprmep.

Boobuue, Kaxkablll ropof no-cBoemy YHUKa-
JIeH, B TOM YK/C/1e 3TO MPOABIAETCA U BO BKY-
COBbIX NMpeanoYTeHusx. [loaToMy Henb3a Npo-
CTO KOMUPOBaTb aCCOPTUMEHT: NIOAAM HY>KHO
npepanaraTb TO, YTO UM MPUBbIYHO, TO, YTO MO-
Ny/APHO B KaXKIOM KOHKPETHOM PervioHe.

OpfHaKo 34ecb Mbl CTaNIKMBAaEMCA CO CII0X-
HOCTAMY B MOMUCKAX PErvioHasibHbIX NMOCTaB-
WwuKoB dpeL-npoayKumu. Mol nontopa roaa
3aHMMannMCb MOWMCKOM CTabuibHbIX MapT-
HEPOB, HO, K COXAJIEHMIO, He CMOTIV HaNTK
TeX, Ubsl NPOAYyKUMA 6yaeT COOTBETCTBOBATb
HaLlVM CTaHZAPTaM KauyecTBa, a TakXe Noru-
CTUYECKMM TPEOOBAHMAM.

Mo3ToMy 6bIN10 NPUHATO PeLUeHne OTKPbI-
BaTb CBoM abpVKM MO NPUTrOTOBJIEHWIO
efibl, 4ecepToB, YTO MO3BOJIUT HE 3aBUCETb
OT JOKaJibHbIX npowussoautenen. Ceinvac
Takyto $abpuKy mbl Tectupyem B CaHKT-le-
Tepbypre, BO BTOPOM Mosiyroamu yxe oyaem
MacwWwTabupoBaTbCcss MO BCEM KJIHOYEBbIM
pervoHam. XouyeTcs MMeTb YHUKaJIbHbIN
ACCOPTVIMEHT, BO3MOXHOCTb OMEPATVIBHO
pearvpoBaTb Ha TPEeHAbl, BIUATb Ha CTOU-
MOCTb — BCE 3TO BECOMble KOHKYPEHTHble
npenmyLLecTBa.

B panbHeriwem c 3Tol Mofesblo Mbl 6yaem
3aXOAUTb BO BCE HOBble PErvoHbl: CTpou-
TenbcTBO GpabPUKN-KYXHW 1 OTKPbITME Cpa3y
HECKOJbKMX NIOKaLNIA.

- Ymo HyxHO, Ymo6bl napmHépcmeo ¢
Cofix 66110 ycnewHoiM?

- MoHumaeTe, Cofix — 6onbLue, yuem dpaH-
LUM3a, Mbl He MPOCTO COCTaB/AEM JOrOBOPbI
1 nepepaém b6peHA, Mbl M3HAYaNbHO Halle-
NleHbl Ha yCMex W BbiCTyrmaem 3a TO, YToObl
npeAnpriHAMaTeNb XoTen pa3BmBaTbcA. Mbl
ULLEM MapTHEPaA OTBETCTBEHHOTO, KOTOPbI
NMOHMMaeT, YTO CerMeHT obLlenuta TpebyeT
MHOFO BPEMEHW 1 BHUMaHWsA, Beib 613HeC B
obLenuTe — OAMH 13 CaMbX CIIOXHbIX.

space
Yyebroe NPOCTPAHSIRO CC

Mbl npepnoctaBnsiem otpaboTaHHy du-
HaHCOBYIO MoOfesnb, HO YenoBeK [OJKEH
6bITb NOrpy»EH B BU3HEC, y4acTBOBATb B €ro
ynpasiieHnn. 3To Aaneko He NacCUBHbBIN AO-
xof, 0CO6eHHO Ha NepBOM 3Tare.

[MapTHEpP TakKe AOMXKeH MOoHMMaTb, YTO
B 3TON chepe oueHb GOMblUaA KOHKYpPEeH-
LuA, rocTio HeJOCTaTOYHO NPOCTO Mpenno-
KNTb NPOAYKLMIO, 32 HEFO HY>KHO 60poTbCH,
NpefoCcTaBATb KAYeCTBEHHDBIN CEPBUC, YTO-
6bl y KJieHTa BO3HMKANO »efaHne BO3Bpa-
LaTbCsA BHOBb U BHOBb.

KoHeuHo, npeanoytTenbHo, YTobbl HO-
BbliA MAPTHEP MMeN onbIT PaboTbl B 06Le-
nuTe, OfHAKO, MO CTaTUCTMKe, 6onee 80%
HaLUVX NapTHEPOB TAKOrO OMblTa He UMenu,
YTO He MOMeLLano UM HanaauTb YCreLwHbIN
6u3sHec.

JINLO C OBNTOXKN

- Kakoli nakem ycnye ebl npedocmas-
niaeme napmuépam-gpaHyatizu?

- B nepByto ouepenb 310 obyyeHune, ons
3TOro Hamu paspaboTaHa cneuyuanbHas
nporpamma «CrapT». OHa npepgnonaraet
[BYXOQHEBHOE MOrpy>KeHuve, B Hel 3anoxe-
Hbl OCHOBHble HanpaBfieHus 613Hec-npo-
L|eccoB.

Takxke Mbl NpeanaraeM LEHTPanv30BaH-
Hble OTrPYy3KM TOBapa — MAPTHEPY He HyX-
HO UCKaTb NOAPSAAYMKOB, AOrOBapMBaTbCA,
pelaTb OrpoMHOE KONMYeCTBO BOMPOCOB.
Y Hac BHegpeHa cucTema ERP, 6narogaps Ko-
TOpoW MapTHEP BbIGMPAEeT NO3MUUN OLHUM
o6WYM CNMCKOM, pa3mellaeT 3akas U no-
TOM LIEHTPaNM30BaHHO MPUHMMAET TOBap B
npenBapuTesibHO COrNAacoBaHHble BPeMeH-
Hble OKHa Mo rpadukKy.

BoobLye, 3a nepuon naHaemmm Mol chop-
MupoBanu skocuctemy Cofix: 310 Ludpposon
IOKYMeHTO060pOT, MaKcMMasbHasa aBTOMa-
TU3auMA BCeX MPOLECCOB, Y KaXXAoro napt-
HEpa eCTb COOCTBEHHDIN SNEKTPOHHbIN Ka-
6GUHeT, rae OH B peXXUme OHMalH BUAUT BCe
CcBOU GUHAHCOBbIE pe3ynbTaTbl, CPOKU OKY-
naemocTy, 3apaboToK Mo KaxXgow nokauum
1 TaK fanee.

B coctaB 6u3Hec-kelca Ana napTHEPOB
BXOAST OLEHKa Tpaduka Ha BblOpaHHOM
nokauuy, MPOrHO3 MoTeHUMana BbIPYYKY,
NOAroTOBKa MOMELLEHUI C MOJTlyYeHEM CO-
rMacoBaHUi BCEX HEOOXOANMbBIX MHCTAHLIUNA.

Kpome TOro, Mbl npefoctaBnsiem CBOMM
dpaHuyansn-napTHépam PULNYECKY0 Mo-
MOLLb, MOALEPXKKY B GOPMMPOBaHMM pas-
NINYHBIX GUHAHCOBBIX JOKYMEHTOB (Hanmpu-
Mep, ana obopmneHna cybcuamm) Ha Bcex
3Tanax gesTenbHocTy B dopmate 24/7.

KcTaTn, LOKyMeHTaums Ha nonyyeHune cy6-
cugum B nepuopg naHaemun 6bina oueHb BOC-
TpeboBaHHOW YCyron, Tak Kak eé odopme-
HU1e — CNIOXKHbIN Npouecc. C Halen MOMOLLbIo
ycnex B nofave 3asBKM C NePBON MOMbITKN
6b11 95 13 100%, B TO BpeMs Kak MeHee onbIT-
Hble npenanpYHUMATENV BbIHYXAEHbI Oblnn
1X NepefenbiBaTb MO HECKONbKY pas.

MbI c camoro Hayana npUHUManu yyactune
B pa3paboTke Mep nopdepkkm 6usHeca,
NPUCYTCTBOBaNM Ha COOTBETCTBYIOLUMX 3a-
cefaHuAxX npaBuTenbcTBa MocKBbI, 6blIM B
Kypce BCeX HI0AHCOB, U 3TO NMOMOrano pe-
WaTb NpobnaemMbl NAPTHEPOB. AHANOMMYHbIX
yCrNexoB Mbl AOCTUrANN 1N B NeperoBopax ¢
apeHgofaTenem, Ham yaaBanocb AOOUTbCA
cepbésHbIX CKUAOoK 1 npedepeHuyuin. Corna-
CUTECD, HEe KaXKAbll BU3HEC MOXKET rapaHTu-
poBaTb CBOMM MapTHEPAM CTOMNb BbICOKMM
ypoBeHb KomneTeHUuin. Mo ¢akTy Takumx
6peHA0B, KOTOpble BeayT LeneHanpaBneH-
HYI0 U CUCTEMHYIO PaboTy MO Moaaepx ke
CBOVX GppaHUarian, oueHb Mano.

- CKonlbKO 8peMeHU npoxodum c Mo-
MeHmMa noonucaHus 002080pa 00 OMKpbI-
mus nokayuu?

- B cpenHem 310 45-52 pabounx gHs. MNo-
cfie 3TOro MapTHEP MonydyaeT MONHOCTbIO
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JINLO C OBZ1OXKHN

roToBYyl0 KOGENHI0: C FOTOBbIM PEMOHTOM,
Mebesiblo, HaCTPOeHHbIM 060pyfOBaHNEM —
3aX0AM 1 HaumMHal paboTaTb. YunTbiBas, 4To
Mbl 60/IbLIAA CETb 1 Y HAC eCTb CIIOKUBLUN-
ecsA OTHOLLeHNWA C NocTaBLWmKamm obopyno-
BaHUA, Ham yaaétca nsberatb npobrem c ero
NnocTaBKamu 1 AOCTYMHOCTbI0. TakXKe Mbl Bbl-
nosiHAeM BCe CepBUCHble paboTbl B pamKax
OeATeNIbHOCTM JIOKaL M.

Bca Harpyska no cornacoBaHuio LeH, no
MocTaBKaM — a y Hac LIMPOKas ceTb 13 bonee
yem 80 NOCTaBLUMKOB — TOXe OCyLLecTBAAET-
cA yepes ynpasnfwLyo KomnaHuto. MapT-
HEp 136aBMIeH OT 3TOW rofIoBHOM 6ONK, Kak s
y>Ke roBOpWI1, OH TOMbKO 3aX04WT B CUCTEMY
1 OTMeYaeT Hy>KHble No3ULKK, a MOTOM Npu-
HYMaeT ToBap.

7O Ke KacaeTca Y OCHOBHOrO CTpaTteru-
yeckoro ToBapa — Kode. Mbl camu ero 3aky-
naem Ha Gupike, camy UMNOpPTUPYyeMm, 06xKa-
puyBaeMm 1 NocTaBnsemM B CeTb.

B KoHUe mpownoro u Hayane TeKylero
roga 6oy HeKoTopble NPO6SEMbI, CBS3aH-
Hble C POCTOM LeH Ha Kode: Heypoal B
2021 roay, CNOXHOCTW C NOTMCTUKON 13-3a
naHgemun. Ho Tenepb OTNa)eHbl HOBble
6ecnepeboiiHble KaHanbl NOCTaBOK, UMeeT-
CA U 3anac Ha csiyyart popc-MarKOpHbIX CU-
Tyauum.

CnoBoM, Mbl, Kak KOMMaHUA, MOTHOCTbIO
OTBETCTBEHHbI 3a YNpaBJieHre 3TM npoLec-
com 1 6epém BCe PUCKN Ha cebs.

- CKo/lbKo cmoum ¢hpaHwiu3a u KaKkoeol
CpoKu oKynaemocmu?

- KoHeyHas cTOMMOCTb 3aBUCWT OT Bbl-
6paHHoro ¢popmata KodpelnHn 1 oT pernoHa.
B cpepgHeM CTOMMOCTb OTKPbITVA NoKauum
STANDART obxoautca B 5,5-6 MnH pybneii.
B 3Ty cymmy BXOAAT nayLlasbHbIi B3HOC,
3aTpaTbl Ha CTPOUTENbCTBO, MOTEPY NEPBbIX
TPEX MeCALEeB — apeH/HbIV Aeno3uT, 3apna-
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Ta NepcoHana v Tak ganee. Mbl nokasbiBaem
BCe 3aTpaTtbl Cpa3y, YeCTHO W MPO3PayHoO.
Y Hac HeT TaKoro, UTo 3aABNAT «CTOUMOCTb
OT...», @ MNOTOM BbISICHAETCA, YUTO HYXHO BHe-
CTV eLWé CTOMbKO e unun bonblue, n npea-
NprvHUMaTesNb BbIHY>KAEH Ha dTarne BXoja B
6M3HeC NMXOPaJoYHO WUCKaTb CpefcTsa u
nopon Aaxe npopgasaTb MalUUHY WS KBap-
TMpYy Nn6o BoOGLLE OKa3biBAETCA Ha rpaHu
6GaHKpOTCTBa.

Yto0bl 136exaTb Henpo3payHoCTM 1
cTpecca, Mbl Cpa3y 3aKnagblBaeM MakCUMym
pacxodoB, OPUEHTUPYEMCS  M3HavasibHO
Ha HeKWl, BO3MOXHO, M NEeCCUMUCTUYHDBIN
NporHo3, a no ¢akTy He WUCKIOYEHO, YTO
NapTHEP U COKOHOMUT [EHbI .

Yto Kacaetca Touku  6e3yBbITOUHO-
CT (ecnn Mbl He GepéM B PACUYET HeKune
bopc-MaxkopHble 0OCTOATENBCTBA, KOTOPbIE
3apaHee HMKTO He MOXET MpocynTathb), TO
3TO NPUMEPHO 3-4 MecALa, a OKynaemocTb —
oT 25 go 28 mecsaues.

- Kak ebl koHmponupyeme coomeem-
cmeue OesamesbHOCMU (paHyalizu-mo-
YyeK eawum mpe6oedHusm u cmaHoap-
mam?

— Bo-nepBbix, Mbl BCE-TakM TLaTENIbHO
NOAXOANM K BbI6GOPY NapTHEPOB. XenaTtenb-
HO, UTOObI 3TO ObIN MpeanpUHMMaTENb CO
cBOGOAHBIMU CpeAcTBaMK, KOrga uenoBek
roBOPWT, UTO OH ByfeT 6paTb Kpeaut, — 3To
BCerga puck 1 ansa Hero, u ans Hac. Moato-
My Mbl MPOBOAUM C MOTEHUMANbHbIM NapT-
HEpoMm cobecefjoBaHUWe, aHanNM3upyem Bce
NCXOAHbIE faHHbIe.

Ho oT npob6nem HMKTO He 3acTpaxoBaH,
[a)ke caMbll 34PaBOMbBICTIALMIA U OMbITHBIN
6usHecmeH. Mostomy B Cofix cywecTByeT
HeCKONbKO YPOBHel KOHTpOnA 3a Kaue-
CTBOM feAtenbHoCcTM. OnepaunoHHbIn — 3TO
MOCTOSHHBIA MOHWTOPUWHI CeTU, NMPOBepKa

COOTBETCTBMA CTaHAapTaM KauyecTBa 1 cep-
BUCa, BefeHne OUHAHCOBOW OTYETHOCTU,
WHBEHTapM3auun 1 Tak ganee.

ExxemecAYHO Mbl MOHWTOPUM dUHaH-
COBble MoOKasaTenv, BeAb YCJIOBUA MOTyT
MeHATbCA: Hanpumep, B TLl, rae pacnono-
XeHa KodelHs, 3aKpblloCb HECKOJIbKO Ma-
rasvHoB, TpaduK cyulectBeHHo ynan. Toraa
CMOTPVM, YTO MOXKHO CAienaTh A NOAHATUA
TpadurKa, K NpuMepy, Kakme-To peknamHble
aKUMU, U NPYHUMAEM pPeLLeHne 0 Heobxo-
OVIMOCTY pesiokauui.

Pa3 B kBapTan ¢ KaxzabiM NAPTHEPOM Mbl
NpoBOANM OU3HEC-pEBbI0 — BCE aHanNv3u-
pyem, obcy)Kagaem, COBETyeM, YTO MOXHO
YAyJLNTb, NMPYHUMaeM BCTPEYHble Npeasio-
XKeHVA 1 3aMeyvaHus.

OTtgenbHoe HampaBjieHVe -  aHanus
06paTHON CBA3N OT MOCETUTENEN uYepes
Halle NpunoXeHue: paboTaem Co BCeEMU OT-
3bIBAMU, OTCSIEXKMBAEM UX JUHAMUKY.

Y Hac Takxe co3faHa CMcTeMa PenTUMHIO-
BaHUA MapTHEPOB, KOTOPbIX celiyac bonee
100, rae yunTbiBaloTCA BCe MoOKa3aTenu gea-
TENIbHOCTUN KObEEH.

Kak s yxe rosopwn, mMbl 3aUHTepecoBa-
Hbl B TOM, YTOObl GU3HEC 6biN YCMELIHbIM, U
enaem Ans 3Toro BCé Bo3MoxHoe. [ paxe
6onblue.

- Kakum el sudume 6yodyujee Cofix e
Poccuu?

— B ponrocpouyHoi nepcrnekTvBe, B Teye-
Hie MATW JIeT, Mbl CTaBMM 3ajauy JOBECTUN KO-
JINYeCTBO SIoKaumm B Poccum go nonyTopa Tbi-
ca4. Ho, KoHeuHo, peannsaums STux niaHoB
3aBUCUT OT 06LLEN CUTYaLUK B SKOHOMUKE, OT
NaTéXecrnocobHOCTN HaceneHus. Tekywmn
TPeHA CMeLLeHVs Cnpoca B CTOPOHY Hallero
LIeHOBOrO CerMeHTa Mo3BoJiAeT paccMaTpu-
BaTb 3Ty CTPATEruio Kak peanimsyemyto.

[oTeHUManbHbIX  MApTHEPOB  cenyac
MHOrO, Hampumep, 6biBlWIVE TOM-MeHemXe-
pbl 3anagHbIX KOMMaHWI roTOBbl paccmart-
puBaTb paHWM3y Kak [ONroCpoYHOe
BJIOXEHMe CpefcTB, TeM 6oree yTo cenyac
PbIHOK GpaHLLIM3bl NMOCTENEHHO BblPaBHU-
BaeTCA, HeOOPOCOBECTHbIE UTPOKKM YXOAAT,
3apeKoMeHoBaBLUMe cebsA 1 MPOBEPEHHbIe
BPEMEHEM PacTyT.

Mbl TakXe MOHMMaeMm, UTO «KaBase-
PUACKMM HACKOKOM» 3aliTM B HEKOTopble
pervoHbl He MONyYNTCA: TaM eCTb KpPYMHble
NloKanbHble 6peHabl. Ecnn Mbl akTVBHO pas-
BMBanuncb B MockBe u [ntepe, TO OHU TakXe
aKTVBHO pa3BKBaNunCb, Hanpuvep, B Hoso-
cmbupcke.

[oaToMmy, Co CBOEN CTOPOHbI, Mbl TLIATESb-
HO aHanM3upyeMm pPbIHOK, OLleH1BaeM npesa-
NMOYTEHUA KJIMEHTOB, YTOObI MOHUMATb, YTO U
B Kakom dopmaTte HyXXHO npepnaratb U ro-
CTAM, ¥ MOTEHLMANbHBIM MAPTHEPAM.

B o6uiem, Aymato, y Hac xopolune nepcnek-
TVBbI, MOTOMY YTO Mbl MPEAJsiaraeM CUSbHbIV
1 y3HaBaeMbll 6peHf, MOLLUHYIO yrpaBieH-
Yeckylo CTPYKTypy, cuctemy IT-nogaepkm n
YETKMe anropuTmbl paboTbi.



Andrey Fomin:
"THE COFIX FRANCHISE MODEL HAS
DEMONSTRATED STRESS-RESISTANCE IN THE
MOST CHALLENGING OF PERIODS”

Cofix was founded in Tel Aviv in 2013; in Moscow, the first coffee shop opened in 2016. Just two years later,

the chain achieved leadership among European coffee chains in terms of relative growth rate, increasing the
number of its outlets by 170%. Today, Cofix is one of the top-10 largest coffee chains in Russia, as well as one
of the most popular franchises in the country. We spoke to Andrey Fomin, Cofix's Director of Development for
Russia and CIS, to discuss the continuing development of the franchise.

- How many Cofix-branded coffee shops
are operating today in Russia and the CIS,
and what are the dynamics of opening new
locations?

— Cofix has been focusing a lot of attention
to its development in Russia and CIS countries
in recent years. Today, there are more than
245 coffee shops in Russia and 39 in CIS
countries. 98% of these outlets were opened
as franchises. We are developing very actively
in Belarus: 38 locations are operating there, of
which 10 opened only this year. By the end of
the year, we plan to open about 10 additional
new locations in that market. In Kazakhstan,
there is only one Cofix location, but it is
successful and profitable, and our further
plans include rebooting our strategy in order
to develop more dynamically in that market.

- This year was a difficult one for
the business - what goals did you set at
the beginning of it, and what is actually
happening six months later?

— We set a very ambitious goal for 2022 —
to open 120 new locations in Russia. But, life

made some adjustments. Because of serious
anti-covid restrictions at the beginning of the
year and then because of the difficult economic
situation at the beginning of March, we have
so far been able to open 36 new locations in
Russia. However, we are not abandoning our
plans — by experience, the second half of the
year is always more active because summer is
traditionally considered to be the low season
for our business (a time during which many
peopleare on vacation).

In October, we are planning to enter the
market of Armenia — a new country for us -
and our business has just started there. Also,
in taking advantage of the lull in the economy,
we are actively working to change the strategy
of promotion in the regions: we are developing
a master-franchise format in which investors
assume management of an entire region
or a city with a population of at least one
million people. There is solid demand for
this now, because there are representatives of
big business who are willing to invest within
the country and seek to diversify their assets,
including within the catering sector.
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Despite all of the difficulties, the catering
industry now looks to be a stable area. Yes,
purchasing capabilitiesare decreasing on
the whole, but due to the fact that customer
buying preferences are shifting to the “average
and below average” segment, we are growing,
because this is our niche.

In general, the recent crises have proven that
our financial model is stress-resistant even
during the most challenging of periodsand,
unless there is a total lockdown, we tend
to recover quickly. Moreover, we now have
colossal experience in anti-crisis management
and provision of assistance to our partners
in a variety of challenging circumstances,
including force majeure situations.

- Which regions of Russia are priorities
for Cofix today?

— Well, you have probably already noticed
that we are setting for ourselves ambitious
goals. That is why we focus our attention on
all of the cities with a population of at least
a million people, and additionally, large cities
in their vicinity. For example, we are developing
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in Ekaterinburg — a market we launched in
late 2020 and where we opened several new
locations in 2021. We are actively developing
the network in Kazan, opened 3 locations in
Sochi last year, and this spring we launched
a food truck on the embankment, which is
showing very successful results. In general,
we consider the southern coast of Russia to be
a very promising strategic direction. We also
have Cofix stores in Irkutsk, Nizhny Novgorod,
Tula, Ryazan, Samara, and Saratov. Novosibirsk,
Voronezh, Krasnodar, and Rostov-on-Don are
in progress. In general, we are developing in an
overwhelmingly positive direction.

- What are the most popular coffee shop
formats today?

— There are three basic formats in use at Cofix
today - MINI (from 6 to 12 sq. m.), STANDARD
(25-80 sq. m.), and STREETFOOD (from 70
to 130 sq. m., including an extended menu and
on-site cooking). The most popular in recent
years is STANDARD, although the MINI format
is also in demand. The STREETFOOD format
is new;, and we have offered it to partners for
development only recently.

At the moment, we are testing another new
premium format, and in the second half of
the year we will be ready to deploy it to all
regions. The idea for its creation is due to the
departure of brands like Starbucks and Costa
Coftee, which operated in the “Middle” and
“Middle+” segments, but whose demand still
remains. So, we plan to occupy this niche. The
average bill in this format is expected to be
higher, but the level of service and assortment
will be elevated in turn.

- Are there operational variances in Cofix
coffee shops depending on the region?

- Yes, there are, and the differences are
sometimes quite substantial. For example, the
rhythm of life is very different in big cities
like Moscow or St. Petersburg versus Ryazan,
for example.

Generally speaking, each city is unique in
its own way, and amongst other things, this
manifests itself in taste preferences. Therefore,
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we cannot simply copy the assortment;
people need to be offered that to which they
are accustomed and what is popular in each
particular region.

However, we occasionally encounter
difficulties in finding regional suppliers of
fresh products. We spent a year and a half
looking for stable partners but, unfortunately,
we could not find those whose products would
meet our quality standards and logistical
requirements.

That is why it was decided to open our own
factories for preparing food and desserts, which
would make it possible to reduce or eliminate
dependency upon local producers. At the moment,
we are testing such a factory in St. Petersburg, and
in the second half of the year we will already be
scaling up in our most important regions. We want
to have a unique assortment, the ability to react
quickly to trends, and better control of our costs -
all of which combine to produce a significant
competitive advantage.

In the future, we will enter new regions
by first building a factory-kitchen and then
opening several locations at once.

- What does it take to make a partnership
with Cofix successful?

- Cofix is more than a franchise, and we
don’t just sign contracts and transfer the brand,
but rather we are focused on success from the
outset and advocate for the entrepreneur so that
they aspire to develop further. We are looking
for a responsible partner who understands that
the catering segment requires a lot of time and
attention, as the business is generally one of the
most complex to operate.

While we provide a proven financial model,
the owner must be immersed in the business
and willing to participate in its management.
This is far from a simple passive income
opportunity, especially at the first stage.

The partner must also understand that there
is significant competition in this field, and it
is not enough just to offer products but rather
you must fight for them and provide quality
serviceso that the client has a desire to return
again and again.

Of course, it is preferable that the new
partner has experience in catering, but
according to internal statistics, over 80% of
our partners do not have such experience and,
on the whole, this has not prevented them
from establishing a successful business.

- What package of services do you provide
to your franchisee partners?

— First and foremost - training — for which
we have developed a special program called
“START”. It involves a 2-day immersion and
covers the most critical areas of business
operations.

We also offer centralized product logistics so
that the partner need not search for contractors,
negotiate, and manage a huge number of issues.
We have an ERP system in place that allows
a partner to select items via a common list,
place an order, and then accept the goods in
a centralized manner within pre-agreed time slots.

It was during the pandemic period that
we really advanced the Cofix ecosystem: it
includes digital document flow, maximum
automation of all processes, and a personal
portal for each partner where he/she can see
all of their financial results online, including
payback periods, earnings for each location,
and so on.

We prepare a business case for each partner
that includes estimation of traffic in the chosen
location(s), forecasts of revenue potential,
and preparation of the premises to include
obtaining approvals from all the necessary
authorities.

In addition, we provide our franchisee
partners with legal assistance and support in
drafting various financial documents, such as
subsidies, at all stages of the business. I would
note that documentation support for subsidy
programs during the pandemic proved to be
a very popular service because registration for
these programs was a complex process. With
our help, our partner’s application success
rate on the first attempt was 95%, while
less-experienced entrepreneurs often had to
resubmit several times.

We were involved from the very beginning
in developing measures to support the
business: we were present at the relevant
meetings of the Moscow government and
thus were aware of all the nuances, and this
ultimately helped to resolve the partner’s
problems. We also achieved similar success
in negotiations with landlords: we managed
to achieve serious discounts and lease
preferences. I would argue that not every
business can guarantee its partners such a high
level of competence. In fact, there are very
few brands that conduct such targeted and
systematic work on behalf of their franchisees.

- How long does it take from the time
the contract is signed to the opening of the
location?

— On average it takes 45-52 working days.
After that, the partner is in possession of



a fully-prepared coffee shop, with ready-
made renovations, furniture, and configured
equipment. It is so turn-key that they can
immediately begin operating. Given that we
are a large network and have well-established
relationships with suppliers of equipment, we
are able to largely avoid problems with supply
and availability. We also provide our partners
with ongoing, post-launch service and
support — for both premises and equipment.

The entire workload of price negotiation
and supply — and we have a wide network
of more than 80 suppliers — is managed by
Cofix headquarters. The partner is relieved
of this headache and, as I said, he needs only
to enter the system, mark the necessary items
for delivery, and accept the goods within his/
her specified timetable.

The same principle applies to our primary
strategic commodity - coffee. We buy it
ourselves on the exchange, import it, roast it,
and deliver to the network.

At the end of last year and the beginning of
this year, there were some problems related
to the growth of coffee prices — due to the
crop failure in 2021 and pandemic-related
logistical difficulties. But we now have new,
regular supply channels and a strategic reserve
for force majeure situations.

In short: as a company, we are fully
responsible for managing this process, and
we bear much of the risk in order to mitigate
possible difficulties of our partners.

- How much does a franchise cost and
what are the payback periods?

— 'The final cost depends on the chosen coffee
shop format and on the region. On average, the
cost of opening a STANDARD location costs
5.5-6 million roubles. This amount includes
a lump sum, construction costs, the first 3
months of operational expenses, rent deposit,
staff salary, etc. We show all of the relevant
costs from the onset of our discussions with
potential partners — honestly and transparently.
Consequently, we don't encounter situations
where a partner is promised an understated total
cost only for the actual figure to far exceed the
initial estimate. Such cases can be devastating for
the partner, requiring them to search feverishly
for funds in order to open the business, and
sometimes requiring them to sell their car or
apartment, or even worse, declare bankruptcy.
Clearly, we do everything in our power to ensure
such cases do not occur, and this is why we are so
insistent on clarity and transparency at the very
beginning of the process.

To avoid unexpected surprises and
minimize stress, we are often quite
conservative in our cost forecasts. While
this may appear pessimistic on our part, we
consider it to be a fair and honest approach,
and it is often the case that the partner will
save money as compared to the initial cost
projections.

As for the breakeven point (if we do not
take into account certain force majeure

circumstances that no one can calculate in
advance), it’s about 3-4 months, and the
payback period from 25 to 28 months.

- How do you monitor franchisee’s
compliance with your requirements and
standards?

- First of all, we are very careful in our
choice of partners. When a person says that
he or she will utilize financing, it’s always a risk
for both parties. That is why we interview the
potential partner and carefully analyze their
backgrounds and financial information.

However, no one is immune from
problems — even the most sensible and
experienced businessperson. That is why
Cofix imposes several levels of quality
control. Operationally, we engage in constant
monitoring of the network, checking
compliance with quality and service standards,
maintenance of financial records, inventories,
and so on.

Every month, we monitor the financial
indicators because conditions may change; for
example, in the mall, where the coffee shop is
located, several stores may have closed, and
traffic has subsequently dropped. Armed
with this data, we can explore ways in which
to increase the traffic (for example, utilizing
some promotions) or decide whether we need
to relocate.

Once per quarter, we conduct a business
review with each partner wherein we analyze
and discuss the entirety of their business,
advise as to what can be improved, and
exchange feedback and suggestions.

An additional area of operational control is
the analysis of feedback from visitors through
our app — we review and address all feedback
and monitor trends over time.

We also have a system for rating our
partners, of which there are now more than
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100, and all relevant performance indicators
of coffee shops are taken into account.

As I mentioned before, we are interested in
ensuring that the business is successful, and
we do everything we can in pursuit of this
objective.

- What do you see as the future of Cofix
in Russia?

- In the long term - within 5 years of
s0 — we aspire to reach 1,500 stores in Russia.
But, of course, the realization of these plans
depend upon both the general state of the
economy and the solvency of the population.
The current trend of shifting demand towards
our price segment allows us to consider this
strategy feasible.

At the moment, there are many potential
partners from which to choose; for instance,
former top managers of Western companies
are ready to consider franchising as a long-
term investment, especially now that the
franchise market is maturing — unscrupulous
companies are leaving and proven, time-tested
ones are growing.

We also understand that it will not
be possible to enter all regions with the
same immediate position of dominance
because there exist large local brands. If we
have been actively developing in Moscow
and St. Petersburg, they may have been
simultaneously developing in Novosibirsk.

So, for our part, we are carefully analyzing
the market and evaluating consumer
preferences in order to understand what and
in what format we should offer our guests and
potential partners.

In general, I am confident that we have
good prospects because we offer a strong,
recognizable brand, a powerful management
structure, an IT-support ecosystem, and
a provenoperational apparatus.

-~
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MCTOPUN YCTIEXA

- CeHmabpb 2020 200a - 3mo paszap
naHoemuu KopoHasupyca. CmabusbHele
6u3Hecbl mepnam KoJsloccasibHbie y6bim-
KU, He00CMAamo4Ho ycmoli4yueble — 3aKpbi-
saiomcsA. A 8ol omkKpbieaeme supmya’ie-
Hblli napk. Hey»enu 6b1710 He cmpawHo?

- XoTb ¢ppasza «Kpusmnc — Bpemsi BO3MOX-
HOCTel» 1 JOBOJIbHO pacxoxas, HO CyTb eé
BepHa. [a, 1 B KPM3NC, U B NIOKAAYH BO3-
MOXHO pPa3BMBaTbCA. [lecTBUTENbHO, TOraa
60MbLINHCTBO NpefnpuHYMaTeneil 0CcTaHo-
BUNM paboTy, ypesanu MHBECTUPOBAHWE U
3amopo3unn passuTre 6rsHeca. A mMbl pe-
WWAK, YTO Camoe BpPems 3anyCTUTb HOBbIN
YHUKaNbHbI NPOeKT. M Korga nocteneHHo
OrpaHvMyeHnsa AOCTyna K pa3BrieKaTesibHbIM
LleHTpaMm ObININ CHATbI, MHOTUE TOUYKM OKa3a-
JINCb 3aKPbITbl, @ Mbl, HAOGOPOT, OTKPbINCD.
W nogn oueHnnm HoBble BO3MOXKHOCTMU.

- Ho kak xe mpe6oeaHus o coyuanbHol
oucmaHyuu, Mmackax u mak oasnee?

- Mbl 1 cobnogann Bce TpeboBaHUs: Ha
peceniueH — Macky; caHUTapHasi o6paboTKa
LUNIEMOB 1 BCeX NOMeLLeHMI. A UTo KacaeTcA
OVCTaHUMKY, TO BO BPEMs Urpbl OHa cobnio-
[JaeTcA eCTeCTBEHHbIM MNYTEM: MaKCMMyM
10 MrPOKOB NepemMeLLaTCA Ha NoLwaam no-
psaaKa 250 KB. M. TaK UTO HUKaKKX Npobnem ¢
BbIMOSIHEHNEM peKoMeHAauun PocnoTpeb-
Haf30pa He BO3HMKao.
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- Umak, 0ea 200a Hazad bl omKpbinu
apeHy 8 EkamepuH6ypeae, a celiyac?

— A celluac cBOMX NapKoB Y HacC yeTblpe:
Tpw B pogHOM EKaTepuHbypre (0AVH 13 HUX —
Ha CTauu OTKPbITUA) U OAUH B MOCKBE, OKO-
no metpo «CaénoBckas». I npumepHo 110
¢dpaHyansm-naptTHépoB B Poccun, ctpaHax
CHI (KasaxctaH, benapycb, Kuprusumsa, Asep-
GangKaH, Y36eknctaH) n gaxe s CLUA.

- Uoea npodasame ¢ppaHwusy 6bina
cpasy unu poousace no mMepe paseumus
ceoux apeH?

- lMNoka nepBsas apeHa B EkatepuHOypre
M3-33 MaHOEMUMHBbIX OrpaHVYeHW paana
pa3peLleHns Ha OTKPbITUE, Hallen uaeen 3a-
WHTEPeCOBaNINCb HECKONbKO O13HeCMeHOB
13 Opyrux pernoHoB. OHM NPUHANK peLueHne
CTaTb Hawwvmy  paHyain3v-napTHEPaMn 1
OTKpbIN apeHbl nog 6peHgom WARPOINT B
BynéHHoBcke, bnaroBeLueHcke 1 YensabuHcke.

- To ecmb 8bl npodanu nepevie (ppaH-
wu3bel, He umMesi 803MOXXHOCMU 8 NOJIHOU
Mepe npe3eHmoeamo KnueHmam ceoli
6usHec?

- Hy, no cymn, ga. OgHako nofroToBneH-
Has Hamu Ou3Hec-mogenb 6bina npopa-
60TaHHOW, ybeauTenbHon. A Kpome TOro,
Mbl, AyMato, «3apa3usin» NapTHEPOB CBOEN
YBEPEHHOCTbI0. ECTb TakoM TEPMUH «rony-

PPAHLUU3A
WARPOINT:
PEA/TbHbI
L4OXO4 0T
BUPTYATbHOW
PEATbHOCTW

1 ceHTAbpA 2020 roga B Exatepun6ypre bbina
oTKpbITa nepBas VR-apeHa, Ha Tepputopuu
KOTOPOIA B yBNeKaTeNbHbIX KOMaHAHbIX VR-
CPAXKEHNAX MOTYT NPUHMMATb yyacTue fo
10 urpokoB oaHoBpemeHHo. CycTA BCero ABa
rof}a eAMHCTBEHHbIIA NapK TpaHCpopMmMpoBanca
B MeX/lyHapOLHYI0 CETb apeHBUPTYaNbHOIA
peanbHocTi, v Tenepb nog 6peHgom WARPOINT
pabotaer yxe 6onee 100 VR-napkos,
PacronoXeHHbIX B LUeCTH cTpaHax mupa. 0 Tom,
B UEM CeKpeT TaKoil B3pPbIBHO NONYNAPHOCTY
1 KaK MOXHO CTaTb MapTHEPOM KOMMaHUK,
Mbl 6ecefiyem C reHepabHbIM UPEKTOPOM
WARPOINT Bnagumupom CkopoboratoBbim.

60l OKeaH» — 3TO OKeaH uaen, cBo6OAHbIN
OT «KpOBW» KOHKypeHUun. OH cyulecTBy-
€T B COBEpLUeHHO [PYroi MIOoCKOCTW, rae
KOHKYPEHLMsi NPOCTO HeyMecCTHa, rae ero
YUYaCTHWKM HauMHaloT No-4pyroMy CMOTpeTb
Ha PbIHOK U GpOPMMPOBaTb CMPOC, KOTOPO-
ro He 6b1710 BYepa. M mMbl KakK pa3 Halynanu
3Ty HUWY 1 nonanu B TOuKy. Ho, KoHeuHo,
KnioyeBbIM GaKTopoM 34ecb Oblia Herno-
CpPenCcTBEHHO Cama urpa: Mbl Co3fanun eé ¢
Hyns, Hag Hel Tpyaunack 6onbluas KoMaHAa
pa3paboTumKoB, MOSITOMY STOT NPOAYKT YHU-
KanbHbIN, OH ABNAETCA HaWen NHTeNNeKTY-
aNbHOW COOCTBEHHOCTbIO.

IMoMMMO KOHTEHTA, Mbl Tak»ke obecneunnu
CBOEMY AeTHLLY FPaMOTHOE IprANYecKoe 1
MapKeTVHroBoe conpoBoxaeHvie. Mbl yunu
ONbIT NPeAWeCcTBEHHNKOB — YTO YacCTeHb-
KO OT/INYHbIE MAEN TOPMO3ATCA Ha YPOBHe
NPOABWXKEHNA — U cAenany COOTBETCTBYHO-
L|Me BbIBOAbI.

W ceilyac Mbl MOCTOAHHO LEPXUM PYKY
Ha nynbce, NPOBOANM perynapHble nccne-
[I0BaHMA, MOHUMAEM: NA TOro, Ytobbl Noan
He NpOCTO OAWH pa3 Mourpanu v ywnu, a
BO3BpaLLaNnCb BHOBb W C YOOBOJIbCTBUEM,
1M HeobXoaMmo npegsaratb KOMMIEKCHbIN
nopxop. Mostomy paspabatbiBaem npepno-
XKEeHUs OAna npoBefeHUs pasfinyHbIX Mepo-
NPUATUAA: KOPNOpPaTVBbl, AHW POXAEHUS,
BbINyCKHble 1 np. Mpegnaraem v Begywmx,



1 [OMNCONPOBOXAEHME, U aTTPAKLMOHDI.
Bnnotb fo TOro, 4TO MOXEM OpraHU30BaTb
[eTCKne MeponpuATMA UYUCNIEHHOCTbIO [0
80 yenoBek Ha 3-4 yaca: eCTb YeM 3aHATb
Takylo GonbLUyl0 1 Hemoceanusyto rpymnny,
yTOObI ObINO UHTEPECHO 1 Beceno. W napku
OTKPbIBAIOTCA y»Ke B OCHOBHOM MOLaAbIo
o1 1000 KB. M.

- Ymo HyxHO npednpuHumamenio,
4mo6bl cmame eawum napmHépom?

- Kpome peHer n »enaHus, Heobxogmmo
MMeTb MOTPebHOCTb U BO3MOXHOCTU [AnA
pa3BuUTUA Kak ceba 1 CBOMX HaBbIKOB, TakK 1
6u3Heca B Lieniom. ITo e paboTa C NiogbMu,
chepa ycnyr, 30ecb Henb3A MPOCTO OAWH
pa3 BHECTV AeHbru 1 Kaatb Npubbiin. Oco-
6eHHO BaXHbl 3TW KayecTBa B MaJIeHbKMX
ropopax: Ytobbl NpUBMEYb KIIMEHTA, HYXKHO
BK/a[blBaTbCA B PeKnamy, B NMPOABUKEHNE,
B MepCoHan.

B npuHUMNe, y Hac HeT orpaHMYeHnin No
KOJIMYECTBY XWTesiell B HACENEHHOM MyHKTe,
roe nnaHvpyetca oTkpbiTb VR-napk. Cero-
[HA CaMblil ManNeHbKNI ropoga, rae OTKpbITa
apeHa WARPOINT, - 310 KbiwTbim B Yensa-
OMHCKOWM 0651aCT! C HacefleHNemM OKOJo
30 TbiC. yenoBeKk. BoT Tam cnoxHee Bcero
6bIIO PAaCKPYTUTBLCSA, HO TeMepb apeHa pa-
60TaeT cTabunbHO yxe 6onblue roga. Y Hac,
KCTaTW, BOOOLLE HET HU OOHON 3aKpbIBLUEN-
Cs apeHbl 3a BCé Bpems paboTbl.

- CKONIbKO HYXHO cpedcme 0151 npuob6-
pemeHus ¢ppanwusel WARPOINT?

- Boobue, 3aBuCcMT OT ropofa: B He-
60nbLUNX ropofax CyMMa MeHbLUe, B Kpyn-
HbIX, COOTBETCTBEHHO, Gosblue. [Maywanb-
HbI (MepBOHaYasbHbINA) B3HOC COCTaBAsAeT
ot 1,6 MniH py6neii. ToM1MO 3TOro, He MeHee
500 TbiC. pybneii HyxxHO OygeT 3annaTuTb
3a obopypoBaHue. [anbHenwune pacxonbl
VHAVBUAYANbHbI Y KaXX[oro npeanpriHuma-
TenA: apeHaa uim cobCTBeHHOCTb Momelle-
HUA, KOCMETUYECKNI PEMOHT WU MOHTaX
CUCTEM KOHAVLMOHUPOBAHMA U BEHTUNA-
uun 1 ToMmy nopgobHoe. TakKe, KOHeUHo, 3TO

3apaboTHasA nnata nepcoHana, pacxodbl Ha
peknamy n np.

Ho npumepHo uyepes 2-3 mecsua ¢pan-
Yari3u BbIXOAUT B TOUKY 6€3yObITOUHOCTH, @
CPOK OKYyMaemoCT! COCTaBAAeT NpuMepHO
12-18 mecsaues.

- Ymo nonyyaem ¢ppaHyaiizu-napmuép
om eac, nomumo 6peHoa?

- Camoe rnaBHOe, NIMLEH3MI0 Ha Mpa-
BO MCMOMb30BaTb HAlly aBTOPCKYID MUrpy
WARPOINT, B KOTOpyl Henb3Aa nourpatb
B apyrux VR-knybax mnu goma. Ho kpytas
1rpa He paBHO YCMeLHbIN 6r3Hec.

NmeTb B apceHane TONbKO YHUKAJIbHbIN
KOHTEHT HeAOCTaTOYHO ANA  MonydyeHus
CTabunbHOM NPWOGBLINK, NOITOMY Mbl NPefo-
CTaBNsieM UMEHHO KOMIMIEKCHBI NPOAYKT C
anpobupoBaHHON GU3HEC-MOAENDbIO, YETKU-
MW perflaMeHTamy U CTaHZapTaMU, OT/IaXKeH-
HbIMY 6V3HecC-npoLeccaMmm U NpoayMaHHOM
MapKeTVHIOBOW CTpaTernen.

Takxe npefocTaBisiemM MOJSIHOE TexHuYe-
CKOe conpoBoXAaeHve 1 nogaepxky. Otme-
4y 3[ecCb, YTO C NoCcTaBKamu obopynoBaHUs
HUKaKNX Mpobnem y HaC HeT.

3a KaxpbiM MapTHEPOM 3aKpennsaertcs
NepCcoHasibHbI MeHegXep, KOTOPbI Conpo-
BOXKAAeT ero Kak [0, Tak 1 Nocne oTKpbITUA
apeHbl.

Haww cneuuwanmctbl ocywecTBAAOT aHa-
N3 nokauuu Byaylen apeHbl: Kakasa 4acTb
ropoga, Kakon TL nnn ectb nn oH psagom,
MMeeTcs in Nnobnusoctn Gya-KopT; npocun-
TbIBAlOT ABTOMOOWbHbLIA 1 MNeELeXOAHbIN
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TpaduK 1 ewé mHoro napameTpos. Korga ¢
noKauven onpepenvancb, Mbl paspabatbl-
BaeM U npefocTaBnsem napTHEpPam ausanH-
npoekT Oyaylleli apeHbl U pekoMeHAaunum
No PEeMOHTY, 1CMOMb30BaHNIO MaTepranos
NT.N

OTnenbHbIA 610K Hallero ComnpoBOXAae-
HUA — 3TO obyuyeHue nepcoHana, MHCTPYK-
TaX, NpPefocTaBfieHre BCeX HeobXoAMMbIX
peKomeHZauml, BUOEOYPOKOB, KaapOBOW
OOKYMEHTaLmMmM 1 MHOToe Apyroe.

A y>e K KOHLly 3TOro rofa niam B CamoMm Ha-
Yasne cnepyioLlero y Hac foSIXHa OTKPbITbCA
«Akapgemus WARPOINT», roe B dopmaTte oa-
HOW-ABYX Hefenb GyAeT NPOBOAUTLCA WH-
TEHCVBHOE OOyuyeHMe HOBbIX MAapPTHEPOB U
COTPYAHWKOB.

- Kak 8bl ocyujecmenseme KoHMposb
3a coomeemcmeuemM Kayecmea ppaH-
qatizu-moyek?

— DTO BaXKHas YacCTb Hawew paboTbl. C po-
CTOM KONMYeCTBa NapTHEPOB 3TO HanpaBs/e-
HUe y Hac aKTUBHO pa3BUBaETCSA, ceilyac Ha
cTagumn GopMMpoBaHNA KaK pa3 HaxoauTCs
oTAen KOHTponsA KauyecTBa. UTo Kacaetcs
MeTO[OB, TO OAUH U3 OCHOBHbIX — 3TO TaK
Ha3blBaeMblIil «TalHbI MOKynaTeNby, Korga
YenoBeK MPUXOAUT B OAWH 13 KNy6oB 1 No
3apaHee CO34aHHOMY HaMK YeK-IUCTY Mpo-
BOAWT MPOBEPKy BCeX MapameTpoB pabo-
Tbl apeHbl. 3aTemM pe3ynbTaTbl Ny6AMKYIOT-
ca B obwem pabouem uate, dopmmpyeTcs
PENTUHI NPOXOXKAEeHNA NPOBEPKY C pa3bo-
POM OLUNGOK.

Kpome Toro, Haww cneyuanuctbl NOCTO-
AHHO NPOBOAAT MOHUTOPUHI CalTOB-arpe-
raTopoB, Ha KOTOPbIX MYGNUKYIOTCA OT3bIBbI
KNneHToB. TakKe WCMonb3yemM U MeToAbl
TenedoHHbIX ONPOCOB.

- Kakoebl nnaHel 0anvHeliwez20 paseu-
musa cemu WARPOINT?

- Cpean npuioputeToB — 6€3yCnoBHO,
pacwmpeHne cetn Kak B Poccum n ctpaHax
CHT, TaKk n B cTpaHax fanbHero 3apybexbs:
B EBpone, Amepuke. Ho rnaBHoe gnA Hac
ceiyac — panbHelwas paspaboTka urpbl,
YTO BECbMa 3aTpPaTHO M C GUHAHCOBOM, U C
OopraHv3aLNoOHHOM TOYKM 3peHuA. Ho 31o
YKM3HEHHO HeobXoANMO ANA Pa3BUTUA CETU.
BHayane Ha nepBbIi NfaH BbIWIO Konuye-
CTBO, a Tenepb HaAo yAeNUTb OCHOBHOE BHU-
MaHVie KauyecTBy: UTOObl COXPaHUTb MHTepec
KIINEHTOB, HYXHO MOCTOAHHO [06aBNATbL
YTO-TO HOBOE, NOBbLILATbL YPOBEHD, @ TaKXe
[OBOAMTb O YMa yxKe MMelowmeca Hapa-
60TKN.

Ecnn e roBoputb o rnobanbHon uenw,
TO OHa COCTOUT B TOM, YTOObI Hawa VR-urpa
CTana nepBON AVCUUMINHOW Ha Mexay-
HapOAHbIX KMOEPCNOPTUBHBIX TypHMpPaxX U
chopmmpoBana BoKpyr cebs 6onblioe ur-
poBOe KOMbIOHUTW. [InA 3TOro Mbl 1 vLem
napTHEPOB-e4VHOMbILLIEHHKOB, KOTOpble
NnoMoryT pas3BuBaTb Haw 6peHA W Aenatb
ero 6onee y3HaBaeMbIM.
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REALINCOME FROM VIRTUAL REALITY

n September 1, 2020, the first VR arena was opened in Yekaterinburg, where up to 10 players can take part in exciting

VR team battles at the same time. Only two years later the single park was transformed into an international network
of virtual reality arenas, and now there are more than 100 VR-parks under the WARPOINT brand, located in 6 countries
around the world. What is the secret of such explosive popularity and how can you become a partner of the company, we
are talking to the general director of WARPOINT Vladimir Skorobogatov.

- September 2020 is the peak of the
coronavirus pandemic. Stable businesses
suffer colossal losses; insufficiently stable
businesses close down. And you open a virtual
park. Wasn’t it scary?

- Although the popular phrase “crisis is
a time of opportunity”, its essence is true.
Yes, it is possible to develop during the
crisis and the lockdown. Indeed, then most
entrepreneurs stopped working, cut back on
investments and froze business development.
And we decided it was time to launch a new
unique project. And when gradually the

restrictions on access to entertainment centers
were removed, many outlets were closed, while
we, on the contrary, opened. And people
appreciated the new opportunities.

- But what about the requirements about
social distance, masks, and so on?

- And we complied with all the
requirements, at the reception - masks,
sanitary treatment of helmets and all the
rooms. And as for the distance - during the
game, it is respected naturally - a maximum
of 10 players move in an area of 250 square

meters. So there were no problems with
compliance with the recommendations of
Rospotrebnadzor.

- So, two years ago you opened an arena
in Ekaterinburg, and what about now?

- And now we have 4 parks - three in my
native Yekaterinburg (one of them is in the
process of opening), and one in Moscow, near
the Savelovskaya metro station. And about 110
franchise partners in Russia, CIS countries
(Kazakhstan, Belarus, Kyrgyzstan, Azerbaijan,
and Uzbekistan), and even in the US.

- Was the idea to sell franchises at once,
or was it born as you developed your arenas?

— While the first arena in Ekaterinburg
was waiting for permission to open due to the
pandemic restrictions, several businessmen
from other regions were interested in our
idea. They decided to become our franchise-
partners and opened arenas under the brand
WARPOINT in Budennovsk, Blagoveschensk,
and Chelyabinsk.

- So, you sold your first franchises without
being able to fully present your business to
your customers?

— Well, as a matter of fact, yes. But the
business model that we prepared was well
thought out and convincing. And besides,



I think we “inspired” the partners with our
confidence. There is a term “blue ocean” - an
ocean of ideas free of competition. It exists
on a completely different plane where
competition is simply irrelevant, where its
participants begin to look at the market
differently and form demand, which was
not there yesterday. And we just found this
niche and got a point. But of course, the key
factor here was the game itself - we created
it from scratch, a large team of developers
worked on it, so this product is unique, it is
our intellectual property.

In addition to content, we also provided the
company with competent legal and marketing
support. We have taken into account the
experience of our predecessors — that often
great ideas are often hampered at the level of
promotion, and we have made the appropriate
conclusions.

And now we constantly keep our finger on
the pulse, we conduct regular research and we
understand - in order to make sure that people
come back again and with pleasure, and not
just once played and left, they need to be
offered a comprehensive approach. Therefore,
we develop proposals for various events:
corporate parties, birthdays, graduations,
etc. We offer presenters, additional assistance,
and attractions. Up to the fact that we can
arrange children’s events of up to 80 people
for 3-4 hours - there is something to enthuse
such a large and restless group, to make it
interesting and fun. And the parks already
open mostly from 1,000 square meters in size.

- What does an entrepreneur need to
become your partner?

- In addition to money and desire, you
need to have the necessity and opportunities to
develop both yourself and your skills, and the
business as a whole. This is work with people,
the service sector, and you can't just put money
in at once and expect to make a profit. These
qualities are especially important in small
towns — to attract a client you have to invest
in advertising, promotion and staff.

In general, we do not have restrictions on
the number of people in the community,
where it is planned to open a VR-park.
Today the smallest town where we opened
the WARPOINT arena is located in Kyshtym
in Chelyabinsk region with a population of
about 30 thousand people. There it was more
difficult to be promoted, but now the arena has
been working steadily for more than a year. By
the way, we do not have a closed arena at all
during the whole time of its operation.

- How much funds will you need to buy
a WARPOINT franchise?

- Generally it depends on the city - the
sum is not so large in small cities and bigger
in big ones. The lump sum (initial payment)
starts from 1.6 million roubles. In addition, at
least 500 thousand rubles would be required to
pay for equipment. Further costs are already

individual for each entrepreneur - rental
or ownership of space, cosmetic repairs or
installation of air conditioning and ventilation
systems and the like. Also, of course, is the
salary of staff, advertising costs, etc.

But after about 2-3 months, the franchisee
reaches a break-even point, and the payback
period is about 12-18 months.

- What does the franchise partner receives
from you, in addition to the brand?

- Most importantly, a license to use our
original game WARPOINT, which can not be
played in other VR-clubs or at home.

But a cool game does not equal a successful
business.

The only unique content is not enough to
have a stable income, that is why we offer
a complex product with a proven business
model, clear regulations and standards,
verified business processes and well-thought-
out marketing strategy.

We also provide full technical support and
maintenance. I should note here that we do not
have any problems with equipment supplies.

Each partner has a personal manager who
accompanies him before and after the arena
opening.

Our specialists analyze the location of
the future arena: what part of the city it
is, which shopping mall is or is nearby, is
there a food court nearby, calculate car
and pedestrian traffic and many other
parameters. When the location is decided,
we develop a design project for the future
arena and provide our partners with
recommendations regarding repairs and
the use of materials.

A separate block of our support is staff
training, coaching, providing all the necessary
recommendations, video tutorials, personnel
documentation and much more.

And by the end of this year or at the very
beginning of the next year we will open
the WARPOINT Academy where intensive
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training of new partners and employees will
take place in a week-two format.

- How do you monitor the quality of your
franchisee outlets?

- 'This is an important part of our work.
As the number of partners grows, we're
actively developing this area, and the quality
control department is in the process of being
formed. As for methods, one of the main
ones is the so-called “mystery shopper”, when
a person comes to one of the clubs and uses
a checklist we created in advance to check all
the parameters of the arena. Then the results
are published in the general work chat, and
a rating of passing the check with the analysis
of errors is formed.

In addition, our experts are constantly
monitoring the aggregator sites, which publish
customer feedback. We also use the methods
of telephone surveys.

- What are your plans on further
development of WARPOINT network?

- Priorities include expansion of the
network in Russia and CIS countries, as well
as in non-CIS countries, such as Europe
and America. The most important thing
for us now is to develop the game further,
which is rather expensive from the financial
and organizational points of view. But it
is necessary for the development of the
network - at the beginning the quantity was
the priority, and now we should focus on the
quality - to keep the interest of customers we
must constantly add something new, to raise
the level, also to “complete” the work we have
already done.

But our global goal is to make our VR
game the first discipline in the international
E Sports tournaments and create a big
gaming community. For this purpose we are
looking for like-minded partners who will
help us develop our brand and make it more
recognizable.
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AJIEKCEUN
YEYEHKOB:
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«3A 60 LHEW
OTKPBIBAEM
ANTEKY: |

NOA K1oY»
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C ornacHo pelitunry PBbK «Ton-50 cambix Boctpe6oBaHHbIX GpaHLum3 B Poccum» dpefepanbhan ceb antek «COBETCKAA ANTEKA» yBepeHHo nuampyeT B
nepBoii ABaauatke: B 2021 rogy komnaHusA 3aHana 15-e mecto, noaHABLNC ¢ 19-ro B 2020 rogy. OpaHunza «COBETCKAA AMTEKA» nokasana ce6s

KaK YCTOIUMBbIN 1 NPUOBINBHBIA 613HEC B Nepuoz naHaeMUN 1 0CTaéTca BoCTpe6oBaHHOI uHBectopamu B 2022 rogy. CerogHa B Poccum oTKpbITo Gonee
600 anTek 6peHza B 186 ropofiax, 0XBaTbIBaOLLNX 78 PErOHOB CTPaHb.
0 Tom, Kak nprobpecTi ¢paHLLN3y 1 CTaTb NAPTHEPOM KoMNaHuu, Mbl becefiyem ¢ Bnagenbuiem u ocHoatenem cetin «COBETCKAA ANTEKA» Anekceem

YeyeHKOBbIM.

- Ko2zoa cmapmoean npoekm «COBET-
CKAA AINTEKA»? OH u3Ha4anvHo 6bi1 opu-
eHmupoeaH Ha hpaHwiu3y unu udes pax-
yatizuHaa poousacb nosxxe?

- bpeHg «COBETCKAA ANTEKA» 6bin co3aaH
B 2015 roay. I3HayanbHO NpoeKT npefcTas-
nAn cobom Knaccmyeckyto anTeuyHylo ceTb
C PO3HNYHbIMY TOYKaMu B Mockee n Mo-
CKOBCKOW 06/1aCTK, a TaK»Ke C OHNManH-6po-
HUPOBAHMEM NEKAaPCTBEHHbIX NpenapaToB
Ha canTe.

B panbHenwem BCce OTKPbITbIE PO3HMY-
Hble TOUKM BbIKYNUAN fenctayowme Gpax-
Yan3n-napTHEPDI, TaK KaK BCe anTeky 6binmn
oueHb NPUbLIbHLIMU. ViMes NpopaboTaHHyto
6U3Hec-Mmogenb, peLunnm BnocieacTBmn npu-
MEHUTb GpaHYal3VHI-MOZESb 1 MacLUTabupo-
BaTbCA C MOMOLLbto ppaHLLK3bI Mo Bcel Poccun.

3a nepBble TPK MecsALa Cnpoc Obii HACTOSb-
KO a)KMOTa)XHbIM, UTO Mbl NpoJanu cpasy
27 dpaHwms. Yepes gBa mecsALa anTeky yxe
paboTanu B 18 pernoHax cTpaHbl. bonee 90%
13 HUX paboTaeT Ao cux nop!

- B 4ém cneyuguka anme4Holi ppaH-
wu3bl? Ecme nu omnuyus, Hanpumep, om
neKapHu uiu napukmaxepckou?

- KoHeuHo, ecTb. / Taknx oTamumii MHoro.
C 04HOW CTOPOHBI, 3TO NNLEH3MPYEMbIl 613-

RUSSIAN BUSINESS GUIDE {ABIYCT 2022}

Hec, KOTOPbI YaCTUYHO KOHTPONMPYETCS ro-
Cy[apCTBOM B CErMeHTe LleHOO6pa3oBaHuA.
W nepcoHan gonxeH UMeTb crieumanbHoe 06-
pa3oBaHue, TO eCTb Bbl HE MOXeTe B3ATb Ye-
JlIoBeKa NMPOCTO NOTOMY, YTO OH BaM HPaBUTCA
WA Bbl LiIeHWTE ero enoBsble Kavectsa. C apy-
roi CTOPOHbI, anTeYHbI BU3HEC He NoaBep-
eH KaK/M-In60 Kpr3mncam 1im Ce30HHOCTY
C TOUKW 3peHns NafeHns nprbbiim, ckopee,
HaobopOT, HefjaBHAA NaHAEMUA NOKa3ana, YTo
CMPOC Ha NIeKapCTBa MOXKEeT BblPaCTU KPaTHO.
Kpome Toro, anteku — 310 nerko Macltabupy-
€Mbli1 BU3HEC NPaKTUYEeCKN B N0OOM pervoHe.
M3 nniocoB Take — MakcMMaribHas aBToma-
TM3auua Bcex 6M3HeC-NPoLeccoB, HauMHas
oT GOpMMpPOBaHUA 3asiBKM Ha NOTPEOHOCTb
B /leKapCTBax y NOCTaBLYMKOB 1 3aKaHuYBas
OHNalH-JOCTaBKOW JIeKapCTB A0 NOKynaTens.

CeropHs, 6€3 NIOXKHOW CKPOMHOCTU, Mbl MO-
»KeM roBopuTb O TOM, UTo Gnarogapa ¢paH-
winze «COBETCKAA AMTEKA» anTeuHblin 613-
Hec cTan JOCTYMHbIM NPAKTUYECKU AN BCex
npennpuHyMatenen. He Tak gaBHoO 3ToT BUA
6u3Heca obnagan BbICOKM MNOPOrom BXo4a —
Kak ¢ GMHaHCOBOW TOUKM 3pEHUs, TaK 1 U3-3a
Heo6XOANMOCTUN UMETb CreLran3mpoBaHHO-
npodeccroHanbHble HaBblKU; COOTBETCTBEH-
HO, BOVTM B HErO MO cebe NO3BOMNTb TOMb-
KO KpYMHble 1 OMbITHblE NTPOKN. Tenepb xe

OTKPbITb COBCTBEHHYIO anTeKy MOXeT daKTu-
YeCKM KaXkabl KenatoLniA, eCnm ero cTapTo-
Bble BO3MOXHOCTV OTBEYalT TpeboBaHUAM
1 Hopmam ctaHgapTtoB cetn «COBETCKAA
AMTEKA» n dapmaueBTMUYECKON OTpacan B
uenom. brsHec-mozenb Haweln GpaHLLn3bI
oTpaboTaHa 10 Mefioyell, 1 BCEBO3MOXHbIe
PUCKM B Hell MPaKTUYeCKN CBeAEHbI K HYJTHO.

- Yem, Kpome xxenanus Kynume ppaHuiu-
3y u cpedcme 051 3mo2o, 0o/KeH 061adame
saw 6ydywjuti napmuép? U ckoneko, Kcma-
mu, Hy»Ho 0eHea?

- KoHeuyHo, NoMrMO uenu n3BneyeHuns
NpWObINM OT MPOAAXKM NEKAPCTB B anTeKax,
y NpeanpuHMMaTens fOKHbl 6bITb MOTPe6-
HOCTb B Pa3BUTUW, KeSlaH1e 1 BO3MOXHOCTb
BKJ1aAblBaTb B GV3HEC HE TONbKO GUHAHCHI, HO
1 cBOE Bpems. KenatesibHO, UTOObI GyayLIMIA
napTHEp obnagan HaBblkaMy ynpaBieHye-
CKOro OMbITa, Tak Kak NpugéTcs paboTatb C
nepcoHanom.

OpHaKo Mbl CO3Aanu Takre ycnosusa ans
HaLUMX NOTEHLMANbHbIX NapPTHEPOB, UTO 3Ha-
HUe TOHKOCTEN 1 HIDaHCOB VIMEHHO anTeUHOro
6usHeca ABnAeTCcA HeobszaTenbHbIM. Cpean
HalLKX NAaPTHEPOB MHOTO Kak papmaLieBToB
1 NPOBK30POB, KOTOPbIE KYNUAW y Hac GppaH-
LIM3y, OTKPbIIN anTeKy 1 paboTatoT camu Ha
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ce6s, TaK U He CBA3AHHbIX C 3TVM CEKTOPOM
VHBECTOPOB, NPUHABLUYX PELLEHNE JUBEPCH-
durumpoBaTb cBOI OM3HEC.

YTo KacaeTcs CpefCTB, TO MHBECTULUN CO-
CTaBAAT OT 2 MJIH py6nei Ha OAHY anTeky.

- Ymo npoucxodum nocne mozo, Kak
npeonpuHumameso NPUHAN peuwieHue o
compyoHuyecmeae? Kyoa emy obpawyamoca?

- Ha Hawewm canTe (https://apteka-
franshiza.ru) Heo6xogVMo 3anoNHKTL Npea-
BapUTENbHYIO 3asiBKY Ha OTKPbITUE anTeKu
non 6peHaom pefepanbHO anTeUHOM ceTn
«COBETCKAA AMNTEKA». lanee KnueHT nony-
yaeT aHKeTy 1 MakeT JOKYMEHTOB A1 O3Ha-
KOMJIEHUSA C YCOBUAMU OTKPLITUA anTeKu.
Mbl paccmaTpuBaemM aHKeTY NOTeHUManbHO-
ro napTHEpa B TeueHue TPEX paboumnx gHen,
NpUHMMaeM NpeBapuTeNbHOE peLleHre 1
cooblLaem o HEM 3aaBUTENIO.

Mpy NONOXMTENbHOM pPeLleHN NOTEHLN-
anbHOMY NapTHEPY ANA 03HAKOMIIEHUA Bbl-
cbinaeTcs obpaseL 4oroBopa KOMMepPUECKOW
KOHLleccuu. 3aTem Haly crneumanucTbl Npo-
BOZAT NOAGOP 1 aHaNIN3 KOHKYPEHTOCMOCO6-
HOCTM NoMelleHVA Ana 6yayllen anTeku,
aHanNM3MpYIoT NPaBOBYIO AOKYMEHTaLMIO Ha
nomelleHve (BOKYMEHTbI apeHabl Uin cob-
CTBEHHOCTN), OCYLLECTBAAIOT PerncTpaumio
topuamnyeckoro nuua — 000 «CoseTckasn An-
Tekan.

Mocne 3TOro yTBEPKAALTCA OIOXKET, NApT-
HEp noAnucbiBaeT JOrOBOP U MPOU3BOAUT
pacyéTbl B COOTBETCTBUN C YTBEPXKAEHHbBIM
rpaduKom nnatexeii: 3a npoueaypy nnueH-
31POBaHNA, NOCTaBKY MeMLMHCKOro obopy-
[OBaHVA, YCTaHOBKY aBTOMaTU3/POBaHHbIX
cucTem 1 obyyeHune pabote ¢ NPorpaMmHbIM
obecneyeHnem. Mbl TakXe ocyLecTBAAeM
cepBUCHOe 06Cy»KMBaHKe NPOrpaMmmMHOro
obecneueHusn 1 NpegoCcTaBnAem UMUKEBYIO
npoAayKuuio.

[anee napTHEp nonyyaeT OT HaC AN3alH-
NPOEeKT U MiaH PacCTaHOBKU TOProBOro u
MeauLMHCKoro obopynoBaHusa gna oyay-
wen anTekn. HakoHew, cnegyowmii 3Tan —
3TO TOBapHOE HanofHeHNe B COOTBETCTBUN
C eANHON yTBEPKAEHHOW aCCOPTUMEHTHOWN
MaTtpuuen ana scen cetn antek «COBETCKAA
AMTEKA®.

COBMECTHO C HaLVIM MEHEXXEePOM TaKKe
pa3pabaTbiBaeTcA Nporpamma npasgHNUYHOro
OTKPbITUA HOBOW TOPrOBOM TOYKN.

Mo OKOHYaHMK BCEX MOATOTOBUTENbHbIX
MEPONPUATUIA MEHEAXKEP MPOBOANT 3aKJIIt0-
YnTeNbHbIN ayanT Ha cobnoaeHNe BCEX HOPM
1 NpaBun cornacHo dprpmeHHomy ctuto «CO-
BETCKAA ANTEKA», opopmMnsaeT akT NpuémKm
1 3anyckKa anTeku (anTe4YHOro NyHKTa).

Ha Bce 3T1 ielCTBMA Mbl 3aKNaablBaeM Mak-
CUMy ABa MecALa, TO eCTb Mbl OTKPbIBaeM Ha-
LINM KNIeHTaM anTeKy nog Kntoy 3a 60 gHen!

- Mocmaekoli nekapcmeeHHbIX npenapa-
moe mak>xe 3aHUMaemcs 8auia KOMNaxHus?
- Y Hac nmeeTca cobcTBeHHas dapmales-
TUYEeCKan ANCTPMObIOTOPCKAn NIoLWaaKa B

MoamockoBbe ¢ accopTumeHTom 6000 SKU
(cknapckan ednHMLA, HAXOAALWAACA Ha Xpa-
HeHun. — MNpuMm. pea.), C He€ nayT oTrpy3Ku
no Mockee, MockoBckoli obnactu n LIOO.
B 6onbluelt ke CTeneHn BCe permoHasnbHble
anTeku paboTaloT C HaLMOHaNbHLIMU UCTPU-
ObloTOpPaMU NEKAPCTBEHHbIX CpeacTs. OoLwuin
ACCOPTMMEHT Yy HaC B CETV HaCUUTbIBaAET bonee
120 000 HaumeHOBaHWI.

- CKo/bKo 8peMeHU 8 cpedHeM 3aHUMaem
yeno4yka om 3aseKu 00 8bIx00ad 8 npubbIIL?
Om KaKux ¢pakmopoe 3asucum smom ne-
puoo?

— Touka 6e3ybbITOuHOCTU dUKCHMpyeTCs,
KaK NpaBuio, yxe yepes 2-3 mecAua ¢ Mo-
MEHTa OTKPbITWA anTeku. MprmepHo Yepes
8-12 mecALEeB BNOXeHNA OKynatoTcs, busHec
HauvHaeT NPUHOCUTb NPUbLINL. [NaBHOe
34ecb — yaayHas Jlokauus ¢ Xxopoluel npo-
XOAVMOCTbI0, XOPOLLUUNIA aCCOPTUMEHT U HU3-
Kue 3aKyrnouHble LeHbl. [lepBoe — ¢ KNneHTa,

BTOpPOE 1 TpeTbe Mbl MPefoCcTaBAAeM caMmu
ONnA CBOMX NapTHEPOB!

- Kak ocywyecmensemcsa kKoHmposno 3a
coomeemcmeuem Kayecmaa npedocmas-
NiseMbIX ycay2 eawumu ¢ppanyaiisu-napm-
Hépamu?

- Hawm TepputopuanbHbie 1 permoHasnb-
Hble MeHeaXXepbl KOHTPONMpPYT paboTy
anTeKk B COOTBETCTBUM CO CTaHAAPTaMM CeTU.
OHWV Bble3XaloT B anTeKu, aHanmn3npyoT 3KO-
HOMMYECKMe NoKa3aTenn paboTbl anTekn 1
COTPYAHVKOB, AAOT PeKOMeHAaL MK Mo accop-
TVMEHTHOMY MIaHVPOBAHUIO, MO LLeHOO06-
pa3oBaHuio. Mpr HeobxoaMMOCTH NPoBOAAT
poTauuio acCopTUMEHTa.

Take cneynanucTbl OTAeNA aHANIUTUKA
1 KOHTPONSA LLeHO06pa3oBaHUA exxefHEeBHO
oTC/eXunBatoT GopMMpPOBaHME LIEHOBO MO-
NIUTVIKA B anTeKax Hallen CeTu 1 aHanm3mpyoT
KOHKYPEHTHYI0 Cpefly B KaXOM PervoHe, rae
NPUCYTCTBYIOT HALLW anTeKu.

Xouy noguyepKHyTb, YTO Mbl MaKCUManbHO
nogaeprBaem CBOVX NapTHEPOB Ha BCex
YPOBHSAX: OPUANYECKOM, GHAHCOBOM, afMui-
HUCTPATUBHOM, OpPraH13aLuoOHHOM.

- Kakue yenu ebl cmagume e pazeumuu
HanpaeseHusa ¢ppaHyalisuHza Ha 6.1u-
Xaliwue 200b1?

- KoHeuHo, Mbl XOTUM 1 6ygem pa3Bu-
BaTbCs. HO, Kak roBOpuUTCA, €C/i XoYellb
HacmewnTb bora, pacckakm emy o cBOUX
nnaHax. [lo3ToMy rnaBHbIM NPYOPUTETOM
I8 HaC ABNATCA NoAAep»KKa NapTHEPOB,
co3[aHune HafEXHbIX Y BbIFTOAHbIX YCNO-
BUI ANA pa3BuTuA nx 6usHeca. My Hac ato
NnoslyyaeTcs: CerofHa MHOTMe Hawu gen-
CTBYIOLLME NAPTHEPDI OTKPBIBAIOT HE OfHY,
a AiBe, TpU, YeTbipe UKW Aaxe NATb anTek Nog
Hawmm 6peHaoM. A 3TO 3HAUWT, YTO CO3AaH-
Has HaMK cucTema No3BosseT pa3BuBaThb U
MacwTabrpoBaTb GU3HEC 1 NonyvaTb CTa-
6unbHYyt0 NpubbIb 6e3 pucka.
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ALEXEY

CHECHENKOV:

WE OPEN

ccording to RBC's ranking of the top 50 most in-demand franchises in Russia, the federal pharmacy chain SOVIET

PHARMACY is confidently leading the top 20: in 2021 it ranked 15th, having risen from 19th in 2020. The SOVIET
PHARMACY franchise proved to be a sustainable and profitable business during the pandemic and remains in demand by
investors in 2022. Today there are more than 600 brand pharmacies in 186 cities in Russia, covering 78 regions of the country.
We talk to Alexey Chechenkov, the owner and founder of SOVIET PHARMACY, about how to buy a franchise and become
a partner.

- When did the SOVIET PHARMACY
project started? Was it originally focused on
franchising or was the idea of franchising
invented later?

— The SOVIET PHARMACY brand was
created in 2015. Initially, the project was
a classic pharmacy chain with retail outlets
in Moscow and the Moscow region, as well
as online drug reservations on the website.

Later on, all open retail outlets were bought
out by existing franchisee partners, as all the
pharmacies were very profitable. Having
a well-established business model, it was
decided to subsequently apply the franchise
model and scale with the franchise already
throughout Russia.

In the first 3 months the demand was such
a rush that we sold 27 franchises at once. In
2 months, pharmacies were already working
in 18 regions of the country. More than 90%
of them are still working!

- What are the specifics of a pharmacy
franchise, are there differences from, for
example, a bakery or a hairdresser’s?

- Of course there are. And there are
many such differences. On the one hand,
it is a licensed business, which is partially
controlled by the state in the pricing segment.
And the staff has to have special training,
which means you can’t hire a person just
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because you like him or you appreciate his
business qualities. On the other hand, the
pharmacy business is not subject to any crises
or seasonality in terms of falling profits, rather
the opposite, the recent pandemic showed that
the demand for drugs can grow many times
over. In addition, pharmacies are an easily
scalable business in almost any region. Among
the pluses is also the maximum automation
of all business processes, from generating
requests for medications from suppliers to
online delivery of medications to the customer.

Today, without any false modesty, we can say
that due to SOVIET PHARMACY franchise
pharmacy business has become accessible to
almost all entrepreneurs. Not so long ago, this
type of business had a high entry threshold -
both from a financial point of view and because
of the need to have specialized and professional
skills, and, accordingly, only large and
experienced players could afford to enter it. Now,
virtually anyone can open his own pharmacy, if
his starting position meets the requirements and
standards of SOVIET PHARMACY network
and the pharmaceutical industry as a whole. Our
franchise business model has been worked out
to the smallest detail, and all sorts of risks in it
are practically reduced to zero.

- What, besides the desire to buy
a franchise and the means to do it, should

your future partner have, and how much
money do you need?

- Of course, in addition to the goal of
making a profit from the sale of medicines
in pharmacies, the entrepreneur must have
a demand for development, a desire and ability
to invest in the business not only financially,
but also his time. It is desirable that the future
partner has managerial experience, because
you will have to work with the staff.

However, we have created such conditions
for our potential partners that knowledge
of the details and nuances of pharmacy
business is optional. Among our partners
there are many pharmacists who have bought
a franchise from us, opened a pharmacy and
work for themselves, as well as unrelated to
this sector investors who have decided to
diversify their business.

In terms of funds, the investment is from 2
million rubles per pharmacy.

- What happens after an entrepreneur has
decided to cooperate? Where should he apply?

- On our website https://apteka-franshiza.ru
the client has to fill in a pre-application form to
open a pharmacy under the brand of SOVIET
PHARMACY Federal Pharmacy Chain. Then
the client receives a questionnaire and a set of
documents for the conditions of opening the
pharmacy. We look through the application of
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the potential partner within 3 working days,
take a preliminary decision and inform the
applicant about it.

In case of positive decision, the sample
contract of commercial concession is sent to
the potential partner for acquaintance. Then
our experts hold a selection and competitive
analysis of the premises for the future
pharmacy, analyze the legal documentation on
the premises (lease or property documents),
carry out registration of the legal entity -
SOVIET PHARMACY Ltd.

Then the partner approves the budget,
signs the contract and makes settlements
in accordance with the approved payment
schedule: for the licensing procedure,
delivery of medical equipment, installation
of automated systems and training in working
with the software. We also carry out service
maintenance of the software and provide
branding products.

Next, the partner receives a design project
and a plan for the arrangement of commercial
and medical equipment for the future
pharmacy. Finally, the next stage this is filling
of the goods in accordance with the approved
product range matrix for the whole SOVIET
PHARMACY chain.

Together with our manager we also work
out a program of celebratory opening of the
new retail outlet.

At the end of all the preparatory work,
the manager performs a final audit of the
compliance with all the rules and regulations
according to the SOVIET PHARMACY
corporate identity and an acceptance and
opening act for the new store (drugstore).

For all these actions, we give a maximum
of two months - that is, we open a turn-key
pharmacy for our customers in 60 days!

- Does your company also supply
medicines?

- We have our own pharmaceutical
distribution platform in the Moscow area
with 6000 SKU (storage unit in warehouse),
from which we supply drugs to Moscow, the
Moscow Region and the Central Federal
District. To a greater extent, all regional
pharmacies work with national drug

B HALLMX ANTEKAX
LIEHbI HA IEKAPCTBA

PECYNIUPYET
rOCYAAPCTBO!

distributors. The total assortment in our
network amounts to more than 120,000 items.

- How long does the process take, from
application to profitability? On what factors
does this period depend?

- Asarule, it takes 2-3 months from the
moment a pharmacy opens to turn a profit.
After about 8-12 months the investment pays
off, and the business begins to make a profit.
The main thing here is a good location with
good traffic, a good assortment and low
purchase prices. The first - from the client,
the second and third we provide ourselves for
our partners!

i
i

- How do your franchise partners monitor
the quality of their services?

- Our territorial and regional managers
monitor pharmacies for compliance with network
standards. They travel to pharmacies, analyze the
economic performance of the pharmacy and
employees, give recommendations on assortment
planning, pricing. If necessary, they carry out
rotation of assortment.

In addition, analysts and pricing control
specialists on a daily basis monitor our
pricing policies and analyze the competitive
environment in each region where our
pharmacies operate.

I want to emphasize that we support our
partners as much as possible on all levels: legal,
financial, administrative and organizational.

- What goals do you have for the
development of franchising in the coming
years?

- Of course, we want to and will continue to
develop. But, as they say, if you want to make
God laugh, tell him about your plans. Therefore,
our main priority is to support our partners and
create reliable and profitable conditions for their
business development. And we do it well - today
many of our existing partners open not one but
two, three, four or even five pharmacies under our
brand. This means that we have created a system
that allows you to develop and scale your business
and get a stable profit without risk.




MUSIC CLUB.

TBOPYECTBO KAK BU3HEC

M CTOpUA MUPOBOIi KyNbTYpbl BHYLIAET HaM CTePeOoTHN, YTO TBOPYECTBO M NPUGLIND
HecoBMeCTUMbI. A coBpeMeHHoe 06ecTBO y6exaaet, 6yaTo o6pasoBaHue —
[OTaLMOHHDII cermeHT 3KoHoMuKM. Music Club pewuntenbHo onpoBepraet aTn
npeacTaBneHns, co3AaB GppaHLIKM3Y BbICOKOPEHTaOENbHBIX LKOA My3bIKW ANA B3POCbIX
CHEBbICOKUM G1OKeTOM OTKPbITUA U CPOKOM OKyNaeMoCT! MeHblLe roga.

B 2015 roay BbINyCKHUKN [HecuHKM Baye-
cnaB banakupes, Cepreit ApaHacbes 1 Cepren
lpuropbes peLunnm ycTparBaTtb My3blKasbHble
Iem-celweHbl B MapburHo Polue, B 3gaHun
obiBwen pabpuku. CBoboaHan atmocdepa
IXKEMOB npurnaliaeT Kaxaoro yyacTHuKa
BEUEPUHKU K YYacTUIO B MMNPOBM3ALNN.
Tak Apy3bA BbIABWUAN OFPOMHbIV CKPbITbIN
cnpoc ny6nukn Ha obyyeHrie My3blKanbHbIM
HaBblKaM: A CTany MacCoBO obpaLlaTbca
c npocb6amm 06 ypokax BoKasna 1 Urpbl Ha
My3bIKaJIbHbIX MIHCTPYMEHTaX. 9TO U CTano Mo-
MeHTOM co3faHus Music Club - ceTn kommep-
YeCKUX My3blKanbHbIX LIKOM ANA B3POCIIbIX,
roe yxe 6onee 3000 yenioBeK exemecA4YHO
ynyyLaeT CBOW HaBbIKWU MEHUA, Urpbl HA FTa-
pe, popTenuaHo n 6apabaHax. brsHec Music
Club cerogHs — 310 15 WKON No BCEW CTpa-
He, B TOM umncie AeBATb GpaHYa3UHIOBbIX.
B nnaHax Music Club - pacwmpeHue cetn 3a
onvxanwnin rog fo 50 ¢punmanos, cosgaHve
Ccob6CTBEHHOW KOpNOpaTMBHOW akagemuu,
MapKeTnnenca Mmy3sblkanbHblX TOBapPOB U
IT-nnatdopmbl.

O nnaHax ganbHenwero pa3sutra Music
Club Kak HaumoHanbHol GppaHYai3UHIOBOW
CeTU paccKasblBaeT COOCHOBATESb U onepauy-
OHHbIV AMpeKTOp WKonbl BAyecnas banaknpes.

- Bayecnas, kKmo ce200HA MOXKem cmame
sawum ¢hpaHyaiisu-napmHeépom u 20e Hau-
60/1€e 8b1200HO OMKPbIBAMb MY3bIKA/IbHYIO
wKony no eaweli ¢ppaHwiuze?

- MaptHépom Music Club moxeT cTaTb Nto-
6011 NpegnprHYMaTesb, BaM COBEPLUEHHO
Heo6s3aTeNlbHO MMeTb My3blKaslbHOe 06-
pa3oBaHue. Haw ¢paHYan3nHrosblin nakeTt
chopMUpoBaH Tak, UTo6bl OTKPBITb KNy6 Mor
NaXke HaunHaoWwmn 6usHecmeH. CerogHs Mbl
npennaraem iBa BapuaHTta BefieHuns 6usHe-
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TKPOWTE CBOO LLIKOAY
My3blKM 33 ABa Mecsua C
eXeMeCa4YHON NpUBLIILI OT

250 000 py6. 1 CUJIbHOW NOoA-
[EPXKKOW NPOpECCUOHANTbHOM
ynpasastoLer KomnaHum!

ca: AnA aKTUBHOTO YNPaBAIOLLEro NAPTHEPaA,
KOTOPbIN CaM HAaCTPOEH BeCTV Aena, uin ana
4yncTo GMHAHCOBOTO MHBECTOPA, KOTOPOro
MHTepecyeT NacCBHbIN JOXOA OT LUKOJIbI.
3anpocbl 1 0XMAAHUA NOTEHLMANbHOMO NapT-
HEpa Mbl BbIAICHAEM Cpa3y, Ha 3Tarne NepBoro
cobecefoBaHUsA, N peanvsyem Ty MOAeNb,
KoTopas ero ycTpauBaert.

Ecnu napTHép 3anHTepecoBaH B MNOJIHOM
BOBJIEYUEHUN B ief10 — ngeanbHo. Ecnu xe
Bbl HE XOTMTE NINLIHUX 3a60T, HO y Bac ecTb
CpefcTBa U KenaHve noJslyyaTb NacCUBHbIN
[10X0A, TO Mbl 6epéM Ha cebsl BCIO OTBETCTBEH-
HOCTb, opMMpyeM yNpaBstoLLy0 KOMaHAay,
3aHMMaeMmcA Ballm o6beKToM camu. B Ha-
LWel NpakTUKe 6bIBaNo 1 Takoe, YTO CHavana
NapTHEpP cam HauMHan 3aHMMaTbCA Kybom, a
BMOCNeACTBUM NepefaBan yrpasfieHne HaM.
PasymeeTcs, ycnoBums cOTpyaHMYECTBA B ABYX
CLeHapuAX HECKOJNIbKO OT/INYAIOTCA.

Music Club MoXxHo yBepeHHO OTKpbIBaTb
npakTU4yeckn B Nobom apeane NpoxnBa-
Hua 200-250 Tobic. XXutenen. B uenom page
ropoAoB-MUIJIMOHHUKOB Mbl CPa3y MiaHu-
pyeMm OTKpbITe HEeCKOMNbKUX WKOos. Mbl noka
¢dopmanbHO He Ha3blBaeM 3TO MacTep-dpaH-
LUIN30W, KOrAa NapTHEPOM BbIKyMNaeTcsa Moj
Koy Lenvkom pervoH. Ho npu 3anpoce Ha
OTKpPbITVE HOBOI NIOKaLMy B TOM ropope,
roe yxe ectb napTHépckmint Music Club, mbl

Bsauecnae banakupes, Cepzeti AgpaHacves,
Cepzeli [puzopbes

06A3aTeNIbHO COBETYEMCSA C AENCTBYIOLMM
dpaHyan3n-NnapTHEPOM, y HErO BCEraa ecTb,
UTO Ha3bIBAETCA, «MPABO NePBON PyKu». Hawe
Kpe[o — Mbl JO/XHbI 6bITb B MEPBYIO Ouepesb
Ha CTOPOHE HaLLEro AeiCTBYIOLEro NapTHEpa.

- Moyemy ypoKu mMy3bIKU nos1b3ylomcs
makum cnpocom?

— EcTb oBa oTBeTa. [1epBbiil — U3Hb B Me-
ranosnuce u cTpecc, 6e3ycsioBHo, bopmMupytoT
y B3pOC/IOro YyenoBeka Bcé 60bLunii cnpoc
Ha NPaKTVKN NePCOHANbHOIO PasBUTUSA, B TOM
yuncsie Ha 3aHATWA My3bIKOA, 3TO r106asnbHbIN
mMeraTpeHs. Bropon oTBeT — Hal KopnopaTmBe-
Hbl. OfHVIM 13 CUMBbHDBIX MPeMYLLECTB GppaH-
wm3bl Music Club siBnaeTca mowHas cuctema
ANIXKMTan-mapKeTuHra, bnarogaps Kotopon
B HaLUW LUKOJIbl MPUXOAAT ThICAUN HOBbIX K/U-
€HTOB eXXemMecCsAYHo. 3a fgonrve rogbl paboTbl
Mbl HaflAZWIIN TaKyto CUCTEMY, KOTOpas NO3BO-
NIAeT KaXaomy Hallemy dpaHyansm-napTHe-
py BbIBOAWTL CBOIO LLKOJY B ONepaLOHHY0
NprbbIIb yXe C NepBOro KBapTana paboTbl.

- CKo/IbKO cmoum (hpaHwiu3a u KaKkoebl
cpoku okynaemocmu?

— DTV nokasaTtenu, KOHeYHo, 3aBUCAT OT
pa3mepoB ropoga v knyba. Ecnv He6onbLion
Kny6, TO NaywanbHbI B3HOC COCTaBnsAeT
500 TbIC. py6., @ UHBECTULUN B OTKPbITHE —
otT 1 mnH py6. MNpu popmate Middle B3HOC -
750 TbiC. py6., HBECTULMM — OKONO 1,5 MNTH
py6. A npu oTKpbITUM drarMaHCKoro Knyba —
1 MAH py6. B3HOCa 1 2-2,5 MITH py6. BO3MOX-
HbIX UHBECTULMIA. Mbl OUeHb TPENeTHO OT-
HOCKMCS K AeHbram NapTHEPOB, CTapaemcs
MUHVMM3UPOBATb BCE CTAPTOBBIE N3LEPKKU.
JlyuLe BNOXUTb AeHbI BO BTOPOCTENEHHbIE
BeLLM, Y>Ke Korfa Kiy6 cTapToBarn 1 CTan onepa-
LIOHHO peHTabesnbHbIM. OpreHTrpyem napT-
HEPOB Ha OTKPbITVE B MAKCUMASIbHO FOTOBbIX
rnomellLeHunsx, 6e3 cepbE3HbIX MHBECTULNIA B
pPeMOHT. Halwmm KnneHTamM BaXkHbl, Npexzae
BCEro, KaueCTBO My3blKaJIbHOTO SKCMNPUEHCa,
TEXHOJOrU 3BYKOV30MALMHN, 3BYKOMOIIOLLe-
HWA, KaYeCTBO MHCTPYMEHTOB U NPernofaBaHus.

Cpoku okynaemocTtu dbunmnana BapbupyioT-
¢ 0T 6 oo 10 mecaues. YTobbl oTKpbITb Music
Club, noTpebyeTca npymepHO ABa MecALa, a
[AOXOAHOCTb COCTaBMT OT 250 ThiC. py6. exe-
MeCAYHO.

- Ymo nonyyaem ¢ppanyatiizu-napmuHép
om eac, nomumo 6penoa?

- B nepByto ouepeab 310 NpefocTasne-
HMe BCero rnakeTta JOKYMEHTOB, KacaloLumxca
npeanpuHYMaTenbCcKoro npogykTa. Ins Hac
BaXKHO, YTOObI MAPTHEPDI HE MPOCTO MOAYUNNN
6U3Hec-mMopfesib, @ MOV CPasy BHUKHYTb BO
BCe fleTanu npouecca. K kaxgaomy napTHEpy
Mbl MPUKPenisieM NepCoHanbHOro MeHeaKe-
pa, KOTOpPbIl COMPOBOXAET €ro C MOMEHTa
3anycka ¢paHLWm3bl, CeguT 3a ynydlleHrem
KauecTBa paboTbl 1 yBenmyeHnem GprHaHCOBbIX
nokasarenen. Pewwatoliee 3HaueHve pna cTapTa
KaXK[oMW LKOJSIbl UMEIOT NepBble Hefenu B3au-
MOZEeNCTBMA NAaPTHEPA C HaLen «KOMaHLOoN



OTKpbITUA» — gecaHtom Music Club, KoTopbiii
romoraeT BaMm C 3aryckom 613Heca Ha mecTe.
Mbl nomoraem B nog6ope nomelueHus, 3a-
Kyrnke 060opynoBaHus, HaiMe nepcoHana — 1
ynpasneHLeB, 1 negaroros. OfHW anropuTmbl
paboTbl U METOANYKM — A1 MEHEIPKMEHTA,
apyrvie — ana npenopasateneit. Mbl 065s3a-
Hbl NepeaaTb /OO Halleln perMoHanbHom
KomaHge ¢unocoduio Music Club: niogn
npuxoaAT K HaM 3a ApafiBOM, 32 Xapu3MoW,
3a MMpOoBKM3aLel, 3a KiybHo aTmocdepor,
3a TYCOBKOW. 3a «yyluen Bepcueii cebay. Mbl
yaensiem 60nbluoe BHMMaHWe perynspHbIM
OTUETHBIM KOHLIepTaM, KOTOPble MPOXOAAT, Kak
NpaBwuo, B ropoACKUX HOUHBIX KNybax, 1 3To
[OJKHBbI ObITb KNacCHbIe LY, MYCTb U BbICTY-
natT NobrTenn, Hawm BYepaLLHNE YYEHVKN.
Halua kntoueBasi 3aaaua Ha GnvKaniLLni rog —
cobpaTb BCe 3TV NPOAYKTbI B AEATENIbHOCTb Ha-
LLIel KOPMNOPaTVBHON akagemum, Kotopas byaet
Ha NOCTOSHHOW OCHOBE YUWTb 1 YrNpaBneHye-
CKWI, N TBOPYECKNIA NEPCOHAN HaLMX Grnnanos
BeaeHuto fen no ctangapTtam Music Club.

TO He 3HauWT, YTO ANA Nefarora Uiv MeHe-
[Kepa Cy»KaeTcA MPOCTPAHCTBO AJiA TBOpYe-
CTBa, HA06oPOT. Ho 6a30BbIN ypOBEHDb NONY-
YaeMmblIX KNMeHToM obpa3oBaTesbHbIX YCyr
[OJMKeH COOTBETCTBOBATb ACHBIM TpeboBaHN-
AIM HE3aBUCMMO OT TOTO, Fie OH 3aHVMAEeTCs: B
Mockse nu, B Kanyre nnu B Tomcke.

BakHbIN ceityac BOMPOC s JIt0OOW LWKOSbI
B CETV — nMporeHepaums u npogaxu. Ha crap-
Te 6r3Heca Mbl obecneyrBaem napTHéEpPY 100
nepBbiX 3aABOK Ha 06yUYeHVe 1 exxeMecsYHO
rnomoraem BeCTU 3TOT YyBCTBUTENbHbIN ANA
6U3Heca BOMPOC TEXHONOTNAMY HALLEro au-
IKuTan-otgena.

EWwé oanH cywecTBeHHbIN acneKkT — 3To
NoAKItoUYeHMe BCex NMapTHEPOB K HaLLen BHY-
TpeHHen [T-cncteme, NO3BONAOLLEN B peXxnme
pearnbHOro BpemMeHw BUAETb BCE KItoUeBble Mo-
Ka3saTenu 6msHeca. Booblue, pa3BuTtre Hanpas-
nexna IT anA Hac ype3BblyaHO BaXkHO. Hawa
CTpaTermyeckas 3agaya — passutre Music Club,
no cyTu, Kak IT-nnatdopmsbl, KoTopas 3aHMMa-
€TCA PbIHKOM My3blKasibHOrO 06pa3oBaHUs.

- Kak ebl KoHmponupyeme kayecmeo
npedocmasnsaemMbix ycjy2 caoux ppaH-
yatsu?

- [NoKa Mbl Meem BO3MOXXHOCTb 3aHUMATbCA
UX Pa3BUTMEM NMPAKTUYECKU BPYUHYIO B MOCTO-
AHHOM pexunme. Pa3 B MecsL, Mbl OpraHun3yem
6V13HEeC-PeBbIO C KaXKOW LUKOMON, yaenss BHU-
MaHVie OCHOBHbIM MOKa3aTesiaiM NpeanpuaTys,
pednekcmpyem npoLlefnii MecsaL, 1 fenaem
oundpoBaHHbI MaH Ha byywunia. Tekywme
BOMPOCHI pa3bupaem Ha exxeHefenbHbIX
yeKanax: Npofau, oXoAbl, pacxoabl, Map-
KETUHT, KIMEHTCKas y0BIETBOPEHHOCTb U
npouvee — HECKOJIbKO AECATKOB MoKa3saTenen,
KOTOpble JOCTYMHbI OHNaliH 6rarofapa Hallen
IT-cucteme. besycnosHo, korga 6yaet He 15,
a 50 ¢punmanos, py4yHOro CONpPoOBOXKAEHUA C
Halle CTOPOHbI CTAaHET MeHblLe, BCE boree
pewaoLyto ponb 6yayT urpats [T-nnatdopma,
aKalemuisi, CrcTema CTMYJIOB [/ MapTHEPOB.

OMY MOAXOANT GpaHLLK3a
Music Club:
npeanpuHUuMaTensm chepobl
yCnyr;
cneumanmcTam, yuie
e EVLYES
OUHAHCOBbLIM MHBECTOPAM B

Lm

KaQ4ecTBe a/lbTEPHATUBLI
PbIHKAM aKLMA

M obanraumm;
MY3bIKaHTaM 1
NpenoaaBaTensiM My3biku;
HaYMHaOLLMM
BU3HECMEHAM.

- Ymo 3a cucmema cmumynos?

— CTUMY”bl BOMKHbI 6bITb NPOCTBIMU 1
CUNbHbIMU. KaKoB MHTerpanbHbIn NoKasa-
Tenb KayecTBa paboTbl noboro dunmana Ha-
wein cetn? besycnosHo, 310 KO3bdULMEHT
BO3BpaTa K/IMEHTOB, MPOLEHT 3aKJIlUeHns
NMOBTOPHbIX KOHTPAKTOB TEMU, Yell Kypc 3a-
BEPLUEH. B HEM KBMHT3CCEHLMA BCel paboTbl
Kny6a: HaurHasA oT MeHeXXepa Ha pecernLieHe
1 neparora 1 3akaHYMBasa KauecTBOM OTUET-
HOro KOHUepTa 1 paboTol KNNHMHra. Mol
pewwnnu, 4to 6yfem CyLecTBEHHO CHUXKaTb
posntu Music Club ans napTHEpoB, y KOTO-

PEMMYLLECTBA

®PAHLLN3DI

MUSIC CLUB:
— MaKCVManbHas OpmeHTaLms
Ha B13HEC-MHTEepeChl NapTHEPa;
— GaHaTUYHOE BHUMAHME K

0bpasoBaTenbLHOMY MPOAYKTY,
— YHUKaNbHaa KoMaHaa U
A/ITOPUTMbI NOALEPXKKM
MapTHEPCKOro bu3Heca;

— BbICOKas peHTabenbHOCTb U
penyTaLns 6peHaa.

NCTOPUN YCTIEXA

pbIx K03 PULUMEHT BO3BpaTa KIMEHTOB Bbl-
COK, V1 MOBBILLIATb — AJ1S TEX, Y KOTO OH HU30K.
Mbl - ynbTpanpaBas, NpeanpuHUMaTeNibCKu
OpVrieHTPOBaHHas dpaHLwm3a. Hawww nydwme
NapTHEPbI AOMKHbI GOraTeTb, B TOM yMcie ans
TOro, UTOObI OTKPbIBATb HOBbIE LIKOJIbI C HAMU.

- B c8A3U ¢ CAHKYUOHHbIMU O2paHUYeHU-
Amu 2022 200a He uchbimoieaeme /U 8bl
npo6sem c nocmasKkamu My3bIKAJ1bHO20
obopyodoeaHus?

- Her, ons Hac 310 He npobnema. Hac Bnosn-
He yCTpauBaeT KaueCcTBEHHOe 06opyfoBaHMe,
KOTOpOe NPOon3BOAAT B a3NATCKUX CTPaHaXx,

3TOro pblHKa 6onee yem JOCTaTOUHO ANA CeTh
Music Club.

- Kakoeol nnaHel pazeumusa cemu Music
Club Ha 6nuxatiwee spema?

- Mbl poBegém KONMYECTBO HalUX
WwKon Ao 50 egnHuL 3a GVIXKAMLWWIA rof U
60JbLUVMHCTBO HOBbIX OTKPOEM MO MOAeNu
¢dpaHwm3bl. Byaem npucyTcTBoBaTth BO BCeX
ropofax-MmUNIMOHHNKAX, B 60NbLINHCTBE
NONYMUINIMOHHNKOB 11 HEKOTOPbIX Cbipbe-
BbIX CTONIMLAX C BbICOKMM NOTPeOUTENbCKAM
cnpocoMm. [1ns 3Toro B CpeaHeMm nnaHmpyem
OTKpPbIBaTb MO 3-5 HOBbIX TOYEK eXKeEMeCAYHO.

MapannenbHo paboTaem Ham co3gaHvem
CBOEro ToBapHoro mapketnnenca. Corna-
cuTech, 50+ Kny6oB 1 10-15 TbiC. KNMEHTOB
eXXeMecAYHO — Hernoxasa MHGpacTpyKTypa
ONA NPOoAaXxm My3blKasibHbIX TOBapoB. 31O
BOCTPe6OBAHO AOBEPAIOWMMY HAM KITMEH-
Tamu, 1 3TO JOMOJIHUTENbHAA PeHTabeNbHOCTb
ans déunmnanos.

C TOUKM 3peHUs HaLlel BHYTPeHHel UHpa-
CTPYKTYpPbI — 3TO [1Ba MeranpoekTa, KoTopble
Mbl BeJéM MOCTOAHHO: KOPNOpaTUBHasA aKa-
gemusa Music Club gna obyueHus napTHEpoB
6U3Hecy 1 My3blKe 1 pa3BUTe COOCTBEHHON
IT-nnatdopmbl.

Ho rnaBHoOe - He TepATb ApaliBa 3a 3TUMH
npoueaypamu. Ml KnneHTbl, n 6M3Hec-napT-
HEpPbI NPUXOAAT K HaM 3a ApariBOM.
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In 2015, Gnesinka graduates Vyacheslav
Balakirev, Sergey Afanasyev and Sergey
Grigoryev decided to hold music jam sessions
in Maryina Roscha, in the building of a former
factory. The free atmosphere of jams invites
every particirpant of the party to take part
in improvisation. So the friends discovered
a huge latent public demand for music
education - people in mass started asking
for vocal and instrumental lessons. This led
to the foundation of Music Club, a network
of commercial music schools for adults, with
around 3000 people learning to sing, play
guitar, piano and drums on a monthly basis.
Today, the Music Club business comprises
15 schools nationwide, including 9 franchisees.
Music Club plans to expand its network to
50 branches over the next year, as well as create
its own corporate Academy, a marketplace for
music merchandise and an IT platform.

Vyacheslav Balakirev, Co-founder and
Operating Director of Music Club, talks about
plans for further development of the Music
Club as a national franchise network.

- Mr. Balakirev, who can become your
franchisee-partner today, and where is it the
most profitable to open a music school under
your franchise?

- Any entrepreneur can become a partner
of the Music Club; you don’t have to have
a musical education at all. Our franchise
package is designed so that even a novice
businessman can open a club. Today we offer
two options for doing business: for the active
managing partner who is interested in running
the business on her/his own; or for the purely
financial investor who is interested in passive
income from the school. We clarify the needs
and expectations of the potential partner at
the first interview and implement the model
that suits him or her the best.

If the partner is interested in being fully
involved in the business, it is an ideal case.
If you don’t want to worry too much, but you
have the means and desire to receive passive
income, then we take full responsibility on
ourselves, we form a management team and
we take care of your property ourselves. It
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than a year.

he history of world culture instills in us the

stereotype that art and profit are incompatible.
And modern society is persuaded that education is
a subsidized segment of the economy. Music Club
strongly refutes these beliefs by creating a franchise
of highly profitable music schools for adults with
alow opening budget and a payback period of less

MUSIC CLUB.
N ART AS BUSINESS

happened in our practice that at first the
partner started to manage the club personally,
and later transferred the management to us. Of
course, the conditions of cooperation in the
two scenarios are slightly different.

You can open a Music Club virtually
anywhere in a 200-250 thousand population
area. In a number of cities with millions of
inhabitants, we plan to open several schools at
once. We formally call it a “master franchise”,
when a partner buys out the whole region on
a turnkey basis. But when were asked to open
a new location in a city where there’s already
a partner Music Club, we always consult with
the existing franchisee, who always has what’s
called the “right of first refusal”. Our credo is
that we have to be on the side of our existing
partner first and foremost.

- Why do music lessons enjoy such a high
demand?

— There are two answers. The first one is
that life in the city and stress certainly create
more and more demand amongst adults for
personal development practices, including
music lessons, which is a global megatrend.
The second answer is our corporate one. One
of the strongest advantages of the Music Club
franchise is its powerful digital marketing
system, thanks to which thousands of new
clients come to our schools monthly. Over
the years, we have established the system that
allows each of our franchisee partners to turn
their school into an operating profit as early
as the first quarter of the year.

- How much does a franchise cost and
what is the payback period?
— These figures, of course, depend on the

pen your own music
school in 2 months with
monthly profit from 250 ooo

rubles and strong support of
professional Management
Company!

size of the city and the club. If it’s a small club,
the franchise fee is 500 thousand roubles and
the investment starts at 1 million. If you open
a middle club, the fee is 750 thousand roubles
and the investment is about 1.5 million. If you
open a flagship club, the fee is 1 million and
the possible investment is 2-2.5 million. We
are very careful about our partners’ money
and try to minimize all startup costs. It
is better to invest money in minor things
once the club has been launched and has
become operationally profitable. We orient
our partners towards the opening of the club
in the most ready-made premises, without
serious investments in renovation. The quality
of the musical experience, soundproofing and
sound absorption technologies, as well as the
quality of the instruments and the teaching are
of prime importance for our clients.

The payback period for a branch varies
between 6 and 10 months; to open a Music
Club it will take approximately 2 months and
the return on investment will be from 250,000
roubles monthly.

- What does the franchisee partner receive
from you, apart from the brand?

- First and foremost, it is the provision of
the entire package of documents relating to
the entrepreneurial product. It is important to
us that our partners not just receive a business
model, but that they can get into all the details
of the process right away. Each partner is
assigned a personal manager who follows up
with them right from the start of the franchise
and monitors the improvement of the quality
of work and the increase in financial figures.
The first weeks of interaction between the
partner and our “opening team” — the Music
Club team - are decisive for the start-up of
each school, supporting you with the launch
of the business on the spot.

We help in choosing premises, buying
equipment, hiring staff - both managers
and pedagogues. Some work algorithms and
manuals are for the management; others
are for the teachers. We are committed to
transfer the Music Club philosophy to every
team in our region: people come to us to get



some drive, charisma, improvisation, a club
atmosphere, a good vibe, a good time. To “get
the best version of themselves”. We pay a lot
of attention to regular report concerts, which
usually take place in city nightclubs, and these
have to be great shows, even though they are
performed by amateurs, our yesterday’s pupils.

Our key task for the coming year is to
integrate these products into the activities
of our corporate Academy, which will teach
both the managerial and the creative staff in
our branches how to run their businesses
according to Music Club standards on day-
today basis.

This doesn’t mean that there is limited room
for creativity for the educator or the manager;
quite the contrary. But the basic level of the
teaching services the client receives has to
meet clear requirements, regardless of whether

hois the Music Club

franchise suitable for?
Entrepreneursin the
service sector;
professionals who are
retired from
employment;

financial investors as an
alternative to stock and
bond markets;
musicians and music
teachers;
entrepreneurs entering
the business world.

he or she works in Moscow, Kaluga, or Tomsk.

An important issue for any school in the
network right now is lead generation and sales.
At the start of the business, we provide the
partner with the first 100 training requests
and on a monthly basis we help them deal
with this sensitive business matter with the
help of our digital department.

Another significant aspect is the connection
of all partners to our internal IT system,
which makes it possible to see all key business
indicators in real time. Generally speaking,
the development of IT is extremely important
to us. Our strategic goal is to develop Music
Club essentially as an IT platform that deals
with the music education market.

- How do you monitor the quality of your
franchisees’ services?

- So far we have been able to develop
them continuously almost manually. Once
a month, we organize a business review
with each school, focusing on the main
indicators of the company, we analyse the
past month and make a digitized plan for the
future. Current issues are taken up in weekly
checkups: sales, revenues, costs, marketing,
customer satisfaction and more, just to name
a few dozen indicators which are accessible
online thanks to our IT system. Of course,
when there will be not 15 but 50 branches,
there will be less manual support from our
side and the IT platform, the Academy and
the system of incentives for partners will play
an increasingly decisive role.

- What is the incentive system?
— Incentives should be simple and strong.
What is the integral indicator of the quality of

nodsogei =
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DVANTAGES OF
THE MUSIC CLUB
FRANCHISE:
— maximum focus on the
business interests of the
partner;

— passionate attention to the
educational product;

— unique team and algorithms
to support the partner business;
— high profitability and brand
reputation.

any branch in our network? Certainly, it is the
customer return rate, the percentage of repeat
contracts by those whose course is completed.
It is the quintessence of all the club’s work,
from a front desk manager and a teacher to
the quality of the report concert and the work
of a cleaning service. We have decided that we
will significantly decrease Music Club royalties
for partners who have high customer return
ratios and increase them for those who have
low ones. We are an ultraright, business-
minded franchise. Our best partners need
to get rich, including in order to open new
schools with us.

- In view of the 2022 sanctions, do you
have any problems with the supply of musical
equipment?

- No, this is not a problem for us. We
are quite happy with highquality equipment
produced in Asian countries, and this market
is more than enough for the Music Club
network.

- What are your plans for developing the
Music Club network in the near future?

- We plan to reach 50 schools the next
year, and most of the new ones will open as
franchises. We will be present in all cities
with a population of millions, in most of the
semimillions, and in some of the resource
capitals with a high consumer demand. We
plan to open 3-5 new branches every month
on average.

At the same time, we develop our own
product marketplace. One should agree that
50+ clubs and 10-15 thousands of clients
monthly is not a bad infrastructure for selling
music products. It is demanded by customers
who trust us, and it is additional profitability
for the branches.

In terms of our internal infrastructure,
we have two megaprojects that we run on
an ongoing basis: a corporate Music Club
Academy for training partners in business
and music, and the development of our own
IT platform.

But the most important thing is not to waste
the drive in these procedures. Both clients and
business partners come to us for the drive.
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- EneHa, Kak Ha4uHasncs eau 6usHec, KaKk
npuwna udes e2o co30aHus?

- MpoeKT «ABTOHAHA» Hauancs B OKTs6pe
2014 roga. Al »xuna Toraa B HuxHem Hosropoge
1 3aHMManacb Jpyrum 613HeCoMm, HO 13-3a po-
CTa Kypca eBpoO BblHY/eHa Obla ero 3akpbIiTb.
Ha ToT MOMeHT A Obina B JeKPETHOM OTHYCKe,
cupena C ABYMA ManeHbKMU eTbMU-TNIOrof-
Kamu 1 Jymana o Kakom-nmbo HoBom busHece,
TaK Kak 3aHMMatocb nm ¢ 22 ner. [1pu aTtom y
MeHs Oblna NPUHLMNMaNbHasA NO3ULUA: A KNBY
B Poccum v xouy 3apabatbiaTb B py6onsx, noTo-
My UTO U3-3a 3TUX KonebaHUIn KypcoB Tbl Bcerga
UyBCTBYELLb Cebs KaK Ha MopoxoBoii 6ouke.

BbixoguTtb Ha paboTy B KauecTBe HAEMHOro
nepcoHana anaa MeHs Obl1 He BapuaHT, Tak
KaK Torga BO3HMKIM 6bl BOMPOCHI: KTO CMANT
C AieTbMMU, KTO X BO3UT Ha BCAKME 3aHATUA 1
Tak ganee. Al pelunna y3Hatb, Kak nocTynaioT
Zpyrve Mambl, 1 CTana usydatb «<Mamckre» $po-
pyMmbl. B oTBET Ha MeHs 06pyLLIMNICA NPOCTO
MOTOK Xanob 0 TOM, C KAKUMU CITOXHOCTAMU
CTasKMBAKOTCA POAMTENM B MEPEBO3KeE fAeTel.
fl Toraa NoHANa, YTo 3TOT CErMeHT BoOobLLe He
OXBaueH, 1 NPeAsoXunna BO3nTb JeTell: y MeHs
Obina xopolas kompopTabenbHas MawnHa,
XOpOLLUMe HOBble AeTCKuMe Kpecna. Yepes ase
HeAenv A NoLUa perncTpupoBaTb KOMMAHMIO 1
HaHMMaTb NepCoHar, MOTOMY UTo yxKe pursnye-
CKV He ycrieBasia MepeBo3nTb BCEX KEMAOLLUX.

BoT TaK A1 oTKpbIna 6r3Hec ¢ Hyns — 6e3 egu-
HOTO BJIOXEHMS. YKe Yepe3 HECKONIbKO Mecs-
LeB y Hac 661710 200 NOCTOAHHbIX KIMEHTOB,
BbICOKUI CPEAHUI YeK — OKOMo 22 TbiC. pyb.,
TaK KaK Ha TOT MOMEHT Mbl obecneumnBanu
TONbKO MECAYHOE COMPOBOXKAEHNE.
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- 38yyum, KoHe4Ho, haHmacmuyecku. Ho
4Ymo ebl pewiusiu 0enams oaneuie?

— [lanble mbl Kakoe-To Bpems paboTanu B
peXXnme aBpara: Mbl CTONIKHYNCb € Npobre-
MO, KOria yBeNMUeHme KonmuecTsa KImeHToB
TpeboBano CMMMETPUYHOIO YBENNYEHNA Nep-
COHana - BoguTenen, MeHeAXepoB, KOTopble
3aKJI0YaIoT OrOBOPbI, ANCMETYEPOB U TaK
nJanee. A 3To BfieKJ10 3a cO60l1 yMeHbLUeHre
npu6biy. JonycTum, KIMEHTOB CTano B [Ba
pasa 6onblue, a AeHer — Ha 15-20% MaKcMyMm.

Kpome Toro, ecnu B pacnncaHnm Yto-To MeHs-
JI0Cb, TO CPa3y BCe OCTasIbHbIE KIIMEHTbI 1 Noe3A-
K1 TOXKe CABUranuchb. Ml Mbl HEKOTOpOe Bpems
3aHVIMANUCh TEM, YTO «TYLLINN NOXKaP», «/1aTan
IbIpbl», KaK TOJIbKO OHM NOABAANNCH. [bITanuch
ABTOMATU3UPOBATh MPOLIECChI, UCMOMb30BaN
[UNS 3TOrO Pa3Hble cmcTembl: «BUTprKe», Hanpu-
Mep. Ho cunbHO Ham 3To He nomoraro.

B 2017 ropy A npriHAna pelieHne o Tom, 4To
HY>KHO MacLLTabMPOBATLCA 1 OTKPbIBATb HOBble
dunmanel. OgHako Korga y Tebs cembs, AeTU, TO
ye3xaTb B pyroi ropog Ha 1-2 mecsua, 4tobbl
OTKPbITb Gpunuan, — Tak cebe nctopus.

B 2018 rogy 6b110 peLleHo, YTO HaM HYX-
HO CO3[aTb COOCTBEHHOE MOGUNIbHOE NpU-
JIOXKEHVE N BMIOTHYIO 3aHATbCA Pa3BUTEM
3TON UCTOPUM B fPYrOM, HOBOM pervoHe.
EcTecTBEHHO, BO3MOXHOCTEN ANA pa3Bu-
TnA 6r3Heca 6onblue Bcero B MockBe, 1 Mbl
nepeexanu B CTONNLY BCEW CEMbEN — CTPOUTb
MaMuH 6UsHec (cmeémcs).

- Kak eac ecmpemuna cmonuya?
- Mbl Hayanu gonrunin NyTb pa3paboTkn
npunoxeHus. HasepHoe, 3a 3ToT Nnepuog

MPUNBbLITbHbIN
COUMANBbHbLIV BU3HEC
CANCTAHUWMOHHDBIM
YIHPABJTEHWEM

«ABTOHAHA» — 3TO CTPEMUTESILHO PaCTYLLA OM3HEC, KOTOPOMY He
MOMELLIANV HI NaHAEMUA, HU NPoUMe SKOHOMUYeCKNe Kpuincbl. CerogHa
KOMNaHWA aKTUBHO Pa3BUBAET HanpaBeHne (ppaHyaiinHra: ppaHLLmM3a
JLETCKOr0 TaKch «ABTOHAHA» C MOOUIBbHBIM NPUNOXKEHNEM — 3TO
YHUKaNbHbIIA NPOAYKT Ha PbIHKe, @ aBTOMATI3aLMA BCeX NPOLIeCCOB B
MPUNOXeEHNM NO3BONAET YNPaBAATb FOTOBbIM 6113HECOM U3 MH06OON TOYKM
3eMHOro Lwapa. 0 ZoCTUKeHNAX 1 NaHax KoMNaHUK Mbl becesyem ¢ eé
0CHOBaTeNbHuMLel 1 pykosoauTenem Enexoii KpacHosoli.

Mbl COBEPLUUIV BCE OWNOKM, KaKne TONbKO
MOXHO COBEpPLUNTb B TaKOM MNpoLecce: Hac
KnZanu Ha feHbru, pa3paboTurkm OTYasHHO
KOCAUYNNM, HNYErO TOJIKOBOTO He BbIXOAWO.
B 2019 rogy Mbl NpUHANK pelleHne cobpaTtb
CBOI KOMaHAy pa3paboTumnkos. U K mapTy
2020 ropa, akkypart K naHgemuu, Mol 6binv
roToBbl CTapTOBaTb. KOHeYHO, Toraa Hawa
nporpamMma 6bisia He TaKoW COBEPLUEHHON,
KakK CerofHs, Ho BC& PaBHO Y»Ke MOXXHO OblIo
OCTaBWTb 3aKa3 Ha BbI30B JETCKOro Takcu. Ho
TYT HauyaNMCb NIOKJAYHbI, BCeX feTel nocaan-
JIM NO JOMaM — HW LIKOJ, HW ceKkumin. M Ha aBa
MecsLa 613Hec NoNHOCTbIO BCTas. Ho 3T1a Bbl-
Hy>KAeHHaA nay3a NoABWria Hac Ha co3jaHune
MOJIHOLIEHHOrO arperaTopa, rae MOXHO OCTaB-
NIATb U CO6MpPaTH JItoOble 3aKasbl: pa3oBble, Mo
JoroBopy, 6e3 orpaHWYeHNss MUHVMMANIbHOTO
KonmyecTBa (BHayase 3ak/oyaTb JOrOBOp Ha
MeHee YeM BOCEMb Moe30K OblfIo SKOHOMU-
YeCKU HEBbLIFOHO).

Korpa nokgayH Obin CHAT, akTUBHOCTb
rnoesfokK Bo3pocsia B pasbl, Tem bonee yTo e3-
AVUTb B METPO NI0AN NEePBOe BPems onacanmcb.
W Mbl OKa3anucb y»e BO BCEOPYKUN — C YETKO
paboTalowymM NPUNoKeHEM, 3arpy3unsm ero
B App Store n Google Play. PelueHune macwra-
61pPOBaTbCA C UCMONb30BaHEM GpPaAHLIN3bI
6bIn0 NPUHATO B MapTe 2022 rofa, 1 Cnpoc
BO3HWUK Cpasy *e.

- EneHa, 8 4ém cekpem makozo cnpoca?
Ymo makozo yHUKanbHo20 8bl npednaza-
eme?

- [lymaio, yHMKanbHa cama Halla nges —
arperaums AByX yCnyr B cywecTByowem



dopmarte: UToObl HAHW BO3UNM AeTeNn. DTO
umBMAn3oBaHHana ycnyra XX| Beka 6e3 «ce-
PbiX» CXeM, NPOBEPEHHbDIV 1 6e30MnacHbIN
nepcoHan. K Tomy e Bam He NpuxoaunTca
TpaTUTb Ha 3TO AparoueHHoe Bpems. Mo
CyTW, CerogHs B 6ONbLINHCTBE CEMEl po-
AnTenn camu paboTatoT 6ecnnaTtHbIMKN BO-
AVTEeNAMU ANA CBOVX eTel, TepAs BaxKHOe
BpeMs, KOTOpoe OHW Morin 6bl NOTPaTUTb
Ha Kapbepy, 6u3Hec, xo66u 1 Tak ganee.
MHorve mambl He MOTYT OCPOYHO BbIATK
13 JeKpeTa, MOTOMY UTO He peLleHbl BOMpo-
Cbl IOTUCTUKN, OCOBEHHO 3TO aKTyaslbHO B
MHOTO[ETHbIX CEMbSX.

- Paccka)xume noopo6Hee, Kak paboma-
em sauw cepsuc?

- Hy cMoTpuTe: Bam HY»KHO, UTO6bI pebEHOK
KyZa-To noexan 6e3 conpoBoXaeHus B3poC-
noro. Bbl 3aKkntoyaeTe ¢ HAMKU JOroOBOp, CeN-
Yyac 3To COBCEM MPOCTO, B popmate odepTbl,
aBTOMATMYeCKM Ctofa NOAKIIIYAETCA CTPAXo-
BaHMe. 3aTeM K BaM B HY»KHOe BpeMms npues-
aeT «aBTOHAHA». OHa 3axoanT B oM, 6epét
pebéHKa 3a pyKy 1 BefléT ero «oT Bepu [0
ABepwu» — TyAa, KyAa BaM HYXHO: K 6a0yLLKe,
Ha 3aHATMA. B peXkume OHNalH Bbl MOXeETe Ha-
651104aTb 3a NepefBUKEHNEM, MO OKOHYaHNV
Nnoe3aKu NPUXOAUT YBeJOMIIEHUE O TOM, YTO
pe6EHOK JOCTaBNEH.

Ecnu Hy>KHO, Bbl MOXeTe 3aKpenuTb noesa-
KU Ha MOCTOsIHHOW OCHOBe. Toraa K Bam Kax-
[bll BTOPHUK, K NpUMepy, OyaeT npuesxaTtb
O[lHa 1 Ta e «aBTOHsAHsA». [1o Balemy 3anpocy
OHa He TONbKO OTBE3ET PeOEHKA, HO 1 MOXET
NnofoXAaTb ero, MoKa OH 3aHNMaeTCs, U OT-
Be3&T 06paTHO. /inn MoXeT NorynsaTb ¢ HAM
OKOJ10 JoMa, NofoXAaTh poauTenein ¢ pabo-
Tbl. CIOBOM, CMOCO6HA paboTaTb Kak NMoOJIHO-
LieHHan HAHSA.

- Kak ebl nposepsieme ceaoux compyoHu-
Koae? 9mo eedb makoli 0esIUKamHbili 80Npoc —
dosepumb peGEHKa Yyxomy 4esnoseky.

- be3ycnoBHo, 6e30nacHOCTb — AnA Hac
nprvopuTeT. 1 cama MHoOrogeTHaa Mmama u
NPOCTO TaK HMKOro He Jonyuly Ao paboTbl €
getbmu. [o3ToMy Halum KaHAMAATKM NPOXO-
OAT NCUXONOornyeckoe TeCTMpoBaHue 1 Tiya-
TesIbHYI0 MPOBEPKY Cy>KObl 6€30MacHOCTL.
MpoBepsem BNIOTb A0 KPeAUTHON UCTopUK,
1 eCsin eCTb, AOMYCTUM, HapyLUEHWsA B OnaTe
KpeawuTa, TO TaKOMy YesloBeKY OTKa3blBaeMm,
NMOTOMY YTO JIOTVKA 34eCb NPOCTasn: ec/iv eCTb
HapyLUeHWs, 3HaUUT, YesIoBeK HeobAzaTesb-
HbI 1 HAM He MOAXOANT.

- Cpedu «aBMOHAHb» MOJIbKO XKeHU UHbI?

— [1a, TONbKO XeHLWKHbl. He noTomy, 4To Mbl
KaKune-To CTOPOHHULbI MaTpurapxarta. [po-
CTO B OOMbLIVHCTBE CBOEM »KEHLLMHbI bonee
3a60TnuBbIe, Nyylle YMeIoT yXaXKMBaTb 3a
AETbMU, MOTYT OTHECTUCH MO-MaTePUHCKN.

Kpome Toro, y Hac He NpocTo bu3Hec, a co-
LiManbHbIV >KeHCKMI BM3HeC: Mbl TpyAoycTpa-
MBaeM Ha PaboTy TbICAUN KEHLLMH, KOTOpble
NnopoW nHave He cMornu 6bl HaNTK PaboTy.

ITO KacaeTcs B NepByto ouepeab Mam B fe-
KPETHOM OTIMYyCKe, KOrfja KeHLLMHA He MOXET
ObITb 3aHATA Ha NOJHbIN Paboumnii feHD, HO C
YAOBO/NbCTBYIEM BO3bMET HECKOJIbKO YacoB
B CYTKM NN B HEAENI0 AN NogpaboTKu. OTo
OT/INYHBINA CNOCOO, UTOObI OTBNIEYLCA OT EXKe-
[HEBHOW PyTVHbI 1 NofA3apaboTaTth — NyCTb He
TaK MHOTO, HO BCE PAaBHO — Ha CBOU HEOOXO-
AVIMble NOTPe6bHOCTU.

- CKonbKo celivac KomnaHuti, pabomato-
wux noo eawum 6peHoom?

- B HacTosAWwMIn MoMeHT 17 dppaHLwn3 no
Poccuu, ewwé naTb JOroBopoB Ha CTagum nog-
nucaHua. B benapycu noka 16 ropogos, HO
NapTHEP Y HaC BbIKyNu MacTep-ppaHLLIn3y —
BCIO CTPaHy Mof Kitoy; AyMato, Tam fobaBATcA
1 apyrvie ropoga. Takxe Befém neperoBopbl
ScToHwMen, JInTBon 1 Y3beknctaHom.

- Ymo ebI npednazaeme napmuépam,
nomumo 6peHda u IT-npodykma?

— Y Hac o4eHb pa3BEPHYTbIN GPaAHLLN3HBIN
MaKeT, ropasno 6onblue, Yem Yy MHOTVX APYrnX
KOMMaHW. N8 MeHs BaXKHO, 4TOObI MAapTHEPDI
He NMPOCTO NoNyYmnn busHec-Mogenb, a CMor-
N1 Cpa3y BHUKHYTb BO BCe feTanu npouecca.

MosToMy Mbl NpefocTaBnAemM NOHOLEH-
Hylo «6U3Hec-akagemunio» No BCel Hallen
bpaHLLK3e, MHCTPYKUMN A1 epCoHana, Map-
KeTWMHra 1 NPoABUKEHUA, rAe BCE pacnumcaHo
OT 1 fo. Takke NapTHEpP nonyyaeT fOCTyn K
canTy 1 CoLCeTAM, <BOPOHKY» NMpUBfieYeHA
KNMeHTa 1 nepcoHana.

MpenycMoTpeH nepcoHanbHbI MeHeaKep
ONA KaXXJoro napTHEpa, pacnmncaHbl Yek-nu-
CTbl, KaneHAAPHbIV N1aH: Korga 1 Kakue Jo-
KYMEHTbI NofaBaTb, KaKOW C/iefyoLWuiA Lar.
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Mbi naém cBomm dpaHyaii3n JoCTyn K agmu-
HUCTPATMBHbIM NpPaBam B CBOEM pervoHe.
Mpunyuém, Kak NpaBmnno, Mbl BKtOYaeMm croga
He TONIbKO ropogA, HO 1 6rvXKalwwune npuro-
pogabl. [1o onbITy M3BECTHO, UTO TPAHCMNOPT-
HaA fOCTYNHOCTb MPUrOPOAHbIX KOTTEAMKHbIX
NOCENKOB B pa3bl Xy»Ke, YeM B ropofe, a Cembi
C AeTbMM NPeAnoYNTAIOT XKITb B NpUropoge,
Ha CBeXeM Bo3gyxe.

Takke mbl npegocTtaBnaem 200 nepBbIX
KJIMeHTOB ANA pa3BuTuA brsHeca.

1 nBa roga 3aHMManacb Bonpocamu eppaH-
WwK3bl, Npolwsa obyyeHne NoYTr BO BCEX
dpPaHLLIM3HbIX WKOMAX, yYNNiacb y «<TOMOB»
pbiHKa: y AnekcaHgpa [lonrosa, Aptéma [ly-
InHa. /1l cenyac NOCTOAHHO KOHCYNbTUPYEMCA,
0o6MeHVIBaeMcA OMbITOM CO CTapLUMMU TOBa-
puwamm. MpogaTb 1 yb6exaTb — He Hall MeTOA,
Mbl OYeHb TLaTeIbHO NOAXOANM K CBOEMY

NpoAyKTy.

- CKO/IbKO cmoum (hpaHwiu3a u KaKkoabwi
CpoKu okynaemocmu?

- B HacToAWee BpemA cymMa nayLiasnbHO-
ro B3Hoca coctasnseT ot 1 maH 900 TbiC. —
B 3aBMCMMOCTU OT pernoHa. Takke Mbl 3aKJio-
Yaem ofVH JOrOBOP Ha OAMH rOPOA, Y HaC HeT
3aaun NNOAUTb KOHKYPEHTOB CamMuM cebe.

YT0 KacaeTca OKynaemocCTu: Mo CyTu, Kpo-
Me MnayLanbHOro B3HOCa 1 3apnnaTbl Nepco-
Hana, y npeanpuHUMaTensa HeT Apyrux 3a-
TpaT, BeAib 3TO He Kade 1 He KOCMETUYECKNIA
CaJioH, He HY>KHO OnlaymBaTb NOMeLLeHune,
obopynoBaHue. [Mo3ToMy onepaunoHHas
npubbinb GUKCMpyeTca C NepBoro mecsAua
paboTbl. YTo KacaeTcsa oKynaeMocTu, TO 3T0 B
cpenHem 3-4 mecaua. XoTa, Hanpumep, nep-
Bblll HalW NapTHEpP B VIBaHOBO OKynwucA 3a
nontopa mecaua.

- Kakue nnaHbl ecmb y KOMnaHuu Ha 6nu-
XKaliwee spemsa?

— O, y Hac rpaHAno3Hble MNaHbl, BeAb Mbl,
no cytu, npoaaém IT-npoaykKT, a OH He nmeeT
rpaHuu. Mbl nnaHypyem pa3BuBaTbCA Kak B
€BPOMerickoM, Tak 1 B a31aTCKOM HarnpaBs/e-
HUW. He ckpoto, 0cobeHHO nHTepeceH a3uar-
CKWUI PbIHOK: BO-NEPBbIX, TaM MHOIO AeTen,
BO-BTOPbIX, €CTb 0CO6eHHOCTU. Hanpumep,
B OAD XeHLWMHbl He MOTyT exaTb C My»K4u-
HOW-TaKCMCTOM (TONbKO eC/ivi OH POACTBEH-
HUK). [lo3TOMy AaXKe NPOCTO WKEHCKOoe» TaK-
cun 6bIno 6bl BOoCcTpeboBaHo. Ceyac Begém
neperoBopbl, 3TO ANINTENbHbIN NPOLIeCE, Tak
KaK BeCb OM3HEeC XECTKO KOHTponmpyeTcsa
rocyapCcTBOM.

Tak>Ke 3aHMaeMca UccnefoBaHEM PbIHKa
B cTpaHax kOro-BoctouHown A3nu: Ha banu, Bo
BbeTHame.

CnoBom, eCTb Kyfa pacTu 1 pa3BuBaTbCs.
M He cTONbKO 13-3a AEHEr, CKONbKO 13-3a
BOCTPEOOBAaHHOCTU U YYBCTBA HYXXHOCTU
KnueHTam. 3HaeTe, HaM nanbl YacTo NUWYT
nvcbma 61arofapHoOCTU: Mbl 9KOHOMUM
BpeMs CeMbAM, KOTOpPOe OHU NoTpaTAT

Apyr Ha apyra!
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- Elena, how did you start your business,
how did you get the idea to create it?

- The Autonyanya project started in
October 2014. I was living in Nizhny
Novgorod at that time and was engaged in
another business, but because of the rise in
the euro exchange rate I had to close it. At that
time I was on maternity leave, with two small
one-year-old children. And I was thinking
about any new businesses, as I had been doing
them since I was 22 years old. At the same
time, I had a principled position: I live in
Russia and I want to earn in rubles, because
these fluctuations in exchange rates always
make you feel like you're on a powder keg.

Going out to work as a hired staff was not
an option for me, because then there would be
a question of who would look after the kids, who
would take them to classes, and so on. I decided to
find out what other moms were doing, so I started
checking out “mom” forums. In response, I was
bombarded with a deluge of complaints about
the difficulties parents face in transporting their
children. So I realized that this segment was not
covered at all, and I offered to drive the kids -
I'had a nice comfortable car, good new child seats.
Two weeks later I went to register the company
and hire staff, because I was already physically
unable to transport everyone who wanted to.

That’s how I opened a business from
scratch — without any investment. Within
a few months we already had 200 regular
customers and a high average check - about
22 thousand rubles, as at that time we only
provided a month’s support.

RUSSIAN BUSINESS GUIDE {ABIYCT 2022}

AUTONYANYA

- It sounds fantastic, of course. But what
did you decide to do next?

- Then we were working in rush mode for
some time - we faced the problem that the
increase in the number of clients required
a symmetrical increase in staff — drivers,
managers who conclude contracts, dispatchers,
and so on. And it entailed a decrease in
profits — let’s say, there were 2 times more
customers, and the money — a maximum of
15-20%.

In addition, if something changed in the
schedule, all other clients and trips were
shifted too. And for some time we were busy
“putting out the fire”, patching up the holes as
soon as they appeared. We tried to automate
the processes, used different systems, Bitrix,
for example. But this did not help us much.

In 2017 I decided that I needed to scale up
and open new branches. However, when you
have a family, children, moving to another
city for 1-2 months to open a branch is such
a story.

In 2018 we decided that we needed to
create our own mobile app and get down
to developing this story in another, new
region. Naturally, opportunities for business
development are greatest in Moscow, and we
moved to the capital with the whole family - to
build Mom’s business (laughs).

- How did the capital welcome you?

— We began the long journey of developing
the app. Probably during this period we made
all the mistakes that can be made in such

IS APROFITABLE
REMOTE-CONTROLLED
SOCIAL BUSINESS

q utonyanya - it's a rapidly growing business,
which was not hindered by either pandemics or

other economic crises. Today the company is actively
developing franchising - franchise of children cab
Autonyanya with the mobile application - it's a unique
product on the market, and the automation of all
processes in the application helps to manage the
business from anywhere in the world. We talk about
the achievements and plans of the company with its
founder and CEO Elena Krasnova.

a process: we were ripped off, the developers
were desperately “screwed up’, nothing good
came out. In 2019 we decided to assemble
our own development team. And by March
2020, exactly in time for the pandemic, we
were ready to launch. Of course, our program
was not as perfect then as it is today, but it
was already possible to place an order to get
a child cab. But then the lockdowns began,
all the children were put at home - no
schools, no sections. And for two months the
business completely stopped. But this forced
hiatus prompted us to create a full-fledged
aggregator, where you can make an order and
collect any orders — one-time, under contract,
with no limit on the minimum number (in the
beginning to enter into a contract for less than
8 trips, it was uneconomical).

When the lockdown was removed, travel
activity increased many times over, especially
since people were afraid to ride the subway
at first. And we found ourselves already
fully prepared - with a clearly working app,
uploaded to the App Store and Google Play.
The decision to scale using the franchise was
made in March 2022, and demand arose
immediately.

- Elena, what is the secret of such
a demand? What is unique about what you
offer?

— I think our idea itself is unique - the
aggregation of two services in the existing
format - for nannies to drive children. This is
a civilized service of the 21st century, without



gray schemes, proven and safe staff. Plus, you
don’t have to waste precious time on it. In
fact, in most families today, parents work as
free drivers for their children themselves.
Wasting their important time that could have
been spent on careers, businesses, hobbies
and so on. Many moms can’t get out of
maternity leave early because the logistics
aren’t resolved, especially in families with
many children.

- Tell us more about how your service
works?

- Well, look, you need a child to go
somewhere unaccompanied by an adult.
You sign an agreement with us; right now
it’s very simple, in the form of an offer, and
the insurance is automatically included.
Then Autonyanya comes to you at the right
time — she enters the house, takes your child
by the hand and takes him/her “door-to-
door” - to the place you need to go - to his/
her grandmother’s or to the class. You can
watch online, and at the end of the trip you'll
be notified that your child has been delivered.

If you need to, you can make the trips
permanent. Then every Tuesday, for example,
the same Autonyanya will come to you, at your
request, she will not only take your child, but
can wait for him while he is studying and
take him back, can walk with him around the
house - to wait for his parents from work. In
short, work like a full-time nanny.

- How do you check your employees, it’s
such a sensitive issue - trusting someone else
to take care of your child?

- Of course, safety is our priority. I am
a mother of many children, and I will not
allow anyone to work with children if I am not
sure about the safety of my child. That is why
our candidates are psychologically tested and
thoroughly checked by the security service.
We check up on credit history, and if there
are, for example, violations in payment of the
credit, we refuse such a person, because the
logic here is simple - if there are violations, it
means that the person is not obligatory and
does not suit us.

- Among babysitters only women?

- Yes, only women. Not because we are
some kind of supporters of matriarchy. Simply,
the majority of women are more caring, better
able to take care of children, and can be treated
as a mother.

In addition, we have not just a business,
but a social business for women - we employ
thousands of women who otherwise would
not be able to find work. This applies
especially to mothers on maternity leave,
when a woman can’t be employed full time,
but will gladly take a few hours a day or
a week for part-time work. This is a great
way to get away from the daily routine and
make extra money, albeit not as much, but
still, for her necessary needs.

- How many companies are operating
under your brand right now?

- At the moment, there are 17 franchises
in Russia, and 5 more agreements are at the
stage of half-signing. There are 16 cities in
Belarus, but our partner has bought a master
franchise - the whole country is “turn-key”,
I think other cities will be added there. We
are also negotiating with Estonia, Lithuania
and Uzbekistan.

- What do you offer to your partners
besides the brand and IT-product?

— We have a very comprehensive franchise
package, much more than many other
companies. It's important to me that partners
not just get a business model, but can go
straight into all the details of the process.

That’s why we provide a full-fledged
Business Academy for our entire franchise,
instructions for staff, marketing, and
promotion, where everything is covered from
start to finish. Also, the partner gets access to
the website, social networks, everything to
attract customers and staff.

Provided a personal manager for each
partner, painted check-lists, calendar plan -
when and what documents to submit, what
the next step.

We give our franchisees access to
administrative rights in their region. And, as
arule, we include not only the city, but also the
nearest suburbs — we know by experience that
the transport accessibility of suburban cottage
settlements is several times worse than in the
city, and families with children prefer to live
in the suburbs, in the fresh air.

We also provide the first 200 clients for
business development.

I spent two years in franchising, was trained
in almost all the franchise schools, studied
with the top of the market — Alexander Dolgov,
Artem Dudin. And now we are constantly
consulting and exchanging experiences with
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our senior comrades. Selling and running
away is not our method, we take a very careful
approach to our product.

- How much does a franchise cost and
what are the payback periods?

- At the moment the lump sum is from
1 million 900 thousand depending on the
region. Also, we conclude one contract for
one city, we do not have the task of breeding
competitors for ourselves.

With regard to recoupment - in fact, except
for the lump sum fee and staff payment, the
entrepreneur has no other costs, because it is
not a cafe or beauty salon, you do not need to
pay for space, equipment. Therefore, operating
profit is fixed from the first month of work. As
for recoupment is an average of 3-4 months.
Although, for example, our first partner in
Ivanovo recouped for a month and a half.

- What plans does the company have for
the near future?

- Oh, we have ambitious plans, because
we are essentially selling an IT product, and it
has no limits. We plan to develop both in the
European and Asian direction. I will not hide
it, the Asian market is especially interesting -
first of all, there are a lot of children there, and
secondly, there are peculiarities, for example,
in the UAE women cannot go with a male cab
driver (only if he is a relative). So even just
a female cab would be in demand. Now we are
negotiating, it’s a long process, as the whole
business is strictly controlled by the state.

We are also doing market research in
the countries of South-East Asia: Bali and
Vietnam.

So, we are developing. And not so much
because of the money, but because of the
demand and the feeling that our clients need
us. You know, our clients-dads often write
letters of gratitude-we save time for families
to spend with each other!
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«HNKEH XAY3» -
yCrelHas ¢paHLlm3a B CBOBOAHOM HULLE

P OCCUICKUIT PbIHOK (paHLLIK3bI B TOM rofly npeTepneBaeT 3HaunuTeNbHble U3MeHeHUs. [lo MHeHuIo paja IKcnepToB, Ha GoHe
CTarHauum noTpe6uTenbCKoro pbiHKa CNPOC CMELLAETCA B CTOPOHY «aHTUKPU3UCHBIX» GpaHILIN3, Ga3upyroLmMXca Ha 3aKpbITUN
nepBuYHbIX NoTpe6bHOCTel B TOBapax u ycnyrax. [lo3tomy cermeHT 061ennTa NpoomKuUT pa3BuMBaTb(A, HECMOTPSA HA CIOKHOCTU U

HeKOTOpYI0 TYpOYNeHTHOCTb.

370 X0poLLOo NOHNMAIOT B KomnaHuu «YukeH Xay3», ABnAloLLeiica KpynHoil pefepanbHOI CeTbI0 PecTopaHoB ObICTPOro 06cnyKUBaHMA.
0 Tom, KaK pa3BUBaeT(A HanpaBneHue ppaHyaii3uHIa U B YEM 3aJ10T YCNELLHOTo COTPYAHUYECTBA, Mbl 6ecelyem ¢ pykoBoguTenem
otaena ¢ppaHyaiisutra «Yuken Xays™» Auppeem JlebegeBbim.

- Kak 0asHo cyuwjecmeyem KkomnaHus,
KakKoea ucmopus e€ paseumus?

- «YrkeH Xay3» ycnewHo paboTaet B Poc-
cum ¢ 2004 ropa. MepBbii pecTopaH 6bin
OTKpbIT B TBEPW, 1, COBCTBEHHO, MHOTO NeT
Mbl Pa3BMBanNCb MIMEHHO B 3TOM PervioHe.
CeropHs B TBepckol 06nactu oTKpbITo 15 pe-
CTOPAHOB, 1 eLé WecTb paboTatoT B HUXKHEM
Tarnne, HoBoypanbcke n CmoneHcke.

3a 3TV rofibl Mbl NEPEXNIN He OANH KPU3UC
1, HECMOTPA Ha CNIOKHOCTU, He TONbKO COXpa-
HWNM BU3HEC, HO 1 Pa3BUBaA €ro, OTKPbIBANU
HOBble 0OBbEKTbI, HAaHVUMaN NePCOHar, Paclm-
pAnu CBA3M C NapTHEpamu.

CerofHa ofHa 13 HalLX OCHOBHbIX Lienen —
pa3BUTUE HanpaBneHua G¢paHYaMm3nHra.
Bo-nepBbix, MOTOMY UTO GU3HEC AEMOHCTPU-
pYyeT CTabunbHOCTb, HECMOTPA Ha Pa3NNYHOrO
popa C/IOXKHOCTU B SKOHOMUKe. Bo-BTOpPbIX,
Ha pbIHKe CI0XKMNacb YHNKanbHasA Ansa Hac
CMTYyauua: HMLLA PecTopaHoB BbICTPOro 06-
CNy>KMBaHNA OKa3anacb BeCbMa aKTyanbHOWN
N NepCcneKkTUBHOWN.

- B 4ém, Kak ebl cHUumaeme, 0CHO8Holi ce-
Kpem ycnewiHo20 passumus eaweli Komna-
HUU Ha npomsKeHuu yx<e 18 nem?

- Oymato, ycnex — 3To B NepByto ouepeb
BbICOKOE KaueCTBO HaLLel NPoayKLUN.

Kak B nto60oM Knaccnyeckom pectopaHe, B
HallleM MEeH!0 MPUCYTCTBYET LIEXOBOE AieNieHMe,
BCE CbIpbé NOCTyrnaeT K HaM He3aMOPOXKeH-
HbIM: OYNIOUKM U MACO CBEXNME, OBOLLM He B
rasomoandMLMPOBaHHbIX MaKeTax 1 nopesaH-
Hble, @ Lienble — Te e orypubl ¥ NTOMUAOPbI.
Mopcbl 1 cMy31 — U3 CBEXKX U CBEXE3aMO-
POXKEHHbIX MePeMOoNOTbIX Arod 1 GPYKTOB.
M, HaBepHOeE, BCe yXKe 3HAIOT, UTO B MEHIO Y
HaC Cyrbl U Kallia, YTo ABNAETCA HETPAAULIMOH-
HbIM ansa dactdyna. CoueTaHme KNnaccuyeckmx
6niog dactdyna n yHMBepcanbHoOe MeHo Ans
ntoboro nocetTuTesns Ha No6o BO3pacT — 3T0
«YnkeH Xay3s».

Kpome TOro, Bca cuctema «4YnkeH Xays»
BbICTPOEHA TOIbKO U UCKI/IIOYNTENIbHO Ha
poccuinckmx npogykrtax. [loatomy B nnaHe nm-
MOpTO3aMeLLEHVA OHA Y»Ke MOMIHOCTbIO roToBa
K paboTe B HOBbIX peanusax, 06peMeHEHHbIX
CaHKUMAMU 1 orpaHnyeHnamun. Myka, macno,
Kypuua — BCEé poccuiickoe.

ELié oguH 13 n3BeCTHbIX GAaKTOB: BO BCEX
HaLLMX pecTopaHax 6ynouku 1 naBaLum Bbine-
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KaloTcA B MeKapHAX, paboTatoLLMX TObKO Ans
TM «YukeH Xay3». Xne6obynouHble nsgenvsa
BbINEKAKTCA eXXeJHEBHO 1 [1Ba Pa3a B [IeHb,
YTPOM U BE4ePOM, OTMPABAAIOTCA HAa OOBEKTHI.
Mcnonb3ytoTca ToNbKo HaTypasnbHble KOMMO-
HeHTbI, SMy/braTopbl 1 KOHCEPBAHTbI HE MPU-
MEHSAIOTCA anpropu.

B Ka)kgom pectopaHe ecTb OBOLLHOM, XO-
JIOAHBINA, MACHOW 1 ropAYni uexa. Ml B aTom
60/bLUIOE OT/INYME OT HALUKX KOJIJET, y KOTO-
pbix HeT LexoB. OHW paboTatoT Ha nonydabpu-
KaTax BbICOKOW CTeMNeHW rOTOBHOCTMU.

- A Kak ocyujecmensemcss KOHmMpoJso 3a
Kayecmeom u 6ezonacHocmeoto?

— Mbl MCMOSIb3yeM BbICOKOTEXHOMOIMYHOE
o6opynoBaHve, KOTopoe No3BonaeT obec-
MeynTb NEKTPOHHbIV KOHTPOJIb BPEMeH! U
TemnepaTtypbl NpurotoBneHus 6ntog. Ha Bcex
NPeAnpPUATAAX NMOCTOAHHO BEAETCA KOHTPOSb
KauecTBa 1 COOTBETCTBYA NPOAYKLUM TEXHO-
JIOTMYEeCKUM CTaHAapTaM.

BaxHO Take, YUTo, MOMVMO CaMOro COBpe-
MeHHOro o6opynoBaHus, Mbl CMONb3yem
pOCChiiCKoe NporpaMmmHoe obecneyeHre. 3To
MO3BOJIAET He TOJbKO ObICTPO U KaYeCTBEHHO
06CNY>KMBaTb KIMEHTOB, HO U He 3aBUCETb
OT VMMOPTHbIX TNLEH3MI, UX BO3MOXKHOIO
0T3blBa 1 TOMY NOA06HOrO.

Bce pectopaHbl TM «YukeH Xay3» pabotatot
no cmcteme 6€30MacHOCTN B COOTBETCTBUM C
XACCI. CTporo cobntofalTca cCaHUTapHble

HOPMbI 1 NPaBWa XpaHeHNs NPOAYKTOB 1
npuUroToBieHna 6ntoga, NPon3BoaMTCA 0TOopP
NOCTaBLUMKOB, NPOBOAATCA NabopaTopHble
UCCNefoBaHysA, NOATBEPXKAAKOLME KaYeCTBO
npoayKumu. Bce pectopaHbl B JO6POBOIbHOM
nopsAaKe Nosyunnv CaHUTapHO-3NMAEMUONO-
rMyecKkoe 3aksoueHve ot PocnoTtpebHagsopa.

- MHo2ue nocemumesnu ommeyarom
ocobyto, o4eHb OOMAWHIO ammocgepy
8awux pecmopaHax u, coomeemcmeeHHo,
JKeJlaHUe 8o38pauwjamaocs.

- Hawa ocHoBHas uenb — yroanTb BKycam
KaXk[oro rocTs, NO3TOMY Y Hac pa3Hoobpas-
HOe MeHI0, HacuuTbiBalolwee 6onee 60 Ha-
VIMeHOBaHuI! Kpome Toro, Mbl NPUCTasibHO
cnefum 3a raCTPOHOMUYECKMU Npeano-
YTEHUSAMU FrOCTe, KOTopble Pa3NYaloTCa B
3aBUCUMOCTU OT perroHa. Hanpumep, B Teepn
OueHb N6AT Wasapmy, a B HxHem Tarune
CUMTALOT, YTO CaMoe BKYCHOe — 3TO Byprepbl.

Tak»e Mbl cTapaemcs cienatb KOMGOPTHBIM
N HTEPeCHbIM MoceLleHne rocTell ¢ AeTbMu
pectopaHoB. Cemba ana «4ukeH Xays» — 310
He NPOCTO AvelKa oOLeCTBa, a Aean, Ha Ko-
TOPbIV [OMKEH OPUEHTUPOBATLCA KaXKAbli
yBaXKatoLmii cebs 6rusHecmeH. [1na Toro 4tobbl
rnoanepK1BaTh ugeanbl ceMby, Mbl paboTaem
Cpa3y Haa HeCKONbKUMY acrekTamu: 3To fo-
6aBneHne 1 pasHoobpase acCOPTUMEHTA
[EeTCKMX 67tof, 06yCTPONCTBO [ETCKMX Yron-
KOB 1 Me6enu C Lienbto NpefoCcTaBUTb MaKCU-
MyM BO3MOXHOCTEI AeTAM AN1A NpOoBefeHMs
[0CYra, a Takke BHUMATENbHOE OTHOLLEHNE K
OT3blBaM U1 NMOXeNaHUAM ManeHbKNX rocTei.
MHoro BH/MaHUA Mbl yaensem 1 NpoBeAeHUo
6ecnnaTHbIX pa3BneKaTeNbHbIX MPOrpamm,
noffep>KMBaemM CoOLManbHO 3HaYMMble Me-
ponpuATYA: CNOPTUBHbIE TYPHUPbI ANA AeTen
Nno 60/bLIOMY TEHHUCY, TYPHUP MO XOKKEL,
CopeBHOBaHVA Mo A3tofo, GyTOoNbHbIN Typ-
HUP ¥ gpyrue.

- CKO/IbKO ce200HA cmoum ¢ppaHwiuza
«YukeH Xay3» u Kakoe epems 3aHumaem ye-
noy4yKa om nodayu 3aA68Ku Ha ¢hpaHwiusy 0o
8bIx00a 8 npubbINL?

- MIHBecTLMM pa3nnyaloTcs B 3aBUCKMO-
cTn oT popmaTa 3aBefeHua. Ecnu napTHEpP
Bbl6MpaeT popmart dpya-kopTa (nnowagb — ot
80 KB. M), eMy noTpebyeTtcsa oT 8 MiH pyb6nen;
CTaumnoHapHoe Kade 6e3 nponsBogcTaa (oT
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300 KB. M) — OT 12 MJIH py6.; CTauMOHapHoe
kade c nponzBoacTeom (o1 500 KB. M) — Hauu-
Has ¢ 15 MnH py6. TakxKe Ans Tex NapTHEPOB,
KTO BblOMpaeT pa3BuBaThb Kade, Mbl Npegna-
raem 3a AOMOJIHUTENbHbIN B3HOC (OT 5 MSH
py6.) dopmaTt «HukeH Xay3 ABTO», KOTOPbIN
no3BonAeT caenaTb 1 NONYyYMTb 3aKa3 He Bbl-
X0/ 13 aBToMoOuNA.

Xouy 06paTuTb BHUMaHME, YTO 4O KOHLA
2022 ropa Mmbl NpoBOANM H6ecrnpeLefeHTHYo
peKnamHyo akuuio: pasmep nayluanabHOro
B3HOCa COCTaBJIAET BCero oauH pybonb! Tak
4YTO Mpurnawaem NOoTeHUManbHbIX NapT-
HEPOB BOCNOMIb30BaTbCA 3TON YHUKaNbHOMN
cutyayuen!

Y10 KacaeTcA CPOKOB OKYMaeMoCTU, TO OHU
VNHAMBUAYaNbHbI 1 NPOCYNTbLIBAIOTCA NEpPCo-
HanbHO ANA KaXKaoro obbekTa. KnioueBbim
baKTopoM 3ech ABNAETCA reonokauus dyay-
Lero pectopaHa, TakXxe MHOroe 3aBucuT oT
CTagnv roTOBHOCTU nomelleHus. B cpegHem
OKyMnaemoCTb COCTaBAAeT nopagKka 36 meca-
LeB. Ho nHoraa v 3HaunTenbHo HbicTpee: Tak,
y Hac eCcTb NapTHEP, KOTOPbIV JOOWUNCA OKY-
naemocTu Bcero yepes 18 mecaues.

Co cBO€l CTOPOHbI, Mbl 3aMHTEPECOBAHbI
B TOM, YTOObI OKa3blBaTb MaKCMasibHOe CO-
[encTBue B CKopenwem OTKPbITUN HalmnxX
dpaHyan3n-pecTopaHoB.

- 4Ymo nonyyaem ¢ppanyaiizu-napmHép,
nodnucae 0o2080p o compyoHu4ecmeae?

- Hy, Bo-nepBbIx, 3T0 Halw GbMPMEHHbIN
TOBaPHbIN 3HAK, KOTOPbIV OPULMANIBHO 3a-
perncTprpoBaH Ha Tepputopumn Poccmiickon
®epepaunn 1 EBponeiickoro cotosa.

[anee Mbl OKa3blBaeM noanepxKy u co-
NPOBOXAEHMEe Ha BCeX 3Tanax OTKPbITUA
dpaHLWM3bl. ITO KOHCYNbTaummn Npy nogbope
1 CTPOUTENbCTBE NMOMELLEHNIA, TEXHOMOrnYe-
CKUI NPOeKT byayLuero pectopaHa co Bcemu
Heob6xoAVMbIMY AeTanAaMU (LexoBoe AeneHue,
paccTaHoBKa 060pyoBaHWsA, NOACHUTENbHAA
3anucka v ap.). Haww cneumanncTbl Bblexatot
Ha MecTo Byayliero pectopaHa, oLeH1BaloT
reosioKauuio, fatloT CBOV pekomeHZaLmm no
pa3melLeHnIo 06 beKTa.

OT1genbHOe BHUMaHWe yaenaeTca Hanmy v
noaroToBke nepcoHana. Mbl ocyuiectensem

KonTakTbi:
https://chickenhouse.ru
Ten.: +7 4822-43-47-16
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npodeccroHanbHy NOArOTOBKY COTPYAHN-
KOB OT IMHENHOTrO [0 PYKOBOAALLEro CocTa-
Ba B Hallem KOprnopaTMBHOM yHMUBepcUTETe,
NPOBOAUM MaCTepP-KNacchl, TPEHUHIU, MPO3-
BOJACTBEHHOE 0byyeHue. Y Hac pa3paboTaHa
1 BHEAPeHa oYeHb yaobHas c1ctema ynpas-
neHua nepcoHanom Chicken Staff.

Tak)e Mbl npegocTaBndem dpaH-
Yansu-napTHEpam lopugnyeckoe 1 dyxran-
TepCKoe ConpoBOXAeHne, 0byyaem OCHOBaM
yrpaBeHusa pectopaHamu 6bICTporo obcny-
KUBaHUA, CHabXXaem BCeMU PeKSIaMHbIMY
MaTepuvanamm, NogKNoYaeM Ko BCEM HaLIM
NPOrpamMmmHbIM NPOAYKTaM 1 CoLManbHbIM
ceTAMm.

MapTHEpPbI Tak»Ke NoyyarT JOCTYN K Ha-
weli 6a3e NOCTaBLYVMKOB CO BCEMY BO3MOX-
HbIMU CKMAKaMK. B Haw ¢ppaHLIN3HbIV NaKeT
BXOAUT 1 NporpaMmMHoe obecneyeHvie ans
paboTbl pecTopaHa.

N 0co60 xouy OTMETUTb, YTO BCE, YTO Mbl
npepocTaBnfaemM, BXOAUT B CTOMMOCTb Na-
YLWaNibHOro B3HOCA, KOTOPbIN, HaMOMHIO,

cenyac cocTaBnseT oauH pybnb! Y Hac HeT
CKPbITbIX NnaTexen, OfHN U3 CaMbIX HU3KMX
poantn — Bcero 4%.

- Kak ocywecmensiemca koumposne 3a
coomeemcmeuem Kayecmaa npedocmas-
JiieMbIX ycJ1y2 u npodyKyuu eawiumu ppaH-
yatsu-napmHépamu?

— Y Hac cyLecTByeT HECKOJIbKO YPOBHEN
KOHTPOJSIA 32 KaUeCTBOM AeATENIbHOCTY HaLLMX
dpaHyuali3n-pecTopaHoB. DTO NOCTOSAHHbIN
MOHUTOPWHT CeTu, NPOBepKa COOTBETCTBMA
CTaHAapTam KayecTBa 1 cepBUCa — He pexe
OfHOro pasa B MecAL,. 3a exxeMeCcAYHYo Npo-
BepKy onnaty ocyljecTsaseT napTHEp. Ecnun
e noTpebyTCA JOMONHUTESNIbHbIE NPOBEPKN
(He3aBMCKMO OT MX KONMYecTBa), 3To byaeT
y>Ke HaWyMy pacxogamu.

OThenbHoe HanpaBneHre — aHanmn3 obpat-
HOW CBA3M OT NoceTnTenen Yepes Hally npo-
rpammy nosanbHocTU «4mkeH Xays», JocTyn-
HYt0 B MOOGUIbHBIX NpUoxeHnsax. bnarogaps
el nerko OTCneKMBaTb YpOBEHb BOBIE€UYEH-
HOCTM roCcTen U QUHAMUKY CPefHEero Yeka,
NOAAEPXNBATb MOCTOAHHbIA KOHTAKT C ro-
CTAMW, NPYBNEKaTb HOBbIX NMONb30BaTeNen u,
COOTBETCTBEHHO, NPefoCTaBNATb NAPTHEPam
peKkoMeHAauny No KOPPEKTNPOBKe AeATeNb-
HOCTV B cilyyae GprKcaLmm Kaknx-To HeraTue-
HbIX NPOLeCCoB.

Kpome TOro, ncnonbsyem n TeXHONOro
«TaMHOTO NOKynaTenaAy, Tak Cka3aTb, 3agen-
CTBYEM OHJIalH- 1 0draiiH-cnocobbl KOHTPOSA.

- Kakue yenu ebl cmasume e pazsumuu
HanpaeneHus ¢ppaHyalizuHza 8 Poccuu Ha
6nuxaiiwue 200b1?

- Kak a1 y»e roBopwun, cerogHa Ha poccuii-
CKOM PbIHKe 00LLeninTa, 0COGEHHO B CErMeHTe
pecTopaHoB GbICTPOro 06CYKMBAHUA, CNO-
»KMNacb yHMKanbHaa cUTyauma. 3akpbitue,
yxof, pebpeHAUHT, HOBOE OTKPbITUE U TaK
nanee — BCE 3TO CO3AAET HECTabUIbHOCTb,
YMeHbLLAET Crpoc Ha 6onee 13BeCTHble bpeH-
Obl. 3aTO OTKpbIBaeT nepes HaMu 1 HalLMK
napTHépPamMu NPaKTUYECKN HeorpaHNYeHHble
BO3MOXHOCTW. /I npeanprHnMaTenu Hauu-
HaloT MO-HOBOMY OLleHMBaTb POCCUNCKNI
cermeHT. Kak npumep: ceriyac Ha CTagmm
OTKpbITVA GpaHyuani3n-npoeKT «YrkeH Xay3»
B asponopTty flomogenoso. [lo KoHua roaa,
CKopee BCero, K Hemy NpucoegnHUTCA ewwé
OAWH KPYMHbI MOCKOBCKUI a3pOnopT.

CerogHa y «4mkeH Xay3» Ana pa3BuTunA ecTb
BCe HeobxoAuMble coCTaBnAWME: eAuHble
CTaHAAPTbl KaYecTBa U YHMKalbHble TeXHO-
NOrMK NPUrOTOBIEHMA BI04 13 HATypPaNbHbIX
NPOAYKTOB, MaTepuranibHO-TeXHMYecKasn 6a3a,
OTPOMHbI OMbIT 1 NONYNAPHOCTb. K npumepy,
No BCel CeTU eXXeHEBHO CpefHee Yo 3a-
Ka30B B CceTu cocTaBnAeT nopagka 15 000 ea.,
B KaXXjOM 61CTPO Bcerga MHOTOMAHO, He3a-
BMCMMO OT HA HeJenw.

Mbl nerko aganTnpyemcsa K pasnnyHbiM
pernoHam v npurnawaem NapTHEPOB K
yCnewHoMy 1 B3auMOBbIFOAHOMY COTpya-
HuyecTBy!
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a successful franchise

- How long has the company existed, what
is its history of development?

- CHICKEN HOUSE™ has been
successfully operating in Russia since 2004.
The first restaurant was opened in Tver, and,
as a matter of fact, we have been developing
in this region for many years. Today there are
15 restaurants in the Tver region, and 6 more
are operating in Nizhny Tagil, Novouralsk and
Smolensk.

Over the years we have gone through more
than one crisis, and despite the difficulties,
we have not only saved the business, but also
developed it, opened new facilities, recruited
staff, expanded relationships with partners.

Today, one of our main goals is to develop
our franchising business. Firstly, because the
business is showing stability despite various
kinds of difficulties in the economy. Secondly,
there’s a unique situation on the market for
us: the niche of quick service restaurants has
turned out to be very relevant and promising.

- What do you think is the main secret of
your company’s successful development over
the past 18 years?

— Ithink that success is, first of all, the high
quality of our products.

As in any classic restaurant, our menu
has a workshop division, and all the raw
materials come to us not frozen, buns for
burgers and meat — fresh, vegetables are
not in gas-modified bags and cut up, but
whole, the same cucumbers and tomatoes.
Berry juice and smoothies made from fresh
and freshly frozen berries and fruits. And
probably everyone already knows that we
have soups and porridge on the menu, which
is unconventional for fast food. A combination
of classic fast food dishes and a versatile menu
for any visitor of any age — this is CHICKEN
HOUSE.

Moreover, the entire CHICKEN HOUSE
system is built exclusively on Russian products.
Therefore, in terms of import substitution, it
is already fully prepared to work in the new
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reality, burdened by sanctions and restrictions.
Flour, oil, and chicken are all from Russia.

Another well-known fact is that in all
of our restaurants, buns and pita bread are
baked in bakeries that work only for the
CHICKEN HOUSE brand. Baked products
are baked daily and twice a day, morning
and evening, are sent to the locations. Only
natural ingredients are used, emulsifiers and
preservatives are not used by a priori.

Each restaurant has a vegetable, cold,
meat, and hot departments. And that’s a big
difference from our colleagues, who don’t have
any departments, and they work on semi-
finished products of a high degree of cooking.

- And how is quality and safety
monitored?

— We use high-tech equipment that allows
electronic control of cooking time and
temperature. Quality control and product
compliance with technological standards is
constantly carried out at all facilities.

It is also important that in addition to the
most modern equipment we use Russian
software. This allows us not only to provide
fast and high-quality service to our customers,
but also not to depend on import licenses,
their possible withdrawal, etc.

he Russian franchise market is

undergoing significant changes this
year. According to some experts, against
the backdrop of stagnating consumer
market demand is shifting towards “anti-
crisis” franchises, based on the closure
of the primary needs for goods and
services. Therefore, the catering segment
will continue to develop, despite the
difficulties and some turbulence.
This is well understood at CHICKEN
HOUSE, which is a large federal chain
of quick service restaurants. We talk to
Andrey Lebedey, head of the franchising
department of CHICKEN HOUSE™,
about how franchising is developing, and
what the key to successful cooperation is.

All restaurants CHICKEN HOUSE
TM operate under the security system
in accordance with Hazard Analysis and
Critical Control Point. Strict adherence to
sanitary standards and rules of food storage
and cooking, there is a selection of suppliers,
conducted laboratory tests to confirm product
quality. All restaurants voluntarily received
a sanitary and epidemiological certificate from
Rospotrebnadzor.

- Many visitors note their special, very
homely atmosphere in your restaurants, and,
accordingly, a desire to return.

— Our main goal is to satisfy the tastes of
every guest, so we have a varied menu with
over 60 items! In addition, we closely follow
the gastronomic preferences of our guests,
which vary depending on the region. For
example, in Tver they really like shawarma,
and in Nizhny Tagil they think the most
delicious is burgers.

We also try to make it comfortable and
interesting for guests with children to visit our
restaurants. For CHICKEN HOUSE family
is not just a unit of society, but an ideal that
every self-respecting businessman should be
oriented towards. In order to maintain the
ideal of a family, we are working on several
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aspects at once: the addition and variety of
children’s food, arrangement of children’s
areas and furniture in order to provide
maximum opportunities for children to
spend their leisure time, as well as careful
attention to the feedback and wishes of young
guests. We also pay a lot of attention to free
entertainment programs and support socially
important events: sports tournaments for
children in tennis, hockey tournaments, judo
competitions, soccer tournaments and others.

- How much does a CHICKEN HOUSE
franchise cost today and how long does the
chain take, from franchise application to
turning a profit?

- The investment varies depending on
the format of the establishment. If a partner
chooses the food court format (area from 80 sq.
m.), he will need from 8 million rubles, a fixed
cafe without production (from 300 sq. m.) -
from 12 million, a fixed cafe with production
(from 500 sq. m.) — from 15 million rubles.
Also, for those partners who choose to develop
a cafe, we offer for an additional fee (from 5
million rubles) the format of “CHICKEN
HOUSE Auto’, which allows you to make and
receive an order without leaving the car.

I want to pay attention that until the end of
2022 we have an unprecedented promotional
campaign — the lump-sum payment is only 1
ruble! So we invite potential partners to take
advantage of this unique situation!

As for the payback period, they are
individual and calculated individually for each
site. The key factor here is the geolocation of
the future restaurant, and also depends on the
stage of readiness of the premises. On average,
the payback period is about 36 months. But
sometimes even much quicker - for example,
we have a partner who achieved a payback
period of only 18 months.

For our part, we are interested in providing
maximum assistance in opening our
franchisee restaurants as quickly as possible.

- What does the franchisee partner receive
by signing a cooperation agreement?

— Well, first of all, it’s our trademark, which
is officially registered on the territory of the
Russian Federation and the European Union.

Then we provide support and accompaniment
at all stages of opening a franchise. This is
consulting on the selection and construction
of premises, technological project of the
future restaurant with all the necessary
details (departmental division, arrangement
of equipment, explanatory note, etc.). Our
specialists travel to the place of the future
restaurant, assess the geolocation, give their
recommendations on the location of the object.

Particular attention is paid to the
recruitment and training of staff. We carry
out professional training of employees
from line to executive personnel in our
Corporate University, we conduct master
classes, trainings, production training. We

Contacts:
https://chickenhouse.ru
tel.: +7 4822-43-47-16
E-mail: franchise@chickenhouse.ru

have developed and implemented a very
convenient personnel management system,
called Chicken Staff.

We also provide franchisee partners with
legal and accounting support, teach the basics of
management of quick service restaurants, provide
all the promotional materials, and connect to all
our software products and social networks.

Partners also get access to our supplier base
with all possible discounts. Our franchise
package also includes software for the
operation of the restaurant.

And I want to emphasize that everything
we provide is included in the cost of the lump
sum, which, let me remind you, is now 1 ruble!
We have no hidden fees, and one of the lowest
royalties — only 4%.

- How is the quality of your franchisee’
services and products monitored?
- We have several levels of quality

control for our franchisee restaurants. This
is constant monitoring of the network,
checking compliance with quality and service
standards - at least once a month. The partner
pays for the monthly inspection. If additional
checks are required (regardless of their
number), it will be our costs.

A separate area is the analysis of visitor
feedback through our CHICKEN HOUSE
loyalty program, available in mobile applications.
It makes it easy to monitor the level of guest
engagement, average check dynamics, maintain
constant contact with guests and attract new
users, and, accordingly, provide partners with
recommendations for corrective action if any
negative processes are detected.

In addition, we also use “mystery shopper”
technology, so to speak, we use both online
and offline methods of control.

- What goals do you have for the
development of franchising in Russia in the
coming years?

- As I've already said, there is a unique
situation on the Russian catering market
today, especially in the quick service restaurant
segment. Closing, leaving, rebranding,
reopening, and so on, all this creates instability
and reduces demand for better-known
brands. But it opens up virtually unlimited
opportunities for us and our partners. And
entrepreneurs are beginning to evaluate the
Russian segment in a new way. As an example,
the franchisee project CHICKEN HOUSE at
Domodedovo airport is now in the opening
stage. By the end of the year, it is likely that
another major Moscow airport will join it.

Today, CHICKEN HOUSE has
all the necessary components for
development - unified quality standards and
unique technologies for preparing dishes from
natural products, a material and technical
base, vast experience, and popularity. For
example, throughout the network, the average
number of orders per day is around 15,000,
and each bistro is always crowded, regardless
of the day of the week.

We easily adapt to different regions and
invite partners for successful and mutually
beneficial cooperation!




TESLA BURGER

NCTOPUA PAIBUNTUA
KPYMHEWLIEW CETU
bYPIEPHbBIX 3A
YPAJIOM

naaucnas [kypoBuy OTKpbII pectopaH J0CTaBKM B
2013 rogy B Bo3pacte 18 ner, u nuwwb 8 2016 roay
NOABMNCA NEepPBbII CTaLMOHAPHDBIN PECTOpaH.
Ha cerognawHnit nedb komnanua TESLA BURGER aBnsetca
KpynHeliLueil ceTbio byprepHbIX N0 KOMMYECTBY TOPrOBbIX
TOYeK 3a Ypanom u HacuuTbiBaeT 16 pecTopaHoB B LLECTH
ropopax: B Tiomenn, Kyprane, Tobonbcke, Ekatepunbypre,
MypasneHko 1 Hoabpbcke.
To, Kak pa3BMBancA bu3HeC Bce 3T rofibl U Kakme ecTb MNaHbl
y TESLA BURGER no ganbHeliemy pa3sutito, Mbl 06cyamm ¢
0CHoBatenem cetu Bnagucnasom [xyposuyem.

RUSSIAN BUSINESS GUIDE {ABI'YCT 2022}

- Bnaducnaes, 8 4ém ocob6eHHOCMb 8awezo 6usHeca, n036o0-
nuewas 0o6umecs ycnexa, Hecmomps Ha mo, Ymo udes pe-
cmopaHoe 6bicmpo2o0 NumaHus cama no cebe HeyHuUKanbHaA?

- [lymaio, B nepByto ouepefb 3TO MPOAYKT: Y HaC CBOW 3aro-
TOBOUYHbIN LieX, Mbl JABHO PELUMN OTKA3aTbCA OT MOKYMKU 3a-
MOPOXeHHbIX NnonydabprKaToB 1 NOWTA MO NyTW CO6CTBEHHOTO
NpPon3BoACTBa. Mbl eXXeJHEBHO BbINeKaem KapToderbHble Bynouku,
fenaem dapLu 13 oT6OPHOW roBsAAVHbI, TOTOBUM aBTOPCKIE COYChl
1 pa3nunyHble 3aroToBKM, B COCTaBe BCEX 3arOTOBOK — YHMKasbHas
peLenTypa; 1 CaMoe rNIaBHOE — B MPOAYKTax OTCYTCTBYIOT KOHCEP-
BaHTbI. [103TOMY Mbl Ha3biBaeM CBOM Gyprepbl HaTypasibHbIMK.

BTopoe: Mbl a6CONOTHO yOEeXAEHDI, YTO HYXKHO NMOCTOAHHO
NpUCNYyLWBATLCA K MOKynaTenio 1 paboTaTb C 06paTHOW CBA3bIO.
B cnyuae HejOBONIbCTBA Mbl BCErAa MEHSAEM NMPOAYKT WM BO3-
BpaLlaeM JEeHbI, eC/IN JOMYCKaeM OLLINOKIN — KOMMEHCPYEM KX
60HyCaMK, a Halla KOMaHAA eXXeHEBHO MOHUTOPUT OT3biBbl HA
BCEX MCTOYHVIKAX 1 0TpabaTblBaeT C rocTAMU, YTOObI B KOHEYHOM
UTOTe KaXXAblli MOKynaTtesib Obif [JOBOJEH.

- Kak 6bicmpo eaw nepeblii pecmopaH cmas npuHocume
npu6bin.?

— lMepBble HECKOMNbKO JieT A BOO6Le He U3BNeKan JeHer us
6u3Heca, a Ta MUHMManbHaa NpubbIUIb, KOTopas bbina, yxoauna
Ha noralueHue fonros. fl HauMHan ¢ HeboNbLOro NOMeLLeHA B
48 KB. M, UHBECTULINM Ha 3anyCK AOCTaBKN Yy MEHA COCTaBUAN
500 TbIC. pybnei, 3 KoTopbix 200 TbiC. py6. b MovmMu, 150 Thbic.
py6. 3aHAN Y 3HAKOMOTO MOJ NPOLIEHTbI, @ OCTaJIbHble cobupan no
YyTb-YyTb: Y APY3el 1 POACTBEHHVKOB, KOTOPbIE, K C/TIOBY, COBCEM
He 6bI1 6oraTbiMU.

Mocne 3anycka 6U3Heca MHe NPULWNOCb 6pocuTb YUYEDy, cnycTs
nonrofa s Hayan paboTaTb B TaKCU [/ TOro, YTO6bI MOKYMaTb NPo-
[YKTbl I NNATATb 3apriaTbl COTPYAHMKaM. [leHer KatacTpoduyecku
He xBaTarno. TonbKo CrnycTs rog Mbl 6onee-meHee Hayanu paboratb
B NMpuObINb.

B Hos6pe 2015 roga A 3anycTun nepebiii GyATpak, B3AB €ro B
apeHpy y 3HakoMmblx. MepBble yeTbipe MecsLa OH TakxKe paboTtan
B MUHYC. [ToTom, B 2016 roay, A OTKPbUT NEPBbI CTaLMOHAPHbIN
00BEKT — pecTopaH 6bICTPOro NUTaHuA niowaabto 190 KB. M B
LieHTpe ropofa. B Hero nepsBoHayanbHo BROXui 1,5 MiH py6nen.
Al otgan KBapTUpy 6abyLLKM B 335101, YTOObI B3ATb KpeauT, 3aH:AI
[EHbI Yy 3HaKOMOro 1 3abupan BbIpyuKy 13 o6opoTa.

[ocTtaBKy 1 GyATpaK A 3aKpbii B TeYeHVe HECKOJIbKMX MecsALeB
1 chOKycrMpoBan CBOU CUJIbl HA HOBOM pecTopaHe. Mbl 3anycTu-
JINCb NETOM, B CE30H, HO YK€ B CEHTAOPE yLUM B 60NbLION MUHYC.
CnycTa nonroga 6e3Bbl1a3HON paboTbl B pecTopaHe MHe yAanochb
BbIBECTI €ro B Npubbinb. Becb 2017 rog A noTpaTi Ha To, YTOObI
COKpallaTb AONroByto Harpy3Ky. Korga s B3an Gyxrantepa B WTat u
Mbl BCE CBENU, BbIAICHWIIOCh, YTO Yy MEHS AONTOBas Harpy3ska noytu
5 MSIH py6neit. To eCTb s OTKPbIT pecTopaH ¢ 4onarom B 1,5 MiH pyo6.,
a yepes 7-8 mecsLeB nMen yobIToK 6onblue 4 MiH pyo.

Mo3TomMy MOsi NCTOPUA COBCEM He NMPO ObICTPbIN B3NET 1
NErKNN CTapT.

B 2018 ropy s BnepBble cTan BUAETb AeHbry OT 6r3Heca, Torga
e 6bINo MPUHATO peLleHre OTKPbITb BTOPOW PecTopaH, 1 B Map-
Te 2018 roga Mbl OTKPbIINCb B OAHOM 13 KPYMHENLINX TOProBbIX
LIeHTPOB ropofa. TOT NPOEKT OKasascs peHTabesbHbIM C NePBOro
OHA 1 okynuca 3a 10 mecAues. Yxke B KoHLe 2018 roga A oTKpbi
TPETWI PecTopaH 1 Hayan NCKaTb NOLWaib NOA 3arOTOBOYHDIN LiEX.

- W npumepHo 8 3mo e 8pems 8bl pewiuniu, Ymo nopa pas-
sueams hpaHyaliizuHz080e HanpasnexHue?

- MNep.yto dpaHLwKn3y Mbl oTKpbLIK B 2020 rogy, BO Bpems Ko-
BUOHOW annaeMunn.

B Lenom naHgemuio Mbl NPOLLSIN AOCTOMHO, Y OHA MOCMOCO6-
CTBOBaJa pa3BuUTUIO. ECTECTBEHHO, KaK 1 BCe, Mbl 3aKPbINCb
[Ns noceTuTeNien, Ho, MOCKOMbKY A HAUMHaN C JOCTaBKY, Y HaC
6bINn CBOV Kypbepbl, CanT, MO6UIbHOE NpunoxeHue. Tak uyTo



Mbl CMOFIN Cpa3y afanTUpoBaTbCA K HOBbIM
YCI0BUAM.

B mae 2020 roa oTKpbInn 3aroTOBOYHbIN
LieX, B UOHEe — NepBblit GPaHLLIM3HbIN pecTo-
paH B To6osbCKe, a 3aTeM eLwé npoganu n
OTKpbINY TpY GpaHLLn3bI.

o4 Mbl 3aKOHUMNM C [EBATHIO pecTopaHa-
MU, Y4BOVIB KOJIMYECTBO TOYEK.

- CKoJIbKO ce200HA cmoum ¢ppaHwiuza
U CKOJIbKO 8peMeHU 8 cpeOHeM 3aHUMmaem
yenoyka om nodayu 3as6KU HA hpaHwiusy
00 8bIx00a 8 NpubLINL?

- Hawa dpaHwwmnsza xapakrepusyetcs 6bl-
CTPOW OKYNaeMOCTbIO BNIOXKEHWUI 1 YCTOMN-
UMBOCTbBIO B YCJTOBUAX KPU3MCA U MKECTKON
KOHKYpeHLMU.

YTo KacaeTca CTOMMOCTH, TO OHa Bapbupy-
eTcA B 3aBUCMMOCTM OT hopmMaTa 3aBefeHUs.
Mpwn popmate «3KCMPECC/FOODTRUCK»
(nnowaab — o1 20 fo 40 KB. M) NayLanbHbIN
B3HOC cocTaBnseT 250 Tbic. py6., a MHBECTU-
uum - ot 1,5 go 3 mnH py6.

Ecnn 3to OYA-KOPT (nnowaab -
40-70 KB. M), TO NayLwanbHbIN B3HOC — 300 ThiC.
py6. Npy HBeCTULMSAX OT 2,5 [0 4 MIH py6.

Ecnn xe 310 nonHoueHHasa BYPIEPHAA
(50-120 KB. M), MayLanbHbIA B3HOC COCTaBUT
400 TbIC. py6., @ MHBECTULWN — OT 3 10 5 MITH pyo.

Ecnv nnowaab ot 120 go 200 KB. M, TO 3TO
OJTATMAHCKWIN PECTOPAH ¢ unsectnums-
MU OT 4 MSIH py6. 1 NayLlanbHbIM B3HOCOM
500 TbiC. pyo6.

CpepHee BpemMA OTKPbITUA (OT noanvucaHns
[OroBopa KoHLeccuy o 3anycka TOproBo
TOYKM) — yeTbipe mecAua. Ho BCE 3aBucnT OT

pasmepa pectopaHa 1 eLwé paga HIaHCOB.
OkynaemocTb cocTaBnsaeT oT 12 go 30 meca-
LieB, PEHTAabeNIbHOCTb MOXET focTurath 25%,
a poAnTU B NepBbI rof — Bcero 3% c nocne-
ayowmm nosbiweHnem go 4%.

- Ymo el npednazaeme ceoum napm-
Hépam, nomumo 6penoa?

— Bo-nepBblx, 3T0 Nnomoub B nogbope
nokauuu n nogpobHoe pyKoBOACTBO MO
OTKPbITUIO pecTopaHa, AU3alH-MPOeKT rnome-
LLEHUA 1 NPOEKTMPOBaHMe BCeX CITYXeOHbIX
1 MPON3BOACTBEHHBIX MOMeLLeHN. Takxe
Mbl NpefocTaBfseM CIMCOK HEO6X0ANMOro
060pyaoBaHNA 1 Mebenu C 3CK13amMu 1, YTo
HEMasioBaXHo, 6a3y HalLMX NPOBEPEHHbIX
NoapsAAYMKOB U NOCTABLYUKOB, KOTOPbIE MO-
CTaBnAT 06opyaoBaHMe 1 Mebenb C Makcu-
MasibHbIMU CKUAKaMU.

EctecTBeHHO, Mbl 06ecneurBaem ppaH-
Yan3n-nNapTHEPOB rOTOBbIM MEHIO CO BCEN
peuenTypoi NpUroToBieHns, afanTMpoBaH-
HbIM MO ropof, rae NnaHupyeTcsa oTKpbIThe
3aBefeHuA. B TiomeHn npoBognm obyye-
HVe PyKOBOZAsLEro cocTaBa pecTopaHa,
COCTaBJ/IfeM MJlaH MapKeTMHIa 1 pa3BUTUSA
pectopaHa.

[Janee Kaxkgbli NapTHEP B3anMOLENCTBY-
€T C MEeHe[KePOM, KOTOPbI CONPOBOXAAeT
ero Ha Bcex 3Tanax 3anycka 1 ganbHenwen
paboTbi.

Bce napTHEPbI NOAKNIOYAIOTCA K HALLEN NH-
bopMaLMOHHON cucTeMe, UMeIoT AEHTNY-
HbIV CalT 1 MOGUNbHOE NpunoXxeHue. Haw
KOJI-LIEHTpP LIeHTpan30BaHHO obpabaTbiBaeT
BCe 3aKasbl.

MCTOPUN YCTIEXA

Mbl genmcs ceoelt 6asoli peepanbHbIX No-
CTaBLUYMKOB NPOAYKTOB, KOTOPble NpefocTaB-
NAT MaKCMasbHble CKUAKN 419 Hallen ceTu.

Takxe napTHEpam Mbl faéM [OCTYN K KOP-
rnopaTvBHOMY MopTany Ansa obyyeHns coTpya-
HUKOB, BKJItOYatoLLeMy cBbie 250 npoBepeH-
HbIX OOHOBJIAEMbIX CTaHAAPTOB.

- Kmo moxem cmame eawum napm-
Hépom?

- MpeanprHMaTenun, pykoBognTenn u
TOM-MeHeaKepbl, KOTOPble FOTOBbI 3aHUMaTb-
CA onepaLnoHHbIM yrnpaBrieHnem busHeca.

Mbl cTporm 601bLyo KOMMaHWIo, U 51 yoe-
XKAEH, UTO HaLL NPOAYKT MOXET CTaTb 1tobu-
MbIM AJ1A XKuTenel MHOrMX ropoAOB CTPaHbl,
a Oyprepbl U3 HaTypanbHbIX UHFPEANEHTOB,
co3fjaHHble B Poccru, cMoryT coCcTaBUTb KOH-
KypeHLuIo 3anagHbiM 6peHpaam.

[inA 3TOro Mbl ULLeM HepaBHOAYLLHbIX NapT-
HEPOB, KOTOPbIE rOTOBbI ClIef0BaTb CTaHAAP-
Tam 1 pekoMeHJauMAM, a Takxe npunaratb
CBOV YCUNWA 1 SHEPTIIO.

- Kakue ecmb nepcnekmuesi pazeumus y
TESLA BURGER Ha 6nuxatiwiue 20061?

— Mbl BbICTpanBaeM JONITOCPOYHYO CTpaTe-
10, BKIIOYAIOLLIYIO KOJIMYECTBEHHBIN 11 Kaye-
CTBeHHbIN pocT. Halwa 3agaya B cpegHecpou-
HOW NepcneKTMBe — CTaTb MeXXAyHapOoAHOM
CeTbi0 VI BOWTU B TOM-5 KOMMaHW HA pPbIHKe
0o6LWecTBEHHOro NUTaHus B PO.

Mopenb nokasbiBaeT cebs ycnewHo B
pasHbIX ropofax, No3ToMy NniaHupyem 3a-
XOAWTb KaK B ropofa-MUITTIMOHHUKY, TaK U B
HebonblUVe HaceNEHHbIE MYHKTbI.

2021ron

2022rog
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ladislav Djurovic opened

a delivery restaurant in
2013 at the age of 18. The first
stationary restaurant opened in
2016.
Today, TESLA BURGER is the
largest burger chain by number
of outlets beyond the Urals and
has 16 restaurants in 6 cities:
Tyumen, Kurgan, Tobolsk,
Yekaterinburg, Muravlenko and
Noyabrsk.
We talk to Vladislav Djurovic,
the founder of the chain, about
how the business has developed
over these years and what plans
TESLA BURGER has for further
development.

THESTORY OF THE LARGEST
BURGER CHAIN BEYOND THE URALS

- Mr. Djurovic, what is the peculiarity of
your business that allowed you to achieve
success, despite the fact that the idea of fast
food restaurants is not unique in itself?

- I think, first and foremost, it is the
product: we have our own catering shop, and
long ago we decided to give up buying frozen
semi-finished goods and go down the road of
our own production. Every day we bake potato
buns, make mincemeat from selected beef,
create author sauces and various preparations,

all of them have unique formulas, and what is
most important, there are no preservatives in
the products. That’s why we call our burgers
natural.

Secondly, we are absolutely convinced that it
is necessary to constantly hear the customer’s
needs and to work with feedback. In case of
dissatisfaction we always change the product
or refund the money;, if we make mistakes we
compensate them with bonuses, and our team
monitors the feedback on all sources every day

RUSSIAN BUSINESS GUIDE {ABIYCT 2022}

and works with the guests to ensure that every
customer is happy as a result.

- How soon did your first restaurant
become profitable?

— For the first few years, I didn’t make
any money at all from the business, and
the minimal profit I made went to paying
off debts. I started with a small room of 48
square meters, the investment for the launch
of the delivery was 500,000 rubles, of which
200,000 were mine, 150,000 borrowed from
an acquaintance at interest, and the rest
I collected little by little: from friends and
relatives who, by the way, were not rich at all.

After launching the business, I had to give
up my studies and six months later I started
working in a taxi service in order to buy
groceries and pay salaries to my employees.
There was catastrophic shortage of money.
Only a year later, we started to operate more
or less profitably.

In November 2015, I launched my first food
truck by renting it from acquaintances. For the
first four months, it also worked at a loss. Then,
in 2016, I opened my first stationary facility,
a 190-square-metre fast food restaurant in the
city centre. I initially invested 1.5 million in
it. I pledged my grandmother’s flat to take out
aloan, borrowed money from an acquaintance,
and took the proceeds from the turnover.

In a few months, I closed the delivery and
food truck and focused my efforts on the new



restaurant. We launched in the summer, in the
high season, but by September we had already
gone into heavy deficit. After six months of
tireless work at the restaurant, I managed to
turn it into a profit. I spent the whole of 2017
trying to reduce the debt load. When I got an
accountant on staff, and we put everything
together, it turned out to be almost 5 million
rubles in debt. In other words, I opened
a restaurant with a debt of 1.5 millionrubles,
and 7-8 months later I had a loss of over
4 millionrubles.

So, my story is absolutely not about a quick
bounce and an easy start.

In 2018, I started to get money from
the business for the first time, that’s when
I decided to open a second restaurant, and in
March 2018 we opened it in one of the largest
shopping malls in the city. This project proved
to be profitable from the 1st day and paid for
itself in 10 months. Already at the end of
2018, I opened the 3rd restaurant and started
looking for space for a bakery.

- And it was around this time that you
decided it was time to develop a franchise
business?

— We opened our first franchise in 2020,
during a covid epidemic.

On the whole, we got pretty well through
the pandemic, and it helped us to develop.
Naturally, like everyone else, we closed
ourselves off to visitors, but since I started with
delivery, we had our own couriers, website
and mobile app. So we managed to adapt
immediately to those new conditions.

In May 2020 we opened a catering unit,
in June the first franchised restaurant in
Tobolsk, and then we sold and opened 3 more
franchises.

We finished the year with 9 restaurants,
doubling the number of outlets.

- How much does a franchise cost today
and how long on average does it take - from
applying for a franchise to making profit?

— Our franchise is characterized by fast
return on investment and resilience in the
face of crisis and fierce competition.

In terms of cost, it varies depending on the
format of the establishment. In the format of
the Express / Foodtruck (area from 20 to 40 sq.
m.) the lump sum of 250 thousand rubles, and
the investment — from 1,5 to 3 million rubles.

If it is Foodcourt (area 40-70 sq. m.), the
lump sum fee is 300 thousand rubles, with the
investment of 2.5 to 4 million rubles.

If it is a full-fledged burger house (50-120
sq. m.), the lump sum fee will be 400 thousand
rubles, and the investment - from 3 to
5 million rubles.

If the area of 120 to 200 sq. m., it is
a flagship restaurant, with an investment of
4 million rubles and the lump sum of 500
thousand rubles.

The average opening time — from signing
the concession agreement to launching the

outlet - is 4 months. But it all depends on the
size of the restaurant and a series of details.
Payback ranges from 12 to 30 months, the
profitability can reach 25%, and the royalty
in the first year is only 3%, with a subsequent
increase to 4%.

- What do you offer your partners in
addition to the brand?

- First of all, we help them in selecting
the location and provide a detailed guide
for opening a restaurant, the design of the
premises and the design of all the service
and production areas. We also provide
them with a list of necessary equipment
and furniture with sketches and, what is
important, with our database of reliable
contractors and suppliers, who supply
equipment and furniture at maximum
discounts.

Naturally, we provide our franchisee
partners with a ready-made menu with all
the recipes adapted to the city where the
establishment is planned to open. In Tyumen,
we train the restaurant’s management team

13 pecTopaHoB B 3-x ropogax
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and draw up the restaurant’s marketing and
development plan.

Then each partner interacts with a manager
who accompanies him/her on all stages of the
launch and further work.

All partners are linked to our information
system, have an identical website and mobile
app with us. Our call centre processes all
orders in a centralized system.

We share our database of federal product
suppliers, which provide maximum discounts
for our network.

We also give partners access to a corporate
training portal with more than 250 tested and
updated standards.

- Who can become your partner?

- Entrepreneurs, executives and senior
managers who are willing to handle
operational management of the business.

We build a large company, and I am
convinced that our products can become
favourites for people in many cities around
the country, and that burgers made from
natural ingredients, created in Russia, are
able to compete with those of Western brands.

To achieve this, we look for passionate
partners who are ready to follow standards
and recommendations, and who are willing
to put their own efforts and energy into this.

- What are TESLA BURGER’s
development prospects for the nearest years?

— We build long-term strategy that includes
quantitative and qualitative growth. Our
task in the medium term is to become an
international chain and become one of the top
5 companies in the Russian catering market.

The model shows itself successfully in
different cities, so we plan to enter both
millionaire cities and smaller towns.

CEr0fiHA

CobcTBeHHan pabpuka-KyxHs
HanpasneHue rotosoit egbl (Tesla Cafeuc

* CoTpyaHuku - 120+ yenosek
* [lokynatenu - 2000+ B AeHb
* Bbipyyka - 15 MnH. py6. B MmecsL,
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“Qpoynb

http://mc.neojoule.ru/
http://3d.neojoule.ru/

«Neol>xoyJib» — HebONbLINE PUTHEC-CTYANN
ansa 6onbwmx noben

M 0XHO N1 CNOPTMBHbIiA 06pa3 XU3HY cAenaTb yCnewwHbIM NoKanbHbim 6u3Hecom? KoHeuHo, pa! «Neolxoynb» — 310 ceTb CTYAUI FPYNMOBbIX
TPEHNPOBOK «y OMa», KOTOpas AMHaMUYHO Pa3BUBAETCA YiKe YeTBEPTDIN rop,.

BpeHpay He cTpawHbl KpU3NCcbl M caHKumu. CTyAUM yCnewHo nepexunm nokaayH B 2020 roay, a KpU3nc 3Toro rofa 060wwén nx ctopoHoit: 6usHec
noKanbHblIi, 060pyA0BaHMe U MaTepuanbl ANA peMOHTa He CUNIbHO 3aBUCAT OT 3apY6eKHbIX NOCTAaBLYMKOB.

0 ToMm, KaK pa3BuBaeTca ceTb UTHeC-CTANIT GopmaTa «y oMa», KaK yNpaBAAIoLLaA KOMMNAaHUA CNeANT 3a BbINONHEHNeM CTAaHAAPTOB U YTO MAET
KOMMaHWIo Aanblue, YUTaliTe B HallemM MaTepuane.

«Neo[lkoynb» ceryac — 310 14 cTyann B
Poccnn n CHI. Ho HaurHanocb BCE c ogHoM
cTyaumn B MocKBe, a nocsie KOMNaHuA cTana
pa3BMBaTbCA Kak ppaHwwmsa. O6bopoT ceTn B
2021 rogy Bblpoc 6onee uem B 2,5 pasa, HoBble
CTyAWW OTKPbIBAIOTCA B Pa3HbIX ropoAax, a
$opmaToB CTyaMI CTAHOBUTCA BCE Gorblue.

KAK BbIrnAQUT CTAHOAPTHAA CTYAUA?

Mnowagab ctygmn — ot 70 go 200 KB. M.
OO6bIYHO OHY PACMONOMXeHbl B KPYMHbIX »KU-
JIbIX KOMMJ1eKcax pAgoM C MoTeHUManbHbIMK
KIIMEHTaMV 1 ABMAIOTCA YacTbio MHpPaCTpyK-
TYpbl LOMA, HAPALY C MapUKMaxepCKUMM, XM-
UNCTKaMK 1 CynepmapKeTamu.

HanonHeHve Kaxgow cTyaum pasHoe, 310 He
MOHOCTYANSA, FAe eCTb TONbKO OAHO HanpaB-
neHue. ®paHyaiiav GopmmpyIoT pacrnrcaHme
CaMu U ynyydLlaioT ero noj notpebutens: B
HeKOTOPbIX ropoaax 6osblue HanpaBaeHN ¢
A3pOIIOron 1 PacTAXKKOW, B APYruxX nonynap-
Hee CMoBble U TaHLeBasbHble KNaccbl. BecHom
2022 ropa B MocKBe OTKpbIniacb nepsas CTy-
1A C NNOHaMK, KOTOpas oueHb nontobunach
KnneHtaMm. MHorve ctyamm gna ynyJiieHuna
3arpys3ku NpoBoAAT AeTcKune 3aHATKA. B He-
KOTOpPbIX CTyAMAX 060pyfoBaHa crelmasnbHas
30Ha NepCOoHasbHbIX TPEHNPOBOK.

HAYAJIO MYTWU: NOYEMY UMEHHO
OPAHLLU3A
Cnpoc Ha rpynnoBble 3aHATHA Obin BCerga,
HO B OCHOBHOM TaKoW 613HeC OTKpbIBanu ¢a-
HaTbI-TPEHEPDI, 3aMOTVBUPOBAHHbIE CBOUM
COOCTBEHHbBIM UHTEPECOM.
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«Neolxoynb» peLunn CTPOUTb CETEBYIO NC-
Topuio yepes bpaHYa3nNHT, YTOObI OTKPbLITb
CTyAuIo MOT JII0060 YenoBeK — iaxe C MUHU-
MasbHbIM OMbITOM PaboTbl B CMOPTE U KINEHT-
CKOM BU3HECE, O[IHAKO C OOMbLLIVM XKeNlaHEM
pa3BuBaTbCs. [103TOMY, TOMUMO COBCTBEHHOM
CTyAMK, IaBHON Lienblo ynpasnAtoLLe Komna-
HWW CTanu pa3BrTUE eANHbBIX CTaHAAPTOB OpeH-
[a 1 oTpaboTKa 613HeC-NPoLIeCcCoB, pa3BuTMe
yuebHbIx MaTepuanos v IT-cuctembl.

CTyamm rpynnoBbiX TPEHUPOBOK — 3TO 6U3-
Hec «nocnegHen munmy». B kaxgom ropoge
CBOW 0COOEHHOCTY, CBOA ayAUTOPUA 1 TPEHLD,
MO3TOMY CIIOXHO OTKpPbITb GUTHEC-3an B HoBO-
cnbupcke n3 Mocksbl. 118 TOro Utobbl OH CTan
YCMeLHbIM, HY>KHO MPOBECTY ropa3ao borbLue
MapPKETVHIOBbIX MCCIEAOBAHUIA, MPOTECTUPO-
BaTb pa3Hble HanpaBsfieHUsA 1 y3HaTb 6onblue
0 ropoge, a 310 CJIOKHO CAenaTb ANCTaHLNOH-
Ho. JloKanbHbI 613HeC — 3To Bcerga npo no-
CTPOEHVE OTHOLLEHWI C KNIMEHTaMK, pa3BuTIe
JIOKaNbHOro coobLLecTBa, MHAMBMAYANbHbI
NoAXoA K KaxZoMy yesioBeKy. DTo ropasgo
Jlyylle MoNyYaeTcs, ecsiv npeanpuHMMaTenb
XKMBET B TOV JIOKaLWK, rae HaXoauTCa CTyams.

MNosTomy PpaHwmsa — naeanbHbI NyTb
pas3BUTMA ANA Takoro busHeca. MapTHEpPDI
XMBYT B pa3HbIX ropojax 1 3HatoT 0cobeH-
HOCTV CBOEW NoKaLIMK, 3HAOT MHTEPEeChl CBOMX
KJIMEHTOB ropasfo Jlyylle, Yem yrnpasnsioLas
KomnaHwus. Mpr 3ToM ynpasnstoLwas Komna-
HUA BosbLLe 3HAeT 0 BM3Hec-NpoLeccax, npu-
B/IeYEHUI KITMEHTOB 1 paboTe ¢ IT-cuctemoln.
[na napTHEpoOB ynpasnAtowas KoMnaHnaA
BbICTYMAeT CTOPOHHUM MEHTOPOM, KOTOPbIN

MOXeT NofCcKa3aTb, YTo HeobxoaMMo faenatb
CO CTOPOHbI, I NOAENUTLCA TeM, YTO paboTaeT
y 60nblUMHCTBa NAapTHEPOB ceTu. Takoli coto3
MoJTyYaeTcs BbIMIPbILUHBIM A1 06erX CTOPOH.

NPEMMYLLECTBA ANA OPAHYAN3U

YnpaBnsioLwan KoMnaHus nomoraeT 1 Ha
3Tane oTKpbITUA CTyAnn, n nocne. NapTHépbI
noJsiyyatoT He NPOCTO NpaBo paboTaTb oA
6peHoM, Kak 3TO 6biBaeT BO MHOIMX ¢ppaH-
LUM3aX, @ MOCTOAHHYIO NOAAEPMKKY U KOHTPOMb
Nno NPOABUMXEHUIO Or3Heca.

Ha aTane noAroToBKu K OTKpbITUIO 3TO:

- MOMOLLb B NoAbGOpe NOMeLLeHs 1 C Nog-
nrcaHnem JOroBopa apeHfbi;

— NPOeKTPOBaHVe NOMELLEHNA U pa3pa-
60TKa An3alH-NpoeKTa B pYPMEHHOM CTUse
6peHaa, NOMOLLb € 3aKa30M MHBEHTapsA As
TPEHNPOBOK;

— dopmrpoBaHMe CeTKM pacnucaHnsa nog,
HY>KHYI0 ayguTOpWIO;

- nofbop nepcoHana;

— KopropaTrBHoe 06yyeHne NapTHEPOB 1
aAMVHNCTPATOPOB.

B «Neo[l>koynb» ecTb cBosi 6a3a 3HaHWI,
B Heé BxoauT 6onee 100 BUAEOYPOKOB U
WHCTPYKLUIA, KOTOpble MOMOTatoT Npeanpu-
HUMATENIo 1 Ha 3Tarne PeMOHTa, 1 Npu fanb-
HelleM pa3BUTUN CTyaMN.

Ha atane pa6oTbi cryauu 31o:

— pa3paboTKa nnaHa IoKanbHOro MapKe-
TUHTa 1 3aMnyCcK PeKSIaMHbIX KaMMaHWii;

- paboTa c CRM-cuctemoi, Kotopasi nomo-
raeT B ynpasfieH1u cTyguei;

— NOCTaHOBKa BCeX GU3HEeC-NPOLLEeCCoB.



B camom Hauarne no6oi 61sHec 3aHMMaeT
MbICNM NpeanpuHumatens 24/7, Ho B fanb-
Helwem 60MbLUYI0 YacTb PYTUHBI MOXHO MO-
CTaBUTb Ha MOTOK, YTO U ABNseTcA 6usHec-
npoueccamm.

KOHTPOJIb KAYECTBA: KAK NPOBEPATb
PABOTY MAPTHEPOB

MockonbKy ynpasnstoLas KoOMnaHus npo-
XOfuna 3Tanbl OTKPbITUA 1 3aMycKa CTyaui He
O[IVH pas, UMEHHO CyiefjoBaHne 3TM 6r3Hec-
npoLeccam NprBOANT K pe3ysnbTaTy. ITo Kak
pa3BEépHyTas MHCTPYKLWA: dpaHyaii3v genaet
BCE LUaru no nopsAgKy 1 nonyyaeT pesysbrar.
Mo3Tomy BaXKHO oTCeXunBaTb paboTy dpan-
Yyansu.

Pa6boTa c napTHépamu cTpomUTCA No
npuHuunam KoyumHra. Kaxayo Hegento
ynpasnsoLan KOMMNaHUA OpraHM30BblIBa-
€T 3BOHOK C MapTHEPOM, Ha KOTOPOM MpPO-
roBapuBaloTCA pesynbTaTbl NpeablayLen
Heflenu paboTbl 1 CTaBATCA HOBble Lenu. Bea
nHpopmauma rkcmpyeTca B cneuranbHOm
nporpamme. Ha cnepytolein Hegene npo-
Lecc npofosmKaeTcs.

Pa6oTa no npmMHUmMnam KoyumHra — 31o
YHUKanbHasa 0cobeHHOCTb «Neo]oyrby,
KOTopas MOCTOAHHO pa3BuBaeT bu3Hec- 1
NIMYHbIe KayecTBa KaXkAoro npenpuHmuma-
Tensa B ceTu.

Kpome Toro, kKomaHaa nogaepKku ot
ynpasnsLlel KOMNaHUy NpocnyLwmBaeT
3BOHKM C KIIEHTaMU 1 MOHUTOPUT obLieHne
aAMUHWCTPATOPOB B CTYAUU, NPOCMATPBa-
€T Kamepbl B CTYANAX, KOHTPONUpyeT paboTy
B CRM-cucteme. Tak)ke pacnpocTpaHeHa
npaKkTKa NCNonb30BaHUA TallHbIX MOKY-
naTtenen, KOTopble NPUXOAAT HA 3aHATUSA,
buKcnpytoT BCE He06Xx0AMMOE MO YEK-TTUCTY
1 nepepatoT 3Ty nHGopmMaLuio ynpasnsio-
e KOMMaHUN.

Bcé 310 nomoraet oueHWTb paboTy cTyanm
yAanéHHo, 3aMeTUTb BCe oWwmnbKM B G13Hece 1
MOHSATb, €CJIN YTO-TO He KnentcA. Kak npasu-
110, Ha OCHOBAHU NMOYYeHHOW NHGOopMaLUK
ynpasnsiowwasn KoMrnaHua GopmmpyeT Crmncok
peKkomeHZaLuii, KOTopble MOTYT MOMOYb UC-
NpaBUTb HEAOCTATKN.

Bornbluoe BHMMaHWe ynpasnsioLas KoMna-
HUA yaenseT onepauyvioHHbIM 1 GUHAHCOBbIM
rokasatenam paboTbl Kaxgon ctyauu. C camo-
ro Hauyana paboTbl ynpasnsioLas KoMmnaHus
ncnonb3osana CRM-cnctemy CTOPOHHUX pas-
PaboTUMKOB, OfiHAKO B NpoLiecce paboTbl Bbi-
ABUJIOCb MHOTO HEAOCTATKOB 3TOW CUCTEMDI.
Mo3sTomy ynpasnstoLan KOMNaHUa B Hauane
rofga npvienekna JononHuTenbHoe GrHaH-
CYpOBaHMe OT UHBECTOpa Ha pa3paboTKy
cobcTBeHHON IT-nnatdopmbl, KoTopas byaet
06befVHATbL BCEX MAaPTHEPOB 1 MOMOXKET
onepaTuBHee «MoAKPYUMBaTb» HEOOXOAUMblE
rokasaTenu, ecsiv Kakaa-To U3 CTyauii Bblge-
nAeTcA cpean BCex CTyauin cetu. B byayuiem
[T-cuctema «Neo/loynb» NO3BONUT B pexnme
OHNalH CpaBHMBATb MOKa3aTenu pasanyHbIX
CTYAWIA 1 NOyYaTb aBTOMATUYECKE «yMHble
peKomeHZaLWmny ANA yay4leHna paboTbl Kax-
[oro napTHépa.

PA3HBIE MOAENN BU3HECA:
KAKOE PA3BUTUE MIOET

YMPABNAIOLWLYI0 KOMNAHUIO
bornblue yeTbipéx neT KomnaHua paboTa-
na B ogHoM dopmaTe — CTYAUMN FPYMMoOBbIX
TPEHMPOBOK, OPUEHTNPOBAHHON B OCHOBHOM
Ha »KeHcKyto ayamToputo. Ho 3anpocbl noTeH-
UuanbHbIX GpaHyan3m, oLeHKM NoKarbHOro
cnpoca 1 usyyeHrie rnobanbHOro pbiHKa npu-
BeNv K NOABMEHMWIO TPEX AOMOHUTESIbHBIX

¢dopmaToB.

Tenepb N06GON HauMHALMIA NPERNPUHN-
MaTeslb CMOXKET BblbpaTb OANH U3 YeTbIPEX
dopmaToB nop cBow GIOAXKET N NHTEpPECHI.
MpoekTbl TPebyoT pa3HbIX UHBECTULNIA, HO
BO BCEX CJIyyasx NoAfepKKa OT yrnpasnstoLen
KOMMaHWM OCTaéTCA HEV3MEHHOW: 3TO MeH-
TOPCTBO YNpaBnstoLLeli KOMMaHUW, MOCTOAH-
Has obpaTHas CBA3b, MeToAnYeCKMe MaTepu-
anbl, 06yyeHrie 1 MOMOLLb Ha Ka)K oM 3Tarle.

«Neo/lxxoynb» (06wWwuii 06bEM NHBECTU-
yuia — 2,5-4 mnH py6neii)

3710 MynbTMdOPMaTHbIE CMOPTUBHbIE CTY-
ZVV FPYNMOBbIX Y NepPCOHaNbHbIX TPEHNPO-
BOK. 1151 OTKPbITUA HY»KHO HeGONbLLIOE Mo-
MelLleHne B NPaBUiIbHON NoKaLuu.

PacnucaHvie MOXXHO MeHSATb B 3aBUCUMOCTM
OT paioHa; 90% KNMeHTOB Takoro ¢opmaTta —
MKeHLWMHbI. [1nA 3aHATUI NCMONb3YeTCA MUHN-
MasibHoe 06opyfoBaHMe: KOBpPYKM, 6oanbda-
pbl, raMaKu Ans a3pornory 1 npouee.

Cenvac ctygum «Neo[l>koynb» ycnewHo
paboTaioT 1 B MOCKBe, 1, Hanprmep, B He-
6onbwom ropoge KoctaHaim B KasaxcTaHe.
Mo3ToMy Takol 61M3HEC MOXKET MPUHOCUTb
nNpuobITb NPaKTUYeCKM B 1I06OM MecTe.

Crossfit Corner (06wmit 06EM NHBECTU-
yuia — 1-2,5 mnH py6neii)

3T0 KpocCchHUT-CTYANN C BO3MOXKHOCTbIO
NPOBOAUTbL rPYNMOBble TPEHNPOBKM B CreLu-
anbHO 06opyaoBaHHOM 3ane. MiHBecTnuun B
TaKoW 3a Hy>KHbl HeGOJbLUME, TaK KaK Tpeby-
€TCA MUHVIMAJIbHbI PEMOHT: CTEHbI 6ETOHHbIE
B cTune nodT, pe3nHOBOE NMOKPbITVE Ha Moy
[NA yCTOMYMBOCTY Ha TPEHNPOBKaAX.

Crossfit Corner — KOPOTKNE TPEHNPOBKM
BbICOKOI 3¢ PeKTUBHOCTU, creynanbHas
MeTofMKa 1 BCTPOeHHOe 06opynoBaHue.
Takrie TPEHNPOBKN CTAHOBATCA BCE 6onee
nonynApHbIMY Kak Cpefn 3aHATbIX MYXK-
UWH, TaK U CPeaM XeHLWH, KOTOpble XOTAT
NnoJslyuynTb MaKCMMaNbHbIA pe3ynbTaT 3a
MVHVManbHOE Bpems.
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Pilates Space (06wWwuit 06bEM NHBECTU-
yuia — 4-7 MAH py6nein)

CTyauns nunateca ¢ rpynnoBbIMU TPEHU-
POBKaMu Ha crieLmanbHbIX TpeHaxEpax-pe-
bopmepax — OCHOBHOE NPerMyLLeCTBO 3TOrO
dopmaTa cTyguin. Takne rpynnosbie TpeHU-
POBKYM MONyNAPHbI Cpefy BCeX BO3PacToB B
EBpone n Amepuke.

3aTpatbl Ha TaKylo NepcreKTUBHYO MOAesb
¢durTHec-3ana Bbllle, OAHAKO yrpasnaoLwas
KOMMaHUsA npopabaTbiBaeT CXeMbl CTOPOHHe-
ro priHaHCMPOBaHUA HeO6X0ANMOro 0bopy-
OBaHUA.

Bodybase (06wwuit 06bEM NHBeCTULMIA:
6+ MNH py6nei)

Mopgenb Knaccuyeckoro putHec-knyba co
cpepHen nnowaabio ot 400-1000 KB. M, B KO-
TOPOM eCTb U TPEHaXXEPHbIN 3aN, 1 3an Ana
rpynnoBbIX TPEHNPOBOK.

Ha oTKpbITMe Takoro maclitabHoro cnop-
TUBHOTO LieHTPa Hy>XHbl 6onbLUVe pecypcbl,
TaK Kak nnoLab 3anoB 6onblue 1 Heobxoan-
MO 3aKynaTb 060pyAOBaHMe, HO OKYNaeMoCTb
1 NpubbIb OyayT ropasao Bbile.

B YEM OT/IMYME MOLENENA?

Kaxkpas mogenb noaxoanT AN cBoen Le-
nesow aygutopun. OHM pa3nunyatoTca pasme-
POM UHBECTULWIA, An3aiiHOM, naeein. O6wmm
0CTaéTCA OfHO: NoAAEePKKa OT yrnpasnstoLel
KomnaHun «Neo/lxxoynb».

CricteMa NoAAePKKN efMHa BHe 3aBUCU-
MOCTU OT KOHLEeNUuMu, KOTopyto BbibrpaeT
¢dpaHuansu. NMonHoe conpoBoXAeHue ot
BbI6GOPA U NPOEKTUPOBAHUA NOMeELLeHUA
[0 MacwTabupoBaHnA 6U3Heca, exxeHe-
JenbHbIl KOHTPOJIb U MOCTaHOBKA 3ajav,
CO3BOHbI € npeacTasutenamu «Neolxoynb»
1 cobpaHua No MapKeTUHry 1 pabote c nep-
coHanom. imeHHo 6narogaps ynpasnstoLiei
KOMMNaHuy GpUTHeC-CTYAnM pa3BMNBaOTCA B
pasHbix ropoaax Poccun v CHI, a napTHEPDI
3aHMMaIOTCS IOOUMbIM fieNToM 1 3apabaTbl-
BalOT AEHbIU.

NEPCNEKTWUBbI PA3BUTWNA CETU

brnarogapsa cnaxkeHHon pabote «Neol>ko-
ynb» pa3BMBaETCA Kaxkablll roa. B 6yayuwem
«Neo[l>koynb» — 370 6peHp 1 coobLiecTBo
npeanpuHMMaTtenen, B KOTOPOM obbedrHeHbl
CTyaum pasHoro popmaTta € pasHbiMy ngen-
MW 11 A1 pasHbix ilogen. A Takxe B byaylem
«Neolxoynb» — 370 egnHan IT-nnatdpopma,
KoTopas obbefnHseT Bce popmaTbl 1 No3-
BONIAET NpeanpuHMmaTesnto 6bicTpo 1 3ddek-
TUBHO paboTaTb, a ynpasnsaioLe KOMNaHUn
ObICTPO OTCNEXMBATb 3GPEKTUBHOCTL PAOOTHI
KaXkoro napTHépa.

ATy no 3TomMy NyTy HEMPOCTO, HO LieNib
KOMMaHU1 — 06beaAnHUTb NpeanprHnUMa-
Tenemn, KOTopbiM 6IM30K 340pPOBOI 00pa3
)KM3HW, N CTaTb Inagepom B o6nactn GppaH-
YaM3nHra B CNOPTUBHOWN MHAYCTPUN —
OCTaéTCA HeM3meHHon. HecmoTps Ha Bce
TPYAHOCTU, KOMMAHWA CneayeT CBOel Muc-
UM — cAenaTb CNOPT YacTbio XU3HW Nofel
B Nlo6OM Bo3pacTe.
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Neojoule -

boutique fitness studios for big victories

I it possible to turn a sports lifestyle
S into a successful local business? Of
course, it is! NeoJoule is a chain of local
fitness studios that has been developing
dynamically for four years.

The brand is not afraid of crises and
sanctions. The company has successfully
survived the lockdown in 2020 and this
year's crisis — the business is local, most
of the equipment and the construction
materials do not depend on the foreign
suppliers.

Read about how the chain of local

fitness studios is developing, how

the management company monitors
compliance with standards and what
awaits the company next in our article.

Today NeoJoule has 14 boutique fitness
studios in Russia and the CIS. But it all started
with one studio in Moscow, and then the
company began to develop as a franchise. The
company’s revenue in 2021 grew by more than
2.5 times, new studios constantly opens in the
new cities, and the company develops more
formats for broader audience.

WHAT DOES A STANDARD STUDIO
LOOK LIKE?

Studios range in size from 70 to 200 square
meters. They are usually located in large
residential areas, near potential clients and
are part of the infrastructure, along with hair
salons, dry cleaners and supermarkets.

Each studio has a broad range of different
group and personal classes, it is not a mono-
studio where there is only one type of classes.
Franchisees build a schedule themselves and
improve it for the clients’ needs: in some cities
there are more yoga and stretching classes, in
others — dance classes and fly yoga are more
popular. In the spring of 2022 in Moscow we
opened the first studio with pylons which
became a very popular class among women.
Many studios have classes for kids. Some
studios have a special area for personal training.

THE BEGINNING OF THE JOURNEY:
WHY A FRANCHISE

There has always been a demand for group
classes, but mostly such business was opened
by yoga gurus and over coaches, motivated by
their own interest.

NeoJoule decided to build a franchise chain,
so that anyone could open a fitness studio -
even with minimal experience in sports and
the client business, but with a great desire to
grow and develop themselves and its business.
Therefore, the main goal of the management
company is to develop the brand standards
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and establishment of business processes, the
development of training materials and IT-
system.

Group classes studios are the “last mile”
business. Each city has its own characteristics,
its own audience, and trends, so it is difficult
to manage a fitness studio in Novosibirsk from
Moscow. To make it successful, you need to do
a lot of local marketing research, test different
trends and learn more about the city, and it is
very difficult to do it remotely. Local business
is always about building the relationships with
clients, developing a local community, and
establishing an individual approach to each
person. It is much better if the entrepreneur
lives in the location where the studio is situated.

That is why a franchise is an ideal way to
develop such a business. Partners live in
different cities, know the details of their location
and the interests of their clients much better
than the Management Company. In contrast,
the Management Company knows a lot about
business processes, marketing strategies,
analytics and the IT-system. For partners the
Management company acts as a third-party
mentor, who can advise on what needs to be
done from the outside and share what works
best for the other franchisees in the chain. This
kind of cooperation is a win-win situation for
both parties.

ADVANTAGES FOR THE
FRANCHISEES

The management company helps both at the
construction and launching stage and after the
opening. Partners receive not just the right to
work under the brand’s name, as it happens in
many franchises, but also get 24/7 support from
the management company.

At the stage of the construction
franchisee get:

— assistance in the selection of the premises and
help in negotiation of the lease agreement;

— help with the designing of the interior of the
premises in the corporate brand style;

— the assistance with the order of equipment
for all the classes;

— the formation of a schedule for the local
clients;

— help with the local marketing campaign and
pre-sales;

— staff search and selection;

— corporate training for franchisees and sales
training for their administrators.

After the opening, management company
helps franchisees with:

- The development of a local marketing plan
and launching of advertising campaigns

- Work with the CRM-system, operational
and financial analytics

- Setting up all the routine business
processes

- Managing and controlling the staff
members

QUALITY CONTROL: HOW TO
CHECK THE STANDARDS OF THE
BRAND WITHIN THE CHAIN

Since the management company has gone
through the stages of opening and launching
studios many times, it has established the
business processes that leads to the result. It’s
like a detailed instruction: the franchisee goes
step by step and gets the result.

That’s why it’s important to monitor the
work of franchisees on a constant basis. The
communication with partners is based on
the principles of coaching. Every week, the
management company organizes a call with
each partner, where the results of the previous
week are discussed and the new goals are set. All
the information is recorded in a special system.



The next week the process continues. Working
according to the principles of “coaching” is
a unique feature of NeoJoule, which constantly
develops both business and personal qualities of
every entrepreneur in the chain.

In addition, a support team from the
management company monitors the calls with
the clients and administrators’ communication
within the studio, reviews the recordings of the
cameras in the studios, and checks the inputs
of the data into the CRM system. It is also
common practice to use mystery shoppers,
who come to the classes, mark everything they
notice on a checklist and pass this information
on to the management company.

All this helps to evaluate the work of the
studios remotely, to notice all the errors in
the business and understand if something
is not working. As a rule, on the basis of
the information received the management
company makes a list of recommendations
which can help to correct deficiencies.

The management company pays great
attention to the operational and financial
performance of each studio. It has been using
a third-party CRM system from the very
beginning, but a lot of flaws in this system were
revealed. That’s why at the beginning of the year
the management company raised additional
funding from an investor for the development
of its own IT platform, which would unite
all the partners and help to “improve” the
necessary performance indicators more
quickly, if any of the studios stands out among
all the studios in the chain. In the future, the
NeoJoule IT system will allow users to compare
the performance of different studios online and
receive automatic “smart” recommendations to
improve the work of each partner.

DIFFERENT BUSINESS MODELS:
WHAT AWAITS THE MANAGEMENT
COMPANY

For more than 4 years the company has been
working in a sole format — a boutique fitness
studio of group classes, focused mainly on the
female audience, but the requests of potential
franchisees, assessment of local demand and
the study of the global market have led to the
emergence of three additional formats.

Now any aspiring entrepreneur can choose
from 4 formats to suit their budget and interests.
Each format requires different investments, but
in all cases the support from the management
company remains the same: mentorship
constant feedback, methodological materials,
corporate and sales training and assistance at
every stage.

NeoJoule (total investment: 2.5-4 million
rubles).

This is a multi-format fitness studio for group
and personal training.

The schedule can be changed depending on
the local audience. 90% of the clients of this
format are women. Minimal equipment is
used for classes — mats, body bars, aerial yoga
hammocks, etc.

Now NeoJoule studios are operating
successfully both in Moscow and in the small
town of Kostanay in Kazakhstan. Therefore, such
a business can be profitable almost anywhere.

Crossfit Corner (total investment:
1-2.5 million rubles).

It is a Crossfit studio with the ability to hold
group classes in a specially equipped premise.
Investments in this format are lower, as it
requires minimal construction work: the walls
are concrete, loft-style, and rubber flooring for
stability on training.

The core of Crossfit Corner is its short but
very intense classes with built-in equipment.
Such classes becomes more and more popular
among busy men and women who want to get
maximum results in minimum time.

Pilates Space (total investment:
4-7 million rubles).

Pilates studio with group classes on special
reformers — the main advantage of this studio
format. Such group sessions are especially
popular across all ages in Europe and US.

The total investment of such a promising
model is higher because of the reformers,
but the management company is working
on schemes of third-party financing of the
necessary equipment.

Bodybase (total investment volume:
6+ million rubles).

The model of the classical medium size
fitness club of 400-1000 sq.m., which includes
a gym and a room for group classes.

Opening a gym requires more resources,
since the area of the premise is larger and it is
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necessary to buy equipment, but the payback
and profit will be much higher.

WHAT IS THE DIFFERENCE
BETWEEN THE MODELS?

Each model is suitable for its target audience.
They differ in size of investment, design, type
of core classes and potential audience. But
one thing is common: the support from the
management company.

Full support from the selection and design of the
premise to the scaling of the business into 2-3 and
more studios, weekly monitoring and setting tasks,
calls with representatives of NeoJoule, development
of the marketing plans and working with staff
members. Thanks to the management company,
fitness studios are developing in different cities of
Russia and the CIS, and partners are doing what
they love and making money.

PROSPECTS OF BRAND
DEVELOPMENT

NeoJoule is developing every year. In the
future, NeoJoule will reamin a brand and
a community of entrepreneurs, running the
studios of different formats with different ideas
and for different people. In the future, NeoJoule
is also a single IT platform that unites all formats
and allows the entrepreneur to work efficiently,
and the management company to quickly
monitor the results of each studio.

Going down this path is not easy, but the
company’s goal — to unite entrepreneurs who
love sport and healthy lifestyle and become
aleader in the field of franchising in the sports
industry - remains unchanged. Despite all the
challenges, the company follows its mission — to
make sports a part of people’s lives at all age.
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OLDBOY bOPO/bl HE MOPTUT!

HOBbLIE CEKPETbBI YCITEXA CTAPOTO 4OBPOI O
bAPBEPLLUOTTA

H TaK-10 MHOro B Poccun 6u3nec-
e KOHLLeNLNA, NOMyYmBLLMX
MpU3HaHWe 11 B CBOEM OTEYECTBE, 1 Ha
MIPOBOM PbIHKE. ITOT YeloBeK B3N
3arpaHIyHyI0 felo, aAanTupoBan eé 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 {ABIYCT 2022}

- dnvoap, 6apb6epuwionsi u 8cé, Ymo
C HUMU c8A3aHO -3anadHoe usobpemeHue.
Kak ebl caumaeme, 8 4ém 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
MYCKMX 3a10B 1 NapUKMaxepCKnx: Halum

MacTepa MoBbILWAOT KBannduKaLluio, UMeroT
BO3MOMHOCTb MOCTOAHHOTO 06YYeHUA 1 CTpe-
MSATCA K 3BaHUAM ToM U Npemnym-6apbepos
nocpeacTBOM UCMbITAHWUA TalHbIM NOKYMa-
Tenem. 3To NOMOraeT COBepLLEHCTBOBATb Ypo-
BeHb 06CNYXMBaHWA N OTCEKATb MacTEPOB,
KOTOpble He CTPeMSATCA COBEPLUEHCTBOBATb
CBOV HaBbIKY, @ TaKXKe C OUYEBUAHbIM HeXe-
naHmem paboTaTb Ha KauyecTBo.

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

— KoHuenuus OldBoy — 3T0 MICKOHHO My»-
CKOe MeCTo, KOTOPOro, Kak Ham MoKa3asnocb,
He xBaTano B Poccum B ganékom 2014 rogy,
Korga 3apoxpganacb cama ngea GbpaHLLmn3bI.
Bbina napa mecTeukoBbIX CafIOHOB, KOTOPblE
VIMeNn Ha3BaHme «6apbepLuon», HO CTPUIK
TaM NOCPeACTBEHHO, a AM3aliH NoMeLleHns
COBCeM He pacrnonarasn K paccnabnexuio. To-
raa-To v NpuLna aes co3aaTtb MecTo, B KOTO-
poe A cam Obl XOTeN XOAUTb CTPUYLCA U yXa-
XKMBaTb 3a 6opoaom, ¢ NpodeccnoHanbHbIM
MoAXOA0M UMEHHO K MYXXCKUM NMOTPEOHOCTAM.

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
MYy>UMHaM pPa3HbIX BO3PaCTOB — 3TO B Gpop-
MaTe KaueCTBEHHOro 00CIyKMBaHWSA, KPYTbIX
CTPUXKEK U MHAVBUAYANbHOTO NMOAXOAA U eCTb
dbopmyna ngeanbHOro 1 NonyaspPHOro MecTa.

[na napTHEPOB e 3TO NoNHaA NogaepP*Ka.
HaumHan c KoHcynbTaumm nepeg NoKynkomn
bpaHLWm3bl U HA NPOTAXKEHWW BCEro Bpe-
MeHU paboTbl. Mbl NpefocTaBisem Halum
napTHEpam NoJsiHble pacy€Tbl OKynaemocTu,
noapo6bHO onrcbiBaem 1 Tak ouyeBUAHbIE
npeviMyLLecTBa CeTU, NpeaocTaBsem foCTyn

I

YOPMAT bAPBEP

VB
BbIPYYKI B M
PYKAAET

MPOLIEHT M0
KIMEHTOB BAPBEP

CALl. OTO
bICOKIN
FTOAHbBIX

MR oyepenb Mbl — OldBoy Family (ce-

K CTaTUCTVKe ApYrX GUMANoB 1 K KOHTaKTaM
1X BagenbLes — BCE KPUCTabHO, HaLWW NapT-
HEPbI 3HAIOT, 3@ YTO NNATAT U YTO UX XKOET. A
KAYT UX TONbKO yCnex 1 nogaepKa Lenoro
WwTaTa cneymanncTos YnpasnaioLen komna-
HUY o ntobomy Bonpocy.

- Pacckaxume, noxanyticma, 06 oco6eH-
Hocmu eaweli ppaHwiussl: 8 4ém
ee npeumyujecmea no cpasHeHuo
¢ Opya2umu, HACKOJIbKO NPOCMo eé
nosly4ume, Ha Kakyio npubeiie
mMoaym paccyumeieame paH-
4ali3u u om KaKux ¢pakmopoe 3a-
sucum ux ycnex?

— lNMonyunTb eé He TaKk NpocTo,

Kak KakeTcA. Hawmm napTHEpOM

He CTaHeT NPoCTo 6oraTbi Yeno-
BeK, PeLuVBLINA OTKPbITb OM3HeC
B chepe KpacoTbl. Haw napTHEpP —
yenoBekK, KOTOPbI pa3BrBaeT 6U3-
Hec 1 pa3BrBaeTCA BMeCTe C HUM,
3aboTAcb 0 6nvxHem! B nepByto

MbS), 1 3TO He NPOCTO cnoBa. Mbl AepXxmumca
Opyr 3a gpyra B camble CJIOXKHble nepunogabl,
Mbl MoMoraem yem moxem. O6 sTom cBuge-
TeNbCTBYET GaKT CTPOXKANLLNX KapPaHTUHHBIX
Mep B 2020-2022 ropax: Mbl, Kak ynpasnsto-
LasA KOMMaHMA, MOMOrany HalnM NapTHEPaM
C IOPUANYECKMI [OKYMEHTaMM 06 apeHHbIX
KaHVKynax, C COKpaLleHemM HanoroBbIX Bblye-
TOB C OyXranTepcKom CTOPOHbI U C yaepXaHrem
K/IMEHTOB CO CTOPOHbI FreHepaLunn paspieKa-
TeSIbHOrO KOHTEHTa B MeAMa- NPOCTPaHCTBaX
M B couManbHbIX ceTax. Takum ob6pasom,
yAanocb MHOIoOro foctuyb: GpaHyansu —
COXPaHWTb YaCTb apeHAHbIX AieHeT, a TakKe nocpes:-
CTBOM NOAAEPKaHA 3aNHTEPECOBaHHOCTY KIeH-
TOB 6bICTPO BOCCTAHOBUTL MOCELLIREMOCTb Mocie
KapaHTVHa, @ yrpaBnatoLLiaA KOMMaHWA NPOJomKaria
|paboTaTtb B TOM »e pUTMe, YTO 1 10 MaHAEMN.

- Moodenumecv docmuxeHuamu
2021 200a, 8 YacmHoCMu paccka)kume
0 co6cmeeHHOl NUHUU MYy cKoli Kocmemu-
Ku. HackoseKo ycnewHbIM 0Kasascs 3anyck
0daHHo20 npoekma?

HALLM MAPTHEPOLI
CTAHET MPOCTO BEOMATHIV
YESTOBEK, PELLIMBLUNM
OTKPbITb BM3HEC B
COEPE KPACOTbBI HALL
NAPTHEP — YEJIOBEK
KOTOPbBIV PA3BMBAET
BN3HEC 1 PA3BMBAETCS
BMECT M, 3SABOTA(
O BSIVKHEMI B MEPBYIO
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- Hosas nuHelika kocmetrikm Oldboy by
BarberWild B nepByto ouepenb co3naBanacb
Ha OCHOBE OrPOMHOTO OMbITa HaLwMX 6ap-
6epoB. XoTenoch cAenaTb HeUTO YHUKasb-
HOE, UTO MOXXHO MCTOJb30BaTh B paboTe, B
YaCTHOCTY B GapbepLuLonax: UTo-To naearnb-
Hoe. Halu rmaBHbI no3yHr — «OT 6apbepos
s 6apbepoB». ITo B NpUHLMNE 06bACHS-
€T KOHLIENUMIo 1 naeto.

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 ngét non-
HbIM XOZOM, Mbl 3aC/TyLUIMBAEM BCE HOBbIE
peakLyu B BrZE OT3bIBOB OT MOKynaTenei
1 6apbepoB, aHann3rpyem, CoOBEpLLEH-
CTBYEM NPOJYKTbl 1 CO3AaEM HOBbIE.

RUSSIAN BUSINESS GUIDE {ABIYCT 2022}

JINMHEVKA KOCMETIKW
OLDBOY BY BARBERWILD
CO3LHABAJIACH HA OCHOBI
OFPOMHOIO OlbITA
BAPBEPOB. JTO3YHI
«OT BAPBEPOB [1J15
BAPBEPOB» OBbACHAE ]
KOHLUEMLHO 1 MAERO.
CEMYAC [IOPABATBIBAIOTCH
COCTABbI HOBbIX
MPOOYKTOBR, HEOABHO
BoITTYCTWIN TTEPBYHO
AP THO OKCKJTHO3MBHOTO
LLUAMITYHA.

SHAUYNTESIBHASA YACTD
DVNAIOB OLDBOY
VCIELIHO MCMOJSb3VET

BEHHbIV
VHUKATBHbBI CODT.
OH ABTOMATIYECKI

~c \‘ e
A DA,

ONPEAENAET CPE[IHM/
MTOKA3ATES I
IOCELLIAEMOCTM U
I0O3BONAET SKOHOMUTH
PECYPCbI — PACCBIIKN,
AHATINZ I BCHO AHASTUTUIKY
COBWPAET BHEAPEHHAA B
PABOTY MPOTPAMMA.

- OldBoy Barbershop 3aHumaemcs
paspabomkoli co6cmeeHHOU npoz2pam-
Mbl, KOmopas 00/IXHA asmomMmamu4ecKu
onpedenAamb cpedHIOI0 CMamucmuky no-
ceuwjaemocmu Knueumos. Ha kakoii cma-
ouu paspabomka u Kakum obpasom sma
mexHoJ102uA MOXKem COKpamume 0mMmokK
K/ueHmoes?

— Mel y>Ke 3anycTunu ee B paboTy — 3Hauu-
TenbHasA YacTb GMINANOB YCMELLHO UCMONb3Y-
eT eé; bonee TOro, Mbl JOBOJIbHbI €€ YHKLO-
HupoBaHuem. CodpT paboTaeT B HanpaBieHn
BO3BPALLAaEMOCTU KIIMEHTOB, aBTOMATNYECKM
onpepnenseT CpefHue NnokasaTeny nocewlae-
MOCTW W UCKJTIOUaET 6OMbLINIA MPOLIEHT OTTO-
Ka K/MeHToB. bnarogapsa 3To yHMKanbHoOM
nporpamme, paspaboTaHHON AnA CeTU, HaLLK
NapTHEPbI OTOVBAIOT CYLLECTBEHHDbIN MPOLIEHT,
He 3aTparvBas YesioBeyecKme pecypcbl — pac-
CbUTKM, aHaNN3 1 aHANINTUKY CO CTaTUCTUKON
cobupaeT HenocpeaCcTBEHHO BHEAPEHHDIN

B paboty codT.

- B npownom 200y komnaHus OldBoy
Barbershop cmana npusepom 8 HomuHayuu
«@paHwusa 200a - 2021» no 8epcuu Xyp-
Hana 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 »>KAém 6onblue HOMUHa-
uniA 1 6onblue nepBbix MecT. Mbl cTapaemcs
1 fenaem BCé Anis 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!
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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 {ABIYCT 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. Thats
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 BARTENDERS”
EXPLAINS THE CONCEPT AND THE IDEA. THE SLOGAN

ICS |

BASIS OF THI

‘BARBERS BY BARBERWILD” EXPLAINS THI

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
IMPLEMENTED 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!




46

(

KOCMETUYECKUMA.D®DEKT

et

c eTb GMpMeHHbIX Mara3uHoB «benopycckan KocmeTnka» — camblii 60N1bLLIOI MMMOPTEP KOCMETUYECKOI NPOAYKLMY GenopyccKoro
npou3BoACTBa Ha Tepputopun Poccum. busHec-cTpykTypa Hauana dopmupoBatbca B 2009 rogy B (MoneHCKe 1 Ha CerofHALHMIA feHb
npepcTaBneHa ceTbio U3 0kono 200 pupMeHHbIX PO3HUYHBIX Mara3uHoB «bK». B komnaHum ctpemaTca, BBUAY CNOXKMBLUMXCA B NOCNe[Hee
Bpems 06CTOATENbCTB, K eLLé Gonee GbICTPOMY POCTY U 3aXBaTy MaKCUManbHON 0K pbiHKA. Mbl nonbiTanucb pa3o6patbes, B UEM COCTOAT
npenmyLLectBa 6usHec-mopenu «benopycckoin KocmeTukm».

MOZENb BHE KPU3UCOB

«B Hacmoswee spems cmpaHa nepexuea-
em cusibHelwul 3KOHOMUYecKul Kpu3uc 8
Hoseliwel ucmopuu. OOHAako KomnaHus «bK»
cmompum e 6ydywee c onmumusmom. loka
60/1bWIOE KOTUYeCmao esponelickKux U amepu-
KAHCKUX KOMNAaHul, Komopele Nocmassasanu
KOCMemuUKYy, cokpawjaem c80é npucymcmaue
HA pbIHKE, d UMNOPMEPbI 8bIHYXOeHbl Cyuje-
CMBeHHO NOBbICUMb UeHbl U3-3d y8eiu4eHus
Kypca 8asiom u nosbieHus puckos, «bK» 6epém
Kypc Ha macwumabuposaHue cobcmeeHHoU
Mooesiu. Xomsa Mbl makxe 8bIHyX0eHbl CKOp-
pekmuposame yeHsl Ha NOJIKe, HO 3Mu KOPPeK-
muposku 6yoym He cmoJib 3HaYumesoHbl. Le-
Hoeoli cesmeHm «CpedHUll MUHYC», 8 KOMOPOM
npedcmassneHa Hawa npodyKyus, cmaHem ewé
6os1ee npugiekamesibHbIM 0718 XeHUUH Poccuu,
4mo NO380/1UM HAM U HAWUM NApMHEPam yee-
JIU4UMBb 00110 PLIHKA, a KaYecmeeHHAs NPOOyK-
yus, npousgedéHHas 8 Pecnybnuke benapyce,
MUHUMU3Upyem pucku 6ydywe2o depuyuma
moesapa, denas mooesib ycmouiHusoul u cma-
6usibHoU», — nosicHsAeT Anekcen MaHTIOXOB,
reHepasibHbl AUPEKTOP U COOCTBEHHMK «BK».

«BbK» npoLuna Tpu Kpusnca: priHaHCOBO-3KO-
HoMMYeckni Kpmsnc 2008-2010 ropos, BantoT-
HbI Kpusnc 2014 roga v Kpmsunc 2020-2021
rofioB, CBA3aHHbIN C dNaeMueli KOpoHaBupyca
— 1 3adUKCpoBana 3HaunTesIbHbIA POCT BO
BCEX C/TyYasnx Kak KONMYeCTBa TOProBbIX TOUEK,
TaK 1 NMOKynaTesieil B yKe OTKPbITbIX MarasvHax.

Kpome Toro, cam po3HUYHbIN peTenn Koc-
METVKM, KaK MOKa3blBalOT MHOFOUMCIEHHble

RUSSIAN BUSINESS GUIDE {ABIYCT 2022}

1ccnefoBaHUA, OKa3asncs OgHUM U3 HauMeHee
3aTPOHYTbIX NaHAeMuen. HecMoTps Ha To, UTo
MHOrVe BUbl peTeiina CMeCTUINCh B UHTEP-
HeT-TOProBJio, KOCMeTNYecKasn po3HuLa B
CerMeHTe «CpefH1I MUHYC», B KOTOPOM pa-
6oTaeT ceTb «bK», He TONIbKO coxpaHuna, Ho
1 yBenuuuna odnariHoBble Npofaxu. «/Tloou
omoarom npednoymeHue 04YHOMY 8bI60pPY KOC-
Memuku u napgromepuu. Tak Kak cymma cpeo-
He20 YeKa y Hac Hegeslukd, 8ce2o nopAaoka 500
py6net, mo npuobpemeHue makoti NpOOyK-
yuu — umnysbcHoe pewieHue. Hegbicokue yeHsl
cmumysupytom silo0eli NoKyname-npo6ogame
U NoKynams HenocpedCmeeHHo 8 Ma2asuHe, a
He uckame a1bmepHaMuBsl 8 UHMepHeme», —
noacHaeT Anekcen NaHTIOXOB.

lMoMnmo coxpaHeHnA No3nLM MPoAa B
odnaliHe, CNPOC Ha NPOAYKLMIO CETU PacTET
AeHb OTO AiHA, TaK Kak Ha $poHe fipyrux ceTein,
TaK>Ke TOPryoLwmx HeJOPOrMN KOCMeTNYe-
cKkumm cpepctBamu, «<benopycckyto KocmeTtu-
Ky» BbljenaeT BbICOKOe AoBepue cpeam poc-
CUNCKNX NoKynaTtenen. benopycckne ToBapbl
No6GUMbI NMOKYNaTENAMU 33 UX NEePBOKIIaCCHOe
KayecTBO 1 HEBbICOKME LieHbl, N KOCMeT/Ka
He ncKnoyeHmne. B ycnosuax CHXeHMA no-
KynaTesibHOW CMOCOOHOCTM B ceTb UAET Npu-
TOK MOKynaTeseil, KoTopble paHee oTAaBanu
npeAnoyTeHne Mapkam 13 6onee BbICOKNX
LIeHOBbIX KaTeropuii, Tak Kak MHTepechbl cme-
LLAIOTCA B CTOPOHY JOCTYNHOW NPOAYyKLUmMm €
Xopoluern penyTaumen.




BU3HECHA PENYTALIUK

B «BK» He cKpbIBaloT, UTO CEroAHA KOMMa-
HUA chenana CTaBKy Ha pa3BUTUE CETU 1
yBenmueHne napTHEPOB-PppaHyUal3n, Tak Kak
¢dpaHyuan3uHr NpegnonaraeT bonee 6biCTpoe
MaclTabrpoBaHne, Yem OTKPbITE COOCTBEH-
HoOW po3HULbl. «Mbl pabomaem ¢ 2009 200aq,
¢hpaHwuzy xe 3anycmusu moseko 8 2017-m,
— paccka3biBaeT Anekcen MaHToxoB. — Mol
MHO020 Jlem pabomasu ¢ po3HUYHOU MOOEsbIO,
nepecmpausanu, nepegpopmamuposanu, <Ha-
6uBaNU WUWKU», NPOBOOUIU MACWMAbHbIe
uccie008aHuUA 8 cemu, Ymo N0380J/1USI0 HAM
cucmemMamu3supos8ame uMerowjuecs 3HaHua u
oneim. 1o Haweli 6u3Hec-Mo0enIu Mbl MOXeM
MOYHO NPO2HO3UPOBAMb YPOBEHb BbIPYYKU
u onepayuoHHoU npubsliu, Komopsie 6ydym
0asame HOBble OMKPbIMbIE MOP208bIE MOYKU.

CBOMM rMaBHbIM NPEVMYLLECTBOM B CETU
«BK» cumTatoT TO, UTO OHU NPUBOAAT CBOUX
NapTHEPOB K KOHKPETHOMY, @ He YCJIOBHOMY
pe3ynbTaTy. B KOMNaHUM He cTaBAT nepeq
coboin Luenb 3apabaTbiBaTb Ha NayLlanbHbIX
B3HOCax. «Mbl He npodasusl. Mel uuwjem umeH-
HO 6u3Hec-napmHépos, kKomopwle He 60aMcs
pabomams u 20moebl 8ecmu 6usHec. llapm-
Hépos, c KomopbiMu 6ydemM compyoHUYaMb
Ha 00/1208peMeHHOU 0CHOBe, 8e0b MOJILKO Npu
3Mom yc108uu 6U3Hec 8bI200€eH U 0718 HAC, U 0714
Hux. [Toamomy mMbl yecmHo npedynpexoaem
Ha cmapme, ymo 3anyck 6usHeca — 3mo 8ce-
200 pUCK, CONPXKEHHBIU C UesbiM psa0oM (ak-
mopos. Bo3amoxHo, ¢ dpyzoli pumopukou Mol
Moe2siu bbl pacmu 6eicmpee, HO OMKpPbIBAMb,
a3amem 3aKpbl8amMe Ma2a3uHel — 3mMo He Haw
nyme. Hawa denogas penymayus umeem 0714
HAc nepsocmeneHHoe 3HaYyeHue, N03MoMmy 8
Hawu pAodLI Mbl NPUHUMAeM mex, Kmo 20moe8
8K/1a0bI8AMbCSA 8 0€/10», — FOBOPUT Anekcen
MaHTIOXOB.

OfHOBPEMEHHO C OCTAaTOUHO XKECTKUM OT-
60pom dpaHyaiism «<bK» rotosa bykBanbHo 3a
PYKy NpOBeCT/ CBOUX NMapTHEPOB MO BCEMY
6u3Hec-nyTU. B yacTHOCTM, Nepep OTKPbITUEM
TOUKM KOMMaHWA BMeCTe C MNapTHEPOM OCy-
W ecTBAAET NOUCK NIoKauumy ana 6ygyuiero
MarasviHa, MPOorHo3npysa UHANBUAYANbHYIO
6un3Hec-mopens.

«[lpasuseHo 8bI6GPAHHAsA ToKkayus obecne-
yusaem 0o 90% ycnexa 6uzHeca Ha cmapme.
Mosmomy KomnaHus He dogepsaem 8blbop Me-
cma nod omkpseimue ¢pparyadiau, a obyyaem
€20, KaK 3MO npasusibHO cOesame, U Kypupyem
0aHHyo npoyedypy co cgoeli CMopoHel. [Tocie
OMKpbIMUA HAW NAPMHEP MAke He ocmaém-
€A 8 6e38030yWHOM NpOCMpaAHcmae: 8 2pynne
conpogox0eHuUs pabomarom onsimHele one-
DAYUOHHbIE U2pOKU, KOmopble HaX00AMCA 8
NOCMOAHHOM KOHMAkme ¢ napmsépamu. Ecu
8bIpy4YKka nadaem, Hawa 3aoa4ya — pazobpame-
CA CNPUYUHAMU U ycMpaHums ux. Y Hac 6einu
C/1y4au u nepeso3d MazasuHa u3-3d NA0eHus
mpacguka no mem uau UHLIM Npu4uHam. Ecnu
U3-3a BHEWHUX (hakmopos nepecmanda 2eHepu-
p0BAMbLCA HYKHAA NPUOBBITb, HEO6XOOUMO NPU-
HUMAame Mepebl, a He cudems U PUKCUPOBAMb
y6bimku», — noAicHaeT Anekcei MaHTIOXOB.

3a BClo AeATeNbHOCTb No ppaHwmnse y
KOMMaHUN He 6bII0 HM OJHOro NapTHEpPa-
¢dpaHuyan3n, KoTopblin 06bABUN Gbl O CO6-
CTBEHHOM GaHKPOTCTBE.

MarasuHbl ¢paHyan3n «bK» nonHocTb0
VAEHTUYHbI Mara3riHam CO6CTBEHHON PO3-
HIILbI 11 Ha TeX »Ke YCNIOBUAX NPeACTaB/eHbl Ha
canTe KomnaHuu. NMoMrmo BHewwHero opopm-
NeHVs TOYKM B COOTBETCTBUM CO CTaHZapTaMu
ceTu, KoMnaHusa GopmupyeT NonoYHoe npo-
CTPaHCTBO, MOACKAXeT, Kakol ToBap byaeT
npofaBaTbCA Jyylle 1 Kak OH JOJXKeH 6bITb
pacnonoxeH.

CerogHs B KOMMaHWW FOTOBbI paccMaTpu-
BaTb A/ OTKPbITVA Mara3mHOB KaK HOBble ro-
pofa, Tak 1 Te, B KOTOPbIX Y>Ke NPUCyTCTByeT
po3HuLa «bK». HekoTopble napTHEPbI-PpaH-
Yal3u MELOT IKCKIIIO3MBHbIE NPaBa Ha OTKpPbI-
Te TOProBbIX TOYEK B CBOVIX rOPOAax.

«B kax0om 20pode Mbl onpedesnsem 3 pekx-
Mu8HYI EMKOCMb CNPOCA HA Hawy NPOOYK-
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yuro. Mooenws «6K» demoHcmpupyem cgoro
3hhekmuBHOCMb, HAYUHASA C 20P0008 C Ha-
ceneHuem om 10 000 yenosek. Ecnu napmuép
20mMo8 NOJTHOCMbI0 3dKPbI8BAMb 20P0O0, MO
Mbl NOONUCLIBAEM C HUM «OOPOXHYIO KApmy»
no pazsumuto cemu 8 20pode. [Toka napmHép
cobodaem 2paguk OMKpbIMus MAazas3uHos, OH
0671a0aem 3KCK/03UBHbIM NPABOM HAG OMKPbI-
mue mouek «bK» Ha 0aHHOU meppumopuu»,
— roBopuT Anekcen MaHTIOXOB.

CerogHAa «bK» npepnaraeT cBonm napt-
Hépam dpaHLLM3Y ABYX TUMOB: KNACCUYECKYIo
1 popmarta «br3Hec nog Knoux». «<brusHec nog
Knoy» 6yfeT MHTepeceH B NepBYto ouepeab
613HeCMeHaM, KOTopble rOTOBbI BIIOXUTb
[EHbIM 1 nonyyatb Npubbinb, He 3aHUMaACb
ornepauroHHbIM yripaBneHem. 3ToT dopmaT
npegnonaraeT 3anycK CeT oT WecTy Marasu-
HoB. [1nA peanu3aynn npoekta «bK» oTKpbl-
BaeT C MapTHEPOM COBMeCTHOe MpeanpusaTre,
roe BnageHve 6U3HeCOM pacrnpegensercs B
cooTHoweHnn 51 Ha 49%. «BK» nonHocTblo
KOHTPONMPYET BCO AeATENbHOCTb CETU, Ha-
YMHaA OT OTKPbITUA Mara3nuHOB 1 3aKaHuu-
BasA OnepauvioHHbIM YpaBneHnem Ha MecTe,
NnapTHEP ke noJsiyyaeT Npubbiib COOTBET-
CTBEHHO fjoNie B NPeanpuaTmn. STOT NPOeKT
Nno3BoNfeT MHBECTOPY NocCsie 3anycKa Bcen
CeTu NosyyaTb YCTONUMBYO NPUOLINb, COXpa-
Hs1A B CBOEM nopTdesie CTabunbHbIN Aaxe B
COBPEMEHHbIX peanusax akTuB.

CpepHee Bpemsa OKyrnaeMoCcTu MarasuHa
«benopycckon KocmeTnkn» — o1 8 go 16 me-
cALEB, B 3aBMCUMOCTY OT YCJIOBUIA U pervo-
Ha. Cpean NapTHEPOB eCTb Te, KoMy yAanocb
OKYMUTb BJIOKEHUA MEHee YeM 3a LecTb
MecsAueB. DTOMY CMOCO6CTBYET B TOM Yncse
1 HEBbICOKAaA CTOMMOCTb Bxoja B 6M3Hec.
Becb 06bEM MHBECTULMIA, KOTOPbIN NAET Ha
3aKyrnKy TOBapHOrO HarosIHEHNSA, CTeNNaxel,
KacCOBOrO 1 KOMMbIOTEPHOro 060pyAoBaHMs,
BUAeOoHabnofeHnsA 1 np., BMecTe C nayLanb-
HbIM B3HOCOM B CpejHeM COCTaBfiAeT oT 2,5
MH pybnein. GakTuyeckn 3a 3TN AeHbru
dpaHuali3y NonyyatoT roTOBYIO U YCMELIHYIO
6U3Hec-eanHMULLY.

Tpebya cTpororo cobniofgeHna cTaHAapToB
CeTW, KOMMaHWA OTKPbITa ANA NPeAsIoKeHNIA
dpaHyuansn. «Y Hac ecme «bupxa udeli», Mol
C NApMHEPAamu exemMecsYHO NPOBOOUM KOH-
hepeHyuUU, Ha KOMOPbIX paccMampusdem ux
udeu. Tpu iyqywiux npedsioxXeHUs, KOmopele
CNOCcobHbI N0BbICUMB 0OWYI0 3hchekmusHOCMb
6busHeca, Hazpaxoaromcs peanbHeiMu 60Hyca-
Mu», — roBoput Anekcen MaHTIOXOB.

CeroHA KOMMNaHWsA roToBa MaclwTabum-
poBaTb 6M3HeC No ¢ppaHLLM3e He TONIbKO B
Poccum, Ho 1 B cTpaHax 6nvxHero 3apybe-
XbA. Hanpumep, B Y36eKuncTaHe y KOMNaH1u
OTKpbITO 15 Mara3nHoB no ¢paHLum3e, a B Knp-
r3um y>xe paboTaloT TPU MarasuHa 1 ewwé Tpu
HaxomATcA B npouecce 3anycka. Kak rosoput
Anekcen ManHTioxoB: «bK» 3auHmepecosaHa
8 NapmMHEpax, Komopble 20mMo8bl HeCMu co-
pasmMepHyto omgemcmeeHHOCMb 3a 6u3Hec u
Xxomam pabomame u 3apabamsiedme. A Kak
3Mo MOXHO €0eslams — Mbl NOKAXeM».
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COSMETIC EFFECT

The chain of brand stores Belorusskaya Kosmetika (BK) is the largest importer of Belarusian cosmetic products
in Russia. The business structure began to form in 2009 in Smolensk and today is represented by a chain of
about 200 BK branded retail stores. In view of the recent circumstances, the company is striving for even

faster growth and capturing the maximum market share. We tried to figure out what are the advantages of the
Belorusskaya Kosmetika business model.

THE MODEL BEYOND CRISES

Currently the country experience the worst
economic crisis in the recent history. However,
BK looks to the future with optimism. While
a large number of European and American
companies that supplied cosmetics are re-
ducing their presence in the market, and the
importers are forced to increase significantly
the prices due to the increase in the exchange
rate and risks, BK is heading to scale its own
model. “Although we are also forced to adjust
the prices, but these adjustments will not be
so significant. The “middle minus” price seg-
ment, in which our products are presented,
will become even more attractive for Russian

women. This will allow us and our partners to
increase the market share, and the high-qual-
ity products manufactured in the Republic of
Belarus minimize the risks of future shortages
of goods, making the model sustainable and
stable”, — explains Alexey Pantyukhov, CEO
and owner of BK.

BK has already gone through three crises
- the financial and economic crisis of 2008-
2010, the currency crisis of 2014 and the crisis
of 2020-2021 associated with the coronavirus
epidemic. Moreover, in all the cases it recorded
a significant increase, both in the number of
outlets and buyers in the open stores.

In addition, cosmetics retail itself, as it is
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shown in numerous studies, was one of the
least affected by the pandemic. Despite the fact
that many types of retail have shifted to online
trading, cosmetic retail in the “middle minus”
segment, in which the BK chain operates, has
not only maintained, but also increased its
offline sales. “People prefer face-to-face selection
of cosmetics and perfumes. Since our average
check is small, only about 500 rubles, the pur-
chase of such products is an impulse decision.
Low prices encourage people to buy, try and
buy directly in the store, rather than looking for
alternatives on the Internet,” — explains Alexey
Pantyukhov.

In addition to maintaining offline sales posi-
tions, the demand for the company’s products
is growing day by day, because, against the
background of other brands of inexpensive
cosmetics, Belorusskaya Kosmetica is distin-
guished by high confidence of the Russian
buyers. Belarusian goods are loved by the buy-
ers for their first-class quality and low prices,
and cosmetic goods are not an exception. In
conditions of declining purchasing power, the
company faces an influx of buyers who pre-
viously preferred brands from higher price
categories, as interests are shifting towards
affordable products with a good reputation.

BUSINESS ON REPUTATION
BK does not hide the fact that today the
company has relied on the development of
the chain and the increase in the franchisee
partners, since franchising involves faster



scaling than opening its own retail. “We have
been working since 2009, but the franchise was
launched only in 2017, - says Alexey Pantyuk-
hov. “We have been working with the retail
model for many years, rebuilding, reformatting,
“filling bumps”, conducting large-scale research
on the chain, that allowed us to systematize
our knowledge and experience. Based on our
business model, we can accurately predict the
revenue level and operating profit, that will lead
to the opening of new stores.”

BK considers the brand’s main advantage to
lead their partners to a particular, not condi-
tional, result. The company does not set the
goal of earning on the lump-sum fees. “We are
not sellers. We are looking for business partners
who are not afraid of working and are ready to
do business. Partners with whom we will coop-
erate on a long-term basis, because only under
this condition the business is profitable for us
and for them. Therefore, at the beginning we
honestly warn that starting a business is always
a risk associated with a number of factors. Per-
haps, with a different rhetoric, we could grow
faster, but opening and further closing of the
stores is not our way. Our business reputation
is of paramount importance to us. So, we ac-
cept only those who are ready to invest in the
business,” - Alexey Pantyukhov says.

Simultaneously with a fairly strict selection
of franchisees, BK is ready to lead its part-
ners along the entire business path literally “by
the hand”. In particular, before opening, the
company, together with the partner, searches
for a location for a future store, predicting its
individual business model.

“The right location provides up to 90% of
business success at the beginning. That is why
the company does not leave the franchisee alone
when choosing the location, but teaches him
or her how to do it correctly and oversees this
procedure. After the opening, our partner also
does not stay in a vacuum — we have experi-
enced operational players of the management
team and who are in constant contact with the
partners. If the revenue falls, our task is to un-
derstand the causes and eliminate them. We
had cases of moving the store, due to a traffic
drop for one reason or another. If the necessary

profit ceases to be generated, due to external
factors, you need to take measures, and not sit
and record losses,” — Alexey explains. In all its
franchise activities, the company has not had
a single franchisee partner who would declare
their own bankruptcy.

BK franchise stores are completely identical
to its own retail stores, and are presented on
the company’s website under the same condi-
tions. In addition to the external design of the
store in accordance with the standards of the
brand, the company forms the product range,
tells you what product will be sold better and
how it should be located.

Today the company is ready to consider both
new cities for opening stores and those in which
the BK retail is already present. Some franchisee
partners have exclusive rights to open outlets in
their cities. “We determine the effective capacity
of the demand for our products in each city. The
BK model demonstrates its effectiveness, start-
ing with the cities with a population of 10,000
or more. If the partner is ready to completely
‘cover” the city, then we sign a roadmap with him
to develop the chain in the city. As long as the
partner complies with the store opening schedule,
he has the exclusive right to open BK outlets on
the territory,” says Alexey Pantyukhov.

Today, BK offers its partners a franchise of two
types - the classic one and a “turnkey business”
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format. “Turnkey business” will be of interest
primarily to the businessmen who are ready to
invest money and make a profit without being
engaged in operational management. This for-
mat involves the launch of a chain of 6 stores. To
implement the project, BK opens a joint venture
with a partner, where business ownership is dis-
tributed in the ratio of 51 to 49 percent. BK fully
controls all the activities of the chain, from open-
ing stores to operational management on the
spot, while the partner receives profit according
to the share. This project allows the investor, after
the launch of the entire chain, to receive a steady
profit, keeping a stable asset in his portfolio even
in the modern realities.

The average payback time for the Beloruss-
kaya Kosmetica store is from 8 to 16 months,
depending on the conditions and the region.
Among the partners there are those who man-
aged to recoup their investments in less than 6
months. This is facilitated, among other things,
by the low cost of entering the business. The
entire volume of investments that goes into
the purchase of product filling, racks, cash
registers and computer equipment, video sur-
veillance, etc., together with the lump-sum
payment, averages about 2.5 million rubles.
In fact, for this money, franchisees receive a
ready-made and successful business unit.

Requiring strict adherence to the brand
standards, the company is open to the fran-
chisee proposals. “We have an “Exchange of
Ideas”, every month we hold conferences at
which we consider their ideas with the partners.
Three best offers that are able to increase the
overall efficiency of the business are awarded
with real bonuses,” - says Alexey Pantyukhov.

Today the company is ready to scale the
franchise business not only in Russia, but also
in the neighbor countries. For example, the
company has 15 franchise stores in Uzbeki-
stan, and there are already 3 stores operating
in Kyrgyzstan, and 3 more are in the process of
launching. As Aleksey Pantyukhov says: “BK
is interested in partners who are ready to bear
commensurate responsibility for the business
and want to work and earn. And we will show
how this can be done.”
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3APABATbIBAN 11 PA3BUBANCS C HAMN!
OCTABAAN 3AABKY HA O®ULIMANBHOM CAITE,
YTOBbI CTATb YACTbH) HALIEA OTPOMHOK CEMb!

~ WWW.OLDBOYBARBERSHOP.COM
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