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Yupeputenb n nsaatens: 000 «BU3HEC-AUANOTN
MEJWA» npu nogaepxke TMM PO

PefaKUMOHHbIN COBET:

Makcum Qatees, Bagum BuHokypos,

Hartanba YepHbiwosa

[MaBHbIV pefakTop:

Mapusa CyBopoBckasn

3amecTuTenb AnpeKTopa No KOMMEPYECKIM BOMpPOCam:
WpuHa Anyrau

PepakTop Homepa:

AnekcaHppa Y60xeHKo

[n3aiiH/BEépcTKa:

Anekcanap Jlo6os

MNepesog: Mpuropuii PoccnakuH, Jlunnana Anbranosa,
Mapusa Kniouko, EBrenusa KyapuHa, lOnnsa CmnpHoBa
Oupekuma pas3sutia n PR:

Haranbsa ®acToBa, AnéHa PemusoBa,

Kupa Kysmuna

®otorpad:

PomaH Hosukos

OtneyataHo B Tunorpadum OO0 «B/IBA-CTAP»,

r. MockBa, yn. dnekTposasogackas, . 20, cTp. 3.
Martepuanbl, oTMeueHHble 3HaukoMm R nnun «<PEKITAMAY,
ny6nMKyIoTCA Ha MpaBax peknambl. MHeHVe aBTOpPOB He
o06A3aTeNbHO AOMKHO COBMNAAaTb C MHeHNeM pefaKkLmn.
MNepeneuaTka MaTepuranoB 1 UX UCMONb30BaHMe B
nio6oit opme gonyckaeTcsa TONbKO € paspeLleHuns
pepakummn nspganus «<busnec-finanor Megua».
PyKonucu He peLieH3MPYIOTCA 1 He BO3BPaLLaloTcA.
Agnpec pegakumn: 143966, MockoBcKas o6nacrb,

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

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

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

Uspatenb: 000 «b -Auanor Meg
3apezucmpuposarHo QedeparnbHol cyx60l no Hao3opy 8
chepe c8A3U, UHHOPMAUUOHHBIX MEXHOIO2UL U MACCOBbIX
KommyHuKayud. Ceudemesiscmaeo o peucmpavuu
cpedcmea maccosoli uHgpopmauuu [T Ne OC77-65967

om 6 uroHA 2016.
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JINUO C OBJIOXKKN

JIEOHWA NYTOBOW, AVPEKTOP MO OPAHYAM3MHIY KOMIMAH
«CYWNLWON»: «FMTABHbIA MOKA3ATEJIb KAYECTBA ®PAHLLN3bI -
3TO KOIAA EE MOKYMNAIOT COTPYOQHUKW»

AMUTP LWWANOB, AVPEKTOP MO OPAHYAZNHTY
«POCUHTEP PECTOPAHTC»: «<HALLUA CTPATETAA -
COBMECTHOE PA3BUTUE BU3IHECA U BPEHIA»

RESTME: ®PAHYAM3MHT MO JTYYLWM PELIEMTAM. AHACTACKA
MOPO30BA, IMPEKTOP MO OPAHYAM3MHIY 1 PA3BUTUIO RESTME, -
O TOM, KAK CErOaHA PA3BUBAETCA KOMMAHUA

OJ1blTA YEKAPEBA, OCHOBATEJIbHNUA CETV SHAURMEALS:
«YCMNEXY CMTOCOBCTBYET AETANbHbIV NOAXOA K PABOTE»

COFIX: «Mbl ULLLEEM MAPTHEPOB, FOTOBbIX BMECTE C HAMU
OBUTATbCA OANbLUE». EKATEPMHA MAHOBA, PYKOBOOMTE/1b
OTOEJIA OPAHYAW3WHTA COFIX, — O MPEUMYLLIECTBAX OPAHLLIV3bI
KOMMAHNN

NAILMAKER BAR: KPACOTA YCTOMYNBOTO BUSHECA. MAPTAPUTA
PNTOPBbEBA, OCHOBATEJIBHUUA CETV CAJTOHOB NAILMAKER BAR, —
O TOM, KAK BbITb YCIMELIHBIM B COEPE BbIOTU-MHOYCTPUN

SNbJAP MIP30EB, TEHEPATIbHbIV AVPEKTOP MEXIYHAPOLIHOW
CET OLDBOY BARBERSHOP: «OLDBOY - 3AMEYATEJIbHOE MECTO
ANA OTNNYHbIX NAPHEN»

5LB - 3JOPOBbI/ CTUMYN AJ19 BUSHECA CO CMbICJIOM.
OCHOBATEJT OPAHLUM3bI CET MATA3MHOB BUTAMIMHOB U
CNOPTVBHOIO MUTAHMA 5LB EKATEPVHA CKAYEK 1 APTEM
BAPABAHOB — O COBPEMEHHBIX TPEHAAX B 30K-MHOYCTPUW

«HEMPOMWP» - MUP HOBbIX BO3MOKHOCTEN.

IOJINA CbIPOBA, OCHOBATEJ1b OE[IEPATTbHOWM CETH
HEMPOTPEHVHIOBbIX LIEHTPOB «HEMPOMVIP», — O TOM, KAK
HEMPOHAYKA MOMOTAET NOBMBATHCA YCMEXOB M KAK HA EE
OCHOBE MOCTPOUTb SOOEKTMBHbIN B/3HEC

MUXAUIT CYMBATAH, ANPEKTOP 1 OCHOBATE/1b ITHUB COLLEGE:
«BU3HEC, KOTOPbI MEHAET OBPA3OBATEJIbHYIO CUCTEMY
POCCUWN K NTYYLLEMY, - 3TO MNMPO HAC»

VIBAH MAJTbLIEB, OCHOBATESIb MEXXAYHAPOAHOW CETU YACTHbIX
JETCKNX CAJOB BINNY: «cbU3HEC CAENAH C JTIOBOBbIO».
CJHOBOBBIO K AETAM
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JIEOHUA NYTOBOMN:
«TTABHbI MOKA3ATE/ b KAYECTBA
OPAHLLUWM3bI —2TO KOTAA EE

[TOKYTAKOT COTPYAHWKK»

- B 2011 200y 6bina omkpeima nep-
8asa moyka e hpopmame «cywiu ¢ co6oli»
8 CaHkm-llemep6ypze, u o4eHb Gbicmpo
cemb cmana pacmu. lNoyuemy 3mom ¢op-
mMam mak «ebicmpenun»?

- Mbl 6bInM NOHEpPamMK B 3TOM popmare.
Komnanua «CYLUNLLIOMN» nepBon npepjo-
Knna AMNOHCKYI0 KYXHIO MO JOCTYMHON LieHe.
[lo 3Toro oHa 6bina npeacTaBieHa ToNbKO B
Joporux pectopaHax. Mbl BbiBenv «AnoHu-
Ky» Ha MaccoBblii ypoBeHb. Befb Ha camom
Jene v Cywu, U pomnbl — TPagULIMOHHbIE
6nioga CrpaHbl BOCXOAALLEro COSHLA, OHU
He C/IMWIKOM Aoporve B MPUroTOBNEHUU,
n dopmar take away 3a cumTaHble mecaLpbl
nepeB&n AMOHCKYIO KYXHIO 3 CermeHTa npe-
MUYM B 1eMOKPATUYHBbINA.

Mpn 3TOM Mbl He MpourpbiBanM pectopa-
HaM B KauecTBe, MPOCTO «yLuna» AobaBneHHas

RUSSIAN BUSINESS GUIDE {MAPT 2023}

CTOMMOCTb 3a CYET 06C/YKMBaHUA oduLMaH-
Tamu, B LeHy NpomyKUMM He 3aK/agblBanmchb
pacxofpbl Ha JOPOrov PeCcTopaHHbI AV3aliH 1
Zpyruve usbicku. Kpome Toro, B oTiMume oT pe-
CTOPaHOB, KOTOPbIM HY>KHbl 60JIbLLME MAoLLa-
1, NnepBas NIMHWA, NapafHbli BXOA, Mbl MO
OTKpPbIBaTb MarasviHbl U B CMasibHbIX PaioHaX,
He Ha NepBbIX JIMHUAX, B XXWbIX JOMaX Ha Mo-
JTyLIOKOJIbHbIX WM BbICOKUX MEPBbIX STaXKax.

lMoKynaTenn MrHOBEHHO OLUEeHUnn Bce
npeumyliectea  GUPMEHHON  PO3HMLBbI,
cnpoc 6bin BbICOKMM, CETb BbICTPO pocna:
TOJSIbKO 3a NepPBbIN rof paboTbl 6b110 OTKPbI-
TO 23 mMarasuHa, ewé 77 — 3a cnegyownii.

- U3HayanvHo (hpanyatizuHz He exooun
8 N/1aHbl KOMNAHUU. B Kakoli MomeHm &bl
pewunu, ymo 6ydeme paseueame >3my
moodenb 6usHeca?

B bITb NepPBONPOX0OALEM BCeraa
Henpocro. «CYLUULLON» -
depnepanbHaa ceTb MarasuHoB
ANOHCKOI KYXHU; ABNAeTCA
poaoHayanbHuKoM ¢popmara take
away B Poccun. busnecmeHam

u3 CankT-lleTep6ypra ypanocb
CTaTb 3aKOHOAaTeNIAMN MOABI HA
¢denepanbHom ypoBHe. CeropHs
CeTb HaCYNTbIBAET (BbiLUe

200 mara3uHoB 6onee yem B

50 ropopax Poccuu n cTpaHax

CHT. Co BpemeHu ctapTa pa6otbl
KOMNaHNN KOHKYPeHLMA Ha
pbiHKe 060cTpUNach, Ho ceTb
(GupMeHHbIX Mara3nHoB YyBCTBYeT
ceb6a yBepeHHO U npoAomKaeT
pa3BuBatbcA. 0 cekpeTax ycnexa
Mbl norosopunu ¢ JleoHupaom
NlyroBbIm, AUpPEKTOPOM MO
¢$paHyan3uHry KoMnaHum
«CYLUMLLON».

- Y dpaHuarnsvHra aBe CTOPOHbI Meaanu.
C ofHOW CTOPOHDI, 3TO BLICTPOE TUPAXKMPO-
BaHWe, C Apyron — npexpae yem pa3BrBaTb
COOCTBEHHbIN OpeHA uyepe3 MapTHEPCKYO
ceTb, HeOOXOANMO CaMVIM A0 Mefloyelt oTpa-
60TaTb BCe OM3HeC-NpoLecchl, <Habutb cob-
CTBEHHblE WWLLKWY», TWATeSIbHO NPOAyMaTh
BOMPOChl KOHTPOSIA, MOCKOJIbKY BCEraa ecTb
MeCTO OMaCeHUAM, YTo CTaHZAPTbI CETU MO-
ryT He cobnogatbcs.

(aKTrYeCKr TONbKO Yepes [iBa C MoJIoBU-
HOIM roAa Mbl CTanu 3agymblBaTbcA O dpaH-
yarsuHre. K 3Tomy Hac nogTankusasno B TOM
yncne N KoNoccanbHOe KOMMUYecTBO 3anpo-
COB Ha co3fgaHue ¢GpaHLmn3bl OT MOTEHUU-
anbHbIX NAapTHEPOB. W Korga mbl «OTNONU-
poBanu» COOCTBEHHbIE HaBblKM Ha Pa3HbIX
dopmaTax, B pasHbIx ropoaax, To CTanm pas-
BMBaTb GppaHYaN3NHI.



K koHuy 2014 roga mbl npeanoxunv ¢pax-
yari3y XOpOoLWO MPOCYMTaHHYyl pabouyto
6U3Hec-mofenb U CTany OTKPbIBaTb NapT-
HEPCKMe MarasuHbl cpasy B pasHbIX pervo-
Hax: MockBa, MypmaHck, CaHKkT-lNeTepbypr,
Ha Ypane un T. 4. MNocteneHHO reorpadus
paclmpanacb, Mbl yXogunn Bcé pganblue ot
noma: marasuHbl «CYLWWLLIONMN» nosensnucb
B Cnbupwm, Ha JanbHem BocToke. U gaxe npu
yAanéHHoCT GpaHYai3nHIroBbIX MarasuHoB
OT YNpaBAAKLWEro LeHTpa — Hanpumep, B
AAKyTCKe — HaluKn Bble3fHble NPOBEPKN U OT-
3bIBbl MOKyNaTefiel rOBOPUAN: BCE Ha BbIC-
LeM ypOBHe, 1 3TO He MOFJI0 He pajoBaTh.
MapTHEpbI pocnu BMecTe ¢ Hamu. CerogHs
OKONMO TpeT Hawux ¢paHyani3n nmveet
6onee ofHOWN TOYKM, €CTb U CBOW PEKOpPA-
CMeHbI: OfVH 13 HalKWX NAPTHEPOB OTKPbIN
11 marasuHos. KenaHrne NpoaoKatb MHBe-
CTMPOBATb 1 Pa3BMBATbCA MO HALLUM GpeH-
[IOM — 3TO OfMH U3 NoKa3aTesel, 4To 6r3Hec
ycneweH. M A H1Korga He ycTaHy NOBTOPATb,
YTO, Ha MOW CYOGbEeKTVBHbIA B3rNsA, rnas-
HbI NOKa3aTeslb KauecTBa GpaHLLIM3bl — 3TO
Korga eé MoKynatT BallW e COOCTBEHHble
COTPYAHUKN. VX Henb3sa 06MaHyTb, OHM 3Ha-
10T, KaK BCE NMPOWCXOANT U3HYTPU, €CAIN OHU
roToBbl BOWTW B GU3HEC, TO XOPOLLIO OTAAT
cebe OTYET B TOM, MOYEMY OHU 3TO AenaloT.
Y Hac Takme nprmepbl ecTb.

- Kakue popmamel mazasuHoe 8bl cezo-
OHA npednazaeme nokKynamensam (ppaH-
wu3sbl U Kakue u3 HUX Hau6osnee socmpe-
608aHbI?

— ITO W CTaHZAPTHbIA Mara3uH C 30HOM
OXWOAHUA ANA KAWeHTOoB, U cywu-6ap ¢
NocagoyHbIMN MecCTamu, ¥ MUHU-GopMaT C
YyMoOpOM Ha [0CTaBKy, 1 camoBbIBO3. Ha faH-
HbIA MOMEHT Yy Hac 6onblue 200 Maras3vHoOB,
M3 HUX nopsaka 150 ¢paHUYaN3MHIoBbIX
(6e3 yuéTta TOoueK, paboTaloWwyx TONbKO Ha
fJocTtaBKy). MmaBHoe oTnnuve dopmaTtoB —
B nnowaan 3asBefeHua. lNoxanyi, cambiMm
BOCTPeOOBaHHbIM siBNseTC GopmaT «CTaH-
JapT»: Takue 3aBefeHNs OTKPbIBAIOTCSA, KaK
NpaBuUsIo, Ha NEPBbIX STaXaXx *KUJIbIX JOMOB.
Mbl Bblbrpaem ana ux pasmelleHus Joka-
LM Ha BbICOKOM Tpaduke, onpenenss ero
VHTEHCUBHOCTb Npu nomowm |T-TexHono-
MM, TaK Kak Y Hac 3aK/louyeHo napTHEPCKoe
cornaweHve ¢ KomnaHuvei Geolntellect, ko-
TOopoe No3BonfeT MPOBOAWTbL aHanu3 Tpa-
duKa, ero KauecTBa, a TakKe KOHKypeHLuu
B KOHKPETHOW NloKauum, Tak 4To mectopac-
NMonoXeHne MarasvHa NpoCUYMTbIBAeTCA O
menouyen. MapTHEPbI MOTYT 1 caMu Npeano-
XKWTb BapUaHTbl MOMELLEeHNI, @ Mbl NpoaHa-
NN3MPYeM UX Ha COOTBETCTBME HALLUM Tpe-
6oBaHuAM. Mpy 3Tom 61arogapsa HEBbICOKOW
apeHAHOoN nnaTe Mbl MOXeM CHUXaTb CTOU-
MOCTb Ha npofyKuuio 1 6onblue 3apabatbl-
BaTb 3a CYET YBeSIMUEHMSA KOIMYeCTBa YeKoB
1 YMeHbLUeHUA n3aepKek.

B cerogHAwHen HecTabunbHOM SKOHOMU-
YeCKON CUTYaLumM Mbl TakXe BUAUM BbICO-
Kyl0 BOCTpeb6oBaHHOCTb HoBoro d¢opmara

«CYWNLONM mini» ¢ ynopom Ha AOCTaBKY
1 CaMOBbIBO3. OTa MOfenb MO3BONAET pa-
60TaTb C ManbIM1 NOMeLLEHVAMY — BCETO OT
25 KB. METPOB.

- Kcmamu, ckonbko e 3apabamesiea-
tom eawiu ppanyaiisu?

- B cpepgHem Bblpyyka MOXeT Bapbupo-
BaTbcA oT 800 Tbic. JO 3 MAH pyb6nei npu
nHBecTMUMAX B 1,5-2 MnH pybneir. CraHaapT-
Hbin «CYLUWLLONM», Kak NpaBmno, oKynaeTca
yepes 9-10 mecauyeB. HekoTopble Halwm
napTHEPbI Ja)ke AOCTUraloT MokasaTtenen B
3,5 MAH py6. BbIPYUKU B MecsL, a pekops no
OKyMnaemocCTun coCcTaBnAeT okono 3,5-4 meca-
LieB Npu BROXeHUAX 2,5 mnH py6. Ecnv roso-
pUTb 0 HOBOM MUHWK-GOPMaTE, TO BIIOXKEHUA
B HEro HauMHatTCA oT 1 MAH py6. — 3TO WaHC
ONA MHOTMX MOMNoAbIX NpeanpuH1marenen
He TONbKO OTKPbITb GM3HEC, HO U BbICTPO
«OTOUTb» BIOXKEHNA: CPOK OKYMaeMoCTU Co-
CTaB/IA€T OKOJIO LIeCTN MecALieB.

- Ycnex ¢panuaiizu eo MHozom 3aeu-
cum om 83aumodelicmaus c enaodenbyem
¢paHwu3el. Kakyto nodoep»<Ky 8ol oKa3bi-
eaeme napmxépam?

— Bo-nepBblIx, BaXKHO TO, YTO OHa MOCTO-
AHHasA. 3a KaxkabiMm ¢paHyansy 3akpennéx
OTAENbHbIN  MeHefXep, KOTOpPbI BblCy-
lIMBaeT BCe MNoXeflaHUA napTHéEpos. Het
BOJILIEOHON Nasioyku, Kotopas 6bl 38 oAuH
B3Max obecrneumna O6u3Hecy ycrex: 3TO
BCErga Kommiekc meponpuAtuin. Komy-to
HY>KHbl TOKaJIbHble aKL1K1, KOMY-TO — [OMOJ-
HUTeNbHAA peKfiama B MHTEpHeTe, KOMY-TO
HaZlo MOMOYb C NMepCcoHanoMm, a KoMy-To Tpe-
6yeTca opugmyeckas NoMoLLb nNpv B3avmMo-
OTHOLIEHMAX C apeHfopaTtenemMm 1 T. n. Mol

aHanu3upyem noTpebHOCT! U npeasiaraem
Hambonee 3¢pPeKTUBHOE pelleHME B KaK-
[IOM KOHKPETHOM CJlyyvae.

BesycnoBHo, Mbl obecneuvBaem CBA3b
MeXJy HalumMy NapTHEPaMU M KPYNHbIMK
nocTasLyKamun defepasibHOro YPOBHS, UTO-
6bl dpaHuUari3y UMenun BbIrOAHbIE YCIIOBUSA
NOCTaBOK.

Mpy nofrotoBKe K 3amnycky, He3aBUCUMO
OT TOrO, HAaCKONbKO MapPTHEPCKMUI MarasuH
yAanéH oT ronoBHOIN KOMMaHu, BCeraa Bbl-
e3aeT KOMaHAa OTKPbITUA, KOTOpas NMomMo-
raeTt dpaHyai3un B nepeble, Camble CIIOXKHbIe
[OHW paboTbl. B ganbHenwem CBsA3b TOXe He
npepbiBaetca. Qaktnyeckn oépaHyansm un
MeHegKep HaxodAaTca Ha c¢BA3n 24/7. Mol
BCerga nofckaxeM, Kak JelicCTBOBaThb, 1 No-
MOXeM MapTHEPY pelulaTb niobble npobne-
Mbl, CBA3aHHble C BM3HECOM.

- Beleatom nu cnyyau, Ko20a 8bl omka-
3bl6aeme NoOMmMeHyuaNbHbIM napmHépam
U He 3ak/ilo4deme ¢ HUMu 0ozoeop?

—3arofbl paboTbl Mbl NepecMoTpeny cBoé
OTHOLWeHVe K napTHépam. Ycnex 6usHeca
¢dpaHyan3y 3aBNCUT OT ero BOBNIEUYEHHOCTN —
3TO BaXXHO MOHMMaTb. Korpa y uenoBeka
BCé MOET XOPOLWO, OH MHOrga HauynHaet
npunucbiBatb Bce 3acnyrn cebe, obecue-
HUBas OMbIT MpaBoobnagatens, TOro, Kro
npoayman Bcto 6r3Hec-mofenb, UCKUUI
OLUNOKM, OTTOUMN NPOLIECCHI U NPOBEPUST X
Ha npakTuke. Ho ecnun 6m3Hec MAéT nioxo,
TO OH HauYMHAET BMHUTb B 3TOM FOJIOBHYIO
KOMnaHuio, a He cebs. /I ¢ TeueHmem Bpe-
MEHN Mbl He MPOCTO W3MEHWNIN KpuTepuu
oT60pa NapTHEPOB — OLlEHNBAEM He TOJIbKO
TO, HACKONbKO MOTEHUManbHbIA dppaHyaii3mn
roTOB U HaCcTPOeH Ha cepbésHyio paborty,
€ro »KeflaHne pa3BuBaTbCH, 3aVHTEPECOBAH-
HOCTb, HO U NpOrpaMmy obyyeHus.

BusHec-mopenb Oyget paboTatb, Tonb-
KO ecnv Bbl MOHMMaeTe BCe MPOLECChI.
Mbl cywecTBEHHO YAIVIHUAX NPOrpaMmy
obyueHusn: Kypc, KOTOpbIi MPOXOAUT KarK-
bl HOBbIN NAPTHEP [0 OTKPLITUA, ANUTCA
20 OHeW 1 BKJIlOYaeT B cebs TeopeTUyecknii
1 MPAKTUYECKNiA 6NOKMN.

O6yuyeHne MOCTPOEHO TakMM Ob6pasom,
yTto 6yaywmin BNnagenew marasunHa norpyxa-
eTcA BO BCe MpoLecchbl, BNIOTb A0 TOrO, YTo
CaM KpPYTUT PONIbl, 3aKa3biBaeT NPOAYKTbI U
T. M. W yXKe Ha 3TOM 3Tarne B1AHO, HACKOJIbKO
npeanpuHYMaTenb roToB BHMKaTb B JeTa-
nun. NpunomnHalo OAMH Cnyyain, Korga ue-
nosek 3aaBun: «fl He Ana Toro 6n3Hec xouy
OTKpPbITb, YTOObI Ha KyXHI0 3axoguTb». C Ta-
KUM OTHOLWIEHVEM K [Aefly Ham He Mo MyTu.
Be3ycnoBHo, Bnageney marasvHa He 6ypeT
CaM CTOATb M 3aKpYyUMBaTb PONJIbl, HO BaXKHO
NMOHMMaHVe BCeX BHYTPEHHUX NPOLIeCCoB, B
TOM umncne 1 paboTbl Ha KyxHe. Beapb, faxe
HaHVMasA noBapa, CJIOKHO MPOBEPUTb ero
KOMMNEeTEHTHOCTb, HAYEro He CMbICIA B TOM,
Kak roToBUTb POSISIbI.

Ham BakHO, 4TO6bI ppaHyan3m 3apabatbl-
BaJl, a 3apabaTbiBaTb MOXHO, TOJIbKO COOJtO-



[lasi CTaHAAPTbl, KOTOPbIe POXKAAIOTCA Yepes
onbIT, OWN6KM 1 Tpyg. bes 3HaHus petanen
HeBO3MOXHO 3dbeKTVBHO ynpaBnaTb 6um3-
Hecom.

- Monyyaeme nu e8bl ompuyamesbHoie
oma3biebl? Hackonbko OHU enusiom Ha
npuHAmMue peuwleHUs y NomMeHYUaIbHbIX
napmuépos?

— bBbiBaloT napTHEPbI, C KOTOPbIMU Mbl
pacctaémcA MO pasHbIM MPUYMHAM: TaK
YCTPOEHaA »KU3Hb, 1 KTO-TO MOXET Hanmcatb
HeraTVBHbIA OT3bIB. HO cerogHa, K coxarne-
HYIO, MOABUIOCH MHOTO delikoB. Ha ogHom
U3 CalTOB, rae aKKyMy/vpylTca OT3biBbl O
dpaHLWM3ax, NoABMANCb KOMMEHTapUn AKO-
Obl OT HawKx GpaHyYali3n B HEFAaTUBHOM KJTtO-
Ye, HO y Hac He BbINI0 HU TaKKX MAPTHEPOB, HX
dunnanos B ykasaHHbIx ropogax. Ha npocbby
yOanuTb HeAOCTOBEPHbIE OT3bIBbI C NIaThop-
Mbl €€ BriafesnbLibl NPeSIOKUIN HaM KynuTb
JOCTYyN W YAanuTb WX CaMOCTOATENIbHO, Mbl
pacueHuny 3TO Kak LIaHTaX, obpaTunucb B
cyn v Boiurpanu geno. Ho Takne pecypcobl ¢
JINMOBLIMY OT3bIBaMM MOABAIOTCA CHOBA U
CHOBa. B KOHEYHOM UTOre Mbl MPOCTO OTMY-
CTVNIN CUTYaLMIIO; €CNIN YENTIOBEK pearibHO XO-
YeT BOMTU B Hall BM3HEC, TO A JIerko gam emy
KOHTaKTbl peasnbHbIX MapTHEPOB, KOTOPbIM OH
MOXET MO3BOHWTb, MOrOBOPUTb, Aaxe npue-
XaTb U yBUAeTb BCE cBOMMM rnasamu. [loka-
3bIBaTb, YTO Mbl XOPOLLIO paboTaem, 6opAch C
delikoBbIMM OT3bIBaMM, — 3TO KOJTIOCCAJIbHBbIN
TpyA, TpebyoLwmii OrPOMHbIX BPEMEHHbIX 3a-
TpaT. 3a HacC roBOPAT HalUW MOKasaTenu 1 To,
YTO HalW NapTHEPDBI OCTAIOTCA C HAMU roaa-
MW 1 OTKPbIBAIOT BCE GOsblue COOCTBEHHDbIX
Mara3suHoB nog 6pexaom «CYLLMLLOM».
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- B 4ém e cekpem 3mux ycnewlHbiX no-
Kazameneli, cma6unvHo2o pocma? Bedo
Ko20a 8bl 3axo0usiu Ha pbIHOK, MO 8bl €20
¢akmuyecku u gpopmupoeanu, celidac el
yXKe 0asieKo He eOUHCMBeHHbIe.

- Mbl npepnaraem Bce COBpPEMEHHble
MeTOfbl YyNpaBfieHNs, NOAAEPKKM, MapKe-
TWHra, KOTOPbIMM HE MOTYT MOXBacTaTbCA
HebonbluaA CeTb WM YCIOBHble HOYHEN-
Mbl — MarasviHbI-OAMHOYKM. 3a HaMU cuna
depepanbHoro OpeHpa. Ectb xopowo
pacKpyuYeHHbln CalT, rae reHepupyetca
[OCTAaTOUYHO 6ONbLIOW NMOTOK KIMEHTOB U3
pa3Hbix ropofos. EcTb KonoccanbHas 6a3a
no ob6beKkTam HeABMXMMOCTU, MPO Kax-
bl U3 KOTOPbIX Mbl MOHMMaeM, Kak OH
6ynet ToproBatb. [elcTtByeT MO6UNbHOe
NpuUoXeHne, KOTOPOe Mbl JOMATO W Tlia-
TeNnbHO npopabaTbiBanu. Y Hac akTMBHasA
ayauTopuA, U Mbl YacTO NMPOBOAVM PO3bl-
rpbily BeCbMa [OPOroCTOALWMX MNPU30B
OnsA KNNEHTOB.

He mory ckaszaTb, UTO y HaC HeT KOHKY-
peHTOB. He Bcerpa depepanbHomy 6GpeH-
Iy NpoOCTO 3aXOAUTb B PErvioHbl, rae OH
[0 3TOro He Obin NpefcTaBneH 1 rge ecTb
JIOKasnbHble TOYKM, y»Ke 3aBoeBaBlUMe [o-
Bepue MeCTHbIX nokynatenei. Tem He me-
Hee B Hallel NpaKTuKe eCTb Kencbl, Koraa
dpanuamsm «CYLLUNLIOMN» HamepeHHO pac-
rnonaraeTca pAfoM C YXKe CyLecTBYOLWMM
JIOKaNbHbIM MarasuHOM «AMOHCKOW KYXHU».
B sTom cnyuae cpabatbiBaeT 3dpdekT cu-
Heprumn: pbIHOK JIOKaJIbHO Y»Ke packauyeH C
TOUKM 3peHuns NoTpebneHuns cylim, a Hawm
NnapTHEPLI CBOEN MIOAOTBOPHOW U NefaH-
TUYHOW paboToin 3aBOEBbIBAIOT cebe HOBbIX
nokynarenen.

- Mpodomxaa memy KOHKypeHyuu: ce2o-
OHA cywu npodarmcs He moJbKo 8 ¢up-
MeHHOLUi po3HUye, Ho U 8 06bIYHbIX cemsx.
He mewaem nu smo passumuto 6usHeca?

— KoHeuHo, ecTb onpefenéHHan KOHKYy-
peHUMA CO CTOPOHbI KPYMHbIX TOProBbIX
ceTel, HO AJIA HAX 3TO NCTOPUA MPO pacLLn-
peHue accopTMMeHTa, OHM He crneuuanu-
3UPYIOTCA Ha 3TOW KyxHe, He yrnybnsaioTcs
B TaKve acrnekTbl, KAK OOHOBNEHNE MEHIO,
peuentypa. Ecnn nopbupatb KoppekTHoe
CpaBHeHMe, TO 3TO Kak MoKynaTtb xneb n3
nekapHyu unn o6bluHbIA 3aBopckon. OT-
SIMunTeNbHanA uYepTa Haleln npomykuum —
€€ CBeXeCTb, Mbl NMPOAAEM «M3-MOA HOXay.
W cywn, n ponnbl fiyyle BCero ynotpebutb
B TeueHMe TPEX YacoB nocse nokynku. B ma-
rasviHax »e B roTOBOM BUZE OHW MOTYT Jie-
aTb Ha NpunaBKe n cyTKu, 1 bonee. Tak uTo
nokynatenu Hawewn GUpMeEHHON PO3HMLbI
ropasgo 6osnee TpeboBaTeNbHbI K KauecTBy.

- A Kak ebl oyeHuesaeme nepcneKkmu-
8bl 6peHOUPOBAHHOU PO3HUUbI ANOHCKOU
KyxHu 8 yesiom? Ce200HA yoayHoe 8pemMs
0715 8x00a, Hem /U nepeHacvlujeHus?

— Mbl ye ynomuHanu, 4to cywm npoga-
I0TCA B KPYMHBIX CETAX — 3TO He MPOCTO TakK.
Huwa AnoHcKom KyxHU He cTarHupyer. Bos-
MOXHO, OHa CEerofjHA HeCKONbKO pa3MblTa
13-3a 60MbLIOro YMCNa MeNKNX onepaTopos,
HO €€ EMKOCTb He najaer.

Celtyac 13-3a HecCTabunbHOW CUTyauun
PbIHOK CTasn 6onee caep»aHHbIM B MHBECTU-
LUMAX: ecnn rofa yeTblpe Haszad MapTHEPSI
NopoW Cpasy HaunMHanM C OTKPbITUA 2-3 TO-
YeK, TO CerofHsa HoBble MapTHEPbI BXOAAT
6onee OCTOPOXKHO, 3aTO YXe AeicTBytoLne
NPOAOMKAIOT AOCTAaTOYHO aKTVMBHO OTKPbI-
BaTb HOBble 3aBefeHVA. ITO BLOXHOBAAET.
CpepHuii  4yek, KOMMYeCTBO MNPOAAX He
YMEHbLLAIOTCA.

Hawa 6wusHec-mopenb n Haw ¢opmat
Nnepexunn yxe Aaneko He oAvH SKOHOMU-
YeCKMI KpY3NUC 1 BCeraa nokasblBasn Xopo-
LUMe NoKasaTeny pa3BUTUA He TONbKO CeTU B
LiefIoM, HO 1 KaxKkaou iokauun. Mbl 3Haem, Ha
yTo ChenaTtb yrnop ¥ Kakue warv npegnpu-
HATb, YTOObI YCMELIHO Pa3BUBaTbCA B HEMPO-
CTble BpemeHa.

- lModenumecs nnaHamu no passumuio
cemu Ha 6nuxatiuiee epems.

- bynem OTKpbIBaTb HOBble MarasuviHbl 1
fanbwe. Hawa mopenb xopowa Tem, 4To
cnocobHa paboTaTb Kak B ropopgax-mus-
JINOHHUKAX, TaK 1 B ManbIX. Y Hac ecTb ygau-
HbIN OMbIT PaboTbl He ToNibko B Poccun, HO
B 6nxHeM 3apy6exkbe. Ha JaHHbI MOMEHT
3a rpaHulelrt Mbl nNpefcTaBneHsl B benapy-
cn 1 Asepbaiigxare. Ectb 3anpocbl 13 Ka-
3aXCTaHa, rge Mbl XOTVM HalTU CUNIbHOTO
napTHEpa, KOTOPbIN cTan 6bl HaWVM MacTep-
¢dpaHyan3m B 3TONM CTpaHe, TakK Kak 34ecb
PbIHOK C OYeHb GONbLUMM MOTEHLMASIOM.
[na coTpyaHMYecTBa Mbl OTKPbITbI BCEM U
NMOMOXEM NMOCTPOUTb NPUObINbHbIN GU3HEC.



LEONID LUGOVOI:
"THE MAIN INDICATOR OF FRANCHISE
QUALITY ISWHEN EMPLOYEES BUY IT”

- In 2011, the first outlet in the sushi-to-go
format was opened in St. Petersburg, and the
chain began to expand very quickly. Why did
this format really take off?

- We were pioneers in this format.
SUSHISHOP was the first company, which
offered Japanese cuisine at an affordable price.
Before then, it had only been presented in
expensive restaurants. We brought “japanica”
to the mass level. In fact, both sushi and rolls
are traditional dishes of the Land of the Rising
Sun, they are not too expensive to prepare,
and the “take away” format has in a very few
months moved Japanese cuisine from the
premium segment to the democratic one.

At the same time, we have not missed the
quality of restaurants, we simply “took away”
the benefit of waiter service, and the price
of the products was not based on expensive
restaurant design and other extravagances. In
addition, unlike restaurants, which need large

spaces, the first line, and a front entrance, we
could also open shops in residential areas, not
on the first lines, in blocks on half-story or
high ground floors.

Customers instantly appreciated all the
advantages of branded retail, demand was
high and the chain grew rapidly - 23 shops
were opened in the first year alone, and 77
more in the following year.

- Franchising was not originally part of
the company’s plans. At what point did you
decide that you would develop this business
model?

- Franchising has two sides of the coin.
On the one hand, it is a quick replication, but
on the other hand, before you can develop
your own brand through a partner network,
you have to work out all the details of all the
business processes yourself, work up your own
mistakes and think carefully about control

B eing a pioneer is never
easy. SUSHISHOP, a

federal chain of Japanese
cuisine outlets, is the pioneer
of the “take away” format

in Russia. The businessmen
from St. Petersburg have
succeeded in becoming
trendsetters at the federal
level. Today, the chain has
more than 200 shops in more
than 50 cities in Russia and
the CIS. Since the launch of
the company, competition in
the market has intensified,
but the chain of branded
shops seems to have a strong
foothold and continues to
develop. We talked to Leonid
Lugovoi, SUSHYSHOP's
franchise director, about the
secrets of its success.

issues, because there is always room for
concern that the network’s standards might
not be adhered to.

In fact, it was only after two and a half years
that we started to think about franchising. One
of the reasons for this was the huge number
of requests for franchising from potential
partners. And when we had “polished up” our
own skills on different formats and in different
cities, we began to develop franchising.

By the end of 2014, we offered our
franchisees a well-calculated, working
business model and began opening partner
stores in different regions at once: Moscow,
Murmansk, St. Petersburg, in the Urals,
and so on. We gradually expanded our
geography, going farther and farther from
home: SUSHISHOP stores appeared in Siberia
and the Far East. And even though franchise
stores were remote from the management
center, for example, in Yakutsk, our on-site



inspections and customer feedback indicated
that everything was at the highest level, which
certainly made us more excited. The partners
grew along with us. Today about a third of
our franchisees have more than one outlet,
and there are some record holders - one of
our partners opened 11 stores. The desire
to continue investments and develop under
our brand is one of the indicators that the
business is successful. And I never get tired
of repeating that in my subjective opinion, the
main indicator of franchise quality is when
employees buy it. They cannot be fooled, they
know how things work from the inside, and if
they are ready to enter the business, they are
well aware of why they are doing so. We have
such examples.

- What formats of outlets do you offer
franchisees today, and which are the most
popular?

— These are a standard store with a waiting
area for customers, a sushi bar with seating,
a mini-format with an emphasis on delivery
and pickup. At the moment we have more than
200 outlets, of which about 150 franchisees
(not counting outlets that work only on
delivery). The main difference between
the formats — the size of the premises. The
standard format is probably the most popular:
such establishments open, as a rule, on the
first floors of residential buildings. We choose
high-traffic locations, defining its intensity
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with the help of IT-technologies, because
we have a partnership agreement with the
company Geolntellect which allows to
analyze the traffic and its quality, as well as
the competition in a particular area, so the
store location is calculated in detail. Partners
can also offer their own space options, and
we will analyze them for compliance with our
requirements. At the same time thanks to the
low rent we can lower the cost for the products
and earn more by increasing the number of
receipts and reducing costs.

In today’s unstable economic situation,
we also see high demand for the new
SUSHISHOP mini format with an emphasis
on delivery and self-delivery. This model
allows us to work with small spaces of just
25 square meters.

- By the way, how much do your
franchisees earn?

- On average, revenues can range from
800,000 roubles to 3 million roubles, with an
investment of 1.5-2 million roubles. A standard
SUSHISHOP usually pays for itself in 9-10
months. Some of our partners even reach
the rate of 3.5 million rubles of revenue per
month, and a record return on investment
is about 3.5-4 months at an investment of
2.5 million rubles. If we talk about the new
mini-format, the investments in it start at
1 million rubles.This is a chance for many young
entrepreneurs not only to start a business, but

also to quickly “recoup” their investment — the
payback period is about 6 months.

- A successful franchisee depends to
a large extent on interaction with the
franchise owner. What kind of support do
you give your partners?

- First of all, it’s important that it’s continual.
Each franchisee is assigned a separate manager
who listens to all of the partners wishes. There
is no magic wand that can ensure business
success in one swing, but it is always a set of
measures. Some need local promotions, some
need additional advertising on the Internet,
some need help with staffing, and some need
legal assistance in dealing with the property
owner, etc. We analyze the needs and offer the
most effective solution in each case.

Of course, we provide a link between our
partners and major federal suppliers, so that
franchisees have favorable supply terms.

In preparation for the launch, no matter
how remote the partner outlet from the parent
company there is always an opening team,
which helps the franchisee in the first, most
difficult days of work. Further communication
is also uninterrupted. In fact, the franchisee
and manager are in touch 24/7. We will always
tell you how to proceed and help the partner
solve any problems related to the business.

- Are there cases when you refuse potential
partners and do not conclude an agreement
with them?

- Over the years, we have revised our
attitude towards our partners. The success
of a franchisee’s business depends on his
involvement - it’s important to understand
that. When a person is doing well, he
sometimes begins to take all the credit for
it, devaluing the experience of the rights
holder, the one who thought through the
entire business model, eliminated mistakes,
refined processes, and tested them in practice.
However, if the business goes badly, it begins
to blame the parent company and not itself. In
addition, over time we have not only changed
the criteria for selecting partners — we assess
not only how ready and motivated a potential
freelancer is to work seriously, his desire to
develop, his interest, but also the training
program.

The business model will only work if
you understand all the processes. We have
significantly lengthened the training program.
The course that every new partner takes
before he opens lasts 20 days and consists of
theoretical and practical blocks.

The training is built in such a way that
a future business owner is immersed in all the
processes, up to and including spinning rolls
himself, ordering products, etc. And already at
this stage it is clear whether the entrepreneur
is ready to get into the details. I recall one
occasion when a man said, “I want to open
a business not to work at the kitchen”. With
that attitude to business — we will not be able



to move together. Of course, the owner of the
outlet will not stand there himself and twist
the rolls, but it is important to understand all
the internal processes, including the work in
the kitchen. After all, even hiring a chef, it is
difficult to test his competence, not knowing
anything about cooking rolls.

It’s important to us that the franchisee
earns money, and you can only earn money
by following standards that are born out of
experience, mistakes, and work. Without
knowing the details, it’s impossible to run
a business effectively.

- Do you get negative feedback and to
what extent do they influence the potential
partners’ decision-making?

— There are partners that we break up with
for various reasons — that’s how life works,
and someone can write a negative review.
Nevertheless, today, unfortunately, there
are many fakes. On one of the sites where
franchise reviews are accumulated, there
were some negative comments allegedly
from our franchisees, but we had no such
partners, or branches in these cities. At the
request to remove unreliable reviews from the
platform, its owners offered us to buy access
and remove them ourselves — we considered
such an approach as blackmail, we went to
the court and won the case. However, such
resources with fake reviews appear again and
again. Eventually, we just let the situation go, if
a person really wants to get into our business,
I will easily provide them contacts of real

partners, who they can call, talk to, even come
and see everything with their own eyes. It is
a huge, time-consuming effort to prove that
we work well by fighting fake reviews. Our
performance and the fact that our partners
have stayed with us for years and are opening
more and more of their own stores under the
SUSHISHOP brand speaks for us.

- What is the secret of these successful
indicators of stable growth? After all, when
you entered the market, you actually formed
it, now you are far from being the only ones.

- We offer all the modern methods of
management, support, and marketing, which
a small chain or single no-name stores cannot
boast of. We have the power of a federal brand.
There is a well-promoted website, which
generates a fairly large flow of customers
from different cities. There is a huge database
of properties, details on trade about each of
which we understand how it will trade. There
is a mobile application, which we have long
and thoroughly worked out. We have an active
audience and we often hold draws for clients
for very expensive prizes.

I can’t say that we have no competitors.
It is not always easy for a federal brand to
enter regions where it was not previously
represented and where there are local outlets
that have already gained the trust of local
buyers. Nevertheless, in our practice there
are cases where a SUSHISHOP franchisee is
intentionally located next to an existing local
Japanese food store. In this case, the synergy

effect comes into play - the market is already
rocked locally in terms of sushi consumption,
and our partners win new customers with
their fruitful and pedantic work.

- To continue the theme of competition,
today sushi is sold not only in branded retail
outlets but also in conventional chains.
Doesn’t this hinder the development of
business?

- Of course there is certain competition
from the large retail chains, but this is a story
for them about expanding their range, they
don’t specialize in such cuisine, they don’t
delve into such aspects as updating the menu,
the recipe. To make a proper comparison, it’s
like buying bread from a bakery, or regular
factory bread. The hallmark of our products is
their freshness; we sell ‘from under the knife’
Both sushi and rolls are best consumed within
3 hours of purchase. In shops, on the other
hand, they can lie on the shelf for a day or
more. Thus our branded retail customers are
much more demanding in terms of quality.

- And how do you assess the prospects
for branded Japanese food retail in general?
Is today a good time to enter, is there no
oversaturation?

- We have already mentioned that sushi is
being sold in large chains - this is for a reason.
The niche of Japanese cuisine is not stagnating.
It may be a little blurred today due to the large
number of small operators, but its capacity is
not falling.

Now, because of the unstable situation,
the market has become more restrained in
investment, if 4 years ago partners sometimes
started with the opening of 2-3 outlets, but
today new partners are more cautious,
but existing ones continue to open new
establishments quite actively. This inspires
the average check and the number of sales
are not decreasing.

Our business model and format have
survived more than one economic crisis, and
we have always shown good development
indicators not only for the chain as a whole,
but also for each location: we know what to
focus on and what steps to take in order to
develop successfully in difficult times.

- Share your plans for the development of
the chain in the near future.

- We will continue to open new shops. Our
model is good in that it is capable of working
both in cities with millions of inhabitants
and in small ones. We have successful
experience not only in Russia, but also in the
neighbouring countries. At the moment, we
are present abroad in Belarus and Azerbaijan.
There are requests from Kazakhstan, where
we want to find a strong partner to become
our master franchisee in this country, as there
is a very large potential market here. We are
open to all for cooperation and will help to
build a profitable business.



- «PocuHmep» omkpubin nepabili pecmo-
paH e Poccuu 8 1990 200y, a (hpaHyaiizuH-
2080e HanpasJjieHue Ha4aso passueameo-
csA 8 2003 200y. Yem 661710 NnpOOUKMOBAHO
3mo peweHue?

- KomnaHus pasBuBanacb Kak pectopaH-
HbI XONAVIHT, Mbl NMOCTEMNEHHO POC/M, TPAHC-
dopMM1pPOBaNKCh, yunnmcb, B TOM Yncie Kak
dpaHuan3y, kynus dpaHwmsy TGl FRIDAYS n
MoJTyuMB LieHHeWWniA onbIT paboTbl pecTo-
paHHoro 6peHza M1POBOTO YPOBHS. fl Obl CKa-
3aJ1, YTO HaLU NyTb COBMazan C SBOOLIVIOHHbIM
nyTém pa3ButnA ¢paHyalisvHra B Poccuu.
B KoHUe 90-X IT. B CTpaHe 6blna co3fgaHa Acco-
uraums ¢paHyan3uHra, Kyaa BoWwv nepsble
KpYMHble UrpoKu. «POCHTep» Obll OgHMM 13
MVOHEPOB PbIHKA, HayaB YCMewHO MacllTa-
6vipoBaTb popmart casual dining, nocteneHHO
BblBesA CBOV OpeHAbl B Aepbl.

- € 2018 200a KomnaHusA 8xooum & mon-10
CambIX 8bI200HbIX (hpaHwiu3 pelimuHaa Forbes.
Ymo cmano 3anozom smoezo ycnexa?

— OcHOBHOe BO ¢$paHyUali3vHre — npopdaxa
6peHfa. A UTo Takoe YCreLLHbIN GPeHS C TOYKM
3peHna 6rsHeca? ITo paboyas 1 afdanTUBHaA
SKOHOMUYECKas MOfeslb, KOTopas [aéT npes-
NMPUHMMATENIO BO3MOXHOCTb 3apabaTbiBaTb
6e3 cBepxycunuin. Ecnu, Hanpumep, cpas-
HVBaTb (dpaHyYa3VHIoByd MoAenb C PecTo-
paTopaMu-oAMHOYKamMK, TO MM MPUXOAUTCA
CTanKMBaTbCA C 6OMbLIMM YMCIOM Npobem C
TOYKM 3PEHMA MOCTABOK, YNpaBneHns Yeno-
BEUECKVMY pecypcamu, YTO OKa3bIBaeT Hero-
CpefCTBeHHOE BVSHME Ha Pacxofpl.

Pectopatop-oguHouka  pelsaer  cBou
npobnembl camocToATenbHO. A Mbl, Nponas
3a 30 neT OrpoOMHOEe KONMYECTBO KENCOB, Kak
YCMELUHbIX, TaK 1 KPU3WCHBIX, HAKOMWIIN KO-
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NOCCanbHbI OMbIT YNpPaBeHus, YTo No3BO-
IO HaM CO3AaTb MMOKYI0 1 YCTOMUMBYIO IKO-
HOMMUECKYI0 MOfESTb, KOTOpas afanTmpyeTtcs
nog niobble ycnoBrs U AAéT BO3MOXHOCTb
3apabaTbiBaTb, HECMOTPA Ha CIIOXKHOCTM
B JKOHOMMKe. BTopas npuumHa ycnexa -
3TO CUCTEMHOCTb. TaKUX CUCTEMHBIX UTPOKOB,
Hanpumep, B dopmate casual dining He Tak
MHOTO Ha pblHKe. KOHEUYHO, Y HaC eCTb KOH-
KY[PEHTbI, HO 3a4aCTyi0 M He XBaTaeT TaKoro
OMbiTa, TAaKOro BPEMEHHOTO flara, YTobbl OKa-
3aTbCA C HaMM Ha OAHOI yalle BecoB. [on-
XEH cKaszaTb, uTo Forbes cocTaBnser cBoin
PEeVTUHT VMEHHO Ha OCHOBE 3SKOHOMMYe-
CKOW MO[ENN — HAaCKOMNbKO Gr3HEC BbIrofeH
npeanpviHimaTento. ECTb MHOXeCTBO Apyrux
PEeVTUHIOB, KOTOPble CYATAIOTCA MO Kosnue-
CTBY, — 34€Cb ApPYrvie Nuaepsbl.

- Kak ebicmpausaemcsa paboma c ¢ppaH-
qyauisu?

— OpaHuari3n, NTOMUMO NMOTrPYKEHWsA B CaM
XOJNIAVIHT, B KYNIbTYpY KOMMaHUu 1 eé busHec-
npouecchl, nonyyaer ceb6e B MOMOLLHMKM
Cpasy uenyio rpynny cneuuaanctoB BbICO-
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AMWUTPUN LLANOB:
«HALLUA CTPATET S —
COBMECTHOE
PAIBUTWE BI3HECA
N BPEH/IAN

P ecTopaHHblii xonauHr «PocuHTep PectopaHTc», KOTOpbIi
ynpasnaet cetamu «IL Matno», «lliukapu», TGI FRIDAYS,
«lnaneta cywm», «<Mama Pawa» n <KAmepuKaHckuit 6ap n rpunby,
paboTaet Ha pectopaHHOM pbiHKe Poccum yxe 6onee 30 ner.
CeropHa 6penp «IL MaTtno» BxoauT B TON-10 CAmMbIX BbIFOAHbIX
¢paHwu3 peiitunra Forbes. lupektop no GppaHyansmHry
«Pocuntepa» OMUTPUIA LLANOB pacckasan o Tom, 3a C4éT

yero KomnaHua fo6uBaeTca BbICOKON 3PPeKTUBHOCTY, U 0
nepcneKkTUBaX pa3BUTUA CETH.

KOro YpOBHSA. Bo MHOrvx KOMMNaHusx Takue
CneuvanncTbl 3akpersieHbl 3a OTAenamu,
KOTOpble 3aHVMMAIOTCA U KOPMOpaTVBHbIM
6u3HecoM. Y «PocuHTepa» 3TO oOTAenbHas
CTPYKTYpa, rae 3afilaya COTPYAHVKOB — TOJb-
Ko ¢paHyansn. Takmm o6pasom, Kaxkabli
NapTHEPCKMI pecTopaH Mnony4yaeT B Mo-
MOLLb Cpa3y HeCKONbKO CMeLuanncToB: Ky-
paTopa Nno onepauvioHHON AeATeNIbHOCTH,
Mo NoKasibHOMY MapKeTuHry, no HR-conpo-
BOXAEHMIO, MO KauyecTBy M T. n. Momumo
3TOro, ecTb CJly»k6a «OAHOro OKHa», KoTopas
B3aMMOMeNCTByeT C MapTHEpPamy Mo BCem
BO3HMKaKOLWMM BONPOCaM.

MapTHépbl MonyyaloT AOCTYN K Hawum
KOPMOpaTMBHbIM KOHTPaKTaM, Hanpumep,
Mo MocTaBKaM, K SKCKJTIO3UBHbIM YC/IOBUAM
Mo KOMMWCCKSIM OT arperatopoB AOCTaBKA U
Apyrum «6oHycam» KpynHon cetu. U, nony-
yan BCE 3TO, NAPTHEP ABNAETCA BNagenbLem
cobCcTBEHHOrO bM3Heca.

Korga 6usHecMeH cTouT nepep Bbibopom
dpaHLWK3bl, B NepByo odyepelb HaAo CMOT-
peTb Ha KOMMYECTBO MOBTOPHBIX OTKPBITUIA.
Y Hac OOBONbHO CTaHAAPTHbIE AJIA POCCUIA-




CKOrO pblHKa YC/I0BUA: POANTU — 6%, BlIOXe-
HWA B CpefHeM OKynatTcA 3a 25-36 mecAues.
Ho Gonee nokasatenbHbl Apyrve uUUdpbI:
Ha AaHHbI MOMeHT y «PocnHTepa» 25 napt-
HépoB-dpaHuar3n n okoso 100 bpaHyan3nH-
roBblX PecTopaHoB, TO eCTb MNPaKTUYeCcKn
KaXkabl Hal ¢paHyai3n OTKPbI HECKONIbKO
pecTopaHoB. /I IMEHHO 3TO rOBOPUT O TOM,
YTO Mofenb MOMHOCTbIO cebs onpasabIBaeT,
NIOAN BKMafblBalOT AeHbr B JanbHelnwee
COBMECTHOE pa3BuUTUe bM3Heca.

- A MHo20 nu 3aA80K nocmynaem Ha
omkpeimue pecmopaHos? Kakoli npo-
yeHm u3 Hux 0oxooum 0o cmaduu noonu-
caHus 0o2oeopa?

- B cpegHem B mecAL, B KOMMaHMIO NOCTY-
naet okosio 100 3aABOK OT MOTEHLMASIbHbIX
naptHépoB. KoadduumeHT koHBepcun — 10-
15%. Bo-nepBblX, PecTopaHHbIi GU3HeC Ao-
CTaTOYHO COXHbI, N He BCE 3TO MOHVMAIOT,
Korfa paccMaTpurBaloT NpuobpeTeHne Hallen
¢dpaHLwKm3bl. Bropoii dakTop — MHOrne npuchbl-
NaloT 3aABKM M3HAYanbHO C «MccnepoBaTenb-
CKOW» TOUKM 3PEHUA, MPOCTO M3YYatoT PbIHOK.
WHorpga Te, KTO y»Ke BbIXOAUT Ha CTaguio nepe-
roBOPOB, OTMAZAIOT B NMPOLIeCCe, Tak Mbl BbIOU-
paem ana coTpyaHMYECTBa Taknx NapTHEPOB,
[N KOTOPbIX pa3BUTME HalKX 6peHaoB byaeT
CTOMb »Ke BaXKHbIM 1 MPUOPUTETHBIM, KaK 1 AnA
camoro «PocuHTepa». Mbl paccunTbiBaem Ha
npodeccoHasnbHbIl NOAXOA B COBMECTHOM
pa3BuTMKN 1 BU3HeCa, 1 bpeHaa.

B ycnoBusx HecTabunbHON 3KOHOMMYe-
CKOWM CUTYyaLMK NPOLIEHT 3aABOK HECKOJIbKO
cokpaTunca. JTO eCcTeCTBEHHbI npoLecc.
Ho npu 3Tom 3anaBKuM cTanu n 6onee Kaue-
CTBEHHbIMU, TaK KaK JogM NOAXO[AT K pe-
LWeHNo HayaTb 6U3HEC OCO3HaHHO. 3a 3TO
BpemMA Mbl MaKCMManbHO YNyylWAN Halle
dpaHuansHrooe npepnoxexvie. CoBmect-
Ho ¢ MCI1 baHKom 3anycTunm nporpammy
NbrOTHOrO KPeAUTOBaHMA ANA HOBbIX MapT-
HépoB «PocrHTepa». o ycnoBmAm Kpeauta
npoLeHTHasA CTaBKa COCTaBnseT He Gonee
2,75% nnioc Knoyesaa cTaBka baHka Poc-
cun. MepBoOHayanbHbIA B3HOC — Bcero 20%.
DTO 0O3HayvaeT, YTo MOPOr BXOAa B NMPOEKT COo-
CTaBnseT 5-7 MIH py6. 1 CTaHOBUTCA JOCTYN-
HbIM 60MbLUEMY KONMYecTBYy NpeanprHUMa-
Tenen, a cam NPOLEHT OCTaéTcA NbroTHbIM
N He HecéT GOoNbLUNX PUCKOB ANA GU3Heca.
Mpwn 3TOM CPOK Bblgaun Kpeauta Ha MHBe-
CTULUMOHHbIE Lenn coctanaeT go 10 net.

- Ce200HA «PocuHmep» pazsusaem no
¢panyaiizunzy «IL lMamuo», «[lnanemy
cywu», «lWukapu». bonewe ecezo napm-
HEPCKUX pecmopaHoe omkpsieaemcs no
6penoy «IL Mamuo». [loyemy akyeHm coe-
J1aH UMeHHO Ha 3moti cemu?

- WTanbAHCcKaa KyxHA CTabUNbHO BXOAMT
B TOM-3 MO NOMyNAPHOCTM K cnpocy. Hepa-
pom gocTaBKa nuuLbl B Poccun nokasbisaeT
FMraHTCKMI pOCT. HecMoTpA HM Ha Kakue
KPM3KCbl, BOCTPEOOBAHHOCTb UTaSIbAHCKON
KYXHW PacTér.

finoHckaAa KyxHA B «PocumHTepe» npefd-
cTaBneHa 6peHpom «naHeTa cywwu». NMocne

OLENOMNIALWEro  ycrnexa pPecTopaHHbIX
SAMNOHCKMX KOoHUenuuin B Havane 2000-x ro-
[10B PbIHOK NepPeHacbITUIICA OYEHb AeLléBbl-
MU «AMOHCKUMM» KOHLIENUMAMU. ITO, KOHEY-
HO, BbINI0 He Ha pyKy pecTopaTopam. OfgHako
6peHp BOCTpeboBaH, 1, Kak Nokasanu Hesa-
BMCMMble NCCNIefOBaHNA, ero y3HaBaemoCTb
Ha BbICOKOM YpPOBHe.

Yro Kacaetca «Lunkapu» — 3TO ceTb NaHasn-
aTCKOW KyXHU, OHa eLlé monogfas. Ytobbl Hapa-
60TaTb Y3HaBaeMOCTb OGpeHfa, HYXHbl rofpl,
BNOXEHUA, SKCMEPUMEHTbI. HO 3TO oueHb nep-
CNEKTUBHDBIV N UHTEPECHbIV BpeHa,

- Bo epemeHa Hecma6unvHoOU SKOHOMU-
Yyeckoli cumyayuu ecmo iU cnoco6bi coe-
Nlame eawy ¢ppaHwusy 6osnee docmynHoli
0219 napmHépoas?

- 3 dekTrBHaA PMHAHCOBAA MOAESb — 3TO
Halle KnioyeBoe npeumylyecTso. Hawa mo-
Zenb afjanTrBHa nop noboi pervoH, nobyio
nnowagb nomeLlleHus. B ycnosuax skoHomu-
Yyeckol HecTabUNbHOCTU OCOBGEHHO BaXHO
nopgo6patb ONTUMAsbHLIN pasmep MnoLa-
aun, KoTopblii ByneT 3GpGEKTVBHBIM UMEHHO
B [AaHHOWN Nokaumu. HepauumoHanbHoe uc-
nosib30BaHVe apeHayemon niowaan ¢ Tou-
KW 3peHus 3aTpaT Ha OTKPbITUE MOXEeT CTaTb
KPUTMYHBIM Ana 6u3Heca. Hawa skcneptusa
nomoraet un3bexatb MNOAOOHbIX OLIMOOK.
Bo-BTOpBbIX, KOHEUHO, YyacTne «PocuHTepa»
KaK TpeTbell CTOPOHbl B MeperoBopax Mo
KOMMepUeCK/M YCIOBUAM apeHfbl C Lienblo
1X ONTVMM3aLMM MPUBSIEKAET K Ham Gonblue
napTHEpPOB. B-TpeTbux, ycnosma no nocras-
LMKaM MO3BONAIT 3HAUYWTENbHO CHUXATb
LieHbl 3a CYET 06bEMA 3aKYMOK BCETO XONANH-
ra, 4To OWYTUMO ynydwaeT mogenb. Bcé ato
no3eonseT Hawum dpaHyali3v 3apabatbiBaTbh
Jake B KPU3UCHBIA neprod. A [JOCTYMHOCTb
dpaHLWM3bl Mbl 06ecneymBaem 3a CYET Npo-
QHOHCMPOBAHHOW paHee NPorpammbl fbroT-

Horo KpeauTtoBaHuA ¢ MCI baHkom u Be-
NINYNHOW MHBECTULMIA Ha BXOZeE OT 5 MiH pyo6.

- Kakue ecme nnaHel no passumuio
¢panwu3el Ha 3mom 200?

- Jloboin pervioH Poccum — 310 BO3MOXKHO-
CTn pocTa. KoHeUHo, ecTb CUibHble NOKasbHble
UFPOKY, HO Ans GpaHuaii3an B perroHax Kaue-
CTBEHHbIX NpepioxeHuii Mano. Korga pecropa-
Hbl «POCMHTepa» OTKPbIBAKOTCA B KaKOM-MGO
HoBOM Yyrofike PQ, 3T0 CTaHOBUTCA COObITMEM.
Tak 6bi10, HanpumMep, B KoHLe 2022 roga B Ka-
cnuiicke (Pecnybnuka [arectan). «IL Matvo» Tam
CTas ycreLHbIM Cpasy C MOMEHTa OTKPbITUA.

Ha paHHbI MOMEHT OCTaéTcA MHOrO UH-
TepecHbIX ONA Pa3BUTUA PErnoHOB, 3a Ko-
TOPbIMM Mbl BHMMaTeNIbHO Habnoganu no-
cnefHue 2-3 KpM3UCHbIX FOAA; Y MOHMaeM,
YTO HacTano Bpems Tyaa BoWTU. Mpuuém He
OfIH/M PEeCTOPaAHOM, a HECKONbKUMW KOH-
Lenumamm cpasy. 3To OrpPOMHbI NoTeHUMan
ana pocta. U, HecMoTps Ha To, uTo MockBa
0CTaéTcA cTpaTernyecknm ropofom Ans Hac,
6nvkanwme 3agauv Mbl BULMM B Pa3BUTUN
pervoHanbHon GppaHUYan3MHIoBON CETN.

UYro KacaeTcA MexayHapomHOW 3SKCraHcum,
TO OCOOEHHOCTb HalLleli CTpaTerim — oTcyTCTBUE
3aMnpeToB 1 rpaHnL. Y Hac HeT ambuLmin Mpo-
BOrO rMraHTamMa. K Ham mposBnsatoT nHTepec
OAD3, MakwucTaH, apyrve cTpaHbl. Ecnin noctyna-
€T 3anpoc, Mbl ero otpabatbiBaem. He dakT, uto
3aAEM Ha 3TV PbIHKM, HO Ha BCe NPeJIoKeHs
OTK/IMKaeMcA 1 06Cyaaem BO3MOXKHOCTY C MO-
TeHUManbHbIMM NMapTHEpamu. PectopaHbl nog
6peHaammn «PocrHTepa» paboTatoT B TamlKuKu-
CTaHe, Y36ekucTaHe, benapycy, Azepbanpxare,
nnaHnpyem pa3srBaTbcs B KasaxcraHe.

CerogHa [ocCTaToOyHO GnaronpuaTHble
ycnoswua ana passutus. He mory ckasatb, Uto
yxop[ 3amnafHblX UFPOKOB CUIIbHO «YPOHUII»
POCCUINCKMIA PbIHOK 06LiennTa, 0COBEHHO B
dopmarte casual dining, Tem He meHee BO3-
MOXHOCTEN AN POCCUNCKMX BpeHAoB CTano
6onblue, 1 Mbl ByfeM MU NOJb30BaTLCA.
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osinter Restaurant Holding, which operates the IL Patio, Shikari, TGI FRIDAYS, Planeta Sushi, Mama Russia

and American Bar and Grill networks, has been operating in the Russian restaurant market for more than

30 years. Today, the IL Patio brand is ranked among the top 10 most profitable franchises by Forbes. Dmitry
Shalov, Rosinter Franchising Director, talked about the company's high efficiency and the prospects of the network's
development.

DMITRY SHALOV:

"OUR STRATEGY IS JOINT BUSINESS AND
BRAND DEVELOPMENT"

- Rosinter opened its first restaurant in
Russia in 1990 and started franchising in
2003. What was the reason for this decision?

— The company developed as a restaurant
holding company, we gradually grew,
transformed and learned, including as a
franchisee, by buying the TGI FRIDAYS
franchise and gaining valuable experience
as a world-class restaurant brand. I would say
that our path coincided with the evolutionary
path of franchising development in Russia.
At the end of the 90s, the Franchising
Association was created in the country and
the first major players joined it. Rosinter was
one of the pioneers of the market, which
began to successfully expand the casual
dining format and gradually brought its
brands to the top.

RUSSIAN BUSINESS GUIDE {MAPT 2023}

- Since 2018, the company has been one
of the top 10 most profitable franchises in
the Forbes ranking. What was the key to this
success?

- The most important thing in franchising
is to sell a brand. And what is a successful
brand in business? — It is a workable and
adaptable economic model that gives the
entrepreneur the opportunity to earn without
excessive effort. For example, if you compare
the franchise model with the individual
restaurateur, they have to deal with a lot of
problems in terms of supply, human resource
management, which has a direct impact on
costs.

An individual restaurateur solves his
problems on his own. And we, having gone
through a huge number of cases for 30 years,

both successful and crisis, have accumulated
a vast experience in management, which
allowed us to create a flexible and stable
economic model that adapts to any
conditions and gives the opportunity to
earn despite the difficulties in the economy.
The second reason for our success is our
systematic approach. There are not many
such systematic players in the casual dining
market, for example. Of course we have
competitors, but often they do not have the
experience or the time lag to find themselves
on the same scale as us. I have to say that
Forbes does its ranking specifically based
on the economic model - how profitable
the business is for the entrepreneur. There
are many other rankings that are based on
quantity — here the leaders are different.
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- How is the work with franchisees
organized?

- In addition to being immersed in the
holding itself, its culture and business
processes, the franchisee has a whole group
of high-level specialists at his or her disposal.
In many companies, such specialists are
assigned to departments that deal with
corporate business. At Rosinter, it’s a separate
structure where the employees’ job is to serve
the franchisee. Thus, each partner restaurant
is supported by several professionals at the
same time: a supervisor for operations, for
local marketing, for human resources support,
for quality, etc. In addition, there is a “one-
stop shop” that interacts with partners on all
issues that arise.

Partners get access to our corporate
contracts, for example for deliveries, to
exclusive conditions for commissions from
delivery aggregators and other “bonuses” of
a large network. And while receiving all this,
the partner is the owner of his own business.

When a businessman is faced with the choice
of a franchise, the first thing to look at is the
number of repeat openings. We have fairly
standard conditions for the Russian market —
the royalty rate is 6%, the average return on
investment is 25-36 months. At the moment
Rosinter has 25 franchise partners and about 100
franchise restaurants, which means that almost
every one of our franchisees has opened several
restaurants. And this shows that the model is
fully justified, with people investing money
together in the development of the business.

- How many applications are received for
the opening of restaurants? What percentage
of these reach the stage of signing a contract?

- On average, the company receives about
100 applications per month from potential
partners. The conversion rate is 10-15%. First
of all, the restaurant business is quite complex
and not everyone understands this when they
consider buying our franchise. The second
factor is that many people initially send in
applications from an “exploratory” point of
view, simply studying the market. Sometimes,
those who are already in the negotiation phase
fall by the wayside, so we choose to cooperate
with those partners for whom the development
of our brands will be as important and a priority
as for Rosinter itself. We expect a professional
approach to the joint development of both the
business and the brand.

In the unstable economic situation, the
percentage of applications has decreased
somewhat. This is a natural process. At
the same time, however, the quality of the
applications has improved, as people have
become more aware of the decision to
start a business. During this time, we have
improved our franchise offering as much
as possible. Together with MSP Bank, we
launched a preferential loan program for
new Rosinter partners. Under the terms of
the loan, the interest rate is no more than

2.75% plus the key rate of the Bank of Russia.
The initial payment is only 20%. This means
that the threshold of entry into the project of
5-7 million rubles, and becomes available to
a larger number of entrepreneurs, and the
interest itself remains preferential and does
not bear large risks for the business. At the
same time, the term of the loan for investment
purposes is up to 10 years.

- Today, Rosinter franchises IL Patio,
Planeta Sushi and Shikari. Most of the
partner restaurants open under the IL Patio
brand. Why focus on this particular chain?

- Italian cuisine is consistently in the
top 3 in terms of popularity and demand.
No wonder that pizza delivery in Russia is
experiencing tremendous growth. Despite
all the crises, the demand for Italian cuisine
is growing.

Japanese cuisine at Rosinter is represented
by the Planeta Sushi brand. After the
overwhelming success of Japanese restaurant
concepts in the early 2000s, the market was
saturated with very cheap “Japanese” concepts.
This was not good for the restaurateurs.
However, the brand is in demand and, as
independent research has shown, awareness
is high.

As for Shikari - a network of pan-Asian
cuisine, it is still young. It will take years,
investment and experimentation to build
brand awareness. But it is a very promising
and interesting brand.

- In times of economic instability, are
there ways to make your franchise more
accessible to partners?

- An eflicient financial model is our main
advantage. Our model is adaptable to any
region, any size of premises. In conditions of
economic instability, it’s especially important
to choose the optimal size of space that will
be effective in a given location. Inefficient use
of leased space in terms of opening costs can
be critical for a business. Our expertise helps
to avoid such mistakes. Secondly, Rosinter’s
involvement as a third party in negotiating
the commercial terms of the lease in order
to optimize them naturally attracts more
partners to us. Thirdly, the conditions for

suppliers allow us to significantly reduce
prices at the expense of the purchasing volume
of the entire holding, which significantly
improves the model. All this allows our
franchisees to earn even in times of crisis.
And we ensure the availability of franchises
through the previously announced program
of concessionary loans with MSP Bank and
the amount of investment at entry from
5 million rubles.

- What are your plans for franchise
development this year?

- Each region of Russia is an opportunity
for expansion. Of course, there are strong local
players, but there are few quality opportunities
for franchisees in the regions. When Rosinter
restaurants open in a new corner of Russia,
it becomes an event. This was the case, for
example, in Kaspiysk (Republic of Dagestan)
at the end of 2022. IL Patio there became
successful immediately after opening.

At the moment there are many regions
that are interesting for development, which
we have closely monitored during the last
2-3 years of the crisis, and we understand
that the time has come to go there. And not
just one restaurant, but several concepts at the
same time. This is a huge growth potential.
And although Moscow remains a strategic
city for us, we see the next challenges in the
development of a regional franchise network.

As for international expansion, the
peculiarity of our strategy is the absence of
prohibitions and borders. We do not have any
global gigantism ambitions. We are interested
in the United Arab Emirates, Pakistan and
other countries. If there is a request, we will
work it out. It is not certain that we will enter
these markets, but we respond to all offers and
discuss opportunities with potential partners.
Restaurants under the Rosinter brand operate
in Tajikistan, Uzbekistan, Belarus, Azerbaijan,
and we plan to develop in Kazakhstan.

Today there are quite favorable conditions
for development. I can’t say that the
withdrawal of Western players has caused
the Russian catering market, especially in the
casual dining format, to “drop” significantly,
but there are more opportunities for Russian
brands, and we will take advantage of them.
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- Ce200HA Ko/lU4eCmMeo UHOCMPAHHbIX
¢paHyalizepoe Ha pocculickom pbiHKe
3aMemHO  CHU3UJIOCb, O0O0HOB8peMeHHO
y8esuqus10cb Yucio pe2UuoHAIbHbIX pPOC-
culickux npoekmos. I mHozaue nownu 6o
¢paHyatizuHe. Ha eaw 832140, yoayHoe
8pems 019 8xo0a 8 smom 6usHec?

—flnpuaepx1BatoCb NO3NLMN «BpeMeHa BCe-
rAa oavHaKoBble». HeBO3MOXKHO »[aTb Camoro
ynobGHOro MOMeHTa AnA Havana 6rHeca, Bce-
rAa eCTb PUCKUN, 0ObEKTUBHbIE 1 CyObEKTUBHbIE
npenAaTcTBuA. ECTb TONIbKO 0HO PyKOBOACTBO K
[OeNCTBMIO: €SN Tbl PeLunnca — aenai. Jlyywero
BPEMeHM, YeM CeroaHs, He 6yaet. MOXXHO CCbl-
NaTbCA Ha HEeCTabWIbHOCTb SKOHOMUYECKOW
CUTYaLMV, OTKSTafbIBaTb «fO JIyULINX BPEMEHY,
HO eCJI CMOTPETb Ha HaLly CeTb, TO NMoKasaTenu
2022 ropga CTanu Ana Hac pekopaHbIMY 3a Mo-
cnepHve Tpu roga. U korga s BUXKyY Undpbl Ha-
LIMX NAPTHEPOB-bPaHYal3n No Bbipyukam, No
NpubbINK, NO BbIXOAy Ha NliaHOBbIe NMoKasaTenu
OKyMaeMOCT/ [jaxe paHblle NMPOrHo30B — 3TO
BcenseT 60nblLuylo yBepeHHOCTb. bonee Toro,
Mbl Camu Npriobpeny GpaHLLIN3y MOCKOBCKOrO
6peHga CHICKO - kopelickuin cTputdyg,; oce-
Hbto 2022 rofa OTKpbIM NepBoe 3aBefeHe B
HoBocmbupcke.

3anyckaem cBov nonHodopmaTHble pe-
CTOpaHbl, Hanpumep, HegaBHo B HoBocu-
OMpCcKe OTKPbIIN OOHOBMEHHBIN  «ALXN-

RUSSIAN BUSINESS GUIDE {MAPT 2023}

RESTME:
OPAHYANIHT
O JIYH WM
PELLENTTAM

R estMe — KomaHpaa npodeccMoHanoB ConbiTOM
YCNeLHoro OTKPbITUA PeCTOPaHOB YyiKe
6onee 20 net. 3a KaKAbIM PeCTOPAHOM CTOAT

niopM — TpyAoNio6uBbIe, TBOPYECKHNE U ONbITHBIE,

B KoMnaHuM 3HalOT, KaK paboTaTb ¢ pa3HbIMM
KoHuenuuamu: ot lpysum — o Manasuu. CerogHa
RestMe BnapieeT ceTblo pecTopaHOB KaBKa3CKOI
KYXHU «A[KUKMHEKaNb», CeTbI0 NaHa3UaTCKuX
6apoB «MATHbII1 Kapacb», nuuuepueii <Y bennyyun
Kpyue», 6ypreprbimu «<Macoroob». OnbIT co3ganua n
ynpaBieHna ycnelwHbIMM pecTopaHHbIMK 6peHaaMu
N03BONNA KOMNAHNYN He MEeHee yCNeLIHO pa3BuThb 1
¢dpaHyaiisunrosoe Hanpasnenue. B RestMe yBepeHbli,
Y70 32 3TON MofeNblo Gonbuioe GyayLuee, rMaBHOe —

KUHeXanb». Tak UTO KpM3WUCbl HAac He
OCTaHaBIMBAIOT; U HE MOTOMY, UTO Mbl KaKue-
TO «LWAJIbHble», @ MOTOMY, YTO MOHVIMAEM: 3TO
NPVHOCWT [eHbrY, 3TO CTabUNbHO, rocT B
pecTopaHbl XOAAT, VX KONMYECTBO He ynarno,
a TONbKO NPUPOCIO.

K cnosy, B npoLunom rogy nnaHoBble no-
KasaTenv Mbl 3aKpbiny yxe K 1 oKtabps,
Mo3TOMy [iBa NMocieAHMX MecsLa, B TOM YMc-
ne gekabpb — OTANYHDBIV ANA BbIPYYKM MeCAL
B rofly, NOLU/V CBEPXMNIaHOBO.

- Ecme Kakue-mo o6®AcHeHUA cmonb
cunbHomy poleKy 6 2022-m?

— fl BXY MpMYMHY B TOM, YTO BO3MOX-
HOCTb MOEe3[0K 3a rpaHuLly CHU3MnIach, CTa-
110 MeHbLLE OTMYCKOB; 1 N0 TpapuKy BUAHO,
4TO B NPOLUNOM rofly MpakTUYecky He 6bino

OTTOYEHHAA KoHUenuna U BHUMaHNe K aeTanam.

0 ToM, KaK CeroHsa pa3BMBaeTCA KOMNaHUA, HaM
pacckasana gupeKTop no ppaH4ai3uHry U pasBUTHIO
RestMe AHACTACUA MOPO30BA.

TPAAVLMOHHBIX CE30HHbIX OTTOKOB: oA
yallle CTafn OTAbIXaTb TaM XKe, FAe NPOXKMBa-
10T, U TaM e TPaTUTb JeHbIW, pagoBaTh cebn
3[ecb 1 cenyac. Bce neTHMe BepaHabl HAaWNX
pecTopaHoB 6blIV MOJHbI.

Bropaa npuumHa - LUeHbl MoapocCay,
Mo3TOMY MOAPOCHa 1 BbIpyUKa, HO GblSIO No-
HATHO, YTO K MOBbILIEHNIO YeKa NOATAHYTCA
1 3aTpaTbl — 3aTpaTbl NOATAHYNNCD, @ AONA
peHTabenbHOCT Hawero 6u3Heca coxpa-
HMMacb — 1 3TO CaMOe 1aBHOe.

- B nopmdpene sawiux 6peHoos ecmo
yxe ynomaHymeolli «AO)KUKUHeXanb», Ko-
mopelii eecoma ycneuieH. Ho 6 2022-m ebl
o6Hos/seme KoHyenyuto. [na yezo smo
noHaodob6usnoce?

- B pectopaHHOM nHAYCTpUK ecTb Takown
cnorad «MeHaNca unu ympu», U Mbl emy
cnegyem. A ecnm roBoputb CepbésHo, TO
KOHUenunn «AIKMKMHEXalby yXe OeBATb
JIeT, OHa JeNCTBUTENIbHO YCMeLlHa, HO Mbl
He MeHsieM eé B niaHe «[BUXKa», CKopee —
BHELUHMI 06nKK. [lomelleHnsA pecTopaHoB,
€CTeCTBEHHO, BPEMA OT BPEMEHU HY>KAatoT-
cA B pU3NYECKOM OOHOBNEHUN, PEMOHTE,
M Mbl BCTanu nepep BblbOpoOM: NpOCTO
BOCCTAHOBUTb MPEXHUA OGAMK UnM no-
MEHATb BM3YyasbHY0 KoHuenuuio. Mpomo-
HUTOPUNN PbIHOK W MOHANM, YTO y Hallero



KaBKa3CKOro pectopaHa C YKNoHOM Ha py-
3110 MOABUOCH C/INLKOM MHOTO BHeLlHe
CXOXMX KOHKYpeHTOB. Mbl He XoTiM ObITb
MOXOXMUMW HU Ha KOro, CTPEMUMCA MaKCh-
ManbHO OTCTPaMBaTbCA OT KOHKYPEHTOB,
ANA 3TOro 3aKNouMnnm [OroBop C OYeHb
N3BECTHbIM apXUTEKTYpHbIM Blopo Pergaeyv,
nobepnTeneM MHOTUX MeXAYHapOAHbIX
KOHKypcoB. C nx NomMolLLblo NpoBenn aHa-
NN3 HaWWX WHTePbepoB U YLWIN B COBpe-
MeHHyto py3unio 1 KaBkas co CTUAbHbIMU
N aKTyanbHbIMW MHTepbepamu. Mpu 3Tom
KyXHsl, 63Hec-mofenb — BCE 3TO OCTaéTcs,
TaK Kak ycrnelwHo paboTaeT, MacluTabupyert-
€A, NONb3yeTcA NONYAAPHOCTbIO 1 MOMOra-
eT 3apabaTbiBaTb Ham 1 NapTHépam. A nep-
Bblll pecTopaH B HOBOM CTUJIbHOM Aun3aliHe
Mbl yXe OTKpbinu B dpeBpane 2023 roga B
HoBocnbupcke.

- Bol ew€ 3anycmunu npoekm peanu-
mu-woy o cmpoumesibcmae pecmopaHa
«AOXUKUHexanv», O6ykeanbHO mere-
cmpoliky. Kakoli 6bina yesno?

— C 3anyckoM peanuTu-woy Mbl npeche-
fgoBanu Aee uenu. Bo-nepBbix, pacckasatb
N MNOKa3aTb «BXMBYIO», KaK BWAOW3MEHSA-
eTcA KOHLEenumsa, 4ytobbl 3TO MOXHO Obl10
yBUAETb CBOVMMU rna3aMu. Bo-BTOpbIX, Mbl
nonyyaeM O4YeHb MHOrO BOMPOCOB OT MO-
TeHUManbHbIX MapTHEPOB, YacTo cCrpaLu-
BAlOT: KaKue CKpbITble MOMEHTbI eCTb B UH-
BECTULMSAX, NOYeMy Haflo UMEHHO CTONbKO
BNOXUTb? Kak NpaBuio, Mano KTO OTKPbITO
roBOPUT, CKOMbKO OblNIo MOTPayYeHo Ha pe-
CTOpaH, C KaKUMK CJIOXKHOCTAMU MOXHO
CTONKHYTbCA. Hawa KoHuenuusa Bo ¢paH-
Yar3uHre — MaKCUManbHas OTKPbLITOCTb, U
Mbl XOTENU OKa3aTb HalUM MapTHEpaMm,
KaK BCE 3TO MPOWCXOAUT Ha CaMoM [ere.
Mbl CHMManu CTPOUTENbCTBO He MapTHEpP-
CKOTO pecTopaHa, a Halero Cob6CTBEHHO-
ro, OTKPbLITO MOKa3blBany — Kyda yXoauT
KaXapblll pybrb, Kak Mbl MPOEKTUPYEM, Kak
CTPOUM 1 Kak 3anyckaem. Ponuku 3anucbl-
Ba/l HA COTOBbIN TeslepOH NPAMO CO CTPOI-
KW, MaKCUManbHO HE MOHTaXHO, a TaK, Kak
NPOVCXOAUT B XKM3HW. Monyunnn 6onbluoe
KOJIMYECTBO NPOCMOTPOB, MHOIMe Bblpasu-
NN XKenaHue npuexatb U ewé nopgpobHee
YBULETb YXKe OTKPbITbIi pecTopaH CBOUMY
rnasamu. B mapte cobepém noteHUmManbHbIx
napTHépoB B HoBocmbupcke, 4ToObl OHU
CMOrNN BCE camn yBUAETb.

- RestMe - amo yenoili nopmdpeno pe-
cmopaHHbix 6peH008. Baw nomeHyuane-
HbIli napmHEp evl6upaem ¢ppaHwusy us
Hux. Ha ymo emy opuenmupoeamesca?

- f1 6bl NocoBeTOBaNa NPU BbIGOPE U3 Ha-
WX 6peH0B OPUEHTUPOBATLCA Ha CYyMMY
VIHBECTULUI 1 naowaam. Y Hac ecTb pasHble
dopmaTbl: pectopaH Ha 100, Ha 200 KB. MeT-
pos 1 oT 400-500 KB. MeTpoB. B nobom cny-
Yae cpefHAA peHTabenbHOCTb BCEX HALLMX
npoekToB cocTasnseT 15-20% nocne ynnatbl
poanTtu.

N po6asnio, uto, Hanpumep, TpPeHn rpy-
3UHCKOWN KyXHW YXKe [oKa3an CBOW [OJNro-
BEUYHOCTb, HMKAKMX MPefnocChifioK, YTO OHa
nepectaHeT 6bITb NonynApHON, HeT. [Mo3To-
My ecnv npeanpuHYMaTeNb roToB K BOXe-
HUAM, TO MONTHOPOPMATHBIN pecTopaH — CTa-
6unbHas 6usHec-uctopus. MNepen Hamm He
CTOUT 3afaun NpofaTb Kak MOXHO Gonblue
dpaHwWn3, mMbl He 3apabaTtbiBaeM Ha nay-
LIaJIbHOM B3HOCE, TaK KaK B HEro 3asloeHbl
onepaLmoHHble 3aTpaTbl Ha 3anycK, MPUYEM
BeCbMa MacliTabHble: OT Bblbopa NloKauum
[0 COMPOBOXAEHNA CTPOUTENbCTBA, YTBEP-
XKOeHVA cmeTbl 1 T. N. Hawm meHepxepbl
KOHTaKTUPYIOT C KaXAbiM MoApALYMKOM,
nogbupaem ¢paHyansyn wed-nogapa u
ynpaBnsioliero, nepep craptom — obnAsa-
TenbHOe 0byyeHne 1 T. .

Mopenb Hawero 6u3Heca ocHOBaHa Ha
posanTK: Yyem ponblue 1 6osnblie 3apabatbl-
BaeT NapTHEP, TeM ycnelluHee 1 Hall 6u3Hec,
NO3TOMY Mbl O4€Hb KaueCTBEHHO 3aHUMaeM-
CA NOAAEPKKON.

- Bbe3ycnosHo, ece hpanyalizepeol 2080-
pAm o nododep)KKe ceoux ppaH4yaiisu, HO
y Ka)@0020 3a 3mumu cJ108amu pasHoe co-
depxaHue.

— bonbluoi nnacT nogaepKku, Hala rop-
[OCTb — 3TO ynpaBfieHYecKkni y4ét. MHorune
gepxaTtenu ¢paHLWN3 nonyyaloT CBON Npo-
LIeHT OT BbIPYYKM U He MHTEPecyloTca TeMm,

npubbINeH 3TOT pecTopaH UAN HeT, HO 3TO
HefanbHOBUAHaA NO3MLMA, TaK KaK B KOHEeY-
HOM WTOre OHa MPUBOAMUT K 3aKpbITUIO pe-
CTOPaHOB U He JAaéT BO3MOXHOCTU NosyyaTb
poANTN B AONTOCPOYHON nepcnekTree. Mol
e BK/oYaem napTHépa B paboTy B Hallei
cucTeMe  KOOPAWMHAT, MOMHOCTbIO Npefo-
CTaBnsieM OlOJKeT pacxofoB W [OXOAOB U
oTCnexrBaem npubbinb B KaXKAoOM MecsLe.
Kak ampeKktopa KopnopaTuBHbIX pectopa-
HOB eXKeMeCAYHO BbIXOAAT Ha 3aLlKTy OTUYETa
no NpuUOLINK — Takan Xe NpakTKa AencTBy-
eT 1 ana ¢paHyansy, 1 OHN UMeIoT JOCTyn
K pe3ynbTaTtam paboTbl BCeX OCTaslbHbIX pe-
CTOpaHOB, aHaNM3MpYtoT e€. Takan OTKpbITas
no3uuna Aaét BO3MOXKHOCTb OCTaBaTbCA B
pamKax 3asBReHHbIX MHBECTULMIA, CPOKOB
OKYNaemocCTV 1 peHTabenbHOCTH.

Be3ycnoBHO, B nogaepKKy BXoaAT U pac-
XOfbl Ha MaPKETUHT, 1 OOHOBNIEHME MEHI, U
KOHCYNbTaLumM U T. .

- B kakom HanpasneHuu ce200HsA 6ydoem
paseueambcs RestMe?

- B HanpaBneHun d¢paHyam3nHra.
Hawa ynpaBnaiowasn KOMAaHUsA HaXOAQUT-
cA B HoBOoCMOUPCKe, 1 CBOIO [OMALLHIO0
TEPPUTOPUIO Mbl YXKe TMJIOTHO 3aHAN.
AKTMBHO pa3BMBaTb OpeHAbl Hawwux pe-
CTOPaHOB B APYrMX permoHax mbl 6ygem
nn6o no TpagMumoHHom GpaHwmse, nmbo
yepes NapTHEPCKY Mofaesnb, AnA KOTo-
poVi Mbl TOXe OTKPbITbI: B 3TOM rogy nna-
HUpPYeM OTKPbITb YeTblpe pecTopaHa no
3To mopenu (TiomeHb, Yoda, OmcK). 1 mbl
roTOBbl 3aXOAUTb B 06O pervioH Poccun
BMecCTe C Hawumu ¢paHyansun. Mol coep-
LWEHHO OCO3HAHHO He XOTUM OTKpblBaTb
COOCTBEHHble pecTopaHbl Ha 60nblnx
pPaccTOAHUAX OT Hac, a XOTUM JefnaTb 3TO
C napTHépamu-ppaHyan3n, Tak Kak cuu-
TaeMm, YTO Ha TepPpPUTOPUM BCErAa AOIKEH
6bITb TOT, KTO KaueCTBEHHO yrnpaBnaeT u
nprvcMmaTtprsaeT 3a 6M3HeCcoMm, a 3TO Mo-
XeT 6bITb TONbKO BRagenedy.
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RESTME: FRANCHISING ACCORDING
TOTHE BEST RECIPES

R estMe is a company that has brought together restaurant market experts and has been successfully opening
restaurants for more than 20 years. The RestMe portfolio contains brands with different formats and concepts -
from Georgia to Asia, from pizzas to burgers. Today, RestMe owns the Adzhikinezhal chain of Caucasian restaurants,
Myatny Karas Southeastern Asia bar chain, U Bellucci Kruche pizzeria, and Myasoroob burgers. The experience of
creating and managing successful restaurant brands allows the company to develop its franchising business no less
successfully. RestMe is confident that this model has a great future, the main thing is a mastered concept and attention
to detail. ANASTASIA MOROZOVA, Franchising and Development Director at RestMe, told us about how the company

is developing today.

- Today, the number of foreign franchisors
in the Russian market has noticeably
decreased, while the number of regional
Russian projects has increased at the same
time. And many get into franchising. In your
opinion, is it a good time to enter this business?

— I stick to the position that the times are
always the same. It is impossible to wait for the
most convenient moment to start a business,
there are always risks, objective and subjective
obstacles. There is only one guide to action - if
you decide to do something - start. There will
be no better time than today. You can refer
to the instability of the economic situation,
postpone “until better times”, but if you look
at our network, then the performance of
2022 has become a record for us over the past
three years. And when I see the figures of our
franchisee partners in terms of revenue, profit,
they reach the planned payback indicators
even earlier than forecasted, this inspires great
confidence. Moreover, we ourselves acquired
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the franchise of the Moscow brand of Korean
street food CHICKO. In the fall of 2022 we
opened the first restaurant in Novosibirsk.

We are launching our own full-scale
restaurants, for example, we recently opened
an updated Adzhikinezhal in Novosibirsk.
So crises do not stop us, and not because
we are some kind of “crazy”, but because we
understand that it brings money, it is stable,
guests go to restaurants, their number has not
fallen, but only increased.

By the way, last year we reached the planned
indicators by 1st October, so the last two
months, including December, which is an
excellent month for revenue, went beyond
the plan.

- Are there any explanations for such a
strong breakthrough in 2022?

- I see the reason in the fact that the
possibility of traveling abroad has decreased,
there are fewer trips, and the traffic shows that

last year there were practically no traditional
seasonal outflows — people more often began
to relax and spend money in the same place
where they live, they please themselves
here and now. All summer terraces of our
restaurants were occupied.

The second reason is that prices have risen,
so revenue has also grown, but it was clear
that the increase in the check will also catch
up with costs — costs have risen, and the share
of profitability of our business has remained -
and this is the most important thing.

- Your brand portfolio includes the already
mentioned Adzhikinezhal, which is very
successful. But in 2022 you are updating the
concept. Why?

— In the restaurant industry there is such a
concept — “Change or die” and we follow it. But
seriously speaking, the concept of Adzhikinezhal
is already 9 years old, it is really successful, but
we do not change it in terms of the engine,



rather its appearance. Restaurant premises, of
course, need physical renovation, repair, and
we faced a choice - just restore the old look
or change the visual concept. We monitored
the market and realized that our Caucasian
restaurant with a focus on Georgia had too many
visually similar competitors. We do not want
to be like anyone, we strive to be as different
as possible from competitors, for this we have
concluded an agreement with the very famous
architectural bureau Pergaev, the winner of many
international competitions. With their help, we
analyzed our interiors and decided on modern
Georgia and the Caucasus with stylish, up-to-
date interiors. At the same time, the kitchen, the
business model - all this remains, as it works
successfully, scales up, is popular and helps us
and our partners earn money. And we already
opened the first restaurant in a new stylish
design in February 2023 in Novosibirsk.

- You also launched a reality show about
the construction of the restaurant, literally
making Adzhikinezhal a TV construction site.
What was the purpose?

- We had two goals when we launched
the reality show. First, we wanted to tell and
show “live” how the concept is being modified
so that you can see it with your own eyes.
Second, we receive a lot of questions from
potential partners, they often ask — what are
the hidden traps and pitfalls in investments,
why is it necessary to invest so much. As a
rule, few people openly say how much they
spent on a restaurant, what difficulties one
might encounter. Our concept in franchising
is maximum openness and we wanted to show
our partners how it all happens in reality.
We filmed the construction of not a partner
restaurant, but our own and openly showed
where each ruble goes, how we design, how
we build and how we launch. The videos
were recorded on a smartphone right from
the construction site, without much editing,
but as it happens in the real life. We received
a large number of views and many expressed
a desire to come and see the already opened
restaurant in more detail with their own eyes.
In March, we will gather potential partners in
Novosibirsk so that they can see everything
themselves.

- RestMe is a portfolio of restaurant brands.
Your potential partner chooses a franchise
from them. What should they focus on?

- When choosing from our brands, I
would advise you to focus on the amount
of investment and area. We have different
formats - a restaurant for 100, 200 sq. meters
and from 400-500 sq. meters. In any case, the
average profitability of all our projects is 15-
20% after paying royalties.

And I would like to add that, for example,
the trend of Georgian cuisine has already
proved its durability and there are no
prerequisites that it will cease to be popular.
Therefore, if an entrepreneur is ready to
invest, then a full-scale restaurant is a stable
business story. We are not faced with the task
of selling as many franchises as possible, we do
not earn on a lump-sum fee, since it includes
operating costs for launching, and very large-
scale ones - from choosing a location to
supporting construction, approving estimates,

etc. Our managers are in contact with each
contractor, we select a chef and a manager for
the franchisee, we conduct mandatory training
before the start, etc.

Our business model is based on royalty —
the longer and more the partner earns, the
more successful our business is, so we provide
very high-quality support.

- Of course, all franchisors talk about
supporting their franchisees, but each of these
words has a different meaning.

— A large volume of support is management
accounting and it’s our pride. Many franchisers
get their share of the revenue and don't care if
the restaurant is profitable or not, but this is a
short-sighted stance as it will eventually lead to
restaurant closures and no long-term royalties.
We include the partner in the work in our
system, provide the budget for expenses and
income, and track the profit every month. Just
as the directors of corporate restaurants come
out monthly to defend the profit report, the
same practice applies to franchisees and they
have access to the results of the work of all other
restaurants, analyze it. Such an open position
makes it possible to stay within the declared
investment, payback period and profitability.
Of course, support includes marketing costs,
menu updates, consultations, etc.

- In what direction does RestMe develop
today?

- Towards franchising. Our management
company is located in Novosibirsk and we
have already densely occupied our home
territory. We will actively develop the brands
of our restaurants in other regions either
through a traditional franchising or through a
partnership model. We are also open to it, thus
this year we plan to open 4 restaurants using
this model (Tyumen, Ufa, Omsk). And we are
ready to enter any region of Russia together
with our franchisees. We quite consciously
do not want to open our own restaurants at
great distances from us, but we want to do it
with franchisee partners, because we believe
that there should always be someone on the
territory who manages and looks after the
business in a quality manner, and this can
only be the owner.
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“YCIEXY CNOCOBCTBYET
NETAABH bIl,/I.l'_IOD,X\O.D,

K PABOTE»

- Onvea lOpeesHa, ebl co3z0anu ¢ppax-
wusy ShaurMeals, komopaa no3uyuoHu-
pyemcs Kak «KynemypHasa wiaypma». Ymo
3a/10XKeHo 8 53mo noHAmue?

- B Poccun cnoso «waypma» CBA3aHO €O
CcTepeoTunamu, KoTopble 3aKpenwincb ¢
90-x rogoB. B 1o Bpemsa paboty HecTauu-
OHapPHbIX TOProBblX OOBEKTOB HUKAK He
perynupoBany, COOTBETCTBEHHO, NapbKW,
B TOM YuMCie C WaypMoi, 6bIIN Ha KaxKooMm
yrny, ocobeHHO B KpynHbIX ropogax. Jlio-
6011 UeNOBEK MOT OTKPbITb CBOW «GU3HEC» 1
npoAaBaTb YTo yrogHo. KoHeuHo, KauecTBo
N NMPOUCXOXKAEHNE NPOOYKTOB TaKKe HUKTO
He KoHTponupoBsan. OTcioAa 1 MO WYTKK
npo rony6en, Kowek 1 cobak. Ho c Toro Bpe-
MEHU BCE NOMEHSANOCh, MOCTENEHHO 3T He-
NpUATHbIe accoLMalny YXOAAT, B YaCTHOCTM
6narofapsa pasBUTMIO KyNbTypbl OGbICTPOro
NUTaHWA.

Korga s oTKpbiBana nepByto TOUKyY, CTPUT-
obyn B UpkyTcke 6bl1, HO MeCT, B KOTOPbIX
A cama He 6pe3roBana CbecTb WaAypMmy, He
6b110. [l03TOMY B MOHATME «KYNbTypHas
LaypmMa» Mbl 3aKrafblBaem pa3Hble COCTaB-
nALWmMe: Halle pa3HOObpasHoe MeHIo, cep-
BWC, KQUeCTBO MPOAYKTOB, NPOPaboTaHHbIN
OpeHa, nergkepbl ANA OXMAAHWA 3aKasa,
MobunbHOEe npunoxeHne. Mbl yuntbiBaem
BCE: OT OpeHANPOBaHHbIX candeTok Ao Tex-
HOMOrMYecknx ygobcts. Yto 310, ecnm He
Kynbrypa?
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- ShaurMeals - cmpemumenbHo passuearo-
wasca ceme, Npu 3Mom pbIHOK 0bujecmeeH-
HO20 NUMAHUSA 8bICOKOKOHKYpeHmHbiii. Ymo
cnoco6cmeyem 6Gbicmpomy pazeumuio 6ad-
weli cemu u Yymo omsiu4aem eé om opyaux?

- CywectBeHHOe OTIMYME Hac OT
60MbWNHCTBA CeTell COCTOUT B TOM, YTO
Hala LeneBana ayAMToOpuA He orpaHuyeHa
paMKamy Hallero MeHt, Kak 3TO Mponcxo-
AUT B nopasnAolwem OonbLIMHCTBE Clyya-
eB. B HEm npepgcTaBneHo ot 14 go 18 nosu-
UM, B 3aBMCMMOCTM OT ropopga. Mosunyun
HaCTONbKO Pa3HOO6Pa3HbI, YTO Y HAaC MOTyT
ecTb W ieT, 1 BeraHbl, U Nnofu, cuitaome
Kanopuu, 1 Te, KTO NIO6UT NocbiTHee. B Tom
yuncsne ecTb BO3MOXKHOCTb BblOpaTh Luaypmy-
KOHCTPYKTOP 1 COCTaBUTb €€ Mo CBOeMy BKY-
cy, 106aBUB, 3aMEHVB MNIV UCKITIOUUB JiloOble
NHrpeamneHTbl. Pa3BuTuio cnocobctayeT fe-
TanbHbIV NoAxoA K pabote. Hanpumep, Hawe
MeHI0 cocTaBnAn nyywuin wed-nosap Poc-
cuu, nobeautensb KoHKypca Chef a la Russe.

Tak»Ke Halm rocT! MOryT 3aKasaTb Luayp-
My Yepes MpuSIoKeHWe, K X NPUXoAy OHa
6ynet rotoa. Kaxaoe 3BeHO BaXXHO 1 BUA-
eT Ha 06K ycrex Hawero 6peHpa.

- B ycnosusax napmuépcmea, komopobie
npednazaem cems ShaurMeals, 206opum-
€ 0 MOM, Ymo naywasnbHbili 83HOC U POI-
mu nolidym Ha passumue 6u3Heca ¢pak-
yatisu. Kak sma 6usHec-cxema pabomaem?

haurMeals - He npocTo cetb,

rAe MOXXHO KyNUTb Laypmy,
a street food, uameHuBLUMIA
npepcTaBneHune o KynbType eé
notpe6nenus. OcHoBaTenbHuUa
cetn 0JIbIA YEKAPEBA oTKpbina
nepBoe 3aBegeHue ShaurMeals
B UpkyTcke B 2015 ropy. Cnycta
TP rofia oHa ¢ KOMaHAOi
CNeLnanncToB co3pana GpaHILKu3y
street food ¢ yHukanbHbIMu
npenmywecrsamu. CerogHa ceTb
AMHaAMWUYHO pa3BUBAETCA: ceifuac
B Poccuum pencrByer 41 3aBefenne,
u3 Kotopbix 33 paboraiot no
¢paHwmse. Mbi noroBopunm ¢
BafienuLei CeTi 0 ToM, Kak
CTaTh YCNELWHbIM Ha 3TOM pbiHKe
U KaKyl0 BbIroAy nonyyaior
npeAnNpUHUMATENy, KOTopble
BbIXOAAT Ha pbiHOK street food nop
6penpgom ShaurMeals.

— JTo OencTBUTENbHO Tak. Ha cerogHsw-
HU JeHb nayllasnbHbIi B3HOC COCTaBnAeT
330 000 py6nei. ITa CcymMma BKJOYaeT B
ceba KomnoccasibHoe KONMUYECTBO BO3MOX-
HOCTel 1 BbIrOAHbIX YC/IOBUI ANA NapTHEpa:
TEXHUYECKU NnaH 1 3D an3anH-npoexT no-
MeLLEeHUs; KOMMYyHMKaumio rpaduyeckoro
Aun3aliHepa ¢ Tunorpadueir; nonHoe obyuye-
HMe Mo NPOAYKTY, BKNtovas obyyatoLme Bu-
[E0PONVKK; CO3aHNe akKayHTa B COLICeTAX
C BeleHNeM Mop KJilou; peknamy y 651orepos;
NoAKIloUeHNe NPUNIOXKEHUS; YCNYTn lopucTa
n Oyxrantepa; Bble3[ HacTaBHMKa Ana oby-
YeHVs, BK/OYAOWWIA NepenéTt; Henocpen-
CTBEHHO paboTy U NpoXKBaHve (B cpefHEM
3-5 gHein). Takke y dpaHyaii3n eCTb BOIMOX-
HOCTb CaMmuMm npuneTeTb B VIpKyTCK, yBuaeTb
paboTy Ha Bcex 3Tanax CBOVMMU rflasamu 1
[axke B Hel Noy4acTBOBaTb.

Korga uenosek nokynaet y Hac GppaHLim3y,
TO MayLUanbHbI/i B3HOC SKOHOMUT 1 JAéT emy
HaMHOro 6ofblle CBOe CToUmocTu. [laBanTte
nepeuncnm CTaTbll PacXoAoB, CBA3aAHHbIE C
OTKpbITVEM Takoro 3aBefeHus. CTOMMOCTb
pa3paboTkm MeHI Led-NoBapoM COCTaB-
NAET KPYnHyl oMo OlogKeTa — MUHUMYM
200 000 py6nei. PaspaboTka NpunoXKeHus
0601MaETCA B HECKONBbKO MUMTIMOHOB py6riei.
(MpaHyaii3n nonyyaet K Hemy JOCTYN B CYET
nayLuasibHOro B3Hoca. TakxKe BaXeH TexHuye-
CKuiA nNnaH. Mbl 3Haem, Kak BCE JOJKHO ObITb
YCTPOEHO 1 YCTaHOBJEHO B MOMELLEHUN, YTO-
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6bl 3TO 6bIO YHOOHO. Ycnyru rpaduyeckoro
Aun3aliHepa: pa3paboTka NOroTvna, KoHuen-
LnK, peKnamHbIX MaTepuranos, obopmMiieHus
1N NPOYUX BaKHbIX AeTanen. Ecnn 6bl Haw
NapTHEP NPOXOAMA STOT MyTb CAMOCTOATESb-
HO, TO, BO-TIepPBbIX, OH &N Obl, coBeplLuasn
OLWNOKY, Belb HEAOCTAaTOYHO HaWTX Crieum-
annucta B KaKOM-TO HamnpaBneHuu, BaKHO
HaliTV TOro, KTO CAeNaeT BCE MMEeHHO TakK, Kak
HY>KHO, 1 HaLLl OMbIT B 3TOM BOMPOCe TaKxKe
BK/IOYEH B NayLlanbHbli B3HOC. Bo-BTOpbIX,
COBCTBEHHVMK GU3Heca noTpaTun Obl B pasbl
60/bLUYI0 CYMMY [eHET.

UTto KacaeTcs poanTy, TO OHO OKyMaertcs
KaK MUHUMYM 6narofaps ynakoBke. Mbl He
Ta ¢paHLWM3a, KOTopasa BblHYXAAaeT CBOUX
dpaHuan3y nokynaTb YMaKoOBKY [OpOXe
B 5-10 pa3, Kak genatot mMHorue. Mol npo-
Jaém Bce maTepuasbl MO LeHe, 3a KOTOPYIO
Kynunu camu. MockonbKy Mbl 3aKa3blBaeM
MWIIMOHHBIMU NapTUAMKU, CTOUMOCTb Ans
HaC BbIXOAUT OYeHb Hu3Kown. [lNpeanono-
>KMM, Haw MapTHEP XouyeT 3aKa3aTb 5 ThiC.
NnakeTMKoB Ha ¢abpuke CaMOCTOSITENbHO.
B Takom cryyae LieHa 3a WTyKy Ana Hero 6y-
JeT cocTaBnAtb 3-5 pybnei 13-3a pasmepa
naptuu. Ins Hac oHa MoXeT 6biTb 1 pybrb.
COOTBETCTBEHHO, MAPTHEP KYMUT 3a 3Ty e
ueHy. Ecnn nocumtaTbh Bbirogy 3a 5 Thic. na-
KeTOB, TO OHa COCTaBUT B cpedHeM 15 TbiC.
py6nei B mecau. M 3To TonbKo ¢ ofHON no-
3UUMK, @ Bedb TOT Xe NpuHUMN paboTaet n
B OTHOLUEHWUM Kanxongepos, Hanpumvep. Ha
3aBofie oHM 6yayT cTouTb 6-8 pybnei, ecnu
3aKa3blBaTb 1000 wtyK. Ho 601bLWMHCTBO XO-
POLUMX MOCTaBLUMKOB faXe He BO3bMyTCA 3a
TaKoW 3aKa3, MMHUManbHasa NapTus — B cpes-
Hem 50 000 wTyK. Mbl nx OTAAEM NO 3aKynou-
HOM LieHe. TakXe K poAnTM OTHOCUTCA Befe-
HMe CoLCeTel: YENoBEKY He HYXHO MCKaTb
H1U SMM-cneunanncTa, H1U KonvpanmTepa, Hu
dyn-doTorpada, Mbl fenaem 3To 3a Hero.

OKynaemocTb y Hac — OT 4 10 8 MecALEeB, B 3a-
BUCUMOCTY OT BIOXKEHWI Ha HaYasIbHOM 3Tare.

- Ecmb nu kKakue-mo ob6a3amesbHbie
mpe6oeaHus, Komopbie npedvA8AAIMCA
K ppanyatizu?

- Crporux TpeboBaHuii HeT. [MaBHOe —
enaHve paboTaTtb, MHTEPEC K 3Tol chepe,
6a30Boe MOHMMaHVe NPUHLUMNOB BefeHUs
6U3Heca M MapKeTuHra, 3anac cpeacts. He
CoBeTyeM TPaTUTb MocsiefiHne coepexeHuns
Ha OTKpbITe PppaHLIn3bl. Heobxoanmo ocTa-
BUTb GUHAHCOBBIY 3aMac Ha Nepuog OTKPbI-
TVA U Ha NePBbIA MecAL,.

- Ecmb nu 803MOXHOCMbL cmame 3Kc-
KJ1103UBHbIM NapmMHEPOM 8 C80EM 20pode?
Kakue npeumywjecmea 0aém makas ¢pop-
ma pabomer?

— [1a, Takasa BO3MOXHOCTb ecTb. Mbl onpefe-
NAieM KOJINYeCTBO TOYeK, UCXOAA U3 YMCIeH-
HOCTW HaceneHus, B cpegHem — ofHa Ha 100
000 yenosek. B ropopge, roe npoxusatot 20
000 uenoBekK, GpaHYaii3n aBTOMATUYECKN CTa-
HOBWTCA SKCKNMIO3MBHbIM NapTHEpPoM. Ho ecnn

peub MOET o Bonee KPYNnHOM ropoge, To, Ko-
HeYHO, OHVIM 3aBeleHNeM He OrPaHNYNTLCA,
1 Mbl MOXXEM HayaTb COTPYAHNYECTBO C ApYru-
MV >KealoLLIMU. IKCKITI03VBHOE NPUCYTCTBUE
dpaHyaii3y Mbl rapaHTUpyem B TOM CJlyyae,
€CJIN OH ONMATUT NayLUanbHbI B3HOC 33 HEO6-
XOAMMOEe KONMMYECTBO ToueK [AnA AaHHOro
HacenéHHOro MyHKTa (caenartb 3TO MOXHO B
paccpouky). MNpeumywiectBa Takon ¢opmbl
paboTbl 3aK/IIOUAOTCA B TOM, YTO PpaHyaii3mn
He NPUAETCA OeNnTb KIIMEHTCKME MOTOKM Jito-
6utenein ShaurMeals ¢ gpyrumm ppaHyaiism.
TakxKe MOXHO He NepeXxunBaTb O HeonpasgaH-
HbIX penyTaLMOHHbIX NOTEPAX B Cllyyae, ecniun
Ipyroii BnageneL GpaHLL13bl 4ONYCTUT OG-
Ky. Beab KnveHTbl He ByayT pa3bupatbes, KTo
VNMEHHO BflafieeT TOM UM MHOWN TOUKOW: Y HUX
CKnafpblBaeTcs obLlee MHeHMe O CeTu.

- Ce200HA MHozue 3asAenAlm o6 uH-
odusudyasnbHOM nodxode K napmHépam-
¢paHyatizu. Ha eaw 8327140, 803MOXKeH U
OH 8 ycnosusAx Gbicmpozo pocma u cemu?
Ecnu 0a, mo 8 4ém oH nposiensaemca?

- Pa3ymeeTtca, Bo3amoxKeH. 3a KaxAbiM Ha-
WM dpaHyan3n 3aKpennéH CBOW KINEHT-
CKAA MeHe[Kep, KOTOpbli COMpPOBOXAAET
€ro C MOMeHTa CAENIKM U Ha MNPOTAKEeHUN
BCEro COTpyAHMYecTBa. Yncno meHepKepos
MOCTOAAHHO PACTET, MO3TOMY HV OAUH MapT-
HEp He ocTaHeTcA 6e3 BHMMaHuA. Momumo
3TOro, y HaC B KOMMaHUWN eCTb AOCTaTOUYHOE
KONMMYECTBO Y3KUX CMeunanucToB, cpeau
KOTOpbIX — LWed-noBap, pUCT, byxrantep
N MHOXeCTBO APYrX COTPYAHUKOB, K KOTO-
PbIM MOXXHO 06palLaTbCA HanPAMyHo.

- Ecnu 208o0pums o yugposbix mexHo-
Jlo2usAX, MO KaKyl poJsib OHU Ce200HA ue-
parom 8 paseumuu eauwe2o 6usHeca?

— OrpomHyto. Mbl paspaboTanu npunoxe-
HVe ANA HalUX rocTell, MOCKOMbKY Ha Hero
6bIN1 MOCTOAHHDBIN 3anpoc. K npumepy, cTy-
[EeHTbl, CUAA Ha 3aHATUAX, MOTYT 3aKasaTb
LWaypMy 3apaHee, yBUAETb BPEMS FOTOBHO-
CTn, 3abpaTb 3aKas, ycneTb NepeKkycuTb BO
BpeMs rnepepbiBa U NpU 3TOM eLé 6oHYCbI
HaKonuTb. OTO NUWb OAWH U3 MPUMEpPOB:
TEXHOMOrMM aKTyaslbHbl Cenyac Ans BCex.

Tak>ke Mbl pa3pabaTbiBaeM NPUIOXKEHVIE A/s
00yueHUsA 11 KOHTPOSA MepCoHana, Uto CTaHo-
BUTCA HEOOXOAMMOCTbIO, MOTOMY UTO CETb aK-
TVBHO PACTET, YNPaBIATb e/ B PyUHOM pEXMME
HeaddpeKTVBHO. TakKe BBOAVM NMpoume coBpe-
MeHHble y106CTBa A1 HALUMX FOCTEN: Hanpu-
Mep, NeiIKepbl ANA OKAaHUA 3aKasa.

- Peyenmypa meHto ShaurMeals pa3pa-
6omaHa nyqywum weg-nosapom Poccuu,
no6edumesnieM 8cepocculickozo Ky/nuHap-
HO20 YemnuoHama cpedu uieg-nosapos
Chefala Russe. Takoli n00x00 0514 cemu 6bi-
Ccmpo2o numaHus — pedkocme. B 4ém e2o
npeumyuwjecmea? Hackonoko nezko ¢ppau-
qalizu co6/00ams cmaHoapmeol MeHio?

— Mbl npvBneKkny BblCOKOKBannouumnpo-
BaHHOrO MoBapa He TONbKO AJSIA CO3LaHuA
yCrneLHbIX BKYCOBbIX COYETaHWii, HO 1 ANA
TOro, UTobbl 611t04a HbIIV NEFKN B NPUFOTOB-
neHun. Ero ctatyc nobegutena Bcepoccuii-
CKOFO YemnuoHaTa BOBCE He O3HauyaeT UuC-
Nnonb30oBaHMe VCKIYNTENBHO M3bICKaHHbIX
[lenmKatecoB B pabote. DTO OOblUYHblE WH-
rpefueHTbl, NogobpaHHbIe TaKUM 06pa3om,
YTO NIOAN NPUXOAAT 38 CBOVMMU JIOOUMbIMM
BMAAMM LaypMbl FoAamu, a 3HaumT, apdeKkT
JOCTUrHYT. YTO KacaeTcAa CTaHAApTOB, TO
cobnofatb UX JOCTaTOYHO nerko. KoHeuHo,
Mbl KOHTpoOnvpyem ¢GpaHyain3u, perynsapHo
oTnpaBfAem TalHbIX MOKynaTenen gna npo-
BEPKM U B CJlydae 06HapyXeHWsA HeloYETOB
paboTaem B 3TOM HanpassieHuu.

- Kak 6ydem pa3zsueameca ShaurMeals
82023 200y?

- Al He oueHb NOONIO AENUTLCA NNaHaMK
Ha Oyaylwee, HO opueHTMp, 6e3ycsoBHO,
Ha pa3BuTne. Mbl NnaHUpyem BbIXOAWUTb Ha
MeXAYHapOAHbIN PbIHOK 1 yxe coBepLuaem
onpepenéHHble Wary B 3TOM HanpaBieHUn.
Takxke cobupaemca yBennynTb Konn4yecTso
co6CTBeHHbIX TOUek B VIpKyTCKe, coBepLueH-
CTBOBaTb CUCTEMY YMpaB/ieHUsA, 3aKOHUUTb
pa3paboTKy nporpammHoro obecneyeHus
AN1A yNpaBieHUA 1 KOHTPOJNA MepcoHana,
BBECTM HeKOoTOpble HOBble nosuuyun. B ue-
nom B 2023 rogy Mbl MPOAOIIXMM fenaTb BCE
TO e, YTO fienanu B npeabiayLine rogpl.

.\._ﬂ:l_}b‘l_‘l(-
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haurMeals is not just a network
where you can buy shawarma,
but a street food that has changed
the culture of its consumption.
Olga Chekareva, the founder of the
network, opened the first ShaurMeals
in Irkutsk in 2015. Three years later,
together with a team of specialists, she
created a street food franchise with
unique advantages. Today, the chain is
growing dynamically, with 41 outlets
in Russia, 33 of which are franchises.
We talked to the owner of the brand
about how to succeed in this market
and the advantages for entrepreneurs
entering the street food market under
the ShaurMeals brand.

RUSSIAN BUSINESS GUIDE {MAPT 2023}

- Olga Yurievna, you created the
ShaurMeals franchise, which is positioned as
a “cultural shawarma”, what is the meaning
of this concept?

- In Russia, the word “shawarma” is
associated with stereotypes that have prevailed
since the 90s. At that time there was no
regulation of non-stationary commercial units,
so there were kiosks, including shawarma,
on every corner, especially in big cities.
Anyone could open their own “business”
and sell whatever they wanted. Of course,
no one controlled the quality and origin of
the products. Hence the jokes about pigeons,
cats and dogs. But things have changed since
then, and these unpleasant associations are
gradually disappearing, thanks in particular
to the development of the fast food culture.

When I opened my first branch, there was
street food in Irkutsk, but there were no places
where I would not be squeamish about eating
shawarma. So in the concept of “cultural
shawarma” we put several components: our
diverse menu, service, product quality, a well-
established brand, pagers to wait for your
order, a mobile app. We consider everything
from branded napkins to technological
conveniences. What is it if not culture?

- ShaurMeals is a fast growing chain in
a very competitive catering market. What
contributes to the rapid development of your
chain and what distinguishes it from others?

— The main difference between us and most
chains is that our target audience is not limited
by the size of our menu, as is the case in the
vast majority of cases. There are 14 to 18 items,
depending on the city. The items are diverse
enough that we can cater to kids, vegans,
people who are counting calories, and people
who like to eat a little heartier. Including the
ability to choose a shawarma Constructor and
build it to your liking by adding, substituting,
or eliminating any ingredients. Development
is facilitated by a detailed approach to work.
For example, our menu was created by the
best chef in Russia, the winner of the “Chef
a la Russe” competition.

Our guests can also order shawarma
through the app and it will be ready for them
when they arrive. Every part is important and
affects the overall success of our brand.

- The partnership terms offered by the
ShaurMeals network state that the lump sum
fee and royalties will be used to develop the
franchisee’s business. How does this business
plan work?

— It really does. As of today, the lump sum
fee is 330,000 rubles. This amount includes
a huge number of opportunities and favorable
conditions for the partner: technical plan
and 3D design project of the premises,
communication of graphic designer with the
printer, full training on the product, including
training videos, creation of an account
in social networks with turnkey support,

advertising by bloggers, connection of the
application, lawyer and accountant, a mentor
for training, including flight, direct work and
accommodation (on average 3-5 days). The
franchisee also has the opportunity to fly to
Irkutsk and see the work at all stages with his
own eyes and even take part in it.

If a person buys a franchise from us,
the lump sum fee saves him and gives
him much more than its value. Let’s list
the costs associated with opening such an
establishment. The cost of developing a menu
by a chef makes up a large part of the budget -
at least 200,000 rubles. Development of the
application will cost several million rubles.
The franchisee gets access to it at the expense
of the lump sum. The technical plan is also
important. We know how everything should
be arranged and installed in the premises
to make it convenient. Services of a graphic
designer - development of a logo, concept,
promotional materials, design and other
important details. If our partner had gone
this way alone, first of all he would have made
mistakes, because it is not enough to find
a specialist in a certain field - it is important to
find someone who will do everything exactly
the way it should be done, and our experience
in this matter is also included in the lump
sum. Secondly, the businessman would have
spent many times the amount of money.

As for the license fee, it pays for itself at
least because of the packaging. We are not the
kind of franchise that forces its franchisees to
buy 5-10 times more expensive packaging, as
many do. We sell all of our materials at the
price we bought them for ourselves. Because
we order in batches of millions, the cost to
us is really cheap. Suppose our partner wants
to order 5,000 bags from the factory. In this
case the price per bag for him would be 3-5
rubles due to the size of the batch. For us it

could be 1 ruble.
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Accordingly, the partner will buy for the
same price. If you calculate the benefit for
5,000 bags, it’s an average of 15,000 rubles per
month. And that’s just from one position, but
the same principle works for cup holders, for
example. In the factory they cost 6-8 rubles if
you order 1,000 pieces. But most of the good
suppliers will not even take such an order,
the minimum batch on average is 50,000
pieces. We give them at the purchase price.
The same applies to maintenance of social
networks — a person does not need to find
an SMM specialist, or a copywriter, or a food
photographer — we do it for him. Our payback
period is from 4 to 8 months, depending on
the initial investment.

- Are there any strict requirements for
franchisees?

— 'There are no strict requirements. The
main thing is a desire to work, an interest in
the field, a basic understanding of business
principles, marketing and a reserve of funds.
We do not recommend spending your last
savings to open a franchise. It is necessary to
leave a financial reserve for the opening period
and the first month.

- Is it possible to become an exclusive
partner in the city where the franchisee lives
and what are the advantages of this form of
work?

- Yes, there is such a possibility. We
determine the number of outlets based on
the population, on average - one per 100,000
people. In a city with 20,000 inhabitants, the
franchisee automatically becomes an exclusive
partner. But if were talking about a larger city,
of course, one institution is not limited and
we can start working with others who want
to. Exclusive presence of the franchisee we
guarantee in case he pays a lump sum for
the required number of outlets for a given
locality (it can be done in installments). The
advantage of this form of operation is that
the franchisee does not have to share the
flow of ShaurMeals customers with other
franchisees. You also do not have to worry
about unwarranted loss of reputation if
another franchisee makes a mistake. After
all, customers will not understand who owns
a particular location - they will have a general
opinion of the network.

- Today many claim to have an individual
approach to the partner-franchisee, in your
opinion is this possible in terms of rapid
growth and the network? If so, how does it
manifest itself?

— Of course it’s possible. Each of our
franchisees is assigned a client manager who
accompanies them from the moment of the
deal and throughout the entire cooperation.
The number of managers is constantly
growing, so no partner is left without
attention. In addition, we have a sufficient
number of specialists in the company,

including a chef, a lawyer, an accountant and
many other employees who can be contacted
directly.

- Speaking of digital technologies, what
role do they play in your business today?

- Huge. We developed an app for our
guests because there was a constant demand
for it. For example, students sitting in class
can order shawarma in advance, see when it’s
ready, pick up their order, have time to eat
during break and still accumulate bonuses.
This is just one example — technology is
relevant to everyone right now.

We are also developing an application for
staff training and control, which is becoming
a necessity because the network is actively
growing and it is inefficient to manage it
manually. We are also introducing other
modern conveniences for our guests, such as
pagers for waiting orders.

- The ShaurMeals menu recipe was
developed by Russia’s best chef and winner
of the All-Russian Chef a la Russe Culinary
Championship. Such an approach is rare for
a fast food chain. What are the advantages?
How easy is it for franchisees to meet the
menu standards?

- We hired a highly qualified chef not
only to create successful flavor combinations,
but also to ensure that the dishes are easy to
prepare. His status as the winner of the All-
Russian Championship does not mean that we
use exceptionally exquisite delicacies in our
work. These are ordinary ingredients, chosen
in such a way that people will come back for
their favorite kinds of shawarma for years,
which means that the effect is achieved. As far
as standards go, it’s easy enough to meet. Of
course, we monitor the franchisees, we send
mystery shoppers on a regular basis to check,
and if there are any deficiencies, we work in
that direction.

- How will ShaurMeals develop in 2023?

- I don’t really like to share plans for
the future, but the focus is definitely on
development. We are planning to enter the
international market and are already taking
certain steps in this direction. We are also
going to increase the number of our own
stores in Irkutsk, improve the management
system, complete the development of software
for management and personnel control, and
introduce some new positions. In general, in
2023 we will continue to do everything that
we have been doing in previous years.

r
|
|
:




20

«Ecnm, npocHyBLINCH YyTPOM,

He BbINMUTb YalleyKy Kope U He
BbIKYpPUTb CUrapeTy, 3a4em Toraa
B0OO6LWe NpocbINaTbCaA?» — 3TU
CNI0Ba N0 NereHfie npuHagnexar
Wocndy bpoackomy. PewmtenbHo
BbICTYNaA NpoTMB BTOPOro NyHKTa
3TOrO «NNaHa Ha fAeHb», NepBblii
Mbl noaaepxuBaem o6enmu
pyKamu, B 0{HOM U3 KOTOPbIX,
Hanpumep, KpyaccaH ¢ BeTYUMHOM,
a B Apyroii — Kany4mHo. Boinunu,
nonakomMuancb — nopa noaymarb
0 fene, K npumepy: «A He

Kynutb nn ¢ppaHwmsy kodpeeH
Cofix?» UmeHHO 06 3TOM MbI N
noroBOpunMU C pykoBoauTenem
otaena ¢ppanvaiiaunra Cofix
Ekatepunoi llaHoBo#.

«Mbl nwem NnapTHEPOB, FOTOBbIX
BMecCTe C HAMM ABUraTbCs AaJiblue»

- EkamepuHa, udeu, poxxoarowjuecsa Ha
«3emJ/ie o6emoesaHHolI» - 8 U3paune, ume-
Iom o06bIKHOBeHUe pacnpocMpaHAmMobcsa
no ecemy mupy. U e Poccuu Cofix Hawén
Hemano nocnedosameneli. Jlasaiime
HA4HEM c yuegp, 3a Komopbimu ycredums
0080/IbHO MpYyOHO, MAK KAaK eawa cemo
pacmém nocmosHHO: CKOJIbKO KogheeH
6peHOa Ha ce200HAWHULI OeHb pabomaem
8 mupe, ckonbko - 8 Poccuu?

- Ha cerofHswWHMI feHb No BCeMy MUpPY
y Hac 6onee 400 kodeeH. Poccua sBnseTca
Hanbonee KpPyrHbIM PbIHKOM: 3eCb UX yxe
cebiwe 280, a B V3pawnne, cTpaHe, rge aT1oT
6peHf 6bin1 CO3AaH 1 OTKyAa NPUWLLEN K HaMm, —
nopagka 80 Touek. Takxke ceTb NpeacTasne-
Ha B benopyccun, Monblue n Kasaxcraxe.

- B 4yém, Ha eaw e32/190, npuHyuUNnu-
aneHoe omau4ue Cofix om Opyaux 3aee-
OdeHuli, npednazarouux 3mom Hanumok?
Ecmb nlu «<HecekpemHbIli ceKpem» e20 no-
nynapHocmu?

— Cofix cTan cospaTenem HOBOTO AN PbiH-
Ka HanpaBneHna — KodeeH QPUKCUpPOBaH-
HbIX LieH. B 2016 rogy Mbl 661y nepBbIMY, a
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CEerofHs 37O yXe Lenblil cerMeHT KodenHoro
613Heca: NOABUIOCH eLLé HECKONbKO CeTel,
KoTopble paboTatoT B 3TON e KoHLenumm.
Cnna Cofix B Kkomnnekce ¢aKTOpOB.
Cofix — n3BeCTHbI BpeHf, Nocbia KOTOPOro
CUMTbIBAETCA HAWVMU FOCTAMMK Yepe3 Bce
peknamHble KoMMyHuKaumu. OH obecne-
YMBaeT KaXk[AoW OTKPbIBAOLWENCA KopelHe
HenpepbIBHbIN NOTOK rocteil. Bropoin ¢ak-
TOp — 3TO aCCOPTUMEHT. Mbl oueHb npodec-
CUOHaNbHO yMeeM paboTaTb He TONbKO C
Kode, HO 1 € conyTCTBytOLEN NPOAYKLUEN.
Y Hac WwurpokKas NHelKa AecepTos, 3aBTpa-
KOB, eCTb ropsuve 651043, canatbl — BC& 3TO
Mo3BOJIAET HaM 3aKpbiBaTb MOTPebHOCTU
HaLMX rocTel B TeYeHne BCero AHA. Tpetun
baKkTOp — AOCTYMHOCTb KOGeeH Ans roctei.
Mbl BbiGMpaem fiokauuy Ha BbICOKOM Tpa-
buKe 1 cTpemMrMMcA NPUCYTCTBOBATb BO BCEX
YacTAX ropofa, T. K. Halla Mogerb No3BonseT
paboTaTb C ManbiMy MOMeLLeHUAMM Aaxe Ha
BbICOKIX CTaBKaX apeHAbl. 9Ta CNoCcoBHOCTb
[OCTUraeTcA KayeCTBEHHOW HACTPOWKOW
npouecca BHyTpy KodeiHu. I nocnegHun
dakTOp — ynob6bcTBO ynpasneHua 6r3Hecom
ONA Hawmx NapTHEPOB 3a CYET BbICOKOro

YPOBHA aBTOMaTM3aumn. Bcé 1o gaér Ham
BO3MOHOCTb ObICTPO MaCLUTabNPOBATLCS 1
3axBaTblBaTb HOBblE TEPPUTOPUN.

- lpaeda nu, umo KodcpeiiHu Opyaux
6peH008 menepb pezynApHO «8cmairom
noo eawu ¢pnazu»?

— MNockonbKy 6r3Hec y Hac ¢dpaHyan3vH-
roBblil, Mbl CTapaemcsi ObiTb B TpeHae, Co-
30aBaTb HoBble B2B-npopykrtbl, KoTopble
BMUCBIBAIOTCA B 3aMpoChl pbiHKa. W oguH r3
Takunx $paHyYari3nHroBbIX NMPOAYKTOB — pe-
6peHanHT. Mbl AeCTBUTENIbHO Npepnaraem
KodeHAM Apyrnx 6peHoB, B TOM uncne
ceTeBbIX, NpPYcoeanHUTLCA K KomaHge Cofix,
pebpeHanpoBaTh CBOK KODEWHIO 1 UCMOoSb-
30BaTb Hall OnbIT, Hawy IT-uHdpacTpyKTypy
[NA TOro, YToObI YNYULINTb KaueCcTBO CBOEro
6u3sHeca.

[oBOPWTb O PerynsapHOCTY 3AeCh CIIOXKHO,
NMOTOMY UTO K TakMM KOdeNHAM Mbl Npeab-
ABNSEM Te XKe TpeboBaHWA, UTo 1 K JtoObiM
Apyrum naptHépam. Mbl ob6s3aTenibHO Npo-
BOAWUM [eTaNbHbIA ayauT TekyLuen aedartenb-
HOCTV MOTeHLMaNbHOro MapTHépa, U ecnu
noHumaem, uto Cofix B 3ToM mecTe, B 3TON



KodeiHe [ENCTBUTENbHO MOXET YNyullnTb
3KOHOMMUKY, TO TOFja Mbl FOTOBbI UATY B 3TOT
NPOEKT.

Y Hac B MocKBe eCTb HECKONIbKO KpaiHe
yCrnelHbIX NPYMeEpPOB Takoro pebpeHAuH-
ra: Hanpumep, kKonnabopauusa c «lpocto
uBeTbl» Ha MNMpodcotosHon, 56. EcTb 1 Toukn
MaJieHbKoro ¢popmarta, Ublo JOXOAHOCTb Mbl
CMOFM CYLeCTBEHHO YBENNUNTD, JaXe He-
CMOTpPA Ha To, UTo y dpaHyUai3y NOABUINCH
eLé n obsAzaTenbHble NnaTexm.

- lpedcmasum, ymo 4esnoeek, 8binuUe
cmakaH4uK Kogpe e Cofix, pewiun: «Bcé, no-
padoearnca cam, nopadyio Opyaux, d 3aoo-
HO u 3apa6omatio - nokynatio hppanwiusy!»
Yem oH 0o/mKeH o61adame cam, a Ymo emy
npedocmasume 8bi?

- Y Hac Heckonbko ¢paHYan3nHroBbIX
NPOAYKTOB M MO KaXZOMy W3 HUX CBOU
TpeboBaHuA K napTHépam. Ham HpaBuTCA
paboTtaTb C agentamu 6peHAa, C TeMU, KTO
pasgenseT Halwy LeHHOCTW, OCO3HAET npe-
MMyLLeCcTBa Mofenu 1 xoueT paboTaTb noj
6peHaom Cofix.

MocKkonbKy Mbl CTPOUM WMEHHO dpaH-
YaM3UHIOBYlO CeTb, CTapaemcs Chenatb
OM3HEC MaKCcMManbHO 3PdEKTVBHBIM - AnA
ynpasneHua naptHépamun. Mol gencTenTenb-
HO MpPeaoCTaBisieM UM BCe Halun pecypcbl,
MOJHbIV KOMMJIEKC YCYT: MOUCK MOMeLLeHus
ana kodelnHu, eé CTPouTeNnbCTBO NOA Koy,
ynpaBneHne Lernoykamm MOCTaBoOK, ornepa-
LMOHHYI0 noadepKky. Ham BaxHo, uToObl
NapTHEP OblN rOTOB MATW C HaMY Aarnblue, He
OCTaHaBNMBATbCA Ha OHOM MPOEKTE, a Pa3Bu-
BaTbCA, CO3/4aBaTb COOCTBEHHYIO JIOKAsIbHYO
CeTb, MOTOMY 4TO AN Jo6Ooro npegnpuHu-
maTens moaenb 6usHeca ¢ 6onbLINM Konnye-
CTBOM JlIOKaLui 6onee cTabunbHas, bonee Ka-
YecTBEHHO yrnpaBnaemMas 1 6onee 6e3onacHas
C TOUKM 3peHMs KaKKX-TO BHELIHUX GaKTOPOB.

- Bbl yxe ckazanu o eaxxHocmu nod6o-
pa nokayuu. Kak He «npomaxHymbeca»?
ToyHee, kak y2adame ¢ Mecmom pacnoso-
JKeHUsA KogpeliHU mak, 4mobbl MUMo Heé
He «NpomMaxueanucb» NomeHYuUdaIbHbIE
KnueHmeoi?

— MNonckom 1 oLeHKoW noKauuin mbl 3a-
HMMAeMCsi CaMOCTOATeNbHO. ITO npoLecc,
B KOTOPOM Mbl 3afieICTBOBANN B TOM UnCie
n IT-pa3paboTky, cneynann3npoBaHHbIN
NPOrpamMmHbIA Komnnekc. bbiBaet, yto u
NapTHEPbI NPUHOCAT /1A PaCCMOTPEHUA Ka-
K1e-To BapuaHTbl MOMELLEHWI, HO Mbl K HAM
npeabABNAeM Takue e TpeboBaHMWsA, Kak 1
[NA TeX NIoKaLmMi, KOTopble HAXOAUM CaMU.

Y Hac NpoxoaaT MHBECTULMOHHbIE KOMU-
TeTbl, B PaMKax KOTOPbIX Mbl paccMaTpu-
BaeM Kaxkjoe romelleHune: fenaem npeg-
BAapUTENIbHY0  PacCTaHOBKY,  [eTaJibHO
OLleHMBaeM MHBECTULMMN B STOT NPOEKT, ero
BEPOATHYIO [OXOAHOCTb. [lenaeTcsa BCé 31O
Ha OCHOBE OFPOMHOTO KOMMYEeCTBa AaHHbIX
0 paboTe Hawmx KodeeH 1 C MPUMEHEHKEM
WNCKYCCTBEHHOTO MHTENNeKTa. YunTbiBaeTca

BANAHME Pa3HbiX GaKTOPOB: KOHKYpPEeHLUs,
Hanmuue LeneBow ayautopun, 06bekToB UH-
dpacTpyKTypbl, KOTOpble ABNATCA reHepa-
Topamu Tpaduka. Mntoc «pyyHas» oLeHKa —
pacuéTbl 3KCMepTOB pbiHKa. ToNbKO Moce
3TOro Mbl KOJIernasibHo B pamMmKax 3TOro WH-
BECTULMOHHOIO KOMMUTETa NPUHMMaeM pe-
LeHue, O TOM, YTO FrOTOBbI Ha 3TON JloKaL MK,
B 5TOM NnomelLLeHnmn oTKpbiBaTb Cofix.

KoHeuHo, npegycmoTpeTb BCE HeBO3-
MOXHO $ur3nyeckn. ECTb MHOXeCTBO paKkTo-
poB, BAUAWMNX Ha 3PdeKTNBHOCTb. OUeHb
MHOroe 3aBUCUT OT TeX, B UbUX pyKax Ha-
xoautcsa KodenHa. Ecnm Haw napTtHEp, co
CBOEl CTOPOHbI, fenaeT BCE A Toro, Yto-
6bl 6V3HeC Obln yCnewwHbIM, TO «packayaTb»
Xopollee MoMelleHne, caenatb U3 Hero
ycneLuHyo KodeliHio — He Takas YK ClIoXKHas
3afjava.

- Bol npedonazaeme nokynamenam
¢paHwu3zel omKpbimb KogpeliHu 8 mpéx
B803MOXHbIX (hopMmamax: «<MUHU», «CMAaH-
dapm» u street food. B 4yém mexoy HUmu
pasHuya? 3mo 3asucum om Mo4YKu, om
¢uHaHcoebix 803MoXKHOCMell hpaHyatizu
uslu om ewj€ KaKux-1u6o npuyux?

- Yawe Bcero 3To 3aBUCUT OT TOUKU.
BbonbLuas yacTb HalMX 3aBeeHN NPeaCcTaB-
neHa B popmate «CTaHAAPT», TO €CTb — He-
6onbluaa KoderHs CoO CKNaaCKMMN 30Hamu,
C NMOCafiloYHbIMU MecTaMu, MeIoLLas NOHO-
LieHHYI0 BUTPUHY, NpeaaraoLan WypoKui
ACCOPTUMEHT HaMWUTKOB U efbl. B Takux Ko-
denHAX HUYEero He roTOBUTCA Ha MecTe: BCe
OHV PaboTaloT C FOTOBOW NpoAyKUKEN.

MwuHu-dopmat — 310 dopmart ¢ dokKycom
Ha HanuTKW. TaM ManeHbKasa BUTPWHA, Ha
KOTOPOW — CHeKM 1 nepekyc. KodelHn storo
dopmMaTa Mbl OTKpbIBaeM TaMm, rae Tpadurka
HEAOCTAaTOUHO 4151 OTKPbITUSI KodelriHn dop-
MaTa «CTaHZapT».

Street food - 370 y>ke popmaT Ha 6onbLIVX
naowagax, C NOSHOLEHHOWN KyXHel W Lu-
POKMM acCOPTUMEHTOM efbl, KOTOpPas roTo-
BUTCA Ha MecTe. Street food — oTHOCKTeNIbHO
HOBbIV A5 Hac Gopmar.

Ecnn roBoputb npo obuiylo TeHAeHUMIo,
TO cell4ac Mbl CTPEMUMCA OTKPbIBaTbCA B
CTaHOgapTHOM dopmate C NocCafoYHbIMU
mMecTtamm Ha nnowaaax 40-60 KB. MeTpoB,
yTOObI JaBaTb Hallemy rocTio 6anaHc 1 no
HanuTKam, 1 Mo eAe, U No KoMbopTHOMY
pa3mMeLLeHI0 Ha TepPUTOPUM KODeHN.

- Kakue ewé eudbl compyoHu4yecmea
8bl npedsiazaeme mem, Kmo K makomy co-
mpyoHu4yecmay 20moe?

— Y Hac ecTb «macTep-dpaHLLm3a» — Npo-
[YKT, KOTOPbI Mbl MpefiaraeM napTHEPam
B PErMoHax Wim B Apyrux cTpaHax. 3To Hall
MOLXOA K Pa3BUTHIO HOBbIX [/1A HAaC PbIHKOB.
«MacTtep-dpaHLun3a» — BO3MOXHOCTb ANA
OMbITHLIX MPeANPUHUMAaTeNell, KoTopble 3a-
HVMAIOTCA PeTeisioMm Win ObLEeCTBEHHbIM
NnUTaHeM, OTKPbITb y ceba B pervoHe Cofix
Ha SKCKIIO3MBHbIX NpaBax. [ Takoro co-

TPyAHMYECTBA Mbl ULEM CUMbHbIX Onepa-
LMOHMNCTOB, Ntofeil, CMOCOOHbIX MNOCTPOUTb
B paMKax OJHOMo Kakoro-To 605bLloro ro-
poAda nnm Lenoro pernoHa To, YTo Mbl CAe-
nanun B paMKax CTpaHbl, CO3A4aTb HEKYIO «MU-
HU-YNpPaBAAoLWYI0 KOMNaHWio», KOTopasa Ha
MECTHOM PbIHKe CMOXeT YyNpaBAATb HaWNM
6Uu3Hecom.

EcTb y Hac n ewé oanH NpoayKT — nHBe-
CTULMOHHDBIN ppaHYai3UHT. ITO JOCTaTOYHO
HOBaA ANA HacC WUCTOPUA, «BEAHME» PbIHKA
2022 ropa. HaueneH oH Ha NapTHEPOB, KOTO-
pble roToBbl BK/1aAblBaTb AeHbIM, HO CamMV 3a-
HUMaTbCA 63HECOM He XOTAT. B Takux cnyyva-
AX ynpaBreHnem KopeeH 3aHMMaAEeTCA Halla
onblTHasA KOMaHZa. Mbl OTKpbIBaeM KodelnHu,
3aHMMaeMcA MeHeA>KMEeHTOM, a MapTHEP nna-
T™™MT 3a 3Ty ycnyry. OcTanbHble AoXofbl, KOTO-
pble NPUHOCAT ero KodelrHy, OCTalTCA emy.
YpoBeHb AOXOAHOCTA [OCTAaTOYHO BbICOKUN.
Ecnn cpaBHMBaTb WHBECTULMOHHBIA dpaH-
Yal3VHr C ApYrMMU GUHAHCOBBIMU UHCTPY-
MeHTaMu, TO OH B ABa-TPW pa3a MpeBbllaeT,
Hanpumep, LOXOAHOCTb OT BfloXeHuin B OD3,
B 06nMrauuy, B HEABUXMMOCTb.

- B o0HOM u3 uHmepebio 8bl cKkasanu,
4Ymo eaw ocHoeHol no3yHa: «Mel He npo-
0aém ¢ppaHwusy, a uwjem NApmMHEpPos».
3mu napmHépbsi 00MKHbI, YMO HA3biedem-
€A, Npocmo «coomeemcmeosams» (8awum
cmaHoapmam, cmusito u m. 0.) Usu ke oHU
mMoz2ym paseueame u co6cmeeHHble udeu:
npeodnazams Ymo-mo Hoeoe 0714 8celi cemu
unu 006aenAMb KaKy-mo <U3lOMUHKY» 8
accopmumeHm ceoeli moyku?

— MockonbKy Mbl paboTaem B cermeHTe
efibl, TO BOMPOCHI KayecTBa U 6e30nacHoCTy
NPoAyKUMM ABNATCA OAHVMU K3 Kitoye-
BbIX. IMEHHO NMO3TOMY LienoYkamm NoCTaBoK
Mbl ynpasnifaem camm 1 He faém napTHEpam
BO3MOXHOCTW 3aHMMaTbCA aCCOPTUMEHTOM.
B kaxpon kodenHe Cofix B pamkax ogHoOro
pervioHa noboI Haw rocTb HAMAET ofMHa-
KOBYIO MPOAYKUMIO COOTBETCTBYIOLLErO Ka-
yecTBa.

Ho y kaxporo permoHa ectb CBOU 0CO-
6EHHOCTN, CBOM MOTPEOHOCTM, U €ClN Mbl
rOBOPUM Y>Ke Npo «macTep-dpaHLLIn3y», TO
3[eCb Mbl leflaeM HeKyto JloKanmsauuio: aa,
Tam Mbl TOXe leNaeM eflviHbl aCCOPTUMEHT,
HO OT TOrO, YTO HAlUW FOCTU MOTYT HalTH,
Hanpumep, B KodenHAX MOCKBbI, OH MOXeT
oT/InyaThbCA.

BaxkHO nMoHumaTtb, yTo nNpopaxa ¢paHLwm-
3bl — 3TO He efMHOpa3oBas npofaxa. 1o
CTapT ANnA BbICTPaUBaHUA [ONTOCPOUHbBIX
OoTHOLWeHMI. Kak A yxe CKka3ana paHee, Mbl
1Lem NapTHEPOB, KOTOPble FOTOBbI C HAaMK
pa3BuBaTbCA, ABUraTbCcA [fanblie, crepys
Tem raesam, Kotopble Hecét 6peHa. Mbl xo-
M, uTo6bI Cofix 6bin B Nt06OI TOUKe Hallel
CTpaHbl, B Nlt06OM TOUuKe Mupa, U BblbMpa-
eM MapTHEPOB, KOTOpble CMOTPAT C Hamu B
OfiHY CTOPOHY.

becepoBan Anekcein COKONbCKUin
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“If you wake up in the morning
without drinking a cup of coffee
and smoking a cigarette, why
wake up at all?” - according

to legend, these words belong
to Joseph Brodsky. While we
strongly oppose the second
point of this “plan for the day”,
we support the first with both
hands, holding, for example, a
croissant with ham in one and

a cappuccino in the other. After
enjoying our drink and treat,
it's time to think about business.
For instance, how about buying
a Cofix franchise? That's

Ekaterina Panova, the head of
the Cofix franchise department.

- Ekaterina, ideas born in the “Promised
Land”, in Israel, tend to spread all over
the world. And, Cofix has attracted many
followers to Russia as well. Let’s start with
the numbers, which are quite difficult to keep
track of, as your chain is growing all the
time. How many coffee shops operate under
the Cofix brand around the world, and how
many are in Russia?

— Today we have more than 400 coffee
shops worldwide, with Russia being the
largest market with over 280 stores. In Israel,
where the brand was created, there are about
80 coffee shops. The chain is also represented
in Belarus, Poland, and Kazakhstan.

- What, in your opinion, is the
fundamental difference between Cofix and
other cafes that offer coffee? Is there a “non-
secret secret” behind its popularity?

— Cofix pioneered the concept of fixed-
price coffee shops on the market in 2016,
which has now become an entire segment of
the coffee business with more chains adopting
the same concept. The strength of Cofix lies
in a combination of factors. Cofix is a well-
known brand with a message that resonates
with our guests through all of our advertising
communications. It provides a constant
flow of visitors to each newly opened coffee
shop. The second factor is the assortment.
We know how to work professionally
not only with coffee but also with related
products. We offer a wide range of desserts,
breakfasts, hot dishes, and salads -

all of which allows us to cater to our guests
needs throughout the day. The third factor
is the proximity of our coffee shops to our

“We are looking for
exactly what we discussed with pa rtners Who are ready to

grow with us!..”

guests. We choose high-traffic locations
and aim to be present in all parts of the city,
as our model allows us to work with small
spaces even at high rental rates. This ability
is achieved by a top-quality setting of the
process within the coffee shop. The last factor
is a convenient business management for our
partners due to the high level of automation.
All of this gives us the opportunity to scale
quickly and capture new locations.

- Is it true that coffee shops of other brands
regularly rebrand as Cofix shops?

- Since our business is franchised, we try
to be innovative and create new B2B products
that meet the demands of the market. One of
these franchise products is rebranding. We
invite other coffeehouse brands, including
chain brands, to join the Cofix team, rebrand
their coffee shops, and leverage our experience
and IT infrastructure to improve the quality
of their business.

It’s difficult to talk about regularity, as we
have the same requirements for these coffee
shops as we do for any other partner. We
conduct a thorough audit of the potential
partner’s current activities, and if we believe
that Cofix can truly improve the business in
that specific location and coffee shop, then we
are prepared to enter that project.

We have several highly successful
examples of rebranding in Moscow, such
as our collaboration with “Prosto Tsvety”
at Profsoyuznaya Street 56. We have even
managed to significantly increase the
profitability of smaller coffee shop formats,
despite the franchisees being required to pay
compulsory fees.

- Let’s imagine that a person, after enjoying
a cup of coffee at Cofix, decides, “That’s it,
I'm happy, I'll make others happy, and at
the same time, I'll make money: I'm buying
a franchise!” What do they need to have, and
what do you provide them?

— We offer several franchise products, each
with its own requirements for partners. We
prefer to work with brand loyalists who share
our values, understand the benefits of the
model, and want to work under the COFIX
brand.

As we are building a franchise chain, we
strive to make the business as efficient as
possible for our partners management. We
provide them with all our resources and a
complete range of services: we help them find
a location for a coffee shop, perform turnkey
construction, manage the supply chain, and
provide operational support. Our goal is
for our partners to be prepared to continue
working with us and to develop and create
their own local chains. A business model
with many locations is more stable, better
controlled, and safer from external factors
for any entrepreneur.

- You’ve already mentioned the importance
of choosing a location. How can someone
avoid making a mistake? More specifically,
how can someone choose a coffee shop
location that will not miss potential
customers?

- We conduct our own search and
evaluation of locations, and we utilize
IT solutions and a specialized software
system. While sometimes our partners
suggest possible locations, we hold the same



requirements for them as the locations we find
ourselves.

We have investment committees where
we discuss every potential location, make
preliminary arrangements, evaluate the
investment and potential profitability of
each project in detail, and apply artificial
intelligence to a vast amount of data from
our coffee shops to consider the impact of
various factors, including competition, target
audience, and traffic-generating infrastructure.
Additionally, we consult with market experts
to manually evaluate each location. After
this process, we decide as a group within the
investment committee whether to open a
Cofix store in the chosen location.

Of course, it is impossible to anticipate
everything. Many factors impact efficiency,
and much depends on the person managing
the coffee shop. If our partner does
everything possible to make the business
successful, it is not a difficult task to promote
a good location and transform it into a
prosperous coffee shop.

- You offer franchisees three possible
formats: “mini”, “standard”, and “street
food”. What is the difference? Does it depend
on the location, the franchisee’s financial
capabilities, or other factors?

— Mostly, it depends on the location. Most of
our stores are of the “standard” format, which
is a small coffee shop with storage areas, seats,
a full-fledged showcase, offering a wide range
of drinks and food. In this type of coffee shop,
nothing is prepared on the spot: it works with
ready-made products.

A mini-format focuses on drinks, and there’s
a small showcase with snacks. We open coffee
shops of this format where the foot traffic is
not enough to open a “standard” store.

“Street food” is a larger format, with a
kitchen and a wide range of dishes that
are prepared on the spot. “Street food” is a
relatively new format for us.

If we talk about the general trend, we are
now tending to open in a standard format

with sit-down areas of 40-60 square meters.
This way, we can give our guests a balance of
drinks and food, and comfortable seating in
the coffee shop area.

- What other types of cooperation do you
offer to those who are ready for it?

— We have a “master franchise”, which we
offer to partners in the regions or in other
countries. This is our approach to developing
new markets. “Master franchise” is an
opportunity for experienced entrepreneurs
who are engaged in retail or catering to open
a Cofix store in their region on exclusive
rights. For such cooperation, we are looking
for strong operators, people who can build a
business within one big city or a whole region
like we did within the country. People who can
create a kind of “mini-managing company” on
the local market, which will be able to manage
our business.

We also have another product: investment
franchising. This is a recent venture for
us, in the “spirit” of the 2022 market. It is

oriented towards partners who are willing to
invest money but do not want to do business
themselves. In such cases, our experienced
team manages the coffee shops. We open
the coffee shops, we do the management,
and the partner pays for this service. The
rest of the income that the coffee shops
bring remains with the partner. The level
of profitability is quite high. If you compare
investment franchising with other financial
instruments, its profit is two or three times
higher than, for example, the return from
investing in federal loan bonds or in real
estate.

- In one of your interviews, you said that
your main motto is: “We don’t sell franchises,
we look for partners.” Do these partners
simply have to “fit in” your standards, style,
etc., or can they develop their ideas - offer
something new for the whole chain or add
“zest” to the assortment of their stores?

- Since we work in the food segment, issues
of quality and product safety are vital. That’s
why we manage the supply chain ourselves and
don’t let our partners handle the assortment.
In every Cofix coffee shop within the same
region, our guests will find the same products
of the same quality.

But each region has its specific features,
its own needs, and if we are talking about a
“master franchise’, then in this case, we do a
sort of localization. Yes, we also provide the
unified assortment there, but it may differ
from what our guests may find in Moscow
coffeehouses, for example.

It is important to understand that the sale of
a franchise is just the beginning of a long-term
relationship. As I mentioned earlier, we are
seeking partners who are willing to grow with
us and share our brand vision. Our goal is to
expand Cofix across the country and around
the world, and we carefully select partners
who share our goals and values.
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NAILMAKER BAR:
KPACOTA YCTOUYMBOIO BUSHECA

- Hecmompsa Ha mo, ymo 3KOHOMUKA
Poccuu nepexxusaem He camele nézKue
8pemMeHa, ppanyaiizuHe 8 Haweli cmpaHe
Habupaem o6opomel. Kak ebl nonazaeme,
€ 4YeM 3mo ce8A3aHo?

- B nepByto ouepepp BOXeHUA B OU3HEC Ha
JaHHbI MOMEHT CTany OfHUM U3 CambIX [O-
CTYMHbIX CNOCOOOB COXPAHUTL U MPUYMHOXKUTb
CBOW KanuTan. B pe3ynbrate caHkumii o6opBa-
JINCb MHOTVE BY3HEeC-CBA3M, CTasla HEBO3MOX-
HOW TOProBJIA Ha MHOCTPaHHBIX BUPXKax 1 Mp.
W cerogHa niogn, obrnagatolye KanuTasom,
MPaKTUYEeCKN OCTanncb 6e3 BO3MOXKHOCTU ero
COXPaHWUTb, TaK KaK B TEUEHMe HeCKOSbKIX NieT
HacC OXMZaeT [OCTaTOYHO BbLICOKUIM YPOBEHb
UHOGNALMW, N B [ONTOCPOYHON MepCreKTmBe
3TUM COEpPEXeHNAM TPO3UT 0becLieHNBaHME.
(OpaHyal3UHr NOMOraeT COXPaHUTb KanuTan,
MPY STOM HY>KHO BJIOXWTb B Pa3BUTHE OM3Heca
HeGonblume cpeacTsa. Kpome Toro, camocto-
ATeNbHOE OTKPbITE OGM3HECa — 3TO GOMbLUION
pycK, a dpaHyari3n nonyyaroT roToBylo OuU3-
Hec-MoAerb, YTO JaéT 6OoMbLUyo YBEPEHHOCTb
B HECTAbWNIbHOE BpeMmsl.

RUSSIAN BUSINESS GUIDE {MAPT 2023}

Ecnui >xe roBoprTb 0 NepCcrneKTUBHbIX PbiH-
Kax BO ¢dpaHuyaln3vHre, TO MOry yBEepPeHHO
CKa3aTb, UTo cdepbl ycnyr 1 obennTa — 310
cdepbl ¢ MOCTOAHHBIM CMPOCOM, MUHVMASIb-
HO 3aBUCALLME OT BHELHUX BO3AENCTBUINA.
Tem He mMeHee MoKynaTenbCcKas aKTUBHOCTb
celyac CHUXKaeTcs, U nNpu Bbibope dpaHLwm-
3bl JaXke B CTabWbHbIX OTPAC/AX CTOUT Opu-
€HTVPOBATbCA Ha LIeHOBYIO HULWLY 6peHfa, Ha
TO, KTO ABNAETCA ero LeneBon ayautopuen
N Kakas cMTyauus ceiivac y 3TOro cermeHTa
ayauTtopun. B Hawel cetn NailMaker Bar mbi
anddepeHUrpyem CBOV MPEASIOKEHNS, UTO-
6bl MaKCVMMaJIbHO OXBATUTb BCE CEFMEHTbI.

- [lepexo0da HenocpedcmeeHHO K ea-
weli cihepe: kakue ocobeHHOCMU npucyuyu
¢paHwu3e 8 chepe uHOycmpuu Kpacomoi?

— ECTb 1 NO3UTVBHbIE, 1 CIIOKHBIE MOMEH-
Tbl. [lonoxuTenbHas 0CO6EHHOCTb B TOM, UTO
[NA OTKPbITVSA CBOEro HebosNbLIOro canoHa
He TpebyeTcsa HannumMe 60MbLIOrO NomeLle-
HVISI, CJIOXKHOTO 1 OPOroro o6opynoBaHus,
HEeT HeobXOAMMOCTN B COOCTBEHHOW 3KC-

c eropHa yxop 3a co60i, BHUMaHue K
(BOeMy BHelHeMy BUAY ABNANTCA
He TO/IbKO MUPOBbIM, HO U POCCUIICKUM
TpeHAoM. bbloTu-uHAYyCTpUA cTana
GbicTpopacTyLei 0TPac/bIo, HO ANA
T0r0, YT06bI 6bITH YCNELHbIM UTPOKOM
B 9TON Cpepe, Heo6XxoAMMO 3HATD eé
0C06eHHOCTH, @ CAMOCTOATENbHbII
BXop, TauT B ceb6e mHoro puckos. 0gHo
U3 ONTUMaNbHbIX peLueHuii — KynuTb
¢dpaHwuzy.

MepBblit canoH cTyaun maHukiopa
NailMaker Bar 6bin oTKpbIT B aBrycre
2016 ropa. bnaropaps skcnepTHOMy
noaxopy K BefieHuio 6usHeca
KOMNaHNA pacTéT 1 pa3BUBaeTcs,

3a LWeCTb NeT OHa CTana OfHNUM U3
KNIoYeBbIX UrPOKOB Ha pbiHKe MoCKBbI
32 CYET BbICTPOEHHOI CUCTEMbI
ynpasneHus. Mbl norosopunu

¢ Maprapuroii puropbeBoi,
ocHoBatenem cetu canoHoB NailMaker
Bar, 0 Tom, KaK 6bITb ycnewHbIM B
3710l Cdepe, Kakue NOABOAHbIE KAMHU
MOTYT OXXUAATb ppaH4ansu, u o
nepcneKkTUBAX ITOrO PbIHKa.

neptuse okasbiBaembix ycnyr. B NailMaker
Bar npocton n nérkuin 3anyck: ¢ MOMeHTa
noAnucaHns [oroBopa A0 NpasgHMYHOro
OTKPbITUA CasloHa NPOXOAUT BCero 45 fHen.

A Cpean CNOXHOCTE MOXHO OTMETUTD,
yTo Nto6OoN 6r3HecC B chepe ycnyr 3aBUCUM OT
nokasatens LTV (lifetime value — «kn3HeHHas
LIEHHOCTb»), T. €. 3apabaTbiBAaeT B 3aBMCKMO-
CTN OT TOrO, KaK JOSITO KOHKPETHbIA KIIMEHT
nonb3yeTcs ero ycnyramu. B Hawen cdepe 3a-
pabaTbiBaloT He NMpU NepBON NOKYMKe, a Toraa,
Korga ymaétcs Haponro yaepKaTb KIMeHTa.
Mo3ToMy Ha cTapTe Hago ObiTb FOTOBBIM K TOMY,
yTO BU3HEC He OyAeT MPUHOCKTL 3HAUNTESNTbHBIX
avBuaeHpoB. OgHAKO NpuY KaueCTBEHHOW MO-
HeTM3auuy ayautopun Janee [oxon HaunHaeT
CyLLeCTBEHHO pacTu. M ecnn B nepBble Tpu roga
JIOXOAHOCTb Hallero 6usHeca — 30% rogoBblx,
TO Janee oHa BblpacTtaeT 7o 60%.

- Hackonebko smom pbIHOK KOHKYpeHm-
HbIli? Ecmb U cMbIc/1 8X00UMb 8 Hez0 celivac?
- CyuwecTtByeT cBoero poga mMud o Bbl-
COKOWM KOHKYpeHLMM B OTpaciu, KOTOpbIA



CKnafblBaeTcA 13-3a TOro, YTo BOKPYr cebs
Mbl BUAUM MHOXECTBO CaflOHOB KpacoTbl,
CTyaui MaHuKiopa 1 np. Ho Bo-nepsbIx, Ha-
NMOMHEHHOCTb PblHKA CUNIbHO BapbupyeTcs
B 3aBMCUMOCTN OT PEervoHa, BO-BTOPbIX —
[aHHble UNCCNefOoBaHMIN MOKa3blBalOT, UTO
PbIHOK MHAYCTPUM KpacoTbl B Poccumn go crx
nop HaxogmuTca B pa3sButun. K noctoaHHOM
ayauTopumn notpebutenein canoHoB Kpaco-
Tbl NPUCOELMHARTCA HOBas, TaK KaK yxo[ 3a
coboli — 3To HapacTatowwmii TpeHA. KoHeuHo,
B CTOSIMLE, FOPOAAX-MUINIMOHHUKAX 3TW No-
KasaTenv 3amefnnianch, Ho B permoHax naért
CTabunbHbIN POCT.

B 60nblumMx e ropogax NoCTeNeHHo yxo-
AT C pblHKAa €QUHWYHbIE CaNIOHbI, HaCTy-
naet Bpems ceTel, Tak Kak oHW obnagatot
6onblINMK pecypcamm U BO3MOXKHOCTAMU
ANA pa3BuUTUA.

- A Ko20a co30aeanace KOMNAHUs, oHA
u3HayasabHO Oeniasia CMABKY HA paA3eu-
mue no ¢ppaHwiuze?

— Mbl HauMHanu C OTKPbLITUA OJHOrO ca-
noHa B MockBe y meTpo «MeHpeneeBckasn»
B 2016 roay, B 2017-m OTKpbInn BTOPOW, U
6U3Hec 6blN HACTONBbKO YAAUHbIM, YTO OfHa
13 HaLUUX MAcTepPOB 3axoTesla OTKPbITb CTY-
A0 MOA 3TUM »Ke 6peHIoM, Tak 1 poannach
npea ¢dpaHyansmHra. GakTmyeckn 310 6bia
NUNOTHBIV NPOEKT, Ha KOTOPOM Mbl YUUIIUCH,
coBepLlany cobCcTBEHHbIE OWMOKKM, COBEP-
LWeHcTBOBaNMCb. Korga mbl BbIlWAW Ha pbl-
HOK C MepBbIMY MakeTamu GpaHLK3bl, Ku-
eHTaMu 6binv Opy3bA 1 3HAKOMble, KOTopble
B HaC BEPUWIY, Y NOCTEMNEHHO Mbl MPULLNN K
aKTyanbHOMy ¢dopmaTty, KOTopbIi npepna-
raem cerofHA. Ha JaHHbII MOMEHT Yy Hac
26 dunranos, U3 KoTopbix 19 — ppaHUai3nH-
roBsble, ¥ elé TpU CTYAUN HAXOAATCA Ha CTa-
1N OTKPbITUSA.

- Kakue ocobeHHocmu ¢paHwu3bl
NailMaker Bar moxHo ebi0eniumes?
— CelMyac Mbl npepnaraem fBa nakeTta

bpaHWM3bl — 3TO Knaccuyeckas NapTHEP-
CKas Mofernb 1 UHBECTULMOHHAA dpaHLLn3a,
Korfa napTHEpP TONbKO BK/AAbIBaeT AeHbI!,
a pa3BuTYVE CaloHa 1 ynpaBneHve UM — No-

HOCTbIO Halla 30Ha OTBETCTBEHHOCTU. T
ABa dopmaTa yaauHo JOMOMHAT ApYr Apyra.
Mpu 3TOM B UHBECTULIMIOHHOW PppaHLUIM3e Mbl
TOXe NpeasiaraéM HecKosbKo BapuaHTOB —
Kak 100%-Hoe yyacTve B OTKpbITUN dunna-
na, TaK 1 fonesoe.

YTo KacaeTca Knaccuuyeckon ¢paHLm3bl,
TO Halla CUSIbHaA CTOPOHa — MOAAEPXKKa,
1 370 He npocTto cno.a. NailMaker Bar fo-
poXWT penyTauuein 6peHaa, 1 HaM BaXHO,
yToObl BO BCEX CasfioHaX KIWEHT nonyuvasn
O[lHAaKOBOe KauyecTBO YCNyr U CepBUCa,
nopdep»Ka BHYTpY CeTU HarnpassieHa Ha To,
yTOObI Kakaas CTyaus ynpasnanacb Ha Bbl-
COKOM YpOBHe.

Y KaxKporo napTHEpPA eCTb JINYHbLIN MeHe-
JPKep, Mbl MPOBOAUM eXXemeCAYHble ayauTbl
n dopmupyem peiTuHr dunmanos. Monactb
B BEPXHMWE CTPOKM PerTrHra He TONbKO npe-
CTUPKHO, HO 1 BbIFOAHO: MePBble TPU JIyYLLNX
dunmnana nonyyvarot ckugky Ha posntu. Ham
Ba’KHO PaCTUTb MAPTHEPOB BHYTPW CETU, UTO-
6bl OHU XOTeNV Pa3BMBATLCA BMECTE C HAMU.

Xouy caenatb akLeHT Ha MapKeTUHIOBOW
nopdepxke: y 6peHaa 6onbluas aygutopus,
LIMPOKaa CeTb KaHaNoB MPOABVKEHUSA, 1
NapTHEP cpa3y MOAKMYaeTCcA K Halemy
TpadurKy, Tak Kak MHOOPMaALUA O Kax[oMm
napTHEpPe HaXxoAUTCA Ha OAHOM CaliTe; HaL
dpaHuan3m cpasy nosyyaeT NOTOK yxe Cy-
LecTBYyOLE ayanuTopumn 6peHaa, nitoc go-
6aBnsaeTca HoBas, COOCTBEHHas.

BTOpOW1 BaXKHbI1 MOMEHT — COBCTBEHHbIN
KON-LEHTP, T. €. BCe NPOAAXKMN Mbl 6epéMm Ha
cebs. B nogpaspgeneHun paboTatoT BbICOKO-
ro YPOBHSA CreLManncTbl, KOTOpble MOCTOAH-
HO MPOXOZAT TPEeHUHrK. N KntoueBon noka-
3aTesib paboTbl KOM-LIeHTPa — KOHBEPCUA.

MbI nporpeccrMBHas KOMMAAHUA U NCMOMb-
3yeM OHNanH-TeXHONOrMM U AnA obLeHns ¢
ayauTopuen, U AnA aHanmsa, U Kak OCHOBY
ANA NPVHATAA peLleHnid No pas3BuTuio 6us-
Heca. Kaxxabli Haw napTHEP noaknoyaeTca
K aHanUTUYecKnm UndpoBbIM CUCTEMaM, a
Mbl Ha OCHOBE 3TUX AaHHbIX MOXeM NofCKa-
3aTb, UTO HEO6XOAMMO MCNPaBUTbL B YNpaBs-
neHvm dunmnanom.

YTto cerofHa BONHYyeT BCeX NMapTHEPOB —
3T0 nopbop nepcoHana. Mbl NONHOCTbIO 3a-

KpblBaeM 3Ty MOTPE6HOCTb Kak Npu OTKPbI-
™M ¢unvana, Tak M B npouecce paboTbl.
Y NailMaker Bar ectb co6CTBEHHbIN yuebHbIl
LeHTp 1 OTAen KafpoB, KOTOPbI/ OKa3blBa-
eT ycnyru Halima u obyuyeHus. PaspaboTtaHo
MHOXECTBO OHMNalH-KypCOB ANs BCeX KaTe-
ropuin COTPYAHNKOB.

Bce 3T Mepbl noafepKKM oYeHb LeHAT
Halum GppaHyari3n, 1 Ha JaHHbIA MOMEHT 50%
HaLVX NapTHEPOB OTKPbIN YKe NO BTOPOM
ctyaun NailMaker Bar.

- Kak ce200Hs, 8 HOBbIX 3KOHOMUYECKUX
peanusx, 6ydem pazgueamocs eawia cemo?

— Xouy OTMeTUTb, YTO YXOf C PbIHKa 3anag-
HbIX MPOW3BOAUTENEN NPOAYKLUMM, KOTOpas
Heobxoauma Ana paboTbl casioHa, Ha Hac
He oTpa3uncs. Ceityac NailMaker Bar nepe-
XOOWT Ha WUCMONb30BaHWe MaTepuanosB OT
OTEYeCTBEHHbIX KOMMaHWI, AnA KOTOPbIX
CErofHAWHAA CUTyauua CTafla LIaHCOM
06paTuTb Ha cebs BHUMaHWE, U OHWU 3TOro
[OCTOWHBI.

Mbi Hawnn npounssoautena B BopoHexe,
KOTOpPbIV BbIMYCKAEeT refib-aku OYeHb Bbl-
COKoro ypoBHsa nog 6peHgom ONIQ Smart
Solution. 3To npoayKuMA C BbIBEPEHHbIMY
dopmynamm 1 [OPOrUMK KayeCTBEHHbIMU
KOMMOHeHTaMu B cocTaBax. 1o KauecTBy mx
refib-naku faxe nyylle MHOTMX NonyspHbIX
3anafHblx 6peHAoB, 1 Mocsie 3HAKOMCTBA C
HMMM Y Hac Nponann BCceé COMHEHUA B TOM,
CMOXeM N Mbl 06e30MacuTb Halw 6usHec ot
BHELUHVX BAVAHUN.

Xouy oTMeTUTb elé OAWMH BaXHbIi MO-
MEHT: Hall Ou3Hec — BuW3yanbHas YCyra,
Korga B Poccun okasanucb nop 3anpetom
HeKoTopble CoLCeTH, MHOTME B HalleMm Gblo-
TU-Mype He Obiny K 3ToMy rotoBbl. Ho Mmbl
yXe HeCKOsIbKO NeT pa3BrBaeM LMPOKYIO
CeTb peKNlaMHbIX KaHanoB: akTVBHO NPOABU-
ranu canT B MOWCKOBMKAX, XOpOLWo npeg-
CTaBneHbl Ha KapTax C MPUKPenI&HHbIMY
pasmMelieHnaMN, T. e. NpucyTcTByem OyK-
BasibHO Be3pe. Mo3ToMy OKa3anucb roToBbl
1 K 3TOMy BbI30oBY. CeroiHs Mbl NnaHnpyem un
Janblue NpoABuUraTb Hawwy CTyAUN, UCMONb-
3ys BCE BO3MOXHble KaHarbl.

YT1o KacaeTca pa3BUTHA CaMol CETU, TO Mbl
naém no mopenn A03MPOBAHHOMO MacliTa-
6upoBaHMA GU3Heca, nepen Hamy He CTo-
UT 3ajaya GbICTPO 3axBaTWUTb TeppuTOpPUHU,
OCHOBHasA Lefb — KOMMepyeckasa Bblroga
ANA Hac 1 NapTHEPOB, NO3TOMY Mbl 3ddek-
TUBHO 3arofHAeM ayauTopuen Kaxkayto Jo-
Kauuto, BblAepKnBas nay3bl MeXay OTKPbI-
TUAMU.

B 2023 rogy Mbl nnaHvpyem OTKpbITb
10 HoBbIX ¢unmanos B Poccum n 3a pybe-
oM. 3To OyzeT Haw nepBbl 3apyOeXKHbIiA
OMbIT, TaK KaK CerofiHsA NnosABUICA 3anpoc Ha
POCCUICKMIN YyPOBEHb KayecTBa U cepBuca
13 Apmenun, Mpysun, Typuun, OAS n noasu-
JINCb NHBECTOPbI, TOTOBble pa3BuBaTb OM3-
Hec Ha 3TUX TepPUTOPKUAX, @ Mbl, CO CBOEN
CTOPOHbI, BCerga OTKPbITbl AN B3aVMOBbI-
rofHOro NnapTHépCTBa.
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T oday, self-care, attention to your
appearance is not only a global
but also a Russian trend. The beauty
industry demonstrates rapid growth,
but in order to be a successful player
in this area, you need to know its
specifics, and independent entry

entails lots of risks. The best solution is

to buy a franchise.

The first NailMaker Bar manicure
studio salon opened in August 2016.
Thanks to an expert approach to
doing business, the company grows
and develops, in six years it has
become one of the key players on the
Moscow market due to the developed

management system. We talked to
Margarita Grigorieva, Founder of the
NailMaker Bar salon chain, about
ways to be successful in this area, the
pitfalls franchisees can expect, and the
prospects for this market.

THE BEAUTY OF SUSTAINABLE

BUSINESS

- Despite the fact that the Russian
economy is going through not the easiest of
times, franchising is gaining momentum in
this country. What do you think this is about?

- First of all, investing in business at
the moment has become one of the most
affordable ways to preserve and increase your
capital. As a result of sanctions many business
ties were terminated, it has become impossible
to trade in foreign exchanges and so on. And
today people who have capital are virtually left
without a way to save it, because within a few
years we expect a rather high rate of inflation,
and in the long term these savings are in
danger of being devalued. Franchising helps
to preserve capital, while you have to invest
a small amount of money in the development
of the business. In addition, independent
start-up is a big risk, while franchisees receive
a ready-made business model, which gives
more confidence in turbulent times.

If we talk about promising markets in
franchising, I can confidently say that the
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service and catering sectors are areas with
constant demand, minimally dependent on
external influences. Nevertheless, buying
activity is now decreasing, and when choosing
a franchise, even in stable industries, you
should be guided by the price niche of the
brand, its target audience, and the situation for
this segment of the audience. In our NailMaker
Bar network, we differentiate our offerings in
order to reach all segments as much as possible.

- Turning directly to your field: what
are the specific features of a franchise in the
beauty industry?

- There are both positive and difficult
aspects. The positive feature is that to open
a small salon you do not need a large room,
sophisticated and expensive equipment,
there is no need for your own expertise in
the services provided. In NailMaker Bar is
simple and easy to start: it takes only 45 days
from the time of signing the contract to the
opening of the salon.

And among the difficulties we can say that
any business in the service sector depends
on the LTV (lifetime value), i.e. earns money
depending on how long a particular customer
uses its services. In our sphere, you earn
money not at the first purchase, but when
you manage to keep the client for a long
time. Therefore, at the start, you have to be
prepared for the fact that the business will
not pay significant dividends. However, with
high-quality monetization of the audience
further income begins to grow substantially.
And if in the first three years the profitability
of our business is 30% per annum, then later
it grows to 60%.

- How competitive is this market? Does it
make sense to enter it now?

- There is a kind of myth about high
competition in the industry, which is due
to the fact that we see a lot of beauty salons,
manicure studios, etc. around us. However,
on the one hand, the market saturation



varies greatly depending on the region, and
on the other hand - research data shows that
the beauty industry market in Russia is still
developing. The regular clientele of beauty
salons is joined by the new, since self-care - is
a growing trend. Of course, in the capital and
cities with population of millions of people,
these figures have slowed down, but there is
a steady growth in the regions.

In large cities, however, single salons
gradually leave the market, it is time for
networks, as they have more resources and
opportunities for development.

- When the company was created, did it
initially focus on franchise development?

- We started with opening a salon in
Moscow near the Mendeleevskaya metro
station in 2016, and in 2017 we opened
a second one, the business was so successful
that one of our specialists wanted to open
a studio under the same brand, which is how
the idea of franchising was born. In fact it was
a pilot project, on which we learned, made
our own mistakes, and improved. When we
entered the market with our first franchise
packages, our customers were friends and
acquaintances who believed in us, gradually
we came to the actual format that we offer
today. At the moment we have 26 branches,
of which 19 are franchisees, and three more
studios are in the process of opening.

- What are particular features of the
NailMaker Bar franchise?

- Now we offer two franchise packages —
the classic partner model and the investment
franchise, when the partner only invests
money, and the development and
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management of the salon is entirely our area of
responsibility. These two formats successfully
complement each other. In this case, in the
investment franchise, we also offer several
options — both 100% participation in the
opening of the branch, and a share.

As for the classic franchise, our strong point
is support, and it’s not just words. NailMaker
Bar carries about the brand reputation, and
it is important to us that in all the salons our
client receives the same quality service, that is
why the internal support is aimed at ensuring
that each studio is run at the highest level.

Each partner has a personal manager; we
carry out monthly audits and form branch
ratings. It is not only prestigious but also
profitable to get into the top lines of the rating:
the first three best subsidiaries get a discount
on royalties. It is important for us to grow our
partners within the network, so that they want
to develop along with us.

I want to focus on marketing support: the
brand has a large audience, a wide network
of promotion channels, so the partner gets
immediately connected to our traffic, because
information about each partner appears on
our website; our franchisee immediately
gets a stream of the already existing brand
audience, in parallel, new - their own clients
are attracted.

The second important point is our own
call center, which means that we take over
all sales. The company employs high-level
specialists who constantly undergo trainings.
And the key indicator of the call center is
conversion.

We are a progressive company and use
online technologies to communicate with our
audience, and for analysis, and as a basis for
decision-making on business development.

Each of our partners is connected to our
analytical digital systems, and we can use this
data to suggest what needs to be corrected in
the management of the branch.

What worries all partners today is staff
recruitment. We fully cover this need both
at the opening of the branch and in the work
process. NailMaker Bar has its own training
center and human resources department that
provides hiring and training services. Many
online courses have been developed for all
categories of employees.

All these support measures are very much
appreciated by our franchisees, and at the
moment 50% of our partners have already
opened a second NailMaker Bar studio.

- How will your chain develop in the new
economic realities?

- I'would like to emphasize that the leave of
some Western manufacturers’ of the products,
which are necessary for the salon’s work,
have not affected us. NailMaker Bar is now
moving to the use of materials from domestic
companies, for which the current situation was
a chance to pay attention to themselves, and
they deserve it.

We have found a manufacturer in
Voronezh, which produces a very high level
of gel lacquers under the brand ONIQ Smart
Solution. These products feature verified
formulas and expensive quality components
in their formulations. In terms of quality,
their gel nail polish is even superior to many
popular Western brands, and after knowing
them, we lost all doubts about whether we
would be able to defend our business against
external influences.

I would like to mention another important
fact: our business is a visual service, and
when some social networks were banned in
Russia, lots of members of our beauty world
were not ready for this. But for several years
we have been developing a wide network of
advertising channels: actively promoting the
site in search engines, well represented on
maps with attached placements, i.e. we are
literally everywhere. That is why we are ready
for this challenge. Today we plan to continue
to promote our studios, using all possible
channels.

As for the development of the network
itself, we follow the model of scaling business
in a measured way, our main goal is not to
rapidly capture some territory, the main goal is
commercial gain for us and our partners, so we
effectively fill each location with the audience,
maintaining pauses between openings.

In 2023, we plan to open 10 new branches
in Russia and abroad. This will be our first
foreign experience, as today there is demand
for Russian level of quality and services in
Armenia, Georgia, Turkey, UAE and there
are investors ready to develop business
in these territories, and we, in our turn,
are always open for a mutually beneficial
partnership.

27



{ .
' /
44
[/ Ef ; '-":.1""
2J/1IbAAP MUP3OEB: '

«OLDBOY - it
3AMEYATEJ bHOE MECTO |
A1 OT/INYHDbIX I'IAPHEVI»

a3BUTUe GppaHYaIi3MHIOBOro pbiHKa B Poccm nepexxuBaeT nepuos akTUBHOTO CTAHOBJEHUS.
(OpaHLK3a No3BoNAET OTKPbITb COGCTBEHHDI 6U3HEC B MUHUMANbHO CKaTble CPOKM NpU HeGonbLuux
¢uHaHCoBbIX 3aTpaTax. OAHaKo BCTAET Bonpoc BbiGopa GppaHium3bl. Kak BbIGpaTh GyayLLylo ceTb
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co6cTBeHHOro 6usHeca? Crout nu paccMaTpuBaTb HOBble HafnpaBJ/ieHUA NN cTaTb ﬂapTHéPOM

NpoBepeHHON CeTH, yxKe umeroLei coTHU Gunuanos? Mbl 061waemca ¢ BnagenbLem u reHepanbHbIM
AupekTopom mexayHapoaHoii cetn OldBoy Barbershop Inbgapom Mup3oeBbim u y3Haem, noyemy
¢paHyaiizu BbibUpatoT 6ap6epiuon ¢ MMPOBbIM UMEHEM.
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- bap6epwonesi OldBoy — npu3sHaHHbIl
¢hopmam 8bIcOKO20 cepsuca U «MyXCKO20
npocmpaHcmea» no ecemy mupy. CKau-
me, KAk 0deHO cyuwjecmeyem KOMNAaHus
U 4Yepe3 Kakoe epems noseusace uoes
¢paHyalizuH208020 HanpaeneHua?

— KoHuenuusa OldBoy — 3T0 uMcTo MycKas
TeppuTopusa. Takoro dopmara B 2014 rogy B
Poccun He xBaTtano, MMEHHO Toraa U 3apoau-
nacb vpea cospaHua odpaHwm3bl. Ham xote-
NOCb, YTOObI HALLW KIMEHTbI HE MPOCTO MoJstyya-
JIX YCITYrA BbICOKOTO KayecTBa, HO 1 nomnagani
Ha MY>KCKYH0 TEPPUTOPWIO, e BCE pacrionara-
1o Obl K paccriabneHnto: NHTepbep, pasBneve-
HYs, NpodeccrmoHanbHble Mactepa. Torga-To
1 MpULWia uaea co3patb MecTo, B KOTopoe s
cam xoTen Obl XOAWTb CTPUYLCA U YXaxMBaTb
3a 6opomon, ¢ NpPodeccroHarnbHbIM MOAXO-
[OM UMEHHO K MYXKCKUM MoTpebHocTAM. JTa
CeTb [J151 KIIMEHTOB BOCTPeboBaHa, MOTOMY YTO
OldBoy 3apekomeHaoBan cebs Ha pbiHKe Kak
OT/IYHOE MECTO [J151 OTNINYHBIX MapHEI.

- @panyalisuHz - 8bl200HOe Hanpas-
JleHUe pa3sumusi co8peMeHH020 pocculi-
CK020 npednpuHumamesibcmed, u 6ap-
6epwion ¢ MuposbiM uMeHeM 3aHuUMaem
O00Hy U3 JuoupylwWux no3uyuii cpedu
6u3Heca «nod ¢ppanwiusy». CKkaxKume, Kak
U3MeHUJICA pbIHOK (hpaHyati3uHaa 3a no-
c/1e0HUli 200 U U3MeHUJICA J1u 0719 8ac nop-
mpem nomeHYyuaibHO20 ppaHyatiau?

— be3ycnoBHO, pbIHOK ¢paHYyal3nHra B
Poccun TpaHchopmupoBanca 3a MUHYB-
WKW rof, OfHaKo MOPTPET GppaHyar3n and
OldBoy He n3ameHuncs. Hawymu naptHépa-
MW CTAHOBATCA oA, rOTOBble Pa3BKBATb-
CA BMeCTe C Hamu, CTaTb UfieHaMu OfHOW
6onbloii KomaHabl, cemby OldBoy. Haww
NPUVHUUMNbI COTPYAHUYECTBA CTPOATCA MC-
KMIOUMTENbHO Ha B3aVMMHOW MopdepKKe.
Tomy npymepom CTas Nepuos orpaHNYeHIN,
cBA3aHHbIx ¢ COVID-19. Mbl, Kak ynpasnsio-
Llas KOMMaHUA, MOMOIN HALWUM dpaHYyan3v
0bOpMUTb apeHfHble KaHUKYNbl 1 COKpa-
TUTb HaJIOroBble BblYeTbl. [TOMMMO 3TOro, Mbl

co3ganu obyvalolmin 1 pa3BrieKaTeNbHbIN
KOHTEHT B OHMaMH-NPOCTPaHCcTBe. Bcé 310
MO3BOJSIMIO HALIMM MapTHEPaAM COXPaHWUTb
CBOIO paboTOCMOCOOHOCTb 1 BbICTPO BOCCTA-
HOBWTb MOCELLAEMOCTb MOC/e CHATUA orpa-
HUYEHWI.

Mbl npegnaraem MosiHyl0 noanep Ky co
CBOEI CTOPOHbI. KoHcynbTMpyem nepeg no-
KynKov GpaHLLM3bl U HAa NPOTAXKEHUW BCErO
rnepuopa CoTpygHUYecTBa. B oTKpbiTom go-
CTyne Mbl NPefoCcTaBAseM CTaTUCTUKY BCEX
bunmanoB c KOHTaKTamu WX BragesnbLes,
pacyért okynaemocTu. [NosTomy Haww napt-
HEPbI MPEKPACHO 3HAIOT, 38 YTO OHU MAATAT,
KaKoW pe3ynbTaT OHW MosyvaioT 6narogaps
nopnepKe ynpasnstoLLen KoMnaHuu.

- @paHwu3a OelicmeumesnbHO NOMO-
2aem OGyoywum npednpuHumamensim
omKpbImb ceoli 6usHec yxe ce200HsA. 00-
HAKo He 8ce /1lodu o6nadarom 6usHec-ma-
JIaHMoMm, a MoXkem, U 06WUM NOHUMAHU-
em 6u3sHec-npoyeccos. Kmo cmanosumca
sawum ¢ppanyatizu? Kakue mpeb6oeaHusa
npeodwssaesiseme K kaHouoamam?

— TpeboBaHMI K KaHAVMAATaM HET, HO py-
KOBOZCTBO KOMMAHUN MHOTOKPAaTHO 06bAC-
HAET NoTeHUManbHoOMy dpaHuyansm, Yto ero
XKOET Ha MyTW Pa3BUTMA TOUKM, C KaKUMWU
HI0aHCaMM MPUAETCA CTONKHYTbcA. Korpa
nepen KaHAMAATOM NPefCTaBAsAeTCA NoNHasn
KapTWHa, OH HauMHaeT MOHVMaTb, CMOXET
NN yaepXaTbCsA B 3TUX OM3Hec-mpoueccax,
YyUnUTbIBasA CBOWN YpOBeHb MOArOTOBKMW. bus-
Hec «mno ¢paHLwwur3e» HenpocToli. / B nepByto
ouyepefb 3TO HEaBTOMATU3MPOBaHHbBIV TPYA,
Tpebyowunii akTUBHOro pa3sutua dunmana,
0cobeHHO B nepBbIi rog. [na ycnexa npeg-
npuATUA oT GpaHyar3n TpebyeTca nosHoe
rnorpyxeHume B OGU3Hec-mpoueccbl. U uyem
cepbé3Hee MapTHEP OTHOCUTCA K HUM, TeM
6onee nugupyowme novuuy GygeT 3aHu-
MaTb ¢unuan. Y Hac ecTb MAPTHEpPDLI, Yen
exemecsAYHbIli 060poT No ¢unuany HocTu-
raet ot 1,5 go 3 mnH py6neii. Kto pabotaet
Ha NMOHWXeHHbIX 060poTax — byaeT, COOTBeT-

CTBEHHO, Ha bonee HU3KUX nosnunax, 4em
nnpgepobl ceTn.

- Hecmompsa Ha noddepxKy ¢ eawel
CMOpPOHbI U 8bl200HbIE yC/108UsA COMPYO-
Huyecmea, y ecex Jioodell ciay4yaromcs
JKU3HeHHble mpyoHocmu. Bo3smoixxHa nu
makasa cumyayus, Ymo ¢paHyalisu He
cnpaeisiemcs co ceoeli 0essmeslbHOCMbIO,
8edb neped HUM nocmaeJsieHd 3ada4ya He
npocmo eecmu 6u3sHec, HO u npedocmas-
JIAMb nocemumeisiM ycJiy2u 8bicuie2o Ka-
yecmea? Cywjecmeyem /iU yHUeepcasb-
Haa O6u3sHec-moodenb OldBoy, komopas
noseosiiem paspewums MHoO2ue mpyo-
HOCMU HA nymu K ycnewHOMYy 8e0eHUuio
desamenbHocmu?

- Hawa komnaHusa, nomumo 6a3bl KOH-
TaKTOB M a/iropmnTMa paboTbl, NpefocTaBnseT
CcBOUM dpaHYaii3n BeCb UHCTPYMEHTapUiA, C
MOMOLLbIO KOTOPOro MOXKHO AOOUTBLCSA XKena-
emblx pe3ynbratoB. bonee 300 Hawwx napT-
HEPOB, BbIMOJIHASA TPebOBaHUA KOMMAHUW,
BbICTOANIN HA PbIHKE 1 YCMeLHO pa3BMBaloT-
cA. ECnn OTKNOHATbCA OT UHCTPYMEHTapus,
Mogenb paboTaTb He byaeT.

YT06bI MONYUNTH Pe3ynbTaT, HYXKHO:

* MOJIHOE NOrpYy>eHue B CBOE AeNo;

« BbIMOJIHEHVE TPeboBaHWI;

« XenaHue paboTaTtb 1 JOCTUraThb Lienen.

- Kakue 2no6aneHbie nnaHel 8bl cmasu-
me neped coboli?

- Ha cerogHswHwi geHb OldBoy siBnseT-
CA poccuinckon dpaHwmzon Gapbepluonos
Ne 1 B mmpe. Mbl y>e nugepbl, HO OCTaHaB-
JINBATbCA Ha JOCTUTHYTOM He cobupaemcs.
Y Hac ecTb 6onbLuMe NnaHbl no Poccum - yBe-
JIMYeHne Konmnyectsa Gunnanos v ynyuule-
HMe KauecTBa NpefoCTaBIseMOro cepBuca.

YBepeHbl, UTO HblHeLHAA MoMTMYecKas
1N SKOHOMMYECKasa HanpAXKEHHOCTb CrafeT,
6narogapsa AeNCTBMAM HaLlLEel CrIOYEHHOWN
KOMaH/bl Mbl MPOAOIKIM Pa3BUTE KOMMa-
HMW Ha PbIHKax MUpa.
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- OldBoy barbershops are a recognized
format of high service and “men’s space” all
over the world.

— The concept is that OldBoy is a purely
mens territory. In 2014 there was a deficit
of such a format in Russia, and that’s when
the idea of creating a franchise was born.
We wanted our clients not only to receive
high quality services, but also to enter “mens
territory”, where everything would be good
for relaxation: the interior, entertainment,
and professional craftsmen. That’s when
I came up with the idea of creating a place
where I myself would like to go to get my
beard cut and groomed, with a professional
approach to mens demands. This chain for
customers is highly appealing because OldBoy
has established itself in the market as a great
place for great guys.

- Franchising is a rewarding development
trend for modern Russian entrepreneurship
and a barbershop with a worldwide
reputation takes one of the leading positions
among “franchise” businesses. Tell us, how
has the franchising market changed over the
past years? Has the portrait of a potential
franchisee changed for you?

- Of course, the franchising market in
Russia has transformed over the past year, but
the franchisee profile for OldBoy has not really
changed. Our partners are people who are ready
to grow with us, to become members of one
big team, the OldBoy family. Our principles of
cooperation are based solely on mutual support.
A good example of that was the period of
restrictions associated with COVID-19. We, as
a Management Company, helped our franchisees
to obtain rent payment holidays and reduce
tax deductions. In addition, we have created
educational and entertainment content in the
online space. All of this allowed our partners
to keep their operations up and rapidly regain
traffic after restrictions were lifted.

We offer full support. We consult clients
both before the purchase of the franchise and

throughout the entire period of cooperation.
We provide open access to statistics of all
branches with contacts of their owners,
calculation of payback. Therefore, our partners
know very well what they pay for and what
results they get thanks to the support of the
management company.

- The franchise, indeed, helps future
entrepreneurs to start their own businesses
already now. However, not all people have
the business talent, or maybe even a general
understanding of business processes. Who
becomes your franchisee? What requirements
do you have for the candidates?

- There are no requirements for
candidates, but the management of the
company repeatedly explains to a potential
franchisee exactly what awaits them on the
way to developing the point, what nuances
they will have to face. When the candidate
is provided with a comprehensive vision, he
or she begins to understand whether he or
she will be able to hold on to these business
processes, given his or her level of training.
The business of “franchising” is not easy.
First and foremost, it is a non-automated

job that requires active branch development,
especially in the first year. A franchisee is
required to be fully immersed in the business
process in order to succeed. And the more
seriously the partner takes them, the greater
the leadership position the branch will
occupy. We have partners whose monthly
branch turnover reaches 1.5 to 3 million
rubles. Those who work on lower turnovers
will, accordingly, be in lower positions than
the network leaders.

- Despite the support from your side and
the favorable terms of cooperation, all people
have hard times in life. Is it possible that
a franchisee cannot cope with the activities;
after all, the task is not just to run a business,
but also to provide visitors with the highest
quality services? Is there a comprehensive
OldBoy business model that solves most of the
difficulties of running a successful business?

- Our company, in addition to our
contact base and operational algorithm,
provides our franchisees with all the tools
they need to get the results they want. More
than 300 of our partners, by complying
with the company’s requirements, have
established themselves on the market and
develop successfully. If you deviate from
the toolkit, the model will not work. To get
results, you need:

— full immersion in your business;

— fulfillment of requirements;

— willingness to work and achieve goals.

- What are your global plans?

- Today OldBoy is the number 1 Russian
barbershop franchise in the world. We are
already leaders, but we are not going to stop
there. We have big plans for Russia, which
include increasing the number of branches
and improving the quality of the services we
provide.

We are sure that the current political and
economic tensions will calm down and, thanks
to the actions of our united team, we will
return to our plans for further development
of the company on the world markets.
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- MHo20 51U ce200HA poccusHe mpamsam
Ha 0o6asku?

— PblHOK f06aBOK Ans 340p0oBbsA U Criop-
Ta MUCTOPUYECKN MOJENéH Ha ABe 4acTu: C
OfHOW CTOPOHbI — anTeKW, C ApYron — Becb
MacCMapKeT (BKMOYaa MapKeTnenchbl) u
cneuunanmsnpoBaHHbin petein. COBOKYMHO,
ecnn nocumtatb npogaxku bAJl, BuTamnHOB
N CNOPTUBHOIO NUTaHWsA, O6bEM pbiHKa 3a
2022 r. cocTaBun 6onee 160 mnpg, a NpupocT
K npegbigyliemy rogy — noutu 30%, npv 3Tom
cpeaHerofoBol NpupocT 6e3 yuéta nHobns-
unn 3a npepbigywme rofabl coctasnset 10-
12%, panbHenWnin POCT NPOrHO3MpPYyeTCA Ha
3TOM YpPOBHe (Torfa Kak o6LemMmMpoBoi pbi-
HOK PacTET B cpefHeM Ha 8% B rof).

RUSSIAN BUSINESS GUIDE {MAPT 2023}

- Kakue kananol npodaxx< Haubosnee 8oc-
mpe6oeaHbi?

- 81% nokynok BAJl cosepwaetca
odnaliH, Ha 3TO eCTb ABE OCHOBHblE NPUYU-
Hbl. [TlepBan — HegoBepue K npogaxam bA[]
yepes MHTEPHET, TaK Kak NoABUIOCb MHOTO
Heo6POCOBECTHBIX OHMAMH-NPOAABLIOB, C
KOTOPbIMU B MOC/IEAHNE TPY rofa akTMBHO
6opeTca PockomHaasop (3a6oOKMpoOBaHO
yXe HeCKONbKO AEeCATKOB TbICAY CCbUIOK).
K cnosy, BBeaeHne obs3aTesibHON MapKu-
poBku B 2023 rogy yperynupyeT 3TOT BO-
npoc, U OGONbLUMHCTBO «CEPbIX» WIPOKOB
yAAyT C pbiHKa.

Btopas — noTpebHOoCTb KnneHTa B npodec-
CUOHASIbHOW KOHCYNbTaLmm nepes noKynkowm.

5lb -
340pOBbIV
CTUMV ONS
bun3Heca co
CMbIC/TOM

B C(TpaHe pe3Ko BO3POC MHTEpeC K
30poBOMY 06pa3y XKuU3HU U CNOPTY, a
nocne naHgemun COVID-19 HapacTaet
TPeHA Ha NPEBEHTUBHYI0 MeANLIVHY.
Mpu 3TOM, NO UccnepoBaHNAM
3KcneptoB PAH, Tonbko 10-15%
HaceNeHnsA NoNy4aloT BUTAMUHDI U
HYTpPUEHTbI B Heobxoaumom o6béme.
Hapacratowaa nonynapHocrb

302K Ha ¢poHe HeOCTaTOYHO
c6banaHMpoBaHHOro NMTaHKA Bbi3Bana
pocT notpebnenus fo6aBok ana
3[10pOBbs KaK ;ONONHUTENIbHOIO
MCTOYHNKA NONE3HbIX J/1IeMEeHTOB ANA
opraHusma.

Mbi noroBopunu ¢ npeacTraBuTeNAMM
30X-unpycTpuu, ocHoBaTenamu
¢paHLIM3bI ceTM Mara3uHoB
BUTAMMHOB U CNOPTMBHOTO NUTaHUA
5Ib EkaTepunoi (kauek n Aprémom
bapa6aHoBbim, KoTOpbIe pacckasanu
0 COBPeMeHHbIX TpeHAax B 3Toll cpepe
6usHeca.

Takxe ceiyac ecTb TpeHA Ha pa3BuTUe
cneuvann3MpoBaHHbIX GOPMaATOB PO3HMY-
HbIX Maras3viHoB, rae paboTaloT SKCNepTbl MO
KOHKPETHbIM HarnpaB/ieHUAM.

A no gaHHbIM MUH3KOHOMpa3BUTUA, 060-
poT po3HMYHoW Toprosnn B FMCG B 6nu-
XKarwume rogbl No4PacTéT NpuMepHO Ha 3%
1 cTabununsmpyetcs.

- Ecmb nu celiyac pucku omHocumesibHoO
nocmaeok?

- Bo-nepsbix, cerogHa bA[] yxe BbiBege-
Hbl U3-M04 CAHKL WA,

Bo-BTOpbIX, €c/i roBOpUTb O Hac, TO B
CTPYKType npogax 5lb ceituac 6onee 70% —
3TO HAWW SKCKMO3MBHO NpeAcTaB/ieHHble



6peHabl n CTM, TakXKe pacLUMpsAeTcs accop-
TUMEHT Y IOKaNbHbIX MPOV3BOANTENEN.

B-TpeTbux, Ha TeKyLMIA MOMEHT Halla Ka-
Teropua ocBO60XKAeHa OT BBO3HbIX MOLUVIH,
eCTb BepOATHOCTb, YTO 3Ta npedepeHLms
6yneT npoaneHa.

Mo3Tomy 38eCb PUCKM Mbl CYUTAEM MUHK-
ManbHbIMU.

- Hackoneko evlzodeH celiyac 3mom
6usHec 8 Poccuu, Hem lu nadeHus cnpoca
u3-3d 3KoHomu4eckoli HecmabunbHocmu?

- Bbinuy pe3kue ckauky BeCHOW MPOLLOro
roga, 3aTem CuTyauus HOpManu3oBanach.
EcTb faxe uccnepnoBaHue «Pomumpy, Kotopoe
rOBOPUT O TOM, UTO J06GaBKM N1 3[0POBbA
BXOAAT B rpynny HU3KOW rOTOBHOCTY OTKa3a
HaceneHus B KPU3MNCHbIA NePUOA.

A ceiluac, B Hauane roga, faxe pagyert
POCT cnpoca Ha CNOpPTUMBHOE NUTAHWE Ha
¢doHe TOro, 4YTo NIOAM HAUMHAKOT AKTUBHO
BO3BpPALLATbCA K CMOPTUBHOW >KU3HW — 3TO
OTMeYvaloT 1 npeacTaBuTenn GUTHeC-MHAY-
CTPUW, W KOJEr 13 CMEXHOro CerMeHTa
TOBApOB AnA cropTa.

- Kakoea eawia ayoumopus u 8 4ém oco-
6eHHOCMb 8aWIUX MA2A3UHO8?

— Mbl nio6UM WYTUTb, YTO GaHOUKa oMme-
MM HyXXHa Ka)KgoMmy uTesnto nnaHetbl. Ho,
KOHEUHO, pa3Hble cerMeHTbl noTpebuTenen
BbIOMPAIOT Pa3Hble KaHasibl Af1A MOKYMOK.

MbI npoaaém BblcokoaddeKTMBHbIE f00OaB-
KW B LLEHOBOM CErMEHTe «CpefHUI+», Clieanm
3a TpeHZaMV M HOBUHKaMK B IHAYCTPUM 1 Ya-
CTO MOTOJIHAEM aCCOPTMEHT. Halua ocHoBHas
ayauTOpUA — 3TO aKTVBHBIE M OCO3HAHHbIE MOo-
Tpebutenu, 3a60TAlmMecs 0 CBOEM 340POBbe
1 CTPeMALLMECH K BbICOKOMY KauecTBY »KU3HU
1 OOCTUXKEHWNIO pe3ynbTaToB, B cpefHem 25-
45 neT, HO eCTb 1 COBCEM MOJIofble pebnaTa (Ko-
TOpble NPUXOAAT 3a 3L0POBO aNbTePHATUBON
TPaAVLUMOHHBIM CHEKaM) U JIIOAN MOXWUIOro
BO3PacCTa, YTO HE MOXKET He PafloBaThb.

Hawe knioueBoe oTnMuMe OT KOHKYpeH-
TOB — 3TO 3KCMEepTM3a: Mbl XOPOLIO 3HAEM
PbIHOK, OTOMpaem Haubosee WHTepPeCHble
1 KauyecTBEHHble MPOAYKTbl 1 rapaHTupyem
6e3onacHocTb. /I KOHeuHO, Bbicoualillas
KOMMETEHTHOCTb  HalWX  COTPYAHMUKOB:
KOHCynbTaHTbl 5lb npoxogat cepbésHbin
3Tan obyyeHwus, npexpe 4Yem BbIXOAAT B
TOProBbli 3as, Haw y4yebHbI LeHTp — 3TO
Halla ropfocTb, a eLé Hemasno COTPYAHU-
KOB VMEIT TMOJIHOLEHHOe 0b6pa3oBaHue
HYTPULMONOros — 6yabTe yBepeHbl, BaC Npo-
KOHCYNBTVPYIOT Ha BbiCLIEeM YPOBHe!

Bca npoagykuma B Hawen cetm umeet
Heobxogumylo cepTuduKaumio — 3To nep-
BO€ U He3blbnemoe TpeboBaHve Npu BBOAE
HOBbIX TOBAapPOB. TakXKe BCe NOoTeHUManbHble
HOBMHKM HalUW 3KCMepTbl paccMaTpuBaloT
¢ no3vummn 3ddEKTUBHOCTM: NPOAYKTbI-MY-
CTBILLKM He NOMajatoT K Ham Ha MOJIKK, BeAb
Mbl lefaemM CTaBKy Ha YOOBNETBOPEHHOCTb
KNMEHTOB U, KaK CNefCTBrE, UX JIOANbHOCTb,
BO3BPATHOCTb.

KoHcynbtaHTtbl 5lb B 06s3aTenbHom no-
pAfKke NpPoxoaAaT obyyeHvie Mo BCem Npo-
AyKTam, TecTmpytoT ux. bonee Toro, mbl no-
celjaeM NPoM3BOACTBA HALUMX KIIOYEBbIX
NOCTaBLUMKOB.

Kctatn, ocHoBom KPI y Bcex coTpyaHu-
KOB Hallel ceTu, a Takxe y NapTHEPOB
anaetca NPS (MHaeKc nosnbHOCTY KNneH-
TOB), KOTOPbI B 3TOM MecsALe yXe nepesa-
nun oTmeTKy B 98% — 3TO OYeHb BbICOKUN
nokasaTenib ANA PO3HULbI, @ JONA NOBTOP-
HbIX MOKYMOK Ha CerofHAWHNA AeHb npe-
BbllwaeT 65%.

- Bebl celivac akmueHo paseuseaeme
¢paHwu3y. B yém cocmoum eawe npeodno-
XeHue?

- Hawwum napTHépam Mbl nepefaém 6mus-
Hec-Mofenb MNof KoY, BKIOYas BCe Npo-
uecchbl 1 TexHonoruv. ®paHyansn nogksto-
YatoTca K 6ase 3HaHU y4ebHOro LieHTpPa, rae
6onee 250 KypcoB No BceM HamnpasfieHUAM
6U3Heca, a TaKXKe MoslyyatloT aBTOMaTU3NpPO-
BaHHYIO MaHesb YNpaBfieHNA CBOeN TOUKOM,
roe B pexume peanbHOro
BPEMEHM OTCNIEXMBAIOTCA BCe
meTpukun. Ecnn kakaa-to u3
HUX 3anajaeT, HalK cneyua-
NINCTbI MTHOBEHHO pearnpyioT
1 MOMOTalT «JOKPYTUTb» O
npeana. Y Hac paspabotaHa
cneumanbHas cucTeMa  OH-
6opavHra 1 TPEeKKHra, no Ko-
TOPOW Mbl MOSTHOCTBIO COMpPO-
BOX[JaeM MapTHEpa Mo Bcem
npoweccam 3anycka marasu-
Ha ¥ fanee B TeyeHue BCEro
nepuoaa CoTpyaHMYeCTBa.

Takxe ogHoOW 13 Hanbonee
LieHHbIX COCTaBAAIOWMX Mbl
CYMTaeM Hale coobLecTBO
napTHEPOB, rge MOCTOAHHO
NPOVCXOAUT O6MEeH OMbITOM,
CBEXVMU MAEAMM U FUnoTe-
3amu.

OpaHwrza 5lb He umeer
HUKaKNX CKPbITbIX MaTexen,
Mbl paboTaeM Ha NMpuHLUMNAXxX
NPO3payHOCT: Y Hac ecTb
POANTY, HO HET MPUBA3KM K
06bEMaM NOCTaBOK, HaLleHKM Ha ToBap mnu
MapPKeTMHIoBbIX COOPOB.

- Kakaa >koHomuka y ¢paHwu3ser?
CkonbKo 3apabameisaem ppaHyaiiau?

- Ha 3anyck TOproBow TOUKM C Hynsa B
cpegHem noTpebyeTcss OKONO 2 MIAH py-
6nel, cpeaHAn BblpyyKa MarasviHa B MecsL, —
1 MAH py6., peHTabenbHOCTb — 20-25%.

- Bawum ¢ppaHyalizsu moxkem cmame
no6ol?

- He noboli, HoO 3TO He 3HAuuT, YTo Tpe-
6yeTca KakoW-To onpenenéHHbli onbIT. Ab-
COJIIOTHO BCEMY Mbl YUMM U MOJTHOCTbBIO KY-
pupyem napTHépa, OyKBanibHO BeAs 3a PyKy
nepBble MecsLbl.

OpHaKo Ha BXoAe Mbl MPOBOAVM HECKONb-
KO 3TaroB WHTEPBbIO, C OLHOW CTOPOHDI,
4TOObI MOHATb, HACKOJIbKO YENIOBEK FOTOB
BOBJIeKaTbCA B OM3HeC 1 paboTaTb «BAON-
ryto», C Apyron — ytobbl GyayLmnii NapTHEP
MOHAN Hawy cuctemy paboTbl, HACKONbKO
emMy MOAXoAMT 3TOT 6u3Hec. Takxe y Hac
€CTb BO3MOXHOCTb CTaXXMPOBKM, MO UTOram
KoTopol 6yaywnii paHyansv nmeeT NpaBo
0TKa3aTbCA OT CAeNKU. Ham oueHb BakHO
Haxo4MTb MapTHEPOB, Pa3AensoWmnX Hally
NLEONOTVI0O U LEHHOCTW, U BbICTPauBaTb
NPOYHbIe OTHOLIEHUSA HA JONTUI CPOK.

- Nodenumece ceoumu nIAHAMU no pas-
sumuio.

- Ha Tekywmin MOMeHT y Hac 65 marasu-
HOB; [0 HefaBHero BPeMeHW Mbl KOHLeH-
TPUPOBaNUCb NpeumyLiecTBeHHO B Mock-
Be, 1 34ecb EMKOCTb NO3BONAET OTKPbITb
6onbluee KonmMuyectBo Touyek. OpHako ¢
3anyckom GpaHLLN3bl Mbl cAenany 60MbLUIO
Lar B CTOPOHY 3KCMAHCUW He TONIbKO B HO-
Bble pervoHbl Poccun, HO n B GAMXKHee

3apybexbe: Tak, Y Hac yxe ecTb dunmansl
B ApmeHun n lpy3un, rae ceyac oTKpbiBa-
I0TCA MOBTOPHbIE NIOKAUWKW, B OGAVXKaALWWA
rof NnaHUpyem BbINTY eLé Kak MUHUMYM B
Be cTpaHbl. Tem He MeHee pa3BuTne B Poc-
CMM OCTAéTCA NPUOPUTETHBIM, HE NCKNIoYad
MockBy 1 obnactb. bonee Toro, n3HavyanbHO
Mbl MIAHMPOBANM OTKPbIBaTbCA B ropogax
C HaceneHvem He MmeHee 300 TbIC. Yes., HO
eCTb MHOTO 3anpocoB 1 13 6onee mManeHb-
KUX: Hanprmep, Napy MecAueB Ha3aj y Hac
oTKkpbica dunmnan B KabapanHo-bankap-
ckoi Pecny6nuke B 1. MpoxnagHblli € Ha-
ceneHviem uyTb 6onee 50 TbiC. Yen. 1 no-
waabto 35 KB. KM. Ha 3TOM pbiHKe ecTb Bce
BO3MOXHOCTY 1151 POCTa, U Mbl cobrpaemcsa
1MW BOCMOJIb30BaTbCA.
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recent years there has been a growing interest in healthy lifestyle and sports in Russia, and following the
COVID-19 pandemic, there is a growing trend towards preventative medicine. At the same time, according

to RAS experts research, only 10-15% of the population receive the necessary amount of vitamins and nutrients. The
growing popularity of healthy nutrition and the lack of a well-balanced diet have led to an increase in the consumption of
supplements as an additional source of vitamins and nutrients.
We spoke with representatives of the health and wellness industry and the founders of the 51b vitamin and sports
nutrition franchise, Ekaterina Skacek and Artem Barabanov, who described the development of business in this area and
ways of becoming a successful player in it.

51D — AHEALTHY BOOST FOR
BUSINESS WITH MEANING

- How much do Russians spend on dietary
supplements today?

- The market for health and sports
supplements is historically divided into two
parts: pharmacies and, at the same time, the
entire mass market (including marketplaces)
and specialised retailers. Combined, if we count
sales of nutritional supplements, vitamins and
sports nutrition, the market volume for 2022 was
more than 160 billion rubles, and growth to the
previous year by almost 30%, while the average
annual increase excluding inflation in previous
years is 10-12%, further growth is expected to
remain at this level (while the global market is
growing at an average of 8% per year).

- What are the most popular sales
channels?
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- 81% of the purchases of nutritional
supplements are made offline, and there are
2 main reasons for this.

First, there is distrust in online sales of
nutritional supplements, because there are
many unscrupulous online sellers, who have
been actively suppressed by Roskomnadzor
over the past three years (tens of thousands
of links have already been blocked). By
the way, the introduction of mandatory
labelling in 2023 will resolve this issue, and
the majority of “grey” players will leave the
market.

The second is the client’s need for
professional advice before making a purchase.

There is also a trend towards the
development of specialized retail shop formats
that employ experts in specific areas.

And according to the Ministry of Economic
Development, retail turnover in FMCG will
grow by around 3% in the next few years and
stabilise.

- Are there any risks regarding supply
now?

- First, as of today, dietary supplements
have been exempted from sanctions.

Second, if we talk about us, more than 70%
of 51b sales now come from our exclusive
brands and CTMs, while the range of local
producers is also expanding.

The third thing to note is that our category
is currently exempt from import duties, and
it is likely that this privilege will be extended.

Therefore, we consider the risks here to be
minimal.



- How profitable is this business in
Russia now, is there no fall in demand due
to economic instability?

- There were sharp drops last spring,
but then the situation normalised. There
is even a Romir study which shows that
health supplements are in the group of low
willingness to abandon by the population
during the crisis period.

And now, at the beginning of the year, there
is even a welcome increase in demand for
sports nutrition on the back of the fact that
people begin to actively return to the sports
life — this is noted by representatives of the
fitness industry and colleagues in the related
segment of sporting goods.

- What is your audience and what is
special about your outlets?

- We like to joke that everyone in the world
needs a small glass of Omega.

But of course, different consumer segments
choose different channels for shopping.

We sell highly effective supplements in the
“medium+” price segment, we follow trends
and innovations in the industry and replenish
the range regularly. Our core audience consists
of active and health-conscious consumers who
strive for high quality of life and results, with
an average age of 25-45, but there are also
very young people (who come for a healthy
alternative to traditional snacks) and elderly
people, which is great.

Our key difference from our competitors is
our expertise: we know the market well, select
the most interesting and best-quality products,
and guarantee safety. And, of course, the
highest competence of our employees - our 51b
consultants undergo a serious stage of training
before they start selling, our training centre
makes us proud, and many of our employees
are also fully trained nutritionists — you can
be sure you will get the best advice possible!

All products in our chain have the necessary
certification: this is the essential requirement
for the introduction of new products, and all
potential new products are also examined by
our experts from an eficiency standpoint:
no dummy products reach our shelves,
because we focus on customer satisfaction
and, as a result, their loyalty and returns. 5Ib
consultants are trained in all products and
carry out tests. Furthermore, we visit the
production facilities of our key suppliers.

By the way, the basis of the KPI of all
employees in our network, as well as partners,
is the NPS (Net Promoter Score), which this
month passed the mark of 98%, a very high
figure for retail, and the repeat purchase rate
is currently over 65%.

- You seem to actively develop your
franchise at the moment. What is your offer?

- We give our partners a turnkey business
model, including all processes and technology.
Franchisees are connected to the training
centre’s knowledge base, with over 250 courses
in all areas of business, and also receive an
automated control panel for their outlet,
where all metrics are monitored in real time;

if any of them fall through, our specialists
react instantly and help them to “fine-tune”
to perfection. We have developed a special
system of onboarding and tracking, through
which we completely support the partner
throughout the entire process of launching
the shop, and throughout the entire period
of the partnership.

Also, one of our most valuable assets is our
community of partners, where experiences,
fresh ideas and insights are constantly being
exchanged.

The 5Ib franchise has no hidden fees, we
work on the principle of transparency: we
have a royalty, but there is no link to delivery
volumes, product mark-up or marketing fees.

- What are the economics of the franchise?
How much does the franchisee earn?

- On average, it will cost around
RUB2 million to launch a retail outlet from
scratch,

The average revenue of a shop per month
is 1 million roubles, with a profit margin of
20-25%.

- Can anyone become a franchisee?

- Not anyone, but that doesn’t mean that
any particular experience is required.

We teach absolutely everything and fully
supervise the partner, literally guiding him
or her by the hand in the first few months.

However, at the entry point we conduct
several stages of the interview, in order on the
one hand to understand whether the person is
ready to get involved in the business and work
“long tern1, and on the other hand to make the
future partner understand our working system
and to see if the business suits him or her. We
also have an internship opportunity, at the end
of which the future franchisee has the right to
refuse the deal. It is very important for us to find
partners who share our ideology and values, and
to build strong relationships over the long term.

- Share your plans for development.

- At the moment we have 65 outlets, until
recently we concentrated mainly in Moscow,
and here the capacity allows us to open a large
number of outlets, but with the launch of the
franchise we have made a big step towards
expansion not only in new regions of Russia,
but also in the near abroad: we already have
branches in Armenia and Georgia, where we
already open additional locations and in the
next year we plan to enter at least two more
countries. Nevertheless, development in Russia
remains a priority, not excluding Moscow and
the region. Moreover, we originally planned
to open in cities with a population of at least
300,000 people, but now there are many
requests from smaller cities: for example,
a couple of months ago we opened a branch
in the Kabardino-Balkar Republic in the town
of Prokhladny, with a population of just over
50,000 people and an area of 35 sq. km. So,
we are optimistic about the future.

L



36

«HEVIPOMWP» —
MIIP HOBbLIX BO3IMOXXHOCTEW

- lOnus EszeHbe8Ha, mak Kakx »<e Helipo-
mexHo/102uu Mo2ym NomMo4b 8 0ocmuxe-
Huu 6onbwWux pesyibmamos?

- Ecnn roBopuTb ynpowéHHo, niobas
AKTUBHOCTb Hallero C BaMu MO3ra Bblpa-
aeTcs B konebaHUmM MO3roBbIx BOJH. Kax-
Obl/l BUA MO3rOBbIX BOJIH OTPaXkaeT TOT Uin
VMHOW acneKT YyefloBeyecKkon AeaTeslbHOCTU.
Hanpumep, anbda-BosiHbI OTBEYAIOT 3a pac-
cnabneHHoe COCTOAHME, 3a penakcauuto.
beTta-BonHbl — 3a KOHUeHTpauuto. Herpo-
TEXHOMOrM NMOMOTalT HayYUTbCA OCO3HAH-
HO ynpaBnATb 3TMKU Npoueccamu. Kak 1o
nponcxoant? HemporapHuTypa cunTbiBaeTt
BOJIHOBYIO aKTMBHOCTb MO3ra, pa3pabo-
TaHHoe O obpabaTbiBaeT nepepaBaemble
[aHHble 1 BbIBOAMT NX Ha MOHUTOP B ayAuo-
BU3yasibHOW AoCTynHon dopme. Opuen-
TUPYACb B Hallem Cjlyyae Ha BUAEO Wn
ayamo, yenoBeK MOXeT YMpaBisaTb CBOUM
COCTOAHMEM — KOHLeHTpauuern wunu pac-
cnabneHvem. Ha moHuTOpe Bupeopsan wunv
ayAMOKOMMO3MLMA MEeHAeTCA, faBas Yeso-
BEKY 0bOpaTHylo CBA3b. [pyrmm crioBamu,
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TPEHVPOBKa C MOMOLLbIO HENPOrapHUTYpPbI
npencTaBnseT cobon Ans yeroBeka CBOEro
poga «dursnonormyeckoe 3epkasno», B KOTO-
pOM OTpaX<aloTCsA ero BHyTPeHHMe npoLec-
cbl. Ecnn HeobGXoaMMO nepekmounTbCa C
pabourx 3agay Ha JoMallHWe fena, HYXHO
6bITb PaccabneHHbIM — TPEHMPYETCA OJHO
COCTOfIHME, eC/i HeoOXoAMMa KOHLeHTpa-
uma — gpyroe. 310 KpalHe Nosie3HbIN HaBblIK,
KOTOpPbIV MomoraeT B yuébe, paboTe 1 nny-
HOW >KM3HW: YerloBeK CMOXeT 3GDEKTUBHO
CNpaBnATbCA CO CTPeccaMu, HEBHMMATESb-
HOCTbIO, YNyYlIUTb MaMATb, KOTHUTUBHbIE
cnocobHocTn. Ho camblii BaXHbIN HaBbIK, KO-
TOPbI MOXHO Pa3BUTb, — 3TO CNOCOOBHOCTbL
nepeknoyaTbCa MeXay COCTOAHMEM pac-
CnabneHvs N KOHLUEHTpauuy npakTuyeckn
MrHOBeHHO. [puruém yxe 6e3 HeporapHu-
Typbl; BblpabaTblBaeTCA CBOEro pofa HaBblK.
MeTtogonorus, Kotopas NpYHaaNeXuT Ha-
el KOMMaHUW, 1 BO3MOXHOCTU UCMOJIb30-
BaHUA HOBelLIero nNporpammHoro obecne-
YeHVA NO3BONAIOT BbIpaboTaTb Tako HaBbIK
3a KOPOTKUI cpok. [loctaTouHo 10-15 3aHs-

M O}HO N TPEHUPOBATb MO3T ¢
NOMOLUbIO HeiipoTeXHoNornii?
H0NKA CbIPOBA, ocHoBaTenb
¢epepanbHOii ceTU HENPOTPEHNHTOBBIX
ueHTpoB «Heiipomup», y6expeHa,

YTO HeMPOTEXHONOTUN — UHCTPYMEHT,
KOTOPbIii N03BONAET UCNONb30BaTh
BO3MOXHOCT CBOEro Mo3ra no
MaKcumymy u JOCTYb 60NbLLNX
pe3ynbTaToB B pa3HbIX (hepax KUHU.
A HelpOTPEHMHIYN CErofHA — 3TO eLUE n
613HeC C OrpoOMHbIMM NepCneKTMBaMH.
0 Tom, KaK HeipoHayKa nomoraeT
A06MBaTbLCA YCNEXOB U KaK Ha eé ocHoBe
MOXHO NOCTPOUTb dPPeKTUBHBIN OU3HeC,
mbl 1 no6ecepoanu ¢ l0nueit CbipoBoit.

10MIR

TV, YTOObI NONYUNTD OLLYTUMBIN LA XKN3HU
pesynbTar.

- 38y4yum eneyamnsaiouwje, HO HACKOJIbKO
makue mpeHUpoeKu mo3aad nonysnspHsl 6
Poccuu? Ecme nu cnpoc Ha Hux?

— Korga mbl OTKpbIM CBOW NepBbIA Tpe-
HWHrOBbIN LeHTp «Helpomup» B 2018 roay,
TO B Poccnn gencTBmMTenbHO Masno KTo 3Han,
KaK NPUMEHATb HENPOTEXHOIOTI B XKN3H.
CeropHa noan NPUXOAAT B HALLM LIeHTPbI 3a
peLueHemM KOHKPETHbIX 3aay, MMeoT npea-
CTaBJIeHME, YTO MOXKHO MOYYNTb OT TPEHVUH-
ros. B «<Henpomunpe» ecTb Kypcbl 4na pasHom
ayanTopun — ANA LWKOJSIbHUKOB, B3POC/bIX,
ans 6usHeca. bnarogapAa paspaboTaHHon
METOLO0NOrM KNNEHTbI, BUAA pe3ynbTaTbl OT
NPOXOXAEHNA HENPOTPEHUHIOB, PeKOMeH-
LYI0T 3aHATNA CBOUM 3HaKoMbIM. Bnocnegn-
CTBUN MHOTME N3 HUX CTAHOBATCA HaLMMU
KnneHtamm. Kak noKasblBaeT CTaTUCTUKA,
75% knueHToB «Hellpomupa» npuobpeta-
0T 1 Apyrue Kypcol komnaHun. Cnpoc, 6e3-
YCJIOBHO, eCTb, U OH pacTér. Korga-to Ha



KOHCYNbTaLMM K MCUXOsioraM Xoaunu
e[MHNLbI, CErofHA CrnpoC OrPoOMeH, Ta
e TeHAeHUMsA 1 C HEMPOTPEHUHIAMM.

- B Kakux c¢pepax celiyac 6onvwe
8ce20 socmpeboeaHbl HelipompeHUH-
eu?

— CerogHa OCHOBHOW yNnop B pa3BuTun
Mbl leflaeM Ha KOprnopaTuBHbIN B2B-cek-
TOp, FAe Hal NPoAyKT Hanbonee BOCTpe-
60BaH. B cepbé3Hbix KOMMaHWAX Aep-
XKaTcAa 3a BbICOKOKBANMOULUMPOBAHHbIX
COTPYAHWKOB. Mpr cOBpeEMEHHOM pUTMe
XKM3HW, BbICOKMX Harpy3Kax 4acTo HacTy-
naeT SMOLVOHasIbHOEe BbiropaHue, Korga
yXe He pafyloT HU BbICOKMe 3apnnaTbl,
HU gpyrve nooupenus. Ecnu takoi co-
TPYAHVK MPOKPACTUHUPYET UM BOBCE
YBOJbHAETCA, TO KOMMNaHWA HecéT 3Ha-
ynTenbHble yObITKA. Hawm nporpammbl
BECbMa Mose3Hbl AJiA NOBbILWEHWA MOTU-
BaLMU 1 NPOAYKTUBHOCTY KONNEKTNBOB.

MNpusBegy oavH npumep — Kenuc oT
KomnaHuy Aetna, amepuKaHCKOro cTpa-
XOBOFO TUraHTa, KOTOPbI BHeapwn
mindfulness-npaktuky ¢ ucnonb3oBa-
Huem HemporapHUTyp. OHN OTYMTaNUCh,
YTO BbIpyYKa C OJHOMO COTPYAHMKA Bbl-
pocna Ha 5000 gonnapos B rof, cTou-
MOCTb CaMOW cUCTeMbl Gbina B fecATKN
pa3 HuxKe. Poccuinckne 6nusHecmeHbl no-
CTEMEHHO TOXe yuyaTcsA cuuTaTb AeHbru
Ha TakoM YPOBHE, TaK YTO NOMyNApPHOCTb
HENPOTPEHNHIOB B Poccum pacTéT.

Cenuac «Hempomunp» BbinycKaeT Ha
PbIHOK HOBBIA NPOAYKT NOJA Ha3BaHU-
em «SPA pgns mo3ra», KOTOPbIN Kak pa3
1 npepHasHayeH Ans noafepKu MeH-
TaJIbHOrO 3[j0POBbA B PabOUNX KOMJIEK-
TmBax. COTPYAHUKM KOMMAHWA MOryT
NPOWTV aBTOMATU3MPOBaHHbIE TPEHWH-
r’M CaMOCTOATENIbHO, Aaxe 6e3 Hawumx
TPEHepOB, HO NPU 3TOM COTPYAHUKMU
«Hempomumpa» CONpPOBOXKAAIOT KANEHTa
B pamMKax 06paTHOW CBA3M, YTOObI Ha Bbl-
xofe MonyyYnncsa UMeHHO TOT pe3ynbTar,
KOTOPOr0 »KAET KOPNOPATUBHbBIN KINEHT.
epBbi 3anMycK 3TON NPOrpammbl NPO-
0éT B MmapTe 2023 ropa.

OTmeuy, 4TO, NOMMMO Pa3BUTUA OU3-
Heca B KOpPMopaTMBHOM CEKTope, Halla
KOMMaHUA MoJlyyaeT MHOFO 3anpocoB
OT YaCTHbIX LIKOJ, FAe 3a4aloTcs TpeHabl
CcoBpeMeHHOro obpasoBaHus 1 rge no-
HUMAIOT BaXXHOCTb Pa3BUTUA KOTHUTUB-
HbIX CMOCOGHOCTEN.

Kpome Toro, Mbl akTVBHO 3aHUMaeMcs
N MPOEKTHON feATenbHOCTbl. Hanpu-
Mep, MPUHMMany y4yactue B Nporpamme
«BTopoe AbixaHue», KoTopas 6bina pe-
anu3oBaHa QoHAOM MoAdepX KM couu-
anbHbIX NPOEKTOB Ha 6a3e CMOPTMBHOTO
Komnnekca «Moppgosus». [poeKkT npeg-
Ha3HaueH AN BOCCTAHOB/EHWA Mocne
nepeHecéHHOro UHCyNbTa, U B ero pam-
Kax 6blny NCMonb30BaHbl HaWW MeToAM-
KN 1 TexHonornn. «Hempommp» Takxe

peanunsoBan NpoeKkT B Hukeropoackomn
0o6nacTm - npuMeHeHVe HeNpoTexHOo-
norun Ana pogvtenen peten ayTuctu-
YeCKoro CrneKkTpa, C momoLlbto paspabo-
TaHHbIX HAMW TPEHUHIOB Mbl MOMOranu
poauTenam TakuMx peTel BOCCTaHOBUTb
CUSIbl, CMPaBUTbCA C 3MOLMOHANbHbBIM
BblropaHveM. Takve NpoeKTbl nonynsapu-
3UPYIOT HEMPOTEXHONOMN CPEAN CaMbIX
LUMPOKMX CIOEB Hallero obLiecTsa.

- Bol pazsueaeme ¢ppanyatiizuHe. Ha
pbIHKe HelipomexHosoaull yxKe noseu-
Nlacb KOHKypeHyusA ¢paHwus. B yém
npeumywecmea ¢paHwu3sel «Helipo-
mup»?

— OcHoBa Hallero pa3BuTus — cob-
CTBEHHaa MmeTojosiorma noc  6us-
Hec-mofenb «Hempomup» — OTIMYHO
MacwTabupyeTtca, He 3aBUCMT OT uUWC-
NEHHOCTV HaceneHus ropopa; pas-
paboTaHHas cucTema  HelTpanusyet
6GONbIINMHCTBO puUcKoB. [nsa 3anycka
LeHTpa «Helipomup» B CBOEM ropofie He
TpebyeTcA MHOIO BPpeMeHU U MraHTCKUX
BRoXeHun. Mbl pazpaboTanu npouenypy
3anycka oT NpeAnpOeKTHON NOATOTOBKM
[0 OTKPbITUA iBepell LieHTpa B CONPOBO-
XKIOEHMN ronoBHOro odrica KOMMaHUK; n
310 Bcero 35 aHell. PeHTabenbHOCTb Mo
Hallen moaenwu coctaBnaetr 67%, ecnu
BCE fenaTb Mo YETKO paspaboTaHHOM
cucteme. MapTHEPY AOCTAaTOUHO NPOCTO
B3ATb Hally roToByl Oun3Hec-mMonenb,
aBTOPCKYI0O METOHOMONMI0 1 HayaTb UX
MCMOJb30BaTh: BbIXO Ha OKYNaemocTb B
HebosIbLWNX ropofax cocTaBnseT 3-4 me-
cAUa, B KPYMHbIX — OKONO NOJyrofa.

Mpy 3ToM Mbl OfHa M3 HEMHOruX
KOMMaHWin, KoTopasa 3apermcTpupoBana
COOCTBEHHYIO TOProBylo Mapky. Takum
06pa3om, Mbl HeCéM OTBETCTBEHHOCTb
3a CBOW NPOAYKT, @ HalW NapTHEPbI OKa-
3blBalOTCA 3alUMLLeHbl. Y Hac yCTaHOB-
NeHbl TeCHble NapTHEPCKME OTHOLUEeHUA
C 3aBofoM «HenpobOTMKC», KOTOpPbIA
npor3BoaMT HoBelllee obopypoBaHue
1 BbIMyCKaeT AnA Hac 6peHaMpoBaHHOe
MO ¢ BOC-TpeHnpoBkamu. Mbl npepo-
CTaB/IsieM HaWyM NapTHEpam 3ddeKTnB-
HYI0 CUCTEMY TPEHWMHIOB, OCHOBaHHbIX
Ha aBTOPCKOWM MEeTOA0NOMMN.

M KoHeuHO, Mbl OKa3biBaeM NoaAep»K-
Ky Ha Bcex 3Tanmax. Moyt nmoctosHHoe
obyuyeHne, o6MeH OMbITOM U NpaKTW-
Kamu. Mbl nomoraem ¢paHyainsmn n B nx
NPOEKTHOW [eATeNIbHOCTY, COBMECTHO
pa3pabaTbiBas Nporpammbl. Bmecte c Ha-
WMMK NapTHEpPaMU ABAAEMCA YneHamu
pernoHanbHbix TN, «Onopbl Poccumy,
aKTUBHO B3aVMOJENCTBYA C 3TUMM Opra-
HU3aUUAMY, YTO CNOCOBCTBYET NPOABM-
»KeHuto 6r3Heca ¢paHUan3n B permoHax.
CeropHA Halla GpaHLLIM3a yXKe yCneLHo
pa3suBaetca B 20 ropogax Poccum, mbl
roToBbl K 6ofiee akKTMBHOMY MaclTabu-
poBaHuio.

073bIB ppaHyaiizu
MOJA HA XU13Hb C
HEWPOTEXHONOTMAMM

MapuHa Moxaesa,
napTHép komnanum «Heiipommnp»
BT. [lepmb:

«Kak cneyuanucma s
obnacmu ynpasneHus u
Ncuxos102uU MeHs 8ce20a UHMepecosasnu
UHHOBAUUOHHbIE MexXHO/102uu 8 pazeumuu
NomeHyuaaa 20/106H020 M032d U
KO2HUMUBHbIX CNOCOBHOCMeEU Yesio8eKa.
[Mocne 3Hakomcmea ¢ «<Hetipomupom»
peweHue Kynumse Ux (opaHwusy npuwisio
oyeHb bbicmpo. Hecmompsa Ha mo, 4mo

Ha pbiHKe bblu U Opyeue NPpeodioXeHUs NO
OMKPbIMUIO HelipOmpeHUH208bIX UeHMPOS,
umeHHo «Helipomup» npednazan yHuKabHele
bOC-mexHonozuu, npoOyMAaHHy dsmopcKyto
MemooOuKy, A yaudesia 8 N00Xo0e KOMNAHUU
6e32paHuyHble 803MOXHOCMU 0J18 pocma.

Y KoHeYHO, 8eCOMbIM 2pY30M HA Yauly 8eCO8

8 nosb3y «Helipomupa» ne2na xopowas
penymauyus.

Ce200HA Mbl passusdaemcs 8Mecme ¢ 20/108HOU
KoMnaHueu. Hac xopowo 3Haom & pe2uoHe,
Mbl A8/19€MCA AKMUBHBIM y4aCMHUKOM
MHO2UX COYUAIbHO 3HAYUMbIX NDOEKMO8

U nostyqaem nodoepXxKy om pe2uoHasIbHbIX
snacmed. Tak, 8 NPOWIOM 200y Mbl

NPUHAIU yH4acmue 8 UHMez2pupoB8aHHOM
MynbmumedutiHom npoekme [Mepmckou TTIM u
«PBK-lepmb» — «Moda Ha xu3Hb». K yyacmuto
8 HEM npuenawarom npednpuHuMamerneti

C UHMepecHbIMU 6U3Hec-udeamu, Komopsle
3auHmepecosaHel 8 MOM, Ymobbl UX

6u3sHec codelicmeosa’sl pa3suMuto pe2uoHd.
bnazodaps npoekmy Mol yyacmeyem 80 MHO2UX
bU3HeC-MeponpuUAMUSAX, MOXeM 00X004U8O
pacckazame o NoJsb3e HelipomexHos102uU,
nonysiapu3upo8ame Ux U NpusJsieyb HOBbiX
napmHépos.

Ewé 00uH npoekm, ycnewHo pedsiu308aHHbIl
lMepmckodu TI11 8 pamkax coenawieHus ¢
MuH30pasom [lepmcKozo Kpas, 8 KOMOPOM
Mbl moXe y4yacmayem, — «300po8be 8
npombiwsieHHOM 20pode». B ezo pamkax TII1
noddep>xugaem mogapsi U yciyau busHeca,
Komopeble cnocobcmeytom yKpensieHuo
300p08bA. A Umo Moxxem bbImb 8aXHee
MeHMasbHo20 300p08bA? B npowisiom 200y
Mbl OMKPbLIU HelipompeHUH208bIU KabuHem 8
000 «Kamckuli Kabesb», 8e0éM nepe2080opbI
Opy2uMu nepMcKUMU KOMNAHUAMU. IHmepec
K HaOM NOCMOAHHO pacmém, Hy a Mbl 20mo8bl
NpeodnoXume camvle nepedossie peuweHUsA u
paszsusamocA 0asbuie.
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it possible to train your brain with the help of neurotechnologies? YULYA SYROVA,

Is

neurotechnology is a tool that allows people to use their brain to the maximum and achieve great
results in different areas of life. Neurotraining today is also a business with great prospects. We

Founder of Neuromir, a federal network of neurotraining centers, is convinced that

talked to Yulia Syrova about the ways neuroscience helps to achieve success and the ways to build
an effective business on its basis.

NEUROMIR —
AWORLD OF NEW OPPORTUNITIES

- Mrs. Syrova, how does neuroscience help
to achieve great results?

- To put it simply, any activity of our brain
is expressed as brainwave fluctuations. Each
type of brain wave reflects one or another
aspect of human activity. For example, alpha
waves provide relaxation. Beta waves are for
concentration.

Neurotechnologies help us learn to manage
these processes consciously. How does this
happen? A neuro headset reads the brain’s wave
activity, and the software processes the data and
displays it on the monitor in an audio-visual
form. Based, in our case, on video or audio,
a person can control his or her state of mind -
concentration or relaxation. The video or audio
composition on the monitor changes, giving
the person feedback. In other words, training
with the help of a neural headset is a kind of
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“physiological mirror” for a person, in which
his inner processes are reflected.

If one needs to switch from work tasks
to household chores, he/she needs to be
relaxed - this is one state being trained; if
concentration is needed, it is another. This is
an extremely useful skill that helps in studies,
work and personal life — one can effectively
cope with stress, lack of attention, improve
memory and cognitive abilities. But the
most important skill that can be developed
is the ability to switch between the state of
relaxation and concentration almost in an
instant. Moreover, it is possible to develop
a skill of sorts even without a neuro-headset.
Our company’s methodology and the use of
the latest software allow us to develop this skill
in a short period of time. It takes just 10-15
lessons to get a tangible result.

- This sounds impressive, but how popular
are such brain training sessions in Russia? Is
there demand for them?

— When we opened our first Neuromir
training centre in 2018, there were really
few people in Russia who knew how to apply
neurotechnology in life. Today, people come
to our centres for the solutions to specific
problems and have a good idea of what they
can get out of the training sessions. Neuromir
has courses for different audiences - for
schoolchildren, adults, and businesses.
Thanks to the methodology developed,
clients, having witnessed the results of
neurotraining, recommend the classes to
their acquaintances. Subsequently, many of
them become our customers. As statistics
show, 75% of Neuromir’s clients buy our
other courses. The demand is undoubtedly



NEUROMIR

present, and it is growing. At one time only
a few people went to see a psychologist, today
the demand is enormous, and the same trend
is with neurotraining.

- What sectors are currently in the greatest
demand for neurotraining?

- Today, the main focus of our
development is on the corporate B2B sector,
where our product is needed the most.
Major companies hold on to highly qualified
employees. With the modern pace of life and
high workloads, emotional burnout often
takes place, when neither high salaries nor
other rewards are satisfying. If such employees
become procrastinators, or quit their jobs, the
company suffers losses. Our programmes are
very useful in increasing the motivation and
productivity of teams.

Let me give you an example: the case of
Aetna, the American insurance giant, which
implemented mindfulness practices using
neuro headphones. They reported that revenue
per employee increased by $5,000 a year, while
the cost of the system itself was dozens of
times lower.

Russian businessmen are gradually learning
to count money at this level too, so that the
popularity of neurotraining in Russia is
growing.

Neuromir is now launching a new product
on the market called “SPA for the Brain’, which
is precisely designed to support mental health
in a work collective. The employees can take
the automated trainings themselves, even
without our trainers, however, Neuromir’s
specialists will provide feedback so that the
end result will be the one the corporate client
expects. The first launch of this programme
is scheduled for March 2023.

I would like to stress the fact that, in
addition to business development in the
corporate sector, our company receives many
requests from private schools, which set the
trends for modern education and where the
importance of developing cognitive abilities
is understood.

In addition, we are also actively involved
in project activities. For example, we took
part in the Second Breath programme,
which was implemented by the Social
Projects Support Fund on the basis of the
Mordovia sports complex. The project was
designed for post-stroke recovery, and our
methods and technologies were used in it.

Neuromir also carried out a project in the
Nizhny Novgorod region that included the
use of neurotechnology for parents of children
on the autistic spectrum; with the help of
training sessions developed by us, we helped
the parents of such children to recover and
cope with emotional burnout. Such projects
popularize neurotechnology among the widest
sections of our society.

- You develop franchising. Competition for
franchises in the neuro-technology market is
already observed. What are the advantages
of the Neuromir franchise?

- Our own methodology + The Neuromir
business model offers excellent scaling, does
not depend on the size of the city population,
the developed system neutralizes most of the
risks. It does not take much time and huge
investments to launch Neuromir in your
city. We have elaborated a launch procedure
from the preliminary design to the opening
of the doors of the centre, supported by
the company’s head office, and it takes only
35 days. The profit margin on our model
is 67% if everything is done according to
a well-defined system. The partner can simply
take our ready business model and author’s
methodology and start using them - the
payback period is 3-4 months in small towns
and about half a year in large cities.

At the same time, we are one of the few
companies that have registered our own
trademark, so we are responsible for our
product and our partners are protected. We
have established a close partnership with
Neurobotics, which produces state-of-the-art
equipment and branded biofeedback-training
software for us. We provide our partners with
an effective system of training based on the
author’s methodology.

And, of course, we support our partners
at every stage. We provide ongoing training
and exchange of experience and practices. We
also help franchisees in their project activities
through joint programme development.
Along with our partners, we are members
of the regional Chambers of Commerce and
Industry and Opora Russia, and we interact
actively with these organizations, which helps
to promote the franchisee’s business in the
regions. Today, our franchise has already
been successfully developed in 20 Russian
cities, and we are ready for more active
scaling.

The feedback from the franchisee
FASHION FOR LIFE WITH
NEUROTECHNOLOGIES

Marina Mozhaeva, Partner
of Neuromir in Perm:

“Being a specialist in
management and
psychology | have always
been interested in innovative technologies
that help to develop the potential of
human brain and cognitive abilities.

The decision to buy their franchise came
very quickly once | became acquainted
with Neuromir. Despite the fact that

there were other offers on the market

to open neurotraining centres, it was
Neuromir that offered unique biofeedback
technologies, thought-out author’s
methodology, | saw in the company’s
approach limitless opportunities for
growth. And, of course, these factors were
a considerable contribution to Neuromir’s
good reputation.

Today we develop together with the
parent company. We are well known in
the region, we are an active participant in
many socially important projects and we
receive support from regional authorities.
For example, last year we took part in an
integrated multimedia project of the Perm
Chamber of Commerce and Industry and
RBC-Perm “Fashion for Life". Entrepreneurs
with interesting business ideas, who are
committed to ensuring that their business
contributes to the development of the
region, were invited to participate. Thanks
to the project, we participate in many
business events, we are able to explain the
benefits of neurotechnologies, popularize
them and attract new partners.

Health in an Industrial Town is another
project successfully implemented by the
Perm Chamber of Commerce and Industry
within the framework of an agreement
with the Ministry of Health of the Perm
Region in which we are also involved.
Within its framework, the Chamber

of Commerce and Industry supports
products and services of businesses

that promote health. What can be more
important than mental health? Last year
we opened a neuro-training room at
Kamsky Kabel LLC, we also negotiate with
other Perm companies. The interest in us
is constantly growing, and we are ready
to offer the most advanced solutions and
develop further.”
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I hub college — eauHcTBEHHDIN B Poccun
Konneax MHGOPMaLNOHHBIX TEXHONOTMIA,
KoTopblii paboTaer no metogonoruu
6u3Hec-opueHTMpoOBaHHOrO 06yueHns.
(TyneHTbI NONyyaloT onbIT paboTbl BO
BpemA Y4é6bl, BbINONHAA 3aKa3bl peanbHbIX
IT-komnanuii. IThub — Tpenpmeiikep B
chepe cpeaHero npopeccuoHanbHOro
o6pa3oBaHua, narmaHcKuit NPoOeKT Lienoii
06pazoBaTeNbHOI IKOCUCTEMbI, HaLeNeHHON
Ha KauyecTBeHHble U3MeHeHNsA B 06yyeHun
IT-npodeccuam. Bxogut B Ton-25 KpynHemwmx
EdTech-npoekToB no Bepcuu Smart Ranking.
B nnanax IThub — mowHoe pacnpoctpanenune
KOHuenuun 6u3Hec-opueHTMpOBaHHOIO
06yueHua B pernoHax Poccun ana pasutua
3KOHOMMUKM CTPaHbl U GbICTPON MOATOTOBKU
Kapgpos ana IT-orpacnu. Kak oTKpbITH
KONNeK B CBOEM ropoie 1 B YéM 0C06€HHOCTb
o6pa3oBaTenbHoil GpaHILK3b] — 06 ITOM Mbl
NoroBOPUNN C AUPEKTOPOM 1 OCHOBaTeNeM
IThub college Muxaunom CymbaraHom.

Muxaun CymbaTtsaH o ppaHwumse koaneaxa IThub:

«bN3HEC, KOTOP
OBbPA3OBATEJIbE
POCCW K JTYY LU

I MEHAET
YHO CVICTEMY
MY, —2TO TTPO HAO

- Muxaun, cKonbKo ece2o Kosneoxel
noo 6peHdom IThub pabomaem ce2o0Hs 8
Poccuu?

— Mbl oTKpbIIM KonnepgX B MockBe B
2017 rogy, n yxe yepe3 Tpu roga — nu-
noTHbn dununan B EkatepuHbypre. Torga
ypanbcKkue CTyAeHTbl YYUNUCb OHNalH Y
MOCKOBCKUX npenogasaTenen. Ha cnegyto-
WA o4 Mbl 3aMyCTUN TaM MOSIHOLLEHHbIN
KonnedX ¢ odnanH-obyueHem. Janbe —
6onbue: konnegx B PoctoBe-Ha-[loHy, Bna-
anBocToke, Maxaukane. B atom rogy mbl
nnaHupyem OTKpbITb dunuansl C ctonuue
WHrywetnn Marace, B CraBponone, Tyne,
KasaHu, Hanbumke n B ppyrux permoHax
Poccun. Mbl OTKpbITbl AN NpeanoXeHnam
U paccMaTpuBaem BCeX, KOMY WHTEPECHO
pa3BuBaTb MMMAKT-6M3HEC B CBOEM perno-
He. YMCno CTygeHTOB C KaxAblM rofom
pacTéT. MNepBbit Habop 6bin Ha 70 YenoBek.
MpAamo cenyac No Bcemn CTpaHe y Hac yunT-
ca yxe 3000 cTygeHTOB. A panblie naaHbl
NpOCTble — PAa3BUBATHCA Ha MOJIHYIO MOLLb.

RUSSIAN BUSINESS GUIDE {MAPT 2023}

B TeueHune nAaTM net mbl XxoTnM yBrgeTb 40
HalX ppaHYaN3NHIOBbIX OTAENEHWIA.

- lMouemy, kak ebl Oymaeme, y 8dc 8cé
nony4yumca?

- Konnepx s OTKpbl1 He MpPOCTO Tak: A
MHOrO K3y4yan BOMpoC, cam pabotan u B
6u3Hece, 1 B 06pa3oBaHNM (rocydapCTBeH-
HOM), e3gun no mupy. MHe 6bifo BaXXHO
co3pgatb Konnemk B Poccum, Kotopbiin byget
oTBeuyaTb MMPOBbLIM CTaHAapTam. Ha ocHo-
Be onbiTa paboTbl B roCyAapCTBEHHOM KOJl-
neke A NMOHAN U y4én MHOTMe MPOoLecchl,
chopmupoBan BuaeHie HOBOrO Koniemxa.
Mbl BCE cpenanu no-gpyromy: noctpounuv
06pa3oBaTeNbHYl0 3KOCUCTEMY, OCHOBAH-
Hylo Ha 6u3Hec-npoueccax. Moé BTOpoe
BbiClee 0bpa3oBaHMe — NCUXONOTNYecKoe.
3TO MOMOINIO MHe B COefMHEHWUW My4LInX
MUPOBbIX 00pa3oBaTeNibHbIX MPAKTUK C
onbITOM pPaboTbl B MeXAyHapofHOM 6u3-
Hece n poccuickom CIrO, BO BHeppeHuun
B 6V3HEeC LeHHOCTHOro nogxoda v MUCCUu

YenoBeKOLEHTPUYHOCTM. Tak monyuunca
IThub — yHMKanbHbIN KonneaX, KOTopbI He
NPOCTO «APYroM», OH OYeHb HYXeH cenyac
MOE€W CTpaHe.

MbI OTKpbINN KoNnemak Kak UMMNaKkT-61sHec,
KOTOPbI yKe MEHSIET BCIO 06pa3oBaTesibHyo
cuctemy B Poccum, napagmrmy CINO B yacTHO-
ctn. OpaHwwmsa IThub nogxoaut Tem, Komy He
BCE paBHO, TeM, KTO 6ecrokouTca o byayLuem,
Tem, KOMy Ba)KHO AefiaTb 06LLIEeCTBEHHO 3Ha-
yMMbIn 6u3Hec. Hawa ¢paHwrsa saBnsercs
MUMNaKT-OM3HeCoM B YCNOBUMsX, Korga Obl-
CcTpaA noarotoBka IT-kagpoB Kak HuKorga
HY>Ha SKOHOMWUKe. ITOT TpeH OyneT Tonb-
Ko pactn. LudposBumzauma ¢ Hamm Haecerga.
[MosToMy 1 HY>KHO [eliCTBOBaTb MPAMO Cel-
yac, YTo Mbl 1 ieNnaem.

- Kak 6yoywuti napmuép domkeH omee-
mume cebe u ceoum uHeecmopam Ha 8o-
npoc: noyemy umeHHo ¢pparHwiuza IThub?

- 3aHumatbcA IT-o6pasoBaHemM BbIrod-
Ho. Kpome Toro, uto Hawa ¢paHwmrsa byget



MHTepecHa TeM JI0AsAM, KOTOpble FOTOBbI
BKNaAblBaTbCA B MMMAKT-OM3HEC, BaXHO
NoHMMaTb, YTo IThub - 3TO He TonbKo couu-
anbHbI BKNaZ B pa3BUTME PErMOHA, HO eLlé
1N ouyeHb 3bdeKTUBHAA OBU3HEC-MOLENb, KO-
TOpas NoKasblBaeT ABYKPATHbIV POCT.

Mbl HaxogMmcA B PpenTUHre KpynHew-
wux Edtech-komnaHuin Ha 25 mecTte. B 3Tom
penTuHre, KPOMe Hac, HET HU OJHOrO Kose-
oxal / mbl He npocTo Konneax. Mbl 61u3Hec-o-
PVEHTUPOBAHHLIN  KonnedK. 88% Hawmx
BbINYCKHMKOB paboTaloT Mo crewumanbHOCT/
B TaKMX BeOyLLMX KOMMNAHUAX, Kak «[a3npomy,
«Kpok», MTC, «Camonét», RUSEIM.

Y Hac cBoa LXP-nnatdopma, koTopyto
pa3pabaTbiBaeM CBOVMMMU CUSIaMU BHYTPU
Hawwem IT-komnaHun. Co CTyaeHTaMu, KOHeu-
Ho! Y nnatdopmbl HET aHaNoros, 310 MpPO-
CTPaHCTBO ANA OByuYeHUsi C HaKomnseHrem
apTedaktoB (MpoekToB Ans nopTtdonuno),
ounbpPOBKOM KOMMETEHLUI, renmndrKaum-
el 1 BO3MOXHOCTbIO MOHeTM3aLMn HaBbl-
KOB.

- Mpownbiii 200 ebIOasIcA CNIOXHbIM 0N
6u3Heca, kKak oH npowén y eac?

— HecmoTps Ha caHKUUM 1 SKOHOMUYe-
CKMI cnag B cTpaHe, B 2022 rogy Bblpyyka
yBenuuuiacb noyTy B ABa pasa. Bcé npocrto:
NIOAN He CKOHHbl SKOHOMUTb Ha obpaso-
BaHUW fieTel, a eLé CcTano ACHO, HACKONbKO
BOCTPeOOBaHbl Ha pblHKe TpyAa CerofHs
IT-cneumanucTbl. Mbl npegnaraem GbICTPbIN
BXOf B npodeccuio, nosiyyeHre onbita BO
BpemMs Y4ébbl, KOMbOPTHYIO Pa3BMBAIOLLYIO
cpeny. Ha cerogHAWHNA AeHb Y Konnegxa
60onee 500 BbINYCKHUKOB, KOTOPbIE YCNeLIHO
paboTatot B IT- uHpycTpUn 1 6usHec-cpege.
B npouecce Habopa MEPBOKYPCHUKOB Ha
2022-2023 yyebHbIN rog Kaxkaan nAtas 3ans-
Ka Ha 0byueHue npuwuna Yyepes capadpaHHoe
paauno, uto Ha 30% 6osibLie, YeM FOLOM pa-
Hee. Bce 3To roBopuT O BICOKOM AOBEPUN K
6peHay, ero NONOXKUTENbHOW penyTaLuu.

- Kmo oH - eaw udeasnoHbiii napmHép-
¢paHuyatizu? Komy ebl MoxKkeme 0ogepumeo
ceoli 6peHo?

— BaxHO MoHMMaTb: Mbl paboTaem ¢ noa-
pocTKamy, [OBEPUBLUMMY HaM CBOE OGyay-
wee. [na npepnpuHMMmaTtens 3TO MOXeT
ObITb GU3HEC, KOTOPBIN MOXKET «MONTU» UK
«He MONTU», HO AnA pebAT yuéba B Konne-
[Ke — 3TO NepBOe BaXXHOE peLleHne B »KU3-
HW. OTO 6oNbLUas OTBETCTBEHHOCTb, MO3TOMY
Mbl OCTOPOXHO PaccMaTpriBaeM BCe 3asBKMU.
300pOBO, KOrfa ecTb OMbIT 3anycka o6pa3o-
BaTesIbHbIX QpaHLIM3: Hanpumep, B chepe
[ETCKOro [OoMOJSIHUTENbHOrO 06pa3oBaHus.
OHU y»Ke 3HaloT, KaK BCé 3To pabotaeT. Vim
HY>KHO TOJNbKO AaTb KOHLENLMIO, METOA0M0-
ruio, BU3yanusauuio 6peHaa — 1 BCé pabota-
eT. ipyron Bua napTHEPCTBA — COTPYAHUYE-
cT1BO C IT-KomnaHwen, Kak y Hac Nony4nnocb
B EkatepuHbypre. He xBataeT Kagpos? Tak
[aBaniTe ux BMmecTe pactutb! Bcem xopouio:
CTYAEHTbl YUYaTCA Ha peanbHbIX NMPOeKTax, a

6U3Hec yTonseT CBON KaapoBblli ronogd. 31o
Knaccumyeckasa win-win cutyauus.

- A eciu Hem oneima ¢paryalisu e 06-
pa3zoeaHuu unu s IT?

— B nobom cnyvae, gaxke ecsiiv HeT onbl-
Ta B oOpa3oBaHWM, Hal MapTHEP AOKeH
XOTeTb CO3AaBaTb LIEHHOCTHOW 6GusHec. Bbl
co3aaéTe LeHHOCTb JII0AAM, KOTopble yepes
5-10 net 6ypyT paboTaTb y BacC B pervioHe.
Ecnn Bbl 3anoxunu niogam npaBuiibHble
LleHHOCTK, TO OHM ByayT KpyTbiMU cneuua-
NINCTaMK, OCTaHYTCA pa3BMBaTb PErvoH, by-
AyT genatb Mup nydwe. MHe Ba)kHO, 4TO6bI
3Ta NOTPebHOCTb Y NapTHépPa 6bina. 3To He
npocto 6usHec. KonnemX — CNOXHblA Ye-
NOBEKOLIEHTPUYHbIV NPOAYKT. Mbl AOMKHbI
O[1IIHAaKOBO CMOTPETb Ha 3TV Belr 1 UMeTb
MoXoXue LLeHHOCTU.

YenoBeKoLEeHTPUYHOCTb — 3TO MPO CYa-
cTbe. Muccua y Hac Takasa! [ina aToro Bcé — n
cBo60a, 1 pednekcns, 1 TMYHOCTHBIN POCT,
1 NprHUMaloLwWwan atmocdepa, U AOCTyNHas
cpepa. [axe B3ATb NpodHaBMrauuio: Mbl
[aéM CTyieHTaMm Bbl6VpaTh, MEHATb Hanpas-
neHus, nckatb ceb6a. Ecnv Bbl He roToBbl K
TakKoW TMOKOCTW, aKaJemMnyeckon Mobunb-
HOCTW — HET, He MONYUYNTCA Y HaC COTPYAHU-
yectBo. Ho A BCé uvalle BMXY, KaK 3aropa-
I0TCA rNasa y TeX, KTO AelCTBUTENIbHO XoueT
3anycTuTb ApanBoBblil 6u3sHec! [dpaiiB Mbl
obecrneunm, MoXKeTe He COMHeBaTbCH.

- Ymo nonyyaem napmHép-¢ppanyaiizu?

— OH nonyuvaet BHeapeHune mogenu IThub
college, HaunHas OT MeTOLOMOMK, 3aKaHuW-
Bas Cpefoi 1 noaxofom K obyueHuto. Mapt-
HEp-dpaHya3n OTKPbIBAET MUHU-KOMUIO MO-
CKOBCKOTO Konnedpka; Utobbl 3TO Clyymsioch,
Mbl OKa3blBaeM BCECTOPOHHIO MOALEPMKKY:
romoraeM C MapKeTUHroM 1 ¢rHaAHCOBOM
MOAenbto, nepefaém CBOKO METOLOSONMIO,
METOANYECKMI KOMIMEKC, OTKPbIBAEM AOCTY
K Hawen nnatpopme LXP IThub, nomoraem c
NLEH3VPOBAHNEM, KOHCYNBTUPYEM MO Mnop-
60py npenoaasaTenbcKoro coctaBa. Ho camoe
Ba)KHOe — Mbl  OOy4aeM CrneLuanvicToB neaa-
rormyeckum ckunam, Gopmmpys 13 npakTrka
06pa3 coBpeMeHHOro nefarora-HacTaBHMKa.

- Bbl nomozaeme HaHumame npenooda-
eameneli?

- [a, Konnepyx — 370 He CTeHbl. ITO B NepByto
ouepenpb noan. Hawa KoHUenuua B OTKPbITO-
CTI, CUITbHBIX «MAMKMX» HaBbIKax. Mbl MpoBOAUM
KOHCyrbTaLm Mo MOVCKY KaHAWAATOB, AiaXke Npo-
BOAVIM OHMaliH-co0eCceoBaHNA Ha KIloueBble
no3un. Bce 6e3 nckIioueHns negarory Npoxo-
aaT obyyeHue B LLkone neparora — Kaxpblii rog,
nepeg, 1 ceHTAOpPA. [axke negaror ¢ onbitoM. Mbl
MeHAEMCs, BCE MEHAETCA — 5 Xouy 6bITb yBepeH-
HbIM, UTO NMPAMO CenYac Kaxaplii U3 MOUX Konner
3HaeT, KyJa Mbl MAéMm, 3a4eM Mbl BCE 3TO 3aTeAnn v
KaKue LLIeHHOCTV Mbl TPaHC/IMpPyeM.

- Kak ebl Konmponupyeme coomeem-
cmeue OeamesbHOoCMU (hpaHyalisu-gu-

Nluanoe sawum mpe6o8aHuUAM U CMax-
dapmam?

— Mbl nponucbiBaemM TOYKM KOHTPONs B
foroBope: 3To U o6WMIN KOHTPONb pabo-
Tbl KOMned)a, U OLeHKa CTeneHu yaosne-
TBOPEHHOCTN CTYAEHTOB, U COOTBETCTBUE
6peHAOYKyY, U fake Bble3[Hble NMPOBEPKU C
oLeHKol apTedakToB CTyAeHTOB (MX paborT,
KOTOpPble OHU BbIMOMHAT B KauecTse yyeb-
HbIX MPOEKTOB).

- CKO/lbKO 8peMeHU yxooum ¢ MoMeHma
nodonucaHua 0OKymeHmMa o compyoHu4e-
cmee 0o cmapma ¢ppaHwu3el 8 pe2uoHe?

— CrapToBaTb MOXHO ObICTPO — Yy Hac
oundpoBaHbl BCe MpoLEecchl U Nponuca-
Hbl anropuTMbl 3anycka dunuana. OgHako
OCHOBHOW CJIOXKHOCTbIO MOXET CTaTb OT-
CcyTCTBME noaxogdAwen nnowaakn. Ecnn
y BacC yXe eCTb OMblT BeAeHUAa 6usHeca u
nnouwagKka ¢ AencTeyownm 61usHecom B 06-
pa3oBaTeNibHOM OTpacan (4ONONHUTENbHOE
npodeccroHanbHoe obpasoBaHue, Kopro-
paTUBHBIA YHBEPCUTET 1 T. A.), TO 3TO OyaeT
CnocobCcTBOBaTL XOpolemy U 6blCTpoMy
cTapTy. Ecnu e nnowagkn B Hanuumm Hert,
Toraa 6-9 mecAUeB MOXET YT Ha €€ MOUCK.
Ba)HO, UTO6bI OHa COOTBETCTBOBANA JINLIEH-
3MOHHbIM TpeboBaHVAM dbefepanbHbIX CTaH-
[apToB.

- Kakoebl nnanel 0anvHeliwezo paseu-
mus IThub?

- B mocCKoBCKOM Komnnepke Mbl XOTUM
COXpPaHUTb HeKylo KamepHocTb. Ecnu po
3TOro Mbl POCAN B iBa pa3a Kaxnbl rof, To
Ternepb XOTUM NpUHUMaTL Tonbko 1000 cTy-
[EeHTOB exerofHo. Mbl 6yaem pabotatb Hag
6GU3HEC-OPUEHTMPOBAHHON MeTogosorveNn
1 ajanTrupoBaTb e€ Nnoj pervoHanbHble no-
TpebHOCTN 6U3Heca, Nog 3anpPocbl MOIOA0-
ro MoKONIeHWs, KOTOpoe COBCEM MO-ApYyro-
My, MO-HOBOMY CMOTPUT Ha KOPMNOPaTUBHYIO
KyNnbTypy, OU3HEC-COTPYAHMYECTBO, HaéMm.
N Hawa ocHoBHaa 3afjaya - chenatb TakK,
yTOObI Mbl BANANY Ha U3MEHeHNe 0bpa3oBa-
TeNIbHOWN napagurmbl yepe3 3bdeKTUBHYIO
obpasoBaTenibHy0 Mofesib, KOTopas uUrpaet
BaXXHYI0 pOfib B pa3BUTMM pervoHa. A ay-
Mato, YTo Yepes 10 neT Mbl BygemM B KarkaoMm
ropope Poccum ¢ HaceneHnem 500 000 yeno-
Bek! Mbl 6ynem Tam, rae Ham OyayT pagbl, roe
HY>KHbl Halla meTofonorus un onbiT. [oToBbI
M genuntbcs!

partner@ithub.ru
+7 (495) 108-05-49
https://fransh.ithub.ru
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Mikhail Sumbatyan about the IThub college franchise:

"THE BUSINESS THAT IS CHANGING
THE RUSSIAN EDUCATION SYSTEM FOR

I hub college is the only

IT college in Russia that
uses a business-oriented teaching
methodology. Students gain work
experience during their studies
by fulfilling orders from real IT
companies. IThub is a trendmaker in
the sphere of secondary professional
education, a flagship project of the
whole educational ecosystem aimed at
qualitative changes in IT professions
training. It is one of the 25 largest
EdTech projects according to Smart
Ranking. IThub plans to strongly
expand the concept of business-
oriented education in the regions of
Russia for the development of the
country's economy and rapid training
of personnel for the IT industry. How
to open a college in your city and what
are the peculiarities of educational
franchises, we talked about this with
the director and founder of I'Thub
college Mikhail Sumbatyan.

RUSSIAN BUSINESS GUIDE {MAPT 2023}

THEBETTER ISALLABOUT US”

- Mikhail, how many colleges of the IThub
brand are operating in Russia today?

— We opened a college in Moscow in 2017,
and three years later we opened a pilot branch
in Ekaterinburg. At that time, students from
the Urals studied online with teachers from
Moscow. The following year we opened a full-
fledged college there with offline learning.
Then we opened colleges in Rostov-on-Don,
Vladivostok and Makhachkala. This year we
plan to open branches in Magas, the capital of
Ingushetia, in Stavropol, Tula, Kazan, Nalchik
and other regions of Russia. We are open to
suggestions and consider everyone who is
interested in developing an impact business
in their region. The number of students grows
every year. Our first intake was 70 people. And
now there are 3000 students across the country.
And our plans for the future are simple - to
develop to full capacity. Within five years we
want to see 40 of our franchise departments.

- Why do you think you will be successful?

- I opened the college for a reason -
I studied the issue a lot, worked in business and
education (state education), and traveled
the world myself. It was important for me
to create a college in Russia that would meet
international standards. I had experience of
working in a state college, I understood and
took into account many processes and formed

a vision for the new college. We did everything
differently — we created an educational ecosystem
based on business processes. My second degree is
in psychology. It helped me combine the worlds
best educational practices with my experience in
international business and Russian secondary
vocational education to implement a value-
based approach and human-centered mission in
business. This is how I'Thub was born - a unique
college that is not only “different’, but my country
needs it very much right now.

We opened the college as an impact business
that is already changing the entire educational
system in Russia and the SPE paradigm in
particular. IThub franchise suits those who
care, those who care about the future, those
who care about doing socially important
business. Our franchise is a high-impact
business at a time when the economy needs
a fast-track I'T workforce more than ever. This
trend is only going to grow. Digitalization is
here to stay. That'’s why we need to act now,
and that’s what were doing.

- Why an I'Thub franchise? How should
a future partner answer this question to
himself and his investors?

- IT is profitable to engage in I'T education.
IT is profitable to engage in IT education.
Besides the fact that our franchise will be
interesting to those people who are willing



to invest in impact business, it is important
to understand that IThub is not only a social
contribution to the development of the region,
but also a very effective business model that
shows double growth.

We are in the ranking of the largest Edtech
companies on the 25th place. There is not a
single college in this ranking except us! And
we're not just a college. We are a business-
oriented college. 88% of our graduates work
in their specialty in such leading companies as
Gazprom, Krok, MTS, Aeroplane, RUSEIM.

We have our own LXP platform, which we
develop on our own inside our IT company.
With students, of course! The platform has
no analogues, it is a learning space with the
accumulation of artifacts (portfolio projects),
digitization of competencies, gamification and
the ability to monetize skills.

- Last year was difficult for business, how
did it go for you?

- Despite the sanctions and the economic
downturn in the country, revenues almost
doubled in 2022. It's simple — people do not tend
to save on childrens education, and also it became
clear how much demand in the labor market
today IT specialists. We offer a quick entry into
the profession, gaining experience while studying,
a comfortable development environment. To
date, the college has more than 500 graduates
who successfully work in the IT industry and
business environment. In the process of recruiting
freshmen for the 2022-2023 academic year, every
fifth application for training came through word
of mouth, which is 30% more than a year earlier.
All this indicates a high level of trust in the brand,
its positive reputation.

- Who is your ideal franchise partner?
Who can you trust with your brand?

- It’s important to understand that we’re
working with teenagers who have entrusted
us with their future. For an entrepreneur, it
can be a “working” or “not working” business,
but for kids, going to college is the first big
decision of their lives. It’s a big responsibility,
so we look at all the applications very carefully.
It’s great when you already have experience
launching educational franchises, for example,
in children’s additional education. You already
know how it works. All we have to do is

provide the concept, the methodology, the
visualization of the brand, and everything
works. Another type of partnership is
cooperation with an IT company, as we
did in Ekaterinburg. Not enough people?
Let’s train them together! It is good for
everyone — students learn from real projects,
and the company satisfies its hunger for
employees. It is a classic win-win situation.

- What if the franchisee has no experience
in education or IT?

— Even if there is no experience in education,
our partner must want to create a value business.
You create value for the people who will be
working for you in the region in 5 to 10 years.
If you instill the right values in people, they will
be cool professionals, they will stay to develop
the region, and they will make the world a better
place. It’s important to me that the partner has that
need. Its not just a business. College is a complex,
human-centered product. We have to look at these
things the same way and have similar values.

Human-centeredness is about happiness.
That’s our mission! Everything is there for
that - freedom, reflection, personal growth,
an accepting atmosphere and an accessible
environment. Even professional navigation:
we let students choose, change directions, find
themselves. If you're not ready for that kind
of flexibility and academic mobility — no, we
can’t work together. But increasingly I see the
gleam in the eye of those who really want to
start a dynamic company. We will provide the
dynamics - you can be sure of that.

— What does the franchise partner get?

— He receives the implementation of the
I'Thub College model, from the methodology
to the environment and approach to training.
The franchisee partner opens a mini-copy of
the Moscow college, and for this purpose we
provide comprehensive support: we help with
marketing and the financial model, we pass
on our methodology and methodological
complex, we open access to our LXP I'Thub
platform, we help with licensing, we advise
on the selection of teaching staff. But the
most important thing is that we train
specialists in pedagogical skills, forming an
image of a modern teacher-mentor from a
practitioner.

- Do you help to recruit teachers?

— Yes, college is not about walls. It’s first and
foremost about people. Our concept is openness,
strong soft skills. We do search consultations, we
even do online interviews for key positions. All
teachers, without exception, are trained at the
Teacher School - every year, before September
1st. Even experienced teachers. We're changing,
everything is changing — I want to make sure
that every one of my colleagues knows right
now where were going, why we're doing this,
and what values were communicating.

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

— We specify checkpoints in the contract:
these include general monitoring of the
college, assessment of student satisfaction,
compliance with the brand book, and even
on-site inspections to evaluate student artifacts
(the work they do as learning projects).

- How long does it take from the signing
of the partnership document to the start of
the franchise in the region?

- You can start quickly — we have digitized all
processes and prescribed algorithms for starting
abranch. However, the main difficulty may be the
lack of a suitable site. If you already have business
experience and a platform with an existing
business in the educational industry (additional
professional education, corporate university, etc.),
then this will contribute to a good and quick
start. If the site is not available, then it may take
6-9 months to find it. It is important that it meets
the licensing requirements of federal standards.

- What are the plans for further
development of IThub?

— At the Moscow college we want to keep
a kind of chamber. If before we were growing
2 times a year, now we want to accept only
1,000 students per year. We will work on a
business-oriented methodology and adapt it
to the regional needs of business, to the needs
of the younger generation, which looks at
corporate culture, business cooperation, hiring
in a completely different way, in a new way. And
our main task is to make sure that we influence
the change of the educational paradigm through
an effective educational model that plays an
important role in the development of the region.
I think that in 10 years we will be in every city
in Russia with a population of 500,000! We will
be there where we are welcome and where our
methodology and experience are needed. We
are ready to share them!

partner@ithub.ru
+7 (495) 108-05-49
https://fransh.ithub.ru
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- Cyujecmayem MHeHue, Ymo 8cé siy4uiee,
4mo co30aHo 1100bMuU 0151 OpyauXx, U3HA-
4asibHO 0enanoce 014 cebs. Unu onsa ceoux
demeli. lpu3Hatlimecs, K eaweli ucmopuu
3mo umeem omHouieHue?

- Y MeHA NoABUIICA KPECTHUK, 1 A BAOX-
HOBWJICA MAEeN CO3AaTb AOLWKONbHOE yupe-
»aeHne. B 2015 rogy A ¢ apy3bAMN OTKPbIN
nepBbI caf, 3aTem co3aan GpaHUYan3nHro-
BbI NPOEKT. bonbluasa YacTb MOUX AENOBbIX
NapTHEPOB — cemeliHble Napbl. Mbl BooayLues-
nsemcs, paboTas BMECTe, U XOTUM, UTOObI AETU
NPULLAX B IYYLINA AETCKIIA Cag.

- Ecmb makoli peknamHsili npuém, Ko20a
208opsam: «B omnuyue om o6bI4HbIX...» Ho
Mbl NpOMOPEHHbIM NYMEM He nolioém. [a-
salime cpasHuUmM demckue caodvol Binny He
C MYHUYUNAbHbIMU U 0aX<e He € «00blY-
HbIMU» YACMHbIMU, a C 0emcKuUMu cadamu
Bambiliani u «CnoH u lImuyka», komopeoie...
co30au u pazeusaeme moe 8bl. B yém oHu
pasHeie? A yxk yem oOHU omIUYaOMcA om
Odpyaux 20cy0apcmeeHHbIX cados, yuma-
menu, dymaio, pazbepymcsa camu.

- Binny — ceTb 3K0CaoB, Lieflb KOTOPbIX — Bbl-
pacTuTb MOKOJeHMe 300POBbIX 1 CYACTIIMBbLIX
feteii. [lo3ToMy B pamKax 3TOro 3KONOrMyHo-
ro npoekTa caenaH 6e3onacHblil MHTepbep
13 HaTypaJsibHbIX MaTePUANoB, UCMOMb3YIOTCA
3aKanuBaoLyme JOPOXKKY, COMNsAHbIE KOMHa-
Tbl. [TaHMe npopaboTaHo C HyTprLUMoora-
MU. Bcé 3To ykpennseT uMMyHUTET pebEHKa.
Mopo6paHbl NpodeccrmoHanbHble Negarory,
KOTopble pa3paboTanu COBpeMeHHbIe TBOpYe-
CKMe 1 VHTeNNIeKTyarbHble nporpammbl. JeTtn
pa3BuBatoTCs B aTMocdepe Nto6BY 1 rapMOHUN.

- bbI1o 8pems, K020a Ha Mecma 8 OOWKOJ/Tb-
HbIX 0emCcKuX y4pex0eHUsaX Npuxoousiocb
3anuceleamocs eded /iU He HQymMpo nocsie
3ayamus. 3mo 6b1710 nocsiedcmaue 8pemMeHU

RUSSIAN BUSINESS GUIDE {MAPT 2023}

«BU3Hec caenaH c N060BbION.

CJIFOBOBbLIO K AETAM

r 0BOP# «CeTeBOI», NoApPa3yMeBaloT 06bIYHO Mara3uH. lnu pectopaH. Ha3gatb ceTbio
yupexxaeHus, HecyLyue B CBOEM Ha3BaHUM HeyaoboBapumyto ab6pesuatypy MAOY n
nBysuaqum Wnn faxe TpéX3HalleIVI HOMep, KaK-TO A3bIK He MOBOPa4uBaeTCa, X0TA 1
Cpean HUX GbiBatoT TaKue, Kyaa feTu Xo4AaT C pafocTblio, U UX poantenn CMOKOIIHbI 33 CBOUX
Mmanbiweii. 1 BApYr yutaellb: «Memnyuaponnaﬂ CeTb 3KOJIOTMYHbIX 1 3A0POBbIX AETCKUX
capoB Binny»; 1 y3Haéwwb, YTo 0CHOBaAN 1 YCNeLIHO pa3BMBAET e€ 0BOJIbHO MO0
yenoBeK, OMbIT KOTOPOTo (BA3aH 6onbLue ¢ 6u3HecoM, uem ¢ 06pa3oBaTenbHoii chepoii. Hy
Kak ¢ TaKum He norooputb?! 3HakombTech: liBaH Manbues.

O0py2020, K020a demcKue cadbl U AC/U 88UOY
omcymcmeaus cnpoca (a mo4yHee, 0emeli)
npuxodusioce nepenpogunuposame. Mive,
Hanpumep, u3eecmHol 6bi8wue demckue
yupexoeHus, xpabomaroujue» ce200HsA Ha-
J1020801i UHcneKyueti, JOMOM 8emepaHos (UH-
mepecHo, ecmb J1u cpedu e2o nocemumenet
6bl6WwUe 80CNUMAHHUKU?), KOMUMemom no
Kynemype... A Kakoe, Ha 8aul 8325140, 8pems
celivac: eesluKk J1u ce200Hs cnpoc Ha 0emcKue
caobl, mem 60s1ee Ha makue, Kak Binny?

- [MpoBepna aHanu3 B 120 ropogax Poccuu,
Mbl BbIACHU/IW, YTO B Merarnonmncax ¢ BblCo-
KM YPOBHEM KOHKYPEHLMIN OTKPbITO Hosnee
200 yacCTHbIX CagoB. 3HaunT, 3Ta ycsyra Boc-
TpeboBaHa. [ocyapCcTBEHHblE yupexaeHuna
npefocTaBnAloT ToNbKo 60% mecT. Takxe po-
AVTENV roTOBbI BKJIafblBaTbCA B 00pa3oBaHyie,
3p0poBbe aeTein. OHM XOTAT BOAUTL pebéHKa
TYAQ, FA€ OH MOYYUT NOSIHOLIEHHOE Pa3BUTHE,
roe emy GyfeT ncMxonornyeckn KomgopTHo.
®paHyal3MHroBas ceTb, OKa3blBaloLan Ka-
YeCTBEHHbIe yC/yru, ceilyac BocTpeboBaHa.

- Cemb 8awiux 0emcKux cadoe aKkmusHo
pa3zeusaemcs. CKO/IbKO UX yKe Ha ce20-
OHAWHULUI 0eHb 8 Poccuu u coceOHUX cmpa-
Hax? U kmo Ko2o 6os1bwe «poxkoaem» —
cnpoc unu npednoxeHue?

- MNpoekT Bambiliani npuHéc 117 capos.
B pamkax akonorunuHom cetu Binny n «CnoH n
lMTrnyka» GyHKUMOHMPYIOT 14 LeHTpoB. Ha cTa-
1K 3anycKa — eLé cemMmb NapTHEPOB. Kax bl

MeCsL, HauMHaloT paboTaTh 1-2 HOBbIX CaauKa.
Mnanvpyem oTKpbITb 200 AOWKONbHbIX yype-
KAEHWI Ha Tepputopun Poccum, 6nvxHero
3apybexbs, a Takke B cTpaHax EBponbl.

Mbl aHann3npyem mMecTo Ha NnpegmeT rno-
TEHLUMANbHOro CNpPoca, OLeHNBaeM PbIHOK.
Mocne 3TOro NpUHNMaem peLueHune, BOCTpe-
60BaH N1 B pervoHe Kommepueckuin cag. Cy-
LeCcTBYIOT ropofa, rae Ha 10 000 geTeit Bcero
4000 mecT B rocyjapCTBEHHbIX yUpexaeHUAX.
OcTanbHble ManblWn NAYT B YaCTHbIE LLeHTPbI.

- Bawa cemo pazeusaemcs no ¢ppaH-
wuse. Ymo nonyyaem om eac yenosek
unu KomaHoa, pewusuwiue: «30eco 6ydem
demckuli cad!» U umo nompebyemcsa om
Hux (nomumo, ecmecmeeHHO, (PUHAHCOBbLIX
8/10xeHuli)? Bedb, co2nacumecs, ocnuma-
Hue u yxo00 3a 0embMu MOXHO do8epums
dasieKo He KaxKoomy...

— [MapTHEPaM HY>KHO NPONTN CTAXKNPOBKY
no Bcem 6r3Hec-npoveccam. Mbl JOSKHbI ObITb
yBepeHbl, UTo Konsery 6ynyT okasblBaTb Kaue-
CTBEHHY!Io ycnyry. im Heobxonumo cobniogatb
CTaHZapPTbl CETY, MOTOMY YTO Mbl OTBEYaeM 3a
YPOBEHb CepByica nepes KNMeHTOM.

KomnaHus npepgocTtaBnseT GppaHyainsm no-
MOLLb MapKeTOosIora, PUCTa, NoAAEPKKY B
yaTe, OMbITHOrO KypaTopa. B napTHépbl npu-
rnawaem nogei, KoTopble pPa3aensioT Hawm
LeHHOCTW. BusHec caenaH ¢ No6oBbIo, U Mbl
cnegum 3a penyTauunen ceTu.

MogroroBun Anekcen Cokonbckui




“Business is made with love.”
WITH LOVE FOR CHILDREN

- There is an opinion that the best things
created by people for others were originally
created for yourself. Or for their children.
Does this have anything to do with your
story?

- I had a godson, and I was inspired by
the idea of creating a preschool. In 2015 I
opened the first preschool with friends, and
then I created a franchise project. Most of my
business partners are married couples. We are
encouraged by working together, and we want
the children to come to a better preschool.

- There is such an advertising technique
when they say: “Unlike the usual...” But we
won’t go the beaten path. Let’s compare the
kindergartens “Binny” not with municipal
and not even with “ordinary” private ones,
but with the kindergartens “Bambiliani”
and “Elephant and Bird”, which... you
also created and develop. How are they
different? And how they differ from other
state gardens, readers, I think, will figure it
out for themselves.

-“Binny” is a network of eco-gardens
whose goal is to raise a generation of healthy
and happy children. Therefore, within the
framework of this eco-friendly project, a
safe interior is made of natural materials,
hardening paths and salt rooms are used.
Nutrition has been worked out with
nutritionists. All this strengthens the child’s
immunity. Professional teachers have been
selected who have developed modern creative
and intellectual programs. Children develop in
an atmosphere of love and harmony.

- There was a time when you had to sign
up for places in preschools almost the morning
after conception. This was a consequence
of another time — when kindergartens and
nurseries had to be repurposed due to lack

of demand, or rather children. I know, for
example, former kindergartens “working”
today by the tax inspection, the House of
Veterans (I wonder if there are former pupils
among its visitors?), and the committee on
culture... And what do you think the time
is like now: is there a great demand for
kindergartens today, especially for ones like
“Binny”?

— After conducting an analysis in 120 cities of
Russia, we found out that more than 200 private
gardens have been opened in megacities with a
high level of competition. This means that this
service is in demand. State institutions provide
only 60% of places. Parents are also ready to
invest in education and children’s health. They
want to take the child to a place where he will
receive full development, and where he will
be psychologically comfortable. A franchise
network providing high-quality services is now
in demand.

- The network of your kindergartens is
actively developing. How many of them are
already in Russia and neighboring countries
today? And who gives birth to whom more -
demand or supply?

— The Bambiliani project
brought 117 gardens. Within
the framework of the eco-
friendly network “Binny” and
“Elephant and Bird” there are
14 centers. There are 7 more
partners at the launch stage.
1-2 new kindergartens start
working every month. We
plan to open 200 preschool
institutions in Russia,
neighboring countries, as well
as in European countries.

We analyze the place for

potential demand, evaluate =

hen they say “network”, they

usually mean a store. Or a
restaurant. I can’t call establishments
with an incomprehensible
abbreviation MSEI and a two- or
even three-digit number “network”,
although even among them there are
some where children go with joy, and
parents are calm for their children.
And suddenly you read: “International
network of ecological and health-
improving kindergartens “Binny”
and find out that it was founded and
successfully developed by a fairly
young man, whose experience is
associated more with the business
than with the educational sphere. How
not to talk to him! Meet Ivan Maltsev.

the market. After that, we decide whether a
commercial garden is in demand in the region.
There are cities where there are only 4,000
places in public institutions for 10,000 children.
The rest of the kids go to private centers.

- Your network is developing according
to the franchise. What does a person or a
team gets from you who decided: “There will
be a kindergarten here!” And what will be
required from them (apart from, of course,
financial investments)? After all, you must
agree: not everyone can be entrusted with the
upbringing and care of children...

— Partners need to complete an internship
in all business processes. We must be sure
that our colleagues will provide a high-
quality service. They need to comply with
the standards of the network, because we are
responsible for the level of service to the client.

The company provides franchisees with
the help of a marketer, a lawyer, chat support,
and an experienced curator. We invite people
who share our values to become partners. The
business is done with love, and we monitor the
reputation of the network.

Prepared by Alexey Sokolsky
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