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Yupeputens 1 usgatens: 000 «BU3HEC-AUNAJIOT
MEJUA» npun noaaepxke TMM PO

PefakUVOHHBIV COBET:

Makcum @ateeB, Bagum BuHoKypos,

Hartanbs YepHbiwosa

[MaBHbIV pefakTop:

Mapusa CyBopoBckasa

3amecTuTenb AYpeKTopa No KOMMEPYECK M BOMPOCam:
WpuHa Anyrau

PepgakTop Homepa:

AnekcaHpapa Y60xKeHKo

[nzainH/BépcTka: AnekcaHap Jlo6os

MNepesog; Jiunnana Anbranosa

[vipeKkuna pa3sutus n PR: Onbra UBaHoBa,
ExatepuHa LibiHayk, Kupa KysmuHa,

Hartanba ®acroBa, lOnna Konuesa

OtneyataHo B Tunorpadum 000 «B/BA-CTAP»,

r. MockBa, yn. dnektpo3aBogckas, a. 20, cTp. 3.
Matepuanbl, oTMeUYeHHble 3HauKom R nnm «PEKJTAMAY,
ny6nuKyloTCA Ha NpaBax peknambl. MHeHne

aBTOPOB He 06A3aTeNbHO AOMKHO COBMaAaThb C
MHeHueMm pefakuuu. Nepeneyatka MaTepranos 1 UX
1cnonb3oBaHyie B o601 Gopme [JONyCKaeTcs TONbKO
C pa3speLieHva pefakumm nnanua «busHec-finanor
Mepuna».

PyKonucu He peLieH3MPYIoTCA U He BO3BPaLLaloTcA.
Appec pepakuum: 143966, MockoBcKas 06nacTb,

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

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

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

Uspatenb: 000 «busHec-Auanor Megua».
3apezucmpuposaro QedepansHol cyx60U no Hao3opy 8
cepe c8A3u, UHHOPMAUUOHHBIX MEXHOIO2UL U MACCOBbIX
KommyHuKayuti. Ceudemesibcmeo o peaucmpayuu
cpedcmea maccosoli uHgpopmauuu [ Ne OC77-65967
om 6 uroHA 2016.
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KOMMWTET MO NOTUCTUKE
Komnanusa «TouHble noCTaBKu»

RUSINOX

KOMUTET MO MPOMbILLNEHHOCTK
[eHepanbHblii aupektop 000 «PYCUHOKC»
Cepreit Banepbesuy Lkeaut

13 HepXaseloulen ctanu

KOMUTET N0 ANK
AHacracus [enHaabeBHa PomaHOBCKan — pyKoBoauTeNb
0T/€Na MapKETUHra 1 3KCnopTa Komnauu «Jlucreppa»

KOMWTET NO ESG

Hatanba bopucosHa lounHok — ynpasnsiowuii naptHép Digital ESG komnanum IBS,
npeaceaatens Komuccnm no coumnanbHoil nonutike 06uectserHoi nanatbl PO

Enena AnekcanaposHa MAKoTHIKOBA —

aupektop «CUbYPa» no KnumaTnyeckm MHULMATUBAM 11 YrepoAHOMY perynnpoBaHuio

KOMUTET MO XKX
Hatanbsa BuktoposHa AbpocumoBsa —
reHepanbHbIii aupektop Accoumanum KKX MO

ACCOLMALMSA

PEMMOHAIBHOE OTPACINEBOE
OBbEAVHEHWUE PABOTOAATENEN
«COK03 MPEANPUSATUN KUMNLLHO-
KOMMYHAINBHOIO XO3AUCTBA
MOCKOBCKOW OBJIACTW»

KOMUTET NO TYPU3MY
JtHorpadmyecknit napk-my3sei «3THOMUP»

KOMUTET N0 UHAYCTPUANIbHBIM MAPKAM
Oner Bacunbesuy Kapuos —
reHepanbHbIi gupekTop komnanum «flapk HormHck»

KOMUWTET N0 HANOTAM U OUHAHCOBOMY COMPOBOAEHNIO BUSHECA

AHTOH Anekcanaposuy JleBAOHCKMIA — CTapLUKi MeHemKep
no GUHaHCOBOMY KOHCYNbTUpoBaHmio [K «<Mapunnnot» ma rl I l |°r‘I

UG

Weilandt
Elektronik

KOMMTET M0 LLU®POBOI MAPKUPOBKE TOBAPOB
Cepreit AHapeesuy BataxuupiH, 000 «BaitnaHAaT IneKTPOHUK»

KOMMTET 10 AABOKATCKOMN AEATENbHOCTY
Mapua AnekcaHgposHa OefoToBa

KOMUTET N0 10POXKHOMY CTPOUTENBCTBY
Anapeit Tumyposuy CokonoB, komnanua «Acpanbt-Kauecto»

TMpou380ACTBO TPY6 W MNIOCKOrO MeTanonpokara

LYSTERRA
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BAYECJ/1AB KOJTIOMUEL, OCHOBATEJIb KOMIAHWUW ALLES:
4 «HAM HEKOTJA OMALBIBATbCA HA KOHKYPEHTOB»

«KOTOOEW», NPON3BOJUTENb OBYBU U OOEXAbl ANA AETEN, -
/I O OPAHLUN3A MAKCUMAJIbBHOIO KOM®OPTA

NAPUCA AHY, OCHOBATEJIbHULIA CETU «BAW TAN»:
/|4 «OTKPbIBATb TAMCKI CMA B PETMIOHAX HE MTPOCTO MOXHO, HO
KATETOPMYECKI PEKOMEHZYETCH»

OJIbIr'A YEKAPEBA, OCHOBATEJIbHWULA CETU SHAURMEALS:
18 «Mbl MTOJTHOCTbIO YBEPEHbI B HALLEW BM3HEC-MOLES»

CETb BYPTEPHbIX «<KPACHOOAPCKWI MAPEHb»:
22 «UESTNY HAC TPAHOMO3HBIE, MTO3TOMY HA MECTE CTOATb HEKOTJA»

EVOLUTION MANAGEMENT. OT PYTUHbI K POCTY:
BO KAK TTOCTPOUTD 2OOEKTVBHYIO BN3IHEC-CUCTEMY W PACILINPATDL BN3HEC 1O
OELEPATTBHOTO MACLLTABA

HATAJIbA LLOW, YNPABNAIOLWNIA MAPTHEP
rPYNMbl KOMNAHUW «<MAPUNJIUOH»:

56 <N DOPOBBIE TEXHOTOT I MOMOTAIOT MPUHVIMATD BEPHbIE
CTPATEIMYECKWE PELLEHNA»

CTAHNCJIAB KOBAJEB, T'PYIIMA KEPT. HAJIOTOBbIE ACIMEKTbI
40 CTPYKTYPUPOBAHMA MHBECTULINI POCCMMCKOIO BU3HECA B TYPLIMIO

AWUJINH OHEP, TPYMMNA KEPT. SKOHOMMUYECKIM MPOTHO3 ANA TYPLIMN HA 2024~
42 N: BO3SMOXHOCTW M BbI3ZOBbI 1719 POCCNCKOTO BM3HECA

AAPbA MOFOAUHA, TEHEPANbHbIA AUPEKTOP 'K SWILAR. U3MEHEHUA-2024:
44 ChAH, TUO, OOLWOPBI 1 IPYTME HOBOCTN
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JINLO C OBJ1OXKHN

BAYECJTAB KOJTOMWELL:
«HAM HEKOI'4A
OrJisAbiBATbCA

HA KOHKYPEHTOB»

AYECNAB KONNOMUELL, paynpep u reHepanbHblii gupekTop komnaHum ALLES,

y6exAéH, uTo B GM3Hece BbINTPbIBAET TOT, KTO CO3AAET YHUKANbHbIii NPOAYKT,
YbM peleHus u ugeu 6yayT KonupoBaTh ocTanbHble. TONbKO TaK MOXHO YBepeHHO
ABuratbca Bnepépn. Ero 6usHec 31o nogTBepxaaet. (raproas B 2015 rogy ¢
He60NbLIOro NPOKU3BOACTBA, KOMNAHKUA BbIPOC/Ia B KPYNHOr0 NPOM3BOAUTENA
o6opynosanus u 10 gna moek camoo6cnyxusanua (MC0). Yucno co6cTBeHHbIX
1 GpaHILU3HBIX 06EKTOB CeTH, OTKPLITbIX B Poccum 1 6nmkHem 3apy6exbe,
npubnmxaetca k 200. A nnanbl ewwé 6onee ambuuno3Hble. B 4ém ke 3anor ycnexa B
3ToM 6u3Hece? 06 3TOM — B MHTEPBbIO HaLleMy U3JaHuI0.

- Bayecnae, noyemy moliku camoo6cny-
XueaHuA? Kak vl 8b16panu umeHHO 3my
udero 0115 ceoez20 6usHeca?

— He cpasy. Cob6cTBeHHbIM 613HECOM A
3aHsancA ¢ 2006 roaa, HO 3To GbINW KPaTKO-
CPOYHbIe MPOEKTbI, KOTOPble He CUSIbHO BAOX-
HOBNANU. MHe XxoTenocb, YTobbl B 613Hece
6bINM NPOCTOP ANA TBOPYECTBA U MacLuTab
OnA HOBbIX naen. Kakoe-To Bpems A nckan Ta-
Kyto cdepy 1 ofHaxKabl BCMOMHW NOe3aKy B
lepmaHuio ¢ pogutenamu B 2003 rogy. Mbi ¢
6paToOM B3A/IM MOKaTaTbCA NanuHy MallnHy
W, >kenan caenatb NPUATHOE OTLY, 3aexan Ha
MOWIKY Camo0obCyXMBaHUA, rae A BNepBble B
KWM3HM MOMbIN MaLLVHY, BOCMONb30BaBLUNCH
nofo6HbIM cepBrcoMm. [Mpouecc pas3nTenbHO
OTNINYANCA OT MbITbA aBTOMOOMIA C BELPOM
N TPANKOWN, BCE 6bIno 6bICTPO, yAOOHO, ner-
Ko. CeroHA Te TEXHONOMNM KaxKyTcA HaM
CMELUHbIMN, HO TOTAA OHV MPOW3BENN Ha
MeHSA CUbHOe BrnevatneHune. B Poccun Tako-
ro cepBuca He 6bI510, a NOAN Y HAC NOOAT 1
YMeloT yXaXKnBaTb 3a CBOMMM MaLUVHaMM 1
XOTAT AenaTb 3T0 CaMOCTOATENbHO, TaK YTO
naen BUTana B BO3gyxe.

B 2011 rogy s ctan gunepom o6opynoBaHuA
ana MCO ofgHoro HemeLKoro 6peHga, Ho Xo-
Tenocb 6onbliero. Ha ToT MOMEHT COOCTBEH-
HbIX Npon3BoAcTB B Poccum He 6bin0o, BCE
npuBo3MNOCh rotoBoe 13 EBponbl nnbo co-
61panochb 13 eBPONENCKUX KOMNNEKTYIOLMX,
[aHHbI cermeHT 6r3Heca oTcyTcTBOBa. ep-
Bble CaMOMOWKK paboTanu Ha 6azosom [MO:
3-4 KHOMKM, MUHUMYM GYHKLMIA, 6e3anbTepHa-
TVBHAs onnaTta Hannukon. Takoe nonoxeHne
[en —3T0 Y BO3MOXHOCTb, 11 BbI30B O4HOBpE-
MeHHO. fl pelunn cpasy NpeanoXnTb aBToBMa-
ZenbLam ropasgo 6onee WMpoKuUin GyHKLMO-
Haf no nNporpammam, onnate v ynpasieHNto
obopygoBaHvem, yem y apyrux. na storo
6bININ HY>KHbI HEMasble pecypcbl — GUHaAH-
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coBble U KappoBble. B nepByto ouepenb ans
pa3paboTkn cobcTBeHHOro MO TpeboBanmcb
KpyTble aTUWHUKK. Morpy3nnca B nsyyeHune
BOMpoOca ¢ ronoBon, cobpan HebonbLyto
KOMaHZy e ANHOMbILWNEHHNKOB. Heckonbko
MecALEeB NPaKTUYeCKN KPYrnoCyTOUHON pa-
60Tbl, M Mbl BblanN Ha PbIHOK CBOW NepBbIN
NPOoAYKT 1 3aKniounnv nepsyto caenky. Hago
CKa3aTb, YTO C TEX MOP MHOTOE 1 BO BHELLHEM
06nmke MCO ALLES, 1 B HauMHKe NOMEHANOCD,
HO JlaXke Ta camas nepBas Halla Molika bbina
«[PYro»: CEHCOPHbIN SKPaH BMECTO KHOMOK,
6e3HanMyHas onnata u cemb NPOrpamm, BKIo-
yan MNEHY, koTopoii He 6bino y apyrux! Tak, B
2015 rogy noaswnca 6peng ALLES. U 31o 6bin
NPOPbIB, 10 HAC HAKTO He BbIXOAMWI Ha PbIHOK
C NOJOOHbIM NPefnoXeHVEM.

- Cmex nop npowsio yxe noymu 0eeamo
nem. KomnaHus ebipocna, 3Ha4umesibHo
mooduguyuposasnca npodykm. Kakyro donio
PbIHKA 8bl 3aHUMaeme celi4ac, a KaKyto nia-
Hupyeme 3aHAMb?

- B cermente MCO y ALLES cenuac 4% poc-
CUIACKOTO PbIHKA. ITO NOATBEPXKAAIOT flAHHbIe
13 OTKPbITbIX UICTOYHUKOB, pe3ynbTaThbl NCCie-
fnosaHvA ABTOCTAT, npoBeAEHHOrO Mo Halwe-
My 3aKas3y, U Halla cOGCTBEHHasA SKCnepTHas
oueHkKa. CerogHa MoeK camoobcnyKnuBaHus
B Poccun, Kak camocToAaTenbHbIX 6U3HECOB,
He BK/IOYEHHbIX B MYJIbTUCEPBUCHbIE aBTO-
Komnnekcobl, nopsgka 5000 eguHumy,. O6wee
KONMYeCTBO aBTOMATUUYECKNX 6ECKOHTAKTHbIX
MOEK, BKJII0Uaa NoOpTasibHbIX Y TYHHENbHbIX
po60TOB, — OKOJO 6 TbIC. 06BEKTOB. PbIHOK
He KOHCONUAMPOBaH, HeNb3A Ha3BaTb Kako-
ro-To OAHOrO KPYMHOIO UrpoKa-MOHOMOMN-
cTa. Ho Takoli ckopo nossuTcA — 1 370 byaet
ALLES. Mbl nnaHupyem 3aHATb YeTBepTb
pblHKa B cTpaHe. MapannenbHO Mbl NpoAon-
MM MacliTabrpoBaTb MPOAYKT Ha BHeLIHWe

pbIHKK. 118 Toro 4tobbl 3aBoeBaTb 25% poc-
CMINCKOTO PblHKA, HaM HY>HO OT 7 go 10 nert;
no Hawum nogcyéram, K 2030 rogy okono
2 Tbic. MCO B Poccum byget paboTaTb Ha 060-
pyaosaHun ALLES.

- Ho no4yemy 8bl ygepeHbl, 4mo pbIHOK
cOennaem 8b160p 8 NOJIb3y UMEHHO 8auie2o
npeonoxeHua?

— Mbl y6exaeHbl, UTo Ha CerofHA KomnaHus
NpoV3BOAUT CaMoe COBPeMeHHoe 060pyAao-
BaHVe Ha POCCUINCKOM PbIHKE 1 Camoe YMHOe.
7O NOATBEPXKAAIOT HOBbIE MOTEHLMasbHble
KNUeHTbI 1 AeNCTBYOLWMe NapTHEPDbI-GpPaH-
Yar3u, y KOTOpbIX yKe Obin onbIT COTPYAHU-
yecTBa C Apyrumu npomnssoautenamu. Bce
OHM OTMEYAloT, YTO TaKOro MPOrPaMMHOro
obecneyeHnsa 1 LWNPOKOro GyHKLMOHana Hy
y Koro 6onblue HeT. K Tomy e 1 o6opynoBsa-
Huie, 1 GyHKLMOHaN perynsapHo 06HOBAIOTCA.
TexHOnornv NAyT BNepén, 1 Mbl AB/XKEMCA B
aBaHrapge. Ham nHTepecHo npepgnaratb 1o,
0 YEM Jpyrue eLé faxe He 3afyMbIBaNINCh.

MbI He Mpon3BOAMM MOHOMPOAYKT, Aena-
€M CTaBKy Ha MyNbTUKOMMIEKC. YMHasA MOViKa
ALLES - 570 Bcerga aecATkM GYHKLMIA 1 yCnyr,
NPUYEM NAaPTHEPDLI MOTYT, KakK B KOHCTPYK-
Tope, cobpaTb 06BEKT, UCXOAA N3 CBOUX
notpebHocTel. A aBTopckoe MO no3sonsert
snagenbuy MCO yaanéHHo ynpasnaTb Taknum
CJI0XKHbIM OOBEKTOM C MOMOLLbIO LIdPOBbIX
TexHonorun. I He ogHMM, a LLeNIon CeTbIO.
A undpoBasa nnatpopma B STOT MOMEHT B
peXxume oHnanH cobnpaeT 1 aHanusnpyet
CTaTUCTUKY KaKAoW MOVKK, NoACBeYnBas
TOUKM ONTMMU3ALUN YU MUHUMU3UPYA PUCKI
NPOCTOA 1 YNyLEeHHON BbIrofbl.

TpeTbe KOHKYpeHTHOEe NPenmMyLLecTBO — B
obLwen KoHuenuun nnowaaku. Monkn ALLES
He 6e31M1KHM, NX OTANYAIOT y3HaBaeMbIN Gup-
MEHHbIN CTUNb U COBPEMEHHbIN AN3aH.
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MNepepn 3anyckom NPOCUYNTLIBAETCA HE TOMb-
KO NloKaL A, HO 1 Nofie3Hoe NPOoAyKTOBOE 1
TOBapHOE COCeACTBO, @ NAaPTHEPAM JatoTcA
peKoMeHZaLmm, Kak MOXHO Yy4LInTb 3pro-
HOMWKY NIOLAAKW, HAUMHaA C OpraHmn3auymm
Bble3fa/Bbe3a 1 3aKaH4YMBas opraHm3ayunen
TOMN-CepPBMCOB Ha Molike. Mbl npoaymblBaem
BCE 40 MenoYelt: HaunHaA oT dopmara CTpou-
TeNbHOWN KOHCTPYKLMM 1 3aKaH4YMBasA YMHOMN
CBETOPOPHOI CUCTEMOIA.

M HakoHeLl, Halle cobcTBEHHOE MObUNb-
HOe NpUNoXeHne C NPOrpPaMmmon NoANbHO-
ctv ALLES BONUS, B KOTOPOM Ha cerogHsa yxe
60nee 760 TbIC. y4aCTHUKOB. TO KU3HEHHO
HeobXxoaMMbI LPOBOA MHCTPYMEHT ANA
ntoboro 6r3Heca, KOTOPbIV XKenaeT BbICTpan-
BaTb 3GPEKTUBHYIO KOMMYHUKALMIO C KaXabIM
cBouM B2C-knuneHTom. Beib B KOHEYUHOM CUETE
[,0X0Abl MOMKW, CPOKM OKYNnaemocCTu 1 pecyp-
Cbl Ha fjanbHelee pa3BuUTHE 3aBUCAT UMEHHO
OT KOHEYHOTO NOTPebUTENA — aBTOBNaAeNbLA.

- A ecniu KOHKYpeHmMebI ckonupytom eawu
udeu, 6usHec-mooenb unu, Hanpumep, [10?

— OpHaxnabl Hnkona Tecna ckasan: «MHe Bcé
PaBHO, €C/IN OHW YKpanu MO UAELD, MHE BaX-
HO, UTOObI Y HMX He Bblno cBoux». MHe Hekorga
ornAabIBaTbcA Ha Apyrux. Ecnm kTo-To 6epéTt ¢
Hac npuymep 1 Konmpyet GyHKLMOHaN, A13aiiH,
NoAxof — 3T0 KnaccHo. OTHOCKTENbHO KOMMPO-
BaHuA [T-npogyKTa: TeopeTnyeckn BO3MOKHO
co3patb cxoxee 10, HO 3TO TPYAHOBbINOAHNMO
1 SKOHOMUYECKH HellenecoobpasHo.

Bcé, uto KacaeTca o6bopynoBaHMA — 3TO
BOMPOC NPOM3BOACTBEHHbIX MOLLHOCTEN 1
3HaunTeNbHbIX BPpeMeHHbIX, DUHAHCOBbIX 1
MNHTENNeKTyanbHbIX pecypcoB. Ecnu xoyelub
€034aTb YH/KasbHbI aBTOMOEYHbI KOMMNeKC
1 06opyAoBaHve, NPeBOCXOAsALLEee MO Kaye-
CTBY KOHKYPEHTOB, Tbl AOJIEH BCE 3TO pa3pa-
60TaTb, NpoTecTUpoBaTh. Mbl yKe JOBOSILHO
[aBHO MAEM MO 3TOMY NyTW, N [OTHaTb HaC
CNOKHO.

Ecnvi roBopuTb O LIEeHOBOW KOHKYpPeHLUN B
60pbbe 3a KOHEUHOTO KIIMEHTa, TO OTMeuYY, UTo
LUMPOKMIA GYHKLMOHAN 1 TOT popmart ycnyrm
camoobcyKmBaHMA, KOTOPbIV Mbl Npeasiara-
eM, NO3BOSIAIOT aBTOBNajeNbLYy camomy dop-
MUpoBaTb KOMPOPTHbIN eMy yeK. Hanprmep,
KIMEHTY Ha PyYHOW MOWKe Cpasy 03By4YMBaioT
GUKCUPOBaHHYIO LieHY YCIyri, a Hallm KNneH-
Tbl CAaMW peLLatoT, CKONIbKO BpeMeHu noTpa-
TUTb, KaKMMK OMLMAMN BOCNOMb30BaTbCA, @
COOTBETCTBEHHO, CKONIbKO OHM FrOTOBbI 3ana-
™™MTb. K ToMy »ke ALLES BONUS paét xopolumn
Kelb3K, UTO rapaHTUPYeT BbICOKYIO BO3BPaT-
HOCTb aBTOBfIafeNbLEB, KOTOPble BUAAT OYe-
BUAHbIE BbIFOAbl Y CTAHOBATCA NOANbHbIMUI
KnneHTamu. Tak 4TO LLlEeHOBOWM KOHKYpeHLMmn
Mbl He 60MMCA, MPUTOM YTO CPELHUIN YeK Yy
Hac Bbilwe pbiHKa: 200-250 pybnei npoTnB
150 pybnei y KOHKYpPEHTOB.

- A ymo no6yxx0aem napmHépos 8bi-
6upames eawy ¢ppaHwusy, npumom Ymo
uHeecmuyuu 8 omkposimue MCO Ha o60-
pyooeaHuu ALLES docmamo4Ho ebicokue?

— MNpoayKT HepelwéBbIN, AENCTBUTENBHO.
CrapToBble MHBECTULMMW B OTKPbITME 6-MOCTO-
BOW CaMoo6Chy»KKM oborayTca ot 30-35 MiH
py6nen. N 510 6e3 yuéta cTOMMOCTY 3eMnu
1 KOMMYHVKaunin. Hajo moHMMaTh, YTo Mbl
paboTtaem B 6r3Hece C BbICOKMM MOPOrom
Bxofa. [ina nogasnAiowero 60blIMHCTBA
Hawwmx GppaHYan3y aBTOMOMKA He NepBbIl,
a NMopow 1 He OCHOBHOW 6U3Hec. PelleHmne o
cotpyaHuyectBe ¢ ALLES npnHumaetca no
HeCKOJIbKNM KPpUTEPUAM: KaueCTBO MHBECTU-
poBaHuA, JONTOCPOYHOCTb 613HEeCa, ero Map-
MMHanbHoCTb. CAenka no nokymnke GpaHLuy3bl
ALLES paccmatpurBaetca napTHEpamu B TOM
yuncsie 1 Kak cnocob xeaKnpoBaHWsA PUCKOB B
OCHOBHOM 613Hece, U Kak auBepcndurKaums
VIHBECTMLNIA. [INA MHOTUX NpeanpuHMmaTenei
060CHOBaHHO BbICOKas LieHa BXOAa — Hanpo-
TUB, rapaHTUA HaAEXHOCTIN B13Heca Mo cpaBs-
HeHuto ¢ 6onee gelwéBbiMU caenkamu. Mbl He
npopaém Kota B MellKe. MpeaBapuTenibHO
KaXKAbl NOTEHLNaNbHbIN NAPTHEP e3AUT Ha
2-3 peincTByoLWMX 06BbEKTa, 3HAKOMUTCA CO
CTaTUCTVKON [JOXOAHOCTY, OKYNaemocCTy, Npo-
BOAUT OLIEHKY BCEX MHCTPYMEHTOB ynpasJie-
HUA MHBeCTULMAMM. OH He BblIOMpPaeT TONIbKO
obopynoBaHue, OH fienaeT CTaBKy Ha 6usHec
LieSIKOM.

- Bayecnias, nocKosbKy Mbl yxKe 3ampo-
Hy/nlu memy 83auMoomHoweHuli c napm-
HEépamu, nodesiumeco KelicoM 0 mom, KaK
¢paHuyaiizu eac ebibpan, u o e2o onbime
pa6omel c eawium npodyKmom.

— EcTb oueHb nokasaTenbHas nctopumsa o6
OAHOM U3 HaWnxX ppaHyari3n — bsHecmeHe,
KOTOPbI BNagen 4OCTaToOYHO 6onbwnm pe-
cTtopaHom B Camape 1 cBOW 61U3HeC NpocTo
060an, OTHOCWACA K pecTopaHy ¢ Nio60Bbio
1 TpeneToM. Tam BCé 6bIno NpoaymaHo Ana
yno6cTa 1 komdopTa rocteit: oT UHTepbepa
[0 yno6How napkoBku. MpegnprHumatens
[axe [OMONTHUTESNIbHBIN 3eMeNbHbI y4acTOK
Ha 3000 m? pAfOM AOKYMWIT — MOJ1, MPUro-
anTca Ha 6yayulee. OgHUM cnoBoMm, 613Hec
npougeTan. Ho yepes HeKoTOpoe Bpems
OAVIH 13 HALUNX KOHKYPEHTOB OTKPbIN MOWKY
CaMoOob6CIyKMBaHNA COBCEM PAAOM C PecTo-
paHoM; B To Bpema B Camape camoobcnyx ek
6bIf10 Mano, 1 HBLICTPO CTanu BbICTPAMBaTLCA
ovepenmn U3 MalvH, NepeKkpbiBaa Bbe3g Ha
NapKoBKYy pecTopaHa. Haw 6rn3HecmeH Le-
NbI rof NbITasCcs BbINTU Ha Bilafesnblia MOn-
KW 1 OroBOPUTbCA, HO TLWeTHO. PectopaTop
npo6oBan pasfinyHble cNocobbl 6OpPbOLI €
oyepefblo Ha MOWKY — YrOBOpPbI ornepaTopa
Ha MOViKe, 3anpeLLatoLne 3HaKK, LOPOXKHble
OrpaHNYUTeNK, — HO HAYEro He NosyYanoch.
Bcé 370 Bpems oH Habntofan 3a MOMKOW 1, Kak
NPUPOXAEHHDBIN 63HECMEH, MOHUMA: NtoAN
efnyT, B 3ToM 6U3Hece feHbru ecTb. U pelunnca
Ha OTKpPbITe COBCTBEHHOW MOWKN, HO OHa
[OJKHa 6bina 6bITb CaMOW «KKPYTOW», UTOObI
aBTOBNafesNbLbl NPMe3Xanu K Hemy, a He Ha Ty
MOVIKY, UTO TaK JOJIrO «OTPaBAIa» eMy XM3Hb.
Hapo 6bin0 HaiiTh nyyliee. BHUMaTenbHO n3y-
4YMB BCE NPeanoXeHns, oH 38BOHUT B ALLES n
nokynaet B 2019 rofly MakCMManbHY0 Ha TOT
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MOMEHT KOMIMJIEKTaLMIO Ha BOCEMb NMOCTOB U
CTaBUT eé Ha cBOOOHOM yyacTKe pAAOM C
pectopaHoMm. Tpy mecaAua nocne 3anycka MCO
noTtpeboBanoch, YTobbl ouepeab KOHKYpeHTa
nepeLuna K Hemy, a y cocefia «<MblINCb» YKe No
OCTaTOYHOMY NPUHLKMMY. KOHKYpeHT 3arpy-
CTWI, @ HaLl BAOXHOB/IEHHbIN yCeXom npea-
npuvHUMaTesb JOKynaeT obopyaoBaHye eLwé
Ha ceMb MOCTOB 1 paclUMpAeT MOKY, bnaro
YUaCTOK MO3BONAET. YKe B MOMEHT CTPOUTESb-
CTBa KOHKYPEHT He BblAepKaJl, LeEMOHTPOBa
MOWKY 1 yexan. Ho 3To He KoHeL, uctopuu.
Mocne Takon BneyaTnawLen nobenbl HaLl
dpaHyan3m nogapun pectopaHHbIin GusHec
6paTy, cKasaB, UTo TOT TpebyeT CNNLKOM
MHOrO CyeTbl U HepPBOB, a C MonKkamu ALLES
1 BO3MOXKHOCTAMM YAanéHHOro ynpasnieHuns
Y HEro NoABUANCH CTabUIIbHbIN MPOrHO3KPY-
eMblli fOX0f 1 Mope CBOOOAHOro BpeMeHM.

- Heyxxenu y eawiux ¢ppaHyatisu He 803-
Hukaem npo6nem?

— CmoTp#, uto cumTatb npobnemamm. CKo-
pee, 3T0 TeKyLuMe 3afaun, KoTopble Hafo pe-
WwaTb, Kak 1 B tobom Apyrom 6umsHece. bes-
YCJIOBHO, Ha CTapTe BCerAa Macca BONpocos,
HaumHas c nogbopa nokauun. Ml c nepsoro
3BOHKa B 0pUC HalLN MeHeaKepbl BeayT Oy-
aylero napTHépa «3a pyKy». Mbl nomoraem
B noabope npaBuibHOW IOKaLMK, B NPoeK-
TMPOBAHUN U CTPOUTENbCTBE, a eCNN eCTb
HeobxoAauMoCTb, To o6opyaoBaHme ALLES
MO>HO NPMOBPECTU B IM3UHT. Y HAC OTINY-
HaA pUHaHCOBaA penyTauMa Ha PbIHKe, YTO
rapaHTMpyeT BbICOKMI NPOLIEHT 0f06peHns
NN3VHIOBbIX CAENOK ANA Halwumx dpaHyansu.
T0 NO3BONAET UM CYLLECTBEHHO ONTUMU3U-
poBaTb CTapTOBbIE UHBECTULIMM U HE BbIHU-
MaTb 3HaunTesIbHble CYMMbl 13 OCHOBHOIO
6u3Heca.

KoHeuHo, nio6oe obopynosaHue TpebyeT
cepBuca U neprognyecky nomaetca. Cneyu-
anucTbl ALLES okasbiBaloT cepBUCHYIO NOA-
OepXKy 1 Npu Heo6XoANMOCTM Bble3XKatoT

—_
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Bufagmre 1re ok pasuru

= BAHRSE(ERH LAFTE

Ha 00BbeKT B NII06YI0 reorpadurueckyto TOUKy.
lMntoc y Hac ecTb cepBUCHbIE NPEACTaBUTENN B
pAage perroHoB, B YactHocTty B C3M0, LIOO u
Ha [anbHem BocToke. B 6nvikanLwmx nnaHax —
OTKpPbITVE eLlé HECKONbKNX CePBUCHbIX LieH-
TpoB B Poccun n CHT. Pag Hawmx ¢paHyaiizn
NPULIEN K HaM, KOTAia OH YxKe 6binv Bnagenb-
uamu MCO, Ho Ha Apyrom obopyapoBaHuu. Mo-
CJle yxofa 3anagHbix NpousBoamuTeneil ¢ poc-
CUINCKOFO PbIHKA OHY daKTUYeCK/ OKa3anncb
6polueHbl, a 6e3 perynsipHoro cepBrcHoOro
obcnyKnBaHMA AaneKko He yefellb. B Hawen
NpaKTMKe He OAVH U He ABa Kelica, Koraa Bna-
JerneL, NofIHOCTbIO MeHsAN BCE obopynoBaHue,
Ha KoTopom paboTasn Ao 3HaKOMCTBa C HamMW,
TaK Kak C HaMu OH CTan nyyLue cnatb 1 6onblue
3apabatbiBaTb. Mbl Mpefnaraem napTHépam
He npocTo ppaHLwK3y, He NpocTo obopyao-
BaHuve 1 N0, a KOMMNNEKCHOEe MOXM3HEHHOoe
conpoBoXpaeHue!

- Kak ebl nnaHupyeme paseueame npo-
oykm ALLES e 6nuxatiwuti 200?

— Celyac Mbl mepexoanM Ha obnayHyio
cucTemy ynpasneHus 6usHecom. 3a «obna-
Kamuy — 6ygyLiee. 9To CyLeCTBEHHO pacLum-
PUT BO3MOXHOCTU 1 GYHKLIMOHAN CUCTEMbI
ynpasneHusa movikamu ALLES CONTROL, no-
BbICUT HafEXHOCTb, AO6ABMT MacCy NonesHbIxX
napameTpoB A/1A aHANIUTVKM U NPOrHO31POBa-
HUA. 3HaUUTENbHbIN WTAT Hawen IT-komaHabl
TPYAUTCA Haf pa3paboTKom HOBOW BEpCU
MO pna obnayHoro cepsuca. 3aBepLUnB 3Ty
TUTaHMYECKYo TPEXNEeTHIo paboTy, Mbl
JaguM Hawmm ¢paHyari3v HOBble BbICOKO-
TEXHONOMMYHbIE NHCTPYMEHTbI yrpaBneHuna
niaowagKon n eé poxoaHocTblo. MoaButcs
BO3MOXXHOCTb YrpaBneHrs He ToNbKo 060py-
[OBaHMVEeM, HO 1 MOBeAeHNEM KMeHTa. Beab
MOWKa CaMOO6CITyKMBaHMA — 3TO TONbKO Ha
50% onnaTta ycnyr, XumMuu v Bogbl, a Ha 50%

3TO apeHfa 6okca. Yacto knneHTbl Ha MCO
npres»KatoT, OniayurBaloT Napy MUHYT MONKM
1 Ha Yac 3aHMMatoT 6okc. Konutca ouepepb,
yMeHblUaeTcA NPOMnyCcKHaa CNocobHOCTb,
Bnagesnewy TepsAeT AeHbru, oniaynsasa oTon-
neHve, ocBelleHre, BUgeoHabnoneHre Bcé
Bpemsa npocTon 6okca. Hosasa cuctema ALLES
TRAFFIC CONTROL no3sonuT ynpasnaTb Knu-
EHTCKMM noBefeHnem, GopMUpyaA anropuTm,
Korga KJIMeHTY Npwv COXpaHeHU KayecTsa Mo-
eyHoro cepsuca 6yaeT BbIFrOAHO NPOBECTU B
60KCe MUHNMYM BPeMEHU, NOMyYB 3a 3TO
[OMoHUTENbHble OOHYCHbIe 6anbl, XOPOLUNIA
Kewb63K 1 npouve «noWwKny». A BnagenbLy
BbIFOLHO BABOHE, Tak KaK 3TO NpAMasn SKOHO-
MUA PacXOAoB 1 yBennyeHune Tpaduka.

Mporpamma noanbHocTn ALLES BONUS
6yneT cuHxpoHmsnpoBaHa ¢ ALLES TRAFFIC
CONTROL, B Hel ToXKe NoABATCA AOMONHN-
TenbHble onumu, oHa OyaeT JoCcTynHa 1 AnA
KOPMNOPaTUBHbBIX KITMEHTOB: €CTb 60JIbLION
3anpoc OT PasfINYHbIX YUPEKAEHNIA Ha NoA-
KJlloueHune 1x aBTonapKoB K nporpamme. Tak
4TO OOHOBIEHUNA MO3BOJIAT CAENaTb CEPBUC
MaKCUMasibHO YA0OHbIM ANA Pa3HbIX LieneBblxX
ayanUTOPWIA, B TOM YMCHe U ANA I0PUSNYECKNX
.

- Ecmb n1u ce200HA hakmopoel, Komopele
o2paHu4uearom eau 6bicmpeiti pocm?

- Hac cnoxHo octaHoBuTb! Ho Tak Kak
Mbl JOCTaTOYHO arpeccnBHO PAacTéMm, TO Ha
pa3HbIX 3Tanax BO3HMKalOT HOBbIE Bbl30BbI.
[na peanusaunn Bcex Hawmx ngen v nna-
HOB TpebyloTCA NOCTOAHHOE paclipeHne
WwTaTa U ynpaBaeHyeckaa onTuMmnsauma u
Ha NPOV3BOACTBE, N B MeHeAXMeHTe. U Ha
onpeaenéHHOM 3Tane Mbl CTONKHYINCD C TeM,
UTO B CErMeHTe aBTOMaTM3POBAHHOrO 060-
pynosaHua ana MCO oyeHb mano npodusb-
HbIX CMEeLNanncToB, X Hafo NCKaTb, 0byyaTb,
BblpalnBaTh.

TaK Kak Mbl paclimpaem CepBrCHYI0 noa-
LepKKy B PErmoHax, To CTanknBaemca ¢ Heob-
XOAMMOCTbIO YBENYUTL YNCIIO CEPBUCHDIX
LIeHTPOB: y>ke AeNCTBYIOT CEPBUCHbIE LIEHTPbI
Bo Bnagusoctoke, MockBe, CaHKT-leTepbypre
n Camape. B 6nvxainive Tpy roga noAaBUTCs
ewé MMHUMYM 10 B pa3HbIX permoHax.

- Mpu makom 6ypHOM pocme C/I0XHO
usbexxamb owu60K. Bbl He 60oumece, owu-
6amobca?

- Kaxkgas coBeplwéHHas owmnbKa no3so-
NAeT HaXo4UTb HOBble pelleHmna. bnarogapa
OfiHOW oWwKnbKe PoXKAAETCA Cpa3y HeCKOSb-
KO NMPOpbIBHbIX nAei. MyTb ¢ ownbkamm n
NMOCTOAHHBIM NMONCKOM PEeLUeHNIA — CaMbli
npaBUSIbHbIN; HA MOV B3rnAg, 3TO U eCcTb
nporpecc. CTpax caenatb HEBEPHBbIN War He
Nno3BONNT BaM ABUraTbCA Aanblue. KomaHaa
ALLES, B KoTOpom cerogHsa y»ke noutn 100
yenosek, He 6oUTCA OWNOOK, Mbl €XXeHEB-
HO reHepupyem HOBble Uaewn, TeCTupyem,
npepsiaraem napTHépam, KOTopble NPUXo-
OAT 1N OCTAOTCA C HAMW, U Mbl BMECTe Uaém
Bnepén!

Peknama. Peknamopatennb Konomueun B.B. IHH 781491200515. erid: LatgBtSth
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YACHESLAV KOLOMIETS, founder

and CEO of ALLES, is convinced that
the winner in business is the one who creates
a unique product whose solutions and ideas
are copied by others. This is the only way to
move forward with confidence. His business
confirms this. Starting with a small production
facility in 2015, the company has grown into a
large manufacturer of equipment and software
for self-service carwashes (SSW). The number
of the network's own and franchise facilities
opened in Russia and abroad is approaching
200. And its plans are even more ambitious.
What is the key to success in this business?
About it in an interview with our publication.

VYACHESLAV

KOLOMIETS:
“WE HAVE
NOTIMETO
LOOK AT OUR
COMPETITORS”

- Vyacheslav, why did you choose self-
service carwashes? How did you choose this
particular idea for your business?

- Not right away. I started my own business
in 2006, but they were short-term projects that
did not inspire me much. I wanted the business
to have room for creativity and scale for new
ideas. I had been looking for such a space for
a while, and one day I remembered a trip to
Germany with my parents in 2003. My brother
and I took my father’s car for a drive and,
wanting to do something nice for my father,
we stopped at a self-service carwash where
I washed my car for the first time in my life. The
process was strikingly different from washing
a car with a bucket and a rag, everything
was quick, convenient and easy. Today these
technologies seem ridiculous to us, but at that
time they made a strong impression on me.
There was no such service in Russia, and people
here love and know how to take care of their
cars, and they want to do it themselves.

In 2011 I became a dealer of self-service
carwashes of a German brand, but I wanted
more. At that time Russia did not have its own
production facilities, everything was imported

from Europe or assembled from European
components, so there was no such business
segment. The first self-service carwashes
worked with basic software: 3-4 buttons,
a minimum of functions, and no alternative
to cash payment. This was both an opportunity
and a challenge. I decided to offer car owners
much more functionality than others in
terms of programs, payment and equipment
management. This required significant
resources, both financial and human. First of
all, we needed skilled IT specialists to develop
our own software. I plunged into the study of
the problem, gathered a small team of like-
minded people. After a few months of working
almost around the clock, we launched our first
product and closed our first deal. I have to say
that a lot has changed since then in the look
of the ALLES self-service carwashes and in
the equipment, but even our first carwash was
“different”: touch screen instead of buttons,
cashless payment and 7 programs, including
foam, which others did not have! That's how
the ALLES brand was born in 2015. And it was
a breakthrough, no one had ever entered the
market with such an offer before us.

- Almost nine years have passed since
then. The company has grown, the product
has changed significantly. What market share
do you have now and what share do you plan
to take?

- ALLES now has 4% of the Russian market
in the segment of self-service carwashes. This
is confirmed by data from public sources,
the results of the AUTOSTAT survey
conducted on our behalf, and our own expert
estimates. Today there are about 5000 self-
service carwashes in Russia as independent
businesses, not included in multi-service
complexes. The total number of automatic
touchless carwashes, including portal and
tunnel robots, is about 6 thousand objects. The
market is not consolidated, it is impossible to
name a single major player — monopolist. But
one will appear soon and it will be ALLES. We
plan to occupy a quarter of the market in the
country. At the same time, we will continue
to expand the product to foreign markets. We
need 7 to 10 years to gain 25% of the Russian
market, and we estimate that by 2030 about
2,000 self-service carwashes in Russia will use
ALLES equipment.
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- But why are you confident that the
market will choose your particular offer?

- We are convinced that today the company
produces the most modern and smartest
equipment on the Russian market. This is
confirmed by new potential customers and
existing franchisees who have experience
of working with other manufacturers. They
all note that no one else has such software
and wide functionality. In addition, both
equipment and functionality are regularly
updated. Technology is moving forward and
we are at the forefront. We are interested in
offering something that others have not even
thought of.

We do not produce a mono-product, we focus
on a multi-complex. ALLES smart carwash
has dozens of functions and services, and
partners can assemble the object according to
their needs as in a constructor. And authoring
software allows the owner of a self-service
carwash to remotely manage such a complex
object with the help of digital technologies. Not
just one, but an entire network. And the digital
platform collects and analyzes the statistics of
each carwash online, highlighting optimization
points and minimizing the risks of downtime
and lost profits.

The third competitive advantage lies in the
overall concept of the site. ALLES carwashes
are not faceless, they have a recognizable
corporate style and modern design. Before
the launch, not only the location is calculated,
but also the useful product and goods
environment, and the partners are given
recommendations on how to improve the
ergonomics of the site, starting from the
organization of the exit-entry and ending
with the organization of the top services at
the carwash. We consider every detail, from
the format of the building structure to the
intelligent traffic light system.

And finally, our own mobile application
with the ALLES BONUS loyalty program,
which today already has more than
760 thousand members. This is an essential
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digital tool for any company that wants to
establish effective communication with each
of its B2C customers. After all, in the final
analysis, the carwash’s income, payback period
and resources for further development depend
on the end user - the car owner.

- What if competitors copy your ideas,
your business model, or even your software?
- Nikola Tesla once said: “I don't care that
they stole my idea. I care that they don’t have
any of their own.” I don’t have time to look
back at others. If someone takes an example
from us and copies our functionality, our
design, our approach, that’s cool. As for
copying an IT product, it is theoretically
possible to create similar software, but it is
difficult and economically unreasonable.
Everything about hardware is a matter of
production capacity and considerable time,
financial and intellectual resources. If you
want to create a unique carwash complex
and equipment that is superior in quality to
the competition, you have to develop and test
everything. We have been on this path for
along time and it is difficult to catch up with us.
When we talk about price competition in
the battle for the end customer, I would like to
point out that the wide range of functionality
and the format of self-service services that we
offer allows the car owner to make a check that
is comfortable for him. For example, in a manual
carwash, the customer is immediately given

a fixed price for the service, and our customers
decide how much time they want to spend,
what options they want to use and, accordingly,
how much they are willing to pay. In addition,
ALLES BONUS gives a good cashback, which
guarantees a high return from car owners who
see the obvious benefits and become loyal
customers. That is why we are not afraid of price
competition, although our average cheque is
higher than the market average: 200-250 rubles
against 150 rubles for our competitors.

- What motivates partners to choose your
franchise, even though the investment to open
a self-service carwash with ALLES equipment
is quite high?

- The product is not cheap. The initial
investment for opening a 6-station self-service
facility is 30-35 million rubles. And this is
without taking into account the cost of land
and communications. We must realize that we
are in a business with a high entry threshold.
For the vast majority of our franchisees, the
carwash is not their first, and sometimes not
even their main business. The decision to
work with ALLES is based on several criteria:
the quality of the investment, the long-term
business and its margin. An agreement to buy
an ALLES franchise is seen by partners as
a way to hedge risks in their core business and
to diversify their investments. On the contrary,
for many entrepreneurs, a justifiably high
entry price is a guarantee of business reliability
compared to cheaper deals. We do not sell
a pig in a poke. In advance, each potential
partner visits 2-3 operating facilities, gets
acquainted with the statistics of profitability,
amortization, and evaluates all investment
management tools. He chooses not only the
equipment, but the whole business.

- Vyacheslav, since we have already
touched on the subject of relationships
with partners, please tell us a case of how
a franchisee chose you and his experience of
working with your product.

— There is a very illustrative story about
one of our franchisees — a businessman who
owned a rather large restaurant in Samara
and simply loved his business and treated the
restaurant with love and care. Everything there
was designed for the convenience and comfort
of guests - from the interior to a convenient
parking lot. The businessman even bought
an additional 3000-square-meter plot of land
nearby - he said it would come in handy in
the future. In short, business was booming.
But after a while, one of our competitors
opened a self-service carwash right next to
the restaurant. At that time there were only
a few self-service carwashes in Samara, and
soon a line of cars began to form, blocking the
entrance to the restaurant’s parking lot. Our
businessman spent a year trying to reach the
owner of the carwash and negotiate, but to no
avail. The restaurateur tried various ways to
combat the line at the carwash - persuasion
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of the operator at the carwash, prohibiting
signs, roadblocks, but nothing worked. All the
time he was monitoring the carwash and as
a businessman he realized - people are coming,
there is money in this business. So he decided
to open his own carwash, but it had to be the
“coolest” so that car owners would come to him
and not to the carwash that had “poisoned”
his life for so long. He had to find the best.
After carefully studying all the offers, he called
ALLES and in 2019 bought the maximum set
at that time for 8 bays and put it on a vacant
lot next to the restaurant. It took three months
after the launch of the self-service carwash for
the competitor’s customers to move to him,
and at the neighbor’s “washed” already on
the residual principle. The competitor got
sad and our entrepreneur, inspired by the
success, bought equipment for 7 more bays
and expanded the carwash. Already during
the construction the competitor could not
stand it, dismantled the carwash and left. But
the story does not end there. After such an
impressive victory, our franchisee gave the
restaurant business to his brother, saying that it
required too much effort and nerves, and with
ALLES carwashes and remote management
capabilities, he has a stable, predictable income
and a lot of free time.

- Are there no problems for your
franchisees?

- It depends on what you consider
problems. They are more like day-to-day
tasks that need to be solved, just like in any
other business. Of course, there are always
a lot of questions at the beginning, starting
with the selection of the location. Andfrom
the first phone call to the office, our managers
take the future partner “by the hand” We
help in choosing the right location, design
and construction, and if necessary, ALLES
equipment can be leased. We have an excellent
financial reputation in the market, which
guarantees our franchisees a high percentage
of approval of leasing transactions. This allows
them to optimize their initial investment and
not take significant amounts away from their
core business.

Of course, all equipment needs maintenance
and breaks down from time to time. ALLES
specialists provide service support and, if
necessary, visit the site in any geographical
location. We also have service representatives
in a number of regions, particularly in the
Northwest, Central and Far East. We plan to
open several more service centers in Russia
and the CIS. A number of our franchisees
came to us as owners of self-service carwashes,
but with different equipment. After the
withdrawal of Western manufacturers from
the Russian market, they were practically
abandoned, and without regular service they
couldn’t get very far. In our practice we have
more than one and not two cases when the
owner completely changed all the equipment
he was using before he met us because he slept
better and earned more money with us. We
offer our partners not just a franchise, not just
equipment and software, but comprehensive
lifetime support!

- How do you plan to develop the ALLES
product in the coming year?

- We are now moving to a cloud-based
business management system. Clouds are
the future. This will significantly expand the
capabilities and functionality of the ALLES
CONTROL carwash management system,
increasing reliability and adding many useful
parameters for analysis and forecasting.
A large part of our IT team is working on
developing a new version of the software for
the cloud service. Once this titanic three-

year work is completed, we will provide
our franchisees with new high-tech tools to
manage the site and its profitability. It will
be possible to manage not only equipment
but also customer behavior. After all, a self-
service carwash is only 50% payment for
services, chemicals and water, and 50% is
a box rental. Often, customers will come to
a self-service carwash, pay for a few minutes of
washing, and rent a bunk for an hour. The line
accumulates, throughput decreases, the owner
loses money paying for heating, lighting, video
surveillance all the time the box is idle. The
new system ALLES TRAFFIC CONTROL will
allow to manage the customer’s behavior, to
create an algorithm when the customer, while
maintaining the quality of washing service,
will be profitable to spend a minimum time
in the box, receiving for it additional bonus
points, good cashback and other “pluses”.
Andit is doubly profitable for the owner, as it
is a direct cost saving and increase in traffic.

The ALLES BONUS loyalty program will
be synchronized with ALLES TRAFFIC
CONTROL, it will have additional options,
it will be available for corporate clients — there
is a great demand from various institutions to
connect their fleets to the program. Thus, the
updates will make the service as convenient as
possible for different target groups, including
legal entities.

- Are there any factors limiting your rapid
growth today?

- We are hard to stop! But since we are
growing quite aggressively, new challenges
arise at different stages. In order to
implement all our ideas and plans, we need
to constantly expand our staff and optimize
our management, both in production and
in management. And at a certain stage we
were faced with the fact that there are very
few specialists in the segment of automated
equipment for self-service carwashes, they
have to be found, trained and developed.

As we expand service support in the regions,
we face the need to increase the number of
service centers — we already have service
centers in Vladivostok, Moscow, St. Petersburg
and Samara. In the next 3 years at least 10
more will appear in different regions.

- With such rapid growth, it is difficult to
avoid mistakes. Are you not afraid of making
mistakes?

- Every mistake we make allows us to find
new solutions. Thanks to a mistake, several
breakthrough ideas are born at the same time.
The path with mistakes and constant search for
solutions is the most correct, in my opinion,
it is progress. The fear of making a wrong
step will not allow you to move forward. The
ALLES team, which today consists of almost
100 employees, is not afraid of mistakes, we
generate new ideas every day, test them, offer
them to partners who come and stay with us,
and we move forward together!
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«KOTOCIJEﬁ) E

®PAHLLN3A MAKCUMAJIBHOTO
KOM®OPTA

T oprosas mapka «Kotodei» — n3BecTHbIil poccniicknii nponssoauTenb
06yBU 1 oA} AbI ANA AeTel, KOTOPbIi aKTUBHO paclumpsAeT c06CTBEHHYI0
po3HuuHyIo ceTb. llepBblit mara3ux «Kotodeit» oTkpbinca B 2003 roay npu
¢pabpuxke «EropbeBck-06yBb» B MockoBcKoii 06nacTu. YnobHas u KauecTBeHHas
AeTckan 06yBb GbICTPo 3aBoeBana Nw6oBb U foBepue nokynarenei. (etb
¢panwms «Kotodeii» Hayan pa3BuBaTb 0KONO 12 NeT Ha3aA, U CErOAHA OHa
HacuuTbiBaet 210 pupMeHHbIX Mara3uHoB B pa3HbiX pernoHax Poccum n ctpaHax
CHI. U3 Hux 90% — 310 NnapTHépCKMe mara3uHbl. (eiivac pupmeHHas po3HuLa
yBepeHHo HapaLuBaet ¢Boé npucytcreue B Poccun. 0 Tom, uto obecneunBaer
BbICOKMI cnpoc Ha ppaHwm3y «Kotodeii», Ham pacckazan AHapeit Esnnos,
UCNONHUTENbHbINA ANpeKTop 6peHpa.
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- Cemb «Komodgbeli» akmueHo pa3zeu-
saemcs, pacwupsaemcs. C eawieli moyku
3peHus, HACKO/IbKO Ce200HA MOXXHO NPO2HO-
3upoeams cnpoc Ha ppaHwiu3y 6peHoa e
6nuxaliwee epemsa?

— Cnpoc Ha 3aKnioyeHre NapTHEPCKIX OT-
HoweHul ¢ TM «KoTodeir» Bbicokunii. B npo-
LLUSIOM rofly Mbl OTKPbIM 35 HOBbIX GUPMEHHBIX
Mara3nHOB ¥ MIaHMPYeM ABUraTbCA Aanblue.
MO>HO BblAENUTb HECKOMbBKO FaBHbIX MPUYMH
Cnpoca Ha Halle npefnoxeHve. Bo-nepsbix,
OT/IMUUTENIbHAA YepTa CerMeHTa TOBapoB AJiA
[eTel, a B YaCTHOCTY 06YBY 1 ofexpl, — CTa-
61nbHOCTb. Bo-BTOPBIX, MOCE yXx0fa C pOCCuin-
CKOro pblHKa 60MbLUMHCTBA 3aMafHbIX UTPOKOB
nepep oTeyecTBEHHbIMU NPOV3BOAUTENAMM
OTKPbINIMCb HOBbIE BO3MOXKHOCTY ANA Pa3BUTHA
cBoux 6peHAoB. N Ha doHe apyrux npenno-
»eHui «Kotodel» oTnnyany 1 y3HaBaemMoCTb
MapKW, 1 TOANIbHOCTb MOKynaTenen, KoTopble
MOBAT U LeHAT HaLl 6peHS, 1 LieHoBasA NonnTH-
Ka: KauecTBeHHble ToBapbl MO AOCTYMHOW LieHe.

K cnosy, KauecTBo Hallei NnpoayKumm ans
CaMbIxX ManieHbKIX (AcenbHomn 0byBu) Obino
NMoATBEPXKAEHO nccriefoBaHeM PockavecTsa
B HoAGpe npolunoro roga. Mbl NOHYMaeM, YTo
A1 BCEX poaMTenei BaxHO, UTobbl BeLUM, C Ko-
TOPbIMU COMprKacaeTca UX pebEHOK, bl Mak-
CVIManbHO YAo6HbIMM 1 6e30MacHbIMY, TO3TOMY
TLIATENbHO MOAXOAUM K BbIOOPY NOCTaBLLMKOB:
nepef, 3aKk/oyeHem AoroBopa Mbl MpoBepsem
BCe MaTepuarbl B CBOe labopaTtopun KauecTBa,
TaM »Ke TeCTMPYeTCA 1 roToBas NPOAyKLKA.

/ HakoHeL, BbICOKOMY CMpOCY Ha OTKpbITHE
dMpMeHHbIX MarasnHoB «KoTodein» cnocob-
CTBYIOT BbIFOfHblE YCIIOBUA NapTHEPCTBA.

- Kcmamu, 06 ycnosusx. Kakoewbl oHu 0na
¢paHyatizu ce2co0HA?

— Haww napTHEpbI NNaTAT CUMBONMYECKINI
nayLanbHbI B3HOC — Bcero 20 Tbic. pybnen
npwv perncTpaumm 4oroBopa KOMMepYeCcKon
KoHueccum 1 10 TbiC. py6. eXXerogHo 3a uc-
Nonb30BaHNe KOMMIEKCa UCKITIUNTENbHbIX

npaB B paMKax AaHHOro cornatlueHus.




Mbi, 6e3ycnoBHO, Kak 1 nob6oi 6usHec,
HacTpoeHbl Ha NPMbbIIb, HO Nonyyaem eé B
nepByto ouepefb 3a CYET peanmnsaLny CBoen
npoayKunmn yepes NapTHEPCKME MarasuHbl,
No3ToMy Halm ppaHyai3n He obpemeHeHbI
3HauMTENbHBbIMU NaTexkamu. KoHeyHo, oHK
BKnaAblBaloT cpeAcTBa B obopynoBaHue,
apeHAy, PEMOHT, 3aKynKy ToBapa — B cpefi-
HeM 3TO 0KOMo 12 MiH py6nen CTapToBbIX
VHBECTULINI (3aBUCUT OT NJIOLLAAN MarasuHa).
M BOT 3pecb camoe nHTepecHoe: ynpasnaio-
LLIaA KOMMaHWA 3TW 3aTpaTbl KOMNeHcupyeT. Ha
npuobpeTeHrie TOProBoro o6opyaoBaHUA —
oT 500 TbiC. py6. fo 1,5 MnH py6. B 3aBUCK-
MOCTV OT Miowaan NomeLleHuns, a Ha aBTo-
MaTu3auuno TOproeon Toukn — 50%. Takum
obpasom, oTKpbiBasAchk ¢ «KoToden», ppaH-
Yarisy GaKTUUeCKr NonyyaeT HeKNn fenosunT,
Ha KOTOPbI OH MOXeT NprobpecTy Hally Npo-
AyKkuumio.  Kak nokasbiBaeT NpakTuKa: Takas
6usHec-cTpaTerna cebsa onpasBabiBaeT.

- C eaweli MoYKuU 3peHuUs, HACKOJIbKO
ce200Hs ¢ ppaHuwiu3oli «kKomocdpeli» kom-
¢popmHo pabomame - 8 mom yucse u e
peauoHax, Komopeoie yoaseHbol 2eo2pagu-
4ecKu om ynpasnsiowel KomnaHuu?

— OpaHwwm3a «Kotodeir» MakcManbHO KOM-
$OpTHanA, OHa NO3BONIAET OTKPbITLCA Npes-
npvHUMaTento gaxe 6e3 onbita pabotbl. Co
CBOEW CTOPOHbI, Mbl peanaraeM napTHEpam
BCI0 BO3MOXKHYIO MOMOLLb: OT 06yueHns nep-
COHarna o TeXNOoAAEPKKM B TOProBOW fges-
TENbHOCTU.

O6yueHvie nepcoHara — 3To OUYeHb BaXKHbIl
3Tan. Begb npubbinb, KOTopyio B AanbHein-
wem 6yaeT NPUHOCUTbL MarasuH, 3aBUCUT He
TOJIbKO OT 06BbEMA CTapTOBbIX UHBECTULMIA 1
ACCOPTUMEHTA, HO 1 OT TOrO, HACKOMBKO NpW-
BNeKaTesibHbIM 1 KOMPOPTHBIM CTaHET noce-
LLieHMe MarasvHa AJ1sl KOHeUYHbIX MoKynaTenen.
BypHoe pa3BuTre OHNaNH-TOProBn He MOXKET
NMOMHOCTbIO 3aMeCTUTb OpaliH: 34echb Kak Hu-
KOrAa BaXkHa NpUMepKa, TakTUbHble CBOM-
cTBa MmaTepuranos. M Mbl co3gaém marasuiHbl,
B KOTOPble XOUETCs BO3BPaLLaTbCs, rae LapuT
foBepuTenbHan aTMmocdepa, Halwy NPogaBLbl
3HAIOT MOCTOAHHbBIX MOKYyNaTene No MeHam.
B «KoTodein» BbICTpOeHa cucTeMa AUCTaHUN-

o
S—

OHHOro obyueHua, KOTOPYIO MPOXOAAT BCe
paboTHMKK, N3yyan He TOJIbKO aCCOPTUMEHT,
HO 1 HaBbIKM O6LLEeHNA C MOKynaTenamu.

OTaenbHO OTMeuy, YTO CerofHA K4veBoe
3HauyeHune nprobpetaeT IT-nogaepKa, a oHa
Y HaC Ha O4eHb BbICOKOM YPOBHe.

Hawwm ppaHyain3n He ucnbiTbiBatoT Npobnem
C nonosiHeHnem Konnekuymi. CerogHa Mbl pa-
60TaeM Kak C POCCUNCKMMU, TaK 1 C TypeLiKu-
MW, Y36€KCKUMM, KUTaNCKMUN NPON3BOANTE-
NAMN — B 3aBUCUMOCTM OT BuAa NpoayKuun:
oKorno 30% — umnopTHoe NpounssoacTso, 70%
obecneyrBaloT POCCUNCKINE NPEANPUATIS;
TO, UTO MPOM3BOACTBO HOMbLUEN YaCTblO pac-
nonaraetca B Poccmm, AaéT fONONHUTENBHYIO
CTabunbHOCTbL 6peHay.

Y106CTBO PaboThI C PPAHLLM30M TaKXKe 3aKto-
YAETCA B TOM, UTO GUPMEHHbBIE Mara3uHbl «KoTo-
dbelt» c ycnexom paboTatoT 1 B ropofax-MuIMOH-
HVIKaX, 1 B HEOOMbLLMX FOPOAAX C HACENEHMEM O
500 n gaxe po 200 Tbic. Yyenosek. 1A ropogos ¢
HaceneHnem 8o 500 TbIC. YenioBeK MarasuH nao-
Waabto 150 KB. M CO CpeiH1M rofoBbiM 060po-
TOM B 28 MIH py6nel OKynnTcA B CPeAHEM Yepes
36 mecaueB.

[naBHbIN pe3ynbTaT Takoro KOMMIEKCHOro
noaxofa — pa3BuTtune 6rsHeca Hawmx paH-
Yar3u. boNbLWMHCTBO U3 HUX OTKPbIBAET Kak
MUHUMYM eLLé OAMH MarasuH.

- C 2020 200a 8 hupMeHHbIX MA2a3UHAX
«Komodeli» noseunuce moeapeoi opyaux
npouseodumereli: conymcmayouwjue mo-

—

CTPATEMMN ®PAHYAN3ZUHTA

8apbl mMuna 20/108HbIX y60p08, pIOK3AK08
u np. Hackoneko omkas om moHo6peHOa
cebsa onpasodan?

- KonnuectBo gpyrux Toproebix MapoK B
HaLIMX Mara3uHax KpariHe He3HaunTenbHoe
1 KacaeTcs TONIbKO COMYTCTBYIOLUX TOBAPOB,
06yBb — TONIbKO MOHO6peHA. Mbl fobaBnsaem
K HalIMM KOMNEKLMAM TONIbKO Te MapKK, KO-
TOpble 6NM3KM K Ham MO MAEONOTUN: BbICOKOE
KauyecTBO MO YECTHOW LieHe.

OpfHaKo 1 60MbLUMHCTBO aKCeCCyapoB —
ToxKe «KoTodein».

[Job6aBneHve B aCCOPTUMEHT AETCKOW ofe-
X[bl, CYMOK, PIOK3aKOB 1 ApYT/X aKCeccyapos
peLlaeT cpasy HECKOJNbKO 3afjay: HUBENVPY-
€T BbIPaXKEHHYI0 CE30HHOCTb 1 MOBbILWIAET
CcTabnnbHOCTb NpofaX. Hawm nokynatenu
MOryT cobrpaTb NONHbIN 06pa3 Ana pebéHka
B OOHOM MECTE, UTO eCTECTBEHHBIM 06pa3oM
yBENNUYMBAET CPEfHUI YEK B MarasmHax u
NPUBOAUT K POCTY TOBapoobopoTa.

- Kakue nnaHel no pazeumuto cemu bl
cmpoume Ha 2024 200?

— Mbl HaCTpOeHbI PacTh Kak B aCCOPTUMEH-
Te, Tak 1 B KOIMYECTBE MarasnHoB B CTPaHe 1
6nvkHeMm 3apybexbe. B 3Tom rogy nnaHupy-
eM OTKpbITb 45 «KoTodeeB», 13 KoTopbix ABe
TpeTtn 6yayT napTHEPCKMe, No dpaHLIn3e, a
TpeTb — cobcTBeHHbIe. Mpu 3ToM 35 13 HKX
HauHyT paboTy B Poccun, a 10 — B KasaxcTaHe
n benapycn.

Byaem ycunmsatb CBOE npucyTCTBME B LiEH-
TpanbHoM YacTn Poccun, a Takke Ha Ypane u
B Cnbrpu. Kpome Toro, Mbl niaHnpyem ysenu-
YeHue accopTUMeHTa AeTcKom ogexxabl. Ecnv B
2020 ropy, Korfa Mbl 3anyCcTuv 3To Hanpasre-
HVe, Ha NPOJaXKy OAeXKAbl NPUXOANIOCH BCEro
3% obLuero o6bEMa, To B 2023 rogy yxe 12%. Mbl
pacmpsem Konnekuuto «BecHa-neto — 2024» B
rpynne NOBCeAHEBHOW OAEXAbI, B HE NOABATCA
dyTOONKM, MaliKy, LLOPTbI 1 AeHUM. Takoe pa3-
BUTNE aCCOPTVMEHTHO MaTpuLbl NoTpebyeT
pacLupeHna NAoLWaAen, YacTb MarasuHoOB Po3-
HUYHOW ceTn b6yaeT nepedopmaTpoBaHa: Nx
NoLWaAb YBENNYMTCA, YTO NMO3BOSIUT OPraHn30-
BaTb MPVIMEPOYHbIe 30HbI 11 Gonee KauecTBEHHO
npeAcTaBUTbL TOBaP B TOProBOM 3ase. Ho ecTb B
«KoTtodel» 1 To, UTO OCTAETCA HEM3MEHHbIM: 3TO
BbICOKOE KaueCTBO NPOAYKLNW, BCECTOPOHHAA
NMOMOLLb 1 3a60Ta 0 NapTHEPaXx.

Peknama. Peknamopgatenb AO ETOPbEBCK OBYBb VIHH 5011017647. erid: LatgC1W1F
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he brand Kotofey is a well-known Russian manufacturer of children's footwear and clothing, which

is actively expanding its own retail network. The first Kotofey store was opened in 2003 in the factory
Egorievsk-shoe in the Moscow region. Comfortable and high quality children's shoes quickly won the love and
trust of customers. The franchise network Kotofey began to develop about 12 years ago and today it has 210
company stores in different regions of Russia and CIS countries. 90% of them are partner stores. Today, brand
retail is confidently expanding its presence in Russia. Andrey Yevplov, Executive Director of the brand, told us
what ensures the high demand for the Kotofey franchise.

- The Kotofey chain is actively developing
and expanding. From your point of view, to
what extent can we forecast the demand for
the brand franchise in the near future?

- The demand for partnership with Kotofey
TM is high. Last year we opened 35 new
brand stores and we plan to continue. There
are several main reasons for the demand for
our offer. First of all, the segment of children’s
goods, especially footwear and clothing, is
characterized by stability. Secondly, after the
majority of Western players left the Russian
market, new opportunities for domestic
manufacturers to develop their brands have
opened up. And against the background of
other offers, Kotofey was distinguished by
brand recognition, loyalty of customers who
love and appreciate our brand, and pricing
policy — quality goods at an affordable price.

By the way, the quality of our products
for the youngest children (baby shoes) was
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confirmed by the research of Roskachestvo
in November last year. We are aware that for
all parents it is important that the things their
child comes in contact with are as comfortable
and safe as possible, so we carefully approach
the choice of suppliers — before concluding
a contract we check all materials in our quality
laboratory, there are also tested finished
products.

And finally, the high demand for the
opening of branded stores Kotofey contributes
to the favorable conditions of partnership.

- Speaking of terms and conditions. What
are they today for franchisees?

- Our partners pay a symbolic lump
sum - only 20 thousand rubles when
registering a commercial concession
agreement and 10 thousand rubles annually
for using a set of exclusive rights under this
agreement.

Of course, like any business, we are set up
for profit, but we get it primarily through
the sale of our products through partner
stores, so our franchisees are not burdened
with significant payments. Of course, they
invest in equipment, rent, repairs, purchase
of goods - on average it is about 12 million
rubles of initial investment (depending
on the area of the store). Andhere is the
most interesting thing — the management
company compensates these expenses. For
the purchase of retail equipment - from
500 thousand rubles. to 1.5 million rubles.
depending on the area of the premises,
and for the automation of the outlet - 50%.
Thus, opening with Kotofey, the franchisee
actually receives a certain deposit, with
which he can buy our products. And,
as practice shows, this business strategy
justifies itself.



- From your point of view, how convenient
is it to work with a Kotofey franchise today,
including in regions that are geographically
distant from the management company?

- The Kotofey franchise is as comfortable
as possible, it allows an entrepreneur to open
even without any work experience. For our
part, we provide our partners with all possible
assistance: from staff training to technical
support in commercial activities.

Staff training is a very important stage. After
all, the profit that the store will bring in the
future depends not only on the amount of the
initial investment and the assortment, but also
on how attractive and comfortable the visit
to the store will be for the end customer. The
rapid development of online shopping cannot
completely replace offline shopping: the fit
and feel of materials are more important than
ever. And we create stores that people want to
come back to, where there is an atmosphere of
trust, where our salespeople know our regular
customers by name. Kotofey has a system of
distance learning, which all employees go
through, learning not only the assortment,
but also the skills of communication with
customers.

I would like to emphasize that IT support
is very important nowadays, and we have it at
a very high level.

Our franchisees have no problems
with replenishment of collections. Today
we work with both Russian and Turkish,
Uzbek, Chinese manufacturers, depending
on the type of products: about 30% of the
production is imported, 70% is provided by
Russian companies, and the fact that most
of the production is located in Russia gives
additional stability to the brand.

The convenience of working with the
franchise is also in the fact that branded stores
Kotofey successfully operate in cities with
millions of people, and in small towns with
populations up to 500 and even 200 thousand
people. For cities with a population of up to
500 thousand people, a 150 square meter store
with an average annual turnover of 28 million
rubles will pay for itself in an average of
36 months.

The main result of this comprehensive
approach is the business development of our
franchisees. Most of them open at least one
more store.

- Since 2020, Kotofey brand stores
have also been selling products from other
manufacturers: related products such as hats,
backpacks, etc. How much was the rejection
of a monobrand justified?

- The number of other brands in our
stores is very small and concerns only related
products; shoes are only one monobrand. We
only include brands in our collections that are
close to our ideology - high quality at a fair
price.

However, most of the accessories are also
Kotofey.

Adding children’s clothes, bags, backpacks
and other accessories to our assortment
solves several problems at once: it balances
the pronounced seasonality and increases the
stability of sales. Our customers can gather
a complete image for a child in one place,
which naturally increases the average check
in the stores and leads to an increase in sales.

- What are your plans for the development
of the chain in 2024?

- We are determined to expand both the
assortment and the number of stores in the
country and in neighboring countries. This
year we plan to open 45 Kotofey stores, of
which two thirds will be partner stores, under
franchise, and one third will be our own. At
the same time, 35 of them will start working
in Russia, and 10- in Kazakhstan and Belarus.
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We will strengthen our presence in the
central part of Russia, as well as in the Urals
and Siberia. We are also planning to expand
our children’s clothing assortment. If in
2020, when we launched this direction, the
sales of children’s clothing accounted for
only 3% of the total volume, by 2023 it will
be -12%. We are expanding the Spring-
Summer 2024 collection in the Casual Wear
group, which will include T-shirts, tank tops,
shorts and denim. Such development of the
assortment matrix will require expansion of
space, some stores of the retail network will
be reformatted — their area will be increased,
which will allow for organization of fitting areas
and better presentation of goods in the sales
area. However, what will remain unchanged
in Kotofey is the high quality of products,
comprehensive support and care for partners.
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JTAPUCA AHM:
«OTKPbIBATb TAUCKINI CTMA B PETMMOHAX HE MPOCTO
MOXHO, HO N KATET OPNYHECKK PEKOMEHAYETCH»

- Cemb matickozo cna «Bati Tati» akmueHo
paseusaem pe2uoHasbHoe npucymcmaue.
lMoyemy 66110 NpUHAMO peweHue UOMu 8
peauoHobi?

— Mbl paboTaem Ha pbIHKe Ccna-ycnyr yxxe
14 neT, 1 3a 371 rogbl 6bIN0 OTKPbLITO Gonee
20 pervoHanbHbIX canoHoB. BmecTe ¢ Ko-
MaHAoM Mbl HabnoaaeMm, Kak yCrnewHo 1
KpyTo pa3BuBatoTca «Ban Tan» B 37X ro-
ponax. HaBepHoe, cekpeT 34ecb B TOM, UTO
B CTOMMLE rOCTb MOXeT ObITb M36anoBaH
KONIMYECTBOM 1 BbICOKMM KauyeCTBOM yCNyr
no yxogay 3a cob6oii. Korga B 1ol xxe Ynte
nnu VIpKyTcke OTKpbIBaeTCA HacToALW NN
TalCKUI cna, poXAaeTca HoBaA 3Be3fa.
W 3TOT canoH MoMeHTanbHO HabupaeT CBOO
KNMeHTCKYyto 6a3y, CTaHOBUTCA nonynap-
HbIM, ¥ TPOMMHKA K OTAbIXY U LeneHuto
6bICTPO «MPOTANTbIBAETCA» MOCTOAHHBIMY
KNMeHTaMu.

[laHHaA 6u3Hec-Mogenb yxxe NpoTecTpoBaHa
Hamu B Takmx ropogax, kak Coun, CaHkT-letep-
6ypr, YuTa, KaszaHb, 1 MHOrVX gpyrux. Monyya-
€TCA, UTO OTKPbIBATb TalICKMI CMa B permoHax
He MPOCTO MOXKHO, HO 1 KaTeroprnyeckn peKo-
MeHzyeTcA.

- Hackonbko sma ycnyeza Hoeas onsa
peauoHo8 U HACKOJIbKO 8 HUX C(hopMUPOBAH

3anpoc Ha ¢ppaHwu3y «Bati Taii»?
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- KynbTypa Tackoro cna y»e faBHO KUBET
B cepaLle Kaxaoro 10-ro poccuAHnHa, 310
He NpuMHUMnuanbHo HoBasA ycayra. Cenyac
TalCKMe CanoHbl eCTb fiaXe B ropofax C Ha-
ceneHviem 100 TbiC. YeNOBEK, HO KOrga mbl
OTKpbIBaeM CeTeBOW casnoH, a «Ban Tan» —
370 depepanbHasn ceTb, TO Mbl UMeeM Aiero C
OTTOUYEHHBIMUN U MAKCUMaNbHO 3GbeKTUBHbI-
MW MOAXOAAMM K BefieHuio 6r3Heca. Mostomy
3anpocC Ha OTKPbITUE Cra-CasioHa C HAAEXHbIM
NapTHEPOM No dpaHLLM3e OYeHb NOMYNAPEH.

- «Bati Tali» ece20a omau4yanao mo, Ymo
8 canoHax pabomarom macmepa us Tau-
naHoa: Hem siu npo6aem c Habopom nep-
COHaJ1A 8 CAJ/I0HbI 8 CE200HAWHUX peanusax?

- Mpobnem HeT. CNOXXHOCTK ecTb. [leno B
TOM, UTO Noc/e NaHAeMUn MexayHapoaHble
rpaHuLbl OTKPbIUCD, 1 ANA cepTUdULMPOBaH-
HbIX MaccaXkmncToB 13 Tannanga ctano 6onblue
BO3MOXHOCTEN. Ecnn paHblue K HaM Ha OfjHY
BaKaHcuio npuxoanno 20 Tackmx Tepanes-
TOB, TO CeYac KOIMYeCTBO OTKIIMKOB CHU3M-
nocb o 5-7 yenoek Ha MecTo. [oaburpatb
KBanMGMLMPOBaHHbIV NepCcoHan cTano TpPyA-
Hee, HO Mbl cnpaBnAemca. Bcero B Halen ceTu
paboTaeT okono 15 pekpyTepos B baHrkoke,
npoBuHUMAX TannaHaa n Ha octpose banv B
MNHpaoHe3nn, KoTopble NO3BONAIOT AeprKaTb
BbICOKMI YPOBEHb NepcoHana.

«Bait Tait» — KpynHeiwas B Poccun
CeTb TaNCKMX CNa NpeMUyM-Knacca,
KoTopas 3a rofibl pabotbi ycnena
3aB0eBaTb NONOXKMUTENbHYIO
penyTauumio KaK y KNMeHTOB, TaK 1
y ¢paHyaii3u, KoTopbie XOTAT CTaTb
yCnewHbIMU NpeAnpuHUMaTenamiu.
Opanwusa «Baii Taii» nonb3yerca
NOBbILEHHbIM CNPOCOM He

TONbKO B CTONMLE, HO U B
pernoHax. Mbl no6ecepgoBanu ¢
ocHoBaTenbHuueii cetn JIAPUCON
AHY o BocTpe6oBaHHOCTH yenyr
Taickoro maccaxa B Poccuu, 06
0C06eHHOCTAX pernoHanbHoro
pa3BUTNA 1 0 TOM, KaK CeTb

«Bai Tait» popmupyert Bbicokue
CTaHAAPTbI B UHAYCTPUN.

- O6yyaeme nu 8ol hpaHyalizu ocobex-
HocmsamM pabomel ¢ UHOCMPAHHbIM Nepco-
Hanom?

- [la, KOHeYHo, Befib TallcKMe MacTepa — 3T0
ceppaue Halwero 6usHeca. ObyueHme Npoxo-
OUT Ha 6a3e «Akagemuun Baii Tan» — 3710 Halua
ocobas ropgoctb. OCHOBHOE BHMMAHKE Mbl
yAensem cepBucy 1 TOMy, Kak AeNNKaTHO yxa-
XMBaTb 3a HalUVIM rocTem, CobnoaaTb pUTya-
Nbl, CTaHAAPTbI. HO 3TO He 3HaUWT, YTO TaNCKUIA




MacTep — yHuBepcan Bo BCéM. EcTb maccaxu,
KOTOPbIM HY>XHO JOyUMBaTh: Hanpumep, Mac-
caxy nmua, CMM-Maccaxky ¢ nepuem Ynnm
1 MHOTUM HalUUM YHUKaNbHbIM Cna-fnpove-
aypam. K nprmepy, Takum Kak corpeBatoLLas
cna-nporpamma «Mé&g n manvHa»: Kak Bbl Nno-
HMaeTe, B TaunaHae HeT XONI0AHO 31Mbl, U
MEJ C MafMHOW He Tak NonynApeH.

- Kakoewbl Ha ce200HA ycnio8ua omkpbimus
casnoHa no (hpaHuwiuse, Ha Kakyio npuboino
U CpOKU OKyndemMocmu moxkem paccyumel-
eame napmuép? U Ha KaKyio nooodepxKy?

— OTKpbIBaTb TaNCKNIA CMa B PerMoHe oYeHb
BbIFOAHO: NayLUabHbI B3HOC — Bcero 600 TbiC.
py6nein BMecTo cTonnyHbIx 900 Tbic. O4yeHb
Ba)KHO, YTO Mbl 3aKpensaem 3a GpaHyaniamn
3KCK/I03UB. OTO NO3BOSIAET Pa3BUBaTh 613HEC
KOMbOPTHO 1 He onacaTbCA KOHKYpPeHL MK
BHYTpPU ropoga.

CpepaHan oKynaemocTb canoHa — 2-2,5 roga,
ycpenHéHHbI nokasaTtenb ROE (oTHoweHne
yncTon NpubbInK K Bbipyuke) — 20-25%, Takxe
cpenHuiA Ana pbiHka ycnyr. O6bluHO nocne
nonyroaa paboTbl canoH obpacTaeT NobuUMbI-
MM FOCTAMU U y>Ke BbIXOAUT Ha OKYyMaemoCTb.

B KauecTBe nogaepxKu Haw NapTHEp-
¢dpaHuansn nonyunt CRM-cuctemy, ogHy n3s
NYYLINX Ha PblHKe BbI0TU, CAlT C BbICOKOW
NocCeLaeMoCTbio Y BCEBO3MOXHble coLice-
TW, @ TaKXKe MOJTHbIN MapPKETUHTOBbIV NakeT
1 NoAAep KKy B NPOABUKEHUN CasloHa.

fl y>ke ynoMmuHana o Hawwen «Akagemuv Ban
Ta». Kagpbl — 370 dyHAAMEHT yCneLwHoro
6u3sHeca. Mbl 06yyaem macTepoB 1 afMUHOB
HenpepbiBHO. Hy 1 Halwa KomaHza — coo6-
LeCTBO e4MHOMbILLIIEHHNKOB, K KOTOPOMY
Mbl MpUrnallaem Hawmx NapTHEPOB NPUCO-
eVHUTBCSA: BU3HEC-3aBTPaKK, KOPNOPaTKBbI,
eXKerofjHble BCTPeUM — 3TO BaLla HaCblLeHHaA
>KN3Hb B ceMbe «Bai Tan».

- Kakum ebl sBudume paseumue cemu 8
6nuxadiwulii 200?

CTPATEMMN ®PAHYAN3ZUHTA

— OCHOBHOW TpeHA, Pa3BMTMA CETU cenyac —
yBennuyeHmne Konmyectsa CaloHOB B pyKax Of-
Horo ¢paHyai3n. Ham, Kak ceTu, 3TO BbIFOAHO.
Mbl BOpOXKMM NpoBepeHHbIMY NApTHEPamu. B
YCI0BUAX NIOTHOW TEPPUTOPUANIBHON KOHKY-
PeHLMN SKOHOMNYECKM BbIFOAHO pa3BMBaTh
TY TEPPUTOPUIO, HA KOTOPOW Tbl Y>Ke MPUBbIK
paboTaTb.

Mory Takxe OTMETUTb TEHAEHLMIO B 3aMpo-
cax rocten K yBeniM4yeHunio ANUTeNIbHOCTY NPo-
ueaypbl. Ecnn paHblue 6bino npuHATO 3abe-
XKaTb Aake Ha 30 MMHYT Maccaxa, To cenyac
npocaT 1,5-2 yaca npouenypbl — Kak cnocob
paccnabuTbca 1 nepesarpysnTbea.

TakKe TPeHA Ha KOMbOHUTK (nnn dop-
MUpOBaHue coobLlecTtsa). Ha AaHHbIN MOMEHT
«Baw Tan» — 370 y>ke 3KoCnCTeMa, rAe KaKAbli
ycunmBaeT Kaxkaoro. Mbl BMecTe npoxoaum
TPYAHble MOMEHTbI I pagyemca pocTy, 6one-
eM 3a BbIpyYKU Apyr Apyra 1 KOSIeKTUBHO
Aenaem nnaH Kaxkabln mecaLl.

W KTo, ecnni He Mbl, 6yaeT noafepxnsaTb
NMAEepPCTBO B OTPaAC/an 1 3aAaBaTb CTaHAAPTDI
B TaNCKOW MHAYCTpUN?

«BAWN TAN»: LUDPPbI U PAKTDI

* O6LLEE KOMMYECTBO NAPTHEPOB CETU — 80 cna-canonos (c yuétom

i OTKpbIBaOLWMXCA);

* 3a rof Mbl caenanv bonee 30 TbIC. Maccaxel;

* caMble MonynsipHbIE MPOrpaMMbl CETY — apOMaMacCaX C MacyioM 1 cna-

: yxop «Marusi Wwokonaga;

* B CpefHeM Tallckuini mactep paboTtaeT B Poccuum

s 7 4,5 roga;

* 00WKIA PENTUHI canoHOoB B AAHOEKCce — 4,9; 70

ns 79 canoHos nmeioT Harpagy «XopoLiee MecTo.

Peknama. Peknamogatens OO0 BA/ TAV MIHH 5017092030. erid: LatgC1qVB



- Thai spa network Wai Thai is actively
expanding its regional presence. Why did you
decide to go regional?

- We have been in the spa market for
14 years and have opened more than 20
regional salons. Together with our team, we
have observed how successfully and rapidly
Wai Thai is developing in these cities. Probably
the secret is that in the capital, a guest can be
spoiledby the quantity and high quality of self-
care services. When a real Thai spa opens in
Chita or Irkutsk, a new star is born. And this
salon immediately gains its clientele, becomes
popular, and regular clients appear who are
ready to relax and take care of themselves.

We have already tested this business model
in such cities as Sochi, St. Petersburg, Chita,
Kazan and many others. It turns out that
opening a Thai spa in the regions is not only
possible, but also highly recommended.

- How new is this service to the regions
and how much demand has been created for
a Wai Thai franchise in these regions?

— 'Thai spa culture has long lived in the heart
of every tenth Russian, it is not a fundamentally
new service. Now there are Thai salons even in
cities with a population of 100 thousand people,
but when we open a network salon, and Wai
Thai is a federal network, we are dealing with

RUSSIAN BUSINESS GUIDE {MAPT 2024}

LARISA ANCH:
"OPENING A
THAISPAIN THE
REGIONS IS NOT
ONLY POSSIBLE,
BUT HIGHLY
RECOMMENDED"

Wai Thai is the largest premium Thai
spa network in Russia, which over the
years has managed to gain a positive
reputation both among customers
and franchisees who want to become
successful entrepreneurs. The Wai
Thai franchise is in high demand not
only in the capital, but also in the
regions. We talked to Larisa Anch,
the founder of the network, about the
demand for Thai massage services in
Russia, the peculiarities of regional
development and how the Wai Thai
network sets high standards in the
industry.




well-honed and maximally effective approaches
to doing business. Therefore, the request to
open a spa salon with a reliable franchise
partner is very popular.

- Wai Thai has always been characterized
by the fact that the salons are staffed by
Thai masters. Are there any problems with
recruitment in the salons in today’s reality?

— There are no problems. There are some
difficulties. After the pandemic, international
borders have opened and there are more
opportunities for certified masseurs from
Thailand. We used to get 20 Thai therapists for
Ivacancy, but now the number of responses
has dropped to 5-7 people per position.
Selecting qualified staff has become more
difficult, but we are managing. In total, we
have about 15 recruiters in Bangkok, the
provinces of Thailand and on the island of
Bali in Indonesia, which allows us to maintain
a high level of staff.

- Do you train franchisees in the specifics
of working with foreign staff?

- Yes, of course, because Thai masters are
the heart of our business. The training is based
on the Wai Thai Academy, which we are very
proud of. Our main focus is on service and
how to take care of our guests with sensitivity,
rituals and standards. But it does not mean
that a Thai master is a universal master in
everything. There are massages that need
to be refined, such as facial massage, chili
pepper slim massage, and many of our unique
spa treatments. For example, the warming
“Honey and Raspberry” spa program, as
you understand, there is no cold winter in
Thailand and honey and raspberries are not
so popular.

- What are the conditions for opening
a salon franchise and what kind of profit
and payback period can a partner expect
and what kind of support?

- It is very profitable to open a Thai spa
in the region - the lump sum fee is only
600 thousand rubles, instead of the capital of
900 thousand rubles. It is very important that

RN
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we give the franchisee an exclusive. This allows
us to develop the business comfortably and
not be afraid of competition within the city.

The average payback of a salon is 2-2.5
years, the average ROE (return on equity) is
20-25%, which is also average for the service
market. Usually after six months of work, the
salon wins favorite guests and is already on
the payback.

To support our partner-franchisee, we
provide a CRM system, one of the best in the
beauty industry, a highly trafficked website
and all kinds of social networks, as well as
a complete marketing package and support
in promoting the salon.

I have already mentioned our Wai Thai
Academy. Human resources are the foundation
of a successful business. We are constantly
training masters and admins. Well, our team
is a community of like-minded people that we
invite our partners to join: business breakfasts,
corporate events, annual meetings - this is
your intense life in the Wai Thai family.

- How do you see the development of the
network in the coming year?

- The main trend in the development of the
network are now an increase in the number of
salons under the control of a single franchisee.
This is profitable for us as a network. We value
our trusted partners. In conditions of strong
territorial competition, it is economically
advantageous to develop the territory in which
you are already accustomed to work.

I can also see a tendency in the requests
of guests to increase the duration of the
procedure. If in the past it was common to
have a 30-minute massage, now they ask for
a 1.5-2 hour procedure in order to relax and
refresh.

Community (or community building) is
also a trend. At this point, Wai Thai is already
an ecosystem where everyone helps everyone
else. We go through hard times and rejoice
in growth together, cheer on each other’s
earnings, and plan together every month.

And who will maintain industry leadership
and set the standard in the Thai industry if
not us?

_ * The total number of partners in the network is
80 spas (including those in the opening phase); '
: e we have performed more than 30 thousand massages per year; ]

* the most popular programs of the network are Aroma Massage with Oil

and Spa Care “Magic of Chocolate”;

* on average, a Thai master works in Russia for 4.5 years; ]
» overall rating of salons on Yandex 4.9, 70 out of 75 salons and have

 received the award “Good Place”.

CTPATEMMN ®PAHYAN3ZUHTA
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- Kazanoce 661, cnpumgpyo — He o4eHb
C/10XKHbIl 6u3Hec. [Tovyemy e xenarouux
cmameo ¢ppaHwuszoli ShaurMeals, a He
omKpbeleamb co6cmeeHHoe 3asedeHue,
moneKo npubasnaemca? Yem evi2zo0Ha
¢paHwuza waypmer?

— fl B KOpHe He cornacHa ¢ Tem, 4To CTpuT-
byn — He oueHb cNoXHbI 6u3Hec. Ecnn cpaB-
HVBATb €ro C 06bIYHON PO3HNYHOW TOPrOBIIEN,
TO OH ropa3fo CNoXHee, TaK Kak 3TO MOJIHO-
LeHHoe 06l ecTBeHHOE NUTaHKe, KoTopoe
OpraHn30BaTb HAYYTb HE MeHee CNOXHO,
yem B pecTopaHe. Hegapom Ha 3ToM pbiHKe
TbICAYAMU 3aKPbIBAOTCA TOUKM CTPUTDYAA NO
Bcen Poccuu, a BbIXKMBAIOT NTNLb €AUHULbI.
Mpwy OTKPbITUM HEOBXOAMMO YUNTbIBaTb COT-
HY BCEBO3MOXKHbIX MeJioyeit, YTobbl OH CTan
ycneluHbIM. K coxaneHuio, He Bce 3TO NMOHU-
MatoT, Korfa 6epyTca 3a 3TOT 613Hec, nonaras,
YTO AOCTAaTOYHO NPOCTO 3aKYNUTb NPOAYKTHI,
YTO-TO NPUrOTOBUTL U NPOAATL — 1 BCE By-
AeT oTnYHo. Ho A ewwé Hu pa3y He Buaena
nopo6Horo npumMepa. Hy>keH KOMMNEKCHBbIN
MoAxof, v TONbKO OH o6ecneunT cTabunbHyto
1 ycnewHyto paboTy 3aBefieHuI.

34ecb BaXKHbl BCe AeTanun: oT co3aaHnsa

RUSSIAN BUSINESS GUIDE {MAPT 2024}

CeTb ShaurMeals — crputdyn,
paboTaiowuii B KOHLenuumn
«KYNbTYPHOIi LWAYpMbI», T. €.
3aBe/leHUi, rae MOXHO NoecTb He
TONbKO HefL0Poro, HO 1 BKYCHO,
pa3Hoo6pa3Ho, 6e3onacHo u
3(TeTUYHO, CTPeMUTeNbHO Habupaet
o6oporbl. CerogHsa reorpadus
3aBefleHuil 0XBaTbIBaeT MHOXECTBO
POCCHIACKNX FOPOAOB M NATb CTPaH.
OcHoBatenbHuua cetu Onbra Yekapesa
pacckasana 0 ToM, 4em BbIrogHa
¢paHwWM3a WaypMmbl 1 HA 4TO MOTYT
paccuuTbiBaTh NAPTHEPDI, Npuo6pertas
¢paHwK3y n3sectHoro bpeHpa.

OJIbr'A
YEKAPEBA:
«Mbl
MOJIHOCTbIO
YBEPEHDI

B HALLUEW
BU3HEC-
MOEJ/IN»

CuMnbHOro 6peHaa Jo NPOoAYMaHHbIX BU3Y-
anbHOW KOHLeNnuuu, peLenTypbl, paboTbl ¢
nepcoHasniom — ero obyyeHus, MoTUBaLUN;
BE/b €CJ/IN MEPCOHas HE MOTUBUPOBAH W Ntoau
NMOCTOAHHO YBOJIbHAIOTCA, TO TaKOWN 6U3HeC
NPOCTO He BbIXMBET. [1a 1 3aKynka npoaykK-
TOB — 1€N10 OTBETCTBEHHOE. Jlto6oi nommnaop
NOAOVAET UK HeT, Ntobas Kypuua? A Kak BCé
3TO rPaMOTHO XpaHUTb? A KaKk cobntogatb
HopMmbl CaHlMH 1 He nonacTb nog Wrpadbl
nnu gaxe 3akpbitrie? COTHM BOMPOCOB, C KO-
TOPbIMU NPUAETCA CTONKHYTbCA.

K Tomy ke ceropHsa oueHb BblcOKUe Tpebo-
BaHWA B CEPBMCHON cocTaBnsAtoLen. CKaxem,
CO3[aHue NoSIHOLEHHOrO MOBMSILHOO MPUIO-
YKEHWSA, C MOMOLLbIO KOTOPOrO MOXHO Kak BECTU
YUET NPOLYKTOB Ha KyXHe, Tak 1 OfHOBPEMEHHO
1CMosIb30BaTh ero A KOMGOPTHOro 06LLEeHS
nepcoHasna 3aBefeHnA € rocTAMM, 06oMaETCs B
Kpyrnyto cymmy — 7-10 mnH py6neii. He y Bcex
€CTb TaKue AeHbIN.

OTAenbHO OTMeYy TakoW MyHKT, Kak 3aTpaTbl
Ha pacxofHble MaTepuanbl. CKOMbKO NPUAET-
CA MOTPATUTb Ha CTapTe NPoeKTa Ha 6peH-
AVPOBaHHY0 ynakoBKy? K Tomy e MHoruve
3aBofbl He 6epyT 3aKa3bl Ha Masible MAPTN —



06Bbémom 10-20 TbiC., @ HauMHatoT paboTaTb
naptnamun ot 100 TbiC. eAUHNL U BbILLE, a 3TO
03HayaeT, YTo eLUé Ha 3Tane 3anycka NpPUAETcA
noTpaTtnTb 200-300 ThiC. pybneli Ha ynakoBKy
[NA KaXKAoro BuAa NpoayKumm; 1 eciv gaxe y
BacC BCero Tpu BMAA, TO 3T0 He MeHee 600 TbiC.
py6neit, KoTopble NPUAETCA «3aMOPO3UTbY,
BeAb OAMHOUKE He Hy)KHa TaKas 6osnbluas
napTuA cpasy, HO cAenaTb MeHbLLUe OH Npo-
CTO He CMOXeT.

be3ycnosHo, NnpnAéTCA BKNagbiBaThCcA 1 B
peknamy. 3aecb Toxe BCE HenpocTo. B Hawen
cdepe ecTb TakoW HeMaNoBaXKHbIN aCMeKT, Kak
dyn-cbémka. HaHATb xopolero dya-doTorpa-
da 1 NnpoBecTy KauecTBEHHYI0 GOTOCHEMKY
CTOUT OYeHb HeAELEBO, Mbl TPATUM Ha KaX-
Ay10 13 HUX okoso 40-70 Tbic. pybneii.

W BOT KaK pa3 Te, KTO MOHMMAET, KaK CNO-
HO OpraHm13oBaTb BCe NPOLIeCChl, cAenaTth TakK,
4TO6bI BCE rOCTY GBIV AOBOJbHbI, @ 3aBefeHne
Nosib30Baniochb CNPOCOM, 06paLLaloTCA K HaM 3a
dpaHLwm3oii. OHM XOPOLLIO OCO3HAIOT, YTO HAAo
CNMLLIKOM MHOTO BCEro npefyCcmMoTpeTb, Npo-
cuuTaTh, a pa3bupaTbca camum ByaeT CIOXKHO,
[onro 1 aoporo. Tak u4To CNpoc Ha Hally dpaH-
LUN3Y COBCEM He yANBUTENIEH, MOCKOSbKY NO3-
BOJSIAET COKOHOMUTb AEHbIM, HEPBbI 1 BPEMA.

- lMoHAamMHo, Ymo c eawieli NOMOWbio
¢panyaiizu usbaenaom ce6s om maccol
npob6siem, HO MOXKeme J1u 8bl 2dPpAHMUPO-
8amb ceouM (ppan4atizu ycnex u npuboine?

— Mbl HelaBHO Nprobpenu cTaTyc dppan-
LUM3bl C FapaHTUen 1 nponucanu y cebs B fo-
roBOpPE, UTO NPY HELOCTUXKEHUN GPAHLLN30M
onpefenéHHbIX NoKasaTesnen no BblpyUKe Mbl
BO3BpaLlaeM NapTHEPAM NaTeHTHbIN cbop B
nosiHoM o6bEMme. Mbl MOMHOCTBIO YBEPEHbI
B Hallel 63Hec-moaenu, Mo3ToOMy He ona-
caemcA 6paTb Ha cebAa Takne obA3aTeNbCTRA.

- ShaurMeals pacwiupaemcs, u eawu
MoYKU NpoOoa yxe 0080J1bHO 0dJ1eKo
om mMecmopacnosoxeHus ynpasnsioujeli
KomnaHuu. Jle2ko lu 0Kaseleame N0d0epi-
Ky Ha paccmosiHuuU U Hd KaKyto nodoep Ky
Mo2ym paccyumeoieams NAPMHEpbI?

- Y ShaurMeals Becbma BnevyaTnaoLwWwmni Ha-
60p MHCTPYMeHTOB noagepku. C dpaHyainsm
B MOCTOAHHOM KOHTaKTe: OHU NPUe3XatoT K
HaM, Ha OTKpbITVE Halla KOMaHAa NpUeTaeT K
NapTHEPY. A Aanee COBPEMEHHbIE TEXHOMNOTN
NMO3BONAT OKa3blBaTb MOAAEPXKKY YAANEHHO.
Hanpumep, y Hac ecTb CO6CTBEHHOE NpWO-
YKEHVIE MO KOHTPOJIO 1 06YYEHIIIO NMePCoHana.
Halum meHepkepbl NOCTOAHHO Ha CBA3M C NapT-
HEpamu, perynapHO NPOXoaAT BUAEOBCTPe-
yn B Zoom, OTNpaBnAoT BCe HEOOXOANMblE
LOKyMeHTbl. [loMmoraem ¢ppaHyaiian pewatb
CNOXHble cMTyauum. MoMHIo, He TaK flaBHO B
OJHOM 13 PETVIOHOB Obi ClyYalt OTPaB/EHNS B
KaKOM-TO UX CTPUTYLOB, U Hauanach EcTkan
npoBepKa BCex 3aBefleHniA; Mbl MOMOTIN C
NOArOTOBKOW HY>KHbIX JIOKYMEHTOB, NpoOBe-
7N NeperoBopbl, U B UTOTe Halle 3aBefeHune
0Ka3anocb OAHUM 13 HEMHOT X, KOTOPble He
6bININ 3aKPbITbI B PETVIOHE MO GpaKTy NPOBEPKM.

Y Kaxpgoro 3 ¢ppaHyansn B cBO60LHOM
JOCTyne cneumnanucTbl U3 Haleln KoMaHAabl
nojaepKu, a 31o 1 wed-nosapa, 1 byxran-
Tepsbl, U IT-cneynanuncTbl, U MapKeTosnoru, n
MeHeaKepbl MO 3aKynKaM, 1 fn3aiiHepbl; Ta-
KM 06pa3om, MOXKHO 3aKpbITb BCE BOMPOChI
B nto6oi 13 chep Hawero 6usHeca.

Be3ycnoBHo, oka3blBaeTcA NONHasA TeXHUYe-
CKaA noaaepKa Hawwmx npunoxeHun n MNo.

Kpome Toro, mbl 6epém Ha cebs BegeHne
coumanbHbIX CETEN: CAaMW fieNTAaeM N pa3me-
LaemM KOHTeHT. Takke camun BeéM KapTbl
2GIS n flHpekc (oTBeYaeMm Ha OT3biBbl FOCTeN,
B C/ly4yae KOHPNUKTHOM cuTyauum 6epém Ha
cebs BbIACHEHNE 06CTOATENLCTB U NEpPero-
BOPbI C rocTAMM, paboTaem Hafj yaaneHnem
HeraTBHbIX OT3bIBOB, €C/in MHGOpMaLuuA B
HUX He MOATBEP)KAAETCA).

Hy a Kpome TOro, Halwmn NapTHEPbI nme-
0T 6peHANPOBaHHYI0 YNAaKOBKY MO LeHe B
2-3 pa3a HVXe pblHKa, a TakXe AOCTYyM K Mno-
CTaBKaM pefKuX MHIPeANEHTOB, KOTOPbIE Mbl
MCMOsNb3yeMm B LaypMme.

- Bl omKkpblieaeme 3asedeHusi He MoJib-
Ko 8 Poccuu. Mo kakol cxeme 8bl cmpoume
6usHec 8 Opyaux cmpaHax? U Hackonbko
mam eocmpe6oeaHo eauie npednoxkeHue?

- K Kaxkgon cTpaHe MHAMBUAYalbHbIN
noaxop. Hanpumep, B HEKOTOPbIX CTPaHax
HEBO3MO>KHa pPaboTa HaLIero NPUIOXeHNs,
NOCKOJbKY 6aHKOBCKasA cMcTema Tak ycTpoe-
Ha, UTO HeNb3A NPOBECTY OMNaTy BHYTPY 3TO-
ro NPUIOXKeHUS.

Mbl nepecmaTpurBaem Ans Kaxk4oW CTpaHbl
cucTemy LieHoobpasoBaHus. EcTb kakne-To no-
KasibHble 0COBEHHOCTU, KOTOPbIE HAZO MPUHN-
MaTb BO BHMMaHWe. Hanprmep, B 04HOM CTpa-
He PppaHuar3m NoNPOCUN caenatb BAaXKHble
candeTKu C HaAMUCAMU He Ha PYCCKOM, @ Ha
AHIMNINCKOM fA3blKe. Mbl orepaTUBHO OTpearu-
poBanu, rpadpuuecknin an3anHep B CPOYHOM
nopsAKe BbINONHUN PaboTy, [OFOBOPUNCH C
Tnorpadmren o CPOYHOM AOMOMHUTENBHOM
BbINYCKe, 1 HallW MaTepuanbl O4eHb BbICTPO
noexanu no MecTy HazHauyeHus.

Takunx MHAMBMAYaNIbHbIX MOMEHTOB NPW pa-
60Te C ApyrMMmn CTpaHamy O4eHb MHOTO, eCTb
Macca 3aKOHO1aTeNIbHbIX MOMEHTOB — flaXe
B Npasuiax oGopmsieHns BbIBECOK, Hanpu-
Mep. Ho y Hac 6onbLuas KomaHaa, C OrPOMHbIM

CTPATEMMN ®PAHYAN3NHTA

OMbITOM U YCTONUMBOCTBIO K CTPeccaM, Tak YTo
BCE peLlaemo.

- Kakoeol Ha ce200HA pasmep uHeecmu-
yuli 8 omkpeimue moyku ShaurMeals u
CpOKu oKkynaemocmu?

- Cellyac MHBECTMLNN B OTKPbITUE COCTaB-
naT o1 1,7 fo 3,5 mnH pybnei. Bcé 3aBucnt
OT CTapTOBbIX YC/IOBUIA, OT TOTO, B KAKOM BuAe
[OCTaéTCA NOMeELLEHME: OHO MOXKeT noTpebo-
BaTb Kak MUHVManbHOW OTAENKM, Tak U Kanu-
TaJIbHOro OBYCTPOCTBA C HYNA.

CpOKM OKynaemocTu Toxe pasHble. Mbl
Aeknapupyem eé oT UeTbIpéx MecALeB, 1 3Ta
undpa He «B3ATa C NOTOSMKa». A caMa Bnageto
11 Toukamum ShaurMeals, n 6onblian yactb
3aBefieHN oKynuaacb 3a YeTbipe MecAua,
NnockonbKy paboTa B NpubbINb Hayanach ¢
nepBoOro AHs, U NprobInb cocTaBnana 400-500
TbiC. py6neit B Mmecal. 'y Hac ecTb MapTHEPDI,
KOTOpble TOXe C CAMOro Hayasna BbIXOAAT Ha
Takue nokasatenu. KoHeuHo, ecTb 1 PppaH-
Yar3u, KoTopble HauMHatoT € 6osiee CKPOMHbBIX
nokasateneii — 50-100 Tbic. pybneit exxemecay-
HOW NpM6BLIIN, — MOCTENEHHO eé HapaLlMBas.
MHoroe 3aBncnT OT NoKaLmn, HO HeKOTopble
Halwy GpaHyan3m, Hanprumep, UMeloT B CO6-
CTBEHHOCTV MOMELLIEHNA U He XOTAT apeHAoBaTh
apyroe B 6osee ynauHoli. Mbl npefynpexaaem,
4TO B 3TOM CJly4ae CPOKMN OKYNaeMoCTu MOryT
YBENNYNTLCA, HO eC/I MAPTHEP HacTauBaeT U
MOHMMAET CBOW PUCKM, TO MAEM HaBCTpeuYy, Tak
YTO B HEKOTOPbIX CSTy4asAX OKYNaeMoCTb MOXeT
cocTtaBuTb 10-12 mecsaues.

- Modenuce nnaHamu no pazsumuio
¢paHwu3el Ha meKywutii 200.

— Bcé Kak 06bIYHO: CTapaTbCs ynyulWnTb
TO, UTO YXKe CyLLecTBYyeT, JOBOAUTb CUCTEMY
[l0 COBepLIEHCTBa, paboTaTb ¢ dpaHyain3u,
paboTaTb C HOBbIMYM CTPaHaMU. A TaKXe — Bbl-
ABNATb NPOGNEMbI U UCKATb pelleHns. Pabo-
TaTb Haj, TeM, YTOObI pe3ynbTaThl y ppaHyansv
6b1n eLé Nyylle. A NiaHamMm Mo KONMYecTBy
HOBBbIX 3aBefleHNIA, MO TOMY, KaKue CTpaHbl
nnaHmpyem «3abpatb», TaKMMU MAaHaMu 5
HVIKOTAa He fentocb. ECnn YecTHo, A nx paxe n
He CTPOIo, MOTOMY UTO BCE-TaKM NPEANoYmnTato
HaCnaXkAaTbCs NPOLLECCOM; U KaK FTOBOPUTCS:
Jienai, UTo MOXeLllb, C TEM, YTO UMeeLLb, 1 BCE
nonyyumnTCs.

Peknama. Peknamopatenb Yekapesa O.10. UIHH 032622924762. erid: LatgC2WT3
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he ShaurMeals chain, a street

food chain based on the
concept of “cultural shawarma,”
i.e. places where you can eat not
only cheaply, but also deliciously,
variedly, safely, and aesthetically
pleasingly, is rapidly gaining
momentum. Today, the geography
of the restaurants covers many
Russian cities and five countries.
The founder of the chain, Olga
Chekareva, tells us how profitable
a shawarma franchise is and what
partners can expect when buying a
franchise of a well-known brand.

OLGA
CHEKAREVA:
“WE ARE
ABSOLUTELY
CONFIDENT IN
OUR BUSINESS
MODEL"

- It seems that street food is not a very
complicated business. Why do more and
more people want to become ShaurMeals
franchisees instead of opening their own
restaurants? What is the advantage of
a Shawarma franchise?

- I fundamentally disagree that street
food is not a very complex business. If you
compare it with regular retail, it is much more
complicated because it is a full-fledged public
catering, which is no less difficult to organize
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than a restaurant. In this market thousands
of street food places are closed all over Russia
and only a few survive. When opening one
of them it is necessary to take into account
hundreds of all kinds of small things in order
to make it successful. Unfortunately, not
everyone realizes this when they start this
business, believing that it is enough to buy
products, cook something and sell it — and
everything will be fine. ButI have never seen
such an example. You need a comprehensive

approach, and only this will ensure the stable
and successful operation of restaurants.

All the details are important: from the
creation of a strong brand to a well thought-
out visual concept, recipes, work with the
staff — their training, motivation, because
if the staff is not motivated and people are
constantly quitting, such a business simply will
not survive. And the purchase of products -
a matter of responsibility. Is every tomato good
or not, every chicken? And how to store
everything competently? And how to meet
the standards of SanPin and not be fined or
even closed? - hundreds of questions to be
answered.

In addition, today there are very high
requirements in the service component. For
example, the creation of a full-fledged mobile
application, which can be used to keep track
of products in the kitchen and at the same
time be used for convenient communication
between the staff of the institution with guests,
will cost a large sum - 7-10 million rubles. Not
everyone has such a lot of money.

Separately, I will note such a point as the
cost of consumables. How much will you
have to spend on branded packaging at the
beginning of the project? In addition, many
factories do not accept orders for small batches
of 10-20 thousand, and begin to work in
batches of 100 thousand units and above,
which means that at the stage of introduction
will have to spend 200-300 thousand rubles on
packaging for each type of product, and even
if you have only 3 types, it is not less than 600
thousand rubles, which will have to “freeze”,
because you do not need such a large party at
once, but to do less he simply can not.

Of course, you will have to invest in
advertising. Here, too, it is not easy. In our
sphere there is such an important aspect as food
photography. To hire a good food photographer
and conduct a quality photo shoot is very
expensive, we spend about 40-70 thousand
rubles on each of them.

- Itis clear that you help franchisees avoid
a lot of problems, but can you guarantee
success and profit for your franchisees?

— We have recently achieved the status of
a guaranteed franchise, and we have stipulated
in our contract that if the franchise does not
reach certain sales targets, we will return the
entire royalty fee to our partners. We are so
confident in our business model that we are
not afraid to make this commitment.

- ShaurMeals is expanding and your
restaurants are already quite far from the
management company’s location. Is it easy
to provide support from a distance and what
kind of support can partners expect?

- ShaurMeals has a very impressive set
of support tools. Franchisees are in constant
contact with us — they come to us, our team
flies to the partner for the opening. And then
modern technology allows us to provide



support remotely. For example, we have
our own staff management and training
application. Our managers are constantly in
touch with partners, holding regular video
meetings in Zoom, sending all the necessary
documents. We help franchisees solve difficult
situations. I remember not so long ago
in one of the regions there was a case
of poisoning in some of their street
food, and began a rigorous inspection
of all restaurants, we helped prepare
the necessary documents, conducted
negotiations, and as a result, our
restaurant was one of the few in
the region not closed on the fact of
inspection.

Each franchisee has free access to
specialists from our support team,
including chefs, accountants, IT
specialists, marketing specialists,
purchasing managers and designers,
so it is possible to solve any problems
in any area of our business.

Of course, full technical support
is provided for our applications and
software.

In addition, we take care of social
networks: we create and publish
content. We also maintain 2GIS and
Yandex maps ourselves (we respond
to guest reviews, in case of a conflict
situation we take it upon ourselves to
clarify the circumstances and negotiate
with guests, we work on removing
negative reviews if the information is
not confirmed).

In addition, our partners have
branded packaging at a price 2-3 times
lower than the market, as well as access
to supplies of rare ingredients that we
use in shawarma.

- You open restaurants not only
in Russia. What system do you use

to build your business in other countries? And
what is the demand for your offer?

- Each country has its own approach.
For example, in some countries it is
impossible for our app to work because the
banking system is organized in such a way
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that it is impossible to make a payment
within the app.

We are revising the pricing system for each
country. There are some local peculiarities that
need to be taken into account. For example, in
one country, a franchisee asked us to produce wet
wipes with the label in English instead of Russian.
We responded promptly, the graphic designer did
the work promptly, we agreed with the printing
house on an urgent rush job, and our materials
reached their destination very quickly.

There are a lot of such individual moments
when working with other countries, there are
a lot of legislative moments, even in the rules
of signage, for example. But we have a big
team with a lot of experience and resistance
to stress, so everything is solvable.

- What is the amount of investment in
opening a ShaurMeals restaurant today and
what is the payback period?

- The investment for opening a ShaurMeals
restaurant ranges from 1.7 to 3.5 million
rubles. It all depends on the initial conditions,
what kind of premises you get - it can require
both minimal finishing and capital equipment
from scratch.

Payback periods are also different,
we declare it from 4 months. I have
11 ShaurMeals restaurants and most
of the restaurants paid off in 4 months,
as the work in profit began from the
first day and the profit was 400-
500 thousand rubles a month. And we
have partners who also come to such
indicators from the very beginning.
Of course, there are franchisees who
start with more modest figures —
50-100 thousand rubles of monthly
profit and gradually increase it. Much
depends on the location, but some of
our franchisees, for example, have
their own premises and do not want
to rent another, better located one.
We warn that in this casethe payback
period may increase, but if the partner
insists and understands the risks, we
go along with it, so in some cases the
payback can be 10-12 months.

- Share your franchise
development plans for the current
year.

- Same as always: trying to improve
what we already have, trying to perfect
the system, working with franchisees,
working with new countries. And
also to identify problems and find
solutions. Working to make the results
even better for franchisees. And I
never share plans for the number of
new restaurants, for the countries we
want to “take”. To be honest, I don’t
even make such plans, because I prefer
to enjoy the process and, as they say,
do what you can with what you have,
and everything will work out.
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I'I onynsApHaA ceTb 6yprepHbix
«KpacHopapckuit napeHb» 3a

KOPOTKMii CPOK U3 JIOKANbHOT0 NpoeKTa
npeBpatunacb B GpefiepanbHyio ceTb,
KOTOpasA yxe noKopuna mHorue
poccuiickue ropoaa, Bbilsia Ha PbIHOK
KasaxcraHa, a cerofHsa rotoBuTCA K
OTKpbITHIO NepBoro 3aBefieHua B Cepoun.
CeTb ycnewHo pa3BuBaeTca N0 MoAeNnu
¢panvaiizunra. 0 Tom, yto o6ecneynBaer
ycnex, pacckasanu 0CHoBaTenu
«KpacHopapckoro napus» EBFTEHUN
YETBEPTOB v lOPWIA POMA.

«KPACHOOAPCKUNN
NMAPEHbDb»:

«LLEJTY HACT PAHL

WO3HDIE,
O2TOMY HAMECTE CTOATDL
EKOT 4A»

- Kak nayanace ucmopus «Kpacsooap-
CKO20 NnapHsA»?

— Hapo ckasaTb, UTo camoe nepBoe 3aBe-
eHne, KoTopoe Mbl OTKpbUK B 2016 roay, He
6b1510 6yprepHoI, 310 6bin rpeyeckuii cTpuTdyn
Gyros History B KpacHogape. Ho 6u3Hec He
LWEN: rocTei BbIIO Mano, Bbipyyka CKPOMHas.
Korga ctano nnoxo, pewmny cMeHUTb floka-
UKo, 1 3aBefieHe nepeexano B LIeHTP ropoja
Ha yn. CeBepHas, 0fHaKO CUTyaLMA He YiyuLm-
nacb. CpouHo TpeboBanack cBexas ngen. B to
Bpema B MockBe, B CaHKT-TeTepbypre Oyprepbl
HaxoOMNMCb Ha NKe NOMyNAPHOCTY, 1 Mbl BBe-
JIN X B MeHIo rpedeckoro Kade. CHauana ognH
BUA, 3aTeM HeCKosbKo. Byprepbl GbicTpo cTanu
CaMblM 3aKa3blBaeMbiM 6ntofoM. Mbl oLeHmnm
MPOAAXM M MPUHANN PeLLeHre O TOM, YTO Hafo
MOJIHOCTbIO MOMEHATb KOHLeNLMIo U CTaTb
6yprepHOI. 3a HECKONIbKO 6ECCOHHbIX CYTOK
6blN HaMMCaHbI TEXHOMOMYECKMe KapTbl ANA
6yprepos, npurnacunu ¢otorpada, N3rotosu-
JIN HOBY!O BbIBECKY, 1 B OfHY HOUb 3aBefieHne
MPOLLUO MOSHbIA pebpeHANHT. YTPOM roctu
npuLwnm yxe B 6yprepHyto «KpacHomapcKui
napeHb», B KOTOPYIO CTanu H6bICTPO BbICTPau-
BaTbCA ouepeau.

- Ymo xe obecneyuso makyro nonynsp-
Hocmb?

— Bo-nepBbix, Mbl KpapToBaa 6yprepHas:
1Cnonb3yem TONIbKO HaTypanbHoe MACO, CBe-
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Xue oBowK, 6yNOYKM, KOTOPbIE BbINEKaTCA
MO aBTOPCKOMY peLenTy, NCMOosib3yemM Opuri-
HaJIbHbIE COYCbI, KOTOPbIX HET Y APYruX. «Kpac-
HOZAPCKMIA MapeHb» C MOMEHTa OCHOBaHUA —
He MOKyMHas NCTopusa, BCE NPUAYMaHo 1 -
MOSIHEHO CAMOCTOATENbHO.

M BTOpas Hawa pupmeHHas yepTa — Mbl
L06aBUNY B MeHIO BbICOKMe Byprepsbl. He Tak
BaXKHO, UTO MX He OYeHb YA0BHO ecTb, HO OHY
HeV3MEeHHO COo34atoT «Bay-3pdeKT». C HUMMK
doTorpadupytoTcs, BbIKnagbliBaloT B coLice-
TV, FOCTAM OYeHb HpaBuTcs. Npegcraensaere
$OTO C OrpoMHbIM Byprepom, C Kyueit MHrpe-
AvieHToB? OH BbIFAANT NOTPACAIOLLE BKYCHO
1 annetuTHo. Jliogn pasmewanu ¢oTo, Bcem
XOTEes0Ch TaKkme xe.

- Bol npakmuyecku cpasy nocsie cmapma
3anycmunu ¢ppaHwiu3sy. Bcé€ nu yoanoce
3moli modenu? Yezo xomenu napmuépeli 8
nepayio oyepedb om ppaHwusei? U nony-
Yuau iU OHU Mo, Ye2o xomenu?

- MepBasa dpaHLIM3HaA TOUKa NOABMNIACH B
2017 rogy B CaHkT-leTepbypre. U nossmnacb
OHa NOTOMY, UTO BO3HWK CMPOC, Mbl HE AaBanui
peknambl, He Ny6anKoBanu o6bABNEHNIA O
npogaxe ¢dpaHLLN3bI: NEPBbIN NAPTHEP Hac
Hawwén cam. OH npuexan B KpacHogap, 3awwén
B 6yprepHyto «KpacHogapcKuin napeHb», 1
emy NoHpaBuIach Hala KoHuenuusa. U no-
CTynuno npeanoxexue: «[JaBante otkpoem

TaKylo e Touky B CaHKT-leTepbypre». A y Hac
He 6blS10 HUKAKOro OMbiTa B 3TOM, HUKTO TOrAa
1 He flyman BbIXOAUTb Ha GpaHLUK3y, NepBbii
[OroBop Aenanca no obpasuam uU3 MHTepHe-
Ta. [lanblue nownu n gpyrue 3anpocol, HO
BHauane napTHEPOB 6bIIO He TaK MHOTO, U
NpaKTUYecKn BCE fienanocb Ha HTY3na3me, B
«fpyxeckom» popmate. Mbl camun e3gunu Ha
OTKpPbITME Ka)[0oro HOBOro 3aBefileHus, Npu-
HVIManu yyacTie BO BCeX NpoLieccax, camui Bcé
noKa3blBasin, PaccKasblBanu, KakvMm JOMKHbI
6bITb 6yprepbl. Bce nepBble NapTHEPCKME TOY-
K1 6blIv OTKPLITHI 6n1arogapa paboTe Halel
HebonbLoW KoMaHAabl. O6beanHAnn obme
WHTepechbl 1 TO, UTo BCe GpaHyaii3un, Kotopble
3aXO[UNIM K HaM, 3aropanuncb Hallel naeen,
TeMm, Kak 340pOBO BCE YCTPOEHO, a CaM NakeT
dpaHLWwm3bl GopmrpoBanca yxe B npouecce,
HarMoMHAJNCA, U 3TO MNO3BONIANO PacTh U pas-
BMBATbCA.

- lMNocmenenHo pocm cnpoca Ha Gypezep-
Hble NpowéJl, HoO cemb pa3eueaemcs ak-
MueHO U 8bIX00UM HA HOBbIe PpbIHKU. Ymo
cnoco6cmayem eé pocmy? U noyemy npu-
X00AM UMeHHO K 6am?

- HaBepHoe, MOXHO CKa3aTb, UTO TPeHA Ha
6yprepHble y>ke He Ha BOCXOAALLelN, TeM He
MeHee Ha 3TOM PblHKe NOoABAAIOTCA HOBble
UrpOKM, B TOM Ymnciie 1 ceTeBble. Byprepbl He
CHUXKaloT CBOEN MOMyNAPHOCTA, OHW eCTb
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B MEHIO MHOTMX Kade 1 pecTopaHoB, 1, Kak
MoKa3bIBaeT CTaTUCTUKA, OTO OAHO M3 CaMblX
BOCTPe6OBaHHbIX 61t0f.

M Hawa ceTb pacTéT. Pa3BmBaTbCA NO3BO-
NAT HECKONbKO GpaKTOpOB.

Bo-nepBbix, Mbl 6bICTPO aganTypyemcsa K
Nto6bIM M3MEHEHUAM Ha pbiHKe. Hanpumep,
BO BPeMs NaHAEeMUK, KOrfaa 3aBefeHuns obLye-
NM1Ta MacCoBO 3aKPbIBaNUCh, y HaC NOABUNCA
dopmat pabprKn-KyxHu.

Mbl npuaymanun nHtepecHoli Gopmart
KOHCTPYKTOpa, Korga Ha fjom cebe MOXHO
3aKa3aTb pa3obpaHHbIN Byprep. 3akazumnky
Ha JOM NPUBO3AT OTAEMNbHO 0BOLLM, BYTIOUKY,
COYC, KOTNETY, KOTOPYIO HY>KHO NMOMXapuTb y
ceba Ha KyxHe. [pynaraeTca NHCTPYKLWSA, Kak
3TO NPaBUSIbHO MOXAPUTb, KaK MPaBUIbHO
cobpaTb. 370, NO CYTU, UHTEPAKTUBHAA Urpa:
caM Kynwun 1 caMm NpUroToBusl, U BKYC Takom
Ke, KaK B NlobIMOM 3aBefieHnm, KoTopoe B
MOMEHT NaHAeMUN 3aKpbITO. OTa 3aAyMKa
BbicTpenuna Ha Bce 100%, nosTomy, Korga
MHOr1e B Nepuno naHgeMnn cBopadmBann
6U3HeC, y HaC OTKPbIBaIMCb HOBbIE TOUKN.

Korpga Hauvanacb CBO 1 Hayann cunbHO
«CKaKaTb» LieHbl Ha BCe NPOAYKTbI — U1, Kak
Bbl MOHVIMaeTe, B CTOPOHY MOBbILLEHUA, — Mbl
Hayanu gymaTb Hapg Tem, UTobbl OCcTaBaTbCA
JOCTYNHbIMY /1A TOCTEN, a He NPOCTO B3ATb
1 NOAHATb LieHbl KyAa-To B KOCMOC. M Hawwunm
nyT1 onTMMmM3aumn, nepecMoTpeB MHOrve
npoLecchl, HO He NoTepAB B KayecTse 6ntog,.
Hanpumep, BBenv B peLienTypbl HOBble NPO-
JYKTbl OT OTeYeCTBEHHbIX NPou3BoanTEnei
BMECTO MIMMOPTHbIX, HO TOSIbKO TaKune, KOTo-
|pble OTBEYAOT HALLVIM BbICOKUM TPe6OBaHUAM

K KayecTBy. Halunm nokanbHbIX Mpoun3Bofm-
Teneit: Hanpumep, B KpacHogape, Mbl UCMoSb-
3yeM ¢papLL, KOTOPbI FOTOBUT MeCTHoe dep-
MepcKoe XO3ANCTBO, 1 C ero NPoayKLmneii Mbl
3aKpblBaeM NOTPeBHOCTM permoHa. imeHHO
TaKoW rmbKMi Noaxop NO3BOMAET HaM pacTu.

W KOHeYHO, MapKeTuHTr. ¥ «KpacHogapcko-
ro napHaA» oTMyHaa SMM-KomaHpaa, pabo-
TalolaA Haj co3fjaHnem KoHTeHTa. EcTb Kak
eXeHeBHbIN KOHTEHT, KOTOpPbI NMOKa3blBaeT,
Hanpvimep, HOBUHKW B MEHIO 11 aKLK, a eCTb
KOHTEHT «B3pbIBHOI»: Konnabopavum c bnore-
pamu, 6peHaamu, KoTopble MMEIOT OBLINPHYIO
ayputopuio. Mntoc ny6nmkaumm 8 CMU, yyactre
B BbICTaBKax, MeponpuaTuaAx. Mbl cTapaemca
6bITb MefiMINHbIMK, ObITb Ha ciyXy. CKaxem,
Hallla COBMeCTHas aKLuaA C MOBUNbHBIM one-
paTopom Yota, Koraa KN1eHTbl MOy MOomnpo-
60BaTb rony6oi Yota-6yprep, 6bina ouyeHb
ycnewHon. Cenyac nnaHNpyem HOBYIO aKLiMIO
C eLwlé ofHOWM KpynHOM ceTblo. Llenn y Hac rpaH-
[IMO3Hble, MO3TOMY Ha MecTe CTOATb HeKoraa.

- «KpacHooapckuli napeHb» 3aHAN mpe-
mee mecmo Ha Belgrade Burger Festival e
Cep6uu, ymo dasio yyacmue 8 3mom me-
ponpuamuu?

— QOecTtuBanb 6yprepos B benrpage -
KpynHOe MeXxayHapogHoe meponpuaTue,
KyZa npuesxatoT macTepa U3 pasHbix CTpaH
1 rOTOBAT CBOW Byprepbl, a CPeAN HUX MNPOXO-
Ann KoHKypc. EcTb »iopu, KoTopoe npobyeT
1 oLeHnBaeT byprepbl BCeX yUacTHUKOB, U
Mope 06blYHbIX NoceTuTene dectmBans.
M mMbl yBAENN OFpOMHbIe ouepeam 3a bypre-
pamu «KpacHofapcKoro napHa»: pectusasnb
npoxogun 10 gHen, n Bce 10 gHEN K Ham
CTOANV NtofW, NOPOIA NO ABa Yaca NPOBOASA
B ouepeaw, 4Tobbl MonacTb K Ham.

Bca Hawa komaHaa paboTana KpyrnocyTou-
HO: AHEM OHU NpoAaBany 6yprepsbl, a HOUbID
[enanu 3arotoBK/ Ha CNiefyioLnii eHb, YTo-
6bl 6bI710 Uem pagoBaTb rocteit. Mocne Toro
KaK Mbl YBULENN STOT aXXMOTaX, Mbl MOHANN,
4YTO MOXEM pa3BKBaTbCA He ToNbKO B Poccum
n ctpaHax CHI.

A B Cepbuu ceityac 60nblioe pycCKoA3bIY-
HOe KOMbIOHUTK, N Mbl MOXeM paboTaTb 1 Ha
3TO COO6LECTBO, M Ha KOPEHHbIX XUTenen
CcTpaHbl. MI3HayanbHO Mbl MOHMMaNU, 4To
«KpacHopapckomy napHio» Hy>KeH NapTHEP
B CTpaHe. 3anycTunm peknamy, 4To Mbl eem,
yTo MLem napTHépa. Caenanu nop mexay-
HapoaHoe NpennoXeHne oTAeNbHbIA CalT
dpaHLWIM3bl Ha AHTMACKOM 1 CepHCKOM A3bIKe,
NOAKNIUNN K paboTe MeHeKepoB Mo Npo-
Jaxam, cepbCKMX TapreTonoros 1 T. n.

OTMeuy, UTO U3HaYaNbHO Mbl 1 €xanu Ha
decTrBasnb C Takol Liefbio: yyacTve B TaKOM
MeponpuATAN HeAELWEBO 06XOANTCA — HY>KHO
npvBe3Ty 060pynoBaHue, NPOAYKTbI, OTNPa-
BUTb KOMaHAY; HO Mbl BEPWIIN B yCreX, a Korga
YBUAENV aXKNOTaXKHbIN CNPOC, MOHANN, UTO He
nporagany — MOXXHO OTKPbIBaTbCA.

Ha TeKywmnin momMeHT y Hac BbibpaHa noka-
uuA, rae cenyac NonHbIM XOA0M UAET PEMOHT,
eCTb AM3aiH-NPOEeKT, BCE MOArOTOBMEHO K

TOMy, UTO6bI NMepBbIN «KpacHoaapcKuii nNa-
peHb» 3apaboTtan B benrpage B anpene.

- A ckonneko nompebyemcs enoxeHuli
npu cmapme npoekma u Kak 66icmpo oH
oKynumca?

— CTapToBble MHBECTULUN — B CpeiHEM
oT 4 go 10 MnH py6neit; BCE 3aBUCUT OT Bbl-
6paHHoro popmarta (byget num 310 6yprepHas
naBka, pectopaH B TL| unu 6yprep-won), ot
NMoMelLLEeHNA — ero KBagpaTypbl U COCTOAHNA.
Ha onepavnoHHyto npubbifib Npy rpaMmoTHOM
nogxope K opraHusaumm paboTbl, KOTOPYIo
Mbl, KOHEYHO, MOMOXeM HanaAauTb Halnm
napTHépam, ncnonb3ays 3GPpeKTUBHbIE UHCTPY-
MeHTbI MOALEPXKKW, 3aBeflEHNE BbIXOAUT yxe
B NnepBblIii MecAL paboTbl. CpeHUIA CPOK OKY-
naemoctn — ot 12 go 18 mecaues.

- A CKOJIbKO 8Cce20 mo4yeK omKpbimo Ha
O0aHHbIli MomeHmM? U Kakue niiaHbl ecmb no
passumuto Ha 2024 200?

- TpnpauaTtb «KpacHogapcKmx NapHen» yxe
MPVIHUMALOT rOCTEN, 1 eLLE BOCEMb HAXOAUTCA
Ha CTaguuy OTKPbITUA; 29 Touek 13 yxe fel-
CTBYIOLMX HaxoaATca B Poccnu, 1 ogHa — B
Anmarbl B KasaxctaHe. [lymalto, Uto B 3TOM rogy
Mbl OTKpOEeM 0KoJ10 12-15 HOBbIX 3aBeeHUN,
BKJ/lOYAA Te, YTO rOTOBATCA K 3amnycKy B 6nu-
Xanwee Bpems. Cevac Mbl ienaem CTaBKy He
Ha BCEOXBATHOCTb, @ Ha BHYTPeHHee pa3Bu-
Tue ynpasnstoLlen komnaHmn. Co BpemeHem
Mbl, KOHEYHO, byaem MaclTabrupoBaTbca B
KpyrHyto ceTb 6051ee UHTEHCKBHO, HO Celi-
yac ykpennsem cobCcTBeHHbIN dyHAaMeHT
1A TOro, YToObl C HaMK 6bII0 MaKCMMasTbHO
KoMdpopTHO paboTaTb PppaHyan3un, NpoayMbl-
BaeM HOBblE UHTEPECHDBIE NPeLIoKeHNs. Y Hac
nnaHbl Ha 10 neT BNepén pacnmcaHbl. A 4to xe
Janbwe? lanblie — rpaHano3Hoe 6yayLiee!

Peknama. Peknamogatenb OO0 KM-OPAHYAN3UHI MHH 2311314451. erid: LatgBdfn9
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KRASNODAR
BOY:

"OUR
GOALS ARE
GRANDIOSE,
SO THERE IS
NO TIME TO
STOP”

he popular burger chain

Krasnodar Boy in a short time
has turned from a local project into
a federal chain, which has already
conquered many Russian cities,
entered the market of Kazakhstan
and today is preparing to open its
first restaurant in Serbia. The chain
is successfully developing under the
franchising model. The founders of
Krasnodar Boy, Evgeniy Chetvergov
and Yuriy Roy, told us what makes
Krasnodar Boy successful.

- How did the story of Krasnodar Boy
begin?

- It should be said that the very first
restaurant we opened in 2016 was not
a burger shop, it was the Greek street food
Gyros History in Krasnodar. But business was
not good: there were few guests, the income
was low. When things got bad, we decided
to change the location, and the restaurant
moved to the city center on Severnaya Street,
but the situation did not improve. A new idea
was urgently needed. At that time burgers
were at the height of their popularity in
Moscow and St. Petersburg, and we added
them to the menu of the Greek cafe. First
one, then several. Burgers quickly became the
most ordered dish. We evaluated the pressure
and decided that we needed to completely
change the concept and become a burger
place. In a couple of sleepless nights we
wrote technological cards for burgers, invited
a photographer, made a new signboard and
in one night the restaurant underwent
a complete rebranding. In the morning,
guests started coming to the Krasnodar Boy
and the queue started to grow.

RUSSIAN BUSINESS GUIDE {MAPT 2024}

- What is the reason for such popularity?

— First of all, we are a craft burger house -
we use only natural meat, fresh vegetables,
buns baked according to the author’s recipe,
we use original sauces that others do not
have. Krasnodar Boy from the moment of its
foundation - no bought history, everything is
invented and executed independently.

And our second specialty is that we have
added high burgers to the menu. It is not so
important that they are not very comfortable
to eat, but they always create a wow effect.
People take pictures with these burgers, post
them on social media, and guests really like
them. Can you imagine a photo of a huge
burger with lots of ingredients? It looks
amazingly delicious and appetizing. People
were posting pictures, everyone wanted one.

- You launched the franchise almost
immediately after the start... Were you
immediately successful with this model? What
did the partners want out of the franchise in the
first place? And did they get what they wanted?

- The first franchise restaurant
appeared in 2017 in St. Petersburg. And

-
—
——

1
:
i

it appeared because there was demand,
we did not advertise, we did not publish
announcements about the sale of
franchises - the first partner found us
himself. He came to Krasnodar, came to
the Krasnodar Boy and liked our concept.
And the offer came: “Let’s open the same
restaurant in St. Petersburg”. And we had
no experience in this, no one at that time
had ever thought about franchising, the
first contract was made on samples from
the Internet. Then other requests came, but
at the beginning there were not so many
partners, and almost everything was done
on enthusiasm, in a “friendly” format. We
went to the opening of each new restaurant
ourselves, took part in all the processes,
showed everything ourselves and told them
how the burgers should be prepared. All the
first partner locations were opened thanks
to the work of our small team. We were
united by common interests and the fact that
all the franchisees who came to us loved our
idea, how great everything was organized and
the franchise package was formed, filled and
this allowed us to grow and develop.
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- Gradually, the growth in demand for
burger restaurants has passed, but the chain
is actively developing and entering new
markets. What contributes to its growth?
And why do people come to you?

- I think we can say that the trend for
burger restaurants is no longer upward, but
new players, including chains, are appearing
in this market. Burgers are not losing their
popularity, they are on the menus of many
cafes and restaurants, and as statistics show,
it is one of the most popular dishes.

And our network is growing. Several factors
allow us to develop.

First, we adapt quickly to changes in the
market. For example, during the pandemic,
when restaurants were closing en masse, we
came up with the factory kitchen format.

We came up with an interesting constructor
format, where you can order a disassembled
burger at home. The customer gets vegetables,
a bun, sauce, and a patty delivered separately
to their home, which they have to fry in their
kitchen. Instructions on how to cook and
assemble the burger are included. It’s basically
an interactive game - you bought it yourself,
cooked it yourself, and it tastes just like your
favorite restaurant that’s closed at the time of
the pandemic. This idea was 100% successful,
so when a lot of people closed their businesses
during the pandemic, we opened new ones.

When the special military operation
started, and theprices of all products started
to increase, and as you understand, upward,
we started to think about how to remain
affordable for the guests, and not just take
and raise prices somewhere in space. And
we found ways to optimize, to revise many
processes, but without losing the quality of
the dishes. For example, we introduced new
products from local producers into the recipes
instead of imported ones, but only those that
meet our high quality requirements. We
have found local producers, for example, in
Krasnodar we use minced meat prepared
by a local farm, and with their products we
cover the needs of the region. It is this flexible
approach that allows us to grow.

And, of course, marketing. Krasnodar
Boy has a great SMM team working on
content creation. There is daily content, such
as new menu items and promotions, and
there is “explosive” content - collaborations
with bloggers and brands that have a large
audience. Then there are publications in
the media, participation in trade shows
and events. We try to be media friendly, to
be in the public eye. For example, our joint
campaign with mobile operator Yota, where
customers could try a blue Yota burger, was
very successful. We are now planning a new
campaign with another major network. Our
goals are ambitious, so there is no time to stop.

- Krasnodar Boy won third place at the
Belgrade Burger Festival in Serbia, what did
you gain from participating in this event?

- The Belgrade Burger Festival is a big
international event, where masters from
different countries come and prepare their
burgers, and there was a competition among
them. There is a jury that tastes and evaluates
the burgers of all the participants and a lot of
ordinary visitors to the festival. And we saw
huge queues for Krasnodar Boy’s burgers -
the festival lasted for 10 days, and all 10 days
people were queuing for two hours to come
to us.

Our whole team worked 24 hours a day:
during the daythey sold burgers, and at night
they made preparations for the next day, so
that there was something to please the guests.
After seeing the excitement, we realized that
we could develop not only in Russia and
CIScountries.

And now there is a large Russian-speaking
community in Serbia, and we can work for
that community as well as for the indigenous
people of the country. At first we realized
that Krasnodar Boy needed a partner in the
country. We started advertising that we were
coming, that we were looking for a partner. We
made a separate franchise website in English
and Serbian for the international offer and
involved sales managers, Serbian targeting
specialists, etc.

I should mention that we first went to the
festival with this goal in mind - participation
in such an event is not cheap: you need to
bring equipment, products, send a team, but
we believed in success, and when we saw the
rush demand, we realized that we were right —
we could open.

At the moment we have chosen a location
where the renovation is in full swing, we have
a design project and everything is ready for

the first Krasnodar Boy to open in Belgrade
in April.

- How much investment is needed at the
beginning of the project and how fast will it
pay off?

- Start-up investments on average from
4 to 10 million rubles, it all depends on the
chosen format — whether it will be a burger
shop, a restaurant in a shopping center or
a burger shop, on the premises - its square
footage and condition. On the operating profit,
with a competent approach to the organization
of work, which of course we will help our
partners to establish, using effective support
tools, the restaurant comes out in the first
month of work. The average payback period
is between 12 and 18 months.

- And how many locations have
you opened so far? And what are your
development plans for 2024?

- There are 30 Krasnodar Boys already
welcoming guests, and another eight are in
the opening stage. 29 of them are in Russia
and one is in Almaty, Kazakhstan. I think
that this year we will open about 12-15 new
restaurants, including those that are preparing
to open in the near future. At the moment,
we are not focusing on expansion, but on the
internal development of the management
company. Of course, in time we will scale up
to become a large chain, but right now we are
strengthening our own foundation, making
it as comfortable as possible for franchisees
to work with us, and we are thinking about
new interesting offers. We have plans for the
next 10 years. And what’s next? The future is
grandiose!
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FOPUANYECKUI MPAKTUKYM

Apmém [apae,
napmep
fOpuouyeckoti epynnoi
«Cosem»

Bo

coBeT

6e30mnacHbie
peLwieHus
ansa 6msHeca

ApTem apaeH:

dpanyaiiauHre, Kak 1 B n060ii chepe 6U3Heca, KOHPNMKTbI HeU36EXKHbI, U He BCErfia UX YAAETCA peLunTb B ocyae6HoM
nopagke. 0aHa u3 Hanbonee YacTbIX KOHPAUKTHDBIX CUTYaLMI — KOTAA pPaHUaII3U BbIXOAUT U3 CETH U NbITAETCA

npopomKatb 6u3Hec B Toil e cdepe, Ho noA Apyroil BbIBeCKo. B MHTepBbIO Halemy u3faHuio napTHEp 0puauyeckoii rpynnbi
«CoBet» ApTém lapaieH pacckasan, Kak B NOA0OHBIX CUTYaLMAX MOXHO 3aLLUTUTb MHTEpecbl GpaHYaii3epoB.

IOpugnueckan rpynna «CoBet» cre-
Lumanm3npyeTca Ha BOMpocax 3aluTbl
WHTEeNNEeKTyaNlbHOM COOCTBEHHOCTH
N CONPOBOXKAEHMA ppaHYali3nHra C
2018 ropa. CeroHA B KOMaHAe KOMna-
HUK paboTaeT 6onee 60 PUCTOB, KO-
TOpble 06eCneyrBaloT PUINYECKYHO
6e30MNacHOCTb KPYMNHENLWM POCCUN-
CKUM pPaHLLM3HbIM CETAM.

«CoBeT» BeAET aKTMBHYIO paboTy no
bopMMPOBaHMIO MPAKTUKA HEKOHKY-
peHLMM BO ppaHyYai3mHre, B TOM YMC-
ne no6uBaschb ycrnexoB B BepxoBHOM
Cyne PO.

«CoBeT» ABNAETCA IMLEPOM HaLNO-
HaJIbHOTO PENTUHIa PUANYECKNX
KomnaHumn «MpaBo-300» 1 BOLWEN B
4YMCSI0 PEKOMEHAOBAHHbIX IOPNCTOB
penTuHra «Poccrinckom ra3eTbl» B HO-
MUHauusax: «MHTenneKTyanbHasa co6-
CTBEHHOCTbY, <HanoroBoe KOHCYnbTn-
poBaHue», «<KKoprnopaTMBHOE MNPaBO».

RUSSIAN BUSINESS GUIDE {MAPT 2024}

- B 0ozoeopHOM npase ecmb makoe no-
HAMUe, KaK coa/iauwieHue 0 HeKOHKypeHyuu.
MoAacHume, Yymo Nnod HUM noHumaemcsa?

— B o6wmx yeptax cornaweHne o He-
KoHKypeHuun (Non-Compete Agreement)
npeacTtaBnsaeT cobol 06A3aTenbCTBO Of-
HOW 13 CTOPOH He BECTU KOHKYPUPYIOLLYIO
neAatenbHOCTb. DopManbHO B POCCUNCKOM
3aKoHOAaTeNbCTBe TaKoW BUA COrnalleHuns
OTCYTCTBYET 1, COOTBETCTBEHHO, NpaKTuye-
CKW HUKaK He yperynuposaH. OfHako 3aKoH
No3BonAeT BKIOUMTb TaKue yCnoBuA B PAL
[lOrOBOPOB.

Crout oroBopuTbCA, 4to B PO cornaleHne
0 HEeKOHKYpeHLMM JeCTBYeT TOSIbKO B 06na-
CTU rpaXXAaHCKMX OTHOLUEHWIA. B 3apybexHoi
npakTuke — Hanpumep, B CLLUA — oHO moxeT
TaKXe 3aK/ouaTbca Mexay paboTtopartenem
1 pabOTHUKOM: COTPYAHMKM NOC/e YBOSbHE-
HMA 13 KOMNaHUM 06A3yloTCA He paboTaTb B
KOMMaHMUAX KOHKYPEHTOB.

- B Kakux cny4asx ycnosue o HeKOHKypeH-
yuu, 8K/II0YEHHOE 8 D02080P, MOXKem 3auju-
mumes uHmepecel 81adenbya hpaHwiussi?

- CornaweHvie o0 HEKOHKYpeHUnn aKkTy-
anbHO, KOrAa CO6CTBEHHUK KOMMEpPYECKN
LIeHHOM NHPOPMALIMK, TEXHOMOTUIA, HOY-Xay

3aVHTepeCcoBaH B TOM, YTO6bI INLIO, KOTOPOE
ofHaxAbl NONyYMIo AOCTYN K 3TUM CBefe-
HUAM, B fanbHeleM 6bi10 OrpaHMYeHo B
npaBe NPUMEHATb UX CAMOCTOATENBHO ”
3aHVMaTb ONpeaenéHHyIo JONo PbiHKa 6e3
KOMMeHcaumn.

Yalue Bcero ycnoBus 0 HEKOHKYpeHLK
BKJI0YAIOT B JOroBOpbl dpaHUan3nHra.
MpuurHbI NOHATHbBI: BNageney, GpaHwnsbl
npepocTasnsaeT ¢ppaHyari3m NpaBo Ha nc-
nonb3oBaHne 6peHaa, [ENNTCA CEKPeTamu
Npou3BOACTBa 1 BM3HEC-CTpaTerven.

N mHorue pepxatenu dpaHwns ctan-
KMBanunCb C CUTYyauuaMn, Korga napTHEpP
nokynaeTt ¢ppaHwWm3y, u3yyaeTt Hoy-xay
6U3Heca, KOMMEPYECKIIA OMbIT, UHYO KOH-
drpeHunanbHy MHGopmMaumio o 6rusHec-
npoueccax, a moTOM NoJib3yeTcs AAaHHOW
nHdopmMaLmein, oTKpbIBas KOHKypurpyloLlee
npegnpusaTue Noj JPYyron BbiIBeECKOW 63
ynnatbl ppaHuyansepy npruymTatroLLerocs
BO3HarpaxaeHus (Hanpumep, nayasnib-
HOro B3HOCA).

- Kak e npasunbHo nponucams smo
ycnoaue 8 dozoeope?

- Mpexpae Bcero, HEOGXOANMO YUUTBIBATD,
UTO B 3aKOHOZATESNbCTBE HET CTPOrOro nepey-



Hs OrpPaHMYeHnin Ans gorosopa eppaHyanisnH-
ra. BaxxHo npeflycMoTpeTb BCe BO3MOXHbIe
CLeHapun KOHKYprpyoLen feATeNbHOCTH,
npu 3Tom «He nepernbaa nanky» n cyuie-
CTBEHHO He Hapylan 6anaHca UHTepecoB
CTOPOH. Hanpumep, He cTOUT ycTaHaBA-
BaTb C/INLLIKOM AJIUTENIbHbIN CPOK 3anpeTa
Ha BefleHWne AeATeNbHOCTU B TOW e chepe,
NOCKOJNbKY BO3HMKaET PUCK, YTO yCnoBuMe O
HEKOHKYPEeHL MM MOXeT 6blTb OCMOPEHO U
NPV3HaHO HefEeNCTBUTENbHBIM B Cyae Unun
AHTUMOHOMOJIbHOM OpraHe.

Knaccunueckasa cTpyKTypa ycnoBus o He-
KOHKYPEHLMN COCTOUT 13 CrefytoLmx orpa-
HUYEHWNI:

— Ha caMocCToATeNIbHOE BefleHNe KOHKYpPU-
pytowein aeaTenbHoCTH;

— Ha NpuobpeTeHMe AONEN N aKUUIA B
KOMMaHMAX, BeAyLMX KOHKYPUpPYHOLLYto fe-
ATENbHOCTb;

— Ha 3aHATUE PYKOBOAALLMUX AOIMKHOCTEN
B KOMMaHMWAX, BEAYLUX KOHKYPUPYIOLLYIO
NeATenbHOCTb;

- Ha OKa3aHue MHPOPMaALUNOHHO-
KOHCYJIbTaLMOHHbBIX YCNYr TPETbUM NLaM,
BefyLMM KOHKYPUPYIOLLYIO AeATENbHOCTb;

— Ha opraHusaumio ppaHYan3nHra B aHa-
nornyHom coepe 6usHeca.

[JoononHuTenbHo B foroBope TpebyeTca:

— PaCKpbITb, YTO MOHMMAETCA NOA aHaNo-
T'MYHOWN AEATeNbHOCTbIO;

— YCTaHOBUTb CPOK AeNCTBMA YCNOBUA O
HEKOHKYpeHLMU;

- npegycMoTpeTb pacnpocTpaHeHue
OFpaHNYEHNI Ha BCEX CBA3AHHbIX C dppaH-
Yansun adpPunnpoBaHHbIX UL, — Hanprumep,
POACTBEHHVKOB.

3a HapyLueHe B3ATbIX 06A3aTenbCTB No
Co6II0AEHII0 OTPAHNYEHNIN B LOFOBOPE AOMK-
Ha 6bITb MpeAycMOTpeHa KpynHasa wrpad-
HasA HeycTolKa. OHa 6yfeT NpenATCTBOBaTb
cobnasHy napTHEpa NowTy Bpaspes c Joro-
BOPEHHOCTAMU.

- Kak moxHo 0okazame ¢pakm Hapyuie-
HusA amoeo ycnosus?

- B nepByto ouepeab Hy>KHO cobpaTb [jo-
KasaTenbCTBa HapylleHWA JOroBopa, T. e.
CBEAEHNA, KOTOpble JOKYMEHTaNbHO CBMAe-
TEIbCTBYIOT O TOM, UTO KOHKPETHOE N1LO B
KOHKPETHOM MecCTe 1 B KOHKpEeTHOe Bpems
BEAET KOHKYPUPYIOLLYIO AEATENbHOCTD.

OViH 13 OCHOBHBbIX CNOCOBOB — BOCMOSb-
30BaTbCA YCyraMmu TalHbIX NOKynaTenei, T. e.
He3aBNCKMBbIX JIML, KOTOPbIe HAaNPaBAATCA K
HapyLLUMTENIO U MOKYNaloT y Hero ToBap Uimn
ycnyry. Mo pe3ynbratam noceleHrs TaiHble
NOKynaTesiv COCTaBNAT OTUET, K KOTOPOMY
npviknagpisatotca ¢oTo-, BUAeo- 1 ayaroma-
Tepuarnbl, a TakXe KaCcCoBblll YeK, MOATBep-
XKIAKOLWNIA COBEPLUIEHNE MOKYMKM.

JononHUTENbHBIM NPEVMYLLECTBOM, YCU-
nvBalLWMM no3nuymnio ¢ppaHyansepa n ero
LWaHcbl Ha nobeny, 6yaeT GprKcauma ncnonb-
30BaHUA HAPabOTOK, NOJyYEHHbIX MAPTHEPOM
B paMKax COTpyAHUYecTBa No GppaHLim3e
(Hanpumep, Hannume B MEHIO AHANOTUYHbIX

no3unumin). 3To NPOAEMOHCTPUPYET ABHYIO
HefloOpOCOBECTHOCTb dpaHyUali3m 1 Nog-
TBEPAUT O6OCHOBAHHOCTb 3aAB/IEHHOTO
wrpada.

OTAenbHO OTMeuy, UTo JoKa3aTb B Cyae, UTo
napTHEP UCnosib3yeT Hoy-xay dpaHuansepa,
0oYeHb CNIoXHO. Ho ecnn ycnoBme 0 HeKOHKY-
peHLMN BKNIOYEHO B OrOBOP, TO MpaBoobna-
JaTtenb ocBO6OXKAAETCA OT JOKa3biBaHWA B
cyge aToro dakTa.

KENC ®PAHLLU3bI
«4YEBYPEK.MW»

Mexxay cTopoHamu bl MOAMNMCaH Nn-
LIEH3VOHHbIV JOrOBOP Ha OTKPbITUE
3aKycouHol «H4ebypek.Mu». B ogHom
13 NMyHKTOB JOroBopa 6b1s10 nponunca-
HO, YTO PppaHyYali3v rapaHTUPyeT He
CO34aBaTb UHble NPeANnPUATUA U He
OKa3blBaTb COAENCTBUE B CO3[aHNN
OpraHu3aLmii, OKa3blBalLMX aHao-
rMYHble YCNYrn B Cllyyae, ecin Takme
OpraHu3aL MM OCyLLeCTBAIOT NPOU3-
BOZCTBO U peanuv3auunto 4ebypekos.
Mo3nHee dpaHUalizepom bbin BbiSBIEH
baKT OTKPBITUA HAPYLLUMTENEM TOUKN
naeHTnyHoro dopmata (YebypeuHas),
Ha K/IOHMpYOLWeM NpegnpuaTnun
NnprIMeHeHVeM HapPabOoTOK HOY-Xay OKa-
3bIBaICb aHaNOrMYHble yCyru obLe-
CTBEHHOro nNuTaHuA. KoHuenuua meHto
yebypeyHow bbina co3gaHa Ha OCHOBe
TEXHOJOrMYECKUX KapT NPUrOTOBEHNSA
604, NpefoCTaB/IeHHbIX MO AOFOBOPY.
YT OT OTBETCTBEHHOCTU HE MOMOTJI0
1 TO 06CTOATENbCTBO, UTO YebypeyHas
6bl1a obopMIieHa Ha PoACTBEHHMKA
dpaHyanmzm.

FOPUONYECKUW MPAKTUKYM

JIEHNM MO OAHOMY WX CaMbIX PE30HAHCHbIX
Zen nocnefHux net B chepe dpaHyainsnHra
BepxoBHbili Cyn PO (cm. Kelic dpaHLWmn3bl
LASER LOVE).
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- A eciu napmHép 3anyckaem KOHKY-
pupyrowuli 6UsHec nocsie pacmopeHus
0oz2080pa c hpaHyalizepom, cnocobeH nu
3mom 0oz080p 3auumume?

- [a, ycnosue o HeKOHKypeHummn paboTa-
eT 1 nocne pactopKeHua gorosopa ¢paH-
Yal3unHra, eciv B cornalleHmn 6bl1o ykasaHo,
YTO NMAPTHEP He MMeeT NpaBa BECTU KOHKYPU-
pytowmin 61sHec B TeueHre onpefenéHHoro
BpeMeHU nocsie pacTopxeHus. [leno B Tom,
4yTO 06A3aTENBCTBO HE BECTN KOHKYPUPYIO-
LY AeATeNIbHOCTb He ABNAETCA NPeLMeTOM 1
CyTblo JOrOBOpPA U He NpeKpaLLaeTca BMecTe C
€ero pactopXkeHvem. Ml pactopxeHue fJOroBo-
pa He NPenATCTBYeT B3bICKaHWIO C HapyLUnTe-
na wrpada 3a HencrnosHeHne 06A3aTeNbCTB.

Takon nogxop ABNAETCA HOPMANbHOW NpPakK-
TUKOW, YTO NOATBEPAUN B CBOEM NOCTaHOB-

KEWC ®PAHLUU3bI LASER LOVE

OnviH 13 dpaHyamsn cetn Laser Love,
He Xenas NAaTUTb POANTU, OTKPbIN
CTYANIO SNUAALMN Mo CBOUM 6peH-
LOM, HECMOTPA Ha Hann4yume CooT-
BETCTBYIOLLErO 3anpeTa B JOroBope
KOMMepUecKon KoHueccun. B ceasn
C BbIIBIEHHbIM HapyLleHneM ppaH-
Yansep pacTopr 4OroBop, NOCse Yero
HapyLwmnTenb JOMKeH Obla 3aKpbITh
BCe gencTBytowme ctygnu. OgHako
dpaHyan3n cMeHun BbIBECKY BO GpaH-
LUM3HBIX TOYKaX 1 NPOJOIIXKN paboTy
C NICMOJIb30BaHMEM TeX e MapKeTUH-
rOBbIX MEXaHWUK 1 Npanc-nucToB. Bce
BHELUHME NPU3HaKN CBMAETENbCTBOBA-
N 06 NCMOMb30BaHMM OMbITa U 3HAHWIA,
NPUOBPETEHHBIX MPU COTPYAHNYECTBE
¢ dpaHyain3epom. B ntore aeno gowno
10 BepxosHoro Cyga PO, koTopblii npu-
3Han 060CHOBAHHOCTb MPEeAbABAEHHbIX
¢dpaHuarizepom TpeboBaHUNA.

- Kakyto nosuyuto 06b14Ho 3aHumaem cyo?

- Mo3uuus cyna no feny 3aBUCUT OT LieNo-
ro psaga $akTopoB, BAMAIOWYMX HAa NPUHATHE
UTOrOBOrO peLleHun:

- B/Aa LOrOBOpPa — B HAaCTosLLEe BpeMs Of-
HO3HauHbI MoAXo4 O AOMYCTUMOCTM B3bIC-
KaHus WTpada 3a BefeHVE KOHKYPUpPYIOLLEei
[eATenbHOCTN CGOPMMPOBAH TOJSIbKO B OTHO-
LUEHVN JOrOBOPa KOMMEPUECKOIN KOHLIECCHN.
MpUMeHNTENBHO K APYTVIM BrAAM JOrOBOPOB
(B YaCTHOCTY, NMLIEH3MOHHOMY [JOrOBOPY) TaKo-
ro eAMHoO06pasuA B CyaebHOM NpaKTuKe HeT;

— YC/I0BWI AOTrOBOPA — HACKOJIbKO AETaNIbHO
OHV NPOPABOTaHbl U HACKOSIbKO XOPOLLIO OHY
HaKNaAblBaloOTCA Ha KOHKPETHYIO MPaKTnye-
CKYI0 CUTYyaLuto;

- MpoLeccyanbHOl aKTUBHOCTA CTOPOH
N NpeacTaBeHHbIX gokasatenbcts. Cyabl
BbIHOCAT peLleHns, MCXoaaA 13 NPUHLMMNa Co-
CTA3aTeNIbHOCTM CTOPOH, MO3TOMY eC/vi npa-
Ban B Aene CTopoHa BeAéT cebA NacCMBHO,
He [OKa3bIBaeT U HE OMPOBEPraeT HyXKHble
06CTOATENbCTBA, TO CY[ BIHECET PELLEHNE B
Nosb3y APYroi CTOPOHDI.

CeropHs B cynebHoi npaktuke PO noss-
nseTcA BCE 6osblue KelicoB, rae Cyf B nofo6b-
HbIX CMIOPaXx 3aHNMAET CTOPOHY dpaHuyarizepa.
Ta TeHAeHLMs MO3UTVBHO BANUAET Ha GpaH-
Ya3MHIOBbI PbIHOK: OH CTAaHOBUTCA Gosiee
npefAcKasyemblM, y HapyLUTenen BCé MeHblue
naseek asia obMaHa, a ppaHyansepbl 3aLym-
LeHbl OT HeJOGPOCOBECTHBIX MAPTHEPOB U
yO6bITKOB.

Peknama. Peknamopatenb OO0 IOPUANYECKAA FPYMNMA COBET MHH 1841083078. erid: LatgBjNxy
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FOPUANYECKUW MPAKTUKYM

Sovet Law Group has been
specializing in intellectual property
protection and franchising support
since 2018. Today, the company’s team
includes more than 60 lawyers who
provide legal protection to Russia’s
largest franchise networks.

' Sovet is actively working to build

a non-compete practice in franchising,
including achieving success in

 the Supreme Court of the Russian

Federation.
Sovet is the leader of the national
rating of law firms Pravo-300 and is

i recommended by Rossiyskaya Gazeta

lawyers in the following nominations:
Intellectual Property, Tax Advisory,
Corporate Law.

RUSSIAN BUSINESS GUIDE {MAPT 2024}

- In contract law, there is something
called a non-compete agreement. Could
you explain what it is?

- Generally speaking, a non-compete
agreement is an obligation of one of the
parties not to engage in competitive
activities. Formally, this type of agreement
does not exist in Russian law and is therefore
not regulated in practice. However, the law
allows such provisions to be included in
a number of contracts.

It should be noted that in the Russian
Federation a non-compete agreement is
valid only in the sphere of civil relations.
In foreign practice, for example in the
USA, it can also be concluded between an
employer and an employee: after leaving
the company, the employee undertakes
not to work in competing companies. In

I franchising, as in any
n other sphere of business,
conflicts are inevitable, and

not always they can be solved

in pre-trial proceedings. One

of the most common conflict
situations is when a partner
leaves the network and tries

to continue the business in the
same area, but under a different
name. In an interview with our
publication, Artem Garden, a
partner of the company, told us
how franchisors' interests can be
protected in such situations.

Artem

Garden:

“MINIMIZING
FRANCHISOR
RISKS”

6e3onacHble
® peweHUd
ansa usHeca

Russia, a non-compete agreement in the
classical sense has not “taken root” in
the sphere of labor relations because it is
considered that the right to free labor is
untouchable and any restriction thereof is
illegitimate and unconstitutional. However,
non-compete agreements are widely used
by entrepreneurs.

- When can a non-compete clause in
a contract protect a franchise owner’s
interests?

- A non-compete agreement is relevant
when the owner of commercially valuable
information, technology or know-how is
interested in preventing a person who has
gained access to that information from using
it independently and occupying a certain
market share without compensation.



Most often, non-compete clauses are included
in franchise agreements. The reasons are clear — the
franchisor grants the franchisee the right to use the
brand, share production secrets, business strategies,
customer base, train and consult the partner’s staff.

And many franchise owners have faced
situations where a partner buys a franchise, studies
business know-how, commercial experience and
other confidential information about business
processes, and then uses this information to
open a competing business under a different
brand name without paying the franchisor the
due compensation (e.g., a lump sum).

To mitigate such risks, the franchise
agreement may contain provisions prohibiting
the franchisee from engaging in similar
business activities.

- How can this condition be correctly
stated in the contract?

— First of all, it should be noted that there is no
strict list of restrictions for a franchise agreement
in the legislation. It is important to consider all
possible scenarios of competing activities without
going too far and without significantly disturbing
the balance of interests of the parties. For
example, it is not worth setting too long a period
of prohibition of activities in the same field, as
there is a risk that the non-compete clause will
be challenged in court or by the antimonopoly
authorities and recognized as invalid.

The classic structure of a non-compete
clause consists of the following restrictions:

- independent conduct of competitive
activities;

- acquisition of interests and shares in
companies engaged in competing activities;

- holding managerial positions in
companies engaged in competing activities;

- providing information and consulting
services to third parties engaged in competing
activities;

- organizing franchising in a similar field
of business.

In addition, the agreement requires:

- disclose what is meant by similar
activities;

- specify the duration of the non-compete
obligation;

- provide for the extension of restrictions
to any affiliates related to the franchisee, such
as relatives.

The agreement should provide for a substantial
penalty for breach of the obligation to comply with
the restrictions. This will prevent the franchisee
from being tempted to violate the agreement.

- How can a violation of this condition
be proven?

— The first step is to gather evidence of
a violation, i.e., information that documents
that a particular person, at a particular place
and time, is engaged in competitive activity.

One of the main ways is to use the services
of mystery shoppers, i.e. independent persons
who go to the infringer and purchase goods or
services from him. Based on the results of the visit,

the mystery shopper prepares a report, which is
accompanied by photo, video and audio materials,
as well as a receipt confirming the purchase.

An additional advantage that strengthens
the position of the franchisor and his
chances of winning is the recording of the
use of developments obtained by the partner
within the framework of cooperation under
the franchise (for example, the presence of
similar items in the menu). This will prove
the obvious bad faith of the franchisee and
confirm the validity of the claimed sanction.

I should also note that it is very difficult to
prove in court that a franchisee is using the
franchisor’s know-how. However, if a non-
compete clause is included in the agreement,
the franchisor is relieved of the burden of
proving this fact in court.

Case CHEBUREK.MI FRANCHISE

The parties signed a license agreement
to open a Cheburek.mi snack bar.
One of the clauses of the agreement
stated that the franchisee guaranteed
not to establish other companies and
not to assist in the establishment of
organizations providing similar services
if such organizations were engaged in
the production and sale of chebureks.
Later, the franchisor revealed the fact
that the infringer had opened an outlet
of identical format (a cheburenaya), and
the clone enterprise provided similar
public catering services using the
know-how. The concept of the menu
of the cheburenaya was created on
the basis of the technological charts
for the preparation of dishes provided
under the contract. The fact that the
cheburenaya was registered under the
name of a relative of the franchisee did
not help to avoid liability.

- And if a partner launches a competing
business after the termination of the
franchisor’s agreement, is the agreement
able to protect?

- Yes, the non-compete agreement will
work even after the franchise agreement is
terminated if the agreement states that the
franchisee may not operate a competing
business for a certain period of time after
termination. The point is that the covenant
not to compete is not the subject matter
and substance of the agreement and
does not expire upon termination of the
agreement. And the termination of the
agreement does not prevent the breaching
party from collecting a penalty for non-
performance.

FOPUANYECKUW MPAKTUKYM

This approach is a common practice that was
confirmed by the Supreme Court of the Russian
Federation in its ruling on one of the most
prominent franchising cases of recent years (see
Case from Court Practice).
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Case LASER LOVE FRANCHISE

One of the Laser Love franchisees,
not wishing to pay royalties, opened
a hair removal studio under its own
brand, despite the prohibition in the
commercial concession agreement. As
a result of the discovered violation, the
franchisor terminated the agreement,
requiring the violator to close all
operating studios. However, the
franchisee changed the signage in
the franchise outlets and continued
to operate using the same marketing
mechanisms and price lists. All outward
indications were that the franchisee
was taking advantage of the experience
and expertise gained from working
with the franchisor. Eventually, the
case reached the Supreme Court of the
Russian Federation, which recognized
the validity of the franchisor’s claims.

- What position does the court usually
take?

- 'The court’s position on a case depends
on a number of factors that influence the final
decision:

- the type of contract: currently, there is
a clear approach to the admissibility of a fine
for competing activities only in relation to
a commercial concession agreement. there
is no such uniformity in court practice
with respect to other types of contracts
(in particular, license agreements);

- the terms of the contract: how detailed
they are and how well they overlap with the
specific practical situation;

- the parties’ procedural activity and the
evidence presented. courts make decisions
based on the principle of adversarial nature
of the parties, so if the right party in the
case behaves passively and does not prove
or disprove the necessary circumstances, the
court will make a decision in favor of the
other party.

Today in the judicial practice of the Russian
Federationthere are more and more cases
where the court sides with the franchisor in
such disputes. This trend has a positive impact
on the franchise market: it becomes more
predictable, infringers have fewer loopholes
for deception, and franchisors are protected
from dishonest partners and losses.
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BUN3HEC-KOHCANTUHT

E BreHunit Oponos, npeanpuHUMAaTeNb, NPaKTUK B NOCTPOEHUM
cucTemHoro 6usHeca, ocHoBarenb KomnaHuu Evolution
Management, nomoraert npegnpuHumarenam no Bcei Poccun

n CHT penatb 6M3HEC CUCTEMHBIM M ABTOMATU3MPOBAHHbIM.
Mbi noroopunu ¢ EBrennem 06 MHCTpyMeHTaX yCnewHoro
BefleHUA 6GU3Heca 1 0 3HAYUMOCTYN PONu NpeAnpuHUMaTenei B

o6LlecTBe U SKOHOMUKe.

OT PYTUHDI

KPOCTY:

KAK TTIOCTPOWNTb

DODEKTNBHYIO BN3HEC-
CNCTEMY N PACLLUNPUTD
bN3HEC O OEAEPAJIBHOTIO

MACLUTABA

- CKaume, Ymo makoe cucmemHbll
6usHec?

— CWCTeMHbIN GU3HEC — 3TO COCTOAHUE
KOMMaHUK, NPV KOTOPOM BCe OCHOBHbIE NPO-
Lleccbl onMcaHbl X aBTOMaTU3MPOBaHbI, @ Ha
99% BO3HMKAIOLLMX BONPOCOB €CTb KOHKPET-
Hble OTBETbl B perfameHTax, WHCTPYKLMAX
WX B aBTOMATM3UPOBaHHOW cucteme. He-
CMOTPA Ha TO, YTO NOPALOK 1 aBTOMaTM3aLMA
ABNAIOTCA HEOTbEMJIEMbIMY COCTABJIAIOLLN-
MU CUCTEMHOCTW, BaXKHO MOMHWUTb, YTO N1t06aA
KOMMaHuA — 3TO B NeEPBYI0 ouvepefb JIIoAu.
Korga Mbl roBOpMM O CUCTEMHOM GU3Hece,
nMeeM B BULY KOMaHAy, KoTopas obbefnHe-
Ha o6LLel N3BECTHON LIeNblo, Fae KaXKabl Co-
TPYAHUK MOHUMAET, YTO OT HEro OXKMAAETCA, U
3HaeT, Kak BbIMOJSHATb CBOU GYHKLIMN.

- Ha eaw 832110, kakasa Knw4eeas
npo6nema umeemcs 8 coepemMeHHbIX pocC-
culickux 6usHecax?

— HecmoTpsa Ha HeBepoATHYylO TanaHTIu-
BOCTb 1 CUJIy HALLEro Hapofa Y KOHKPETHO
npeanpuHMMatenen, camol cnabon cro-
POHOIN A cuuTalo ypoBeHb OOpa3oBaHMA.
OueHb MHOro 6U3HecoB co3faétca bykBanb-
HO Ha KonieHKe. BnagenbLbl He ymeloT nna-
HUpPOBaTb, MPOrHO3MpPoBaTb GUHAHCOBbLIN
pe3ynbTaTt, fake MNPUKas He KaKablii MOXeT
HOPMaJIbHO HamucaTb.

Mpwu 3ToM A y6eXXAEH, UTo NpeanprHMMa-
TENN — 3TO MeraBakHble N0AKN, Ha KOTOPbIX
BO MHOIMOM [EepPXUTCA LuMBUAM3aumA. He-
CMOTPSA Ha BCe NMPOTUBOLAENCTBUA, OHUN pea-
JIN3YIOT HOBYIO PeasibHOCTb U MEHAIOT Hally
XM3Hb. K coxkaneHuto, cpeamn HMX, 0CO6EHHO
B CHI, MHOXeCTBO HEKOMMETEHTHbIX NoAeNn.
N mos uenb — caenatb npegnpuHUMaTenen
ycrneLwHbIMUY, MOMOYb UM CO3[aTb KOMaHfbl,

Hanagmntb N aBTOMaTW3NPOBaATb YynpaBJie-
HWe, YTOObl OHW MO MaCLLITa6VIpOBaTb
CBOV GU3HECHI B PernoHasnbHblE, ¢e,qepanb-
Hbl€, a MOTOM 1 B MeXAYHapOoAHble.

- Pacckaxume nodopobHee npo Kakol-
HU6yOb ycnewHblIl Kelic.

— ApKnin NpUmep — ceTb CafloHOB OMTUKN
«Avnop». Eé Bnapgenunua Jlapuca 3yeBa —
OuYeHb TaNaHTAMBbLIA MNpeanpUHUMaTENb.
Korga oHa yBenuuuna ceTb [0 cemu cano-
HOB, CTOJIKHY/1aCb C XaOCOM — el MPULLIOCh
6bITb 1 NPOAABLIOM, U KNafOBLYUKOM, 1 On-
TOMETPUCTOM, 1 Byxrantepom, 1 T. A. Y Jla-
pUCbl Hayanu onyckaTbCA PYKW, B ronoBy
NPUXOAWIV MbIC/IN O NMPOAaxe KoMNaHuu 1
0 TOM, UYTO, BO3MOXHO, NpeanpuHMMaTenb-
CTBO — 3TO «He eé».

K Ham oHa mpuwna c npocbboli HaBe-
CTV MOPAAOK B KOMMaHUU. Mbl ¢ KOMaHAOW
nomMornu paspabotatb OprcTpykTypy, ou-
HaHCOBYIO MOAEeJb, aBTOMaTM3npoBany ¢u-
HaHCcoOBOe MNaHMpoBaHvWe Ha 6a3e Moero
NpPOrpaMmMHOro NpPoAyKTa, Co3hanu cmcremy
nokasatenennaawbopabl AnA ynpasBieHnsa —
B obLem, cienany 6usHec CUCTEMHbIM.

Ceiivac y Jlapucbl 16 canoHoB B OpeHbyp-
re v o6nactu, CUIbHasA cna)keHHaa KoMaHaa,
KoTopas cnocobHa CamoCTOATENbHO peLlaTb
BCE OCHOBHbIE 3aAaun B paboTe KOMMAHUN.
BusHec ctabunbHO pacTéT, a Jlapuca 3aHu-
MaeTcs pa3BuUTMEM, COBCTBEHHbBIM 06yYeHU-
€M 1 pacluMpAeT CBOIO CeTb.

- Ymo 6onbwe sce2o mewiaem Haseoe-
HUI0 NOpAOKA 8 KOMNAHUU U 8HedpeHUIo
UCKyccmeeHHO020 UHmessieKkma?

— KoHeuHo e, noau, a BepHee — X 3T1Ka.
Al y6exxaéH, uTo MallMHa HUKOrAa He 3ame-

HUT YenoBeKa MosIHOCTbIO, MOTOMY YTO 04N
06/1aatoT CNoCO6HOCTHIO TBOPUTH HOBOE.

Kpome TOro, MCKYCCTBEHHBIN VHTENNEKT
He crnocobeH reHeprpoBaTh 3MMaTUIo, Jiko-
60Bb, BOOXHOBEHWe. be3 3Toro HM ofHa
KOMMaHua He BbbKMBeT. lMosTomy Bcerga
HY>XHbl ByAyT TBOpPYECKME NIOAN, Naepbl —
Te, KTO XOUET U3MEHUTb MUP.

OpHako ecnin y niogeit ectb npobiembl
C 3TUKOW — BOPOBCTBO, KOHMMNKTbI, JIEHb,
BpPaHbé, — TO OHM fto6ble UHCTPYMEHTbI
HampaBAT Ha paspylweHune. Mostomy npu
BHEAPEHMUMN CUCTeMbl i fenar 60Mbluoii
aKLUEeHT Ha onpepaeneHuy uenu 6usHeca,
6a30BbIX MPUHLMMOB, Ha ¢UKcauuu Ao-
rOBOPEHHOCTEN B MUCbMEHHOM BUAe, Ha
YNaXXNBAaHUM KOHGUKTOB Ha PaHHKX CTa-
AVAX U T. 4. VI joHOLWY rnaBHyo LEHHOCTb
6u3Heca — CTapaTbCs B MEPBYO oyepenb
He fAeHbru 3apabaTtbiBaTb, a cO3fdaBaTb
KJTaCCHBIN MPOAYKT, KOTOPbIA peasnbHO Mo-
ne3eH KINEHTY.

- Modenumecs ceoumu npogheccuoHanb-
HbIMU NJIAHAMU Ha 6nuXatiwee 6ydyujee.

— B TeueHne 2024 roga mbl 3aKaHUYMBaeEM
pa3paboTKy OCHOBHbIX MOAynel Ha nnat-
¢dopme control.online gna pucTaHUMOHHO-
ro ynpanieHus 61sHecom, 1 B Gnvkanwumne
3-5 net A 6yny pa3BuBaTb 3TOT CEPBUC.
B ntore nnaHupyto caenatb U3 HEro «efuHo-
pora» Kk 2031 rogy. HanomH1o, 3T0 KoMnaHuA
C KanuTanusaumnen MunanMapa 4onnapos.

B TeueHue GnvKanmx NATA NET NaaHu-
pyto BbIBECTU 13 PYTUHbI He MeHee 5000 co6-
CTBEHHWKOB, CZleN1laB NX OU3HEChl CUCTEMHbI-
MU 1 aBTOMATU3NPOBAHHbBIMM.

becedosana CeemnaHa KHoiw

Peknama. Peknamopgaten OO0 3BOJIIOLUH MEHEAXXMEHT UHH 7718285309. erid: LatgBr6bb
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ACCOLMALUNSA «POCCUNCKO-TYPELLKUIA OANAJIOM .

HOBDbIE TOPU3OHTDbI PA3BUTUA

2023 rop, BbIgancA KpaiiHe
HACBIIeHHbBIM C TOYKU

3peHMs pa3BUTHSA JIeTIOBOTO
B3aMMOJeiCTBIA MeXy Poccueit
u Typuueii. Acconmanueii 6p11a
npoBeeHa 6onpmrasa padora:
Havamu paboty npoduibHbie
KOMMUTETHI, KOTOPbIe 3aHNMAIOTCS
m060MpoBaHeM HHUIUATIB
Ou3Hec-co001ecTBa B MHTEpPecax
YIeHOB Accouyanui; ObIIo
OKa3aHO COJIEIICTBIE PperoHaM

B OTKPBITHH VX TOPTOBBIX
NpefcTaBuTenbCTB B Typimm —

B CramMO0yre OTKphIITOCh
npencTaBuTenbcTBo Kopmopamun
pasButusa Ennceiickoit Cubupu;
NPOLIEN eNblil pay 6u3Hec-
MMCCHIT TP HENOCPECTBEHHOM
yuacTun Accomyanyu. Ynensr
Acconmanuy NpUHUMATN y4acTie
B KpynHeimunx ¢popymax u MHbIX
OM3HeC-MepOnPUATHAX KaK Ha =
Teppuropuu Poccum, Tak n 3a I ‘
py6exom. busHec-mapTHépCTBO
Poccun u Typuuu kpenser,
pasBuBaercs, u B 2024 ropy
NPENCTONT PEIUTH elmé

6onbie 3amay, KoTopbIe OyIyT

CIoco6CTBOBATH Pa3BUTHIO
9KOHOMIYECKOTO MApPTHEPCTBA
Pocciu n Typuum.
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POCCUNCKO-TYPELLKU ANANOT

ACCOLUALINA «POCCUNCKO-TYPELLKUA OANAJIOM»

NOABEJIA NTOTUTOAA

uHpopmaumnoHHoi nogaepxke Russian Business Guide npoBena 3acepanue Kpyrnoro crona,

1 3 Bekabpa Accounauma «Poccuitcko-Typeukuii guanor» npu nogaepxke TN PO u
Ha KoTopom 6binn noaBeaeHbl uTorn paborbl Accouuanum 3a 2023 rog u 0603HaueHbI

AanbHeillune HanpaBneHus peatenbHoctu B 2024 ropy.

BcTpeuy oTKpbino BbiCTynaeHWe npesu-
neHTa Accouymaunn PT[ ApceHa AronoBa.
«Ce200H#A passumue mop2o8bix omHoweHud,
compyoHU4Yecmao 8 NpoMbiwsIeHHOU cpepe
mexody Poccueli u Typyueti nosy4aiom ocobyro
OuHamuky. Mel sudum, Ymo mypeykue npo-
MblWwJ/1eHHble KOMNAHUU 20mMo8bl UHBECMUPO-
8ame 8 pasgumue npou3godcma 8 Poccuu, pas-
8usamb Koonepayuto 8 chepe npou3soocmad,
U OKa3blBaem akmugeHoe cooelicmaue 8 pacuiu-
peHUU KOHMAkmMoe Mex0dy poccutickumu u my-
peyKuMu 0es108bIMU Kpy2amu», — OTMETII OH.

B cBouX BbICTynneHUAx pykosoautenu
Accounauynn PT[ pacckazanu O BaKHbIX
3Tanax pa3BuTua Accouymauymun. «B Hogou
SKOHOMUYecKoU peasbHOCMU — 8 YC108UAX
CAHKYUOHHO20 0assieHUs 3andoHbIX CMPaH —
Typyus uepaem ocobyro posib cmpamezu4ecko-
20 hapmHépa 0514 Poccuu. 9mo o6ycsi08/1eHO
U 2eoepaguyeckum NosiIoXKeHUeMm, U posibto
Jloeucmuyeckozo xaba, u WupoKo ousepcu-
¢uyuposaHHoli SkKOHOMUKoU. Accoyuayus
«Poccuticko-Typeykuti 0uanoz» Ha4anaa ceok
deamesibHocme 8 2021 200y. AkmugHas pabo-
ma no 8bicmpau8aHuto 83auMooelicmaus ¢ my-
peyKum 6usHecom, c ompacsiesbiMu 0b6veduHe-
Huamu Typyuu npuwnace Ha 2022-2023 2006!.
Hamu opeaHu3osaHa coemecm+as paboma c
Poccuticko-Typeukum Oesnoseim cogemom, RTIB,
Poccuticko-Typeykol paboueli epynnoti PCIII1
u Opy2uMu cmpyKkmypamu. 9mo no3gosigem
chopmuposame MobusibHyto cucmemy 014
8b1X00d pOCCULICKUX KOMNAHUU Ha mypeykuti
PpbIHOK», — oTMeTuNa Mapusa CyBopoBcKas, Bu-
Le-npe3ngeHT Accoumaunm «Poccnmncko-Ty-
peuKunn gruanors.

Bbiny oTMeUeHbl 0OCHOBHblE COOLITUA, KO-
TOpble NPOU30LLN B »KN3HU Accoumanuum B
2023 ropgy: 3TO yyacTue BO MHOTUX KPYMHbIX
MexayHapoAHbIX Gopymax, ognucaHve paga
BaXKHeNLIMX COrnalleHuni, co3gaHne B pam-
Kax AccoumaLuunm NnpodunbHbIX OTPaCEBbIX
KOMMWTETOB, OpraHun3aumsa busHec-Mnccuin 3
pervioHoB PO B TypeLkyto Pecny6nuky, Haua-
710 paboTbl MO OTKPBITVIO NPEACTaBATENLCTB
cy6bekToB PO B Typunn. «B smom 200y mbl
oKasasu codelicmaue 8 omKpblmuu npeo-
cmasumenscmea 8 Cmambyne Kopnopayuu
pazsumus EHucelickol Cubupu. KpacHosp-
cKuli Kpati cmasa 0OHUM U3 NepabiX pe2uoHo8
P®, umeroujux ceoé npedcmasumesibCMao 8
Typuuu, — 3aaBun ApceH Atonos. — E20 mop-
)XecmeeHHOe OmKpblmue coOCMOoAI0Ch 80
s8pems 6u3Hec-muccuu ogpuyuansHol oese-
eayuu KpacHosapckozo kpas 8 Typyuto. beina
nposedeHa 60/1bwas N0020Mo8uUMesIbHASA pa-

6oma, u hakmuyecku npedcmasumesibCMeo
y2Ke HeCKoJIbKo Mecsayes akmusHo pabomaem.
Mol oueHb 0o80s1bHbI pe3yibmamamu. 1o xody
6bu3sHec-muccuu 6bi10 noonucaHo 10 coenawe-
Huli 0 compyOHU4Yecmae — 3mo KOHKpemHele u
oYeHb 8neYamJisou4ue pesysibmamboi».

Bbinm 03ByuYeHbl N KOHKPETHbIE HanpasJie-
HUA paboTtbl Accoumaumn B 2024 rogy. Tak,
Mapua CyBopoBcKas pacckasana 0 TOM, YTo
CerofHaA ot TypeLKux napTHEpoB B AccoLma-
Lo BCE Yallie NMoCTynatoT BOMPOChI HE TONIbKO
Mo UMMOPTY-3KCMOPTY TOBAPOB, HO 11 NPO BO3-
MOXXHOCTV JIOKaNIM3aLmm 34eCb CBOMX MPOow3-
BoAcTB. OTTaNIkKMBaACb OT 3aNpPOCOB YNIeHOB
Accoumauuu, B cnegytollem rogy Accoupmaums
NaaHMpyeT 3anycK NPOMBbILLIEHHOrO NapKa
TypeukKoro 6usHeca Ha Tepputopun LIOO.
B napke nnaHupyeTca yyactme TypeLKnx
npeanpuATAA U3 CaMblX Pa3HbIX oTpacsien
NpPOV3BOACTB.

Bnagvmunp Smmep, npeacrasutens TN PO B
Typeukoii Pecnybnvike, B CBOEM BbICTYNNEHNN
TakXe NoAYepKHYI1, YTO CEFOAHA NHTepechl
[EenoBbIX Kpyros Typuuy nexat He TONbKo B
chepe cblpbeBOro 3KCNopTa: BCE akTUBHEe
pa3BuBatoTCA noctaBky 13 PO gpyrvix rpynn To-
BapOB — KOCMETUKM, yAOOPEHWI, XUMMYECKON
NpoAyKLUUN 1 Np., eCTb 3aMHTEPECOBAHHOCTb
B COTPYAHMYECTBE B chepe MaLUMHOCTPOEHMS,
SHepreTnkn. OH Tak»Ke OTMETWS BCE pacTyLUmN
WHTEpPEC K 3IEKTPOHHOW KOMMEPLN.

PykoBogutenb LleHTpa nopaep»Km aKc-
nopta P3Ll MNaeen LUn6bunos pacckasan o
TeX Mepax noaAep»KKu, KOTOPbIMU MOTYT
BOCMO/Nb30BaTbCA POCCUICKME NMPOV3BOAN-
Tenu, 3anHTepecoBaHHble B BI.

B yactHoCTW, laHn3na 281c, reHepanbHbIi
AMPEKTOP KoMNaHum «[JuBa SKCnopT», onepa-
TOpa AerycraumoHHO-AEMOHCTPALMOHHOTO
nasunboHa AlK Poccum B Typuumn, paccka-
3asa, uto B pamkax nporpammbl Good Food
Russia ot P3L| ceropHaA y»ke 6b1710 OTFpyKeHO
npoayKkuum Ha 450 MiiH pybnei, 1, HecMoTpsA
Ha CJIOXKHYI0 NpoLefypy perncrtpauumn npo-
[OBOJIbCTBEHHbIX TOBapoB B Typuuu, npo-

RUSSIA
TURKEY

DIALOG

ABVXKeHWe NpoayKLMM pOCCUNCKIX MPOW3-
BOAUTENen Habnpaet 060POTbI, B MaBUIbOHE
y>e NpeAcTaBieHbl TOBapbl OT 85 KOMMaHWIA.

B xofe Kpyrnoro ctona Takxe npo3Byyasnm
BbICTYMIEHNA NpeAcTaBUTENeN OTpacseBblX
KOMUTETOB, KOTOPble CEroAHA AENCTBYIOT B
pamkax Accoumauumu PT[. MBaH Ctapony6-
ueB, npefctaBuTenb «Pyccodt» B Typumm un
npegcepatensb Komuteta Accoumaumm PT
no NHGOPMALNOHHBIM TEXHONOMUAM, OTMe-
TWJ, YTO €CTb 3HAUUTENbHbIN NOTEHLWanN Ana
3KCnopTa poccnickux [T-npoekTos B TypLmio
1 COTPYAHUYECTBA B 3TN cdepe, HO HeobXo-
LVMbI MPaBUSIbHbIE 1 AONTOCPOYHbIE MEPDI, B
TOM YMCE U MPUHATbIE Ha NPaBUTESIbCTBEH-
HOM ypOBHe, KoTopble 6yayT CnocobCcTBOBaTh
pa3BuTUIO 3TON chepbl.

EBreHunn HukndopeHko, npeactaBuTenb
rpynnbl KomnaHunm «b1», Bo3rnasnatoLen
KomnTeT no Hanoram, TaMoXKHe, NpaBy U
COMpPOBOXKAEHNIO 613HeCa, B CBOEM BbICTYM-
NEHVV 3aTPOHYJ aKTyaslbHble BOMPOCHI Ha-
JIOrOBOrO PerynvMpoBaHuna U TpaHchepTHOro
LleHo0o6pa3oBaHNs. AHTOH JIeBLOHCKWI, 3a-
MeCTUTENb NPeAceaaTeNia KOMUTETa, CTapLLNIA
MeHezKep No GUHAHCOBOMY KOHCYIbTUPOBa-
HUIO FPYNIMbl KOMMAAHUA «MapunimoH», ocee-
TUN TEMY UHBECTULMIA TYPELIKX KOMMaHWI
B Poccutio 1 Te opraHv3aLMoHHblE BONPOCHI,
KOoTopble TpebyoT 0co60ro BHUMaHUA Npu
BbIXOZle Ha HOBbIE PbIHKN.

O BO3MOXHOCTAX COTPYAHMYECTBA B
NPOV3BOACTBEHHOW Chepe 1 NepCrneKTUBHBIX
HanpaBneHUAX pacckasan rnaea Komurterta no
NPOMbILINEHHOCTN AHTOH AKYyLLEB, PYKOBO-
LAVTENb NPOEKTHbIX NPOAAXK KOMMNPECCOPHbIX
yctaHoBoK AO «[lanrakbipaH-My.

Take Ha Kpyriiom cTose 6blsia 3aTpoHyTa
TEMa MeXPEermoHanbHON KOMMYHUKaLUN.
CBOUM OMbITOM B Pa3BUTUN POCCUNCKO-TY-
peLKoro NapTHEPCTBA NOAENNNCH NPeACTa-
BuTenu Jinneukon 1 YnbaHoBCKou obnacten,
KpacHospckoro Kpas, Pecnybnuku Kpbim.

3aBepLInIoCb MeponpuATMEe BpyYeHEM
NaMATHbIX AUMAOMOB YneHam Accoumaumm —
«3a ycrnewHoe pa3BuTre MeXxayHapoaHOro
Avanora, peanusaumio 3epPeKTVBHbIX MPOEK-
TOB 1 BKJ1aj B A€NOBY0 KOMMYHMKaLuio ¢ Ty-
peLKoi Pecny6nvkoin».

3a 3TOT rof yfanocb 4o6UTbCA OYeHb
MHoOroro, a Bnepegm y Accounaumm «Poccni-
cKo-TypeuKunin fgruanor» ewé 6onblue pabo-
Tbl, HAMPaBAEHHOW Ha Pa3BUTNE KOHTAKTOB
MeXay POCCUNCKUMU 1 TYPELIKUMI AENOBbIMM
Kpyramu C Lienbio pa3BUTHA MeXAYHapPOAHOro
613HEC-B3aIMOAENCTBUS.
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The meeting was opened by the speech
of Arsen Ayupov, President of RTD
Association. “Today, the development of
trade relations, cooperation in the industrial
sphere between Russia and Turkey are getting
a special dynamics. We see that Turkish
industrial companies are ready to invest in
the development of production facilities in
Russia, to develop cooperation in the field of
production, and we provide active assistance
in expanding contacts between Russian and
Turkish business circles,” he noted.

In their speeches, the heads of the RTD
Association spoke about the important stages
of the Association’s development. “In the
new economic reality — under the sanctions
pressure of Western countries — Turkey plays
a special role of a strategic partner for Russia.
This is due to its geographical location, its role
as a logistics hub, and its widely diversified
economy. The Association “Russian-Turkish
Dialogue” started its activities in 2021. Active
work on building cooperation with Turkish
business and industry associations in Turkey
took place in 2022-2023. We have organized
joint work with the Russian-Turkish Business
Council, RTIB, the Russian-Turkish Working
Group of the Russian Union of Industrialists
and Entrepreneurs and other structures. This
allows us to form a mobile system for Russian
companies to enter the Turkish market,” said
Maria Suvorovskaya, Vice-President of the
Association “Russian-Turkish Dialogue”

The main events that took place in the
life of the Association in 2023 were noted:
these are participation in many major
international forums, signing of a number of
important agreements, creation of specialized
industry committees within the Association,
organization of business missions from the
regions of the Russian Federation to the
Republic of Turkey, the beginning of work on
opening representative offices of the Russian
Federation subjects in Turkey. “This year we
assisted in opening a representative office in
Istanbul for the Yenisey Siberia Development
Corporation. Krasnoyarsk region became one
of the first regions of the Russian Federation to
have its representative office in Turkey,” said
Arsen Ayupov. “Its grand opening took place

On

December 13, the Association “Russian-Turkish Dialogue” with the
support of the Chamber of Commerce and Industry of the Russian

Federation and information support of the Russian Business Guide held a
roundtable meeting, which summarized the results of the Association's work for
2023 and outlined further directions of activity in 2024.

THE ASSOCIATION

“RUSSIAN-TURKISH DIALOGUE"

SUMMARIZED THE
RESULTS OF THE YEAR

during the business mission of the Krasnoyarsk
region official delegation to Turkey. A lot of
preparatory work was carried out, and in
fact the representative office has been actively
working for several months already. We are very
pleased with the results. During the business
mission 10 agreements on cooperation were
signed — these are concrete and very impressive
results”

Specific directions of the Association’s work
in 2024 were also announced. Thus, Maria
Suvorovskaya said that today the Association
receives more and more questions from Turkish
partners not only about import-export of goods,
but also about the possibility of localization of
their production facilities here. Based on the
requests of the Association members, next year
the Association plans to launch an industrial
park for Turkish business in the territory of the
Central Federal District. Turkish enterprises
from various branches of production are planned
to participate in the park.

Vladimir Emmer, representative of the
Chamber of Commerce and Industry of the
Russian Federation in the Republic of Turkey,
in his speech also emphasized that today the
interests of Turkish business circles lie not only
in the sphere of raw materials export: supplies
from Russia of other groups of goods -
cosmetics, fertilizers, chemical products, etc.-
are developing more and more actively, there
is interest in cooperation in the sphere of
mechanical engineering and energy. Healso
noted the growing interest in e-commerce.

Pavel Shibilov, Head of the REC Export
Support Center, spoke about the support
measures available to Russian producers
interested in foreign economic activity.

In particular, Daniela Edis, General Director
of Diva Export, the operator of the tasting and
demonstration pavilion of the AIC of Russia
in Turkey, said that within the framework
of the “Good Food Russia” program of the
REC, products worth 450 million rubles have
already been shipped today, and despite the
complicated procedure of registration of food
products in Turkey, the promotion of products
of Russian producers is gaining momentum,
the pavilion has already presented products
of 85 companies.

During the round table there were also
speeches of the representatives of the industrial
committees, which today operate within the
RTD Association. Ivan Starodubtsev, the
representative of Russoft in Turkey and the
Chairman of the Information Technologies
Committee of the RTD Association, noted that
there is a significant potential for export of
Russian IT projects to Turkey and cooperation
in this sphere, but correct and long-term
measures are needed, including those at the
government level, which will contribute to the
development of this sphere.

Evgeniy Nikiforenko, the representative
of B1 Group of Companies, who heads
the Committee on Taxes, Customs, Law
and Business Support, touched upon the
current issues of tax regulation and transfer
pricing in his speech. Anton Levdonsky,
Deputy Chairman of the Committee,
Senior Manager for Financial Consulting of
Marillion Group of Companies, highlighted
the issue of investments of Turkish
companies in Russia and the organizational
issues that require special attention when
entering new markets.

Anton Yakushev, the Head of the Industry
Committee and the Project Sales Manager of
the Compressor Units of JSC Dalgakiran-M,
spoke about the possibilities and promising
directions of cooperation in the field of
production.

The topic of interregional communication
was also discussed at the round table.
Representatives of Lipetsk and Ulyanovsk
regions, Krasnoyarsk region, Republic
of Crimea shared their experience in the
development of Russian-Turkish partnership.

The event ended with the presentation of
memorable diplomas to the members of the
Association “For successful development of
international dialogue, implementation of
effective projects and contribution to business
communication with the Republic of Turkey”

This year the Association “Russian-
Turkish Dialogue” has achieved a lot, and
the Association still has a lot of work to do in
order to develop contacts between Russian and
Turkish business circles for the development
of international business interaction.
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«MEXXAYHAPOAHOE COTPYAHUYECTBO
B OBJIACTU AEPEBOOBPABOTKMN.
OnbIT B3aUMOAeNCTBUSA B HOBOM 3KOHOMUYECKOM
peanbHOCTU MeXAay Poccmnen n Typunenn

¢espana 2024 r. Accounauma «Poccuiicko-Typenkuii guanor» npu nogaepxke TIM PO n uapopmaunoxHom
nopaepxke Russian Business Guide npoBena Kpyrnbiit cton Ha Temy «MeXyHapoiHOe COTPYAHMYECTBO B 06/1acTy
AepeBoobpa6oTku. OnbIT B3aMMoAencTBUA B HOBON SIKOHOMUYECKOI peanbHocTy Mexay Poccueit n Typumeii».

B auckyccum nprHAnm yyactre npefcrasu-
Tenu NpaBuTENbCTB PErMOHOB, PyKOBOAUTENN
KOMMaHwui, oTpacneBbix accoumaumn Typumm,
Kopropauwuii pa3sutna pernoHos PO, 6aHkoB
n obbeanHeHnn busHeca. Mogepatopom
BCTpeuu BbicTynuna Mapua CyBopoBcKas,
BuLe-npe3ngeHT Accounauun PTA.

«Poccuu ecmeb Ymo npednoxume Typyuu 8
chepe Oepesoobpabomku, u ecmb Mo, 4mo Mol
20Mo8bl NepeHAMb 0m mypeykux KomnaHud,
pabomatoujux 8 3modi cpepe. Ce200HA MHo2ue
Hawu mypeykue napmHépsl paccmampusaiom
pocculickuli pbIHOK C MOYKU 3peHUs I0Kau-
3ayuu 30ecb npou3soo0cmea no nepepabomexe
OpesecuHsl, a pocculickue pe2uoHsl, 8 80K
oyepedb, 20mMo8bl NPUHAMb MypeyKux Npou3s-
soodumerieli, mak 4Ymo camoe 8pema NPUXO-
0UMb U OMKpbIBAMb NPeONPUAMUS 8 pe2UOHAX
Poccuu», — 0OTMeTUN BO BCTYNUTENIbHOM CJIOBE
npe3snaeHT Accoumnaumm ««Poccmincko-Typew-
Kui gnanor» ApceH Atonos.

Wropb KpblcaHoB, 3amecTuTenb npeace-
natena Komuteta TMM PO no npeanpuHu-
MaTenbCTBY B IECHOM KOMMEKCe, OTMETWS,
UTO MeXXAyHapoAHoe NapTHEPCTBO B chepe
JIECHOV MPOMBILNIEHHOCTN ABNAETCA OLAHUM
13 MPUOPUTETHBIX HamnpaBfieHni. Toproso-
NPOMbILWIEHHaA NanaTa FOTOBa OKa3aTb BCe-
CTOPOHHee CofeNCTBME U KOHCYIbTaLMOHHYO
noaAep KKy no Bonpocam pasBuUTUA TypeLIKNX
npomn3BoacTB B Poccun. A Takxke — IpuUHMMaTh
aKTVBHOE yyacTue B opraHm3auum Meponpu-
ATUI C NPUBNEYEHNEM POCCUACKUX U TypeL-
KMX NpefAcTaBuTenein neconpomblLIeHHOrO
KOMIMeKca C Lenblo BbIPpabOTKN peLLeHnin no
obecneyeHuo B3aIMOBbIFOAHOIO COTPYAHU-
yectBa mexgy Poccmen n Typuuen.

RUSSIAN BUSINESS GUIDE {MAPT 2024}

Kak 3ametun Tumyp VpTyraHoB, reHepasnb-
HbI AnpeKkTop Accoumraymnm npeanpuaTun
Meb6enbHON 1 fepeBoobpabaTbiBatoLLel Npo-
MblILNeHHoCTH Poccnn, y Poccun yxke Hapabo-
TaH XOPOLUMIA OMbIT NAPTHEPCTBA C TYPELKAMU
OTpac/eBbIMI KOMMaHKAMN. B kauecTse ycnelwu-
HOro MpYIMepa Takoro NapTHEPCTBaA CNKEP Ha-
3Ban KomnaHmio Kastamonu, Kotopas AaBHO 1
ycneluHo pabotaet B chepe gepeBoobpaba-
TbIBalOLLE MPOMBbILLIIEHHOCTV HAa POCCUCKOM
pblHKe. «be3 Kastamonu y»xe Heao3moxHo cebe
npedcmasume 0epesoobpabamsigarowjuli u
MmebesibHbIU pbIHOK Poccuu, HO YmMo 0cObeHHO
8AXKHO — KOMNAHUA UHBECMUpPYem cpedcmaead 8
passumue ompacseli U npumeHsaem cucmem-
HbIl N0OX00 K pabome HA poccUliCKOM pbiHKe.
T0006HbIL ONbIM MOXXem CI1yXUmb OMIUYHbIM
OpueHMUpPOM 0115 Opyaux mypeyKux Npou3eoou-
meneti», — otmeTn Tumyp ViptyraHos.

PykoBogutenb HanpaeneHya No pa3BuTuio
MexzyHapoaHbIx npoekTos POL| Hagknbynno
ladppop3opa Oxabbopu pacckazan o mepax
NoALePXKKM NPON3BOAUTENEN 1eCOMNPOMbILL-
NIeHHOro Komnnekca no anHum Mpynnol POL,.

B xofe Kpyrnoro ctona Takxe BbICTYNUIN
PYKOBOAMTENN TyPELIKMX OTPaC/eBbIX acCOLM-
auuin: Erkan Kalafat — npesmaeHT Accoumauum
AepeBoobpabaTbiBatoLLX MPOMBILLIEHHUKOB
1 cneupanmctoB (AHSAPDER); Mustafa Sisman —
uneH npasneHna Accoumaumm NpeanpuHn-
mMaTesniei 1ecHoM NPoMbIWNeHHOCTH Typunn
(TORID). PykoBogutenu npodeccroHasnbHbIx
obbearHeHNI NOATBEPAUNN CBOIO 3anHTepe-
COBaHHOCTb B Pa3BUTUY MPOMbILLIIEHHON
KoorepaLumnmn ¢ POCCUNCKUMIN KOMMAHUAMMA,
OHWU TaK»Ke 3aTPOHYNIM BOMPOChI NOTUCTUKMA,
nocTaBoK o6opynoBaHUA 1 Apyrve oTpacne-

Bble BOMPOChHI, KOTOpble TPebyloT BHUMaHNA
YUYaCTHNKOB PbIHKa.

B Anckyccum nprHAnmM yyacTtve v npepcTa-
BuTenun cybbektos PO: nbaap brkbaes — 3a-
MecTuTenb NOJIHOMOYHOIO NpeACcTaBUTENsA
Pecny6nukn balkopTocTaH Npu npesnaeHTe
P®, AHactacmsa MyHgpo — npepcTasutenb AHO
«Kopnopauws pa3sutra EHncelickon Cnbupuy;
Omutpnin KOpkoB — npepcTaButenb rybepHa-
Topa ApxaHrenbcko 06nacT No pasBuTMio
Apktuku; AnéHa Kncenesa — pykoBoauTtenb
HarnpaBfieHUA NO NPUBMIEYEHIO MHBECTULIN
AO «Kopriopauus pa3sutuna YnbaHoBCKoM 06-
nactuy». OHM pacckasanu yyacTHUKaM BCTpeuur
0 Tol paboTe, KOTOpas CerofHA NAET B pervio-
Hax Mo pacLUpeHUto COTPYAHNYECTBa C TypeL-
KM KOMNaHWAMM, Cneumani3vpyowmummca
Ha 06paboTKe ApeBeCcuHbl U NeCONPOMbILL-
NEeHHON NPOAYKLMK, O TeX UHBECTULIMOHHbBIX
npoekKTax, KoTopble peann3yTca CerogHs B
3TON chepe B pervioHax. Takke permoHanbHble
npeAcTaByUTENN OTMETUNN, YTO CErOAHA CO3Aa-
Hbl fieICTBEHHble MEeXaHM3Mbl FOCMOALEPXKKM
VNHBECTULNOHHbIX MPOEKTOB, 1 Koornepauusa
B 3TOW cdepe, cO3[aHNe COBMECTHbIX Npe-
NPUATUN 1 yYacTre TypeLKnx KOMNaHui B
pervioHanbHbIX MHBECTULMOHHbIX MPOeKTax
6ynyT cnocobCTBOBaTb YKPENIeHUI0 AeN0BOro
B3ammopencTana mexxgy Poccuen n Typumen.

O6beauHéHHble ycunua Poccun n Typunn
MOTYT MPUBECTU K CO3JaHNI0 COBMECTHbIX
npepnpuATUiA, oOMeHy TEXHONOTMAMN 1
OMbITOM, a TaKXe K Pa3BUTMIO HOBbIX PbIHKOB
c6biTa. Ha poHe rnobanbHbIX U3MEHEHWI B
MUPOBOI SKOHOMWUKE TaKoe COTPYAHNYECTBO
MOXeT CTaTb BaKHbIM haKTOpPOM /1A CTabunb-
HOro pa3BUTUA 06enx cTpaH.



On

February 8, 2024 the Association “Russian-Turkish Dialogue”
with the support of the Chamber of Commerce and Industry of

the Russian Federation and information support of the Russian Business
Guide held a round table on “International cooperation in the field of
woodworking. Experience of interaction in the new economic reality

between Russia and Turkey”.

“INTERNATIONAL
COOPERATION IN THE FIELD OF
WOODWORKING.

Experience of interaction in the
new economic reality”

The discussion was attended by
representatives of regional governments,
heads of companies, industrial associations of
Turkey, development corporations of Russian
regions, banks and business associations.
The meeting was moderated by Maria
Suvorovskaya, Vice President of the RTD
Association.

“Russia has something to offer Turkey in
woodworking, and there is something that we
are ready to adopt from Turkish companies
working in this field. Today, many of our
Turkish partners are considering the Russian
market from the point of view of localization of
wood processing production here, and Russian
regions, in turn, are ready to accept Turkish
manufacturers, so it is high time to come and
open enterprises in the regions of Russia,”
said in the opening speech the President of
the Association “Russian-Turkish Dialogue”
Arsen Ayupov.

Igor Krysanov, Deputy Chairman of the
Russian Chamber of Commerce and Industry
Committee on Forestry Entrepreneurship,
noted that international partnership in the
timber industry is one of the priority areas.
The Chamber of Commerce and Industry is
ready to provide comprehensive assistance
and consulting support for the development
of Turkish production in Russia. And also -
to take an active part in the organization of
events involving Russian and Turkish
representatives of the timber industry in
order to develop solutions to ensure mutually
beneficial cooperation between Russia and
Turkey.

Timur Irtuganov, General Director of the
Association of Furniture and Wood Processing
Industries of Russia, noted that Russia has
already gained good experience of partnership
with Turkish industrial companies. As
a successful example of such a partnership, the

POCCUNCKO-TYPELLKUI ANANOT

speaker mentioned the Kastamonu company,
which has been successfully operating in
the woodworking industry on the Russian
market for a long time. “It is impossible to
imagine the woodworking and furniture
market in Russia without Kastamonu, but
what is especially important - the company
invests in the development of industries and
applies a systematic approach to work in the
Russian market. Such experience can serve
as an excellent reference for other Turkish
manufacturers,” said Timur Irtuganov.

Najibullo Gafforzoda Jabbori, Head of
International Projects Development at REC,
spoke about the support provided by the REC
Group to producers in the timber industry.

The heads of Turkish industry associations
also spoke at the roundtable: Erkan Kalafat-
President of the Association of Industrialists
and Professionals of the Wood Industry
(AHSAPDER); Mustafa Sisman -Member
of the Board of the Turkish Forest Industry
Entrepreneurs” Association (TORID). The
leaders of the professional associations
confirmed their interest in the development
of industrial cooperation with Russian
companies, they also touched upon logistics,
equipment supply and other issues of the
industry that require the attention of the
market participants.

Representatives of the constituent
entities of the Russian Federation also
took part in the discussion: Ildar Bikbayev
-Deputy Plenipotentiary Representative of
the Republic of Bashkortostan under the
President of the Russian Federation, Anastasia
Mundro - Representative of the Autonomous
Non-Profit Organization “Corporation for
the Development of Yenisey Siberia’, Dmitry
Yurkov -Representative of the Governor of
the Arkhangelsk Region for the Development
of the Arctic, Alyona Kiseleva — Head of the
Investment Attraction Department of JSC
“Corporation for the Development of the
Ulyanovsk Region”. They told the participants
of the meeting about the work being done in
the regions to expand cooperation with Turkish
companies specializing in wood processing
and wood products, about the investment
projects that are being implemented in the
regions in this area today. The representatives
of the regions also noted that today effective
mechanisms of state support of investment
projects have been createdand cooperation
in this sphere, creation of joint ventures
and participation of Turkish companies in
regional investment projects will contribute to
strengthening of business interaction between
Russia and Turkey.

The joint efforts of Russia and Turkey can
lead to the creation of joint ventures, the
exchange of technologies and experience, and
the development of new markets. Against the
background of global changes in the world
economy, such cooperation can become an
important factor for the stable development
of both countries.
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HATA/1bS LLON:
«LLNDPOBbLIE

TEXHONOI MW

[MTOMOTAKOT
[TPUHNMATD
BEPHDbIE

CTPATEIMHYECKNE

PELLIEHW AN

erofHA LudpoBble TEXHONOTMN UTPAIOT KNNIOYEBYIO PONb B NOBbILIEHUN 3P PEKTUBHOCTH GU3HECA: OHN NO3BONAIOT

6bICTPO aAaNTMPOBATbLCA K U3MEHAIOLNMCA PbIHOYHBIM YCI0BUAM, CTUMYMPYIOT KOMNAHUK NPUHUMATD
HecTaHAapTHbIe pelleHns, KoTopble NO3BONAIOT UM PacTh U pa3BUBaTbCA. BMmecTe ¢ TexHONOrMAMN MEHAIOTCA U ponu
pykoBoauTenei Komnaxuii. CneuuanucTbl rpynnbl Komnaxuin <Mapunnmon» o6napaioT 3HauNTeNbHbIM ONbITOM YCNELIHO
peanusauuu npoeKToB no uudposusawumn 6usHec-npoueccos. 0 TOM, Kak TEXHONOTMM MEHAIOT paboTy GUHAHCOBLIX KOMaHA,
B L(ppoBoil IKOHOMUKe, — B MHTepBblo ¢ Hatanbeii Lioi, ynpaBnsaiowmm naprHépom rpynnbl Komnanuii <Mapunnnou».

- Hamaneos, kKakue meHdeHyuu 8 pabome
¢huHaHcoeoii KOMaHObI 8 HOBbIX peanusx 8bl
moanu 6o ommemums?

- B coBpemeHHOM NoHUMaHUN G1HAHCOBbIN
LVPEKTOP He MPOCTO BbIMOJIHAET yUETHblE
bYHKUMM — OH ABNAETCA BU3HEC-MapTHEPOM,
KOTOPbI/i MPUHMMAET aKTUBHOE yyacTue
He TONbKO B GMHAHCOBOM YUYETe, HO 1 BO
BCeX O6M3Hec-NpoLieccax BHYTPU KOMMaHWK,
nopakstoyaeTca K paspaboTke cTpateruu
pa3BuTus. CooTBETCTBEHHO, B Chepe ero oT-
BETCTBEHHOCTU HAXOAUTCA U POCT 3GPEKTHB-
HoCTW 6U3Heca.
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Kpome Toro, pbIHOK cerofHs KpalHe AuHamm-
UeH, 1 ynpasneHLam B rHaHCOBON cdepe Xu3-
HEHHO HEOOXOLAUM MOHUTOPVHT MOKa3aTesnei
B PEXXMME pearibHOro BPeMeHM, YTobbl coxpa-
HATb JIMKBUGHOCTb U GUHAHCOBYIO YCTONUMBOCTb
6u3Heca. Hanpumep, prHaHCOBOMY MeHemKepy
TpebyeTcsa onepaTViBHO OTC/IEXMBATL U NiaHK-
pOBaTb OCTATKM MO CYETaAM, MNIATEXN, BbIPYUKY,
33[J0/KEHHOCTb, IHCTPYMEHTbI MIHBECTVPOBAHNIA
1 T. 8. OfHa 13 KnoyeBbIX 334 COBPEMEHHOTO
dVHAHCOBOTO AMpeKTOpa — cObMPaTh, 06006LLATD,
aHanM3KpPOBaTh U NMPOTHO3MPOBATb B PEAIbHOM
BpemeHV GUHAHCOBbIE faHHbIE.

Mbl Habmogaem pacTyLLwmii CNpocC Ha creww-
anncToB B GrHAHCOBO chepe 1 BMecTe € Tem
pOoCT TpeGoBaHUIA K NX KBanudukaumm. B Teky-
WX peanuax 3ddeKTMBHOE NCMOoNb30BaHMe
LUUOPOBBIX peLIeHii MO3BONAET BbIBECTU
drHaHCoBYI0 GYHKLMIO HAa HOBbIN YPOBEHD.

- Kakue ananumu4yeckue uHcmpymeH-
Mol ce200HA UCNO/1b3YIOMCA K/IUeHmamu
KomnaHuu?

- lpynna komnaHun «<MapunnmoH» apnaeT-
ca oduLmManbHbIM NapTHEPOM 1C, 11, KOHEUHO,
Mbl MCMONIb3yeM pasfinyHble NPOrpaMmHble



npoaykTbl 1C, 3aHMMaemMcA UX BHE[PEHNEM,
LlopabOTKOMW, MHTErpaLmen ¢ KOpnopaTBHbI-
MU cucTeMamu, paspabaTtbiBaem pasinyHble
aHanuTMyeckne oTyéTbl ans 6msHeca. Oco-
60e BHVMMaHWe cellyac yaenseTca NpoayKTam
1C:ERP - Kak anbTepHaT/iBe MHOCTPAHHbIX pe-
LWeHN. Mbl 3aHUMaemcA UX LopaboTKol nog
HY[bl KNMEHTOB: Hanpumep, Ansa GopMmpo-
BaHUA OTYETOB MO AeOUTOPCKON 3a0SKEHHO-
CTW, NO PACUYETY MapXKMHaNIbHOCTV TOBapOB;
HacTpanBaem pasfinyHble 610KM, KOTOpble
No3BOMAT MNAaHMPOBATb 3aTpaTbl, COCTAB-
NATb Y KOHTPONMPOBATL BHOAXKETbI.

AKTMBHO NPUMeHATCA B PUHaAHCAxX pas-
nnyHble Bl-cnctembl (cnuctembl GU3Hec-aHanu-
TUKK, Business Intelligence). OHn no3sonstoT
BU3Yyanu3npoBaTb, CUCTEMATU3NPOBATL U aHa-
NN3MpPOoBaTb MOKa3aTeNin KOMMAHWIA, BblaaBas
OTYéTbI B yIOGHOM AN BOCNPUATUA BUAE —
HarAgHbIX rpadrKoBs, Tabnnl, guarpamm,
KOTOpbIe MNPy 3TOM O6HOBAIAIOTCA B peXXMMe
peanbHoro BpemeHn. CerogHa ¢puHaHCOBbIE
cneumnanmcTbl JOMMKHbI yMeTb paboTathb ¢ Bl-
cucTemamm, YTobbl ONepPaTBHO BbIABAATD
PUCKN, AenaTb TOUYHbIE BbIBOABI U MPUHMMAaTb
BEPHble CTpaTeErnyeckme peLleHmns.

- 3a c4ém kakux UT-uHcmpymeHmMoe Mmox-
HO docmu4b coKpaweHus sampam?

— Ecnm mbl roBoprm 06 yuéTHowm yHKUMK,
TO 3TO MOXHO CAenaTb, Harnpumep, Npu no-
MOLLM BHEAPEHWA HOBbIX U AOPabOTKM
MMEIOLLINXCA NPOrPaMMHbIX MPOAYKTOB 1 aB-
TomaTM3auuu npoueccos. Tak, 4nA ogHOro
13 KITIMEHTOB Mbl COKpPaTUAM TpyAo3aTpaThl
6yxranTepckon KomaHabl Ha 25% 3a cuéT
BHeAPeHNA pacro3HaBaHNA NePBUYHbIX 40-
KYMEHTOB, a Ha 6a3e «1C:[lJokymeHTOO60pPOT»
Mbl aBTOMaTU3MPOBaNM NPoLIecC MOArOTOBKM
aBaHCOBbIX OTYETOB, YTO CYLLECTBEHHO COKpa-
TUNO TpyAo3aTpaThl byxrantepa v ycununo
KOHTPOJb HaJ, pacxoamMun KOMMaHWUu.

Kak 13BeCTHO, 0fjHa 13 CaMbIX CePbE3HbIX
cTaTel pacxofoB Ana noboro 6rsHeca — aTo
doHp onnatbl TpyAa. B ycnosmax HexBaTKu
KayeCTBeHHbIX KappoB 60sbLUyi0 POsb UrpaeT
3¢ deKTBHOE ynpaBnieHne KomaHAoN. Y Hac
€CTb HECKOJbKO pelleHuni, HanpaBieHHbIX
Ha COTPYAHMKOB: 3TO 1 KafpOBbI NopTas C
nepcoHanbHbIM KaOMHETOM, 1 cMCTeMa OLleH-
KW NepcoHana, KoTopyto Mbl pa3pabaTtbiBaem
Ha ocHoBe «1C:[JokymeHTO060pOT». Takne
peLueHna NO3BONAT He TONbKO HanpAMYIo
COKpPaTWTb 3aTpaTbl, HO 1 YBENUUTb LIEHHOCTb
KOMMaHUW B rNasax COTPYAHNKOB, TeM CaMbIM
CHMXan TeKyyecTb Kagpos.

CTonT yNnoMsAHYTb 1 cucteMaTm3aLmio pa-
60Tbl C JOroBOpPamMu, CHETaMK, YTO yIyyluaeT
B3aMMOJeNCTBMe C KOHTpareHTamu, ynpoliaet
PYTVHHbIE NpoLecchl 1 obecneynsaet bonee
6bICTPOE NPUHATUNE PeLLeHW.

- Kakue 0elicmeus npednpuHumatom ons
yeesiudeHus 8bIpy4YKU KOMNAHUU, Komopbie
AenaloMcA eawumu Knueumamu?

— CerofiHa MHOrVie YY4aCTHIKM PbiHKa nepe-
CMaTprBatoT CBOU BM3HeC-cTpaTeruy, B Tom

yncne N pbiHKK cobiTa. MHOre KOMMNaHWK
3anycKatoT TOProBJsIio Ha MapKeTrnencax: B He-
KOTOpPbIX Cllyyasnx Yepes STOT KaHas MPOXoanuT
[0 90% npopax. Kak cnepctaue, 3to TpebyeT
1N3MeHeHnA 63Hec-NpoLleccoB, BHeAPEHUsA
[OMONTHUTENIbHOW aHANIUTUKI, MHCTPYMEHTOB
KOHTPONA 1 paboTbl € 601bWYM 0OBEMOM WH-
dopmaumn. Mbl nomMmoraem KmeHTam BHOCUTb
MN3MeHeHWA B YUYETHble MPOrpaMmbl 1 NOn-
TUKW, CTPOUTb CUCTEMbI JOMOHUTENIBHOTO
KOHTpOSA, Npu HeobxoanmocTy 6epém Ha
ceba oTAenbHble YYacTKU yuéTa U T. .

- dKcnepmesl 2pynnel KomnaHuti «Ma-
PUNIUOH» ABNAIOMCA 3amecmumenamu
npedcedameneli Komumema no Hanozam,
mamosxHe, npasy u conpogox0eHuto 6us-
Heca 8 Accoyuayuu «Pocculicko-Typeykut
oduanoz». C Kakumu npobnemamu celiyac
cmankuearomcsa y4acmHuKu MexoyHapoo-
HbIX 0e/108bIX 83AUMOOMHOWeHUl?

— Typeukuii 61U3HecC cTankmBaeTca C pa-
[IOM CJTOKHOCTEW 1 BOMPOCOB Npu paboTe B
Poccum — pelaembiMn 1 HepeLaeMbiMm, Ha
nepBbI B3rNag; O4eBUHbIMI 1 6oiee CKpbl-
TbIMU, KOTOPbIE MOXHO BbISIBUTb B X04e 6onee
feTanbHoro obcyxaeHusn. Mbl Bcerga rotosbl
nomoratb NpeacTaBuTenam 6rsHeca, npopa-
6aTbIBaTb VX 3aMPOChI MO LWMPOKOMY Kpyry
HanpaBneHWI, KOTOPbIe BKOYAIOT B cebA:

@ BoOMNpochl Iokanusauum B PO (Bbixod Ha
PPBIHOK, TOKaNN3aLMA NPOV3BOLCTBA U Np.): Npa-
BOBble BOMPOCbI OTKPLITUA 1 CTPYKTYpUpPOBa-
HUA BU3HeCa — co3aHNe onepauyioOHHbIX, XOs-
JVHTOBbIX, FOPUANYECKIX CTPYKTYpP B Poccuu;

@ TeKyLLve N3MeHeHUsA 3aKOHOAATeNbCTBa,
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B YaCTHOCTM BONPOCHI ABUKEHMA KanuTana,
BaJIIOTHbIX OrPAHNYEHUI 1 HAJTOFOOBIOXKEHUS;

® npakTnyecKne Bonpockl pabotbl B PO -
KomniaeHc npu pabote B Poccuu, paboTa ¢
6aHKaMW 1 NpoBefeHMe TPaHCIPAHNYHbIX
nnatexen, GUHaHCUpoBaHe (BHYyTpeHHee 1
BHELLUHEE) 1 penaTpuauuns npuobbiv, Caenkm
M&A n . A.

- Kakue pekomeHdayuu bl Moxxeme
damb KOMNAHUsAM, Komopble xomam 6bimb
ycnewHbIMU U pa3eusamecs, He omcmasas
om Mupoebix mpeHdo8?

- CneanTb 3a peweHnamn, TeHaeHumaA-
MU, He 60ATbCcA Npob6oBaTb HOBOE N ObITb
OTKPbITbIMY 418 3MeHeHWi. MoagepKuneatb
0CBeAOMNEHHOCTb KOMAaH/ibl O HOBbIX TEH-
[AeHUMsAX 1 oTpabaTbiBaTb CONPOTMBIEHNE B
OTHOLLEHMI HOBbIX TEXHOMOIMIA. PyKkoBoau-
TENN KOMMaHWI XOPOLLO 3HAIOT, YTO He BCe
COTPYZAHUKW NONOXKUTENIBHO pearnpytoT Ha
BHEAPEHME HOBbIX MHCTPYMEHTOB. B Takux
cnyJyasx KoMaHae Heo6xoaArMO YETKO 06b-
ACHWTb LieSIN BHEAPEHMS, HarNAaaHO NoKa3aTb,
KaKM 06pa3om M3MEHATCA VX NPUBbIYHbIE
NpoLEecchl, ¥ MPOAEMOHCTPUPOBATb OXKMaa-
emble pe3ynbTaTbl U yinyULIeHUs.

Be3ycnoBHo, BHepeHMe NoboI crcTeMbI
TpebyeT JOMNONHUTENbHBIX GUHAHCOBbIX BJIO-
»eHunin. CTOUT OLIeHNBATb UX Kak MHBECTULN,
YUnTbIBas PUCKM 1 CPOKM OKYNMaemocTu. Yro-
6bl NpoLecc 6b11 ynpaBasemMblM, Mbl PEKO-
MeHZyeM MpuBieKaTb 3KCNEPTOB, KOTOpble
nomoryT nogo6path NoaxofsLiee pelleHne
1 3apaHee pPacckaxyT O BO3MOMHbIX CJTIOXKHO-
CTAX NPV €ro BHeAPEHUN.

' 119 04HOrO U3 KITMEHTOBR
Mbl COKRATUIV TPYAO3aTRaTbI

OyxrasiTepcKkov KoMaHabl Ha 25% 3a

cyer BHEAPEHWMA DACITO3HaABaAH A

NePBMYHDBIX JOKYMEHTOB, a Ha

oaze «1C.1oKyMEeHTOOOOPOT» Mbl

aBTOMatn3npoBasin rnpouecc

MOATOTOBKKM @BAHCOBBIX OTYETOR,

HTO CYLWeCTBeHHO COKpaTthy1o

TPYAO3aTparbl 6yxraﬂTepa N YCHITNT1O

KOHTPO/1b Had PacXo4amu

KOMT1aHnM.

C Y

Peknama. Peknamopgatens AO MAPUTJIMOH UHH 7716057427. erid: LatgBrmZT

37

7,

7



7 7 47 477 i

POCCUNCKO-TYPELLKU ONANOT

Today, digital technologies play a key role in improving business efficiency - they allow companies

to quickly adapt to changing market conditions and encourage to make unconventional decisions

that help them grow and develop. As technologies change, so do the roles of business leaders.

Marillion specialists have extensive experience in the successful implementation of business process

digitalization projects. How technology is changing the work of finance teams in the digital economy is
the subject of an interview with NATALIA TSOY, Managing Partner of Marillion Group.

NATALIA TSOY:
"DIGITAL

TECHNOLOGIES
HELP TO MAKE

THE RIGHT
STRATEGIC
DECISIONS’

- Natalia, what trends in the finance
team’s work in the new realities could you
highlight?

- In the modern sense, the CFO performs
not only accounting functions - it is a business
partner who actively participates not only in
financial accounting, but also in all business
processes within the company and is involved
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in the development strategy. As a result,
they are also responsible for increasing the
company’s efficiency.

In addition, the market today is extremely
dynamic, and financial executives need to
monitor indicators in real time in order to
maintain the liquidity and financial stability
of the business. For example, a financial

manager must quickly monitor and plan
account balances, payments, revenues, debt,
investment instruments, etc. One of the key
responsibilities of a modern CFO is to collect,
aggregate, analyze and forecast financial data
in real time.

We are witnessing a growing demand for
financial professionals and an increase in the



requirements for their qualifications. In today’s
reality, the effective use of digital solutions
can take the finance function to a new level.

- What analytical tools are used by your
clients today?

- Marillion Group is an official partner of
1C, and, of course, we use various 1C software
products, deal with their implementation,
improvement, integration with corporate
systems, and develop various analytical reports
for business. Special attention is now paid to
1C:ERP products as an alternative to foreign
solutions. We adapt them to meet the needs of
our clients: for example, to generate reports on
account receivables, to calculate the margin of
goods, we customize various reports that allow
to forecast costs, make and control budgets.

Various BI systems (business intelligence
systems) are actively used in finance. They make
it possible to visualize, systematize and analyze
the company’s indicators and provide reports in
a user-friendly form - visual graphs, tables, charts
that are updated in real time. Today, financial
specialists must be able to work with BI systems to
quickly identify risks, draw accurate conclusions,
and make the right strategic decisions.

- What IT tools can be used to reduce
costs?

— If we are talking about the accounting
function, it can be done by implementing new
or upgrading existing software products and
automating processes. For example, for one
of our clients we reduced the labour costs of
the accounting team by 25% by implementing
the primary document recognition, and on
the basis of “1C:Document Management” we
automated the process of preparing expense
notes reports, which significantly reduced the
accountant’s labour costs and strengthened the
control over the company’s expenses.

As you know, one of the most serious
expenses for any company is the labour costs.
With the shortage of qualified staff, effective
team management plays a significant role.
We have several solutions for employee
management: an HR portal with the employee
accounts and the staff evaluation system,
which we have developed on the basis of “1C:
Document Management”. Such solutions allow
us not only to directly reduce costs, but also to
increase the value of the company in the eyes
of employees, thus reducing staff turnover.

It is also worth mentioning the
systematization of work with contracts and
invoices, which improves interaction with
counterparts, simplifies routine processes and
ensures faster decision-making.

- What are your clients doing to increase
their revenues?

- Today, many market players are
rethinking their business strategies, including
their sales markets. Many companies are
starting to trade on marketplaces: in some
cases, up to 90% of sales go through this
channel. As a result, this requires changes

in business processes, the introduction of
additional analytical and control tools, and
working with large amounts of information.
We help our clients make changes to
accounting programs and policies, build
additional control systems, take over certain
accounting areas, if necessary, etc.

- Marillion experts are deputy chairmen of
the Tax, Customs, Legal and Business Support
Committee of the Russian-Turkish Dialogue
Association. What are the problems faced by the
participants of international business relations?

- Turkish business faces a number of
difficulties and issues when doing business
in Russia - solvable and unsolvable, at a first
glance, obvious and hidden, which can be
revealed during a more detailed discussion.
We are always ready to help business
representatives to solve their problems in
a wide range of areas, including:

® localization issues in Russia (market
entry, production localization, etc.)
Legal issues of opening and structuring
a business - setting up operational, holding
and legal structures in Russia;

® recent changes in legislation, in
particular capital flow issues, currency
restrictions and taxation;
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® practical issues of working in Russia:
compliance when working in Russia, working
with banks and making cross-border payments,
financing (internal and external) and
repatriation of profits, M&A transactions, etc.

- What recommendations can you give
to companies that want to be successful and
evolve without falling behind global trends?

- Keep an eye on solutions and trends,
don’t be afraid to try new things and be
open to change. Keep the team aware of
new trends and overcome resistance to new
technologies. Business leaders are aware
that not all employees respond positively
to the introduction of new tools. In such
cases, the team needs to clearly explain the
implementation goals, visualize how their
routine processes will change, and show the
expected results and improvements.

Of course, implementing any system
requires additional financial investment. It is
worth evaluating it as an investment, taking
into account risks and payback periods. To
keep the process manageable, we recommend
engaging experts who can help you choose
the right solution and warn you in advance of
potential implementation difficulties.

' For one of our clients
we reduced the labour

costs of the accounting team

by 25% by implementing

the primary document

recognition, and on the basis of

1C.Document Management”

we automated the process

of preparing expense notes

reports, which significantly

reduced the accountant’s

labour costs and strengthened

the control over the company's

expenses.
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POCCUNCKO-TYPELLKU ONANOT

HAJTOIOBbIE ACINEKTDbI
CTPYKTYPUPOBaHUSA
MHBECTULLUM
pOCCUMNCKOro 6usHeca

B Typumio

PACCKA3bIBAET CTAHNCJIAB KOBAJIEB, AUPEKTOP I'PYNMNbl
KEPT N0 OKA3AHUKO YCNYT B OBJIACTU MEXXAYHAPOAHOIO
HAJI0r0BOI0 MJIAHUPOBAHMNA N PECTPYKTYPU3ALINA.

C Hayanom reonoNUTNYECKOro Kpmsnca B
Mupe Typuua cTana ogHol 13 Haunbonee no-
NyNAPHbIX CTPaH, Yepes KOTOPY poccuin-
CKUI 6BU3HEC Hayan CTPYKTYprUpPOBaTb CBOO
BHELHEIKOHOMMYECKYIO AeATEebHOCTb.
Pekopp 6b1n noctaBneH B 2022 roay, korga
B Typuumu 6b110 3aperncTpupoBaHo 6onee
1,3 TbIC. KOMNaHWUM C POCCUINCKNM KanmnTanom,
YTO MOYTM B BOCEMb pa3 NpeBbILaeT aHaso-
rMYHbIN NokasaTtenb 3a 2021 rof. B3anmHbin
ToBapoobopoT mexay Poccuen n Typuuei
3a 2023 rop npesbicun 60 mnpg gonn. CLUA -
yBenuyeHune 6onee yem Ha 40% Mo cpaBHe-
HUIO € NoKa3aTenem 2022 rofa.

OpHMM 13 KNioYeBbIX pafiBEPOB TaKoro
MHOFOKPaTHOro pocTa ABMAETCA TO, YTO B
TeKyLWmX ycnosuax Typuma npeacraBnaeTca
ONA POCCUNCKNX rPYNM aeanbHbIM TOrMCTU-
yecknm xabom, KoTopbilt coefuHaeT EBpony,
Azuio 1 Appuky. Take B TypLmm LWIMPOKO pac-
NpoCTpaHeHa NpaKkTUKa NOCTaBKN TOBapOB B
pamKax pexxrma TaMOXEeHHOro cKflaga unu
TPaH3K1Ta, YTO NO3BONIAET [OCTABNATb TOBApP
B Poccumio nnm nHOCTpaHHOMY KOHTpareHTy
yepes Typumto 6e3 ynnatbl HAC 1 TamoxeH-
HbIX NOLWVH B camown Typunn.

HemanoBakHbIM paKTOPOM SBNSETCA U TO,
YTO 3aTpaTbl Ha PErMCTPaLMIo U NogAepPKaHne
[eATeNlbHOCTM TOProBow KomnaHum B Typummn
MOTyYT 6bITb B 2-3 pa3a MeHblue Mo cpaBHe-
HUI0 C aHanornyHbiMy 3atpatamu B OAD nnum
[OHKOHTe.

B 70 e BpemsA TekyLLee 3aKoHOAaTeNbCTBO
Typunn He NpegycmaTpurBaeT cneymnanbHOro
HaNOroBOro pexuma ana Tpenaepos, n nx
NPUObIAb NOANEXNT HATOFOOHNIOXKEHWIO B
Typuwmn no BbICOKON cTaBke — 25% vnun 20%,
ec/n Tpenaep ocyLecTBAAET SKCMOPTHYIO
Toprosnio. OgHaKO Ha YPOBHE «TPaH3UTHbIX»
TperaepoB 3a4acTyio MOXKeT He popmupo-
BaTbCA CYLEeCTBEHHOWN NpUObLINN, B CBA3N C
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yeM BbICOKasA CTaBKa Hasiora Ha npuobbiib Mo-
XKeT He ABNATLCA CyLeCTBEHHbIM OrpaHuye-
HMeMm ANA CO3AaHNA «TPAH3UTHOWN» TOProBomn
KomnaHuu B Typuumn.

Mpw co3paHnm TOproson KomnaHum B Typ-
LW He CTOWT 3abblBaTb 1 O TOM, YTO CBA3aH-
Hble C eé feATeNIbHOCTbIO AOKYMEHTbI 1 A0-
roBopbl (B YaCTHOCTU, TOProBble KOHTPAKTbI)
MoryT obnaratbca rep6oBbiM c6opom B Typ-
LK, KOTOPbIN HaumcnaeTca no ctaBke 0,189-
0,948% Ha HanbosbLUYO CYMMY, YKa3aHHYO
B AOKYMeHTe (Hanpumep, Cymma Jorosopa
NoCTaBK/ TOBApOB).

B Typuum oTcyTCTBYIOT CneLmanbHble Tpe-
60BaHVA K YPOBHIO MPUCYTCTBMA JIOKanbHOM
KOMMNaHWK, 1 e€ AUPeKTOPOM MOXET ABNATbCA
WHOCTPaHHbIV rpaxAaHnH. lonyckaeTtca n
NPVEM NHOCTPAHHbIX COTPYAHWKOB B LITAT
TypeLKou KOMMaHWK, HO MPW 3TOM MOKET No-
TpeboBaTbcA cobnofath ycoBre 0 Halime
NATW NOKaNbHbIX COTPYAHUKOB Ha OJHOrO
WHOCTPAHHOrO.

lNMoMnmo co3gaHnA TOProBbIX CTPYKTYP,
pOCCUINCKME FPYNMbl TaKXKe MHBECTUPYIOT B
CTPOUTENbCTBO dHEPreTUYEeCKNX N NPomns3-
BOACTBEHHbIX MPeAnpUATUIA Ha TeppUTOpUMn
Typuunu, nprobpeTatoT AONN B TOCTUHUYHOM
6U3Hece 1 fieBeNIonepcKnx npoeKTax. Takne
WHBeCTULUY TPebyioT cepbE3HOro BHUMaHUA
K BOMpPOCaM HaIoroBOro CTpyKTypupoBaHuA
BNlafieH1A NpoeKTamm 1 nx GUHaHCMPOBaHUA,
TaK Kak B Typuunm BbICOKWIA YPOBEHb Hano-
roo650xeHns, ectb cneyndryHble Hanoru
Bpoze cbopa B GOHJ NOJAEPKKMN UCMOSb30-
BaHVA pecypCcoB, HAYMNCIAEMOro Ha MPOLIEHTbI
no 3anmy.

Mpwv camoi penatpuaumv NpubbINK oT Ty-
peLKoro npoeKkTa y MHOCTPaHHOrO MHBECTO-
pa TakXe MOryT BO3HMKaTb CyLleCTBEHHbIE
Hanoru B Typumu. Tak, CTaHAapTHaA CTaBKa
Hanoray UCToOYHWKa BbinnaTbl B Typumnm Ha

avBuaeH bl v npoueHTbl coctaBnseT 10%, a Ha
poantn — 20%. [loxon IHOCTPAHHOTO MHBECTO-
pa OT MPOAAXM TYPELKON KOMMaHWUM MOXeT
obnaraTbCA HaNoOromM y MCTOYHMKA BbIMnaTbl
B Typuun no s¢dexTnBHOM cTaBke 36,25%.

MpumeyaTenbHO, YTO, HECMOTPA Ha Ha-
nuume y Typunm pa3BuTon CeTU COrnaLleHunn
06 136eaHnn 4BONHOro Hanoroobnoxe-
HWA, faNeKo He BCe OHW NO3BONAIOT CHUXaTb
CTaHAapTHble CTaBKW Hanora y UCTOYHMKa B
Typuun. B yacTHOCTK, Ha OCHOBaHUK Aen-
cTBYylOLlero cornawenua ¢ Poccrnen Henb3A
CcHM3UTb 10%-t0 CTaBKy HaJsioray MCTOYHMKa
B Typumu Ha BbiNjaymBaemble UBUAEHADI
1 MPOLEHTbI.

Mpuv 3ToM npasuTenbcTBO Typumn Haue-
NEeHO Ha NpuBIeYeHe NHOCTPAHHbIX NHBE-
CTULMIA N aKTUBHO Pa3BMBaET cneyuranbHble
SKOHOMMYECKMeE 30Hbl, rae ANA pe3ngeHToB
npegycmMoTpeHa BO3MOXXHOCTb JIbFOTHOIO pe-
KMMa Hanoroo6noxeHns. OfHON 13 Takmnx 30H
asnaetca OrHaHcoBbIN LeHTp B CTambyne, roe
d1HaHCOBbIE M TOProBble KOMMNaHUN MOTYT
npeTeHAoBaTb Ha CyLeCTBEHHOE CHUXeHne
CTaBKM Hanora Ha npuobbinb, NpUMeHeHne
NbrOTHbIX CTAaBOK MO 3apniaTHbIM Hanoram,
ocBobokeHne oT TpeboBaHMA O Hallme
NATU NOKaNbHbIX COTPYAHUKOB Ha OJHOrO
WHOCTPAHHOIO COTPYAHMUKA U T. A.

Takum o6pasom, B TeKyLen cutyauymm Typ-
LA No-NpexHeMy OCTaéTCcA Of4HUM N3 HEMHO-
MMX MHOCTPaHHbIX roCYAapCTB, Yepes KOoTopoe
POCCUICKIIA B3HEC MOXKET BECTU BHELLHEIKO-
HOMUYECKYI0 fleATeNIbHOCTb 1 peann3oBaTtb
WNHBECTULMOHHbIE NPOeKTbI 3a pybexom. Mpu
3TOM, C YY4ETOM crneynduKkmn 3akoHoaaTesb-
CTBa, BbICOKMX HaNoroB 1 CyLwecTBEHHOro
BaJIlOTHOrO peryanpoBaHns, POCCUNCKOMY
VNHBECTOPY KpaHe Ba)KHO NPOBOAUTb MOAro-
TOBUTENIbHYIO PabOTY MO CTPYKTYPUPOBaHMIO
cBoero 6yayuiero npoekTa B Typumm.

Peknama. Peknamopatennb AO K3MNT UHH UHH 7702019950. erid: LatgBsn1F
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TAX ASPECTS
of structuring russian business
investments in Turkiye

STANISLAV KOVALEV, TAX & LEGAL, INTERNATIONAL TAX, KEPT,
TELLS US ABOUT THE TAX ASPECTS OF STRUCTURING RUSSIAN BUSINESS
INVESTMENTS IN TURKIYE.

With the onset of the geopolitical crisis
in the world, Turkiye became one of the
most popular countries through which
Russian business began to structure its
foreign economic activities. The record was
set in 2022, when more than 1.3 thousand
companies with Russian capital were
registered in Turkiye, which is almost 8 times
more than in 2021. The mutual trade turnover
between Russia and Turkiye for 2023 exceeded
60 billion dollars. This is an increase of more
than 40% compared to the 2022 figures.

One of the key drivers of this multiple
growth is that in the current environment,
Turkiye appears to Russian groups as an
ideal logistics hub connecting Europe, Asia
and Africa. Also, the practice of delivering
goods under the customs warehouse or transit
regime is widespread in Turkiye, which allows
goods to be delivered to Russia or
a foreign counterparty through
Turkiye without paying VAT and
customs duties in Turkiye.

Another important factor is
that the cost of registering and
maintaining a trading company
in Turkiye can be 2-3 times lower
than in the United Arab Emirates
or Hong Kong.

At the same time, the current
Turkish legislation does not
provide for a special tax regime
for traders, and their profits are
subject to taxation in Turkiye at
a high rate — 25% or 20% if the
trader is engaged in export trade.
However, at the level of “transit”
traders often do not generate
significant profits, so the high
rate of income tax may not be
a significant limitation for the
establishment of a “transit” trading
company in Turkiye.

When establishing a trading
company in Turkiye, we should
not forget that documents and
contracts related to its activities
(in particular, trade contracts) may

be subject to stamp duty in Turkiye, which is
charged at the rate of 0.189% — 0.948% on the
highest amount specified in the document (for
example, the amount of the contract for the
supply of goods).

In Turkiye, there are no special requirements
for the level of presence of a local company
and its director can be a foreign citizen. It is
also allowed to employ foreign employees in
a Turkish company, but it may be necessary
to meet the condition of 5 local employees for
1 foreign employee.

In addition to the establishment of
commercial structures, Russian groups also
invest in the construction of energy and
manufacturing companies in Turkiye, acquire
stakes in the hotel business and development
projects. Such investments require serious
attention to the tax structuring of project

IN THE CURRENT

SITUATION, TURKIYE
REMAINS ONE OF THE
FEW FOREIGN COUNTRIES

THROUGH WHICH

RUSSIAN BUSINESS CAN
CONDUCT FOREIGN
FCONOMIC ACTIVITIES

AND IMPLEMENT

INVESTMENT PROJECTS

ABROAD.

ownership and project financing, as Turkiye
has a high level of taxation and specific taxes,
such as the Resource Utilization Support Fund
levy.

Upon the repatriation of profits from a
Turkish project, significant tax implications
can also arise for a foreign investor in Turkye.
For example, the standard withholding tax rate
in Turkiye is 10% on dividends and interest
and 20% on royalties. A foreign investor’s
gain on the sale of a Turkish company may
be subject to withholding tax in Turkiye at an
effective rate of 36.25%.

It is noteworthy that although Turkiye
has a well-developed network of double tax
treaties, not all of them allow a reduction of
the standard withholding tax rates in Turkiye.
In particular, on the basis of the current treaty
with Russia, it is not possible to reduce the
10% withholding tax rate in Turkiye
on dividends and interest paid.

At the same time, the Turkish
government is trying to attract foreign
investments and is actively developing
special economic zones, where the
possibility of preferential tax treatment
for residents is provided. One of
these zones is the Financial Center in
Istanbul, where financial and trading
companies can take advantage of a
significant reduction in the income tax
rate, application of preferential rates
for payroll taxes, exemption from the
requirement to hire 5 local employees
for every foreign employee, etc.

Thus, in the current situation,
Turkiye remains one of the few
foreign countries through which
Russian business can conduct foreign
economic activities and implement
investment projects abroad. At the
same time, taking into account the
specific legislation, high taxes and
significant currency regulation, it is
extremely important for a Russian
investor to carry out preparatory work
on structuring his future project in
Turkiye.
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3KOHOMMWUYECKWUU NPOrHO3
onga TypumUn HA 2024-: BO3MOXXHOCTU U
BbI3OBbIl /19 POCCUNCKOro 6mnsHeca

PACCKA3DbIBAET
AVNJIUH OHEP,
MEHEQXEP TYPELLKOM
MPAKTUKU KEPT.

CerogHa Typuma ana poccuiickoro 6ms-
Heca NpeAcTaBNAETCA TeppuTopmren Kak Bbl-
30BOB, Tak N BO3MOXHOCTeN. Typums, 3aHu-
MaloLasA YHMKanbHOe MONOXKeHNe Ha CTblke
EBponbl n A3un, npopomkaeT ocTaBaTbCA
BaKHbIM NFPOKOM B PervoHasbHOW 3KOHO-
MuKe. Mo coctoAaHmio Ha 1 AHBapa 2024 ropa
B Typuum HacuuTbiBaeTca okono 23 700
KOMMaHW, NpUHagnexawmx poCcCUnCKUm
KOMMaHMAM 1U/1nun rpaxgaHam.

MporHo3sumpyetca, yto B 2024 rogy 3Ko-
HOoMMKa Typuum NPOAEMOHCTPUpPYET yme-
PEeHHbI  POCT, BOCCTaHaBAMBAACb Mocne
rnobanbHbIX  SKOHOMUYECKUX  npobnem
npeabigywmnx net. OKunpaerca, Yto Temnbl
pocta BBIM ctabunusnpytotca Ha ypoBHe
3,4% B 2024 roay n 3,9% B 2025 ropy, yemy
6ynyT CnocobcTBOBaTb MPaBUTENbCTBEH-
Hble pedopmMbl N UHOCTPaHHble WMHBECTU-
uun. MHdnauma xe, ABNAIOLLAACA KOYEBON
npob6nemon B nocnepHve rofpl, HECMOTPA
Ha TO, UTO OHa byaeT HaxoauTbcA nog bonee
YKECTKMM KOHTPOJIEM, OCTAHETCA Ha YPOBHe
Bbllle CpPefHEMMPOBbIX MOKasatenem — OT
36% po 42%.

CTpaternyeckoe pacnonoxeHune Typuwuu
no-npexHemy OTKPbIBaeT BbIrOAHble TOPro-
Bble MapLIPyTbl ANIA POCCUNCKOro H6r3Heca.
Mpogonxatolweeca pasBuTUE TpPaHCNOPT-
HO-JTIOMMCTUYECKON MHPPACTPYKTYPbI, BKITIO-
yaa KenesHyto popory baky — Tounucn —
Kapc u pacwupeHne nponuea bocdop,
obecneunBaeT 6onee NErknii JOCTYM K eBPO-
nencKkMm 1 a3maTckum pbiHkam. Oxngaercs,
YTO TOProBble OTHOLWEHUA mexgy Poccuen
n Typumenn 6yayT yKpennaTbcsa, ocobeHHo B
TaKMX CeKTopax, Kak sHepreTuka, cesbckoe
XO3ANCTBO U TEXHONOTUN.

DHepreTnyecknin cektop TypLmm ocTaéTca
Ba)KHOW cdpepoit fns poCcCMNCKUX NHBECTU-
uun. bnarogapa pacTyLwmm SHepreTuyecknm
NnoTpebHOCTAM 1 CTPaTernyeckomy nonoxe-
HUIO Ha MapLIpyTax TPaH3uTa sHepropecyp-
COB, OTKPbIBAOTCA LUNPOKME BO3MOMXKHOCTA
ana HedpTn 1 rasa, BO306HOBAEMbIX NCTOY-
HUKOB SHEPrumn 1 AgepHon sHepreTnku. la-
3onposog «TypeLKunin NoTOK», COBMECTHoe
npegnpuatne Poccumn n Typumn, cumeonu-
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3UpyeT 3TO pacTyliee NapTHEPCTBO 1 MNoA-
YépkmBaeT byayLlie nepcrneKTMBbl COTPYA-
HMYeCTBa B SHepreTuke.

Lindposasa tpaHcdopmauma Typumm npea-
cTaBnsAeT cobor bnaronpuATHYO NouBy AnA
POCCUNCKMX TEXHOMOFMUYECKUX KOMMAHWUIA.
BHVMaHVe npaBuTenbCcTBa K UdposmusaLmm
SKOHOMUKUN N COBEPLUEHCTBOBAHMIO TEXHO-
nornyeckor nMHOPacTpyKTypbl cornacyetca
C ONbITOM POCCUNCKUX TEXHOMOMMYECKMX
KOMNaHuiAi, 0CO6eHHO B TaKMx obnacTax,
Kak GMHaHCOBbIE TEXHOMOr K, 3NIeKTPOHHasn
KoMMepLus 1 KnbepbesonacHOCTb.

Typuctunyecknin cektop Typuum — BaxKHen-
LIan yacTb €€ SKOHOMVKM — Npefaraet 3Ha-
ynTenbHble BO3MOXHOCTU Af1A POCCUMCKNX
MHBeCTOpoB. Pa3Hoobpa3Hoe KynbTypHoe
Hacnepme CTpaHbl B COYeTaHWUM C eé npu-
POAHOW KpacoTol NPOAoKaeT NprBneKaTbh
TypucToB. HegBUX1MOCTb, 0CO6EHHO B Npu-
6peXKHbIX PermoHax 1 KpyrnHbIX ropoaax, Ta-
Kux kak Crambyn, ABnsAeTcA npusnekartesb-
HbIM HanmpaBneHnem AnA UHBECTULNIA, YemMy
cnocobcTByOT  6naronpuATHaA MOAUTUKA
NnpaBuUTeNIbCTBa U PaCTYLMIN CPOC Ha »Ku-
Nble Y KOMMepuUecKkne o6beKTbl.

HecmoTpA Ha MHOXeCTBO BO3MOXHOCTEH,
pPOCCUNCKMM  BU3HeCMeHaM  MpPUXOAUTCA
pelwaTtb pAg Bonpocos. MNonutnyeckne Ko-
nebaHnA 1 pervoHanbHaa HanpPAKEHHOCTb
MOFYT MOBAUATb Ha SKOHOMMYECKYID CTa-
6unbHOCTb. Kpome TOro, yHuKanbHoe mno-

noxexve Typunn mexgy Boctokom n 3ana-
[OM npeAnosaraeT yrnpaBneHne CIOoXHOW
reonoMTUYeCKon AMHAMUKON, 0COBEHHO B
oTHoweHun nonutukmn EC n HATO.

Yeunua Typuum no obecneyeHuto CooT-
BeTcTBMA cTaHAaptam EC un ynyuweHuio
[enoBoW cpefbl 3ac/yXMBalT BHUMAHMA.
OpHako poccuiickomy 6rsHecy cnenyeT no-
MHUTb 06 U3MEHEHUSIX B 3aKOHOAATENbCTBE,
0Cco6eHHO B chepe HanorooboKeHNs, Tpy-
[OBOr0 3aKOHOATENbCTBA U MONUTUKMN NHO-
CTPaHHbIX UHBECTULA.

Ha Haw B3rnag, SKoHOMUYeCKme nepcnek-
TnBbl Typummn Ha 2024 rof npegnaratot cme-
LIAHHBIN HAabop BO3MOXXHOCTEN U BbI3OBOB
OnAa poccuinckoro 6msHeca. Knou K ycne-
Xy 3aKnioyaetca B MOHVMMaHWM LVWHAMUKK
MECTHOrO PbIHKa, MCMONb30BaHMM CTpaTeru-
yeckoro nonoxkeHuna TypLmm n cnocobHoCT
afanTMpoBaTbCA K MEHAOLLEMYCA SKOHOMU-
YeCcKoMy ¥ NonnTUYeCKoMy NaHawadTy.

Mbl nomoraem pAgy HawWwWX KINEHTOB
BbINTW Ha TYPeLKU PbIHOK, a TakXe 3Hauu-
TeSIbHOMY KONMYECTBY TYpeLKUX KOMMaHUiA
BbINTW Ha POCCUNCKMIA PbIHOK MOCPeACTBOM
npuobpeTeHnin 1N NapTHEPCKUX OTHOLIe-
HWIA. B 0bounx cnyyasax Mbl BUAUM, UTO COB-
MECTHble MpeanpuATUs, 0CO6EHHO B chepe
SHEepPreTuKM, TEXHOMOMMIN U NHPPACTPYKTY-
pbl, FOTOBbI AaTb BreyaTnAlwWme pesysbTa-
Tbl, YKPENUB 3KOHOMMYECKOe MapTHEPCTBO
mexay Poccnen n Typumen.

Peknama. Peknamopatennb AO K3MNT UHH UHH 7702019950. erid: LatgBsn1F
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ECONOMIC FORECAST OF TURKIYE
FOR THE YEAR 2024: opportunities and
challenges for russian business

AYLIN ONER, TURKISH DESK, KEPT, TELLS US.

Today, Turkiye seems to be an area
of both challenges and opportunities
for Russian business. With its
unique position at the crossroads
of Europe and Asia, Turkiye
continues to be an important player
in the regional economy. There are
about 23,700 companies owned by
Russian companies and/or citizens
in Turkiye.

Turkiye’s economy is forecast to
grow moderately in 2024, recovering
from the global economic challenges
of recent years. GDP growth is
expected to stabilize at 3.4% in
2024 and 3.9% in 2025, supported
by government reforms and foreign
investment. However, inflation,
which has been a key concern in
recent years, will remain above
the global average of 36% to 42%,
despite tighter controls.

Turkiye’s strategic location
continues to provide favorable trade
routes for Russian companies. The
ongoing development of transport
and logistics infrastructure,
including the Baku - Tbilisi - Kars
railway and the expansion of the
Bosphorus Strait, provides easier
access to European and Asian
markets. Trade relations between
Russia and Turkiye are expected to
grow, especially in sectors such as
energy, agriculture and technology.

Turkiye’s energy sector remains
an important area for Russian
investment. Due to its growing
energy needs and strategic location
on energy transit routes, there are
great opportunities for oil and
gas, renewable energy and nuclear
power. The Turkish Stream pipeline,
a joint venture between Russia and
Turkiye, symbolizes this growing
partnership and highlights future
prospects for energy cooperation.

Turkiye’s digital transformation
provides a favorable environment for
Russian technology companies. The
government’s focus on digitalization
of the economy and improvement
of technology infrastructure is in
line with the expertise of Russian
technology companies, especially

in areas such as financial technology,
e-commerce, and cybersecurity.

Turkiye’s tourism sector, an
important part of the country’s
economy, offers significant
opportunities for Russian investors.
The country’s diverse cultural
heritage, combined with its
natural beauty, continues to attract
tourists. Real estate, especially in
coastal regions and major cities
such as Istanbul, is an attractive
investment destination, supported
by favorable government policies
and growing demand for residential
and commercial real estate.

Despite the many opportunities,
Russian entrepreneurs face a
number of challenges. Political
fluctuations and regional tensions
can affect economic stability. In
addition, Turkiye’s unique position
between East and West requires
managing complex geopolitical
dynamics, especially with regard to
EU and NATO policies.

Turkiye’s efforts to meet EU
standards and improve its business
environment are noteworthy.
However, Russian companies should
be aware of changes in legislation,
especially in the areas of taxation,
labor law and foreign investment
policy.

We believe that Turkiye’s
economic prospects for 2024 offer a
mix of opportunities and challenges
for Russian companies. The key
to success lies in understanding
local market dynamics, leveraging
Turkiye’s strategic position, and
the ability to adapt to the changing
economic and political landscape.

We have helped a number of our
clients enter the Turkish market
and a significant number of Turkish
companies enter the Russian
market through acquisitions and
partnerships. In both cases, we see
joint ventures, particularly in the
energy, technology and infrastructure
sectors, poised to deliver impressive
results and strengthen the economic
partnership between Russia and
Turkiye.

TODAY, TURKIYE SEEMS TO BE

AN AREA OF BOTH CHALLENGES

AND OPPORTUNITIES FOR
RUSSIAN BUSINESS. WITH ITS
UNIQUE POSITION AT THE
CROSSROADS OF EUROPE AND
ASIA, TURKIYE CONTINUES TO
BE AN IMPORTANT PLAYER

IN THE REGIONAL ECONOMY.
THERE ARE ABOUT 25,700
COMPANIES OWNED BY
RUSSIAN COMPANIES AND/OR
CITIZENS IN TURKIYE.
TURKIYE'S ECONOMY

IS FORECAST TO GROW
MODERATELY IN 2024,
RECOVERING FROM THE
GLOBAL ECONOMIC
CHALLENGES OF RECENT
YEARS. GDP GROWTH IS
EXPECTED TO STABILIZE AT
54% IN 2024 AND 5.9% IN 2025,
SUPPORTED BY GOVERNMENT
REFORMS AND FOREIGN
INVESTMENT. HOWEVER,
INFLATION, WHICH HAS BEEN
A KEY CONCERN IN RECENT
YEARS, WILL REMAIN ABOVE
THE GLOBAL AVERAGE OF
56% TO 42%, DESPITE TIGHTER
CONTROLS.
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NM3IMEHEHWNSA-2024:
CUAH, TUO, odwopbl
M apyrue HOBOCTMU

pynna komnauuii swilar npepcraBnena B fepmanum, Poccun n Kasaxcrane u Ha npoTseHum

MHOFMX NIeT NoAAePKNBAET MeAYHapoAHbIe KOMNAaHWM Ha pbiHKe cTpaH Poccun n CHI.
I'K swilar npegnaraer MHOCTPaHHbIM KOMNAHUAM MONHbINA CNEKTP YCIYT: KOHCYNLTALUOHHYIO
noAfepiKKy, lopUANYecKoe CONPOBOXKAEHUE, Ay TCOPCUHT GyXranTepckoro 06CnyxuBaHua,
(dopmupoBaHue ynpaBneHYecKoin U MeXAYHapOAHOI OTYETHOCTH, YHKLMIO KOHTPONNMHTA,
noa/ep:KKy B Bonpocax TpaH(hpepTHOro ieHoo6Gpa3oBaHUA U BO MHOTUX APYIUX CYLLECTBEHHbIX
ANA MeXAyHapoAHON AeATenbHOCTY Bonpocax. o cneuuduke cBoeii feATeNnbHOCTH KOMaHAA
swilar ¢ 0co6bIM BHUMaHUeM OTCNEKNBACT U aHaNU3MUpyeT U3MeHeHNA 3aKOHOAaTeNbCTBa B
YacTu MeXyHapOAHOI fieATeNbHOCTH U Hanoroo6noxeHus. 2023 rog 6bin ocobeHHo 6orat Ha

3aKoHopAaTeNbHble NHULNATUBDI.

Yro e nomeHANOCb 1 yero oxuAaTh 6usHecy B 2024 rogy? [eHepanbHbIil AMPEKTOP KOMNAHUN
Nlapbs loroanHa nowaroBo npoaHanusnpoBana M3MeHeHNA U UX NOCNeACTBUA.

Beratung. Projektierung. Implementierung.

€ 2022 ropa MNpekpalwleHune aBToo6MeHa
NpuocTaHoBAeHNs / AaHHbIMU € PAAOM CTPaH
pacTopxeHus COMAH (Weenuapwsi, Benbrus,
¢ Pd co cTOpOHbI HekoTopbix  HOPBers)
CTPaH (Cpeau NepBbIX
YkpawvHa, N\aTsuns)

> >
08.08.2023 11.08.2023
Ykas MNpe3upeHTa PP ot MNepBble NosicHeHus!
08.08.2023 N 585 MuHdbuHa

«0 NproCcTaHoBAEHUM
OTAEALHbBIX NONOXEHUI
COMAH c 38 cTpaHaMu»

XPOHONOrNA
> L
14.02.2023 15.06.2023
EC BkAtoumn Poccuio Npwkas MunduHa N2 86H

B CNUCOK
«HECOTPYAHWYAIOWMX
HOPUCAVKUMIA»

Peakuus MuHduHa PP

0 paclWMpeHUn cnncka
odwopHbIx 30H: ¢ 01.07.2023
Apo6aBneHa 51 ropucavkums

Hos6pb 2023 fAiusapb 2024. Hosble
MicsMo MuHduHa CNMCKM CTpaH € 22.01.2024
Poccvm o1 01.11.2023 He o6ecneunsatowme o6MeH

AQHHBIX ANS Lenei
Hanoroo6N0XeHNs

He ucnonnsiowme
06513aTenbCTBa No
aBTOOGMEHY CTPaHOBbIMU
oTHeTaMu

PepepanbHbIii 3aKOH 0T
27.11.2023 N2 539-¢3
(BHECEHME N3MeHeHuiA
8 HK P)

MpuocraHoBneHune CornawieHunin
06 nsb6exaHnv ABONHOro
Hanoroo6noxenuna (CUAH)

C08.08.2023 r. oTA€/NbHbIE MOSIOMKEHWS LIENIOro
paga CVH (B oCHOBHOM CO CTpaHamK 13 CnCKa
He[pyeCTBEHHbIX) MPMOCTaHOBIEHbI YKa3om
Mpe3npeHTa PO (3akpenneHo B OepepanbHom
3aKoHe 0T 19.12.2023 1. N2 598-03). B ocHoBHOM
3aTPOHYTbI MYyHKTbI COMALLEHWI, perynmpytoLye
NIbrOTHbIE HANOTOBbIE CTaBKU: HAaNpKMep, No Au-
BUAEHOaM, NPOLeHTaM, POANTA U Ap.

Ha npakTuke 310 03HayaeT, uTo Npw BbiNa-
Te TaKMX BULOB JOXOAa POCCUIACKME KOMMNa-
HMW B KauecTBe HaNoroBOro areHTa AOMKHbI
yAepXnBaTb 1 NepeuncnaTb B 6ro4xeT Hanor
Y NCTOYHMKa no cTaBkam HK PO, a He nibrot-
HbIM cTaBkam no CUAH: Hanpumep, 15% npw
BbinjaTe ¢ AnBMAEHA0B (BMecTo 5-10%); 20%
npw BbinaTe NPOLEeHTOB (BMECTO NOJIHOTo
0CcBOOOXKAEHNA).

HeobbluHOCTb CUTYaLMK 3aKnioyaeTca B
TOM, UTO, 3@ HEKOTOPbIMY UCKIIIOYEHNAMY
(Hanpumep, NaTeuA, ABCTpUSA), peub NAET 06
OJHOCTOPOHHEN NPYOCTaHOBKE CO CTOPOHbI
P®. To ecTb Bbinnata goxoaa 13 PO obnaraet-
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cA Hanorom no ctaBkam HK PO, a BoT BbinnaTta
Joxofa 13 apyroi ctpaHbl B PO — no ctaBkam
CNOH (Kpome cTpaH, KOTopble, CO CBOEN CTO-
POHbI, NPUOCTAHOBWAM UIN PAaCTOPIAN CO-
rnaweHue).

CVAH mexpay Poccunen n Typuunen gencrsy-
€T, HO TeM He MeHee Mbl peKoMeHayeMm obpa-
TUTb BHMMaHMNE Ha M3MEeHEHMA U TypeLKM
LOYEPHUM KOMMAHMAM: U3-3a MHOXECTBA
HI0aHCOB Tenepb CUTYaLMIO C HASTIOroo6IoXe-
HMeM HYXHO aHanM3MpoBaTb NHANBULYab-
HO C KaXKbIM MHOCTPAHHBIM KOHTPAreHToOM,
YyUnUTbIBaA 0COOEHHOCTUN Kax[oW oTaenbHOM
IOPUCONKLMN.

PacwumpeHmne cnucka oPpLIopHbIX 30H

Mpnka3z MuHduHa PO ot 05.06.2023 r.
pacLIMpU CNMCOK OPLLOPHBIX 30H 6onee yem
B [1Ba pa3a: HOBaA peAakLna CnMcKa BKItoYa-
eT 91 opucaukumio (paHee — 40). No HOBbIM
npasuiam opLIOPHLIMU 30HAMUN CYNTAIOTCA,
Hanpumep, CLUA, ctpaHbl EC, KaHaga n gp.
Mnucomom o1 01.11.2023 r. MUHWH OMNONHK-
TeNIbHO MOACHWI, YTO OCHOBHbIE MOCNeACTBUA
BcTynatoT B cuny € 01.01.2024 r.

Pa3bepémcs, Ha UTo 3TO BAUAET 1 NMoYemy
3TO BaXHO.

Bo-nepBbix, 11 3TO, NOXanyi, Camoe BaXKHOe,
BCe 6e3 NCKII0YEHNA COEIKMN C KOHTPareHTamm
13 OPLIOPHBIX 30H CUMTAIOTCA KOHTpONMpye-
MbIMW 1 MPW MpeBblLeHn nopora B 120 MiH
pybnen nognexart cneymanbHOMy AeKnapu-
POBaHWIO — BHE 3aBMCYMOCTU OT TOFO, ABAAOT-
CAA CTOPOHbI B3aVIMOCBA3AHHbIMU U HET.

Bo-BTOPbIX, AOUYEPHVIE KOMMaHUVW YUpeavTenei
13 3TVX CTpaH 6osiee He CMOryT NpeTeHAoBaTb
Ha ctatyc MCI1 1 cooTBeTCTBYIOLLME NbrOTbI: AJ1A
[0YEePHUX MHOCTPAHHbIX KOMMaHWIA, TOMMO Bbl-
MOHEHNA KPUTEPMEB MO YPOBHIO OX0Aa U KO-
YeCTBY COTPYAHMKOB, 0653aTeNbHbIM YCIOBYEM
ABJIAETCA PErYCTPaLMA MaTEPUHCKON KOMMaHW
(c noneir 6onee 49%) He B OLLOPHON 30HE.

B-TpeTbux, NoMmeHAeTCA NOPAAOK Hanoro-
06510XKEeHUA N OTYETHOCTU NPW NONYYEHNM
[0XO[0B V3 3TVX PUCANKLMIA.

Typuma HanpsAMyto He 3aTPOHYTa STUMMU 13-
MEHEHVAMY 1 No-NpexHeMy He ABnAeTcA od-
LLIOPOM C TOYKW 3peHA 3akoHoaaTenbcTaa PO.

Ho! Tak e kak v B yacty CUAH, Typeukum
KoMMaHuAM, pabotatowmm B PO, notpebyetca
TLWATeNIbHO CNIeAUTb 3a YCJIOBMAMU U CyMMa-
MW CAENTOK C MHOCTPaHHbIMY KOHTpareHTamm.
B cnyuae ecnm KOHTpareHT okaxeTcA 3aperu-
CTpYpOBaH B odLLIope, HEOOXOAVMO YUNTbI-
BaTb nocneacteua gns TLO.

N3meHeHunA B TpaHchepTHOM
LeHoo6pasoBaHuu (TLLO)

Y70 Takoe TLUO? Uuntnpya cant ®HC:
«TpaHcdepTHas LeHa — 3TO LieHa, yCTaHaB-
NnvBaemas B <...> onepaumax mexay <...>
noapasaeneHnaMnN eguHON KOMMaHUm Unu
MeXJy YHaCTHMKaMV e4VMHOW rpynnbl KOMMa-
HUI. [leATeNbHOCTb MO YCTaHOBMIEHMIO LieH
MeXAay TakMMU KOMMNaHUAMW Ha3blBaeTcA
TpaHcpepTHbIM LIeHOO6Pa30oBaHNEMY.

Cdepa TLIO Bcerga Haxoamnacb Nof 0co-
6bIM KOHTPOMEM: MO cAenkam oT 120 munano-
HOB pybnel KomnaHuy 0b6A3aHbl eXXerogHo
nogaeaTtb yBeJOMJIEHME O KOHTPONMPYEMbIX



CAenKax, a Takxe noaTeepKAaTb PbIHOYHOCTb
npYMeHAeMbIX LieH B CrielnanbHON TPaHC-
bepTHON AOKYMeHTaLuw.

C yuyéToM MaclwTabHOCTN N3MEHEHWI 1 Aeil-
CTBYIOLLMX OFPAHNYEHUI Ha BbIBOA KanuTtasna
(Hanpumep, Ha BbINnaTbl AMBMAEHAOB, POAATU
1 MPOLEHTOB A/1A HeAPYKECTBEHHbIX CTPaH)
cdepa TUO, Kak ocTatoLeeca BO3MOXKHOE
«OKOLUKO» /1A BblBOAA KanwuTana, npetepnena
dyHOameHTanbHble n3meHeHuA ¢ 2024 roaa, B
TOM YKCIIe CYLECTBEHHO YCUMANACA KOHTPOSb.

BaxHble n3smeHeHua B perynuposaHum TUO
6b111 oprLManbHO 3akpeneHbl B Defepanb-
HOM 3aKOHe 0T 27.11.2023 . N2 539-03, KoTo-
pblii HErnacHo NOyyYns Ha3BaHMe «6oMbLLIOro
HasIoroBOro 3aKOHa».

Kakne HoBoBBegeHUA Havyanv
AencTBoBaThb B 2024 roay?

HoBbIh Hanor y nCToyHnKa Ha BHYTpu-
rpynnosble ycayrn, okasbiBaemble NHO-
CTPaHHbIMW B3aMMO3aBUCUMbIMM ANLAMN

OG6blYHOI NPaKTUKOW B MeXAYHapPOAHbIX
KOMMNaHUAX ABNAIOTCA BHYTPUIPYynnoBble
yCnyru, Korga ofHa 13 poAcTBeHHbIX (B3a-
MMOCBA3aHHbIX) KOMMaHWi, obnagatowan
KOMMeTeHUUAMY B onpeaenéHHom coepe,
OKa3sblBaeT ycyrn Apyrum KomnaHuAmM. 31o
MOXeT KacaTbCA, Hanpumep, IT-noaaepxku,
NOFNCTUKM UK NiobbIx Apyrux chep 6usHeca.

Mo Hoebim NpaBunam ¢ 01.01.2024 r. B cny-
Yyae, eCnv yCnyru okasaHbl KOMMaHWEN, Haxo-
AALeCA B OQHON U3 CTPaH, C KOTOPbIMW Npu-
octaHoBneHo CU/IH, poccuinckuin nokynatenb
yCNyr B KaYeCTBe HaNOroBOro areHTa AoMKeH
yaepaTb 1 yrnnaTtuTb Hasor y nctouHmka 15%.

B cnyyae ecnn CUH npoponxaet gencreo-
BaTb, HAa/NOr y NCTOYHUKA, KaK NpaBusIo, Npyme-
HVM He OyfeT, ofiHaKO 1 B 3TOM CJlyyae fiyylle
NPOBECT JOMOIHUTENBbHYIO NPOBEPKY Ha COOT-
BETCTBYIE YCNOBUIA caenkm nonoxeHnam CUAH.

Bonblwe nuy 6yayT cuMTaThCA B3aNIMO-
3aBMCMMbIMUA

Kak npaBuno, Kputepumn TpaHcepTHOro
LleHoo6pa3oBaHNA NPUMEHAIOTCA K B3au-
MO3aB/NCUMbIM KOMMNaHUAM. Knaccnyeckune
KpUTepumn B3anmMo3aBnUCMOCTI — 3TO JONA
yyacTua 6onee 25%, BO3MOXHOCTb Ha3HavaTb
(BNMATL Ha Ha3HayYeHre) NCMOSIHUTENbHbIE
opraHbl KOMMaHUW WU BbINOMHEHNE GYHKLNN
yrnpaBneHna o4HUMU 1 TeMU Xe ML aMu.

C 2024 ropa 3T KpUTEpPUN [OMNOSHATCA
1 YTOUYHAIOTCA: B3aMMO3aB/NCMbIMK TeMNepb
6ynyT CUMTaTbCA He TOJIbKO MaTepUHCKMe
N «CeCTPUHCKNE» KOMMAaHUK, HO 1 «BHYYa-
Tble», «4BOIOPOAHbIE» U ApP. (LUTUPYA 3aKOH:
«KOHTPOJIMPYEMble NHOCTPAHHbIE KOMMaHN
OAHUX U TEX K& KOHTPOAMNPYIOLWNX NLY), @
TaKXe NHOCTPaHHble CTPYKTypbl 6e3 06-
pa3oBaHUA PUANYECKOro LA, eC/n XoTA
6bl OfNH 13 YYaCTHVKOB TaKoW CTPYKTYpPbl
3aperncTpupoBaH B OLIOPHON PUCANKLINN.

bonbe KOHTpOJInpyeMbiX cAeNoK
KOHTpOJ’IVIp)IEMbIMVI CHNTAKTCA COAeNnKn
mMexay B3aM0o3aBNCUMbIMUN NNLLAMU, a TaKXe

CAEJKM C YYETOM HEeKOTOPbIX 0CO6eHHOCTe:
Hanpumep, C y4acTmem NoCcpefHUKoB (npu
BbINMOSIHEHUW ONpeAenEHHbIX KpUTepues)
WM BHELWHETOProBble CAeNKM C TOBapamu
OUPKEBOW TOPTOBIIN.

B HOBOM 3aKOHe [ONONHAETCA, UTO KOHTPO-
NINPYEMON cUMTaeTcA Cheska, OfHa 13 CTOPOH
KOTOPOI 3aperncTpupoBaHa B opLLIOPHON
30He (CM. BblLLE MPO CANCOK OPLLIOPOB).

[py 3TOM B HOBbIX NPaBKax NPonucaH pAag
VICKITIOUYEHWI ANA IOPUCAUKLMIA, C KOTOPbIMU
casrycta 2023 roga npuoctaHoBneHbl CUAH:
HanpymMep, NPW BbINOMHEHN PAAA KpUTepues
(B T. 4. HEM3MEHHOCTb YCNOBUI 4OrOBOPa) MO-
ryT OCTaTbCA HEKOHTPONPYEMbIMU CAENKM,
3aKtoUYEHHble 0o 01.03.2023 r., unn caenkn
C MHOCTPAHHbIMWN 3KCMOPTHO-KPEeAUTHbIMUN
areHTCcTBamMm 1 6aHkamu, oba3aTenbCcTBa No
KOTOpbIM BO3HMKAM Ao 08.08.2023 r.

Kakvne puckn?

Bo-nepBblx, CyLecTBEHHO YBeNNYMBaeTcA
pa3mep BO3MO>KHbIX HAJIOrOBbIX fOHaYuMCIe-
Hui. B TLO ncnonb3yertca noHATUE <KOPU-
0P PbIHOYHbBIX LIeH», TO eCTb MAUHMMAbHbIN
1 MaKCManbHbI MOPOT LieH, KOTOpble Npu-
MEHMMbI Ha pblHKe. PaHee pbIHOYHOM Npu-
3HaBanacb Nitoban LieHa B npefenax 3Toro
Kopugopa.

Mo HoBbIM NpaBunam B cnyyae, ecny OHC
npy NpoBepKe BbIABUT HEPbIHOYHOCTb Lie-
HOO6pa3oBaHMA, KOPPEKTHOM byaeT cuun-
TaTbCA TONIbKO MeAMaHHOe 3HayeHune (T.
€. Yncso, KoTopoe ABMIAETCA CepeaNHON
MHOeCTBa Ymces, NONOBNHA Yncen umeet
3HauyeHus 6osnblune, Yem MeamnaHa, a noso-
BVHa YMCeN NMEeeT 3HaYeHNA MeHbLUNE, YeM
mMefnaHa).

B cnyuae BbIABAEHNA HapyLIEHWIA Hanoro-
nnatenbLymKy npuaérca gonnatntb 20% Ha-
nora Ha NprbGbIIb Ha CYMMY KOPPEKTUPOBKN
Mexay LieHOW CAENKN U Pac4ETHbIM MeanaH-
HbIM 3HaYeHneM.

OfHOBPEMEHHO C 3TUM — 1 3TO ellé OgHO
HOBOBBe[EHVE — 3Ta CyMMa pa3HuLbl bygeT
paccmaTpmBaTbCA Kak CKpbITble AUBUAEHAbI
1 obnaratbCsA HaNOrom Ha AUBMAEHAbI NO
craBke 15%.

Takum obpa3om, obLas cymma Hanorosbix
NOHAYNCNEHUN CMOXKET COCTaBUTb A0 35% oT
CYMMbl KOPPEKTNPOBKMU.

KomnaHuA cMOXeT CHU3UTb CyMMy JOHa-
UNCNEHUI N COXPAHUT NPaBO BbI6GOPa LieHbI
B Npefeniax Kopuaopa pbIHOYHbIX LieH (He
o06A3aTeNIbHO MO MefMaHe), ecin camocTo-
ATENbHO NepecynTaeT CTOMMOCTb CAENKMN Y
CKOPpPEeKTMpYyeT Hanorosyio 6asy.

Bo-BTOpbIX, CylleCcTBEHHO yBenmnyarTca
wrpadbl. Hanprmep, npv Heynnate Hanora
wrpad cmoxeT cocTaBUTb Ao 100% oT cym-
Mbl HEAOMIaY€HHOro Hanora (Ho He MeHee
500 Tbic. pybnei), a 3a HenpegocTaBneHe
AOKYMeHTauunm — 4o OQHOro MUIIMOHA
py6neii. Litpad 3a Henopauy (HecBoeBpe-
MEHHYI0 nofauvy) exkerogHoro yBeomaeHusa
O KOHTPONIMPYEMbIX CAeNIKax YBenYyeH Jo
100 Tbic. pybner (paHee — 5 TbiC.).

POCCUNCKO-TYPELLKUI ANANOT

Kakue oTuéTbl caBaTb 1 Kakasi
nHdpopmauuma norpebyerca?

CocTaB 1 CPOKM CAaUM OTYETHOCTY He npe-
Tepnenu CywecTBeHHbIX U3MEHEHUI: KaK 1
paHee, 6a30BO KOMMaHWM AOMXHbI Jo 20 mas
nofAaTb yBefOM/IEH/E O KOHTPOMPYeMbIX Cen-
Kax 3a NPOLUIbIA rof, a Mo 3anpocy HanoroBow
B TeyeHue 30 AHeN NPeaoCTaBUTb MPOBEPSAL0-
LM opraHam TpaHcdepTHYI0 AOKYMEHTaL MO,
pacKpbIBaoOLLYy0 METOABI LIeHOO6Pa30BaHWA U
NoATBEPKAAIOLLYHO PbIHOYHOCTD LieH.

Ho copepaHne oTUETOB CyLEeCTBEHHO
pacluMpeHo 1 AOMOJTHEHO: Tenepb Hasoro-
nnaTenblyMKN AOSKHbI 6yAyT packpbiBaTb B
JOKyMeHTauun nHopmaunio o foxogax u
pacxopax, YNCSIEHHOCTY COTPYAHMKOB U akTu-
BaX CBOEro MHOCTPaHHOIO KOHTpareHTa npu-
NOXEHNeM COOTBETCTBYIOLLMX NOATBEPMKAal0-
LMX AOKYMEHTOB 1 GUHAHCOBOW OTYETHOCTN.

Mpwv 3TOM HanoronnaTenbLiMK MOXeT ObITb
0CBOOOXAEH OT WTPadoB B Clyyae, eCiv NH-
dopmauusa He byneT npefocTaBneHa BHeLL-
HMM KOHTpareHToMm. Ecnu peub MAET o B3an-
MO3aBMCVIMOI CTOPOHE CAENKY, nocabneHnii
OXMAaTb He crliepyeT: NpefnosaraeTca, Yto
KOMMaHMsA B COCTOAHUN obecneynTb Heobxo-
OVIMble AaHHble 33 CBOEro KOHTPareHTa.

Kak n3ameHeHusa BNINAIOT Ha CAENKM C TypeL-
KUMW KOHTpareHTamu? Bce nepeuncneHHble
n3meHeHuna TLO B nonHowm mepe KacatoTca Bcex
POCCUICKMX HaNOTOMNaTeNbLMKOB, B TOM YNC-
ne TypeLKUX JOYePHVX KOMMaHWI B YacTu cae-
JIOK C MaTePUHCKOMN U APYTMI KOMMAAHUAMM.

Mpwv 5TOM BaXKHO NPOAHaNN3NPOBATb Kax-
[l0ro CBOEro KOHTpareHTa MHANBUAYaNbHO:
HY>KHO Y4unTbIBaTb feNCTBME/NPUOCTaHOBIIe-
Hve CU[H, Hannumne/oTcyTCTBYE OPUCANKLNN
KOHTpareHTa B cnncke opLIOPOB, COBOKYTHYO
CYMMY CLe/KM, Haimumne/oTcyTCTBIE B3aUMO-
CBA3AHHOCTY CTOPOH.

O6Lwan cymma foHauncneHunin n wrpados
MOXeT cTaTb 6oJiee uem CyLecTBEHHOW Ans
KOMMaHWK, NO3TOMY MPUHLMMNANbHO BaXKHO
He OCTaBNATb 3TOT BONPOC 6€3 BHUMaHMA.

XopoLwuas HOBOCTb: U3MEHEHWA BCTYNUAN B
cuny ¢ aHBapA 2024-ro; Takum o6pasom, B nep-
BbIll Pa3 OTUUTHIBATLCA MO HOBbLIM NPaBUIam
Hy»<HO 6yreT B 2025 rogy. OnHako y»ke «Ha 6epe-
ry» Hy»<HO OLIeHUTb BBOAHbIE AaHHbIE 11 YCII0BMA
CAENOoK, YToObl BHECTV HEOOXOAVIMbIE KOPPEK-
TUPOBKM U MPOXXUTb FOf, MO HOBbIM NPaBuMsIaMm:
33HUM YMCSIOM 3TO CZieaTb He MOMYYUTCA.

Cneunanuctbl swilar 6yayT pagbl nomoub
pa3obpatbcA B Bonpoce n chopmmupoBatb
Heob6xoANMYI0 AOKYMEHTALMIO N OTYETbI MO
Mepe HeobxoANMOCTH.

office@swilar.ru
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he swilar Group is represented in Germany, Russia and Kazakhstan and has

been supporting international companies in the Russian and CIS markets
for many years. The swilar Group offers foreign companies a full range of
services: consulting support, legal support, outsourcing of accounting services,
preparation of management and international reporting, controlling function,
support in transfer pricing and many other issues essential for international
operations. Due to the specific aspects of its activity, the swilar team pays
special attention to monitoring and analyzing changes in legislation related to
international activities and taxation. The year 2023 has been particularly rich in
legislative initiatives.
What has changed and what should companies expect in 2024? Daria Pogodina,
CEO of the company, analyzed the changes and their consequences step by step.

CHANGES IN 2024:

Double Taxation Agreements
(DTAs), Transfer Pricing,

Offshoring and

Suspension of Double Taxation
Agreements (DTAs)

As of 08.08.2023, certain provisions
of a number of DTAs (mainly with
countries included in the list of unfriendly
countries) have been suspended by decree
of the President of the Russian Federation
(established by Federal Law Ne 598-FL dated
19.12.2023). Mainly affected are the clauses
of agreements regulating preferential tax
rates — for example, on dividends, interest,
royalties, etc.

In practice, this means that when paying
such types of income, Russian companies,
as tax agents, must withhold and pay to the
budget withholding tax at the rates of the Tax
Code of the Russian Federation, instead of the
preferential rates provided for in the DTAs: for
example, 15% on dividends (instead of 5-10%);
20% on percentage payments (instead of full
exemption).

other news

The unusual situation is that, with some
exceptions (e.g. Latvia, Austria), this is a
unilateral suspension by the Russian Federation.
This means that the payment of income from
the Russian Federation is taxed at the rates of
the Tax Code of the Russian Federation, but the
payment of income from another country to the
Russian Federation is taxed at the rates of the
DTA (except for countries that have suspended
or terminated the agreement on their part).

The DTA between Russia and Turkiye is
in force, but we recommend that Turkish
subsidiaries also pay attention to the changes:
due to the many nuances, the taxation
situation must now be analyzed individually
with each foreign counterparty, taking into
account the specifics of each jurisdiction.

Extension of the list of offshore zones
The order of the Ministry of Finance of the
Russian Federation dated 05.06.2023 has more
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« The Letter of the Ministry of 22.01.2024 the new lists
Finance of 01.11.2023 of countries:

* Not providing data exchange
for taxation purposes

« Defaulting liabilities on
automatic data exchange of
country-by-country reports

* The Federal Law of
27.11.2023 No. 539-FZ
(making amendments to the
Tax Code of the Russian
Federation)

than doubled the list of offshore zones: the
new version of the list includes 91 jurisdictions
(previously 40). According to the new rules,
the USA, EU countries, Canada and others
are considered as offshore zones. In a letter
dated 01.11.2023, the Ministry of Finance also
stated that the main consequences will come
into force on 01.01.2024.

Let’s analyze what this means and why it
is important

First, and perhaps most importantly,
all transactions with counterparties from
offshore zones will be considered controlled
without exception, and if the threshold of
120 million rubles is exceeded, they will be
subject to a special declaration - regardless of
whether the parties are related or not.

Second, subsidiaries of founders from
these countries will no longer be able to
claim SME status and related benefits: for
foreign subsidiaries, in addition to meeting
the criteria for income and number of
employees, a mandatory condition is the
registration of the parent company (with
a share of more than 49%) not in offshore
zones.

Third, the taxation and reporting
procedures for income from these
jurisdictions will change.

Turkiye is not directly affected by
these changes and is still not an offshore
jurisdiction from the point of view of Russian
legislation.

However, as in the case of the DTA, Turkish
companies operating in Russia will need to
carefully monitor the terms and amounts of
transactions with foreign counterparties. If it
turns out that the counterparty is registered
offshore, it is necessary to consider the
transfer pricing consequences.



Transfer pricing changes

What is transfer pricing? According to the
FTS website, “A transfer price is a price set
in ... transactions between ... divisions of a
single company or between members of a
single group of companies. The activity of
setting prices between such companies is
called transfer pricing’.

The sphere of transfer pricing has always
been under special control: for transactions
of 120 million rubles or more, companies are
required to file an annual report on controlled
transactions and confirm the marketability of the
prices applied in special transfer documentation.

Given the scale of the changes and the current
restrictions on capital outflows (e.g. on dividend,
royalty and interest payments to unfriendly
countries), transfer pricing as a remaining
possible “window” for capital outflows has
undergone fundamental changes as of 2024,
including significantly tightened controls.

Important changes in the regulation of
transfer pricing were formalized in the
Federal Law Ne 539-FL dated 27.11.2023,
which is tacitly called the “Big Tax Law”.

What innovations started to take effect
in 20242

New withholding tax on intra-group
services provided by foreign related parties

Intra-group services are a common practice
in international companies — when one of
the related (interdependent) companies with
competence in a certain area provides services
to other companies. This can be IT support,
logistics — or any other business area.

According to the new rules, from 01.01.2024,
if the services are provided by a company
located in one of the countries with which the
DTA has been suspended, the Russian customer
of the services must withhold and pay 15%
withholding tax as a tax representative.

If the DTA is still in force, the withholding
tax is generally not applicable, but even in
this case it is better to conduct an additional
review to ensure that the terms of the
transaction are in compliance with the DTA.

More persons and entities are considered
to be interdependant

In general, transfer pricing criteria apply
to interdependent enterprises. The classic
criteria for interdependence are a shareholding
of more than 25%, the ability to appoint (or
influence the appointment of) the company’s
governing bodies, or the exercise of a
management function by the same persons.

As of 2024, these criteria will be
supplemented and clarified: not only
parent and “sister” companies, but also
“grandchildren”, “cousins”, etc. will be
considered as interdependent. (quoting the
law, “controlled foreign companies of the
same controlling persons”), as well as foreign
structures without a legal entity, if at least
one of the participants in such a structure is
registered in an offshore jurisdiction.

Other controlled transactions

Controlled transactions are transactions
between related parties, as well as
transactions with certain peculiarities, such
as transactions involving intermediaries (if
certain criteria are met) or foreign trade
transactions involving exchange-traded
goods.

The new law adds that a controlled
transaction is a transaction in which one of
the parties is registered in an offshore zone
(see “List of Offshore Zones” above).

At the same time, the new rules contain
a number of exceptions for jurisdictions
with which DTAs have been suspended
since August 2023: for example, if a number
of criteria are met (including unchanged
contractual terms), transactions concluded
before March 1, 2023, or transactions with
foreign export credit agencies and banks, the
obligations of which arose before August 8,
2023, may remain uncontrolled.

What are the risks?

First, the amount of potential additional
tax charges increases significantly. Transfer
pricing uses the concept of a “market price
corridor”, i.e. a minimum and maximum
threshold of prices that apply in the market.
Previously, any price within this corridor was
considered a market price.

Under the new rules, if the Federal Tax
Service discovers non-market prices during
an audit, only the median (i.e. a number
that is the middle of a set of numbers, half
of which have values greater than the median
and half of which have values less than the
median) will be considered correct.

If the taxpayer is found to be in violation,
the taxpayer will be required to pay an
additional 20% income tax on the amount
of the adjustment between the transaction
price and the estimated median value.

At the same time, and this is another
innovation, this amount of difference will
be considered as a hidden dividend and
will be subject to dividend tax at the rate
of 15%.

Thus, the total additional tax burden could
be up to 35% of the adjustment amount.

The company will be able to reduce the
amount of the additional charge and will retain
the right to choose the price within the corridor
of market prices (not necessarily at the median)
if it independently recalculates the value of the
transaction and adjusts the tax base.

Second, there will be a significant increase
in penalties. For example, in case of non-
payment of tax, the penalty will be up to
100% of the amount of underpaid tax (but
not less than 500 thousand rubles), and
for failure to provide documentation — up
to 1 million rubles. The penalty for failure
to submit (late submission of) an annual
report on controlled transactions has been
increased to 100 thousand rubles (previously
5 thousand rubles).

POCCUNCKO-TYPELLKUI ANANOT

What reports must be filed and what
information is required?

The format and deadlines for filing reports
have not changed significantly: as before,
companies must file a report on controlled
transactions for the previous year by May 20 and,
at the request of the tax authorities, provide the
audit authorities within 30 days with transfer
documentation disclosing the pricing methods
and confirming the market prices.

However, the content of the reports
has been significantly expanded and
supplemented: now taxpayers must disclose
in the documentation information on income
and expenses, number of employees and
assets of their foreign counterparty, attaching
relevant supporting documents and financial
statements.

At the same time, the taxpayer may be
exempted from penalties if the information is
not provided by the foreign counterparty. If it
is an interdependent party to the transaction,
no relief is expected: it is assumed that the
company will be able to provide the necessary
data for its counterparty.

How will the changes affect transactions
with Turkish counterparties? All of the
above transfer pricing changes fully affect
all Russian taxpayers, including Turkish
subsidiaries in relation to transactions with
the parent and other companies.

It is important to analyze each counterparty
individually - you should take into account the
effect/suspension of the DTA, the presence/
absence of the counterparty’s jurisdiction
in the Offshore List, the total amount of
the transaction, the presence/absence of
interrelatedness of the parties.

The total amount of additional fees and
fines may be more than significant for the
company, so it is crucial not to leave this issue
unnoticed.

The good news is that the changes
entered into force in January 2024, so the
first reporting under the new rules will be
in 2025. However, it is already necessary to
evaluate the input data and the terms of the
transactions in order to make the necessary
adjustments and to live the year under the
new rules: it will not be possible to do it
retroactively.

The swilar specialists will be happy to
help you understand the issue and prepare
the necessary documentation and reports
as required.

office@swilar.ru
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JINAEP NMPOEKTOB .
[MPUMEHEHUA HENPOTEXHOJ10I A
B KOPMOPATUBHOM CEKTOPE

[1PorpaMMA “MEHTANILHOE 3710POBBE OCHOBAHA HA ABTOPCKOW METOA0MOMAM “HEPOMUP

[=17¢% 3[=1 C MPUMEHEHMEM HEMPOrAPHITYPbI N0 TEXHOMOrMM HEMPoBOC (METOA BMONOMMYECKOI
OBPATHOI CBSI31), NO3BO/UT NOBBICKTH:
[=] el - 9DGEKTUBHOCTD COTPYIHMKOB
- BOB/IEYEHHOCTb W NIOSTLHOCTb K KOMMAHMN
- PUBbIILHOCTb

- COBJIOZIEHVE OXPAHbI TPYLIA
W YNYHILIATD NCUXO0TMYECKOE COCTOAHNE COTPYAHMKOB.

peknama

880020108 94 NEUROMIR.RU

Peknama. Peknamogatens OO0 HEMPOMMUP UHH 5260472156. erid: LatgBx9GM
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YCNELWHASA CTPATEINA POCTA
BALUEIO BU3HECA
C JIMAEPOM OTPACIIUY

— 200 cobcTBeHHBIX U $HpaHLIN3HbIX 00beKTOB 8800555 17 99
— PeHTabenbHocTb 6u3Heca Bbiwe 50% +7812 3375919
— MHHOBaLMOHHAA MHXeHepHO-NPOEKTHAasA KOHLeNUWs NNoLaaKu +79117781919
— MonHas aBTOMaTU3aLmMa U yaaneHHoe ynpasieHme E-mail:infof@alles-good.ru
— lapaHTWUIAHbIV U NOCTrapaHTUMHLIN CepBUC *Mo pesynbTaTam HarpaxaeHus npeMue

B obnactu 6usHeca: «<HALLMOHAJIbHAA BU3HEC NMPEMUSA:
— 780 000 y4acTHMKOB NporpamMMbl JIOSJIbHOCTM TOM 20 ycneLuHbix 6U3Hec-NpoeKTos — 2023».

Peknama. Peknamopatens Konomuen B.B. UHH 781491200515. erid: LatgBvoGD
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