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Yupeputens n npatens: 000 «kBUSHEC-AVANIOT
MEOWA» npu nopaepxke TMNM PO

PefjaKUMOHHBIV COBET:

Makcum Qatees, Bagum BuHokypos,

Haranba YepHbiwoBa

[naBHbIN pepakTop:

Mapusa CyBopoBckas

3amecTuTenb AVPeKTopa No KOMMePYECK/IM BONpocam:
WpuHa Anyrau

PepnakTop Homepa:

AnekcaHpgpa Y60xKeHKo

[n3aitH/BépcTka: AnekcaHap Jlo6os

MNepesop: Jiunnana Anbranosa

[vpekuma passutra n PR: Hatanba Gactosa,

Anéna P Kupa Ky: a

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

r. MockBa, yn. dnektpo3asofckas, . 20, cTp. 3.
MaTepuanbl, OTMeYeHHble 3Haukom R unu «PEKITAMA»,
ny6nyKyoTCA Ha MpaBax peknambl. MHeHne

aBTOPOB He 06s3aTeNIbHO AOJIKHO COBMafaTh C
MHeHueM pepakuuu. lNepeneyaTka MaTepuanos 1 X
MCMonb30BaHyie B 10601 Gpopme [ONyCKaeTcA TONbKO
C pa3speLlueHna pefakumm nsaaHusa «busHec-finanor
Megua».

PyKonucm He peLieH3MpyIoTCA U He BO3BPaLLAloTCA.
Appec pepakuun: 143966, MockoBcKas o6nacTb,

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

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

Ten.: +7 (495) 730 55 50 (go6. 5700).

WUsparenb: 000 «busHec-Ananor Megua».
3apeaucmpuposaro QedepanbHoli ciyx60L no Had3opy 8
chepe c8A3U, UHPHOPMAYUOHHbIX MEXHOI02Ull U MACCOBbIX
KommyHukayudti. Ceudemesiecmeo o pecucmpayuu
cpedcmea maccosol uHgopmayuu [N OC77-65967
om 6 uroHA 2016.
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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 NOTUCTUKE
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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OJIbIrA YHEKAPEBA, OCHOBATEJIbHULIA CETU SHAURMEALS:
«OT HAC HE YXO[AT, JAXE OKPEIMHYB B b3HECE»

CETb MODI:
OPAHYAMZMHT C MONOXMTESTbHBIMI SMOLIVAMM

KOMMNAHWA ALLES:
ABTOMOWKM «C MO3TAMM» — KAK OCHOBA
PEHTABEJTbHOIO BN3HECA

ANEKCAHAP MEJIbHUKOB, CO3AATEJIb MELNIKOV GROUP: «OPAHLLN3A - 3TO
YBEPEHHOCTb B YCTOVNYMBOCTH
BM3HEC-MOLESTN»

AHHA OBYXOBA, PYKOBOAUTEJIb HAMPABIEHWA NO PA3BUTMIO MAPTHEPCKOW
CETU «1C:BYXOBCJTYMKUBAHUE»: «1C:BYXOBCJTYKVIBAHWVE» — TPEHZIOBOE U
ONHAMNYHO

PACTYLLEE HATTPABJIEHME BN3HECA»

<AOXKUKUHEMAJIb»: BE3 BAPAHOB, KOBPOB 1 CTEPEOTUIMOB. OKCAHA HEBEPOBA,
OWUPEKTOP KOHLUEMLWW PECTOPAHOB, -
OB N3MEHEHWAX B CETW N PE3YJTBTATAX

ANEKCEWN NNOKOHLIEB, CO3ATEJ/Ib CETEV BAPBEPLLOMNOB TOPGUN U
KWUBEPCMOPTUBHbIX KJTYBOB COLIZEUM:
«HET HUKAKUX MPUYH HE KYTTNTb HALY OPAHLLZY»

«KOTO®EW» UAET B POCT. CTPATEI/A PA3BUTUA CETW OT V3BECTHOIO POCCUMCKOIO
BPEHIA IETCKOM OfEX bl 1 OBYBM

BM3HEC C MOJIHBIM MOTPYXXEHMEM. HATAJIbA MAKAPEHKO, OCHOBATEJIbHULIA
CETU AETCKUX BACCEMHOB «KUTEHOK», — O MPEVMYLLIECTBAX OPAHLLIN3bI

«HEAPOMWP» AAET HOBbIE BO3MOXHOCTW AN19 PA3BUTUA BU3SHECA B IETCKOM
CErMEHTE

SAHAR&VOSK: [TTALIKMW BU3HEC.
ANbBUHA HA3APOBA, OCHOBATEJIbHUALUA CETWU, -
O CEKPETE YCHEWHBIX MPOOAM W TTNAHAX HA BYLYLLEE
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AOPOrUE APY3bA!
MPUTNALUAEM BCEX UHTEPECYIOLLNXCA BUSHECOM
N ®PAHYAWU3UHIOM HA HALLY BbICTABKY U ®OPYM
BUYBRAND, KOTOPbIE MPONAYT 26-28 CEHTABPA B
SKCMOLEHTPE, B MABUJIbOHE Ne 1.

Y Hac B 3TOM rofly o4eHb cuibHaA GopymHaa nporpamma, oHa
OenuTca Ha ABa noToka: «CtapT» 1 «bnsHecy. Tpn gHA, 60 ceccnm un
80 cnuKepoB — BCE 3T0 XAET noceTuTenen dopyma 1o oceHbto!

B 3ane «CrapT» noTeHUManbHbIM dpaHyan3y pacckaxyT, Kak npa-
BU/IbHO BblOpaTh GpaHLLM3Y, KaKme BONpOChl 3agath GpaHyansepy
[0 MOKYMKM, KaK paccuntaTtb GuHmopaens GpaHLLmM3bl U NPaBUSIbHO
BbIGpaTh JIOKaLMIo, a Tak»Ke pa3bepyT HECKONbKO KENCOB U3 peasibHOM
NPaKkTMKN GpaHyan3m.

B nporpamme 3ana «busHec» Bac xayT: ynpasrieHe penyTauunen
6peHaa; cobnogeHvie cTaHAApPTOB GpaHYa3NHIOBON CETY; UTO fenaTb,
Korga ¢paHyai3m He xoueT paboTaTb MO NPaBUIaM; @ TakXKe BbIXOS
Ha 3apy6eXXHble PbIHKU.

Cpepy cnkepoB — OCHOBaTeNN GpaHYai31HIoBbIX KOMMAHUIA, OMbIT-
Hble TOM-MeHeXepbl 1 AeNCTBYOWMe NoKynaTeny paHLwms. 3a nx
nneyamu — He OAUH KPU3MC, OLLIMOKM 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,

eLé LieneyCTpemnEHHOCTb, YMEHVE MOTUBMPOBaTb KOMaHAy 1 XenaHue
YTO-TO M3MEHUTb. ITUM OHU 1 ByAYT OENUTbCA C NPeAnpPUHUMATENAMM.

XepnainHepbl popyma BuyBrand: SpHecTto loHcanec, ynpasnsatowwmii
napTHEp HawymesLero 6peHaa STARS COFFEE; Anekcei Bacunbuyk,
POCCUCKNIA NpeanprHUMaTeNb 1 G3HeCMEH, COOCHOBaTeSb PecTo-
paHHoro xonauHra Restart Vasilchuk Brothers; a Takxxe Makcum Cnin-
puLoHOB, ocHoBaTesb 6r3Hec-kny6a Reforma, skocuctembl Wonder
Family, npoektoB «Hetonorusa» n «®okchopay».

BbicTaBoUHasn 3Kcno3numsa byneTt cocToATb U3 TPEX 6/10KOB: dpaH-
Yamn3uHr, TexHonornn u B2B. MNoceTntenn cMoryT NnO3HaKOMUTBLCA C
dpaHwmsamm B cermeHTax HoReCa, peTeiina u ycnyr, a Takxe noo6-
LWATbCA C NPOodeCccroHanbHbIMU KOHCYTbTaHTamu, MPOdUIbHbIMY opU-
CTaMu 1 y3HaTb 6onbLue NPo pa3paboTKy 1 NpoABUXKeHNe GppaHLLIK3.

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

Bcero Ha BuyBrand 6yget npeactaBneHo 170 6peHAoB.

Morpy3unTbca ¢ ronoBol Bo paHyan3vHr 1 NpokayaTtb cBov 6u13-
Hec-3HaHUA MOXKHO 26-28 ceHTs6ps B LIBK «DKcnoueHTp».

[lo 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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JINLO C OBJ1OXKHN

He

Hagonro.

Onbra HEKAPEBA:

«OT HACHE YXOOAT, AAXKE
OKPEIMHYB B bN3HECE»

- Onbaa, 86 OMKpbIU Nepeoe 3asedeHue
ShaurMeals e Upkymcke & 2015 200y, ko20a
8am 6b1s10 8ce20 24 200a. A yem 8bl 3aHU-
manuce 00 3moezo? bein yxe kakol-nu6o
onbim 8 6u3sHece?

- B 6M3Hec A npuwna 4OCTaTOYHO paHo.
Korpa MHe 6b1110 17 neT, MO 3HaKoMbIl 3anyc-
Kan cobcTBeHHyo Cy0y Takcu 1 NPeanoXun
MHe MecCToO ynpaBnaioLero B KomnaHuw. B te
rofbl CNy»6bl Takcu ObIIM ropasfo MeHee
LUMBUIM30BAHHbBIMK, YEM CErOAHS, N KOHTUH-
reHT Ha paboTy HaHMManNcA camblii Ppa3HO06-
pa3Hbli, B TOM YMCAe C YrosIoBHbIM MPOLLSIbIM,
NMOPOW 1 C NOBTOPHBLIMY CYyANMOCTAMM, TaK
yTo paboTa Hblna HEMPOCTON, HO MHTEPECHO.
MmeHHO Tam A nonyunna 6ecLeHHbIN ynpas-
JIEHYECKWI ONbIT.

3aTeM MeHs NPUrIacuIn Ha NO3nLNIo Me-
Hefepa B KpynHyt dapmaLeBTUYeCcKyto
KOMMaHWIO Ha OYeHb XOpPOLUYIo 3apnaTy.
PaboTa 6bin1a, UTo Ha3bIBAETCA, KHEMbIIbHOMY,
HO AnA MeHA 6e3yMHO CKy4HOW: MHOTO by-
MaXHOW paboTbl, NepPeroBOpPoOB, PYTUHHbIX,
NOBTOPAIOLLNXCA N30 AHA B A€Hb AeNCTBUN.
Bcé 310 coBCcem He MOE. Al ¢ paHHero feTcTea
6bl1a YeTOBEKOM TBOPYECKMM, 060XKatoLWmm
NpvayMblBaTh, CO3LaBaTb YTO-TO. Tak uTo AnA
TOro, UTo6bl He COMTM C yMa OT TOCKM Ha paboTe
B pMpMe, a 3204HO 1 eLLE HEMHOTO 3apaboTaTb,
A CTana nNncaTb NecH Ha 3aka3s. CobCTBEHHblE
MecHW A NULLY C ATCTBA — U CNI0BA, U My3bIKY; Y
MeHs eCTb My3blKasibHoe 06pa3oBaHue, ymeto
nrpatb Ha rutape n poprenbaHo. OguH pa3
NpuUATENb NOMPOCUI y MEHSA MeCHIo B Noja-
POK AJ15 XKeHbl — «repefenaTb» X1T, Hanncas
HoBble cfioa. OT nogapka B Boctopre 6bi1a 1
ofapviBaeMas, 1 roCTu; Y MPUATENb NPeLIoKMN
3aHATbCA 3TUM NpodeccroHanbHo. «Moyemy
6bl 1 HeT?» — MoAyMana s, co3fasa caiT 1 cTana

RUSSIAN BUSINESS GUIDE {CEHTABPb 2023}

“Mes 3a Nleyamu HUKaKoro onbita B o6wwenute, 0JIbIA YEKAPEBA co3pgana
ycnewHyto cetb ShaurMeals — ctputdyp, KoTopblii NpeanoKun HoBYH
KOHLeNLMIO <KYNbTYPHOIi LaypMbi» 1 0Ka3a/cA HAaCTONbKO YCMeLHbIM, 4TO yKe
BbiLen 3a npefenbl Poccun  npogomkaeT AMHaMNU4HO pa3BuBaTbca. Ha nytu
MacwTabupoBaHua KMocka ¢ waypmoii B pkyTcke fo pepepanbHoii cetu eé
B/lafienuLe u 0CHoBaTeNbHuLE NPULLIOCH CTONKHYTbCA CO MHOTUMHU TPYAHOCTAMH,
HO YBEPEHHOCTb B CBOMX CUIAX, XKeNaHue (03[1aBaTb YT0-TO yHUKANbHOE,
TBOpUecKas dIHeprus B cOMeTaHUM C CepbE3HbIM OU3HeC-NOAX0[0M NPUBENM K
ycnexy. CeropHa 3aBegenus ShaurMeals peiicTByI0T B 4eTbIpéx cTpaHax: 31o Poccus,
benapycb, Kasaxcran u Tagxukucras. Beero — 48 Touek, U3 Kotopbix 38 oTKpbITO N0
¢dpaHwuse. Onbra YekapeBa pacckasana HaLlemy U3AAHNIO 0 TOM, KaK Npoucxonuno
CTaHOBNeHUe 6M3Heca, KaK Bepa B UAeI0 MOXET NPUBECTH K ycnexy U nouemy
ShaurMeals aBnseTca Toil ppaHLIM30ii, B KOTOPYIO NAapTHEPI NPUXOAAT BCePbE3 n

NPUHMMaTb 3aKasbl, Ncasna NecHy — Kak C Hyns,
TaK 1 Nepeaesikun XMTOB; 3aKa3bl INANCL PEKO.
370 6bINa HaCTOALLAA OTAYLUNHA OT PYTUHHON
paboTbl B papmaLieBTMUECKON dUpme.
OpfHaKo HeyoB/IeTBOPEHHOCTb paboTol
He MPOoXoAuIa, BMECTO BO3HU C Bymarkkamu
XOTeNIoCb YTO-TO CO3nAaTb, TBOPUTb, AeNaTb
YTO-TO MONE3HOE MIIOAAM, UTO MPUHOCUIIO Obl
YAOBONbCTBME U MHe camoii. Al Havana 3aay-
MbIBaTbCA O COGCTBEHHOM OU3Hece.

- A n1ezKo 1u HAYUHAMb cO6CcMaeeHHblIl
6usHec 8 cmosib oHOM 8o3pacme? Y noyemy
umeHHoO waypma?

— QakTnyeckn cama cyabba nopackasana
HanpasneHne. Mol 6bIBLUNI My 13 CaHKT-
MeTepbypra — ropopa, roe Wwaypma npopaérea
Ha Kaxzom yrny. Korga oH nepeexan B Up-
KYTCK, TO 3a/iaJ1 BMOJIHE NOTNYHbIV BONPOC:
«A rpe xe Bbl eguTe? Kak e Bbl TyT 63 wa-
Bepmbl?» U fencTBuTenbHoO: Kak? XopoLmnx
Touyek ObICTPOro NUTaHUA B MIpKyTCKe B TO
BpeMs He OblN10; KOHEUYHO, KaKune-TO lapbKu
CyLLeCTBOBaN, HO NPO6eMy OHU He peLuani.
B HUX 1 3ax0aNTb-TO ObINO He CNLLIKOM Npu-
ATHO. fl Cama MHOIO BPeMeHU NPOoBOAWIIA 3a
pyném, n ctputdyaa, Kyaa A ¢ yqoBonbCTBYEM
3aLuna 6bl nepekycuTb, rae 6bin10 6bl UNCTO,
3CTETUYHO, B ropofe He Habnoganock. Tem
6onee He 6bII0 MECT, rAe MOXKHO Oblio 6bl
nepeKyCcuTb He TONIbKO ObICTPO, HO 1 Nones-
HO: BCloay — 6eCKoHeuUHble KNApbl, MalioHe3,
OrPOMHOE KoNMyecTBO Macha. M a 3aropenacb
npaeel oOTKPbITb TaKyto TOUKY ObICTPOro nu-
TaHuA, rae A morna 6bl ecTb cama, rae byger
Ta e Laypma, HO 3To ByzeT xopoluee MACO
C OBOLLaMK B NlaBalle 1 B COyce Ha orypTe.
Mopo6Horo y Hac B IpKyTcKe HUKTO He Aienan.
YecTHO roBops, HMKAKoro b1sHec-naaHa To-

raa He 6bin10, HUKaKKX MNIaHOB MO Pa3BUTUIO
ceTu; BbINIo TONbKO »KenaHne OTKPbITb TaKyo
TOUKy A ceba n ona ceovx Apy3en, rae 6bino
6bl MPUATHO eCTb.

B cdepe obwenmnta y meHs BoobLue He 6b1s10
HVKaKOoro onbliTa, HO, He 6pocas paboTy B dap-
MaLeBThYeCcKon prpme, A Hauana aymaTtb Hag
TeM, KakMM 3TO MeCTO AOMKHO ObITb, Npuay-
Mana Ha3BaHue, NoroTuM, Kak 6yayT BbIrnA-
[eTb cama Llaypma, YNaKoBKa, peLenTbl, YTo
eLé foMKHO ObITb, MOMMMO LLIAYPMbI, U TaK
fanee. fl He Toponunacb, fana cebe Bpema
1 TLaTesIbHO NPOAYMbIBana Kaxayto AeTasb:
MOHUTOpPWIIA UHTEPHET, BCTPeYanach C Jiogb-
MM C onbiToM B cdepe obuiennTa 1 nnatuna
UM AeHbr1 3a KOHCynbTaumu. A BoT, HakoHeL,
NPVLLIO BPeMA A5 OTKPLITUSA NEPBON TOUKM.
OHa 6blna KpolueyHas, 6e3 TOprosoro 3ana,
HO ouepeamn B Heé BCTaNIN C MEPBOro AHA.
Mpr3HaTbCA, HU Ha KaKyto 0Ccobyto NpubbINb,
OTKPbIBas €&, A He paccUmnTbiBasia: KOHEYHO,
paboTa B yObITOK He NpeAnonaranach, HO A Ha-
feAnacb NPOCTO BbIXOAUTL «B HOJby, OTOVBaA
exxemecAuHble 3aTpaTbl. OfHaKO BbIpyyKa C
nepBbIX AHeN Oblna TaKoW BbICOKOW, UTO Cpa-
3y CTasno NOHATHO, YTO CTapPTOBbIE BNOXKEHWSA
OKYMNATCA y>Ke MecALa 3a Tpwy. Toraa A pacue-
HUMa 3TO Kak MPUATHbIN 6OHYC K BoMmoLye-
HUIO CBOEW nAen; Touka paboTtana, ouepenmn
CTAHOBUNCb BCE Bosiblue 1 6onblue, HO 06
OTKPbITVV BTOPOrO 3aBefeHuns, a Tem 6onee
ceTu, A No-NpexHeMy He aymana.

Ho Tak Kak MHe Bceraa XxoTenocb AOBOAUTb
BCE [0 COBEPLUEHCTBA, A NPOZosIKasa Haxo-
OUTb HOBblE peLenTbl, COBEPLUEHCTBOBATb
[AM3aliH, HaBbIKM MO YNPaBeHUIO NePCOHaIoOM
M T. M. VI B KAKOM-TO MOMEHT MO apeHaoa-
Teslb NPEAJSIOKI MHE 3aHATDb eLLE OAVH NaBu-
NbOH B NPOTMBOMOJIOXHOM KOHLE ropofa — Ha
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oKpauHe VIpkyTcKa. 9To 6bin1 ke 6onbLion
NaBWJIbOH, C TOProOBbIM 3aJIOM U JOCTaTOYHO
BbICOKOW apeHoMn, HO A pewwmnacbk. Ouepe-
[ BO BTOPOW NaBW/IbOH He 3amefnunu cebs
XKOaTb, N0 NCaNN BOCTOPXKEHHbIE OT3biBbl
B MHTEpPHeTe 0 TOM, KaK B ShaurMeals BKycHoO,
YIOTHO 1 KpPYTO.

TpeTbsA TOUKa, yKe B CaMOM LieHTPe ropopa,
nosasunacb 6narogapa Tomy, UTo apeHgona-
Tenb KU Hefjaneko OT OAHOrO 13 MOVIX NaBy-
NbOHOB, CaM e/ TaM KaXKAbliA fieHb, 1, Korga y
Hero ocBo6OAUNIOCh MeCTO Moj apeHAY, OH
npeanoXunn ero MHe.

Tpw TouKM — 370 yxe ceTb. U 3geck noTpe-
60Banacb KoppeKkLua 613HeC-MoLenm: HyKHbl
Apyrasa norncTrka, apyrve yrnpasfieHyeckme
pelweHnsa, apyroe aMUHUCTPUpPOBaHNE.
CouyetaTb 370 € paboToi B papmurpme yxe
He MoJly4anocb, U A NPUHANA peLleHne yuTu
13 Heé, HeCMOTPA Ha BbICOKYIO 3apriaTy, Ha
TO, UTO BCE 3HAKOMbIe UyTb NN He KPYyTUIn
nanbLem y BMCKa 1 YroBapmBasm ocTaTbCA Ha
CTabUIbHOM 1 BbICOKOM 3apaboTKe, a He 3a-
HUMATbCA «KaKoW-TO Lwaypmol». Ho mHe 6bi
ropasfo nHTepecHee COOCTBEHHbIN NPOEKT,
KOTOPBbIN TaK CTPEMUTENIbHO CTa yCneLHbIM.
Tak uTO A YBONMNACh 1 YK€ MNOSIHOCTbIO OTAa-
nacb cBoemy fesy, Tak 1 Hayanacb nctopusa
ceTn ShaurMeals.

- Bol1 usHayaneHo eepunu e ycnex? Unu
3mo 6bin puck?

- Puck, KoHeUHo, 6b11, HECMOTPS Ha CTOSb
BAOXHOBNAIOLMIA CTApT, HO A BCE Bpems pabo-
Tana Hag 6peHaoM, MeHsAMNa peLenTbl — NepBoe
BPEMS, HABEPHOE, HE PEXXEe OAHOTO Pa3a B Ba
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MecCALa; B KaKO-TO MOMEHT KapAvHabHO Mo-
MeHsa BU3yasbHOe NpefcTaBeHne 6peHsa,
NMOCKOJIbKY Hauasia paboTaTtb C areHTCTBOM
rpaduyeckoro gusanHa. MocTosHHoO ynyuiia-
N1a CUCTeMbl MOTMBALMM ANA COTPYAHVKOB 1
BCE CUCTEMbI BHYTPEHHEro pacropsagka. Pa-
60Ta Haf No6ON feTanblo MPOeKTa He ocTa-
HaBnMBanacb Jo TeX Nop, Noka s He Morna
CKa3aTb camoii cebe: BOT ceiuac XopoLUo, Tak
1 ocTaBnisiem. Tem BpemeHeM ceTb B VIpKyTcke
pocna, NpUHOCKa JOX0f; KOHEUHO, Poc/a 1
YBEPEHHOCTb B CBOUX CUIaXx.

- Hackonbko A NnoHANA, U3HAYA/IbHO He
661710 UOeu passueamb cemb no ppaH-
qatisuHay. A Kak oHa noseuace?

— Kak Bbl 3HaeTe, IpKyTCK HaxonmTca B He-
nocpefacTBeHHoM 6nv3ocTu K barikany, 3gecb
BCerga MHoro TypuctoB. OfHO 13 3aBeAeHui
ShaurMeals pab6oTano B LeHTpasibHOW FOCTy-
HULe ropoaa, U TYPUCTbl TOCTOAHHO XOAUIIN
K HaM eCTb 1 4acTo 3ajiaBany BONPOChI O TOM,
rae Havt ShaurMeals B Ux pogHOM ropoge,
6yayun B NOMHON yBEPEHHOCTU, YTO CeTb de-
fepanbHas. Cpeau TyprcToB, KOHEUHO, Obinn
1 NpefnpuHMMaTeni, KoTopble Hauanu NucaTb
MHe O TOM, YTO OHV XOTAT OTKPbITb TaKOe e
3aBefieHue B 1x ropoge. [laxke 6biny cnyyau
«noAAenoK»: HECKOJNbKO NtofAel NbiTanncb
OTKpbIBaTb y ce6a B ropopax ShaurMeals 6e3
Hallero Bejoma. 3anpochbl He NpeKpaLLannch,
1 6bIN10 MOHATHO, UTO KaK-TO HaAo peLUaTh STOT
BOMPOC. A A HAa TOT MOMEHT JjaXKe He 3Hana, YTo
Takoe ppaHLumn3a. Kak o6bluHO, morpysumnach
B M3y4eHuie HOBOW AnA cebA TeMbl C rofIoBOM.

M3yumB 0CHOBbI, NPUCTYNWNAA K HAaNUCAHMIO

dpaHyain3un-byka. 3Hato, UTo O CMX MOP MHO-
rMm Bnagenbuam dopaHLLn3bl ppaHyuann-6yk
Ha 3aKa3 MuLLYT CTOPOHHME KomnaHuu. MHe
TaKol NOAXOA HEMOHATEH: eC/IV BCe CEKPETbI
3Halo TOJNbKO A, TO MHE HaZl0 BbUIOXKUTb BCIO
nHdopMaLmio, UTO6bI €€ KTO-TO Hanmcan, Ho
KaKoW B 3TOM CMbICJ1, €CNii i MOTY cAenaTb
3To cama? B nTore Hanvcana Lenyio KHUrY ¢
Maccol feTanen: Kak HaHMMaTb NepcoHarl,
KaKue crcTembl MOTMBaLMK Hanbonee sddek-
TUBHbI, YTO HENb3A JeNnaTb HY B KOEM Clyyae,
a YTo Heo6X0AMMO 06A3aTeNbHO, Kak cnefuTb
3a KauecTBOM, KaK paboTaTb C FOCTAMY, faxe
KaK n3beratb BopoBCTBa. B 0bwem, H1 ofHa
JeTasnb He 6bl1a obongeHa BHUMaHveM. Mu-
cana s eé mecALa YeTbIpe, U B UTOre nosyyms-
CA MOHYMeHTasIbHbIN TPyA Ha 500 ¢ AnWHUM
CTPaHWL, CO MHOXECTBOM MPUSIOKEHMWI Ha
BCe Ciyyau XM3HW. 3aperncTprpoBana Top-
rOBYI0 MapKy CO BCEMM df1eMEHTaMM, CJIOFaH —
«Bo3bMu waypmy n Kode c coBoin» — 310
OTCbISIKa K Hallemy fiorotmny v ambneme —
durpMeHHO coBe (COBa, eCTECTBEHHO, TOXKe
3aperncTpmrpoBaHa), Hawuv GrpMeHHble Ha-
3BaHMA 6toA: Hanpumep, «Wwayp-[or» 1 T. M.
W BOT nocne nonHow 3awmtbl 6peHaa 1 noa-
roToBKM NoapobHewwen nHopmauum ana
dpaHyaii3v oTKpbInach nepBasn GpaHyai3vH-
roas ShaurMeals 3a npegenamu UpkyTcKa.
Mpownsowwno 31o B 2018 rogy, 1 € Tex Nop Mbl
He OCTaHaB/IMBaEMCS.

- Cpasy 1u npuwén ycnex 3a npedenamu
Upkymcka?

— [leno B TOM, YTO Te, KTO O HacC 3HaJl, XoTes
1 NoKynan Hawwy GpaHLLmn3y, 6binm ycnewHbl.
Ho pas A yxe Hauana pabotatb no ¢paH-
Yal3MHroBOW MoAenu, To criepyioLlee, yem
A 3aHANACb, — 3TO U3yYeHue Toro, Kak npo-
ABUraTb GpaHLUM3Y: He BCE Xe O Hac 3HaloT,
Poccua — ctpaHa orpomHas. fl Hayana cobu-
paTb KOMaHAy, KoTopas byzeT paboTtaTb Haj
HalyM NpoaBuXeHreM. To oTAeN Npopax,
KOMaHAa NHANBUAYaNIbHbIX MEHEKePOB,
MapKeTOsIOr1, KOHTEHT-MeKepbl, rpadu-
Yeckuin gmsanHep, An3anHep HTepbepa,
NPOEKTUPOBLUYMK 1 eLwé aecaTok nogen. Co
BpemeHeM dpaHLLK3a CTana o4eHb BOCTpebo-
BaHHOW, 1 CeYac Mbl y»<e BbILLIV 3a NPeaebl
Poccuu. B aBrycte oTKpbiBaem HOBble TOUKM
B [yLwaHbe, yxe oTKpbInnch 3aBefeHuA B Ka-
3axcTaHe u benapycu. U A yBepeHa, uto 310
He KOHEUYHbI CMNCOK CTPaH.

- O0HO OeJ1o - pazeusamos cemb 8 CBOEM
pezauoHe, a 8bIx00 Ha (hedepanbHbIl ypo-
8eHb — Opyaue ambuyuu u 3adayu. lpu
3mom pbIHOK cmpumeyoa cetiyac ye 0o-
cmamo4Ho 3anosHeH. Kak el ce6a oujywja-
eme 8 KOHKypeHmHoli cpede?

— [leNcTBUTENIbHO, PbIHOK HaMOMHWUICA, 1
KOHKYPEHLMA ceyac orpoMHas, Ho He Mory
CKa3aTb, UTO Mbl 3TO CUJIbHO Ha cebe ouly-
waem. He noTomy, UTo Mbl Camble nyyline,
a NOTOMY, YUTO Mbl HaLLI CBOEFO rocTA, TexX
Nofen, KoTopble BUAAT LLEHHOCTb MMEHHO B
Hac 1 KoTopble C Hamu 1 ocTatoTcA. Beab 06-
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LLenuT — 3TO B NepBYo oUepeb NPO SMOLMU;
3TO 3anaxu, 3To Ta My3blKa, KoTopas nrpaet
WMEHHO Y Bac, 3TO TO, B KaKOI yNaKoBKe BamM
nopatotca epa v kode, 1 T. n. Mpwr 3ToM BbIGOP
Y Hac WMpoYanLLniA: 3To 1 GUTHeC-Lwaypma —
MOS M3HavasibHasA naen nosie3Hom LWaypmbl C
rpeyecknm OrypTom B KauecTBe COyca; eCTb
[eTcKas waypmMa Hebonbluoro pasmepa 6e3
BCEBO3MOXHbIX YCUIIUTENeN BKYCOB — TOXeE Ha
MoryprTe; lWaypma AJis BEraHoB 6e3 XMBOTHbIX
XKMPOB; €CTb CbITHaA LWaypMa C 6eKOHOM 1 T. M.
1, 6e3ycnoBHO, CBOE HacTpoeHNe, CBOW Baiib.

O6LwennT — oueHb NHTepecHas chepa. axe
ecnv pagom, ABepb B ABePb, OTKPOeTCA eLé
O[iHa TOYKa C LIaypMOA, 3TO He 03HaYaeT, YTo
Tenepb Balla BblpyYKa yMEHbLUNTCA B ABa
pa3a — HaMpOoTUB, OHa MOXET [aXke BbIPacTy.
B Moel1 npakTrKe Takoe 6bifo: BCTaBLUMIA MO
cocefCcTBY Kosnera cpaboTan Ha yBenmueHue
TpaduKa, XKenawwmx nepekycuTb — niogn
6osblue TAHYTCA B Te MecTa, rae 6onblioe
CKOMneHve pasnnyHbIX 3aBefAeHuN, a TaM ke
KaXkabli BbIbMpaeT cebe no gyLue.

- A eciu 2060pume npo npuenekameno-
HOCMb 6peHOa ¢ MoYKuU 3peHUs hpaH-
YatisuHaa, Ymo 30ecb 8bioensem ShaurMeals
cpedu opyaux cemeti cmpumegyoa?

— Y Hac ecTb NapTHEPbI, KOTopble pabo-
TalT C HAMM C MOMEHTa Havana pasBuTuA
no ¢ppaHyYari3nHry 1 KOTopble OTKPbIIN yxKe
HeCKOJIbKO 3aBefleHuI. A yBepeHa, uTo ycnex
3TuX GpaHyan3m 1 NONyNAPHOCTN Hallen
bpaHWwm3bl — B €é Boiroge. ®paHyan3nHr
dpaHyan3nHry po3Hb. Mopoii 3a nayLuanbHbIi
B3HOC ppaHUali3v nonyyaet NULLb BbIBECKY
6peHAaa 1, Hanpumep, peLenTypy, BO3MOX-
HO, MOMOLLb C BbIGOPOM JIOKaL MK, a 3aTem
no pPosANTN NNATUT 6-7% OT 06opoTa — 1 Ha
3ToM BCE. EcTb Mogenb ¢ppaHyansnHra 6es
poAnTuW, KoTopan dpaKTMUecKn NpeacTaBnaeT
o060 KOHCANTUHT Ha HayanbHOM 3Tane, a
nanee GpaHyan3n BbINbIBAKOT CamMK, MOCKOJIb-
Ky 6toa>KeTa Ha UX NoALAep»KKY NPOCTO HeT.
Hawwa e ncropma npo 1o, Kak ppaHyanun
nog 6peHgom ShaurMeals sSKoHOMUT feHb-
rvn. Becb naywanbHbIli B3HOC, a 3TO BCEro
330 TbiC. py6nel, MONHOCTbIO TPATUTCA Ha
dpaHyansn. Ecnm 6bl OH pelumnn oTKpbiBaTb
TOUKY CTpUTdYAa CaMOCTOATENbHO, TO eMy
6bl MPULLNIOCH MOTPATUTb Kak MUHUMYM B [iBa
pa3a 6osbLue 3a Te yCnyru, KOTopble OH MOonYy-
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yaeT ot Hac. Hanpumep, dpaHyai3n nonyyaet
NHAMBUAYanbHbIN 3D An3anH-NPoeKT, KOTo-
pblil NEerko BOCMPOW3BECTU, Y PYKOBOACTBO
no pemMoHTy. Haw rpaduueckun gmsariHep
JIMYHO nopbuvpaeT TMnorpadurio C NyyLnmm
yCNIOB/AMY, 3aKa3biBaeT BCE BM3yabHOe
obopmneHrie — OT BU3UTOK [JO MEHIO U Bbl-
BECOK — 1 KOHTPONIMPYET CPOKM 1 NpoLecc
AocTaBky. OpaHyaii3u NosyyaeT oT Hac roto-
BOe 6peHAMpoBaHHOEe 060PyAOBaHNE C CUCTe-
MOV OMOBeLLEeHA 0 TOTOBHOCTY 3aka3sa. Halwu
COTPYAHVK 06A3aTeNbHO Npre3XaeT nepeq
OTKPbITVIEM, COMPOBOXKAAET CaMO OTKPbITHE
3aBefieHus, ecim HeobXxoAUMO, NPAMO Mo Xogy
BHOCUT KOPPEKTUBbI, OTBEYAET Ha BCE BOMPO-
Cbl, KOTOPble BO3HMKAIOT B Xofe paboTbl. Mbl
obyyaem Hallvx MapTHEPOB, MPOBOANM SKC-
KypCuIo Mo BCceM COOCTBEHHbIM 3aBeeHUAM,
pacckasblBaeM 0 BHYTPEHHMX OnepaLoHHbIX
npoLieccax Ha npmmepe co6CcTBEHHOro G13He-
ca. Mbl camyi co3faém 1 3amnoJiHAeM CTPaHMLbI
B COLMasIbHbIX CETAX Nepef OTKPbITEM, Tpa-
TUM A€HbI Ha TapreT, caMmu uilem 6norepos
ANA peKnambl U NPoABUXKeHUA. HakoHeL, Mbl
npenocraBasem Hawvm NapTHEpam rotoBoe
npwunoxeHne ShaurMeals, paspaboTka Ko-
TOPOro camocTosATeNIbHO (Mpy ToM Habope
bYHKUNMI, KOTOPOE OHO COAEPXKT) oboLLNach
6bl B HECKOJIbKO MUJTIIIIOHOB pybneii.

ELié oanH BaXKHbII MOMEHT: HaLl NAapTHEP
niaTuT caMoe BbIrO4HOE POANTU B Hallen
coepe - 3,5%. Mpwu 3ToM emy obecneunBa-
eTCA BECOMbIA HAbOP NHCTPYMEHTOB MOA-
AepKKu. Hanpumep, nonHoe BefeHne nog
Knioy Bcex coliceTer (co3gaHve KOHTeHTa —
¢doTo- 1 BAeOMaTepmanoB., BKoUasa 4OPOro-
cToAwWwme Gya-CbEMKM, CbEMKIN C MOLENAMU,
CbEMKM reels), co3gaHne TEKCTOB, MOCTUHT
3TOro KOHTEHTa B aKKayHTbl 1 T. N. BoigeneHa
cneumanbHaa KOMaHAa, K KOTOPO MOXKHO
obpalatbca no nobbim BONpocam, 1 OHa
OXBaTblBaeT BeCb CMEKTP BO3MOXKHbIX 06-
paLeHnin. [ockonbKy B eé cocTaBe v Wwed-
nosap, u 6yxrantepsl, u [T-cneunanucTol, u
MapKeTOsIorn, N MeHeXepbl Mo 3aKynkam,
1 [m3aliHep, N BCe-BCe-BCe, HET TaKOro BO-
npoca, Af1A OTBETa Ha KOTOPbIN B KOMaHAe
noadepKn He Hawnocb 6bl cneymnanncra.
Mbl onnaunBaem paboTy TaHbIX NOKyna-
Tenemn N NpefcTaBiaeM HallMM NapTHEPaM
NX OTYETbI, COBMECTHO NPOBOAsA paboTy Hapa
owmnbKamu. MHe CNOXHO NpeaCcTaBUTb, B Ka-

KOM BrAe MOMOLLM Hawwm ppaHyai3n moryT
MonyuYmnTb OTKa3.

OTaenbHO 0TMeYyY Takol MYHKT, Kak SKOHO-
MUA Ha pacxofHbIX MaTepuanax. lMoxoxe, 4to
Mbl €AMHCTBEHHbBIE Ha PbIHKE B 3TOW HYLLE, KTO
npefocTaBnAeT CBOMM dpaHyUali3v ynakoBKy
(dbrpMeHHble NaKkeTbl U Kanxongepbl) He TONbKO
HaMHOro JiellieBsie CaMOCTOATENbHONO 3aKasa
B TMNorpadun ropofa, Ho v AeLLeBse, Yem OHU
Mornn 6bl HaNTY Y Apyrx GpaHyan3epos. ITo
BeCbMa MonynApHbIV TPEHA B HaLLen Huwe —
MMeTb OCHOBHOW JOX0f, BO dpaHyali3nHre ot
NponaXu ynakoBKK, KOTopyto GpaHyan3u Bbl-
HY>[eH NoKynaTb. Y MeHs apyrasa ncropus: A
MoKymnato yNakoBKY MUSIIIMOHHBIMU NapTUAMM,
3a CYET Yero Mosyyato Camyio HU3KYHO LieHy 1
MMeto BO3MOXHOCTb OTAaTh 3TO dpaHyaiiav no
LieHaM ropaspio Huxe, yem ecnv bl oHY 6panu
Hebonbluyo NapTuio ANA ceba camocTonATesb-
Ho. DaKTUYeCKN PoANTY «<OTOMBAIOTCA» 33 CUET
3TON SKOHOMWUN.

OT Hac He yxofAT, Aake OKpernHyB B 6u13-
Hece 1 BCTaB Ha Horu. Beapb, nonyuns onbiT
paboTbl C HAMW, NPeANPUHUMATENb NOHUMAET:
4TOObI COXPaHWTb BbICOKMI [OXOL, HAZOo NoA-
[epXnBaTb YPOBEHb; €C/IN OTKPbIBATb CO6-
CTBEHHOE 3aBefieHre Noj CBOUM 6peHoM, TO
BJIOXEHUA eMy NPeACTOAT HeMaJible, a MPOCTO
6e3bIMAHHbIN NAPEK C LWaypMoli nocne onbl-
Ta paboTbl C HAMWM ero y»<e He ycTpanBaeT —
TaKve TOUYKM OTKPbIBAIOTCA 1 3aKpblBalOTCA
TbiCAYaMW MO BCeW CTpaHe.

- Ecme 1u y 8ac kakue-mo oco6bie mpe-
608aHUA K nomeHYyuaibHbIM Napmuépam?

- [NaBHOe — afjeKBaTHOCTb. Henb3a BonTM B
Hall 6M3HeC, IMea HeLOCTAaTOYHO CPEefCTB 1
He YIMeA FOTOBHOCTY BK/1afblBaTbCA B Pa3Bu-
TVE; Henb3s ObITb YCMELLHbIM C YBEPEHHOCTbIO,
YTO 3a PoANTU BCE 3a TebA ByaeT fenatb Ba-
fenel ¢paHLWwm3bl, a Tbl — TONIbKO CNIegUTb 3a
TeM, KakK A€HbIV MPUXOAAT Ha CYET.

- A Kakue y eac ecme naaHbl no pa3eu-
muto cemu ce2o0HA? CKo/lbKo, Hanpumep,
8 3mom 200y n/iaHUpyeme omKpbims 3a-
eedeHuli?

- MnaHoB No 3axBaTy MMpa y MeHs noka
HeT. /I KOHKPETHbIX MaHOB, YTO B TAKOW-TO
roA MHe Hafio OTKPbITb CTONIbKO-TO OObEKTOB,
ToXe. Ecnu ecTb KOHKPETHDIN MaH no OTKpbl-
TUIO onpefenéHHOro Yncna 3aBefaeHunn, To
HauMHaeTCA yxe roHKa 3a Ludpamu, KOTopbIx
Haflo HermpeMeHHO [oCTnYb. MeHs xe 6onblue
BAOXHOBIAET UAes — XenaHue co3aatb B Poc-
v n CHI 6onbluyto ceTb, OTKPbIB Kak MOXHO
6osblUe TOYeK C afeKBaTHbIMU dpaHyansu,
KOTOpble XOPOLLO 3a60TATCA 0 6peHfe y ceba B
ropofe, pasfenstoT Halv LLEHHOCTY 1 NMOLXOA
K ey, KOTopble MOHVMALOT, YTO Mbl UM JaéM
MHOrO€, U Camy roTOBbI paboTaTb, He cunTa-
10T, UTO 3a HUX BCE 06A3aH fenaTb Bnageney
dpaHLm3bl. Xouy, UTobbl 6bI10 GObLLE HALLIKX
3aBefleHUIA, Kya NPUXOAAT JI0AUN U paayroTca
BKYCHOW efie 1 aTMocdepe, Kyfa OHV BO3Bpa-
LatoTcA, AaBan GpaHyUan3v BO3MOXKHOCTb 3a-
pabaTbiBaTb 1 OTKPbIBaTb HOBbIE TOUKMU.
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Olga CHEKAREVA:!

"PEOPLE DON'T LEAVE
US, EVEN AFTER
GETTING STRONGER
IN BUSINESS'

ithout any experience in catering, OLGA

CHEKAREVA created the successful ShaurMeals
chain - a street food chain that offered a new concept of
“cultural shawarma” and was so successful that it has already
crossed the borders of Russia and continues to develop
dynamically. On the way from a shawarma stand in Irkutsk
to a nationwide chain, its owner and founder faced many
difficulties, but her confidence in her abilities, her desire to
create something unique, and her creative energy combined
with a serious business approach led to success. Today
ShaurMeals restaurants operate in four countries: Russia,
Belarus, Kazakhstan and Tajikistan. There are a total of
48 outlets, 38 of which are franchises. Olga Chekareva told
our magazine how the business was created, how belief in an
idea can lead to success, and why ShaurMeals is the franchise
that partners come to for seriousness and for the long term.

- Olga, you opened the first ShaurMeals
restaurant in Irkutsk in 2015, when you were
just 24 years old. What did you do before? Did
you have any experience in business?

- I got into business quite early. When I
was 17, a friend of mine started his own taxi
service and offered me a job as a manager in
the company. In those years, the taxi service
was much less civilized than it is today, and
the contingent hired for the job was very
diverse, including those with criminal records,
sometimes with repeated convictions, so the
work was not easy, but interesting. I gained
invaluable management experience there.

Then I was invited to take a management
position in a large pharmaceutical company
with a very good salary. The job was, as they
say, “soft’, but to me it was incredibly boring:
a lot of paperwork, negotiations, routine,
repetitive actions from day to day. None of
that is my thing. I have always been a creative
person who loves to invent and create. In order
not to go crazy from the boredom of working
in a company, and at the same time to earn
a little bit more, I started writing songs to
order. I've been writing my own songs since
I was a kid - both words and music; I have
a musical education, I can play guitar and

piano. Once a friend asked me to write a song
as a gift for his wife - to “remake” a hit song
by writing new lyrics. Both the recipient and
the guests were delighted with the gift; and
the friend offered to do it professionally. “Why
not?” - I thought, so I set up a website and
started taking commissions, writing songs —
both from scratch and remakes of hits; there
were lots of commissions. It was a real escape
from the routine of a pharmaceutical company.

But the dissatisfaction with the work did not
go away. Instead of paperwork, I wanted to
create something, to create, to do something
useful for people that would give me pleasure.
I started thinking about my own business.

- Is it easy to start your own business at
such a young age? And why shawarma?

— Actually, fate itself suggested the direction.
My ex-husband is from St. Petersburg, a city
where shawarma is sold on every corner.
When he moved to Irkutsk, he asked a very
logical question: “Where do you eat? How
can you eat here without shawarma?” And
indeed, how? There were no good fast-food
restaurants in Irkutsk at that time; of course,
there were some stands, but they did not solve
the problem. It wasn't even pleasant to go to

those places. I myself used to spend a lot of
time driving, and there was no place where
I would like to go to eat, where it would have
been clean and aesthetically pleasing. Also,
there were no places where I could eat not
only fast, but also healthy: everywhere there
was endless batter, mayonnaise, and a huge
amount of oil. And I had an idea to open a fast
food restaurant where I could eat by myself,
where it would be the same shawarma, but it
would be good meat with vegetables in pita
bread and yogurt sauce. Nobody in Irkutsk had
ever done anything like that. To be honest, at
that time there was no business plan, no plans
to develop the chain; there was only a desire
to open a place for me and my friends where
it would be pleasant to eat.

I had no experience in catering, but without
quitting my job at the pharmaceutical company,
I started thinking about what the place should
be like, came up with a name, a logo, what the
shawarma itself should look like, the packaging,
the recipes, what else there should be besides
shawarma, and so on. I took my time, gave
myself time, and thought carefully about every
detail: I scoured the Internet, met with people
with experience in the restaurant business, and
paid them for consultations. Finally, it was time
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to open the first restaurant. It was tiny, with
no retail space, but the lines were there from
the first day. Admittedly, I did not expect any
particular profit when I opened it: of course,
working at a loss was not expected, but T hoped
only to go “to zero’, to cover the monthly costs.
However, the revenue from the first few days
was so high that it was immediately clear that
the initial investment would pay off in three
months. At that time, I considered it a pleasant
bonus to the realization of my idea; the
restaurant was working, the lines were growing,
but I still did not think about opening a second
restaurant, much less a network.

But since I always wanted to perfect
everything, I kept finding new recipes,
improving my design, staff management skills,
and so on. And at some point my landlord
offered me another pavilion on the other side
of town - on the outskirts of Irkutsk. It was
already a big pavilion, with a trading hall, and
the rent was quite high, but I decided to take
it. The lines for the second pavilion continued,
and people wrote enthusiastic reviews on the
Internet about how delicious, cozy, and cool
it was at ShaurMeals.

The third location, already in the heart of
the city, came about thanks to the fact that the
landlord lived not far from one of my pavilions,
ate there every day, and when a space became
available for rent, he offered it to me.

Three restaurants is already a chain. And
here we had to adapt the business model: we
need different logistics, different management
solutions, different administration. It was no
longer possible to combine this with working in
a pharmaceutical company, and I decided to leave
it, despite the high salary, despite the fact that all
my acquaintances urged me to stay with a stable
and high income and not to engage in “some kind
of shawarma”. But I was much more interested
in my own project that was so quickly becoming
successful. So I quit my job and devoted myself
entirely to my business, and that is how the story
of the ShaurMeals network began.

RUSSIAN BUSINESS GUIDE {CEHTABPb 2023}

- Did you believe in success at first? Or
was it a risk?

- Of course there was a risk, despite such
an inspiring start, but I was always working on
the brand, changing recipes - at the beginning
probably at least every two months; at one stage
I radically changed the visual representation
of the brand because I started working with
a graphic design agency. Constantly improving
the motivation systems for employees and
all internal systems. Work on every detail
of the project never stopped until I could
say to myself: now it’s good, let’s keep it that
way. Meanwhile, the network in Irkutsk was
growing and bringing in income; of course, my
confidence in my abilities was also growing.

- As I understand it, there was no
initial idea to develop the network through
franchising. How did it happen?

- Asyou know, Irkutsk is very close to Lake
Baikal, and there are always a lot of tourists
here. One of the ShaurMeals restaurants was
located in the central hotel of the city, and
tourists came to eat with us all the time, often
asking where they could find ShaurMeals in
their hometown, confident that the chain
was federal. Among the tourists, of course,
were entrepreneurs who wrote to me about
opening a similar establishment in their city.
There were even cases of “fakes”: some people
tried to open ShaurMeals in their cities without
our knowledge. The requests did not stop, and
it was clear that we had to solve this problem
somehow. And at the time, I didn’t even know
what a franchise was. As usual, I threw myself
into the study of a new subject.

After learning the basics, I started writing
a book for franchisees. I know that many
franchise owners still have their franchise
book written by third parties. This approach
is incomprehensible to me: if only I know
all the secrets, then I’ll have to put all the
information out there for someone else
to write, but what’s the point if I can do it

myself? As a result, I wrote a whole book full
of details: how to hire staff, what motivation
systems are most effective, what not to do
and what to do, how to monitor quality,
how to work with guests, even how to avoid
theft. In general, no detail was overlooked.
I wrote it for about four months, and in
the end it turned out to be a monumental
work of more than 500 pages with many
applications for all occasions. I registered
a trademark with all the elements, a slogan -
“Take shawarma and coffee with an owl” -
a reference to our logo and emblem - the
trademarked owl (of course the owl is also
registered), our trademarked names of
dishes: for example “shaur-dog”, etc. And so,
after full brand protection and preparation
of the most detailed information for
franchisees, the first franchise ShaurMeals
opened outside of Irkutsk. This happened
in 2018, and since then we haven't stopped.

- Did success come immediately outside
Irkutsk?

- The fact is that those who knew about
us, wanted and bought our franchise were
successful. But since I had already started
working on the franchise model, the next
thing I did was to study how to promote
the franchise: not everyone knows about us,
Russia is a huge country. I started creating
a team to work on promotion. This is the sales
department, a team of individual managers,
marketing specialists, content creators,
a graphic designer, an interior designer,
a planner, and a dozen other people. Over
time, the franchise has become very popular,
and now we have already expanded beyond
Russia. In August we will open new restaurants
in Dushanbe, and we have already opened
restaurants in Kazakhstan and Belarus.
And T am sure that this is not the final list of
countries.

- Itis one thing to develop a chain in your
own region, but entering the federal level is
quite different. At the same time, the street
food market has become quite crowded. How
do you feel about the competition?

- The market is indeed full and the
competition is huge now, but I can’t say that
we feel it strongly. Not because we are the best,
but because we have found our guests, those
people who see the value in us and stay with
us. After all, catering is first and foremost about
emotions; it's about smells, it's about the music
that’s playing in the restaurant, it's about the
packaging in which food and coffee are served
to you, etc. At the same time we have the widest
choice: there is fitness shawarma — my first idea
of a healthy shawarma with Greek yogurt as
a sauce; there is a child-sized shawarma
without all sorts of flavor enhancers - also
based on yogurt; shawarma for vegans without
animal fats; there is a hearty shawarma with
bacon, and so on. And of course your own
mood, your own vibe.
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Catering is a very interesting area. Even if
another shawarma place opens next door, door
to door, it does not mean that your income will
be halved - on the contrary, it may even grow.
In my practice, this happened: a colleague who
was standing next door worked to increase
the traffic, the people who wanted to have
a snack - people are more attracted to places
where there is a large concentration of different
establishments, and there everyone chooses his
or her favorite.

- And talking about the attractiveness of
the brand from a franchising point of view,
what makes ShaurMeals unique among other
street food chains?

— We have partners who have been with
us since the beginning of franchising and
who have already opened several locations.
I think the success of these franchisees and the
popularity of our franchise is their advantage.
There are several types of franchising.
Sometimes, for a lump sum, the franchisee just
gets the brand signage and, for example, the
recipe, maybe help in choosing the location,
and then the royalty is 6-7% of the sales — and
that’s it. There is a model of franchising without
royalties, which is actually a consultancy in the
initial stage, and then the franchisees work on
their own because there is simply no budget
to support them. Our story is about how
a ShaurMeals franchisee saves money. The
entire lump sum, which is only 330 thousand
rubles, is fully spent on the franchisee. If he had
decided to open a street food outlet on his own,
he would have had to spend at least twice as
much for the services he receives from us. For
example, the franchisee receives a customized

3D design project that is easy to reproduce
and a repair guide. Our graphic designer
personally selects the printing company with
the best terms, orders all visual design-from
business cards to menus to signage-and controls
the timing and delivery process. We provide
the franchisee with branded equipment and
a notification system when the order is ready.
Our representative arrives prior to the opening,
accompanies the opening if necessary, makes
adjustments along the way, and answers any
questions that may arise during the process. We
train our partners, give them a tour of all our
facilities, talk about internal operations using
our own business as an example. We create and
populate our own social media pages before
opening, we spend money on targeting, we find
bloggers for advertising and promotion. Finally,
we provide our partners with a ready-made
ShaurMeals application, which would have cost
several million rubles to develop on our own
(given the set of functions it contains).
Another important aspect is that our partner
pays the lowest royalty in our sphere — 3.5%. At
the same time, he is provided with a powerful
set of support tools. For example, full turnkey
management of all social networks (content
creation — photo and video materials, including
expensive food shoots, shoots with models,
reels), text creation, posting this content
to accounts, etc. There is a dedicated team
that can be contacted for any questions and
covers the full range of possible requests.
Since the team includes a chef, accountants,
IT specialists, marketing specialists, purchasing
managers, a designer, and everyone on the
team, there is no question that the support
team does not have a specialist to answer.

-

We pay mystery shoppers for their work,
present their reports to our partners, and
work together to correct mistakes. It is hard
for me to imagine what kind of support our
franchisees could be denied.

I will make a separate note of something
like saving on supplies. We seem to be the only
ones in this niche who provide our franchisees
with packaging (branded bags and cap holders)
at a price that is not only much cheaper than
ordering it independently from a printer in
town, but also cheaper than they could find
from other franchisors. It’s a very popular
trend in our niche that the main income in
franchising comes from selling packaging that
the franchisee has to buy. I have a different
story: I buy packaging in million-dollar
batches, which gives me the lowest price and
allows me to give it to franchisees at much
lower prices than if they were to take a small
batch for themselves. In fact, the royalties are
“paid for” by these savings.

People do not leave us, even after they get
stronger in business and stand on their own
two feet. After the experience of working with
us, the businessman realizes that in order
to maintain a high income, it is necessary
to maintain the level; if he opens his own
establishment under his own brand, he will
have to invest a lot, and after the experience of
working with us, he will no longer be satisfied
with just one nameless shawarma stand - such
outlets are opened and closed by the thousands
all over the country.

- Do you have any special requirements
for potential partners?

- The main thing is adequacy. You can’t
enter our business with insufficient funds and
no willingness to invest in development; you
can't be successful with the assurance that the
franchise owner will do everything for you for
royalties and you can only watch the money
come into your account.

- And what are your plans for developing
the network today? For example, how many
locations are you planning to open this year?

- Thave no plans to conquer the world yet.
And I don’t have any specific plans to open
so many facilities in a particular year. If there
is a specific plan to open a certain number of
facilities, then there is a race for numbers to
be achieved. But I am more inspired by the
idea — the desire to create a large network in
Russia and the CIS, opening as many locations
as possible with adequate franchisees who take
good care of the brand in their city, who share
our values and approach to business, who
understand that we give them a lot and are
willing to work themselves, not think that the
franchise owner has to do everything for them.
I want there to be more of our restaurants
where people can come and enjoy the delicious
food and atmosphere, where they can come
back, and where franchisees can make money
and open new restaurants.
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CTPATETMN ®PAHYAN3UHIA

PeHA 3MOLMOHaNbHbIX TOBApPOB
modi noasunca B 2017 roay u
6bICTPO cTan nonynApHbIM cpeau
oTeyecTBeHHbIX NoTpebutenei.
(2022 ropa 6peHp 3anycTun GppaHLum3y,
¥ Tenepb NpeANpUHUMaTENu UMeloT
BO3MOKHOCTb MOAKNIOUNTbCA K
ycnewHoi 6usHec-cxeme modi.
CeropiHA NOYTH B YETbIPEX AecATKaxX
poccuiickux ropopoB pabotaer 6onee
100 po3HNYHbIX Mara3uHoB modi,
noutyn 20 MAH NoKynatenen NpUXoanT
Clo/1a 3a NOKYNKamu exxerogHo. bpexp
CTPEMUTCA YBENUYNTD 3TU LUPpbI
3a CYET NpUBNEYEHUsA No cucTeme
¢paHyain3uHra KOMNETEHTHbIX
NapTHEPOB, FOTOBbIX K COBMECTHOMY
pazsutuio cetu. OJIET NOKPOBCKUM,
AVPEKTOp AenapTameHTa
¢panvaizunra modi, pacckasan o Tom,
KaK cTaTb C06CTBeHHMKOM 613Heca,
KOTOpPbIA NPUHOCUT MUATNOHBI.

CETb MODI:

OPAHYAMBUNHT
C HONOXKWTETbHbIMIN MO LUNAMI

- Ecnu kopomko c¢hopmynuposame uoeio
Maza3uHo8 SMOYUOHA/IbHbIX M08aApos, 8
YE€M OHa 3akr4aemcs?

— modi — 6peHf 3MOLMOHaNbHbIX TOBa-
poB, KOTOpble BooAyLIeBNAOT Ntogen. Mo-
XOf, B HalY MarasuHbl JapuT NOKynaTesto
NOJIOXKNUTENbHbIE SMOLNN, BEAb Mbl HE MPO-
CTO CO37aéM HOBble TOBapbl, a Aefaem n3
006bIYHbIX BeLLe HeYTO MHTePECHOoEe 1 IKC-
TpaopAVHapHOE, TO, YTO MOXKET YAUBIATL U
nopaxatb. O6blYHbIE BELL B HOBOM AMn3aliHe
HauYMHalOT MPUHOCKTb HE TOSIbKO PafoCTb Npu
UX NCMOJIb30BaHNM, HO U XenaHue ynblbatbea.
Mbl NOCTOAHHO NoOJTlyYaeM MOSIOKUTENIbHYIO
obpaTHyto cBA3b 06 aTMOChepe B MarasrHax
modi, 0 ToBapax, KOTopble Mbl MPOAAEM, KaK
OT MoKynaTenen, Tak 1 oT GppaHYan3u, KOTo-
pble peLumnan cTaTb HalIUMI NaPTHEPAMN.

- bpeH0 0ocmamo4Ho mos1000li, Ko20a
8bl 8b1800UJIU €20 HA PbIHOK 8 2017 200y,
6bi1a 21U yxKe chopMupo8aHa KOHKypeHm-
HasA cpeda, cyuyecmeosa’siu Jiu cemu co cxo-
JKell KOHYyenyueu?

— bpeHp modi B cBOEM cermeHTe YHMKaneH,
TaK KaK HeT Jpyrow MOXOoXel CeT, y KOTOpoWn
Ha COMOCTaBMMbIX C HALIMMW MarasmHammu
nnowanax 6oy 6bl NpeacTaBieHbl TOBapbI B
14 pa3Hbix KaTeropuax Nog efuMHoN MapKom
(CTM). He 6b110 11 HET TaKMX SMOLIMOHAJbHbIX
Mara3uHoB, kak modi. Jllo6ol uenosek, He3aBu-
CUMO OT 61O KeTa, C MOMOLLbIO HALLIMX TOBApPOB
MOKET CO3[1aTb B CBOEM [JOME KpeaTBHOE Mpo-
CTPAHCTBO, MOSIHOE OPUTMHANbHbIX AeTanen.

Tem He MeHee — KaK paHbLue, Tak 1 cenvac —
Mbl 06paLLaem BH/MaHNe Ha KOHKYPEHTHYIO
cpepy, Ha NONynApHble CErofHA TPEeHAbI.
ACCOPTUMEHT HaLLVX Mara3vHOB HECTaTMYEH.
MbI NOCTOAHHO f06aBAEM YTO-TO HOBOE, Me-
HAEMCA OT Ce30Ha K Ce30HY, HO B TO e Bpems
€CTb TOBAPbI-NOHICenepbl, KOTopble 6blIn
BBefleHbl B aCCOPTUMEHTHYIO MaTpuLly eLLé B
2017 ropy v no cel AeHb XOPOLLO NPOAAIOTCA.
CerofHsi HEKOTOpPble TOBAPHbIE KaTeropuu,
KOTOpble nepecekanvch C yweawmmm ns Poc-
cum BpeHaaMK, NOKa3biBAT 0CO6EHHO XOPO-
LN POCT, U Mbl UX paclumpsaem, TeM CambiM
YAOBNETBOPAEM 3anpoc Hallero rnoKynarens.

- Mo modenu ¢ppaHyatizuHaa cemo Haya-
n1a pazsusamecs 6 2022 200y, He 8 camoe
npocmoe u cmabusibHoe 8 5SKOHOMUYECKOM
cmbicne apemsA. Ymo npueeno K smomy pe-
weHuto? Ymo eHywano yeepeHHoCmMb, Ymo
Ha ¢hoHe nadeHuA noKynamesnbHoU cnoco6-
HOCmMu 3ma mooeb «gbicmpenums»?

— PelweHne o 3anycke HanpaBneHnsa gppaH-
Yyal3uHra NosABUIOCH PaHblle — OCEeHblO
2021 roga. NoHnmas, uTo BCe BU3Hec-npo-
Lieccbl B HALLWX MarasunHax 1 B LLeHTpasibHOM
oduce HanaxeHbl 1 paboTatoT Kak 4achl, a
TaKXKe BMAA POCT BbIpyYeK 1 MOCTOAHHOE
yBefivyeHve NoKynaTesiein, Mbl peLInu, 4To
HacTano Bpemsa TMpaxnpoBaTb AaHHbIN ycnex
1 NOAeNNTbCA UM C eJVIHOMbILUIEHHUKaMW,
OTKpbIB HanpassieHve GpaHyarnHra.

M BoT B peBpasne 2022 roga Mbl 06bABMAN O
TOM, UTO hpPaHYaN3NHIOBbI NPOAYKT FOTOB, U
Hayvasnv paccMaTprBaThb NMPOEKTbI K OTKPBITUIO.
Kak B Hauane nyTu, Tak 1 cenyac, HecMoTpA
Ha aMO1LMO3Hble NaHbl MO Pa3BUTUIO, Mbl He
CTaBMM nepep coboii 3afaum OTKPbITb MHOFO
Mara3nHOB; A1 HAaC OYEHb BaXHO, UTOObI



NPOEKT Oblfl KAYeCTBEHHbIN 1 MPUBLIIBHBIN —
KaK AnA Hac, Tak 1 anAa napTtHépa. Kakabin
NPOEKT Mara3unHa paccMaTp1BaemM OUYeHb fie-
TanbHo. B ntore Hawwm ¢ppaHyaiav AOBOJbHbI
COTPYAHUYECTBOM, N MHOTME YXKe OTKPbII
BTOPOW 1 Jaxke TpeTuin marasnH modi ¢ Hamu.

- Ymo ebl npednazaeme ceoum napm-
Hépam? Kakyro nodoep Ky, ycsoeus, 3Ko-
HoMu4ecKyio mooesib?

— Mbl oKa3biBaeM noanepxKy dpaHyansu
Ha Ka)kJoM 3Tane Kak OTKpbITUA Marasu-
Ha modi, Tak 1 Npu nocnepytoweln pabote.
HaunHaem Bcerga c noncka nometeHus
nof marasuH, fjanee COBMeCTHO NPOBOAMM
neperoBopbl No apeHAae, coctaBnaem ¢u-
HaHCOBYIO MOAeNb, fieNlas PeasNCTUYHBIN 1
NecCUMUCTUYHBIN MPOTrHO3 OKYMNaeMOCTH.
[anee B cnyyae NoNoOXMTENIbHOTO peLleHns
06 OTKPbITMK MarasuHa npoBepsem JOroBop
apeHAbl 1 AaéMm 3aKoueHne NapTHEPY O Bbl-
ABJIEHHDBIX PUCKaX, MOMOraeM C MPOEKTOM Ma-
rasuHa, C COCTaBJIeH/EM TOBaPHOW MaTpWLbl, C
HaiMOM nepcoHana, obyyaem gupekropa 6y-
AyLlero MarasvHa 1 ero KomaHay, NpoBOAUM
COBMECTHbII 3aMycK, y4acTByeMm B OTKPbITU
HernocpeACcTBEHHO KOMaHAOM LieHTpanbHOro
odwuca 1 MHoroe fpyroe.

Mocne oTKPbITUA 3a MarasMHOM 3akpern-
NnAeTCA NepCcoHaNbHbIN MeHeaXep, KOTo-
pbliA, ABNAACL HACTAaBHMKOM ANIA AMPEKTOopa
1 NepcoHasia MarasuHa, Takxe CTaHOBUTCA
KOHCYNbTaHTOM Ans ¢paHyai3mn, KOHTPoNu-
pylowum Bce nNoKasaTtenn MarasvHoOB 1 -
HaMUKY BbINOJSIHEHMA GUHAHCOBOW MOAEenu
npoekta. [Nonyyasa no nHGopmaLMOHHON
crYcTeme flaHHble Mo TakUM NnoKasaTensam,
Kak ToBapoobopoT, cpepHuin ek, UPT, KoH-
BepcuA, MeHeXep No nogaepxke brnsHeca
CPaBHMBAET VX C MPOrHO3HbIMM 3HAUYEHUAMM.
W ecnv Heo6xoMMO, TO COBMECTHO C Nepco-
Hanom marasviHa 1 ¢paHyai3v NPUHUMATCA
pelueHuns, KoTopble MOMOTYT HaNaAUTb 1 On-
TUMKW3MPOBATb NMOKa3zaTenu.

Hwn oanH Bonpoc He ocTaéTcs 6e3 BHU-
MaHuA. OTY NOAAEPKKY OUYEHb LIeHAT Hallun

dpaHyUain3n, TaKk Kak y HUX MOABAIOTCA yBe-
PEHHOCTb B MPOEKTE 1 BPEMSA Ha NaHNpO-
BaHVe OTKPbITVA BTOPOro 1 MocieayoLwmnx
MarasvHoB modi.

Ecnu roBoputb 06 0KynaemocTu, To cpea-
HUI CPOK BO3BPaTa MHBECTULMIA MO NPOEKTY
OTKPbITVA MarasviHa modi COCTaBNAET OKOSIO
roga. K cnosy, poantu coctaBnset Bcero 3%
0T TOBapo0obopoTa B MeCAL, HaUMHasA C 4-ro
mecALa pabotbl.

- C MOoMeHmMa paseumus no hpaHwuse
npowio yxe 4yymo 6o/bwe 200d. Boi 0o-
80/1bHbI pe3ynbmamamu? Ymo, Ha eaw
8327110, npussiekaem K eam ¢ppaHyatizu?

—[la, Mbl, KaK 1 Hawwwv ¢paHyaii3u, LOBOJbHbI
pe3ynbTratamu, C yYETOM HOBbIX OTKPBITUI Mbl
pacwmpsaemM KomaHay npoekTa dppaHyan3nH-
ra n ctaBuM cebe 6onee ambuLO3HbIE Lenu
Ha 6yayuyee. MepBbli MarasviH no ¢paHLme
6b1n1 OTKPbLIT HamMK B MOCKBE B KOHLIE OHSA
2022 ropa. Ha cerogHALWHNA feHb OTKPbITO
y»e 14 marasvHoB ¢ 06lnpHON reorpadu-
eln: TaK, Hanpumep, ecTb GppaHYaN3NHIOBbIN
marasuH B KanuHuHrpage, ipkyTtcke, KpacHo-
Apcke, Bnagrkaskase, OpeHbypre v fpyrux
ropogax Poccun. bnarogapa ¢paHiumnze Mol
OTKpblBaeM HOBbIe rOPO/a, B KOTOPbIX PaHbLLe
He 6b110 MarasmHoB modi, 6e3ycnoBHoO, Mony-
YaeM XOpOLLME OT3bIBbl OT HOBbIX MOKyMaTenen,
KOTOpble paHbLLe He CTaIKUBaNIUCh C HaLWVM
dopmaTtom. OTo NpUAAET CUN BCE KOMaHge
modi 1 >KenaHune oTKpbIBaTb BCE 6onblue Ma-
rasviHOB KaK Ha HOBbIX TePPUTOPUAX, TaK 1 B
HoBbIX TL| B ropogax npucyTCTBMA CETU.

- Jlezko 1lu cmame 8awum napmHEPom-
¢ppanyatiizu?

- Ha 3T0T BONpoC HEBO3MOXHO OTBETUTH
0ofHO3HauHo. C OfJHOW CTOPOHbI, Mbl FOTOBbI
paccMaTpriBaTb MAPTHEPOB KaK C OMbITOM Be-
JeHnA busHeca, Tak 1 6e3 onbiTa. Ho B TO e
BPEeMA Cpeau Halvx MApTHEPOB Mbl XOTUM
BUJETb TONIbKO € AUHOMbILWEHHVKOB, TEX,
KOMY HPaBATCA Halla KOHLIENLMA, HaLl TOBap,
KOMY Hebe3pas3nMyHO MHEHUNE MOKyMNaTess.

CTPATEMMN ®PAHYAN3IUNHTA

DpaHyansn fomKeH NOMHOCTLIO NPUHATL Te
CTaHAAPTbI U NPaBUna, Mo KOTopbIM paboTaeTt
ceTb, UMeTb 6e3ynpeyHyto fenoByto penyTa-
LMo 1 Xopow i GUHAHCOBLIN NMOTeHUMan,
MO3BONALWMI OTKPbITb MarasuH modi.

- Modenumecy ceoum sudeHuem paseu-
mus 8 Poccuu Maza3uHo8 SMOYUOHA/TbHbIX
moeapoes. bydem nu sma ccpepa pacmu? Kak
noododep)xueamos NOKynamesbcKyo J10A/1b-
Hocmb? U 8 c8A3U ¢ Smum ceoumu n1aHamu
no pazsumuto cemu.

— CerofiHA Kak HUKOTAa BaXXHO KaAoMy
13 Hac NoJslyyaTb NONOXUTESIbHbIE SMOLUN.
OTKpblBaA HOBblE MarasuHbl B HOBbIX Pervo-
Hax 1 B HOBbIX TLl, Mbl BUAUM OUYEHb XOpO-
LN OTKIUK M Heyracawwmii UHTepec K Ha-
wemy nNpoAayKTy. BaXkHO He CTOATb Ha MecTe,
NMOCTOAHHO OMNTUMU3NPOBATL ACCOPTUMEHT,
BBOAUTb akTyaJibHble HOBWHKM, YAOBETBO-
pATb 3aNpocbl NOKynaTenen, NPoBoANTb
nccnefoBaHMA yooBNeTBOPEHHOCTM Mara-
31MHOM, aCCOPTMMEHTOM, KauecTBOM 0bcny-
XWBaHWA, YTO Mbl 1 filenaem. MokasaTtenu
LFL (Like-for-Like sales, unu conocraBumbie
NPOAAKM, T. €. COOTHOLLEHME BbIPYYKM, KOTO-
pYy0 NOSTYUYMSIN Mara3mHbl PO3HUYHON CceTU
B TEKyLLEM M MPOLLIOM OTYETHOM Nepuroge)
pacTyT rof oT rofa, YTo FOBOPUT O TOM, UTO
Mbl paboTaemM NpaBuAbHO, AaHHbIN TPEHA
pocTta 6yaem He TONbKO MNOAAEPXKMBATb, HO
1 yBeNNYMBaTb.

Ha cerogHsAWwHMI geHb B cetn modi pa-
6oTaet 60nee 100 mara3nMHOB, N3 KOTOPbIX
14 pabortatoT no ¢paHwwmse. [lo KoHUa roga
KoNnnMyecTBO GpaHYan3nHroBbIX MarasuHoB
6yneT okoso ABaguatu nATu. B cnepytowem
rofly niaHvpyem oTKpbITb 0kos1o 30 HOBbIX
Mmara3uHos modi no ¢paHwwmze. TakxKe cpe-
OV HalKX Liefieil — pacCMOTPeTb OTKpbITME
nepBblx Mara3nHos modi no ¢ppaHLlum3e 3a
py6exom.

11
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he brand of emotional goods modi appeared in 2017 and quickly became popular among domestic consumers. Since

2022, the brand launched a franchise and now entrepreneurs have the opportunity to connect to the successful modi
business scheme. Today, there are more than 100 modi retail shops operating in almost four dozen Russian cities, with
almost 20 million customers coming here to shop every year. The brand seeks to increase these figures by attracting
competent partners willing to jointly develop the network under the franchising system. OLEG POKROVSKIY, director of
the modi franchising department, spoke about how to become the owner of a business that brings in millions.

MODI NETWORK:
FRANCHISING WITH POSITIVE EMOTIONS

- To briefly formulate the idea of
“emotional goods” shops, what is it?

- modi is a brand of emotional goods
that inspire people. Going to our shops gives
the buyer positive emotions, because we do
not just create new goods, but make from
ordinary things something interesting and
extraordinary, something that can surprise and
amaze. Ordinary things in a new design begin
to bring not only joy when using them, but
also the desire to smile. We constantly receive
positive feedback about the atmosphere in
modi shops and the products we sell, both
from customers and from franchisees who
have decided to become our partners.

- The brand is quite young, when you
brought it to the market in 2017, was
a competitive environment already formed,
were there networks with a similar concept?

- The modi brand is unique in its segment,
since there is no other similar network that
has products in 14 different categories
under a single brand (private label) on areas
comparable to our stores. There were and are
no such emotional stores as modi. Anyone,
regardless of budget, with the help of our
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products, can create a creative space in their
home full of original details.

Nevertheless, as before, so now, we pay
attention to the competitive environment,
to the trends that are popular today. The
assortment of our stores is not static. We are
constantly adding something new, changing
from season to season, but at the same time,
there are “longsellers” products that were
introduced into the assortment matrix back in
2017 and are still selling well to this day. Today,
some product categories that intersected with
brands that left Russia are showing particularly
good growth, and we are expanding them,
thereby satisfying the request of our buyer.

- According to the franchising model, the
network began to develop in 2022, not the
easiest and most stable time in the economic
sense. What led to this decision? What
inspired confidence that this model would
succeed against the backdrop of falling
purchasing power?

— The decision to launch a franchising line
came earlier - in the autumn of 2021. Realizing
that all business processes in our stores and in
the central office are well established and work

like clockwork, as well as seeing the growth in
revenue and a constant increase in customers,
we decided that it was time to replicate this
success and share it with like-minded people
by opening a franchising direction.

And so, in February 2022, we announced
that the franchise product was ready and
began to consider projects for opening. Both at
the beginning of our journey and now, despite
ambitious development plans, we do not set
ourselves the task of opening many stores; it
is very important for us that the project is of
high quality and profitable, both for us and
for the partner. We consider each store project
in great detail. As a result, our franchisees are
satisfied with the cooperation and many have
already opened a second and even third modi
store with us.

- What do you offer your partners? What
kind of support, conditions, economic model?

—-We support franchisees at every stage of
both opening a modi shop and subsequent
work. We always start with the search
for premises for the shop, then we jointly
negotiate the lease, make a financial model,
making a realistic and pessimistic forecast



of payback. Further, in case of a positive
decision to open a shop, we check the lease
agreement and give a conclusion to the partner
about the identified risks, help with the shop
project, with the product matrix, with the
recruitment of staff, train the director of the
future shop and his team, conduct a joint
launch, participate in the opening directly by
the head office team and much more.

After the opening, the shop is assigned
a personal manager, who is a mentor for the shop
director and staff, but also becomes a consultant
for the franchisee, controlling all the indicators
of the shops and the dynamics of the financial
model of the project. Receiving data on such
indicators as turnover, average cheque, upt,
conversion through the information system,
the business support manager compares them
with the forecast values. And if necessary,
together with the shop personnel and franchisee,
decisions are made that will help to adjust and
optimise the indicators.

Not a single issue is left without attention.
This support is greatly appreciated by our
franchisees, as they have confidence in the
project and time to plan the opening of the
second and subsequent modi stores.

If we talk about payback, the average return
on investment for the modi store opening
project is about a year. By the way, the royalty
is only 3% of the turnover per month, starting
from the 4th month of work.

- A little more than a year has passed
since the development of the franchise. Are

you satisfied with the results? What do you
think attracts franchisees to you?

- Yes, we, like our franchisees, are satisfied
with the results, taking into account new
discoveries, we are expanding the franchise
project team and setting ourselves more
ambitious goals for the future. The first
franchise store was opened by us in Moscow
at the end of June 2022. To date, 14 stores
with an extensive geography have already
been opened, for example, there is a franchise
store in Kaliningrad, Irkutsk, Krasnoyarsk,
Vladikavkaz, Orenburg and other cities
of Russia. Thanks to the franchise, we are
opening new cities in which there were no
modi stores before, and we certainly get good
reviews from new customers who have not
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encountered our format before. This gives
strength to the entire modi team and the
desire to open more and more stores both in
new territories and in new shopping centers
in the cities of the chain’s presence.

- Is it easy to become your franchisee
partner?

- It is impossible to answer this question
unambiguously. On the one hand, we are
ready to consider partners both with and
without business experience. But at the same
time, among our partners we want to see
only like-minded people, those who like our
concept, our product, who care about the
buyer’s opinion. The franchisee must fully
accept the standards and rules by which the
network operates, have an impeccable business
reputation and good financial potential to
open a modi store.

- Share your vision of the development
of emotional goods stores in Russia. Will
this area grow? How to maintain customer
loyalty? And in connection with this, your
plans for developing the network.

- Nowadays, more than ever, it is important
for each of us to receive positive emotions.
When we open new shops in new regions and
in new shopping centres, we see a very good
response and undying interest in our product.
It is important not to stand still, to constantly
optimise the assortment, introduce current
novelties, to satisfy customers’ demands, to
conduct research on satisfaction with the shop,
assortment, quality of service, which is what
we do. LFL (Like-for-Like sales, or comparable
sales, i.e. the ratio of revenue received by the
retail chain’s shops in the current and previous
reporting period) indicators are growing year
by year, which shows that we are working
correctly and this growth trend will not only
be maintained, but also increased.

Today, the modi chain has more than 100
shops, 14 of which are franchised. By the end
of the year the number of franchised shops
will be about twenty-five. Next year we plan
to open about 30 new franchised modi shops.
Also among our goals is to consider opening
the first modi franchise shops abroad.
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ABTOMOMKU «C-MO3FAMU» —
KAK OCHOBA PEHTABENBLHOTO BU3HECA

oiikn camoobcnyxusanua (MC0) — puHamuuHo pa3BuBatoLmiica GusHec.

Mex gy urpokamu, }enaiowmumm 3aHATb 3TY HULLY, PACTET KOHKYPeHUUA, U ObITb
ycnewHbiM B aBTOMOEYHOM 6U3Hece HenpocTo.
KomnaHnua ALLES n3 CankT-lleTepbypra — Bepywwmii poccuitckuii NponsBopuTeNb
aBTOMaTN3MpoBaHHoro o6opyaoBanua 1 M0 gna «ymHO» MONKKM CamMo0o6CyKUBaHUA,
YbA ceTb C06CTBEHHDBIX U GPaHILU3HbIX ABTOMOEK HacuuTbiBaeT 6onee 150 06beKTOB 1
npofomxaet pactu. (Boto popmyny ycnexa KOMnaHUA NULLET, COeAUHAA AKTYaNbHbIil
CNpocC ¢ CynepHOBbIMU TEXHONOTUAMM, Npeiaras aBTopckoe NporpammHoe
o6ecneyeHue AnA yAanéHHoro ynpaBneHus nio6bim KonmuectBom 06beKToB ans
¢paHuaii3n B coyeTaHUN ¢ MyNLTUKOMIIEKCOM MOEUYHbBIX MPOrpamm U pexumoB Ans
asToBnagenbLes. Mbl noroBopunu ¢ AUPEKTOPOM Mo MapKeTUHry Komnanum ALLES
AHHO/ TYPABA 0 Tom, Kakie yHUKa/bHble peLieHus 06ecneynBaloT KOMNaHum 1 eé

napTHépaM yBepeHHble No3ULnKn B 0TPac/u.

COOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOVOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOO0

- AHHa, moliKu camoo6cnyxueaHus
Hab6pasnu nonynapHocme: He 3aHAMA U
cetiyac sma Huwa, ocmaromcaA nu MCO ux-
8eCmuyuoHHO npueJsieKameslbHbIMU, 0CO-
6eHHo 8 Kpu3uc?

— ®opmat MCO npuwén K Ham 13 EBponbl
neT 15 Ha3aj v OTINYHO MPUXKNIICA B POC-
CUINCKOM cUCTeme KoopamHat. Mbl NpuBbIKIY
MHOroe fenatb camu, CBOVMU PyKamu, TONbKO
paHbLLUe MblV MaLUVHY C BEAPOM U TPAMKOMN
BO [iBOpe WK Ha Aaye, a Tenepb noasuiacb
BO3MOXHOCTb AieniaTb 3TO Ha MOMKe.

CerofiHa gona camoobcny»ek 1 poboToBs B
obLelt CTpyKType aBToOMOeK — okono 20%, n
OHM MOCTEMEHHO BbITECHAIOT C PblHKa aBTO-
MOWKW C NepcoHanom. Ha cmelleHre cnpoca
B CTOPOHY 6onee felwéBoro u 6bICTporo cep-
BMCa BNIMAIOT BMOJIHE OO bEKTVIBHbIE SKOHOMU-
yecKure NPUYMHbI: KIIMEHT rofiocyeT pyoném.
MwuHVManbHble Yekn Ha MocTax camoobcny-
XunBaHuA — 150-200 py6nei, B TO Bpema Kak
B CTaHAAPTHOM CEepBUCE MOXHO NPUBECTU
MaLUuvHy B NopsAAok oT 400-450 py6nei.

EMKOCTb pbiHKa MO3BOMAET OTKPbIBATb HOBbIE
06beKTbl. MIAET pa3paboTka HOBbIX MeCT: 3TO
aBTocToAHKM, A3C, TLL n npocTo HeOCBOEHHbIE
TEPPUTOPUI C BbICOKOM MIOTHOCTbIO 3aCeeHNA.

OTgenbHO OTMeuy, YTO aBTOMOWKa — ycyra
perynapHoro cnpoca. OrpomHbI aBTOMapK,
HU3KWUI CPefHUI YeK 1 BbICOKas peHTabesb-
HOCTb fieNlaloT MOMKM camMoobCcnyXnBaHumaA
KnoHparikom ana ux snagenbLes. B cermeHTe
MCO yBepeHHbI pocT 06bEMa npofax. Hu
B MaHAEMMUIO, HU B UHble Kpn3ncbl y ALLES He
3aKpbINCA HY OfMH 06beKT! Tak uTo Ha co6-
CTBEHHOM onbiTe y6egunucn, yto MCO - no-
HaCTOALLEMY aHTUKPU3MCHAA HULLA.

- B pocculickom asmomoe4yHom 6u3Hece
o4YeHb 6bICMPO NPOUCX0OAM U3MEHeHUs.
Kakoe enusHue 3mo okasvieaem Ha pas-
eumue KomnaHuu?

— B Poccum npoposnkaetca 6ym B cermeHTe
«YMHbIX» aBTOMO€K. Bbicokas peHTabenbHOCTb
MCO onpepensaeT pocT xenawLmnx BONTK B
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613HeC, yBenmumBasa KOHKYPeHLMIo 1 rpaayc
conepHMYecTBa Mexay NponssoanTensiMmm
ob6opyanoBaHuA. C poCTOM KOHKYpeHLuK Lie-
HOBOW fMana3oH Cy3nTcA, NPOn30MNAET fasb-
Hellwan cermeHTauns No CeEPBUCHBIM OCHO-
BaHMAM: nog Kntod, MO, MoeYHbIN KOMMNEKC,
nporpamMmbl JI0AILHOCTH.

Komnanua ALLES pgenaet ctaBky Ha 1O n
TefleMeTpuIo — KaK Ha Beflylee KOHKYPeHT-
Hoe npenmMyLiecTBO 613Heca. Mbl yuumcsa y
TMraHTOB PbIHKA BO BCEX OTPACHAX M CTapa-
emca caenatb nydwe. ALLES Bcerga yaenset
camoe NMpucTaibHoe BHMaHUe KayecTBy, a He
KonumuecTy. POCT ceTn — 3T0 yxe cneacteue
ycneLHbIx pa3paboTok, MHHOBauumi, Ludpo-
BM3aLuNn.

- ALLES denaem cmaeKy Ha co6cmeeHHble
UHHOBAYUOHHbIe paspabomku 019 aemo-
Moek, a He Ha 2omosblie peuieHus. [Toyemy?

— MOXHO, KOHEUHO, NMOLWYTUTb, YTO UHHO-
BaLMA TeEM 1 HOBA, YTO Tbl CAENan 3To nep-
BbIM. Ha camom pene BCcE npo3anyHee. Ecnum
Mbl roBopum npo MO, 3gecb noboe rotoBoe
pelueHune orpaHnyeHo GyHKLMOHaNoMm, v Bbl
BbIHY[EHbl «AOMUINBaTb» €ro NOJ, CBOE Xe-
ne30, ycnyru, nNaTéxHble CUCTEMbI, He FoBOPSA
ye Npo penesaHTHble pbiHKY UlI/UX-cepBucbl.
A 3HauuT, No NO6LIM KOPPEKTUPOBKAM U an-
rpeiay Hy»kHO obpallaTbca K npaBoobnagate-
0. 9T AOAITO, AOPOTO 1 He BCEraa BO3MOXHO.

Yr0 e KacaeTca pa3paboTok HoBOro 06o-
PYAOBaHUA 1 OTAENbHbIX €r0 Y3/10B, TO OTeye-
CTBEHHble CaMOOOCY>KKU Ha fLlAHHOM 3Tarne
Ccepbé3HO NPEeB30LWN CBOMX EBPOMNENCKINX
popoHavanbHukoB. CerogHa B Poccun MCO
MOXET NPeanoKnTb BaM MYSIbTUKOMMIEKC
13 20 Nporpamm 1 PeXXMMOoB, MySTbTUMNATEK-
HYI0 CCTEeMY OMnaThl U WNMPOKUIA CMEKTP NPo-
rpaMm noAnbHOCTY, B TO BPEMA Kak eBponen-
CKVe KOHBENepHble TEXHONOT UM NPOAOSTKaoT
LUTaMMNoBaTb KOMMIEKTbl 060pyf0BaHMA Ha
4-8 nporpaMm MakCcumym.

Halwa KkomnaHmA ¢ camoro Havana B3ana
KypC He Ha Mpofaxy roToBbIX KOMMNIEKTOB, a

Ha MoJiHyl0 aBToMaTr3aLumio 06opyaoBaHMA
ANA aBTOMOEK C BO3MOHOCTbIO ANCTaHL -
OHHOro ynpasJieHna Bcem 6usHecom. M no
3ToM NpnymHe B 2015 roay 3anyckaeT cBOé
NpPOV3BOACTBO 1 NULLET NePBYI0 NPOrpaMmy
ynpasfiieHna MONKon. Mbl XOTUM He3aBKCK-
MOCTW OT MOCTaBLMKOB, XOTUM CO3aBaTb
COGCTBEHHDBIN YHUKaNbHbIA KOMMNEKCHbI
6113HeC-NPOAYKT, a He 3anyacTu K Hemy. ALLES
y>Ke Ha CTapTe NapTHEPCTBa AAaET CBOMM ppaH-
Yaln3n MHCTPYMEHT K ynpaBneHuto 1 MacluTa-
61poBaHNIo B3HECOM 1 CEPBUCHbIE rapaH-
TUW pe3nAeHTa, YTO HEManoBaXKHO B TEKYLLINX
peannax. O6opygoBaHmne «C MO3ramm» —
OCHOBa HafIéXHOrO peHTabesIbHOro Masoro
1 cpefHero 6r3Heca aBTOMOEK.

- Pacckaxxume o mex npeumywecmeax,
Komopble 0aém npo2pamMMHO-annapam-
HbIl Komniekc ynpaeneHusa motikamu ALLES
CONTROL.

— ALLES CONTROL - 310 o4yeHb Wwnpokas
no yAaanéHHbIM HacTporKam c1cTema ynpas-
neHuA. K Heln noakntoueHbl Bce GUpMeHHbIe
1 GpaHLLN3HbIE MONKN KOMMaHWUN.

Ecnn He BAaBaTbCA B AeTanu, TO NPUHLMN
LEeNCTBUA MPOCT: Yepes TEXHNYECKUIA NHTep-
deiic Bnagenew NoaKMoYaeTca K KOMMbloTe-
py MOIKM Ana ynpasneHns obopyaoBaHmeM,
NPOCMOTpPa CTaTUCTUKN U drHaHCcoB. Onepa-
TOp Ha 06beKTe MMeET JOCTYN K HAaCTPOMKaM
yepes nnaHwet n Wi-Fi. ABToBnageneu ve-
pe3 nonb3oBaTeNbCKuii MHTEPHENC BbIOU-
paeT ycyr MoKy, KOMaHza nocTynaeT Ha
ACY, koTopas 3anycKkaeT HacoCbl, ABUraTenu,
OTKPbIBAET KNanaHbl U T. M.

/13 yHuKanbHoro: 45 A3bIKOB Ha NaHenu, Bce
¢dopMmbl ONnaTbl, HACTPOKA AOMOSTHUTENbHbBIX
pPEeXMNMOB K NporpaMmmam Monku. OgHako no
Mepe paboTbl Mporpammbl 1 c6opa 3anpocos
oT ppaHyaii3m KomnaHma ynépnacb B NOTONOK
BO3MOXXHOCTEN NPUMEHAEMbIX TEXHONOMUI 1
AHANUTUKN OaHHbIX.

CerogHa IT-cneymanncTbl KOMNaHUN NALYT
Bepcuio 2.0, KoTopas 6yaeT HasbiBaTbcA ALLES



TRAFFIC CONTROL, oHa BbIfeT Ha TeCTUPOBa-
Hue B 4-m KBapTane 2023 r. Mbl nepexogum ot
JIMHENHBIX MHTEPHET-TEXHONOMUI Ha CETEBbIE
Be6-TexHonornun. ACY Hanpsamyto coefirHeHa ¢
obnakom. Bmecto otaenbHbix IP-agpecos ana
KaKAOM MOVIKM — e AMHbIV JOCTYN K Heorpa-
H/YEHHOMY KONYECTBY COOCTBEHHBIX OObEK-
TOB U CUHXPOHM3MPOBAHHbIE AaHHbIE CO BCEX
KOHTposnepoB. Bca nHdopmauma nHTerpupo-
BaHa B offHOM MecTe. 3T0 yA06HO PppaHyuan3u n
NPOCTO HEO6XOANMO YNPaBNAOLLEN KOMMAHNN.

Be3ycnosHo, paclumpsetca GyHKLMOHanN:
6ynet 6onblue CTaTUCTUKK, YAOOHON Ana
CpaBHeHVA M aHaNUTUKKY, 1 Macca Apyrux no-
ne3Hbix GyHKLWI — BANOTb A0 cbopa KnumaTtu-
YecKoW CTaTUCTUKK, KOTopas AacT MOHMMaHne
CEe30HHOCTM NOJIb30BaHWA YCIyramu, a cnefo-
BaTesIbHO, 60Js1ee TOYHOE MPOrHO3NpPOBaHNe
[IOXOA0B U NNaHNPOBaHNE CEPBUCHbBIX PaboT.
[Lo6asum onuuio TRAFFIC no ynpasneHuio
noeefeHNeM KnneHTa (HaBurayus, Bpems
apeHabl 60Kca, NnepcoHanmsaums).

- OOUH u3 3¢ppekmueHbIx 6uU3-
Hec-UHCMpyMeHmMo6 KOMNAaHuu — Mo6usb-
Hoe npuJio)eHue c Npo2pammoui J105/1bHO-
cmu ALLES BONUS. Kakue npeumywecmea
OHO 0aém ¢ppanyatisu?

- Ha aBryct 2023 roga B nporpamme so-
anbHocTn ALLES BONUS 3apernctprpoBaHo
noytn 670 TbiC. yenoBek. Boiroabl AnAa as-
TOBJIaAeNbLEB NPOCTbI Y MOHATHBI: KeLW63K A0
30%, akuu1u, NPBETCTBEHHbIE 1 NMPa3AHNYHbIE
6OHYCbI, «CHACTNBbIE YaCbI» U T. M.

Mpenmyuwectsa ana dpaHUamsmn Toxe
NPO3payHbl: KIMEHTbl BO3BPaLLaloTCA CHOBA
1 cHoBa. YacTo npuumHom oTToKa Tpadurka
CTaHOBMWTCA OTCYTCTBUE NHCTPYMEHTOB BO3-
BpaTa MMEHHO Ha 3Ty MOWNKY. Korga ueHbl
pPacTyT, a KIMEeHTbI He NoslyYaloT AONOSHN-
TeNbHOWN BbIroAbl, IIOAAM CTaHOBUTCA BCE
PaBHO, exaTb MMEHHO Ha 3Ty MOWKY Wau Ha
cocefiHiol0. A Kelb3K — TO, C Yem 1 3a Yem
noan Bo3BpalyatoTca K Bam. o ctatnctumke,
80% — 5To BO3BpaTHble BU3NTbI, T. €. Te Camble
«MOCTOAHHMKM», KOTOPble AenaloT OCHOBHYIO
BbIPYUKY MOWKe.

DrHaHCcoBaA CTaTUCTMKA MOEK C Noj-
kntouéHHom ALLES BONUS nokasbiBaeT, uto
YCTONYMBBIN BO3BPATHbIV TPadurK He TONbKO
oKynaet «b1UHaHCOBble NoTepu» OT KelwbaKa,
HO 1 BbIBOAUT 06BEKT B MJ1IOC N0 060POTY.
Onuua paboTaeT Kak CHEXHbIN KOM: Konnye-
CTBO MOCTOAHHBIX KIIMEHTOB PacTéT. Kelbak
«MPVBA3bIBAET» X UMEHHO K BaLUMM MOWKaM.

CerofHA nogknoyeHne MobUNbLHOM Npo-
rpammbl noanbHocTn B cetn ALLES no6po-
BoJSibHOE. Mbl He 06A3bIBaeM dppaHyan3m no-
KynaTb e€. Ho n npepgoctaBnAtb 6ecnnatHo
B 6a30BOM MakeTe HeT CMbICI1a, MOCKOMbKY
HalUW NAPTHEPbI 1 TaK MNOMb3YIOTCA YHUKaNb-
HOW NpuBWerven BONTA B ceTb 6e3 nayLuarnb-
HOro B3HoCa 1 poanTu. losTomy 3a nogkntoye-
Hue ALLES BONUS ynpasnsiowas KomnaHua
B3UMaeT aboHeHTCKyto nnaty. ExemecauHas
cymma 6onee yuem agekBatHas: 10 000 py6. +
1% oT 60HYCcHOro o6opora.
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BbonbLwan YacTb GpaHLIM3HBIX TOYEK (76%)
NOAKIoYEHa K Nporpamme nosnbHOCT. HoBry-
K1 BCe e€ NOAKIIIYALOT, T. K. BbIrofa oYeBuaHa.
Mbl roToBVM penn3 06HOBIEHHOrO MOBUIBHOTO
NPUNOXeHUA. YBEPEHa, YTO C BBEL,EHEM HOBO-
ro ¢yHKUMOHana pacnpocTpaHeHvie JaHHOW
onuuu no cetn 6yget ctpemutbea K 100%.

- Oparwu3sa ALLES HeoOHOKpamHo npu-
3Haeasace nyqwetli 60 MHO2UX OmpacseeobiX
pelimuHzaax. Packpolime HeCKO/1bKO 8aXKHbIX
yuep: ckonbKo c amu 3apabameiearom
¢panyatiizu?

— CeropiHA y Hac paboTaet 6onee 150 Touek,
ewé 27 caenoK HaXoAATCA Ha pasHbIX 3Tanax
3aKPbITUA U 3anycka 06bEKTOB. Y HEKOTOPbIX
napTHEPOB ye Mo 5-6 MoeK. Ho «<yHNKOBY,
naptHépos c ogHon MCO, B TOM Ymncne n Ho-
BMYKOB, 60sbLue 60%, 1 3TO pagyeT, Tak Kak
NoO3BOJAET He TOJIbKO PacLUMpPATL reorpaduto
npucyTCTBUA, HO 1 GOPMMPOBaTb 3aaen AnA
NOBTOPHbIX cAenok. OKynaemMocCTb Hallero
obbekTa - 3-5 net.

CrapToBble HBECTULIMN CTaHAAPTHOW 6-M0-
CTOBOW MOVIKI CaMO0BCyKMBaHNA MOA KItoY Ha
obopynosaHumn ALLES — 370 27-32 mnH py6neii
(6e3 yuéta ctoumocTy 3emnn). CpegHuia o6opoT
Takol camoobcnykku — 1,5 MiH py6. B MecAL.
Yncran nprbbinb 3a BbIYETOM EKeMECAYHbIX pac-
xofoB —600-800 Tbic. py6neit B MecsLl. B BbIcOKMiA
Ce30H «LWeCTépKa» MOXeT MPUHOCUTL A0 3 MIH
py6. BbIPYUKU B MECALL.

PeHTabenbHocTb aBTOMOEYHOro 613Heca
ALLES Bbicoka — 35-55%, n gns BbixoAa Ha
OKYMaemoCTb exKemMeCAYHbIX PaCXOA0B HOBOW
TOUKe AOCTAaTOYHO 4-6 MecALEeB.

[a, ueHa Bxopa B 6U3HeC BbicOKas, TYT Ba-
YKeH UHAMBUAYaNbHbIA NOAXOA, WABMOHHbIX
peleHnn He 6biBaeT. [o3ToMy Halm cneum-
anuncTbl NOAPOo6HeNILMM 06pa3om n3yyatot
BCe AieTanv M HeCKOMNbKO Heflenb paboTatoT ¢
6ynyLMM NapTHEPOM, Mpexae Yem Mbl NoA-
nuwem KoHTpakT. ALLES-dpaHwmza — 370 He
npopjaxa, 3To NapTHEPCKUIN 6U3Hec, fonro-
CPOYHbIV N B3aUMOBBITOLHbIN.

- Ha kakue mepbl no00dep>XKu co cmo-
POHbI KOMNAHUU MO2ym paccyumsieame
¢panyatiizu?

- B nepByto ouepenpb dppaHwumza ALLES gaért
6bICTPbIN BXOZ B aKTyarnbHyto chepy bnaroga-
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pA rotoBoW 6U3HEC-MOoAeNy, CHUXKaeT PUCKU
CTapTanam, rapaHT/pyeT y3HaBaeMoCTb C nep-
BbIX AiHel 6narofgapa 30HTMUYHOMY GpeHay.
Takxe npu 3aKYeHUN OroBopa KoMmepye-
CKOW KOHLeccnmn GppaHyan3m Bnpase paccyum-
TbIBaTb Ha NIbrOTbl 1 CYOCUANMN OT FOCCTPYKTYP.

B uenom naket ¢paHwmsbl ALLES - 370:
oduumanbHbIi ToBapHbI 3HaK ALLES; dpriHaH-
COBO-NpaBoBasA MoAesb 6r3Heca; UHXeHep-
HO-CTPOUTESIbHBIN NPOEKT MOMNKY; KOMINNEKT
ob6opyposaHus 1 MO ana yaanéHHoro ynpas-
NEHUA; raPaHTUIHBINA Y NOCTraPaHTUMHbBIN cep-
BUC; 6peHAdYK 1 MapKeTMHroBas noafepKKa.

Mbl He 3aHMMaeMcA ToTanbHbIM MPAMbIM
KOHTPOMEM KaxX[ol aBTOMOWKY, TaK Kak 3TO
nuwaeT GpaHyaii3n camocToAaTeNlbHOCTH. Mbl
CTapaeMcsa KOHTPONMPOBATb TOSIbKO KOPPEKT-
HOCTb MCMONb30BaHUA TOBAPHOIO 3HaKa U
cobniopeHne TeEXHNYECKUX PernameHToB:
BCE-Takm 060pyAOBaHMe y HacC HefeLéBoe.
CnoxHas c1cTeMa BCeBO3MOXHbIX [aTUMKOB,
KOHTPONNepPOB 1 BUAEeOHabNoAeHNA CHAMaeT
HeobXoANMOCTb PYUYHOro KOHTpons. Mntoc
ob6a3aTenbHO 06yyaem ynpasnaoLmx 1 one-
paTopoB, B NepByto ouepefb paboTe C KneH-
Tamu, Befib B rOfI0Bbl JaTUMKM He MOCTaBULLb.

- [Todenumece n1aHamu no paseumutio
6u3Heca Ha 6nuxxaliwee spems.

— Haw 6eccmeHHbIN pyKoBOAUTENb 1 OCHO-
BaTeNb KOMMaHuu Bauecnas Konomued ybe-
XOEH B TOM, UTO 6U3HeC-naea AomkHa 6biTb
[0NIrOCPOYHOI. TONbKO Tak Bbl CMOXKeTe pa-
60TaTb Ha CTpaTeruo pa3BuTKSA, a He Ha CUto-
MUHYTHYIO KOHBEPCHIO NMPOAaX.

CeTb ALLES ceropHs — 370 yxe 6onee 150
MCO, Ho cka3aTb, 4YTO y HaC eCTb YETKaA, Kak
LIBeMLapCKIMe Yacbl, BU3HeC-KoHLenuus, A He
mory. KomnaHus, Kak 1 60nbLUMHCTBO 613HeCcoB
B CTpaHe, CTPOMNach Ha SHTY3Ma3me OCHOBa-
Tena. /l uctopua cetv — 310 B NepByto ouepeab
NCTOPWA NIMYHBIX MPOAAX, KpeaTnaa 1 PUCKOB
BNafenbLia, 3aTAXKHOW NPbIKOK B HEV3BECTHOCTb
IJIMHO B BOCEMb J1eT. Mbl NpoaosiKaem nckaTb,
TBOPWTb, SKCMEPUMEHTMPOBATb U yOeXaeHbI,
YTO FOHKY BbIUIPAET CaMblil TEXHONOMNYHBIIA.
He 6yny packpbiBaTb BCEX CEKPETOB, HO MiaHbl
rpaHano3Hble. Mbl noctaBunm cebe ambrLmos-
Hy!0 Lienb: 4To6bl «Annec» CTano UMeHem Hapu-
LiaTesbHbIM [J15 BCEX «YMHBIX» MOEK Camoo0CiTy-
MKMBaHMA, KaK JKMMN NI KCEPOKC.
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AS A BASIS FOR PROFITABLE BUSINESS

S elf-service car washes (SSWs) are a dynamically growing business. There is
an increasing competition among the players who want to occupy this niche,
and it is not easy to be successful in the car wash business.

St. Petersburg-based ALLES is a leading Russian manufacturer of automated
equipment and software for intelligent self-service car washes, with a network
of more than 150 own and franchise car washes that is still growing. The
company writes its formula for success by combining current demand with
super new technologies, offering authoring software for remote management

of any number of facilities for franchisees combined with a multi-complex of
wash programs and modes for car owners. We spoke to ANNA TURAWA, ALLES
Marketing Director, about the unique solutions that give the company and its
partners a strong position in the industry.

- Anna, self-service car washes have
gained popularity, is this niche not occupied
now, are SSWi still attractive for investment,
especially in the crisis?

- The SSW format came to us from Europe
about 15 years ago and is perfectly rooted in
the Russian coordinate system. We are used
to doing a lot of things ourselves, with our
own hands, only earlier we used to wash the
car with a bucket and a rag in the yard or in
the country house, and now it is possible to
do it in a car wash.

Today, the share of “self-service” and robots
in the total structure of car washes is about
20%, and they are gradually replacing the
car washes with staff from the market. The
shift of demand to cheaper and faster service
is influenced by quite objective economic
reasons — the customer votes with his rubles.
Minimum checks at self-service stations cost
150-200 rubles, while in a standard service
will be from 400-450 rubles.

The capacity of the market allows to
open new facilities. New locations are being
developed: parking lots, gas stations, shopping
centers and simply undeveloped areas with
high population density.

I would like to note separately that car wash
is a service of regular demand. A large fleet,
low average check and high profitability make
self-service car washes a klondike for their

RUSSIAN BUSINESS GUIDE {CEHTABPb 2023}

owners. The SSW segment has seen a steady
growth in sales volume. ALLES did not close
a single location during the pandemic or any
other crisis! So we have seen first hand that
SSW is a true anti-crisis niche.

- The Russian car wash business is
changing very rapidly. How does this affect
the company’s development?

- The boom in the smart car wash segment
continues in Russia. The high profitability of
SSW determines the growth of those who want

to enter the business, increasing competition
and the degree of rivalry between equipment
manufacturers. As competition increases,
the price range will narrow and further
segmentation on the basis of services will take
place: “turnkey’, software, washing equipment,
loyalty programs.

ALLES relies on software and telemetry as
the company’s leading competitive advantage.
We learn from market giants in all sectors
and strive to be better. ALLES always puts
quality before quantity. The growth of the
network is already a consequence of successful
development, innovation and digitalization.

- ALLES relies on its own innovative
developments for car washes rather than
off-the-shelf solutions. Why is that?

- Of course, it is possible to joke that an
innovation is innovative because you were
the first to do it. In reality, things are more
prosaic. When it comes to software, any off-
the-shelf solution is limited in functionality,
and you have to “finalize” it for your hardware,
services, payment systems, not to mention
market-relevant UI/UX services. This means
you have to go back to the copyright holder for
every customization and upgrade. This is time
consuming, expensive and not always possible.

As for the development of new devices and
their individual components, domestic self-
services have now significantly surpassed their
European predecessors. Today in Russia SSW
can offer you a multi-complex of 20 programs
and modes, multi-payment system and a wide
range of loyalty programs, while European
conveyor technologies continue to stamp sets
of equipment for 4-8 programs at most.

From the very beginning our company has
taken a course not to sell ready-made kits, but
to fully automate equipment for car washes
with the possibility of remote management
of the entire business. That’s why in 2015 we
started our own production and wrote the
first car wash control program. We want to be
independent from suppliers, we want to create
our own unique complex business product,
not spare parts for it. From the beginning of
the partnership, ALLES gives its franchisees
a tool to manage and scale the business and
service guarantees of the resident, which is
important in the current realities. Equipment
“with brains” is the basis for a reliable and
profitable small and medium sized car wash
business.

- Tell us about the advantages of the
ALLES CONTROL software and hardware
complex for car wash control.

- ALLES CONTROL is a very
comprehensive remote control system.
All company and franchise car washes are
connected to it.

Without going into details, the principle
of operation is simple - through a technical
interface, the owner connects to the wash
computer to control the equipment, view



statistics and finances. The operator on site
has access to the settings via tablet and Wi-Fi.
The car owner selects the washing services
through the user interface, the command goes
to the automated control system, which starts
pumps, motors, opens valves, etc.

Of the unique: 45 languages on the panel,
all forms of payment, setting additional
modes to the washing programs. However,
as the program began to work and requests
from franchisees were collected, the company
reached a ceiling in terms of the capabilities
of the technologies used and data analysis.

Today, the company’s IT specialists are
writing version 2.0, which will be called
ALLES TRAFFIC CONTROL. We are
moving from linear internet technologies to
network web technologies. The ACS is directly
connected to the cloud. Instead of separate IP
addresses for each car wash, there is a single
access to an unlimited number of own objects
and synchronized data from all controllers.
All information is integrated in one place.
This is convenient for the franchisee and
simply necessary for the management
company. r

Of course, the functionality will be
expanded: there will be more statistics,
convenient for comparison and analysis,
and a lot of other useful functions, up
to the collection of climatic statistics,
which will allow understanding the
seasonality of service usage and
therefore more accurate forecasting of
income and planning of service works.
We will add the TRAFFIC option to
manage customer behavior (navigation,
box rental time, personalization).

- One of the company’s most
effective business tools is a mobile
application with the ALLES BONUS
loyalty program. What are the benefits for
franchisees?

- Almost 670 thousand people are
registered in the ALLES BONUS loyalty
program. The benefits for car owners are
simple and clear: cashback up to 30%,
promotions, welcome and holiday bonuses,
happy hours, etc.

The benefits for franchisees are also
clear - customers keep coming back. Often, the
reason for customer defection is a lack of tools
to return to that particular car wash. If prices
go up and customers do not receive additional
benefits, people do not care whether they go to
that particular car wash or a neighboring one.
Cashback is what people come back to us with
and why they come back to us. According to
statistics, 80% of the visits are return visits, i.e.
the “regulars” who make up the main income
of the car wash.

Financial statistics of car washes with
ALLES BONUS connected show that stable
return traffic not only recovers the “financial
losses” from cashback, but also brings the
facility to a plus in turnover. The option

works like a snowball - the number of regular
customers grows. Cashback “connects” them
to your car wash.

Today, joining the mobile loyalty program
in the ALLES network is voluntary. We do
not force franchisees to buy it. But it does not
make sense to include it in the basic package
for free, because our partners already enjoy
the unique privilege of joining the network
without paying a lump sum and royalties.
That is why the management company charges
a subscription fee for the ALLES BONUS
connection. The monthly amount is more
than sufficient: 10 000 rubles + 1% of the
bonus turnover.

Most of the franchise stores (76%) are
connected to the loyalty program. Newcomers
all connect to it, as the advantages are obvious.
We are preparing the release of an updated
mobile application. I am sure that with the
introduction of the new functionality, the
spread of this option in the network will tend
to 100%.

- The ALLES franchise has been
consistently recognized as the best in many
industry rankings. Give us some key figures -
how much do franchisees earn with you?

- Today we have more than 150 locations
and 27 more deals are in various stages of
closing and opening. Some partners already
have 5-6 car washes. But “unique’, partners
with one SSW, including newcomers — more
than 60%, and this is pleasing, because it
allows not only to expand the geography of
presence, but also to form a margin for repeat
transactions. The payback period for our
equipment is 3-5 years.

The initial investment in a standard
turnkey 6-post self-service car wash
with ALLES equipment is 27-32 million
rubles (excluding the cost of land). The
average turnover of such a “self-service” is
1.5 million rubles per month. Net profit
minus monthly expenses is 600-800
thousand rubles per month. In the high
season “six” can bring up to 3 million rubles
of revenue per month.

The profitability of ALLES car wash business
is high - 35-55%, and it takes 4-6 months
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for a new point to break even on monthly
expenses.

Yes, the cost of entering the business is high,
it is important to take an individual approach,
there are no standard solutions. That’s why our
specialists study all the details and work with
the future partner for several weeks before
signing the contract. ALLES franchise is not
a sale, it is a partnership business, long-term
and mutually beneficial.

- What support can franchisees expect
from the company?

- First of all, the ALLES franchise allows
a quick entry into the business thanks to
a ready-made business model; it reduces
the risks of starting a business; it guarantees
recognition from the first days thanks to an
umbrella brand. In addition, the franchisee
can count on benefits and subsidies from
public authorities when signing a commercial
concession contract.

In general, the ALLES franchise package
includes: the official ALLES trademark; the
financial and legal business model; the
engineering and construction project
of the wash; a set of equipment and
software for remote management;
warranty and post-warranty service;
brand book; and marketing support.

We do not engage in total direct
control of each car wash, as this takes
away the franchisee’s independence. We
try to control only the correct use of the
brand and compliance with technical
regulations - after all, our equipment
is not cheap. A complex system of all
kinds of sensors, controllers and video
surveillance eliminates the need for
manual control. We also make sure that
managers and operators are trained,
especially in working with customers, because
you can't put sensors in their heads.

- Share your plans for business
development in the near future.

- Our permanent head and founder
Vyacheslav Kolomiets is convinced that
a business idea must be long-term. This is the
only way to work on the development strategy
and not on the momentary sales conversion.

Today the ALLES network has more than
150 SSW, but I cannot say that we have a well-
defined business concept. The company,
like most businesses in the country, was
built on the enthusiasm of its founder. And
the history of the chain is, first of all, the
history of personal sales, creativity and risks
of the owner, a long jump into uncertainty
for 8 years. We continue to search, create,
experiment and we are convinced that the
race will be won by the most technologically
advanced. I won't reveal all the secrets, but the
plans are grandiose. We have set ourselves an
ambitious goal: to make ALLES a household
name for all intelligent self-service car washes,
like a jeep or a photocopier.
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MELNIKOV GROUP - npoekT,
3anyLieHHblil npeanpuHUMaTenem
Anekcanapom MenbHNKOBbIM
COBMECTHO C KOMaHJ0ii CneLuanucToB
B 06nacTu ynakoBKu ¢ppaHiLm3

1 MacwTabupoBanua 6usteca.
CeropHa B noptpene MELNIKOV
GROUP okono 20 pa3Hbix 6peHpoB B
pa3Hbix cpepax, KoTopble KOMNaHNA
ycnewHo pa3BuBaet no Gppaxumse.
ANEKCAHAP MENIbHNKOB y6expén,
yTo y ¢ppaHyaizunra B Poccun
6onblune nepcneKTUBbI, INaBHOE — BCé
Aenatb NpaBubHO, Befib yNaKoBKa
Kaxpaoin GppaHwm3bl — 3T0 Bcerga
MHAUBUAYaNbHbIIi noaxoA. U 31a Touka
3peHusA NoATBepXKAeHa NPaKTUKO
MELNIKOV GROUP u ycnewHbimu
Keilcamu. B nnTepBblo Hawemy
U3JiaHUI0 OH paccKasan o ABYX U3 HUX:
0 Mara3uHe GUKCMPOBAHHDIX LieH
OnePrice u cetn nuyuepuii EPIC PIZZA.

LEHA UMEET 3HAYEHUE

- AnekcaHop, 8cé Ha4uHaemcs c udeu. Kak
poounacs udes MazasuHo8 huKCUPOBaAHHbIX
yeH OnePrice?

— ®opMaT Mara3nHoOB efuHON LeHbl The
Dollar Shop s Bnepsble yBuaen B CLUA, roe
XKunn okosno asyx net ¢ 2005 roga. Tosa-
pbl IMMYNbCHOTO CMPOCa yXe Toraa 6biin
OYeHb BOCTpebOBaHbI, HY a CErofHA Cnpoc
elLlé Bbille.

M3HayanbHO Mbl HE NAAHNPOBaIu pas-
BUBaTb ¢ppaHYam3mHr. Mbl cTapToBanu B
2016 rogy, n K 2021 rogy y Hac 6bin0 NATb
CcO6CTBEHHbIX MAarasnHoB, HO MPUXOAWIIO
60MbLIOE YNCIIO0 3aNPOCOB OT NPeLNPUHM-
MaTesiel U3 CamblxX Pa3HbIX FOPOLOB, KOTOPbIM
HpaBuca Haw ¢popmaT 1 KOTOpble XOTenun
OTKPbITb TaKMe e MarasuHbl y ce6s. PbiHOU-
HaA cuTyaumsa 6naronpuAaTCTBOBana: iloan
CHUMXanM pacxofbl, SKOHoMUANY, a 'y Hac 80%
ACCOPTUMEHTA — HEMPOAOBONbCTBEHHbIE
TOBapbl MOBCEAHEBHOrO CMPOCa, CAPOC Ha
KOTOpble He NaJaeT 1 B KPU3UCHbIE BPEMEHa,
e OTCYTCTBYIOT «Ce30HHble KonebaHusay, 4to
obecneunBaeT cTabUbHbIE NPOZAXKM KPYTbli
rog. Tak YTo Mbl YCMEeLHO BOCMONb30BaNnCh
«OKHOM BO3MOXXHOCTe»: 3a NePBbIii rof 3any-
CcTMnn cpasy 50 MarasnHOB, NePEBbINONHNB
COOCTBEHHbIE MaHbIl. 3a MOCNEeLHUI Fog Npu-
POCT UnCIa OTKPbITbIX MarasMHOB COCTaBU
6onee 200%. Celyac nx 138, 1 Mbl NaHUpyem,
UTO K KOHLY roaa ux 6yaet okono 180.
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«®PAHLLIN3A - OTO YBEPEHHOCTb B
YCTONYNBOCTU BU3HEC-MOAE/IN»

- A umo ebidensem ¢ppanwiusy OnePrice
cpedu Opyaux npedsioxkKeHUli Md2a3uHo8
makozo popmama?

- Mbl npegnaraeM MakCMManbHO WH-
BECTULMOHHYI0 MOfAeNb. Bo-nepBbix, Mbl
YH/UBEPCanbHbl U MOXeM OTKPbITbCA B Jlt0-
60Mm popmare: B street-retail n B Toprosom
ueHTpe. MarasumHbl OnePrice moryT 6bITb
OTKPbITbI Ha Nyowagax ot 50 KB. METPOB 10
400 KB. METPOB.

Bo-BTOpbIX, HE TpebyeTcA OrpOMHOrIO Umnc-
fla nepcoHana. [ins marasuHa naowagbto o
100 KB. METPOB [OCTaTOYHO OAHOrO NPOAAB-
ua B cmeHy. [1na marasmHa 100-150 KB. meT-
poB — ABa npojasua B cMeHy. A npn 150 n
BblLLIE — BCEro NInLWb Tpoe. Ecnv Heobxogmma
nepeoLieHKa ToBapa, TO OHa NPOUCXOANT B
LecATKM pa3 bbicTpee.

Y Hac orpomHbIN accopTmeHT — 500 ThiC.
SKU, B TO BpemsA KaK Y 6nvKaiimx KOHKYpeH-
ToB Bcero 100 TbIC., T. €. Mbl AaéM NOKynaTenam
MaKCVMarnbHbliA BbIOOp; 1 KOrAa B O4HOM Mara-
31HE MOXHO KYNuTb BC&, TO HET CMbIC/a UATA
Kyfa-To eLé — COOTBETCTBEHHO, Moslyyaem
[OCTaTOYHO BbICOKNIN CPEfHUN YeK.

Kpome Toro, mbl 3anyctunm cBon map-
KeTnnemnc — a 310 Te xe 500 TbiC. TOBapHbIX
no3nunn. 3aHNmaeTca UM ynpasnaoLwas
KOMMaHUA, HO MeCTo Bblgayn TOBapOB — 3TO
Mara3suHbl HaLWMX NaPTHEPOB, KOTOPbIM Mbl re-
HepupyeMm JOMNONHUTENbHBIN TPAadUK 1 KOTO-
pble Nony4yaloT NPOLEHT 3a BblAayy TOBapoOB.
BbicTpbI 3anycK 1 GbiCTpas OKynaeMocTb.

- To20a o puHaHcax. CKonbKo Hado UHee-
cmupoeame 8 omKpbeimue, KaKoea peHma-
6e/1bHOCMb MAKUX MA2a3UHOB U KaK CKOPO
oKynaromcs eésioxeHuaA?

— CrapToBble nuBectuyum — ot 1,8 MiH
py6neit. Ynctas npmnbbiib BapbupyeTca B 3a-
BMCMMOCTM OT pa3mepa marasmHa — ot 130 go
400 TbiC. B MecAL,. bu3Hec oTnnyaeTca BbiCco-
KO peHTabenbHOCTbIO — B cpefHem 40%. Yto
KacaeTcA CPOKOB OKYMaemoCTu, TO paHblLue
BNIOXKEHWA YAaBanoCb BEPHYTb B CpefHEM
3arog, cerogHsa — 3a 15-16 mecaues. OTomy
eCTb 00beKTUBHbIE NPUYMHDBI: NOKyNaTenbHas
CNOCOBHOCTb CHMXKAETCA, @ LIeHbl Ha 3aKyMKY
TOBapPOB MOBbILLIAIOTCA, HO Mbl CTapaeMcA Mak-
CUMaJbHO «AepKaTb» LieHbl 418 NOoKynaTenen,
COOTBETCTBEHHO, CHMXaA CBOK MapXuHab-



HOCTb, HO COXpaHAA N yBennynBean 06béMm
PblHKa npoja. yBEDEHZ 3TO BblATPbIWHaA
cTpaterua.

- Ecmeb nlu y 8ac kakue-mo oco6bie mpe-
608aHusA K napmuépam?

— Camoe Ba)KHOe B MApTHEPE — UTOObI OH
XOTesn pacTy BMecTe C HaMu 1 pa3BUBaTb-
CA, Kak roBopmuTCA, YTOObI «rnasa ropenm».
A npeanpuHNMaTENbCKUIA OMbIT He TpebyeT-
cA: Mbl Bcemy obyunm. IHorpa faxe npotye
06yunTb Yenoseka 6e3 onbiTa COGCTBEHHOrO
6U3Heca, Yem nepeyurBaTb AKOObI «OMbITHO-
ro» C ero Konsekuren ownbok, yoexaeHunn
1 3abnyxpeHuni. Y Hac Kaxaoro napTHépa
BelET Lieflaa KoMaHAa, B KOTOPOW ecTb Bce,
KTO eMy HY>KeH: KOOpAMHaTOP, MapKeTosIor,
6yxrantep, OPUCT, MEHeXep OTKPbITUA,
IOPUCT 1 Ap.

K cnoy, obyyaem yaauHo: 3a BClo UCTOpUto
Mbl eLé HY OfHOro NapTHEpa He owTpado-
Ba/ 3a HecoboAeHVe HalNX CTaHOAPTOB.
MpaBga, 3akpbiTHA 6bIIN: NPU CPefHEM MOo-
Ka3atesie no pbiHKY B 20% Ham NpULLIIOCh 3a
rofibl paboTbl MPOCTUTLCA C 1% NapTHEPOB.
Ha moi1 B3rnag, rnaBHas NpuUYnHa — NX Hero-
TOBHOCTb K 613Hecy. Takoe ObiBaeT.

- Modenumecy nnavamu Ha pazeumue
cemu OnePrice.

- Bugum B 3TOM HanpasneHun 6onblune
nepcneKkTUBbI N PacCYUTbIBaeM ANHaAMNY-
HO pa3BuBaTbcA. [lo 2025 roga mbl XoTUM
OTKPbITb 0K0s10 500 mara3uHos OnePrice, net
yepes 10 — MMHUMYM TbICAYY, U HE TONbKO B
Poccnn, HO 1 B Apy»KeCTBEHHbIX CTPaHaXx.

-
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OTHYH 1t Bapyaygy
[11A BEYEPHHOK!

SNUYECKAA UCTOPUA

- AnekcaHop, 8 nopmdene 6peHoo8
MELNIKOV GROUP & 2017 200y nosisunace EPIC
PIZZA, Hedocmamka 8 nuyyepusx He 6bu1o.
3ayem eam 3mom KOHKypeHmMH®bIU pbIHOK?

— Bcé 6bi10 npoaymaHo. Bo-nepBbix, pbIHOK
[OCTaBKY FOTOBOW efibl eXKerofgHO PacTéT, Bo-
BTOPbIX, MULILA B 3TOW HYLLE 3aHUMAET OKOJIO
80%, B-TpeTbnX — Mbl MOHNMAasN, YTO Cpean
APYrrX HaMm HaZlo BbIAENATLCA. M Mbl npuLwnv
Ha KOHKYPEHTHbI PbIHOK, HO aHa/IoroB Halle-
ro npeasioxeHus He 6bino. EPIC PIZZA — yHu-
KanbHas NpAMOYrofibHasA NMLLA SNUYeCcKnx
pa3mepoB, BECOM 2,5 Kr, He MMetoLLas BbICOKOW
KOHKYpeHLMM Ha pbiHKe. BneuatnaeT, npaeaa?
Halua meTpoBas nuLLa Bcerga npon3Boamna u
1o cux nop npowuzsognut WOW-adpodekt! Haum-
Hanm Mbl NIPOCTO C METPOBO NMULILBI, a Cenvac
Hac OT APYrVIX OT/IMYAET He NPOCTO SMNYECKUI
pa3mep, a To, YTO Mbl BbiNeKaeM NuLiLy cpasy C
TPeMA-YETbIPbMSA Pa3HbIMM HAUMHKaMU, IETKo
couyertas, Hanpumep, «Mapraputy» n «<Mop-
CKyt0» B OQHOW NLLE, N HKTO HE MOXET 3TO
noBTOPYTb. Bpems Bbineukn y L, € pa3HbiMm
HauVMHKaMu1 OT/INYAETCA, MO3TOMY Y TeX, KTO
npobyeT Hac CKONMPOBaTb, YaCTb CropaeT UK
0CTaéTcA cblpoit. Mbl pa3paboTany Lenbin Tex-
HOMOrMYEeCKMIN MPoLece, HaunHas C NULa-ne-
Yel Hy>KHOW KOHCTPYKLMW i1 PaBHOMEPHOrO
BbINeKaHNA 1 3aKaHu/Bas nAeanbHbIM Hanos-
HeHvieM KOMOO-NpeanoXeHNIA.

A cnpoc orpomeH, Befib Hallia uLLa Nno3sons-
eT logAM 3KoHOMUTb. [pa3gHNK? 3aKkasbiBaeTe
OfHY NULILLY pecTopaHHOro KauecTsa 3a 1,5 TbiC.
py6neii BMecTo nATU 1 okono 1 Tbic. pybnei

AL
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3KoHomuUTe. KTo e oTKaxeTcA? Mbl He orpa-
HMYMBaeM cebs TONbKO METPOBbLIMM NULLLAMMU,
a laéM BO3MOXXHOCTb BblOOpa KOHEYHOMY MO-
TpebuTento, HO CErofHA OMA 3aKa30B METPOBOM
nuuLbl B obem obbéme cetn — 68%. Ha gaH-
HbIi MOMEHT Y HaC OTKPbITO 13 TOueK B AeBATN
ropogax, 1 npogaém Mbl 0kono 500 MeTpoBbIx
nuuL B AeHb. K KOHLY rofia Mbl paccumTbiBaeM,
yTto umcno EPIC PIZZA BbipacTeT o 30 Touek.

- Bblzo0a 0nsa nokynamens noHamua. A
CKOJIbKO € 6amu 3apabameoiearom ¢ppaH-
yaiisu EPIC PIZZA?

- B cpepgHem npmbbinb — 370 300 ThIC. PYO.
B MecAL, 060poT - 1,2 MiiH pyb. yxe B nep-
BbIVi MecAL, paboTbl. PeHTabenbHOCTb 3TOro
6usHeca — 60%. IHBeCTULMM B OTKPbITVE — OT
1,8 MH py6neii, BKntoyas nayLianbHbi B3HOC,
apeHay nomelleHus, NoKynky obopynosaHus,
3aKynKy npoayktoB 1 T. 4. Y EPIC PIZZA 6blI-
CTPbI 3anycK — Hy»KeH Bcero 21 feHb ¢ Mo-
MeHTa NoANMCcaHNA JOroBOpa apeHAbl — U KO-
POTKUIN CPOK OKynaemocTtn — 10-12 mecAues.

Lndpsbl — He dpaHTasmiiHble. MNMnuuepun pa-
60TaloT MO ABYM HanpasieHAM: Bbldaya 1 B
3an 1 goctaBka. [loctaBka ngeanbHO OTTO-
YeHa 6naropgapa TeCHOMY COTPYAHNYECTBY
c arperatopamu — Delivery Club, «<AHaekc» n
CHIBBIS — 1 npyHOCKT CTabUIbHBIV JOXOA,.

- Cpedu obunus npeonoxeHull ppaH-
wu3 8 SMomM cezameHme noyemMy cmoum
8bI6pame umeHHo 8ac?

— MNoTomy uTo Mbl YHMKanbHbI: B Poccun un
CHTI Mbl egnHCTBEHHbIE Npeanaraem Takyio
nruuy. NMoTomy UTo Mbl NOAHOCTbIO 6ePEM Ha
ceba obyyeHrie nepcoHana 1 ynpaensioLwmx,
MOTOMY UTO Balle OTKPbITUE — Halla 3aboTa,
BCE AienlaeTcA NOIHOCTbIO Mof Kitou. [Notomy
41O Mbl 6epéM Ha cebs reHepaumto Tpadurka
KJIMEHTOB B nuuepuio. lMoToMy UTo Mbl faém
napTHEpam roToBYO OHNaNH-MnaTdopmy Ana
MPUHATAA 3aKa30B U KOHTPOA paboTbl nuLiLe-
pvn. MoTomy uTo Hawm GpaHyYan3un — 3To NapT-
HEpPbI, KOTOPbIX Mbl He 6POCaeM «BbIMIbIBATLY
CaMOCTOATENbHO, @ MPOAOJIXKaeM COMNPOBO-
MAATb KaXay'o NM1LLIEpUIo B peXxmme HOH-CTOr.

- AnekcaHop, pe3tomupys 6ecedy: KAk, Ha
eauwi 832110, ce200HA pa3eusaemcs pbIHOK
¢panyatizuHea e Poccuu?

— PbiHOK ¢paHLumn3 meHaeTca. B uenom no
PbIHKY 3anpoCoB Ha NMOKYTKY GpaHLLM13 CTano
MeHbLLIe, MHOTe KOMMaHWW He Bblaepanu
CTpecca, 3aKpbin OTAESbl NPOAAX 1 BOBCe Nepe-
CTanv npofaasatb ¢GpaHLLn3bl. Mbl, HAaNPOTWB,
yBeNMUWv 61oKeT B TPY pasa, 3a CYET 3TOro
COXPaHWUN MForeHepaLinio. 3TOT PbIHOK TOYHO
6yneT KnTb. Mbl UETKO NOHUMaeM, UTo, KpoMe
KaK B 613HeC, MHBECTUPOBATb B Hallel CTpaHe
HeKy[a, HY U Kak MUHUMYM 3TO CaMbli HafEX-
HbI1 CNocob MHBECTVMPOBaHNA. JINUHO ANA MeHs
¢dpaHLM3a — 3TO yBEPEHHOCTb B YCTONYMBOCTYN
6u3sHec-mopaenu. Y ecnvi 3HaTb, Kak NpaBuibHO
«yrnaKkoBaTb» GpPaHLLM3Y, a Mbl 3TO 3HaEM, eCvi
dpaHyan3n cobnogaet Bce HaLWM MHCTPYKLMUA
1 CTaHZAPTbl — yCrex eMy rapaHTUpPOoBaH.
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MELNIKOV GROUP is a project
launched by entrepreneur
Alexander Melnikov together
with a team of specialists in
franchise packaging and business
scaling. Today, MELNIKOV
GROUP portfolio includes

about 20 different brands in
different spheres, which the
company successfully develops

by franchising. ALEXANDER
MELNIKOYV is convinced that
franchising in Russia has great
prospects, the main thing is to

do everything right, because the
packaging of each franchise is
always an individual approach.
And this point of view is confirmed
by the practice of MELNIKOV
GROUP and successful cases. In
an interview with our publication,
he told us about two of them - the
OnePrice fixed price shop and the
EPIC PIZZA pizzeria chain.

PRICE MATTERS

- Alexander, everything starts with an
idea. How was the idea for OnePrice fixed
price shops born?

- Ifirst saw the format of The Dollar Shop
fixed price shops in the USA, where I lived
for about two years since 2005. Impulse goods
were already in high demand then, and today
the demand is even higher.

Initially, we did not plan to develop
franchising. We started in 2016, and by 2021
we had five shops of our own, but we received
a large number of requests from entrepreneurs
from various cities who liked our format and
wanted to open similar shops in their own
cities. The market situation was favorable —
people were cutting costs, saving, and we have
80% of the assortment of non-food products
of everyday demand, the demand for which
does not fall even in times of crisis, where
there are no “seasonal fluctuations”, which
ensures stable sales all year round. So we
successfully took advantage of the “window
of opportunity” — in the first year we launched
50 stores at once, exceeding our own plans.
Over the past year, the increase in the number of
opened stores has been more than 200%. There
are currently 138 of them, and we plan that by
the end of the year there will be about 180.

- What sets the OnePrice franchise apart
from other offers from stores of this format?

RUSSIAN BUSINESS GUIDE {CEHTABPb 2023}

"A FRANCHISE IS CONFIDENCE IN THE
SUSTAINABILITY OF A BUSINESS MODEL"

- We offer the maximum investment
model. Firstly, we are universal and can
open in any format - in street-retail and in
a shopping center. OnePrice stores can be
opened in areas starting from 50 square meters
up to 400 square meters.

Secondly, a huge number of personnel is not
required. For a store with an area of up to 100
square meters, one seller per shift is enough.
For a store of 100-150 square meters — two
sellers per shift. And at 150 square meters and
more - only three. If a revaluation of the goods
is necessary, then it happens ten times faster.

We have a huge assortment — 500 thousand
SKUs, while our closest competitors have
only 100 thousand, i.e. we give customers
the maximum choice, and when you can buy
everything in one store, there is no point in

going somewhere else — accordingly, we get
a fairly high average check.

In addition, we have launched our
marketplace - and these are the same 500
thousand commodity items. The management
company is engaged in it, but the place of
delivery of goods is the stores of our partners,
to whom we generate additional traffic, and
who receive a percentage for the delivery of
goods. Fast startup and fast payback.

- Then on to the finances. How much
should you invest in opening, what is the
profitability of such shops and how soon do
you recoup your investment?

- Initial investments — from 1.8 million
rubles. Net profit varies depending on the size
of the store — from 130 to 400 thousand per
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month. The business has a high profitability — an
average of 40%. As for the payback period, earlier
investments were able to be returned on average
in a year, today in 15-16 months. There are
objective reasons for this — purchasing power is
decreasing, and prices for the purchase of goods
are increasing, but we try to “keep” prices for
buyers as much as possible, respectively, reducing
our marginality, but maintaining and increasing
the volume of the sales market. I am sure this is
a winning strategy.

- Do you have any special requirements
for partners?

- The most important thing about a partner
is that he or she wants to grow with us and
develop, as they say, to have “eyes that
sparkle”. And entrepreneurial experience is
not required — we will teach you everything.
Sometimes it is even easier to teach a person
with no experience in his own business than
to retrain a supposedly “experienced” person
with his collection of mistakes, beliefs and
misconceptions. Each partner is guided by
a whole team, which includes everyone he
needs: coordinator, marketer, accountant,
lawyer, opening manager, lawyer and others.

By the way, we train successfully - for the
whole history, we have never fined a single
partner for non-compliance with our
standards. However, there have been closures -
with the average market indicator of 20%, we
had to say goodbye to 1% of partners over the
years. In my opinion, the main reason is that
they are not ready for business. It happens.

- Share your plans for the development of
the OnePrice network.

- We see great prospects in this direction
and expect to grow dynamically. By 2025 we
want to open about 500 OnePrice shops, in
10 years — at least a thousand, and not only in
Russia, but also in friendly countries.

EPIC STORY

- Alexander, EPIC PIZZA appeared in the
MELNIKOV GROUP brand portfolio in 2017,
there was no shortage of pizzerias. Why do
you need this competitive market?

- Everything was thought out. Firstly, the
ready-to-eat food delivery market is growing
every year, secondly, pizza accounts for about 80%
of this niche market, and thirdly, we understood
that we needed to stand out from others. And we
entered a competitive market, but there were no
analogues to our offer. EPIC PIZZA is a unique
rectangular pizza of epic size, weighing 2.5 kg,
which does not have high competition in the
market. Impressive, right? Our meter pizza has
always produced and still produces a WOW
effect! We started with just a meter-long pizza,
and now what distinguishes us from others is not
just its epic size, but the fact that we bake pizza
with three or four different toppings at once,
easily combining, for example, “Margarita” and
“Sea” in one pizza and no one can repeat it. The

baking time for pizzas with different fillings is
different, so those who try to copy us, some of
them burn or remain raw. We have developed
awhole technological process, starting with pizza
ovens of the right design for uniform baking and
ending with the perfect filling of combo offers.

And the demand is huge, because our
pizza allows people to save money. Holiday?
You order one restaurant-quality pizza for
1.5 thousand rubles, instead of five, and save
about 1 thousand rubles. Who would refuse?
We do not limit ourselves only to meter pizzas,
but give the end consumer the opportunity
to choose, but today the share of meter pizza
orders in the total chain volume is 68%. At the
moment, we have 13 points open in 9 cities,
and we sell about 500 meter pizzas a day. By
the end of the year, we expect that the number
of EPIC PIZZA will grow to 30 points.

- The benefit for the buyer is clear. And
how much do EPIC PIZZA franchisees earn
with you?

- On average, the profit is 300 thousand
rubles per month, the turnover is 1.2 million
rubles, already in the first month of work.
The profitability of this business is 60%.
Investments in the opening - from 1.8 million
rubles, including a lump-sum payment,
rental of premises, purchase of equipment,
purchase of products, etc. EPIC PIZZA has
a fast launch - it takes only 21 days from the
moment of signing the lease agreement, and
a short payback period is 10-12 months.

The numbers are not fancy. Pizzerias work
in two directions: delivery and to the hall and
delivery. Delivery is perfectly honed thanks to
close cooperation with aggregators: Delivery Club,
Yandex and CHIBBIS and brings a stable income.

CTPATEMMN ®PAHYAN3IUNHTA

- Among the abundance of franchise offers
in this segment, why choose you?

- Because we are unique - in Russia
and the CIS we are the only one offering
such pizza. Because we fully undertake the
training of staff and managers, because
your opening — our care, everything is
done fully “turnkey”. Because we take on
the generation of customer traffic in the
pizzeria. Because we give our partners
a ready online platform to take orders and
control the work of the pizzeria. Because
our franchisees are partners, which we do
not leave “pop out” independently, and
continue to accompany each pizzeria in
non-stop mode.

- Alexander, summarising the
conversation, how in your opinion, the
franchising market is developing in Russia
nowadays?

- The franchise market is changing. In the
market as a whole, there are fewer requests to
buy franchises, and many companies could
not withstand the stress, closed their sales
departments and stopped selling franchises
altogether. We, on the contrary, increased our
budget threefold, at the expense of which we
have maintained lead generation. This market
will definitely live on. We clearly understand
that there is nowhere to invest in our country
except in business, or at least it is the most
reliable way of investing. For me personally,
a franchise is confidence in the sustainability
of a business model. And if you know how to
properly “package” a franchise, and we know
how to do this, if the franchisee complies with
all our instructions and standards, success is
guaranteed.
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«1C:byx06cnyxusanue» (1C:60) — camas 6onbuas u
GbicTpopacTywian cetb Gyxrantepckux Komnanuii. B stom
roay ¢panwmse 1C¢:60 ucnonnunocb yxe 10 ner. Yucno
NapTHEPOB, KOTOpble NPOAOMKAIOT paboTaTb B HaNpaBReHUM
«1C:byx06cnyxuBanue», TONbKO yBeNMYMBaETCA.

CeropiHA pbIHOK GyXranTepckux ayTCOPCMHrOBbIX yCnyr

B Poccum HaxoauTca Ha nogbéme. AHHA OBYXOBA,
pyKoBoAUTeNb HanpaBNeHUA NO Pa3sBUTHUIO NAPTHEPCKOIA
cetn «1C:byx06cnyxusanue» pupmbl 1¢, pacckasana
Hawemy u3fiaHuio o Tom, uto Bbigenaet 1C:60 cpeam ppyrux
Gyxrantepckux ¢ppaHiuus, u 0 TOM, KaK KOMNaHUA nomoraeTt
napTHépam pa3BuBaTb 6U3Hec nNo GppaHLUM3e ayTCOpPCUHTA

GyXranTepcKux ycnyr.

«1C:BYXOBC/TY ) XUBAHUE» —
TPEHAOBOE N AVMHAMWMHYHO PACTYLLEE
HATTPABJTEHNE bN3HECA»

IOBUJIEMHDBIE MOKA3ATENU

B 2023 ropy 1C:BO oTmeTuna nepsblii o6U-
nen — 10 net. Mpa3gHoOBaHMIN Mbl He yCTpanBa-
N1, HO HarpaguaIn Ha OYHOM MaNCKOM CcemMu-
Hape 1C:BO komnaHumn-$ppaHyansn, Kotopble
yCMeLIHO pa3BrBatoT bM3HeC C camoro cTapTa
cetn. COTPYAHNYECTBO C HAMY OCOBEHHO LieH-
HO, OHO MoATBePXKAAET HAAEKHOCTb TEXHONO-
rmn n 6usHec-mogenn 1C.

Kpome Toro, Takas gata — NOBOA AJ/1A aHa-
nn3a 1 NoABefAeHNA MPOMEKYTOUHbIX UTO-
ros. Cenvac B cetn 1C:BO yxxe 24 coBmecT-
HbIX NpegnpusaTua n 6onee 1000 napTHEPOB
B 250 ropopax, Halum NapTHEPbI 06CYKMBAOT
45 000 knuneHtoB — OO0 n UMM. Ha o6cnyxu-
BaHUW Y KpynHbIX paHyuain3v 6onee 700 n
paxe 1000 KNMeHTOB.

ExxerofiHo ceTb pacTéT 6osee yem Ha 20%
KaK Mo Yncay KMEHTOB, TaK 1 MO BblpyYkKe.
W 310 HeyamBMTENbHO, Tak Kak 1C:BO - adpdek-
TUBHBIA UHCTPYMEHT opraHmn3auum busHeca.
Mporpammbl n cepsurcbl 1C aBTOMaTU3MpPYIOT
613Hec-npoLecchl B YETKOM COOTBETCTBUN CO
CTaHAAPTOM OKa3zaHuA ByxrantepcKux ycnyr
oT 1C n c matepmranamu basbl 3HaHn. OCHOB-
HadA Hawa nporpamma — «1C:YnpasneHuve dpup-
Mow-ayTcopcepom» (1C:YDA).

1C:YOA paét meHepxepy no npofakam
yno6Hyto CRM-cuctemy, MHTErprpoBaHHY!o C
TenedoHmen 1 3neKTPOHHON nouTtoli. byxran-
Tepy — BefileHne NPon3BOACTBa byXrantepckmx
yCRyr, NOBbILLIEeHVEe NPON3BOANTENbHOCTY pa-
60Tbl Ha Bcex yyacTkax. Hanpumep, Ha pa3He-
CeHnM 6aHKOBCKKX BbIMWCOK, Pacno3HaBaHUm
NepBUYHbIX JOKYMEHTOB 1 CBEPKaX C KOHTPO-
JINPYIOLWMMI OpraHamm Gyxrantep SKOHOMUT

RUSSIAN BUSINESS GUIDE {CEHTABPb 2023}

A0 95% Bpemenu. [ina pykosogutena 1C:YDA -
3TO NPO3PAYHOCTb BU3HECA Yepe3 OTUETDI,
KOHTpOJIb yuéTa pabouero BpemeHu, cebecTo-
NMOCTI paboT, 4eONTOPCKON 3a0IKEHHOCTM.

OPUEHTALMA HA KITMEHTA

Knnentam 1C:6O mbl npepnaraem eguiHbI
obpasel JoroBopa ¢ YETKMMU 06s3aTeNb-
CTBaMU CTOPOH, NINYHBIN KABUHET Ha caiTe n
B MOOUSIBHOM MPUSIOXKEHNN, B KOTOPOM €CTb
He TOJIbKO YaT € Byxrantepom 1 BO3MOXKHOCTb
nepenaBaTth CKaHbl/GpOTO NePBUYKN, HO U BO3-
MO>KHOCTb BbICTaB/IATb CYETA KOHTPareHTam,
[enaTb CBEPKM C 06CNYKMBAIOLLVIM NMApPTHEPOM.
B o6nauHom cepBuce KNMEHT MMeeT AOCTYN B
CBOIO YUETHYI0 6a3y 1 MoXeT paboTaTb B Hell
COBMECTHO C ByXranTepom, MOXeT UCMOb30-
BaTb AOMONHUTESIbHbIE CEPBUCHI: HaNpUMep,
3N1EKTPOHHbIN JOKYMEeHTOO60pOT. A Kpome
TOro, eLé A0 Havyana CoTPYAHNYECTBA KINEHT
MOXeT NpowTy 6ecnnaTHbI SKCnpecc-ayauT
no TexHonorun 1C 1 noayymnTh 3aKntoueHne no
puUcKaMm B yuéTte BMeCTe C NpefBapuUTesibHoN
CTOVIMOCTbIO OOCITYKMBaHWA.

KnneHTtam BbiIrogeH HafgEXHbI cepBuUC
«nop npucMmoTpom» 1C. OT3bIBbI KNNEHTOB
Ha calite 1cbo.ru roBopaT 06beKTNBHeE Jito-
6011 peknambl.

PEAJIbHAA OPAHLLUU3A

®OpaHwwmsa 1C:6O «peanbHan». B nepsyto
oyepefb 3TO 3HAUUT, YTO BCE MEXAHM3MbI 1
TEXHONOrMM y>ke pa3paboTaHbl, 06KaTaHbl.
W nepenucatb nx Nog CBOIO TEKYLLYIO CUTYa-
L0 UV XKenaHre NPOoBeCTU «TeCT TEXHOMO-
run» y naptHépa 1C:6O He nonyunTca.

Hanpumep, He nonyunTca COBMeCTUTb BCe
ponn COTPYAHMKOB 1 paboTaTb B OAMHOUKY,
WY NepecmaTpurBaTh C KaXKAbIM KIIMEHTOM
foroBop 1 paboTaTb BHe «ypOBHA CepBU-
ca». DaKTNYeCKM «ypoBeHb CEPBUCA» — 3TO
aBTOMaTM3MPOBaHHOE PYKOBOACTBO MO pa-
60Te ¢ KnneHToM. [locne cocTaBieHnA 3TOro
[OKYMeHTa BCAi KOMaHa 3HaeT, uTo fenatb
C KIMEHTOM C NMepBOro Ao NocsieAHero AHA
ob6cnyxnBaHuA.

B 10 e BpemA cTaHAapTbl CGOPMUPOBaHDI
ANA 3aWnTbl 1 MacwTabupoBaHna 6r3Heca
napTHEpa, OHW NO3BOJIAIOT NOBLICUTb 3¢-
beKTMBHOCTb paboThl, M36eXKaTb KacCoBbIX
pa3pbiBOB, MPETEeH3UIA KNNEHTOB U T. A. CTaH-
AapTbl — 3T0 GOPMan30BaHHbIN OMbIT CETH
1C:BO, B HUX yXKe YyUTeHbl NPeXHne oWwmnoKn
1 npobnembl naptTHépoB 1C:6O.

MbI NpoBOAMM LieHTPann30BaHHbIV ayauT
KauecTBa BefieHWA yuéTa ABa pasa B rog, npo-
BOAMM pa3bop NPOTOKONOB pa3Hornacuii. 1o
BKYyre C perynapHbimy obyyaowmummn sebrHa-
pamu, Kypcamu 1 eXXerofHbIM TeCTYPOBaHNEM
6yxranTepoB No3BOAET MOBbILLATL YPOBEHb
3HaHWIA U KOMMNeTeHL M byXranTepoB napT-
HépoB 1C:BO.

MAPTHEPCKAA MOJEJb

OfHa 13 rnaBHbIX LIeHHOCTEN Halleln gppaH-
YaM3UHIoOBOW MoAenu — B TOM, YTO OHa Mo-
HacTosALeMy NapTHEPCKas.

Mbl nonyyaem MHOro NpeanoXeHun
naptHépos 1C:BO no ynyyweHuio GyHKLMO-
Hana nporpammbl YOA, no pa3BUTUIO CTaH-
[ApTOB, peanvsyem fyyline npesnoxeHns,
Tak pa3BuBatotca texHonorum 1C:60. Ha



ceMuHapax 1 B yate Telegram napTHEpbI
3HAaKOMATCA, BbICTPanBaloT B3aMofei-
CTBME, Mbl TOMOTaeM UM HaXo4WTb dKCnep-
TOB BHYTPV CETU ANA PelleHnA CNOXHbIX
KeNcoB C KIIMeHTaMMm.

PenTuHrn napTHEPOB, KOTOPble COCTaB-
nawTca 1C, — BO3MOXKHOCTb Pa3BUBaTbCA B
CeTV Y OPUEHTUPOBATLCA B coobLecTBe.

Opanyaiisn 1C:BO NnatuT NPOoLEHT poanTH
C BbIpYuYKu, nostomy prpma 1C 3anHTepeco-
BaHa nomoraTb emy pactu. Kpome rotoBbix
nporpamm B obnake 1C, TexnofaepxKm, me-
TOLOJIOrMYECKON MOAAEPKKN 1 0ByUeHMA, Mbl
npepasiaraeM MapKeTUHIOBYIO NMOAAEPXKKY U
nupgoreHepaumio Ha ycayriu.

PbIHOYHbIE TPEHbI

Mo>HO OTMeTUTb Ha pbiHKe ByXranTepcko-
ro cConpoBoXeHnA 6r3Heca Kak HeraTvBHble,
Tak 1 NO3UTUBHbIE GaKTOPbI.

CHayana - o HeraTuBHoOM. Bo-nepsbix,
ycunvBaeTca BAnaHne nHpobmsHeca, korga
6yxrantepy BHYLLAIOT, YTO OH MOXET HayaTb
3apabaTbiBaTh B pa3bl 6onbLle 1 paboTaTb B
pa3bl MeHbLe, 06yUMBLWINCH Ha 3-AHEBHbIX
Kypcax, epeHATb fyylume npakTukm, cnan
B YaTe WUJIM No JOroBopy MHGOpMaLMOHHOTo
coTpyaHunyecTBa. ObellaHHan «NpocToTa» Ae-
naeT yecTHble NpeAnoXeHWA 1 0b6A3aTenbCTBa
HenpwusnekaTebHbIMK, 3TO MPUBOAUT K G-
HaHCOBbIM 1 BPEMEHHbIM NoTepAM Byxrantep-
CKMX KOMNaHuii. KTo-To pa3oyapoBbiBaeTcsa
B 6M3Hece, a KTO-TO Yyepe3 HeCKOJSIbKo neT
BO3BpaLlaeTca 1 Tpe3Bo npruobpeTaeT Hally
bpaHLwm3y.

BTOopow HeraTnBHbI MOMEHT neperpe-
Ba MHPOOM3HEeCOM: MHOTMe Byxrantepbl Ha
CTapTe Kapbepbl XOTAT He TEXHONOT A, a Cpasy
«KPYMHbIX FOPAYNX KIIMEHTOB». APFYMEHT Y
Hux Takom: «[porpammbl 1C 3Hato, roToB pa-
60TaTb OUYeHb AELWEBO, CTaHAAPTbI U KauecTBO
yuéTa HyHbl 6yZyT NOTOM, a YY&T AnA napbl
[eCATKOB KJIMEHTOB KaK-HMOYyab caM caenaio».
To ecTb LleHHOCTb CBOUX yCAyr Takue byxran-

Tepbl He OCO3HAIOT, Y MeUTbl O KPYMHOM K-
€HTe CTanKm1BalTCA C peanbHOCTbio. Mbl Aaém
KOHTaKTbl MOTEHLMaNbHbIX KIIMEHTOB TONbKO
napTHépam, npoLuewmnm ceptndurKaLmio co-
TPYAHWKOB. [oTeHUManbHbIM KNMEeHTaM HyX-
HO AOHECTN LeHHOCTb YCnyr, 60/IbWNHCTBO
3TWX KNIMEHTOB — CTapTanbl UAU Masblii 613-
Hec. A KpYMHbI KIIMEHT HUKOTAa He 3aKounT
[IOroBOP C HNKOMY He 13BeCTHbIM W, oH no-
CMOTPUT PENTUHIY 1 pEKOMEHZALNN, OLLEHUT
bUHaHCOBbIe rapaHTVK, NPOBEAET HECKOMbKO
KOHKYPEHTHbIX UHTEPBbIO U T. 1.

W KoHeyHo, o no3ntnsHom: cetb 1C:BO
pacTéT, cepbE3HO onepexxaa PbIHOK. Mbl
BUAVM CTabUNbHbIN MHTepec K dpaHLun3e
CO CTOPOHbBI ByXranTepCcKnx KOMMaHui: He-
60/1bLLNX W KPYMHbBIX PErMOHaNbHBIX UFPOKOB.
C 2022 ropa dppaHLwm3y yacto nprobpeTa-
0T UHBECTOPbI — NPeANPUHUMATENN JPYTNX
oTpac/iell, HO yXe umetowme onbiT B B2B.
PerynapHo gencreytowme napTHEPbI peKo-
MeHAyoT Hawy ¢paHwmsy 1C:60 3HakoMbIM
6yxrantepam: capadaHHoe paano paboTaer.
BpeHp «1C:ByxO6cnyxnBaHme» y3HaBaem Ha
pblHKe, dpaHLIn3a nuanpyeT B defepanbHbiX
penTuHrax, a Hawm NapTHEPbLI — Ha pervo-
HaJbHbIX PbIHKaX 6yXycnyr.

MpryacTHOCTb GUPMbI K CETU He Mella-
€T, a MOMOraeT BblCTpPanBaTb COOCTBEHHYIO
peknamy 1 NpoABUXKeHNE, PYKOBOAMTENN
naptHépoB 1C:60 3ameTHbI B 613HEC-CO0bLLe-
cTBax. Ha asTom dpoHe mofHoOe «BbICTpanBaHue
nunyHoro 6peHaa» 6e3 peanbHbIX AOCTUMKEHUIA
BbIFNALWT Hey6eauTeNbHbIM.

B3rnAaa B BYAQYLEE

EcTb nnaHbl No KpaTHOMY pPOCTY CETU U Bbl-
pYyuKK, a ans 31oro bynem pas3BmBaTh TEXHOSO-
v, aenatb paboTy NapTHEPOB 3pdeKTMBHEE
1 ynobHee. O HOBOCTAX TEXHONOTNIA Mbl MHOTO
roBOPMM B HaLLMX COLICETAX M paccblikax
[NA noTeHUManbHbIX NapTHEPOB. Moanuncobl-
BaWTeCb 1 y3HaBalTe BCe feTanu.

®paHwmsa 1C:byx06cnyxmBaHue B umcnax

www.1cbo.ru

UHBecTMUMM Ha 3anycK Hanpae/ieHUs C Hyna

ot 500 000 P

3TO pacxofbl Ha 3apaboTHYI0 NNaTy COTPYAHMKOB,
oduc, npoaBuxKeHUe (NOAPOBHOCTU B HUH. MoaEnH)

MaywanbHbIi B3HOC

60 000 P

perucTpaums aoroopa KOMMepUecKoi
KoHLeccun B PocnaTteHTe

Posintn

5% ot o6opoTa

CHMXaeTca Ao 4% npy NOATBEPXKAEHUU MAPKETUHIOBbLIX aKTUBHOCTEW

PerynspHbiii soxon,

ot 450 000 P/B mecsy,

ot 06cnyxmBaHus 100 KNIMEHTOB U 3aBUCUT
OT pervoHa napTHepa

MonHaa oKynaemMocTb MHBECTULMI

24-36 mecaueB

ot 06cnyxmBaHna 100 KNIMEHTOB U 3aBUCUT
OT pervoHa napTHepa

PeHTabenbHocTb 6M3Heca

20%

CpeAHuit nokasaTenb Mo ceTn

CraTtuctuka cetn

259

roposos

1053

napTHepoB

44700

KNIMEeHTOB

CTPATEMMN ®PAHYAN3IUNHTA

AnéHa
Msakunwesa,
pyKoBoguTenb
KOMnaHum
«KpocTt» B ropoge
Camape:

«C ¢ppaHwu3zoli 1C:60 g no3Hakomu-
' n1ace 8 ceHmaAbpe 2020 2004, kKo20a ecman
i 80NPOC 0 MOM, YMO HYXHO NepegoduMb
i CBOUX K/TUEHMOB 8 60/1ee YOOOHYIO CU-
i cmemy y4yéma. MeHs 3auHmepecogana
i ¢ppaHwuza 1C:60, u Mbl noOanu 3aA8Ky. |
! MeH# NpOKOHCY/IbMUpOBanu, 8Cé paccka- |
! 3/1U, NPUCAIANU Npe3eHMayuu. A ¢ HUMU
! 8HUMAMeJIbHO 03HAKOMUJIACh U NPUHAAA
i peweHue nonpobosame.
i Ha nepeuili 832190 nokasasnocw, Ymo
| 3MO C/I0XKHO: HaBepHAKa byoym Ka- .
| Kas-mo «3amyOpéHHaa» Npo2pamma,
! CIIOXHBIL y4ém u cmeneHb KOHMpPoJA. Ho
! 8Oom yxe noymu 064 200a KAK Mbl CEOUX
! KJIUEHMOB 06C/yXUBdem no PpaHwiuse
i 1C:60 8 npozpamme 1C:YDA.
© fa, bbinu onpedenéHHele cioxHOCMU
I NOHUMAHUS — KaK U 4mo cMompeme, kyoad
| U Kak 8Hocume. Ho 8cé 3mo bbicmpo pas-
! pewusIock Nocsie NPOXoXAeHuUs cneyu- |
' QJIbHbIX KYpPCOB, HA KOMOPbIX MpyOHble
i MOMeHMbl Xopowlo 06bACHAIMCS, 8CE
i nokaseiearom. Ecme cneyuanbHas cucme-
i Ma -~ basa 3Hawud, 20e, ecsiu Ymo-mo He-
i NOHAMHO, 8CE20a MOXHO NOCMOMpems;
! 24 yaca pabomaem csiyx6a nodoepxxKu
! napmrépos 1C:50, cneyuanucmel 8am !
! 20Mo86bl NOACKA3AMb NPAKMUYECKU 6CE.
i Bnpozpamme 1C:YDA ecmb yHKYUO-
i HaJl, paspabomarHeili cneyuasnbHo 0
1 pykosooumeriet. B cneyuasbHbix 8knao-
Kax MOXHO ohepdmugHo 8udems u cobu-
pame uHpOpMayuIo: Hanpumep, No cdaH- !
HOll OMYEMHOCMU; 0 HeNPedCMABIeHHbIX |
OOKYMEHMAX, HE OMPAXEHHbIX 8 y4EME; 0 !
6AaHKOBCKUX BbINUCKAX, KOMOpble c8oespe-
MEHHO MO2ym BbiMb He 3a2pyeHbl, U3Mmo
8 MoM 4uc/ie nogausem Ha y4ém. Bcé .
30ecb ecmb: U 0myYémel, U MAPXKUHAJTIbHAA |
npuBbisib. Bcé omobpaxaemcs, 8cé 8UdHO:
CPOKU cOayu omyémHocmu, MOHUMOp
ynJiamel Has0208, 0e6UMopKd. AHAJIO-
208 51 He 8UXY. Hukakas Opyaas cucme-
Ma He cMoxem npedocmasume makou
KOMNJIeKCHbIU y4€m nNo 6cem KIIUeHmMam.
B npoepamme YDA, 20e cobpaHa 8cs
UHGOPMAYUA N0 KIUEHMAM, MOXHO !
secmu y4ém u no cobcmeeHHol pup-
me. Bcé 8 cosokynHocmu. [Tosmomy :
onpedesiéHHo A - 3a ppaHwusy «1C:-
byxO6cnyxusaHue».
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1C:Accounting Service (1C:BO)

is the largest and fastest growing
network of accounting companies.
This year the 1C:BO franchise
turned 10 years old. The number
of partners who continue to work
in the direction of 1C:Accounting
Service is only increasing.

Today the market of accounting
outsourcing services in Russia is on
the rise. ANNA OBUKHOVA, Head
of Partner Network Development
1C:Accounting Service of the

1C company, told our magazine
about things that distinguishes
1C:BO among other accounting
franchises, and how the company
helps partners to develop business
under the franchise of outsourcing
accounting services.

“1C:ACCOUNTING SERVICE
ISATRENDY AND DYNAMICALLY GROWING
BUSINESS AREA"

ANNIVERSARY PERFORMANCE

In 2023, 1C: BO celebrated its first
anniversary — 10 years. We did not organise
any celebrations, but we awarded franchisee
companies that have been successfully
developing their business since the very
beginning of the network at the 1C: BO
seminar in May. Cooperation with them is
especially valuable, it confirms the reliability
of 1C technologies and business model.

Besides, such a date is an occasion to
analyze and summarize interim results. Now
the 1C: BO network already includes 24 joint
ventures and more than 1000 partners in 250
cities, our partners serve 45000 clients - LLCs
and sole entrepreneurs. Large franchisees have
more than 700 and even 1000 clients.

Every year the network grows by more
than 20% both in the number of clients
and revenues. And this is not surprising,
since 1C: BO is an effective tool for business
organization. 1C programs and services
automate business processes in strict
accordance with the standard for the provision
of accounting services by 1C and Knowledge
Base materials. Our main program is 1C: UFA
(“1C: Outsourced Company Management”).

RUSSIAN BUSINESS GUIDE {CEHTABPb 2023}

1C: UFA provides the sales manager with
a convenient CRM system integrated with
telephony and email. For an accountant -
environment for production of accounting
services, increasing work productivity
in all areas. For example, an accountant
saves up to 95% of time on posting bank
statements, recognizing primary documents
and reconciling with regulatory authorities.
For a manager, 1C: UFA means business
transparency through reports, control of
working hours, cost of work, and accounts
receivable.

CUSTOMER ORIENTATION

For 1C: BO clients, we offer a single
contract with clear obligations of the parties,
a personal account on the website and in
a mobile application, in which there is not
only a chat with an accountant and the ability
to send scans/photos of the primary, but also
the ability to issue invoices to counterparties,
make reconciliations with a service partner. In
the cloud service, the client has access to his
account database and can work in it together
with an accountant, can use additional
services, for example, electronic document

*'-mr-hﬁ@ hd, '.

management. And in addition, even before
the start of cooperation, the client can undergo
a free express audit using 1C technology and
receive an opinion on the risks in accounting,
along with the preliminary cost of service.

Customers benefit from a reliable service
under the supervision of 1C. Customer
reviews on the website 1cbo.ru they speak
more objectively than any advertising.

REAL FRANCHISE

1C: BO franchise is real. First of all, it means
that all mechanisms and technologies have
already been developed and tested. And to
rewrite them for their current situation or
the desire to conduct a “technology test” isn’t
possible for the 1C: BO partner.

For example, it will not be possible to
combine all the roles of employees and work
alone, or to revise the contract with each client
and work outside the “Service Level” In fact, the
service level is an automated guide for working
with a client. Once this document is created, the
entire team knows what to do with the client
from the first to the last day of service.

At the same time, standards are formed to
protect and scale the partner’s business, they



allow to increase the efficiency of work, avoid
cash gaps, customer claims, etc. Standards
are the formalized experience of 1C: BO
network, they already take into account
previous mistakes and problems of 1C: BO
partners.

We conduct a centralized audit of the quality
of accounting 2 times a year, and we analyze
protocols of disagreements. This, together with
regular training webinars, courses and annual
testing of accountants allows us to improve
the level of knowledge and competence of
accountants of 1C: BO partners.

PARTNER MODEL

One of the main values of our franchise
model is that it is truly a partner model.

We receive many proposals from 1C: BO
partners to improve the functionality of
the UFA program, develop standards, and
implement the best proposals. That is how 1C:
BO technology develops. At seminars and in
the Telegram chat, partners get to know each
other, build interaction, and we help them find
experts within the network to solve complex
cases with clients.

Partner ratings compiled by 1C are an
opportunity to develop online and navigate
the community.

The 1C: BO franchisees pay royalty on
revenue, so 1C is interested in helping
them grow. In addition to ready-made
programs in the 1C cloud, technical support,
methodological support and and training, we
offer marketing support and lead generation.

MARKET TRENDS

Both negative and positive factors can be
noted in the business accounting support
market.

Let’s start with the negative ones. Firstly, the
influence of infobusiness is increasing, when
an accountant is led to believe that he can
start earning many times more and working
many times less by attending 3-day courses,
learn best practices by sitting in a chat room
or under an co-operation agreement. The
promised “simplicity” makes honest offers
and commitments unattractive, this leads
to financial and time losses for accountancy
firms. Someone becomes disillusioned with

the business, and someone comes back a few
years later and soberly buys our franchise.

The second negative aspect of infobusiness
overheating is that many accountants at the
start of their careers want “big hot clients”
rather than technology. Their argument is
as follows: “T am familiar with 1C programs,
I am ready to work very cheaply, the
standards and quality of accounting will
be needed later, and I will somehow do
accounting for a couple of dozen clients
myself” That is, such accountants do not
realise the value of their services, and the
dreams of a large client face reality. We
give contacts of potential clients only to
partners who have passed the certification
of employees. Potential clients need to
communicate the value of the services,
most of these clients are start-ups or small
businesses. And a large client will never
enter into a contract with an unknown sole
proprietor, they will look at ratings and
references, evaluate financial guarantees,
conduct several competitive interviews, etc.

And of course, about the positive
aspects — the 1C: BO network is growing,
seriously outperforming the market. We see
stable interest in the franchise from accounting
companies: small and large regional players.
Since 2022, franchises are often purchased
by investors — entrepreneurs from other
industries, but who already have experience in
B2B. Regularly operating partners recommend
our 1C: BO franchise to accountants — word
of mouth works. The 1C: Accounting Service
brand is recognizable in the market, the
franchise is a leader in federal ratings, and
our partners are leaders in regional accounting
services markets.

The company’s involvement in the network
does not interfere, but helps to build its own
advertising and promotion; the heads of
1C: BO partners are visible in the business
community. Against this background,
the fashionable “building a personal
brand” without real achievements looks
unconvincing.

A LOOKINTO THE FUTURE
There are plans for a multiple growth of
the network and revenue, and for this we

CTPATEMMN ®PAHYAN3IUNHTA

will develop technologies, make the work
of partners more efficient and convenient.
We talk a lot about technology news in
our social networks and newsletters for
potential partners. Subscribe and find out
all the details.

Alena Myakisheva,
head of the Krost company
from Samara:

“l got to know about the 1C:BO franchise
i in September 2020, when the question ;
! arose that | needed to transfer my clients |
! to a more convenient accounting system.
© Iwas interested in the 1C:BO franchise and
« we applied for it. They consulted me, told
i meeverything, sent me presentations. I read
i them carefully and decided to giveitatry.
i Atfirst glance it seemed difficult: there
! would probably be some “complicated”
' program, complex accounting and a :
. degree of control. But it has been almost
© two years since we have been serving our
i clients under the 1C:BO franchise using
i the 1C:UFA program. 1
! Yes, there were certain difficulties in !
! understanding: how and what to look !
' at, where and how to enter. But all of :
© this was quickly resolved after taking :
© special courses, where difficult points are
i well explained and everything is shown. |
i There is a special system, the Knowledge
! Base, where if something is unclear, you !
i can always look it up. The 1C:BO partner
' support service is available 24 hours;
© specialists are ready to advise you on :
i almost everything.
i The 1C:UFA program has functionality
. designed specifically for managers. In
! special tabs you can quickly see and collect
' information, for example: on submitted
' reports; about unprovided documents
© not reflected in accounting; about bank
1 statements that may not be uploaded in .
i a timely manner, and this, among other
things, will affect accounting. Everything
! is here - both reports and marginal profit.
' Everything is displayed, everything is
© visible: reporting deadlines, tax payment
© monitor, accounts receivable. | don't see
i any analogues. No other system can
1 provide such comprehensive accounting
" forall clients.
' In the 1C:UFA program, where all :
© information on clients is collected, you
© can keep records for your own company.
i All together. Therefore, | am definitely for
i the 1C:Accounting Service franchise.”
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PELIENT

WAEAJTIBHOTO

OTKPbITUA

HoBbiln pecTopaH «Agxu-
KVHeXanb» He NOXOX BHELLHE

Ha BCe OCTanbHble, B MEPBYIO oye-
pefb MHTEPbePHbIMUK peLieHnAMN. RestMe
C/loMana CTepeoTUrbl O KaBKa3CKOM rocte-
npurmcTBe. ipKre ArBaHbl C y30pamu, KOBPbI
1 TopLiepbl-nanaxm 60mblue He HY>KHbI.

Co3paBas NPOEKT, Mbl MPOaHan3npoBanu
KOHKYPEHTOB 1 BbISIBUJIN, YTO CTEPEOTUMHbBIE
anemeHTbl KaBKa3a, nprieBLurecsa nocetute-
JIAAM, NPUCYTCTBOBAJIN B KaX[OM 3aBELEHUN.

Pewnnn nepeocmblCnnTb NpUBbIYHbIE
npencTaBneHns o KaBkase, mpu 3Tom coxpa-
HWB rNaBHble LLeHHOCTU: OMbIT MOKONEHWI,
NCKYCCTBO, TPaANLMM, FOCTeNpUUMCTBO. Tpa-
OVLNOHHbIe MaTepuanbl, GakTypbl, MPUEMDI,
nepeocMbICNIEHHbIE B UHTEPbEPE, CO3Aal0T
aTMocdepy 3aBeAeHMNA 1 3aCTaBAAT MOCMOT-
peTb Ha KaBKa3 no-HoBomy.

PecTtopaH co3paH no gunsanH-npoeKkTy
OIHOTO 13 KPYMHbIX apXMUTEKTYpHbIX 6lopo
Poccuu. Monyumnack HacToALan COBpeMeH-
HasA py3uA.

[nAa Hac, Kak anAa cetn, 6b110 0CO6EHHO
BaXKHO, YTOObI 3anyck npoLuén becnepebdoii-
HO. DTO He NepBOe OTKPbITNE, KOMaHLbI U Mbl
TOYHO 3HaeM, Kak cjenatb BCé TaK, UTo-
6bl HUKaKMX TPYAHOCTEN He BO3HMKAIO:
OTKPbITVE HAaAO TLaTe/IbHO FOTOBUTD.
MpUHLMN HEM3MEHEH 1 AA CBOMUX pe-
CTOpaHoB, 1 AnA dpaHyaii3r-NnapTHEPOB.

Packpoi HekoTopble getanu
6onbluoN noarotoBKu. Ewé Ha ctagun
pa3paboTKy TEXHONOrMY NPON3BOACTBA
B NPOLeCC BKItoUatoTcA 6peHa-wed n
wed-noBap no GpaHYan3nHry, Besib
KYXHA — 3TO cepAaLe pecTopaHa, eé
paboTa gonmkHa 6bITb BbICTPOEHA nae-
asibHO, MO3TOMY OHU COrNacoBbIBAOT
1 yTBEPXKAAIoT BCe feTanm 1 KoHLen-
LMo MPOU3BOACTBA CO CTPOUTENIAMM 1
NPOEKTUPOBLYMKAMM.

«ALIKINKINHEXKATTb»:
bE3 bBAPAHOB, KOBPOB
N CTEPEOTUTIOB

estMe — komaHpa, KoTOpaA ycnewHo ynpasaseT LebiM NopTdesnem pecTopaHHbIX
6penpoB 6onbLue 20 net. Cpen HUX — CETb PECTOPAHOB «AKUKUHEXKANb».
B peBpane 2023 roga B HoBocubupcke oTKpbinca ceibmoii N0 CYETY KaBKa3CKui
[0M, KOTOPbIil 0TIMYAETCA OT APYruX. IT0 CO6CTBEHHBI pecTopaH KOMMNaHUU, HO
[eicTBYIOLME 1 NOTeHLMaNbHbIe GpaHYaii3u, KOTOpble NpUesKany Ha ero oTKpbITue,

YTto KacaeTcsa NOAroToBKM KO-
MaHAbl AnA paboTbl B 3ane, TO 3a
MecAL, O OTKPbITUA Mbl HAUVHaeM

CTaXXMpOBaTb NepcoHan no ocTasib-

HbIM pecTopaHam ceTu. 3To No3BonaeT
3anyCcTUTbCA C XOPOLUMM YPOBHEM CepBM1Cca
1 He TepATb €ro B JanbHeNLeM.

Ba’kHyto posib Ha cTapTe paboTbl HOBOTO
3aBefleHNA UrpaeT Hal «3BE3HbIN AeCaHT» —
KOMaH[a 3anycKa 13 JeNCTBYIOLMX OMbITHbIX
CcoOTpyAHMKOB. OHU Ha MPOTAXEHUN MecALa
paboTanu 1 nomorany HoOBOMY KOJIeKTUBY
3¢ PeKTUBHO BbICTPOUTL BCE paboure nNpo-
Lieccbl. Takaa npakTrka — Tpaguuma. OnbiTHble
MacTepa BCerfja Bble3>KaloT Ha 3amnycK pecTo-
paHoB dpaHyan3n.

APNOMETUKA YCIMEXA

KoHeuHo, Bcex nHTepecytoT GruHaHCOBble
nokasaTenu paboTbl pectopaHa. Mbl OT napT-
HEPOB HMYEro He cKpbiBaeMm. K TpeTbemy me-
cALy paboTbl BbipyyKa cocTaBuna 10 miH pyo6.
(npy 97 nocagoyHbIX MecTax B 3ane), a B utone
1 aBrycTe, Koraa 3apaboTana neTHAA BepaH-
A3, Mbl BbIWAN Ha 14 MnH py6neii. B cpegHem
eXxeMeCcAYHO NPUPOCT BbIPYUKM COCTaBAAET
10%, a B neTHmne mecaubl — 30%. MNMpwn aTOM
paBHOMEPHO PacTyT BCe COCTaBAAOLLME Bbl-
PYUKU: CPefHUI YeK U 1X obLlee KoMYecTso.

a 3atem Habnioganu 3a pa6oToii U NoKasaTensAMM, BAOXHOBUIUCH pe3ysbTaTamu U

NIaHNPYIOT Pa3BUBATb PecTopaHbl B HOBOW KOHLEMLMM 1 B CBOUX Per1oHax.

0 ToMm, YTO NOMEHANOCb, KaKue pe3ynbTaTbl 3T0 NPUHECNO, paccka3biBaeT
OKCAHA HEBEPOBA, nupeKkTop KOHLenuuy pectopaHoB <AKUKMHEKaNby.

BaxHbI noka3aTenb paboTbl pectopaHa —
0060paYrBaEMOCTb CTONOB, B <AIKMK/HEXASb»
OH npeBbILWaeT 75% — 3TO OTNNYHbI pe3ynbTaT.
A Befb B NepBoe Bpems nocsie 3anycka He Bce
enatoLume MOrv MonacTb B pecTopaH: Ha BXoge
CTOANV OYepean, TaKk Kak rocT Hagosro 3agep-
XMBanuch 3a ctonamm. Ho ectb cnocobbl, KoTo-
pble MOMOratoT PeLLuTb 3Ty NPobremy 1 KOTOpbI-
MV Mbl C YAOBONIbCTBUEM AENUMCA C GpaHUansm.

N HakoHel, o BakHelweM GpMHAaHCOBOM
rokasatesie — yncrow npmbbinun. K yuetsépromy
MecsALy paboTbl oHa gocTurma 3,5 MiH pybnei
(npw BbIpyuKe B 14 MiH py6.). MpocToii maTema-
TUYECKMIA PacYET MOKa3bIBAET, YTO CPOK OKyrMae-
MOCTU COCTaBWT BCEro OKOJI0 MofyTopa jieT. Bce
PacyéTbl N0 MHBECTULINAM MOXXHO NOCMOTPETb
Ha HalleMm caiiTe 1 NoHabodaTh 3a TeM, Kak
CTPOWNCA 3TOT PECTOPaH B PEXMME OHJIANH.

K nekabpto Mbl MnaHvpyem OTKPbITb B pe-
CTOpaHe BTOPOW 3aJ1, MOCKOJIbKY MOTOK noce-
TUTENen TONIbKO PacTET.

®paHyai31 BAOXHOBMIMC NOKa3aTenamm
HOBOTO KaBKa3CKoro goma. Hanpumep, napt-
HEpbI B Yde n HrxkHeBapTOBCKe yrKe BCTanu B
ouepefb Ha An3aliHepCKre NPOEKTbI, YTOObI
nepesanyctntb AencTByolme «KAQKNKNHE-
»anb» B HOBOM MHTepbepe. C Hyna oTKpbiBa-
eTcA dpaHyUali3n-pecTopaH B HOBOM n3aliHe
B bapHayne: «3BE3[Hbl JeCaHT» y>Ke roTOBUT-
CA K noesgkKe B 3T0T ropoa. [locteneHHO
Mbl Byfem TpaHchOPMUPOBaTL AENCTBY-
loLLe pecTopaHbl CETU B HOBbI GopMar.

Ho otaenbHO oTMeuy, 4To cambli nep-
BbIl pecTopaH «AfXKUKUHEXKanb», KOTO-
pOMy Y>Ke AeBATb JIeT, He MeHee ycrnelleH
1 6bET BCe pekopAbl Mo BbIpyuKe. Tak,
B asrycre 2023 rofa Bblpyyka focTurna
20 miH py6neit (130 nocafouHbIX MecT),
Ha TaKoW »Ke MoKasaTeslb pecTopaH Bbl-

.

4 XOOWT N B CeHTALpe.

Ha mow B3rnag, 3To roBOpuT 0 TOM,
yTo y Ntoboro pectopaHa Hallen cetTn —
N HOBbIX, U AABHUX — NPOAYMaHHasA
KoHuenuuAa n spdpekTnBHaa 6m3-
Hec-moaernb.
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R estMe is a team that has been
successfully managing a portfolio of
restaurant brands for over 20 years. One
of these brands is the restaurant chain
Adzhikinezhal. In February 2023 the
seventh Caucasian house was opened in
Novosibirsk, which is different from the
others. It is the company's own restaurant,
but current and potential franchisees

who came to the opening and then
observed the work and performance were
inspired by the results and plan to develop
restaurants of the new concept in their
regions as well. OKSANA NEVEROVA, the
director of the Adzhikinezhal restaurant
concept, tells us what has changed and
what results have been achieved.

WITHOUT RAMS, CARPETS AND STEREOTYPES

A RECIPE FOR A PERFECT OPENING

The new restaurant Adzhikinezhal does
not look like any other restaurant, first of all
with its interior solutions. RestMe broke the
stereotypes of Caucasian hospitality. There
is no need for colorful sofas with patterns,
carpets and papakhi floor lamps.

While creating the project, we analyzed our
competitors and found out that stereotypical
elements of the Caucasus, familiar to visitors,
were present in every establishment.

We decided to rethink the usual ideas
about the Caucasus, while preserving the
main values: experience of generations, art,
traditions, hospitality. Traditional materials,
textures and techniques reinterpreted in the
interior create the atmosphere of the place and
make us look at the Caucasus in a new way.

The restaurant was created according
to the design of one of the leading Russian
architectural offices. It turned out to be a real
modern Georgia.

For us, as a restaurant chain, it was very
important that the opening went off without
a hitch. This is not the first opening, and we
know exactly how to do everything so that
no difficulties arise: an opening must be
thoroughly prepared. The principle is the same
for our own restaurants and for franchisees.

I will reveal some details of the great
preparation. Already at the stage of developing
the production technology, the brand chefand the
franchise chef are involved in the process, because
the kitchen is the heart of the restaurant, its work
must be perfectly built, so they coordinate and
approve all the details and the production concept
with the builders and designers.

As for the preparation of the team that will
work in the restaurant, a month before the
opening we start training the staff in the other
restaurants of the chain. This allows us to start

with a good level of service and not lose it in
the future.

An important part of the launch of a new
restaurant is our “Star Troopers” — a launch
team of existing, experienced employees. They
worked for a month and helped the new team
to effectively establish all work processes. This
practice has become a tradition. Experienced
team members always travel to the franchisee’s
restaurant launch.

THE ARITHMETIC OF SUCCESS

Of course, everyone is interested in the
financial indicators of the restaurants work.
We do not hide anything from our partners. By
the third month of operation, the turnover was
10 million rubles (with 97 seats in the hall), and
in July and August, when the summer veranda
started working, we reached 14 million rubles.
On average, the monthly growth of revenues is
10%, and in the summer months — 30%. At the
same time, all revenue components are growing
evenly: the average check and its total number.

An important indicator of the restaurant’s
work is the turnover of tables, in

Adzhikinezhal it exceeds 75% - this is an
excellent result. And in the first time after
the launch not everyone could get into the
restaurant: there were lines at the entrance,
as guests stayed at the tables for a long time.
But there are ways to solve this problem that
we are happy to share with our franchisees.

Finally, the most important financial
indicator — net profit. In the fourth month of
operation it reached 3.5 million rubles (with
a turnover of 14 million rubles). A simple
mathematical calculation shows that the
payback period will be only about one and
a half years. You can see all the investment
calculations on our website and follow the
construction of this restaurant online.

By December, we plan to open a second
dining room in the restaurant as the number
of guests continues to grow.

Franchisees have been inspired by
the performance of the new Caucasian
House. For example, partners in Ufa and
Nizhnevartovsk, have already joined the line
for design projects to relaunch the existing
Adzhikinezhal in a new interior. In Barnaul,
a franchisee restaurant with a new design will
be openedfrom scratch: the “Star Troopers” are
already preparing a trip to this city. Gradually
we will convert the existing restaurants of the
chain to the new format.

But I would like to note that the first
Adzhikinezhal restaurant, which is already
nine years old, is no less successful and breaks
all records in terms of sales. For example, in
August 2023 the revenue reached 20 million
rubles (130 seats), and the restaurant will
reach the same level in September.

In my opinion, this shows that every
restaurant in our chain - both new and
longstanding - has a well-thought-out concept
and an effective business model.
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«HET HUKAKUX
NPUUYMH HE KYMUTb
HALLY OPAHLLIU3Y»

M ma AJIEKCEA JIOKOHLIEBA B mupe 6usHeca B 0co6om npeacraBneHum He
Hyxpaaetca. Cospatensb ceteit 6ap6eponos TOPGUN u knbepcnopTuBHbIX
Kny6oB COLIZEUM npegnounTaer He cnefioBaTb TpeHAaM, a cam UX
co3faBartb. PeLenns, Kotopble OH NPUHUMAeT, pa3BuBas 6peHfbl, He Bcem
KaxyTca oueBMAHBIMMU, HO NPoeKTbl JIOKOHL|eBa Bceraa B nuaepax — Kak

N0 UHHOBALMAM, TaK U No AoxoaHocTH 6u3Heca. HepaBHo cetn TOPGUN
UCNONHUNOCL AeBATD NeT. Mbl noroBopunu ¢ eé cosparenem o peBonioLun 1
3BoNoLMN B Mupe 6apbepuHra n o tom, nouemy ¢ppaHiwusa TOPGUN ogHa us
CaMblX yCneLlHbIX.

- Anekcell, 8 utosie 8bl C pasmaxom ommemusiu 0eHb
poxoeHus TOPGUN, co6pae emecme 900 6ap6epos,
aomuHuUCmpamopos, ynpassiowux u esaoensyes 6ap-
6epwonoes. Cnozax meponpuamus - «Pegosiioyuio Mol
yXKe cosepuiusiu, menepb Npuwisio 8pemMs 380J1l0YuU».
[Jlasaiime nozoeopum o mom, Ymo peeosIloYyUOHHO20
coenaHo?

— Mbl Hayunny My>X4mH cTpuubca. [lo Halero nossne-
HMA CUNTANOCh, YTO XKEHCKIME CTPUKKM 3a 3 TbiC. pybnen —
3TO HOPManbHO, @ My>XUMHAM HNYEro OCO6EHHOrO U He
Hapo. Ha camom fiene My>KumH cTpuub crioxHee. ITo akage-
MmYecKas CreLmanbHOCTb, Ha Heé Halo CEPbE3HO YUUTLCA.
MHe rosopunu, uto B TOPGUN HUKTO He NpuAET, 4To 3TO
6yneT goporo. CeroaHaA Mbl NAepbl N0 060pOTY Ha OAHY
TOUKY B UHAYCTpUM GapbepuHra, K Ham 1ayT 1 NAYT HOBble
dpaHyan3n. A HUKTO B 34paBOM yMe He ByfieT OTKpbIBaTb
6apbepLuon, ecnivi GBU3HEC-MOAESb OKAXKETCA Hepaboueil.
Hawa npaBoTta npoBepeHa BpemeHeM. [loniroe Bpems Mbl
NNAVMPOBANN N MO KONIMYECTBY, HO BPEeMSA NMoKa3ano, YTo
HY»HO 60POTbCA 3a KaueCcTBO, NO3TOMY Terepb CO BCEMU
KOHKYpPeHTaMM Mbl COPEBHYeMCA 3a KauecTBO, CEPBUC U
060pOT C OAHON TOUKM.

M KoHeUHO, HalwV MHMLMATMBBI — 3TO HaCToALLAA PeBO-
nouna B Mmpe bapbepuHra. [leBatb net — 310 108 mecALes,
Mbl BbIMYCTVUAY Npe3eHTauutio Ha 109 cnaiiaoB no HoBaLw-
AM, KoTopble BHegpwun TOPGUN, To ecTb KaxKabln MecaAL,
Mbl CO3[jaBasnu TO, YTO 3@ HaMVK KOMMPOBa BECb PbIHOK.
Hanpurimep, Mbl nepBbiMy pa3peLumnny paboTaTb AeBYyLIKaM;
nepBble, KTO CPaBHAN AETCKYIO0 CTPUMKKY C MY>KCKOI Mo
ctonmocTn. Mbl pakTnyeckn cospanu 6apbepuHr B Poc-
cun. Tenepb HacTynaeT Bpems 3BOJTIOLMOHHOIO Pa3BUTMA.
Mbl BHOCUM ouyepefiHble MHULMATVBBI, KOTOpble 338 HaMK
6yneT NoBTOPATb BeCb PbIHOK. Hanpumep, BBOAVM B CTaH-
[apTbl UCMONIb30BaHVE OJHOPA30BON MapPMKMaxepCKom
LWETKN-CMETKW, KOTopas A0 3TOr0 MOMEHTa Y Bcex bbina
MHOrOpa3oBoM.

- U kak 3ma HoeayusA noenusem Ha 6usHec?

- Y ceTn Bo3pacTyT pacxoabl, Ho B TOPGUN npugér
60sbllie KIIMEHTOB, YTO B KOHEYHOM UTOre 3aTpaThbl
KOMMEHCHPYeET, MOTOMY UTO, MOKa OCTasIbHON PbIHOK GyaeT
pa3gymbiBaTb Haj TeM, 3a4eM 3TO HaJlo, Takoe npeano-
XeHue ByaeT TONbKO Y Hac, Y KNNEHTbl ObICTPO NOMMYT,
YTO C TOUKY 3PEHWA TMIMeHbl HET aflbTePHaTUBbI. DTO HaLl
OCHOBOMONAralLWmi NPUHLKMN — BbIBOAWUTb Ha PbIHOK Te
npeanoxeHrs, KOTOPbIX HET Y KOHKYPEHTOB: 3TO KacaeT-
CA HOBALMI KaK AnA KNMeHToB 6apbepLuonos, Tak 1 ans
dpaHyali3v; KOHKYpeHTam 3a HaMu He ycneTb. Hanpumep,
ceyac Mbl 3arnyckaem 3KCNepUMEHT — TECTOBbIM NOJINTO-
HOM cTaHeT Tyna, — KOTOpbI NPOCTO OTMEHAET BCe Map-
KEeTUHroBble NHMLMaTUBbI ApYrnx nrpokos. B TOPGUN
Tenepb MOXKHO NOCTpUYbcA becnnatHo: 6apbep cTtomT
Homb py6neit. KnneHT 6yaeTt NNaTuTb CTONbKO, CKOJIbKO
CaM COUTET HYHbIM. DUKCUPOBAHHbIN MPANC HaUMHaEeTCA
TonbKo ¢ ypoBHeir PRO 1 TOP. bap6ep — 310 HauanbHas
cTagua kanudrkauum cneymanncta, v N1aTuTb 3a ero
paboTy KNNEHTbI JOSKHBI He Ty CYMMY, KOTOPYIO HasHauus
BRafeneL, casoHa, a Ty, Ha KOTOPYIO CaM KIMEHT oLeHUn
KauecTBO CTPUXKKM. ITO He 3HauuT, YTo Bapbep CTPUKET
MNJI0X0, HO Mbl XOTVM NMOKa3aTb, YTO XOPOLUMNE CTPUXKKM —
3TO AOCTYMHO, U NPYBAEYb HOBbIX KNNEHTOB. MHorue xe
ZAYMaloT, YTO B CaJIoHe SKOHOMKAacca UX MOCTPUTYT Tak
»e; Tenepb MOXHO NpuinTy B TOPGUN, 3annatntb CTONbKO
e NN faxe HMYero He 3aniatuTb, HO NMOYYBCTBOBATb
pa3Huuy B Knacce. K uemy 31o npusefért? K tomy, uto Te,
KTO paHee He xofun B Hawwu 6apbepLuonsbl, 6yayT XoanTb
K HaM. Ml Korga nx mactep, Kotopbliin BbipacteT o PRO n



BblLle, OyET TeX XKe KINMEHTOB CTPUUDb YiKe
3a ieHbIM, OHW BCE PaBHO OCTAHYTCA Y Hac.
MepcoHan H1yero He TepseT: y 6apbepoB Ppuk-
CYPOBaHHbIN OKNag, 6apbepLuon Ha KOPOTKOe
BPEMSA MOXXET HEMHOTO CHU3UTb JOXOAHOCTb,
HO 3TO BbICTPO OKYMUTCA CTOPULIE.

- Heoxxu0aHHo. He meHee yem ommeHa
naywasnbH020 83HOCA 07141 hpaHyalisu, Ko-
mopelli ¢ 1 okmabpsa 8Ho8b 8800umcs. Om-
MeHa naywasibHo20 83Hoca 6bi1a owubKoli?

- BoBce HeT. fl BCé Bpema 6oposica n 6o-
ptocb 3a KauecTBo ceTu. Jlobyto camyto rpa-
MOTHY!IO I OTTOUYEHHYIO [0 naeana GbpaHLmnsy
NEerko paspylmnTb, ecnv ¢ppaHyain3n He Bbl-
MOJHAET NPaBW 1 CTaHZAPTOB CETY, Befib OH
HeCcéT HeraT/B He TOIbKO Ha cBo 6apbep-
LIOM, HO 1 Ha BeCb 6peHA. PenyTauma — ocHo-
Ba ycnexa. fl Bnoxun 360 MiH py6neii B 3ToT
6peHf, U MHE He HYXeH NapTHEP, KOTOPbIN
CTPEMUTCA OBHYNNTL 3TU BIOXKEHNUA. A Takne
y Hac 6binu. A cuén, YTo B TaKOW CUTyaLuun
Henb3A npogasatb MMA TOPGUN 3a geHbru.
OTMeHUn nayLuanbHbliA B3HOC U BbIrHas TeX,
KTO He xoTes cobnofaTth Hallin YCIoBUA pa-
60Tbl. 3a NocneAHVe NONTOPa rofa A 3akpbisi
22 6apb6epLuona n3-3a HECOOTBETCTBMISA CTaH-
faptam KavectBa cetn TOPGUN. Cenvac y Hac
TaKuX He ocTanoch. M, cooTBeTCTBEHHO, Halle
1MA CHOBa CTOUT CBOVIX IEHET, 1 Mbl FOTOBbI K
HOBOMY BUTKY pa3BuTra. OcHoBOMonarawowmi
NPUHLKMN: BO rNaBe yrna — BCeraa KauecTBo.
Cenyac y Hac oTKpbITo 211 6apbepLuionos,
Korga-To 66110 256 ToUeKk — 1 A TOPXKyCb
3TVM noka3satenem. HeT cmbicna rHaTbca 3a
KOJINYECTBOM, €C/IN He MOXelllb obecneunTb
6e3ynpeyHoe KayecTBo.

- Kakoli puHaHcoesblli pe3ynemam npu-
Hocum makas noaumuka?

—3a2022 rop 060poT ceTv — 2 MApA 742 MIH
py6nen, uto obroHAeT Hawero 6nvxanwe-
ro NPAMOro KOHKypeHTa no o60poTy B ABa
pasa. CpegHuin o6opoT ¢ Toukn TOPGUN -
cBbiwe 1 MiH pybneit. C yBepeHHOCTbIO MOTy
cKasaTb: Mbl — camas NpubblIbHas ceTb. U ca-
Mas npuBneKaTesnbHasa peanbHan GpaHLLN3a.

- A ymo ebl 8K1adbieaeme 8 NoHAMuUe
«peanbHaA ppaHwuza»?

— NokaxnTte MHe nobyto GpaHLLIK3Y, KOTO-
pas npu 3,5 MSIH py6nei BNOXeHNI Ha CTapTe
6yaeT npuHocuTb 500 ThiC. pybnen uncTom
npubbinm yxe yepes rog. CerogHA Takoro
6r3Heca B Halwel HuLwe HeT. KTo-To 6epéT
[EHbI 3a UCNOJb30BaHVe TOProBOW MapKy,
a panblue ¢paHyari3m BbIMbIBAOT Kak MO-
ryT. Moli HTepec B TOM, YUTo6bl Y NapTHEPOB
poCnv [OXOAbI, MOTOMY UTO A B 3TOT 613HeC
BROXWN cunbl, gywy. Ay Hac dpaHyansm He
nnaTenbLlMKN: Y HaC KOMaHZa, rae Kaxaoro
BOJIHYeT pe3ynbTaT.

- A Kakozo pe3ynemama el xodume 00-
6umebcA cetivac?

— Yepes Tpu roga B MockBe 6yaeT Tbli-
caya TOPGUN. U o Tom, yTto y Hac camas

BblrofHas ppaHlum3a B chepe bapbepuHra,
y3HatoT Bce. OHa 1 cellyac Takas, Ho He Bce
B Kypce. A Befib y MeHA fa)<e HeT oTaena
nponax. Ha cante, B N106GbIX KOHTAKTax
yKa3aH MOW NNYHbIA HOMep MOGUIbHOTO.
Ecnun Bbl XOTUTe CTaTb YacCTbio KOMaHAbI
TOPGUN, 10, HabpaB HOMep, nonaaéTte He
Ha MasibyMKa 13 oTAena Npojax, KoTopbli
6yneT BamM paccKasbiBaTb UTO YrofHO, NULb
6bl NpofaTh, a K Bnagenbuy ¢paHLin3bl, TO
ecTb Ko MHe. I ecnu A Komy-To YyTo-TO Obe-
(a0, TO MMEHHO A OTBEYalo 3a CBOW C/0Ba.
OTO CaMbIll YECTHbIN NOAX04 K Npojaxe
dpaHWM3bl.

K cnoBy, 0 nnaHax Ha pa3BuTue — Mbl eLwé
n B [ly6ae otkpbiBaemcsa. B OAD nosasunucb
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HallW KOHKYPEHTbI, @ Mbl MOKa)eM, 4To C
HaMu 1 3a rpaHuLEN Nyywe, AeLWEBNE U
npuobIbHEE.

- Bawux nomeHyuanbHbix hpaHyatisu
He omnyzueadem KoJsiudyecmeo Hoeayull,
Komopeoie 8eo0amca TOPGUN?

— OHV BBOZATCA HE NOTOMY, UTO A C yTpa
MPOCHYNCA, YTO-TO PELUW U B NPUKA3HOM No-
pAAKe BBEN MO BCen ceTu. A cCHavyana co Bcemu
napTHépamu obcyxaato naet, Mbl CNOPUM,
NPUHUMaeM peLleHne, Kak NPaBUbHO 3TO
caenatb, 1 B Tyne, roe HeT dpaHyansm — B
3TOM ropope, C KOTOPOro BCE HaUMHaNoch,
eCTb TOJIbKO MOW CaJioHbl, — Mbl 3Ty UAED
TecTupyem. Tak uto puckm A 6epy Ha cebs.
Hanpumep, sKCneprMeHT C «nnaTu 3a CTPUX-
Ky 6apbepy CKOSIbKO xouellb» — yepes fBa
MecALa CHUMEM NoKa3aHuaA; 1 ecniv BCE Npo-
L0 naeanbHo — 3anyckaem no cetu. Ecnv 6ol
MOW MHULMATMBbI He paboTanu, To 3a MHON
He Wi 6bl ppaHYan3n, N OHK He Gbinn Gbl
HACTONbKO yCrnewHbl. HarnagHbin npumep:
KTO-TO peLuns BbINTN N3 61U3Heca, NoTomy
YTO NnepeesxaeT B ApYyryto CTPaHy, 1 HelaBHO
yeTblpe Taknx 6apbepLuona Obinv NpofaHbl 3a
5 MnH py6nen kaxaplii. [lokynatenu Hawnmcb
MIFHOBEHHO, MOTOMY YTO MOHMMAIOT, YTO UX
WNHBECTMLMN OYeHb ObICTPO oKynATcA. Ewé
oanH aKT: GpaHyai3n He oCTaHaBNMBaKOTCA
Ha OTKpbITUM ofHOro 6apbepLuona, y HeKOTo-
pbiX y>ke oTKpbITo no 11 TOPGUN, y koro-To —
no wecTb-cemMb. B uenom 6onbue yem 40%
dpaHyuani3m numetoT 6onblLue OLHON TOUKN —
YTO 3TO, KaK He nokasaTesib NPUbbINbHOCTY
6u3Heca? HeT HMKaKMX NPUYMH He NoKynaTb
Hawy ¢paHLwm3y.
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Alexey Lokontsev:
"THERE IS NO

REASON NOT
TO BUY OUR
FRANCHISE"

he name of ALEXEY
LOKONTSEYV does not need
a special introduction in the
business world. The creator of
TOPGUN barbershop networks
and COLIZEUM esports club chain,
prefers not to follow trends, but to
create them himself. The decisions
he makes while developing brands
do not seem obvious to everyone, but
Lokontsev's projects are always in
the lead, both in terms of innovation
and business profitability.
Recently TOPGUN network
celebrated its 9th anniversary.
We talked to its creator about
the revolution and evolution in
the world of barbering and why
TOPGUN franchise is one of the
most successful.

- Alexey, in July you celebrated TOPGUN's
birthday with a big splash, bringing together
900 barbers, administrators, managers and
barbershop owners. The slogan of the event:
“We’ve already revolutionised, now it’s time
to evolve”. Let’s talk about what revolutionary
things have been done?

- We taught men how to cut their hair.
Before we appeared, it was believed that
women’s haircuts for 3 thousand rubles
were something normal, and men didn’t
need anything special. In fact, it is more
difficult to cut men’s hair. This is an academic
specialty, you need to seriously study for
it. They told me that no one would come
to TOPGUN, that it would be expensive.
Today we are leaders in turnover per outlet
in the barbering industry, new franchisees
keep coming to us. And no one in their right
mind will open a barbershop if the business
model is not working. We have a proven track
record. For a long time we were leading in
terms of quantity, but time has shown that we
need to fight for quality, so now we compete
with all our competitors for quality, service
and turnover from one point.

And of course, our initiatives are a real
revolution in the world of barbering.
9 years is 108 months, we released a 109-slide
presentation on the innovations that
TOPGUN introduced, which means that
every month we created something that the
whole market copied after us. For example,
we were the first to allow girls to work, the
first to equalise children’s haircuts with men’s
in terms of cost. We actually created barbering
in Russia. Now it is time for evolutionary
development. We are introducing new
initiatives that the whole market will follow.
For example, we are introducing into the
standards the use of a disposable barber’s
brush, which until now had been reusable.

- How will this innovation affect the
business?

- The network’s expenses will increase, but
more clients will come to TOPGUN, which will
ultimately compensate for the costs, because
while the rest of the market is thinking about
why this is necessary, only we will have such
an offer, and clients will quickly understand
that with From a hygiene point of view, there



is no alternative. This is our fundamental
principle - to bring to the market those offers
that competitors do not have - this applies to
innovations both for barbershop clients and
for franchisees; competitors cannot keep up
with us. For example, now we are launching an
experiment - Tula will become a test site, which
simply cancels all marketing initiatives of other
players. In TOPGUN, you can now get a haircut
for free — a barber costs zero rubles. The client
will pay as much as he/she deems necessary.
The fixed price starts only from PRO and TOP
levels. Barber is the initial stage of qualification
of a specialist, and clients should pay for his
work not the amount that the owner of the
salon assigned, but the amount that the client
himself estimated the quality of the haircut.
This does not mean that the barber cuts badly,
but we want to show that good haircuts are
affordable and attract new customers. Many
people think that they will get the same haircut
in an economy-class salon, now they can
come to TOPGUN, pay the same or even pay
nothing, but feel the difference in class. What
will this lead to? To the fact that those who
previously did not go to our barbershops, will
go to us. And when their master, who will grow
to PRO and above, will cut the same customers
hair for money, they will still stay with us. The
staff loses nothing - the barbers have a fixed
salary, the barbershop for a short time may
reduce profitability a little, but it will quickly
pay off a hundredfold.

- It was unexpected. No less than
the cancellation of the lump-sum fee for
franchisees, which is being reintroduced from
October 1. Was the cancellation of the lump
sum a mistake?

- Not at all. T have been fighting and
fighting for the quality of the network all the
time. It is easy to destroy any franchise, the
most competent and refined to the ideal, if the
franchisee does not comply with the rules and
standards of the network, because he carries
a negative not only on his barbershop, but
also on the entire brand. Reputation is the

basis of success. I have invested 360 million
rubles in this brand and I do not need a partner
who seeks to reset these investments. And
we had such. I felt that in such a situation it
is impossible to sell the name TOPGUN for
money. I canceled the lump-sum payment, and
kicked out those who did not want to comply
with our working conditions. Over the past year
and a half, I have closed 22 barbershops due
to non-compliance with the quality standards
of the TOPGUN network. Now we don't have
any left. And accordingly, our name is worth its
money again, and we are ready for a new round
of development. The fundamental principle is
that quality is always at the forefront. Now we
have 211 barbershops open, once there were
256 points — and [ am proud of this indicator.
There is no point in chasing quantity if you can't
provide impeccable quality.

- What financial result does this policy bring?

- For 2022, the network turnover is
2 billion 742 million rubles, which overtakes
our nearest direct competitor in turnover by
two times. The average turnover of a TOPGUN
point is over 1 million rubles. With confidence
I can say — we are the most profitable chain.
And the most attractive real franchise

- What do you mean by “real franchise”?

- Show me any franchise that, with
3.5 million rubles investments at the start, will
bring 500 thousand rubles in net profit within
a year. There is no such business in our niche
today. Someone takes money for the use of
a trade mark, and then franchisees swim out as
best they can. My interest is that my partners
incomes grow, because I have invested my
strength and soul in this business. And our
franchisees are not payers — we are a team
where everyone cares about the result.

- And what result do you want to achieve now?
- In three years, there will be a thousand
TOPGUNSs in Moscow. And everyone will know
that we have the most profitable franchise in
barbering. It still is, but not everyone is aware of
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it. And I don't even have a sales department. On
the website, any contacts include my personal
mobile number. If you want to become part of
the TOPGUN team, then dialing the number,
you will get not to the boy from the sales
department, who will tell you anything to sell,
but to the owner of the franchise, that is me.
And if T promise something to someone, then
it is I who am responsible for my words. This is
the most honest approach to selling a franchise.

Speaking of plans for development, we are
also opening in Dubai. Our competitors have
appeared in the UAE, and we will show that
with us and abroad it is better, cheaper and
more profitable.

- Aren’t your potential franchisees scared
off by the number of innovations being
introduced by TOPGUN?

- They are not being introduced because
I woke up in the morning, decided something
and ordered it across the entire network. Firstly,
I discuss the idea with all the partners, we argue,
make a decision on how to do it correctly, and
in Tula, where there are no franchisees - in
this city, where it all began, there are only my
salons, we are testing this idea. So I take the
risks. For example, an experiment with “pay
the barber as much as you want for a haircut” -
after two months we will take readings, and
if everything went perfectly, we will launch
it over the network. If my initiatives did not
work, then franchisees would not follow me,
and they would not be so successful. A good
example is that someone decided to go out of
business because he was moving to another
country, and recently 4 such barbershops were
sold for 5 million roubles each. Buyers were
found instantly, because they realise that their
investment will pay off very quickly. Another
fact is that franchisees do not stop at opening
one barbershop, some have already opened
11 TOPGUNSs, some have six or seven. In
general, more than 40 per cent of franchisees
have more than one outlet - what is this but an
indicator of business profitability? There is no
reason not to buy our franchise.
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«KOTODEW»
UAOET B POCT

YOAYHbIV MEPNOA ON1A PA3BUTUA

Mocne yxofa MHOTVIX 3aMagHbIX 6peHgoB
C POCCMINCKOrO pbIHKA Nepes oTeyecTBeH-
HbIMI MPOV3BOLMTENAMM OTKPbIAINCH HOBbIE
BO3MOXHOCTU /151 PAa3BUTUA COBCTBEHHbIX
MapoK LeTCKol ogexabl v 06ysu. HecmoT-
pA Ha aKTYBHOE Pa3BUTHE OHJIANH-NPOJAX,
[J191 AeTCKOrO CerMeHTa VHTEPHET-peTeiin He
MOET MOSIHOCTbIO 3aMeCTUTb odraiiH: 3gech
KaK HMKOrfa BaXkHa NMpUMepKa, TakTuibHble
cBOMNCTBa Matepunanos. «0cg8o6oxdeHue
Huwu 8 ognatiH-pemedise u NompebHOCMb
nokynamesnet 8 NOIHOGHOPMAMHbIX 0emCKUX
MazazuHax NOOMOJKHy U HAc K Macwmaebupo-

RUSSIAN BUSINESS GUIDE {CEHTABPb 2023}

KPYMHEMLLWUIA POCCUNCKNIA BPEHA AETCKON OAEXAbI U
OBYBU «KOTOOEN>» YBENTUYUBAET YUCII0 OUPMEHHbIX
MATA3NHOB CETWU. CHAYAJIATOAA YNCJ10 3AABOK HA
OPAHLLUW3Y BbIPOCJI0 B [1BA PA3A.

8aHUI cemu. 3a npowisibiti 200 6peHO «Komo-
¢heli» omKpobIs1 24 HOBbIE MOP208bIE MOYKU, —
pacckasbiBaeT AUPEKTOP NO MapKeTUHry
«Kotoden» Anpgpein Kanycra. - B 2023-m
memn OMKpbIMusA HOBbIX (PUPMEHHbIX Ma2a3u-
Hoa ygenuyusca ewé 6onsuie. 3a 1-e nonyzooue
2023-20 omkpsinoce 23 mazasuHa mopzosot
MapKu, wecme U3 KOmopbix — cobcmeaeHHele,
ocmarneHele — o paHwiuze. [loMumo omkpel-
mud 8 Poccuu, akmugsHoO 0c8auB8asIu Hogvle
meppumopuu: Kasaxcmar u benapyce. B 61u-
Xatiwel nepcnekmuee niaHupyem omkpbime
mouku 8 MazHumozopcke, Apxareenocke, Opre,
JloHeuke, a makxe mpemud 8 3mom 200y mMa-

2a3uH 8 Aiima-Ame». Ha TeKyLLi MOMEHT B
durpmeHHom cetn «Kotoden» 6onee 200 ma-
rasvHOB, U OCHOBHas 3afjaya — MacwTabumpo-
BaTbCA B ropofax NpuCyTCTBUA AeNCTBYIOLWNX
MarasnHoB. B nnaHax komnaHum Ha 2023 rog —
OTKPbITb 40 HOBbIX Mara3vnHOB Mo Bcel Poccun
1 NPOJAOMKNTL dKcnaHcuio B CHI.

OLETb CHOI 4O roJIOBbI

«Mbl cmapaemca co30ame KadecmeeH-
HblIl, akmyaneHell u docmynHelt moeap 0714
€80e20 NOKynamesisi, onupasace Ha mpeHosl
fashion-uHdycmpuu. PazHoobpasHeil u cmuse-
Hblli accopmumeHm Oendaem Hawl 6peHO o4eHb
npussiekamesnbHbiM 0114 ppaHyadizu, 4mo
no3eosiaem 0080/16HO 6biICMPO HApAWUBAMb
npucymcmaue no sceli cmpaHe U 3a eé npede-
namu», — noacHaeT Anapen Kanycra.

PacwunpeHne accoptnmeHTa B cetun «Ko-
Tode» AeCTBUTENIbHO NPOK30LLIO 3HaYK-
TenbHoe. BHegpeHMe HOBOro accopTMmeHTa
KoMnaHuA Havana ewé B 2020 rogy, Korga B
Mara3suHax ceT NOABUSINCH BEPXHAA ofexaa
1 TepMmobenbé ana aeten, CYMKN U PIOK3aKMU.
Ha 3ToM KOMnaHKA He ocTaHOBMNACh, TOBap-
HbIl aCCOPTUMEHT PacLUMPAETCA MO BCEM NO-
3ULMAM 41A TOro, YTobbl MOKynaTeny Mornu
KynuTb ofexay n obysb ana pebéHka Ha
KaXXAbli1 ce30H B OAHOM MecTe. B aTom rogy B
aCcCoOpPTUMEHTe TOProBOI MapKu NOABUANCH
CMNOPTMBHbIE M NTETHUNE JIbHAHbIE KOCTIOMbI,
HUXKHee 6enbé, NAXHbIE TYHUKN U3 MyCn-
Ha. [ln3aliHepbi-mofenbepbl BeAyT paspa-
60TKy LUKONbHOW PpopMbl. LieHoBOI cermeHT
He N3MeHWNCA: 3TO CPeAHAA LLeHOBaA HULWIA.



B HacToAWMN MOMEHT HeoOyBHble rpymnmnbl
accopTuMeHTa NpuHocAT 10% BbIpyYKy, B
niaHax KOMMaHWM — JOBECTM 3TO COOTHOLLe-
Hue 0o 30%.

Mpwv 3Tom dpaHyan3v KOMNAHUN He UCTbI-
TbIBAIOT Kaknx-mbo npobnem c NononHeH -
em Konnekuyun. To, uto 2/3 NnponsBoAaCcTBa
TM «KoTodel» cocpenoToueHo B Poccun,
obecneyrBaeT fONONHUTENbHYIO CTabUb-
HOCTb AnA 6peHpa.

PaclumpeHwe accopTumeHTa NoBEKOo 3a co-
6011 nepedopmaTpoBaHme GUPMEHHON PO3-
Huubl. CerogHA MeHee NosIoBMHbI MarasvHoB
cetn «KoTodel» MMeloT JOCTaTOUHYO MoLaab
[NA NpeACTaBNeHNA BCEro acCopTMMeHTa Top-
roBOW MapKu 1 060pyAoBaHbl MONHOLIEHHbIMM
NPUMEPOYHbIMY 30HaMW. «Bce 8HOBb OMKPbIBA-
eMble mop208ble MOYKU NPOEKMUPYIOMCA yxKe
C y4émom pacwupeHHoU accopmumeHmHou
Mampuybl U eé 2apMOHUYHO20 pa3melyeHus 8
mopzosom 3asne. Mol nnavupyem, 4ymo 651a2o-
0dps nepethopMamupoBaHUIO CyUeCMaYyUUX
mop208biX MOYeK U OMKpPbIMUIO HOBbIX 8 Meye-
Hue 6nuxatiwux 08yx iem 60% MazasuHos8 cemu
CMO2ym npeodnioXume 8ce mosdpHsble 2pynnel
TM «Komogbeli» 018 c8ouUX KIUEHMOB», — NO-
AcHun Angpen Kanycra.

YPOMAW OPAHLLIN3

Yucno xenawwmx ctaTb NnapTHEpamu
cetn «KoTodel» pacTét. be3ycnosBHo, BbiBe-
peHHas ToBapHaa MaTpu1La U y3HaBaeMbli
6peHp cnoco6CTBYIOT CTabWNbHO BbICOKMM
npopakam. Ho He MeHee BaxHbIM pakTopom
ABMAIOTCA BCECTOPOHHAA NoaaepKka dpaH-
Yari3n Ha BCex Tanax v BbIroAHble AnA napT-
HEPOB yCOBUA.

Tak, B OTNIMUMe OT MHOTUX APYrX GpaHLLn3,
npu OTKPbITUM Mara3unHa «KoToden» napt-
HEpPbI He NNATAT POANTU 1 NayLIabHbINA B3HOC.
Bnapenevy ¢dpaHLwm3bl nonyyaet npubbinb ot
peanusaumm ceoen npoaykumm. KoHeuHo,
HeobXoAVM CTapTOBbIN Kanutan Ha obopy-
[OBaHMe, apeHfy, OTKPbITUE 1 3aKyMNKYy TOBa-
pa: CyMMa paccumTbiBaeTCA UHANBUAYANIbHO,
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ncxoaa 13 NNoLWaAN MarasmHa, B CpejHem 310
oT 9 MAH py6neit. Ho paxe 3aTpaTtbl ronos-
HaA KoMNaHWA KomneHcupyeT. Hanpumep,
KOMMeHcaLumA 3aTpaT Ha aBTOMaT13aLmio ma-
rasuHa — 50%, Ha NprobpeTeHne TOProBoro
obopyanoBaHua — ot 700 Tbic. py6. Ao 1,1 MAH
py6. B 3aBMCMMOCTY OT M/IOLLAAN NOMELLEHUA.

Monneprkka ppaHyUaini3m okasbiBaeTcA Ha
BCeX 3Tanax: OT MOArOTOBUTENbHOIO 3Tana
C aHaNM30M pblHKa 1 coCTaBrieHNA br3Hec-
nnaHa, nogbopa noaxofALLero noMmeLleHms
[0 nomolLyu B noabope nepcoHana, ero oby-
YEeHUN N COMPOBOXAEHNN OTKPbITUA Mara-
31Ha, TEXHNYECKOW NoAAEPKKM MarasmHa u
KOHCynbTaLMin MO BCeM BOMPOCaM Ha BeCb
nepuopg napTHépCTBa.

Kpome Toro, nonynapHoctu ¢paHLwnsbl
Cnoco6CTBYeT TO, UTO GUPMEHHbIE Mara3uHbl
«KoTodeir» c ycnexom GyHKLNOHUPYIOT Kak B
ropofax-MUIMOHHUKaX, Tak U B He6ONbLINX
ropogax c HaceneHuem o 500 n gaxke go
300 Tbic. YenoBek. «Kaxobili 20p00 Heobxoou-
MO paccMampusams omoesibHO, OCHOBHble
¢akmopel, Komopble HeobXxo0UMO yyecms, —
3MO ypOBEHb XU3HU HACESIeHUSA, Hasau4ue akK-
myansHeIX NI0WAOOK NOO OMKpbimue, npucym-
cmaue 0emcKux onepamopos edepasibHo20
3HaveHus», - noAcHAeT AHppen Kanycra.

[ina ropopos ¢ HaceneHnem o 500 Tbic.
yenoBek mara3uH niouwaabto 100 KB. M CO
CpeAHUM rofoBbIM 060POTOM B 22 MAH
py6nern okynutca B cpegHeM yepes 25 me-
cAues. B ropoge-mnnnnoHHuKe, rae nokyna-
TeNbCKUI TpaduiK Bbllle, HECMOTPA Ha 6onee
[oporyto apeHpy, — yepes 24 mecaua.

O TOM, YTO NPeANOXKEeHNA KOMMAHUN UH-
TepecHbl GpaHyYan3n, KpacHOpPEeUurBO CBU-
feTenbCTBYET ABYKPATHbIV POCT 3aABOK Ha
noKynKy ¢paHLwmn3bl. Ho HoBble NapTHEPDLI —
3TO HOBaA NCTOPUA B3aUMOOTHOLLEHWI, @ Of-
HUM M3 rAaBHbIX MOKa3aTesen yCcnewHocTm
dpaHLWK3bl TPaAULIMOHHO CUMTAeTCA OTKPbI-
Te BTOPOro ¥ MNOCneayoLWwyxX MarasuHoB aen-
CTBYOWMMM NapTHEPamu: B ceTn «KoToden»
oH cocTtasnAeT 90%. M 5To 0 MHOrom roBopu.
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"KOTOFEY"
IS ON THE RISE

THE LARGEST RUSSIAN BRAND OF CHILDREN'S
CLOTHING AND FOOTWEAR KOTOFEY INCREASES

THE NUMBER OF BRANDED STORES OF THE CHAIN.
SINCE THE BEGINNING OF THE YEAR, THE NUMBER OF
APPLICATIONS FOR THE FRANCHISE HAS DOUBLED.

A FAVOURABLE PERIOD

FOR DEVELOPMENT

Following the withdrawal of many Western
brands from the Russian market, new
opportunities have opened up for domestic
manufacturers to develop their own brands
of children’s clothing and footwear. Despite
the active development of online sales, for
the children’s segment, online retail cannot
fully replace offline: trying on clothes and
the tactile properties of materials are more
important than ever. “The freeing up of a niche
in offline retail and customers’ demand for
full-size children’s shops pushed us to scale
the network. Last year, the Kotofey brand
opened 24 new outlets,” says Andrey Kapusta,
Marketing Director of Kotofey. “In 2023, the
pace of opening new brand shops has increased
even more. In the first half of 2023, 23 shops
of the brand were opened, six of which are
own shops, the rest are franchised. In addition
to openings in Russia, we have been actively
exploring new territories: Kazakhstan and
Belarus. In the near future we plan to open
points in Magnitogorsk, Arkhangelsk, Orel,
Donetsk, as well as the third shop in Alma-Ata
this year” At the moment there are more than
200 shops in the branded Kotofey network,
and the main task is to scale up in the cities of
presence of the existing shops. The company’s
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plans for 2023 include opening 40 new shops
across Russia and continuing expansion in
the CIS.

DRESS FROM HEAD TO TOE

“We try to create high-quality, relevant and
affordable goods for our customer, based on the
trends of the fashion industry. Our diverse and
stylish assortment makes our brand very attractive
to franchisees, which allows us to build up our

presence across the country and beyond quite
quickly” explains Andrey Kapusta.

The expansion of the assortment in the
Kotofey chain has indeed been significant. The
company started introducing new assortment
back in 2020, when outerwear and thermal
underwear for children, bags and backpacks
appeared in the chain’s shops. The company
did not stop there, the product range is
expanding in all positions so that customers




can buy clothes and shoes for a child for
every season in one place. This year in the
assortment of the trade mark appeared sports
and summer linen suits, underwear, beach
tunics made of muslin. Fashion designers
are developing school uniforms. The price
segment has not changed: it is an average price
niche. At the moment, non-footwear groups of
the assortment bring 10% of revenue, and the
company plans to increase this ratio to 30%.

At the same time, the company’s franchisees
do not experience any problems with
replenishment of collections. The fact that
2/3 of Kotofey trademark production is
concentrated in Russia provides additional
stability for the brand.

The expansion of the assortment entailed
a reformatting of branded retail. Today, less
than half of the Kotofey chain stores have
sufficient space to present the entire range of the
brand and are equipped with full fitting rooms.
“All newly opened retail outlets are designed
taking into account the expanded assortment
matrix and its harmonious placement in the sales
area. We plan that thanks to the reformatting
of existing retail outlets and the opening of new
ones over the next two years, 60% of the chain’s
stores will be able to offer all product groups
of the Kotofey trademark to their customers,”
explained Andrey Kapusta.

HARVEST OF FRANCHISES

The number of people wishing to become
partners of the Kotofey network is growing.
Of course, a proven product matrix and
a recognizable brand contribute to consistently
high sales. But an equally important factor is
the comprehensive support of franchisees at all
stages and favorable conditions for partners.

So, unlike many other franchises, when
opening a Kotofey store, partners do not pay
royalties or a lump sum fee. The franchise owner
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receives profit from the sale of his products. Of
course, start-up capital is needed for equipment,
rent, opening and purchasing goods: the amount
is calculated individually, based on the area of
the store, on average it is from 9 million rubles.
But even the parent company compensates for
the costs. For example, compensation for costs
for store automation is 50%, for the purchase of
commercial equipment - from 700 thousand
rubles up to 1.1 million rubles depending on
the area of the room.

Franchisee support is provided at all stages:
from the preparatory stage with market
analysis and preparation of a business plan,
selection of suitable premises to assistance in
the selection of personnel, their training and
support for the opening of the store, technical
support of the store and advice on all issues
for the entire period of partnership.

In addition, the popularity of the franchise
is facilitated by the fact that Kotofey branded
stores successfully operate both in cities with
millions of people and in small towns with
a population of up to 500 and even up to
300 thousand people. “Each city needs to be
considered separately, the main factors that
need to be taken into account are the standard
of living of the population, the availability
of relevant sites for opening, the presence of
children’s operators of federal significance,”
explains Andrey Kapusta.

For cities with a population of up to
500 thousand people, a store with an area of
100 square meters with an average annual
turnover of 22 million rubles will pay off in
an average of 25 months. In a million-plus city,
where customer traffic is higher, despite the
more expensive rent, in 24 months.

The fact that the company’s offers are
of interest to franchisees is eloquently
evidenced by a twofold increase in franchise
applications. But new partners are a new
history of relationships, and one of the main
indicators of franchise success is traditionally
considered to be the opening of the second
and subsequent shops by existing partners:
in the Kotofey network it is 90%. And that
says a lot.
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c eTb fleTckux 6acceitHoB «KUTEHOK» — camasn KpynHas ceTb LIEHTPOB paHHero
nnaBaHuA B Poccun. Ceropnsa B MockBe u MockoBcKoii 06nactu pabotaer

72 nnaBaTenbHbIX LIeHTpa, eLé 0Kono 15 roToBUTCA K OTKPbITHIO. YiKe 14 neT B
«KutéHke» geTeil yuat nnaBaHuio, HauMHas C rPYAHNYKOBOrO Bo3pacta. A Kpome Toro,
3T0 eLé U Npu6bINbHbIN GU3HEC, KOTOPbIii pa3BUBaETCA NO cMcTeMe (ppaHyYaii3nHra.

06 3¢ peKTUBHOCTM 6U3HEC-MOAIENM KPAaCHOPEUNBO FOBOPUT CTAaTUCTUKA: HU OIHOTO
3aKpbITOro LieHTpa 3a Becb nepuof pabotbl ceT. Mbl NOroBopunm ¢ 0CHoBaTeNbHULLEN 1
pyKkoBoguTenem ceTu AeTCKUX 6acceiiHoB HATANIbEA MAKAPEHKO o Tom, Kak pa3BuBaeTca
«KnTEHOK» CerofiHA 1 B Yém npenmyLLecTBa ppaHLImM3bl.

bN3IHEC

C NMOJIHbIM MOTrpYy>XeHueMm

- Hamanes, paccka)ume o mom, Kak co-
30aeanca «<Kuménok».

— MoXHO cKa3aTb, UTO npeto cospatb
«KutéHKa, 6acceiiH C yHMKanbHbIM GopmaTom
3aHATUN (1 6acceitH — 1 TpeHep — 1 pe6EHOK),
nopackasana *msHb. Mol My — npodeccuno-
HaJIbHbI CMOPTCMEH-XOKKENCT, 3apnnaTthl y
XOKKeNCTOB XopoLuue, 1 B cembe Bcerga 6bin
[OCTaTOK, HO MOCse NOoNyYeHWs TpaBMbl BCE
N3MEHUNOCh, LOXOAbl pe3Ko ynanu. MHe xoTe-
N0Cb Nofaep»KaTb My»<a, U A Hayana 3agymbl-
BaTbCA 06 OTKPbITUN COOCTBEHHOTO HBM3HecCa.
M3HauanbHO fymana 06 OTKPbITMM CasioHa
KpacoTbl — AeBYLUKM MONMYT, 1 fiaXke YXKe Ha-
Yanu npucmaTtpueaTtb nomelyeHme. Ho mHe
NoHago6uIochb NONTU CO CBOVM FOAOBaNbIM
pebEHKOM K HEBPOOTY, 1 Bpay NocoBeToBas
6acceliH. fl cTana Uckatb, rae MOXXHO MO3aHU-
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MaTbCA C MaSIbILLIOM — U HAYEro NoAXoAALLero
He 6bls10: NM6Oo BOJa XONoAHas, MO0 Tonna
«MamouyeK» B bacceliHe BMecTe CO CBOMMM
[eTbMK, 3anax XJIOpKu — B obLLem, Maso npu-
ATHoro. M Torga A noHana: 3To ceoboaHas
HUWLWa, HAJOo COo3AaTb TakoW NiaBaTebHbIN
LeHTp, rae c pe6éHKom byaeT 3aHMMaTbCA
TpeHep, a He MaMa, rae byaeT xopoluas, Kave-
CTBeHHas 1 Ténnas BoAa, rae He OyaeT Tonnbl
13 feTen 1 pogutenei B ogHom 6acceliHe. Bot
TaK 1 NOABWUACA NepBbl «<KUTEHOK». bbino 310
8 2009 ropy. V1 cpa3y Ha 3anncb BbICTPOUANCH
ouepepu. bykBanbHO yepes mecAL, C MOMeHTa
OTKPbITUA — MNOMIHbIV aHLNAr.

- U ebl pewunu pazeueameo ppaH-
yatizuHa?
- Vpeto noacKasanu Halm e KnuneHTbl. OHx

BMAENN BOCTPe6OBaHHOCTb 3TOW YCIyru, BU-
[env TOT YPOBEHb 3aHATUI C Marblllamu, TOT
KoMbOPT, KOTOPbIN OLLYyLIAlT AeTV B Hallem
baccenHe N camuy 3axXxoTenun cTaTb YacTbio
3TOW «MnnaBaTefibHOM» ceMbu. Tak UTo Nep-
Bble NPofAaxn GpaHLLM3bI ObIIN LA HALLKX Ke
KNMEHTOB, Aanblue — 6onblue. Mbl HAKOrAa He
peknamupoBany ¢ppaHLLN3y OTAENbHO: pabo-
Tano capadaHHoe paano, 3aABKM Ha OTKPbITUE
KaK MoCTynanu, Tak 1 MPOAOIXKaloT NMoCTynaTh.

- B 2009 200y, k020a «KuméHok» ebiwen
Ha pbIHOK, 8b1 6bI/IU Nep8bIMU ¢ MAKUM (hop-
mamom 3aHAmut, c makum Habopom ycnye.
Celiyac yyecmeyeme KOHKypeHyuio?

- KoHeuHo, B 6U3Hece Bce BHUMaTENIbHO
Apyr 3a Apyrom Habniogatot. Hac 3ametunu,
YBUAENN, 4TO Mbl Npeasiaraem pabouyto 6us-



Hec-Mogesb, 1 CTanu OTKPbIBaTbCA U fipyrue
JeTCKMe nnaeaTesibHble LLeHTPbI C UHAUBUY-
anbHbIMM 3aHATUAMMK, MOABUNACH KOHKYPEH-
LA — 3TO 340POBO, NOCKONbKY CTUMYNMpYyeT
HacC pa3BMBaTbCA, YNyyllaTb KayecTBO ycayr
1 CepBUC, MOBbIWATL CTaHAAPTLI. A Nobnio
3[J0POBYI0 KOHKYPEHLMIO, OHa MOMOraerT.
Hanpumep, KOHKypeHTbI co3fatoT CNpoc Ha
yCnyry B Tex paioHax, rae Hac noka HeT, a
OHV TaM Y»Ke OTKPbINNCb. OTAIMYHO, Mbl TOXe
NPVXOAMM TYfa, a CNpoc y>ke chopMUPOBaH,
He Ha/lo HauVHaTb C HyNA, KIIMeHTbI BbIbepyT,
KTO M 6onbLue noaxoaut. Mbl B CBOMX cunax
yBepeHbl. B MOCKBe ceilvac HECKOSIbKO ceTen,
XOTA U He TaKMX KPYMHbIX, KaK Mbl: O4eHb XO-
POLLO, YTO OHU eCTb.

—Hamanos, 8x00 e saw 6usHec He cambili
Odewéablli. Kak 3mo ckasvlieaemcsa HA cnpoce
Ha eawly hpaHwiu3y, 0co6eHHo 8 maxénvie
0/11 3KOHOMUKU 8pemeHa?

— lMNopor Bxofa feNCTBUTENbHO HE CaMbli
HU3KWIA: MTHBECTULUWN B OTKPbITUE OLHOIO
njaBaTefIbHOro LeHTPa COCTaBNAT OKOJIO
5,5 MnH py6nei, HO y HaC BbICOKOMap»Ku-
HasbHbIN BM3HeC, 1 yxe yepes 18 mecaues
VAET NOJHbIN BO3BPAT UHBECTULUMIA. A 3apa-
6aTblBaTb HaLUM NAaPTHEPbI HAUMHAIOT YXKe C
nepBoro MecsLa paboTbl, Tak Kak CNpoc o4YeHb
BblCOKMIA. [leTn ecTb Be3ae u Bcerga. Pogute-
NV MOHVMAIOT BAaXKHOCTb PaHHEro niaBaHuA
1 FOTOBbI MHBECTMPOBATb B Gnarononyuvie
CBOMX AieTel. Y Hac 3aHMMaloTCA U FPyAHNY-
KW, N AETW AOLWKOJSIbHOIO BO3pacTa, U AeTH OT
cemu net. M ecnu net 10 Ha3apg, Koraa He 6bino
TaKuX NnaBaTesibHbIX LLEHTPOB, Kak «KUTEHOK»,
neanaTpbl HEPEAKO AaXke OTrOBapMBanm po-
AVTenen oT 3aHATUIN PaHHUM MIaBaHNEM, TO
cellyac leTcKre Bpaum YacTo peKoMeHayoT
3aHATUSA NaBaHUEM NS MasbllLe, uTo, Ko-
HeuHo, UrpaeT HaM Ha PyKy. Tak UTO HMKaKoro
cnafa B Cnpoce Ha Hawy GpaHLLn3y HeT.

- A Ha KaKue ycnoeus moaym paccqyumeol-
eame eawu ¢pparyaiizu, Ymo omaudaem
eauwie npedsioxeHue om KOHKypeHmoe?

— B nepByto ouepenb 370 Halw yuyebHbI
LeHTp, 6onblie HM OAWH NiaBaTebHbIN
LEeHTp He nocTtaBnaeT ¢ppaHyali3m Kagpbl.
Halum KOHKYpeHTbl HaxofAT cneuranmcToB
AnA cBOUX GpaHyali3n Ha BHELIHEM PbIHKe,
a Mbl FOTOBMM MHCTPYKTOPOB camu. B ceTn
«KUTEHOK» C AleTbMU PaboTatoT TOMbKO AUMNO-
MUpPOBaHHble neparoru. I3HayanbHO OHY e
nmetoT NpodurnbHoe obpa3oBaHue B chepe
duU3nYecKom KynbTypbl, HO BCE OHV NPOXOAAT
MHOrO3TarHyto NOArOTOBKY MO FPYAHNYKOBO-
My, PaHHeMy MiaBaHuo, 00yyeHIo NnaBaHUo
JeTeli AOWKOJIbHOrO Bo3pacTa 1 peabunu-
Tauum, NOCKONbKY B Hawwux 6acceliHax ecTb
3aHATUA 1 NO KOPPEKLMNOHHOMY MiaBaHuIo
[N 0cobeHHbIX Manbiwen. Camblii CUSTbHbIN
COCTaB MHCTPYKTOPOB — Hallla ropAoCTb.

Ewwé ogHo Hale yHUKanbHoe npermylLye-
CTBO — CUJIbHaA TeXHMYeCKasa nogaepxKa. Ml
ye [aBHO 1 NNOTHO COTPYAHMYAEM C KoMna-
HUMeWn, KoTopas 3aHNMaeTCA YCTaHOBKOM U

A

MOHTaKoM 6acceinHoB. U B ntoboe Bpema AHA
1 HOYM KOMaHAa TEXHUYECKIMX CeLnanmcToB
MOET BbleXxaTb Ha OObEKT, OHW Ha CBA3N 24/7.
Mbl O4eHb BHMMATENBHO U CTPOTrO OTHOCUM-
CA K KOHCTPYKLMM LieHTpa: BCE AOMKHO ObITb
npeanbHo. Ml KoHeYHo, Halwmm $paHyali3m
HeT HeobXOAUMOCTY NCKATb, KTO caenaet
COBpEMEHHble Yalun: 6acceiH MOHTMpPYeTCA
nop Ktou. Tako noaxof 1 obecneyrsaet Obl-
CTpPbIV 3aMyCK: CPOKM OTKPbITUA — 2-3 MecALa.

Kpome Toro, o Hac 3HatoT neguaTpbl 1 geT-
CKMe HeBPOJIOr 1 COBETYIOT Hac, Tak YTo 3TO
LLOMOSTHUTESbHBIN 1 XOPOLLO paboTatowmin Ka-
Han npoagmxeHna. KoHeuHo, An3anH-NpoeKxT,
6peHabyK, NoONHOe CONPOBOXAEHNE Ha BCEX
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3Tanax pa60TbI, NOMOLLb B MPOXoXAeHNN
NPOBEPOK — 3TO TOXe BCE eCTb.

- Kakue mpe6oeaHus ebl npedwsassiaeme
K NomeHyuasibHoIM (hpanyatiau?

— Ecnu Ha HayanbHOM 3Tarne Mbl Maso BHU-
MaHusA yaenanu otbopy Hawmx NapTHEPOB,
TO cellyac CTanum CTPoXe NOAXOANUTb K UX
Bbl6opy. MpeanouteHre oTAAETCA NIOAAM C
ynpaBneH4yeckM onbiTom. HecMoTps Ha To,
YTO Mbl CO3/anv B rofIOBHOM KOMMaHUW OTAeN,
KOTOpPbI 3aHMMaeTCA BONpocamu yrnpasJsie-
HMA AnAa ppaHyai3m, KoTopble He MELOT Ta-
KNX HaBbIKOB, BCE e CTapaemca 3aK/ouaTtb
[IOroBOPbI C TEMU, KTO yXKe paHee 3aHUManca
Bonpocamu 6usHeca. Mbl 06yunm TpeHepoB,
Mbl AaZiM BaM Kafpbl, KBanudukaLma KoTo-
PbIX He MOANEXMNT COMHEHMIO, HO TEKYLLMMMU
BOMpPOCaMM yrnpaBieHuns NpaBuiibHO 3aHN-
MaTbCsA camomy dpaHyansu.

- Bbl KAK-mo KoHmpoJsupyeme caoux
¢panyatizu?

- B cdepe KoHTponA y Hac ABa npriopuTeT-
HbIX HaNpPaBeHUA: Ka4eCTBO BOAbl — Mbl CJle-
[1M 3a Tem, UTobbl NabopaTopHble aHaNM3bl
BOZbl MPOBOAMIINCH MO rpaduiKy, MOCKONbKY
3TO BOMPOC Hallel penyTaLum, 3To rapaHTus
6e30MacHOCTY A5 HALLWX MaNleHbKUX KNui-
€HTOB.

W perynsapHo npoBoanTCcA nepeaTtectauus
TpeHepoB. KOHEYHO, Mbl CMOTPUM Ha GprHAH-
COBble MOKa3aTenu, Ha To, Kak UAET G13HeC, HO
TYT HUKaKVX NPO6eM y HalMX MAPTHEPOB HET.

- Kakum ebl Budume paszeumue cemu
«Kuménok» 8 6nuxxatiwee spema?

— bynem oTKpbIBaTb HOBble NnaBaTesbHble
ueHTpbl. Mbl Bcerga othaBanu npuopuTeT
pa3BuTUIO MMeHHO B MocKkBe 1 obnactu, Tak
KakK 3ecb Haly NapTHEPbI MO yCTaHOBKe
6acceliHOB, 34€eCb Hall y4ebHbIV LEHTP, HO Y
HaC y’>Ke OTKPbINIOCb HECKOJTbKO MAaPTHEPCKMX
LeHTPOB 3a rpaHuuein: B OA3, N3paune. Ona
ycrnewHoro 6r3Heca rpaHuL HeT.
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BUSINESS

with full immmersion

he Kityonok children's pool

network is the largest network
of early swimming centers in Russia.
Today there are 72 swimming centres
operating in Moscow and the Moscow
region, and about 15 more are
preparing to open. For 14 years now,
children have been taught to swim
in Kityonok starting from infancy.
In addition, it is also a profitable
business that develops under the
franchising system. Statistics speak
eloquently about the effectiveness
of the business model - not a single
closed centre during the entire period
of the network's operation. We talked
to NATALIA MAKARENKO, the
founder and head of the children's
pool chain, about how Kityonok is
developing today and what are the
advantages of the franchise.

RUSSIAN BUSINESS GUIDE {CEHTABPb 2023}

- Natalia, tell us about how Kityonok was
created.

- We can say that the idea to create
Kityonok - a swimming pool with a unique
format of lessons — 1 pool - 1 trainer -
1 child - was prompted by life itself. My
husband is a professional hockey athlete,
hockey players have good salaries and there has
always been prosperity in the family, but after
getting injured, everything changed, incomes
fell sharply. I wanted to support my husband,
and I started thinking about starting my own
business. Initially I thought about opening
a beauty salon - the girls will understand, and
even have already started to look after the
premises. But I needed to go with my one-
year-old child to a neurologist and the doctor
advised a swimming pool. I started looking for
a place to work out with the baby - and there
was nothing suitable - either the water was cold,
or a crowd of “moms” in the pool with their
children, the smell of bleach - in general, it was
not pleasant. And then I realized - this is a free
niche, it is necessary to create a swimming
center where a coach, not a mother, will be
engaged with the child, where there will be

good, high-quality and warm water, where there
will not be a crowd of children and parents in
the same pool. That’s how the first Kityonok
appeared. It was in 2009. And immediately
queues lined up to sign up. Literally a month
after the opening, it was completely sold out.

- So you decided to develop franchising?
- The idea was suggested by our own
clients. They saw the demand for this
service, they saw the level of lessons for
kids, the comfort that children feel in our



pool, and they wanted to become part of
this “swimming” family themselves. So,
the first franchise sales were for our own
clients, further — more. We never advertised
the franchise separately - word of mouth
worked, applications for opening both came
and continue to come.

- In 2009, when Kityonok entered the
market, you were the first with such a format
of classes, with such a range of services. Do
you feel the competition now?

- Of course, everyone in business is
watching each other closely. We were noticed,
they saw that we offer a working business
model and other children’s swimming
centers with individual classes began to open,
competition appeared - this is great, because it
encourages us to develop, improve the quality
of services and service, raise standards. I love
healthy competition, it helps. For example,
competitors create demand for the service in
those areas where we are not there yet, and
they have already opened there. Great, we
also come there, and the demand has already
been formed, there is no need to start from
scratch, and customers will choose who suits
them best. We are confident in our abilities.
There are several networks in Moscow now,
although not as large as we are — it’s very good
that they exist.

- Natalia, the entrance to your business
is not the cheapest. How does this affect the
demand for your franchise, especially in
difficult economic times?

- The entry threshold is really not the
lowest — investments in the opening of one
swimming center amount to about 5.5 million
rubles, but we have a high-margin business
and after 18 months there is a full return on
investment. And our partners start earning
already from the first month of work, as the
demand is very high. Children are everywhere
and always. Parents understand the
importance of early swimming and are ready
to invest in the well-being of their children.
We have infants, preschool children, and
children from 7 years old. And if 10 years ago,
when there were no such swimming centers as
Kityonok, pediatricians often even dissuaded
parents from practicing early swimming,
now children’s doctors often recommend
swimming classes for kids, which, of course,
plays into our hands. So there is no decline in
demand for our franchise.

- What conditions can your franchisees
count on, what distinguishes your offer from
your competitors?

— First of all, it is our training centre, no
other swimming centre supplies franchisees
with staff. Our competitors find specialists
for their franchisees on the external market,
while we train instructors ourselves. In the
network Kityonok only certified teachers
work with children. Initially, they already

have a profile education in physical education,
but they all undergo multi-stage training in
infant swimming, early swimming, teaching
swimming to preschool children and
rehabilitation, as our pools also have classes
in remedial swimming for special kids. The
strongest line-up of instructors is our pride.

Another unique advantage is our strong
technical support. We have a long and close
co-operation with a company that installs and
installs swimming pools. And at any time of
the day or night a team of technicians can
go to the site, they are on call 24/7. We are
very careful and strict about the design of the
centre — everything must be perfect. And of
course, our franchisees do not need to look for
someone to make modern thickets — the pool
is installed on a turnkey basis. This approach
ensures a quick launch - opening time is
2-3 months.

In addition, pediatricians and pediatric
neurologists know about it and advise us -
so this is an additional and well-functioning
promotion channel. Of course, a design
project, a brand book, full support at all stages
of work, assistance in passing inspections —
this is all there too.

- What requirements do you place on
potential franchisees?

- If at the initial stage we paid little
attention to the selection of our partners,
now we have become more strict in our
choice of them. Preference is given to people
with management experience. Despite the
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fact that we have now created a department
in the parent company that deals with
management issues for franchisees who do
not have such skills, we are still trying to
conclude agreements with those who have
previously dealt with business issues. We
will train trainers, we will give you personnel
whose qualifications are beyond doubt, but it
is still better to deal with current issues by the
franchisee himself.

- Do you control your franchisees in any
way?

- In the area of control, we have two
priorities — water quality, we make sure that
laboratory analyses of water are carried out
on schedule, because it is a matter of our
reputation, it is a guarantee of safety for our
little customers.

And there’s regular recertification of
trainers. Of course, we look at the financial
indicators, how the business is going, but there
are no problems here.

- How do you see the development of the
Kityonok network in the near future?

- We will open new swimming centres.
We have always given priority to development
in Moscow and the region, as our partners
in pool installation are here, our training
centre is here, but we have already opened
several partner centres abroad - in the UAE
and Israel. For a successful business, there
are no borders.
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- Onbaa, nodesumecs, KAk 8 sauieli Xus-
HU nosAsusca npoekm «Hetipomup»?

— MeHsa Bcerga npuBneKkanun ToyHble
Haykn. OkoHumnna Huxeropoackumm rocy-
[apCTBEHHbIN TEXHUYECKUI YHUBEPCUTET
(MHCTUTYT ARepHON SHEePreTUKN 1N TEXHU-
yeckon ¢pn3nkm HITY) no cneumnanbHOCTM
«UHXeHep». 3aTeM pa3BuBasia B KOMNaHUAX
13 pa3HblX OTpacseil HanpaBieHs, CBA3aH-
Hble C TeXHUYeckom coepoi. bonee natu net
paboTato B cdepe IT.

Ho nocTteneHHo Hayana gymatb O pa3Bu-
TUM cBOero 6usHec-npoekTa. Koraga A nosHa-
KOMMNIaCb C OCHOBATENbHULEN N NOE0IOrOM
CeTN HEMPOTPEHMHIOBbIX LleHTpoB t0nuen
CblpOBOWA, OHa pacckasasia MHe O BO3MOX-
HOCTAX HEPOTEXHONOTNI ANA TPEHVPOBKI
Mo3ra. fl B nepByto ouepeAb McnbiTana nx
BO3MOXHOCTM Ha cebe B KauecTBe KNNEHTa.
Y6eauBLUNC Ha IMYHOM NpUMepe B UX 3¢-
$eKTMBHOCTW, A NOHANA, YTO 3TO Ta chepa,
B KOTOPOW MHE X04eTCA pa3BMBaTbCA CaMO
1 Pa3BMBaTb HOBblE MPOEKTbI: A1 MEHA 3TO
6bIn0 MHTepecHee, Yem paboTa B KauecTBe
HaéMHOro CoTpyaHMKa.

Torga v Havanacb Hawa c lOnuew coBmecT-
Has paboTa no co3gaHuto «Henpommpan.
fl Bowna B 6U3HeC Kak NapTHEP 1 cerogHs
0TBeualo 3a TeEXHMYECKoe HarnpaBJieHne pas-
BUTWA KOMMAHUMN.

- Lleumpei «<Helipomup»- 3mo OUHAMUYHO
paseusarouwascs cems, useecmHoe UMA Ha
poitKe. [Toyemy ce200HA KOMNAHUsA 0eslaem
aKyeHm Ha pazeumuu 0emcko2o cezmeHma?

— 370 KpaliHe nepcnekT1BHOe Hamnpasse-
Hue. Mbl Bcergia noslyyan MHOXeCTBO 3anpo-
COB OT B/lafjie/ibLieB AETCKMX Pa3BUBaAOLLMX U
obpa3zoBaTenbHbIX yupexxaeHuid. PykosoguTe-
NN TaKUX LLleHTPOB NMPEKPACHO NMOHMMALOT BaX-
HOCTb Pa3BUTWA KOFTHUTUBHbIX CMOCOBHOCTEN
y pe6éHKa, a BO3MOXKHOCTN HENPOTEXHONOTUIA
B 3TON cdepe OUeHb LMPOKKeE.

B cBOé Bpems Mbl HauMHann 3aBoeBaHve
pblHKa UMEHHO Yepe3 AeTCKUI cermeHT. lMNo-
CKOMbKY Ntoboii Bpay-HEBPOJIOr NOHUMAET,

«HEMPOMMWP» ,EI,AET HOBbI E BO3IMOXKXHOCT I
O1A PASBUTVA BVSHECA B AETCKOM CEFMEHTE

menepanbuan CeTb HelipoTPeHUHroBbIX LieHTPoB «Helipomup» npeAnaraet BnagenbLam 613Heca, OTHOCALLLELrOCA K AETCKOIA
MHAYCTPUM, HOBBII GpopmaT NapTHEPCKOro B3aumoaeicTBuA. lpeanpuHuMaTent, Ybu UHTepechbl iexar B cpepe oKaaHus
o6pa3oBaTenbHbIX yCIyr ANA feTeil, N0OAy4aloT BO3MOKHOCTb pacluMpuThb UX CNIEKTP, a TaKKe NOBbICMTb JOXOJHOCTb CBOEro 6U3Heca,
OTKpbIB Ha 6a3e yKe AeilCTBYIOWMX YUPeKACHUI — LLeHTPOB Pa3BUTHA, YaCTHBIX U CEMEIiHbIX LKOA, AeTCKUX CafiloB — KabuHeTbI
CHeilpoKypcamu ana aeteil. Bnagenbubl «aeTckoro 6usHeca» nonayyar fONOAHNTENbHbI UCTOUHUK MPUGBLIIY N BO3MOMHOCTD
BbIAENUTbCA CPeAM APYrUX UTPOKOB HA KOHKYPEHTHOM pbiHKe. IHBecTULUK B CO3aH1e KaBUHETOB ANA HeiiPOTPEHUHIOB NOCUNbHbI
ANA no60oro BnagenbLa AeTCKOro LeHTpa, a NepcneKkTUBbI OFPOMHbI. 0 BAMAHUM HelpOTeXHONOTWII Ha 6U3HeC AeTCKUX yupeXaeHuit
mbi norosopunu ¢ 0JIbION NOCKYTOBOW, napTHépom 1 TeXxHnyeckum aupektopom cetn «Helipomup.
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y1o Takoe BOC-TpeHMpPOBKU (TPEHNPOBKN Ha
OCHOBe MeTofa 6uonornyeckon obpaTHom
CBA3M) Y UX BaXKHOCTb A1A [LeTCKOro Pa3BUTUA.
C 1X NOMOLLbIO MOXHO CMPABUTHLCA CO MHO-
rumm npobremamu: afanTMpoBaTb pebEéHKa
K LKOJIe, K COLManbHOMY B3aUMOAENCTBUIO,
Hay4nTb OCO3HAHHOMY YNpPaBJIeHNIO MEeH-
TaNbHbIMU COCTOAHUAMU: PeOEHOK MOXeT
Kak KOHLeHTPUPOBaTbCA Ha BbIMOMHEHUN
onpepenéHHbIX 3aAay, Tak 1 paccnabnatbea,
a Kpome TOro, HeMPOTPEHUHT M NOMOraioT
pa3BuMTb ero NpMpoAHble CNocobHOCTU. Mbl
HVKOrAa He OCTaBNANM AETCKOe HarpaB/ieHne
613Heca 6e3 BHUMaHUA, HO ceroaHsA yrnyona-
em 1 pacwmpsem ero. Y «<Herpomupa yxe
eCTb pa3BuTan ceTb NAPTHEPOB-dpaHyaiian,
HO Hallle HOBOE NpeasioXKeHne He noTpebyeT
OTKpbITUA 6U3Heca ¢ HynsA. MNpeanprH1MaTeny
B chepe «AeTcKoro 6sHeca» CMoryT cTaTb
napTHépamun pefepanbHon cetn «Henpo-
MUpP», OTKPbIB Ha 6a3e CBOMX yUupeKaeHui
KabvHeTbl ANA 3aHATAI C AeTbMM C MPUMeHe-
HMEM HENPOTEXHONOT I,

- B yém npeumyujecmea makoii modenu -
omkKpbeimue Ka6uHemoea Ha 6ase yx<e Oeli-
cmeyowux yypexoeHuu?

- MNpeunmyLyecTsa Takom «MUHN-GPaHLLN3bI»
oueBUHbl. Bo-nepBbiX, 3TO ObICTPbIN 3anycK:
He HaJlo UCKaTb MoMeLleHne, CpeacTBa Ha
apeHay, KabvHeT HauHaeT NPUHOCUTD [JOXOA
yXe B nepBblii MecAL, paboTbl.

OT3bIB ®PAHYAIN3M

«@®PAHLLW3A «<HEVIPOMWP»

[MPUBJIEKJIA B LLIEHTP
HOBbIX KITMEHTOB»

EneHa Xo6o0ToBa, Bnagenuua IT-komnaHunm
«A-dnuTa», LleHTpa TBOpUYeCKNX AOCTVKEHWNI
AnA geten n B3pocnbix (r. Bonorga):

KoHeuHO e, Mbl OKa3blBaem nowaro-
BYIO MOAAEPXKKY B €ro OTKpbITUK, 0Oyyaem
COTPYAHMKOB YaCTHOM LUKOJbl UM LeHTpa
npodeccnmn HepoTpeHepa 1 obecneymBaem
NOJIHYIO KOHCY/bTaLMOHHYI0 NOAAEPKKY MO
BCEM BOMPOCaM.

Kpome Toro, Hawwm napTHEpPbI CTaHOBATCA
OAHVIMM 13 NePBONPOXOALIEB — 3TO YHMKaSIb-
HaA HULLA, rAe NOKa HU3KaA KOHKYPEeHLUMA 1
€CTb BE/IMKOMENHbIN WaHC C MUHMMasbHbI-
MU U3Aep>KKaMn 3aKpennTbCA B HEl 1 Bbl-
[ennUTbCA Cpean APYrmx LLEeHTPOB U LWKOA 3a
CYET UCMOSIb30BAHNA HOBENLLMX TEXHONMOTUIA.
Kpome Toro, Halm aBTOpCKue nporpammbl
NOAXOAAT KaXKAoMY peb&HKY 1 HanpaBneHbl
Ha peLueHme pa3nnyHbIX 3aAay: OT NOATOTOBKM
K 9K3aMeHY A0 CHUXXEHWA MnepakTUBHOCTU.

Ewwé ogHo Becomoe npenmyLLecTso — oT-
CYTCTBUE CE30HHOCTU: KypCbl BOCTPE6OBaHbI
B Nilo6oe Bpems roga. K cnoy, Kak nokasbiBaet
Halla nNpakTuka, 80% poanTtenen, Kynms Kypc
ana peb6éHKa, HaUMHAIOT 3aHUMaTbCA camu,
T. €. NPONCXOANT eCTeCTBEHHOE paclunpeHne
KneHTCKowm 6a3bl. HeMpoTpeHnHIn — 6U3Hec,
KOTOPbIV He NoTepsAeT CBOeN akTyaslbHOCTN
eLé He ouH JecAToK neT. Kak utor gna napt-
HEPOB — CTabUNbHbIN 2PPEKT yBennueHna
[OXOAHOCTM MX AeNncTByloLero 6rnsHeca.

- Takoli eapuanm napmHépcmea npeo-
noJsiazaem noJiHy0 N000epXKKY CO CMOPOHbI
20J108HOU KOMNnaHuu?
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- be3ycnoBHo. TOUHO TaK e, Kak 1 B CTaH-
LapTHOWN GppaHLIn3e, Mbl CONMPOBOXAAEM
NnapTHEPOB Ha Bcex 3Tanax. Kak A yxe oT-
METUNA, 3TO 1 NOATOTOBKA PYKOBOAUTENSA
6U3Heca, N 0byueHne HeMPOTPEHEPa, a TaK-
e NepcoHanbHoe KypaTopCTBO NPY OTKPbI-
TN KabuHeTa, NOAPOOGHbIE MHCTPYKLUW NO
NPOBEeAEHMIO HEMPOKYPCOB, HAUBYAYaNIbHO
paccunTaHHaa ¢puHaHCOBasA MOAeNb, 6peH-
LVpOBaHHas HelporapHUTypa u JocTyn K
MO, nomoLb B MPOABMXKEHNIN YCAYTU U UC-
Nosb30BaHKe BCEX BO3MOXHOCTEN Hallein
OHJaNH-NNaTGopMmBbl.

Mocne 3anycka KabrHeTa Mbl TaKXKe He
ocTaBnsieM napTHEpoB. KoHcynbTaymy no
BCEM BOMpPOCam, 0OHOBNIEHHbIE METOAONON -
yecKre maTepuasbl, TEXHWUECKas NogAepKKa
NPV NCMONb30BaHNM Hallero o6opyaoBaHus
UT.M.

Mbl NnpefocTaBnseM NPOAYKT Mo CBOMM
MMEHEM, OTBEYAEM 3a HETO, JOPOXKIM CBOEN
penyTauven 1 HaNnpPAMYIo 3aMHTEPECOBaHbI B
TOM, UTOObI y NAPTHEPOB OblN CTabUNbHBIN 1
BbICOKMI JOXOA. Tak UTO KOMMEeKCHas Nog-
JeprKKa rapaHTUpoBaHa.

fl nonaraio, 4To 3TO ONTVMASIbHOE peLleHre
[NA pacliMpeHmns CyLlecTBytoLlero 6rsHeca.
B ycnexe 3Toro HanpaefieHns Mbl yBEPEHDI.
Tem 6onee uTo OMbIT OTKPBITUA TaKNX KabuHe-
TOB Ha 6a3e AeliCTBYIOLMX LIEHTPOB 1 YaCTHbIX
LUKOM Y HaC y>Ke eCTb, U pe3ynbTaTbl HaLWKX
NapTHEPOB HAC BAOXHOBAIOT.

«Hawa IT-komnarus cywjecmayem Ha poitke ¢ 2007 2004, u yxe 6osiee decamu siem Ha eé 6aze

deiicmayem y4eGHblli YyeHmp 0714 I0HbIX 80J102)KAH, 20€ MOXXHO NO3HAKOMUMbCA C NPO2PAMMUPO-
eaHuem, po6omomexHukoti, pagpuyeckum dusaiiHom u dp. A 6 2018 200y Mbl cmanu pazeueams
6u3Hec 8 cmopoHy HelipomexHo/102uli U NepabIMU & pe2uoHe OMKPbIIU KypCbl po60momexHuKu
¢ npumeHeHuem HelipomexHonoazuii. [lanouwie — Gonouie. locmosaHHbIt nouck Haubonee 3gh¢pex-
mugHeIx peuleHuli 8 cghepe pazgumus nomeHyuana demeli u 83poC/ibIX NPUGEN K momy, Ymo
62021 200y Mbl npucoeouHuNMUCL K hedepanbHoli cemu yeHmpos «Helipomup».

B npednoxceruu «Heiipomupa» Hac npuenexiu yHUKaAbHbIli HA60p ABMOPCKUX KYpcos, Kaye-
CmeeHHble omeyecmeeHHble HelipozapHumypbl, uyeH3uposarHoe [10 u 603MoxHocMU NpogooUms
mpeHuposKu oHAatiH (00 3Mo20 y HAC 3aHAMUSA NPO8oOUUC MObKO 8 0hNaliH-pexume).

Bcé s3mo pacwupuno cnekmp ycnye KomnaHuu u npuesiekno K Ham HOBbIX K/IUEHMO8.

Cyumatro, ymo y ppanwiuzsl «Heiipomup» 6onouwioe 6ydyujee. 1 MHo20 nem Habntodaro 3a
dembmu, npuxodAujumu 8 y4e6Hoiii yeHmp. Bceao3moxHble 2a0Xemsl U 02pOMHbIL NOMOK
UHgopmayuu, Komopolii 0OKpyxdaem cogpeMeHH020 Ye/l08eKa, NepezpyXatom mo3z, npu 3mMom
3anoMuHaemcsa oHa XyXe, KOHYeHMPayuA HUMAHUSA CHUXeHd, He MOJIbKO 83pOC/ible, HO U 0emu
Yacmo HaxodAmcA 8 CMPecco8oM COCMOAHUU, d 80limu 8 paccIa6IeHHoe He yMelom; He ymelom
cnpasnamoca ¢ smoyuamu. Ho smomy MoXHo Hay4umoca npu nomMmowu HelipomexHosoaui.
3anamus Ha HelipoKypcax nomMozaiom He moJibKo n0020mMoeumb pe6EHKa K WKoJle, SK3ameHam,
Ho u npo6youmes e20 meopyeckyio akmugHocmb, a makxe cmams cnoKoliHee u yeepeHHee 6 cebe.
Buds pe3ynemameoi ynyquwiexuii 8 pabome mo32a ceoux 0emeli, 3a HUMU «<100mA2u8aOMca»
pooumenu u moxe npuo6pemarom Kypcel, 8e0b OHU N0JIe3HbI 8CeM, MAK Kak nomozatom no-
HAMb 803MOXHOCMU (80€20 M032d, 0CO3HAHHO YNPABNAMb e20 COCMOAHUAMU U 3HAYUMENbHO
YAyqwume Ka4ecmao cgoeli Xu3sHu.

OmaenbHo ommeyy noddepiKy, Komopyio 20/108HOLI 0¢huC 0Ka3bleaem hpaHyaiisu, u Kax gol-
cmpaueaem pabomy cnapmHépamu: o6y4eHue, ommoyeHHole MemooUKU, 8bl6epeHHbIe 20Mmoable
peznameHmel pabomel ¢ KIUeHMOM — 8C€ 3M0 04eHb NpasusibHo. «Helipomup» Ha c6oém onsime
Ye o6kaman memodosozuto, U, NOCKOMbKY OHA NPUHOCUM 2ApAHMUPOBAHHbIE pe3ylbMmamel, ecme-
cmeeHHo, «Helipomup» cnedum 3a mem, YmoGol cmaHoapmel nposedeHua MpeHUH208 8HeOPANUCH
y napmHxépos 6e3 omcmynJieHuii om 8bi8epeHHOl MemoduKu. 3mo 2apaHmus ycnewiHo2o0 6usHeca».

41



42

CTPATEMMN ®PAHYAN3INHTA

N euromir, a federal network of
neurotraining centres, offers
business owners in the children's
industry a new format of partnership.
Entrepreneurs, whose interests lie

in the sphere of educational services
for children, get an opportunity to
expand their range of services and
also to increase the profitability of
their business by opening rooms
with neurotraining courses for
children on the basis of already
existing institutions: development
centres, private and family schools,
kindergartens. Owners of “children's
business” will get an additional
source of profit and an opportunity
to stand out among other players in

a competitive market. Investments
in the creation of neurotraining
rooms are affordable for any owner of
a children's centre, and the prospects
are huge. We talked to OLGA
LOSKUTOVA, partner and technical
director of the Neuromir network,
about the impact of neurotechnology
on the business of children's centres.

- Olga, can you tell us how the Neuromir
project came into your life?

- I have always been attracted to exact
sciences. I graduated from Nizhny Novgorod
State Technical University (Institute of
Nuclear Power Engineering and Technical
Physics NSTU) as an engineer. Then I
developed areas related to the technical
sphere in companies from different
industries. For more than five years I have
been working in the IT sphere.

But gradually I began to think about
developing my own business project.
When I met the founder and ideologist of
a network of neurotraining centres, Yulia
Syrova, she told me about the possibilities
of neurotechnology for brain training. First
of all, I tested their possibilities on myself
as a client. Having seen their effectiveness
firsthand, I realised that this was an area
in which I wanted to develop myself
and develop new projects - it was more
interesting to me than working as a salaried
employee.

That’s when Julia and I started working
together to create Neuromir. I entered
the business as a partner and today I am

RUSSIAN BUSINESS GUIDE {CEHTABPb 2023}

NEUROMIR

PROVIDES NEW OPPORTUNITIES
FOR BUSINESS DEVELOPMENT
IN THE CHILDREN'S SEGMENT

responsible for the technical direction of the
company’s development.

- Neuromir centres are a dynamically
developing network and a well-known name
on the market. Why does the company today
emphasise the development of the children’s
segment?

- This is an extremely promising area.
We have always received many requests
from owners of children’s development and
educational centres. The managers of such
centres are well aware of the importance of
developing a child’s cognitive abilities, and
the possibilities of neurotechnology in this
area are very broad.

In our time, we started to conquer the
market through the children’s segment.
Because any neurologist understands what
biofeedback training is and its importance for
children’s development. With their help, you
can cope with many problems: adapt a child to
school, to social interaction, teach conscious
control of mental states — the child can both
concentrate on performing certain tasks and
relax, and in addition, neurotraining helps
develop his natural abilities. We have never

left the children’s business area unattended,
but today we are deepening and expanding
it. Neuromir already has a developed network
of franchisee partners, but our new offer will
not require opening a business from scratch.
Entrepreneurs in the field of “children’s”
business will be able to become partners of
the federal network Neuromir by opening
classrooms for classes with children using
neurotechnologies on the basis of their
institutions.

- What are the advantages of this
model - opening offices on the basis of existing
institutions?

- The advantages of such a “mini-franchise”
are obvious. Firstly, it’s a quick start - you don’t
need to look for premises or funds for rent,
the office begins to generate income within
the first month of operation.

Of course, we provide step-by-step support
in opening it, train employees of a private
school or center to become neurotrainers, and
provide full consulting support on all issues.

In addition, our partners are becoming
one of the pioneers - this is a unique niche
where there is still low competition and there
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“Our IT company has been on the market since 2007 and for more than ten years it has been running a
training centre for young citizens of Vologda, where you can learn about programming, robotics, graphic
design, etc. And in 2018, we started to develop our business towards neurotechnology and were the first in
the region to open robotics courses using neurotechnology. Further-there was more. The constant search
for the most effective solutions in developing the potential of children and adults, led to our joining the
Neuromir federal network of centres in 2021.

In Neuromir’s offer we were attracted by a unique set of author’s courses, high-quality domestic
neuroheadsets, licensed software and the ability to conduct training online (before we had only offline
classes).

All this expanded the range of services of the company and attracted new clients to us.

1 believe that the Neuromir franchise has a great future. | have been observing children coming to the
training centre for many years. All kinds of gadgets and a huge flow of information that surrounds modern
man overloads the brain, and it is remembered worse, concentration of attention is reduced, not only adults,
but also children are often in a stressful state, and enter a relaxed state — they do not know how to cope with
emotions. But this can be learnt with the help of neurotechnology. Neurocourses help not only prepare a
child for school and exams, but also awaken his creative activity, as well as become calmer and more self-
confident. Seeing the results of improvements in the functioning of their children’s brains, parents “catch up”
with them and also purchase courses, because they are useful for everyone, as they help to understand the
capabilities of their brain, consciously manage its states and significantly improve the quality of their life.

Iwould especially like to note the support that the head office provides to franchisees and how they work
with partners: training, well-honed techniques, verified ready-made regulations for working with clients —
all this is very correct. Neuromir has already tested the methodology from its own experience and since it
brings guaranteed results, naturally, Neuromir ensures that the standards of training were implemented
by partners without deviations from the verified methodology. This is a guarantee of a successful business.”

FRANCHISEE’'S FEEDBACK

“THE NEUROMIR
FRANCHISE HAS
ATTRACTED NEW
CLIENTS TO THE
CENTRE”

Elena Khobotova,

owner of IT-company A-Elita,
the Centre of creative
achievements for children
and adults (Vologda):

is a great chance to gain a foothold in it with
minimal costs and stand out among other
centers and schools through the use of the
latest technologies.

In addition, our author’s programs are
suitable for every child and are aimed at.
solving various tasks — from exam preparation
to reducing hyperactivity.

Another significant advantage is the lack
of seasonality - courses are in demand at
any time of the year. By the way, as our
practice shows, 80% of parents, having
bought a course for a child, begin to study
themselves, i.e. there is a natural expansion
of the customer base. Neurotraining is

NEUROMIR

a business that will not lose its relevance
for more than a dozen years. As a result,
for partners - there is a stable effect of
increasing the profitability of their existing
business.

- Does this partnership option involve full
support from the parent company?

- Absolutely. Just as in a standard
franchise, we accompany our partners at
all stages. As I have already mentioned, this
includes the training of the business manager

and the training of the neurotrainer, as well as
personal supervision when opening the office,
detailed instructions on how to conduct
neurocourses, individually calculated
financial model, branded neurogarniture and
access to software, assistance in promoting
the service and using all the features of our
online platform.

We also don’t leave partners behind once
the office is launched. Advice on all issues,
updated methodological materials, technical
support when using our equipment, etc.

We provide the product under our own
name, we are responsible for it, we value our
reputation and are directly interested in the fact
that our partners have a stable and high income.
So comprehensive support is guaranteed.

I believe that this is the optimal solution
for expanding an existing business. We are
confident in the success of this direction.
Especially since we already have experience
of opening such offices on the basis of existing
centres and public schools, and the results of
our partners inspire us.
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TPOMHAA BbIFOAA

CerogHsa SAHAR&VOSK Bxoaut B Ton-10 Be-
LyLYX CeTell Ha POCCUINCKOM PbIHKE MO Komu-
YeCTBY OTKPbITbIX TOUek no Bepcun PBK. Ho
rnaBHbIN NoKa3aTtesb ycrnexa GpaHLLm3bl — 3TO
[aXe He TO, CKOJIbKO TOYeK Bbl OTKPbIN, a TO,
CKOJIbKO C BaMU 3apabaTbiBaloT NapTHEPDI 1
KaK OHU pa3BrBatoTCA.

3D-1yp no ctyaun SAHAR&VOSK

RUSSIAN BUSINESS GUIDE {CEHTABPb 2023}

B 2022 ropy o60poT ceTv cocTaBmn Noutu
745,5 mnH pybneii. fl 3Tm nokasatenem fo-
BOJIbHA, HO 3TO He npegen. B 2023 rogy ectb
ambuLmo3Has Lienb — AOCTUYb 060pOoTa B OAUH
Munnapg pyoneii, a aanblue ewé 6onbLue.

CnoXHO BbIeNnNTb KaKoN-TO OAVH GaKkTop,
KOTOPbI 6bl 06BACHNUN yCnex ceTn, UX MHOTO,
3a BCemu cTouT 6onbluan paboTa Lenoro Kos-
neKkTMBa. Bo-nepBbix, Mbl r’mbKme, Hal GruHec
NoAoMAET fake HauMHaLWNM NpeanpuHn-
MaTenAMm, 1, B 3aBUCUMOCTY OT X BO3MOXHO-
CTel, Mbl MOXKeM NPeasIoKUTb Cpasy HECKOSb-
Ko popmaToB. «MUHW» — 3TO CTYAUA Ha OLVH
KabuHeT, rge macTep paboTaeT 6e3 agMUHK-
cTpaTopa. COOTBETCTBEHHO, 34€Cb MOXKHO
NPUHNMaTb MeHbLUee YACNO KINEHTOB, HO 1
VIHBECTULMW MUHUMAasbHbI — OoT 900 TbIC. py-
6neir. Dopmart ngeasnbHO NOAXOAUT MasieHb-
Kum ropogam. ®opmat «CraHgapT» — 310 2-3
KabrHeTa, COOTBETCTBEHHO, 6ONbLUE KITNEHT-
cKni Tpaduk n oboport. U popmat «Makcu» —
CTYAVA C 3NUAALMeEN NC HOrTeBon cepBuC.
[loxonHocTb y Kaxaoro ¢opmaTta, KOHeUHO,
pa3Has. MakcMmanbHbIi 060pOT C OAHON TOY-

SAHAR&VOSK:
rNMAaAKmnnm
BU3HEC

c €Tb CTYAUIA ICTETUKK Tena, uua

n Horteit SAHAR&VOSK — ogHa u3
Hanbonee GbicTpopacTyLux ceTeit 6bOTH-
uHaycTpum B Poccun. Eé ocHoBaTenbHuLa —
Mosiofaa npeanpuHUMaTenbHuLa U3 Yobl
Anb6una Ha3apoBa — noctaBuna nepep
06011 Becbma ambuLo3HYI0 Lenb —
OTKPbITb CTYANIO B KaXKAOM ropope

Poccum n CHI. U cerogHa 6naropapa
3ddeKTnBHOI 6U3HEC-MOAENM YKe C03[aHa
MeXAyHapoAHasA KOMNaHKA, a CeTb
BbIXOAUT Ha HOBbIi1 ypoBeHb: SAHAR&VOSK
OZHUMU U3 NepPBbIX B ObIOTU-NHAYCTPUN
npopanu macrep-gpaHiunsy 3apy6exHomy
naptHépy. 0 Tom, uTo BbigenAeT GppaHwmu3y
SAHAR&VOSK cpepu apyrux, B 4ém ceKkper
ycnewHbIX NPOAAK, U 0 NaHax Ha Gyaywee
paccka3sbiBaet AJIbBUHA HA3APOBA.

SAHAR & VOSK

CETb CTYAUI SCTETUKM TEAA, AVILIA U HOTTEN

KW Y Hallero napTHépa-ppaHyaiian B opmate
«Makcv» goctvran 2,5 minH py6nei, B opmate
«MuHW» — 900 Tbic. py6neir. Ecniv e roBoputb
0 YNCTON NPUGLINIK, TO AaXKe CamMblii ManeHb-
KU canoH npuHocut 150 Tbic. pybnei B me-
cAu. Ho 6onbLioi owmnbkom byaeT cuntaTtb,
yto ppaHLWKM3a — 3To BoswebHanA TabneTka,
4TO, KynnB $paHLLM3Y, MOXKHO He paboTaTb
1 nonyyatb goxof. brsHec no ppaHwmn3e He
0CBOOOXKAAET OT eXXeiHEeBHOrO TPya, OT Mo-
CTOAHHOTO Pa3BUTWA KaK NpeanpuHMMaTens.

Mbl npeKpacHo oThaém cebe OTUET B TOM,
41O paboTaeM B OUYEHb KOHKYPEHTHOM 6U3-
Hece, NO3TOMY ynakoBanu cBot GpaHLLIn3y
Tak, UToObl OHa Oblfia MakCMManbHo NpuBne-
KaTenbHOW ANA NapTHEPOB.

MoMMMO TOro, UTO PbIHOK YCAYr Mo fe-
nUAAUMKN cam no cebe ABNAETCA PbIHKOM,
pactywmm 6onee yem Ha 15% B rog, mbl
npepycMmoTpenu, 4tobbl y paHyansu obinm
[AONONHUTENIbHblE BO3MOXKHOCTM 1A 3apa-
60TKa. OTKpbIBaa canoH SAHAR&VOSK, Hawwn
napTHEPbI MOyYatoT cpasy TPU MCTOUYHMKA
npubbinu. Bo-nepBblX, 3TO Cam CanoH Lyra-



PVIHTa, SNNALMK U BakCUHTa. Bo-BTOpbIX, 3TO
npofaxu cCo6CTBEHHON MapKM SKOOTMYHbIX
KOoCMeTunyecknx npoaykTos SV Laboratories
[ANA CaNoOHHOro 1 JoMalluHero yxoga. B-tpe-
TbUX, Mbl CO3[anu COOCTBEHHBI 06yyvatoLni
LIeHTP, KOTOPbIN NMO3BOMSET PAcTUTb 4N1A cebs
npodeccnoHanbHbIX MacTEPOB, 1 HalM NApT-
HEpbI TaKk>Ke MOryT 3apabaTbiBaTb Ha 0byue-
HMW MacTepOB.

Mbl o6ecneunBaem napTHépam GbICTPyLO
OKynaemMocCTb CTapTOBbIX NHBECTULMN — OT
10 mecALEB C MOMEHTa Hauyana paboTbl. U Ko-
HEYHO, HaLl CUSIbHBIN KO3bIPb — NOAAEePXKKa.
Henb3a npopatb dpaHLLM3y 1 Ha 3TOM ycrno-
KOUTbCA. DTO KaXKAOAHEBHbIV TPYA. Mbl ngém
C napTHépamu pyka ob pyKy, Ha nepBoM 3Tane
HanpasnAA NepBsble Waru, 3aTem NoaAe P u-
BaA B pa3BUTUM.

JononHuTenbHO OTMeYy, 4TO BbICTPOEHHasA
paboTa canoHoB, NpoAyMaHHbIe MPOorpaMmbl
NOANBHOCTU NPU YETKOM CNefoBaHUN CTaH-
fapTam ceT obecneunBatoT 93% BO3BPATHbIX
KJINEHTOB.

MEPEXO4 HA YPOBEHb «MACTEP»

MpaHwWwr3Han ceTb C CaMOro cTapTa pas-
BMBanacb 4OCTaTOYHO GbICTPO. B nepBble
MecALbI Nocsie 3anycKka Mbl NpoJaasanu no
10-20 ¢ppaHLwWKm3 B MecsL, IT0 bl HENPOCTON
nepwvopa: Npu 3anycke 6rU3Heca y npeanpuiHu-
MaTesniell BO3HMKaeT Macca BOMPOCOB, YacTo
cnepytoT SMOLMOHANbHbIE BCMNECKM, A BCE
npriHMMana ouyeHb 6a13KO K cepALy, OYeHb
nepexuBasna 3a Kaxaoro napTHEPa, XoTenochb
Ka[oro B3ATb 3a PyKy v He oTnyckatb. Ho no-
CTENEeHHO MeXaHV3Mbl PaboTbl OTTaUMBANNCH.

Mbl cymenn pa3obpaTtbcs B cMcTeMe ynpas-
NEHUA, Ha NPOTAXKEHWU NATY IET GOPMUPOBa-
N NAEeanbHYIo C TOYKM 3peHns 3PdeKTUBHO-
CTV YNPaBAsAIOLLY0 KOMMaHUIo, Co34anu Bce
oTAenbl, HaNlaanB YETKOe B3aUMOAENCTBYE

BOTAIro3 XAHBYCUHOBA,
mactep-¢$ppaHuansm SAHAR&VOSK:
«MACTEP-®OPAHLLU3A - 3TO BbIXOA
BU3HECA HA HOBbI/ YPOBEHb»

«f yxe natb net
B 3TOM 6U3Hece n
UCKPEHHe nosniobu-
na SAHAR&VOSK; n
TaK Kak A OAUH 13
CaMbIX yCneLHbIX
dpaHuyansu, To
OT ynpasnsioLen
KOMMNaHUu no-
CTYNWno npeasno-
XKeHune BbIKYNuUTb
MacTep-opaHLwm-
3y. inAa meHA 310
npeanoXeHve o3HayaeT PocT, AOMOSTHNTESTb-
Hbli1 3apaboTOK 1 BMECTe C TeM LOMONMHU-
TeNbHYI0 OTBETCTBEHHOCTb 3a GpEeHS, ero pe-
nyTaLuio 1 pasBuUTre He TONbKO B Anva-ATe,
HO 1 B Apyrux ropopaax LieHTpanbHown Asnu.

MeXAY HUMU, BbICTpounu 3ddeKTUBHYI0
CUCTEMY KOMMYHUKALMK € GpaHyai3n-napT-
HEpamu, NPOTECTMPOBAN PA3NNYHbIE CU-
cTembl paboTbl Y CMOTIN BbIABUTb CaMylo
nyyLwyto.

MocnegHne HECKOMbKO NIeT OblIn OYeHb
CIIOXKHbBIMU 1A 613HEeca: 3To 1 NaHaeMus, 1
N3MEHEHVA B reonoNnTUYecKorn noBecTke.
HecmoTps Ha BCe CNOXHOCTM, Mbl MacLUTabw-
pyemcs, pacTém; 60sbLuasn 4acTb NapTHEPOB,
KOTopble paboTatoT C HAMU, — 3TO YXKe CUSIb-
HblE 11 CaMOZOCTATOYHbIE NMPEeANPUHIMATENH,
KOTOpble OTKPbIBAIOT HE MepPBYI0 CTYAUIO 1
yCreLwHo pa3BMBaOT CETY B CBOVIX PETMOHAX.

Korga KomnaHus nmeeT yctonumeble pe-
3ynbTaThl MAPTHEPOB, KyNUBLLINX GpaHLLIN3Y,
el Heobxogmmo pacwmpATbea. Mpekpac-

Mocne nprobpeteHUs MacTep-GppaHLLN3bI
6b110 OTKPBITO YxKe ABe cTyaum SAHAR&VOSK
(cenyac nx Bocemb). ELLE npoposKaeTca cTa-
OnA nepexofa, NepecTporkn KomnaHuu,
OopraHu3aLnoHHoN cTpyKTypbl. C momoLbio
ynpaBsnAoLLe KOMIAaHUN 13yYato TOHKOCTU
ynpasnieHna GpaHLLIN30I: exxeHeeNbHO Mbl
CO3BaHMBaeMcA, 00CYKAaeM TekyLme 3aja-
yu, NpopabaTbiBaEM peKaMHble KaMmnaHuu,
paboTaem Haf, CTPYKTypoii. PaHee 51 3aHUMa-
nacb aMUHNCTPUPOBAHNEM TONIbKO CBOUX
LIeHTPOB Kak dppaHyari3n, Tenepb Maclitab
3a/lay COBCEM UHOM: N HaLMOHasbHbI Map-
KETWHT, 1 pa3BUTUE y>Ke CYLLeCTBYOLWNX
dpaHyan3u, 1 npofaky GpaHLLIn3bl — BCE 3TO
COBCEM MHble 6V3HEC-MPOLIECCHI, NCUXONOTUA
6U3Heca 1 nomoLb BragesnbLa GpaHLLIn3bl
31ecb becLeHHa.

Mo poroBopy mactep-$paHLLN3bI FONOB-
HoW oduc elé He MmeHee rofa byaeT oka-
3bIBaTb Takoe MJIOTHoe copelncTtaue. [lanee
6yneT co3faHa co6CTBEHHan yrnpaBnatoLLas
KOMMaHKA.

CTPATEMMN ®PAHYAN3IUNHTA

HbIM MHCTPYMEHTOM /1A 3TOro BbiCTynaeT
MacTep-¢paHwm3a. Mbl cTanu nepebiMuU B
6btoTU-chepe Ha Tepputopun PO, KTo npo-
Jan mactep-ppaHLumn3y, Kotopasa f4aéT NpaBo
MacTep-ppaHyan3nm HaHUMaTb HOBbIX NapT-
HEPOB ANA Pa3BUTUA ceTU BU3Heca B Npege-
nax onpenenéHHon Tepputopun. Yacto 3Ta
TeppuTOpUA — fpyras cTpaHa.

JTO OYEeHb OTBETCTBEHHDbIN wWwar. OT Ha-
BbIKOB, YMEHWIA 1 OMblTa NapTHEpPa 3aBUCUT
pa3BuUTME CETU B 3TOW CTpaHe. ITo 6onbLias
OTBETCTBEHHOCTb, HO Y BO3MOXHOCTb pa3Bu-
BATbCA KaK MacTep-ppaHyani3v 1 pacumpsaTb
CBOIO CETb.

Hawwvm nepBbiM MacTep-ppaHyansu ctan
LencTByoLWNIA TON-NaPTHEP 13 Anma-ATbl, UbA
nepsas cTyamaA 6bina oTKpbiTa B 2018 ropy,
a Ha AaHHbIl MOMEHT OTKPbIBAEeTCA YXKe BOCb-
mas ctygua nop 6peHpom SAHAR&VOSK.
CornaweHuve 6bI10 NOANNCAHO B Mae
2023 roga, 1 cernyac Mbl MOMOFaeM Kosneram
13 KazaxcTaHa coBepLUMTb NMIAaBHbIN Nepexoq,
613Heca Ha HOBbI YPOBEHb.

[1na Hac 3TO TOXe 3HAaUMMBII LWar, MOCKOJIb-
KY Mbl MOHMMAeM, YTo C APYrMY CTpaHamMmm
ynobHee paboTtaTb, NpoaaBas He NPOCTO
BO3MOXHOCTb paboTaTb NOJ BbIBECKOM
SAHAR&VOSK 1 okasbiBaTb ycnyru, a Lenyio
cmcTemy yrnpasieHMA — 3TO B3aMIMOBbIFOAHOe
NnapTHEPCTBO.

Ecnu ke roBopuTb 0 nepcnexkTnBax pas-
BUTMA MacTep-ppaHYan3nHra B OboTU-MH-
[yCTpUn B LIENOM, TO A AyMalo, YTO eC/in KTo-
TO U3 UFPOKOB TaK»ke rnyboKko pa3bepértca B
cucTeme ynpasneHua 6usHecom 1 caenaet
13 yNpaBnAoLLen KOMNaHNM «4acoBON Mmexa-
HM3M», @ He CUCTEMY MO «TYLUEHMIO MOXKapOoBY,
TO 3TO JIOTMYHbBIN 3Tan pa3BUTUA ana nobon
KoMnaHun. Mbl noLwnv no 3Tomy nyTu, 1 gy-
Mato, UTo MacTep-ppaHLLM3a NO3BONUT Pa3Bu-
BaTbcA cembe SAHAR&VOSK no Bcemy mupy.

Kak Bnageneu mactep-ppaHLwnsbl, A
XO4y CO3AaTb CUTbHYIO KOMaHAY 13 ¢paH-
yanmsu B LleHTpanbHoM A3un — 13 Tex, KTo
6yneT roToB pa3BMBaTbHCA U MacLUTabupo-
BaTb 6M3HEC B CBOUX FOpOAax, KTO XoyeT
He ToJNIbKO 3apabaTbiBaTh, HO U paboTaTh.
B 5TOM rogly B nnaHax — OTKpbITb eLé Tpu
dunmana, a Ha cnepyoLWNA rOf — He MeHee
15 cTyann; nnoc pasBuUTUeE yxKe CyLLecTBY-
owmx ppaHyanm, NOCKOJIbKY yxe eCTb
ycneLiHble Kencbl B pasfiIMYyHbIX ropofax
KasaxcTaHa, 1 Halwa 3afjaya — MomMoyb UM
MaclITabnpoBaTbCA, CTaTb CaMbIMU CUb-
HbIMV UTPOKaMM B CBOUX rOPOAaXx.

l yBepeHa, uTo 6bITb MacTep-GppaHyaii3n —
3TO BbIFOAHbIE UHBECTULNM, €C/IN Bbl CO-
TPyAHWYaAETE C CUNbHBIM BPEHAOM, ecnin
ynpaBnAoLLaa KOMMNaHUA OKa3blBaeT NOJIHOe
COfeNCTBUE Ha MEPEXOLHOM STare 1 ecnn y
MacTep-ppaHyan3n JOCTaTOYHO aMbULniA,
XenaHuA 1 S3Hepruu, YTobbl BbIBECTU CBOIA
6113HEC Ha HOBbI YPOBEHb.
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BEAUTY COSMETOLOGY
by SAHAR & VOSK

SAHAR&VOSK:
SMOOTH
BUSINESS

BEAUTY COSMETOLOGY

by SAHAR & VOSK

A

AHAR&VOSK network of body, face and nail aesthetics studios is one of the fastest growing chains in the beauty
industry in Russia. Its founder - a young entrepreneur from Ufa Albina Nazarova set herself a very ambitious goal -
to open a studio in every city of Russia and the CIS. And today, thanks to an effective business model, an international
company has already been established, and the network is reaching a new level - SAHAR&VOSK was one of the first in the
beauty industry to sell a master franchise to a foreign partner. What sets the SAHAR&VOSK franchise apart from others,
what is the secret of successful sales and plans for the future is told by ALBINA NAZAROVA.

TRIPLE BENEFIT

Today SAHAR&VOSK is among the top 10
leading chains in the Russian market by the
number of open outlets according to RBC. But
the main indicator of franchise success is not
even how many outlets you have opened, but
how much your partners earn with you and
how they develop.

In 2022, the network’s turnover totalled
almost 745.5 million roubles. I am pleased
with this figure, but it is not the limit. In
2023, there is an ambitious goal - to achieve
a turnover of one billion rubles, and then even
more.

It is difficult to single out any one factor
that would explain the success, there are
many of them, behind all of them there is
a lot of work of the whole team. Firstly, we
are flexible, our business is suitable even for
novice entrepreneurs, and depending on their
capabilities, we can offer several formats at
once. “Mini” is a studio with 1 office, where
the master works without an administrator.
Accordingly, it is possible to accept a smaller
number of clients here, but the investment is
minimal - starting from 900,000 roubles. The
format is ideally suited to small towns. Format
“standard” - this is 2-3 offices, respectively,
more client traffic and turnover. And the

RUSSIAN BUSINESS GUIDE {CEHTABPb 2023}

format “maxi” - a studio with waxing plus
nail service. Profitability, each format, of
course, different. The maximum turnover
from one point at our partner franchisee
in the format of “maxi” reached 2.5 million
rubles, in the format of mini - 900 thousand
roubles. If we talk about net profit, even the
smallest salon brings 150 thousand rubles
a month. But a big mistake would be to think
that the franchise — a magic pill that bought
a franchise, you can not work and receive
income. Franchise business does not exempt
from daily labour, from constant development
as an entrepreneur.

We are well aware of the fact that we work
in a very competitive business, so we have
packaged our franchise in such a way that it
was as attractive as possible for partners.

In addition to the fact that the market of
depilation services itself is a market growing
by more than 15% per year, we have envisaged
that franchisees have additional opportunities
to earn money. By opening a SAHAR&VOSK
salon, our partners get three sources of profit
at once. Firstly, it is the salon itself shugaring,
hair removal and waxing. Secondly, it is sales
of our own brand of eco-friendly cosmetic
products SV laboratories for salon and home
care. Thirdly, we have created our own training

center, which allows us to raise professional
masters for ourselves and our partners can
also earn money by training masters.

We provide our partners with a quick return
on their initial investment - from 10 months
from the date of commencement of work.

And, of course, our strong trump card is
support. You can't sell a franchise and stop
there. This is everyday work. We walk hand
in hand with our partners, guiding the first
steps at the first stage, then supporting them
in development.

Additionally, I would like to note that well-
organized work of salons, well-thought-out
loyalty programs, with strict adherence to
network standards, ensure 93% of returning
customers.

TRANSITION

TO THE “MASTER” LEVEL

The franchise network developed quite
quickly from the very start. In the first months
after the launch, we sold 10-20 franchises
per month. It was a difficult period - when
starting a business, entrepreneurs have a lot
of questions, emotional outbursts often follow,
I took everything very close to my heart, I was
very worried about each partner, I wanted, like
a mother, to take everyone by the hand and



BOTAGOZ ZHANBUSINOVA,
master franchisee of SAHAR&VOSK:
“A MASTER FRANCHISE IS A BUSINESS
REACHING A NEW LEVEL"”

“1 have been in the business for five years
now and | have truly loved SAHAR&VOSK,
and as | am one of the most successful

_ franchisees, | received an offer from the

not let go. But gradually the mechanisms of
work were honed.

We managed to understand the
management system, for five years we formed
an ideal management company from the point
of view of efficiency, created all departments,
established clear interaction between them,
built an effective communication system
with franchisee partners, tested various work
systems, and were able to identify the best.

The last few years have been very difficult
for business - this is both a pandemic
and changes in the geopolitical agenda.
Despite all the difficulties, we are scaling
up, growing, most of the partners who work
with us are already strong and self-sufficient
entrepreneurs who are not opening the first
studio and successfully developing networks
in their regions.

When a company has stable results of
partners who have bought a franchise, it
needs to expand. An excellent tool for this
is the master franchise. We were the first in
the beauty industry to sell a master franchise,
which gives the right to a master franchisee
to hire new partners to develop a business
network within a certain territory. Often this
territory is another country.

This is a very responsible step. The
development of the network in this country
depends on the skills, abilities and experience
of the partner. It is a great responsibility, but
also an opportunity to develop as a master
franchisee and expand the network.

Our first master franchisee was an existing
TOP partner from Almaty, whose first studio
was opened in 2018, and currently eight
studios under the SAHAR&VOSK brand
are being opened. The agreement was signed
in May 2023 and now we are helping our

management company to buy out the
master franchisee. For me, this offer means
growth, additional income and, at the same
time, additional responsibility for the brand,
its reputation and development not only in
Almaty, but also in other cities of Central Asia.

After acquiring the master franchise,
two SAHAR&VOSK studios were opened
(now there are 8 of them). Now the
stage of transition, restructuring of the
company and organizational structure
is still ongoing. With the help of the
management company, | am learning the
intricacies of franchise management: we
call each other weekly, discuss current
tasks, work on advertising campaigns, and
work on the structure. Previously, | was only
involved in the administration of my own
centers as a franchisee, now the scale of
the tasks is completely different: national
marketing, and the development of existing
franchisees, and franchise sales - all these
are completely different business processes,
the psychology of business and help here
is priceless.
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According to the master franchise
agreement, the head office will provide such
close assistance for at least another year.
Next, your own management company will
be created.

As the owner of a master franchise, |
want to create a strong team of franchisees
in Central Asia - from those who will be
ready to develop and scale business in their
cities, who want not only to earn, but also to
work. This year we plan to open three more
branches, and next year at least 15 studios,
plus the development of existing franchisees,
since there are already successful cases in
various cities of Kazakhstan and our task is
to help them scale, become the strongest
players in their cities.

| am sure that being a master franchisee
is a profitable investment if you cooperate
with a strong brand, if the management
company provides full assistance during the
transition stage and if the master franchisee
has enough ambition, desire and energy to
take his business to a new level”

colleagues from Kazakhstan to make a smooth
business transition to the next level.

This is also a significant step for us, as we
realise that it is more convenient to work with
other countries, selling not just the opportunity to
work under the SAHAR&VOSK sign and provide
services, but selling the whole management
system - it is a mutually beneficial partnership.

If we talk about the prospects for the
development of master franchising in the

beauty industry as a whole, I think that if
one of the players, as deeply understand
the system of business management and
make the management company of the
“clockwork mechanism’, not a system to put
out fires, it is a logical stage of development
for any company. We have followed this
path and I think the master franchise will
allow the SAHAR&VOSK family to grow
globally.
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