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IOPUN MUXANJTUYEHKO:

«B Poccuu, ¢ moell mouKU 3peHus], celuac camoe npozpeccusHoe
3aKoH0damenbcmao 8 obaacmu ¢ppanyatizuHza»

P occmmnckas accoumaumnsa ppaHyansmHra, Co3gaHHas eweé B 4aIEKOM 1997 roay, B
nepBble AeCATUIETMS CBOErO CYLLLEeCTBOBaHUSA 60/1bLLIOE 3HAYEHMe yaenuia nony-
NApU3aLmm 1 permoHaIbHOMY pa3BUTUIO, YTO NOC/TYXKUIO TOHKOM K BYypHOMY pOCTy
$paHyam3nHra, KoTopbin 3a NocsiegHMe AecaTh 1IeT YBEAUYUACSA NOYTU B 4 pa3a Kak no
a6CoMOTHbIM, TaK M MO OTHOCUTE/IbHbIM NoKa3aTtenam. Kak MeHsanucb 3agayu PAD B
COOTBETCTBUM C U3MEHEHUSIMW PbIHKA? KOraa Npom3soLLén ocobbin pocT MHTepeca K Uc-
NnoJib30BaHMIO ppaHLIM3? U Kak cerogHs pa3BmBaeTcs GpaHyamsvHr B Poccum? Y3Hanuy
WCMONTHUTENbHOI O BULEe-npe3ngeHTa Poccmnckom accoumaumm ppaHyansmHra Mmxamnm-
YyeHKo KOpua Hnkonaesumya.

- llo memnam paseumus ¢gpanyaiizuHza
Poccus exodum e 4ucs0 Muposebix udepos.
Mo daHHbIM Pocculickoii Accoyuayuu ¢paH-
yaiisuHea Ha meppumopuu Poccuu pa6oma-
em Gonee 60 000 ¢ppaHuaiizuHz08bIX MoyeK
u okono 2000 ¢panyaiizepos. Ymo cnocobc-
meoeaso cmpemumesbHOMY paseuMUI0 Ha-
npaenenua? Kak evl oyeHusaeme pocculickudi
PbIHOK paHu3bl ce200HA?

—CTpeMunTenbHOMYpasBMTUIOHANpas/ie-
HUSCNOCO6CTBOBaNIOA0CTAaTOYHOKPONOT/IN-
BOE M ,0JIrOe CTpaTermyeckoe pasBuTme Kak
nononynsipusaunm, TakMnosakoHoaaTe lb-
How 6a3e pasBMUTUSA PppaHYam3uHra. Kpome
Toro, 6bina npogenaHa paboTa C NapTHEp-
CKMMM OpraHu3aunsiMu, B TOM Y1C/ie C Op-
raHamu rocyapcTBeHHOMN M permoHanbHom
BNaCTW, CPa3BUBAIOLLUMUN CTPYKTYpaMu, Ta-
Knmm kak Kopnopauuns MCI1, MUH3KOHOM-
paseutusa, GOHAbI MOAAEPXKU Mpeanpu-
HUMaTeNbCKOW AesTeNIbHOCTU PErMOHOB, a
TakK>Ke C KNoYeBbIMU NapTHEPAMM, TaKUMMN
Kkak C6epbaHk, MpomMcBa3bbaHK, BHeLsKo-
HOoM6aHK. U 3Ta niaHomepHas paboTta no
MHOTMM Hanpas/ieHUsIM MPOAOKAETCS.
KpomeToro, PA® foctaTo4Ho 601bLLIOE3Ha-
YeHwue yaenseT MHTerpauum B rnobanbHbIn
PbIHOK W BO B3aMMOAENCTBUE C APYrMMU
accoumaumsaMmn hpaH4yamsmHra, 4Yto Toxe
oKkasblBaeT 61aroTBopuTeNbHOE AENCTBUE
Ha paHOK ppaHyYamsmnHra.

- Umo makoe ¢ppanuaiizuHe no-poccuiicku?
Omnauyaemcs nu oH YyeM-HUGydb, donycmum,
0m amMepuKaHcKoz0 unu eeponeiickozo?

— ®paHYan3mHI NO-pPOCCUNCKU B NPUH-
LuMne HUYeM He oT/IMHaeTCs OT 06LWeMnpo-
BOM NPaKTUKWN. MOCKONbKY HA TeppuUTOpUMn
PoccumpaboTaroT3apybexHbie KoMnaHmuu,
Poccnsrny6okonHTerpupoBaHaBsriobanb-
HbIA pbIHOK, MPONCXOAUT 06MeH, 1, cobce-
TBEHHO, Te poccuinckme GppaHLIn3bI, KOTO-
pble cenyac NosBASIOTCS Ha HALLEM PbIHKe,
6a3npyroTCIHATOM OMbITE, KOTOPbIN GpaH-
Yaln3nHrosoecoobLiecTBoHakonuao6onee
YyeM 3a CTONETHIOK NCTOPMIO. Henb3s cka-
3aTb, 4TO 3apybexkHble GpaHLWM3bl JlyyLle
MW HaWwu GpaHLIN3bI JlyHLle, — UCMOob3y-
€MMUPOBOW OMbIT, UCMO/Ib3YeM CXeMbl Ore-
paLMOHHOWN AeATenbHOCTU; 6u3Hechl 6o-
Nlee-MeHee MOoX0XM, 1 Aaxe BUsyanmsauns
He OTCTa&T OT 3apy6exxHbIX aHanoros. Mos-
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TOMY CMEeN0MOXHO CKa3aTb, 4To Poccus pa-
60TaeT no MexayHapoAHbIM CTaHAApTaMu
no TemM npasunam, KOTopble B NpUHLMNE
NpUHATbHI B MMPOBOM coobuiecTBe. Kpome
TOro, poCCMMCKOEe 3aKOHOAATE/NbCTBO SB-
NeTcs OAHUM U3 CaMbIX MPOrPeCcCUBHbLIX B
obnactu ppaHyam3nHra Bo BCEM MUpe, He-
CMOTpS Ha TO, 4To dpaHyYam3mHr B Poccuun
MMEHyeTCs KOMMep4YeCcKoW KOHLeccuen.
C TOYKM 3peHUs YHACTHMKOB PbIHKA, ¥ HaC
cenyac HabnogaeTcs 0AVH U3 CaMbIX NPoO-
rpeccMBHbLIX POCTOB B MUpe, TO eCTb ANHA-
MUKA cernyac HaxoAMTCS Ha YpoBHe 16%.

- Ha 3anade npakmuyecku ece cemu o6uje-
CMeeHH020 NUMAHUA — 3MO KaK pas cucmema
¢panyaiizuHea. Y Hac e MHozue npednoyu-
maiom co6cmeeHHbIii 6usHec — cunbHbI ambu-
uuu unu Masno docmoliHbix npedaoxeHuli?

- Ha 3anage He BCe TOYKM 0O6LLECTBEH-
HOro NTaHUs paboTaloT No cucteme ppaH-
Yam3uHra, xotTs ¢GpaHyYamsuHr sBAsSeTCS
OAMHM M3 OCHOBHbLIX METOAOB pa3BUTUSA
06LLeCTBEHHOr0 NUTaHNS UK TaK Ha3blBa-
€MOW MHAYCTPUM rocTenpummcTea. Ta xe
ncTopus Habntopaetcs U B Poccun. To ecTb
0O4YeHb MHOTr0 IOCTOMHbIX CETEM N0 Ko/IMYec-
TBEHHOMYMOKA3aTe/lOHeOTCTAaloTOT3aNas-
HbIX TEMMOB Pa3BUTUS UAN OT JLONU PbIHKA.
Hanpumep, Takue cetu, Kak «Mnb NaTtmon,
«Crapporc», «lunkapwu», «lLlokonagHuuan,
— OHM MO KO/IMYECTBEHHbIM NMOKAa3aTesNsM
VMMeIOT XOpOLY0 AVHAMUKY U 3aHUMAOT
[0CTaTOYHO 60/1bLUYI0 f0NH0 PbiHKA. TO ecTb
¢ppaHyan3nHrosble ceTn B PoccmMm 3aHUMa-
10T NMPUMEPHO TaKYH Xe A0JI0 PbIHKA, KakK
M 3anagHble. [103TOMY rOBOpUTbL O TOM, YTO
Mbl OTCTAéM W/IN Y HAC Apyras TeHAEHLMS,
B NpuHUMMe He cnepyeT. Cenyac HabuparT
060poTbl HeboNbLIMe popmaThbl, TakMe Kak
«Kodetogon M npeanpuUsaTUsa COBCeM bbic-
Tporo nutaHus (fast casual), nosTomy 3gech
cneayeT roBopuUTb Npo 3¢ deKTUBHOCTb MO-
Jenen 6usHeca. Ecnm mogenb ycTonumnBas
MMpOrpeccuBHas, HpaBUTCA NOTpebuTenio,
MY Heé BblCOKas JIOS/IbHOCTb, TO OHa byaeT
pa3BuMBaTbCS. A eC/IN Y KOro-TO eCcTb aMbu-
LMY pa3BuBaThb CO6CTBEHHbIV pecTopaH, To
3TO, KOHEYHO, MPUBETCTBYETCS, MOCKObKY
[O/DKHO BbITb OnpefenéHHoe pasHoobpa-
31e Ha BKyCbl MOTpebuTesen 1 Ha pasHyko
K/IMEHTYPY.

- Hackoneko 6nazonpusmxa ce200Hs npa-
80eas cpeda e Poccuu onsa paseumus ¢pas-
yaiizuHza? Ecmb /U y HAc Kakue-mo 3aKOHbl,
pezynupytowue 3my obnacme 6usHeca? Kakux,
no eawiemMy MHeHUI0, 3aKOHONPOEKMO8 U 3aKO-
HoOameslbHbIX HOPM He xéamaem 0/ pa3eu-
mus npozpammesl gppanyaliizunza e Poccuu?

—-BPoccumn, cMoenToYKn3peHus, cenyac
camoenporpeccuBHOe3akoHOAATENLCTBOB
o6nactu ¢ppaHyarsmHra, HeCMoTps Ha To,
4TO, KaK s paHee ynoMuHaJl, OHO UMeeT Ha-
3BaHMEKOMMepYecKor KoHLeccuu. NMpaeo-
Basi OCHOBA A/15 paboTbl UMeHHO ppaHyan-
3UHroBbIX KOMMAaHUM B Poccun Hambonee
6naronpusTHas. 1o 61arogaps Tomy, HTo
PA® B 2011 rogy ycrnewHo U3MeHUN 3aKo-
HoAaTeNbCTBO, MPABOBOE pery/iMpoBaHue,
cAenan ero MakCMMasbHO afanTUPOBaH-
HbIM K OTHOLUEHUSIM, KOTOpbIe CJIOXUINCH
Ha pblHKe. Bcex y4acTHMKOB pbiHKa 3TO 3a-
KOHOAaTeNbCTBO yCTPaMBaerT.

- [aiime cosem Hawum yumamensM, KaK
npasunvbHo evlibpame ¢paryaiizuHzosyro
npozpammy? Ha ymo obpawjame eHumaxue
nomeHyuansHoMy ¢panuaiizu npu eedeHuu
nepez08opoe o noKynke paHwiuzel?

— Ob6paTnTe BHUMaHWe, Kak KOMMaHus
paboTaeT Ha pbIHKe, A,0/IT0 N, YCMNELLHO /.
KpomeToro,nosiesHono6bIBaTbBAENCTBY!HO-
LLMX TOYKAX, KOTOPble eCTb B CMMCKE KOHTaK-
TOB y ¢paHyam3epa, U NOCMOTPETDb, KakK Y
HUXBCEYCTPOEHO.3a4acTyonpeanoxeHus,
KOTOpble AenaloT PppaHyalizephbl, He UMetoT
Hu4yeroobLerocTeMmo6beKTaMu, KoTopblie
Y HMX CYLLLeCTBYIOT. B nepByto oyepefb, 06b-
eKTbI0/HKHbI6bITbpeasbHOCYLLECTBYOLW M-
Mu. [lanee AO/KEH 6bITb 3aperncTpupoBaH
TOBApPHbIN 3HaK U KOMMAEKT JOKYMEHTOB,
KOTOPbIN BK/1OYAET B ce6si NpaBOBYIO YaCTb.
Takke [0/KHO NPUCYTCTBOBATDL JINLLEH3U-
OHHOe corialleHue o nepegaye TOBapHOro
3HaKa, Na1aHonepaLoHHON AeATeNbHOCTH,
T.e.MHCTPYKUMA No3KCnayaTaummbusHeca,
06beKTbl BU3yanmsauuu, To ecTb 6peHA6YK
AN 6nsHec-6yK. [oMKHbI 6bITb BKIOYEHbI
WHCTPYMEHTbI MOAAEPXKU WU COMPOBOX-
[eHns, 4TO TOXe OroBapuBaeTcs BMecTe C
dpaHyamnsepom. Eciv komnaHus HaueneHa
Ha ycrnewHoe pasBuTMe 1 NokasbiBaeT Ta-
KY10 AMHAMUKY AOCTAaTOYHO AO/T0, 3HAYWT,
3TO MpaBWJ/IbHbIN BbIGOP.
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YURI MIKHAYLICHENKO:

“In my opinion, the Russian legislation is the most progressive

legislation in the field of franchising”

he Russian Franchising Association, established in 1997, since the first decades of its

existence, paid much attention to popularization and the regional development. It
was an impetus to the rapid growth of franchising, which has increased by almost 4 times
both in absolute and relative indicators over the past ten years. How did the tasks of the
RAF( Russian franchise association) change in accordance with the market changes?
When has a particular increase in interest in using franchises been detected? And how is
franchising developing in Russia today? All these things we learned from Mikhailichenko

Yuri Nikolaevich, Executive Vice-President of the Russian Franchising Association.

- Russia is among the world leaders in terms of
pace of development of franchising. According to
the Russian Franchising Association, over 60,000
franchising points and about 2,000 franchisors op-
erate in Russia. What contributed to the rapid de-
velopment of the direction? How do you estimate
the Russian franchise market today?

-Therapiddevelopmentofthedirection
was facilitated by a rather painstaking
and long strategic development, both in
terms of popularization and thelegislative
framework for the development of
franchising. In addition, it had been done
the work with partner organizations,
including state and regional authorities,
with such developing structures as
the SME Corporation, the Ministry of
EconomicDevelopment, regional business
support funds, aswell aswith key partners
such as Sberbank, Promsvyazbank and
Vnesheconombank. This systematic work
continues in many areas. In addition,
the RAF places particular importance on
integration into the global market and
in interaction with other franchising
associations, which also has a positive
effect on the franchising market.

- What is Russian franchising? Has it any dif-
ference, for example, from the American or Euro-
pean franchising practice?

- Russian franchising practice has no
principle difference from the global one,
since there are lots of foreign companies
working in Russia. Russia is deeply
integrated into the global market, there is
an exchange, and, in fact, those Russian
franchises, which currently appear on
our market are based on the experience
that the franchise community has
accumulated over more than a century
of practice. One cannot say that foreign
franchises are better, or our franchises
are better - we use world experience, we
use operational schemes. Businesses
are more or less similar and even
visualization does not lag behind foreign
analogues. Therefore, we can say for sure
that Russia works in accordance with the
international standardsand inaccordance
with the rules that are accepted in the

international community. Moreover the
Russian legislation is the most progressive
legislation in the field of franchising,
despite the fact that franchising in Russia
is termed a commercial concession. From
the point of view of market participants,
we can observe one of the most progressive
dynamics in the world; the dynamic
growth rate is now at 16% level.

- Almost all food service chains in the West are
a franchise system. Many people in our country
prefer their own business, is this because strong
ambitions or there are very few noteworthy pro-
posals?

- Not all catering points operate
according to the franchising system in
the West, although franchising is one of
the main methods of developing catering
or the so-called hospitality industry. The
same story is observed in Russia. It means
that a lot of worthy chains in terms of
quantity do not lag behind the western
pace of development or market share. For
example, such chainsasIl Patio, Stardogs,
Shikari, Shokoladnitsa have good
dynamics in terms of quantity and occupy
a fairly large market share. It means that
franchise chains in Russia, just like in
the West, occupy practically the same
market share. Therefore, one cannot say
that we are behind or we have a different
dynamics. Small formats, such as “coffee
togo” or enterprises of very fast food (“fast
casual”) are gaining momentum, so here
we should talk about the effectiveness of
business models. If a model is stable and
progressive, the consumer likes it, and it
has high loyalty, then it will develop. And
if someone has ambitions to develop their
own restaurant, then this, of course, is

welcome, since there should be a certain
variety for the tastes of consumers and for
different clientele.

- How favorable is the legal environment in
Russia for the development of franchising? Do
we have any laws governing this area of business?
What, in your opinion, bills and legislative norms
are not enough for the development of the fran-
chising program in Russia?

-Inmy opinion, the Russian legislation
is the most progressive legislation in the
field of franchising, despite the fact that,
as I mentioned earlier, it has the name of
a commercial concession. The legal basis
for the work of franchising companies
in Russia is the most favorable. All this
thanks to the fact that in 2011 the RAF
successfully changed the legislation, legal
regulation, having made it at the highest
level adapted to the relations, which have
formed on the market. This legislation
suits all the market participants.

- Give advice to our readers - how to choose the
right franchise program? What should a potential
franchisee pay attention to when negotiating a
franchise purchase?

- Pay attention to the company
operation on the market: is it long,
whether the operation is successful. In
addition, it is useful to visit the operating
points that are in the contact list of the
franchisor and see how everything is
arranged. Often the franchisors’ offers
have nothing in common with the objects
that they have. First of all, objects must
be real. Next, a trademark and a set of
documents, which includes the legal
part, must be registered. There must be
also a license agreement on the transfer of
a trademark, an operating plan, in other
words - business operating instructions,
visualization objects, i.e. brand book or
business book. Support and maintenance
tools should be included, which is
also negotiated with the franchisor.
If the company is aimed at successful
development and shows positive
dynamics for a long time, then this is the
right choice.
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I—I PUHSATO CYMTATD, YTO LBETbI — 3TO CMOHTaHHAs NOKynka nbo npoay-
MaHHbIV ByKeT K onpeaeneéHHOMY CO6bITMIO, @ MO3TOMY YrnybnsaTbcs B
Ky/bTYpY LBETOYHOIO 6M3HEeca He CTOWUT, Kak 1 CO34aBaTh KIMEHTOOPUEHTU-
pPOBaHHbIE MPOrpaMMbl 10SI/IbHOCTU. «LIBETOYHBIV psig» — 3TO Ta CETb LIBETOY-
HbIX CynepmMapKeToB, KOTopasi c/loMasia BCe C/I0XKeHHble rogamMu CTepeoTubl
0 rnpojaxe uBeToB B Poccnn n cMmorna co3aatb 6osiee 80 TOProsbIxX TOYeK 3a

5 n1eT. O TOM, YTO OT/IMYaeT PppaHLLM3y OT NAPTHEPCTBA, KaK CTABUTb LLeJIN U UX
pocturatb, pacckasas Bnagenet, cetu MiBaH YTeHKOB.

- Bawa KomnaHus Hayana ceoro dessmenb-
Hocmb 8 2014 200y, a Ha ce200HAWHUl deHb
umeem 6onee 50 co6cmeeHHbIX MA2a3uHO8 U
30 ¢panualizuHz08b1X MoOpP208biX moyek. Koz-
da eam ydanocb 3anycmumb nepebliil MazasuH
no ¢parwuse?

—Ja, pencTBUTeNbHO. Hal nepBbin Ma-
rasvH no ¢paHwunse 661 3anyLLeH BCero
rogHasagaBropogeCapaHck.AKTUBHOepas-
BUTME PpaHUYaM3MHIOBbLIX MarasuHoBY Hac
Ha4yasnoCb TONbKOB3TOM roay. HoxoTenochb
6blOTMETUTb, YTO3TO A1 HACMAPTHEPCKME
MarasmHbl.
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- Ha caiime eauwieli KoMnaHuu Mo>xHo yeu-
demb npednoxkeHue 06 omkpbimuu ¢ppaHwu-
3bl. OOHAKO 6bl Hasbledeme 3Mu MazasuHbl
napmuépckumu. B uém 3akatouaemcs pasHu-
ua HaseaHuii?

- Y70 Takoe dpaHLwWwmM3a? 3TO Naywanb-
HbI B3HOC M pOsINTW, a janee — BblAaya
WHCTPYKUUIA NO OCHOBaM ynpaB/ieHUs
npeanpusTMeMu, BO3MOXHO, CONMMcaHnemM
TOHKOCTeN paboTbl B TOM UM UHOM chepe
6usHeca. Y Hac e B perMoHax oTCyTCTBYIOT

KaK posiiTK, Tak U NayLwaabHbIN B3HOC. Mbl
fenaem 6usHec nopj KoY, rae Ha npasax
30% Mbl pasgensem 3Ty Npubbiib € NapT-
HEpoM. ObnacTb Hawen paboTbl COCTaBASA-
€T KOJI0CCaNbHYI0YaCTb. Y HacecTb NapTHE-
pbl, KOTOpble MPaKTUYeCKU He y4acTBYIOT B
6u3Hec-npoueccax, ANg HUX 3TO aBnseTcs
NnaccMBHbIMUHBECTUPOBaHUEM. OHM BeayT
Npu 3TOM /INLLb HEKYIO 03HAKOMUTENbHYIO
YacTb paboThbl.

- B cen3u ¢ npoduyumom Koauuecmea
moeapoe u ycayz Ha cospemeHHOM pocculii-
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CKOM pblHKe CNAOXHO HAa3éamb 6eCKOHKYpeH-
mHyto cdepy 6usHeca. MHO20 AU KOHKYpeH-
moe y eac? B kakux 20podax u pezuoHax pac-
nonoxXuauch eawu ¢panyaiizu?

— [lo Toro, Kak s Ha4an n3y4aTb pbIHKM
pPEernoHOB, CYMTaJ, YTO KOHKYpPEHLMW B
LBeTOYHOM 6u3Hece HeT. EE€ pencTBuTeNb-
HO Ans Hac HeT B Mockse, HO B Mockse
HeT 1 GppaHYan3MHIroBbIX MarasmMHoB. Bce
50 MOCKOBCKMX TOProBbIX TOYEK HaXoAAT-
CA B Hawen cobCcTBEHHOCTU. Mbl Havyanm
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npucyTcTBOBaTh B MOCKOBCKOM 061acTn B
3TOM rofly, Halw NapTHEPCKME MarasuHbl
OTKPbIBAIOTCA B NMOAMOCKOBHbIX ropoaax,
TaknxKak KpacHOropck u XuMKu. M 1 BuUxy,
YTO KOHKYpeHLMs no MockoBckor 06i1actu
TaKXXe oTCyTCTBYeT. HeT KOHKypeHLUMn n B
Takmx ropopax, kak CapaHck, benropog,
MeH3a, YnbsHOBCK. OAHaKo Haw nocneg-
HWI NapTHEPCKWIA MarasmH B permoHe, pac-
NosIoXMBLUMICS B ropoge Yda, nokasan,
4YTO TaM KOHKYpPeHL S eCTb.

Takmm o6pas3om, KOHKypeHuus BO
MHOromM onpegensercds perMoHom npu-
CYTCTBMA. DTO MOXHO MPOYYBCTBOBATb
Ha npuMmepe ABYX pasHbiXx ropoAos. Tak,
BopoHex sBngeTcs ropoaomM-MuaiInNoH-
HMKOM, HO LiBETOYHbIN 6M3HeCTaM pa3BuT
cnabo, N03TOMY M KOHKYPeHL MW Tam ans
Hac He cyuiecTByeT. Yda Toxe saBaseTcs
ropoaoM-MWIIMOHHUKOM, OAHAKO Tam
eCTb3 pasBuUTble CeTU LBETOYHbIX Marasmn-
HOB, HACYUTbIBAIOLLME MO 15-20 TOProBbIX
ToyeKk. M nycTb MO KayecTBy NpoAyKLUMK
3TW MarasuHbl He COCTaB/ISAIOT HaM KOH-
KYPEeHLMIO, OHU MMeIoT ornpeaenéHHyo
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CTPYKTYpy paboThl: BCE UX MarasuHbl B
ofiHOM bopMaTe, Yy HUX eCTb CO6CTBEHHbIN
6peHf, YTO NPUBUBAET KY/IbTYpPY LBETOY-
Horo 6M3Heca nokynaTenam.

- Kak eam ydaémcs mak 6picmpo pacuu-
psambca?

- MHorve niogy NpUBBLIKAN, YTO LBe-
TOYHbIN MarasuH — 3T0 15-20 METPOB M/10-
WaAN, rae CcToAT LBeThbl B BEApax, KOTopble
HeobxoaMmo obpes3atb U «O6LUMNbIBATbLY
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nepeg npogaxemn. Mbl XXe He COOTBETCTBY-
eM 3TUM MpeAcTaB/ieHUsaAM. Y Hac HeT, B
NpsMOM CMbIC/1e 3TOr0 C/I0Ba, MarasuvHoB,
Y Hac cynepmMapkeTbl, Niowanb KOTOPbIX
npeBbILLAET 100 KBAAPATHbLIX METPOB. Mbl
MMeeM LIMPOKUN aCCOPTUMEHT, FUMBKYI0
LLeHOBY0 NOINTUKY, 3aBUCSLLYIO OT MECTO-
pacnonoXeHUATOproBonToukn. Kpacmeas
BbIKN3Ka, KA4YeCTBEHHOE 06C/Y>KMBAHNE -
BCE 3TO IOMAET NpeACTaBNEHNS O LLBETOY-
HOM bu3Hece.

- Po3bl - cambie nonyAsipHble yéembl 80 6ce
épemeHa U Ha écex cobbimusix, 00HAKO UX pas-
Hoobpasue cnocobHo yousumb daxke camoz0
U3bICKAHHO20 2ypMaHa. [Moyemy ébl 0CMAHOBU-
Au ceoli 8bI6OP UMEHHO Ha po3ax «JKeadop»?

—BHawemMaccopTUMeHTe MpUCYTCTBYIOT
He TONbKO pOo3bl. A CTPaHbl, B KOTOPbIX Mbl
3aKyrnaem CBOIO MpoAyKLUMIO, UMetoT MacLu-
TabHytoreorpapumio. OCHOBHON 06 BEMUAET
13 DKBaAopa, 4acTb — U3 KeHnu, reo3gnky un
ropTeH3uio Mbl nosy4aem ns Konymbéun, oc-
TaJibHble MOCTaBKN NPUXOAAT K HaMm n3 Typ-
uun, Uspannga, Utanum n fronnaHpmun. Bece
HaLLW NOCTaBKM NpsiMble, Mbl He paboTaem C
6pokepamu. Ml camoeriaBHoOeE, YTO Mbl AAEM
CBOMM MapTHEpaM, — 3TO Te 3aKyMoYHble
LLeHbl, KOTOPbIX HM Yy KOro 6o/ibLie HeT. Mbl
rapaHTuUpyem, 4To Halla npoaykuus byaet
CaMOW KayeCTBEHHOW M NO CAMOW HU3KOMN
LeHe, a eé HaLleHKa coCcTaBuT 6osee 100%.

Po3bl, KaKk OCHOBHOM aCCOPTUMEHT Ha-
Wen NpoayKLMW, NpeacTaBNeHbl Wb B

RUSSIAN BUSINESS GUIDE {JEKABPb 2019}

HawemM MHTepHeT-MmarasuHe, KOTOprVI AB-
ngaerca I'Ip06HbIM npoekTom Ans Hac. Ha
canTe eCcTb OCHOBHblE MO3ULUMU, npucyT-
cTByrowmeB KaXxaom TOpFOBOI?I TOuKe. Tak-
)Ke Mbl rapaHTupyemMm A0CTaBKY LBETOB 3a
nepunog oXxumnaaHumsa ot 45 MUHYT [0 4aca,
4yTto ANA MOCKBbI ABNAETCA YHUKAIbHbIM
npoueccom.

Bce Halin mMarasmHbl OT/INYalOTCA Apyr
OoT Aapyra, HoO OCHOBHbI€ NO3ULUU Bbl MOXXeTe
yBUAeTb B/I060M U3 HaWNXTOProBbIXTO4YEK.

- Bawu mazasuHbl pabomairom 24 4aca 6
cymku. Hackonbko 3mo 8bi200HO Kak 0As eac,
mak u das nokynameneti?

—SlcynTalo, YTO LLBETOYHbIN 6U3HEC A,0/1-
>XeH paboTaTb244acaBCyTKN U7 LHEN BHe-
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gento. Mbl pabotaem 365 4Hen Broay, BTOM
YNC/IEMBHOBOrOAHIOIOHOYb, KOrAabosbLie
HUKTOHepaboTaeT. TakoMrpapukpaboThl,
6e3yc/oBHO, AenaeT 6peH y3HaBaemMbIM U
npuHocuT 6osbLion goxod. Tonbko pabo-
Tas B TaKoM rpaduke, MOXHO y6eanTbcs B
TOM, KaK MHOrO N10Aen NoKynatoT LBETbI,
4YTO B HOYb C 31 Aekabpsa Ha 1 sHBaps, 4To
OHEM 1 sHBaps. ECTb MarasuHbl, KOTopble
B CMJIy PacnoJiIOXXeHUS B TOProBbIX LEHT-
pax BblIHYXAeHbl paboTaTb A0 AECATU UAN
OAMHHAALATY BeYepa B CUJTy pernaMeHTa,
HO TaKMX TOProBbIX TOYEK Y HAC MaJo.

- LieemouHbiii psid - 3mo He nepeas uee-
MmoYHas cemb, KOMOpYH 8bl omKpbiAu. Kakoti
onbim 6bin nony4YeH 6amu paHee?

—-[a, pencTBMTeNbHO, HalA CeTb —3TO
He MepBblA MOW OMbIT B LLBETOYHOM 613-
Hece. B 2012 roay s MHBeCTMpoOBan B 3
LBETOYHbIX MarasuHa. Torga s ewe He
6b11 3HAKOM € 3TUM 6U3HEeCcoM, HO co-
rnacuncsi nonpo6oBaTb BBUAY HEMIOXMX
nepcnekTue. OAHaKO BCe MarasuHbl Ha
TOT MOMEHT 6biIn y6bITOYHbIMK. Cen-
Yac OAMH U3 HUX OCTaJICS Ha LBETOYHOM
pbIHKE, 51 ero BbIBeN1 Ha KOHKYpPeHTOCno-
CO6HbIN YPOBEHb U He cTan ero pebpeH-
ANpoBaTh, OH TaK M OCTaJICA C Ha3BaHWU-
em «Mowu uBeTbI». lng MeHs 3TO NamMsaTb
onpoLwnoM. MocTponTb KPYMHYIO CETb U3
3 MarasvMHoB — BoOb6LLe MOXHO Ha3BaTb
HOHCEHCOM.

- Ymo siensemcs 2naeHbiM 6 ynpaeneHuu
yeemovHbimM 6usHecom?

— Kak 6bl 3TO NpOCTO HM 3ByYano, HO
KaApbl — ABUraTe b yCrnewHon paboTbl 1to-
6oro 6usHeca. /lioan, npuvweaLine B HaLly
KOMMaHWI0, 6bIN 06 bIYHBIMU COTPYAHMKA-
Mu1. Ho no mepe npodeccmoHanbHOro poc-
Ta OHWU cTanu paboTaTb Ha PyKOBOASALNX
[OMKHOCTAX.

- 3a 200 pabombl ¢ ¢paHwu3oli 8bl do-
cmuzau 6onbwiux ebicom. Cobupaemecp nu ébi
yeeAuqueamp C60€ npucymcmeue 6 cmpaHe?
W Kkakue ewé HanpaeneHus desmeAbHOCMU
Xxomeau 6bl omKpbimb?

— Moewn rno6anbHOM Lefbio K 2022 roay
aBnseTcsanpucyTcTBMe«LiBeToyHoropsgan
oT KanuHuHrpaga ao BnagmsocTtoka. Mol
yXe sBnsemcs pegepanbHON CeTblo, HO
HaLW NaHbl MO pacLMPEHNIO HOCST F10-
6anbHbIV XapakTep, KOTOPbIN CMOXET AaTb
MOHATb, YTO Mbl BLICTPOU/IN Ty CETb, KOTO-
pasi MoxeT paboTaTb N0 BCen cTpaHe B bec-
nepe6omHOM pexxmme.

HanpaBneHuss Hawen p[AeaTeNbHOCTU
Takke 6yayT pacwmpeHbl. Mbl cobupaem-
CS OTKPbITb LIKOAY pIOPUCTUKM B MOCKBe.
Ham yaanocb NponTu akkpeauTaLLuio v pe-
LIMTbOPraHN3aLNoOHHbIEBONPOChl. OfHAKO
ceriYacHeMHOroHe TO BpeMsi A4J11 OTKpbITUS
LIKO/bl. 9TO J0/KHO NPOU3ONTU KPacumBo,
NpeAnoaoXKMTENbHO K 1eTy.

- Lkon ¢nopucmuku 6 Mockee oueHb
mano. Bbl mo)keme nodpobHee pacckazamb o0
npoekme?

- Aa, wkon ¢nopuctnkn B Mockse
OEeNCTBUTENbHO MaJsio, U, MOMUMO 3TO-
ro, ypoBeHb UX 06y4eHss MOXXHO CMeno
NnocTaBUTb NOA COMHeHMe. MHe xo4eTcs,
4YTO6bl Y MEHS Y4YUAUCL NI0AN, KOTOpble
npeKkpacHo MOHUMAT, 4TO paboyum
npodeccnam B CTpaHe MpakTUYeckn He
06y4atoT. A LLBETOYHbIN 6M3HEC — 3TO BO3-
MOXHOCTb pa3BMBaTbCA M 3apabaTbiBaThb.
Mbl He npecneayemM Lenu Npusiedb Kak
MOXHO 6o/iblle NoAen B HalIW CTEHbI,
HO XOTMM AaTb Te He06X0AMMbIe 3HAHWUS,
YTO6bl Ha BbIXOAE MOAYHUICS peasbHbIN
CrneumnanncT, a He 4yesnoBek, KOTOPbIA by-
fet cobupatb 6ykeTbl A5 cebs.
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tis widely believed that flowers are a spontaneous purchase or a well-planned bunch of flowers for a certain event,

and therefore it is not necessary to dive into the flower business culture, as well as to create client-oriented loyalty
programs. Tsvetochniy Ryad - is the floral supermarket chain, which has broken all the stereotypes that were formed
over the years about the sale of flowers in Russia and has managed to create more than 8o outlets in 5 years. About
the difference between franchising and partnership, and on how to set goals and achieve them we have learned from

Ivan Utenkov, the floral chain owner.

- Your company started its activities in 2014,
and today it has more than 50 own stores and 30
franchise outlets. When have you managed to
launch your first franchise store?

- It is true. Our first franchise store
was launched as recently as a year ago
in Saransk. We have started active
development of franchise stores only this
year. But I would like to note that these
are partner stores for us.

- On the website of your company one can
see a proposal to open a franchise. Nevertheless,
you call these stores partner shops. What is the
difference between the names?

- What is a franchise? This is a lump-
sum fee and royalty, and then provision
of guidance on the fundamentals of the
enterprise management and probably a
description of the peculiarities of work
in a particular area of business. We do
not have any royalties or lump-sum
payments in the regions. We do business
on a “turnkey” basis, where we share the
profit with our partner on a 30% basis. The
scope of our work is a formidable part. We
have partners who are almost not involved
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in business processes; it is a passive
investment for them, they conduct only a
certain introductory part of the work.

- Due to the surplus of goods and services on
the modern Russian market, it is difficult to name
an uncompetitive business segment. Do you have
many competitors? Which cities and regions are
your franchisees located in?

- Before I first started to study the
regional markets, I thought that there
was no competition in the floral business.
We really have no such competition in
Moscow, but there are no franchise stores
in Moscow either. All the 50 Moscow
retail outlets are under our ownership.
We started to be present in the Moscow
region this year, and our partner shops
were opened in such cities as Krasnogorsk
and Khimki. And I do not see any
competition in the Moscow region either.
There is no competition in such cities as
Saransk, Belgorod, Penza, and Ulyanovsk.
However, our last partner shop in the
region, located in Ufa, has shown that
there is competition in this city.

Thus, the competition is largely
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determined by the region of presence.
This can be experienced on the example
of two different cities. Thus, Voronezh is
a city of one million inhabitants, but the
floral business is very poorly developed
there, so we have met no competition
there. Ufa is also a millionaire city, but
there are 3 developed floral chains with
15-20 outlets each. And although these
stores do not compete with us by the
quality of products, they have a certain
structure of work: all of their stores are
uniform in format; they have their own
brand, which cultivates floral business
culture for customers.

- How do you manage to expand so quickly?

- Many people are accustomed to the
fact that a flower shop is a 15-20 meters
site, full of flowers in buckets which
need to be cut and “plucked” before
selling. We do not correspond to these
understandings. We don’t have, literally,
any shops; we have supermarkets thatare
over 100 square meters in size. We have a
wide range of products, flexible pricing
policy depending on the location of the



outlet. Beautiful exhibition, high-quality
service - all this breaks the mold of floral
business.

- Roses are the most popular flowers of all
times and events, but their variety can surprise
even the most refined lover. Why did you choose
Ecuador Rose?

- There are not only roses in our
assortment. And the geography of the
countries where we purchase our products
is very large: most of our products come
from Ecuador, some from Kenya; we
receive carnations and hydrangeas from
Colombia, while the rest of our products
come from Turkey, Israel, Italy and the
Netherlands. All our deliveries are direct;
we do not work with brokers. And the
most important thing that we give to our
partners is the purchase prices which
nobody else has. We guarantee that our
products will be of the highest quality and
at the lowest price, and its markup will be
more than 100%.

Roses, as the basic assortment of our
production, are presented only in our
Internet shop which is the trial project for
us. On our website one can find the basic
items which are present at each of our
points of sale. We also guarantee flowers
delivery for the waiting period from 45
minutes to 1 hour, which is a unique
process in Moscow.

All our stores are different from each
other, but you can see the basic items in
any of our stores.

- Your stores are open 24 hours a day. How
beneficial is it to you as well as to your customers?

- I believe that the floral business
should work twenty-four hours a day and
seven days a week. We work 365 days a
year, including New Year’s Eve, when
nobody else works. Such a work schedule
certainly makes the brand recognizable
and brings a lot of income. Only by
working in such a schedule, it is possible
to experience that many people buy
flowers, both on the night of December 31
to January 1 and on the day of January 1.
There are shops, which by reason of their
location in shopping malls are forced to
work till ten or eleven in the evening due
to the regulations, but we have very few
such outlets.

- Tsvetochniy Ryad is not the first flower chain
you've opened. What experience have you had
before?

- Yes, indeed, our network is not my
first experience in the flower business. In
20121 invested in three flower shops. Iwas
not familiar with this business then, but
I agreed to try it because of the promising
prospects. However, all three stores were
unprofitable at that moment. Now one
of them remained on the floral market, I
took it to a competitive level and did not
rebrand it; it remained with its name

“My Flowers”. It is a memory of the past
for me. To build a large network of three
stores is practically nonsense.

- What is the main thing in floral business
management?

- It may sound simple, but human
resources are the engine of any successful
business. The people who came to our
company were ordinary employees. But
as they grew professionally, they began to
work on management positions.

- In a year of working with franchise, you have
reached great success. Are you going to increase
your presence in the country? And what other
areas of activity would you like to start?

- My global focus by 2022 is the presence
of Tsvetochniy Ryad from Kaliningrad
to Vladivostok. We are already a federal
chain, but our expansion plans are global
in their nature, which will make it clear
that we have built a network that can
operate fail-safe across the country.
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Our activities will also be expanded.
We are going to open a school of floral
design in Moscow. We have managed to
get accredited and to solve organizational
issues. However, the time has not come to
open the school yet. It is supposed to be a
beautiful event, probably by summer.

- There are very few floral design schools in
Moscow. Can you tell us more about the project?

- Yes, there are really few floral design
schools in Moscow, and besides, the level
of their training can be challenged. I
would like to see people studying at my
school who perfectly understand that
there is almost no training for workers in
the country. And the floral business is an
opportunity to develop and earn money.
We do not seek to attract as many people
as it is possible, but we strive to provide
the necessary knowledge so that we can
get a real specialist, not a person who
would collect bunches of flowers for him/
herself.



OT MNMEPBOTO JIMLA

NNABOPATOPUSA «TEMOTECT»:

KAK MEHSAETCH
OPAHYAUBUHT

- CeemnauHa AnekcaHoposHa, «lemo-
mecm» - AKMU8Ho pa3eusarWasca ceme.
C Kakum umozom 8bl 3aKkoH4unu 2019 200?

— [leCTBUTENBbHO, eXerogHO Hala ceTb
npupacTaet Ha 25-30%, n 2019-1 He cTan nc-
KfouyeHnemM. B abConioTHOM BblpaXkeHMM 3TO
130 HOBbIX dpPaHUAN3MHIOBBIX OTAENEHU B
pasHblX pernoHax Poccum n LleHTpanbHON
A3um 1 30 NponoHraumm AOroBopoB C Aen-
cTByOWMMY NapTHEPamMn. Mbl 3aKntouaem Ao-
FOBOPbI KOMMEPYECKOM KOHLECCUM Ha NATb
NeT, N Te NapTHEPDLI, Y KOTOPbIX MOAOWEN K
KOHLy CPOK LEeNCTBMA COrnaleHns, NPpUHANK
pelleHne OCTaTbCA B CeTU: 3a BPeMA COTPYA-
HUuYecTBa OHW yOeaMNnCh, UTo Hal BusHec —
CTAabUNbHbBIN, HAOEXHbBIN 1 JOXOAHbIN. Bcero
non 6peHpom «femoTecT» ceityac pabotaer
700 nabopaToOpHbIX OTAENEeHWU, B KOTOPbIX
naumeHTbl caatoT aHanmsbl, U 500 U3 HUX —
dpaHuan3nHrosble.

Mbl aKTMBHO paclwmpsaem reorpadwio: B
2019 rofly 0 KOMnaHuK y3Hanu xutenn dans-
Hero Boctoka u KelprbidctaHa. JanbHeBoc-
TOYHbIN defepanbHbIi OKPYT OKa3anca oYeHb
6naronpuATHBIM ANA Pa3BUTUA MO MOAENM
dpaHuai3nHra: oTkpbITble 34ect OTAeneHun
MOKa3blBAIOT OfHM W3 NYYLUKUX Pe3ynsTaTos.
LleHTpanbHaA A3nAa — noka HOBaA ANA Hac
TepPPUTOPVA, 34eCb HaM NPUXOAUNTCA afanTu-
poBaTbh CBO OM3HeC-Mofesb, TEM He MeHee B
Knprusmm y Hac yxxe NOABUACA NyN NTOANbHbIX
NauneHTOB, KOTOPbIe CTanu NPUBEPKEHLAMM
6peHaa. Ecnn rosoputs 0 TepprTOpHANEHOM
OXBaTe, TO Ha cerogHa «femoTecT» NpencTas-
neH B 305 HaCeNEHHbIX MYHKTax — Kak B Mera-
nonmcax, Tak 1 B ManblX ropofax.

- Bol npodanu nepsyio pparHwiuzy 6 2010
200y. Umo usmeHunoce 3a smo epemsa?
Kmo ce200HA HayuHaem ceoli 6usHec eme-
cme c uzgecmHoim 6peHOOM?

- Ecnm paHbule ¢paHuan3nHrosbln 6ms-
HecC Oblfl CKOHLEHTPUPOBaH B LleHTpansHoM
dbenepanbHOM OKpyre, a KOHKpeTHee — B
Mockse 1 MoCKOBCKOM 06/1acTu, TO CerogHa
rnaBHble ApariBepbl pocTa — yAanéHHble oT
LeHTpa pervioHbl U Manble ropofa. 9To 0Co-
6eHHO 3aMeTHO Ha MpuMepe MeAULMHCKOM
dpaHW3bl: Mbl MoMyYaeM OYeHb MHOTO 06-
PaLLEHN U3 HACENEHHDBIX MYHKTOB, XUTENAM
KOTOPbIX NPOCTO Hekya 06paTUTbCA 3a Kaue-

J‘I abopaTtopua «femMoTecT» CO AHA CBOEro OCHOBaHUA Oblla PEBONIOLMOHEPOM: eLLé

B ganéxkom 2003 rogy oHa cAenana CTaBKy Ha MIHHOBAaLU MW, YHUKaNIbHOE «yMHOEe»
obopynoBaHue n pegkme y3konpodunbHble NCCNefoBaHKsA, 3a KOTOpble MOHavany
6oanncb GpaTbCA gpyrue YacTHole Nabopatopun. ITUX NPUHLMNOB KomnaHuA, ¢ 2010 roga
pa3BUBaOLLAACA MO MoAenn GppaHyan3nHra, NPUAEPKUBAETCA U CErOfHA, HO HOBeNLIne
TEXHONOMM AaBHO BbILWY 3a Npeaesbl 1abopaTopHOro KOMMeKca U Tenepb NPOHM3bIBAIOT
BCto ceTb 13 700 otaenenun. Kak IT-noaxog meHAeT paboTy napTHEPOB «[eMoTeCT», pacckasana

AvpeKTop no ¢ppaHyansmHry CeetnaHa BacmneHko.
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CTBEHHbIMY MEANUMHCKMMI yCiyramu. B unc-
110 Hanbonee akTUBHbBIX PErMOHOB BXOAAT Te,
rhe KoMMmepueckas meauumHa MCTOPUYECKHn
npeBanupoBana Hag Nporpammon rocypap-
CTBEHHbIX rapaHTui: CeBepHbI KaBkas, tox-
Hble 0bnacTn cTpaHbl, KpbiM. Tem He MeHee,
nocTeneHHO pa3BusatoTca v Ypan, n Cnbmps.

Mbl Habntofaem oueHb MHTEPECHbIN TPeHA:
42% HOBBIX OTKPbLITWIA OobecneumBatoT yxe
Jencteyowne dpaHyamsm. OHM OTKpbIBatOT
BTOpOe, TpeTbe, NAToe nabopaTopHoe oTAe-
neHve anAa ceba 1AM uneHoB CBOel CembH,
dopmmpya COOCTBEHHYIO MUHW-CETb MOA
denepanbHbiM bpeHaom. Ewé 25% HOBBIX
NapTHEPOB — 0K, KOTOPbIe MPULLAN NO pe-
KOMeHAaumMmM AeNCTBYWMX GpaHyamsm (1x
ObiBLUME KOMMern, Apy3bsA, OAHOKNACCHUKM).
OTCyTCTBME 3KOHOMNYECKOrO POCTa B CTPaHe
NPVBENO K TOMY, YTO NpefnpUHMMaTeNn cTa-
JIN HAMHOTO OCTOPOXKHEE BKNaAbIBaTb AEHbI V.
OHW MLLYT HavMeHee PUCKOBaHHbIe CNOCOObI

«HALLIA KOMNAHWS BbINONHAET CNOXHEVLLIME,
BbICOKOTEXHOOT M4HBIE NCCNELOBAHWA, A Mbl
[ETAEM BCE 4719 TOFO, 4TOBbI KAYECTBO HALLIE/

PABOTBI HA KAXZIOM 3TATME COOTBETCTBOBAJIO

3TOMY YPOBHIO»

VHBECTUPOBATb CPEACTBA, MNO3TOMY peKiama
«M3 YCT B YCTa» YacCTO 3HAUMT [N1A HUX [axe
6onblie, Yem CTabubHOE NOOXKEHME KOMMa-
HUW Ha pbiHKe. Mbl BUAWM Liefible cemelHble
AVMHACTMM: CTapliee MoKoseHue OTKPbiBaeT
nabopaTopHble OTAeNeHUs Ha CBOeN Mano
poaviHe, Hanpumep B VIHrywetun, Yysauivn,
a f1eTn nepebrpaloTcs B CToNMUy 1 paboTaioT
Nof TeM e GPEHAOM yxe 3A€eCh.

K Ham CTano NpuXoauTs MHOTO MOMTOAEXN,
CTYAEHTOB: CaMOMy IOHOMY GpaHYal3m, KoTo-
PbIli 3aKIOUN JOrOBOP C «[€MOTECT» B 3TOM
roay, Bcero 19 net! OTMedy, UTO y Hero yxe
ABe ycrneuHble TOYKM: BO3pacT — He npendT-
cTBMe AN Gr3Heca, eciv PAAOM eCTb HaneX-
HbI MapTHEP. Mbl MomMoraem CBOUM paH-
yal3M C Camoro MepBoro AHA. 3a Ka[abim
3aKpemnIfeTca  NepCoHabHbI - MeHemxep,
KOTOPbIN MOMOraeT pewnTb BCe CNOXKHOCTY,
BO3HMKaloWme B npotecce paboTsl. bnaroaa-
ps 3TOMY MHTEPEeC K Halleln GpaHLv3e ecTb v
y NeHCMOHEPOB, XOTA 3TO NOAM, KOTOPbIE BCIO
XM3Hb paboTanu no Hanmy. Camomy cCTap-

OT NMEPBOTO JIMLUA 11

Wwemy Hawemy napTHEPY 73 roAa, U OH ToXe
BMOJIHE yCneLeH.

CerogHa pelieHWe HauyaTb OuM3HeC BCE
yalle NPUHUMAIOT NoAW, KOTOpbIe He MiaHn-
pyloT B BnvKaliluee BpemA pPaccTaBaTbCA CO
CBOEW OCHOBHOWM AeATeNbHOCTbIO. Ha Tom ke
NlanbHem BocToke nabopatopHble oTAeneHus
yallle BCEro OTKPbIBAOT BPauu, KOTOPbIM He-
Kyfa HanpasnATb CBOMX MaLMEeHTOB ANA Bbl-
MOSTHEHWA CNOXHbIX MCCnefoBaHui. B noxo-
XKew CUTyaumMmn OKasblBalTCA CNeLnanmncTsl 1
13 HEKOTOPbIX APYIMX YacTel CTPaHb.

- Adanmupyem nu «[emomecm» ceolo
6u3Hec-mo0esib N0O HoBble peanuu?

— Pasymeetca. Mbl 1BEM B OUeHb ObICTPO
MeHsIoLLEeMCA MUPE, Y KOMMAHWSA, He roTosas
OblTb TaKOM e ObICTPON U rMBKOK, NpourpaeT
PbIHKY. Hanpumep, BUAA pacTyLmii HTepec co
CTOPOHbI BpauebHOro coobLiecTsa, Mbl B Mione
3TOro rofja 3anycTuan NPUHLUMANANBHO HOBBI
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dopmaT dpaHLWm3bl — dpaHWKn3y-nanT. GakTu-
UeCKM 3T0 KOOPEHAMHIOBbIN NMPOEKT, yU4acTHU-
KOM KOTOPOrO MOXeT CTaTb JIMLEH3VPOBAH-
HbI MEANUMHCKNA LEHTP WMAW BPAY YaCTHOWM
npakTukn. Ceryac No GpaHLwmn3e-nanT C Hamm
paboTaeT NATb MEAWLMHCKNX YUYPEXAEeHUN,
elwé aBa NpoxoadT npoueaypy MOArOTOBKM.
Mbl Beiém neperoBopbl C NAapTHEPaMK, KOTO-
pble XOTAT HauyaTb COTPYAHMYECTBO B Criefyto-
LWeM rofly: B OCHOBHOM 3TO Y3KONpPodubHble
MeaMLMHCKMe LeHTPbI (CTomaTonornyeckue,
KOCMETONIOTMYECKHE), KOTOPble XOTAT MaKCu-
ManbHO MCMONb30BaTh MMetoLMeca niaoLwaam,
YBENNUMTb MOTOK MaLMEHTOB 1 AnsepcuduLm-
poBaTb OM3HEC, PaCLUMPWTL €r0 HOBBIMYM BLAA-
MU AeATeNbHOCTH.

[nAa nofnepKkn AencTByOWMX NapTHEPOB
Mbl 3anyCTUAM MHWULMATMBY, KOTOPasA OTKPbl-
BaeT MM AOCTYM K HOBbIM KaHafam MPOAax.
Ecnv paHblie C opuanyecknMm nyuuamm, me-
OMLUMHCKAM COOBLLIECTBOM Hanpamyto paboTa-
1a FONoBHaA KOMMaHWsA, To cenyac «femoTecT»

npennaraet d)pquaVBl/l CaMOCTOATENbHO B3an-
MOJeNCTBOBATb C BpadaMnt 1 KNNHNKamMn. C |

O[IHOW OrOBOPKOWM: UTOObI HE BO3HMKANO BHY-
TPEeHHEN KOHKypPeHLMWM, Takas onumsa AoCTyn-
Ha B Tex ropofax, rae paboTaeT TOMbKO OAMH
NapTHEP. W, pasymeeTcs, Mbl He HacTanBaem.
Ecnm dpaHyamsm He xouetca norpyxatbcs
B 3TM BOMPOCHI, C IOPAULAMI MPOAOKAEM
paboTaTh Mbl camu. Ho He Mory ckasaTb, YTo
MHOrMe OTKa3blBAIOTCA: MHMLMATMBA MOABK-

Nacb B OTBET Ha 3aMpoChl MapTHEPOB, KOTOPbIe
XOPOLWIO 3HAlOT NOKanbHble OCOBEHHOCTU 1
MOHMMAIOT, Kakre Moaenu obueHus bonee a¢-
beKTNBHbBI Ha MecTax.

Ho 370, KoHeyHo, ganeko He Bcé. «[emo-
TecT» MOCTOAHHO MOAepHM3MpyeT nabopa-
TOPHbLI  KOMMNEKC, BHeapsAeT HoBelline
MEeTOAVKM WMCCNefoBaHNM, 3aKymnaeT camoe
nepefnosoe 06OpyAOBaHWE, COMOCTaBUMOE
C NYUYWUMU MUPOBbLIMK NabopaTopuamm. Mbl
pa3BMBaeM JOrMCTUYeCKylo cuctemy, IT-pe-
WweHuns. Hawa KomnaHvsa BbINOMHAET CNOX-
Hellne, BbICOKOTEXHOMOMMYHbIE UCCNeao-
BaHWA, M Mbl JenaeMm BCE AnA TOro, 4tobbl
KauecTBO Hallei paboTbl Ha Kakaom 3Tane
COOTBETCTBOBASIO STOMY YPOBHIO.

- Kakue mexHonoauu ce200HA cocmoam
Ha cnyx6e y ¢ppaHyatizuHea?

- Te, KoTOpble MOTYT B pasbl yCKOPWTb
pa3BUTME TOUKW: B MepBYyl oyepeab, 3TO
KacaeTcA MOBBIWEHWA KayecTBa M CKOPO-
CTV aHanuUTWKKM ¥ obyuyeHnA nepcoHana.
[na ysenunueHna s3ddekTMBHOCTU COTPYA-
HWKOB Mbl B 3TOM rofy 3anyCTwiu HOBYIO
ANCTaHUMOHHYI0 cucTemy obyyerums Teach
Base: eé KpaeyrofibHbll KaMeHb — rernmn-
dukauma. Mefcectpe Mnu agMUHUCTPATO-
py NabopaToOPHOro OTAENEHUA He HYXHO
€30MTb B TPEHWHIOBbLIM LEHTP W TpaTUTb
BpeMA Ha CKyyYHble 3K3ameHbl. OHK B y06-
HOe BpemA CMOTPAT obydatoliye poanKmn C
moboro yctpoictea (gaxe cmaptdoHa), a

MOTOM MPOXOAAT TeCTMPOBaHMWe, KOTopoe
«yNaKOBaHO» B MPOXOXKAEHME KOMMbloTep-
HOW wrpbl. Taknm 06pa3om, Mbl MOBbILIAEM
KBanudunkaumio COTPYAHUKOB (He TONbKO
dpPaHYaN3MHIOBbLIX, HO U CODCTBEHHbLIX TO-
Uek), He OTHMMaA Yy HUX MHOTO BPEeMeHU U
He TpebyA Kakux-TO CBEPXYCUINIA.

BoobLe, Mbl MOHWMAEM, UTO MHCTPYKUMM,
0COBEHHO Te, KOTOPbIE 3aHMMAtOT BOsbLLIE OAHO-
rO NIUCTA, HUKTO He umTaeT. [o3Tomy CTapaemca
nepeknagbiBath 1x 1 0bydaloLLe MePONPUATHIA
B BM3yanbHyto dopmy. CKkaxkem, BMeCTo raadyka
MO PEMOHTY 1 OCHaLLEHMIO TOUKM Y Hac 3D-Typ:
NapTHEP 3aX0AMT B BUPTYanbHoe nabopatopHoe
OTZeNeHvie 1, TynAs» MO HeMy, BUAWT NMOACKA3KY,
Kakow fomkHa OblTb Kpacka Ha 3Tol CTeHe, uTo
LO/KHO CTOATL Ha TOW CTOMKE.

AHanNWTUKy TOXe  BW3yanusumpyem, HO
no-gpyromy. [1ns Bnagensues 613Heca B 3TOM
rogy Mol 3anyctunu cuctemy Power Bl. C eé no-
MOLLBIO MOXHO, HanpuMep, OLEeHUTb MoKasa-
Tenw paboTbl KaXKAOro COTPYAHMKA, OTCNeaNTb
MUKOBYIO Harpysky no AHAM, YBUAETb, Kakue
YCNyrn Mnofb3yloTca HanmboMbLUMM CMPOCOM.
E€ BakHOe MpeVMyLlecTBO — BO3MOMXHOCTb
CPaBHUTb TOUKY C aHaNOrMUHbIMK OTAeNeHu-
AMM, KOTopble paboTaloT Ha ToW e TeppuTo-
pun. PaHblle Hawwy NapTHEPLI NMepexmnBani:
«fl BUXKY, UTO MOE OTAEeNeHNe Pa3BMBAETCA, HO
MOXHO M CUMTaTb MOW Temrbl Pa3BUTUA XO-
powmnmMmmn?» Cernyac OHW CPasy BMAAT pasHMLy
CO CpefHecTaTUCTUYeCKUMI NoKa3aTenamm u
B CpeflHeM ueke, U B 060pOTe, MOryT Npocie-
OWTb 3TW 1 Apyrie nokasaTtenu B AMHaMUIKe.




GEMOTEST LABORATORY:
HOW FRANCHISING IS CHANGING

S

ince its foundation, Gemotest Laboratory has been a revolutionary: back in 2003, it relied on
innovation, unique “smart” equipment and rare narrow-field studies, which other private laboratories

were afraid to provide. The company, which has been developing according to the franchising model since
2010, adheres to these principles today, but the latest technologies have long gone beyond the laboratory
complex and now permeate the entire network of 700 branches. We spoke with Svetlana Vasilenko,
Franchising Director, about how the IT approach is changing the work of Gemotest partners.

- Mrs. Vasilenko, Gemotest is an actively
developing network. What are the results of
2019?

- Indeed, every year our network grows
by 25-30%, and 2019 was no exception. In
absolute terms, these are 130 new franchising
branches in different regions of Russia and
Central Asia and 30 extensions of contracts
with existing partners. We conclude
commercial concession agreements for five
years, and those partners who have reached
the end of the agreement have decided to
stay with us: during our partnership they
made sure that our business is stable, reliable
and profitable. In total, 700 laboratory
departments are now operating under the
Gemotest brand, in which patients are tested,
and 500 of them are franchised.

We are actively expanding our geography:
in 2019, residents of the Far East and
Kyrgyzstan learned about the company. The

Far Eastern Federal District turned out to be
very favorable for development within the
franchising model: the branches opened here
show some of the best results. Central Asia
is still a new territory for us, here we have
to adapt our business model, nevertheless, in
Kyrgyzstan we already have a pool of loyal
patients who have become adherents of the
brand. If we talk about territorial coverage,
then today Gemotest is represented in 305
settlements — both in megacities and in small
towns.

- You sold your first franchise in 2010.
What has changed during this time? Who
starts their business with a well-known
brand today?

— If earlier the franchising business was
concentrated in the Central Federal District,
and more specifically in Moscow and the
Moscow region, today the main growth

drivers are regions and small cities remote
from the center. This is especially noticeable
on the example of a medical franchise: we
receive a lot of requests from settlements,
whose residents simply have no organization
to turn for quality medical services. The
most active regions include those where
private medicine has historically prevailed
over the state guarantee program: the North
Caucasus, the southern regions of the
country, and Crimea. Nevertheless, both the
Urals and Siberia are gradually developing.
We are observing a very interesting trend:
already existing franchisees provide 42% of
new branches. They open a second, third,
fifth laboratory department for themselves
or their family members, forming their
own mini-network under a federal brand.
Another 25% of new partners are people
who came on the recommendation of
existing franchisees (their former colleagues,
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friends, classmates). The lack of economic
growth in the country has led entrepreneurs
to invest more cautiously. They are looking
for the least risky ways to invest, so word-of-
mouth advertising often means even more to
them than the company's stable position in
the market. We see entire family dynasties:
the older generation opens laboratory
departments in their small homeland, for
example, in Ingushetia, Chuvashia, and the
children move to the capital and work under
the same brand already here.

A lot of young people, students come to
us: the youngest franchisee, who signed an
agreement with Gemotest this year, is only
19 years old! I note that he already has two
successful clinics: age is not an obstacle to
business if there is a reliable partner nearby.
We help our franchisees from day one. Each
of them has a personal manager who helps
solve all the difficulties that arise during the
course of work. Thanks to this, pensioners
also have an interest in our franchise,
although these are people who have been
employed for a lifetime. Our oldest partner
is 73 years old, and he is also quite successful.

Today, the decision to start a business is
increasingly being made by people who do
not plan to part with their core business
in the near future. In the same Far East,
laboratory departments are most often
opened by doctors who need a clinic to send
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their patients to perform complex studies.
Experts from some other parts of the country
find themselves in a similar situation.

- Does Gemotest adapt its business model
to the new realities?

- Of course. We live in a very fast changing
world, and a company that is not ready to
be fast and flexible will lose. For example,
seeing the growing interest from the medical
community, in July this year we launched
a fundamentally new franchise format -
franchise-light. In fact, this is a co-branding
project, in which a licensed medical center
or private doctor can become a participant.
Currently, five medical institutions are
working with us on a franchise-light, two
more are undergoing the preparation
procedure. We are negotiating with partners
who want to start cooperation next year:
mainly these are narrow-profile medical
centers (dental, cosmetology) that want to
maximize the use of available space, increase
the flow of patients and diversify their
business, expand it with new activities.

To support existing partners, we launched
an initiative that gives them access to
new sales channels. Previously, the parent
company worked directly with legal entities
and the medical community, but now
Gemotest offers franchisees to independently
interact with doctors and clinics. With one
caveat: to avoid internal competition, this
option is available in those cities where only

M




one partner works. And, of course, we do not
insist. If the franchisee does not want to dive
into these issues, we continue to work with
legal entities ourselves. But I can't say that
many partners refuse: the initiative came in
response to requests from partners who are
well aware of local features and understand
which communication models are more
effective locally.

But this, of course, is far from all. Gemotest
constantly ~modernizes the laboratory
complex, introduces the latest research
methods, purchases the most advanced
equipment, comparable with the best world
laboratories. We are developing a logistics
system, IT solutions. Our company carries out
complex, high-tech research, and we are doing
everything to ensure that the quality of our
work at each stage corresponds to this level.

- What technologies are at the service of
franchising today?

- Thosethat canaccelerate the development
of the branch at times: first of all, it concerns
the improvement of the quality and speed
of analytics and staff training. To increase
employee efficiency, this year we launched
the new Teach Base distance learning
system: its cornerstone is gamification. A
nurse or laboratory administrator does not
need to go to the training center and spend
time on boring exams. At a convenient time,
they watch training videos from any device
(even a smartphone), and then undergo
testing, which is “packaged” into the
passage of a video game. Thus, we improve
the qualifications of employees (not only
franchised, but also our own branches),
without taking a lot of time from them and
without requiring some extra effort.

In general, we understand that no one
reads the instructions, especially those that
occupy more than one sheet. Therefore, we
try to transfer them and training activities
into a visual form. Say, instead of a guidebook
for repairing and equipping a clinic, we have
a 3D tour: the partner goes into the virtual
laboratory department and, “walking” through
it, sees prompts about what paint should be on
this wall, what should stand on that counter.

We also visualize analytics, but in a
different way. For business owners, this year
we launched the Power BI system. With
its help, you can, for example, evaluate the
performance of each employee, track the
peak load day by day, see which services are
most in demand. Its important advantage
is the ability to compare your business
with similar departments that operate in
the same territory. Previously, our partners
were worried: “I see that my department
is developing, but can my development
rate be considered good?” Now they
immediately see the difference with the
average indicators in the average bill and
in turnover, they can trace these and other
indicators in dynamics.
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«BCE TAK)KE B OBJIACTU
BAJIETA Mbl BMNEPEAMN
NAAHETbI BCEA»

Ha Bonpoc: «4T1o Takoe «banet c ABYX
net»?» — poHas MunaHa MoXKeT CMeNio OTBe-
TUTb: «DTO Nana, Mama u s». MoToMy 4TO C
Heé BCE M Havyanocb: pe6éHka Hekyaa 6bino
oTAATbANA3aHATUIITUMBUAOMMUCKYCCTBA,
u TOorga mama, bnaro, 4to npodeccmoHan,
pewwnna, 4to 6yaeT caMayumTb U LOUKY, M eé
cocef0K-pOBECHWLL. A nana peLuni, 4To Jto-
60Bb K MpeKpacHOMY — 3TO 3aMeyvaTesibHoO,
HOMo4YeMy 6bl3a0AHO HENPEBPATUTbLEE eLLLE
1 B 6n3Hec? «Bbibupaellb paboTy — BbI6GMpa-
elwb cyabby», — CKasan OH B Havase Halwero
pasroBopa. M ecTb nogo3peHue, YTo CyabLoy
OHW BblIBpanu He TONbKO cebe...

Tak nosiBMnacbL nepeas LWKOMa, NOTOM
BTOpas U Tak ganee... Ecam Bac, kak n meHs
B Hayase Hallen 6ecefibl, TEp3aOT CMYTHbIE
COMHEeHwuS, 4To, Mo, 6aneT — 3To He TO, YTO
CerofHs TaHLYIT AeBYLLKM B ky6ax, a ae-
BOYKM — B AETCKMX Cafax; 4to 6anet — 3To
BCE-TaKM UCKYCCTBO 3/IMTAPHOE; YTO CNpPOC
Ha Takune 3aHATUSA, K TOMY XKe B TAaKOM FOHOM
BO3pacTe,HeBeMK, ToTaTbsiHaBac...HeT, He
pasovapyeT, a HA060pOT — BLOXHOBUT!

- dnuTapHoe? Ceryac yxe HeT. Tpu roga
Hasag, Koraa Mbl TO/IbKO HAYMHaNU, aena-
JI1 CBOKO ceTb No MockBe, 6a/1eTHbIX LUKO
OencTBUTEeNbHO 6bIJ10 MasIo, a VXK AN aeTen
cAByxJieTHe 6binoBoobLe. CenyacBCTONM-
LLe 3TO CTaJI0 OYEHb MOMY/SIPHO U Pa3BUTO.
Takke 1 B permoHax: o4eHb MHOTr1e Nyt
HaM B MHCTarpam O TOM, YTO XOTST, YTO6bI
pPsSAOM C HUMM 6bina 6aneTHas wkona. Ho B
permoHaxBCu/y 3KOHOMUYECKMXMOMEHTOB
$paHyanrsn ewe nobamBaloTCs €€ OTKPbI-
BaTb. Ho 3T0 TO4HO 6yaeT! PoguTtensm 3to
HY>XHO, 3TO BOCTpe60BaHo!

- Ymo makoe «banem c dsyx nem»? Kak
80CNPUHUMAlOM WKOJYy podumesnu, npueoos-
ujue 8 Heé€ c8oUX COBCEM IOHbIX NPUHUECC: KaK
UHMepecHoe U NnoJjie3Hoe 8peMsNpPenposoX (-
deHue, KaK obwee pazeumue uau Kak «nyme
K 386€30am»?

- Yaue - kak npaBuabHoe obliee pas-
BUTUE C aKLLEHTOM Ha KJ1IAacCUKY, — FOBOPUT
TaTbsiHa. — B AByXx/1eTHeM Bo3pacTe, koraa
pe6EHOK HACTO/IbKO OTKPbIT OKPYXKatoLLeMy
MUpY, erouHTepecyeTBCE. M OHeLénokaHe
BpeAHbIN... KpU3nC TPEX NIeT He HACTynuI.

RUSSIAN BUSINESS GUIDE {JIEKABPb 2019}

M eXayHapopaHas ceTb «banet c ABYX /1IeT»
I y>Xe paboTaet B Poccum, KasaxcrtaHe,
benapycu, LLBenuapum, O6beaNHEHHDbIX
Apabckumx Smuparax, rae BCKope oTKpoeT-
€S y>Ke BTOpas LWKoa 3TON ceTun. Bcero nop,
3TUM 6peHAOoM yXXe paboTaeT 13 CO6CTBEHHbIX

oTAe/IeHUN U 37 ppaHYan3nHIoBbIX. Ecau,

Mbl «<noaxBaTbiBaeM» pe6eHKa 1 yepes 3ToT
Kpu3unc npoeoanM. KOHeYHo, Mbl He ¢dyaTe
Y4UM C AeTbMMU, HO 3TO U He pUTMUKA. ITO
M He NpOCTO TaHLbl M He NPOCTO pa3BMBato-
LN KPYXXOK. 3aHATMS 6a/1eTOM OYeHb no-
Ne3Hbl N5 CAUHbI, 415 HOT. leTu, KoTopble
Y Hac 3aHMMAlOTCA, Kak NpaBuao, CUNbLHO
oTanyaroTcs pusnyeckn. Kpome Toro, ans
[eBOYeK3TOCBOeropoaa«Lkoiabnaropos-
HbIX AeBuLly. 3TO obLyee pa3BuTue B chepe
MCKYCCTBA: HaLlIW AeTU 3HAIOT BCeX KOMMO-
3UTOPOB, BCE OCHOBHbIE 6aeTbl, OHM3HAIOT,
YTO TaKoe TeaTp...

TyT npocTo HeobxoAuMO A06aBUTb, YTO C
TeaTpoOM OHM 3HAKOMbI He TO/IbKO U3 3pUTe/ib-
Horo3sasna.Y»xeBa pasatoHble BOCMUTAHHULIbI
«baneta c aByx/ieT BbicTynaav B Kpemne! Bbl-
XOAWIN OHU HA CLLEHY B TOM YMTJIe N C apTUC-
Tamu bosiblioroTearpa, TeatpanmeHn K. Cra-
HMcnaBckoro v B. HemupoBsumya-JaHyeHKo!..

— Y Hac NOCTOSIHHO BbICTYMJIEHWS, KOH-
uepTbl. 119 AeTer 370 60/1bLLION ONbIT — B Ta-
KOM HOHOM BO3pacTe BbIXOAUTbKayaUTOpUn
500-800 YenoBex...

- Yenékwucob uckyccmeom, nocmapaemcs
He 3a6bimb npo 6u3Hec... Ymo npednazarom
ocHosamenu «banema c dsyx nem» mem, Kmo
3ak/o4aem ¢ HUMU 002080p HA ppaHyalizuHa?
U no kakum KpumepusiM oHU omb6uparom mex,
C KeM MOXHO Mmakoli 002080p 3aKAYUMb?
Bedb coenacumecb, omkpbime 6anemuyio
WKOMy unu Kakoli-mo MazasuH - 3mo, Msi2Kko
2080ps, He coeceM 00HO U MO He...

—MbinpegnaraemnporpamMmmyobyyeHus,
KOTOpYo pa3pabaTtbiBanu C HyNS, — paccka-
3biBaeT TaTbsHa. — ECTb M3BeCTHas Ha BeCb
MUp MporpamMmMa BaraHoBoW, MO KOTOpOW
BceyyaTtca.HooHaanagetenor7-81et. Ans
Tex, KTo Miaglie, He 6bi10. Mpuwnock ae-
natb. Ho y MeHs 6bin YenoBek, HA KOTOPOM
BCE NMPOBEpAIOChb, — 3TO MOSi CO6CTBEHHas
004b. ECiv 6bl He OHA, 6b1/10 6bl C10XKHO. [la
1 334,241 TaKoW He 6bino 6bl... Ecnu g BUae-
JNANHTepec, e/ pe6eHOK 6b1J140BO/bHbIM,
PafOCTHbLIM, 3HAUYUT, BCE NPaBUIbHO, A eC/IN
MHTepec nponaaasn... B pabore Mbl yaensem
60bLOe BHUMAHME AeTCKUM IMOLUSM, HA
3TOM MOCTpOeHa MeToAMKa MepBbIX ABYX
neT. U Mbl TOYHO 3HaeM, YTO PeBEHKY, K HaM

KOHEYHO, 32 BpeMsl, NoKa HaLl XXYpHas roto-
BUJ/ICA K MeYaTH, 3TO YNCJIO ELLLE He BbIPOC/O.
Benb €Ll 12 WKO/IaM NpeAcTOUT OTKPbIThCS B
pasHbIX perMoHax Poccum nog, pykoBo4,CTBOM
TaTtbsHbl M AMUTpus KopHeeBblx, co3gaTenen
3TOro npoekTa.

npvwegwemy, y Hac noHpaeutcsa. Halwa
MeToAuka paspaboTraHa COBMECTHO C Hel-
poncuxonoramu n cneumanmucTamMmm no get-
CKOMY pasBUTUIO N oJ06peHa BeayLMMK
neparoraMmmMoCKOBCKONIOCYyAapCTBEHHOM
akagemum xopeorpadum (MIrAX).

—YcnewHocTb 6M3Heca 04eHb CUJTbHO 3a-
BMCUTOTNAPTHEPA,—MPOA0/IKAeTPasroBop
AMUTpUIA, —BeAb Mbl HE MPOAAEM MALLMHKY,
KOoTopas neyaTaeT AeHbru... Mbl nogbupa-
€M MoMeLLLeHNS N0 KOHKPEeTHbIM MapameT-
paM: Mo MecTopacrnonoXeHUIo panoHa, no
NJIOTHOCTU N AOXOAAM ero HaceseHus, no
KOHKYpPeHLMN. Mbl cCamMu NOJIHOCTLIO Aena-
eM AM3anH-NpoeKT, TOYHO 3HaeM, Kakown,
Hanpumep, AO/KHA 6bITb NAOWAAb 30HbI
oxuaaHus. Y Hac ecTb cBosl pa3paboTka —
cneumanbHbii 6a1eTHbIV MO, KOTOPbIN fe-
XKUT TONbKO B MPOdeCcCcMOoHaNbHbIX y4e6bHbIX
3aBefleHnaX. TaM HeCKOJ/IbKO C/10eB, MeXAay
HUMMU — BO3JyX, M eCTb HeKas aMopTum3aums,
3a CYETITOr0 CHMXKAETCS Harpyska Ha cycra-
Bbl. MblOoby4YaemcamoronapTHépannboero
YMpaB/soLWero, NoHOCTbIO 0byyaem u aT-
TecTyem nepcoHasn. bes Halen aTTecTaumm
nepcoHaIHeMOXeTBbINTUHapaboTy.Kpome
TOro, y HaC ecTb OTAeN KOHTPOAS Ka4ecTBa,
Mbl O4€Hb LLENeTU/IbHO K 3TOMY NMOAXOANM.
Pa6oTanepgarorosoueHvBaeTcsbnaroaaps
AVNCTaHLUMOHHOMY BuAeoHabnwogeHuto. Y
KXK0M HaLLlen LKOJIbl eCTb PEUTUHT, KOH-
KpeTHble undpbl. U umdpa 3Ta He 0NXKHa
OMNyCKaTbCA HUXKE KPUTMYECKOr 0 3HaYeHS,
MHaye LWKOoJa UAET NoJ 3aKpbiTHe.

Y Hac cBos Mmuccus — nokasaTb 6aner ¢
XOpOLLEeN CTOPOHbI, AaTb pe6EHKY BO3MOXK-
HOCTb B3STb camoe ny4liee. Mbl cTapaemcs
caenatb baneT AOCTYMHbLIM A5 BCEX.

- He socnpuHumarom s1u eac 06bI4HbIEe WIKO-
JIbl UCKYCCM8 KAaK KOHKYpeHmog?

— KoHe4yHo, BocnpuHnmalot. K Tomy xe
Mbl KOHKYPVpYyeM He TOJIbKO C 6aneTHbIMU
LLIKOJIAMM, HO B BO3pacTe OT ABYX 10 YeTbIPEX
NIeTKOHKYPEHTOBYHACMNPaKTUYeCKUHET. ITy
ayAMTOPUIO MbI CpbiHKa3abMpaeM Le/IMKoM.
Mol 3TO faxke B Ha3BaHMWe «3awman». U Mol
yBepeHbl: ecv pebEHOK Mpo3aHNMancsyHac
TpUY MecsLa, BCE, OH YXKe HUKyAA He YAAET...

Anexceli CokonbcKkul
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THE CLOCK IS TICKING, BUT AS TO BALLET,

WE ARE AHEAD OF THE WORLD

he international network Ballet Since Two Years is already operating in Russia, Kazakhstan, Belarus, Switzerland,

the United Arab Emirates, where the second school of this network will open soon. In total, 13 own branches
and 37 franchised branches already operate under this brand. Unless, of course, this number has not yet increased
during the time that our magazine was preparing to printing. After all, another 12 schools will open in different
regions of Russia under the leadership of Tatyana and Dmitry Korneev, the creators of this project.

To the question “What is Ballet Since
Two Years?” little Milana can answer
with confidence: “Thatis daddy, mommy
and me”. As all has really begun with the
school. There was no place for the child
to study this kind of art, so that mother -
a professional in this field - has decided
that she will study her daughter and her
daughters’ peers to ballet herself. The
father has decided that philocaly is good,
but why not to make a business out of it?
“Choosing a job is choosing a fate,” he
said at the beginning of our conversation.
And there is a “suspicion” that they have
chosen fate not only for themselves ...

In such a way the first school appeared.
Then appeared the second one, and so on
... If you, like me, at the beginning of this
conversation are also “tormented by vague
doubts” that, “ballet is neither what girls
dancein clubs today nor whatgirlsdancein
kindergartens”, that “ballet is an exclusive
art”, that the demand for such classes,
especially at such a young age, is not very
big, then Tatyana will inspire you!

- Exclusive? - Now, it’s already
common. Three years ago, when we just
opened ournetworkin Moscow, therewere
not many ballet schools, it is true. And of
course there were no schools for children
since two years old at all. Now there are
plenty of them in the capital, they are
very popular and developed. Such schools
are also in demand in regions: we get lots
of messages in instagram showing high
interest of people to have such a school in
their region. Franchisees still are afraid
to open such points in the regions due to
some economic cautiousness. But soon -
they’ll start, for sure. Parents need such
schools. They are demanded.

- What is Ballet Since Two Years? How do par-
ents, bringing their young princesses to the school,
perceive it - as an interesting and useful pastime, as
a general development, or as a “path to the stars”?

- More often, the classes are perceived
as the right general development, with an
emphasis on the classics. - says Tatyana.
- At the age of two, when a child is open
to the world around, he or she is interested
in everything. Children of two years are
not capricious yet. The crisis of three years
is not yet achieved. We “take” the child
and lead through this crisis. Of course, we
do not teach fouette, but this is not just
rhythmics either. This is not just dancing,

and not just learning in circles. Ballet
classes are good for backs and legs. Coming
to us children have very different physical
development. This is a kind of “school
for noble maidens” - they can broaden
perspective in the field of art: our children
know all the composers, all the main
ballets, they know what theater s ...

It is necessary to add here that they are
familiar with theater not only from the
auditorium. Already two times the young
Ballet Since Two Years pupils performed
on the stage of the Kremlin! They also
performed on stage with the Bolshoi
Theater artists and the artists from the
Stanislavsky and Nemirovich-Danchenko
Theater!..

We constantly have performances,
concerts - it is a great experience for
children - at such a young age to reach an
audience of 500-800 people ...

- To talk about art is interesting, but let’s not
forget about business ... What do the founders of
Ballet Since Two Years offer to its potential fran-
chisees?

According towhatcriteriado they select
those with whom such an agreement can
be concluded? Opening a ballet school or
some kind of store is, to put it mildly, not
quite the same thing, do you agree?

Tatyana - We offer a training program,
we have developed from scratch. There
is the world-famous Vaganova program,
according to which everyone learns. But
it is considered for children since 7-8 years
old. There had never been a program for
younger generation. I have created it. I
had a person, who tried my every method -
this is my own daughter. It would be
difficult without her; there wouldn’t
be such a task ... If I saw the interest,

if my child was happy, joyful, then I
understood that everything was correct.
But if she lost the interest... We work
very closely with children’s emotions;
the methodology of the first two years is
built on this. And we know for sure what
the child who comes to us would like. Our
methodology was developed jointly with
neuropsychologists and specialists in
child development and was approved by
the leading teachers of the Moscow State
Academy of Choreography (MSAC).

Dmitry - The success of a business at
large depends on the partner. We never
betray a typewriter that prints money

We select premises according to
specific parameters: we are guided by the
location of the district, its density and
the income of its population. We consider
the competition. We do the design project
ourselves; we know exactly what, for
example, should be the size of the waiting
room. We have our own development
- a special ballet floor, which lies only in
professional educational institutions:
there are several layers, there is air
between them, which provides some kind
of amortization, thanks towhich jointsare
relieved. We train a partner or his or her
manager; we train and certify the staff.
Without our certification, staff cannot
work for us. In addition, we have a quality
control department - we take much care
of this. The work of trainers is evaluated
through remote video surveillance. Each of
our schools has a rating, specific numbers.
And these numbers should not fall below
the critical level; otherwise a school with
poor rating is closed.

We have our own mission - to show the
ballet on the good side, to give a child the
opportunity to take the best. We try to
make ballet accessible to everyone.

- Do ordinary art schools perceive you as com-
petitors?

- Of course, they perceive, as we
compete not only with ballet schools. But
as for children at the age of two to four
years old development we practically have
no competitors. We take all this audience
from the market. We even sewed it into
the title. We are sure: if a child has been
training with us for three months - he or
she will stay with us ...

Aleksey Sokolsky

L
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Tumyp apees:
«Ka>k bl HOBbIU
«CYWWANCET» nyyLie

npepbiaywero!»

- Tumyp, komnaHusa «CYLINCET» usHa-
4asIbHO cneyuanusupyemcsa Ha Npu2omMos-
NleHuu u 0ocmaseke 671100 ANOHCKOU KyXHU.
A noyemy umeHHo AnoHckoU? Ha poiHke
cetiyac Oelicmeyem MHOXecmeo Komna-
Huti, 20mosAawux u 0ocmasnAlWUX Camyio
pasHyio edy. Kasanocb 661, npu makom ebl-
60pe Hedon120 U 2nazam paszbexxameoca. Tak
noyemy UMeHHO Cywu U poJiniel?

- JT0 nonynApHasa eaa, pasHoobpasHas
n BKycHas. Mepef OTKPbLITMEM Mbl CEPbE3HO
NPOaHanM3MPOBaNM PbIHOK W BBIACHWAN: Ha
HEM He Oblno GMpM, OTBEYABLUMX 3anpocam
COBpPEeMEHHOro KnveHTa. Ha cerogHa «CYLLUN-
CET» — egnHCTBEHHAA KOMMaHWA, NpefoCTas-
NAWAA KauyeCTBEHHbIM MpOAyKT 3a cnpa-
BeamBylo LeHy. OCHOBHasA Macca WrpoKoB
PblHKa CTapaeTcA MaKCKManbHO CIKOHOMUTb
Ha KauecTBe CblpbA, M3-3a Yero CTPaAaloT no-
TpebuTenn. Mo 1x MHEHWIO, MOXHO MPOAaTh
BCE UTO YrOAHO, Ha3blBad 3TO AMOHCKOW KyX-
Hel. A Befb ANOHCKaA KyXHA — 3TO ropasgo
6onblue, Yem NPOCTO KyxHs!

- Pacckaxkume, KaK 8Cé€ HAYUHANOCb?

RUSSIAN BUSINESS GUIDE {JIEKABPb 2019}

- B 2013 rogy A 1 Mol napTHEP obpaTuan
BHMMaHVe Ha pa3BUTUE AMOHCKOW KyXHW B
dopmate take-away. Ha TOT MOMEHT Mbl HaxOAW-
nnch B CaHKT-TeTepbypre, 1 Ham MOKa3anocs,
YTO PBIHOK CEBEPHOW CTONNLIbI YKe MepeHachl-
LeH nofobHbIMN NpeanoxeHuaAMM. Torga Mbl 1
NpWHANK peleHwue, co3nas bpenHa «CYLLNCETs,
HayaTb ero pa3sutune B Mockee. B ctonuue mol
CTONKHYNUCb CO  CIOKHOCTAMM MPU  NOMCKe
noaxofALiero NomMeLLeHnsa nog apeHay 1 obpa-
TUAM BHYMaHWe Ha MoaMOCKOBbe.

2 anpena 2013 ropa Obin OTKPLIT NepBbiii
marasuH «CYLWWNCET» 8 Imutpose. A yxe K
OCeHW ceTb HacuuTbiBana 20 marasvHoB. 3a-
TEM Mbl Hauyanu pasBuTHe B pervoHax Poccun,
napanfnenbHO PacCcMaTpyBas BO3MOXKHOCTM
OTKPBITVA MarasvHOB B GNvKHEM 3apybexbe.

- loeops 0 makoli 8KycHoU meme, Heg8o3-
MOXHO He 0CMAHOB8UMbCA HA 2aCMPOHOMU-
yeckol cocmasnsowel. Kakue 2omoselie
651100a 8bl npednazaeme nokynamenam?

— Mbl pelwmnu CKOHLEHTPUPOoBaTh BHUMa-
HVe Ha ToM, YTO ymeeMm fenatb Jyulle BCero:
Ha ponnax, CyLu v ceTax. TO Halla KoMneTeH-

B OT Y>Ke He OfiHO fecaTunetne
B Poccnmn HeyKNOHHO pacTéT
UYNCNO LieHUTEeNen ANOHCKON KYXHN.
OHa npuBneKaeT BHUMaHME 1
NMOKNOHHWKOB 340POBOrO NUTAHNS,
N HACTOALWMX F'YPMAHOB, 1 NPOCTO
nobuTenen BKYCHO NepeKyCcuTb.
YKe Mano KTo U3 Xxutenemn
POCCUNCKMX TOPOAOB CUMNTAET
CYLUW AN POSJIbl SK30TUKOW: OHU
CTanu NprBbIYHbIM aTPNOYTOM
NoBCeAHEBHOM XXN3HMW.
Bbntoga AnoHcKoM KynuHapum
obnagatoT NpeKpacHbIMA
BKYCOBbIMY KayeCTBaMU 1 MOJIE3HbI
ANA 300poBbA. Puc, oguH 13
OCHOBHbIX €€ UHIPeANEeHTOB, OYEHb
noseseH gna opraHmnsma. K tomy
e ANOHCKOM KyXHe CBOMCTBEHHO
yBaXkeHue K nepBo3gaHHOMY BKYCY
pbi6Gbl 1 OBOLLEN, M OHa LUMPOKO
NCMNoJIb3yeT MOPENPOAYKTbI, O
MoJib3e KOTOPbIX XOAAT SlereHsbl.
Hepapom ANOHKKM cumnTatoTca
CaMbIMWN CTPOMHBIMU XKEHLLMHAMM
B Mupe! B obuiem, yBneueHune
nofo6HOM NULLERn ANA POCCUAH —
HacToALee 6naro nNpu ycnosuu,
YTO Ta MPUrOTOB/EHA NPABUILHO.
A 0 TOM, KaK 3TO fienaTb, 3HaeT
reHepanbHbIn gnpektop OO0
«CYLUNCET» Tumyp lapees.

S S S S S S S S S S S

LKA, 1 B 3TOM Mbl Tydtune. MIrpokum pbiHKa cTpe-
MATCA K TOMY, YTOObI KOMMPOBATb HalW pellie-
HWA. B Hawem meHio npeacTasneHo 6onblioe
KONMYECTBO CETOB C YYETOM MpeanouTeHNi
HaWKX KNMEHTOB: 3TO W XONOAHbIE, U 3aneuéH-
Hble POJIbl C Pa3HOOOPA3HBIM COCTABOM.

- «CYLWHNCET» nocmosiHHO npednazaem
C8OUM K/TUEHMAam aKyuu, NooapKu, CKUOKu. A
mak Hasbleaemvle «HapOOHble dzeHMbl» U 80-
8ce NoJIy4aom 603MOXKHOCMb NO/IAKOMUMb-
€A sawiumu u3bickamu 3a nosyeHsl. Kakosa
nosiumuka komnaHuu 8 smoti obnacmu?

- B nepByto ouepenb Mbl CTPEMUMCA K TOMY,
uTObObl [aTh MOKyMaTenAM XOpPOLWN NPOLyKT
3a CnpaseivBytlo LeHy. YTOo 4O «HapOAHbIX
areHToB», NpaBuUAbHee OyaeT HasblBaTb TaKylo
ayAMTOPMIO  «MPOMO-3aBUCUMbIMUY  (TO  eCTb
3aMHTepPeCOBaHHbIMM B NMPOMOaKLVMAX). B Ha-
wem cermeHte — 310 30-35%. KoHeuHo, mbl
CTapaemca MOKpbIBaTb MOTPeOHOCTH 1 3TOW
YyacTi nokynatenew, NpPefoCTaBiAA Nydwune
NpeanoXeHna Ha PbiHKE, Ha UTO He CMOCOBHO
6ONBWMHCTBO KOHKYpeHTOB. [Mokynatenu nio-
6aT «CYLIMCET» 1 BbIOMPatOT MMEHHO Hac!



- O6nacme 6e3onacHocmu - OOHA U3
CaMbIX aKmyasnbHblX, Ko20d pedb UOEM
06 obwenume. Ha sawem catime MOXHO
npoyecms, Ymo 8bl UCNOJIb3yeme MoJlbKO
camyio ceexyio npodyKyulo, 3Kos02udecku
qyucmyio, 6e3 codepxaHusa MO u KoHcep-
8dHMO8, NPOXOOAWYIO HECKOJIbKO yposHel
npoesepku. Pacckaxxume 06 smom.

- 2710 pencTsutenpHo Tak! CoTpyaHMYaem
TONBKO C MOCTaBLUMKaMK, NPEAOCTaBNAOLN-
MV MPOAYKTbI BbICOKOrO KauecTBa. Mbl camu
PErynapHO MHCMEKTMPYeM 1X MPOW3BOACTBO,
npopabaTblBaeM WHrpeaueHTbl crnepsa Ha
KyxXHe MOCTaBLiMKa, 3aTem y ceba Ha npowms-
BOACTBE VI TONbKO MOTOM YTBEPKIAEM B MEHIO.
MpoBepsieM Ha COOTBETCTBME BCeM TpeboBa-
HMAM CKNaabl ¥ NOMMCTUYECKU TPAHCMOPT.
Bonbliuoi 06bEM Npofa He NO3BONSAET [ON-
rO XPaHUTb MPOAYKLUMIO, MOSTOMY OHa Bcerfa
cBeXkas, Nopaérca OyKBanbHO M3-MOA HOXa.
Tak »Ke Mbl perynapHo npoBepsAeM MarasuHbl
Hawen ceTn Ha cootBeTcTne CaHlH 1 Teky-
LleMy 3aKOHOAATENbCTBY.

- CKenmuku meeposam, 4Ymo «HACmMos-
wue cywu MOXHO omeeddame MOJIbKO 8
AnoHuu, a u3 Hawux npodyKmMoe — 3mo yxe
He mo». [locnopume?

- VIHTepecHo, OblBanM v 3TV CKENTUKM B
AnoHWK, yTobbI AenaTb Takve BbiBoabl? Pop-
MMPOBAHMIO TaKOrO MHEHWA MOCNOCOOCTBOBA-
NV HeLOOPOCOBECTHbIE YUACTHUKN PbIHKA, MO
BMHe KOTOPbIX Y MoKynaTenei chopmmpoBa-
NOCb HeAOBEPME K ANOHCKON KyxHe. KOHeYHo,
Hall NpOoAyKT AopaboTaH, HO TOMbKO ANA TOro,
yTOObl COOTBETCTBOBATH 3aMpocam MoKymna-
Tenen! 1o 90% wWHrpeameHToB Ham MNOCTaB-
NAOT M3 a3MaTCKKX CTPaH, OO MCNonb3yloTCA
He ycTynatowme no KayecTsy aHanorn. OaHa
13 HalWWX 3aay — 40Ka3aTb, YTO AMOHCKaA KyX-
HA 3TO BKYCHO, JOCTYMHO 1 6e30MmacHo.

- Ha kakom smane passumus KOMnaHuu
8bl HA4Yanu npodasame ppaHwiusy?

— OpaHWKr3y Mbl HaYanM NPoAaBaTb B KOH-
ue 2015 roga. Ha TOT MOMEHT Mbl MpowWn
HeCKObKO rOAMYHbIX LMKIOB, CGOPMMPOBaNM
30dekTMBHYIO GMHAHCOBYIO MOfEeNb U CUCTe-
My ynpaBneHua marasviHamu. [lpegnpuHun-
MaTenn fenatT OrpOMHYyt0 OLIMOKY, HauvHas
npofasatb GpaHLWM3y C TPETbEro Mecaua Cy-
LLlecTBOBaHMA cBoero bmsHeca. lNogasnawLiee
OOMbLINHCTBO HaleneHo Ha 3apabaTtbiBaHue
JeHer C naywanbHoro B3HOCa, B JafbHeNLem
ocTaBnsAs O13HeC 1 dpaHYalr3m Ha NPOU3BON
cynbbbl, He VHBeCTMpyA B Oyayllee OpeHpaa
M COBepLIEHCTBOBaHMe OW3HEC-MOaenu, He
paboTan Hag yBennueHnem npubbin 1 gonn
pbiHKa. /13-3a 3TOro nagaet gosepuie K GppaH-
wm3e B Lenom. Jlioaam, xenatoym nprobpe-
CTN dpaHWK3y, PeKOMEeHAYI0 BHMMATENbHO
13y4nTb GpaHUaiizepa.

- MomHume nu nepeozo ceoezo (ppaH-
qausu, nosepuswezo 8 «CYLUNCET»?

— [lomHI0. A 3HaKOM CO BCEMW HaWVMM
bpaHuarsm nnuHo. Kaxabli M3 HUX UmeeT

BO3MOXHOCTb 06LieHNA C NOOBIM COTPYAHN-
KOM KOMMaHWUW Hanpsamyto, BKIOYas reHam-
peKkTopa.

- HemHo20 cmamucmuku: ckonbko cel-
yac moyek «CYLUUCET» pabomaem 8 Poc-
cuu, 8 Kakux 2opodax? CKo/IbKo 3a 2paHu-
yeli? Kakoe Konuyecmeo npuHaodnexxum
JIU4HO 8am?

- B Poccun 6onee 200 marasmHos, 10 — Ha
YKpanHe, B cobctBeHHON ceTn «CYLINCET» —
41 mara3nH. Cetyac Mbl BeIEM Neperosopbl O
BbIXOAE Ha pblHKM Kntaa, BoctouHom EBponbl
n cTpaH CHI

- HaeepHsaka ebl nbimanuce cghopmynu-
posame cekpem ycnexa eaweti udeu, Komo-
pblili cnepea yousus u 8ac camozo. B yém on
- 00Holi ¢hpazoti?

— BcAa Hawa komaHaa NoOCTOAHHO CTPeMUTCA
K YNy4lWeHWo 1 COBEPLIEHCTBOBAHMIO Ou3-
Heca 1 B OMepaLMOHHON AeATeNbHOCTH, U B
TexHonoruax. «CerogHa LOMKHO ObiTb nyylue,
uem Buepa, kaxabln «CYLLIMCET» pomkeH 6biTb
Nyudlle npegblayLeroly

- Kmo moxem cmame sawum ¢pan-
qatisu? HyxHo nu 0na smozo 66imb npo-
¢heccuoHanbHbIM MeHeOXepoM u/lu Nnoea-
pom? U soobuwe, kem Hy>HO 6bImb, Ymobbl
y me6sa nonyqunoce ¢ «CYLINCET»?

- Hawunm dpaHyar3m moxeT cTaTb 00O
uenoBek, roToBbIN K OTBETCTBEHHOMY M KPO-
NOTANBOMY TPYAY, CNOCOOHbIN Pa3BMBATLCA U
COBEPLUEHCTBOBATLCA B Chepe ANOHCKOM KyX-
HW. [IOCTOMHO KOPMUTb toAen — CNOXHbIV, HO
61aropoaHbln Gr3Hec.

- Kakoli nakem ycnye 8ol npednazaeme
nokynamenam ¢paHwussi? [Tonyyarom nu
OHU J1620Mbl NO POAIMU 8 Ha4ase pa3eu-
musaA? CKoslbko HA0O 8/10XKUMb 8 MOYKy?
Kak 6bicmpo enoxeHua okynamcs, u 3ad-
gedeHuUe HA4YHEM NpuHOCcUmMb npubbine?
Mouemy cmoum 8bibupame umeHHo «CY-
LUNCET»?

- Mbl npeanaraem Hawum GpaHyaram CaKo-
HOMWTb MHOFO AeHer 1 BpeMeH Npw OTKPbl-
Tin npeanpuaTuin nog openaom «CYLLIVCETs.
Ecnv Bbl XOTWUTE CamMOCTOATENIbHO OTKPbITb
MarasuH AMOHCKOM KyxHW B dopmate take-
away, Ha nNoaroTosky YWMAET OKONO 2 neT 1 6
MIH pybnel MHBECTULMIA B pa3paboTKy canTa,
M0, on3aiHa, MeHto, MakeToB, Ha Noabop 0bo-
PYAOBAHWA, aHanuM3 Nokauui, Ham nepco-
Hana W coBeplleHne oWMBOK MO BCEM 3TUM
HanpasneHnam. C HaMu ke MarasuvH MOXHO
OTKPbITb 33 MECAL, MHBECTMPOBaB MeHblue B 3
pasa, NofyunTb FOTOBOE peLLeHIe, N3BeCTHbIN
OpeHa 1 NOAAEPXKKY OMbITHBIX CMEeLnanicToB
B 37O chepe. 3a 7 NeT Mbl Nprobpen orpom-
HbI4 OMbIT, TECTVPYA Ha NPAKTUKE BCEBO3MOX-
Hble pelleHna B MapKeTUHre, CTPOUTENbCTBE,
ynpasneHun. W 10T CMMCOK MOXHO A0ArO
NpOAOMKaTh, YUMTBIBAA, UTO KOMMAHWA Halle-
fleHa Ha JOMroCPOUHBI POCT U pasBUTHE, a
MOTOMY Mbl CTREMUMCA K YCrexy Hawmx dpan-
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Yan3w, CTaPaeMCA CHUXATb WX PUCKK U AaTb
BO3MOXHOCTb MaKCUMManbHO M3BfeKaTb npu-
Obinb 13 bM3Heca.

- Cy0sa no om3vbleam sawiux ¢ppaHyatiisu,
8bl yMmyOpusucs, co30ame U no0depxxusams
KopnopamusHblli 0yx 6peHOa, HecmompsA
Ha mo, ymo Hekomopeoie «CYLUNCET» Haxo-
0AmcA 3a MbICAYU KUJIOMempoe om cmoJu-
yol. Kak y eac smo nonyyaemcsa?

— Ham oueHb NoBesno ¢ HalvMK NapTHEpa-
Mu-dpaHyan3n. B cBoém 6GONbLIMHCTBE 3TO
NIOAM C OFPOMHBIM UYyBCTBOM OTBETCTBEHHO-
CTW W XeNaHWeM NPeaoCcTaBNATb NOKynaTenam
TONbKO KayeCTBEeHHbIM MPOAYKT U BbICOKUN
CepBuC. Y HKX eCTb MOSIHOEe MOHMMaHWe, YTo
OHW TOXe BAMAIOT Ha obLmi ycnex bpeHaa.
DpaHyan3m crapaloTca yyacTBoBaTb B Ou3-
Hece, MNOCTOAHHO MNPOABAAA  WHWUMATUBY,
HanpaBneHHyto Ha OB ycnex. A Mbl, B CBOIO
ouepefib, CTapaeMca [aTb UM MAKCHMANbHYIO
csoboay M MpUCIYLIMBAEMCA K MOXenaHWAM
MapTHEPOB. Takxe Mbl CO3hann MHULMATMB-
Hyl0 rpynny GpaHyan3mHra, Kyaa MOXeT BOMTH
MoOON XenatoLnin.

- Bo3moxHo, 0na Mockeel, Opyaux 2opo-
008-MUJI/TUOHHUKO8 UJIU HACENIEHHbIX NYHK-
moe [JaneHe2o Bocmoka smom eonpoc u
HeakmyasneH. A 20e xumenam pocculickol
2nybuHku, mMeymarowum omkpeime «CY-
LUNCET», 83amb npoghecCuoHANbHbIX NOBA-
poe AnoHcKol KyxHu? Kak eawu ¢ppaHyatizu
pewairom smom 8onpoc, U nomozaeme su
8bl 8 e20 peweHuu?

— OwmnboyHo AymaTb, UTO B POCCUICKOW
rnybrHKe HeT MPOodeccroHanbHbIX MOBAPOB.
KoHeuHO, Mbl MOMOraemM CBOWM MapTHEpPam C
HalMoM 1 0bydeHnem NepcoHana Npw OTKPbl-
TV Halen dpaHLmM3bl. Ha mMecTo BbleskaeT
wed-noBap C OrPOMHbIM OMbITOM, YTOObI Ka-
YeCTBEHHO «NOCTaBUTb» KyxXHIO NpeanpuUATHS.
K TOMy e Halle MeHIo MPoAyMaHO Takum 06-
Pa3oM, UToObl MOXHO Gblo 0byUWTL NtOOro
KenatowWero B MakKCUManbHO CKaTble CPOKM.

- Kakoea celivac cmpykmypa eauweu
KomnaHuu?

- Haw ueHTpanbHbIi od1C HaxoamTCa B
Mockse, B wrate Tpyantca 30 COTPYLHMKOB,
pa3pabaTbiBan TeXHWUUYECKNe, MaPKETHIOBble,
ynpasneHuyeckune, ¢vHaHcosble digital-pelue-
HWA, HanpaBeHHble Ha POCT 1 yBennyeHune
npvbbinn  GpaHuan3n 1 CobCTBEHHOW ceTu
KOMMaHmu.

- Kakoewl nnansel «CYLLINCET» Ha Hacmy-
narowuti 200? A Ha 6nuxatiwue 5 nem?

- K 2025 rogy «CYWWCET> nnaHupyet
MPUCYTCTBOBaTb B KaxAoM ropoge Poccuu,
[laB BO3MOXHOCTb JofAM pajoBaTh ceba
ANOHCKOW KyxHen Nno AOCTYMHbIM LeHam. Kak
KoMMNaHuaA-dpaHyarizep Mbl NpefoCTaBnM BO3-
MOXKHOCTb MHOT MM MpefnpuUHUMaTENAM METb
JONTOCPOYHbIA NPUOBINBbHBIN O13HeC.

becepoBana EneHa AnekcaHpgpoBa
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Timur Gareev:

he number of lovers of Japanese cuisine has been steadily growing in Russia for

decades. It attracts both fans of healthy eating and real gourmets and just tasty
snacks eaters. Very few people in Russian cities consider sushi or maki exotic: they
have become a familiar attribute of everyday life.
Japanese food has excellent taste and is good for health. Rice, one of its main
ingredients, is very salubrious for a human. Moreover Japanese cuisine is
characterized by substantial concern to the pristine taste of fish and vegetables, and it
makes extensive use of seafood, the health benefits of which are described by legends.
No wonder that Japanese women are considered to be the most slender women in the
world! In general, the enthusiasm for such food for Russians is a real good, provided
that it is cooked correctly. And CEO of SUSHISET LLC Timur Gareev knows

everything on how to do this.

"EACH NEW SUSHISET IS BETTER THAN
THE PREVIOUS ONE!”
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- SUSHISET company initially specializes
in cooking and delivery of Japanese dishes.
Why Japanese? There are many companies
on the market, which cook and deliver a
wide variety of food. It is a real embarras
de richesse. So why exactly sushi and maki?

~This is a popular food, varied and tasty.
Before the opening, we have seriously
analyzed the market and found out that there
were no companies which met the needs of a
modern client. Today SUSHISET is the only
company providing a high quality product
at a fair price. The bulk of market players
are trying to save as much as possible on
the quality of raw materials, and consumers
suffer from that. In their view, you can
sell anything you want, calling it Japanese
cuisine. But Japanese cuisine is much more
than just cuisine!

- Tell me how it all began?

- In 2013, my partner and I drew attention
to the development of Japanese cuisine in
Take Away format. At that time we were in
St. Petersburg, and it seemed to us that the
market of the northern capital was already
oversaturated with such offers. Then,
having created the SUSHISET brand, we
made a decision to begin its development
in Moscow. In the capital, we encountered
difficulties in finding a suitable rental space,
and got interested in the suburbs.

On April 2, 2013, the first SUSHISET store
was opened in Dmitrov. And by autumn, the
network consisted of twenty stores. Then we
began development in the regions of Russia,
at the same time considering the possibility
of opening stores in the near abroad.

- Speaking about such a tasty topic, it is
impossible not to pay some attention to the
gastronomic component. What ready-made
meals do you offer to customers?
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- We decided to focus on what we can
do best: on maki, sushi and sets. This is our
competence, and we are the best in this.
Market players strive to copy our solutions.
A large number of sets are presented in our
menu, taking into account the preferences
of our customers: these are both cold and
baked maki with different ingredients.

- SUSHISET constantly offers its
customers promotions, gifts, discounts. And
"popular agents" even get the opportunity to
feast on your dishes at half price. What is
policy of the company in this area?

- First of all, we strive to give customers
a good product at a fair price. As for the
"popular agents", it would be more correct
to call such people "promo-addicted"
(interested in promotions). There are 30-
35% of them in our segment. Of course, we
try to cover the needs of this part of buyers,
providing the best offers on the market,
which most competitors are not capable of.
Customers love SUSHISET and choose us!

- When it comes to catering safeness is
one of the most vital things. One can read at
your web page that you use only the freshest
products with no GMOs and preserving
agents, passing several levels of verification.
Tell us about it.

— Absolutely! We work only with suppliers,
which provide high quality products. We
ourselves regularly inspect their production
sites, try the ingredients first at the supplier’s
kitchen, then at our own production, and
only after that we approve the menu. We
check warehouses and logistics vehicles
for compliance with all the requirements.
A large sales volume does not allow long
storage of products; therefore our food is
always fresh, served literally “from under
the knife”. We also regularly check our chain

stores for compliance with SanPiN and the
current legislation.

- Skeptics insist that “real sushi can only
be tasted in Japan, and our products have
little in common with them. Can you argue?

- I wonder if these skeptics have been to
Japan to draw such conclusions. The opinion
was formed because of the unscrupulous
market participants; it is because of their fault
buyers got the distrust of Japanese cuisine. Of
course, our products have been modified not
only in order to meet the needs of customers!
Up to 90% of the ingredients are delivered to
us from Asian countries; sometimes we also
use analogues of equivalent quality. One of
our tasks is to prove that Japanese cuisine is
tasty, affordable and safe.

- At what stage of the company
development did you start selling the
franchise?

— We started selling franchises at the end
of 2015. By that time, we had already gone
through several one-year cycles, had formed
an effective financial model and a store
management system. Most entrepreneurs
make a huge mistake by starting to sell
a franchise in the third month of their
business. The overwhelming majority are
focused on making money just after a lump-
sum contribution, leaving businesses and
franchisees to the mercy of fate, making no
investment to of the future of the brand and
the business model development, embarking
on no steps to increase profits and market
share. Due to that trust to franchising
declines. For people who want to purchase
a franchise, I recommend to study the
franchisor carefully.

- Do you remember your first franchisee
who believed in SUSHISET?



—Iremember and know all of our franchisees
personally. Each of them has the opportunity
to communicate with any employee of the
company directly, including CEO.

- A bit of statistics: how many SUSHISET
outlets operate in Russia currently, in which
cities are they? How much SUSHISET
outlets are open abroad? How many of them
do you own personally?

— There are more than 200 stores in Russia,
10 stores in Ukraine. Our own SUSHISET
chain consists of 41 stores at the moment.
Presently we negotiate to get an access to the
markets of China, Eastern Europe and the
CIS countries.

- Surely you tried to formulate your own
secret of success. What is it - in one phrase?

- All our team constantly strives to develop
and improve the business both in operational
activities and in technologies. “Today should
be better than yesterday, every new Set
should be better than the previous!”

- Who can become your franchisee? Is it
necessary to be a professional manager or a
cook for this? And in general, what do you
need to be to work with SUSHISET?

- Our franchisee can be anyone who is
ready for the responsible and painstaking
work, who is able to develop and improve
in the field of Japanese cuisine. To make
worthy food for people is a complicated but
noble business.

- What suite of services do you offer
franchise buyers? Do they get royalty
benefits at the beginning of development?
How much do you need to invest in an
outlet, and how quickly the investment is

paid off, and the outlet starts to make profit?
Why is it worth choosing SUSHISET?

— We offer our franchisees to save a lot of
money and time when opening enterprises
under the SUSHISET brand. If you want
to open your own Take Away store in the
Japanese cuisine format, it will take about
two years and 6 million rubles to invest in
website development, software, design,
menus, layouts, equipment selection,
location analysis, hiring staff and making
mistakes in all these areas. With us, a store
can be opened in a month by investing 3 times
less; a franchisee gets a turnkey solution,
a well-known brand and the support of
experienced professionals in this field. For 7
years we have gained vast experience, testing
in practice all possible and hard-to-imagine
solutions in marketing, construction and
management. And this list can be continued,
as the company is aimed at long-term growth
and development, and therefore we strive for
the success of our franchisees, try to reduce
their risks and enable them to maximize
profit from the business.

- Judging by the reviews of your
franchisees, you managed to create and
maintain the corporate spirit of the brand,
despite the fact that some SUSHISET outlets
are located thousands of kilometers from
the capital. How do you do it?

- We are very lucky with our franchisee
partners. Most of them are people with a
huge sense of responsibility and desire to
provide customers with only a high quality
products and service. They have a full
understanding that they also influence the
overall success of the brand. Franchisees try
to participate in business, constantly showing
initiative aimed at common success. And we,
in turn, try to give them maximum freedom
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and listen to the wishes of our partners. We
also created an initiative franchising group,
which anyone can enter.

- Perhaps this question is not relevant for
Moscow and other cities with population of
over one million people, or settlements in the
Far East, but where the Russian hinterland
inhabitants dreaming of opening SUSHISET
can hire professional chefs of Japanese
cuisine? How do your franchisees solve this
issue, and do you help them in this?

— It is a mistake to think that “there are no
professional cooks in the Russian hinterland”
... .Of course, we help our partners with
hiring and training personnel when opening
our franchise, a chef with vast experience
comes to place to adjust the cuisine of the
enterprise. In addition, our menu is thought
out in such a way that it is possible to educate
anyone who wants in shortest time.

- What is the structure of your company
now?

- Our Central Office is located in Moscow,
thirty employees work here, developing
technical, marketing, managerial, financial
and digital solutions aimed at growth and
increasing profitability both of franchisees
and own network of the company.

- What are the plans of SUSHISET for the
coming year and for the next 5 years?

— By 2025, SushiSet plans to be present
in every city in Russia, giving people the
opportunity to delight themselves with
Japanese cuisine at affordable prices. As a
franchisor company, we will provide the
opportunity for many entrepreneurs to have
a long-term profitable business.

Interview is taken by Elena Alexandrova
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akcnepT Nel
B OBACTH YXO0A 30 KOWER

GUINOT

maTiEET « rAME

KAK 113 MECTA C M/10XOW PERIYTALUMEW CAENATDH
CBEPXMPWBbI/IbHbIVI CANTOH KPACOTb!

I/I HAYCTPUS KPACcoTbl HE CTOUT Ha MeCTe U Pa3BMBAETCS, C KaXXAbIM roA0M BCE 60/1bLue oAl NPOSBAAIOT eCTeCTBEH-
Hoe KeflaHue 6bITb KpacBbIMU. OHAKO He KXKAbIA CAJIOH MOXET MOXBaCTaTbCA Ka4eCTBEHHbIM OKa3aHWeM yCayr v
60/1bLLIMM KOJINYECTBOM K/IMEHTOB. IMEHHO Takas HeTpMBUAsIbHasA UCTOPUSA NPOM30LW/A C OA4HUM U3 CAJIOHOB KPacoTbl B
MockBe Ha bosbLion TaTapckon yauLe 3,5 roaa Hasag. HecMoTps Ha 3To, eMy YAA0Ch NMOJY4UTb BTOPOW LLAHC, KOTAA ero
BlafleNnuen ctana 6mMsHecByMeH Hatanba 3a3epckas, U CTaTb YCrewHbIM ca/loHOM nog, 6peHgom Guinot.

«B Kayecmee nokauuu mbl 8bibpanu pecnex-
mabeAbHbIl XKuAol k8apman 8 ueHmpe Mockabl,
nometlleHue ¢ y4emom nepcnekmuebl pocma
npeonpusmusl, HA4uHaau ¢ 08yxX KabuHemos
Kocmemonoea, cetiyac - 4. lepgoe 8pems KAu-
eHmo8 bblA0 Mano, NOCKOAbKY npedbldywuli ca-
AOH 0cmasua 0ypHyt caasy. K Ham npuxoduau
0603NEHHbIE KALUEHMbI, KOmopble 8HeCAU 0eHb2U
Ha deno3um, d 8 Umoze CAAOH nepeLuén 6 pyKu
HOB0OMY 8AA0eAbUY»

OfHaKo3ToOHeCcMyTUNOHaTanumio, MoHa
NpoAo0/XMNA pa3BUBaTbCBOM CA/IOHKPACo-
Thl, KOTOPbIA HE TO/IbKO OKYNUACSA3arof, Ho
M NPOAO/KUA MPUBIEKATb HOBbIX KJAUEH-
TOB. Kaxabl MecaL, B cTeHbl Guinot npuxo-
OWT OKOJIO 40 HOBbIX K/IMEHTOB, a BO3Bpa-
LWAoTCA BHOBb98% Bcex nocetutenen. ns
cdepbl 0Ka3aHUSA yCAyr — 3TO NpaKTUYECKn
HebbIBaNbIN NOKasaTesb.

«Mbl HUKO20a He obeujaem KaueHmam 3aob-
AQ4HbIX pe3yAbmamos, a Npocmo Ka4yecmeeHHo
8bINOAHSIEM C80K0 pabomy, pe3yabmam Komopou
KAUeHMbl 8ce20a oLywarm Ha ceben

TAK B YEM XKE 3AK/IIOYAETCS
BOJILLEBHAS ®OPMYVYJIA YCNEXA?

Guinot — 3TO M3BecTHas ¢paHuy3cKas
KOMMNaHus, CyLecTByloWas Ha MNpoTsxke-
HUK 55 neT. CBOE NpU3BaHMe OHa NoJslyynnia
6naropapsi MHBECTUPOBAHUIO B YHUKAJb-
Hble fercTBeHHble GOpMy/bl, a TakXe B
MHTeNNeKTyasbHble annapaTHble TeXHO/0-
rmun. Metopbl Guinot npeacTaBnsoT cobomn
HaCTOSLWYIO a/ibTePHATUBY MHBA3MBHbIM
MeTOAMKAM 3CTEeTUYECKON MeAWLUHbI U
njacTM4yecknmM onepaumsam, MOryT 6biTb 3¢-
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GeKTUBHLIMAOMNONHEHNEMANAA0CTUXEHNS
HaWIYYLLIMX Pe3ynbTaToB KPacoTbl U MOSO-
[OCTUKOXMW. ATalOke NpeKkpacHoO NoKasbiBa-
10T Ce651 B peabunutaummnocne nuanHroBm
LAPYryX arpeccuMBHbIX BO3AENCTBUN.
«bpeHdom Guinot 6biAa pazpabomaHa KoH-
uenyus «Juazpamma npozpecca 360 zpadycosy,
8 KomopoU NponuCcaHbl Npaguna 6e0eHus bu3sHe-
€a no 4 HanpasneHusm: MapkemuHz, MeHeoX-
MeHm, bU3Hec-aHanumuKad, KOCMemonozus»

MAPKETUHT

pamMoTHOEeMapKeTMHIroBOen 1aHNpoBa-
HWe No3Bo/ISIeT KOHTPO/IMPOBATbL BHYTPEH-
HUWe 1 BHelHWe HaKTOPbI, KOTOpble BAUS-
10T Ha paboTy canoHa. Ocoboe BHUMaHue
YAENUAV BHELWHeMY BUAY Ca/IOHA: BXOAHAS

rpynnaonpegenser NpemMuanbHOCTb 6peH-
[a; KpUCTananTbl BBUTPUHAX MPUTIALIAOT
Ha npoueaypy v MHPOpMUPYIOT 06 aKLMAX
MNpeanoXeHUsX; MepyaHaan3nHrobecne-
YMBAET JOCTYMHOCTb MPOAYKLMU U UHDOP-
MauuMonpoayKTax;KabuHeTKocMeTonora
pa3fenéH Ha YETKMe 30HbI M npeanonaraeT
MHOT0dYHKLWNOHaNbHOCTb. po3pavyHOCTb
M [LOCTYMHOCTb — BOT M1aBHblE COCTAB/ISAO-
LWue ycnewHoro 6usHeca.

MEHEAXMEHT

OCHOBHbIMW MPUHLUNAMU YCMELHON
paboTbl MepcoHana SBAAIOTCS KaK ero
TwarenbHbIM Noa6op, Tak U pasBuTue B
COTpyAHMKe 60/blIOr0 cneymanncta. Cos-
pemMeHHble peasiMM Ha pblHKE BaKaHCUM

«COMHEHWM B YCMEXE NMPELNPUATUS HE BbI10. Mbl BbIBPA/T MAEAJIBHYIO JIOKALIMIO,
PECMEKTABE/IbHbIV XWI0M KBAPTA/ B LIEHTPE MOCKBbI, MOMELLEHME C YYETOM
MEPCMEKTWBbI POCTA NMPEAMPUATUS, HAYMHAIM C IBYX KABMHETOB KOCMETOJIOTA, CEMYAC - 4.
MEPBOE BPEMS K/IMEHTOB BblI0 MAJIO, MPEABIAYLLMIA CAJIOH OCTABWUA [IYPHYIO CNIABY. K
HAM MPUXOANNIN OBO3NEHHBIE KNMEHTbI, KOTOPBIE BHEC/IM AEHBIM HA IEMO3UT, A B UTOTE
CAJIOH MEPELUEN B PYKM HOBOMY BNALE/IbLLY. HO GUINOT INSTITUT PARIS MPEOIOXM
KIIMEHTAM MPUHLMMMAJIBHO LIPYTOV CEPBUC, MPOAYKT, A TNIABHOE — MTHOBEHHO BUAUMBIN
PE3Y/IbTAT. Mbl YCNELWHO BHEOPWN KOHLIEMLMIO GUINOT. HAYMHAA C O®OPM/IEHNA
BXOZHOW rPYMMbl, PEA/IU3ALMM 30HUPOBAHMA 1 MHOTO®YHKLIMOHAIbHOCTY KABMHETA,
3AKAHYMBAS ®MPMEHHOW 3ACTUNIKOM KYLLETKM M MEPCOHA/IbHOM KOPOBOYKOWM KJTMEHTA
C 3EPKAJIOM, KOHCY/IbTALIMOHHOM KAPTOWM M MPOTOKOJ/IOM OLIEHKM COCTOSHWUS KOXM.
NOKTOP KPACOTbI GUINOT NPEAJTATAET HE MPOCTO YC/IYTY U ANMATHOCTUKY, A OCYLLECTBNIAET
METOAMKY B3AUMOLEMCTBUS C KJIMEHTOM. 3TO LIENAS CUCTEMA OTHOLLEHWI, KOTOPYIO
MPEMOAAIOT B HALLEM COBCTBEHHOM LIEEHTPE OBYYEHWA. TAKM OBPA30M, IAHHASA
KOHLEMUMA NO3BONAET YOOBIETBOPUTb MOTPEBHOCTW JTIOBOTO KJIMEHTA»




nonynspM3MpoBasn TPeHA «3aHMMaTbCS
NO6MMbIM AeNoM», YTO ABNSIeTCA 415 pabo-
Toaatens 6e3yCcnoBHbIM NOCOM B CTOPOHY
BblbOpa coTpyaHuka. Kak npasuno, nogu,
KOTOPble CTPEMSTCS TOJIbKO K BbICOKOM 3ap-
njaate U He 3aMHTepecoBaHbl B TOHKOC-
TAX paboTbl, — N1I0XMe COTPYAHUKN. Takxke
TWwaTeNbHas NpoBepKa pe3toMe 1 ero noja-
TBEpXAeHue C npeablaywmnx Mect paboTbl
[AT 60/blUMEe LWAHCLI HA BO3MOXHOCTb
HaHATb 4,O6POCOBECTHOrO KOANery.

«Cucmema 60Hycos, npedycmampusarowas
npemuu u 00N0AHUMeAbHble 8bIXOOHbIE 3a Ka4ec-
MeeHHOoe KAUEHMCKOoe 06CAYXKUBAHUE, — BAXKHAS
momuegauus 041 AU4HOCMHO20 pocma. [Momoub
CoOmpyoOHUKamM 8 ycmaHosAeHuu npsimoll 83au-
MOC8SI3U Mexdy UX 0esimeAbHOCMbIO U UeAsimu
KOMNaHusmu s8Aasiemcsl 0OHUM U3 0CHOBONOAGA-
2aruwux (Gakmopos ycneuiHozo pykogodcmead.
Kozda venosek oueHusaem c8ou 803MOKHOCMLU,
2pAMOMHO NpuMeHsiem C€80U NOAHOMOYUS HA
npakmuke U ycnewHo pabomaem & KomdaHOe,
Heu36exxHo nosbliluarmcs obujue GUHAHCo8ble
nokaszameau. Takxe cmoum 6bimb 2UbKUMU
U npuy4yams K 3momy cOmpyOHUKO8. YmeHue
bbiIcmpo adanmuposambcs 8 MeHsIoLelcs pe-
anbHocmu 6plomu-uHdycmpuu U cnocobHocmb
Koppekmuposamb cucmemy 06CAYKUBAHUS —
Heobx00uMble Kayecmaa 0As1 8bixoda u3 Ab6oll
Kpu3ucHol cumyauuu»

BU3HEC-AHAJINTUKA

YacTto B ca/sioHe He BnageroT unppamu.
CTaTUCTMKA eCTb — aHAJIUTUKN HeT.

BaxxHO 6e3yKOopu3HeHHOe BepjeHue
K/IMEHTCKOW 6asbl: MakCMManbHbIA c60p
MHPOPMaLMN O KINEHTe, aHa/IN3 Kosinye-
CTBa HOBbIX M MOTEPSHHbIX K/IeHToB. CoB-
peMeHHbI KINEeHT Bbibupaet 6osee npo-
rpeccMBHyl0 Mopesnb 6usHeca, NO3TOMY
Guinot cTpeMuTCa NpeaBOCXULLATDL OXMU-
AaHusakaxgaororocts. O4eHb BbICOKOE3Ha-
YyeHue uMeeT paboTa c oT4éTamu. Obuias
cXema BbIrISANT Tak:

* peTanusaums no npopaxam CoTpyaHU-
KOB;
* AeTanunsaums no npopaaxam;

* AeTasmnsaums no ycsiyram rno coTpyaHu-
Kam;

* AeTanusaums no yciyram;

* AMHaMuKa pa3BuTtusa TO no mecsiuam;

e 060pOT NO COTPYAHUKAM — YyCIYrU U
npogaxwm no 6peHpy.

C6op MHbOpPMALUN NMPOMCXOANT KaxX-
Abl MecsLl, 3TUM 3aHMMAaeTCs MeHeaXep
no ¢paHyamsuHry. PesynbTathl Nnpopaba-
TbIBAlOTCS COBMECTHO C TPEHepoM, Ha ocC-
HOBAHWM 3TUX OTYETOB CANIOHY (€ro pyko-
BOAMTE/II0) NpeanaraeTcs naaH AencTBUn
(pasBuTtus).

CBOSA CUCTEMA
KOHCYJIbTUPOBAHUSA KJIMEHTOB

B Guinot HeT KOCMeTON0roB, 3aTo ecTb
[OKTOpaKpacoTbl, NpolefwneobyyeHnes
yyebHOMUeHTpenHcTUTYTaGuinotPoccus,
rfe OHU MoayvyarlT 3HAHUSA O NCUXONOrNN
06LLEeHNS C KSIMeHTaMK, TEXHUKaM BbIMo-
HeHWs npoueayp, 3HAHUSAM O CBOMCTBAaX U
npenMylLecTBax BCex NpoayKToB.

«B3aumodeticmeue ¢ KAUEHMOM 8bICMpau-
8aemcs 4€mKko u nocredosamenbHo. Mol gcez-
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0a y4umelgaem MeHsoWuecs nompebHocmu
KAueHmos. Hapsioy ¢ 3¢pdekmusHbiMu npo-
OyKmamu u Memoodamu — 3mo Yémkuli eekmop
pabomel, npuHocswul b6aecmsuiue pesyib-
mameol»

®PAHYAMBUHT KAK ABUTATE/b
MPOrPECCA

B Poccum 6onee 300 CaNnOHOB COTPYAHU-
yatoT c Guinot, a 5 casoHOB paboTatoT no
dpaHwwmse. N, HECMOTPSA Ha TO, YTO KaX-
[bIN U3 5 CA/IOHOB OTKPbIBaNCS HE B CAMbIM
61aronosly4yHbi SKOHOMMYECKMA NepUoA,
0KyNnaemMoCTb KaXXA0ro U3 HUX Hactynana
y>Xe yepes 18-24 mecsaua.

«Bce HogossedeHUs Mbl mecmupyem Ha cebe,
a moAbKo nomom npedadzaem pblHKy. Ompa-
bamvleaem MexaHu3mMbl pabomel (GpaHWu3bl,
y4umblaem onbim 3apy6exKHbix KoArez u nap-
mHépos Guinot. B cpedHem, 3a mecsL, 8 CAnoH
npuxooum 35 HOB8bIX KAUEHMOB, AOSINbHbIX K
6peHdy. Mbl Kak canoH GpaHwu3bl UHMepecHsl
pbiHKy mpyda. CompyoHUKam Hpasumcs pabo-
mamab 6 NPo3pa4HoU U YémkoU cucmeme, 20e 6C€
NpodyMaHo U op2aHu308aHo»




SALON OQUT OF A PL WITH A POOR REPUTATION

he beauty industry doesn’t stand still and develops, every year more and more people show their natural desire to be

beautiful. But not every salon can boast of a high-quality service and a large number of clients. This is exactly the story
of one of the beauty salons in Moscow on Bolshaya Tatarskaya Street 3.5 years ago. However, it has managed to get a
second chance when businesswoman Natasha Zazerskaya has become its owner and made a successful salon under the
Guinot brand.

“We have chosen a respectable residential
quarter in the center of Moscow, the premises,
which meetsthe growth prospectsoftheenterprise;
we started with two cosmetologist’s offices, now
there are four of them. At first, there were not
many clients, as the previous salon caused “bad
reputation”. We've got angry clients, who made a
deposit, and as a result the salon passed into the
hands of the new owner.”

However, this did not confuse Natalia,
and she continued to develop her beauty
salon, which not only paid off in a year,
but also continued to attract new clients.
Every month there are about 40 new
comers to Guinot, and 98% of all the guests
make a repeated visit. For the service
sector it is almost an unprecedented indicator.

“We never promise to our clients any
transcendental results, we just do our job well,
the result of which our clients always feel on
themselves.”

SO WHAT IS THE MAGIC
FORMULA FOR SUCCESS?

Guinotisawell-knownFrenchcompany
that has been existing for 55 years. It
has earned its vocation by investing in
unique and effective formulas, as well as
in smart hardware technologies. Guinot
methods are a real alternative to invasive
aesthetic medicine and plastic surgery;
they can be an effective complement to
achieve the best results in skin beauty and
youthfulness. Itis also an excellent choice
for rehabilitation after peeling and other
aggressive influences.

“The Guinot brand has developed the
concept of 360 Degrees Progress Diagram, which
describes the rules of doing business in 4 areas:
marketing, management, business analytics, and
cosmetologist.”

MARKETING

Competent marketing planning allows
you to control the internal and external
factors that influence on the work of the
salon. Wepaid special attention to thelook
of the salon: the entrance area determines
premiality of the brand, the crystalights
of the displays invite guests to a procedure
and inform them about promotions and
offers, the merchandising ensures the
availability of products and information

about them, the cosmetologist’s cabinet
isdivided into separate zones and provides
multifunctionality. Transparency and
accessibility are the main components of
a successful business.

MANAGEMENT

The basic principles for the successful
work of the staff are both its careful
selection and the development of an
employee into a qualified specialist.
Modern realities on the job market
have popularized the trend of “doing
what you love,” which is an absolute
plus for the employer towards choosing
an employee. As a rule, people who
seek only high salaries and are not

THE SUCCESS OF THE ENTERPRISE WAS UNQUESTIONABLE. WE HAVE CHOSEN THE IDEAL LOCATION,
A RESPECTABLE RESIDENTIAL QUARTER IN THE CENTER OF MOSCOW, THE PREMISES, WHICH

MEETS THE GROWTH PROSPECTS OF THE ENTERPRISE; WE STARTED WITH TWO COSMETOLOGIST'S
OFFICES, NOW THERE ARE FOUR OF THEM. AT FIRST, THERE WERE NOT MANY CLIENTS, AS THE
PREVIOUS SALON CAUSED “BAD REPUTATION”. WE'VE GOT ANGRY CLIENTS, WHO MADE A DEPOSIT,
AND AS A RESULT THE SALON PASSED INTO THE HANDS OF THE NEW OWNER. BUT GUINOT INSTITUT
PARIS OFFERED THE CUSTOMERS A FUNDAMENTALLY DIFFERENT SERVICE, PRODUCT, AND, WHAT

IS MOST IMPORTANT, AN INSTANTLY VISIBLE RESULT. WE HAVE SUCCESSFULLY IMPLEMENTED THE
GUINOT CONCEPT. STARTING WITH THE DESIGN OF THE ENTRANCE AREA, THE IMPLEMENTATION OF
ZONING AND MULTIFUNCTIONALITY OF THE OFFICE, AND ENDING WITH THE BRANDED BEDCOVER
AND A PERSONAL CLIENT'S BOX WITH A MIRROR, A CONSULTATION CARD AND A PROTOCOL FOR
ASSESSING THE SKIN CONDITION. GUINOT BEAUTY DOCTOR OFFERS NOT JUST A SERVICE AND
DIAGNOSTICS, BUT IMPLEMENTS A METHODOLOGY FOR INTERACTING WITH A CLIENT. THIS IS A
WHOLE RELATIONSHIP SYSTEM, WHICH CAN BE STUDIED AT OUR OWN TRAINING CENTER. THUS,
THIS CONCEPT ALLOWS US TO SATISFY THE NEEDS OF ANY CLIENT.




interested in the intricacies of work are
bad employees. Also, a thorough review
of the resume and its confirmation
from previous places of work gives a
great chance of being able to hire a
conscientious colleague.

“The bonus system, which includes bonuses
and additional rest days for quality customer
service, is an important motivation for personal
growth. Helping employees to establish a direct
link between their activities and the goals of the
company is one of the fundamental factors of
successful management. When a person assesses
his or her capabilities, competently applies his or
her authority in practice and successfully worksina
team, the overall financial performance inevitably
improves. It is also important to be flexible and to
motivate employees to do so. Being able to quickly
adapt to the changing reality of the beauty industry
and adjust the service system are the necessary
features to overcome any crisis situation.”

BUSINESS ANALYSIS

Salonsoftenhavenodealwithnumbers.
They have statistics, but not analysis.

It is important to maintain an
impeccable customer base, the maximum
collection of information about the
client, analysis of the quantity of new
clients, the quantity of lost clients. The
modern client chooses a more progressive
business model, so Guinot tries to predict
the expectations of each guest. Working
with reports is very important. Here is the
general scheme:

e

- Detailed information on sales of
employees

- Sales Detailing

- Detailing on employees’ services

- Detailing on Services

- Dynamics of technical department
development by months

- Turnover for staff members - services
and sales by brand

Theinformationiscollected every month
by the franchisor, the results are worked
out together with the therapist, and the
development plan is proposed to the salon
(its head) on the basis of these reports.
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OWN CLIENT ADVISORY SYSTEM

There are no cosmetologists at Guinot,
but there are Doctors of Beauty who
were trained at the training center of
Guinot Russia, where they are taught
the psychology of communication with
customers, techniques of procedures
performing, get knowledge about the
properties and benefits of all products.

“Interaction with a client is built clearly and
sequentially. We always take into account the
changing needs of customers. Along with effective
products and methods, this is a clear vector of
work that brings brilliant results.”

FRANCHISING AS AN ENGINE
OF PROGRESS

There are more than 300 stores in
Russia, which cooperate with Guinot,
and 5 stores operate on a franchise.
And despite the act that each of the five
salons opened not in the most favorable
economic period, the payback of each of
them came after 18-24 months.

“We test all the innovations on ourselves, and
only then we offer them to the market. We work
out franchise working mechanisms; take into
account the experience of foreign colleagues and
partners of Guinot. On average, 35 new customers
loyal to the brand come to the salon monthly. We,
as a franchise salon, are interesting to the labor
market. Employees like to work in a transparent
and clear system where everything is thought out
and organized.”
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edant.ru — ogHa 13 caMblx
Monogbix GpaHLIn3 B
061aCTV PEMOHTA TEXHUKM
B Poccuu, KoTopown 3a 2 roaa
YyAANoCb OTKPbITL Gonee
300 TouekK no Bcewn CTpaHe.
B sTom rogy KomnaHua
y4yacTByeT BO Bcepoccumckonm
¢dpaHyansmHrosom npemmn. O
TOM, Kak KOMMNaHW1 yaanocb
[06MTbCA TaKMX BbICTPbIX
pe3ynbTaToB, pacckasan
eé ocHoBaTtenb PomaH
MNepcmaHoB.

Monoaasa ¢ppaHinsa
Ha rno6asibHOM pbIHKE:

Mame nem mel Habupanuce oneima 8 06-
nacmu pabomel cepeuUCHbIX YUeHmMpoa: 8 Ka-
YyecmeeHHOM U 6bICMpPOM peMoHmMe Npu K/u-
eHme, 3¢hghekmusHoU KOHCysibmayuu oguca
Npooax u Koni-yeHmpd, KOMNIeKCHOM Map-
KemuHze, nocmaske 3anuyacmeti 8 HAWU YeH-
mpel. OmKpeimue 8ble30HOU c/1yX6bl no pe-
MOHmMy mexHuku Apple 8 Mockse no3gosusno
HAm noJly4ums 8CeCMOpPOHHIOI0 SKCnepmu3sy
8 ynpasJsieHuu, 102UCMUKe U Ka4ecmeeHHbIX
3anyacmsx. B 0eHe Ha nuHuU 6bino 6onee 50
8bI€30HbIX UHXEeHepos. 3amem Mbl Ha4yanu
OMKpbIBAMb CO6CMBEHHYI0 CEPBUCHYIO cemb
no cmpade, 3a nos200a oMKpsiu 60 cepsu-
cos. I cameim 8axxHelM peweHuem 8 2017
200y cmajsio passumue no ppaHwuse.

Ha [aHHbIA MOMEHT KOMMaHWW yaaérca
OTKpbIBaTb Honee 20 oTaeneHnin B MecAl, U
BCE CepBUCHble LEHTPbI yCreLlHbl. B HacTon-
lee BpemA KomMaHuel Obio oTKpbiTo 314
CepBUCHBIX LeHTpoB B 122 ropogax Poc-
cnn. OfHUM K3 CEeKPeToB yCnewHon paboTbl
CEPBUCHBIX LIeHTPOB ABMAETCA YHUKaNbHbIV
noaxon K noabopy nepcoHana v nosbllueHne
NpodecCcMOHanbHOrO YPOBHA KaXAoro Co-
TPYAHVKA.

Mbl yqyum, Kak pasmewams 8aKaHcuio, Npo-
800UMb MeJsie(hOHHble UHMEPBbIo, 0eslamb
npedsapumerbHbie O04YHble UHMepsblo. Mel

obyyaem kaHOuOama eHympu Haweul niam-
¢opmbl, a 3amem uHxeHep cOaém mexHu-
yeckul Ke8anuguKayuoHHbIU mecm, 4ymobsl
66imb donyujeHHbIM K pabome. MHoz0a no
OYHOMY UHMEPBbIO KAXemcd, 4mo 3mom
KaHoudam — xopowuli cneyuanucm, HO 8
umoze, ec/iu OH He npolidém ammecmayuto
8Hympu nnameopmel obyqeHus, He bydem
donyweH K pabome. Takum obpazom, owu6-
Ka npu nodbope nepcoHana npakmuyecku
ucktoyaemcs. B noucke nepcoHana He cyuje-
cmeyem 6onbwoll npobnembi, 8edb 3KOHO-
Muyeckaa modesib Haweul (hpaHwu3sl N0380-
Jisem namume HOPMAnbHyto 3apabomHyto
naamy, 3mo u CMAHOBUMCA OCHOBHbIM
KOHKYpeHMHbIM NpeuMyuecmsom 8 noucke
KeanuguyuposaHHIx Kaopos. A 8ce mexHu-
yeckue 3HAHUA 011 M0o20, Ymobbl 0byyums
XOpowie20 UHXxeHepd, Mbl 0aém.

Ocoboe BHWMMaHVe KomnaHua ygenseT
SMM-meHeaXMeHTY, KOTOPbI NO3BONAET Che-
NaTb CEPBUCHBIN LIeHTP Y3HABaEMbIM B Kax-
[IOM ropofe ero NpucyTCTBYA, a TakKe UMeTb
0b6paTHYIo CBA3b C KNMEHTaMU.

AKMUBHOCMb 8 COUUA/IbHbIX Cemax As-
iaemca  HeomwemsieMol  Ydacmeto  Oed-
menbHOCMU paHyatizuHeogol cemu. [llpu
OMKpLIMUU HOB020 CEPBUCHO20 UeHmpa
Hawa ynpasneH4yeckas KOMNnAHus co30aém

calm, CMpaHU4yKU 8 COUUA/IbHbIX cemAx 8
20p0o0e, 20e OMKpPbINAACk HO8AA MoyKa. Hawa
MapkemuH208asa KOMAaHoa 3anyckaem mouy-
HYI0 peknamy cep8ucHo20 YeHmpa 8 20pooe,
u ¢ppaHyalizu HaduHdem 3apabamel8ame.
OCHOBHbIM MpPagpuKkom KaueHmos 0/1 KOH-
KpemHoU MOYKU CepsucHo20 yeHmpa 3d-
HuMaemca KomMaHoa u3 32 Mapkemosi0208.
Bedb mapkemuHz — cuneHeliwda CmMOpPOHA
KOMaHObl Pedant.ru. VimeHHO MapkemuHe
obecneyusaem cmabusibHbIU U 8bICOKUL NO-
MOK K/IUeHMO8 80 8Ce CepaUCHI C Nep8020 OHA
OMKpbIMUA.

MoNUTUKON KOMMNaHUK ABNAeTCA obydeHne
dpaHyan3n No Bcem HanpaeneHNAM feaTenb-
HOCTW, UTO obecneurBaeT NPoUHyto 6a3y 3Ha-
HWI Kak B 00NacTv ynpasneHns, Tak 1 B obna-
CTW Ka4eCTBeHHOro OKa3aHna yCnyr. AKTUBHOe
pacliMpeHne CeTv NAaHWPOBANOCh Ha pblHKe
MocKBbI B TeKyLiem rofy, OfAHako BocTpebo-
BAHHOCTb GpaHWM3bl B PErvoHax M3mMeHuna
MAaHbl KOMAAHWM.

Y Hac npou3owén oyeHb cmpemumesnbHbil
pocm Koau4ecmea CepeuCHbIX UeHmpos 8
peauoHax. B Mockee celiuac gpyHKyuoHuUpyem
wecme cep8UCHbIX UeHmpos, a 8 AHeape 2020
200a ux Kkonuyecmao ygenuqumca oo 10. Mei
OMJIOXUAU NJIaHbl NO AKMUBHOMY 8Hedpe-
HUto Ha polHok Mockesl Ha 2020 200. Ham
celiyac 6osee NOHAMHbLI JIOKAYUU, 8 KOMO-
DbIX Mbl XOMUM OMKPbI8AMb HOBbIE MOYKU 8
cmonuye. Takxe Mol cmasnu 20pazoo usbupa-
mesnbHee No0Xoo0ums K 8b160py hparyadiau. Y
Hac ecmb YémKoe NOHUMAHUe, KaAKUM OH 00J1-
XeH 6bimb. Mbl npodaém ¢pparwiusy Pedant.
ru. MosbKo ycnewHoMy KaHouoamy.

B Mockee koOMnaHmA pacnonoxmna cBown
odbnanH-obyyaownii LeHTp, B CTeHbI KOTO-
poro npuesKatoT Bce dpaHuUalan Ha Kypc
16-gHeBHOro 0byueHuA. B panbHenwem
obyuyeHne 1 23K3ameHauus COTPYAHMKOB
MPOXOAAT B CrneumnanbHo pa3paboTaHHON
cucteme IS. Intelligent System — cucTtema
ynpaBneHua CepBUCHbIM LLleHTPOM, Nnepco-
HaNoM 1 3aKymnKamu.



A young franchise

on the global market:

THE SECRETS OF
SUCCESSFUL FRANCHISING
FROM ROMAN PERSIYANOV

P

edant.ru is one of the youngest franchises in the field of
equipment repair in Russia, which in 2 years has managed to

open more than 300 outlets all over the country. This year the company
participates in the All-Russian Franchise Award. Roman Persiyanov,
the founder of the company, told us how the company managed to

achieve such fast results.

For five years we have been gaining experience
in the field of work of service centers: in the field
of high-quality and fast repair at the customer’s
presence, effective consultation of the sales office
and the call center, comprehensive marketing,
delivery of spare parts to our outlets. Opening
of the Apple equipment repair field service in
Moscow allowed us to get a detailed expertise
in management, logistics and high quality spare
parts. There were more than 50 field engineers
on the line per day. Then we started to open our
own service chain throughout the country, and
within six months we have opened 60 services.
The development of the franchise was the most
important decision in 2017.

At the moment, the company is able to
open more than 20 outlets per month, and
all of them are successful. Currently, the
company has opened 314 service offices
in 122 cities of Russia. One of the secrets
of successful operation of service centers
is a unique approach to recruitment and
professional development of each employee.

We teach how to fill vacancies, conduct

telephone interviews, and arrange face-to-
face interviews. We educate a trainee within
our platform, and then an engineer passes a
technical qualification test to be allowed to
work. Sometimes the face-to-face interview
suggests that the candidate is a good specialist,
but finaly, if he or she is not certified within the
training platform, he or she will not be allowed
to work. Thus, the mistake in the selection of
personnel is practically prevented. There is
no big problem in the search for personnel,
because the economic model of our franchise
allows to pay a fair salary, and this becomes the
main competitive advantage in the search for
qualified personnel. And we give all technical
knowledge to train a good engineer.

The company pays special attention to
SMM-management, which enables to make
the service center recognizable in each city of
its presence, as well as to get feedback from
customers.

Activity in social networks is an integral
part of the franchise business. When a new
service center is open, our management
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company creates a website and pages in social
networks of the city, where our new outlet has
started its work. In this city, our marketing
team launches a robust advertising of the
service centetr, and the franchisees begin to
earn money. A team of 32 marketing experts
is responsible for the main traffic of clients
for a specific point of the service center. After
all, marketing is the strength of the Pedant.
ru team. It is marketing that provides a stable
and high flow of clients to all service centers
from the first day of their opening.

The policy of the company is to train
franchisees in all activity areas, which
provides a solid knowledge base, both in the
field of management and in the field of quality
service. Active expansion of the network was
planned on the market of Moscow this year,
but the demand for franchise in the regions
has changed the plans of the company.

We have witnessed a very rapid growth in
the number of service centers in the regions.
There are 10 service centers functioning in
Moscow, their quantity will be increased to
10 in January 2020. We have postponed our
plans for active penetration into the Moscow
market for 2020. Now we understand more
clearly the specifics of the locations where we
plan to open new points of our network in the
capital. Also, we became more selective in our
approach to the choice of franchisees. We have
a clear understanding of how it should be. We
sell the Pedant.ru franchise only to a successful
candidate.

The company has set up its own offline
training center in Moscow, where all the
franchisees come for a 16-day training course.
Later on, the training and examination
of employee will take place in a specially
developed IS system. Intelligent System is
a system of service center, personnel and
procurement management.



28 MHAEKC YCIEXA

B an Tan» - 31O

K« aKTUBHO
pa3BMBaloOLLAACA CeTb
CaJIOHOB TanNCKOro
Maccaka, roe paboTatoT
TONIbKO KOPEHHble
XUtenbHMubl Tannanaa.
Nomnmo npenmyuectsa
KayecTBeHHOro nogbopa
nepcoHana, Kakabln

13 CaNoHOB 0pOopMIIeH
B CTUNE «penaKkcy,

yto, 6e3yCcnoBHO,
npuBneKaeT HOBbIX
KNMEHTOB, KOTOpble
BO3BpaLlaloTca

CHOBA 1 CHOBa.
KomnaHwua gponroe
BpeMsA CyLllecTBYeT Ha
POCCUNCKOM PbIHKe

1 ycnena 3aBoeBaTtb
NONOXUTENbHYIO
penyTaymuio He TONbKO

y CBOUX K/INEHTOB,

HO 1y 6yayLmnx
dpaHyuan3n, Kotopble
He TONIbKO BOCXMLLAKOTCA
Macca)eMm, HO 1 XOTAT
CTaTb YCNeLWwHbIMN
npeanpuHUMaTenamu.
O ToMm, Kak paboTatoT
CanoHbl, 06 nx
npenmMyuiecTsax, a
TaK)Ke O NapTHEPCKNX
B3aMIMOOTHOLLEHUAX C
dpaHyYaln3n pacckasana
reHepasnbHbI AUPeKTop
«Bawn Tan» Jlapunca AHu.

Jlapuca AHRuU:

«Mbl NCMOBEAYEM TOT JXKE
NMPNHUNI, YTO N B CEMbE, —
ObYHAEM CBOUM NPUMEPOM!»

RUSSIAN BUSINESS GUIDE {JEKABPb 2019}
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- «Bat Tal» asnaemca ooHoli u3 ca-
MbIx 6biIcmpopacmywux cemeli CasioHO8
maltickoeo maccaxa 8 Poccuu. Kak eam
yoasnoce ygenudumes cems CAJIOHO8 U 3d
Kakoe spemsA?

- M3HavanbHo, 8 2010 rogy, Mbl NpOCTO Te-
CTVPOBANM PBIHOK U, YXXe 1MenA CBOW busHec,
AreHTCTBO NO TPYAOYCTPOWMCTBY MHOCTPAH-
HOro mepcoHana, TPYAOYCTPOUIN HECKOSb-
KO TaMCKMX MacTepoB maccaxa B Poccuu,
odopmmn Kpacmsoe 1 aTMocdepHoe npo-
CTpaHcTBO. [lepsbit «Banm Tan» pacnaxHyn
CBOW ABepu B LEHTpe, Ha MaakoBckon. A
fanblle, YTO Ha3blBaeTCA, MOHeCNoCh... 3a-
nucb K Ham B CIA Obina Ha MecAl Bnepén,
AloaM 3aX0fAmMAn NPoCTo C YAULbLI 1 OCTaBa-
NCb Haecerga. Mbl BbICTPO MOHANM, 4TO
NOVMan HYXKHYI0 BOSTHY 1 TalCKMIA Maccax
CTaHeT pacTywmm TpeHaom 1 8 Mockse, 1 B
Poccun.

Mepsylo dpaHwm3y «Bai Tan» Mbl Npoaa-
N yxe vepes mecal. A 1 napTHEP ObICTPO
MOHAMM, UTO HaYMHALWMM NpeanprHIMMA-
TenAM OYeHb HYXHa 3KCNepTn3a, a CUCTeM-
HbIX 3HaHWI, Kak MOCTPOUTb TaWCKWU Bu13-
Hec, HeT.

KoHuenuvs deaepanbHON CeTu  TalcCKmx
CMA cnoxunacb y Hac [OBOMBHO ObICTPO.
Mbl MOHWMMaNKW, UTO PbIHKY HYyXeH BbICO-
KOKNACCHbIN CepBUIC, SKCKMIO3UBHOE OTHOLLe-
HVe K KaXAoMy rOCTIO 1 BHVIMaHVe K AeTanam.
«Bai Tai» 6bin cpasy MO3MLMOHWPOBAH Kak
CUbHBIN BpeHs, nuaep pbiHKa, M BO MHOMOM
370 onpaBgaHo 6narofjapa  KOMMEeTeHUWH
BbIOVPATb M NPUBO3UTL JYULIMX TACKMUX Ma-
CTepoB. [1o cero MOMeHTa Haln Taeuykmn — 3To
Hawe 30n0T10! 3a 4 roga Mbl OTKPbLINN NepBble
20 canoHoB. CerogHa cetu «Ban Tan» 9 nert, a
CanoHoB — 60, N Mbl MOCTOAHHO OTKPbIBaEM
HOBbIE NIOKaLMN.

- Kakumu 3HaHuamu u Haselkamu 00J1-
)XeH o6nadame 6ydywuli npednpuHUMaA-
mesnb, Ymo6bl cmame OOHUM U3 8AWUX
¢panyatizu?

— [Mo3BoNbTe OTBETUTL BOMPOCOM Ha Balll
BOMPOC: Bbl N0OWUTE MPUHUMATL TOCTeNn?
YT06bl BCTPETUTL Y MOPOra, PagyLHO Npu-
rnacuTb B AOM. A Tam Yy)Ke HaKpblTa CKa-
TepTb, NPOAYMaHa CEPBUPOBKA, U apomaThl
C KyXHM bygopaxaT yMm. Bal rocTb 3HaeT, uto
3[eCb eMy pafbl U UCKPeHHe XAyT. YmeTb
OpraHn3oBaTb MPOCTPAHCTBO, B KOTOPOe
XOUEeTCA BepHYTbCA, — HaBepPHOe, OCHOB-
HOe, UTO JOMXeH MNoOUTL 1 AenaTtb OT AyLWK
Haw 6ynywmit napTHEP. Bcemy ocTanbHOMY
Hayumm!

B anoxy uUMdpOBLIX TEXHOMOMMI, Crnel-
KW, MynbTM3adauyHOCTW Halw FOCTW LEeHAT,
npexne BCEro, yT MU HENOBTOPUMYKD aT-
mMochepy TavnaHaa, B KOTOPYIO Mbl NpuUria-
waewm, OTKpbiBaA Asepu «Bam Tam». Haww
AAMUHUCTPATOPbI TAKTUYHBI U UICKPEHHE BaM
pafbl; Talickne mactepa ynblbunsbl U genu-
KaTHbI K KaXKLOMY 3anpocCy rocTa. 34ech Y Bac

€CTb BO3MOXHOCTb He CMewnTb, Ha Yac-ABa
BbINaCTb M3 MPUBLIYHOTO PUTMA XKU3HW W
0TAATbCA B PYKM CyneprnpodeccroHanbHbIX
MaCCaMCTOB.

B 6yayuem napTHépe, B MepByio ouepessb,
LEHATCA, KOHEYHO, NpeanpuHMMaTeNnbCKas
KWUIKa, XKenaHne caenatb YTo-To CBOE, yme-
HWe cunTaTb U NNaHMpoBaTb, 6a3oBble 3Ha-
HWA MapKeTUHIa 1 NPOABUXKEHNA, B TOM YNC-
ne digital-kaHanos, 1 yxe ynomaHyTas MHOIO
CEepBMCHaA COCTaBAAOWARA, yMEHME CAeNnaTb
TaK, UToObl rOCTb Obl OKPYKEH 3360TON. DT
HaBblKM TECHO CBA3aHbl C Hallen Muccren —
no CyTw, Aenatb NoAew cyacTnmeee.

— Bawumu napmuépamu aenaomca us-
8ecmHble KOMNAHUU, makue Kak «A3byka
Bkyca», «<Une 0e boms», Rendez-Vous. Ha-
CKOJIbKO 8AXHO Op2dHU3AUUAM UMemb
Makux KpynHelx napmHépos?

— be3ycnoBHoO, Mbl JOPOXMM CBOMMM NapT-
Hépamu! Mbl LONTO CXOAMMCA NO UHTepecam
M NoToMm Aonro Apyxum. Hac obbeaumHaeT
ofHa Leneeana ayauToOpuA, roBOpA A3bIKOM
MapKkeTnHra. Mbl BMecTe roToBuM MOAapPKM,
[apuM NpuATHbIe NPOLeAYPbl MOCETUTENAM.
[a v B nnane npogsmxerua ycnyr CMA - 310
BbIrOAHO. YacTo Halwuv NapTHEPbI — KPyMHble
puTeinepsl, CETEBUKM, UMeIoLMe UHTepec-
HbI ANA COTPYAHMYeCTBA OXBaT.

Jeno B Tom, uTto «Bai Tai» dopmupyeT
CBOIO YHMKaNbHY0 ayantopuio rocter. OHa
MOXeET OblTb He camad MHOrOUMCIeHHas, HO
Mbl 1 He cTpemmnmcs, 4Tobbl Hawm CIMA noce-
Wan NAoTHLIKM NOTOK ntoaen. MHave Kak 3To
COBMECTMMO C OTABIXOM W paccnabneHvem?
Hawn KnueHTbl — 3TO YHWKalbHble nioau,
OuUeHb OCO3HaHHble, LeHUTeNu npeKkpacHo-
ro, OPVYEHTVPOBaHHblIe Ha JOArMe OTHOLWe-
HVA 1 3a60Ty O rApMOHUK AyLWK 1 Tena.

- B saweti cemu ckopo omkpoemcs ewé
4 canoHa «Bati Tali». C kKakumu npo6riema-
Mu 8 gonpocax napmHépcmea npuxooum-
€A CManakueamecsa 8 omHoweHuu ¢pax-
4atizauHz208blx npednpuamuii?

- Ecnu cpaBHUTb dpaHyan3vHrosbii 6us-
Hec C ceMbéll, TO Mbl U POAHBIM AeTAM He
BCerga MoKem MepeAatb CBOK COBOKYM-
HOCTb B3rnAfoB. Y70 roBOpWTH O MHOrO-
YUCNEHHbIX GpaHuam3n? Bcé 310 cunbHble
JINYHOCTU, MHOTME 13 HWUX — CUSIbHble Npef-
NpvHUMaTeNu, 1 BCE CO CBOUM MHEHMWEM.
Tak 4TO TYT Mbl MCNOBeyeM TOT ke MPUH-
umn, 4To 1 B CeMbe, — obyyaem CBOWM Mpu-
MepoM.

[octeneHHo, napTHépLI «Bam Tan» yuat-
CA W pacTyT BMecTe C HamW, BHeAPAT
paclwupsaioT obuwme ngen. Npu 3Tom KaHan
obuleHnA OTKPLIT B ABe CTOPOHbI: MAewu
MCXOAAT Kak OT LeHTpanbHoro oduca, Tak
M OT HaWwwmx napTHEpoB. [la ewé n Kakme
ueHHble! OyeHb MHOIO BHeApeHu B nna-
He TeXHONOruM, MHTEePbEePHbLIX pPeleHun,
YCNyr, HOBMHOK KOCMeTUKK Mbl ¢ 6narofap-

HOCTblo Bepém y dpaHuain3n. SToT obmeH
onbITOM ¥ ecTb cuna 6onblon ceTeBOWn
KOMNaHWN.

BbiBaeT, uTO nNpeanpuHMMaTens nepe-
pacTaeT ¢paHwm3y. Torga canoH «Bai Tait»
OTAENAETCA U HAUMHAET XUTb CBOEN Ku3-
Hblo, GopmupyeTca HoBbIN OpeHa. M 3aech
CTapaemMca paccTaBaTbCa JOOpOKenaTenbHo
1N NO-B3pOCTOMY. bbiBlUIME NAPTHEPHI MeHA
noafepar: CoO BCEMM M3 HMX Mbl 0bllaemcs
1 dopMmpyem 300POBYI0 KOHKYpeHLuIo 6e3
3aBUCTL 1 0bua.

Hawwrm HosbiM canoHam «Baw Taiy, KOTO-
pble TONIbKO HauMHaloT CBOW NyTb B cdepe
Taickoro ClA, A xenato ygauv v bnarogap-
HbIX KNMEHTOB.

- Jllobaa ¢ppaHwusza nodpasymesaem
nodoepXKy u noMowb 8 OMKpbIMuu Ho-
8oli mouku. Kakol ¢paHuatizuHzosbll
Komniekm nodpa3ymesaemca 8 «Bal
Tau»?

— Mbl obecneunaem NAOLOPOAHYIO MOY-
BY AnA pocTa Bawero 6usHeca. OT cuctemsl
dpaHuamsnHra «Bar Tal» Bbl MOXeTe 6paTb
CTONbKO, CKOMIbKO CNOCOBOHbLI MPUHATL 1 BHe-
LPUTb B CBOEM CaslOHe.

MepeuncnaTb MOXHO OYeHb [ONro: apXu-
TEKTYpHOe pelleHne, NO3TaXKHbIA nnaH Oy-
Jyulero canoHa, 3akynka Bcero gekopa (Mol
fenaem 370 ToNbKO B TawnaHfae), noabop u
odopmneHne MacTepos, MOMOLLb B OpraHu-
3aUMKM PEMOHTa.

Ha 3Tane paboTbl canoHa: 3ddekTnBHasA
CRM-cucTtema, roOTOBbIN MPENCKYpaHT W
CMA-meHI0, NonHoe cHabeHWe canoHa oT
YHUGOPMbI O NofoTeHel 1 Tanoyek. Hy u,
KOHEYHO, BeCb KOMMeKC MapKeTWHra oT
CaMoro CWIbHOTO Ha PbIHKE calTa WwWW.
waithaispa.ru 1o BeaeHMs BalWyWxX KaMnaHui
B AHAekc.upeKT 1 MHcTarpam.

Jlyuwe obcyxpaatb 310 B dopmaTe BCTpe-
yn. Mbl BCcerga pagbl NPUrAacUTb Hawmx
Oyaywmx NapTHEPOB Ha AeTanbHylo Npopa-
60TKy GU3HeC-NNaHa 1 obCyKaeHWe BapraH-
TOB COTPYyAHWYECTBA.

- Kakas uHeecmuyuoHHas cymma Heob-
xoouma onsa OMKpblmusa HOB8020 CAJIOHA
maccaxa? ‘Jepe3 Kakoe epems eJ10XKeHusA
nNoJIHOCMbHO OKynaiomc,q?

— Celyac BNOXeHWe B OTKPbITME MOC-
KOBCKOTO CanoHa «Baw Tan» — 310 4-5 mnH.
B pernmoHax cymma MoxeT 6bITb MeHbLe. Mol
MOHMMaEM, YTO FOBOPUM 00 OTKPBITUM City-
Spa, 4YTo nopgpasymeBaeT naowajb nome-
weHna okoo 100 MeTpoB M BO3MOXKHOCTb
opraHM3oBaTb 3-5 MacCaXHblX KabMHETOB.
OkynaemocTb OT 1,5 ner.

Ecnn ambuumm noTeHUManbHoOro napt-
Hépa 6Gonblwe KNM y Bac ecTb Oonblune
nnowann, Mbl roToBbl OTAENbHO OOCYAMUTH
3TOT NPOEKT M NPEeANIOKNTb NHTEPECHOE pe-
weHwue. ECTb y Hac oaHa maea... Ho 310 yxe
6ynyulee.




W ai Thai is
an actively
developing network
of Thai massage
salons. Here work
only indigenous
women of Thailand.
In addition to the
advantages of high-
quality staff selection,
each of the salons
is decorated in the
“relax” style, which,
of course, attracts
new customers who
always come back.
The company has
long existed on the
Russian market and
managed to gain a
positive reputation
not only among
its customers,
but also among
future franchisees,
which not only
admire massage,
but also want to
become successful
entrepreneurs.
Wai Thai General
Director, Larisa
Anch told us about
work of the salons,
their advantages and
partnership with
franchisees.

Larisa Anch:

"WE PREACH THE SAME PRINCIPLE
AS IN THE FAMILY - WE TEACH BY
OUR EXAMPLE!"
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- Wai Thai is one of the fastest growing
networks of Thai massage salons in
Russia. How have you managed to
expand the salons network? What time
has it taken?

- Initially, in 2010 we just tried the
market and, already having our own
business - the Foreign Employment
Agency - we have employed several
Thai massage masters in Russia and have
designed a beautiful and atmospheric
space. The first Wai Thai opened its
doors in the center of Moscow, at the
Mayakovskaya metro station. And
then, the ball was set rolling... The SPA
reservation was made months in advance,
people just walked in from the street and
“stayed forever”. We quickly realized that
we had hit the big time and that Thai
massage would become a growing trend
both in Moscow and throughout Russia.

We sold the first Whai Tai franchise in a
month. My partner and I quickly realized
that start-ups really need expertise, while
there is no systemic knowledge on how to
build a Thai business.

We have quickly developed the federal
Thai SPA network, as we understood that
the market needed high-class service,
exclusive attitude to each of the guests
and attention to the details. Wai Thai
was initially positioned as a strong brand
and a market leader, and mostly this is
justified due to the competence to the
best Thai massage therapists. We highly
appreciate our employees! We opened the
first 20 salons in four years. The Wai Thai
network has been existing for 9 years,
there are 60 salons and we regularly open
new locations.

- What knowledge and skills should
have a future entrepreneur in order to
become one of your franchisees?

- Let me answer your question in a
question form - do you love to welcome
guests? In a way - to meet at the threshold
and welcome to the house, where table
is already covered with a tablecloth,
the table appointments is arranged and
there are such aromas from the kitchen,
that they fire imagination. Your guests
understand that they are welcome here.
The ability to create a space, which one
would like to return to, is probably the
main thing that our future partner should
love and should do wholeheartedly. We
will teach everything else!

In the era of digital technologies, rush
and multitasking, our guests value first
of all the cosines and unique Thailand
atmosphere, to which we open the doors
of Wai Thai. Our administrators are
considerate and sincerely glad to see you;
Thai artisans are smiling and delicate to

every request of a guest. Here you have
an opportunity not to rush, to fall out of
the usual rhythm of life for an hour or
two to surrender to the hands of super-
professional massage therapists.

First of all, in the future partner we
appreciate business acumen, the desire
to implement their own ideas, the ability
to make an error in counting and plan,
the basic knowledge of marketing and
promotion, taking into account also digital
channels and the service component the
ability to lavish attentions on a guest
which I have already mentioned. These
skills are closely related to our mission -
to make people happier.

- Such well-known companies as
Azbuka Vkusa, Ile de Beauté, Rendez-
Vous are your partners. How important
is it for organizations to have such large
partners?

- Of course, we treasure our partners!
For a long time we had been choosing
each other in accordance with the
common interests. Since then we have
been friends for a long time. Speaking
the marketing language, we are united by
one target audience. Together we prepare
gifts and present pleasant procedures
to the visitors. It is profitable in terms
of promoting SPA services; often our
partners are large retailers, chain
retailers, having such reach, which can be
interesting for cooperation.

The fact is that Wai Thai forms its own
unique guests audience - it may not be the
most numerous, but we do not strive to
have a dense flow of people visiting our
SPA. Otherwise, how is it compatible with
having relaxation? Our clients are unique
people, very conscious, devotee of beauty,
focused on long relationships and care for
the harmony of mind and body.

- Soon you will open 4 more Wai Thai
salons of your network. What problems
in partnership issues you have to face
regarding the franchised enterprises?

- If to compare the franchising business
with a family, then we can observe that
not always we are able to convey our views
to our own children totality. What can we
say about the numerous franchisees - all
of them are strong personalities, many of
them are strong entrepreneurs and all of
them are with their own opinions. So here
we profess the same principle as in the
family - we teach by example.

Gradually, Wai Thai partners learn and
grow with us, implement and expand
common ideas. At the same time, the
communication channel is open in two
directions - ideas come from both the
central office and from our partners.

They are valuable! We gratefully take lots
of inoculations in terms of technology,
interior solutions, services, and novelties
of cosmetics from the franchisees. This
exchange of experience is the strength of
a large networking company.

Sometimes it happens that an
entrepreneur outgrows the franchise -
then the Wai Thai salon separates and
begins to live its own life, so that a new
brand is formed. And here we try to leave
on a good note. Former partners can
support me - we communicate and form
healthy competition without envy and
resentment with all of them.

We wish good luck and grateful clients
to our new Wai Thai salons, which are
just starting their way in the Thai SPA
industry.

- Any franchise implies support and
assistance in a new point opening. What
franchise kit is implied by Wai Thai?

- We provide burgeoning milieu for
your business growth. You can take and
implement in your salon as much as you
can from the Wai Thai franchising system.

There is a long list to recite: an
architectural solution, a floor plan of the
future salon, the purchase of the entire
decor - we do this only in Thailand,
the selection and design of craftsmen,
assistance in organization of remodeling.

At the stage of the salon functioning:
an effective CRM system, a ready price
list and SPA menu, a complete supply of
the salon inventory - from uniforms to
towels and slippers. And, of course, the
whole marketing complex: from the most
powerful website on the market www.
waithaispa.ru to running your campaigns
on Yandex.Direct and Instagram.

It is better to discuss this in a meeting
format - we are always happy to invite
our future partners to a detailed study
of the business plan and discussion of
cooperation options.

- What investment amount is necessary
to open a new massage salon? After what
time do investments fully pay off?

- Now the opening of the Moscow
Wai Thai salon investment is 4-5 million
rubles. The amount may be less in the
regions. We understand that we are talking
about the opening of a city-spa, which
implies an area of about 100 meters and
the possibility of organizing 3-5 massage
rooms. The total pay off of the salons can
be reached from one and a half years.

If the ambitions of a potential partner
are greater or you have large areas, we are
ready to discuss this project separately
and propose an interesting solution. We
have an idea ... But it lies in the future.
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CYLLUN WOK: «Mbl ECTb BE3LE, ATAM,
F’AE HAC HET, - CKOPO OTKPOEMCSH»

yLn WoKk XOpoLlo M3BeCTeH He TOIbKO MOYMUTATENISIM CYLUM M BOCTOYHOM KYXHWU. DTO 6peHA, BbIBECKY KOTO-
pPOro MOXHO BCTPETUTbL MPAKTUYECKU B KAXKA0M ropoje. Ha cerogHAWHNI f,eHb 3TO 04 HA U3 CaMbIX KPYMHbIX
ceTeri popmaTa take-away. O TOM, Kak pa3BMBAETCA CETb B HACTOSALLEE BPeMS, B YEM 3ak/oHaeTca cneymodmka
paboTbl, U KaKOe MecTo B Hell 0TBeAeHO ¢ppaHyar3n, pacckasanu MpuHa JIMTBUHEHKO, PyKOBOAUTE/Nb OTAeNa

dpaHyan3unHra, n EsreHnii borgaHos, ynpasnstowmn napTHeEp Cywm Wok.

- Hauano desmeapHocmu eaweli Komna-
Huu yxodum e 2011 200, k020a 6bina omkpbima
nepeas mopzoeas mouka Cywu Wok, a mak-
)Ke Ha4anocb pacuiupeHue mopzoeol cemu. C
uem cea3aH makoli 6bicmpbiil 3man passumust
Komnaxuu?

- B anpene 2011 roga, koraa B CaHKT-
MeTepbypre oTKpblIacb NepBas TOprosas
TOYKa noJj HOBbIM GpeHAOM, pbIHOK 06-
LLLeCTBEHHOr0 MUTaHUS 6biN HACbILLEH, HO
BCE 3T 3aBeAeHMS He 6bIIM OCTYMHBI NS
06bI4HbIX Ntoaen. CxoAuTb MOecTb CyLn
TorgabbuiouenbiIMMeponpusTUeM: noTpa-
TWUTb Ha 3TO BPeMsl, NONTN CKOMNaHWEN 1 B
nTore Noay4mTb 60JIbLLION YeK.

MepepHamMucTOsNasagadacaenarbrak,
4YTO6bI B LIAroBOM AOCTYNHOCTU OT AOMa,
MaKCUMaJIbHO — B TeYeHMe 15 MUHYT, IIoAn
MOT /1M MOAYHYUTb TOJIbKO YTO MPUrOTOB/IEH-
Hble 61t04a No AoCTynHoM LeHe. B Poccumn
Takowm noaxof He 6b11 pacnpoCcTpaHEH, no-
3TOMY MOXHO CKa3aTb, 4TO Mbl MMOHePbI. U
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HOBbI AJ19 0OTeYeCTBEHHOro NoTpebuTens
HaToTMOMeHT popmaTtake-away,coBmec-
TUBLIWIM B cebe OfHOBPEMEHHO MarasuH,
Kkade n cnyxby 4OCTaBKK, B KOPOTKME CPO-
Ku caenan nepebiv Cywn Wok HeBepOSiITHO
nonynsipHbIM y NI06UTENIeN SMOHCKOM KyX-
HW. 3a nNepBylo Hefeslo B MarasuHe 6bino
odopmieHo 60nee 1000 3aKa30B.

- B 00HOM u3 npedbIdyusux UHMepabio bl
cKasaau o mom, 4mo He uckaau ¢panva’tisu, a
OHU camu edc Hawu. Kakoea 4ucneHHoCMmb
mop208biX moveK cezodHs, U Kakue ocobeH-
Hocmu 6 compydHu4ecmee 603HUKAIOM 8 pas-
HbIX pe2uoHax?

—Ha cerogHaWHWMA AeHb B ceTu paboTa-
eT 6osiee 700 TOYeEK, €XKEMeCSYHO Mbl OT-
KpblBAeM 010 HOBbIX MArasnHoB, auHoraa
M BOAWH leHb C/Ty4aeTCs HECKOIbKO OTKPbI-
TUN. NMO3TOMY KONMYECTBO MarasnHoOB Mbl
n3mepsieMyxXeHeeamMHULAMM, ANOPSAKOM
BbILLE.

Mbi3HaeM, YTO KaXKabIM permoH, ropoau
JaXke panoHropoAano-cBOeMY YHUKANEH U
MMeeT CBOM 0CO6eHHOCTU. Hall cambii 3a-
nagHbii Cywm Wok HaxoaumTtcsa B Bapliase,
a cambI BOCTOYHbIN — B Yccypuicke. Ca-
MbI KPYMHbIN FOPOS, HALLEero NpucyTcTBumS
— MockBa, a caMbIvt ManieHbKNiA — Hukenb,
nsesgentobsatnsHaT Cywn Wok. lymato,
4YTO 3TO KaK pa3 CBA3AHO C TEM, YTO Mbl SIB-
I9eMcsl yHUBepCcaibHbIMU U B TOXE Bpems
rméKMMK, cneamm 3a NOceAHUMU TpeH-
AaMu 1 onepaTMBHO MeHsIeMCsl Noj CUTya-
umio. Cywim Wok oTKpbia cBOKO popmyny yc-
nexa B YHUKaJIbHOM coyeTaHuu popmara,
MEHI0, CepBUCa U MapKeTUHTa, KOTOopble, C
O[HOW CTOPOHbI, HPABATCA 60MbLUINHCTBY
HaLLMX rocTemn, a C ApYron CTOPOHbI, fal0T
poxop 6usHecy. Cpeay xapakTepHbIX 0CO-
6eHHOCTen paboThbl B HEG6ObLUMX FOpoAax
MOXHO BblAeINTbcapadaHHOe paamvo, nos-
BoAnsolee 6bLICTPO pacnpoCTPaHUTb MH-
dpopmauuto. TO OTAMYHbLIA aHaNor A0po-



rocTosiLen pek/iamMbl, HOMONAoWaTb3ech
CcMepTenbHO onacHo Ass 6usHeca. B kpyn-
HbIX FOpOAAXx, Kak NpaBu/io, KOHKYPEHLNS
Bbiwe. MbIBK1OYaeM ApYyrMenHCTPYMEHTbI
pekaamMbl U MapKeTUHra AN NpuBneYeHns
HOBbIX FOCTEN U YAEPXAHWUS NMOCTOSHHbIX
K/IMEHTOB, KOTOPbIX Y HAaC 80%. B ceBepHbIxX
pervoHax focTaBka rnosb3yeTtcs 6o/bluen
MOMynsipHOCTbIO  M3-32  KJIMMATUYECKMX
0cobeHHOCTeN. B KypoOpTHbIX ropojax Ha
KOre NuK Npofax NpUXoANTCS Ha NETHUN
nepuog, a Ha ropHOJIbKHbIX KypopTax — Ha
3MMY COOTBETCTBEHHO.

Mbl perynsipHo MeHsiemcs, 4To6bl BMeC-
Te c ppaHyalr3n onepexarb Bcex. Mbi Twa-
TeNbHO oTcnexunsaem 3dPeKTUBHbIe Ka-
Hanbl peksiaMmbl, 06HOB/IIEM aCCOPTUMEHT
B COOTBETCTBMM C NOC/I@AHUMWN MOAHbIMU
TEHAEHUUSMWN B KY/IMHApWUK, Havanu o6-
HOB/ISTb AU3alH MarasvHOB, NpUAEPXHU-
BasiCb MOJIOAEXHOr0 MHTepbepa, 3a 4TO
NoNy4YnnIv MeXAyHapoaHylo Au3aniHepc-
Kyto npemuto Best for life, n panbwey HacB
niaHax ecTb MHOroe ipyroe, YTo No3BonT
ceTu 6bITb eLe ycrneLuHee.

Ans ¢paHYar3n o4eHb BaXHO cobnio-
[aTb BCe HaluM pekoMeHAauuu C caMmoro
HavyanacoTpyAHNYecTBa, MOTOMYYTOMbIUX
BbIBepuIMmonpobosanvHacebe, ntorgas
Nto60M ropoge ero XAeT ycnex.

- lNepsas 3azpaHuyHas mopzoedasr moyka
no ¢paHwuse bvina omkpbima e 2013 200y &
Kuese. B kakux cmpaHax make 6binu om-
Kpblmbl MA2a3uHbl, U 8 KAKUX CMpaHax cKopo
npou3sotioém omkpbimue?

- B HacToswmn momeHT Cywn Wok pa-
6oTaeTtBPoccun, YkpauHe, benapycu, Knp-
rmsmun n B Monblue.

Mbl cMOTpUM Kak Ha 3anapg, Tak U Ha
BocTOK. XOTMM 1 rOTOBbI MPOAO/IKAaTb 3KC-
MaHCUIo TaM, rae e€ y>ke Ha4asim B CTpaHax
CHTI u B EBpoOne, ans 310ro Mbl 06nagaem
BCEM HEO6XOAMMDbIM: Y HAC 3aperncTpmupo-
BaH TOBapPHbIN 3HaK B 60/1bLUMHCTBE CTPaH
EBponbl, MblHay4nIncbaganTMpoBaTbHaLL
NporpamMMHbIMKOMMAEKC, CANTUNPUIoXe-
Hue ana paboTbl 3a py6exxom.

Mbl npoaanu ¢paHwmsy B I'pys3nio, HO
nokarnoHe3aBUCALMMOTHAC BHELLIHWUM MNOo-

NNTUNHeCKUMNpUinHaMmnepeHoCMMOTKPbI-
TWe B 3TOM CTpaHe, HagekCb, HEHa[oNTO.

- Cywu Wok moabko 6 Poccuu Hacqumbl-
saem 6onee 600 maza3uHos. Ecmb Au Heox-
eayeHHble pe2uoHbi?

— DTOT BOMPOC 4YacTo 3a4al0T Hawwwn by-
aywime ppaHyamr3mn Ha 3Tane NneperoBopos,
TaK Kak 0racaroTcs, 4TO BCe MecTa yxe 3a-
HATbI, NoToMy 4To Cywin Wok ecTb Be3ge, a
TaMm, rae HeT, TO CKOpO OTKpoeTcs. MNoTeH-
LMan pocCMNCKOro pbiHKA eLLE A0BOJIbHO
60bLIOW.

- Cywu Wok - 3mo 6peHd, o6aadarowuti
nonoxxumenbHoll penymauyuell He MOAbKO
neped KAueHmamu, HO u neped 6ydywumu
napmuépamu komnaHuu. Kak npoucxooum
obyveHue nepcoHana KomMnaHuu u ¢paHvati-
3u? Kakue mpeb6oeaHusi npedssieasiiomcs K
ammecmayuu mopzoebix mo4ek, paéomaio-
wux no ¢ppaHwuse?

— Mbl npupaém 6onbLuoe 3HaYeHme 06y-
YeHuto ppaHyamsn, yaenseMmsTomyocoboe
BHMMaHMe, Tak kak 3T0 ocHoBa byayuiero
ycnewHoromarasunHa CywmnWok. Moatomy
[0 06y4eHMs J0MycKarTcs TONbKO aTTec-
TOBaHHble 3KCNepTbl KOMNaHUN. ObyyeHune
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$ppaHyansm NpoxoauT B roJlIOBHOM opumce B
CaHkT-lMeTepbypre B TeyeHue 5 AHEN. Mbl
HEeOJHOKPAaTHO MEeHSIN NporpaMmMy obyye-
HWUS, UCKaNM ONTMMAabHbBIN BapuaHT: 6a-
JTAHC TEOPWUU U NPAaKTUKMK, KOTOPbI NMO3BO-
NiSeT BCero 3a 5 AHen NoCBATUTbL MApTHEpPA
BO BCe acneKTbl BefeHns 6usHeca B Halwem
$popmaTe. ATakxe nomoraeT emy yCBOUTb
cekpeTbl 3G PeKTUBHOM paboTbl MarasmHa
CywnWok, Ha4nHass oTMeTOANKMMPaBUIIb-
Horo nog6opa nomeLieHus, 4To Ha 3Tane
OTKPbLITUS JACT HAM He MeHee 70% ycrnexa,
3aKaH4YMBas aHa/IM30M paboTbl MarasumHa.
3apayva obyyeHMs — HayunTb dpaHyamisu
6bITb CAMOCTOATE/bHbIM, YUTO6bI NPY HEO6-
XOAMMOCTUN 6bICTPO NPUHATLI060e ynpas-
JleHYecKoe pelleHue, a BCeM OCTaslbHbIM
Mbl ero obecneyvBaem B Xofe COBMECTHOM
[esTeNbHOCTU. B KOHUe obyyeHus dpaH-
4an3nnpoxoAUTTECTUPOBAHNENONYyYAET
cepTudMKar.

[ns oby4eHVs NNMHENHOro nepcoHana
¢ppaHyansm, Ha MecTo OTKpbITUS HOBOrO
CywnWokBble3xxaeTHallaonbITHasrpynna
CcneuManncToB: MeHeaKep MarasuHa u cy-
wed,—oHMoby4yaroTnepcoHan ppaHyansu,
NMOMOralTUBAEeHbOTKPbITUS. TakKnMobpa-
30M, OTKPbITUE TOYKN MPOUCXOANT NOA Ha-
LIMMHenocpeACTBEHHLIMKOHTPOJIEM, Befib
XopolleeBneyaT/1eHMEe He/b3sI MTPOU3BeCTU
OBaX/bl, a Mbl MTPUBbIK/I K TOMY, YTO BbICO-
KYI0 BbIpY4KY MarasvH npuHOCUT CNepBOro
OHS paboThbl.

Touyka Cywwm Wok, paboTarowas no
$paHLWwu3e, He 4OKHA OTINYATHLCSA OT OpU-
FTMHaNbHOM TOYKM CeTU. Mbl CTpeMUMCS K
TOMy, 4TO6bI BCe 6blIN €ANHO06pa3HbI B
npefocTaBeHUM NPOAYKLUUMMYCAYTrBMOC-
TOSIHHOM BbICOKOM KayecTBe. K co6cTBeH-
HbIM TOYKaM Y HaC o4eHb CTpormne Tpeboea-
HUS cobnofeHNs BCeX CAHUTAPHbIX HOPM
N CO6CTBEHHBIX CTAHAAPTOB CETU. ITU Xe
TpeboBaHMsl Mbl MPeAbLAB/ISEM U K HALLUM
$paHyam3m, 4To 060CHOBAHO U cnpaBep-
JIMBO, XOTA cobtopaTth Bce TpeboBaHUS He
Bcerga npocto. OgHako cTporoe cobnoge-
HVe NpaBu NPUHOCUT GMHAHCOBBIN yCrex.
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SUSHI WOK: “WE ARE EVERYWHERE,

AND IF SOMEWHERE WE ARE NOT PRESENT
YET, WE WILL OPEN THERE SOON"

S ushi Wok is well-known not only to admirers of sushi and oriental cuisine. This is a brand, the sign of which
one can notice in almost every city. Today, it is one of the largest take-away networks. Irina Litvinenko,
Head of the Franchising Department, and Yevgeny Bogdanov, Managing Partner of Sushi Wok told us about the
network current development, the specificity of the work and the place allocated to it in franchisees.

- Your company has begun its activity in zom.
When did the first outlet of Sushi Wok open? When
did the expansion of the network distribution
begin? What is the reason for such a rapid stage of
the company development?

- In April 2011, when the first outlet
under a new brand has opened in St.
Petersburg, the catering market was
saturated, but all these places were not
accessible to ordinary people. To go to
eat sushi then was the whole event: one
should have spent time on this, should
have chosen company for the visit and
eventually to get a big check.

We faced the task to give people the
opportunity to receive freshly prepared
dishes at an affordable price within
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walking distance, for a maximum of
15 minutes. This approach was not
widespread in Russia, so we can say, we
are the pioneers. The take-away format,
which was new to the domestic consumer
at that time, combines a store, a cafe and
a delivery service. It made the first Sushi
Wok incredibly popular among lovers of
Japanese cuisine in a short time. Over the
first week, the store recieved more than
1000 orders.

- In one of the previous interviews, you said
that you were not looking for franchisees, but
they found you themselves. What is the number
of your outlets today, and what are features of the
cooperation in different regions?

-Today, the network has more than 700
outlets, every month we open up to1o new
stores, and sometimes several openings
happen on the same day. Therefore, the
number of stores we measure is not units,
but an order of magnitude higher.

We know that each region, city and
even the city district is unique in its own
way and has its own characteristics. Our
westernmost Sushi Wok is in Warsaw,
and the easternmost in Ussuriysk, the
largest city of our presence is Moscow,
and the smallest is Nickel, Sushi Wok is
loved and known everywhere. I think that
this is precisely due to the fact that we are
universal and at the same time flexible,
we monitor the latest trends and quickly



change in accordance with the situation.
Sushi Wok opened its success formula in
a unique combination of format, menu,
service and marketing, which, on the
one hand, is liked by most of our guests,
and on the other hand, gives revenue to
the business. Among the characteristic
features of work in small towns, one can
single out “word of mouth marketing”,
which makes it possible to spread
the word quickly, this is an excellent
analogue of expensive advertising, but it
can be also deadly dangerous for business
in case of failure. In large cities, as a rule,
competition is higher, and we include
other advertising and marketing tools
to attract new guests and retain regular
customers, the share of which among all
our clients is about 8o%. In the northern
regions, due to the climatic conditions
delivery is more popular than in other
regions; in resort cities of the South, sales
peak falls on the summer period and in
ski resorts in the winter, respectively.

We regularly change together with
the franchisee in order to get ahead of
everyone. We carefully monitor effective
advertising channels, update the
assortment in accordance with the latest
fashion trends in cooking, start updating
store designs, adhering to the youth
interior, for which we received the Best
for life international design award, and
there are many more plans that will allow
Networks to be even more successful.

It is very important for a franchisee to
follow all our recommendations since the
very beginning of cooperation, because
we verified them and tested on ourselves,
and then you will succeed in any city.

- The first foreign franchise sales outlet was
opened in 2013 in Kiev. In which countries have

the stores been opened, and in which countries the
opening is planned?

- Currently, Sushi Wok operates in
Russia, Ukraine, Belarus, Kyrgyzstan and
Poland.

We look both at the West and the
East. We want and are ready to continue
expansion at places, where we are already
present: in the CIS and in Europe, we
have everything we need for this, we have
a registered trademark in most European
countries, we have learned to adapt our
software package, websiteand application
for working abroad.

We sold the franchise to Georgia, but
at the moment, because of the external
political reasons beyond our control, we
postpone the opening in this country.
I hope, not for long.

- Sushi Wok has more than 600 outlets all over
Russia. Are there any uncovered regions?

- This question is often asked by our
potential franchisees at the stage of
negotiations, because they are afraid
that all places are already occupied,
because Sushi Wok is everywhere, and
if somewhere we are not present yet, we
will open there soon. The potential of the
Russian market is still quite large.

- Sushi Wok is a brand, which has a positive
reputation not only for customers, but also for
the future partners of the company. How are the
company staff and franchisee trained? What are
the requirements for certification of franchise
outlets?

- We attach considerable importance
to the training of franchisees; we pay
special attention to this, since this is
the basis of the future successful Sushi
Wok store. Therefore, only certified
company experts are allowed to train.
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Franchisee training takes place at the
head office in St. Petersburg for 5 days.
We have repeatedly changed the training
program, searching for the best option -
a balance of theory and practice, which
makes it possible to fill our partner in
on all aspects of doing business in our
format in just 5 days, allows our partners
to learn all the secrets of effective work
of the Sushi Wok store, starting from
the methodology for choosing the right
premises (which give us at least 70%
success at the stage of opening), ending
with an analysis of the store. The task
of training is to teach the franchisee
to be independent in order to take any
managerial decision quickly in case of
necessity, and all the rest we provide
him as part of joint activity. At the end of
the training, the franchisee undergoes
testing and receives a certificate.

Totrainfranchiseeoperatingpersonnel,
our experienced team of specialists - the
store manager and sous-chef leave for the
opening of a new Sushi Wok, they train
franchisee staff; they help on the opening
day. Thus, the opening of the outlet is
taken under our direct control, because a
good impression cannot be made twice,
and we are used to the fact that the store
brings high revenue from the first day of
work.

The franchised Sushi Wok point should
not differ from the original network
outlet. We strive to ensure thateveryoneis
consistent in the provision of productsand
services in uniform high quality. We have
very strict requirements of compliance
with all sanitary standards and our own
standards to the stores of our network;
we impose the same requirements on our
franchisees, what is justified and fair,
although it is not always easy to comply
with all the requirements. But it is worth
noting that strict adherence to the rules
brings financial success.
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- ¥ eac cemb omeneii ons kowek no Moc-
Kee u 6muxaiiwemy lodmockoeblo, a makice
00HUM U3 Hanpae/jeHueM eaweli pupmebl 18-
ngemcs ¢panyaiisune. Kak npasunvHo ebl-
6pame ¢panuaiizu, ocobeHHo 8 sauieli cepe,
Ko20a dessme/IbHOCMb 0P2aHU3AUUU CBA3AHA C
nepeodepxkoli HueomHbix?

—Ha HavanbHOM 3Tane passuTus Gppa-
YamM3MHra B Halen KOMNaHUM y Hac 6bina
aHKeTa A5 NoTeHUMaNbHbIX ppaHyamsn,
HO HMKTO U3 HUX €€ He 3anosHaa. OpHa-
KO NMOPTPEeT Hallero NapTHEpa, UCXoas 13
npakTUKW, onpeaennics cam cobown. Y Hac
NPUMEPHO PaBHOE KOJIMYECTBO MYXKUUH U
XKEHLLWH, BONPeKM cTepeoTUnam, 4To 300-
rOCTUHWULbI ABASIKOTCS XKEHCKUM 6M3HECOM.
Kak HeflaBHO MHe ckasan Opun Kyknayés:
«Y Bac 04eHb TSXKENLIN 6u3Hec». Mo€ MHe-
HUWe, 4To Nt0601 BU3HEC NETKUM He BbiBaeT.
Ecnu ppaHyamsm — My>u4mHa, TO Yalle Bce-
roOHM BeAyT e/10 BMeCTe CKEHaMU. Taknx
napTHEPOB Y Hac Hemano. Bcex ppaHyansm
oT/nyaeT 6e3ycnoBHas NO60Bb K XXUBOT-
HbIM M Han4ymMe B COBCTBEHHOM [OMe He
€IMHCTBEHHOro NMUToMua. BonblMHCTBO
M3 HUX CaMM CTaIKMBanMChb ¢ Nnpobaemon,
C KEM OCTaBUTb MUTOML,A HA Bpems OTnyC-
Ka. YBMAeNAN B 3TOM HULWIY U noTeHuman,
npuUWM K HaMm. Kak BbibpaTb ppaHyamaun?
CHavana ¢paH4yarsun BbibBUpaeT Hac, oc-
TaB/seT 3a8BKY, TeM CaMbIM NPOABASS Xe-
JlaHVe C HaMu paboTaTb. 3aTeM KOMMNaHUs
B /IMLe MeHeaxkepa Mo npojakam ¢ppaH-
LWIN3bl TPUHUMAET pelleHne 0 COBMECTHOM
CcOTpynHMYecTBe. Hepeaku cnyyaun, korga
Mbl OTKa3biBaeM B npojaxe GppaHLwun3bl No
TeM WM MHbIM NpUYMHaM. Ha camom pene
Y Hac BCero NLLb TP OCHOBHbIX MPOCTbIX
KpUTepus K ppaHyamsn: Hainume Bpeme-
HU U XEeNaHusa 3aHUMATbCs 3TUM BUAOM
6u13Heca, Hanume JeHexXKHbIX CpeacTB Ha
3anyck v BegeHue 6usHeca, Nopsif0YHOCTb
BCO6/10AEHMNNAPTHEPCTBA N AOMOBOPHbIX
0653aTenbCTB.

- focmuHuybl 019 XUBOMHBbIX — Cepbé3HOoe
nodcnopoe 6 o6nacmu okasarus ycnye. Kakue
ucmopuu ycnexoe u npoeanos 6eiu y eac 3a
epeMms cyw,ecmeosanus opaaHusayuu?

— Kaxabl fieHb B II060M KOHKYPEHTOC-
nocobHomMm 6u3Hece ecTb M ycrnexu, nnposa-
Nbl. BbIV foNyLLEeHbI pa3/IMYHbIe OLUMGKMN 1
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MAPIrAPUTA HUKUTUHA:
«HALW bN3HEC OCHOBAH
HA JOBEPVI KITMEHTA»

B ookingCat - 3T0 aKTMBHO pa3BMBalOLLASACA CETb OTeNen ANs KoLuek. MNep-
BbI OTe/Ib 6bI/1 OTKPbIT B 2017 roAy M 6bICTPO HALLEN CBOUX NOCTOS/IbLEB.
Mocne yero KOMNaHWa CTana pasBMBaTb HarnpasieHne GpaHIYaAN3NHTA, U YXKe
B 2019 roAy OTKpbITO 60s1ee 70 oTenen B 6osee yem 30 ropogax. O6 ycnexax
CBOEro Aena, noaxoay K Bblbopy dpaHyansn 1 06 MHTepHeT-penyTaLmm pac-
CKasasna ocHoBaTtesb kKoMnaHum Mapraputa HUKMTUHa.

Hamu, n ppaHYan3m Ha KaXKAOM 3Tane pas-
BUTMS KOMMNaHMU. MicTopms ycnexa — 3To
Haw ¢paHyar3mn Ha CaxanuHe. OTKpbITUE
300rOCTMHMLIbI HA OCTPOBE C Hace/lieHnemM
190 000 6b1/10 60/1bLINUM pUCKOM. OHAKO
ceryacHaw dpaHyansmpaclmpsieTHoMep-
HOW pOHJ, B HOBOM NOMELLLEeHUM C 6onbLuen
niowaablo 1 npegnaraet 6osee WMPOKUA
cnekTpycnyr.MNepBbleMecsiLblKHEMYX0AN-
JI1 KaK B My3en, CMOTPe/i1, BOCXULLAJIUCD,
HO He 6poHMpoBann. Cenyac Mbl C HUM
BCMOMWHAEM 3TO C y/IbIGKOW, HO 3TO HYXHO
6bI10NpoNTUYEpe3InCcTopuio NnpoBananep-
BbIxMecsLeB.Cy4anmcbnapyrmencTtopmm
npoBana, KoTopble 3aKaHYMBA/IUCb MHAYe.
OpavH ppaHy4ansm He onnaTUI NOAPAAUNKY
3a NOCTPOeHHble HOMepa, oTkasasics pabo-
TaTb, 3aKpbINCs Yepes TpuU AHS nocne cbop-
KV HOMepoB. MNoapsAaYMK npuexan, 3abpan
obopynoBaHMeobpaTHOCe6ennpoaoKu
BbI6GUBATL AONTW.

- B Mockee u Mockosckoii o6nacmu e 2017
200y Hacyumeleanoce okono 300 30020cmu-
Huu, Ymo cocmaeusno eam 60/1bWYI0 KOHKY-
peHuyuro. Kak eam npuwina udes o co30aHuu
cemu omeneii 015 Kowek?

- fl cpeTCcTBa MEeYTasNa OTKPbITb 300K/IN-
HUKY, NpaBaa, cyabba cnoxmnacb HEMHO-
ro nHade. CnycTs 10 /1eT Noc/ie OKOHYaHUS
BETEPMHAPHOr 0 KO/I1eA)Ka S OTKPbiNa CBOM
nepebiioTeNbANs KoLWeK. HemMoryckasarb,
4YTO Y Hac 6bin1a 6onbLIas KOHKYpeHLMs. B
nepeytoo4yepe/b, 3To 6bI10 CBSA3aHO CY3KOM
cneumanusaumenHawerootens.Nepenot-

KpbITUEM 300MOCTUHMLbI, Mbl MPOBOAUAN
aHanms 300HUWK. B MockBe npoxwusaet
CBbILLIE 12 MJIH Y€/I0BEK, B KaXXA01 BTOpPOM
KBapTMpe XWBET nuToMel. CTaTucTuka
[aBHO A0Ka3ana, 4to Poccus — ctpaHa nio-
6uTtenen Kowek. B ofgHOWM 300roCTUHULE
He 60/iblle 35 HOMEpPOB, MNO3TOMY 300 Y3-
KOCMEeLNann3MpoBaHHbIX 300rOCTUHMLL, HA
12-MUIJIMOHHbIV FOPOJ, — 3TO HEMHOT 0. Mbl
TaKXe O4YeHb OTBETCTBEHHO MOAOLWAN K
noab6opy nepcoHana. Bce Halm KOTO-HSAHM
MMeLoT BeTepuMHapHoe o06pa3oBaHue, 4To,
6e3ycn0BHO, YBEIMUMBAET CTeMNeHb AOBe-
puvs K HaM. Mbl HACTPOWAIM CUCTEMY BUAE-
0CBS31.X035ANH/IIOBUMOrONUTOMLAMOXET
NOAKNKYUTLCS K CUCTEME BUAEOHabnoae-
HUA 13 N0601M TOUKM MMpa, HabnaaTh 3a
CBOVM XWBOTHbIM, KOPPeKTUpPOBaTb paLu-
OH MUTaHMA 1 Bceraa 6biTh Ha CBA3N.

- UHmepHem u coyuanbHele cemu — mpeHo
nocnedHux nem. Baw peiimuHz Ha caiime
«Om308uUK» 3aC/YXUJ 8bICOKYIO OUEHKY, 20e
8ce 0mM3bi8bl NOJIOHUMENbHbIE U MpU KOHM-
pacmHo HezamueHeble, a 0mM3bi8bl O cpedHeli
oueHkoli u sosce omcymcmaytom. Kak cmoum
OMHOCUMbCS K He2amUueHbIM 0m3b18aM 0 C80-
eii pabome?

-YnpaBneHnepenyTaunemnoyeHbBaXKHO
BHaLlen cepe, NO3TOMY Mbl perynsipHo 3a-
HMMaemMC MOHUTOPUHIOM OT3bIBOB. Haw
613HeC OCHOBaH Ha A0BepUM KJAMEeHTa Mo
OTHOLLEHUIO K HaM. ECin 4ecTHO, HMKorga
He 3aA4yMblBasiacb 0 TOM, MOYEMY HeT oLe-
HOK CO cpegHMM 6ai10M, HO 419 HAC BaX-
HO, 4TO6bI BCE OT3bIBbI 6bIIN TONLKO C BbIC-
LWIMMM OLLeHKaMW, Mbl CKOHLLEHTPUPOBaHbI
MMEHHO Ha HMUX. HeraTMBHbIe OT3bIBbI BCEr-
JanoanexartoTpaboTke CcHalwen CTOPOHBI,
04 HaKOBXOAEeMNPOBEAEHHbIXNMPOBEPOYHbIX
MeponpusaTUA UHOTAA BbISAICHAETCS, 4YTO
OT3bIBbl UMEOT PUKTUBHbIV XapaKTep U Ha-
NMUCaHbIKOHKYpPeHTaMumnanHegob6poxena-
Tenamu. YpaneHue Takux oT3bIBOB C canTa
«OT30BMK» — NpobaemMaTmnyHas npoueaypa
Jaxke C NpUMeHEeHWEM LpUANYEeCcKUX 3a-
npocoB. FapaHTMpOBaTb yaaseHue 0T3biBa
MOXeTTOoNbKopelleHnecyaa.Kctatn,oanH
pasHaMaencTBUTE/IbHO MPULLIOCLCYAUTD-
CS M BbICTYNAaTh B KAYeCTBe UCTLA 3a yuepb
HaHeCcéHHOW penyTauuu. [leso 4o cMxnop s
cyne, [AUTCS YXKe 0KOO roja.



MARGARITA NIKITINA:
"OUR BUSINESS IS BASED ON
CUSTOMER CONFIDENCE’

B ookingCat is a rapidly growing chain of cat hotels. The first hotel was
opened in 2017 and quickly acquired its guests. After that, the company
began to develop the direction of the franchise and in 2019 opened more
than 70 hotels in more than 30 cities. Margarita Nikitina, the founder of
the company, spoke about her business success, the approach to choosing

franchisees and the Internet reputation.

- You have a chain of hotels for cats in Moscow
and the Moscow region, franchising is one of the
directions of your company. How to choose a fran-
chisee, especially in your area, when the organiza-
tion activity is related to animal hotels?

- At the initial stage of franchising
development in our company, we had a
questionnaire for potential franchisees,
but none of them filled it out. However,
the portrait of our partner, based on
practice, was determined naturally. We
have an approximately equal number
of men and women, contrary to the
stereotypesthatanimalhotelsareafemale
business. As Yuri Kuklachev recently told
me: “You have a very difficult business.”
My opinion is that any business is never
easy. If the franchisee is a man, then,
most often, they do business together
with their wives. We have many such
partners. All franchisees are remarkable
for their unconditional love for animals.
Practically all of them have more than
one pet at home. Most of them faced
the problem whom to leave the pet on
vacation. They saw a niche and huge
potential in our business that’s why they
came to us. How to choose a franchisee?
First, the franchisee chooses us, leaves a
request, thereby showing a desire to work
with us. Then the company, represented
by the franchise sales manager, makes
a decision on joint cooperation. There
are frequent cases when we refuse to sell
the franchise for one or another reason.
In fact, we have only three basic simple
criteria for franchisees: the availability
of time and desire to be engaged in
this type of business, the availability
of funds for starting and running the
business, decency in compliance with the
partnership and contractual obligations.

- Hotels for animals are a serious help on the
services market. What stories of success and fail-
ures have you had during the existence of the or-
ganization?

- Every day in any competitive
business there are both successes and
failures. Various mistakes were made
by us and the franchisee at every stage
of the company development. A success

story is our franchisee in Sakhalin.
Opening an animal hotel on an island
with a population of 190,000 was a big
risk. However, now our franchisee is
expanding the number of rooms in a new
building with a larger area and offers a
wider range of services. The first months
his cat hotel was visited as a museum
- it was looked, admired, but was not
booked. Now we recall it with a smile, but
it was necessary to go through the failure
of the first months. There were other
failure stories that ended differently. One
franchisee did not pay the contractor for
the constructed rooms, refused to work,
and closed 3 days after the assembly of
rooms. The contractor arrived, took the
equipment back and continued to collect
debts.

3ockingCat

- There were about 300 zoological hotels in
Moscow and the Moscow Region in 2017, which
made you a big competition. How did you come up
with the idea of creating a hotel chain for cats?

-Since childhood, Idreamed of opening
an animal clinic, however, life had other
ideas. Ten years after graduation from
veterinary college, I opened my first hotel
for cats. I can’t say that we had a big
competition. First of all, this was due to
the narrow specialization of our hotel.
Statistics have long proved that Russia
is a country of cat lovers. There are not
more than 35 rooms in an animal hotel,
which means that 300 highly specialized
animal hotels for a city with 12 million
people poulaton is not a large number.
And for any cat owner it is very important
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that the hotel contains only cats and no
other animals. This issue always causes
much anxiety. Also, any animals can be
subjected to illness and stress. Therefore,
we are scrupulous about the personnel

selection. All our cat-nannies have
veterinarian education, it, of course,
increases our credibility. We also have a
video communication system. Pet owners
can connect to a video surveillance system
from any place on the earth, watch their
animals, adjust their diets and always be
in touch.

- The Internet and social networks are the
trend of recent years. You have earned a high rat-
ing on the Otzovik website, where all the reviews
are positive and 3 are contrast negative, and there
are no reviews with an average rating. What
should be an attitude to negative reviews about
your work?

- Reputation management is very
important in our field, so we regularly
monitor reviews. Our business is based on
customer confidence in us. To be honest,
I never thought about absence of ratings
with an average score, but it is important
for us that all the reviews are with the
highest ratings only, we focus on them.
Negative reviews are always subject to
elaboration on our part, however, during
the verification activities sometimes it is
found out that the reviews are fictitious
andwrittenbycompetitorsorevil-wishers.
Removing such reviews from the Otzovik
website is a problematic procedure even
with the use of attorney’s letter. Only a
court decision can guarantee the removal
of a review. By the way, once we really
had to be at law and act as a plaintiff for
damage to our reputation. The case is still
a matter under consideration in court; it
has been going on for about a year.
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rOCTI/IHI/IHHbIVI 6usHec
CYNTAETCA OJHMM U3 CaMbIX
BbIFOAHbIX HanpaBneHNA
OTKPbITUA BU3HECA KaK C HynsA,
Tak 1 B cermeHTe ppaHyam3mHra.
[NprmeyaTenbHO TO, UTO NpwU
BbIFOAHOM PACMONOXEHNN
XOCTeNa U KayeCcTBEHHOM
aAMUHUCTPATVBHOM
yrnpaBeHnm Takon 6rnsHec
Bcerga byaeT NpuHOCUTD
npunbbIb.

CeTb OAHOMMEHHbIX XOCTENOB
BCEraa Bbi3blBaeT goBepue y
rocten v yawle nonb3yeTtca
cnpocom. OgHaKo ynpasnaTb
HEeCKONIbKMMM TOYKaMU B Pa3HbIX
pernoHax Poccmnn He Bcerga
nonyyaeTca, Torga ana pasBuTuA
OGU3Heca NpUXoanT Ha MOMOLLb
dpaHuan3nHr. CerogHs mbl
noob6wanucb ¢ AHapeem Llaem,
reHepanbHbIM UPEKTOPOM

ceTun «XocTenbl Pyc», KoTopbin
pacckasan 0 ropM3oHTax,
OTKpbIBaeMbIX GPaHLLN30W,

O PO KayeCTBEHHOIO
CepPBUCHOro 06CYXKMBaHNA 1

O TOM, KaKue rnaBHble OLNOKM
coBepLualoT GppaHyan3n.

;?* AH,u,pel/l Ll,a|/|

«Mbl He MOAbKO 0dem Hawum
napmHepam UHcmpymeHm, Komopbiu
no3goAsiem um peaau3o08ambp C80H0
uoero, Ho U ebicmynaem 8 Kayecmaee
ONbIMHO20 HACMABHUKA, KOMOPbIU He
aaem um ymOHymb»
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- «Xocmenel Pyc» — nudep pblHKA Xoc-
menos 8 Poccuu, umerowuti 31 xocmen e
Mockee u 20 xocmenos 8 pezuoHax. Kak Ha-
qyanace peanusayusa udeu ppaHyalizuHza
8 saweti kKomnaHuu? K Kakomy Konudecmesy
xocmenoes 8 Poccuu 8bl cmpemumecs?

- Hauanocb BCé JOBOMBHO NPOCTO: Y Hac
Oblna cobcTBeHHan CeTb XOCTeNoB. Yepes Ka-
Koe-TO BpemA Ham CTanu nocTynaTb obpalle-
HVSA C NPOCBOON MOMOYb OTKPBITh XOCTEN NOf
KoY. B pamkax Takux NpoeKToB Mbl OTKPbIIN
12 XOCTenoBs, Nocse 4Yero nNoAsmnnach Uaea co-
30aTb COOCTBEHHYIO CETb 1 pa3BMBaTb eé Mo
dpaHyarznHrosot mogenn. B 2014 rogy 6bin
co3faH bpeHp «Xoctensl Pyc», B8 2015 rogy
Mbl OTKPbIIM 17 XOCTenoB no dpaHwuse, B
2016 — eweé 21. Cenyac B cett 51 xocTen. Mol
XOTUM MPUCYTCTBOBaTb BO BCeX ropogax Poc-
cum ¢ HaceneHvem bonee 400 000 yenosek n
BO BCeX MOMYNAPHbBIX TYPUCTUYECKMX TOUKaxX
CTPaHbl.

- Y 8ac ecmb cob6cmeeHHbIli mpeHUH2-
ueHmp, eOuHblli Ko/ul-ueHmp U ¢hede-
panvHaa npozpamma nosaneHocmu. Kakue
¢hyHKUYuU OHU 8bINONIHAIOM 8 Chepe 20cMu-
HUYHo20 6u3Heca?

— [la, neNCTBUTENbHO, B TREHUH-LEHTPE Mbl
rOTOBMM aAMWHUCTPATOPOB AN1A HalWX GpaH-
yasw, A, Npasaa, bonblle NpeanounTalo Ha-
3blBaTb MX NapTHEpPamn. Mel obydyaem ynpas-
NALLMX 1, KOHEYHO e, CaMuxX MapTHEPOB,
KOTAia OHM TOMIbKO HauMHAIOT C HaMu paboTaTb.
MPUYEM 3TO He TONBbKO TEOPHUA, HO U BO3MOX-
HOCTb CTaXMPOBKM B HaLLMX XocTenax. Mbl xo-
TVIM Pa3BMBaTb 3TO HanpaBsfeHue, CBA3aHHOE C
obyueHriem, MO3TOMY CKOPO MAaHUpyem 3ary-
CTUTb Mporpammy obydenus, roe Oyaem fe-
JINTBCA HALWMM OMbITOM CO BCEMM XKeNatoWwnmi.

Halw konn-ueHTp MMeeT 6ecnnaTHbIN Homep

8-800, UTO NMO3BOMAET rOCTIO M3 NOOOrO ropPo-
[a CTpaHbl 3abpoHMPOBaTh cebe MecTo, Homep
WM HECKONbKO HOMEPOB B Cllyyae, eciv 3TO
rpynna OTAbIXAIOLLMX.

To, uTO KacaeTCA NPOrpamMmMbl NOANLHOCTH, —
OHa, 6e3ycnoBHO, MPUCYTCTBYET, KaXKAblN Hall
FOCTb MOXET MONYYUTb CKUAKY Ha MOBTOPHOE
nocetyeHvie noboro xoctena cetu. CeAuac mbl
NpUKNagbiBaeM BCe ycunwa, yTobbl YT OT
MMAaCTMKOBbIX KapT M NEepenTV Ha 3NeKTPOH-
Hble. 9To ropasao yaobHee.

- OmKpeimue xocmena sagnsemcs 6onee
8bI200HbIM 8J10)KeHUeM uHeecmuyuti. C yem
C853aH pOCM NPUMOKA K/IUeHMOo8 8 OdH-
HoM ceameHme?

— A mMory BblAENUTb 2 OCHOBHbIE MPUYNHDI.
MepBan: HK3KWI Nopor Bxofa B OK3Hec, cTow-
MOCTb  OTKPbITMA HebOoMbworo xocTena B
Mockse MOXeT HaumMHaTbcA OT 3-4 MAH pyb., B
pervioHe eLwé HuKe, CornacuTech, 3To BnosHe
BMeHAeMaa Uudpa. BepxHAa nnaHka orpa-
HUuMBaeTCA NUWb GaHTasven. Bropaa: cpok
OKYMaemMoCTn OT 2 feT, peHTabenbHoCcTb oT 20
10 30%.

[MonyyaeTtca, 4TO 3a OTHOCWTENIbHO He-
6onblUve AEHbrU MOXHO MOAYYUTb BMOMHE
peHTabenbHbl 6rsHec. OaHAKO Hafo YunTbl-
BaTb, YTO Ha PbiHKe GOMbLIAA KOHKYPeHUMA,
1 TIO3TOMY OMaCHO CTaBUTb SKCMEPUMEHTbI 1
KOHKYpMpOBaTh Ha CBOEM OrbiTe. besonacHee
MCMOSMb30BaTb UYKOW OfMbIT, B 3TOM CMbICe
Hawa ¢paHLLIM3a — OTINYHBIA UHCTPYMEHT.

Mbl ana ceba gaBHO cHOpMMPOBaNK Takoe
onpegeneHne: XocTen — 3T0 JIOYKOCT, a Kade-
CTBEHHbIN NOYKOCT BCerfa OyaeT B LeHe. Npn
3TOM HEBaXHO, Kyfa WAET oblieskoHoMMYe-
CKaA cUTyauma — BBepX v BHU3. Y TebA Bce-
rAa ecTb CBOW KMeHT, 1 3TO AenaeT busHec
CTabUbHbBIM.
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- WlHeecmuyuoHHblie 8/10XeHuUs 8 cdhepy
20CMUHUYHO20 6u3Heca A8/AIOMCA OOHU-
MU u3 cameix 8bIcoKux. Ymo exooum e eaw
¢ppaHyaiizuHzo8bIli KoMnaeKkm?

— JTO OYeHb MHTepeCHbIN BONpocC. Bpag nu
Mbl CMOXEM YMeCTWUTb 3T0 B dopMaT Hallew
Hecefibl, MOSTOMY OCTAHOBMIOCb Ha OCHOB-
HOM. KOHeuHo, 3TO ¥ Halw OpeHf, a BMecTe
C HVM 1 onpefAenéHHan NoANbHOCTb MOoTeH-
UManbHbIX rocTel, n obydeHne, O KOTOPOM
Mbl FOBOPWSIN paHee, 1 Halle NporpamMmmHoe
obecneueHne no pabote € rocTamy, U no-
CTaBLWMKM 06OPYAOBAHWA AN YCAYT C LEeHa-
MV HXE PbIHOYHBIX. DTO BOOOLLEe NpermyLie-
CTBO HONBLUION CETU: Mbl IMEEM BO3MOXHOCTb
[OroBapvBaTbCA N CHUXKATb CTOMMOCTb YCAYT.

BakHaAa uacTb Hawero dpaHyan3mnHroso-
ro NakeTa AnA oaew, Mano 3HakoMbIX C 3TOM
chepolt, coCToUT 13 WabNOHOB BCeX HEOBXO-
OMMbIX JOKYMEHTOB, KOTOPbIMK HEOOXOAMMO
obnafatb ANA OTKPBITVA XOCTena: HauvHasa ¢
TOro, Kak odpopMUTL tlopnanYecKoe n1Lo, 3a-
KaHUMBan ypHanamu 1MCronb3oBaHNA Ae3nH-
bvumpyoLwmx cpeacTs.

TakKe Ba)KHO, UTO Hall NAapPTHEP HMKOrAa
He ocTaétca oauH. OH nonyyaeTt He TOMbKO
NOCTOAHHYI0 MOAAEPKKY KypaTopa, KOTOPO-
MY MOXHO 3afiaTb N110OOW BONPOC, CBA3AHHbI
C AeATeNbHOCTbIO XOCTENa, HO 1 HaXxoaMTCA B
KOMMYHWMKaUmMm ¢ apyrumn dpaHyainsn. Bee-
raa MOXHO MOAeNUTbCA MHGOopMaunen unu,
CKa)keM, MPOCTO MOMPOCUTb Ha MoAMEeHyY
agMmnHucTpaTtopa. Cornacutech, 3TO O4YeHb
yAo6Ho.

- Kak npoucxooum compyOHu4ecmeo ¢
sawumu napmuépamu?

- Ham oyeHb BaxHO, 4Tobbl y Halero napT-
HEpa OblNo XenaHne Co3AaBaTb KaUeCTBEHHbIN
NPOAYKT, Hannune onpeaenéHHoro ogxeTa
Ha peanv3aumio NPoeKTa W, KOHeUHO e, ero
cornacue Ha fjanbHelwee COOTBETCTBME CTaH-
fapTam ceTn «Xoctensl Pyc». Bcemy octanbHo-
My Mbl HayumnM, FAe HYy»KHO — NOACTPpaxyem 1
MOMOXEM.

EcTectBeHHO, Mbl MopgAepXMBaemM NapT-
HEPOB BO BCEX BOMPOCAX, HO B HEKOTOPbIX
CUTYaLWAX Mbl BBICTYMaem, Tak CKaXeMm, po-
avtenamu. Befb BCe 3HAOT, UTO NpU peanu-
3aUMK HameueHHOro OM3Hec-NnaHa ero Hyx-
HO cobntopatb. W, kasanoch Obl, Kakve 3gech
MoryT 6biITb Npobnemsl? Ho 3auacTyto nogei
MPOCTO 3axsaTblBaeT MeuTa, KOrfa OHW CO-
3pat0T cBoW xocTen. OHM HauMHaloT NOKyMaTh
poporyilo mebenb MK 3akasbiBaloT AOporvie
M HEMpakTUuHble MaTepwvanbl oTaenku. Yro,
eCTeCTBEHHO, BEAET K YBEMYEHMIO CPOKa
OKynaemocTu. BOT B Takoll MOMEHT Mbl 4acTo
BbICTYNaem CBOEro poAa AaTuMKOM, KOTOPbIN,
Kak TOMbKO MOYYBCTBYET TOKCMYHOCTb TakoMn
MeyTbl, HaYMHaeT BO3BPallaTb NapTHEPa B pe-
aNbHOCTb. TO eCTb Mbl He TONbKO AaéM HalMm
NapTHEPaM VHCTPYMEHT, KOTOPbIA No3BOAAeT
M peann3oBaTb CBOIO MAEI0, HO 1 BbICTYNaem
B KayecTBe OMbITHOTO HaCTaBHWKa, KOTOPbIA
He A2ET UM YTOHYTb.
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“We not only give our partners a tool
that allows them to bring their ideas
to life, but also act as an experienced
mentor that keeps them from sinking”

he hotel business is considered to be one of the most profitable areas of business

startup both from scratch and in the franchising segment. It is noteworthy that with
a favorable location of the hostel and high-quality administrative management, such a
business will always be a profit. The network of hostels of the same name always inspires
trust among guests and is in more demand. However, it is not always possible to manage
several points in different regions of Russia, then franchising comes as an instrument for
business development. Today we talked to Andrei Tsai, General Director of Hostels Rus, who
spoke about the horizons that open the franchise, the role of high-quality service and the key
mistakes made by franchisees.
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- Hostels Rus is the leader of the hostel
market in Russia, which has 31 hostels in
Moscow and 20 hostels in the regions. How
did you start realization of the franchising
idea in your company? How many hostels
do you want to have in Russia?

— It all started quite easy - we had our own
network of hostels. After a while, we began to
receive requests to help to open a hostel on a
turnkey basis. Within the framework of such
projects, we have opened 12 hostels, after
which we came up with the idea to create our
own network and develop it on the basis of
a franchise model. In 2014, the Hostels Rus
brand was created, in 2015 we opened 17
franchise hostels and in 2016 we opened 21
more. Now there are 51 hostels in our network.
We want to be present in all cities of Russia with
a population of over 400,000 people and in all
popular tourist destinations of the country.

- You have your own training - a center,
a unified call center and a federal loyalty
program. What functions do they perform
in the hotel business?

- Yes, indeed, in our training center, we
train administrators for our franchisees,
but I prefer to call them partners. We train
managers and, of course, our future partners
when theyjust start working with us. And this
is not only a theory, but also an opportunity
for practical training in our hostels. We want
to develop this area of training, so soon we
plan to launch a training program, where we
will share our experience with all comers.

Our call-center has a toll-free number
8-800, which allows a guest from any city in
the country to book a place, room or several
rooms in case it is a group of vacationers.

As for the loyalty program - it is definitely
available; each of our guests can get a discount
on the re-visit of any hostel in the network.
Now, we make every effort to get away from
plastic cards and switch to electronic ones -
this is much more comfortable.

- Opening a hostel is a worthwhile
investment. What causes the growth of the
inflow of clients in this segment?

- I can highlight two main factors:

« The low threshold to enter the business,
the cost of opening a small hostel in Moscow
can start from 3-4 million rubles, in the
suburban area it is even lower. I think, you
can agree that this is quite a reasonable figure.
The upper bar is limited only by fantasy.

o Payback period is from 2 years,
profitability is from 20 to 30%.

It turns out that for a relatively small sum
of money, you can get quite a profitable
business. However, it should be taken into
account that there is a lot of competition
on the market, and therefore it is dangerous
to experiment and compete on the basis of
personal experience, it better to do so on
someone else’s example, in this respect our
franchises are an excellent tool.

We have formed such a definition
for ourselves long ago: a hostel is a low-
cost facility, and a high-quality low-cost
facility will always be in demand. It does
not matter even if the overall economic
situation goes up or down. You always have
your own client and it makes your business
stable.

- The hotel investment is one of the
highest in the industry. What is included in
your franchise kit?

- This is a very interesting question. It is
unlikely that we will be able to fit this into
the framework of our conversation, so I
will focus on the main points. Of course,
this includes our brand, a certain loyalty
to potential guests, the training we talked
about earlier, our software for working
with visitors, and suppliers of equipment or
services with prices below market level. This
is an advantage of a large network in general
- we have the ability to negotiate and reduce
the cost of services.
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An important part of our franchise kit for
people who are not sufficiently acquainted
to this sphere, consists of templates of all the
necessary documents which are necessary
for a hostel to be opened: beginning with
how to register a legal entity and ending with
manuals on the use of disinfectants.

It is also important that our partners are
never left alone. They receive not only the
constant support of a curator, who can be
asked any question related to the activities
of the hostel, but also they are in touch with
other franchisees - they can always share
information or just ask for a substitution of an
administrator. That’s very convenient, isn't it?

- How does cooperation with your
partners function?

- Itisveryimportant for us that our partner
has an intention to create a quality product,
has a certain budget for the implementation
of the project, and of course, a commitment
to further compliance with the standards
of the Hostel Rus network. We will teach
everything else, where it is necessary to
secure and help.

Of course, we support our partners in all
aspects of their work, but in some situations,
we act as parents, as we say. After all,
everyone knows that, when implementing
the proposed business plan, it must be
followed. And, it seems, that no problems
can be encountered here. But often people
are simply fascinated by the idea of creating a
hostel. They start to buy expensive furniture
or buy expensive and impractical finishing
materials. This naturally leads to a longer
payback period. At this point, we often act
as a sensor, which as soon as it detects the
toxicity of such a dream, begins to return
the partner to reality. This means that we
not only give our partners a tool that allows
them to implement their idea, but also act
as an experienced mentor, who does not let
them sink.
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WATERFALL - AGI

AGILE-TPAHCPOPMAL A
B CEPBUCHOM BN3HECE.

KPUTEPUW BblIbBOPA MO A4PAAYNKA

A

yMato, Hem Heobxo0umMocmu pacckassieame o mom, Ymo makoe Agile. Agile de-¢pakmo
ymeepousica 8 Hoocgepe. Bce 208opam o6 Agile. MHozaue xomam npogecmu Agile-

mpaxcpopmayuro. Cpedu cep8uCHbIX KOMNAHUU MHeHuA pacxooamcA. [a, Scrum Ha yposHe
pabomsi omoesibHbIX KOMAHO, HO MPAHCHOPMAaUUs 8Cex NPoyecco8 KOMNAHUU. .. 3a4em?

Kakue 60Hycel nonydum cepgucHaa komnaHus om Agile-mparcgopmayuu? Eciu 8ol xomume
pabomame ¢ 60bWUMU NPOOYKMOBbIMU KOMNAHUAMU, KPYNHbIM 6U3HECOM U KOpNnopauyusamu,
mo 3adymamecs 06 Agile-mparcgopmayuu ciedyem yxe cetiyac. Takue 3aKkasqyuku 8C€ akmusHee
cmaHosamcsa 2ubkumu, macuimabupytom Agile 8 caoux opaaHuzayusax u 6yoym geibupame
NoopA0YUKO8 U3 mou e «060UMbl».
Amou cmameél Mbl Ha4uHaem Yuka nybaukayud, noceawéHHolx Agile-mpaHcgopmayuu
CepsuCHO20 6U3HECd, U NOMOXeM KOMNAHUAM 832/1HYMb HA 8euju N0O UHbIM y2s1oM. Ce200HA A
ocsewy 8ONpocC Kpumepues 8b160pa NoOPA0YUKA.

MO KAKMM KPUTEPUAM
BbIBUPAIOT MOAPAAYNKA?

1. LleHa;

2. KauecTtBo;

3. NMoHMMaHne 1 opueHTauus Ha 6us-
Hec-Lenun 3akasumnka;

4. [paMOTHO BbICTPOEHHbIEe NMpOoLEeCcChbl
n ceptudukaums no ISO;

5. M6GKOCTb 1 CKOPOCTb peakuyuu.

OTO JaneKko He McYepnblBAKLWMNA CIINCOK.
DTO Te KpUTepun, KOTOpble MHE NPUXOAUTCA
CnblwaTtb yaule Bcero. B nocnepgHee Bpema
noasmca ewé oamH — pabota npoueccos
KomnaHuu-nogpaguMka no Agile. B atom
ecTb J0J1A Xalina, HO 3TO AeNCTBUTESIbHO MO-
XKeT ObITb Ba’KHO AJ1A 3aKa3umKa.

[JaBaiiTe paccMoOTpuM npumep: cmope-
JIMpyeM c1MTyaumio C TOMCKOM MoApAAUMKa.
Disclaimer: Ha3gaHusa, nmeHa n cutyaumu,
XOTb 1 6a3npyloTCA Ha peanbHbIX Kelcax, 13-
BECTHbIX MHe, B JaHHOM CJly4ae ABMAIOTCA CUH-
TeTnyecknmu. Jliobble coBnapgeHNa cinyyaiiHbl.
KomnaHua-3aka3umk Thorns Digital pas-
BUBAeET JIMHEWNKY CBOMX COBCTBEHHbIX MPO-
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AykToB. lMpun 3TOM CyllecTByeT HeCKonbKo
BCMOMOraTesbHbIX HanpaBneHWin, Ao KoTo-
pbIX HUWKOTAa He [OXOoAAT pyKu. BiopxeTbl
eCcTb, HO BCe BblCBOGOXAaloLmecsa yenose-
YyecKue 1 ynpasneHYeckre pecypcbl TyT xe
HanpaBnAIOTCA Ha OCHOBHOE Harnpas/ieHue,
MOCKOJIbKY OHO reHepupyeT Hanbornee cTa-
OUNbHbIV W MONHbINA [eHEXHbIN MOTOK.

MeHepxep BcCrmomoraTesibHOro Hanpas-
neHna Tomac MpUHMMaeT pelleHne OTAaTb
HeboNbLUION MPOEKT Ha ayTCOPC C TeM, YTOObI
NPOBEPUTH CBOIO MMMNOTE3Y 1 MOHATb, MOXXHO
NN NPOABUraTb 3TO HanpaBJ/IeHNe NP NMOMO-
LUV BHELLHWX PeCcypCoB.

Tomac ob6paTnnca B HECKOJIbKO KOMNaHUI
C 3anNpocom Ha pa3paboTKy npoekKTa 1 nony-
yun cnepytoLlvie oTBeTbI.

— ArentctBo Digital Bears otBeTuno, uto
Y HUX eCTb MHOXEeCTBO KOMaHf, upeanbHO
NoAXoAALMX MOA ero 3anpoc, U npegio-
XKUJIO CO3BOHUTHCA 1A YTOUYHEHNA Tpebo-
BaHWUI 1 06CY>KAEHNA YCNOBUIA.

— CepBucHaa komnaHuA Crazy Llamas
MFHOBEHHO OTBETWUNa, YTO UX pa3paboTum-
KM MOTYT MPUCTYMUTb 3aBTPa e, U Toxe
npeanoXxmna ckann-Kon.

— CepBucHaa komnaHua Mighty Minds
3anpocuna T3 Ha OLeHKy.

- CepBucHaa komnaHus Hello World co-
obwwmna, uto opMUpPoBaHME KOMaHbl NMOA
€ro 3anpoc MOXeT 3aHATb OT ABYX Hefesb
[0 ABYX MecALeB B 3aBUCMMOCTM OT TEXHU-
Yyeckumx TpeboBaHUI 1 Xenaemoro npotecca
pa3paboTku. [la, ckalmn-Kons NoMoKeT Npo-
ACHUTb 3T BOMPOCbI.

— CepBucHaa komnaHua Lean Devs B oT-
BETHOM NUCbMe coob6WWna, 4To, Npexpe
yeMm MPUHATL rMnoTesy Tomaca 3a pabouunit
cueHapwuii, oHW xoTenu 6bl caenatb Bme-
CTe C HUM war Ha3ag, npoect Customer
Development, coctaButb Lean Canvas u
ybeautbca, yto npobnemy Hago peluatb
MUMEeHHO Takum obpa3zom. MNocne yero MoxHoO
6yneT npuctynatb K npopaboTtke GyHKLMO-
HanbHbIX N HedyHKUMOHaNbHbIX TpeboBa-
HWUIA, KpUTepreB MPUEMKM M MNOCTENEHHO
OBuratbcA K GopmMynmpoBaHuio 3anpoca Ha
OV3aiiH 1 pa3paboTky.

— ArenTctBo Totally Right ysegomuno To-
Maca O TOM, YTO, COrMIAaCHO VX BHYTPEHHVM
npoueccam, KomaHzy pa3paboTKM MOXHO
6ynet chopmmpoBaTb B TeueHue MmecAua.



N npepnoxwuno npopabotatb TpeboBaHWA
coBMeCTHO ¢ ux Product Owner, onpege-
NINTHCA C KOMaHAON, HeobxoAMMON Ana pa-
60Tbl Haf, NPoeKToM, BbicTpouTb Roadmap
NpPOEKTa, CNPOrHoO31MpoBaTh CPOKN U CTOW-
MOCTb PaboT.

KAKWE BbIBOAbI CAENAJT AJ1A
CEBA TOMAC?

— OH He 6yget pabotatb c Digital Bears.
Koro emy nopcyHyT — 6onbLioii Bonpoc, a
CaMO areHTCTBO, NMOX0Xe, He 0C060 Nepexu-
BaeT 0 KOHEYHOM pe3ynbTaTe.

— Crazy Llamas — 3710 npocTo rpynna pas-
paboTumkoB 6e€3 MOHUMaHUA COCTaBnAL-
e 6r3Heca. B Takom criyyae oHM HUYEM He
nyywe GpunaHcepoB Ha «yaanéHke».

— Moxoxe, pebata n3 Mighty Minds mbic-
nat kateropuamm Waterfall. Tomac cnvwkom
Jjonro npopaboTtan B NpoAyKTOBOW paspa-
60TKe 1 NMOHUMAET, YTO STOT NOAXO[ COBCEM
He TO, UTO eMy Hy»<Ho. [pouecchbl paboTbl Ta-
KOro nogpsaauunka OyayT CIMWLIKOM pasHbIMU.

— C Hello World He Bcé noHATHO. MoryT
0Ka3aTbCA UHTepecHbIMU pebATamu, a Mo-
ryT 6b1Tb KnoHom Crazy Llamas. Hago noo6-
waTbeA.

— Lean Devs KonatoT BONPOC Ha MOJSHbIN
WITbIK U MOAXOAAT K Camol CyTu. HenoHATHO,
npaega, KTo B uTore 6yfeT KOHTPONMPOBaTb
npoaykT, Tomac unu oHW, N Kak 6yayT Bbl-
CTPOEHbl NpoLeccbl M B3aVMOOTHOLLEHUA.
Ho B 3TOM onpefaenéHHO 4To-To ecTb.

— Totally Right BbIrnagaT pocTaTouHo
CepbE&3HO U1 NpepJiaraloT BNOJIHE pa3yMHble
Bewmn. C HAMK TOXe MMEeEeT CMbICI Mo06-
waTbeA.

MOYEMY MMEHHO TAK?

KomnaHma Tomaca faBHO M MPOYHO pa-
6oTaeT B napagurme Agile, noctosHHO co-
BEpLUEHCTBYA CBOW MPOLEeCcchl 1 Npobya Ha
npakTuke HoBoBBegeHMA. OH NOHNMAET, YTo
B KOMaHze, CNocobHoM pa3paboTtaTb NOSIHO-
LieHHbIV NPOAYKT, [OMXHbl ObITb Kak pa3pa-
60TuMKN, Tak 1 Product Owner, oTBeyatoLmin
Ha BOMPOC «KaK MMEHHO Halll MPOAYKT A0J-
)KEH peluaTb br3Hec-Lenn?», a Takxe Scrum

Ob ABTOPE

MeHsa 308ym Hukonat lMaceko. C demcmaea s ysnekarocs paspabomkod, u I|
MOA Cmpacme nepepocsa 8 oeso sceli Xu3Hu. [1Ame iem HA3ao A oMKpbi
mpemud no cuémy 6usHec 8 [T-obnacmu. MHe 0osesnocb 6bImb 4YacmMeto 04eHb
UHMepecHoix npoekmos. OOHUM u3 Hux 6bis1 npoekm BMW no coz0aHuto npoe-
pamMmHo20 obecneyeHus 071 8CMPOEHHO20 Hasueamopd. Takxe y4acmeo-
ean 8 paspabomke peweHusa Big Data 0na npozHo3upo8aHua niomHocmu
HaceneHusA. f nomozaro co30asame Hogele T-npodykmel, hoKycupyace Kak
Ha bu3Hec-yeHHOCMU, MAk U Ha mexHU4YecKu 2pamomHoU peaausayuu.

Master, oTBevaloWMN Ha BOMPOC «YTO eLé
Mbl MOXeM cienaTtb, YTobbl Npouecc paspa-
60TKM cTan 6onee 3pPeKTUBHBIM?»
Mostomy Tomacy He xoueTcs paboTaTtb C
«MPOCTO pa3paboTurkamm», KOTopble MbIC-
NAT KaTeropusaMU «nocTaBbTe MHe 3afayy — A
eé BbInonHto». Ecnv y komaHabl noapagumka
OTCYTCTBYET NPOAYKTOBOE MbILLNIEHWE, BECb-
Ma BEpOATHO, OHa byfeT Aenatb He TO, YTO
Hajo AnA pa3BuTMA NpopayKTa. Ml nepenambl-
BaTb cuTyauuto npugétca Tomacy, Bnesas B
npoLecc NOCTaHOBKWM, MPUOPUTU3aLUK, Na-
HUPOBAHUA 1 KOHTPONA Bbl-
MOSIHEHMA 3ajay C rosIoBON.
Kto npu stom 6ypeT pymatb
o npogykte, bopmynmpoBaTb
rmnoTesbl, COCTaBNATb KpuTe-
pUM NX yCNeLHOCTH, MOHUTO-
puUTb pe3ynbTaTbl, cobupatb
METPUKN U MPUHUMATb pe-
WweHnA — 6onbLwol Bonpoc. Y
Tomaca MOXeT 3nemMmeHTapHO
He ocCTaTbCA BpeMeHu pAnA
3TOro, MOCKOMbKy OH GyaeT
3aHAT  MUKPOMEHEeOXMEeH-
TOM U [JoHeceHnem 6usHec-
KOHTEKCTa 10 KOMaH[pbl.
MosTomy emy He MHTepec-
Hbl HW areHTCTBa, Npeanarato-
Wwue 6e3bIMAHHbIE KOMaHAbl,
HA  KOMaHAbl, MbiChALMe
KaTeropuammn pabotbl no T3
unn  gymawmowme TONbKO O
npouecce pa3paboTtku. N Tem
6onee OH He cMoOXeT pabo-
TaTb C KOMMaHWEN, XMBYLLEN
B putme Waterfall. Tam, rge
Tomac 6yget TpeboBaTb 6GbICTPOro BbiBOAA
Ha pbiHOK Minimal Marketable Feature, emy
6yayT ynopHo 6yOHUTb MpPO MM3HEHHbIN
UMKn pa3paboTku, gnarpammy faHTTa n gnu-
TeNbHbIN 3Tan BHeApeHua. A ecin jaxe n
cornacatca pabotaTb «Mo npaBuiam 3TOro
ngmota», To pesynbTaT OygeT npepckasy-
emo nnoxum. B komnaHum Tomaca rubkue
noaxoApl 3aknagplBanncb C CaMOro OCHO-
BaHuA. Mpu 3Tom KynbTypa, no3sonswoLan
3bdPeKTMBHO MCNoNb30BaTb BCE MAKOCHI Ha
MOMHYIO KaTyLLKY, CNOXMNach TONbKO Yepes
rog. Yero yx oxumaaTtb OT KOMaHAbl, faBHO 1
nnoTHo paboTaloLeli B Apyro napagurme.

¢
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B 3AKJTKOYEHUE

Tomac — OuH 13 MHOXECTBa 3aKa3uMKoB
Ha pblHKe. EcTb 1 Te, Ans KoTopbix OyayT Bax-
Hbl Apyrue Kputepun. lo cux nop ectb Kpyn-
HbI BM3Hec, paboTatowmin no Waterfall n He
BUAALLMNIA STOMY anbTePHATUB.

OfHaKo, ecnun yxe fJaxe Ha CBEPXKOH-
CepBaTMBHOM YPOBHE rocyfapcTBa Hauu-
HalTCA pa3roBopbl O npobnemax Tpagu-
LIMOHHbIX NOAXOAOB K YNPaBNeHWIo, TO YTO
yX FoBOpUTb O KpynHOm 6u3Hece. SAFe
yBEPEHHO NuAMpyeT B YapTax BHeApeHus

macwTabupyemoro Agile B PO. lymato, He
3a ropamm ToT 4ac, Korga pabota no SAFe
CTaHeT HeobXxoAMMbIM YCJIOBMEM ANA Ha-
yana nwobbiXx MeperoBopoB O KPyrnHOM
KOHTpaKTe.

B cnepytowmin pa3 A8 paccMoTpro prCKU
npu paboTte ¢ noapaguYvkamm M noctapa-
I0Cb MOKa3aTb, Kak 3TO MOXET MOBUATb,
B TOM UMCe, Ha ero BHYTPeHHMWe KpuTe-
pun BblbOpa, C Kem M3 NoApAAYMKOB OH
6yneT pabotatb. Cnegute 3a nybnukauma-
MW Ha CTpaHuuax Hawero 6nora Ha caiTte
www.koniglabs.ru.
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AGILE TRANSFO

T s L

RMATION IN

SOFTWARE DEVELOPMENT COMPANY
CONTRACTOR SELECTION CRITERIA

I think there is no need to talk about what Agile is. Agile de facto established itself in the noosphere. Everyone is
talking about Agile. Many want to carry out an Agile transformation. There are different opinions among software
developing companies. Well, Scrum at the level of separate teams is understandable, but the transformation of all
the processes of the company ... What for? What benefits will a service provider get from Agile transformation? If
you want to have leading IT product companies, large businesses and corporations among your clients, then you
should consider Agile transformation right now. Such clients are becoming increasingly agile; they scale Agile in their
organizations and will choose contractors who fit the bill.
With this article, we begin a series of publications devoted to the Agile transformation of software developing
companies -to help to see things from a different angle. Today I will cover the issue of criteria for contractor selection.

WHAT ARE THE CRITERIA FOR
CONTRACTOR SELECTION?

1. Price;

2. Quality;

3. Understanding and focusing on the
business goals of the customer;

4. Competently arranged processes and
ISO certification;

5. Flexibility and speed of reaction.

That’s not an exhaustive list. These are the most
common criteria I have to hear about. Recently
there has appeared another one - the work of the
contracting company’s processes in accordance
with Agile. There is a share of hype in this, but it
can really be important for the customer.

RUSSIAN BUSINESS GUIDE {JEKABPb 2019}

Let’s consider an example: let’s simulate
the situation with the search for a
contractor.

Disclaimer: Names, titles and situations,
although based on real cases that I know,
in the given example are synthetic. Any
coincidences are accidental.

The customer company Thorns Digital
is developing its own product line. At the
same time, there is a number of auxiliary
projects, which never get around to. There
are some budgets, but all the freed up human
and managerial resources are immediately
allocated to the main product line, as it
generates the most stable and full cash flow.

Thomas, the manager of one of the

auxiliary projects, decides to outsource a
small project in order to check his hypothesis
and see if it is possible to promote the
business with external resources.

Thomas asked several companies to develop
a project and received the following answers.

- Digital Bears Agency replied that they
have a lot of teams ideally suitable for his
request and offered to contact it to clarify the
requirements and discuss the conditions.

- The service company Crazy Llamas
immediately replied that their developers can
start tomorrow, and also offered Skype-call.

— The service company Mighty Minds has
requested the Technical Specification for
evaluation.



- Service company Hello World reported
that the forming of a team upon his request
may take from two weeks to two months,
depending on the technical requirements
and the desired development process. Skype
call will help to clarify these issues.

— The service company Lean Devs in a
reply letter said that before taking Thomas’
hypothesis for a working scenario, they
would like to take a step back with him,
conduct Customer Development, make up
Lean Canvas and make sure that the problem
should be solved in this way. After that, it will
be possible to start working on functional and
non-functional requirements, acceptance
criteria and gradually move towards
formulating a design and development
request.

- Totally Right Agency has informed
Thomas that, according to their internal
processes, a development team can be
formed within a month. He proposed to
work out the requirements together with
their Product Owner, determine the team
needed for work on the project, design the
Roadmap of the project, and predict the
timing and cost of the works.

WHAT CONCLUSIONS HAS
THOMAS MADE FOR HIMSELF?

- He will not work with Digital Bears. He
has great concerns about the competence
of the team, and the agency itself does not
seem to be particularly concerned about the
final result.

- Crazy Llamas is just a group of
developers without understanding of the
business component. In this case, they are no
better than freelancers working remotely.

- It seems that the guys from Mighty
Minds think in Waterfall terms. Thomas has
worked too long in product development
and realizes that this approach is not what
he needs. The processes of work of such a
contractor would differ too much.

- Thomas isn’t sure what to make of Hello
World. They can be interesting guys, or they
can be a Crazy Llamas’ clone. It is necessary
to communicate.

- Lean Devs dig a problem to the fullest
and reach to the crux of the matter. It is
not clear, however, who in the end will
be responsible for the product - will it be
Thomas or they, and how processes and
mutual relations will be organized. But there
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is definitely something interesting about
them.

— Totally Right looks serious enough and
offers quite reasonable things. It makes sense
to talk to them too.

WHY?

Thorns Digital has been working in the
Agile paradigm for a long time, constantly
improving processes and trying out
innovations. Thomas understands that the
team which s capable of development ofa full-
fledged product should have both developers
and a Product Owner who answers the
question «How exactly should our product
solve business goals?» and a Scrum Master
who answers the question «What else can we
do to make the development process more
efficient?

That’s why Thomas doesn’t want
to work with «just developers»
who think in terms of «set me a
task — I'll do it». If the contractor’s
team has no product approach,
it’s highly likely that it will not do
what it needs to do to develop an IT
product. And Thomas will have to
change the situation himself, getting
involved in the process of setting
up, prioritizing, planning and
controlling the execution of tasks.
The question is who will think about
the product, formulate hypotheses,
draw up success criteria, monitor
results, collect metrics and take
decisions. Thomas may not have
enough time to do this, as he will
be busy with micromanagement
and communicating the business
context to the team.

Therefore, he is not interested
in agencies which offer anonymous teams,
or teams that cannot see beyond Technical
Specifications or concentrating only on the
development process. And especially he will
not be able to work with a company that
operates in the rhythm of Waterfall. Where
Thomas will demand a quick introduction of
Minimal Marketable Feature to the market,
he will be stubbornly explained about the life
cycle of the development, the Gantt Chart
and the long phase of implementation. And
even if they will agree to work «according
to the rules of this idiot», the result will be
predictably bad. In Thomas’ company, Agile
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approach had been at the core of business
processes from the very beginning. At the
same time, it took a whole year from the
company inception for the Agile corporate
culture to form, which made it possible to
use all the advantages to the fullest. What
can be expected from a team that is used to
working in another paradigm?

AND IN CONCLUSION

Thomas is one of the many customers on
the market. There are also those for whom
other criteria will be important. There are
still large companies that use Waterfall
approach and do not see any alternatives.

However, even if at the super conservative
Government level there are talks about
the problems of traditional approaches to

management, then what can we say about
big business? SAFe is a confident leader in
the charts of implementing scalable Agile
in Russia. I think that in the not so distant
future the work on SAFe will become a
necessary condition for the beginning of any
negotiations on a major contract.

Next time I will analyze the risks associated
with working with contractors and will try
to show what an impact they may have,
among other things, on the internal criteria
for selecting a software development service
provider. For further articles keep an eye on
our blog at www.koniglabs.com.

My name is Nikolay Pasko. Since childhood, I have been passionate about software development, and my passion
has grown into a lifelong business. Five years ago I opened my third business in IT. I took part in some very
interesting projects, including on-board routing software for BMW vehicles and Big Data solutions for population
density prediction. I help clients create new IT products, focusing on both business value and technically competent

implementation.
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