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Yupeputens 1 nsgatens: 000 «BU3HEC-ANAJIOT
MEJUA» npn noaaepxke TMM PO

PefakUVOHHBIV COBET:

Makcum @areeB, Bagum BuHoKypos,

Hartanbs YepHbiwosa

nasHbIi pepakTop: Mapusa CyBopoBckas
3amecTuTenb AYpeKTopa No KOMMEPYECKV M BOMpPOCcam:
WpuHa Anyray

PepakTop Homepa: EneHa AnekcaHgpoBa
[uzaitH/BépcTka: AnekcaHap Jlo6os

MNepesop: Jiunnana Anbranosa

KoppecnoHaeHTbl: Anekcein Cokonbckuia,

ExkatepuHa 3onotapéBa, CBetnaHa KHbiw,

BapBapa MoxaeBa, AHHa [106pbIH1Ha

[vpekuusa pa3eutua n PR: EkatepuHa LibiIHAYK,

Onua KonunHa, AHHa LLlexmaTtoBa

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

r. MockBa, yn. InekTpo3aBoackas, A. 20, cTp. 3.
Matepuanbl, oTMeYeHHble 3HauKoM R nnm «PEKJTAMAY,
ny6nuKyoTCcA Ha NpaBax peknambl. MHeHne

aBTOPOB He 06A3aTeNIbHO AOIKHO COBMaAaTh C
MHeHueMm pefakuuu. NepeneyaTka MaTepuranos 1 UX
1Cnonb3oBaHyie B Nto6oi Gopme [JONYCKAETCA TONbKO
C pa3peLueHuna pegakumm nsgandna «<busHec-inanor
Mepguay.

PyKonucu He peLieH3MPYIOTCA U He BO3BPaLLaloTCA.
Appec pegakuun: 143966, MockoBcKas 06nacTb,

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

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

Ten.: +7 (495) 730 55 50 (no6. 5700).
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KOMUTET N0 OPAHYAWU3MHTY
JKcnepT-KOHCYNbTaHT Homepa: (TuBa Apanos, KomnaHus «lTumo

KOMMWTET N0 ESG
Hatanba bopucosHa lounHok — ynpasnsiowuii naptHép Digital ESG komnanum IBS,
npescenatens Komuccum no coymanbHoii nonuTike 06LyecTBeHHoi nanatbl PO

Enena AnekcanapoBHa MAKoTHUKOBa —
aupektop «C/BbYPa» no KnUMaTUYeCKIM MHALMATUBAM
1 yrNepoAHOMY perynnpoBaHmio

KOMMTET MO KX
Hatanbs BuktoposHa Abpocumosa —
reHepanbHbiii aupektop Accounanum XKX MO

ACCOUNALNA

PEVIOHATNBHOE OTPACIIEBOE
OBbEAVHEHVE PABOTOLATENEMN
«COI03 MNPEANPUATAM XUNNLHO-
KOMMYHAIIbHOI'O XO3AUCTBA
MOCKOBCKOW OBJTIACTU»

KOMUTET NO TYPU3MY
JTHorpaduyecknit napk-myseii «3THOMUP»

KOMWTET N0 NHAYCTPUANIbHBIM NMAPKAM
Oner Bacunbesny Kapuos —
reHepanbHbli aupekTop Komnanum «Mapk HornHck»

KOMUTET MO IOTUCTUKE
Komnanusa «Tounble MoctaBKu»

KOMMTET MO HANOTAM N ©UHAHCOBOMY COMPOBOMAEHUI0 BUSHECA

AHTOH AnekcanapoBuu JleBOOHCKNUI — CTapLUMii MeHeZxep mar; Il on
no QUHAHCOBOMY KOHCynbTUpoBaHmio [K «<Mapunnuou» i

KOMUTET N0 ANK
Anactacua lennaabeBHa PomanoBcKad — pykoBoauTesb
0T/€Na MapKeTUHra 1 3KCnopTa Komnauuu «Jlucreppa»

LYSTERRA

KOMUTET N0 AABOKATCKOW AEATENIBHOCTY
Mapua AnekcangposHa OefoToBa

KOMWTET N0 I0POXXHOMY CTPOUTENDBCTBY
Angpeit Tumyposuy Cokonos, komnanua «Acpanbr-Kauecto»
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AOPOrE APY3bA!
MPUTNALUAEM BCEX UHTEPECYIOLLNXCA BUSHECOM
1 ®PAHYAWU3UHIOM HA HALLY BbICTABKY U ®OPYM
BUYBRAND, KOTOPbIE MPOMAYT 26-28 CEHTABPA B
SKCMOLEHTPE, B MABUJIbOHE Ne 1.

Y Hac B 3TOM rofly o4eHb cusibHaa GopymMHas nNporpamma, oHa
[enuTca Ha ABa noToka: «Ctapt» n «bnsHec». Tpn gHA, 60 ceccnn n
80 crnrKepoB — BCE 3TO XAET noceTuTenein dopyma 1o oceHbto!

B 3ane «CrapT» noTeHUManbHbIM dpaHyan3y pacckaxyT, Kak npa-
BU/IbHO BblGpaTh dpaHLLM3Y, Kak1e BONpPOChl 3agath GpaHyansepy
[0 MOKYMKM, KaK paccuntatb GuHmopaenb GdpaHLLmM3bl U MPaBUSIbHO
BblOGpaThb JIOKaLIMIO, a TakKe pa3bepyT HECKONbKO KENCOB U3 peanbHOM
NPaKTUKN ppaHyan3u.

B nporpamme 3ana «busHec» Bac xayT: ynpasrieHve penyTauuen
6peHaa; cobnogeHve cTaHAapPTOB GpaHYa31HIOBON CETY; UTO fenaTb,
Korga ¢paHyai3m He xoueT paboTaTb MO NpPaBUIaM; @ TakXKe BbIXOZ
Ha 3apy6eXKHble PbIHKU.

Cpeny cnkepoB — OCHOBaTeNN GpaHYa3nHIOBbIX KOMMAHWIA, OMbIT-
Hble TOM-MeHeXepbl N AeNCTBYOLWMe NoKynaTeny GpaHLwms. 3a ux
nneyamu — He OAMH KPU3UC, OLLINOKU 1 YAAUHO NPUHATbIE PELLeHNs, a

DEAR FRIENDS!

WE INVITE ALL THOSE INTERESTED IN BUSINESS
AND FRANCHISING TO OUR BUYBRAND EXHIBITION AND
FORUM, WHICH WILL BE HELD ON 26-28 SEPTEMBER IN

EXPOCENTRE, PAVILION 1.

We have a very strong forum program this year, it is divided into
two streams: “Start” and “Business”. Three days, 60 sessions and
80 speakers - all this awaits visitors to the forum this autumn!

In the “Start” hall potential franchisees will be told how to choose the
right franchise, what questions to ask the franchisor before the purchase,
how to calculate the franchise financial model and choose the right
location, as well as several cases from the real practice of franchisees.

In the program of the “Business” hall you will find: brand reputation
management; compliance with franchise network standards; what to
do when the franchisee does not want to work according to the rules;
as well as entering foreign markets.

Among the speakers are founders of franchise companies,
experienced top managers and current franchise buyers. Behind their
shoulders — more than one crisis, mistakes and successful decisions,

eLlé LieneyCcTpemMnEHHOCTb, YMEHVE MOTUBMPOBaTb KOMaHAY 1 XenaHve
YTO-TO M3MEHWUTb. ITUM OHU U ByRYT LENUTbCA C NPeANPUHMMATENAMM.

XepnanHepbl dopyma BuyBrand: SpHecTo loHcanec, ynpasnsiowuia
napTHép HawymesLuero 6peHaa STARS COFFEE; Anekcen Bacunbuyk,
POCCUNCKMI NpeanpuHMMaTeNb 1 6BU3HEeCMEeH, COOCHOBATESIb PECTO-
paHHoro xonanHra Restart Vasilchuk Brothers; a Takxxe Makcum Cnin-
pUAOHOB, 0cHOBaTesb 6u3Hec-Knyba Reforma, skocnctembl Wonder
Family, npoektoB «Hetonorusa» n «®okchopay.

BbicTaBoYHasn 3Kcno3nLma ByneT cocToATb U3 TPEX 6/10KOB: dpaH-
Yamn3uHr, TexHonornm u B2B. MNoceTntenn cMoryT NO3HaKOMUTBLCA C
dpaHwmsamu B cermeHTax HoReCa, peTeiina u ycnyr, a Takxe noo6-
LWaTbCA € NPodeccroHanbHbIMU KOHCYNbTaHTaMu, MPOGUIbHBIMU PU-
CTaMu 1 y3HaTb 6osibLLe NPOo pa3paboTKy 1 NpoaBuKeHre GpaHLLIK3.

Cpenu HoBuukoB BuyBrand — STARS COFFEE, «CbipoBapHs», «®epma
Anbnak», Typeuknin 6peHa Yatas, «<Kungepnyn», a Takke HH.ru, VK,
Poctenekom u ctpaxoson gom BCK.

Bcero Ha BuyBrand 6yaet npegctaBneHo 170 6peHaoB.

Morpy3uTbca ¢ ronoBoi Bo paHyan3mnHr 1 npokayatb cBou 6u13-
HeC-3HaHUA MOXHO 26-28 ceHTAOpPA B LIBK «IKcnoLeHTp».

[o BcTpeun Ha BuyBrand 2023!

Komaroa EMTG - opeaHusamop ¢popyma BuyBrand

but also determination, the ability to motivate the team and the desire
to change something. This is what they will share with entrepreneurs.

BuyBrand Forum headliners: Ernesto Gonzalez, managing partner
of the sensational STARS COFFEE brand; Alexey Vasilchuk, Russian
entrepreneur and businessman, co-founder of Restart Vasilchuk Brothers
restaurant holding; and Maxim Spiridonov, founder of Reforma business
club, Wonder Family ecosystem, Netology and Foxford projects.

The exhibition will consist of three blocks: franchising, technology
and B2B. Visitors will be able to get acquainted with franchises in the
HoReCa, retail and services segments, as well as communicate with
professional consultants, specialized lawyers and learn more about
the development and promotion of franchises.

Among the BuyBrand newcomers are STARS COFFEE, Syrovarnya,
Alpak Farm, the Turkish brand Yatas, Kinderpool, as well as HH.ru, VK,
Rostelecom and the VSK insurance house.

A total of 170 brands will be presented at BuyBrand.

You can plunge headlong into franchising and pump up your
business knowledge on September 26-28 at Expocentre Fairgrounds.

See you at BuyBrand 2023!

EMTG team —organizer of the BuyBrand Forum
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killCode — monofoin 1 6bICTpOpa3BMUBAIOLLNIACA CTapTanN, KOTOPbIA NOMOraeT PYKOBOAUTENAM
abCoMoTHO NNH0OBIX MO CTATYCy 1 NPOGUIK KOMNAHWIA C NOMOLLbH LMPPOBOI aHANNTUKIA BbIABUTD
Ntofeit C BbICOKUM NoTeHLmManom u Habopom soft skills, HeobxoaumbIx KOHKpeTHOMY OU3HECY UK
noapaszenexuio B opraHusaumn. Komnanua paspaborana nnatdpopmy ana HR-aHanuTukn kagpos
Nto60ro ypoBHA: HauMHaA 0T pa3HOPabouKX 1 3aKaHUMBasA PYKOBOAALLMM COCTABOM.
060 Bcex yHUKanbHbIX Bo3mMoxHOCTAX SkillCode Hawwemy ypHany pacckasan reHepanbHblil AMPEKTOp

komnaHun Aptém Kozgonos.

- Apmém, pacckaxume, noxxasnyticma,
Kak poounace udes cozoanusa HR IT-nnam-
¢popmer?

— Hauatb cTouT c TOro, uto 06a BbICLIMX
obpa3oBaHuA A nonyunn B MocKoBCKOM
aBMaLMOHHOM MHCTUTYTe. MNepBoe — nHXe-
Hep aBMaLMOHHbIX ABUraTeNieil U SHepreTn-
YecKMX YCTaHOBOK, BTOPOE — SKOHOMUKA U
yrnpaBneHue npeanpuaThem.

B To Bpems, noka A paboTtan no npodec-
C/V Ha aBMaLMOHHOM 3aBofie 1 OfHOBpe-
MEHHO C 3TUM Monyyvan BTOpoe BbiCllee, A
nepmMaHeHTHO Habntoaan 3a Tem, Kak Bbl-
CTpoeHa cucTema paboTbl C NepCcoHanom.
M co BpemeHeM NoHAN, YTO ANA NpuBneye-
HUA TanaHTAMBbIX Pe6AT 13 BY30B, a B Aallb-
HellweM AnA Pa3BUTUA NX Kapbepbl BHYTPU
npeanpuATuin TpebyeTca BHeAPATb HOBbIEe
nonxopbl B pabore.

K cuacTblo, *K13Hb NpefoCTaBmIa MHE LAHC
NPOABUTb MHULMATMBY Y MPOAEMOHCTPUPO-
BaTb MOE& BuAeHVe COBPeMeHHON paboTbl
C Kagpamu. Ha npegnpuatum coctoanacb
Hay4Hasa KoHpepeHL s, B KOTOPOI Mosiofble
cneumanmncTbl NPUHYManM yyactme co CBou-
MU NpoeKkTaMu. Ha TOT MOMEHT A 3aHMMancsa
Hanu1caHvem BTOPOro ANMNIOMa, KOTOPbIN 6bin
NMOMHOCTbIO MOCBALLEH YNpaB/eHNIo YesioBe-
YeCcKMU pecypcami.

Ha koHdepeHumm s npegctasun HR-NpoekT,
6naropapa KoTopomy paboToaaTenu MoryTt
HaxoAUTb AENCTBUTENIbHO CUIbHbIE Kaapbl
CpeAau BbINYCKHMKOB BY30B 1 CO3AaBaTb AN
HUX NOAXOAALLYI0 KOHKYPeHTHYto cpefly. Kak
CnefcTBre, MONOAbIE CreLManmncTbl Mornm Obl
nonyyaTb 6osee BbICOKYIO 3apaboTHYto nnaTy,
a paboTogatenu — 6onee MOTVBMPOBAHHBIX 1
CUJIbHBIX COTPYAHMKOB.

HayuHana paboTa nonyumna Harpagy Kak
nyywmit HR-npoekKT, KOTOPbIN, K COXaneHuto,
Tak 1 He 6bin peann3oBaH Ha NpeanpUATAN.
Al ToXKe 6blN1 BbIHY>KAEH MONOXMNTb 3TY UCTO-
puto B JONTNN ALK BBUAY OTCYTCTBUA pecyp-
COB Ha eé BonnoLeHme. /IMeHHo 3Ta naen cTa-
na OTnpaBHOM TouKom K cozganuto SkillCode.
B 2020 roay noasmnacb BO3MOXHOCTb AaTb
CTapT pa3paboTke NPoayKTa, HO, KOHEUHO, Mbl
yKe MbICIIUIN MacLiTabamu BCero pbiHKa, a He
ofHoro npegnpuatuA. lostomy, NpoaHanm3su-
poBaB TpeHAbl, NPUHANN peLleHne — co3aaTb
nnatdopmy, rae Kaxabli Nonb3oBaTesib MOXeT

oueHmBaTtb soft skills n c nomoLwbio MHCTPY-
MEHTOB aHaJITUKMN NPUHUMATb BEPHbIE Kaj-
poBble peLleHus.

- Mpuwno epems ebisodums SkillCode
Ha pbIHOK, 8bl €20 paspabomanu, npoeenu
nusomHsie 8HedpeHUs, Nosy4uau o6pam-
HYI0 C853b OM NoJsib308amereli, kKomopbie
oyeHunu sppekmusHocmo pewieHus. Ho
KaK 8C€ e peazupyom Kommep4ecKue 3a-
Kas4uKu Ha makoli UHHO8AaYUOHHbIU N00X00
8 pabome c nepconanom?

- Kak v oxmnganocs, nepebiMy KNeHTamu
He CTanu opraHu3aumm, NpuBbIKWmne pabo-
TaTb MO NPUHLMNY «V Tak BCE paboTaeT». mu
CTany NPorpeccuBHble KOMMaHKK, KOTOpble
OCO3HAIOT, UTO Y HIX eCTb NOoYBa ANs Pa3BU-
TVS, HO HET MOHVMaHUA TOTO, KyAa ABUraTbCA.
OHV NPUBbIKAV NPUHUMATb PeLLeHNA Ha 6a3e
KaKMX-TO AAHHbIX, Mbl 3TV JaHHbIE KaK pa3 u
npefocTaBsem.

- Pacckaxxume, noxanylicma, 6 4ém
YHUKA/1IbHOCMb n1amgopmbl U KAKUM 06-
pasom 8bl hopmupyeme 0aHHble, Ha 6ase
KOMOpbIX N0/1b308ameIAMU NPUHUMAIOMCA
Kaoposblie peuwleHus?

— B nepByto ouepesb Mbl NepeocMbICAN
noaxop K oueHKe coTpyaHuKoB. Hawa knio-
yeBas 3afjaya — COKOHOMMUTb BPEeMsA HaLUnx
3aKa34YMKOB M CAEeNnaTb 3TO TaK, YToObl OHYK
nepecTany YnTaTb AJIVIHHbIE OTUETbI MO KaX-
[IOMY YesIOBeKY, U3 KOTOPbIX HeNb3A caenatb
NPaKTUYeCKMX BbIBOAOB.

Hawwa nnatdopma vepes oueHky soft skills B
e[JNHON AnA BCex cucTeMe MeTpUK aBToMaTu-
YecKU aHanM3npyeT AaHHble TeCTUPOBAHNI 1
BbIAET rOTOBbIN Pe3ynbTaT B OAVH KWK B Ludpe.
[laHHble MO KOMNETEHLUMAM Kax[oro COTPYAHMKA
COXPaHAIOTCA B IMYHOM KabVHETe opraHy3aLmm
1 ABNIAKOTCA BCMIOMOraTesbHbIM 6a31com ana no-
creyioLVX KafpoBbIX peLleHu.

Yem Gonblue COTPYAHNKOB B KOMMAHUN
NPOXOAUT TeCTUPOBaHKe, Tem 6osbLLe Y MOMb-
30BaTens 3HaHU O KOMMETEHLMAX KOMMaHUW
B LIeSTIOM. 33 CUET 3TUX JaHHbIX HaLLW 3aKa3uu-
KW 3HAIOT ieTallbHO, KakUMI XapaKTepucTu-
Kamu gomkeH o6nafaTb UX Camblil CUAbHBbIN
cneumnanncT Ha Kaxkaown fomKkHocT. Kpome
Toro, 6o KaHANAAT N3BHE B OAUH KWK
NpoBepPAETCA Ha COOTBETCTBME KOMMETEHLINIA.

Bcé 3710 No3BONAET MUHUMUN3MPOBATb PUCKN
npu nogbope nepcoHasna v NoBbILWaTb KBanu-
dukaumio meHee 3GdeKTUBHbBIX COTPYAHUKOB
TOYEYHO.

- Kak enussiem Ha 0aneHeliwee pazeumue
6usHeca eawa nnam¢gopma?

— BaxKHO NOHMMaTb, Mbl He KafjpOBOe areHT-
cTBo. SkillCode - IT-nnatdopma, KoTopas He
3abupaet paboty y HR-cneymanucta, a nomo-
raeT emy fgenatb e€ KauecTBeHHee 1 3 dek-
TuBHee. B aBnaLuu, rae A NpoBén JOCTaTOUHO
ANUTeNbHOe BPeMs, eCTb BaXKHbIN HCTPYMEHT
AHANUTUKK, TaK Ha3blBaeMbll 06beKTVBHbIN
KOHTPOsb. YTO6bI CamonéT 6bin fonyLyeH K
nonéTy, napameTpbl ero CUCTEM AOIXKHbI ObITb
B AOMNycKe. OTO He FOBOPUT O TOM, UTO BCeraa
BCE NPONAET WTAaTHO, HO 3TO CyLleCTBEH-
HO MVHVMU3MPYET PUCKM BO3HMKHOBEHNA
npo6nem. Tak 1 Hal NPoAyKT no3sonsaet 6ms-
Hecy NPYHUMaTb peLleHnA Ha 6a3e LndpoBbIX
WNHCTPYMEHTOB.

OnuH n3 kencos npumeHenus SkillCode,
KOTOPbIM Mbl FOPAMMCS, — 3TO NPUMep KOMNa-
HIK «ASIKC», KOTOPas 3aHMMaeTCA NPoAarken
HefBWKMMOCTU. Ha MOMeHT obpallyeHna K
HaM [iaHHbIN 3aKa3uuK Men Lesnb — yaBoe-
HUe BbIPYYKM 3a NATb JIeT Yepes pa3Butme
KOMMeTeHLMin CBOUX COTPYAHUKOB. O6paTuB-
LIMCb K HaLUel TEXHONIOM M, KOMMaHMA XoTena
NOHATb: Noyemy psag GUINaNoB NOCTOAHHO
nepeBbINOJIHAET MyaH NPOAAX, @ OCTasbHble —
HeT. BO3MOXHO N1 C NOMOLLbIO aHANUTUKK
SkillCode nocmoTpeTb, yuem oguH dunman
oT/InYaeTca oT Apyroro?

[a, MoXHo. [locTaTOYHO B3ATb CaMblii
3¢ deKTUBHLIN dunman n npoaHannsnpo-
BaTb «TaflaHTbl» ero cOTpyaHMKoB. OueHnB
21 ¢mnran KomnaHuwu, BbIABUIN YETKYIO
KOoppenAuunio: YemM BbiLLe Bbipyuka B Gpunu-
ane, Tem 6onee pas3BUTbI y COTPYAHNKOB soft
skills («<MArKne» HaBbIKN — LUMPOKNIA CNEKTP
YMEHWI, KOTOPbI BKIlOYaeT B ceba ymeHne
OpraHn3oBbIBaTb KOMaHAHY paboTy, BeCTH
neperoBopbl 1 JOroBapuBaTbCA C Konnera-
MW, KPeaTUBHOCTb, COCOOHOCTb YUnTbCA 1
afanTUpoBaTbCA K U3MEHEHUAM).

3a CYET IHCTPYMEHTOB NNaTdopPMbl Koneru
chopMmnpoBany HAMBMAYaNbHBIN NNaH pas-
BUTWA COTPYAHMKOB ANA Kaxkaoro punmnana,
a TaKXe NpoBesnv KafpoBble NepecTaHoBKM,



nocsie 4Yero CaMoCTOATENbHO NPOBENMN pAL
06yuaroLnxX MEPONPUATUIA.

M BOT UTO NOYYMIOCh Y KOMMaHNM «AAKC»
yepes rog nocse BHeapeHus SkillCode: komna-
HWA CTana faypeatom B HOMVHaLmmn «<KomaHaa
roga» no Bepcrn MeXXayHapoaHON Npemnm
Team Awards 1 npub6asuna 112% K n3Hayanb-
HO 3aBIEHHOMY MOKa3aTesto BbIPYUKN.

CornacuTecb, Koria KOMMNaHWs BbIMOSHAET
CBOIO CTPATErMUECKyIo 3aauy 3a OfMH rog
BMECTO MATY JIET — 3TO OT/INYHbBIN NOKa3aTtesb!

- Pacckaxxkume, noxanyticma, SkillCode -
3mo peuwieHUe MoJIbKO 0/ KPYNHbIX KOMNaA-
Huli unu nooxooum 015 6U3Heca pasHoz20
ypoeHa?

— K Ham BCé yalle obpalyatoTca pykoBogu-
TeNnn «<MOfIoAbIX» KOMNaHnn. HoBoncneyén-

Hble NpeanpPVHMMATENY AOMXKHbI MOHUMATb,
yTo 80% ycnexa 6M3Heca — 3TO KOMaHAa,
NOCTPOUTb KOTOPYIO Ha HayasbHbIX 3Tanax
BCerga HempocTo, 0COB6eHHO ecnn 3TO Ball
nepBbI 6r3Hec.

MosTomy Halwa nnatdpopma HeobxoarMa 1m
He MeHblLUe, YemM KPYNHbIM NpeanpuaTuam,
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MOCKOJbKY KaXKAbl COTPYAHMK AOMKEH, Kak
roBOPAT B CNOpTe, «Aenatb pasHuuy». Hawe
peLueHne NO3BONIAET UM KaK pa3 oToMpaTb Ha
pbiHKe Tex, KTo 6onee 3pdeKTMBEH.

Ecnn ana 6onbwnx komnanui SkillCode B
nepByto ouepeab HyeH 4518 ONTUMU3aLMK, TO
LA Manioro 61sHeca — 3To KaYeCTBO KafpoB.,
YTO HA3bIBAETCA, «Ha BXOJEe».

Y Hac ecTb 3aKa3umMKK, KOTOPbIe Aaxke pas-
HOpPaboumnx TECTUPYIOT, MOTOMY UTO TOXKE XO-
TAT BbIABNATL NgepoB-6puragnpos. Cospe-
MEHHDbI MOAXOA — 3a4eM NpurnaLlaTh KOro-To,
€CJIM MOXHO NMOBbICUTb 3apaboTHYO NnaTy
TOMY, KTO y>Ke B KOMMNaHum1 npopaboTan, 3Ha-
eT Heo6xoanMbI GyHKLMOHAN 1 pasgensaert
LIEHHOCTW OpraHM3auumn.

Yrto KacaeTca KpynHbIX KOMMaHWI, 34ecb
LeNcTBMTENbHO OCHOBHasA Npobnema — 3To
TeKyuKa KaapoB. KomnaHuy TpaTat 6onbluve
CpepfcTBa Ha HaiM COTPYAHMKOB, a bnarogapa
HaLen nnat$popme OHM 3HAUUTESIbHO CHUXKa-
0T PUCKM 11 SKOHOMSAT BPEMS.

OpavH u3 KpynHenwwnx B PO petennepos
cTan ucnonb3osatb SkillCode gna nepsmuyHoro
TeCTUPOBaHWA KaHANLATOB, UTOObI OTCEMBATD

TeX, KTO B MPVHLNWMNE UM He NMOAXOAUT; TaKNM
06pa3om, Ha peanbHoe cobecefoBaHME No-
najaioT efMHNLbI — AOCTOWHbIE 1 3anHTEpe-
COBaHHble.

Co3paBas nnathpopmy, Mbl CTaBUIU Nepes,
coboii 3afauy — caenatb NPOAYKT MakcUMarb-
HO YHMBEpPCaNbHbIM 1 AOCTYMHbIM A1 KaX-
[Oro MOTEHLMNANBHOTO KNneHTa. Mostomy —
[, Haln Kencbl aaanTrupoBaHbl Ans noboro
613HeCa; 1 uTo 6oMee BaKHO — Mbl JAéM BO3-
MOXHOCTb NpUobpecTn abconoTHO ntoboe
KOMMYeCTBO TECTOB U UMETb JOCTYM KO BCEM
MHCTpYMeHTaM nnatdopmbl. OueHb cTapa-
eMCA YLOBNETBOPATL MOTPEOHOCTMN N0ObIX
YYaCTHUKOB PbIHKa.

- SkillCode nossunca He npocmo mak:
ewjé€ moaoa, nosly4as emopoe ebicuiee 06-
pasoeaHue, 8bI NOHUMAJ1U, YMO PbIHOK Mpy-
0a mpebyem usmeHeHuli. Kak u nouemy?

- Te TeHAEHUMM, KOTOpble NpeobnagatoT
Ha COBPEMEHHOM pbIHKe TPyAa, OAHO3HAYHO
rOBOPAT O HEOOXOAMMOCTN KaphAMHaNbHbIX
nepemeH.

K coxaneHuto, BCE eLé oCcTaéTca BepoAT-
HOCTb TOFO, UTO COTPYAHWKM TaK 1 He y3HatoT
cBOW noTteHyman. N ecnm 4to-To «<MAET He
TaK», TO MPOCTO YXOAAT OT OfHOW KOMMNaHWn
K [IpYroM, 1 Tak MOXeT NpofosKaTbca fo 6ec-
KOHeUYHOCTU. [pun 3TOM 3a4acTy1o BbIMYCKHU-
KU BY30B [la/leKo He BCEraa OLLyLLaloT CBOKO
BOCTPEOOBAHHOCTb, YTO KpaliHe BaXKHO Ans
COXpaHeHA KagpoB B OTPAC/sX.

A ecnu BCE-TaKkn nNpegnpuAatie Befer co-
TPYAHUKOB CO CTyil€HUECKOW CKaMbW U pac-
TUT B CBOEM KOJINEKTVBE, MPUYYAET UX K TOMY,
YTO OHM NyyLIUNE, U K TOMY, YUTO OHU HYXHbI
VMEHHO 3[eCb, Y HUX MOABNAIOTCA afjeKBaTHasA
MOTVBALMA 1 XKeNaHne pa3BmnBaTbCA BHYTPU,
NPUHOCA CBOEW KOMNaHWM Nonb3y 13 roga
B rop.

Kak pe3ynbTat Ans cotpyaHuKa — 4OCTOM-
Has 3apaboTHaA nnaTta  UHTepecHas Ka-
pbepa, AN KOMAAHUN — BbICOKOMOAbHbIN
COpPATHUK, FOTOBbIV OTAABATb BCErO Ce6s Ha
obuee 6naro. O6A3aTeNIbHO JOIKEH ObITb
B3aMMOOOMEH, 1 peyb He TOMbKO O 3apaboT-
HOW nnarte.

- Bawa komnaHus npowna 6onvwol
nyme u y>e 3apekomeHooesasa ce6a Ha
pblHKe KaK o4eHb cepb€3HaA niamgpopma
0719 onmumu3ayuu u paseumus 6usHeca.
Kakue y eac ecmo nnaHel Ha 6yoywee?

— KnioueBan Halwa 3apgaya cerogHa —
MacwTabuposaHue. OfHa 13 GnvxKanwmnx
uenen — 3anyck ¢paHwunsbl SkillCode. Mbl
roTOBbl K COTPYAHMYECTBY C pa3aenaoLm-
MW HallW LLEeHHOCTY NpeAnprHUMaTENAMY B
pervoHax, a Takxe B cTpaHax CHI, kotopble
MOFYT CTaTb HaWUMK NapTHEPaMU yxe B
6nukanwee Bpemsa. K 2024 rogy nnaHupyem
BbIKaTUTb MEXXAYHAPOAHYI0 BEPCUIO HALLEro
peLueHnA C Lenbio BbIXOAA Ha PbIHKM CTPaH
pernoHa MENA.

lModzomosusna Bapsapa Moxaesa
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ARTEM KODOLOV, IT PLATFORM SKILLCODE:
"HOW HR ANALYTICS HELPS BUSINESSES
GROW AND DEVELOP"




killCode is a young, fast-growing startup that helps managers of companies of
absolutely any status and profile to identify people with high potential and a set
of soft skills required by a particular business or department in an organisation
using digital analytics. The company has developed a platform for HR-analytics of
personnel of any level: from labourers to management staff.
Artem Kodolov, General Director of SkillCode, told our magazine about all the
unique features of SkillCode.

- Artem, please tell us how the idea of
creating an HR IT platform was born?

- Ishould start by saying that I received
both of my higher education degrees from
the Moscow Aviation Institute. The first
one was an engineer of aircraft engines and
power plants, the second one — economics
and enterprise management. While I was
working by profession at the aviation plant
and at the same time receiving my second
higher education, I was constantly observing
how the system of work with personnel was
organised. And over time I realised that in
order to attract talented young people from
universities and further develop their careers
within enterprises, new approaches to work
must be introduced.

Fortunately, life has given me a chance to
take the initiative and demonstrate my vision
of modern HR work. A scientific conference
was held at the enterprise, in which young
specialists took part with their projects. At
that time, I was engaged in writing a second
diploma, which was entirely devoted to human
resource management.

At the conference, I presented an HR
project, thanks to which employers can find
really strong personnel among university
graduates and create a suitable competitive
environment for them. As a result, young
professionals could receive higher wages,
and employers - more motivated and strong
employees.

The scientific work was awarded as the
best HR project, which, unfortunately,
was never implemented at the enterprise.
I, too, was forced to put this story on the
back burner, due to the lack of resources
for its implementation. It was this idea
that became the starting point for the
creation of SkillCode. In 2020, there
was an opportunity to launch product
development, but of course, we already
thought about the scale of the entire
market, not one enterprise. Therefore, after
analyzing the trends, we decided to create
a platform where each user can evaluate
soft skills and use analytics tools to make
the right personnel decisions.

- The time has come to bring SkillCode
to the market, you have developed it,
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conducted pilot implementations, and
received feedback from users who have
evaluated the effectiveness of the solution.
But how do commercial customers react to
such an innovative approach to working with
personnel?

- As expected, the first customers were not
organisations that were used to working on the
principle of “everything works as it is”. They
were progressive companies who realise that
they have the ground to develop, but have no
idea where to go. They are used to making
decisions on the basis of some data, and we
provide this data.

- Could you tell us, please, what is the
uniqueness of the platform, and how do you
form the data on the basis of which users
make personnel decisions?

- First of all, we have rethought our
approach to employee evaluation. Our key
task is to save our customers time, and to
do it in such a way that they stop reading
long reports on each person, from which no
practical conclusions can be drawn.

Our platform automatically analyses test
data through soft skills assessment in a single
metrics system and provides ready-to-use results
in 1-click digitally. The data on each employee’s
competencies are stored in the organisation’s
personal account and serve as an auxiliary basis
for subsequent personnel decisions.

The more employees in the company are
tested, the more knowledge the user has about
the competencies of the company as a whole.
Thanks to this data, our customers know
in detail what characteristics should have
their strongest specialist in each position.
In addition, any candidate from the outside
in one click is checked for compliance with
competencies. All this makes it possible
to minimize the risks in recruitment and
improve the skills of less efficient employees
in a targeted manner.

- How does your platform influence the
further development of your business?

- It is important to realise that we are
not a recruitment agency. SkillCode is an IT
platform that does not take work away from
the HR specialist, but helps him or her to do it
better and more efficiently. In aviation, where

I spent quite a long time, there is an important
analytical tool, the so-called objective control.
For an aircraft to be cleared for flight, the
parameters of its systems must be within
tolerance parameters. This does not mean
that everything will always go smoothly, but
it significantly minimises the risk of problems.
Our product allows businesses to make
decisions based on digital tools.

One of the SkillCode use cases we are
proud of is the example of Ajax, a real estate
company. At the time they approached us,
they had a goal of doubling their revenue in
5 years by developing the competencies of their
employees. Having turned to our technology,
the company wanted to understand why
a number of branches are constantly exceeding
the sales plan, while the rest are not. Is it
possible to use SkillCode analytics to see how
one branch differs from another?

Yes, it is. Just take the most efficient branch
and analyse the “talents” of its employees.
After evaluating 21 branches of the company,
we found a clear correlation: the higher the
revenue in the branch, the more developed
the employees soft skills (“soft” skills are
a wide range of skills that include the ability to
organise teamwork, negotiate and agree with
colleagues, creativity, the ability to learn and
adapt to change).

Using the platform’s tools, colleagues
created an individual employee development
plan for each branch, as well as carried
out personnel reassignments, and then
conducted a number of training events on
their own.

And this is what Ajax achieved a year
after implementing SkillCode: the company
won the “Team of the Year” category at the
international Team Awards and added 112%
per cent to its original revenue target.

You have to agree, when a company achieves
its strategic goal in 1 year instead of 5 years -
it’s a great indicator!

- Please tell us, is SkillCode a solution
only for large companies, or is it suitable for
businesses of different levels?

- We are increasingly approached by the
heads of “young” companies. Newly minted
entrepreneurs should understand that 80%
of the success of a business is a team, which



is always difficult to build at the initial stages,
especially if this is your first business.

Therefore, they need our platform just as
much as large enterprises, since each employee
must, as they say in sports, “make a difference”
Our solution allows them to just select those
who are more efficient on the market.

If SkillCode is primarily needed for
optimization for large companies, then for
small businesses it is the quality of personnel,
as they say, “at the entrance”.

We have customers who even test
handymen, because they also want to identify
leaders-foremen. A modern approach -
why invite someone if you can raise wages
to someone who has already worked in
the company and knows the necessary
functionality and shares the values of the
organization.

As for large companies, the main problem
here is the “turnover” of personnel. Companies
spend a lot of money on hiring employees,
and thanks to our platform, they significantly
reduce risks and save time.

One of the largest retailers in the Russian
Federation began to use SkillCode for initial
testing of candidates in order to weed out
those who, in principle, do not suit them, so
only worthy and interested people get to a real
interview.

When creating the platform, we set ourselves
the task of making the product as universal
and accessible to every potential client as
possible. So yes, our cases are adapted for any
business, and more importantly, we give you the
opportunity to purchase absolutely any number
of tests and have access to all the tools of the
platform. We try very hard to meet the needs
of any market participants.

- SkillCode came about for a reason: back
then, when you were getting your second
higher education, you realised that the labour
market required changes. How and why?

— The trends that prevail in today’s labour
market clearly indicate the need for radical
change.

Unfortunately, there is still the possibility
that employees never recognise their potential.
And if something “goes wrong”, they simply
leave one company for another, and this can
go on indefinitely. At the same time, university
graduates often do not always feel that they
are in demand, which is extremely important
for the retention of personnel in industries.

And if a company takes employees from
the student stage and raises them in its team,
teaches them that they are the best and that they
are needed here - they get adequate motivation
and desire to develop inside, bringing benefit
to their company from year to year.

The result for the employee is a decent
salary and an interesting career, for the
company - a highly loyal colleague, ready to
give all of himself for the common good. There
must be mutual exchange, and it is not just
about salary.

- Your company has come a long way and
has already established itself in the market
as a very serious platform for business
optimisation and development. What are
your plans for the future?

- Our key task today is scaling up. One of
our immediate goals is to launch a SkillCode
franchise. We are ready to co-operate with
entrepreneurs in the regions and CIS countries

. ™

who share our values and who can become
our partners in the near future. By 2024, we
plan to roll out an international version of our
solution to enter the markets of the MENA
region.

Prepared
by Varvara Mozhaeva
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«Penbcbi-penbCbl, Wnanbl-Wwnanbl» — 3T0 6U3HeC,

KOTOpbIii NPUHOCUT CYacTbe U AapuUT 3a6oty

moaAM. Muccua KomnaHum CoCTOUT B TOM, 4To6bi
npuBUTb KYNbTYpy 3a60Tbl 0 cebe, caenatb eé

NOBCEMECTHOI U OCTYMHON KaXaomy.

A HaunHanocb BCE ¢ NepBoI MaCcCaXHON CTYAUH,

KoTopyio 3anycTunu cynpyru us MxeBcka —

Konctautun u Jluna bopoaunHbl. ina Hux 31o He
npocto 6u3Hec. 3T0 MeCTo, KyAa NoAN NPUXOAAT
paccnabutbea, uto6bl No3BONUTDH cebe 6bITh

mArkumm u 6e33ab6otHbimu. 06 ycnewHocTH

(bepepanbHoii ceTi CTYAUI| FOBOPAT NATUNETHUIA
OMbIT B HULLIE PYYHOro Maccaxa, 6onee 130 Tbic.
[OBOJIbHBIX KNNEHTOB, (Bbiwe 300 MunnnoHoB
BbIpyuKy 3a rop. Ceiuac no Bceii Poccum pabotaer
40 cTypuin, 12 HaXoANTCA Ha CTaUM OTKPBITHA.

Moppo6Hee 0 TOHKOCTAX PppaHLLIM3bI Mbl
norosopunu ¢ KonctaHtunom bopoanHbIm.

cTrvyamsd PYYHOIro MACCAXA -
He TO/IbKO CTabusbHbIX 6U3HEC, HO

naeno, inpyuHocsauiee panoctb AroaAdm

- Bel ¢ cynpyaoli ocHosanu ¢pedepao-
Hylo cemb cmyoduti 3a6omel o merne. C yezo
B8CE€ HAYUHANOCb?

- Al npegnpuHMMaTtens ¢ 2008 roga u ewwé
12 neT napannenbHO 3aHMMatoCb KOHCan-
TVHIOM, MOMOras KOMMaHWAM YBENMUMBaTb
noxopbl. Jluns nocnegHve 10 neT MNOCBATU-
fla MCUXONOornK, OHa CepTUPULMPOBAHHDBIN
reluTanbT-TepanesT, rewTansr-koyd. Mol oba
MHOrO paboTaem C NtoAbMU 1 BUGUM, HACKOSb-
KO cellyac BCe MOrnoLleHbl cyeTor. Yacto B
3TOW CreluKke Mbl 3a06blBaeM O CAMOM [1IaBHOM
yenoBeke — o cebe. MosTomy npw co3paHNUm
CTYAMN Mbl lyManv B NepByto ouepesb O TOM,
4ToObl Mbl C BaMVi, aKTVIBHbIE JilOAK, YUMINCH
BOCCTaHaB/MBaTb CBOM COOCTBEHHbIE PECYPCbl.

- [Moyemy n10OAM UMeHHO celiyac HYy>HO
npuobpecmu eawy ¢ppaHwiusy?

— br3Hec no ¢paHwur3e B HanpaBneHUn
PYyYHOro Macca)ka OYeHb aKTyasieH B Mo-
cnefHue rofbl.

Bo-nepBbix, cefluac MHOro cTtpecca, u
HaLlW yCcnyry No3BONAIOT J0AAM BOCCTaHaB-
nmBaTbcsA, 6bITb 6onee NPoAyKTUBHbLIMU, 60-
nee 3¢ppeKTMBHLIMK, GONIee 300POBLIMMU.

Bo-BTOpbIX, 3TOT 6M3HEC C OuYeHb BbICO-
Kum LTV, lifetime value - 370 noXu3HeHHas
LeHHOCTb KnmeHTa. KnneHTbl MPpUXOAAT K
MOTYT XOAMTb BEYHO HA OAHMN U Te e yCy-
rn. Mo»HO cpaBHUTb C 3y6HOI NacTol: nacTa
3aKaHUMBAETCA, Bbl MOKYyMaeTe CleayioLLyio.
Hukto He pymaert, uto «ecnn 3ybHasa nacta
3aKOHUMNach, To 6osibLLe A YNCTUTDb 3yObl He
6yny». To e camoe 1 ¢ maccaxkem. Jliogm xo-
AT Ha Macca)< NMOCTOAHHO U PEeKOMeHIYIT
OPY3bAM 1 6NU3KNM.
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TpeTnin MOMEHT: MPAMbIX KOHKYPEHTOB Y
Hac Maso. Huwwa ceyac 04eHb XOPOLLO PACTET
1 BCE 6onblue 1 6orblue 3axBaTblBaeT ropofa
no Bcen Poccun. 3a NpoLwsbii rog Cnpoc Ha
Maccax 1 MaccakHble CTyann Bbipoc Ha 10% n
NPOAOIIKAET PACTU KaXKAbIA MecaLl.

- Kakue npeumywiecmea ecmeo y saweli
¢ppaHwuzer?

— «Mniowek» oyeHb MHoro. Hawa ynpas-
NAWAA KOMMaHWA — 3TO KOMaHAa npo-
deccmoHanoB C OrPOMHbLIM  OMbITOM BO
¢dpaHyaismHre. OHM conpoBoXpaaloT Bac
Ha Kaxgom 3Tane paboTbl. Mocne 3Hakom-
CTBa C MEHeAKepOoM Mo OTAeNy 3anycka Mbl
TwaTenbHo nogbupaem nometyeHne ana 6y-
Aywei ctyaun. Haxoamm nokaumio ¢ nomo-
LWblo cepBMCa MO reoMapKeTUHTY, KOTOPbIN
cunTbiBaeT TpaduK, NNOTHOCTb HaceneHus,
NNaTéxecrnocobHOCTb U pyrrie napameTpbl.

KnioueBom acnekT 3anycka CTygum -
Haém 1 obyuyeHune nepcoHana. Y Hac YéTkas,
KflacCHaA v npopymMaHHasa cucTema rnoucka
KaHAuMaaToB 1 oT6opa Yepes rpynnosble Co-
b6ecenoBaHuA.

BpeHa-macTep Bble3xaeT B CTYAMIO HaLLKX
¢dpaHyalizm no Poccum 3a HeCKObKO Heaenb
[0 OTKPbITVA CTYAMW, NPOBOAUT 0byyeHNe,
4yToObl MacTepa paboTany No cTaHAapTam
KayecTBa 1 CepBuCa CETH.

OpHa U3 CUbHbIX CTOPOH Hallel cetn —
MapKeTUHT. MapKeTUHroBbIN OTAeN HauMHaeT
aKTUBHYI0 paboTy ¢ dpaHyan3n ewé 3a fBa
MecAla [0 3anycka cTyauu. Mbl npepocTas-
nAeM MnaH NPOABIKEHUA Ha YeTbipe MecAala
Brepén, KOTOpbIii MOMOraeT rapaHTYPOBaH-
HO BbIMTV Ha NNaHOBble BbIPYYKW 1 cAenaTb

nepsble Npogaxu eweé oo otkpbitud. Mocne
aKTVIBHOM PaboTbl C OTAENOM 3anycka GppaH-
yari3n nomagaeT B HagEXHble PyKU oTgena
pasBuTUSA, rae C HAM paboTaloT BCE OCTaBlLLe-
ecsl Bpems,, MOMOraloT Pa3BrBaTbCs, 4OCTUMATh
bUHAHCOBbIX MOKa3aTesiel, MPOBOAAT aTTe-
CTauvio NepcoHarna, MPOBOLAT TPEKMHT, 3yMbl
€XeMeCAYHO 1 MHOTO-MHOTO fpYrov paboTbl.

- Cmoxeme Hazeams KOHKpemHbsle
yudgpel, Komopble 2080psaM camu 3d ceb6a?

— KoHeuHo! CpeaHuin YeK B HalwmxX CTyANAX
no Poccumn — npyMepHo ABe ThicAaumn pybnei
Ha KNMeHTa, 1 AnA Toro, Ytobbl caenatb Mum-
JINOHHYIO BbIPYYKY, [OCTAaTOYHO 3arpy3uTtb
CTyauio Tonbko Ha 50%. MpepcTaBnaeTe, 3a-
rpyska T1osibko 50%, a y Bac yxe BblpyyKa —
MWIMOH 1 6onbLue!

CTyama ycnewHo NpofaéT He TOMbKO CeaHCbl
Maccarka, HO V1 MOAAPOYUHble cepTUDUKATbI, KOC-
MeTVKy 1 gpyroe. MHorve Hawm ¢paHyainsv
CTabUIIbHO AenatoT eXeMeCcAYHO BbIPyUKy 60-
nee MunnnoHa pyb6neii! MprTom B pasHbIX ro-
poaax — v B 60MbLUVIX, U B MaNeHbKIIX.

Ha oTkpbITre cobcTBEHHON CTYANM NoTpe-
6yeTcA MpuUMepHO 2,5 MUANVOHa py6nen.
Bknoyana B TOM ymcne nayLanbHbll B3HOC,
3aTpaTbl HA PEMOHT, Ha NePBUYHYIO peKsa-
My, Ha MOMCK NepcoHana 1 Tak gasee.

- Umo6bi 661 8bl cKazasnu e 3akroveHue
Hawum yumamenam?

— [lMpucoeguHAnTeCcb K Hawen «penb-
COBCKOW» CeMbe, CTaHOBUTECb YacTbio
60/bLLIOro, KNacCHOro, KPYTOro 1 pa3BuBa-
IOLLEroCA KOMbIOHUTW U JOCTUranTe CBOWX
JINYHBIX Lieniel, momoras Apyrum nogam!



MANUAL

MASSAGE STUDIO

is not only a stable
business, but a
business that

brings joy to people

“Rails-rails, sleepers-sleepers” is a business

that brings happiness and gives care to
people. The company's mission is to instill
a culture of self-care, to make it ubiquitous
and accessible to everyone.

And everything began with the first
massage studio which was started by
spouses from Izhevsk — Konstantin and
Lilya Borodin. For them, it's not just
business. This is a place where people come
to relax, to allow themselves to be soft

and carefree. The success of the Federal
network of studios is evidenced by five
years of experience in the niche of manual
massage, more than 130 thousand satisfied
customers, more than 300 million in
revenue per year. Now there are 40 studios
operating all over Russia, and 12 are at the
opening stage. We spoke to Konstantin
Borodin to find out more about the

intricacies of franchising.

- You and your wife founded the Federal
Network of Body Care Studios. How did it
all start?

- T'have been an entrepreneur since 2008,
and for another 12 years I have been involved
at the same time in consulting, helping
companies to increase their revenues. Lilya
has spent the last 10 years in psychology, she is
a certified Gestalt therapist and Gestalt coach.
We both work a lot with people and see how
much everyone is consumed by the hustle and
bustle these days. Often in this rush we forget
about the most important person — ourselves.
That’s why when we created the studio we
thought first of all about you and me, active
people, learning to restore our own resources.

- Why do people need to buy your
franchise right now?

- The franchise business in the direction
of manual massage has been very relevant in
recent years.

Firstly, there is a lot of stress right now and
our services allow people to recover, be more
productive, more efficient, healthier.

Secondly, this is a business with a very high
LTV, lifetime value - that’s the lifetime value
of the client. Customers come and can go to
the same services forever. It can be compared
with toothpaste: when the paste is over, you
go to buy another one. No one thinks that
“if the toothpaste is over, then I will not
brush my teeth anymore”. It's the same with
massage. People go for massage all the time
and recommend it to friends and family.

The third point is that we have few direct
competitors. The niche is now growing very
well and is increasingly taking over cities all
over Russia. Last year, the demand for massage
and massage studios grew by 10 per cent and
continues to grow every month.

- What are the advantages of your
franchise?

- The perks are many. Our management
company is a team of professionals with
extensive experience in franchising. They
accompany you every step of the way. After
getting to know the launch manager, we
carefully select the premises for the future
studio. We find a location using a geomarketing
service that reads traffic, population density,
ability to pay and other parameters.

The key aspect of launching a studio is
hiring and training staff. We have a clear, cool,
well-thought-out system of candidate search
and selection through group interviews.

The brand master travels to the studio of
our franchisees in Russia a few weeks before
the studio opens, conducts training so that

the masters work according to the quality and
service standards of the network.

One of the strengths of our network is
marketing. The marketing department begins
active work with franchisees two months
before the launch of the studio. We provide
a promotion plan for four months ahead,
which helps to reach the planned revenue and
make the first sales even before the opening.
After active work with the launch department,
the franchisee falls into the safe hands of the
development department, where they work
with him for the rest of the time, help to
develop, achieve financial indicators, conduct
personnel certification, conduct tracking,
monthly zooms, and a lot of other work.

- Can you name specific figures that speak
for themselves?

- Of course! The average check in our
studios in Russia is about two thousand rubles
per client, and in order to make a million in
revenue, it is enough to load the studio only by
50 percent. Imagine, loading is only 50 percent,
and you already have a revenue of a million
or more!

The studio successfully sells not only
massage sessions, but also gift certificates,
cosmetics and more. Many of our franchisees
make a stable monthly revenue of more than
a million rubles! Moreover, in different cities,
both large and small.

It will take about 2.5 million rubles to open
your own studio. Including, among other
things, a lump-sum contribution, repair costs,
primary advertising, search for personnel, and
so on.

- What would you say in conclusion to
our readers?

- Join our Rails family, become a part of
a big, cool, growing community and achieve
your personal goals by helping other people!
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«YebypekMu» — ¢ppaHwimn3a yebypeuHoil HoBoro Gpopmara B
cBo6ogHOI1 M NpubbINbHOI HUWe CTPUTPYAA, Camas KpynHaA ceTb
yebypeuHbix B Poccun. lepBas Touka 6bina oTkpbiTa B 2019 rogy

B HoBocnbupcke 3a 300 000 py6neii, a Take 6b110 3anyLLeHO
¢panwusHoe HanpaBnexue 3a 1000 000 py6neit. Yepes aBa mecaua
OTKpbinacb BTOpas TOYKa, ellé yepes TpU — TPeTbA.

B HacToAwee Bpema «Ye6ypekMu» — 370 MeX ayHapoaHas ceTb, KyAa
Bxoput 6onee 300 Touek B 10 crpanax mupa: B Poccum, benapyan,
Apmenuu, Kazaxcrane, Y36ekucrane, 3ctoHun, JlatBuu. Ha crapun
oTKpbiTuaA — [py3us, Kuprusna n AsepbaingxaH. Lienb Komnanum —
yBenuuuTb Konu4ecTBo Touek «YebypekMu» go 1000 wyk.

OTKPbITb CBOKO YEBYPEHHYHO =

JIYYLUEE PEWLEHME

OPAHWN3A NPUHADNEXUT ANEK-
CAHOPY OONTOBY - OAHOMY W13 KPYM-
HEMWWX ®OPAHYAN3EPOB B POCCUN,
NMPEAMPUHUMATENIO, OCHOBATEJIO
¥ BNALENbLY KOMMAHUW «YEBYPEK-
MW», «CEHbOP JEHEP», LASER LOVE, CO-
BNALENbLUY 3KOCUCTEMbI POSTILLA.
HEOABHO OH 3APETUCTPUPOBAI
XONAWHT 20X80, 3A0AYA KOTOPOTO -
nomMmolub APYTMM KOMMAHUAM B MPO-
OAXKE X OPAHLLW3 U PASBUTUWN OPAH-
YAM3UHTOBbIX CETEWN.

Mouemy uebypekn?

CornacHo faHHbIM nccnegoBaHuna «YekH-
AeKko», B 2023 rofly YMcI10 NOKYMOK POCCUAH B
obLenyTax yBennumnnoch noutu Ha 10%. OpHa-
KO MOTPebuTeN yCTanu OT NPUBbIYHBIX MPEAIo-
MeHuiA, GOKyC cmeLLiaeTcA Ha pa3BrieKaTesbHbIN
aCMeKT 1 HoBble BneyatneHus. Yebypeku xe —
Hen36mTbI GopMaT, 3TO ObICTPO, CbITHO U BKYC-
HO; 80% HaceneHua NbAT 3To 67100 C AeTCTBA.
MosTomy BnapenbLamm 3a OCHOBY 6Oblina B3ATa
KoHuenumsa «PacTdyp, 3HaKOMbIN C AeTCTBa».

[To MHeHMI0O OCHOBaTenA ceTu, Bpems
60onbwmnx dpacTdyn-NnpoeKToB NPOLIO, X
OTKpbITUE 00X0ANTCA B AECATKU MUNIIOHOB

WHBECTULUIA 1 NPU STOM He BCErAa OKYMNaeTcs.
Bynyulee 3a ToueuHbIMU TpeHAaMK — yebype-
Kamui, OHV 6oree »Mn3HecnocobHble. MoTpebu-
TENU yXKe NPUBbIKIIN K KAYeCTBY, UM XOUeTcs
B AOMOJIHEHUE K HEMY €LLE 1 BNeYaTIEHNIA.

AnekcaHop flonzos:

«Mbl Xomesnu cOeslame Ho8oe npoymeHue
K/iaccuku — 4yebypek co cmaHoapmHoU Ha4uH-
Koli, Ho npu 3mom ylimu om HepAWJIU8020
8uda usdesus U NPOMAcJieHHoU KupHou 6y-
maau, KaKk 3mo npodaémcs 00 cux nop 8 KUoc-
Kax Ha eok3asnax. [loamomy mel pabomanu u
HAo Ka4yecmeom NpodyKma, U Ha0 ynaKoeKoli.

Hawa udes 6bi1a o4eHb npocmoii: 83amb
NOHAMHbIU NpodyKm, c0esiame HA Hez0 Ap-
Kull MapKemuHa U NOCMapamecA npuesieyb
K Hemy uHmepec. To ecme nocmapamecs,
4mo6ol 100U, Komopblie npobyom 4yeby-
peKu, nepeocMbICIUIU 3Mom npooyKm.
Mol pewunu coename 4yeGypeku 8 ApKol
U cmunbHol ynaKoeke u3 ¢pos1b2upoe8aH-
HO20 a/IIOMUHUS, 8 KJIACCHOM NAsuJiboHe.
CknaccHoim SMM u mapkemuH20M 0719 mozo,
4Yymo6bl 1todu, Ko20a npuxodunu, Mo2/1uU CKa-
3ames, Ymo 3mo ApKuli 8KYCHbIl npoOyKm, u
8bIIOXKUMb €20 homo 8 coyuabHbie cemu».

— CTapPTOBbIE UHBECTULIMY — OT 960 000 PYO/1ei:;

— CPOK OKynaeMoCcTn — OT 6 Mecaues;

— CcpenHas Bbipydka B Mecdl, — oT 800 000 pyonei;

— POANTU — 5% OT BbIDYUKM:

— nayllanbHbIi B3HOC — 500 000 pPyO/1el.

RUSSIAN BUSINESS GUIDE {CEHTABPb 2023}

Kak rotoBaT uebypekun?

YebypeKu roToBATCA TONbKO U NCKITIOUN-
TeSIbHO NPW KSIMEHTE — 3TO 3aHUMaeT 5-7 Mu-
HYT, U3 TecTa CO6CTBEHHOrO NPUrOTOBAEHNA
N HaTypasnbHbIX HAYNHOK, 6e3 3aroToBOK,
Ha cBOém o6opynoBaHuK. MNocTaBLMKY UH-
rpeaneHToB — HaléXHble N KaueCTBEHHble
napTHEPbI, NpoBepeHbl BpemeHeM. Bce nH-
rpeaveHTbl MPOU3BOAATCA U BblpaLL/BaOTCA
B Poccuu: ot mAca n macna Ao MyKu.

Yebypekn — 3TO MOHOMPOAYKT, NPy 3TOM
MeHI0 NpoKaynBaeTca ObicTpee, YeM ycneBaet
OTKpPbITbCA ouepefHan byprepHas. Pa3 B Kap-
Tan B MeHto f06aBnAeTCA NPMMEPHO CeMb
HOBbIX BKYCOB. [TOMUMO MACHOWN HaUMHKW,
KnMeHTaM npepasaratotca Yebypeku ¢ OXOTHU-
YbVMU Konbackamu, MoLLapesion, BETYMHON
1 CbIPOM, KpacHoW pbl6oii, KnybHUKoi. Kpome
TOro, B MeHI0 ecTb Yebypek-nupor, yebypek
C OMJIETOM U CTaHAAPTHbIN Habop 3aKyCoK.

MeHto nerko aganTtupyeTca nog BblopaHHbIN
pervoH: onbIT KOMNaHWK No3BoNAeT BbICTPO
NpoBeCTN aHaNTKKY 1 BbIABUTb Hanbonee
npeAnoYTUTENbHbIE BKYCbl KITMEHTOB B JI060M
ropope Poccun.

Momumo yebypeKoB, NpeasaraoTca u Ba-
pUaHTbl 3aKYCOK: KapToLKa ¢pu, HarreTcbl,
NyKOBble KOMNbLia, XBOPOCT, CbipHbIE LaPUKU.

(Dopma'rbl n noKauun
«YebypekMwu» npepgnaraeT napTHépam
pa3Hble popmaTbl 3aBEEHNA: KNOCK C OK-
HOM BblJauu, NaBUIbOH C BXOAOM, MaBUbOH
C nocapKkoi, kade Ha NnepBom 3Taxe, bya-KopT
1 paxe dyaTpak — 3T0 Kpacueo, HeoObIYHO,

MOOUIBHO, a MMaBHOE — NPUOBINIBHO.



Yro KacaeTca nokaumm, To ppaHwmsa «Ye-
6ypekMu» NprbbinbHa 1 OKynaema B Jito0bix
TOuKax: B 60NbLUNX U MaNIeHbKMX Fropofax, B
NOCENKax U Ha aBTOMOGUIbHBIX Tpaccax. B ma-
NbIX ropofax NapTHEPbLI fienatoT BblpyUKy OT
500 000 py6nelt, B KpyrnHbix —oT 800 000 pybneii.

Yro no3sonAeT genatb 6onbLUMe BbIPYUKA B
ManeHbKNX ropopax? Bo-nepsbix, Nx >kutenu He
n36anoBaHbl pecTopaHamu, a NpoboBaTb Ho-
BOe 1 BKyCHOe xoueTcs. U yebypeku ¢ pasHo-
06pa3zHbIMU HaunHKaMK Ha 100% 3akpblBatoT
3Ty noTpebHoCTb. Bo-BTOPbIX, «YebypekMu» —
depepanbHan ceTb, a 3HauuT, Bay-2pdeKT ot
nprixoAa Touek B ropog obecneyeH.

ConpoBoXxpaeHuve
ynpasnmou.;eﬁ KOMMaHnn

[na kakgoro napTHépa YK nwet n Haxo-
VT HAVBYAYaNbHbIN NOAXOA, KOTOPbIN AacT
HY>KHbI UMEHHO AN1A HEero pesybTart. YumnTbl-
BalOTCA 0COBEHHOCTY ropoda 1 loKauun, Ha
OCHOBE YEro roTOBUTCA PSAA MAaPKETUHIOBbIX
MeponpuATUIA, co3gatoLmx oyepean. bnaro-
JapA 3ToMy NpomncxoauT HapaboTka 6a3bl yHU-
KasnbHbIX MOKyMnaTenieil BCero 3a OAvH AeHb.

AnekcaHop fonzos:

«Hanpumep, e peapane 2022 200a, Ko20a
J1I00AM KAK HUK020a HY><Ha 6bl/1a Ha0éX-
HOCM®b, Mbl Ha4asu npedsida2ams HOBbIM
napmuépam ¢ppaHwiusy c capaHmueii.
3mom nakem eocmpe6o8aH 0o cux nop. Moi
8b18600UM MOYKY (hpaHyalizu Ha NIAHOBYI0
8bIpyYKy 3a mpu MecAya iu6o eosepawjaem
deHbau. Bcé€ yecmHo, npocmo u npo3pa4yHo».

NOAPOOHBLIV UEK—TUCT OTKPbLITS;
MOMOLLIb B BbIbOpe nomelLeHus;
NoAPOOHbIN BpeHabYK;

[T-peleHnst — MOBUIbHOE NPUIoHKe—
He 1 NPorpaMMHoe obecrnedeHne rno
aBTOMaTM3aUNK OU3HecC—| 1POLEeCCOB;

CO3/laHne aKkayHTOB B COLICETM
«BKoHTakTe» 1 BefieHre nx [0 OTKPbITUS,

obyyeHue ynparneH o TOUYKOM 1 Mof,
Oopy NepcoHana;

obyueHue 1 NoMoLLb B aanTtatiym
nepcoHana;

TEXHO/I0rMYeCK e KapTbl:

BU1E00byUEeHMe 1 TECTUPOBaHMEe
BalLNX COTPYAHNKOB,

UeK—/IUCT NPOABMKEHMS Nocsie
OTKPbITUS:

KOHTEHT A5t paboTbl C arperatopamit;

Ha3a NoCTaBLLMKOB;

APKN POTO= VI BUAEOKOHTEHT;

ropuanyecKkas NoaJepKa.

CBouM ppaHyuali3n-napTHépam YK nomo-
raet nof6upatb camyio NpUBbINbHYIO TOKa-
unio, bopmmpyeT NoaPO6HbIE MHCTPYKLUUN
[NA KaXK[0ro 3Tana oTKpbITWA. KnueHTbl Tak-
e MoslyyaloT roTOBYIO CUCTEMY YrNpaBfieHWs
dpaHLLM30M, opuanYecKoe CONPOoBOXKAEHME,
KOHCanTUHT, 6poKepraX, PAL MapKETUHIOBbIX
ycnyr. Chepa otBeTcTBEHHOCTM YK BKNtOUaeT B
ceba nopbop nepcoHana, ayauT 1 HaCTPOWKY
BOPOHKM npoga, SMM, paboTy ¢ Tpadukom ¢
Lienbio reHepaLuuy nIMaoB, pa3paboTKy caiToB
1 MHOTO€ fipyroe.

MpenmyuiecTBa pa6oTbl
c «<4Yeb6ypekMm»

MpnobpeteHne dpaHLLm3bl «YebypekMu» —
3TO NpMBReKaTesibHOe peLleHne cpasy no
uenomy pagy nosuumin. Bo-nepsbix, n 310
OYeHb Ba)KHO, MOTEHLMaNbHOMY NapTHEPY
HeobA3aTeNbHO 06/1a4aTb OMNbITOM BeAeHUA
613Heca. Kpome Toro, eLé 1o NoKynKu GppaH-
LUK3bl KNMEHT ybexxaaeTca B paboTatolen dpu-
HaHCOBOW MoJeNn, KoTopas NMeET BbICOKYHO
MapXXMHANbHOCTb.

MWHUManNbHbI 0OBEM MHBECTULIA — BCETO
0KOJ10 OiHOTO MUJIIMOHA py6neid, UTo ABNAET-
cA HeborbLLOI cymmol Ana chepbl obLienuTa.

Heb6onbLwoli Wwrat cCoTpYAHNKOB, ObICTPbIN
3anyck (oT 6 fo 8 Heflenb) 1 GbICTPasn oKynae-
MOCTb (OT 6 MecALEB) Tak»Ke ABNAIOTCA 3HAUYN-
MbIMK GpakTopamu. B KauecTBe gononHuTenb-
Horo 60Hyca NapTHEP NosyyaeT BO3MOXHOCTb
yyacTua B defepanbHOM KOHTpaKTe C
000 «MynToH MapTHepc» 1 0cobble ycroBuMsA
CTaBOK MO 3KBaNPUHTY.

Kpome Toro, 63Hec fOCTaTOYHO NPOCT B
OTKPbITVM 1 NIEFOK B MacLUTabupoBaHmm.

XonguHr 20x80
B mapTe 2023 roga Anekcangp donros 3a-
peructpuposan xongauHr 20x80. Ero ocHoBs-
HaA 3afjlaya — pa3BuTne GpaHUaN3MHIOBbIX
ceTelr. KnioueBoi ¢pokyc — nomoratb Apyrum

KOMMaHWAM AenaTtb MapKeTVHT, 3aHMaTbCA
npopaxamm GpaHLLN3 1N BbIXOAUTb Ha PbIHOK
dpaHyan3mHra ¢ NOMOoLLbIo MPaBUIIbHO No-
CTPOEHHbIX GMHAHCOBbIX CUCTEM 1 Nogbopa
nepcoHana. B pa3sutn HanpasneHun ges-
TenbHOCTW XonanHra AnekcaHapy flonrosy
romoraeTt NapTHEP C CUNIbHbIMM YrpaBieHye-
CKUMIW KOMMeTeHUMAMM 1 60NbLIVM OMbITOM
paboTbl B 06nacTu GppaHyansnHra.

Pa3paboTtka cTpaTerum ona npoaBuKeHUs
N MacwTabupoBaHus 6usHeca — CEroaHA 3Tn
yCNyru o4eHb BOCTpeboBaHbl Ha pblHKe. B Ha-
cToALLEe BPEMSA XONAUHT NMOMOraeT K/MeHTam
[enaTb 3anycKu, BbICTparBaTb NapTHEPCTBA,
KOHCYnbTnpyaA okono 10 komnaHui. [lo KoHua
rofla NiaHNpyeTca yBeMUYNTb KONNYECTBO
KNueHToB Ao 50+.

Mo mHeHunto AnekcaHgpa Jonrosa, ero
cobcTBEHHbIE U MAPTHEPCKME MPOEKTbI, KO-
TOpble TaK»Ke NOMb3yTCA YCIyraMm XONAnH-
ra, — 3To OT/IMYHbIN NPMEpP TOro, HACKOJSIb-
KO creumnanmncTbl KOMNaHWUM SKCNepPTHbI BO
dpaHuainsmHre.

lModzomosuna EkamepuHa 3onomapésa
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CheburekMe - a new format of
cheburechnaya franchise in the vacant
and profitable niche of street food,

the largest chain of cheburechnaya in
Russia. The first point was opened in
Novosibirsk in 2019 for 300,000 rubles,
and a franchise area was launched for
1,000,000 rubles. Two months later

the second store was opened, and after
another three months the third.
Currently CheburekMe - is an
international network, which includes
more than 350 outlets in 10 countries:
Russia, Belarus, Armenia, Kazakhstan,
Uzbekistan, Estonia, Latvia. Georgia,
Kyrgyzstan and Azerbaijan are in the
process of opening. The company's
goal is to increase the number of
CheburekMe stores to 1000.

OPENING YOUR OWN CHEBURECHNAYA
IS THE BEST SOLUTION

THE FRANCHISE BELONGS TO
ALEXANDER DOLGOV - ONE OF THE
LARGEST FRANCHISORS IN RUSSIA,
ENTREPRENEUR, FOUNDER AND
OWNER OF CHEBUREKME, SENOR
DENER, LASER LOVE, ECOSYSTEMS
POSTILLA. HE RECENTLY REGISTERED
20X80 HOLDING, WHOSE TASK IS
TO HELP OTHER COMPANIES SELL
THEIR FRANCHISES AND DEVELOP
FRANCHISE NETWORKS.

Why chebureks?

According to ChekIndex research, by
2023 the number of purchases by Russians
in catering establishments will increase by
almost 10%. However, consumers are tired
of the usual offers and the focus is shifting to
the entertainment aspect and new experiences.
Cheburek is an unconventional format, it is
fast, hearty and tasty; 80% of the population
has loved this dish since childhood. That is
why the owners took the concept of “fast food
familiar from childhood” as a basis.

According to the founder of the chain, the
time of big fast food projects is over, their
opening costs tens of millions of investments
and does not always pay off. The future lies in
point trends, such as chebureks, because they
are more profitable. Consumers are already used
to quality; and they want impressions as well.

Alexander Dolgov:

“We wanted to make a new reading of
a classic - a cheburek with a standard filling,
but at the same time get away from the sloppy
look of the product and the oily, greasy paper,

RUSSIAN BUSINESS GUIDE {CEHTABPb 2023}

as it is still sold in kiosks at train stations. So
we worked on both the quality of the product
and the packaging.

Our idea was very simple: take an
understandable product, make a bright
marketing for it, and try to get people
interested in it. That is, to try to make
people who try chebureks think twice about
this product. We decided to make chebureks
in bright and stylish foil paper packaging,
in a cool pavilion. With cool SMM and
marketing to make sure that when people
come in, they can say it’s a colourful, tasty
product and post a photo of it on social
media.”

How are chebureks cooked?

Chebureks are cooked only and exclusively
in front of the customer - it takes 5-7 minutes,
from homemade dough and natural fillings,
without any preparations, on our own
equipment. Ingredient suppliers are reliable
and quality partners, proven over time. All
ingredients are produced and grown in Russia:
from meat and oil to flour.

Chebureks are a mono-product, and
the menu is expanding faster than another
burger shop can open. About seven new
flavors are added to the menu every quarter.
In addition to meat stuffing, customers are
offered chebureks with hunting sausages,
mozzarella, ham and cheese, red fish, and
strawberries. The menu also includes cheburek
pie, cheburek with omelet and a standard set
of appetizers.

The menu can be easily adapted to the
chosen region: the company’s experience

Detailed checklist of opening;

Assistance in choosing the premises;

Detailed brand book;

[T solutions — mobile application and
business process automation software;

Creation of accounts in social
networks “VK” and “Instagram” and their
maintenance before opening;

Training in point management and
staff recruitment,

Training and assistance in staff
adaptation;

Flow charts;

Video training and testing of your
staff;

Post-opening promotion checklist;

Content for working with
aggregators,

Supplier base;

Vivid photo and video content;

Legal support.

allows it to quickly analyze and identify the
most preferred tastes of customers in any city
of Russia.

In addition to chebureks, there are also
appetizers: fries, nuggets, onion rings,
pineapple, cheese balls.



Formats and locations

CheburekMe offers its partners different
formats of establishments: a kiosk with
a delivery window, a pavilion with an entrance,
a pavilion with seating, a cafe on the first
floor, a food court and even a foodtrak - it
is beautiful, unusual, mobile and above all -
profitable.

As for the location, the CheburekMe
franchise is profitable and profitable in any
location: in big and small cities, in villages and
on highways. In small towns partners make

revenues from 500 000 rubles, in big cities -
from 800000 rubles.

What makes it possible to make a lot of
money in small towns? First of all, their
inhabitants are not spoiled by restaurants and
they want to try new and tasty things. And
chebureks with different fillings meet this need
100%. Secondly, CheburekMe - is a national
chain, which means that the wow-effect from
the arrival of outlets in the city is guaranteed.

Management Company Support

For each partner, the management company
seeks and finds an individual approach to
achieve the desired result. The peculiarities
of the city and the location are taken into
account, on the basis of which a series of
marketing activities are prepared that form
queues. Thanks to this, a base of unique buyers
is created in just one day.

Alexander Dolgov:

“For example, in February 2022, when
people needed reliability more than ever, we
started offering new partners a franchise with
a guarantee. This package is still in demand.
We bring the franchisee’s point to the planned
revenue in three months or return the money.
It is all honest, simple and transparent.”

The management company helps its
franchisees choose the most profitable location
and provides detailed instructions for each
stage of opening. Clients also receive a ready-
made franchise management system, legal
support, consulting and a range of marketing
services. The MC’s responsibilities include
assisting with staff recruitment, reviewing
and customizing the sales funnel, SMM,
working with traffic to generate leads, website
development and much more.

Benefits of working with
CheburekMe

Buying a CheburekMe franchise is an
attractive solution for a number of reasons.
First, and most importantly, a potential
partner does not necessarily need to have
business experience. In addition, even before
buying a franchise, the client is convinced of
the working financial model, which has a high
margin.

The minimum investment — only about one
million rubles, which is a small amount for the
catering industry.

Small number of employees, quick
start (from 6 to 8 weeks) and quick return
on investment (from 6 months) are also
significant factors. As an additional bonus,
the partner gets an opportunity to participate
in a federal contract with Moulton Partners
LLC and special terms of acquiring rates.

In addition, the business is easy to open and
easy to scale.

20x80 Holding

In March 2023 Alexander Dolgov registered
20x80 Holding. Its main task is to develop
franchise networks. The main focus is to help
other companies with marketing, franchise
sales and entry into the franchise market
with properly built financial systems and
recruitment. Alexander Dolgov is assisted in
the development of the holding’s businesses by
a partner with strong management skills and
extensive experience in franchising.

Strategy development for business
promotion and scaling - these services are in
great demand in the market today. Currently,
the holding is helping clients to launch
and build partnerships, advising about 10
companies. By the end of the year it is planned
to increase the number of clients to 50+.

According to Alexander Dolgov, his own
projects and his partners’ projects, which also
use the holding’s services, are an excellent
example of how expert the company’s
specialists are in franchising.

Prepared by Ekaterina Zolotareva

— Starting investments —

fromm 960000 rubles;

— Payback period — from 6 months;
— Average revenue per month —
from 800,000 rubles;

— Royalty — 5% of sales;
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— Lump sum payment - 500,000 rubles.
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KOCMETOAOT MK

cropus peaepanbHoii ceTu cTypamii Laser Love Hayanacb naTb net Hasaga. B aBrycre 2018 roga
6bina oTKpbITa nepBas cryaua B HoBocbupcke. 3a npoweawnii nepuog u3 He6onbuoro
nomelleHnaA B 6u3Hec-LieHTpe KOMNaHUA NPeBPaTUANCL B camyto KpynHyto B Poccun cetb u3 240
TOYeK U TPIKAbI 3aHUMana nepBoe MecTo B peiiTuHre GpaHiuus PBK.
Opanwn3a npuHapnexut Anexcaiapy flonroBy u Kupe [lonrosoii. Anekcanpp [lonros — oauH
13 KpynHeiiwnx ¢ppaHyaiizepos B Poccun, npeanpuHumarenb, 0CHOBaTeNb 1 Bnaaenew
KomnaHuii «Ye6ypekMu», «CeHbop [leHép», coBnapeneu 3kocuctembl Postilla, a Take xongunra
20x80, 3apa4a KOTOPOro — NOMOLLb APYrM KOMMAHUAM B NpoAaxe UX GpaHLUN3 U pa3BUTUN
¢panvaiisunrosbix ceteil. Kupa [lonroBa — npegnpuHumarens, ocHoBatenb GpefiepanbHoii cetn
KNUHUK Na3epHoii Snunauumn u kocmetonorum Laser Love, CEO, MeHTOp KPYNHOTO 1 HACTaBHUK

manoro 6u3Heca.

PpaHwmsa Laser Love:
AOXOA CTIEPBOTIO AHA

OTKPbITVA

YTO TAKOE LASER LOVE

Laser Love poamnacb Ha OCHOBe APKMUX Bre-
YyaTneHun e€ ocHoBatensa Kupbl [Jonrosow ot
npoLiefypbl nasepHoi anunaummn. CerogHa sto
NAEep B CBOEI HILLE, NPeOoCTaBNAIOLLMIA Kaye-
CTBEHHbIE YCIyrn 1 HeMeLIEHHO BHeAPAOLMIA
no6ble MHCalTbI. Tak, B CTYAWAX €CTb AETCKUIA
YromnokK, 4To6bl MamMbl MOFI PacciabuTbes 1 cro-
KOWHO NPOTI KOCMETONOorMyYeckrie NpoLeaypbl.
3pecb paboTatoT NpodeccrioHarnbl, C KOTOPbIMK
KNVEeHT BCErAa MOXET ObITb YBEPEH B pe3ynbraTe.

Mo cnoBam Kupbl [lonroson, kKomnaHusA
npeAoCTaBAAeT He TONbKO BbIFOAHbIE YCI0BUA
1 NOJIHOE COMPOBOXAEHME, HO 1 B1U3HEeCc-06-
pa3oBaHue.

Kupa fjonzoea:

«OCHOBHAsA yenb — npokayams npeonpu-
HUMamersnbcKoe MblwsieHUe NnapmHéepoa. Pe-
3ynemam - 3¢phpekmueHocMeo (hparyalisu,
a mak<e KJIueHMoopueHMUpPo8aHHOCMb U
Kayecmeo ycs1y2 Ha ebicoyaliuieM ypogHe».

@OpaHwumsa Laser Love — 370 n3BeCTHbIN
6peHA, OFPOMHbIN OMbIT U MPOBEPEHHAsA
613HeC-MoAeNb, a TaKXKe KonoccasibHas 6a3a
3HaHWN, No3BonALan obyyatb BefeHio 613-
Heca ¥ ynpaB/ieHUto, CUiibHaA MapKeTUHroBas
MOALAEPKKA, MOMOLLb U KOHTPOJIb Ha BCEX 3Ta-
nax paboTbl. M Tako KOMMIEKCHBIN NOAXOA,

RUSSIAN BUSINESS GUIDE {CEHTABPb 2023}

nossosseT GppaHLLIM3e 0CTaBaTbCA YCMELIHON,
HeCMOTPA HU Ha KaKne KPU3NCHbIe CUTyaLmn.
Tak, Laser Love — 3To eANHCTBEHHAA CETb B
Poccun, koTopas paboTtana BO Bpems naHAe-
MWW 1 fenana npupocT Mo BbipyukKe.

Bu3Hec-mopenb ceTh paboTaeT Kak B ropo-
LaX-MUNIMOHHIMKAX, Tak U B HEGObLLNX FOPO-
Aax fo 30 TbiC. YenoBekK, K TOMy e cuctema
ynpaBJieHVA CTyAMe No3BoNnAeT NapTHEPam
BeCTV 6U3Hec yaanéHHo.

Bnarogaps oTpaboTaHHbIM afIroOpUTMam CeTb
Laser Love pacTét kaxkabin mecau, 1 40% napt-
HEPOB OTKPbIBAIOT CPa3y HECKONbKO CTYANIA.

KOMUTET OTKPbITUA
YTo6bl GppaHyuai3v MOy 3anyCcTUTbCA Kak
MOXHO BbICTpee, ynpaBAoLwan KoMnaHus
co3pana crneyuanbHblii KomuTeT oTKpbITUA —

YTO BXOAUT B
NAYLAJIbHbIA B3HOC:
@ 13BECTHDLIVI OPEeHO Y NPOBEPEH—
Haa busHec-Moaesb;

® oGyyeHye (ynpasneHue bus-
HecoM, NpoBeaeHre Npoueayp,
hrHaHcoBOe NaaHupoBaHe,
NPOAGHKMN);

® repcoHan (MHCTPYKUMK Mo
MOVICKY, afanTauns, MOTUBaLIUSI,
obyueHne):

® NepcoHabHbI MeHeakep
COMPOBOXAEHUs (MOMOLLb U
KoHCyNbTauum 24//, 4at ¢ Ko-
MaHAO0W U COBCTREHHUKaMMN):

® roMelLieHne (NMOMOLLb C MOVCKOM
JIOKALMN, FOPUAMHECKast MOMOLLID):
@ MADKETUHI OTKPbITUS (Co3na-
He NepCoHaIbHOro canTa, Tap-
reTMpoBaHHash pexama, cosia-
He U HanO/IHeHVe coLceTen):;

® 10/1FOTORKa K OTKPbITUIO (Crn-
COK 3aKyroK, MOCTaBLUMKN, CLIEHa~

P OTKPLITUST CTYANN).

MUCCUSA LASER LOVE:

® [lc/1aTh XKeHLLH
CYaACT/IMBbIMU,

® 4CCTHO M 3KOIOMMYHO
NOCTUraTh pesy/ibraTa;

® CTPOUTHL W Pa3BUBATH KJ1M—
EHTOUEHTRUHUHYIO KOMMaH 0.

NPOBOAHMK M HAaCTaBHUK Mpu 3anycke 6us-
Heca, KOTOpbIVi MOMOraeT NapTHEPY He «yTo-
HYTb» B OMepaLoHKe, a CGOKYCMPOBaTbCA Ha
Ba’KHbIX MOMEHTaXx: Ha PyKOBOACTBE CTyAMeN,
nepcoHaniom 1 noayveHun NnprobbINn.

B KomaHZy KomuTeTa BXOAUT MEHeaep
OTKPbITUA: OH COCTaBNAET ans ¢paHyansmn
«[JOPOXHYIO KapTy» 3anycka, moMoraert ¢ no-
MNCKOM MOMELLEHUNA U 3aKJT0YEHEM AOTOBOPA
Ha apeHpy, COBMECTHO € NapTHEPOM HaHMMaeT
nepcoHan no ctaHgapTam Laser Love, nomo-
raeT CNiaHNpoBaTb BbIPYUKyY, aHanu3mpyet
LieHbl KOHKYPEHTOB, rOTOBUT pekoMeHAaLMM
Mo YCUNIEHMIO MPOAAX 1 MHOTOe Apyroe.

[nAa Kaxporo naptHépa COTPYAHUKN
KOMMWTETa COCTaBNAT Anarpammy faHTa (Bu-
3yanbHoe npepcTaBnieHne rpaduka pabor,
Ha KOTOPOM OTpPakeHbl 3afaun 1 NocneaoBa-
TENbHOCTb UX BbINONHEHMA. — Pen.) no Bcem
3Tanam paboTbl, BbICbINAKT YEK-TUCTbI U gU-
3alH-NPOEKT NOMELLEHNA.

MapkeTonor BbiCTpavBaeT cMctemy npusse-
YeHWs KNNEHTOB, OXBATbIBaA MPW STOM MaKCu-
MaJIbHOE KOMMYECTBO BO3MOXKHOCTEN, 3Has, Kak
OHV cpaboTatoT B TOM UM MHOM FrOpofe, B TO
WA MHOW TOKaLwmK. BaxkHo, uto 6naropaps aton
LeatenbHoCTY YK He NPOCTO NPUBOANT KIMEHTOB
K OTKPbITUIO CTYAWW, @ TOMOraeT 3apaboTaTtb nep-
Bble AeHbrn elwé 10 odrLmanbHOro OTKPbITUAA —
3a CYET CreLyCrioBuiA Mo nNpofaxe aboHeMeHToB
1 NPeAOCTaBeHVA APYrviX aKTUBHOCTEN.

B pe3synbrate 6naropgaps AeATeNbHOCTU
KomunteTa OTKpbITMA YAanocb COKPaTUTb
CPOKM 3anycka CTYAui ceTn B iBa pasa: fo
6 Hepenb BmecTo 12!



NMOYEMY NAPTHEPbI
BbIBUPAIOT LASER LOVE

PblHOK 613Heca B chepe nasepHom snu-
nAunnM ctabuneH n NOCTOAHHO PacTéT.
Ha HéM Hebonbluaa KOHKYpeHUna 1 oT-
CYyTCTBYeT C€30HHOCTb. Hn3kana cebecTo-
MMOCTb coYyeTaeTcsa c Bbicokum LTV. Mo
OTKPbITbIM AaHHbIM «fHAeKkc Wordstaty,
oTmevaeTca +41% npupocTta notTpebu-
TENbCKOWN 3aMHTEPECOBaHHOCTU B yC/yrax
yAaneHua Bonoc. TakxKe oYeHb BaXHO, UTo,
HEeCMOTPA Ha TO, YTO Nla3epHan SNUIALNA —
MeANLMHCKanA ycyra, a npouecc nonyyeHms
MEAJSIMLIEH3UN BJ1A TEX, KTO OTKPbIBAET BU3HEC
C HynA, AOCTaTOYHO CHOXKHbIV 1 HeBbICTPbIN, YK
Laser Love oka3blBaeT MOMOLLb C €€ NonyyeHu-
€M, B TOM YMCIIe U B OPUANYECKIMX acreKTax.

Bca kocmeTumka Laser Love npon3BoanuTca B
Akagemropopnke HoBocrnbrpcka, nosTomy Hu-
KaKux nepeboeB ¢ NocTaBKaMu UM CaHKLUMI
HUKorga He byfeTt. KocmeTuuyeckme cpeacTaa
NAEHTUYHbI NO COCTaBY KOPENCKON YXO[0BOMN
KOCMETMKeE, KOTOpas CYNTAeTCss OQHOM 13 Ca-
MbIX KaueCTBEeHHbIX B MVPe, @ BCO NPOAYKLMIO
KOMaHfa TecTpyeT Ha cebe 1 KOHTponupyeT
COOTBETCTBME KauecTBy Ha BCeX Tanax npous-
BOACTBA. Bce 6bl0TU-NpoayKThI cruelty-free:
He TeCTUPYIOTCA Ha XXMBOTHbIX, MOTOMY YTO
KOMMaHUA BbICTyNaeT 3a rymaHHoOe 1 yBa-
)KNUTENbHOE OTHOLIEHME K MPUPOAE 1 BCEM
KUBbIM cyulecTBaM. K Tomy e napTHéEpam
ceTn npefocTaBneHa BO3MOXHOCTb 3aKymnaTb
KOCMETHMKY MO LieHaM HUXe PbIHOYHbIX.

Takum obpaszom, 6usHec no ¢ppaHwmse
Laser Love — 3KONOrMYHbIN 1 NPOAYMaHHbIN
[10 MenbYaliLIvX feTasel: BbICOKOEe KauecTBo
YCIyr 1 cepBurca, CO6CTBEHHasA KOCMeTHKa,
nposepeHHas bnsHec-moaenb, agantupye-
ManA nog ntoboli ropog 1 obecneyeHre, Mak-
CMManbHO aBTOMaTM3MpPOBaHHas paboTa: oT
obyueHnn Ao aHaNUTUKN.

YTO NONYYAIOT ®PAHYAN3U

— MapkeTuHrosas nogaep»kka. «[ge nckatb
KJIMEHTOB?» — BONPOC, O KOTOPOM He NepeXxu-
BaloT NapTHEpPbI Laser Love. 3a HanonHeHne
CTYAUiA OTBEYaeT MapKETMHIOBOE areHTCTBO
KOMMaHUW. 3aKpbIBalOT BECb CNEKTP 3afau:
OT eXXeMeCAYHbIX KOHTEHT-M/IAaHOB, TEKCTOB,
BM3yana 1 MexaHUK BOBJIeYeHA ayanuTopmm
[0 HAaCTPOWKM TapreTUpPOBAHHOM 1 KOHTEKCT-
HoW peKknambl. DpaHyaii3un nonyyatoT exxeme-
CAYHbIV MAaPKETMHIOBbIN NJaH U NPOXOAAT
obyuatolyme BebrHapbl.

— ObyueHune napTHEPOB. Bam He HyXeH
onbiT, YTOObI CenaTh NepBbIlt War B 613He-
ce. CneumanncTbl KOMMNaHWM HayyaT C Hyns
ynpaBnAaTb NepCcoHanom, nnaHnposaTb du-
HaHCbl, NpoAaBaTb 1, KOHEYHO, NPOBOAMNTb
camy npoueaypy nasepHol SNUNALUN.

— Momolwp B nogbope cotpyaHUKoB. OpaH-
Yaii3u nonyyaT UHCTPYKLMN MO MOVCKY, NPONaYyT
TPEHMWHI1 B y4e6HOM LIeHTpe Nof KOHTPOsieM
rMaBHOrO Bpaya CeTH, HayyaTCcA MOTUBMPOBaTb
COTPYAHMKOB 1 ienaTb AOMPOAAXM.

- Momoub B noncke nomeweHusa. Nop-
[epXKa Ha 3TOI CTaaguun BKNYaeT B cebs

KOHCynbTaLumu no Bbibopy noaxo-
OAWEen Nnowanky 1 3aknyeHnio
BbIFOAHOW CAENKU, a TaKXKe topngn-
YecKyto NpoBepKy AOroBopa.

— MNMoprotoBKka K oTKpbITHIO. YK
BbILL/IET CMIMCOK 3aKyroK, YTO6bl Bbl
HWUYero He ynycTunn, JacT peKoMeH-
Jauunu No NocTaBLLUMKaM U COCTaBUT
CLieHapuin NpoBedeHnA NpasaHnY-
HOW YacTh MepONpPUATUS.

- lMpuBneyeHne KNNEHTOB Ha
OTKpbITE. KoMnaHna co3aaéT NoTok
3aABOK C MOMOLLbIO PeKambl U rpa-
MOTHOTO BefieHunsA couceTein. 3agava
dpaHUan3n — NpPaBUAbHO 3aKPbITb
KJIMEHTOB Ha MOKYMKY (3ToMy HayyaT
oTaenbHo). C nepBoro AHA OTKPbITUA
y Bac 6yfieT NOCTOAHHbIV NOTOK KNK-
€HTOB.

- MNepcoHanbHbl MeHeaxep. 24/7

®PAHLUU3A
LASER LOVE B LUNDPAX:

® SO0 000 P — nayianbHbIV B3HOC,

® O7 5.5 MJIH P — obLUye MHBECTULMY;
® 5-/ HenenNb A5 3anycKa CTyanu;

® /5% NapTHEPOB BO3BPALLAT MHBE—
cTrumy 3a 9-11 mecaues, 55% — 3a 11-12
MeCALIEB;

® o7 120 OO0 P — BbIpy4YKa NapTHEPOBR
B 1eHb OTKPbITUS;

® o7 800 000 P — cpeaHas Bbipyyka
MapTHEPOB B MeCsL;

® 2 900 OO0 P — abCcoMOTHBIV PEKOPA
MO CeTn Yepes MecsL, Nocsie OTKPbITUS

CTyanm B 1. MaragaH.

C BaMW Ha CBA3N 6y}J,ET nepcoHanb-

HbIl aKKayHT-MeHeKep, a Takxe Bac
[o6aBAT B yaT c ocHoBaTenamu Laser Love
1 BCE KOMaHZOMW, paboTatoLleli Hag BaWum
NPOEKTOM.

— PerynapHbin npupoct aygutopuu: 30 000
KNMEHTOB exemecAYyHo. Laser Love BbICTy-
naeT 3a KOMMJIEKCHbI NOAX0[, MO3TOMY BCe
MHCTPYMeHTbI 6epéT Ha cebs: oT cTpaTermm
NPOABVMXEeHNA [0 Pa3paboTKN KOHKYPCHbIX
MexaHuK B couceTax. OpaHyani3n moryT
BOCMO/Ib30BaTbCA MOMHbIM MaKeToOM ycnyr
Nno NPoABMXKeHMI0 NM6o paboTaTb camocTo-
ATENbHO Mo KOHTposieM 1 pykoBogcTom YK.

— Bo3MoXXHOCTb 3apabaTbiBaTb Ha LOMOSHN-
TenbHbIX ycnyrax. PaclwumpanTte dyHKUMOHaN
1 yBenuumBariTe npnbbinb. B cetn Laser Love
€CTb AOMOSHUTENbHbBIE YCNYrn: KOCMETONOMsA
1 LPG-maccax, a Takxke cOGCTBEHHAnA IMHeNKa
CpeacTB ANnA JOMALUHEro yXofa.

HALEXAA, I BNIAOUBOCTOK:

«Heyda4Hblli onbim ¢ maHyee8anbHou
cmyoueli npueén MmeHs K MbICJ1u, Ymo J1y4-
wum peuwieHuem 6ydem omkpbimo 6usHec
no ¢hppanwiuse. B smom cayyqae A nonyyaio
MOWHYI0 N000epKKy ynpasnsiowjeli Komna-
HUU U 2o0moeyio Modesnb 6usHeca, npoeepeH-
HYI0 8peMeHeM U MHOXKecmeom (ppaHyatiau.

Boi6op nan Ha Laser Love. B mom mo-
MeHm y HUX 6b1/1U 8bI200HbIE NPEOJIOXKeHUs,
noHAMHble ycnosus, 6o/1buioe Kouyecmeo
moyYeK u NapmHEpPoe 8 pasHbiX 20p00aAxX
Poccuu. Smo nu He nokasamenb, Ymo 6us3-
Hec pabomaem u npuHocum 0eHvau?

Ewjé 0OuH 02pOMHbIL NJTIOC — BO3MOXK-
HOCMb 06WjeHUA c Makumu e ¢hpaHyatisu,
Kak A. Mel kak 00Ha cembs. Ecnu éo3Hukaem
80NpoC UIU COMHeHuUe, A Mo2y N0380HUMb
KoJIJ1e2e u noslyqumes ucyepnsigarowjull
omeem. 3mo yHUKa/lbHOe Yy&8cmaeo — nNo-
HUMame, Ymo mol He 0OHa!»

PA3BUTUE
AnekcaHop fjonzos:
«PbIHOK nnazepHou s3nunayuu 6 Poccuu
npoweén cmaouto 83pocsieHusa u ecmynusn

8 nopy 3penocmu. i, 3Ha4um, nopoz exoda
8 He20 0151 HOBUYKO8 6e3 uMeHU u onbima
6ydem acé abiuie u 8biwie. A 8om cemeabim
uzpokam csiedyem 20moeumecs K 6osee
mpe6oeamesnbHoli ny6iuke u 6opbbe 3a
Ka)«0o20 kKnueHma. Padyem, ymo knuenmos
00/1KHO cmamb ew€ 6onbuie, cpedHuUli Yek
moxke 6ydem pacmun.

Kupa fjonzoea:

«2022 200 Hay4us HAc, a eepHee — N00-
meepou/1 npuUHYUNbI, KOMopble Mbl 3aJ10-
xunu e JHK Laser Love: cucmemHocmeo 8 pa-
6ome 0aém cmabuneHeIli pocm.  smom xe
200 NoKdasajs, Ymo me 6eKmopbi pazeumus,
Komopubie Mbl 8b16pasu, N0380/1UNIU HAWUM
napmHépam He npocmo npodepxxamecs, a
ewé u ebipacmu».

B TekyLiem rogy ynpasnstoLwan KoMnaHna
Laser Love nnaHupyeT pa3BuBaTb 1 yCMAnBaTb
6peHAoBYI0 MAEHTUYHOCTD: eiHble CTaHAap-
Tbl KayeCTBa 1 BHELWHEro B1Aa CTyaun, yHN-
GULMPOBaHHBI CMMCOK YCyT, 060pyAOBaHNA
1 NPOAYKTOB.

bypnet npoBeféH anrpeng nepBuYHOro
06yyeHnA ana HOBbIX U AeNCTBYIOLMX NapT-
HEPOB 1 MacTepOB, YCUSIEHbI KOMNETEHL UM
N MHCTPYMEHTbI YNpaBAAtoLen KomnaHnn:
6osblue aHaNUTKKK, bonee ToueyHble pelue-
HYA, cGOKYCMPOBaHHbIE Ha MeTPUKaX pocTa.

MnaHnpyeTca TakKe 06HOBNEHMeE CTaH-
JapToB 06CNyXMBaHNA KNMEHTOB B COLM-
anbHbIX CETAX W KON-LeHTpax 1 fobaBneHne
HOBbIX TEXHNYECKNX BO3MOXKHOCTEN 1A aHa-
nv3a paborbl.

[Mo6anbHasA uenb KOMNaHUK — BbINTN CO
CBOeW NPoAyKLUMen Ha MexayHapoaHbIN pbl-
HOK 1 HanTn dpaHyan3v B APYrnx cTpaHax.
[na noctkeHmA 3Ton Lenu B noHe 2023 roaa
KomaHga Laser Love npepactaBmna cobcTBeH-
HbI! 6peH KOCMETUKM Ha BbicTaBKe Beauty
Eurasia 2023 B Crambyne.

lModzomosuna EkamepuHa 3onomapésa
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LaserLove franchise -

he history of the federal network of LaserLove

studios began five years ago. In August 2018, the
first studio was opened in Novosibirsk. Over the past

period, the company has grown from a small space in

a business centre into Russia's largest network of 240
outlets and has been ranked first in RBC's franchise
ranking three times.

The franchise is owned by Alexander Dolgov and

Kira Dolgova. Alexander Dolgov is one of the largest
franchisors in Russia, an entrepreneur, founder and
owner of CheburekaMi, Senor Doner, co-owner of
Yellow Door digital coffee house, Postilla ecosystem, as
well as 20x80 holding company, whose task is to help
other companies to sell their franchises and develop

franchise networks. Kira Dolgova is an entrepreneur,

founder of Laser Love, a federal network of laser hair
removal and cosmetology clinics, CEO, mentor to large
and small businesses.

INCOME FROM THE FIRST DAY OF OPENING

WHAT IS LASERLOVE

LaserLove was born because of its founder
Kira Dolgova’s vivid impressions of laser hair
removal procedures. Today it is a leader in
its niche, providing quality services and
immediately implementing any insights.
Thus, the studios have a children’s corner
so that mums can relax and calmly undergo
cosmetology procedures. Professionals work
here, with whom the client can always be sure
of the result.

According to Kira Dolgova, the company
provides not only favourable conditions and
full support, but also business education.

Kira Dolgova:

“The main goal is to improve the
entrepreneurial thinking of partners. The
result is the efficiency of the franchisee, as
well as customer orientation and quality of
services at the highest level.”

The LaserLove franchise is a well-known
brand, a huge experience and a proven
business model, as well as a huge knowledge
base that allows you to teach business and
management, strong marketing support,
assistance and control at all stages of work.
And such an integrated approach allows
the franchise to remain successful despite
any crisis situations. So, Laser Love is the
only network in Russia, which was working
during the pandemic and made an increase
in revenue.

The business model of the network works
both in cities with millions of people and in
small towns of up to 30 thousand people,
besides, the studio management system allows
partners to conduct business remotely.

Thanks to proven algorithms, the Laser
Love network grows every month, and 40%
of partners open several studios at once.

RUSSIAN BUSINESS GUIDE {CEHTABPb 2023}

OPENING COMMITTEE

To enable franchisees to launch as soon
as possible, the management company has
created a special Opening Committee — a
guide and mentor during the launch of the
business, which helps the partner not to
“drown” in operations, but to focus on the
important points — management of the studio,
staff and profit.

The Committee’s team includes an opening
manager who draws up a roadmap for the
franchisee, helps with finding premises
and signing a lease agreement, hires staff
according to Laser Love standards together
with the partner, helps plan revenue,
analyses competitors prices, prepares
recommendations on strengthening sales,
and much more.

For each partner, the Committee’s
employees make a Gantt chart (a visual
representation of the work schedule, which
shows the tasks and the sequence of their
implementation — Editor’s note) for all stages
of work, send checklists and a design project
of the premises.

The marketer builds a system of attracting
clients, covering the maximum number of
opportunities, knowing how they will work
in this or that city, in this or that location. It
is important that thanks to this activity, the

LASER LOVE FRANCHISE
IN NUMBERS:

® 900 OO0 P - lump sum
payment;

® from 5.5 million P - total
investment;

® 5-/ weeks needed to launch
the studio;

® 45% of partners return
iNnvestments in 9-11 months,
55% - In 11-12 months;

® from 120 OO0 P - partners
revenue on the opening day;
® from 800 000 P - average
revenue of partners per month;
® » 900 000 P - an absolute
record on the network a
month after the opening of
the studio in Magadan.

LASER LOVE’'S MISSION:
® t0 make women happy;

® to achieve results in a fairand
environmentally friendly way;
® {0 build and grow a
customer-centric company.

Management Company not only leads clients
to the opening of a studio, but helps to earn
the first money even BEFORE the official
opening: through special conditions for the
sale of subscriptions and the provision of other
activities.

As a result, thanks to the activities of the
Opening Committee, it was possible to reduce
the time frame for launching the network’s
studios by 2 times - it’s 6 weeks instead of 12!




WHY PARTNERS
CHOOSE LASER LOVE

The laser hair removal business market is
stable and constantly growing. There is little
competition and no seasonality. Low cost
combined with high LTV. According to open
data from Yandex Wordstat, there is a +41%
increase in consumer interest in hair removal
services. It is also very important that despite
the fact that laser hair removal is a medical
service, and the process of obtaining a medical
license for those who open a business from
scratch is quite complex and slow, LaserLove
Management Company provides assistance in
obtaining it, including in legal aspects.

All Laser Love cosmetics are made in
Akademgorodok Novosibirsk, so there will
never be any supply disruptions or sanctions.
Cosmetics are identical in composition to
Korean care cosmetics, which is considered
one of the highest quality in the world, and
the team tests all products on itself and
monitors compliance with quality at all
stages of production. All cruelty-free beauty
products are not tested on animals, because
the company stands for humane and respectful
attitude to nature and all living beings. In
addition, the network’s partners are given the
opportunity to purchase cosmetics at below-
market prices.

Thus, the Laser Love franchise business is
environmentally friendly and thought out to
the smallest detail: high quality of services,
own cosmetics, proven business model,
adaptable to any city and support, highly
automated work — from training to analytics.

WHAT FRANCHISEES RECEIVE

— Marketing support. “Where to look
for clients?” — a question that Laser Love
partners are not worried about. The company’s
marketing agency is responsible for filling the
studios. Cover the entire range of tasks: from
monthly content plans, texts, visuals and
audience engagement mechanics to setting
up targeted and contextual advertising.
Franchisees receive a monthly marketing plan
and receive training webinars.

— Partner training. You don’t need
experience to take the first step in business.
The company’s specialists will teach you
from scratch how to manage personnel, plan
finances, sell and, of course, carry out the laser
hair removal procedure itself.

— Assistance in recruiting employees.
Franchisees will receive search instructions,
attend training sessions at the Training Centre
under the supervision of the networK’s chief
physician, learn how to motivate employees
and make presales.

— Assistance in finding premises. Support
at this stage includes advice on selecting a
suitable site and getting a good deal, as well
as legal review of the contract.

— Preparation for opening. The
Management Company will send you a list
of purchases so that you don’t miss anything,

WHAT IS INCLUDED

IN THE LUMP SUM FEE:
® well-known brand and
proven business model;

® training (business
management, procedures,
financial planning, sales);

® staff (search instructions,
adaptation, motivation,
training);

® personal support manager
(help and advice 24/7, chat
with the team and owners):
® premises (assistance with
finding a location, legal
assistance);

® opening marketing (creation
of a personal website, targeted
advertising, creation and
content of social networks);
® preparation for the opening
(list of purchases, suppliers,
script for the opening of the
studio).

advise you on suppliers and script the festive
part of the event.

— Attracting customers to the opening.
The company creates a flow of applications
with the help of advertising and competent
management of social networks. The task of
the franchisee is to properly close customers
for purchase (this will be taught separately).
From the first day of opening you will have a
constant flow of clients.

— Personal Manager. A personal account
manager will be in touch with you 24/7, and
you will be added to a chat room with the
founders of Laser Love and the whole team
working on your project.

— Regular audience growth: 30 000
customers monthly. Laser Love favours an
integrated approach, so all tools are taken
care of: from promotion strategy to the
development of contest mechanics in social
networks. Franchisees can use the full package
of promotion services or work independently
under the control and guidance of the
Management Company.

— The opportunity to earn on additional
services. Expand the functionality and
increase profits. The Laser Love network has
additional services: cosmetology and LPG-
massage, as well as its own line of home care
products.

NADEZHDA, VLADIVOSTOK:

“An unfortunate experience with a dance
studio led me to the idea that the best solution
would be to open a franchise business. In
this case, I get strong support from the
management company and a ready-made
business model that has been proven over
time and by many franchisees.

I chose LaserLove. At that moment they
had favourable offers, clear terms and
conditions, a large number of outlets and
partners in different Russian cities. Is this
not an indicator that the business is working
and bringing in money?

Another huge plus is the opportunity to
communicate with franchisees like me. We are
like one family. If there is a question or doubt,
I can call a colleague and get a comprehensive
answer. It’s a unique feeling to realise that
you are not alone!”

DEVELOPMENT

Alexander Dolgov:

“The laser hair removal market in Russia
has passed the stage of maturation and
entered the age of maturity. And, therefore,
the entry threshold for newcomers without
a name and experience will be higher and
higher. But network players should prepare
themselves for a more demanding public and
a fight for every client. I'm glad that there
should be even more customers, and the
average cheque will also grow.”

Kira Dolgova:

“The year 2022 taught us, or rather
confirmed the principles that we have laid
in Laser Love’s DNA: systematic work gives
stable growth. And the same year showed that
the vectors of development we chose allowed
our partners not only to survive, but also to
grow.”

This year Laser Love Management
Company plans to develop and strengthen
brand identity: unified standards of quality
and appearance of studios, unified list of
services, equipment and products.

Initial training will be upgraded for new
and existing partners and professionals, the
competencies and tools of the management
company will be strengthened: more analytics,
more targeted solutions focused on growth
metrics.

There are also plans to update customer
service standards in social networks and call
centers and add new technical capabilities for
job analysis.

The company’s global goal is to enter the
international market with its products and
find franchisees in other countries. To achieve
this goal, in June 2023, the Laser Love team
presented its own cosmetics brand at the
Beauty Eurasia 2023 exhibition in Istanbul.

Prepared by Ekaterina Zolotareva
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CEHbOP
DEHEP

PPAHLUU3A

TEXHOJIOMM4YHON

LUAYPMDI:

«CeHbop [leHép» — 3T0 peBONIOLMA Ha pbiHKe WwWaypmbl. llepBad Touka 6bina oTKpbITa B
2017 ropy, ceituac HacuuTbiBaeTcs 35+ paboTatowux Touek no Poccun: ot Kapenum go

lanbHero Boctoka.

B anpene 2023 ropa cetb Kynun Anekcanap [lonros, oguH U3 KpynHeiwumx ¢ppanyaiizepos
B Poccum, npegnpuHumarenn, ocHoBatenb 1 Bnapenew komnanui «YebypekMu», Laser
Love, s3kocuctembl Postilla, a Takxe xongunra 20x80, 3agaua KoToporo — NOMoLLb
APYrMM KOMNaHUAM B NPoAae X ppaHLUIM3 1 pa3BUTUN GPaHYali3UHTOBbIX CeTeil.

[Moyemy Laypmar

LLlaypma — cambii NONyAApPHbIN NPOAYKT B
CTpUTOYAE, 1 C KaXKAbIM FOAOM CMPOC Ha Heé
TONIbKO pacTét. Kpome ToOro, Wwaypma — npo-
CTOe 1 BKyCHOe 61niof10, KOTOpOe ABNAETCA BU-
3UTHOW KapToukou cTpaH CpeaHero BocToka,
O[IHaKO B MocsiefiHMe rofibl OHa HeBEPOATHO
nonynsapHa u B Poccun.

«CeHbop [leHEp» — 3TO Waypma C LieNbHbl-
MW KyCOYKaMu MACa, NPUroTOBSIEHHBIMY MO
ocobol TexHonormu. MasHaa «duLKar wa-

®paHLwm3a «CeHbop
[leHeép» B Lndppax:

* UIHBECTULMM O151 3aMyCKa —
OT 1100 000 pPyO/1el (BK/1H0-
4aloT B cebst apeHay nome-
LLIEHWS, PEMOHT, PACXOAHbIE
MaTepuarnsl, 3aKynky 0bopy-
AOBaHVA, MapKETUHIOBble
pPacxofbl Ha OTKPbITUE);

* NayLlasibHbI B3HOC —

350 000 DyO/1e:

* POANT — §% OT BbIPYUKM;

* PEHTabENbHOCTb —

OT 20 [10 35% B MeCHL;

* OKYMNaeMoCTb —

OT § [10 7 MECALIEB;

- OTKPbITME — OT 6 Hepesb;

* NPUBbIb —

OT 180 000 PyO/Ien.

RUSSIAN BUSINESS GUIDE {CEHTABPb 2023}

ypmbl oT «CeHbop [leHEp» — 06KaprBaHue
msca Bo GpuTiope npu Temnepatype 180 °C.
Tak nokynaTenb BCcerga nony4vaet NpoaykKT C
COYHbIM 1 HaBEPHAKA MPOXKapeHHbIM MACOM,
a 'y Bnagenbua cHuxaetca dyaKkocT (Npoayk-
ToBaA ce6eCcToMMOCTb) 3a CYET TOro, UTO BCe
3aroToBKM UAYT B X0, @ 3HAUNT, CMNCAHUI
NpaKkTUYeCcKn HeT.

B meHto npepacTaBneHo 6onee 15 BUAOB LWa-
YPMbI, @ TaK>Ke eCTb LaBep-60KCbl, TaHY-60K-
Cbl, UPMEHHbIe COYCbl Y HANUTKK, KOM6O.

DakToOpbl NONYNSPHOCTH

B «CeHbop [JeHEp» eCTb BO3MOKHOCTb OH-
naliH-3aKa3sa, cobcTBeHHasA cucTema ynpas-
JIEHNA AOCTaBKOW, TPeKep CKOpOCTM paboTbl
nosapa. OxnpaHue 3akasa 3aHVMaeT He 60-
nee 10 MMHYT, a CKOpPOCTb B dacTdyne oueHb
BaXKHa.

Kapka maca Bo ¢puTiope faéT MUHMMaSIb-
HOe KOJIM4eCTBO CNM1CaHuiA, B OTAnYme oT 06-
»apKuM MAca Ha BepTene: MACO He COXHET, ero
He HaJl0 yTUAM3MPOBATb. 3a CUET STOrO PeHTa-
6enbHOCTb 3aBefieHNI ceTn «CeHbop [leHEp»
BblLLE, YeM B CPELJHEM MO PbIHKY.

CeTb OTNIYAIOT APKME, YNCTbIE 1 CTUSIbHBIE
TOUKM NpoJax, B KOTOPble X0UeTCA BO3Bpa-
waTbcA. Bcerga apyentobHble npofasLbl Mo-
MOTFYT C BbI6OPOM, efia MoAaéTcA B KpacyBOM
1 MPOYHOW YNaKoBKe; 1 rMaBHOe — BKyCHas
LaypMa € COYHbIM MACOM 1 BENIMKOSIENHBIMU
coycamu, KoTopble KnagyTca CBepxy, YTobbl
noKynaTenu He ey MPOCTO flaBalll.

[ e OTKPbLITb TOYKY
npoaax:?

AnekcaHop flonzos:

«lMockonbKy ce200HA KOHKYpeHYus Ha
pbIHKe 6o/bwas, ycnex wiaypmu4yHou 8o
MHO20M 3asucum om 8bl6opa oKkayuu.
Omom ¢pakmop ocobeHHO 8akKeH npu

YTO BXOOUT B
nayLlanbHbI B3HOC:

- KOMaH[a OTKPbITUS;

- KOMaHaa pasBnTUS;

- ©a3a 3HaHWI;

- [T-peluenuns;

- nogagepykka YK — 0% xaoca,
100% CTPYKTYPbI.

omKpbsImuu pecmopaHoe 6bicmpozo nu-
maHusA, mak Kak j1loou 3axo0am cio0a, ymo-
66l C3KOHOMUMb 8pems, 0eHb2U U CbIMHO
noecmeo. Yem yoo6Hee u 6bicmpee /1100amM
0o6upamscs 00 Mo4KU, mem 6osbuwie WAaHc,
4Ymo oHu 8bI6epym eé».

CeropHs «CeHbop [eHép» NpefocTaBnsaeTt
CBOVIM dpaHyali3u roToBbIi CEPBIC MO NoAGopy
noKaLmK, C MOMOLLbIO KOTOPOro MOXHO ObICTPO
1 BbIFOAHO HaWTV MOMeLLeHre ANA NPOAaKU
waypmbl. Mpu Bbibope nokaLum komaHaa «Ce-
Hbop [leHép» onmpaeTca He TOMNbKO Ha obLue-
[OCTYMHbIE MCTOYHMKM UHbOPMALINN, HO 1 Ha
pe3ynbTaTbl MAPKETUHIOBbIX MCCNIEAOBAHNIA 1
COBCTBEHHbIN aHaNN3 KOHKYPEHTHOW Cpefpl.

B KomnaHum ncnonb3yetca cneymnanb-
HblI @NIFOPUTM, YUNTbIBAKOLMIA MHOMXECTBO
$aKTOpOoB: OT KNMMaTUYECKUX YCIOBUIA A0
npodeccmoHanbHON AeATENIbHOCTA MECTHbIX
xKutenen.

Hanpumep, oueHb Ba)kHa MIOTHOCTb Hace-
neHus. Yem 6osbluee yncno niofel Npoxu-
BaeT B palloHe, TeM BblLLe BEPOATHOCTb TOrO,
YTO BaM yAACTCA HANTU KneHToB. [loaTomy
npwv BbIbope TOUKM CreLnanmcTbl KOMMAHWUK
«CeHbop [leHEp» yunTbiBalOT 6IN30CTb K
MeayupeKaeHuaAM, yuebHbIM 3aBefeHnAM,
odwncam, TPaHCMOPTHLIM JIMHUAM.



He meHee Ba)KHbIM GpaKTOpPOM siBNsAETCA
67130CTb K TPAHCMOPTHbBIM Y311aM: METPO, aB-
TOBYCHBIM OCTAaHOBKAM, TOPrOBbIM LIeHTPam 1
Apyrum o6bekTam MHPacTpyKTypbl. Hannume
34€eCb GOMbLIOTO KOMMYECTBA NIOAEN MOMOXET
YBEJINUUTD CPELHWI YeK 1, COOTBETCTBEHHO,
[OOXOAHOCTb Br3Heca.

Ba»kHO, UTOGbI B MOMeLLeHNM Gbina yCTaHOB-
NeHa BbITAXKA. ITO B pa3bl 0651erynT npouecc
NPYroTOBNEHNA e4bl U NMO3BOSIUT COKOHOMMTB;
€CIIU e BbITAXKKY HET, He06XOAMMa BO3MOMX-
HOCTb €€ yCTaHOBKMY.

Bonee rny6okuin aHanms gemorpaduyeckinx
N COLMANbHbIX XapaKTEPUCTUK OKPYKato-
LLeil MeCTHOCTY MOMOXET 6U3Hecy obpecTu

®paH4yan3n-napTHEp
KaponmnHa,

r. HoBocmbumpck:
«[1POLWNO yrKe MOYTH MOITO—
[a C OTKPbITUA HaLLEeW NepBoOm
TOYKM. A XOTena HamT YTo=TO
HOBOE, ObICTPOE 1 BKYCHOE,
B UTOre OCTaHOBUIMCH Ha
thpaHLLmze «CeHbop [leHep».
[Monpoboeasin 1 BAOOUIVCH
BO BKYyC!

CoMHeBa/IMCb Mbl XOTb U
HEeA0ro, HO OYEeHb HarMpPacHO.
Touka okynaeT cebs Npexkpac—
HO: r1e-To 80% Mbl ke TOYHO
OKYMUN.

OT COTpYAHNYECTBA Mbl B
MOJSTHOM BOCTOPIe, MaaHnpy-
eM OTKPbIBaTb eLLE ABE TOUKM
(«nayLL» yrke BHeCn).

Cnacrbo YK 3a paboty!»

KOHKypeHTHoe npenmyLyectso. Hanpumep,
B HEKOTOPbIX palioHax NPOXKNBAET MHOTO
MyCYJSibMaH, XOPOLUMI CTPAaTeryYecKnin Xoa
— NPeAsioXNTb UM XansasbHble 6ntoga. Ecnin
psAAoOM yuebHoe 3aBefeHvie — 4o6aBUTb B
ACCOPTUMEHT ETCKOE MEHI0, KOM60, akLmK
AN CTYAEeHTOB UKW BeraHckume 6:io4a v T. .

AnekcaHop fjonzos:

«Tak»xe o6pamume éHUMAHUe HA 803-
MOMHOCMb peanusayuu MapKemuHzo6bIX
uHUyuamue. [jna mo4yku no npodaxe wia-
YPMbI 04eHb 8aXKHA 3aMeMmHAs 8bl6ecKd,
Komopas He npocmo yKaseledaem Ha cghepy
deAme/ibHOCMU JIAPbKA, d no0YépKusaem
uHOuBsuodyasbHOCMb 6peHOa».

ConpoBoXkaeHume
ynpaBasoLLemn
KOMMNaHWM

C MOMeHTa noanucaHna Jorosopa u Ao
OTKPbITUA TOUYKM C MAapPTHEPOM MNOTHO pa-
60TaeT cTapTan-oTaes, KOTopbI NoMoraeT
Bbl6paTb NOKaUUIO N MOMeLeHne, HaNTK
nepcoHan 1 ¢ TPyAoyCTPONCTBOM, MOMOraeT
3aKJ10YMTb JOrOBOPbI C MOCTaBLYNKAMU.

Mocne oTKpbITMA NOAKNOYaeTCA oTaen
Pa3BUTMA: BbIBOAUT TOUKY Ha MiaHOBbIe Mo-
KasaTtenu npubbIIn cornacHo noteHumnany
nokauum.

YK npepoctaBnAet NOHATHOE OHAAWNH-
obyueHue n ona Bnagenbues 6usHeca, n ana
COTPYAHWKOB, YTOGbI MOBapa Hayuunncb He
TONbKO OT/IMYHO rOTOBUTL, HO U NPOJABaTh.
A pykoBoguTenb — ynpaBnaAaTb 3TUM npoLec-
COM, UTO6bl AOOMBATLCA NYYLLIVIX MOKa3aTenel.

®paHyansn-napTHEPY NpefocTaBnaeTca
yno6HasA onepaunoHHasa C1CTema, C MOMOLLbIO
KOTOPOW COOCTBEHHVK MOXET He TOSIbKO OT-
C/IeXnBaTb NOKasaTenu, HO 1 YNpaBnAaTb UMU.

B KomaHze ynpaBnatoLLei KOMMaHUM — TakKe
npodeccrmoHanbHble MapkeTonory, SMM-meHe-
[PKepbl, TapreTonoru 1 An3aHepbl, 3afaya Ko-
TOPbIX — FAPAHTMPOBAHHO NPUBECTM KINEHTOB
Ha TOuUKy. Ml HakoHeL, IPUCTbI: OHY CefAT 3a
cobniogeHvem 3akoHoaaTenbcTBa PO, paccka-
XKYT, Kak rpaMoTHO 0hopMAATL 1 0CBOBOXAATb
COTPYAHMKOB OT JOMKHOCTH, pa3bepyTca C Ha-
NOroo6noXKeHmeMm.

Takum obpasom, ¢paH-
yanmsun-naptHépbl «CeHbOP
[enép» nonyyatot bMsHec ¢ npo-
3payHoli 613HeC-Mofenblo U Bbl-
COKOMaPXMHaNbHbIM NPOLYKTOM.
Bce nyHKTbl AOXOA0B 1 PacXofoB
YUTeHbI, @ 3HAUWT, eCNN NapTHEP
NpYaePKMBAeTCA TEXHONOTI 1
NPOCTbIX MPaBuJI, [OCTUXKEHNE
nokasaTtenei 6usHec-monenu —
PeLEHHbIN BOMPOC.

OueHb Ba)KHO, YTO MapTHEPY
HeT Heo6XOANMOCTY UMETb Cre-
LManbHbIV OnbIT Unn obpasoBa-
Hue. [NaBHoe — XenaHue pabo-
TaTb M JOCTUraThb pe3ynbTaTa.

STanbl OTKPbLITKA

- Hepgensa 1. [ lonck noaxoaa-
LLero noMeLleHms.

- Hepgensa 2. CornacoeaHue
nomMeLleHmns, noanucaHme
[OroBopa apeHapl 1 3aKkas
OCHOBHOIO OO0PY/A0BaHMUSA.

- Hepensa 3. /13avit, pe-
MOHT 1 OPOPMIIEHNE MOME—
leHma. [lobasneHre ToYUKn
Ha canT «CeHbop [leHepy,
Ha KapTbl «AHaeKe», Google
n «21 C». TToncK NoBapos 1
3aKa3 NpPoayKTOB. PaboTa C
COLICEeTAMM.

- Hepens 4. [lokynka 0onos-
HUTENBHOIO O6OPYA0BAHNS,
NPWEM NPOLYKTOB Ha CKNa,
ObyuYeHe COTPYAHMKOB U
BbIBOD NOAPAAYMKOB A5
OTKPbITUA.

-Hepens 5. TexHyyecknin
3anycK.

-Hepensa 6. OchuansHoe
OTKPbITHeE.

[NaHbl pa3BUTUA

[lo KoHua roga Anekcanap Jonros nnaHu-
pyeT foBecTn KonnyecTBo Toyek «CeHbop
[eHEp» B pasHbix pernoHax Poccum go 100
eanHuu. NMpegnpuHumaTenb yBepeH, 4to
npoekT oxungaet ycnex, n «CeHbop [leHép»
BCKOpe 3aIMET JOCTONHOE MECTO Ha pblHKe

cTpuTtdyna.

AnekcaHop fjonzos:

«fl npoaHanusupoearn ceoli npedbIOywuti
oNbIM U NOHAJI, YMO JIyvule 8ce2o0 y Hac
nosiyyaemcs npuesiekame npednpuHuma-
mereli, Komopble 8nocsedcmeuu OMKpbI-
sarom no ¢ppaHuwiuse He6onvbuiue 3asedeHus
¢acmepyoa. MHe xomesnoce Halimu cems,
npeonazarouwyro KNaccHoili NpodyKm, Ho He
ymerowyto pabomame no hpanyatizuHay.
B couemaHuu ¢ Hawel 3Kkcnepmu3soti 3mo
HO8AA MoYKa, eedywas K owesioMmumerio-
HOMY pocmy».
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Senor Dener is a revolution in the shawarma market. The first location opened in 2017,
and now there are more than 35 operational locations across Russia -from Karelia to the

Far East.

In April 2023, the chain was bought by Alexander Dolgov, one of the largest franchisors in
Russia, entrepreneur, founder and owner of CheburekMe, Laser Love, ecosystems Postilla
and 20x80 Holding, whose task is to help other companies sell their franchises and

develop franchise networks.

Why Shawarma?

Shawarma is the most popular street food
product and the demand for this product is
growing every year. In addition, shawarma is
a simple and tasty dish that is a hallmark of
Middle Eastern countries, but in recent years
it has become incredibly popular in Russia
as well.

Senor Dener is a shawarma with whole
pieces of meat cooked according to a special
technology. The main “trick” of Senor Dener’s
shawarma is to fry the meat in a deep fryer at
a temperature of 180 °C. Thus, the customer
always gets a product with juicy and safely
fried meat, and the owner’s food costs are
reduced due to the fact that all preparations
are used, so there are practically no write-offs.

The menu offers more than 15 types of
shawarma, and there are also shawerboxes,
lunchboxes, specialty sauces and drinks, and
combos.

Whatisincluded in the
lump sum:
— opening team;

development team;

— knowledge base;

— |IT solutions;

— MC Support — 0% Chaos,
100% Structure.

RUSSIAN BUSINESS GUIDE {CEHTABPb 2023}

Popularity factors

Senor Dener has online ordering, its own
delivery management system, and a speed
tracker for the chef. Waiting for an order takes
no more than 10 minutes - and speed is very
important in fast food.

Frying meat in a deep fryer results in
minimal write-offs, unlike frying meat on
a spit: the meat does not dry out and does
not need to be disposed of. For this reason,
the profitability of the Senor Dener chain is
higher than the market average.

The chain is characterized by bright, clean and
stylish stores where people want to return. The
food is served in beautiful and durable packaging,
and the main thing is delicious shawarma with
juicy meat and great sauces that are put on top
so that customers don' just eat pita.

Where to open a point of
sale?

Alexander Dolgov:

“Since there is a lot of competition in the
market today, the success of a shawarma shop
depends largely on the choice of location. This
factor is especially important when opening
fast food restaurants, because people come
here to save time and money and to have
a hearty meal. The easier and quicker it is for
people to get to the location, the more likely
they are to choose it”.

Today, Senor Dener provides its franchisees
with a ready-made location selection service

Senor Dener franchise
infigures:

— startup investments —
from 1,100,000 rubles
(including rent of premises,
repairs, consumables,
purchase of equipment,
marketing expenses for
opening);

— lump sum payment:
350,000 rubles;

— royalty: §% of the turnover;
— profitability:

from 20 to 35% per month;
— payback:

from 5 to 7 months;

— opening — from 6 weeks;
— profit —from

180000 rubles.

that can be used to quickly and profitably
find a location to sell shawarma. When
selecting a location, the Senor Dener team
relies not only on publicly available sources
of information, but also on the results of
market research and its own analysis of the
competitive environment.

The company uses a special algorithm that
takes into account many factors, from climatic
conditions to the professional activities of local
residents.

Population density, for example, is very
important. The greater the number of people
living in the area, the greater the likelihood of
finding customers. Therefore, when choosing
a location, Senor Dener specialists take into
account the proximity of medical and educational
institutions, offices and transportation lines.

No less important is the proximity to
transportation hubs: subways, bus stops,
shopping centers and other infrastructure.
The presence of a large number of people here
will help to increase the average check and,



accordingly, the profitability of the business.

It is important that the premises was
installed in the hood. This will greatly facilitate
the process of cooking and save money, if
there is no hood, it is necessary to install it.

A deeper analysis of the demographic and
social characteristics of the surrounding area
will help the business gain a competitive
advantage. For example, if some neighborhoods
have a large Muslim population, it is a good
strategic move to offer them halal food. If
there are educational institutions nearby, add
children’s menus, combos, student promotions,
or vegan options, etc.

Alexander Dolgov:

“You should also pay attention to the
possibility of implementing marketing
initiatives. For a shawarma shop it is very
important to have a distinctive signage, which
not only indicates the sphere of activity of
the shawarmashop, but also emphasizes the
individuality of the brand.”

Management Company
Support

From the moment the contract is signed
until the point is opened, the start-up

Franchise partner
Carolina, Novosibirsk:
‘It has been almost six
months since we opened
our first location.  wanted
to find something new, fast
and tasty, and we ended up
at the Senor Dener franchise.
We tried it and fell in love
with the taste!

We hesitated for a short
time, but it was in vain. The
business is paying off - we
have definitely paid off
about 80%.

We are absolutely delighted
with the cooperation, we
plan to open two more
locations (we have already
made a deposit).

Thanks to the management
company for their work!”

department works closely with the partner,
helping to choose the location and premises,
finding staff and assisting with hiring, and
concluding contracts with suppliers.

After the opening, the development
department is involved: it brings the point to
the planned profit indicators according to the
potential of the location.

MC provides clear online training for both
business owners and staff, so that chefs learn
not only to cook perfectly, but also to sell.
And the manager - to manage this process to
achieve better performance.

The franchisee-partner is provided with
a user-friendly operating system through
which the owner can not only track the
indicators, but also manage it.

The management company’s team also
includes professional marketers, SMM
managers, brand marketers and designers,
whose job is to guarantee that customers
come to the location. And, finally, lawyers -
they monitor compliance with the laws of
the Russian Federation, will tell you how to
properly register and dismiss employees from
their posts, and will deal with taxation.

Senor Dener franchisees get a business with
a transparent business model and a high-
margin product. All points of income and
expenses are taken into account, which means
that if the partner adheres to technology and
simple rules, the achievement of business
model indicators - a solved task.

It is very important that the partner does
not need to have any special experience or
education. The main thing is the desire to
work and achieve results.

Development plans

By the end of the year, Alexander Dolgov
plans to increase the number of Senor Dener
stores to 100 in different regions of Russia.
The entrepreneur is confident that the project
will be a success and that Senor Dener will
soon take its rightful place in the street food
market.
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Stages of Opening

— Week 1. Finding a suitable
location.

— Week 2. Agreeing on

the premises, signing the
lease and ordering the main
equipment.

— Week 3. Design,
renovation and decoration
of the premises. Adding the
location to the Senor Dener
website, Yandex, Google and
2Gis maps. Finding cooks
and ordering products. Work
with social networks.

— Week 4. Buying
additional equipment,
stocking products, training
employees and selecting
contractors for the opening.
— Week 5. Technical launch.
— Week 6. Official opening.

Alexander Dolgov:

“I analyzed my previous experience
and realized that we are best at attracting
entrepreneurs who subsequently open small
fast food establishments under franchise.
I wanted to find a chain that has a great
product but doesn’t know how to franchise.
Combined with our expertise, this is a new
angle that will lead to tremendous growth.”
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KAK MOABUNACH CETb SNEAKNFRESH

M3HauanbHo SneakNFresh cpokycmposa-
Nacb Ha PeMOoHTe KpocCoBOK B HoBocubmpcke.
Mepsyto Touky AmuTtprit MopryHos B COTpyA-
HMYecTBe € ObIBLUMM OBHOKYPCHUKOM OTKPbI
B 6apbepLuone 3HakoMbiX. Vigena 6bi1a B TOM,
4TOObI NPEANOXMNTb KNMEHTaM YMCTKY 06yBHU,
MoKa OHU HaxofATcA B canoHe. MpoeKT nven
60/1bLUION ycnexX 1 B MEPBbIN oA MPUHEC OKO-
110 700 000 py6neii BbIPYUKU.

Amumpuii MopayHoe:

«Haw nepeblii 3apabomok cocmasun
50 000 py6neti, Komopelie nownu Ha pac-
Kpymky 6usHeca. Ha smu deHoau 6binu
KynJsieHbl KOcMemu4ecKue u yucmawue
cpedcmea. Takxe us smux oeHez Yacmeo
enoxunu e peknamy. lpasuneHo paspa-
6omaHHas MapKkemuHao08as cmpameaus
€ NOCMOAHHbLIMU 8J10XeHUAMU 0aém Xo-
powue nnoodel. Mbl 8 53mom y6edunuce Ha
C80€EM onbime».

O
®paHwmia SneakNFresh
B UMdpax:

® CTapTOBbIE MHBECTULIUN —

o1 950 000 py6nen (c yuéTom nay-
LWanbHOro B3HOCA);

® nayLwasnbHbIA B3HOC —

500 000 py6neis;

® poantn — ot 5% [0 10% oT BblI-
PYYKM B 3aBUCMMOCTI OT 060pOoTa
TOUKM PpaHyan3u;

® cpefHAA BbIpyyKa B MecAL, — OT
800 000 pyb6neis;

® CPOK OKyrnaemocTu —

oT 8 mecAues;

® yHble TEKYLYMe NnaTexu
OTCYTCTBYIOT.

RUSSIAN BUSINESS GUIDE {CEHTABPb 2023}

XUMUNCTKa
obysun

FRESH +

SNEAK-

B 2020 rogy 6u3Hec paclumpunca go 47 Touek
no Bcen Poccum, paboTatowymx no eppaHLmse.
B ToMm ke rogy TeHAEHUMN Ha PbIHKE N3MeHU-
NUCb Nof BANAHUEM NaHaemun. Bcé 6onbluee
KOJIMYECTBO NpeanpUHMMaTenen CHXKano 13-
OEPXKKW Ha apeHze NOMELLEHNI 1 MOAKM0YaNo
KYPbEPCKYI0 U 6ECKOHTAKTHYIO OCTaBKY.

Kasanocb Obl, BCe CMAAT Ha U30MALUN, Bbl-
pYyuKM y pa3Hbix 613HecoB nagatoT. [ostomy
SneakNFresh pelunna 3anyctuTb akumio, UTo-
6bl KNMeHTbl NpUHoCKMAN 6onblue 0byBY Ha
umncTky. M 3To cpabotano: y niopei obpasosa-
nock 6onbLie cBOHOJHOTO BPEMEHW, MHOTME
3aHANUCH Pa3bopKON BELLEN, B TOM YMcCie n
06yBW, 1 ycNyra YACTKU OKasanacb BocTpe-
6oBaHHOW. Toraa e 6bisla NOAKYEeHa U
KypbepcKas focTaBKa. IMUTpuii pacckasbisar,
YTO Ha TOT MOMEHT fake CaM e3aun 3a K-
EHTCKO 06YBbIO 1 OTBO3U B LIEX Ha YNCTKY.

K 2022 ropy ceTb SneakNFresh Takxe pe-
anunsoBana HoBbl popMaT — NocTamaThbl.
MpuHUMN paboTbl NOCTaMaTOB OYEHb MPOCT:
KJIMEHTbI BblIOMPatoT 61vKanLuyo K JOMY TOY-
Ky, BBOAAT Ha dKpaHe noctamaTa CBON Homep,
KnagyT 06yBb B OTKPbIBLLYIOCA AYEINKY 1 Yepe3
BPEMA TOYHO TaKUM »e cnocobom 3abumpatot
OTpecTaBpupOBaHHYIo Napy.

Taknm 06pasom, pag NPUHATLIX Mep B CO-
YyeTaHUU C U3MEHUBLLMMCA MNOKYNaTebCKAM
noBefeHNEeM B YC/TIOBUAX KpU3KMca Aan BHY-
LUINTENbHbIV pe3ynbTaT: CeTb Bblpocia fo 90+
OTKPbITbIX TOUEK C Bbipyykor oT 800 000 Ha
OfHY TOUKY.

Amumputi MopayHoe:

«Pecmaspayus 06yeu cmana 8ocmpe6osaH-
Holi ycyzoli 8 2022 200y. Kpu3suc oGycosun
yX00 KpynHbix 06y8HbIX 6peH008 C pbIHKaA, U
8 c/1oXuewelica cumyayuu silodu 3axomesiu
npoonume »u3sHb cgoeli cmapoli obysu».

KTO ABNAETCA KIIMEHTOM

XUMYNCTKN OBYBU

VIM MOXeT cTaTb abCOoNtoTHO NI0OOI YenoBek,
XenawLwmin oTpecTaBprpoBaTh CBOK 06YBb.
OcHoBHbIMU KNnneHTamu SneakNFresh aB-
JIATCA AeBYLWKW: UX Aona coctasnsaeT 60-70%.
MapHu cocTaBnAT nopagka 20-30% m3 Bcex
KNMeHTOB. Kpome TOoro, K KNMeHTaM OTHOCATCA

SNEAKNFRESH -

[MEPBASA B POCCNIN OPAHLUIK3A
PEMOHTA N YINCTKI
OBYBW CTAPAHTUEW

OpaHwusa 06ysu SneakNFresh — camas kpynHas B PO ceTb XUMUMCTKN U peMOHTa
06yBu. [lepBas Touka 6bina oTkpbiTa B 2019 roay, B 2020-m Hayanu npoaaBarb
¢panwm3y. B HacToAwee BpemA B ceTH OTKPbIIOCH yKe 6onee 90 Touek.
OpaHwnsa npuHapnexut imutpuio MopryHoBy — npefnpuHumarenio,
COOCHOBATENI0 CETN YUCTKM 1 pemoHTa 06yBu SneakNFresh.

YTO BXOAUT B
nayLaabHbIv B3HOC.

1. MexXayHapoaHbIi 6peHg.

2. YH/KanbHaA TEXHONOrUA.

3. CepBunCbl OTKPLITUA.

4. MNomoLyb B Noabope nomMeLLeHus.
5. MNomoLwpb B HaliMe nepcoHana.

6. YHVKanbHoe obyyeHune macTtepa,
aAMUHNCTPATOpPa, COOCTBEHHMKA
onepauroHHbIM MpoLieccam.

7. CobcTBEeHHasA npodeccroHanb-
Has KocMeTuKa.

8. ObopynoBaHue.

9. lOpnanyeckas nomolyp.

10. KoMnaeKCHbI MapKETUHT.

11. FapaHTnA BbIPYUKN.
1

pecelinepbl — Te, KTO MOKyNaeT Joporyto 0byBb
C Luenblo nepenponatb e€, KoNneKLMoHepbl,
nopfepKuBatoLLme cBoto 0byBb B Mpe3eHTa-
6enbHOM Bue, NtobrTenu ctapor obysu, Ko-
Topas cAenaHa no HAVBMAYanbHOMY 3aKasy,
a Take floan, nocelarLyme CnopTUBHbIe
CeKLuY, TaHLEBaNIbHbIE KPYXKKU 11 Ap.

Amumputi MopayHoe:

«lMeped omkpeimuem SneakNFresh mol
usyyusnu yesnesyio ayoumoputo: oHa oocma-
MOoYHO WUpoKas 0514 Hawezo 6usHeca, mak
Kak o6y8b HocaAam ace - om demeli 00 no-
JKunoix noodeli. [pamomHoe cocmaeneHue
yesiegoli ayoumopuu - 3aJ102 ycnewHo20
npoodsukeHus 6usHeca. Ml yunu ece HIOGH-
Cbl U 8 nepebili #e 200 Noslyqunu npuboiie
8 700 000 py6neli».



Mpu 3TOM OLWIMOOYHO CUUTATD, YTO XUM-
yncTka obysu — goporas ycnyra. Ecnm co-
NoCTaBUTb CTOMMOCTb HOBOW Napbl 00yBHK
N LLeHHUK XMYUCTKU, TO MOXHO HarnagHo
y6enTbCa B 3HaUNTeNbHON pasHuLe. Tak 3a-
yeMm TorAa nepennayvBaTh ¥ NOKynaTb HOBYIO
00yBb, KOrjJa MOXXHO 3a MOJILEeHbI MOYNHUTD
nobrMmyto, 1 OHa CTaHeT Kak HoBas!

KonBepcol, Nike Cortez, Air Jordan Ill nunun
paxxe New Balance - Bca aTa 06yBb Tpeby-
eT TWaTesIbHoro 1 cneundryeckoro yxoaa,
€C/IN YeNOoBeK XOUeT COXPaHUTb BHELLHWUIA BUA,
CBOWX CHMKepPOB. [TOMMMO YMCTKM 1 BOCCTa-
HOBJIEHWA LiBETA, JONONHNTENIbHAA LIEHHOCTb,
KoTopyto Aaét knneHty SneakNFresh, — ato
eLé 1 peMoHT. Tako KOMMeKc paboT npak-
TNYECKN HEBO3MOXHO BbIMONHUTbL JOMa.
OcobeHHO Korfa HeT HY NpodeccMoHanbHo
XVIMUW, HU HaBbIKOB MO BOCCTAHOBJIEHNIO 1
NMOYMHKe.

MOYEMY MAPTHEPbI
BbIBUPAIOT OPAHLL3Y SNEAKNFRESH

B nepByto ouepefb 310, KOHEYHO, BbICOKaA
NpUObLINLHOCTb ycnyru: eé peHTabenbHOCTb
coctasnAeT 40%. BaxkHO, UTO KOHKypeHUuA
MUHMManbHa: CNPOC Ha yCnyry 3HaunTenb-
HO NpeBbILAET NpeaoXKeHne 1 NOCTOAHHO
pacTét. U HakoHew, ¢ppaHwm3a SneakNFresh -
3TO Upe3BblUaHO MPOCTOW B 3anycKke 6r3Hec:
HeobxoaVMbl NMLLb HebosbLUIas NIoLWaab Tou-
K1, HebosbLLaA KoOMaHAa U MUHMMYM 3aTpaT
Ha PaCXOQHUKM.

YTO BXOAWT B POANTU:

1. IT-uHdpacTpykTypa.

2. KomaHga conpoBoXxaeHuna —
NMepCcoHasbHbIN akKKayHT-
MeHe[Kep, An3aliHep, MapKeTOsOT,
onepaunoHHbIV ANPEKTOP.

3. Obyyatouine BebUHapbl ABa pa3a
B MecAL, A1 COOCTBEHHMKA.

4. ObyueHre MacTepoB Ha
NMOCTOSIHHOWN OCHOBE.

5. MapKeTuHr.
I e T

COMPOBOXOEHME

YNPABNAOLEN KOMMAHUN

Ha npr6blnbHOCTL 613Heca BINAET HECKOSTb-
Ko (akTopoB. B nepayto ouepesib, KOHEUHO, BaK-
Hbl OTPOMHOE »KefaHue 1 N11060Bb K Aeny, 3avH-
TepPecoBaHHOCTb. HO eCTb LienbIi pag CIOKHbIX
MOMEHTOB, KOTOPble HEBO3MOXHO WJIN OYEHD
CJTOXKHO «PaA3pPY/nTb» CAMOCTOATESNIBHO.

Amumpuii MopayHoe:

«@parwu3a SneakNFresh - 5mo muHu-
MasbHble pUucKu, omcymcmaeue mpeeox-
Hocmu, yeepeHHOCMb 8 Mom, Ymo 0eJio
He npozopum. Bel npuo6pemaeme 2omo-
8bIll 6U3Hec-nIaH, Komopubili He06xo00uMo
nodocmpoume nod eac. ®paHwusza — smo
y3Hasaemocms 6peHoa, 2apaHMuUpoOBaH-
HOCMb K/lUeHmMos, paspabomatHsili anzo-
pumm pa6omeli».

Mostomy YK npepocTaBnseT rotoByto 613-
Hec-Mopenb, AOKa3aHHYIO Ha NMPaKTVIKE, HanlaxeH-
Hblli KITMEHTOMOTOK, OTpaboTaHHble 613HeC-Npo-
Lieccbl /18 GOPMUPOBaHUA BbIPYYKU, CUCTEMY
00yyeHA 1 MOMOLLb B HaliMe NepcoHana, eamn-
Hyto [T-nnatdopmy 1 MHoroe gpyroe. Takxe
dpaHyan3r-NapTHEP NnosyyaeT KayeCTBeHHble
cpepcTBa Mo uncTke obysu. B Mogynb obyyeHuna
nepcoHana BXOAWT BCE OT 1 [0: Kak paboTaTb C
KOXe, 3aMLLEeN, TEKCTUINEM, Kak KpacuTb 00yBb,
PEMOHTMPOBATb 1 AaXKe KaCTOMMU3KPOBaTb.

MOYEMY BU3HEC-MOJEJb

SNEAKNFRESH MPUBbIJTbHAA

Korpa B6rBaewwb B nonckosumke Wordstat
«XMMYUCTKa 00yBW», BUAHO pe3ynbTaTbl, NOA-
TBepXKAatoLme cnpoc gaHHom Huwwu: 17 856
3anpocos 3a mecALl. [prnyém ycnyrm peMoHTa
06yBW NOMb3yIOTCA CNPOCOM Kak B Merano-
nucax, Tak 1 B HebonbLmx ropogax. Kpome
TOrO, yBe/IMYMBaeTCA YACIO NOKIOHHUKOB
pasymHoro notpebneHna. OHy NpefnoynTaoT
He 3aMeHATb MMeloLLeecA HOBbIM, pacxoaya
pecypchbl i MOMNOMHAA KONMYECTBO OTXOA0B,
a pecTaBpupoBaTh Bely 1 00yBb.

Momumo pactyulero cnpoca, SneakNFresh
npriBneKaeT COBPeMEHHOCTbIo 6peHpa. 3To
CTWbHOE MEeCTO, KyAa MPUATHO 3aX0oAnTb 1
oTAaBaTb CBOIO NI06UMY0 00YBb.

Yenyrv SneakNFresh He orpaHmuvBaroTca Tonb-
KO YMCTKOW 1 peMOHTOM 00yBI: pecTaBpaLaA
PeMHel, KOLLIENbKOB 1 faxe KOHbKOB TOXKe BXOAWT
B KOMMETEHLMIO KaXKA0ro MacTepa XMMUMCTKU.

Takxe SneakNFresh 3anyctuna cobcTBeH-
HYI0 NMHWIO NPOdCPeACTB ANA YNCTKN U YXO-
fa 3a obyBblo. TexHonoru cetn nofgobpanm
KOMMOHEHTbI, KOTOPble NO3BONAIOT rapaHTu-
POBaHHO CNPaBUTbCA C CAMbIMU CTONKUMU
3arpAasHeHmAMN. [Npn 3TOM BHELWHNUN BUA
06yBY Nocsie YNCTKU BbIMAJUT TakK, CJIOBHO
yenoBek NPUo6PEN HOBYIO Napy.

MOCTAMAT ONA YOOBCTBA

1 JONONHUTENBHOW NPUBbLINNA

[NepBbil NocTamaTt, yCTaHOBMIEHHbIN KOMMNa-
Huel, Bcero 3a mecsau, nprHéc 30 000 py6nen
npuobIIM 6€3 peKknambl U NPOABUKEHMNA.

(dpaHyam3n-napTHep
Anmas, r.Yoa:

«Hecmompsa Ha cmabuneHyto pabomy u 8bl-
COKYI0 00/IKHOCMb, UHMepec K 0by8su, 0cobeH-
HO K KpOCCOBKAM U Kedam, y MeHs bbl1 8ce20a.
Moamomy, ko20a yguoesn peknamy ppaHuiu3el,
8 20/108€ YMO-Mo WénKHyno. [lepewén no
CCbl/IKe, 03HAKOMUJICA C YCI08UAMU U OCMa-
8un 3aa8Ky. Hukakue opyaue 8apuaHmel He
paccmampusa’s, nomomy Ymo ppaHwusa
SneakNFresh ycmpouna nonHocmeto:

— 8ce bU3Hec-npoueccsl yxxe ompabomatsl u
HanaxeHol. MHe He Hy»HO Habusams WUWKU
CamocmoamersibHO Uau OyMams, Kak ycmpa-
HUMBb Kakyro-HUbyob npobiemy;

—y SneakNFresh ecmeo 8biBepeHHas mexHo-
J102UfA YUCMKU U pecmaspayuu 1060l obysu.
lMpocmo cnedyl UHCMpyKyuAaM u NosmopAd;

— obyyeHue ynpasnaouweli KomnaHuu. 3mo,
HasepHoe, 00UH U3 cambix 60/IbLUUX U KUPHBIX
naco8 smod hpaHwiussl. Ecme 2iasHelli mex-
Hos02, Komopeil 06y4aem kaoo2o macmepa.
Ymo kacaemcsa MeHA: 3HaHUU 8 MapKeMUuH2e He
6b1710 COBCEM, U YNpABNIAOUAA KOMNAHUS 06y4u-
J1a MeHA € Hyn1A. Tenepb 51 ke CamocmosmesbHoO
pasbuparoce 8 1UOaAx, mpaguke U 0OPOHKAX;

— NOJIHAA No00epXKa ynpasnaoueli Komna-
HUU U KoMbloHUMU napm+épos SneakNFresh.
Y Hac ecmb 06wuti yam ¢ ghpaHyadizu u3s ecex
20p0008, U My0d MOXXHO HaNUCame no 1i6omy
sonpocy: 0bAa3amesibHO omgemsam, 4Ymo-mo
nocogemyrom unu NOOCKAXym».

MocTamart 3aHMaeT BCero oavH KBagpar-
HbIA METP, 1 ero NPoLEecchbl NOIHOCTbIO aB-
TOMATV3UPOBaHbI, YTO MO3BONAET KIINMEHTaM
CamMoCTOATENIbHO NepefaBaTb 06yBb KOMMNa-
Hun. Taknm 06pa3om, ogHa ToUKa BMecTe C
YCTaHOBNEHHbIM NMOCTaMaTOM MOXET 06Cny-
XKUTb BONbLUE KNVEHTOB 1 MPUHECTY Bllaaesb-
Ly AOMONHUTENbHYIO NPUObINb.

Kpome Toro, yctaHOBfEHVE NOCTamaTa —
3TO CHVXKEHWE 3aTPaT Ha peKfiamy 1 NpoaBU-
JKeHMe TOUKM, TaK Kak noctamat cam rno cebe
ABNAeTCA 6peHANPOBaHHbIM PEeKNaMHbIM
06BbEeKTOM.

PA3BUTUE CETU SNEAKNFRESH

Ecnvi roBopunTb 0 NnaHax npeanpuHUmaTe-
1, TO OH He COOMPAEeTCA OCTaHABNMBATbLCSA Ha
[OCTUTHYTOM. IMUTprIA BMeCTe C KOMaHZoM
paboTaeT Hag pa3BUTMEM CBOErO NPOEKTA,
ynyudlaeT cepBuC, MPUMeHAA TeEXHONOornun,
nossonsawoLune caenatb COTPYAHUYECTBO C
KOMMaHuen MakcMmarnbHO YAO6HbIM AN KNn-
eHTOB. Tak»Ke B MiaHax — MOKOPeHMe PbIHKOB
OPYrux cTpaH.

lModzomosuna EkamepuHa 3onomapésa
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Senor Dener is a revolution in the shawarma market. The first location opened in
2017, and now there are more than 35 operational locations across Russia — from

Karelia to the Far East.

In April 2023, the chain was bought by Alexander Dolgov, one of the largest franchisors
in Russia, entrepreneur, founder and owner of CheburekMe, Laser Love, ecosystems
Postilla and 20x80 Holding, whose task is to help other companies sell their franchises

and develop franchise networks.

SNEAKNFRESH
IS RUSSIA'S FIRST SHOE
REPAIR AND CLEANING
FRANCHISE WITH GUARANTEE

HOW THE SNEAKNFRESH

CHAIN WAS CREATED

Initially, SneakNfresh focused on sneaker
repair in Novosibirsk. Dmitry Morgunov, in
cooperation with a former classmate, opened
the first store in a friend'’s barbershop. The idea
was to offer customers a shoe shine while they
were in the salon. The project was a great
success, bringing in about 700,000 rubles in
the first year.

Dmitry Morgunov:

“Our first income was 50,000 rubles,
which was used to promote the business.
This money was used to buy cosmetics
and cleaning products. Part of the money
was also spent on advertising. A properly
developed marketing strategy with constant

|
SneaknFresh franchise in
figures:

@ Initial investment: from
950,000 rubles (including lump
sum);

® Lump sum payment:

500,000 rubles;

® Royalty: from 5% to 10% of
the turnover, depending on

the turnover of the franchisee’s
outlet;

® Average monthly turnover:
from 800,000 rubles;

® Payback period: from 8 months;
® Other ongoing payments: no
other payments.

RUSSIAN BUSINESS GUIDE {CEHTABPb 2023}

investments brings good results. We have
seen this in our experience.”

In 2020, the business expanded to
47 franchise locations across Russia. In
the same year the market trends changed
under the influence of the pandemic. More
and more entrepreneurs cut the cost of
renting premises and connected courier
or contactless delivery.

It would seem that everyone is sitting in
isolation, revenues for various businesses
are falling. So SneaknFresh decided to
launch a campaign to get customers to
bring in more shoes for cleaning. And
it worked - people had more free time,
many people started to dismantle clothes,
including shoes, and the cleaning service
was in demand. At the same time, the
courier service was launched. Dmitry says
that at that time he even drove to pick up
customers shoes and bring them to the
workshop for cleaning.

In 2022, the SneakNfresh chain also
introduced a new format — postamats. The
principle of operation of postamats is very
simple: customers choose the point nearest
to their home, enter their number on the
screen of the Postamat, put their shoes in
the opened box and after a while pick up
the restored pair in the same way.

Thus, a number of measures taken in
combination with the change in customer
behavior in the crisis conditions led to an
impressive result — the network grew to over
90 open outlets with sales of 800,000 per
outlet.

Dmitry Morgunov:

“Shoe repair has become an in-demand
service in 2022. The crisis caused the big
shoe brands to leave the market, and in this
situation people wanted to prolong the life
of their old shoes.”

What is included in the

lump sum?

1. International b
2. Unique technol
3. Opening services.’
4, Assistance in finding premises.

5. Assistance in hiring staff.

6. Unique training: master,
administrator, owner of operational
processes.

7.0wn professional cosmetics.

8. Equipment.

9. Legal assistance.

10. Comprehensive marketing.

11. Income guarantee.

WHO IS A CUSTOMER OF

A DRY-CLEANING SERVICE FOR SHOES?

It can be absolutely any person who wants
to restore their shoes. The main customers of
SneakNFresh are girls — their share is 60-70%.
Boys make up about 20-30% of all customers.
In addition, there are resellers - people who
buy expensive shoes to resell them, collectors
who keep their shoes in good condition,
lovers of old shoes made to order, as well
as people who attend sports clubs, dance
classes, and others.

Dmitry Morgunov:
“Before opening SneakNFresh, we
analyzed the target audience - it is quite wide



for our business, as everyone wears shoes:
from children to the elderly. Competent
composition of the target group is the key to
successful business promotion. We took into
account all the nuances and in the first year
we made a profit of 700,000 rubles.”

It is a mistake to think that shoe cleaning is
an expensive service. If you compare the cost of
a new pair of shoes with the price of dry-cleaning,
you can clearly see the significant difference. So
instead of overpaying and buying new shoes, you
can have your favorite shoes repaired for half the
price and be as good as new!

Converse, Nike Cortez, Air Jordan lll or
even New Balance -all of these shoes require
careful and specific care if a person wants to
maintain the appearance of their sneakers.
In addition to cleaning and color restoration,
an added value that SneakNFresh offers to
its customers is repair. This type of work is
almost impossible to do at home. Especially
if you have neither professional chemistry nor
restoration and repair skills.

WHY PARTNERS CHOOSE

THE SNEAKNFRESH FRANCHISE

First of all, of course, it is the high
profitability of the service —its profitability
is 40%. It is important that the competition
is minimal - the demand for the service
significantly exceeds the supply and is
constantly growing. Finally, the SneakNfresh
franchise is an extremely easy business
to start: you only need a small area,
a small team and minimal expenses for
consumables.

MANAGEMENT COMPANY SUPPORT

Several factors influence the profitability
of a business. First of all, of course, the great
desire and love for the business and interest
are important. But there are a number of
complex issues that are impossible or very
difficult to solve on your own.

Dmitry Morgunov:

“SneakNfresh franchise is minimal risks,
lack of fear, confidence that the business will
not go bankrupt. You acquire a ready-made

Whatisincluded

in the royalties:

11T infrastructure. 2. Support
team: personal account
manager, designer, marketer,
operations manager. 5. Training
webinars 2 times a month for
the owner. 4. Ongoing master

training. 5. Marketing
]

business plan that should be customized
for you. Franchise is brand recognition,
guaranteed customers, developed algorithm
of work.”

Therefore, the MC provides a ready-made
business model that has been proven in
practice, an established client flow, worked
out business processes for generating income,
a training system and assistance in hiring
staff, a unified IT platform, and much more.
The franchisee partner also receives quality
shoe shine products. The staff trainingmodule
covers everything “from start to finish”: how to
work with leather, suede, textile, how to paint,
repair and even customize shoes.

WHY THE SNEAKNFRESH BUSINESS

MODEL IS PROFITABLE

If you type “shoe cleaning” into Wordstat,
you can see the results confirming the
demand for this niche: 17,856 queries per
month. And shoe repair services are in
demand in big cities as well as small towns.
In addition, the number of fans of sensible
consumption is growing. They prefer to
restore things and shoes rather than replace
what they have with new ones, wasting
resources and increasing the amount of waste.

Besides the growing demand, SneakNFresh
is attracted by the modernity of the brand. It’s
a stylish place where it's a pleasure to walk in
and give away your favorite shoes.

SneakNFresh’s services are not limited to
just cleaning and repairing shoes - restoring
belts, purses, and even skates is part of every
dry cleaner’s service.

SneakNFresh has also launched its own
line of professional shoe cleaning and care
products. The company'’s technologists have
selected the components that can handle the
most stubborn stains. At the same time, the
appearance of shoes after cleaning looks as
if a person had bought a new pair.

POSTAMAT FOR CONVENIENCE

AND EXTRA PROFIT

The first Postamat installed by the
company brought a profit of 30,000 rubles
in just one month without advertising and
promotion.

]
Franchise partner Almaz,
Ufa:

“Despite having a stable job and a high
position, | have always been interested in
shoes, especially sneakers. Sowhen | saw
the franchise advertisement, something
switched on in my head. | followed the link,
read the terms and conditions and submitted
an application. | did not consider any other
options because the SneakNFresh franchise
fit me perfectly:

— All the business processes are already
worked out and adjusted. | don’t have to
make my own mistakes or figure out how
to fix a problem;

— SneakNFresh has proven technology
to clean and repair any shoe. Just follow the
instructions and repeat;

- Management training. This is probably
one of the biggest benefits of this franchise.
There is a master technologist who trains
every master. As for me -1 had no marketing
knowledge at all and the management
company trained me from the scratch. Now |
already know about leads, traffic and funnel;
I can do it on my own;

- Comprehensive support from the
SneakNFresh management company and
community partners. We have a general chat
with franchisees from all cities, and you can
post there with any questions — they will
definitely answer, give you advice, or give
you a hint.”
|

The Postamat occupies only 1 square meter
and its processes are fully automated, which
allows customers to hand over shoes to the
company themselves. Thus, a store with
a Postamat installed can serve more customers
and bring additional profit to the owner.

In addition, the installation of a Postamat
means a reduction in advertising and
promotional costs, as the Postamat is an
advertising object itself.

DEVELOPMENT

OF THE SNEAKNFRESH NETWORK

If we talk about the plans of the
entrepreneur, he will not stop with what
has already been achieved. Dmitry and his
team are working on the development of
their project, improving the service, using
technology to make cooperation with the
company as convenient as possible for
customers. Also in the plans — conquering
the markets of other countries.

Prepared by Ekaterina Zolotareva
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- MapuHa, 0asalime HA4YHEM, KaK 8 WKO-
Jle, c usy4yeHusA yugp, Komopbie npocmoimu,
npaeoa, y>e He Ha3068€éwb. CKO/IbKO WKOJT
u Opyaux 0emcKux o6paszosamesibHbiX
yupexoeHul ucnosib3yom ce200HA sawy
npozpammy?

— CeropHa y Hac paboTaert y»xe 44 npoek-
Ta, LWeCTbIO M3 KOTOPbIX YNPaBAAio A cama, a
ewé 38 - mou ppaHYain3n-napTHEPDLI. Mbl npo-
Aaém paHLWwm3y npeacTaBUTENAM AETCKOro
o6pazoBaHus. Ho BUSINESSFOX - a1o He feT-
CKWI CapVK, He WKOMa, He KabUHET 1 He Yemo-
[aH C peKBM3NTOM. ITO ptoK3aK C nocobuamu
1 MOBUIIbHOE MPUSIOXKEHNE, KOTOPOE MOXKET
CTaTb AOMNOHUTENIbHBIM KYPCOM B paMKax yxKe
CyLlecTBytoLLel LWKosbl. KpacouHble nocobus,
KapTOYKM, NnakaTbl, 0byyatoLme Nrpbl —y Hac
yxe 6onee 920 egUHNL HOMEHKNATYPbl METO-
ANYeCKX MaTepranos, KOTOPbIe NCMOSb3YIoT-
cA B pabouem npotiecce Ha odnaliH-ypokax.
Mnioc 370 ewé n obyvatowan nnatdopma, Ko-
TopasA AOMOJHAET BCIO NPOrpammy 1 ABAAETCA
eé HeoTbeMNeMon YacTblo.

- Om «apugpmemuku» nepeliOém K «2eo-
epadguu». Kak wupoko yxe pacnpocmpa-
HuMAce No Hawleli cmpaHe eauid cemo?

- He TonbkKo nMo Hawewn cTpaHe.
BUSINESSFOX y Hac peanun3yeTca cerogHa
Ha TPEx A3blKaX, TO €CTb Mbl MHTEFPVPOBaHbI
B pabouyio nporpammy He Tonbko Poccuu,
Mbl MOXKeM paboTaTb B N1t0O0 aHTNOA3bIYHOM
CTpaHe, a Takxe B KasaxcTaHe. A He Tak AaBHO
A BEpHynacb 13 KOMaHAMPOBKM B Typuuto, rae
COBCEM CKOPO Mbl TOXe HauMHaem paboTy.

RUSSIAN BUSINESS GUIDE {CEHTABPb 2023}

MAPUHA WWNJTIKUHA,
BUSINESSFOX:

«AEJATb HYTO-TO
MAJTEHBKOE, TOJ1bKO
OJ14 CEBA, Y MEHA HE
[MOJTYHAETCH...»

H ayuuTbCA NN1aBaTh MOMKHO, KOHEYHO, U B C/y4ae, ecnn Te6a cbpocunu ¢ noaku
Ha ry6uHy. .. Ho nyuue, ecnu pagom ¢ T060ii HaXOBUTCA YeNOBEK, KOTOPbIiA
3apaHee NOACKAKET, KaKue ABIKEHNS HYKHO BbINOHATb PyKamu 1 HOTamu, a
TaKKe KaKk NpaBuiIbHO AbILLaTb, YToObI He 3axNe6HYTbCA. YunTbca 6usHecy Toxe
MOXKHO MeToZI0M Npo6 1 oLwMGOK, Ho MyyLue, KorAa pAAOM C T060i HaxoAATCA
o, KOTopble 3apaHee NOACKAXYT «ABKEHNA ANA NPOABUKEHUA» U 06DACHAT,
KaK He «3axne6HyTbCA»: Hanpumep, B kpeauTax. U nnaBanuio, n 6usHecy nyuiue
00yuaTb(A ¢ AeTCTBa, UT0ObI, BOOPYKUBLUMCb aTTECTAaTOM, He CTOATD, Kak BUTA3b,
Ha padyTbe, a (pasy ABMHYTbCA 10 3apaHee NPoNoKeHHOMY MapLUpyTy.

A nponoxutb TaKoii MapLupyT nomoraet npoekt BUSINESSFOX — gononnutenbHoe
obpa3oBaHue ana aetei ot 5 Ao 18 net no M3yueHNo PUHAHCOBOI rPAMOTHOCTY U
npeanpuHuMarenbcrea. C ero aBTopom, pykosoautenem cety wkon BUSINESSFOX
MapwuHoii LinnkuHoi mbi ceropHaA n 6ecepyem.

- WnmepecHo, a kakum o6pa3zom «enepe-
O0u n1aHemel 8celi» — 80 8CAKOM cJ1y4ae, 8
omHoweHuu eaweli npo2pammbl — OKA3aCcs
umeHHo KasaxcmaH?

— MNomorna oyeHb MHTepecHas BcTpeya. Ko
MHe B roCcTv npuexarna npeacraBuTenb YacT-
HOW LIKONbI 13 3TOW pecny6nuku. MNprexana,
4TOObI NOAENUTHCA OMbITOM, MOCMOTPETb, KaK
paboTatoT noao6Hble yupexxaeHua B Poccun.
Haluw wkornbl — oHW camu no cebe yHUKanbHble:
OHU GUNVHIBanbHble, OHM TBOPYECKU HacTpoe-
Hbl. [leTu B HalwumXx WKonax npoxoaAT 6onee
50 pa3nuyHbIX HanpaBneHui, B TOM Ymncie
npodopreHTaLroHHble. Ei 6bino nHTepecHo
MOCMOTpPETb, Kak paboTaeT MMEHHO LUKOMa Nof-
HOro AHA. Mbl MO3HaKOMUNNCb, OHa yBuaena
HaLLnX «GOKCHKOBY, paboume TeTpaaw, Urpbi 1
roBopwuT: «boke Moli! 3TO MMEHHO TO, YTO MHe
6bIN10 HYXKHO». Y Heé LUKOosa C NpeAnpuHMMa-
TeNbCKMM yKnoHom. OHa npeanoxuna: «[a-
BaliTe nepeBeém NPOorpammy Ha Ka3axckum
A3bIK, YTOObI Mbl MOF/IV €€ peanr30BbIBaTb BO
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BCeX WKosax KazaxctaHax. fl otBetuna: «Otnny-
HO», 1 Mbl HaLWNN ABYX NepeBOAUYNKOB — 3TO
cocTaBuUTeNY yuebHO NporpaMmbl No GriHaH-
COBOW FPaMOTHOCTY U MPenpPUHAMATENBCTBY
ana MuHnctepcTBa o6pasoBaHnA KasaxcTaHa.
MNepeBog nonyunnca oueHb CepbEsHbIN, B HEM
YUUTbIBANCA He TONbKO A3bIK, HO U pa3HMLa B
MEHTaNNTETE HALLINX HAPOAOB, OPUANYECKIME 1
dUHaHCOBbIe 0COOEHHOCTM BEAEHNA BU3Heca.

- UHmepecHo: kazanoco 6bl, 6ce Mbl 8
Kakoli-mo cmeneHu «demu-8HyKku CCCP».
Moxeme npusecmu npumepbi makux pas-
nAu4qui?

- MNoxanywncral Hanpumep, y Hac ecTb Tema
ana busHec-npoekTa — «[aHcKMoHaT ansa no-
Xunbix». B KazaxcTtaHe »e 310 KaTeropmuyecku
3anpelLyeHo, y HUX NoAo6HbIX MaHCUOHATOB
NpocTo HeT. To eCTb Mbl NPV KOPPEKTUPOB-
Ke Nporpammbl yuynTbiBanu BCE — BMAOTb JO
TaKUX «HI0AHCOBY. AHINOA3bIYHbIE NPOrpam-
Mbl TOXKE YUMTbIBaOT cneunduKy cTpaH, B
HUX Yy HaC CKOPPEKTNPOBAHO Aarke NUTaHWe.
Hanpumep, uto npepcraBnseT coboi obbiy-
HbI POCCUNCKIMIA 3aBTpakK? Kalua, onagyL-
KW... A pna amepuKaHueB TPaAULMOHHbIN
3aBTPaK — 3TO MOJIOKO, XJIOMbA 1 anefbcu-
HOBbI COK.

370 6onbloli Tpya. B KazaxcraHe, Hanpu-
Mep, Ha NepeBoA 1 ajanTaLmio Bcex busHec-
npoueccos, BCex MeToANK NoHagobunca
NnouYTK rofl, HO Mbl MOAFOTOBMAIV MPOTrPaMMy
Ha 13 net 0byuyeHuA. IT0 U METOANYECKUIA Ma-
Tepwan, v Urpbl, NOCO6MA, KAPTOUKNM, HaUMHasA
C MasnbllWeni-A0WKONIbHUKOB 1 3aKaHuMBas
BOCEMHaALATUNETHUMM BbINMYCKHUKaMU.



- Ecnu moxHo, 4ymb noopobHee 0 mom,
4Ymo npedcmassisem co6oli sma npozpam-
ma? B yém 3aknoyaemcs e€ ocobeHHOCMb,
eé «u3loMuHKa»? Ymo e Heli ecmb makoeo,
4Ye20 He scmpemuuwib 8 Opyaux wkonax?
Mo»xHo 51u eé paccmampueame Kak omoeJib-
Hbll, «(haKkynemamueHeili» npedmem?

— Ha3BaTb e€ uncTo «Kypcom npegnpuHu-
MaTesnbCTBa U GMHAHCOBOW rPaMOTHOCTIY,
HaBepHoe, 6b1510 6bl HenpasubHo. CMOTPY-
Te: A M caMa — Mama AiBYX ieTel, U Ana MeHs
CaMbIM F1aBHbIM 6bISIO Pa3BUTHE X KOMMY-
HVKaTVBHbIX CMNOCOBHOCTEN: YTOObI OHY ymMenu
06LWaTbcA, 4OroBapuBaThCA, OTCTanBaTb CBOKO
nosuumio. STomy nocsaALieHo 60% maTepuana,
0CcOoBeHHO y Manblweit. Ecnn manbiwm nsyyatot
npodeccum, oHM 1x NpourpbisatoT. [NpeacTtas-
nAaeTe: ManeHbKU YenoBeyvek, B3pocsies, 3a
13 net ycnesaet npowurpaTb 900 npodeccuin!
TO e OrPOMHBbIN 06bEM MHPopmaumn. U K
MOMEHTY OKOHYaHWA LLKOJIbl OH y»Ke TOYHO
ornpepenunTca, Kem Xe eMy Ha caMoMm Jere
6bITb. U 3TO fleNcTBMTENbHO OyAeT yxKe He «Mu-
HOK» OT MaMbl UM Narbl, HE «KOMNEKTBHbIN
30B» Apy3eii: «A NoLv BMeCTe B 3TOT UHCTU-
TyT!» 3T0 ByfeT BNOIHe 0CO3HaHHbI BbIGOP.

MHe oueHb faBHO xOTeNnocChb caenaTb Ka-
KOW-TO MPOEKT, CBA3aHHbIV C NpeanprHuUMa-
TeNbCTBOM, MOTOMY UTO A BUXKY aKTyallbHOCTb
Takux NpoeKToB. CerofiHA AeTy 3a4acTyio Bbl-
XOJAT U3 LKOJIbI, MOSTHOCTbIO HE MOLrOTOB/EH-
Hble K peasibHOW »MU3HW, OHV He MOHUMAIOT,
KTO OHWU, KaKyto npodeccuio BbIbpaTh, Kyaa
naTv panbiue. Mo3ToMy MHe 1 3aX0Tenoch cae-
naTb Takow NPOEKT, Npex[e BCero, AfA CBOUX
LUKOJI, YTOGbI OH 6blS1 BKIIOYEH B LLKOJSIbHYIO
nporpammy. Ho fenatb 4To-TO ManeHbKoe,
TONbKO ANA ce6s, y MeHA He NoyyvaeTcs...
W 3pech BbIWNO TaK, YTO Mbl cenanu npo-
rpammy ansa scero mmpa. lporpammy, kotopas
MOXET rnobasnbHO N3MEHWUTb MPOBO33peHre
ManieHbKUX feTei. Haw npoayKT MoxeT 6biTb
noneseH B N1t060OI cTpaHe, TpebyeTcA TONbKO
Kakoe-To BpeMs AJiA NepeBofa 1 AnA afjanta-
LMK K CyLLeCTBYtOLLe TaM NpaKkTUKe BefeHUA
6u3Heca. A B 0CTasIbHOM BCE FOTOBO...

- Takoli o2pomHblli, OelicmeumesibHO 2710-
6anbHbIl NpoeKm mpyoHO ocyujecmeums
8 00uHo4Ky. Kmo eam nomozan?

- Hag npoektom BUSINESSFOX pa6oTanu
62 meToaMCTa, 1 310 CneumanucTbl  6oMbLLoN
6yKBbI. Y Hac Obln oueHb KBaNMGULMPOBaHHbIN
NOAXOZ C TOUKM 3PeHNA UMEHHO SKOHOMMKH,
OUHAHCOB 1 3HaHWIA, CBA3AHHbIX C MAPKETUH-
rom. [letn B HalMX WKOMax y»Ke C TpeTbero
Knacca 3HaloT, uTo Takoe SWOT-aHanus, mat-
puua LLlepprHrToHa — TO, YTO Mbl C Bamu, NtogM
B3POC/ble, M3yYasiv TOSIbKO B MHCTUTYTe. A B
BOCbMOM Kriacce y Hac PEST-aHanus, 4P-matpu-
La... OTo yXKe aKkcenepaLnoHHas nporpamma
MBA. Ho Mbl K HE UAEM OYE€Hb-OYEHDb MO-
CTEMEeHHO, 3KONOrMYHO, MHTEPECHO; 1 CaMoe
rMaBHOE — BCE B UrpoBOI popme.

- BusHec - 3mo 3ameyamesibHO, HO XXU3Hb
Ha HéM He 3aKaH4Yueaemcs...

i

— KoHeyHo! Mbl 04eHb MHOTO rOBOPUM,
HanprmMep, NPo 340POBbE, MPO OTHOLIEHUS
MY>XUUHBbI 1 eHLWUHbI. 1 BOO6LLe He NOHU-
Mato, moyemy y Hac He NMPUHATO JETAM NPO 3TO
pacckasbiBaTb! briok Women and Gentlemen
Club y Hac BKtouaeTca c cebMoro Knacca.

Y Hac 04eHb MHOIO METOAVIK, KOTOPbIE MO3BO-
NAT NOYYBCTBOBATb — KTO Tbl: AUPEKTOP, UCMONT-
HUTENb, @ MOXET ObITb, KAKO-TO KpeaTUBLLVIK,
nviapLymk. Moyemy y Hac ecTb Kypc rnobanbHbix
KomneTeHUuiA? MoTomy 4To Mbl paccMaTprBaeM
3TOro MasnieHbKOro YenioBeyka rnobanbHo. Beab
YenoBEeYEK 3TOT CNocobeH Ha BCE. [NpocTo Hago
BJIOXMTb B €ro NMoka eLLé ManeHbK1e pyukm Ka-
K1e-TO MHCTPYMEHTbI, YToObl OH LWEN 1 Aenan.

EcTb y Hac 1 eLyé ogunH, Ha MO B3rnAg, MPOCTO
KnaccHbIN 6ok — Happiness Club. 3To 65110k npo
cyacTbe. OH y HaC C camoro paHHero Bo3pacTa.
Bepb, K coxaneHumto, Mbl 06bIYHO He yurMm fe-
Tel 6bITb cyacTMBbIMU. OHU PaCTyT, CTaHOBAT-
CA B3pOCSIbIMY — HECYACTHBIMU, TPYCTHBIMU. . .
I nonosHAOT YNCIO KIMEHTOB PasfinyHbIX NcK-
XOJI0rOB, «KOYy4el» 1 T. Ai. ITO OYeHb MI0XO.

Ml >ke yumm peTel, Kak 6bITb cyacTvBbIM. B
Halllem 6r1oKe eCTb, HanpuMep, Takoe yrpaMHe-
HUe: Korfa Tbl MPYIXOAULLb AOMOW 1 paccKasbl-
BaELLb NPO TP CHACTAMBBIX COObITUA, PO TP
CYACTNVBbIE BELLM, KOTOPbIE C TOOOW NpPoKr30-
wnur. Mbl C JOYKOW Takoe NMpaKkTUKoBanu, en
ceyac cemb net. OfiHaXabl OHa MHe CKa3ana:
«Mama, nocnyLlai, a y MeHs He Tpu, a LecTb
CYACTMBBIX COBbITUI NONYYNNOCk! Tak MOXHO?»
— «KoHeuHo, — roBopto, — MOXKHO» Hakannmsas
B cebe IMEHHO TaKue BelLy, Takne cobbITnA —
VHTEePECHbIE, KNacCHble, CYACTMBbLIE, — OHU
CTaHOBATCA APYTMMU, OHY OYEHb MEHAIOTCA.

fl yxKe ckasana npo 62 MeToAnCToB. fl oYeHb
pagfa, uTo Hala UX U cymesna f[oHeCTn Ao
KaX[oro 13 Hux ceou npeun. CerogHa y MeHs
60sbluan KOMaHAa, KOTopas Co MHOW pabo-
TaeT y»ke 18 net. Kto-To 13 Camapbl nepeexarn,
KOro-TO A Haluna yxe 3gecb, B Mockse. 3Tm
HaLLUM YNPaBAsioLLIM COBETOM Mbl 11 CMOTpe-
IV, YEro HaM 3[1eCb He XBaTaeT, KaKux Komne-
TEHLUIN, CBA3AHHbIX, MOXET ObITb, C TOW e
NCUXONIOTNEN NN CO 3A0POBbLIM NUTaHKEM. U
MCKanu CneymanncToB, NPOBOANAN TECTUPO-
BaHWA, faBann M MNPOGHbIe 3aaHUs.

Camoe rnaBHoe, YToObl YenoBek 6bis
BNOGNEH B CBOE Aeno. 1ns meHs 370 BO-
obue 0OCHOBHO NoKa3aTtesib Npu Bbibope
COTPYAHMKOB: UTOObI OH Kaldosan oT Toro,
yTo Aenaet. bes pasHuLbl, KTO Tbl — BOCMN-
TaTeNlb UM ANPEKTOP LWKOJbI, NCUXOSOT
WNN KOHIOX, — Tbl JOMKEH NCKPEHHEe NobunTb
cBO€ peno. Korga Mmbl Halwm Taknx noaen,
KOTOpble CTanv agenTamu, «4sieHaMn CEKTbI»
BUSINESSFOX, BoT Torza aeno nowsio oyeHb
KpyTo. OHU CTann camvi npeanaraTb BapuaH-
Tbl, CAMW MHULMNPOBATb KaKne-To 6110KN.
OTOT Npouecc y Hac 3aHAN NonTopa roga.

Mbl aKTUBHO CTapTOBaNuM B ceHTAbOpe
2021 roga. CeropHa y Hac y»ke 44 napTHépa,
OFPOMHOE KOMMYECTBO NPOEKTOB Mi0C CBOE
woy Ha KaHane «CTC».

- Ymo, Ha eaw 8327140, camoe c/10XKHOe
8 sauwiem dene?

— Camas cnoxHas paboTa BO BCEM NMpoekK-
Te — MeHATb MeHTaNUTeT rpaxkaaH. /1 HeBaxHo,
POCCMINCKMNE OHU, Ka3axCKue Unm TypeLKme.
fl, HanpuMep, oueHb yaAMBMIaCh, Koraa B Typumn
BAPYF MOHANA, UYTO NPY BCel pa3HuLe — B MEH-
TanuTeTe, B 3aKOHOAATENbCTBE — Y HAaC OYEeHb
MHoro obLero: «<O, Hy 3a4eM HalleMy pebEHKY
6u3Hec? MycTb OH CHavyana NoApPacTéT, NoToM
BblyUMTCA, @ BOT KOTAa LUKOJY OKOHUWT, Toraa 1
6113Hecom 3anméTtcar. Mocnywaiite! [la Hekorpa
emy yxe Byaet Torga uto-To n3yyatb! letckuin
Cap, WKoMa — 3TO MPOCTO KIACCHbI OTPe30K
BPEMEHV [J15 TOro, YTo0bl 3TV 3HaHWA HAKOMUTb.

He 3Hato, Korga NnpuaéT Takoe 0Co3HaHue.
Al roBopto cenyac He TonbKko Npo Poccuio.
fl roBopto B Liesiom nNpo Mup. Takoe rnobanb-
HOe 0CO3HaHWe 3Toro dakTa A CerofHA 1 cun-
Tal CBOEN MUCCUEN. ..

CanT wkonbi: businessfox.ru
Ana cotpyaHnyecTBa
" npeanoXXeHunn:
Info@businessfox.ru
OcTanucb Bonpocbi?
+7 925 234-00-39

Moozomosusn Anekceli Cokonbckuli
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MARINA SHILKINA, BUSINESSFOX:
I CANT DO SOMETHING SMALL,
JUST FOR MYSELF..."

- Marina, let’s start, as we did at school,
with learning numbers, which are not simple
any more. How many schools and other
children’s educational institutions are using
your program today?

- Today we have 44 projects in operation,
six of which are run by myself and 38 more
by my franchisee partners. We sell franchises
to representatives of children’s education. But
BUSINESSFOX is not a kindergarten, not
a school, not a classroom and not a suitcase
with props. It’s a backpack with aids and
a mobile app that can be an additional
course within an existing school. Colourful
aids, cards, posters, learning games...— we
already have more than 920 items of teaching
materials that are used in the workflow
of offline lessons. Plus it is also a learning
platform that complements the entire program
and is an integral part of it.

- From “arithmetic” let’s move on to
“geography”. How widely your network has
already spread across our country?

- Not only in our country. BUSINESSFOX
is now implemented in three languages, which
means that we are integrated into the working
program not only in Russia, we can work in
any English-speaking country, as well as in
Kazakhstan. And not so long ago I returned
from a business trip to Turkey, where very
soon we will also begin work.

RUSSIAN BUSINESS GUIDE {CEHTABPb 2023}

- I wonder how Kazakhstan came to be
“ahead of the whole world” - at least in terms
of your program?

- A very interesting meeting helped.
A representative of a private school from this
republic came to visit me. I came to share my
experience, to see how similar institutions
work in Russia. Our schools are unique
in themselves: they are bilingual, they are
creatively minded. Children in our schools
go through more than 50 different areas,
including career guidance. She was interested
to see exactly how a full-time school works.
We met, she saw our foxes, workbooks, games
and said: “My God! This is exactly what
I needed” She has an entrepreneurial school.
She suggested: “Let’s translate the program
into Kazakh so that we can implement it in
all schools of Kazakhstan.” I replied, “Great!”,
and we found two translators — these are the
compilers of the curriculum on financial
literacy and entrepreneurship for the Ministry
of Education of Kazakhstan. The translation
turned out to be very serious, which took into
account not only the language, but also the
difference in the mentality of our peoples, the
legal and financial features of doing business.

- Interestingly, it would seem that we are
all to some extent “children-grandchildren
of the USSR”. Can you give examples of such
differences?

You can learn to swim, of course,
even if you were thrown from
aboat at a depth... But it is better

if there is a person next to you

who will tell you in advance what
movements you need to perform
with your hands and feet, as well as
how to breathe properly so as not to
drown. You can also learn business
by trial and error, but it’s better when
there are people next to you who will
tell you in advance “movements for
promotion” and explain how not to
“drown”, for example, in loans. It is
better to learn both swimming and
business from childhood, so that,
armed with a certificate, you do not
stand like a knight at a crossroads, but
immediately move along a pre-laid
route. And the BUSINESSFOX project
helps to lay such a route — additional
education for children aged from 5 to
18 years old on the study of financial
literacy and entrepreneurship. Today
we are talking with its author, the
head of the BUSINESSFOX school
network Marina Shilkina.

- Certainly! For example, we have a topic
for a business project - “Boarding houses for
the elderly”. In Kazakhstan, however, this is
categorically forbidden; they simply do not
have such boarding houses. That is, we took
everything into account when adjusting the
program, right down to such “nuances”. The
English-language programs also take into
account the specifics of the countries, and
we have even adjusted the food in them. For
example, what is a typical Russian breakfast? -
Porridge, pancakes... And for Americans,
a traditional breakfast is milk, cereal and
orange juice.

It’s a lot of work. In Kazakhstan, for
example, it took almost a year to translate
and adapt all the business processes and
methods, but we prepared a program for
13 years of training. This includes
methodological material, games, manuals,
and cards, starting with pre-school children
and ending with eighteen-year-old graduates.

- If possible, can you tell us a little bit
more about what this program is? What is its
speciality, its “zest”? What is there in it that
you cannot find in other schools? Can it be
considered as a separate, “optional” subject?

- It would probably be wrong to call it
purely a “course of entrepreneurship and
financial literacy”. Look: I am a mother of
two children myself, and for me the most



important thing was the development of
their communication abilities: so that they can
communicate, negotiate, defend their position.
Sixty per cent of the material is devoted to
this, especially with young children. If kids
study professions, they play them. Can you
imagine: a little person, growing up, can
play 900 professions in 13 years! It’s a huge
amount of information. And by the time they
finish school, they will have already decided
exactly what they really want to be. And it
really won’t be a “kick” from mum or dad,
or a “collective call” from friends: “Let’s go
enter this university together!” It will be quite
a conscious choice.

I have wanted to do a project related to
entrepreneurship for a long time, because I see
the relevance of such projects. Today, children
often leave school completely unprepared for
real life, they do not understand who they are,
what profession to choose, where to go next.
That’s why I wanted to make such a project
primarily for my schools, so that it would be
included in the school curriculum. But I can’t
do something small, just for myself... And
here it turned out that we made a program for
the whole world. A program that can globally
change the worldview of young children. Our
product can be useful in any country, it only
takes some time to translate and adapt to the
existing business practices there. And for the
rest — everything is ready...

- Such a huge, truly global project is
difficult to realise alone. Who helped you?

- There were 62 methodologists working
on the BUSINESSFOX project, and they are
superb professionals. We had a very qualified
approach in terms of economics, finance and
knowledge related to marketing. Children
in our schools already from the third grade
know what SWOT-analysis and the Sherington
matrix are - things that we, as adults, have
learnt only at the university. And in the eighth
grade we have pest-analysis, the 4P-matrix...

This is already an accelerated MBA program.
But we are moving towards it very, very
gradually, eco-friendly, interesting and, most
importantly, all in a playful way.

- Business is great, but life isn’t only about it...

- Certainly! We talk a lot, for example,
about health, about the relationship between
aman and a woman. I don’t understand why
we don't tell children about this! The Women
and Gentlemen Club block is included from
the seventh grade.

We have a lot of techniques that allow you
to feel who you are: a director, performer, or
maybe some kind of creative professional,
PR specialist. Why do we have a global
competencies course? - Because we look at
this little person globally. After all, this little
person is capable of anything. You just need
to put some tools into their still small hands
so that little person goes and does.

We also have another, in my opinion, just
a cool block - Happiness Club. This is a block
about happiness. It has been with us since
a very young age. After all, unfortunately, we
usually do not teach children to be happy.

They grow up, become adults - unhappy, sad...
And they replenish the number of clients of
various psychologists, “coaches”, etc. This is
very bad.

We teach children how to be happy. In our
block there is, for example, such an exercise:
when you come home and tell about three
happy events, about three happy things that
happened to you. My daughter and I have
practiced this, she is now 7 years old. One
day she told me: “Mom, listen, but I have
not three, but six happy events! So it is
possible?” — “Of course,- I say,— you can!”
Accumulating in themselves just such things,
such events - interesting, cool, happy - they
become different because of it, they change
alot.

I have already mentioned 62 methodists.
I am very glad that I found them and managed
to convey my ideas to each of them. Today I
have a large team that has been working with
me for 18 years. Someone moved from Samara,
I found someone already here in Moscow. This
governing council of ours has looked at what
we were lacking, what competencies related,
perhaps, to the psychology I talked about
or healthy nutrition. And - they looked for
specialists, tested them, made them do trial
assignments and tasks.

The most important thing is that a person
should be in love with their work. For me, this
is the main indicator in selecting employees:
that he or she enjoys what he or she is doing.
It doesn’t matter whether you are a teacher
or a school principal, a psychologist or
a groom at a stable, you must genuinely love
what you do. When we found such people,
who became adherents, “sect members” of
BUSINESSFOX, then things got very cool.
They began to propose options themselves,
initiate some blocks themselves. This process
took us a year and a half.

We started actively in September 2021.
Today we already have 44 partners, a huge
number of projects, plus our own show on
the STS channel.

- What, in your opinion, is the most
difficult part of your job?

- The most difficult job in the whole project
is to change the mentality of the citizens. And
it doesn’t matter whether they are Russian,
Kazakh or Turkish. I, for example, was very
surprised when in Turkey I suddenly realised
that despite all the differences - in mentality,
in legislation — we have a lot in common: “Oh,
why does our child need business? Let him
grow up first, then go to school, and when he
finishes school, then he will go into business”.—
“Listen! He won’t have time to study anything
then! Kindergarten, school is just a great time
to accumulate this knowledge.”

I don’t know when this realisation will
come. I'm not just talking about Russia. I am
talking about the world as a whole. I consider
this global realisation to be my mission
today...
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EkaTepuHa Ckadek, Aptém bapabaHoB, ocrosaTenu
Cl)paHLLII/BbI CETN Mara3nHoOB CIMOPTUBHOTO M TaHA N BUTAMINHOB 5|b:

«Mbl 3HAEM, KAK OTKPbIBATDb
MPUBbIJIbHBIE MAT' ASAHDbI»

c efyac MHOrMe He TONIbKO HauMHaloLL1e, HO U OMbITHbIE NPeANPUHIUMATENN NPeANOYNUTAIOT OTKPbITb 6U3HEC B paMmKax rotoBoi 6usHec-
MOAENY NOJA yxe y3HaBaeMbim 6peHfom, nokynasa ¢ppaniunsy. Koneuno, npu Bbibope napTHEpa BaxHO He OWIMGUTLCA, BeAb 3a C1OBOM
«(paHYaii3uHr» MOTYT CKPbIBATbCA CETEBOI MAPKETUHT W ApYrie COMHUTENbHbIE NpeasoKeHns. 0 Tom, Kak NpaBUIbHO NOJOMTH K BbIGOpY
(ppanuaiizepa, Mbl NOroBOpMM C 0OCHOBATENAMM GPaHILN3bI CET Mara3uHOB CNOPTUBHOO NUTaHUA U BuTamuHoB 51b Ekatepunoin (Kauek n
Aptémom bapa6aHoBbiM. OHM CTOANM Y UCTOKOB 3apOKAEHUA PbIHKA CMOPTUBHOTO NUTaHMA B Poccun. 3a 14 net um yaanoch XopoLuo yunTb
BCe NOABOAHbIE KAMHU MHAYCTPUM peTeiina u OTKPbITb 6onee 70 ycnewHbIX 6peHA0BbIX MarasuHOB CMOPTUBHOTO NuTaHuA. Ekatepuna n
ApTém camocToATeNbHO 0TTauMBanu 6GusHec-mopeNb 1 TeCTMPOBaNY BCe FMNOTE3bl HENOCPEACTBEHHO Ha (BOEM Gu3Hece. lo3Tomy ceityac oHu
ye roToBbl AENUTbCA CBOUM YHUKANbHBIM OMbITOM.

- EkamepuHa, 8l c ApPmEémom npuebIKu
camu ¢ 6o1bwWUM NPOPeccUoHAIU3MOM NOo-
X00umMb K 8bIN0JIHeHUo JIto60li 3adaqu U moz2o
ke mpeGyeme om ceoux compyoHukos. Kak eam
yoaémcs 0ep>Kame CMoJIb 8bICOKYIO NIGHKY?

— Y Hac ecTb CO6CTBEHHDIV YUYeBHbIN LIeHTP,
KOTOPbI NOCTOAHHO popmupyeT N OOHOB-
nAeT NporpamMmbl A5 Pa3HbIX YPOBHeN co-
TPYAHUKOB 1 yrnpaBJieHLeB; Mbl BCE MHOTO
YUMMCA 1 NononHAeM 6ara)k 3HaHWUI: HaLWwwn
TON-NPOAABLbI UMEIOT AUMIIOMbI HYTPULW-
OJI0TOB, HaLLV CNeLnanmcTbl MOCTOAHHO Mo-
ceLlaloT oTpacneBble MEPONPUATUA U CTaXKU-
POBKM, 06MEHMBAOTCA OMbITOM C KOnnieramu
13 APYrUX HULW peTenna, n3yyaioT TpeHabl
PblHKa, @ TOM-MeHeKepbl XOPOLLO BageloT
613HEC-MHCTPYMEHTapueMm, aHanm3npyioT
3apy6eXKHbll1 OMbIT, HeNMPepbIBHO BHeAPAOT
HOBOBBeEHVA 1 TeCTUPYIOT HOBbIE TMMOTE3bl.

- Celiyac MHO2ue Ha4uHarwue npeo-
npuHuMamenu, X<esaroujue omKpbims 6us-
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Hec, npednoyumarom Ha4ame ce8o€ d0eso
8 pamkax compyodHu4Yecmad ¢ KAKUM-mo
u38ecmHbIM U packpy4eHHoiM 6peHoom. Kak
8bI6pamo KoMnaxuio 0711 compyoHuU4ecmea
u He owu6umsca? C yezo Ha4ams, Ymoobol
He nompamumeb OeHb2u 8nycmyio?

- B nepByto ouepenb onpefenuTbca CTouT
TeM, KakM 61M3HECOM Bbl IeICTBUTENBHO FO-
TOBbI 3aHVMATbCS, TPATUTb Ha HETo 6osbLLYO
YacTb BPEMEHW U B LI€SIOM NOCBATUTH BECO-
MYI0 YaCTb XM3HW. Y ANOHLEB €CTb Takas KOH-
Lienuma VKUrai, KoTopas NnogpasyMeBaeT, uto
WCTMHHOE CYaCTbe — Ha CTbIKe YETbIPEX 0ba-
CTelA: TOTO, UTO Bbl NIIOOUTE, UTO YMEETE, UTO
HY>KHO JIIOfIAIM 11 Ha YEM MOXKHO 3apabaTblBaThb.

Mo3ToMy, Ha Hall B3rNsAg, NEPBUYHO MOHATH
BaLLIW JINYHbIE LLIEHHOCTU, IHTEPECHI, MUCCIIO 1
TO, KaKue GU3HEC-HULLK MOTYT C 3TVM Nepece-
KaTbcA. JIloboin 63HeC HauMHaeTCA C ugen, n
613HeC NO GpaHLLN3E HE UCKITIOYEHNE.

MIMeHHO TaK 3apoXXAanca 1 Hall 6r3HeC — He
C KanbKyNIATOPa, a C onpeaeneHns MCCUm: Mbl

y6exxaeHbl, 4To 6onbluvie MaclLTabbl BO3MOX-
Hbl TOJIbKO NPU TaKOM NOAX0AeE.

DTO OUYeHb PacnpPoCTpaHEHHanA ownbKa:
KOraa YesioBeK OTKPbIBAeT OGU3HEC CaMoCTo-
ATENIbHO, OH BbIOVPAET B OCHOBHOM U3 TOTO,
uTo emy 6NM3KO, NO Aylle; a Korga no ¢paH-
LM3e — aITOPUTM MPUHATUA PeLlleHns noye-
My-TO COBCEM VHOM. JTioan BbIGMPatoT TO, UTO
«Ha CyXy», He lymasi O TOM, HPaBUTCA UM 3Ta
HWULLA UN HeT.

KcTatu, ans Hac, Kak ana ¢ppaHyarisepa,
3TO TOXEe OYEeHb BaXKHbI KPUTEPUIA: Mbl B
06s3aTesIbHOM NOPALKE Ha MHTEPBbIO C NO-
TeHUManbHbIMU NOKyNaTenammn GpaHLLn3b
onpegenaem rnybrHHY0 MOTUBaLMIO ANA
TOro, YTO6bI MOHATb BOB/IEYEHHOCTb, Belb
06erM CTOpPOHaM BaXkHO, YTOObI 3T OTHO-
WweHunn 6bir BAOATYIO0. 34eCh, Kak B bpake:
CnewmnTb He CTOUT.

[lanee Bbl HAUMHAETE NCKaTb COOTBETCTBY-
loLMe HULWW: KaKre oTPac/iv BaM MOAXOAAT,
KaKune B HUX eCTb PbIHOYHbIE CErMEHTbI U



KakoBa UX EMKOCTb, Kakne brsHec-mogenu
CYLLECTBYIOT B 3TUX HULLAX.

Hanpumep, Bbl 04eHb fllobUTe roToBUTbL 1
YyyBCTBYeTe B 3TOM CBOE npusBaHue. Kakon
613HeC BaM MOXeT nofonTn? KynnHapHble
LUKONbI, Kade, pecTopaHbl, KOderHN 1, MOXeT
6bITb, laxe KOHANTEPCKOE NPOV3BOACTBO N
dpaHLLM3a MarasvHa 1A NpopeccmoHanbHbIX
KOHAWTEPOB.

3aTem Bbl onpeaenseTe BUKY N0 GloaxKeTy,
KOTOPbIM Bbl MOXKeTe pacrnonaraTb AJ1A MOKy-
K1 dpaHLLM3bl: 38eCh Takxe nepebupaeTe Bce
BapVaHTbl — CKOJIbKO [IeHer y BacC eCTb, Kakue
3aliMbl U KpeANTbI MOXeTe Noy4YnTb B 6aHKe.

Mocne 3TOro Bbl NepexoaunTe K NOUCKY
noaxoAAWmMx Bam ¢ppaHLIN3 1 cocTaBnAeTe
NOHT-NINCT 13 BCeX Taknx GpaHLIN3, COOT-
BETCTBYIOLMX BallemMy GrogxkeTy. AHanusu-
pyeTe 1x NpeAnoKeHns, nsyyaeTte OT3biBbl
B MHTepHeTe, CpaBHVBaeTe 06LeAOCTYNHble
noka3satenn. Ha ocHoBe nony4eHHon nHdop-
MaLum cocTaBnAeTca 6onee KOPOTKMIA CNINCOK
13 Hanbonee NoaxoaAWMX GppaHLWK3. ITUM
KOMMaHWAM Bbl OTMpaBJiAeTe 3aABKM, CO3Ba-
HUBaeTecChb C NpeACTaBUTENAMN 1 lenaeTte
6onee rnyboKMIN aHanms.

- Hackoneko eaxeHn moeap, npeonazae-
Mblli 8 pamKax ppaHuwiussl? Mo)KHO U KaK-
mo 3apaHee oyeHUMb cmeneHb e20 ocmpe-
608aHHOCMU 8 MOM UJIU UHOM peauoHe?

— be3ycnoBHO, Ba)KHO, UTO Bbl NpofaéTe.
Bpsap nu 6u3Hec no npojake BUAeoKacceT
6yneT BbICOKOJOXOAHbIM 1 ObICTPOPACTYLLUM
B CEroAHALIHNX peanusax. Mbl XNBEM B BEK
BbICOKMX TEXHOIOMMI 1 ROCTYMNHOW HbOPMa-
LK, KOrAa BCE MOXKHO NMOCUNTaTb 1 MOMEPUTD.
Mbl B 06513aTenbHOM NOpAAKe CO BCEMU MapT-
HEépamu nepef CAeNKol NPOBOAVIM OLIEHKY Ha
HEeCKONbKUX YPOBHAX:

1) oueHKa pblHKa cbbiTa, Ha KOTOPOM Mo-
TeHUManbHbI NAPTHEP MAaHMPYeT OTKPbITb
MarasuH;

2) oLleHKa fIoKaLuymn — MecTa, Fie HaXxoAnTCA
caM OObEKT;

3) oueHKa camoro o6bekTa — ero pacnosno-
»KeHrie OTHOCUTESTbHO JIoKaL 1N,

Mocne 310ro Mbl Gopmmpyem yKpynHEHHYO
drHaHCcoBYlo Mogenb C pacyéTom no-
TEHUMNaNbHOW BbIPYYKN 1 LleneBom
[OXOLHOCTM TOUKW, onpefensem no-
poruv no apeHaHon nnate. [1na storo
y Hac ecTb cO6CTBEHHas MeToA00-
rns, NpoBepeHHas rogamm.

- Ecmbe moeapel 8bicoKomapu-
Ha/bHble, HO C HU3Koli o6opayuea-
eMocmbio, a eCmb HUSKOMApu-
HaJ/lbHble Moeapol, nosb3youuecs
8bIcCOKUM cnpocom. C yem 6ydem
npowe pabomames HayuHarowemy
npedonpuHumamernio?

— C 0fiHOW CTOPOHbI, MPeanpuHK-
MmaTento 6e3 onbiTa npotle pabotatb
CO BTOpOW rpynnou (Befb 3a HeNn
KNNEHTbl NPUXOAAT Camu), HO 1 TaM
1 TaM eCTb pafj HoaHcoB. Monynap-
Hble TOBapbl — 3TO BCerfa «KpacHbIN

OKeaH»: 60/blUas KOHKYPeHLUUA, AEMIUHT,
oTCyTCTBMe 3apaboTka. Kak n3BecTHO, KOH-
KyPeHLA M0 LieHe — 3T0 NyTb B HUKYAa, OHa
HEe MOXET ANNTbCA GeckoHeuHo. Mbl Bceraa 3a
6anaHc: 0be rpynmbl JOMKHBI NPUCYTCTBOBATH
Y Bac Ha MoJikax, YTobbl, C OfHON CTOPOHDI,
NpPefoCTaBUTb KIIMEHTY aCCOPTUMEHT, a C [py-
ro — MMeTb BO3MOXHOCTb 3apaboTka. U Ha
TY U1 Ha JPYryto rpynny ecTb CBOV MHCTPYMEH-
Tbl PaboTbl (MPOCTHIMM CJIOBAMM, TEXHOJOTSA
Npogfax): 3ToMy Mbl 00y4aem MapTHEPOB 1 X
COTPYLOHVIKOB Ha CTapTe, eLé [0 OTKPbITUA
TOUKM.

- Ha nepeeolli 832150 MoXem nokKa-
3amebcA, Ymo dewessie OMKpbimb 6u3Hec
C Hy/1A U packpymumeo ceoli 6peHo, Ymo6bl
He nlamumeo 83HOC 3d npaso pabomame
nood 4yeeli-mo mopzaoeoli mapkolu. Ho mak
Jlu 3mo Ha camom Odene?

— 30ecb MOXHO Ha3BaTb Kak MUHUMYM MATb
NPUYNH, MOYEMy 3TO He TaK:

1. HeconocTaBumocTb puckoB. OpaHLumza —
3TO Y>Ke anpobrpoBaHHasA 1 MPOrHo3vpyemas
6U3Hec-mopesb C NPO3pPayYHbIMM U MOHATHbI-
MM JaHHbIMM AnA pacyéta JOXO[HOCTM (To-
roa Kak npu 3anycke 6usHeca ¢ HynA MOXHO
MHOTO Yero He y4YecTb Ha CTapTe, MOyYuB no
baKTy peHTabenbHOCTb ropasfo HUXKeE NiaHu-
pyemoli; 1 KyAa Xy»Ke — eCvi B LiefIoM NPOZyKT
OKaXeTcA HeBOCTPebOBaHHbIM).

2. MapkeTuHr. PackpyyeHHbI 6peHg dpaH-
Yarizepa pekammpyet cam cebs.

3. ConpoBoXKAeHve 1 NoaaepxKa.

4.ToToBble 6M3HeCc-NpoLecchl, perfameHTbl,
CTaHAaPTbl, UHCTPYKLMN.

5. BbirogHble ycnoBUs OT NOCTaBLYMKOB 1
apeHpogateneii. Bbl He cmoXkeTe monyynTb
JIyudLUyto JIOKaLuio B ropofe 1y TOproBom
LeHTpe 6e3 packpyyeHHoro 6peHpa.

- flasatime nozoeopum o 6usHec-modesnu.
Kakue cmaHOapmsl pabomel, mexHonoauu
npooax u onbim 8bl npedsiazaeme 8 pamKax
ceoeli ppaHwiu3bl?

— Mbl nepeaaém abcontoTHO BCe Kopropa-
TVBHbIE CTaHAAPTbI M OMUCAHHBIE NPOLIECChI,
HaLUM NAPTHEPDI 1 NX COTPYAHVKIN MPOXOAAT

obyuyeHne B HeCKOJIbKO 3Tanos. Bcero B 06-
e CNOXKHOCTKN y Hac OKosno 250 ypoKoB ¢
pa3HbIMW YPOBHAMM AOCTYMA.

Mbl MPEOOCTABJIAEM:

® [0CTYyn K OrpoMHOW 6ase
3HAHWI;

® nofkKfloyeHne K cepsucam
NPOorpaMmbl 10ASIbHOCTY N OLEH-
ke NPS;

@ rofK/OUYEHME K CUCTEME pe-
3epBMPOBAHNA 3aKa30B C canTa
5lb.ru;

©® MapKETUHIOBYIO MOALEPXKKY;

® NoAK/lYeHne K cucteme
KOHTPONA NepcoHana;

® nawboppmusaumio Knwye-
BblX MOKa3aTenen busHeca B OH-
NanH-pexnme;

@ 3aKyMNoYHbIe LieHbl OT NMOCTaB-
LLNKOB C HYNeBOW HaLleHKOW;

® 0JIHOE CONPOBOXKAEHME Ha
3Tane OTKPbITUA U NOC/E Hero;

® >SKCK/O3MBHOE MpPaBo Ha
OTKPbITME TOYEK B PETVIOHE.

- Moxkem nu ¢hpanyaiizep nomoys cghop-
mMuposame ycneuwHyto KOMaHoy?

— be3sycnosHo. Y Hac ecTb 6onbluoil obyya-
IOLLMIA KYpPC MO BOPOHKE HaliMa, eciin NapTHEP
3aHMMaeTCA MOMCKOM NepcoHasa camocTon-
TenbHO. Mbl TaKXe MOXeM OKasaTb 3Ty ycnyry
CO cTopoHbI YK.

- Kakue pucku npu npodake ceoeli ppaH-
wu3bl Hecym KpynHole ¢ppanyatizepor? Kak
He Haepedumb penymayuu KOMNAHUU 8 No-
20He 3d HO8bIMU KlueHmamu?

— Bbl npaBnnbHO 3aMeTWK, YTO 3TN PUCKN —
npexpge Bcero, penyTayMoHHble. Mbl cunTa-
€M, YTO rMaBHOE — He OWNOUTLCA C BbIGOPOM
napTHépa B CaMOM Hayvane.

Y Hac ecTb HeCKOMNbKO 3TanoB cobecepoBa-
HWIA C NOTeHUManbHbIMW GpaHyan3u, 4Tobbl
MOHATb, HACKOSIbKO Mbl APYT APYrY NOAXOAVM.
B Hawwem cnyyae KoHBepCKA 13 3aABKM B NapT-
Hépa cocTaBnseT rge-1o 0,1%. Bce Hawwm napT-
HEPbI — 3TO NIOAN, KaK-TO CBA3aHHbIe CO Crop-
ToM 11 307K (Camm 3aHMMatOTCA CNOPTOM,
MMenv OMbIT aHanormyHoro 6usHeca,
BeyT 3[0pOBbIi 06pa3 XU3HW) UK
pasgenatoLme Te e LLeHHOCTU, YTO 1
Mbl. KOHEYHO e, Hawwn CTaHAapTbl 1
LIeHHOCTW NOAKPEN/IEHb! OPUANYECKN.

- Kakue 3a0a4yu cmosam neped
eaweli KomnaHueli 00 KOHYya
2023 2004a, KAKOBbI NJIAHbI HA hOoCJTe-
dyrowjuti nepuod?

— Ha gHAxX Mbl nognucany KOHTPaKT €
NapTHEPOM 13 HOBOW ANA HAC CTPaHbI.
Ecnv roBopuTb 0 KOPOTKOW AMCTaHLNN,
nnaH1pyem oCBOUTb 3TOT PervoH. [lo
KOHLa rofla y Hac 3amnaHnpoBaH eLyé
pAag oTKpbITM No Poccun. A B nep-
CrneKTVBe — paclpeHne reorpadum,
B TOM uncrie 1 3a npegenamu PO.

Modzomosusna AHHa JobpblHUHA
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N ow many not only beginners but also experienced entrepreneurs prefer to open a business within a ready-made business model
under an already recognised brand, buying a franchise. Of course, when choosing a partner it is important not to make a
mistake, because the word “franchising” can hide network marketing and other dubious proposals. We talked to Ekaterina Skachek
and Artyom Barabanov, the founders of the franchise network of sports nutrition shops and vitamins 5Ib, about how to choose the
right franchisor. They were at the origins of the sports nutrition market in Russia. For 14 years they managed to learn all the pitfalls
of the retail industry and opened more than 70 successful branded sports nutrition shops. Ekaterina and Artyom honed the business
model on their own and tested all the hypotheses directly on their business. So now they are ready to share their unique experience.

o
=
X

Jﬁi&i 'l /1.

-'|I|'T

-
— Q».. s
T A
] ™ -t 5
=11k Igadh ! »
il 4 e &
| 4 B

Ekaterina Skachek Artyom Barabanov, founders ofthe
5Ib sports nutrition and vitamins chain franchise:

“WE KNOW HOW
TO OPEN PROFITABLE SHOPS™

- Ekaterina, you and Artyom are
used to approaching any task with great
professionalism, and you demand the same
from your employees. How do you manage
to keep the bar so high?

- We have our own training center, which
constantly creates and updates programs for
different levels of employees and managers; we
all learn a lot and expand our knowledge base:
our top sellers have diplomas in nutritionists,
our specialists constantly attend industry
events and internships, exchange experiences
with colleagues from other retail niches, and
study market trends; and top managers have
a good command of business tools, analyze
foreign experience, continuously introduce
innovations and test new hypotheses.

- Nowadays, many aspiring entrepreneurs
who want to open a business prefer to start
their own business within the framework of
cooperation with some well-known and well-
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known brand. How to choose a company for
cooperation and not make a mistake? Where
to start so as not to waste money?

— First of all, you should decide what kind
of business you are really prepared to do, to
spend most of your time on it, and to devote
a significant part of your life to it in general.
The Japanese have a concept called ikigai,
which implies that true happiness is at the
intersection of four areas: what you love, what
you are good at, what people need, and what
you can earn money from.

Therefore, in our opinion, it is primary to
understand your personal values, interests,
mission, and what business niches can
intersect with that. Every business starts
with an idea, and a franchise business is no
exception.

That’s how our business started - not
with a calculator, but with the definition of
a mission: we are convinced that large scales
are possible only with this approach.

This is a very common mistake: when
a person starts a business on his own, they
choose mainly from what is close to them,
what they like; but when they start a franchise,
for some reason the algorithm of decision-
making is completely different. People choose
what is “by word of mouth” without thinking
about whether they like this niche or not.

By the way, for us, as a franchisor, this is also
a very important criterion: during interviews
with potential franchise buyers we necessarily
determine the underlying motivation in order
to understand the involvement, because it is
important for both parties to have a long-
lasting relationship. Here, it’s like marriage:
you don’t want to rush into it.

Then you start looking for relevant niches:
what industries are suitable for you, what market
segments they have and what their capacity is,
what business models exist in these niches.

For example, you really like cooking, and
you feel you have a calling in it. What kind



of business might suit you? Cooking schools,
cafes, restaurants, coffee shops, and maybe
even a pastry shop or shop franchise for
professional pastry chefs.

Then you determine the fork in the budget
you can have for buying a franchise: here you
also go through all the options: how much
money you have, what loans and credits you
can get from the bank.

After that, you go to the search for franchises
that suit you and make a long list of all such
franchises that fit your budget. You analyse
their offers, study reviews on the internet,
compare publicly available figures. Based on the
information obtained, you make a shorter list of
the most suitable franchises. You send applications
to these companies, call representatives and make
a more in-depth analysis.

- How important is the product offered
within the franchise? Is it possible to somehow
assess in advance the degree of its demand in
a particular region?

- Of course, it is important what you sell.
It is unlikely that a business selling video
cassettes will be highly profitable and fast-
growing in today’s realities. We live in an age
of high technology and accessible information,
when everything can be calculated and
measured. Before a transaction, we are
required to carry out an assessment at several
levels with all partners: 1) assessment of the
sales market where the potential partner plans
to open a shop; 2) assessment of the location -
the place where the object itself is located;
3) assessment of the object itself: its location
in relation to the location.

After that, we form an aggregated financial
model with the calculation of potential
revenue and target profitability of the point,
and determine the thresholds for rent. We
have our own methodology for this, which
has been tested over the years.

- There are high margin goods with low
turnover, and there are low margin goods

that are in high demand. Which will be easier
for the aspiring entrepreneur to work with?

- On the one hand, it is easier for an
entrepreneur without experience to work with
the second group (after all, customers come
for it themselves), but there are a number of
details both here and there. Popular goods -
that is always a red ocean: great competition,
dumping, lack of earnings. As we know, price
competition is a road to nowhere, it cannot
last indefinitely. We are always in favour of
balance: both groups should be present on
your shelves, so that, on the one hand, you
can provide the client with a range of products
and, on the other hand, you can make money.
Both groups have their own tools (in simple
words, sales technology), which we train our
partners and their employees in at the start,
even before opening a point.

- At first glance, it may seem cheaper to
open a business from scratch and promote
your own brand, so as not to pay a fee for
the right to work under someone else’s trade
mark. But is this really the case?

— There are at least 5 reasons why this is
not the case: 1. Non-comparability of risks:
a franchise is an already tested and predictable
business model with transparent and clear
data for calculating profitability (whereas
when starting a business from scratch, you can
ignore a lot of things at the start, receiving in
fact a profitability much lower than planned,
and much worse - if the overall product will
be unclaimed). 2. Marketing: the promoted
brand of the franchisor advertises itself.
3. Follow-up and support. 4. Ready-made
business processes, regulations, standards,
instructions. 5. Advantageous conditions from
suppliers and landlords. You can not get the
best location in the city or shopping centre
without a promoted brand.

- Let’s talk about the business model. What
standards of operation, sales techniques and
expertise do you offer within your franchise?

- We transfer absolutely all corporate
standards and described processes, our
partners and their employees are trained in
several stages. In total we have about 250
lessons with different levels of access.

WE PROVIDE:

® access to a huge knowledge
base;

® connection to loyalty program
services and NPS assessment;

® connection to the order
reservation system from the website
5lb.ru;

® marketing support;

® connection to the personnel
monitoring system;

® online dashboarding of key
business indicators;

® purchase prices from suppliers
with zero markup;

® full support at the opening
stage and after it;

® exclusive right to open points
in the region.

- Can a franchisor help form a successful
team?

- Undoubtedly. We have a large training
course on the hiring funnel if a partner is
searching for personnel on their own. We can
also provide this service from the management
company.

- What risks do large franchisors bear
when selling their franchise? How not to
damage the company’s reputation in pursuit
of new clients?

- You correctly noted that these risks
are primarily reputational. We believe that
the main thing is not to make a mistake in
choosing a partner at the very beginning.

We have several stages of interviews with
potential franchisees in order to understand
how well suited we are to each other. In our
case, the conversion rate from an application
to a partner is somewhere around 0.1%. All
our partners are people who are somehow
related to sports and healthy lifestyle (they
are involved in sports themselves, have had
experience in similar business, lead a healthy
lifestyle) or share the same values as we do. Of
course, our standards and values are backed
up legally.

- What are your company’s objectives until
the end of 2023, what are your plans for the
next period?

- The other day we signed a contract
with a partner from a new country for us.
If we talk about short distance, we plan to
develop this region. By the end of the year
we have a number of more openings in Russia
planned. And in the long term - geographical
expansion, including outside the Russian
Federation.

Prepared by Anna Dobrynina
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- Pacckaxume, noxanyticma, 0 mom, KaK
paseusascs eau 6usHec U Kak e yesiomM 803-
HUK/1a udeA 3anycmumbs makolii npoekm,
Kak ¢ppanwiusa «Kopnopayus zeHues»?

— B 2009 ropy A oTKpbina cBOM KabnHeT 1
Havana paboTtaTb ogHa. fl Bena ABa passu-
BaloLWMX Kypca AnA AeTen 1 He NiaHnpoBa-
na macwrabuposatbca. OfHaKo yxe yepes
HeCKONbKO MeCALIEB A MOHANA, YTO MHE HY>KHbl
HaéMHble COTPYAHUKM 1 JOMOAHUTENbHbIE
nnowaan. KnneHtckaa 6asa u 3anpocbl po-
antenen NocToAHHO pocan. B 2011 roay B
LeHTpe 6b1s10 yxe nopAagka 200 yYeHNKOB,
ceMb pasfinyHbIX Kypcos, 10 cneumanncros,
060poT yBenuumnca B NATb pas!

- Pacckaxkume, noxanyticma, o «Kopno-
payuu»: 4eM oHa omsiu4demcs om opyaux
yeHmpoe, 8 4Yém eé npeumywecmea?

— MOE OoTHOLLIEHME K MO KOMaHAe 1 CTUIb
obyueHua feTen 3HaUNTENIbHO OTIMYAIOTCA OT
TOro, YTo A HabnoAalo B Apyrux LeHTpax. Ko-
MaH/a AN1a MeHsi — OCHOoBa 613Heca. fl MHoro
pecypcoB BKJ1aAblBalo B 06yUeHne CBOMX CO-
TPYAHVKOB 1 B NogAepxaHne KOMaHAHOro
ayxa.

Yto KacaeTca obyueHuna geten, TO OHO
[OMKHO NPOXOANTb BECESO, <BKYCHOY, yBNleKa-
TeNbHO, TONbKO TaK AeTY MNOTAHYTCA K HOBbIM
3HaHUAM. Kak ntor: 95% getein, NoCeTUBLLNX
HaWwwm NPobHble 3aHATUA, OCTAOTCA C HaMK
Ha gosrue rogobl.

- lMepeavblli punuan ebl oMKpbINU 8
2009 200y, emopoli — 8 2019-m, mpemuti - 8
2020-m, 8 naHOemuto, Ymo 661710 Hemunuy-
Ho. Kak npuwinu Kk momy, ymo nopa 3anyc-
Kamo ¢ppaHwiusy?

- B 2019 roay, Koraa A oTKpbia BTOPOW
LIeHTp, A MOHANA, YTO MHE He XBaTaeT CUCTEM-
HOro NoAxofa B yrpaBfieH CBOUMM LIEHTPa-
Mu. fl nowwna obyyaTbca GU3HECY U B TOT e
rog, nponucana CBow NepBbli KOPNOPATUBHbIN
YH/BEpCUTET /1A GbICTPOro BBOAA B JOSTK-
HOCTb HOBbIX COTPYZAHUKOB. bblin HanycaHbl
nepBble pernameHTbl 1 YEK-TTUCTbI.
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eTckuii ueHTp «Kopnopauusa renueB» BoT yxke 6onee 14 net 3aHumaerca
n pa3suTuem peteil B Bo3pacte ot 1roaa ao 10 net. PykoBoaut 3Tum
CoLManbHO 3HauUUMbIM 6u3Hecom AnuHa YepHaxoBckas, Kotopyio B 2009 rogy
YroBOpUnu poauTeNy eé yYeHUKOB OTKPbITb CBOI YaCTHbI KabBUHET AnaA 3aHATHI

CUX AeTbmMu.

MpeanpuHMmatenb, a No COBMeCTUTENbCTBY — MaMa YeTBepbiX feTeil,
AnuHa YepHsAXoBcKas pacckasana Haemy XypHany o TOM, KaK pa3BuBanach
denepanbHasn cetb «<Kopnopauus reHneB» 1 Kak OTKPbITb N006HbIi LIeHTp Mo

¢paHwm3e B (BOEM ropoae.

MOJXKET BbiTb B BALLEM

ropOAE!

Mo cen aeHb A yuycb. 3a nocnegHme rogbl
6blAV BHEAPEHDI MNAHEPKN, CTAaTUCTUKK, du-
HaHCOBOE NIaHNPOBaHWe, yCoBEPLUEHCTBOBA-
Hbl MAPKETUHT 1 TEXHOJIOTMA HallMa — BCE 3TO
NO3BONSIO HAaM BbINTW Ha HOBbIN YPOBEHb.

Yro KacaeTcsa camol dpaHLUIK3bI, TO yKe B
2010 ropy Ko MHe cTanu obpallatbca noam
13 pYruxX ropofos, U A KOHCYbTUPOBana nx
abcontoTHO 6ecnnaTHO NO HIDAHCAM OTKPbITUA
LeTCKoro LeHTpa. MHorme HaumHanm obue-
Hue c Bonpoca: «HeT nn y Bac ppaHLLmn3bI?»

Tonbko B 2021 rogy A 03agaymnach yna-
KOBKOW ¢ppaHLm3bl «<Kopropaymsa reHneB»,
1 BecHow 2023 rofia Mbl BbILLAN HA OTKPbITble
npoaaxun ¢paHLIn3bl.

Ha cerogHAWHWA AeHb Mbl 3anyckaem
LieHTpbI B TPEX ropopax: Mepmb, Yebokcapbl
n EkaTtepuHbypr. Ha ctagny neperoBopos —
KanuHuHrpag n CaHkT-lNetepbypr.

- Ha caiime ykasaHo, ymo ebl Moxxeme
nomoyb 3anycmume (ppaHwiusy 3a 45 oxeli,
HACKOJIbKO 5mo peasibHo?

— 3T0 AeNCTBUTENbHO TaK, MPUYEM B Hally
KOMaHZy Mbl 6epém 1 HOBMYKOB 6e3 onbiTa
npeanpuHMMaTenbCTBa Uan NpoduabHOro
ob6pa3oBaHuA. Mbl Bcemy ob6yyaem C Hyns.
[naBHOe AnA Hac B NapTHEPe — ero 3STUYHOCTD,
06yyaeMocCTb, N06OBb K AETAM U KenaHne
NOMOYb POAUTENAM.

Mo poroBopy ¢paHLWK3bl Mbl Nepefaém
ynakoBaHHble cepBuchbl. [lapTHEP BKNagbl-
BaeT nopsaaka 1 200 000 py6nen — Ha «nayLu»
1 HBeCTULMK B 060opyfoBaHue LeHTpa. Mbl
nomMoraem Ha BcCex 3Tanax 3anycka: MnouncK
NoMeLLeHUA, PEMOHT, HaéM COTPYAHMNKOB, MX
obyuyeHue, HacTpoika mapkeTuHra u CRM,
duHNNaHposaHue.

[ake B camble HeNpPoOCTble BpeMeHa Hallu
dunmansl nonyyanu npubsbiib. Mbl 3Haem,
Kak BCE ycTpoeHo! A yunTbiBas, YTo 370 eLwé
1 COUManbHO 3HaYMMBbI GU3HEC, Mbl BCeraa
1“MeeM BO3MOXKHOCTb Y4acTBOBaTb B rpaH-
ToBbIX Nporpammax! «Kopnopauua reHnes»
MOXeT 6bITb B Ballem ropoge!




CAN BE
IN YOUR CITY!

- Please, tell us about how your business
developed and how the idea to launch such
a project as a franchise of “Corporation of
Genius” came about?

- In 2009, I opened my own office and
started working alone. I was running two
developmental courses for children and had
no plans to scale up. However, after a few
months, I realised that I needed employees
and additional space. The client base and the
demands of parents kept growing. In 2011,
the centre already had about 200 students,
7 different courses, 10 specialists, and the
turnover increased 5 times!

- Could you tell us, please, about
“Corporation”: how does it differ from other
centres, what are its advantages?

- My attitude towards my team and the
style of teaching children is significantly
different from what I observe in other centers.
The team for me is the basis of the business.
I invest a lot of resources in training my
employees and maintaining team spirit.

As for teaching children, it should be
fun, tasty, and exciting; this is the only way
children will be drawn to new knowledge. As
a result: 95% of children who attend our trial
classes stay with us for many years.

- You opened your first branch in 2009, the
second in 2019, and the third in 2020, during
the pandemic, which was atypical. How did
you come to the realisation that it was time
to launch a franchise?

- In 2019, when I opened the second
center, I realized that I lacked a systematic
approach in managing my centers. I went
to study business, and in the same year
I registered for my first corporate university
for the quick onboarding of new employees.
The first regulations and checklists were
written.

To this day, I am still learning. Over the
past few years, the following have been
implemented: planners, statisticians, financial

planning, improved marketing and hiring
techniques, all of which have taken us to the
next level.

As for the franchise itself, already in
2010 people from other cities started to
contact me, and I advised them absolutely
free of charge on the nuances of opening
a children’s centre. Many people started their
communication with the question: “Don’t you
have a franchise?”

It was only in 2021 that I started packaging
the Corporation of Genius franchise, and in
the spring of 2023 we started open franchise
sales.

To date, we are launching centers in three
cities: Perm, Cheboksary and Yekaterinburg.
Kaliningrad and St. Petersburg are under
negotiation.

- The website states that you can help
launch a franchise in 45 days, how realistic
is this?
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hildren's centre “Corporation of

Genius” has been engaged in the
development of children aged from 1
to 10 years for more than 14 years. This
socially significant business is managed
by Alina Chernyakhovskaya, who in
2009 was persuaded by the parents of
her pupils to open their own private
office for classes with their children.
Entrepreneur and mom of four
children at the same time, Alina
Chernyakhovskaya told our magazine
about how the federal network
“Corporation of Genius” developed
and how you can open a similar centre
in your city.

- This is really true, and we also accept
newcomers to our team without business
experience or specialised education. We
teach everything from scratch. The most
important thing for us in a partner is his
ethics, trainability, love for children and
a desire to help parents.

Under the franchise agreement, we transfer
packaged services. The partner invests about
1,200,000 roubles - for the lumpsum payment
and investment in the centre’s equipment.
We help at all stages of the launch: finding
premises, renovation, hiring employees, their
training, setting up marketing and SRM,
financial planning.

Even in the toughest of times, our branches
have made a profit. We know how everything
works! And considering that this is also
a socially significant business, we always
have the opportunity to participate in grant
programs! “Corporation of Genius” can be
in your city!
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- KOHCTAHTUH

CATAJIOB,
«Cywin Wokn»:

«[TEPEJ HAMI
CTOANA
SAOAHA —
CO3ATb
ABCOJTKOTHO
YHUKATbHbLI
[MPOLAYKT, U
Mbl C HEW
CIPABUNITNCb

H CyLWIKaMK eAMHBIMU XXUB YenoBeK. B nocnegHune napy-Tpoiiky aecaTuneTmin IK30Tuyeckue Koraa-To ana

e 0TeYeCTBEHHOr0 3aCTONbA CYLUM CTaNM CTONb e HeoTbeM/IeMON ero YacTbio, KaK AiBa APYrux rasHbIX 6noga
POCCMNCKUIA KYXHU: LIALUNBIK U LUAYPMa, TO eCTb, NPOCTUTE, IaBepMa... il He Bo3paaiiTe HaCYET HALMOHANbHON
NPUHAANEXKHOCTU: B KOHLE KOHLIOB, NeNbMeHM ToXe Nnpuwnu K Ham u3 Kutaa, Ho KTo 06 3Tom nomHuT? Hemanbiit BKnag
He TONbKO B COXPaHeHue, HO U B pa3BUTHE TPaAULIMIA KOTAA-TO ANOHCKOro 6/toAa Ha POCCMIACKON 3emie BHeC1a KOMNaHUA
«Cywm Wok», n ceroga mbl 6ecepyem ¢ npeiceparenem copeta gupekTopos komnaHun Koncrantunom Caranosbim.

- Hacyém waypmel u wasepmel — 1 no-
npaeu’ He 3pA: 8Cé-maku eaw nepebili ma-
2asuH 6611 omkpbim 8 CaHkm-llemep6ypae
82011 200y... Yyacmeoeasnu nu 6 e2o co30a-
HuUu 8bIxo0Ybl uz CmpaHbl 8ocxodaujezo
COJIHYAa unu Opyaux azsuamckKux cmpaH?
Unu Hawu cneyuanucmel 8nosiHe cnoco6-
Hbl UX «xuMnopmo3samecmume»? Hackoneko
8bIpoc/ia 3a 3mu 2006l cemb «Cywiu Wok»?
CkonlbKo mazasuHoe? CKoJIbKo 20p0008?

- B 2011 rogy pgna Poccun Kopobouka ¢
NanLow, KOTOPYI0 MOXHO eCTb Ha xogy, Obina
AVKOBVIHHBIM 611100M, YBMIETb KOTOPOE MOX-
HO 6bIn10 TONbKO B dunbmax. [osTomy n3Ha-
YanbHO Mbl MPVBREKaNy KNTanckoro bpeHa-
weda, KOTOpbIV NOKa3biBas, Kak AenatTca
OpUrMHasnbHble KOPoboUKM wok € pasHbIMK
BMAAMM Naniy v MHrpegmeHTos. Y 31o 6biin
abConoTHO ayTeHTUYHbIE peLenTypsl. Mepeq,
HaMK cToAna 3ajayva — caenatb abConoTHO
YHUKaNbHbIA NPOAYKT: yULLYyI0 KOPOHOUKY
wok B Poccnn. B pectopaHax a3maTckom KyxHu
wok y»>ke nogaBanu, HO Mbl XoTenu caenatb
NpoAyKT, paCcCUMTaHHbIN Ha MacCOBbIN cer-
MEHT: NPOAYKT, KOTOPbI He TONbKO He byaeT
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CYLIMWOK

WA ST R

yCTynaTb pecTopaHHOW Nojaye, HO U npe-
B30MAET e€. BmecTe € 3TM 6peHf-LuedOM Mbl
BbIBEJIN Ha PbIHOK JINHEKY Pa3HOO6Pa3HbIX
BOKOB, KOTOpas fononHunacb 6nogamu
AMOHCKOM KYXHU, CyLIn 1 ponnamu. [1sa sTmx
HanpaBfieHMA — ANOHCKaA 1 NaHa3naTckas
KYXHSAl — B UTOre 1 COCTaBUIN OCHOBY HaLLEro
MeHI0 Ha gonruve rogbl. Cerlyac B KOMMaHum
yXe ecTb cBov 6peHa-Ledbl, KoTopble 6onee
10 neT 3aHUMalOTCA NOCTOAHHON paboToli ¢
npoAayKTamn, agantaumen K poCCUNCKOMY
PbIHKY MHOTAa cneundryeckon AMOHCKON 1
NnaHa3naTCKom KyxXHW.

B TeueHune gByx neT nocse 3anycka nep-
BOro mara3sviHa B CaHkT-leTepbypre Hayanu
paboTaTb Halwuv dunmnanbl, KOTopble U Mo cen
[eHb ABNAOTCA KpynHenwnmn: B Mockse 1
EkaTepuH6ypre. B 2013 rogy mMbl BblLLIY Ha
pbIHOK ¢dpaHyan3mHra. ®paHwim3a okasa-
nacb HaCTONIbKO BOCTPEBOBAHHOM, UTO yXKe
B 2016-m ceTb coctoana n3 500 mara3mHoB,
a B 2019-m — u3 700. CerogHs nog 6peHgom
«Cywwmn Wok» paboTaet cBbile 770 TOProBbix
Touyek 6onee yem B 300 HaCENEHHbIX MYHK-
Tax — oT lanbHero Boctoka go LleHTpanbHom



EBponbl; npu 3Tom 60nbLe 500 13 HMX Ha-
XOAUTCA nop ynpasneHrem 6onee yem 300
napTHEpPoB-dpaHyan3m.

- Kak 3a 3mu 20061 MeHA10Cb U MeHsem-
cA npedsiazaemoe noKynamenam mMmeHio?
Kmo paspa6amsieaem peyenmeoi? Kakue
nocsedHue HOBUHKU 8bl peKoMeHOyeme
nonpo6osame mem, Kmo y»xe 3HaKOM C
npodykyueli eaweli KOMNAaHuu, U ¢ 4ez2o
Hayame mem, Kmo, ewé He 004UMas 3mMo
uHmepa8blo, yX<e Habupaem Homep eaweli
cnyx6b1 0ocmasku?

—3a rogbl paboTbl MeHIo NepecTpanBanoch
MHOTO pa3: BBOAWINC HOBUHKY, Kakue-To b1iio-
[a yAanAnucb, He BCe NPOAYKTbI MPULLIICL NO
BKYCY poccuiickomy notpebutenio. CeroaHs,
Kak 1 12 neT Ha3afi, OCHOBY MeHI0 COCTaBNAT
ponnbl, cywm 1 kopobouku wok, paspaboTkon
KOTOpPbIX 3aHMMaeTcA cny»kba 6peHa-ledoB.
YeTblpe pa3a B rog Mbl BHOCUM M3MeHEHsA B
MeHIO 1 BBOAVM HOBUHKMW: 3UMOIA, IETOM, OCe-
HbIO 1 BECHOW. DTOM TPaANLMM YXKe MHOTO feT,
1 HaLLW NOCTOAHHbIE FOCTU Kax bl pa3 »KayT
3TMX BBOJOB, YTOObI NONPO60OBaTH UTO-TO UH-
TepecHoe. Tem, KTO C HaMK eLLé He 3HaKOoM,
A COBETYI0 HaUMHaTb C OTTOUYEHHOW rofamu
peLenTypbl: Knaccmyeckunin Bok, posnsbl «Ou-
napenbéua» n «<KanndopHuax». A B kKauectse
NPVATHOIO 1 3[0POBOIO JOMOSHEHUA MOMPO-
60BaTb GUTOOKCHI.

- [fpedcmasum, Ymo mel yxce 8C€ nonpo-
6oeanu, menepb MOXHO U nopabomame.
Bmecme c saweli komnaHuel. Bonpoc o
¢panyatizuHze: Ha KAKUX yC/108UAX XKenaro-
wjue oOMKpbImb Maza3uH nood eawium 6peH-
dom Mo2ym nodnucams 002080p U HAYaMb
padosameb ceoux — u eawiux! - knuenmoes?

— TaK KaK ceTb cerofiHA HacuuTbiBaeT bonee
770 TOYekK, TO B NepByI0 oYepeb HY>KHO onpe-
[eNNTbCA C NOKaLMell 1 NMOHATb, CBOGOAEH N
VNHTepeCyoLWMIA ropog UM HaCENEHHDI NYHKT
ana otkpbitna «Cywmn Wok». [1na atoro gocTta-
TOYHO OCTaBUTb 3aABKY Ha KOHCYNbTaLMIO Ha
HalleMm calTe, HamnmncaTb HaM B MeCCeHaKepe
WSIN aKKayHTe B COLICETAX; MeHepKep oTaena
dpaHyan3vHra B TeUeHne fHA CBAXETCA MO
yKa3aHHbIM KOHTaKTam 1 noapo6bHO nporo-
BOPWT BCE 3Tanbl 3aKJl0YeHNA JOroBopa U1
OTKPbITUA MarasmHa.

MocKonbKy Mbl 3aVHTEPECOBaHbI B TOM,
yTOObI HaLWKW NapTHEPDI ObINKN YCMEeLWwHbIMN,
YTO6bI OHM CTAHOBUNCH MOCTOAHHBIMM U aK-
TUBHO pa3BuUBaLWMMKCA GpaHyYan3n, Ham
BaXHO CTPOUTb [OIFOCPOYHbIE OTHOLLUEHNA,
a He 3apabaTbiBaTb B MOMeHTe. [103TOMy Mbl
CO3HaTeNbHO YCTaHOBUIM HEBbLICOKMIA Nay-
WanbHbI B3HOC. Hanpumep, cernyac MO>KHO
KynuTb ¢paHwmsy «Cywmn Wok» no LeHe ot
200 000 py6nelt. 3Ta cymma BKtoYaeT B cebs
cpa3y npaso paboTaTb NoA HalmMM 6peHAoM,
a Take JOCTYn K Hawen NHGOPMaLVIOHHON
cucTeme, y4ETHO-aHANIUTYECKON MporpaMme,
peKnamHbIM MaTepuranam, obwrpHo 6ase
3HaHMN. Ha Bcex 3Tanax, BKoYasA MNOSHbIN
OUHbIV KypC 06yuyeHunAa B ynpasndawooLen

KOMIMaHWK, MOLrOTOBKY MOMELLEHUS, MOUCK 1
06yyeHne COTPYAHMKOB, 3aKyrnKy 060pyaoBa-
HVA 1 NMPOAYKTOB, a TaKKe HEeMOCPeACTBEHHO
OTKpbITUE, NapTHEPA ByeT ConpoBOXKAaTb
KypUpYyIoLWmin MeHegKep.

- «E2o npumep - Opyaum Hayka» -
8CNOMHUB 3MU NYWKUHCKUEe CMpoKuU,
nodenumecs, noxanylicma, ycnexamu u
docmuxeHUAMU meX, Kmo ye ¢ amu co-
mpyoHu4yaem.

- Y kaxgoro n3 6onee yem 300 ppaHyaiizn,
C KOTOpbIMY Mbl paboTaem, CBOA YHUKasIbHas
NCTOPUA, KaXKabl NPOLWEN COBCTBEHHbIN
nyTb: 6bICTPOro UM BbIBEPEHHOTO yCnexa,
ownboK 1 npeogoneHnii. Tak, cpean Hawwmx
NapTHEPOB eCTb 1 BNaAebLibl MaJIeHbKUX
MarasvHOB B ryOVHKe, 1 MyNbTYOHepbI, MOo-
CTpOVBLUVIE B CBOVIX PErMOHaX Liefble CeTu To-
yek nog Hawmm 6peHaom. Hanpumep, B 2021
rofy B MaragaHe oTKpbinca MarasuH «Cylum
Wok». HenpocToli oTganéHHbI pernoH —
Kasanocb 6bl, 3auem Tam BOKM 1 ponsibli? Ho
NapTHEP CMOT BbICTPOUTb PaboTy HAaCTONIbKO
6bICTPO, UETKO M KaueCTBEHHO, UTO 3a NepBbIl
rof 3Ta TOUKa Nokasana pekopaHyto Ana cetu
BbIPYYKY V1 BbILLIA Ha NepBOe MecTo, oboas
[aBHO 1 ycneluHo paboTatoLme marasmHbl B
MockBe u MeTepbypre. Vinu fpyrve npumepsbi:
Hawwm napTHépbl B MypmaHcKe nnun KpacHo-
nape. bnaropgaps ux pa6ote B 37X ropogax
6penp «Cywm Wok» nckniountenbHo XxopoLo
npencTaBieH Ha PbiHKe 1 yaepK1uBaeT Nnau-
pytoLme no3munn B CBOEM CermeHTe.

MHOro pa3HbIX UCTOPUIA MOXKHO paccKa-
3blBaTb NPO NapTHEPOB. Ho BaXHO He 3a6bl-
BaTb O TOM, YTo ppaHyan3unHr 1 paborta nop
6peHpom «Cywwmn Wok» — 370 6u3Hec, u BMecTe
C uctopusamu ycnexa, 6e3ycnoBHo, ecTb 1 Nc-
TOPUKW He CaMbIX YAAUHbIX CTAPTOB U HE CaMblX
YAaUHbIX Pa3BUTUIA cloxeTa. Hafo nomMHWTb,
yTO paboTa C GpaHLLIN30I — 3TO HenpepbIBHOE
yyacTue B onepaumoHHON feATeNIbHOCTU 1
HU B KOEM CJlyyae He NacCUBHBbIN JOXOf, a 3a
No6bIM YCNEXOM CTOUT OfHa NCKITIOUUTENb-

LUk4

HO BaKHaA COCTaBAAIOLWAA — YNOPHbIV TPYA.
HeBaxHO, 04Ha 3TO TouKa Unn fecAtb. Yepes
Kakoe-To BpeMs, KorAa y napTHépa BbICTpoe-
Hbl BCE NPOLIECCbI, OH HaYMHAET 3aHMMaTbCA
pa3BUTMEM WU KaKUMU-TO 6osnee «6r3He-
COBbIMU» NCTOPUAMM, HO Ha CTapTe NnepBoe
Bpemsd — nepsble rof-Asa — pesynbstar Ha 100%
3aBWCUT OT ero HemocpeaCTBEHHOro KPOMnoT-
JINBOrO KaXKAOAHEBHOIO Tpyaa.

- Y4Ymo 200 epAadywuli Ham comosum? Us-
MeHUIUCk J1U KAaK-mo yc108us 0711 OMKpbl-
mus 6u3sHeca no ¢ppaHwiuse 8 2023 200y?
U ymo moxem oxxudame eawux Ho8bIX
napmuépos 8 2024-m?

— MpUHUMNManbHO HOBbIX YC/IOBUIA ANA
OTKpbITUA B 2024 rofy Mbl NOKa He niaHn-
pyem. igém B cBOEI NOrMKe pasBUTUA 1 CTa-
paemca, HeCMOTPA Ha HeMpPOCTble YCNOBUA,
HapalymBaTb 06bEM CBOEro NPUCYTCTBUA U
NapTHEPCKyto ceTb. Ecim roBopnTb 0 Npuopu-
TeTax Y pblHKaX, KOTOpble HaM UHTEPEeCHbI B
nepByI0 o4epefb, TO 3TO PErVOHbI, B KOTOPbIX
Mbl eLlé HeJOCTaTOYHO NN BOBCE He npef-
CTaBfieHbl: HeKOTopble ropoaa MoBomKbaA —
Hanpumep, Camapa unn HuxHnn Hosropop;
[anbHun BocTok, TatapcTtaH. EcTb nokayun B
KpYMNHbIX ropofax, Kotopble BCE ellé cBoboa-
Hbl. TaM MOXXHO OTKPbIBaTbCA, U Mbl HafeemMcA
HaNTN KPENKMX U CUNTbHbIX NapTHEPOB. BTo-
poe nepcrnekTMBHOE, MOTEHLMANbHO NHTepec-
HOe HanpaBfeHne pPa3BUTHA, KOTOPOE Mbl
BUAVM, — 3TO OTKPbITME B CTPaHax 6/vXKHero
3apybexbs. B nepBylo ouepefb 310 Te CTpaHbl,
rAe celyac JOCTaTOYHO 6osbluasA PyCcCKoA3bIY-
Haa ayauTopuA. OTO NOAKN, KOTOpble yXKe
3HaKOMbl C HaLIMM GPEHZOM U KAYT, YTO TaM
MOABATCA MPUBbIYHBIA M MPOAYKT 1 CEPBUC.
MosTomMy fOCTaTOUHO HOJIbLLIOE YMCIIO 3anpo-
COB Ha NoKynKky ¢paHLLmn3bl Mbl drKCMpyem
celiyac Kak pa3 B paMKax pa3BuUTUA MeXAY-
HapognHoro HanpasneHna. OfHaKo OCHOBHOW
dOoKyC Mbl NpoAoMmKaem fiepxaTb MMEHHO Ha
HeboNbLWVX ropoAax BHYTPY HalLel CTPaHbl.

becedosan Anekceti Cokonbckuli
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Konstantin Sagalov, Sushi Wok:

"WE HAD ATASKTO CREATE
AN ABSOLUTELY UNIQUE
PRODUCT, AND WE COPED

WITH ITI"

Man does not live by sushki alone. In the last couple of decades,
once-exotic for the domestic table, sushi has become as integral

a part of it as the other two main dishes of Russian cuisine - shish

kebab and shawarma, that is, sorry - shaverma... And don’t mind the
nationality: after all, dumplings also came to us from China, but who
remembers that? Sushi Wok has made a significant contribution not only
to the preservation but also to the development of the traditions of the
once Japanese dish on our land, and today we are talking to Konstantin
Sagalov, Chairman of the Board of Directors of the company.

- Idid not correct myself about shawarma
and shaverma for nothing: after all, your first
shop was opened in St. Petersburg in 2011...
Did people from the Land of the Rising Sun
or other Asian countries take part in its
creation? Or are our specialists quite capable
of “import substitution”? How much has the
Sushi Wok chain grown over the years? How
many shops? How many cities?

- In 2011, for Russia, a box of noodles
that could be eaten on the go was such
an outlandish dish, something you could
only see in films. So initially we engaged
a Chinese brand-chef who showed us how
to make original wok boxes with different
types of noodles and ingredients. And these
were absolutely authentic recipes. We had
the task of making an absolutely unique
product — the best wok box in Russia. Asian

restaurants already served wok, but we wanted
to make a product aimed at the mass segment:
a product that would not only be as good
as restaurant woks, but even surpass them.
Together with this brand-chef, we brought
to the market a line of various woks, which
was supplemented by Japanese cuisine, sushi
and rolls. These two areas - Japanese and Pan-
Asian cuisine - eventually formed the basis of
our menu for many years. Now the company
already has its own brand-chefs, who for more
than 10 years have been engaged in constant
work with products, adapting sometimes
specific Japanese and Pan-Asian cuisines to
the Russian market.

Within two years of the launch of the first
shop in St. Petersburg, our branches, which
are still the largest to this day, began operating
in Moscow and Ekaterinburg. In 2013, we

entered the franchising market. The franchise
proved so popular that already in 2016 the
network consisted of 500 shops, and in 2019 -
of 700. Today, the Sushi Wok brand has more
than 770 outlets in over 300 locations from the
Far East to Central Europe, with more than
500 of them managed by over 300 franchisee
partners.

- How has the menu offered to customers
changed and evolved over the years? Who
develops the recipes? What are the latest
innovations that you recommend to those
who are already familiar with your company’s
products, and where do you recommend those
who are already dialling your delivery service
before they have finished this interview?

- Over the years, the menu has been
restructured many times: new products have
been introduced, some dishes have been
removed, not all products were to the taste
of the Russian consumer. Today, as 12 years
ago, the menu is based on rolls, sushi and wok
boxes, which are developed by the brand-chef
service. Four times a year we make changes
to the menu and introduce new products:
in winter, summer, autumn and spring.
This tradition has been going on for many
years, and our regular guests wait for these
introductions every time to try something
interesting. For those who are not familiar
with us yet, I advise you to start with the recipe
honed by years: classic wok, “Philadelphia”
and “California” rolls. And as a nice and
healthy addition, try fitboxes.

- Let’s pretend we’ve tried everything,
now we can get to work. Together with your



company. A question about franchising:
under what conditions those who want
to open a shop under your brand can sign
a contract and start pleasing their - and
your! - customers?

- Since the network today has more than
770 points, the first thing to do is to decide on
the location and understand whether the city
or town you are interested in is free to open
a Sushi Wok. For this purpose it is enough to
leave a request for consultation on our website,
write to us in messenger or social networks
account, the manager of the franchising
department will contact you within a day by
the specified contacts and will talk in detail
about all stages of the contract conclusion and
shop opening.

As we are interested in our partners success
and their becoming permanent and actively
developing franchisees, it is important for
us to build long-term relationships, not to
earn money in the moment. That is why we
deliberately set a low lump sum. For example,
now you can buy a Sushi Wok franchise at
a price starting from 200,000 roubles. This
amount includes the immediate right to
work under our brand, as well as access to
our information system, accounting and
analytical programme, advertising materials,
extensive knowledge base. At all stages,
including a full face-to-face training course in
the management company, preparation of the
premises, search and training of employees,
purchase of equipment and products, as
well as the opening itself, the partner will be
accompanied by a supervising manager.

- “His example is a lesson to others,” -
remembering these lines by Pushkin, please
share the successes and achievements of those
who already co-operate with you.

- Each of the more than 300 franchisees
with whom we work has its own unique story,
each has travelled its own path - a quick or
measured success, mistakes and overcoming.
Thus, among our partners there are both
owners of small shops in remote areas and
multioneers who have built entire networks of
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outlets under our brand in their regions. For
example, in 2021, a Sushi Wok shop opened in
Magadan. A difficult, remote region, it would
seem, why would there be woks and rolls
there? But the partner was able to organise
the work so quickly, clearly and efficiently
that in less than 12 months this outlet showed
record revenue for the chain and came out on
top, surpassing long-standing and successful
shops in Moscow and St. Petersburg. Or
other examples: our partners in Murmansk
or Krasnodar. Thanks to their work in these
cities, the Sushi Wok brand is extremely well
represented on the market and holds leading
positions in its segment.

Many different stories can be told about
partners. But it is important not to forget
that franchising and working under the
Sushi Wok brand is a business, and along
with success stories, there are certainly stories
of not the most successful starts and not the
most successful developments of the plot. It
should be remembered that working with
a franchise - is a continuous participation
in operational activities and in no way
passive income, and behind any success is

one extremely important component — hard
work. It doesn’t matter whether it’s one point
or ten. After a while, when a partner has all the
processes in place, he starts to get involved in
development or some more business-related
stories, but at the start, the first year or two,
the result is 100% dependent on his direct
painstaking daily work.

- What does the coming year have in
store for us? Have the conditions for opening
a franchise business changed in 2023? And
what can expect your new partners in 2024?

- We are not planning any fundamentally
new conditions for opening a franchise in
2024. We follow our development logic and
try to increase the volume of our presence
and partner network despite the difficult
conditions. If we talk about priorities and
markets that we are interested in first of all,
these are the regions where we are not yet
sufficiently or not at all represented: some
cities in the Volga region, for example, Samara
or Nizhny Novgorod, the Far East, Tatarstan.
There are locations in major cities that are still
vacant. It is possible to open there, and we
hope to find strong, solid partners. The second
promising, potentially interesting direction
of development that we see is opening in
neighbouring countries. First of all, these
are countries where the Russian-speaking
audience is now quite large. These are people
who are already familiar with our brand and
are waiting for a familiar product and service
to appear there. That is why we are currently
recording quite a large number of requests
to buy franchises as part of the development
of the international direction. That is why
we are now recording a fairly large number
of requests to buy franchises as part of the
development of the international direction.
However, we continue to focus on small towns
within our country.

Interviewed by Alexey Sokolsky
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tyx Silk Body — ceTb cTyauit KoppeKumuu

¢urypbl MupoBoro ypoBHs. OkcaHa
Ko3noBa, ocHoBatenb u pykoBopgutenb Styx
Silk Body, co3pana mecro, rae MeHwWwHbI
papyiot ce6s, Tepas B 06bEmax, He npuberas
NPy 3TOM K pafiukanbHbIM MeToAam.
B cTypuax ucnonb3yioTca yHUKanbHble
aBTOpPCKMe NPOrpammbl, KOTOpbie He UMeloT
aHanoroB B0 Bcém mupe. OKcaHa — co3patenb
3anaTeHTOBaHHOr0 KocmeTUyeckoro 6peHpa
MOLECULE, paspa6oTaHHoro no yHukanbHomy
peuenTy cneuuanbHoO AnA npoueayp
06&pTbiBaHNA U KOPPEKLUN GUTypbl. YUeHNKK
OKcaHbl yCneLHo OTKPbIBAIOT (BOW 613HeC
no Bcemy mupy. JlosyHry komnanum «Mbi
Te64 noxyseem» J0BEPAIOT MeAuiiHbIE U
U3BeCTHble NMYHOCTH. O NpeumyLecTBaX
cBoeil gpaHwmsbl Okcana Kosnosa pacckasana
Haluemy u3paHuio.

- OKcaHa, y eac cemo ycnewHbix cmyouti
Koppekyuu ¢puzypel. Kak npuwina udes yna-
Kosameo ¢ppaHwiusy?

— MoiTn B 3TOT 6GU3HEC — caMblii TyYLLNiA
KW3HEHHbIN TPEHUHT 1 MOE camoe nyJluee
pelueHye. /I3HayanbHO A HAYEro He NNaHNpPo-
Basia, AyMasa: MpocTo OTKPOIo ABa KabuHeTa
C 06€pTbIBaHUAMU. Ha TOT MOMEHT Aake He
3Hana, YTo «40CTUraToPCTBO» — 3TO MOJIHO-
CTbiO MPO MeHA.

[ocne ycnewHoro oTKpbITUA CTYANN 3aHA-
nacb obyyeHnem cneumanncToB, y MeHs 6bio
no NATb NOTOKOB B rog. [lo naHgemun npues-
XKanu y4YeHrKmM 13 pasHblx TOUek mupa: n3 M3-
pauns, CLUA, EBponbl. 1 nonyyana obpatHyto
CBA3b: MOA YYeHMLa OTKPbIna casioH B V3pau-
ne, B LLIBeniLapum oTKpbINCA canoH, B AMepuKe.

B 2021 ropy A npuHAna pelweHne ob yna-
KoBKe dpaHLLK3bl. Mepyto GpaHLLn3y Npoaa-
na B Mockse, BTopyto — B CaHKT-lNeTepbypre.
B aTom rogy oTkpbina ctyguio B [ly6ae.

A NOHMMalo, YTO Hecy OTBETCTBEHHOCTb
CBOUM MMeHeM. [Mo3Tomy moA ppaHLimn3a

STYXSILK BODY:
MHANBUWAYAJIbHbIU

noaxog K ®PAH4AN3N.
NMOYEMY S5TA ©PAHLLUW3A - bOJIbLUE,
HYEM MPOCTO AOTOBOP I CTYANA
OT rNEPBbLIX LUAITOB 40O
MEXOAYHAPOAHOIO MNPUN3HAHUA:
ucmopus ycnexa ¢paHuiusbl 8 cpepe

Kpacombi

MOMHOCTbIO MPO MHAUBUAYANbHbIN NOAXOS
K dpaHyansu.

- Kakue ecmob npeumywiecmea npu pa-
6ome c eamu?

- fl npoAato He MPOCTO JOroBOP Y CTYANIO
nog cBoum nmeHem. lMoTeHumanbHOMy nNpu-
obpeTaTento GppaHLIM3bl HE HYXKHO HUYero
ncKkaTb camomy. A momorato € MOMCKOM Mo-
MELLEHWI N KOHCY bTalMern no nokauun, Yto
HemanoBaxHo. Haw An3aniHep pacctaBnaert
BCE NMpeAMeTbl MO ToUKaM, YTo6bl UHTEpPbep
6b11 naeanbHbIM. A Aato ABaALATUMNPOLIEHT-
Hble CKMAKM Y MOCTaBLYMKOB, B TOM YMCIie Ha
aBCTPUNCKYIO NPOAYKLMIO StyX.

Heocnopumoe npenmyLecTBo — naTeH-
TOBaHHaA KOCMeTMKa CO6CTBEHHOMO NPou3-
BOJCTBA, KOTOpasA BXOAUT BO GppaHLIn3y,
noctaBka kocmetnkn MOLECULE, kotopon
XBaTUT Ha NATb MecALeB paboTbl.

Mbl nogkntoyaem ppaHyansm kK CRM-npo-
rpamme, K MapKeTUHroBOMY MJlaHy, K Npo-
rpamme Mo NOUCKY KINeHTOB. HanonHAaem
couceTn, AaéM KOHTaKTbl MOCTaBLMKOB. Ha-
XoAuM nepcoHarn, obyyaem, 6onee Toro, npu
HeobxoAMMOCTU 3ameHAeM. Mbl MONTHOCTbIO
nepegaém Bce aBTOPCKME TEXHONOIN, NO
KOTOPbIM paboTaeMm, aHKeTbl, LOKYMEHTbI.

Mbl 3aKka3blBaeM pekniamy y 6r1orepoB-mun-
JINOHHWNKOB Ha OTKPbITVE KOHKPETHOW CTYANN.
Hanpumep, B CaHKT-leTepbypre A npurnalua-
fla Ha OTKpbITUe Bnorepa ¢ TPeMA MUINO-
HaMu noanucuYnKos. locne 3Toro B CTyAnto
npuvwnam 100 yenoBek, 1 cpasy NoLua 3anmcb!

BaxHO, uTO 3TO He 6M3Hec-cTapTan, 3To
nnatdopma, KoTopyio A nepeaato. Jpyrumm
CfoBaMU, OTKPbIBAOChb CaMa, MPOCTO 3a ApY-
re feHbrK; 1 Kak TOSIbKO MOHMMAI0, YTO TOYKa
bYHKLMOHMPYET, CHUXKato CBOE BHUMaHMe.

1710C MUHUManNbHBIN NayLLanbHbIN B3HOC,
OH B MOEM CJlyyae He 3aBUCUT OT NpUOBLINN.
Mokynka ¢paHLmM3bl HedeléBas, Tak Kak A
npoaymaina BC€ O MefiIoYeli, HO nayLuasbHbIn
B3HOC MUHWUMasbHbIW, MIATUTCA C NATOrO Me-
cAua paboTbl. Ml OH He NpuBA3aH K AOXOLHO-
CTW, GUKCUPOBAHHBIN.

- Bbl cobupaemecsb pacwupamecs 8
muposom macwimaébe?

- fl oueHb cUNbHO XoTena nonpoboBaTtb
paboTaTb C MHOCTPAHHbIM CErMeHTOM. A yun-
nacb B JIoHZOHe, »k1na B ABCTpanuun. XoTena
OTKpPbITb cafioH B Lilopuxe, Ho ob6cToATeNb-
CTBa NOCNeHMX NeT He no3Bonun. Kec 6bin
roTOB AJ1A BbIXOAA Ha MHOCTPaHHbIN PbIHOK.

Hannune ctyaum B [lybae — 310 Konoccasnb-
HbI onbIT. HaBepHoe, camoe 60/bLioe Moé
OOCTVKEHME Ha CErOAHALLIHUN AeHb. A OTKpPbI-
1la CasioH B AHBape 3TOoro roga.

M3HavanbHO He paccmatpuBana Apabekne
SMmMpaTbl, HO, MPUAETEB MO CTEYEHNI0 06CTO-
ATenbCTB B [ly6ait n conpa c Tpana caMonéra,
Cpasy NOHAMA, YTO 3TO UMEHHO «TO MECTO».
Al yenosek oLyLEHNI N B TOT MOMEHT Now-
MaJia COCTOsIHUME, MOX0XKee Ha To, KaK Koraa
NpMHMUMana pelleHre OoTKpbIBaTb NEPBYIO
crypuio B 2017 rogy.

- Ymo ebl cHumaeme ceoum 2/1a8HbIM
docmukeHuem 8 pabome Ha ce200HAW-
Hul OeHb?

— HecmoTps Ha Bce Mo 3achyru, A, Hanpu-
Mep, CYMTaLO 3HAUUTENbHbBIM AOCTVXKEHVEM TO,
YTO B 3TOM FOAYy MOA COTPYAHMLA, KOTopas
paboTana MacTepoMm Ha MPOTSAXKEHWUN NATA NET,
Kynuna y meHa ¢paHwwumsy. OHa MHe cKa3ana:
«OkcaHa CepreeBHa, i O4eHb XOUy pacTu. Yxo-
[1Tb, BOPOBaTb y Bac 6a3y, Kak MHoraa aena-
10T, He xouy. Al Bac oueHb No6I10 1 yBaXKalto.
Xouy OoTKpbITbCA NoA BaWM MeHem». OHa
XMBET B MOCKBE, HO NMoexana OTKpbIBaTbCA B
MuTep. 'y MeHA B TOT MOMEHT NMPOCTO BbIPOC-
nn KpbinbaA! 1 yBepeHa, UTo OHa B3NEeTUT Jaxe
Kpyue MeHs, MOTOMY UTO y»Ke ecTb niatdopma
AN1A NpeKpacHOro pocTa.

Bocbmoro aBrycrta Mbl OTKpbIINCh B CaHKT-
MNetepbypre. fl oueHb paga, MOTOMY UTO cama
XOTesla OTKPbITbCA B CBOE BPEMA B 3TOM FOpPO-
ae. U ecnu 6bl [ly6aii MeHs He 3axBaTusl, TO
CaHkTt-lMetepbypr n Coumn ctoanm 6bl y MeHs
B GNIVPKaMLIMX MiaHax.

lMoozomosuna CeemnaHa KHbiwi



Styx Silk Body is a network of world-class figure correction studios. Oksana Kozlova,
the founder and head of Styx Silk Body, has created a place where women can make
themselves happy by losing volume without resorting to radical methods. The studios
use unique author programs that have no analogues in the whole world. Oksana is the
creator of the patented cosmetic brand MOLECULE, developed according to a unique
recipe specifically for wrapping and figure correction procedures. Oksana's students are
successfully opening their own salons all over the world. The company's slogan “We will
slim you down” is trusted by the media and famous personalities. Oksana Kozlova told

our publication about the advantages of her franchise.

STYXSILK BODY:
A PERSONALIZED APPROACH

TO FRANCHISEES.
WHY THIS FRANCHISE IS MORE THAN
A CONTRACT AND ASTUDIO

FROM THE FIRST STEPS TO INTERNATIONAL RECOGNITION:
The success story of a beauty franchise

- Oksana, you have a network of successful
figure correction studios. How did the idea of
a franchise come about?

- Getting into this business was the best
education of my life and the best decision
I ever made. In the beginning, I didn’t plan
anything, I thought: just open two cabinets
with body treatments. At that time, I didn’t
even know that “achieving” was all about me.

After the successful opening of the studio
I started to train specialists, I had five streams
ayear. Before the pandemic, students came from
all over the world: from Israel, the USA and
Europe. I received feedback: my student opened
a salon in Israel, Switzerland and America.

In 2021 I decided to package the franchise.
I'sold the first franchise in Moscow, the second
one in St. Petersburg. This year I opened
a studio in Dubai.

I know that I am responsible with my
name. That is why my franchise is all about
individual approach to the franchisee.

- What are the benefits of working with you?

- I don'tjust sell a contract and a studio
under my name. A potential franchisee doesn’t
have to look for anything on his own. I help
with the search for premises and location
consulting, which is important. Our designer
puts everything in place so the interior is
perfect. I give twenty percent discount to
suppliers, including Austrian Styx products.

An undeniable advantage is the patented
cosmetics of our own production, which
is included in the franchise, a supply of
MOLECULE cosmetics, which is enough for
five months of work.

We connect the franchisee to the CRM
program, to the marketing plan, to the

customer search program. We fill the social
networks, give contacts of suppliers. We
find employees, train them and, if necessary,
replace them. We fully transfer all author
technologies we use, questionnaires,
documents.

We order advertising from millionaire
bloggers for the opening of a particular
studio. For example, in St. Petersburg I invited
a blogger with three million subscribers to open
a studio. After that 100 people came to the
studio and the booking started immediately!

It’s important to note that this is not
a business startup, it’s a platform I'm sharing.
In other words, I open on my own, just for
other money; and once I realize the point is
working, I lower my focus.

Plus, there’s a minimum lump sum fee,
it’s independent of profit in my case. Buying
a franchise is not expensive, because I have
thought everything through, but the lump sum
is minimal, paid from the fifth month of work.
And it is not tied to profitability, it is fixed.

- Are you going to expand globally?

— Ireally wanted to try and work with the
international segment. I studied in London
and lived in Australia. I wanted to open a salon
in Zurich, but the circumstances of the last few
years did not allow it. The case was ready to
enter the foreign market.

Having a salon in Dubai is a great
experience. Probably my biggest achievement
at the moment. I opened the salon in January
of this year.

Initially, I did not consider the Arab
Emirates, but when I flew to Dubai by chance
and got off the plane, I immediately realized
that this was “the place” I am a person of
feelings and at that moment I was in a similar
state as when I decided to open my first studio
in 2017.

- What do you consider to be your greatest
accomplishment in your work so far?

- Of all my accomplishments, I consider
it a significant achievement that this year my
employee, who has been a master craftsman for
five years, bought a franchise from me. She told
me: “Oksana Sergeyevna, I really want to grow.
I don't want to leave and steal your base, as people
sometimes do. I love and respect you a lot. I want
to open under your name?” She lives in Moscow,
but she went to St. Petersburg to open. And in that
moment my wings just grew! I am sure she will
take off even better than I did, because there is
already a platform for wonderful growth.

On August 8th we opened in St. Petersburg.
I am very happy because I wanted to open in
this city myself. And if Dubai had not caught
my eye, St. Petersburg and Sochi would have
been in my immediate plans.

Prepared by Svetlana Knysh
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