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BoeHHOe nono)xeHue
(xpoHuka 2014 ropa)

IOBUNEAHBIN, ABAALATbIV rof, CYIWLECTBOBAHUS KOMMAHUWUU CTAJl HEBEPOSITHbIM
UCNbITAHUEM AN BCEX, KTO PABOTAET B REDHEAD.

BCE, YUTO NPOU3OLWAO B HAI.I.I_EVI CTPAHE, OT Y)XE AAJEKUX COBbITUA MANAAHA

M 0,0 NOTEPb BOWHBbI HA BOCTB-I'(mEH_W'IO TO YYHACTb NO-HACTOSALWEMY
5OJIbIUIOA KOMMAHUU, OTO — LLEHA N P TAKUE KOMMNMAHUMU,

Y KOTOPbIX OAHA CYAbBA C HAPO T HAULNOHAJIbHbIMWU.

BCE, YTO Mbl AEJIAJIN, TO, KAK Mbl
M BOPOJINCb — BECb 3TOT rop nPUBEJ F , YTO Mbl, REDHEAD, —

YKPAUHCKASA KOMNAHUA. KAK KA)KAbIV.! \MHEL,, Mbl HAAEAJINCDb, Mbl XXAXAANU
OTBETOB, Mbl UCKAJIU NPABAY U TPEBOBL-M CNMPABEAJ/INBOCTMU

BCAKOro YKPAUHLA.
«AHU3J1b» B KU1
M O®UCHI B LOHEL]
BOPbBA, OKA3bIB/

KE U TYTAHCKE... BE3AE

TOJIbKO E

TPAHULLAX HALL
HAC BblJ1 2014 FO/
CCUUN KOMMNAHUU. YK

EAD — 3TO YKPAUHA.

Warlike State
(chronicle of 2014)

The twentieth anniversary of the company's life
has become an incredible challenge for all who work
in RedHead.

g that happened in our country from the
events on Maidan to the loss of the war in the
st touched us. This is the fate of‘a really big company
and it is the price of leadership. The companies having
a common destiny with the
called national.
L

and the country are

d, took the blow
that RedHead is
hoping and looking

Everything we did, the
and struggled this year let
a Ukrainian company. We we
forward to answers; we were Iboking for the truth and
demanding justice like every Ukrainian. We witnessed
and participated in tragic events; we lost together with
the country and underwent the same ordeals every
Ukrainian faced.

"Daniel" in Kiev, a branch in Crimea, "Mega-Antoshka"
in Odessa, shops and offices in Donetsk and Lugansk...
Throughout the year our people and buildings appeared
to be in the areas of fighting outbreaks and we took
the blows in every part of Ukraine as our own personal
challenges.

4
Thanks to solidarity, self-control and professionalism
RedHead continues developing and moving on. We
remember 2014 and what it meant to us on pages of our
corporate magazine. That was the year thalbrought a

new comprehension of the company’s place and mission.

Ukrainian family corporation RedHead.

REDHEAD IS UKRAINE.
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> BPATHJICS B MECTO ITPOTHUBOOOPCTBA COLIMATBHO AKTUBHBIX [[LulLLis Kiev’s Maidan protesting Viktor Yanukovich’s
. TPYILII HaceJleHUs CTPAHbI CO CTApPhIM PEKMMOM BIIACTH. policy in autumn 2013 turned into the place of
g = . . .
T ot 4 e : confrontation between socially active groups of
& - | 2 . . .
" L"H B pe3ynbTaTe 3TOr0 POTHUBOGOPCTBA Ha YIHULAX CTOMTHIIBL . ¥ population and the old authority regime.
roru6mu Gosiee 100 YeIOBEK — Te, KOO [TOTOM Ha3BaJIK _
HebecHoit COTHEH. | As a result of the confrontation more than 100
_ people died on the capital’s streets. They are
C cepequHEBI STHBAPS LIeHTPAJIbHBIE YIHULIBI KHeBa, IIPUMBI- | i called “Heavenly Hundred”.
KalolliKe K IIomany HesaBucumocTy (MarimaHy), mpe- : _
BPATKIKCE.B.OAPPIKafibl-Fie-HePH O IeCKH BCIIBIXUBATH f _' From mid-January the central streets of Kiev, those
IIO>KaPBI IIPY CTOJIKHOBEHHSIX BOCCTABIIKX C MHJIMIIHEH ; 1| close to Independence Square (Maidan Nezalezh-
u cnehnoupa3ﬂ:eﬂEHH;{MH il _ nosti), turned into barricades where fires broke out
— ) B EE : - in clashes between protesters and the riot police.
JUTERD . SIHBapsl BO BpeMs OZHOT0 M3 TAKHX [I0KAPOB CrOpest 6y THK
& Daniel B My3eliHOM ﬂepeynKe',I psamom cllriier [pyIueBCcKo- ) On January the 23d, during one of those fires Daniel
ro. [lomemenue 6yTI/I1rI<a ¥ BeCh ToBap OB YHIUTOKEHBI r boutique in the Museum Lane was burned down.
OTHEM. . LR Boutique building and all the goods were destroyed
| i i e by fire. This was the first really shocking blow to
|
9T0.CTa/I0 [IePBBINIO=HACTOSIIEMY [I0RMPYIOLIEIM YIaPOM f RedHead since the beginning of the revolution.
| st gomriagny RedHead ¢ Havana peBo/OLMH .
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22 GeBpassi 03HaMeHOBa/IoCh M3BeCTHEM 0 TOM, YTO BUKTOP
SIHYKOBHY Oe5kas M3 CTPaHbl. ITO CTaso nobenon MakiaHa.
Poziyack HafeKa Ha IydIlre IepeMeHbl B YKpauHe; OyK-
BaJIBHO A06bITast c 6oem. Ho,0fHOBpeMEHHO. € 3TUM CTPaHa
OKa3aJIach B CUTyalluK 6e3B/1aCcTHs M [Je30pHeHTallu1, Ha/l-
JIQMJIEHHOH U 0CIabJIeHHOH .

YKpaKrHa cTaJla MeCTOM OCTPOro CTOIKHOBEHMUSI FeOII0IUTH -
YeCKUX HHTePecoB B MIPOBOM MacmTabe. K KOHITy MecqIia
Ha TeppUTOpHHU KpbIMa I10sSIBUIMCh POCCUIICKIE BOKCKA.
TTonmyoCTpOB OKa3a/ICst PaKTHUECKH OKKYIIHPOBAHHBIM CO-
CeHHM FOCYAapCTBOM.

a Poccust 06bBHIIA O IIpHrcoegHHeHHH KppIMa Ha oc-
BaHHUH pedepeHyMa, MPOILIeAIIero 3a ABa AH 0 3TOTO.

PyxoBozcTBo RedHead oka3anoch B CIOKHOM CUTYAITHH,
KOIZIa HeoOX0AMMO 6BL10 OIlepaTUBHO NPUHUMATh PeIlleHUs

HOIIEHU U JIIO[IeN ¥ 61 3HEC JOKa3aBIIMXCS Ha OKKYIIH-
3

HHOU TePPUTOPHH,

4’]6 MHOTOAHEBHBIX COMHEeHUH 1 O6CY)KILEHI/II;I TOII-

MEHE/PKEDPHI BO I'/IaB€ C OCHOBATE/IEM KdMHa;HI/II/I BCe-TaKH

a

PeLIKIN COXPaHUTh QUIHAIL B I(pHM_!L. P

¥ = £l
H

4]
C 5TOro MOMeHTa Havyaiach KCTOPHS KPBIMEROTO drirania
RedHead oz poccuiicKoi IOPHUCAUKIIIEH

February 22nd was marked by the news that

February

Victor Yanukovich escaped from the coun-
try. That became the victory of Maidan. The
hope for the better changes in Ukraine was
born, the hope that was literally fought.
But at the same time the country appeared
in the situation of anarchy and confusion,
was bowed down and weakened.

Ukraine became the place of the criti-
cal collision of geopolitical interests on
a world scale. By the end of the month
Russian troops appeared in the territory
of Crimea. The peninsula was actually
invaded by the neighboring state.

March

On March 18th Russia announced the an-
nexation of Crimea based on the results of the
referendum that was held two days before.

RedHead management found themselves in a
difficult situation that required an operative
decision taking concerning people and busi-
ness that were in the invaded territory.

After many days of doubts and discussions

the top managers headed by the founder of
the company still decided to keep the Crimean
branch.

From that moment there started the story
of the Crimean branch of RedHead under Rus-

sian jurisdiction.



In April the country was expressing help-

May

less indignation with intrusion into Crimea
and separatist movement in Donbas.

"l

MO Thio pearupoBasa Ha BTOPKeHe B pb U ferapa- future of the country were spreading ever

Ha fﬂ(ﬁ{nu aImpesis CTpaHa C BO3MYILICHKeM e 110 The conflicting views of Ukrainians on the
C
cy;{oe OBIDKeHHe Ha JloHbacce. HPOTHBpeq i Bo B3ryist more swiftly in the society like a virus. And
X yKpauHIIeB Ha bymyiiee CTPAHBI BCe CTpeM blice soon that epidemic reached the native city
3BMBAJIUCh B 00II1eCTBe KaK BHE\_/_ U BcKkoOpe 9TABMIHUIe- of RedHead - Odessa.

MU /:LoﬁpanaCL o pOJ:LHoro r(;{)o,ua Re‘li.Head O,IIECCbI
T JI | _ On May 2nd, the day of a football match
Mast, B IeHb ITpoBefeHUsI GyTOOIbHOrGIMATIA KOMAHT between the teams “Chernomorets” (Odessa)

)§ ro- and “Metallist” (Kharkov) in addition to

, IOMI MO ITpe[iCTaBUTeIeH KTyboB 6.0J'IEJII> OB, representatives of the football fan-clubs the

pew» (Omecca) ¥ «MeTaJlTUCT» (XapbKOBy)y

a1 B1131IPOBATHCD yHACTHHKH HECKOJ'H:KDIIX Bp HEBIX members of several opposing to each other
pigs) a0 ANIA b (o HTquCKm(-rpynn Mapm 3a e 0 political groups became active in the city.
THBIE C yqaCTI/IENi"éo (0):} The march “For the Unity of Ukraine” that
rpevueH npon/t:l%ocmm:glem was planned to happen before the match
HMBHCTOB. : . with the participation of football fans was
confronted by pro-Russian activists.

BPyio He CMOLIA B3sf
IB CTHXHFIH b HOFPOM: The tense situation that police could not take

CMecesi 11 pa bIX BUIO] control over developed into a spontaneous

JIbH RO, - pogrom with the use of explosive mixtures
. and different types of weapon including
firearms.

The conflicts in the streets of Odessa that
led to scores of victims began at the walls
of “Mega-Antoshka”, the central store

of RedHead.
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Bnagucnas bypaa:

«B mom deHb mbl ¢ cembetl bbiAu 3a npedeaamu YRpAuHLL, U 0 MOM, 4o
Hauano npoucxodums 8 Odecce, A y3ran u3s Hosocmeil. Cpasy no380-

HuA Onezy SIposomy — oH Kak pa3 so3spauanca 8 Odeccy — u coobusua
emy 0 crmpatutblx Hadsueatoujuxcs cobbimusx. Oaez cpasy npuexan

8 ,,Meza-AHmowiky" u 8324 Ha cebs onepamugHoe ynpasaexue. Bolao npu-
HAMO peliieHLie 0CMABUMb BHYMpPU MA2A3UHA BCeX HAXOOUBLUUXCA MAM
KAUEHMO08 00 MOMeHMA 0KoHUAHUA Boesblx delicmaull Ha yauue. A do mex
nop, NOKa MoAna He nepemecmuAace Ha naowads 803ae Jloma npodcoto-
308, 20e CAYMUACS NO3KApP, INULEHMp mpazudeckux cobeimuil Haxoduaca
npamo 8o3ae ,,Me2a-AHmowiku“».

Anna lecanb:

«...20peAu paazu Ha pacade ,,Me2a-Anmowiku”, cAbLUAAUCH BbICMpPeAbl,
6biAa MoMeHMAanbHO pa3obpara mpomyapHas NAUMKA nepeo Mazasu-
HOM, MU KAMHU 3aMYCKAAUCH 8 CIMeRAQ, BUMPAsKU, MAWUHBL.. TIpamo
Ha CMYNeHaX HAWe20 UenmpabHo20 8xo0a 2pynna Atodel 8 mackax
pasausaau 8 bymblaku ,,kokmetinb Moaomosa®. Bpemetu Ha pa3dymba
He bb1n0. HyskHO 66110 HemMeOAeHHO NPUHUMAMb pelerus U, Camoe 2Aa8-
Hoe, bbicmpo delicmaosamp. Heobxodumo bbino HemedAeHHO neperpbiriy
ace 8X00dbl 8 Ma2a3uH, ¢ yem docmoiino u oueHb bbicmpo cnpasuAca AH-
dpeii Bukmoposuy Apmemsbes 8mectie co c8oeil oxpatoii. Cdeaamsp 3mo
6b140 HeAe2Ko no Mol NPOCMOil npuYUHe, 4ITo Hany2aHHble AOU C YAULbL
NblMAAUCh 80ilmuU 8 Maza3u nod onyckarousytocs ponemy. M amy poaeny
NpUWAOCH NOOHUMAMb U ONYCKAMb HECKOABKO pa3.

Credyrousum oueHb 8a3KHbIM MoMeHMOoM bblaa Heobxodumocy
ycnoKkoumb nocemumeaeil u compyoHUK08, HAX0OUBLILXCA 8 MO
detb Ha pabome. Kmo-mo noua 80duukoli demox, Kimo-mo npedaa-
2a4 u deaaa vaii u koe dAs podumenedl, 4rmobsl Xomb KAK-mo cz2aa-
dumb my ocmpyto U ONACHYI CUMYALUI0, BO3HUKLLYIO 30 CeHAMU
Ma2a3uHa...»

“On that day my family and I were outside Ukraine and

Vladislav BURDA:

about the events that started to happen in Odessa I got to
know from the news. I immediately called Oleg Yarovoy -
he was right on his way back to Odessa - and informed him
about the terrible approaching events. Oleg came to “Me-
ga-Antoshka” at once and undertook operative manage-
ment. The decision was taken to let all the customers stay
inside the store until the end of the fighting activities in

the street. And until the crowd moved to the square at the
Trade-union House where the fire happened, the epicenter
of the tragic events was just near “Mega-Antoshka”.

Alla GHESAL"

“...theflags on “Mega-Antoshka” facade were burning,
the shots were heard, the paving tile in front of the store
was taken into pieces in a moment and those tiles were
thrown at the windows, vitrages, cars... Just at the steps
of our central entrance a group of masked people were
pouring “Molotov cocktail” into the bottles. There was

no time for hesitation. It was necessary to take immediate
decisions and foremost - to act quickly. It was necessary
to close all the entrances to the store immediately that
was quickly and in proper manner handled by Andrey
Artemiyev and his security team. It was not an easy task
to do for the simple reason that frightened people from the
street were making attempts to enter the store under the
lowering roll-down blind. And that blind had to be raised
and lowered several times.

The next very important issue was the necessity to calm
down the customers and employees working on that day.
Some of them were giving water to children; others were
offering and making tea and coffee for the parents to some-
how smooth over that critical and dangerous situation
that arouse outside the walls of the store...”

11
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Oner flpoBou:

«Mbt uydom ycneau 3aiimu 8 maza3uH. BHympu ocmasaauce ewe no-
Kkynameau ¢ dembmu, dUpekmop mazasuxa emecme ¢ npodasuamu ux
passaekaAu, a Mol 8 3mo spems smecme ¢ pebsmamu u3 cAyskbbl 0Xpansl
pacnoscblBanu noxapHble pykasa u cmasuAu auumy Ha okHa. Caaea
6oy, Ham yoanocy 3aWUMUMb MA2A3UH...».

Onbra LLeronesa:

«...0b1A0 oLy LLIeHLLE, HITIO 3MM0 NPOUCXOOUM HE CO MHOIL, 4ImMo S CMOMpHo
KaKoii-mo puabm. B namamu ocmaack KapmuHKa, KAk 8034e cocedHe2o
Ma2a3uHA OMMACKUBaom nodcmpenenHo20 HeAosera 8 Kposu... Mo ne-
puodutiecky cMompeALL, Um0 APOUCX00UM HA KpPblule MOpP208020 UeHmpa
JApuHa*, nomomy umo ommyoda mozau bpocums bymsiaAku ¢ 20paujeil
CMECHI0 8 HAU BUMPUHbL, HA HALLY KPbLULY...»

OkcaHa OcnnosBa:

«...N0KUAAA SKEHWUHA 0CMABUAA Y HAC HA U2P0B0Li nAowadKe cB0e20 BHYKA
6-7 Aerm — HACMOABKO dosepumenbHble Y HAC CAOSKUAUCh OMHOUWEHUS

€0 MHO2UMU KAUEHMAMU — U CAMA YWIAQ 30 nOKynKkamu. B smom momenm
MA2a3UH 3aKPbIAL, MAABYULIKA 0KA3AACS 30eck 00uH, a babywka He mMozAa
npobpambcs K HAM Hepe3 B03HUKUe bappuKkadsl. Mbl ycriokouAu ManbHuKa,
a crnycms Kakoe-1mo 8pems e20 6abyuwika cmozAa 3aimu K HAM ¢ 4epHO20 X00a
u 3abpams sHyka. Yepe3s napy OHell nocae cAydusLLe20cA OHU Npuxoduau
8,,Meza-Anmowiky*, 049 Hux, cAasa 602y, 8ce 3aKOHUUAOCH HOPMAALHOY.

“We managed to get inside the store by miracle. Inside

Oleg YArROVOY:

there were still customers with children, the direc-

tor of the store together with shop-assistants were
entertaining them and meanwhile we together with se-
curity officers were unrolling fire hoses and assembling
protection on the windows. Thanks God, we managed
to protect the store...”

Olga SCHEGOLEVA:

“...Ifelt like that was not happening to me, likeIwas
watching some movie. My memory recalls a picture
when at the neighboring store a shot and bleeding
person was being pulled aside... From time to time we
were watching what was happening on the roof of the
shopping centre “Athena” because from there one could
throw a bottle with burning mixture into our windows,
onour roof...”

Oksana OsIPOVA:

“...an elderly woman left her grandson of 6-7 y.0. at
our playground - so trusting relationship we have with
a lot of customers - and went to do shopping. At that
moment the store was closed and the boy was left there
by himself while his grandmother could not reach us
because of the appeared barricades. We soothed the boy
and some time later his grandmother was able to enter
the store from the emergency exit and take away her
grandson. In several days after what happened they
came to “Mega-Antoshka”; for them, thanks God,
everything finished in a normal way”

13



Summer
(and up to present moment)

After the bloodless occupation of Crimea the
aggression on seizing Ukrainian territories
spread over to Donetsk and Lugansk regions.

With formation of DPR* and LPR* in April
the situation in Donbas worsened. The gov-
ernment of Ukraine announced the begin-

; : ning of anti-terrorist operation (ATO). By the
i & o beginning of summer both opposing sides

' :ll‘,'_; f .. :
’ ; .E ?_:d started to use heavy arms - a political conflict

turned into an open military confrontation.

People who had been doing their best

to be effective in their work, who had been
striving for successful negotiations and busi-
ness development, out of a sudden found
themselves in a new reality where the prior-

ity changed for safety issues, information
- about bombshelters location and military
J'I ITocsie 6eCKPOBHOM OKKYIALIMK KpbIMa arpeccus I10 3aXBaTy roadblocks operating schedule.
eTo YKPaHHCKUX TEPPUTOPHI MePeKUHYJIACH B [JOHEIIKYIO
1 JIyraHCKyIo 06/1acTH.

(Vl A0 HacTtoduwero FROM APRIL 2014 TO FEBRUARY

C obpasoBaHueM B arpene JHP u JIHP cutyanus Ha JoH- 2015 MORE THAN 1 MILLION

MOMe HTa) 6acce oboctpuiace. [IpaBUTETBCTBO YKPAHUHEI OOBSIBHU- PEOPLE WERE FORCED TO LEAVE
JI0 0 HavaJle aHTUTePPOPHUCTHYECKOR ortepanyu (ATO). THEIR APARTMENTS AND HOUSES
K Hagamy jieTa obe MpOoTHBOOOPCTBYIOIIKE CTOPOHBI CTAIH IN DONBAS (ACCORDING TO THE
[IPUMEHSTD TSDKeI0e BOOPYSKeHHe — ITOTUTUYECKUH KOH- INFORMATION OF THE SOCIAL
GIIHKT ITepelien B OTKPBITOE BOEHHOE IPOTHBOCTOSIHHUE . POLICY MINISTRY).

JItomy, KOTOpBIe CTapaIKCh ObITh 3QPEeKTUBHBIMHU B CBOEH
pabote, KOTOpBIe CTPEMHIIIKCE K YCIIEIIHBIM II€PEroBO-

PaM U pa3BUTHIO 6I/I3HEC3., OKa3a/IMChb BHE3aIIHO OJIs cebs

*

U CBOUX OIM3KUX B HOBOM PeasbHOCTH, I'Zie IPUOPUTETHBI- Donetsk People’s Republic, Lugansk

MM CTaJIH 3a/ia4uu 6e30I1acHOCTH, 3HAaHUS PACIIONIOKEHHS People’s Republic. In May 2014 they united

6omM60ybesKuUIL M pe>kKrMa paboThl BOEHHBIX BII0KIIOCTOB. into Novorossiya.

14 RedHead Ne8 / 2015 15
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CBeT/1aHa EBCcTpaToBa:

«26 Mas, 2014 200, yembipe dHA nocae poddoma — npoaemen nepsbiil uc-
mpebumens 8 20pode JloHeuke. Mol nposKuAU ocAe 31mo20 0se HedeAu, no-
CAe qe20 y Hawlell cembl HAUAAACH «BbICMPAR SKU3Hb» 8 PA3HBLX 20p000X,
8 pa3HbIX pealloHaX. 30 HECKOABKO MecALes Mbl ycneau noxumms 8 Odecce,
Jlnenponemposcke, nepeexaau 8 Xapbros, Ho npodoAxkaem pabomame

8 20pode loxeyke. Kasxdolii pa3s kozda mol edem 8 JloHeuk uau JIy2auck,
MblL He 3HAeM, HeM 3AKOHUUIMCA HALLA 10e30KA: Mbl MOKeM KaK 8ep-
HymbCa 8 Xapbkos, mak u ocmamuca 8 JloHeuKe uau JIyeaucke, mak

KaK 0bewaronm 3aKpblmb 2paHulpl, 0bewsaiom He gulyckame... B 3mom
3aKAIO4ALIMCA ONACHOCMb, HO Mbl 8CE PABHO npodoAkaem pabomame,
npodoAxkaem cmpoumb caoto UCMpPUBYLLI0 8 HALLeM Pe2LOHE...»

EkaTepmHa OcTanyyk:

«Iocne cobbimuii 8 Kuese HAM KA3aA0Ck, 41M0 Mbl Y3Ke nepeskuAL Cambiil
CAOSKHBLIL 3MAn, HO HAM APULLAOCH CPOUHO Peazuposamb Ha CUMyayUio

8 [loHeuke u JIyzancke. IToMUMO cepbe3HblX, B0EHHbIX 8b130808 8 IMLX
pezuonax bblAu 8b1308bl U PUHAHCOBbIE, IKOHOMUUECKUE. Bmectme ¢ 3mum
Mbl KAK KOMNAHUS cmapaauce noddepskamb scex compydnukos, mpydo-
ycmpoumb scex Atodeil, Komopble nepee3skaAl ¢ Aobbix meppumopuii —
u3 Kpbima, loneuka, JIyeancka... Mol npunaau ecex, Komy 3mo 6bAo
HeobXo0uMO, U 8bINAAMUAL KOMNEHCALUIO BCEM, KITIO NPUHAA peLleHUe
MOKUHYMb KOMNAHLO».

RedHead Ne8 / 2015

Bnaawncnas bypaa:

«B utone cmano cosepuleHHo ACHO, 1Mo BCto 0esmeAbHOCIL HA meppu-
mopuu 00HeUK020 U Ay2aHCK020 PUAUAA08 HeobX00UMO 3aKpbBAMIY.
OnacHocmb HAXoXKXJeHUA Mam npesblULaAa Bce NOMeHYUAAbHbLe Bb1200bL
om donzocpouHoli pabombt. Camblm CAOKHbIM BbIAO 3AKPbIMY MA2A3UH

8 JloHeuke — y Hac 6biAo noumu 2000 mempos 8 «Amcmope». ITo popma-
my 3mom mazasuH b1 noumu kak ,,Meza-Aumouwika* 8 Odecce. JToHuaHe
K Hemy npusblkal. Tam pabomano docmamouro 60AbLIOe KOAUHECMBO
NnepcoHana — Ml 8cem npednokuAU nepeexarb, mpydoycmpoumycs

y Hac. Ymo kacaemca Caemaatbt Cepéeunoii (Escmpamogoli), mo ee npu-
10MmuA cHauaaa Jinenponemposck, nomom XapbKos, u 66110 NpusmHo
8udemb, KAK MenAo OMHOCAMCS Haulu pebama K JOHeUKUM U Ay2aHCKUM
KkoAAe2am. U ¢ 3moli MoUKU 3peHus Mbl npossUAL cebs Xopoulo cnaoken-
Hoil, nampuomuyHoii kKomandoii».

HECMOTPH Ha IIpeaoCTaB/IeHHe BOSMOKHOCTH yeéXaTb, He-
KOTOphbI€ COTPYAHHKH B [oHel ke U )IyraHCKe OCTaBaJ/IMCh
Ha CBOMX MeCTaX U ITPOAO0JI’Ka/IX BBIIIOTHATH CBOU cny>1<e6—
Hble 0013aHHOCTH .

B axsape 2015 200a npu
nepeceueHul KoHMpOoAbHO-
NPONYcKHO20 NYHKMA no2ub
Eszenuii bayauH, Ha4anb-
HUK ckAada kpocc-0oKuHza
8 JIyearcke. ITocae 31mo2o

mpaeu4ecko2o LlHH,LlaEH-

ma ece busHec-onepayuu
RedHead 6 301e ATO 6biau
NpUOCMAH08AeHBL,

Svetlana EVSTRATOVA:

“May 26 ™ 2014, there was the first fighter bomber

in the sky above Donetsk, on the fourth day as had
come back home from the maternity hospital. After
that our family lived in Odessa, Dnepropetrovsk

and then we moved to Kharkov but still we continue
working in Donetsk. Every time we go to Donetsk or
Lugansk we do not know what to expect. We can ei-
ther come back or stay in Donetsk or Lugansk because
the borders are promised to be closed and people will
not be allowed to leave the region. It is dangerous but
we still keep working...”

Katherine OSTAPCHUK:

“ After the events in Kiev it seemed that we had
already gone through the most difficult period, but we
had to react urgently to the situation in Donetsk and
Lugansk. In addition to serious military challenges
in these regions there were financial and economic
ones as well. At the same time we as a company tried
to support all the employees and give a job to those
who moved from Crimea, Donetsk and Lugansk...
We welcomed everybody who was in need and paid
compensation to those who took the decision to leave
the company.”

Nevertheless they were given the possibility
to leave, some employees in Donetsk and
Lugansk stayed in their places and continued
to perform their functions.

In January 2015 when crossing a roadblock

Evgeniy Baulin, the Lugansk cross-docking warehouse
keeper died. After that tragic incident all RedHead busi-
ness operations in ATO zone were suspended.
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When military activity and refugees’ mi-
gration in the territory of Ukraine became
an inevitable reality RedHead occupied

an active position in providing constant
support to volunteer groups and charitable
funds.

Through Odessa regional military registra-

tion and enlistment office the company
carries out regular deliveries of food,
consumer goods, uniform and medicines
to participants of ATO. In Odessa military
clinical hospital by efforts of RedHead
team and personally Vladislav Burda there
was accomplished an installation of spe-

! cialized equipment. Any assistance can
r 4 " turn out to be decisive, can get somebody
i i 1 on his legs, can save the life...
A -l ;
} RedHead has assumed responsibil-
‘ » o ;. 1t ] . | ity to help not only its employees from
Korzma BmHHme nenerus M virparus "GeskerLies Ha Tep sy, COTPYAIHRAM, O DABUBITHMCS ,HO6P(;]3EJIBHO Ha BOWHY, Donetsk, Lugansk regions and Crimea
- PUTOPHH VKpaI/IHLI CIHI/I TBP&TI/I%\_/IOI/I PpeasbHOCTEIO, ﬂ/l MOOHJIM30BAHH bIM OpaHIaM, HO U TeM yKpaKHIIAM, in the search of safe dwelling, not only the
RedHead 3alsa 12 2Ry nosyiﬁmd B praHmaun 7  KOTODbIE/OKA3JIUCH B&essagynmn B mepBy!o oue- employees who went to war on a voluntary
CTOSIHHOM HO,EL,E[ep)KKI/I Bonom:sp"eﬁnﬂ U 6/Iaro; _-E--—- ,l]b JIeTsAM 13 BOTTOHHLQGIE—LQB - basis and mobilized recruits but also those
Te/IbHBIX GOH/IOB. ) R ﬂ-\ |\ . ; g e ! Ukrainians who found themselves unpro-
- ) \.::\“\\‘-\ '.:II B meTckoM IIpHIOTE «HEOC';\L E’RQ)» psimoM ¢ Ofeccor Haxo- tected in the trouble. First of all it is help
— Yepe3 OmeccKUI 0671aCTHOM BOQHHBIN KQMUCCapHAT KOM- Ivmes 6oiee 300 TaKkKX ,ae;eg "'B'ex(eHueB CHPOT, KOTO- to children from the eastern regions.
TMaHMs OCYLIeCTB/ISIeT Pery/spHble HOCTABKY MUTAHMS, pble baromapst HeBepo;{THHM YCUHSIM BOTOHTepOB GBMit
X03TOBapOB, 0OMyHIMPOBAHUS, TEKAPCTB y‘{‘aCTHI/IKaM (D ISEN NS0 e I ENEER ) M IV EV: I EMISEE (Re:t0)zsve:. || [n achildren orphanage “Lustdorf” close
ATO. B'OfecckoM BoeHHOM KIIHHUYECKOM FOCIHHTAIIE CHJIAMH PEIIN/Ia IPOBECTH I HUX MaIeHbKH p.a. I to Odessa there are more than 300 of such
ycunusmMu kKomaHzabsl RedHead v mnyHo Braguciaasa Bypast TIPUTOTOBHUTH OMEMO C/I@MKOT0 YrOMIEHHS [03HaBaTeTh: children - refugees, orphans who were
6BL1a OCyIecTBIEHA YCTAHOBKA CIIELIKaIBHOT0 060pyAoBa- HbIe UTPbI X MHTEPECHOE MPe/CTaBIeHHE C HACTOSIIUMMY transported here, to the South thanks
Hu. JIo6asi IOMOIIs MOSKET 0Ka3aThCsl PELIAIONIeH, MOKET aKTepaMHu. to incredible efforts of volunteers. The
IIOCTAaBUTh Ha HOTH, CIIACTH JKH3Hb... RedHead team decided to organize by
9THU IeTH — IIepBoe B Halllek cTpaHe [TOKoIeHHe IT0C/Ie BTO- themselves a small holiday for the chil-
RedHead npuHsia Ha cebst OTBETCTBEHHOCTD IIOMOTaTh He PO¥ MUPOBOI BOMHBI, B IETCTBE KOTOPOI'0 B30PBaIHCh 60M- dren: in addition to sweet treats to arrange
TOJIBKO CBOMM COTPYAHHUKAM U3 JJOHeIKOM, JIyraHCKOM 06- ()58 0a: 103018 BB II0) Lo B ale) (e (02 (P= (kbR I 2 (mzaVte) z@poERZezed || educational games and interesting perfor-
nacteil, KppIMa, B ITIOKCKaxX 6@30I1acHOT0 SKUIbsI, He TOJIBKO -—Wa JETCKOM MaMSTH KOTOPOIO OCTAHeTCs BOMHA. mance with real actors.
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BOEHHOE MONOXEHWE

HecMoTpA Ha 6onbun oTepu, Those children make the first generation in our
country after the Second World War whose
HapewNa Ha 6naron Oony4yHoe childhood had bombs and shells explosions.
The first generation of the independent Ukraine
IIpa3dxux & demckom dome «/Trocmdopd»— nodapok 6\jn\ju.l,e e praMH bl CUNbHEE, that will have a war in their children’s memory.

RedHead demam-6escenyam u3 JJoHeuroii u Jlyzan-
cKoil obaacmeil yemM Horna-nuﬁo npemane. D,bIM
In spite of pain and losses the
Han roponaMu U nonaMu Haweu
hope for the successful future of
CTPAHbl PAHO AU NO3AHO
Ukraine is stronger than ever be-
pacceeicd, u Mbl CMOXHEM
fore. The smoke over the cities and
ropamuibCa 1€éM, 41O npeononenu
fields of our country will clear away
3TOT TAXEeNnenwuin nepuop,
sooner or later and we will be able
BMecCTe C ApPYrMMU YKpauHuaMu,

’ to take pride in getting over this

most difficult period together with
other Ukrainians thanks to our joint

efforts and support.

And new, future Ukraine with-
out war and senseless human
losses starts today. It is in the
country where every person per-

forms honestly his professional

responsibilities.

[ =
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Llenu RedHead
Ha 2015 roa

BcTtynurtensHoe cnoBo
Bnaauncnasa bypabl

OCHOBATE/Ib U BAAAENEL,
REDHEAD AE/NTCA CBOUMMU
rooosbiMun LENSAMN.

@ Co3paHue NONOXUTENbHOIo AeHeXHoro notoka (cash-flow).

B 3TOM IIporiecce Mbl UCIIBITBIBAE€M HAIIPsKEHHeE H3-3a TOTO, YTO JOJITOBble 00sI3aTe/IbCTBa HaKaIlIH-
BAIOTCS B IIePBOI [10JIOBHUHE FOJIa, B TO BpeMsI KaK OCHOBHAsI BbIPY4Ka U IIPHUOBLTh IIPUXOAUTCS K €r0
KoHIy. Pabouas rpymmna B coctaBe Hukonas I'myxoBa, Ipuropus CaBenuda u Baguma OprioBa JOIKHA
HM3MEHUTbH 3TO COOTHOIIeHHe, CO3/IaTh HOBYIO CXeMY, IIPHeM/IEMYIO JIJIsl IOCTABIIMKOB U KOMIIAaHUH.

30%

@ CokpalieHune KpeguTHOro
noptdens.

3asada — [0 KOHIIA TO/Ia COKPATUTh 6AaHKOBCKHE KpPemH-

TBHI Ha $3-4 MJIH.

® [0 70% BanlOTHbIX KpeaUTOB

Heo6xo0AMMO NnepeBecTun
B FPUBHEBbIE.

3TO O3BOJIMT M36aBUTHCS OT HeIlpeackasyeMbIX KM3-
MeHeHHH KypcCa Ao/iiapa I10 OTHOIIEHH IO K TPHBHE
B 6y,ELYH.IEM rnepuoje ¥ OrpaHUYUTDb POCT PACXOO0B

Ha IIPpOLI€HTHbBIE BBITI/IATHI.

RedHead ©

Goals 2015

Vladislav Burda Foreword

REDHEAD FOUNDER AND OWNER
SHARES HIS ANNUAL GOALS.

@ Creating positive cash-flow.

We are tensed in this process because debt
obligations are being accumulated in the first
half of the year while we get the most profits
by the end of it. The working team including
Nikolay Glukhov, Grigoriy Savelich, Vadim
Orlov has to change this correlation and create
a new scheme acceptable for the suppliers and
the company.

@ Reducing loan portfolio.

The task is to reduce bank loans by $3-4 mln
by the end of the year.

® Up to70% of foreign currency
loans must be converted
to hryvnia.

It will allow to avoid unpredictable changes
of US dollar exchange rate against hryvnia
in the future and reduce interest expenses.

22 RedHead Ne8 / 2015
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@ ONTUMU3ALMSA UCMOJ1b30BaHUSA HaLLUX NJoLaaen.

B 2014 roay Mbl Coa/IM OAHH 3Ta’K Halllero I'JIaBHOI'0 OCbl/ICEl KOMIIaHHH Kyivstar. B 2015-M TeHOeHLIUS
YIUIOTHEHHS HallleTo OCI)I/ICHOI‘O IIPOCTPAHCTBA H CAAYH €TI0 YaCTH B apeHAY IIPOAO/IPKUTCA, YIHUThIBASA

IIOBBIIIEHHE TAPHU (OB HA KOMMYHAJIbHBIE YCIIYTH U 3JIeKTPUYECTBO.

® MpopomkaeTcsa pabota BHewHero Coseta ilupektopoB RedHead.

JBe BcTpeun CoBeTa MpoHAyT B Omecce, u iBe — B llIBeHIapyuu (ogHA — BO BpeMsI TPOBeJeHHU s CAMMUTA
FBN). C mponuioro roga IIpUHSATa HOBast PopMa OTUETHOCTH BjIalesIblld KOMIIAHKH Ieper COBeTOM: S Io-
TOBJIIO CIIMCOK COOBITUH B KOMIIAHHH 33 TPEXMECSIHBIN IIePHO/, IT0KA3bIBAIO0 K/II0UeBbIe BHI30BBI KOMIIA-
HUHM U COCTABJISIO IUIAHBI Ha CIeAyIONHe TPH MecsLia, KOTOpble MBI 06Cy>kIaeM COBMeCTHO. KoHedHo,

Ha HEPBOI;I BCTpeY€ B HOBOM I'oly MbL OGCY,E[I/IJII/I HTOTH BCEro IIpeAbIAyIIETro roia 1 6IOJI)KET Ha 2015-ﬁ.

® Orange Book Days.

B Hamer KoMaHAe MbI IIPOAO/IPKUM TPAAULIHMIO BCTpeY I OGCY)K,Z[EHH}I BBITIOJIHEHH S HAIIIKUX Orange
Book’oB — TOJIOBBIX ITJIAHOB. Ha IIPOTSPKEHUH I'oda MbL COGI/IPaEMCH JIJISI TOU L8/’ Pa3 B KBapTall.
HPI/I 3TOM «CI)I/IHaHCOBI)Iﬁ AeHb» MBI IIPOBOAHNM €KeMECAIHO.

@ Bo306HOBIEHMeEe paboTbl aCCOPTUMEHTHbIX KOMUTETOB.

B cBo1O o4uepennp, K y>Ke CJIOCKHBIIMMCSA aCCOPTHMEHTHBIM KOMUTETAM ,E[O6aBI/ITCH AK o yciyraM.
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Japtoc Padkasuutoc,

KOHCYAbMAHT 10 06CAYKUBAHUIO KAUEHIMO8
Darius Radkevicius, client service consultant

3anyck npoekTa «O3apeHue»,
UAun «npoekT ,Jdaptoc».

ITpoekT mpenrionaraet 6onee riybokoe IOHMMaHHe
HalIllero KJIMeHTa B JUCTPUOYLIMH 1 B PO3HHLIE U OIIpe-
Jle/leHHe KPUTepHsl, KOTOPbIM 03Ha4aeT «HaMWIyullee
obcmyskMBaHUe KIHEHTa». B manpHelmeM — GOKyCH-
POBKY Ha 3TOM KPHUTEPHH.

(® BbinosiHeHMe n1aHa
NPUGbLINLHOCTU ANCTPUBYLUMN.

3afaua — MepeiTH B «ILIIOC» U3 «MHUHYCa» 2014 TOAa.
Llestb — 22 MJIH. TPH. Bo MHOIOM BBIIIOTHEHHE 33[JaUH
3aBUCUT OT TOTO, IIPOIOJDKUTCS. MHOIISLIMS WIH HeT.

@ Optimizing the use
of space.

Kyivstar company rented one floor in our
central office in 2014. Taking into account the
increase in tariffs for utilities and electricity
there will be a tend to make office space more
compact and rent out some part of it.

& RedHead External Board
of Directors work goes on.

Two meetings of the Board take place in Odessa
and two of them are held in Switzerland (one
during FBN Summit). The new reporting

form submitted by the owner of the company
to the Board has been adopted since last year.

I prepare the list of activities over a three-
month period, show the key challenges of the
company and make plans for the next three
months which we discuss together. The results
of the previous year and the budget 2015 were
discussed at the first meeting this year.

® Orange Book Days.

We will continue discussing the implementa-
tion of our annual plans set in Orange Books.
During the year we gather for deliberations
quarterly. “Financial Day” is held monthly.

@ Assortment Committees
work resumption.

The assortment committee on services will
be added to the existing ones.
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OROEEIH
ApREGEs

PacwunpeHue noptdens 6peHAOB oUCTpUGYLUNN.

B Hamux IIaHaxX — yBelHM4eHHe IIpoAak Donat u Argeta 1 paciiipeHHe Halllero mopTrdess, mpuiem
He TOJIbKO 3a c4eT 6peH/10B Atlantic Grupa. Bo3MoskeH TaksKe BbIXOJ, Ha IPyTrHe PHIHKH.
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@) BBop, B gencrene GHaAHCOBOWM
OTYETHOCTU NO ofexae un byTukam
no cxeme ¢>swH P&L.

Ee oTiryne oT 06p1uHOro P&L B TOM, YTO 3Ta CXeMa
YYUTHIBaeT Ce30HHOCTh KOJIIEKIIME . M cebeCTOMMOCTb
TOBapa OIlpefiesisieT He KOJIMYeCTBO IIPOJJAHHOIO TOBA-
Pa, a BeCh 3aKyIUIEHHBIH TOBAP, IIOTOMY YTO CUHUTA-
€TCs1, YTO Ha KOHell ce30Ha oH byneT MeTh HYJIeBYIO

cebecTOMMOCTb.

(9 Pa3BuUTME PO3HULLbI.

MeI IIpOAO/IPKaeM IIPUAEP>)KUBATHCA OTITHMH3aIIIU
HallHNX pecypcoB, X HOBbI€ MaTrd3HHbBI MBL 6YH6M
OTKPbIBATb TOJIBKO IIPH YCJIOBHH 3aKPBITHS CTAPbIX.
To ecTp, KOJIMUYECTBO HAILIIUX MAara3nuHoOB B 2015 rony
He U3MEeHHUTCH.

Project “Insight” ‘
launching or “Darius” project.

The project implies our client’s deep compre-
hension of distribution and retail, determina-
tion of “the best client servicing” criterion and
further focusing on it.

® Implementing the distribution
profitability plan.

The task is to get to “plus” from “minus” of
2014. Target is UAH 22 million. The task fulfill-
ment mainly depends on whether the infla-
tion goes on or not.

The enlargement of brands
distribution portfolio.

Our plans imply increasing Donat and Argeta
sale and the enlargement of our distribution
portfolio not only at the expense of Atlantic
Group. It is also possible to enter other mar-
kets.

@) Implementing financial
reporting on clothing
and boutiques under
fashion P&L scheme.

It differs from typical P&L as this scheme takes
into account the seasonality of collections. Cost
price is not defined by the quantity of the sold
goods. The whole amount of purchased goods
does it and they are considered to be of zero cost
at the end of the season.
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@ MNoceweHue MMpoBoro ¢popyma pntennepos.

CHOBa, KaK U B 2014-M, MBI HaMePeHBbI C JIMUTpHeM Paccka3oBbIM IIOCETUTh KPYIIHeHIIIee cobbITHE
B cepe MHPOBOIO PUTEL/Ia — MeKIYHaPOAHBIK GOPyM PO3HHUUYHBEIX OIIepaTOPOB, KOTOPBIK COCTOMTCS
OCeHbI0 B MHIaHe.

Pa3zButne 6peHpga RedHead u co6CcTBEHHOW TOProBOM MapKMm.

MeI HaunHaeM paboty ¢ MapkoM KecTenb00rMOM I10 pasBUTHIO HAIlleT0 KOPIIOPATHBHOIO OpeH/a.

\ Family Business Network
26th Global Summit
‘ Montreux October 2015
@ MpoBepeHune Tpex nuseHToB FBN Ukraine.

Ilo TpaguLIMHK, IBa U3 HUX NPoHAyT B Onecce 1 KueBe, a TPETHH, BBIE3[HOM, COCTOUTCS B BeHe. B OKTsI-
6pe MbI TaKKe IUTaHUPyeM moceTuTs FBN Global Summit B llIBefiiiapum.

@9 Moapep>xka KOMMNaHUN-
ydyactHukoB FBN Ukraine
CNOBEHCKUM KOHCYJ/IbCTBOM.

B aBrycre 2014 roga Hatama [Tpax mony4uiia YeThipex-
JIeTHHUI MaHJAAT Ha II0COIBCKYIO [esiTe/IbHOCTh. MBI 3a-
K/IIOYHJIH OTOBOP O MOALePsKKe ceMell, KOTOpble ABJIS-
10Tcsa YyieHamu FBN, B Bomipocax opopMIIeHH S BU3.

@ Retail development.

We keep optimizing our resources
and new shops will be opened only in
case of closing of old ones. Thus, the
number of our shops will remain the
same in 2015.

@ Visiting World Retail
Congress.

Dmitry Rasskazov and I are going to
visit the most significant event in
global retail again. The international
forum of retail operators takes place in
Milan in autumn.

RedHead brand
and its own trade name
development.

We start working with Mark Kes-
telboym on our corporate brand
development.

@9 Holding three
FBN Ukraine events.

Traditionally, two of them are held
in Odessa and Kiev and the third one
takes place in Vienna. We are also
planning to visit FBN Global Summit
in Switzerland in October.
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@ PasBuTue nporpammbi Time-line.

B miponuioM rofy Ml 3aIlyCTH/IM IIPOTPaMMYy Pa3sBUTHS C/IefyIOLero IIOKONIeHUS Blaje/blieB YKparuH-
CKHX CeMeHHBIX KOMIIaHU — Time-line. B 3ToM rogy mporpaMma Ipofo/KUT CBOIO paboTy, 1 EkaTe-
pHrHa OCTaIYyK OCTAeTCsI ee KOOPAHHATOPOM.

MpoaonxkeHne paboTbl opymMa C/IOBEHCKUX KOHCY/I0B.

Most MHUIIMATHBA, Ha4aBIIAsICS B 2014-M, OyZeT MPogo/IKaThCsl M B 9TOM rofy. [loueTHBIe KOHCYIIBI
Pecrtybnuku CrioBeHHS B YKparHe, Monzgose, I'py3un u ApMeHuH 6yayT cobHpaThcsi BMecTe, YTOOBI
06CyAHTB COBMeCTHBIE IIPOrPaMMEBI 110 PA3BUTHIO OTHOLIEHHH 3THUX CTPaH co ClnoBeHHen. Ha 2015 rox

HaMe4eHBHI [IBe BCTpeYH — B batymu u Kuese.

MomMoLb YKPpanHCKOW apMUM.

YyacTHUKY FBN 0praHu30BbIBal0OT FYMaHHUTAPHYI0 ¥ QHUHAHCOBYIO IIoMOIIb Yyepes FOpus Ocramoka.
B Opmecce MbI OKa3pIBaeM IIOAJEPKKY BOGHHOMY ToCIIMTa 0. IloamepsKuBaeM HalllMX COTPYAHUKOB,
KOTOpBbIe IIPOXOIAT C1ysk0y B 30He ATO, U 6ymeM IIpoJo/KaTh [IOMOraTh UM 0OMyHIUPOBaHHEM

U GUHAHCOBO.
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Badum Cmenvenkos (RedHead)
Vadim Stepchenkov

Bacuauii JIsineii (RedHead)
Vasiliy Lypey

Poman Jlo3uHckuii (RedHead)
Roman Lozinskiy

FBN Ukraine members
support by Slovenian
consulate.

Natasa Prah was appointed as an ambassa-
dor for a four-year term in August, 2014. We
agreed visa issuing process for FBN families.

@ Time-line program
development.

Last year we launched Time-line program
on the development of next generation
owners of Ukrainian family business. This
year the program keeps working and Kath-
erine Ostapchuck remains its coordinator.

Slovenian consuls’
forum keeps working.

My initiative started in 2014 will be pro-
moted further this year. Honorary consuls
of the Republic of Slovenia in Ukraine,
Moldova, Georgia and Armenia will meet to
discuss joint programs on the mentioned
above countries and Slovenia relationships
development.

Ukrainian Army support.

FBN members provide humanitarian and
financial aid through Yuriy Ostapjuk. We
support the military hospital in Odessa. We
help our employees doing military service in
“anti-terrorist operation” zone and keep pro-
viding them with equipment and finances.
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B REDHEAD YBEX/AEHbI, YTO CAMAS
BOJIbLWIASI LEHHOCTb KOMMNAHUU — 3TO
EE IIOAWN U UX MOTEHLUAJ. MO3TOMY,
KOrAA NMePEA, BNIAAUCAABOM BYPLA,OM,
NPE3UAEHTOM U OCHOBATEJIEM REDHEAD
FAMILY CORPORATION, CTAJl BOMPOC,
NPOBOAMUTb 1IN EXXEFTOAHOE UTOTOBOE
COBPAHME B 2015 TOAY, OTBET BblJl —
OAHO3HAYHO, AA! BEAb KOPMOPATUBHDIE
MEPOMPUATUSA MPOBOAATCSA UMEHHO
AJ1 TOrO, YTOBbl CNJIOTUTb KOMAHAY,
NOAAEPXATb KOPMOPATUBHbIN AYX |
B CTOJIb HENErKUE BPEMEHA, 3AXEYb |
®AKE/, OCBELLAIOLWUA AOPOTY BnEPF"pM.

6,deBpajis 2015 rofa B LeHTPAIbHOM OQHES
I dilead Family Corporation B O;Lecc"e’co'cTo,g'notb
HTOroBoe CobpaHIe 110 Pe3yIbTaTaM 2013-2014 I'T.
bIIO OPraHM30BAHO B yKPAUHCKOM
cran «RedHead — 370 YRpauHal»
edHéad MH9IHO U3 PYK OCHOBA-

TeJld KOM.ﬁaHE Hy‘II/IHI/i JINJEPBI, TIOKA3aBITHEY,

BBIIAIOIIHECS bTaThI IIPH PEIIEeHHH Hanbosiee
CJIOKHBIX 3a1a4 Ha npommeﬁzm rofa Y IIpOsIiBHB-

IIre He TOJIBKO HPOQJECCI/IO bHBI€, HO K BBICOKH €
JIMYHBIEKITECTBA«

@
4 The heroes

F of 2014

-
.I

REDHEAD ARE CONVINCED THAT
THE GREATEST VALUE OF THE
COMPANY IS THE EMPLOYEES

AND THEIR POTENTIAL. THAT’S
WHY WHEN VLADISLAV BURDA,
THE PRESIDENT AND FOUNDER OF
REDHEAD FAMILY CORPORATION
FACED THE ISSUE IF TO HOLD AN
ANNUAL SUMMARIZING MEETING
IN 2015, THE ANSWER WAS -
DEFINITELY YES! ITIS TO RALLY
THE TEAM THAT CORPORATE
EVENTS ARE HELD FOR, TO KEEP UP
THE CORPORATE SPIRIT IN SUCH
DIFFICULT TIME, TO LIGHT A TORCH
FOR SHOWING THE WAY AHEAD.

b

.I
"
"

P

— e |

] ey
o

1

.I
"
"

On February 26™ 2015 the meeting summariz-

P

ing results of 2013-2014 was held at the head of-
fice of RedHead Family Corporation in Odessa.
The event was organized in Ukrainian style and

= |

the slogan was “RedHead is Ukraine!”.

The highest prizes were given personally by

.I
"
"

the founder of the company to the leaders who

P

showed outstanding results while solving
the most difficult issues during the year and
displayed not only their professional skills but

also high personal qualities.
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AMUTpun PACCKA3O0B,
dupekmop denapmameHma po3Huubl

Dmitriy RAsskAzov,
the retail department director

pegde = |
=

"

piC

3a docmuskeHue PUHAHCO8020 pe3yAbmama 1o npu-
bbiau po3HuubL. 3a pedopmbl u co30aHue KOMAHOH020
dyxa, npu KOmMopom compyOHUKU PO3HULibL PACKPbLAU
€80l NOMeHUUan.

For achieving the financial result on retail
profit. For reforms and team spirit creation
that let retail employees show their
potential.
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AnnarlECAND,
oupeKmop po3HUYHOL cemu KXKH020 pe2uoHa

Alla GHESAL),
the director of the southern region
retail chain

==

3a mo, umo 8cezda 8ce deaaem c boAbUM 3anAcOM
npourocmu. Y daske nepexodu Ha Hogyt doAKHOCHIL
MoAbKo mo20a, K020 ecmb y8epeHHOCMb, UImo 8ce
bydem cdeaaro Ha 8blcuiem yposHe.

[

For always doing everything with the
highest degree of safety. And even while
changing position she makes sure that
everything will be performed in the best
way.
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Irina SEMENOVA,
the head of “hygiene” subdivision
in the retail department

UpuHa CEMEHOBA,
pyKosooumenb HanpaseneHus «2uzueHa»
6 denapmameHme po3HUUbl

PriCE—i]
Ciimi

3a audepcmao 8 npupocme 0bvenmos npodask karme-
20puLl «euzUeHa». 3a 02pomHblii 8kAAd 8 Audepcmso
no nokazameaam cpedu mMosapHbiX HANPABACHULL.

For the leadership in the sales gain of the
goods class “hygiene”. For an outstanding
contribution to the leadership performance
30 yHUKRAAbHYHO CnOcobHOCMb YOepskuUBamb U HapaLU- in goods classes. For the distinctive com-
8aMb 3080e8aHHble pybeskiL. 3a Mo, 4imo Mbl MOKeM petence to retain and increase the gains
20p0umbca kamezopuel «2uauiena» 8 «AHMOWKAX». won. For the possibility for us to be proud
of the goods class “hygiene” in the stores
“Antoshka”.
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Fpuropun CABE/INY,
3am. aupekmopa aenapmaMeHma po3HUUBbI
no obecne4eHur0 Npodax

Grigoriy SAVELICH,
the deputy director of the retail
department on sales management

i,

3a omAu4Hble AUdepcKue Ka4ecmaa. 3a npumeHeHue
3HAaHULl 8 06Aacmu GuHaHCO8 makum obpazom, 4mo
3M0 8AUSEIM HA Pe3yAbMAM HE MOAbKO PO3HULbL,

For the perfect leadership qualities. For ap-
plying his knowledge in finance in the way
that it affects the results not only of the re-
tail but also of the whole company.
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CBeTnaHa EBCTPATOBA,
pykosodumenb omaoena npodaxk 00HeuKo20 u
AYy2aHCK020 ¢puauanos

Svetlana EVSTRATOVA,
the head of the sales department of
Donetsk and Lugansk branches

3R]
==

B
=

3a camoomaepskeHHOCMb U cMeAocmb. Tepou3m u sepy.
3a HeoueHuMbLil 8kAAD 8 pa3sumue JOHEUK020 pe2LoHA.
3a mo, umo Guauas ducmpubyyuu 8 JloHeuKe «8blma-
HyA» 8ecb 200.

For selflessness and courage. For heroism
and confidence. For the inestimable contri-
bution in Donetsk region development. For
the fact that Donetsk branch of distribu-
tion held out the whole year.
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Butanum ®vypca,
HA4yanbHUK HOpUdU4ecKoz20 omoend

Vitaliy FURSA,
the head of the legal department

=

3a noAoskumeAbHyt cMery umudska u sbigedexue tpu-
duuecko20 omdena Ha HOBbLIL YposeHb. 3a Henocpeo-
CmeexHoe yHacmue 8 c030aHUL BHeLUHeLl CpyKmypbL
Komnaruu. 3a mo, 4rmo topududeckudi omdea nepeliien
011 000pOHbL K C030aHUI0 NPedA0sKeHUL N0 yAy4ULeHUID.

For the positive recast of image and putting
the legal department into the new level.
For the direct participation in the creation
of the outside structure of the company.
For changing the legal department activity
from defense to making propositions on
improvement.
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Bagum Opnos,
dupexmop denapmameHma HauUuOHAAbHOU
ducmpubyuuu u A02ucmuKu

B

.h..

Vadim ORLoV,
the director of the national
distribution and logistics department

PriCE—i]
Ciimi

3a cnocobHocMb CAbLLULAMb U CAYWAMb. 30 yMeHUe
KOHCMPYKMUBHO paspeulams daske camble CAOKHble
U KOHPAUKMHbLe cumyayuul. 3a mo, 4mo 8ecb 200
nocmasuwiUKU 5K0aAu U 6epuAu 8 Hac. 3a Audepcmeo, tions. For the fact that for the whole year
He 3Hatowee 2paHuLl. 3a 8rAA0 8 KOMNAHUIO U CAMBLL the suppliers were waiting and believed
wupokuii 832490 3 npedeAbl c8oe20 denapmamexma. in us. For the leadership that knows no

U, HaKoHel, 30 nompsacatouee 4yscmeso tomopa u ecez- bounds. For his contribution to the compa-
da xopouiee HacmpoeHue! ny and the most extended view outside his
department. And finally for the amazing

:

For the ability to listen and to hear. For
having the skill to resolve constructively
even the most difficult and conflict situa-
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28, sense of humour and his always cheerful
ooy ven mood!
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Anekcent KNLWWEHKO,
dupekmop no Ao2ucmuke

Alexey KISHENKO,
the director on logistics

=

3a abcoatomHoe Audepcmao 8 uHMezpayuL ckAAdCKoL
U MPAaHCNOpPMHOLl A02UCMUKU ¢ BU3HeC-toHUMAMU
Komnaxuu, obecnedexuu npo3paqrocmu u nodomuen-
HOCIMIU, @ MAK3Ke 3 BbledeHue A02UCMUKLU HA HOBLL
KauecmaeHHblil yposeHb.

For the supreme leadership in integration
of warehouse and transport logistics with
the company business-units, in ensuring
transparency and accountability as well
as for putting the logistics into the new
quality level.
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EkaTepuHa OCTAMYYK,
dupexmop denapmameHma no ynpasneHuro
nepcoHanom*

(*mo deBpans 2015 r.)

3a mo, umo 8cezda bpaaa Ha cebs omaemcmeeHHOCb
boabLue, dem MO3KHO bblAo npednonoskumb. 3a mo,

umo dosoduaa 8ce do KOHUA. 3a Mo, 4o ymeAa pas-
pewiump camoe cAoskHoe U paspyburmb 20pdues y3en
HernoHuMaHus mesxdy atodbmu. 3a mo, umo ecezda

WAa ¢ onepeskeHuem 8pemeHL. 3a Mo, 4imo He MoAbKo
2080puAa o npobaemax, Ho 8cezda npedaazaia pewieHus
U pewiana. Y1, HAKOHeU, 34 Mo, 4o HecAy4aiiHo ee noo-
YUHeHHble U KoAAe2u AtbuAu u npodoaskarom Abume.
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Katherine OSTAPCHUK,
the director of the personnel
management department™

(*up to February 2015)

For always assuming more responsibility
than one can expect. For having accom-
plished everything. For being able to resolve
the most difficult issues and cut the Gord-
ian knot of lack of understanding between
people. For always moving ahead of time.
For not only speaking about the problems
but for always suggesting the solutions and
solving them. And finally for the reason-
able love to her from her colleagues and
subordinates. &

Oner iroBOMN,
oupexkmop KpbiMcKo20 ¢uauana

3a cmenocmb, npossaeHHyto 8 bopbbe 3a Haw mosap

u beonacHocmb maza3uHos 60 8pemMs pesoarLuL

U 80eHHbIX delicmauil. 3a MobuabHocmb, bbicmpoe
nepemewjerue no scemy CHI . 3a bbicmpoe ocsoeHue
npuHyunos mexxdyHapooHoil mopeosau. 1 3a camoe
MAAOHUCACHHOE (C MOUKU 3peHUs nepconana) ynpas-
AeHLUE MOBAPHLLMU NOMOKAMU U OeHbaamul. 3a opaa-
Hu3ayuto becnpeuedenmHoii pabombl Ha noayocmpose
Kpbim, 8 ycnosusx noaxetiueli HeonpedeaeHHocmLL.

M 30 n0CMoAHHbLIL onmumu3sm.
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Oleg YAROVOY,
the director of the Crimean branch

For the courage shown in the struggle for
our goods and our stores safety during the
revolution and military operation. For his
mobility and fast moving throughout the
whole CIS. For being quick on assimilating
the principles of international trade. And
for being able to manage the flow of goods
and money with the help of the fewest per-
sonnel. For organizing the unprecedented
operating activity in the Crimean peninsula
under the conditions of complete uncer-
tainty. And for the constant optimism.

b
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Kak obecneuunTb
NMAepPCTBO
B AucTpnbyumn

COOTHOLWEHME cUnN

IKCTpeMasIbHBIE BBI30BbI 2014 FOIa — IIOTEPSI PETHOHOB BIIMSI-
HUS, CKAYKK 0OMEHHOI0 Kypca, Upe3BblualiHoe CHIKEeHHUE I10-
KYIIaTeIbCKOH CII0COBHOCTH — CTalK OCHOBHBIMH BBI30BAMH

B pabore JUCTpUOYIIMOHHOTO HanpaBieHUs RedHead.

B Hauasne 2015 roga KypcoBasi pasHHIld TPHBHU C OCHOBHbBIMH

MHDPOBBIMHU BaJIIOTAMHU ellle 6osbIie yBe&IIHMYHN/IaCh. B ciosku -
HIercs CUTyalluM €JHHCTBEHHO BO3MOKHBIM IIYyTEM SBJISETCA
KOMITPOMHCC, CII0COOHOCTE BCEX 3dUMHTEPECOBAHHBIX CTOPOH

AOrOBOPHUTBCA. Benr B KOHEUHOM HMTOTe BO3MOXKHOCTHU PbIHKA
OITpeAeIATCA BO3SMOXKHOCTbBIO HOTPE6I/ITeHeI;I, d OHH B HACTO-

sAlee BpeMs BeCbMd OI'DAHMYEHbI. Ecnu exxelHeBHO He IyMaThb

06 3TOM, He CTABHTb BO I'JIABY YTIJId YAOBJIETBOPEHIE [IOKYIIATe-

JeH JeTCKOM IIPOAYKLIMH, TO IedTebHOCTb TaKOKM KOMIIaHUHU

Kak RedHead cTaHOBUTCS JIUIIEHHOM BCSIKOIO CMBIC/IA.

Kax ocTaBaThCsl HHTEPECHBIMH ISI KIMeHTOB? Kak COXpaHHUTb
IIPUOBIIE B YCIOBHSIX KaTaCTPOPUIECKOTO MaZieHUs Kypca?
YTOo HY>KHO CAe/NATh B IIEPBYIO Ouepeb, YTOOBI CHU3UTD 3aBHU-
CHMOCTb OT Ba/IIOTHBIX PacueToB 33 UMIIOPT! [ e B34Tb pecyp-
CBI 15 yAeP>KaHUS INEPCKUX [TO3UITUHN B CTPaHe, OKa3aB-
IIekCsl B COCTOSIHUK 9KOHOMMHYECKOT0 U COLIMaJIbHOTI0 Xaoca?

B rmmoricke 0TBETOB OOHHM K3 IJTABHBIX pEI.LIEHI/II;I PYKOBOACTBa KOM-
[IAaHUU CTAJIO Ha3HayeHUe Baguma OpJ'IOBa, CaMOIr'o MOJIOOOTO U JH-
IVIOMAaTHUYHOTI0 M3 TOII-MEHEeIPKepOB, PyKOBOAKTE/IEM ONHOBPEMEH -

HO JIBYX JlerlapTaMeHToB — SCM U HaIlMOHAIbHOM JUCTPUOYLIMH.

Llar nepBbl. CHU3UTb 3aBUCUMOCTb

KOMITEHCHPOBATh CBOU ITOTEPH H3-32 KYPCOBOM Pa3HHUILIBL,
KOTOPast 32 HEIIOJIHBII [Of YBEIUYHIACh [IOYTH B YETHIPE
pasa, MOXKHO, eC/TH [TepeBecTH GOJIBIIYIO0 YAaCTh PACYETOB [IPU
3aKYIIKEe TOBAPOB Ha TPUBHIO, TaKyIO LI€JIb IPH CHIKEHUU
3aBHCHMOCTH OT BAIIOTHBIX PACyeToB cHOpPMYIHPOBaIA KO-
MaH[a ToI-MeHemkepoB RedHead.

Eme ofHUM BaPHAHTOM Pa3BUTHS COBBITUH B HAaIlPaB/IeHUH
OHUCTPUOYIIMH PYKOBOACTBO KOMIIAHMH BUUT BBIXOZ, Ha IpY-
TYe PHIHKH. [eQUIINT BaTIOTHL /1L PacyeTa C 3apybesKHBIMU
IIOCTABIIMKAMHU MOKHO BOCIIONHUTB, el RedHead B cBoo
o4epeslb CTAHEeT SKCIIOPTHPOBATh YKPAaUHCKYIO IIPOAYKIIHIO

B eBpoIlekicKHe CTpaHbl. OTIaskeHHas 3 20 J1eT UHPaCcTPyK-
Typa JUCTPUOYIIMH BIIOTTHe KOHKYPeHTOCIIOCOOHA B MacIITa-
6ax 6os1ee 3HAaUUTENBHBIX, UeM YKPAHHCKHI PHIHOK.

How to ensure
the distribution
leadership

A BALANCE OF POWER

The extreme challenges of 2014 - loss of
influence in some regions, a jump of
exchange rate, extraordinary reduction
of purchasing power- became the basic
challenges in the distribution activity
of RedHead.

At the beginning of 2015 the exchange
rate difference of hryvnia against major
world currencies increased even more.
In the current situation the only possi-
ble way is a compromise that is the abil-
ity of all the interested parties to come
to an agreement. Eventually the market
opportunity is determined by the pos-
sibilities of customers and currently
those are restricted much. If not to
think about it daily, not to concentrate
on meeting the demand of children’s
goods consumers, then the operation

of a company such as RedHead becomes
senseless.

How to keep the interest of customers?
How to retain the gain in the condition
of huge exchange rate decline? What
should be done firstly to reduce depen-
dency on foreign currency payments
for import? Where to find resources for
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LLUAr BTOPOW. [1IEPXXATb MO3ULUU

[ToMHMO OTHOIIEHME C IIOCTaBIIMKAMHU IS ZUCTPUOYLIHH
RedHead ocTatoTcst OCTpO aKTyaJIbHBIMHU H BOIIPOCHL BHY-
TPeHHETro PhIHKA. B I1epByIo ouepesb, OTHOLIEHMUS C TOPro-
BBIMH CETSIMH.

PeIHOK pUTela 60/bIIe He pacTeT. B YRpanHe ecTs gecs-
TOK KPYIIHBIX OII€PATOPOB, B TOM YMC/Ie MEeKAyHAPOJHBIX,
Y HOBbIe UTPOKHU BPSL JTH CMOTYT IIOSIBUTHCS B O/IIKarIIee
BpeMsi. B eBpoIercKUX CTpaHax 3Ta LM Ppa ellle MeHbllle —
IIOCTOSIHHO Ha JIOKaJIHBIX PRIHKAX IIPHUCYTCTBYeT He bortee
5 PO3HUYHBIX CETeH.

Y Hac B CTpaHe B YCIOBHSX KPHU3HCA OTHOIIEHUS «THUCTPHU-
OyLHsT — ceTH» 0BOCTPSIIOTCS 10 TOH SKe IPHYHHE KyPCOBBIX
CKauKoB. KpyIHbIe pUTeiIepsl TPeOYIOT YBeTHUYeHHS CKH-
IOK K OTCPOUKH IIJIaTeXXeH. B 60JIBIIMHCTBE ClTy4aeB OTCPOY-
Ka COCTaBJIsIeT [0 30 HeH. Ho Kak 6bITh, KOTZA IIOCTaBIIHKH
RedHead coxpaiaior CBO0 OTCPOUKY [0 15 JHEEH UIu Tpeby-
0T IIpeJoIlIaTy? . .

TlonoxeHue Kak Memny MONOTOM U HaKOBanbHeN noaTan-
KUBaeT AUCTPUOGYUUIO K NOCTPOEHUIO HECTKUX OTPAaHUYEHUN
B OTHOWEHUAX €O BCeMU naptHepaMu. CokpauieHue oTCpoUKU
NNaTexa B pacuerax Cc CeTAMU — OAHA U3 HEOOXOAUMbBIX Mep,
KOTOpPble BHEAPAET PYKOBOACTBO AUCTPUOYUUN.

TaKo¥ 5ke IPHUHIUIIHATBHOM SIBJISIETCS TO3KILIMS U B OTHO-
IIEeHUH OTITYyCKHOM IIeHbI Ha ToBap. Korga ofHa 13 KPYIIHBIX
ceTel1 morpeboBasia CKUIKY Ha 5% 60Jbllle, YeM y IPYTHX,
1160 — Ha BeI6op — yiTHU C TonKM, B RedHead Bri6panu mmo-
ClemHee. A CITYCTSI IBe HeJleJIU OIIepaTop IIepecMOTpes CBOU
Tpe6OBaHUS U IIOIIEN Ha YCTYIIKHU. [10C/Ie 3TOro IeTCKUN
accopruMeHT RedHead BepHYIICS B 3Ty CETb.
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keeping leading position in the country
that found itself in the state of econom-
ic and social chaos?

While searching for the answers to

the questions one of the main deci-
sions of the company’s management
was appointment of Vadim Orlov, the
youngest and the most diplomatic top-
manager, for the position of the head of
two departments simultaneously - SCM
and national distribution.

THE FIRST STEP.
TO REDUCE DEPENDENCY

It is possible to reimburse the com-
pany’s losses due to the exchange rate
difference that has grown almost four
times for nearly a year if most payments
while buying goods are converted into
hryvnia. This goal together with reduc-
ing dependency on foreign currency
payments was defined by RedHead top
managers’ team.

Entering other markets is considered
to be another way of distribution
development by the management of
the company. A currency deficit to
effect payments to foreign suppli-
ers can be regained if RedHead in its
turn starts to export Ukrainian prod-
ucts to European countries. Well-
established for 20 years distribution
infrastructure is competitive enough
for more considerable markets than
Ukrainian one.

THE SECOND STEP.
TO MAINTAIN POSITION

Besides relations with suppliers also
the issues of the inner market remain
to be of acute current importance for
RedHead distribution. First of all, it
concerns relations with retail chains.

A retail market does not grow any more.
In Ukraine there are about ten major op-
erators including international ones and
new competitors will scarcely appear in
the near future. In European countries
this number is even less - no more than
5 retail chains are permanently present
on local markets.

In our country in crisis condition the

relations “distribution - retail chain”

sharpen for the same reason of ex-

change rate jumps. Major retail chains
demand to increase deduction and the

term of payment delay. In most cases

the term of payment delay is up to 30
days. But what to do if RedHead suppli-
ers decrease their term of payment delay

to 15 days and request a prepayment?

The position like between a rock and a
hard place pushes distribution to make
strict restrictions in relations with all
partners. A decrease of payment delay
term in retail chains payments is one of
the necessary measures that the distri-
bution management implements.

Sale price of goods is another funda-
mental position. When one of the major
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LLAr TPETUW. PACLLMPUTb KPYTO30P

Cra puctpubynun RedHead — B 06be I HEHHUH KIIIOUEBHIX
6peHMIOB IeTCKHX TOBAPOB.

RedHead Kax IOCTaBINUK AJIS1 CETEH HHTEPECEH HMEHHO
TeM, 4To roctasisieT u Nestlé, u Bebi, u Heinz, u Semper -
€C/IM TOBOPHUTH O KATErOPHUH JETCKHUX Kall. Kak pas uX COBO-
KyITHOe ITPeJCTaB/IeHKe Ha [I0JIKE AeTaeT HAIy KOMIIAHUIO
OUCTPUOYTOpOM-THAepoM. EC/IH yIIyCTUTH XOTsI 6b1 OOUH
6peH, 3Ta IKCKII03UBHOCTD TEPSETCS.

OnHaKo B pe3y/nbTaTe POCTa LeHEl B [PUBHEBOM 3KBHBa/IeH-
Te 60/IBIIAS YACTh IPOAYKIIMK CMEIIAeTCs U3 TPaIULIOHHO-
0 Cpe/IHEero LIeHOBOTIO CerMeHTa B TpeMHyM. JacTh IIOTpe-
6uTesneil OKa3bIBAETCS He FOTOBA M/ITH 3a OpeH/I0M U HIIeT
eMy 3aMeHy.

OfHUY ITPOU3BOAUTENIN He COIIAIIAOTCS YCTYIIUTh 3aKyII0U-
HYIO IIeHY, XOTSI 3TO IT03BOJIKJIO OBl COXPAHHUTH JIOSUIBHYIO
ayouTopuio. [Ipyrue, Hao60poT, paCCUUTHIBAIOT HA IIPUPOCT
IIPOJaK K TOTOBBI COBMECTHO C JucTpubyiuer RedHead
co3/1aBaTh 3 deKTUBHbIe MOMIETH IJIS PeaIu3aliuu.

OCTPO Adnh NOYYBCTBOBATDbL, YUTO OTICYICTIBUE

npeanoxeéHina B8 HU3KoOM ueHoBOM CEerMeH-

Te TPO3UT noTepeit 60NbWON aYyAUTOPUMN.

N
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Te, KTO Halle/IeH Ha CTpaTeryeckoe pa3sBUTHe Ha yKPAH-
CKOM PBIHKe, IIPUCIYIINBAIOTCA K MHEHHIO CIIeLHaIHCTOB
Halllel KOMIIAHUH U B BOITPOCax 1ieHoo6pa3oBaHuUsl, U B BO-
[IPOCaX IIPOJBISKEHMUS.

OIHAKO MBI JOJIKHBL PaCCMaTPHUBATb BO3SMOJKHOCTD 3aI10JI-

HeHHs HPO6EJ'[OB B CpeJHEM CeIrMeHTe, BOSHUKAIOMHX H3-3d

IepeMelleHUs OTAeNBHBIX 6peHI0B B 60J1ee BRICOKUH LI€HO-

BOI cerMeHT. B 3ToM mtane RedHead opueHTHpYeTCs Ha co-

TPYOHHUYECTBO C HALIMOHAJIbHBIMH KOMITAHHUSMH-IIPDOM 3~

BOAUTEIAMU B KATETOPHAX NJETCKOI'O IIMTAHKS B TUTHEHBbI.
OcobeHHO B HU3KOM IIeHOBOM CerMeHrTe, KOTOprfI 0 CHX

I10p He 6bI/T 0CBOEH KOMIIAaHUEH . [IPOIUIBIH TOf OCTPO AT
[IOYYBCTBOBATb, YTO OTCYTCTBHE ITPe/IJIOKEHUS B 9TOM Cer-
MeHTe TPO3UT I10Tepel 600N ayAUTOPHH.

retail chains demanded a deduction of
5% more than the others have or as the
alternative to leave the shelf, RedHead
chose the latter. And two weeks later
the operator reviewed the demands and
made concessions. After that the chil-
dren assortment of RedHead got back
into that retail chain.

THE THIRD STEP.
TO BROADEN THE MIND

The strength of RedHead distribution
is in consolidation of key brands of chil-
dren goods.

RedHead as a retail chain supplier

is of interest exactly for its brands as-
sortment including Nestlé and Bebi and
Heinz and Semper - if to speak about
children porridge category. It is their
cumulative representation on a shelf
that makes our company a leading
distributor. If just one brand is missed,
exclusivity will be lost.

However as a result of hryvnia prices
rise a large part of the products migrates
from the traditional medium price
segment to the premium one. It turns
out that a part of customers is not up

for going for a brand and searches for
substitutes.

Some manufacturers do not agree to
abate a purchasing price although it
could retain the loyal audience. On the
contrary the others expect the sales gain
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Japtoc Padkasudto
Darius Radkevicius

[

LLUAr YETBEPTbIMN.
PACNONOXWUTb K CEBE KJIMEHTA

OpHeHTHPOBAaHHOCTD Ha ITOTPeOUTENIBCKUH CITPOC CTAHO-
BUTCS K/II0YeBBIM paKTOPOM Pa3BUTHS AUCTPUOyLIH. [Tt
y/IyullleHHs OTHOIIEHUH C TOPTOBBIMU CETSIMHU U JIsI CO3/1a-
HUS 3P eKTHUBHBIX ITPe/ITIOKeHHUH Ha PhIHKE PYKOBOLUTEH
KOMIIaHUHM 06paTHIHCH K Jlaprocy PagksBudiocy, 6u3Hec-
KOHCYJIBTAHTY I10 BOIIPOCAM JIOTUCTHKHU U 0OCTy>KMBaHHUS
K/IHEHTOB.

Ilaploc PagKksiBUYIOC HAIIOMHUJL 06 M3BeCTHOM UCTHUHE: MHD
AyajleH, B HEM PaBHO Ba’KHbI U MaT€pPHaJIbHbIE F YXOBHBIE
LIeHHOCTH . U3MeHeHUe 0ajslaHCa Ha 3THX Becax BCerfa Iipu-
BOOHUT K necraﬁunumuuu. OTHOIIIeHH s C KIMeHTaMH, KOTO-

OTHOWEHUSA C KNUEHTAMMU,
KOTOpble pa3BUBAlOICA
TONbKO B NNOCKOCTU
pacyeToB, OTTPY30K

U CKUDOK, BEnyT

K TYNUKOBOMY PUHANY.

phIe Pa3BHBAIOTCS TOMIBKO B IVIOCKOCTH PACIeTOB, OTTPY30K
U CKHJIOK, BelyT K TYIIUKOBOMY duHay. CiieqyeT obpaTUTh
CBOe BHUMaHUe Ha TaKHe IIOHATHS, KaK yIO0BOIbCTBLE
KIHeHTa, ero OAINHHbIe [I0TPebHOCTH K BO3MOKHOCTH.
OTHoOIIeHUS, IJle SMOLIMOHAILHEIH CUeT He MeHee IleHeH,
yeM cob/IIofleH e YC/IOBUE ITOCTABOK U IIIATEXKek, BCera
OKa3pIBAIOTCS HoJlee ATTUTENIBHBIMU,, IPOAYKTUBHBIMH U JI0-
BepUTebHBIMH.

CoBMecCTHas pa60Ta C I[apmcom PagksaBrUUY0OCOM Hayaslach
B KOHIIe OCeHH 2014 roga v 6YII€T IIPOAOJ/IKATHCA Ha IIPOTS-
JKeHHH 2015-TO.

and together with RedHead distribution
are ready to create effective models for
realization.

Those aimed at strategic development
in the Ukrainian market consider the
opinion of the specialists from our com-
pany both in the issues of pricing and
promotion.

However we have to consider the possibility
of filling up the gaps in the medium price
segment that appear due to migration of
certain brands to the higher price segment.
In this regard RedHead focuses on co-oper-
ation with national manufacturers in baby
food and hygiene categories. Especially

in the low price segment that was not mas-
tered by the company until now. Last year
made it clear that absence of offer in this
segment threatens to lose a large audience.

THE FOURTH STEP.
TO WIN A CUSTOMER

To focus on a customer demand becomes

a key factor of distribution development.
To improve relations with retail chains and
to create effective offers in the market the
managers of the company consulted Darius
Radkevicius, a business adviser on the
issues of logistics and customer relation-
ships.

Darius Radkevicius reminded about the
well-known fact: the universe is dual, both
material and spiritual values are of the
same importance. A change of balance on
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KAK OBECNMEYUNTb TUWAEPCTBO B AUCTPUBYLUUNN

LUAr nsaTbIN. UCKHOYUTD
®YHKLUMNOHANbHYIO 3AABOEHHOCTb

ObpenumHeHMe 1071, 0OIMMUM PYKOBOJACTBOM /IBYX JeIapTa-
MeHTOB — HallHOHAIBHOM JUCTPUOYLINHU U JellapTaMeHTa
I10 YIIPaB/IeHUS LIeMISIMHU IIOCTABOK — JACT IIPEUMYIIEeCTBO
I10 HECKOJIBKUM KPUTEPUSIM, B IIEPBYIO OUepefb — IIpHU-
OPHTETY CKOPOCTH. BpeMsi, Heo6XOIHMOe Ha COIIACOBAHHE
JEeHCTBUH MEeXIY COTPYAHUKAMU ABYX JellapTaMeHTOB,
TeIlepb COKPATUTCS.

3anaya oobenuHeHun DNENAPTAaMEHTOB — AdTb

bonbwe cBOOOALI MeHenHepaM BMecCTe ¢ bonbwein

OTBETICTBEHHOCTbIO B NPUHATUU pEWEHMﬁ.

AenapTtameHT
HaLWOHa/IbHOM
AnNCcTpnéyuumn

Bagum

OpiioB
Vadim Orlov

C y4eToM TOro, YTO HeKOTOpble QYHKIIMH MeHeIKepoB JBYX
IernapTaMeHTOoB ObITH HIeHTHYHEI, 00beJHHEeHHe TakKe
HUCKITIOUUT GyHKIINOHATBHYIO 33IBOEHHOCTD. Beflb BO MHO-
THUX CIy4asix Co CTOPOHBI ITIOCTABIIMKA KOMMYHHUKAIIUIO

c RedHead BemeT ofiMH MeHe/Ikep — TeIrlepb TAKOK 5Ke IIPHH-
nuI 6ymeT mprMeHeH U B paboTe ¢ Halllek CTOPOHHI.

YTo KacaeTcsi BHyTPeHHeH KOMMYHUKALIMK MeXIY OTAeNa-
mu RedHead, To nupeKkTOp 06be I HEHHOTO HAIIPaB/IeHHUS
OUCTPUOYLIMH U [IOCTaBOK, Bagum OPJIOB, CYUTAET, YTO HH-
bOpMaLIMOHHBII ITOTOK CTAaHET 60jIee CIaKeHHBIM U, CaMoe
r1aBHoe, 6oree O6pICTpEIM. KittoueBrle TpebOBaHMS, KOTOPBIE
IIpe/IbsB/IsIeT JUPeKTOP K MHQOPMAIKMU, KypCHPYIOIer
MeK/Ty OT/ie/laMHU JlellapTaMeHTa, — JJOCTOBEPHOCTb, MOTHO-
Ta ¥ CBOEBPeMEHHOCTb. B TRyl eproy, KOrAa KasKAbIH
IeHb IPO3UT YOBITKAMH U ITOTEPSIHHBIMU BO3MOKHOCTSIMH,
CKOPOCTh KOMMYHHKALIMH U HHTEI DALl JeHCTBUH Ha BCeX

YPOBHSAX KOMIIaHHH SBJISIIOTCS I'TIABHBIM IIPHMOPHUTETOM.

JenapTtameHT
ynpassieHus
LensMm noctaBok
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that scales always results in destabiliza-
tion. The relations with customers that

develop only in the sphere of payments,

shipments and discounts lead to a dead-

end. One should pay attention to such

concepts as a customer’s pleasure, his real

needs and possibilities. The relations where

emotional accounting is not of less value

than following the terms of supply and
payments always appear to be longer, more

productive and confidential.

The collaboration with Darius Radkevicius
started at the end of autumn of 2014 and
will continue throughout 2015.

THE FIFTH STEP. TO ELIMINATE
DUPLICATE FUNCTIONING

An integration of two departments under
the common management - the national
distribution department and the depart-
ment of supply chains - will give priority
on several criteria, first of all - the prior-
ity of speed. The time necessary to coor-
dinate activities of the employees of two
departments will now shorten. The aim of

freedom to managers together with more

departments’ integration is to give more

responsibility in decision making. Taking
into account that some functions of man-
agers in two departments were identical
the integration will also eliminate dupli-
cate functioning. As in many cases from
the side of a supplier the communication
with RedHead is conducted by a single
manager - now this principle will be ap-
plied in our work as well.

As regards the inner communication
between divisions of RedHead, the
director of the integrated department of
distribution and supplies, Vadim Orlov,
believes that the information flow will
become better co-ordinated and, what is
of most importance - faster. The director
sets the following key requirements to
the information that flows between the
divisions of the department - credibility,
sufficiency and timeliness. In the cur-
rent period when every day has a threat
of losses and missed opportunities the
speed of communication and integrity of
actions at all levels of a company are the
major priority.

The aim of departments’ integration

is to give more freedom to managers

together with more responsibility

in decision making.
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How 70 adults

and children modelled
in clay their dream
children’s store or
Organic architecture
tn “Antoshka"

Leadership Concept
Reconsideration

“Antoshka” became the first own RedHead’s
brand when few thought about branding

in our country. Emotional part of “Antosh-
ka” brand was equally close to both clients
and employees of the retail chain. Either

of these groups saw “Antoshka” as a symbol
of childhood, a bright and funny image

as well as the quality standard, the example
of higher assortment and a service level

in comparison with typical shops. The first
few years “Antoshka” was gaining score

as the leader. By the end of the 2000s both
market and audience began changing. They
became more mobile, digital and pragmatic
considering increasing competitiveness.
These circumstances made “Antoshka”
change in order to keep leading positions.
The high quality and service became an in-
tegral part of retail. A children’s store had
to offer some other value than just a good

\- MV MAT23HAM, TlepBhie i€, YeM IIPOCTO YAAUHY0 -

AL UL UL HeCROTBKOYTET «AHTOIIIKAY "[TOKYHKY. purchase.




A B «AHTOLWKE»

C mosiBnneHueM «Mera-
AHTOIIKU» B CTPYKType
posHuLel RedHead Hawaso
Pa3BHUBaThCS HAIIpaBIeHHe
SHTepTelHMeHTa — pa3-
BJIEYEHUS U YCIIYT. ITO
MeHSI/I0 BOCIIPHSITHE
MarasuHa, Ho CIIyCTs
KaKoe-TO BpeMsI IIPHUIIIO
IIOHHMAaHHe, YTO HY>KHO
MEHSITh He TOJIbKO ITOJXO/T
K K/IMeHTY, HO U Becb Op-
TaHHU3al[MOHHBIHN JU3AHH
MarasvHa. MeHeIKMeHT
CeTH «AHTOIIKa» Hayasl
ITOMCK HJIeH UJIH JIasKe CH-
CTeMBl, KOTOpasi [I03BOMIU-
n1a 651 TpPaHCHOPMHUPOBATH
«IeTCKU CyliepMapKeT

€ 6 KaTerOpHsIMU TOBAPOB»
B 6oJtee LIeHHYIO UIEI0

JIJISL KJIMEHTOB,

I[lepBble MOIMIBITKH OTPaHU-
YHTHCh Cyryb0 BHEIIHUMU
H3MeHeHUIMH. B 2013 roxqy
y «AHTOIIKH» [TOSBUJICS
HOBBIM JIOTOTHUII. B HeM
KOMIIaHMS yIUIa oT obpasa
[epCcoHaXka, CBSA3aHHOTO

C UHGAHTUJIBHEIM JIeT-
CTBOM, W IIpe[iCTaBUJIa CBOe
BUJIeHHe COBPeMeHHOI0

JEeTCKOI'O Mara3rHa. 3a60Ta,

&3IIH U paH — 3TH IOCTY-

JIaThl, BU3YaJIM3HPOBaHHEIE
B JIOTOTHIIE, JIeI/IH B OCHOBY
Ja/IbHEeHIero pa3BUTUS
«AHTOILIKH» .

OnHako C IosiBJIeHHUeM Ho-
BOT'0 JIOTOTHIIA K Ha4a/IoM
BHeNTHHUX U3MeHEeHUH B PO3-
HUYHOM CeTHU He IIPOU30-
IO Ka4eCTBEHHOI'O PhIBKA.
BHyTpeHHee IIPOCTPAHCTBO
MarasyHOB, [IOHHMaHHe
[IePCOHA/IOM CBOMX 33a4
0CTaBaJIoCh HEM3MeHHBIM.

«AHTOIIKA» KaK IIOJIMHHbI
6peHz HaZIeNSIT CMBICTIOM
IesiTelbHOCTD BCEX COTPYA-
HUKOB PO3HHULIBL. B ciyske-
HUH JIeTCTBY, obecriedeHN U
BCeM HeoOXOIOUMBIM BUCITH
CBOIO MMCCHIO JIFOIU B «AH-
TOLIKe», OT IIPOAABLIOB

J10 AU peKTopoB. Ho B 110-
CIefiHee BpeMsl CTaJIO OUe-
BUJIHBIM, UTO HE0OX0IMMO
repeocMbIc/IeHHe bpeHAa.
HHBIMU CJIOBAMH, T€, KOI'O
«AHTOIIIKA» HAIIOIHSII
SKH3HBIO, TO/IKHBI ObLIH
BIIOXHYTb B HETO HOBOE
IBIXaHUe, 1aTh eMy BTOPYIO
SKHU3HDb B HOBOM, ITUGPOBOM,
IepMaHEeHTHO KPU3HUCHOM
MHUpe.

Tewepa das uzp - 30Ha 3Hmepmelinmenma 8 «Meaa-Anmouike», Odecca

Grotto for games is the entertainment zone at “Mega-Antoshka”, Odessa
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Hoswlil 8U3yanbHbIL CMILUA OMCKUX Cynepmaprermos
—
«AHmowika» (c 2013 200a)

—
New visual style of ‘Antoshka’children’s store (since 2013)
-

With “Mega Antoshka” opening a new
entertainment direction - amuse-
ments and service began developing in
RedHead retail structure. It changed
the concept of the store. However,

it became clear after a while that

both the approach to client and the
store organizational design should be
changed. “Antoshka” chain manage-
ment started searching the idea or sys-
tem that could allow to make “6 types
of goods children’s supermarket” more
valuable for clients.

“Antoshka” as a genuine brand endued
with sense all the retail employees’ activ-
ity. Every person in “Antoshka” from shop
assistants to directors saw their mission
in servicing childhood and providing with
everything clients need. It has become
evident recently in order to make a rapid
progress it is necessary to reconsider the
brand. In other words those who were
instinct with life by “Antoshka” should
breathe new life in it and give the second
birth to it in the new, digital world that is
permanently in crisis.
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A B «AHTOLWKE»

Bnepep B AeTCTBO

Yae Bcero KOpHH Kpea-
THBHBIX IIPOEKTOB PaCTyT
U3 IeTCTBa Co3maTener.
To, 4TO cO34aBaIOCh B [I€T-
CKOM BO3pacTe, 6bLIO HeIIo-
CpelCTBeHHBIM, He orpa-
HHUYEeHHbIM PaMKaMI/I ,
paBuaMu. TBOPYECTBO
6e3 KOHIIEIIIUIH U IIIKOJ,
TBOPYECTBO B YHCTOM
BUJE: He /15 IYOJIUKY,

a ns cebs.

YTo6BI CO30ATh ITPOEKT,
VHTEepPEeCHBIN JeTAM, HaJj0
CaMHKM OKYHYThCS B IETCTBO,
CTaTh IeThMH I10 06pa3y
MBIIIJIEHHS] ¥ CII0CO0Y BBIpa-
SKeHH S CBOUX UeH. MeTor
JIETIIKY U3 TJIMHBI — OJUH

M3 TaKMX CI10cob0B. Bele-
IUIMBaHUe COOCTBeHHBIMU
PYKaMHU 4ero-To HOBOTO, Ha-
JIeJIEHHE 3TOI0 HOBOI'O CMBIC-
JIOM I103BOJISIET B3POCTIOMY
YeJI0BeKy I1epeBOIIOTUTECS,
06paTUTHCS K CBOEMY BHY-
TpeHHeMy pebeHKy. Kacascp
nanblaMu 6echopMeHHOR
[JIMHBI, [TIOCTEIIeHHO ITPUa-
Basi 06pa3 3TOM [OJATIHBOM
Macce, B3pOCIIBIN Yel0BeK
HEeBOJIBHO 00paIaeTcs K CBO-
eMy [IeTCKOMY, [IepBUYHOMY
omBITy. OIIBITY, KOTOPBIH

B ODOBIYHBIX 0OCTOSATEIBCTBAX
HaXOIHUTCs B I1ybuHax bec-

CO3HATe/IbHOT0. Bo BpeMst
JIeTIKY BIIeYAT/IeHUs U He-
[10Cpe/ICTBeHHEIe 06pas3kl
TeTCTBa BRIXOOSAT Yepe3 PyKHU
HapyKy. IIpu 3TOM KpHUTH-
YeCKoe CO3HAHMe B3POC/IOro
BBIIIO/IHSET JTMIIb POJIb Ha-
6rrofaTesNst ¥ MOJepaTopa.

JTa TeXHHKA I103BOJIsSIEeT
CMOJIeTHPOBAaTh KOMOPT-
HOe IIPOCTPAaHCTBO U Ha-
IIOJIHUTD €r0 CMBIC/IOM.
MecTo, B KOTOPOM >KHUBET

U paboTaeT yenoBek, B3a-
MMOJIEHCTBYS C IPYTHMH,
ABJISIETCS MECTOM IIepeceve-
HUS Pa3IMYHbIX SHEpPIUH.
PacrionoskeHuUe IIpeIMeTOB
B IIPOCTPAHCTBE eCTeCTBEeH-
HBIM IIyTeM — Oe3 BMella-
TeJIbCTBA CO3HATEJIbHOTO
«4eJI0BeYeCKOoro pakropanr,
10 HAUTHIO, — YaCTO SABJIs-
eTcst Haubosee yIoOHBIM.
Haxopsch 1 repemeinasch
B 3TOM IIPOCTPAHCTBE, YejI0-
BEK YyBCTBYeT cebsi JIerko,
packpemnoieHHo. Takoe
IIPOCTPAHCTBO CIIeLIHAJIH-
CTHI Ha3bIBAIOT «OpraHM-
YeCKUM», a HallpaBjieHue
[IPO@KTHPOBAHH S JKUJIOTO,
O0pHCHOTO K KOMMEePYeCKO-
r'o IIPOCTPaHCTBA HA OCHOBE
3TUX IIPUHIIKIIOB — «Opra-
HHUYeCKOM apXHUTEKTyPOH».

!
YuacmHuku aenku 8 «Meza-Anmouike» (Odecca) — compydnuku

03HuLbt RedHead u ux 6emﬂhw v

articipants of the modellihglin cla); process at “Mega-Antoshka”
(Odessa)- RedHead retail employees and their children

R
S

Forward to childhood

To create a project that is interesting

to children one has to dip into child-
hood and become a child on the way

of thinking and expressing ideas.
Modelling in clay is one of such meth-
ods. Modelling something new with
your own hands and giving that new
some sense let an adult transform and
turn to his/her inner child. Touching
formless clay with fingers and little

by little shaping this pliable mass any
adult unintentionally refers to his/her
original, childish experience, the one
which is deep inside the unconscious
under normal circumstances. Dur-

ing the modeling process impressions
and direct images of childhood come
outside as long as critical consciousness
of an adult plays the role of an observer
and moderator.

This technique allows to form comfort-
able space and fill it up with sense. The
place where a person lives and interacts
with others is the point of different
energies intersection. To dispose objects
in space in a natural way without con-
scious, “human factor” interference,

by intuition is comfortable. Being and
moving in such space a person feels
more relaxed.

Experts refer to such kind of space as
“organic” and the approach applied in
designing houses, offices and commer-
cial real estates based on such principles
is called “organic architecture”.
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OPFTAHMWYECKAA APXUTEKTYPA B «AHTOLWKE»

TIpumepst ocywiecmeAeHHblx npoexmos Macmepckoil «Opeaudeckan ApXumexmypan»
Examples of “Organic architecture” workshop realized projects

RedHead Ne8 / 2015

9T0 HampaBeHUe 0b6Benu-
HsieT B cebe Bce 371e MeHThI
I3ariHa, 6H03HepreTHUKH,
IICUXOJIOTUH, APXUTEKTY-
Pbl, HalleJleHHbIe Ha FapMo-
HUYHYIO JXH3Hb Yejl0oBeKa

U ero IMMO3UTHBHOE B3aU-
MOJIeHCTBHE C APYTUMU
JIIOIBMH B OIIpefieIeHHOM
IIPOCTpPaHCTBe. B YKpanHe
IJIaBHBIM H/I€0JIOTOM OP-
raHHYeCKOM apXHUTeKTyPEI
aBinseTcsa [ned YCaKOBCKH.
Macrepckas «OpraHu-
4eCKOHM APXUTEeKTYPbI»,
KOTOPYIO OH IIpefCTaBIseT,
JelCTBYeT B psifie CTpaH EB-
porbl ¥ FOKHOHM AMEpHKH.

Taeb Ycakosckuil

Gleb Usakovskiy

Y MacTepcKo ysKe ecTb
HEeCKOJIbKO pean3o-
BaHHBIX KHUJIBIX [IPOEK-
TOB — OT YaCTHBIX JJOMOB
JI0 LI@JIOTO SKHJIOTO KOM-
IJIeKCA, BBICTPOEHHOTO
I10 IPUHIUAIIAM OPraHU-
YeCKOM apXUTeKTYPEL.

A [/15 KOMMepYeCKUX
06BeKTOB OpraHHYecKas
APXUTEKTYpa IIOMOTaeT
BBISIBUTEH B3aHMOCBS3b
K/IMEHTA U COTPYAHH-
Ka C IIPOCTPaHCTBOM
MarasvHa Uiau odpuca,

Y BBIBECTH 3TY CBA3b

Ha KayeCTBeHHO JPYyrok
YyPOBEeHb.

This approach joints all the elements
of design, bioenergetics, psychology
and architecture aimed at harmonizing
human life and positive interaction in
certain space. Gleb Usakovskiy is the
main ideologist of organic architecture
in Ukraine. The “Organic Architecture”
workshop introduced by him operates
in a number of European countries and
South America.

The workshop has already had several real-
ized dwelling projects comprising private
houses and a dwelling complex built ac-
cording to the principles of organic archi-
tecture. This approach helps single out the
connection of a client and an employee
with store or office space in commercial

estates and promotes it to a higher level.
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OPFTAHMWYECKAA APXUTEKTYPA B «AHTOLWKE»

AMUTpun Pacckasos,

ANDPEKTOp AenapTaMeHTa pO3HUMLbI:

«Katouesoli n100x00 0p2anuteckux apXUMmexmopos 3akAo4aemca e no-
3HAHUU Mupa Yepe3 Aenky. B npouecce co30aHus Ho8bIX 06veKmo8 dAs
SKU3HU U pabomel UxX KAUEHMbl Aensm Hekue udeaabHble MbicAedopmbl,

06pauasce K ceo0emy npowAoMy onbimy, UCoAb3ys Npu IMom nepeudHbLi
Mamepuan— 20H4APHYIO 2AUHY».

TTOMCK HOBBIX LIEHHOCTEH
IUISL «AHTOIIKH» IIPOKCXO-
JVJT TIAPaJUIeNIBHO C OIITH-
MH3aLIMeH TOProBhIX IUIO-
Iafiel pO3SHUYHOU CeTH.
HHHUIIMaTHUBHAs TPyIIIIa
RedHead B cocTaBe crieLiu-
ATHCTOB IeMapTaMeHTa
PO3HULIBI U elTapTaMeHTa
HE[IBISKHMOCTH 06paTu-

AHHa BapbaHeu,

nack Kk [71eby YcakoBcKOMYy,
4TOOBI HAMTH OJHOBPEMEH-
HO pelleHHe HECKOIBKUX
3aa4. [IpUHLIMIIEL Opra-
HUYEeCKOH apXUTEKTYPbI
MIPeCTaBISIOT 060 boee
ry6OKUH U B TO 5Ke Bpe-
M eCTeCTBeHHBIH IIOAXOT,
I10 CPAaBHEHHIO C JPYTUMH

IIpeaIOKEHHSIMHU Ha PbIHKe.

LVPEKTOp AenapTamMeHTa HeBMXMMOCTU:

«3mo kak iPhone: ecrmb oH — u 8ce ocmanbHble meaedorsl. K ecau 8bl 00-

HaKObL nONpobosanLl e2o, 8l yske He CMO3KeMe BEPHYIMIbCS K Opy20Mmy.

Kakum-mo 0bpaszom co3damensm 3mozo ycmpolicmea yoaaocy nocmudb

HeAaoseKa, NoHAMb e20 UHMYyUmusHble SkeaaHus, npeayzaaamb ux. Iloap-

3yacw iPhone, 86l He dymaere, 20e 8am HAIMU HY3KHYH QYHKUUIO, OHA

Kaxk 6y8mo cama okasvleaemcay eac Ha euay. 3decp 8ce ecmecmaeHHo

U npedeAbHo PyHKUUOHAABHO. Bom 8 3mom u 3akatouaemca udes opaa-

HU4eCK020 npocmpancmea — 8 ydobcmae, KoMpopme u UHMYUMUBHOM

LICNOAb30BAHULL 8 CBOEM 00ME MbL HE ayMﬂE‘M, 20e 83amp mo, 4mo Ham

HY3KHO, A pocio bepem 3mo».
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151 «AHTOIIIKU» KOMAaHa

OpraHHYecKUX apXUTeK-
TOPOB IIOCTapajlach HAalTH
HOBBIH LIeHTP IIPUTSIKe-
HUSI, BBISIBUTD U3 Y3Ke Cyllle-
CTBYIOIIMX IIPeHMYILeCTB
Te YHUKa/IbHBIE aKLeHTHI,
KOTOpBIE CITOCOOHBI CO3aTh
Wow-39deKT 0T ITocelle-
HUS JETCKUX Mara3suHOB
RedHead. C 3ToM 11e/IBIO
6BIIH IIPUTTIAIIEHbI 115
TBOPUYECKOH paboTHI pyKo-
BOAUTENU U COTPYAHUKHU

obuca po3HULIBI, IIEPCOHAT
MarasyuHOB — IIPOJaB-

LIbI, KACCHPbI, aAMHUHH-
CTPaTOPBL ¥ AU PEKTOPHI,

a TaKKe UX IeTH. B meka-
6pe 2014 roma CoCTOSIIOCH

7 ceccuti (4 — B Ofnecce, 3 —
B Kuege) o wiermke 6ymyIme-
ro», B KOTOPBIX y4aCTBOBAJIO
6osee 70 4yesioBeK. B omHOM
M3 CeCCHUH TaKKe MPHHSI
y4acTHe Biafiesiel] KOMIIa-
HUH, Bnagucnas bypaa,

CO CBOEH CeMBbeH.

Dmitriy RASSKAzov,
retail department director:

“The key approach of organic architects implies the
cognition of the world through modelling. Creat-
ing new working and living places their clients
model some ideal mental images referring to their
past experience while using potter’s clay as a raw
material.”

Search for new values for “Antoshka” was
being conducted along with the optimi-
zation of retail areas. RedHead’s action
group including experts form retail and
real estate departments applied to Cleb

Usakovskiy to deal with several challenges

simultaneously. Organic architecture
principles imply deeper but natural ap-
proach in comparison with other offers
on the market.

When dealing with “Antoshka” the
team of organic architects has done
their best to find a new attraction
center, to single out among the exist-
ing advantages those unique accents
that can create a wow-effect of visit-
ing RedHead children’s stores. For the
creative work to be done managers and
staff of the retail office, personnel of
the stores - shop-assistants, cashiers,
administrators and directors as well as
their children were invited. In Decem-
ber 2014 there were 7 sessions on “future
modelling” (4 in Odessa, 3 in Kiev)
where more than 70 people participated
in. The owner of the company Vladislav
Burda with his family also took part in
one of the sessions.
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OPFTAHMWYECKAA APXUTEKTYPA B «AHTOLWKE»

The architecture of pleasure

The method of dealing with global objec-
tives by means of attracting people from
various spheres of company’s activity is
not new. We can remember assortment
committees where professionals from
retail, distribution, supply and finance
departments make a joint choice on
priorities of product categories or a large-
scale project on determination of the
very essence of the company’s business -
the project “NEW 15” that was the one to
give birth to the new name - RedHead.

I! %pue/lequﬂue demeti k aenke daao apKkoe sudetue
bydyusux maza3uHos

Involving children in the modelling in clay process K#ES

Iresulted in the bright vision of future stores\ i -
=

- s
SOnbimHble compyOHUKL «AHMOWKLY 0eAUAUCh
I s T e

| ‘ceoumu 832A90amu

ApXUTEKTYpa YA,0BO/IbCTBUS

Criocob pemats robanbHbIe
3a7lavM C y4acTHeM JIIofien
M3 pasHEBIX chep AeaTeNlnb
HOCTH KOMIIAaHHH He HOB.
Jl0CTaTOYHO BCIIOMHUTH acC-
COPTHMEHTHbIe KOMHUTETHI,
IJie CITeITHaTHCThl U3 PO3-
HHUIIBL, TUCTPUOYLINH,
JerapTaMeHTOB ITI0CTABOK
U QUHAHCOB COBMECTHO
BBIOKPAIOT IIPHOPUTETEI

I10 TOBAPHEIM KaTErOpHUSIM,
HTH MaCIITaOHBIN IPOEKT
I10 OIIpefie/IeHHIO0 CAMOK
cyTu 613Heca KOMIIAaHUK —
npoexT “NEW 15”, KOTOpBII
Y IIPHBeJI K II0SIBJIEHHIO HO-
BOro HasBaHUS — RedHead.

Y Bcex yYaCTHHUKOB CECCHH
I10 JIemKe 6b110 COBCTBEH-
HOe BUJIeHHe «AHTOIIKHU»,
HO pe3y/IbTaThl BBISBU/IH
HECKOJIbKO 00IHX KPUTe-
pues. Ilo oulerke I 1eba
YCaKoBCKOIO, B 85% CIIy4YaeB
[JIaBHBIM IIPOCTPAHCTBOM
HUeajbHOro MarasmHa
«AHTOIIIKA» YYaCTHUKH
JIETTHJIH UI'POBYIO 30HY.
BOJIBIIMHCTBO TaK UK
HHaYe COIrJIACH/IUCH C TEM,
YTO UTPa — 3TO OCHOBA KH3-
HHU, Pa3BUTHSI, 0O0ydeHUs.
®aH, [10 MHEHHIO MHOTHX,
JOJKeH HaYMHAThCA elle
JI0 [TOpOra MarasyHa.
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Yuacmuuku ceccuil no Aenke bydyusezo «AHmowku» 8 Kuese

i

Tt _—
articipants of the modelling in clay session on future “Antoshka”

Y-

All the participants of the modelling
sessions had their personal view of “An-
toshka” but the results revealed several
common criteria. According to Gleb Usa-
kovskiy in 85% of cases the main area of
the ideal “Antoshka” store was modelled
by the participants as a playground.

One way or another the majority agreed
that a play is the foundation of life,
development and learning. Many people
supposed that fun should begin well be-
fore the threshold of the store. The area
in front of “Antoshka” may appear to

be full of specific attractions. Vladislav
Burda suggested creating a park “7 Won-
ders of “Antoshka”, 7 objects that put
fantasy and pragmatism together. The
building of the store outwardly resem-
bled a castle in many cases, some saw

it as a glass labyrinth or a sphere with

a great number of caves - sales areas and
playgrounds where only children can
pass for their height.




'w'

OPFTAHUYECKAA APXUTEKTYPA B « AHTOLUKE?»

enka 8 ueHmpaasHom oduce RedHead ¢ yuacmuem pyrosodumeneil pasHsix denapmamenmos

Heads of different departments participating in the modelling in clay at Redhead central office

dHead Ne8 / 2015




OPFTAHMWYECKAA APXUTEKTYPA B «AHTOLWKE»

Okpyan0e npocmpaHcmeo mopa06020 3aAa, pacnonosKe-
HUe M0AOK 11038051 AB2KO OPULHIMUPOBAITILCS 10 BCEM
Kkamezopusm mosapos. oeaabHas noaka — c paduycom

OKRpy>KHOCMU 2-3 Mempa — CAOBHO «0bHUMAeM» KAUeHMA.

Roundish space of the trade area and the arrangement of
shelves allow to find any goods easily. An ideal shelf with
the radius of 2-3 metres looks like it is going to embrace a
customer.

Maza3uH Ha4uHaemcs ¢ 20pKu — on camozo exoda. Mepo-
80€ NPOCMPAHCIMBO HA MeppurmopuLL 8ce20 Mazasuta, 0Ho
pasdeneHo 1o yposHAM — 0AS pasHbIX 803PACHIO..

The store starts with a slide at the very entrance. Play

area is around the store and it is divided into the sectors for
different ages.

Omden «do poskdeHus» — daq mam. B ueHmpe npocmpan-
mea — KpecAa 0AS KOHCYAbmayu, Yaenumuil, ¢ MOHUMO-
pom 045 npe3enmayuil u CMoAUKoM Kamaao208. Bce mo-
8apbl pacroAosKeHbl 1o Kpyay.

“Before the birth” department is for mothers. There are
armchairs for consultations and tea drinking as well as a
monitor for presentations and table with catalogues in the
middle of the area. All the goods are disposed round.

Maza3suH 8 8ude UgemKa: KOAUHECITIBO «AeNeckos» Co-
omeemcmayeit pasnu4HbIM KAMe20puiiHbIM MOBAPHBIM
30Ham. B uenmpe mazaszuna - depeso ¢ MoHUMopamu.
The store shaped like a flower where the number of “petals”
corresponds to the different categories of goods. There

is a tree with the monitors in the middle of the store.
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MaezasuH, 1o RoMoPoMy MOKHO KAMAMbCA
Ha naposose!
The store where one can ride on the train!

LieHmpaAbHOe Mecimo — Kacca 8 8Ude CMeKAHHO20 wapa
€ nodsewleHHbLM BHYMPU CTYAOM.
The central place is a checkout counter looking like a glass
ball with a chair hanging up inside.

Modenb demcroz0 3amka 8 Maza3sute. ITo 0be cmopoHbt
3a4a pasdeneHbl meopqeckue mMacmepcrue - 041 Manb4ul-
K06 u 05 degouex. B ueHmpe 3aaa - d8a mpoHa. 3amox
omdeasem om mop208020 3aAa nodeecHoil mocr.

Amodel of a children’s castle in the store. There are
separated creative workshops for girls and boys on both sides
of the store. There are two thrones in the middle. A pendant
bridge separates the castle from the trade area.

Heposas KomHama ¢ 20pKoli U 8bideAeHHOL 30HO(I

0buweHus daa podumeneil,
A playroom with a slide and a special zone for parents
to communicate.
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OPFTAHMWYECKAA APXUTEKTYPA B «AHTOLWKE»

TIpumep uzposoli 30Hbt - ¢ 08yMA yposHAMU. B uzposom
npocmpancmae makske pacnoAoKeHbt 6oabulLie MOHU-
MopbL U IKPaH — 04K 0eMOHCMPaUL PerAaMHBIX POAUKO8
u 045 nokasa obyuarouux Gpuabmos.

This is the example of two level play area. There are also
some big monitors and a screen to show commercials and
educational films here.

CoeduHetue payuoHaNbHO20 U IMOUUOHAALHO0: 02POMHOE
depeao, cumsoAU3UpYIOWLee NepenAemenue, 83aUMOCBA3L
NOKOAeHULL; 20pKU 0AR KAMAHUA U — PACNOAOKEHUE 111084~
P08 pa3sHbiX Kame20puil 80Kpy2 U2posoli 30HbL.

Both rational and emotional components are represented by
a huge tree symbolizing the interweaving and interconnec-
tion of generations, a slide and disposition of different goods
around the play area.

3decy UeHmMpom npUMKeHUs Ma2a3uHa A8Asemca
Kkapyceas. IIpocmpancmeo 04s uzp u passaeqenuil -
20A8HbLIl NPUHLUN HOB020 MA2A3UHA.
Aroundabout is an attraction center here. Play and
entertainment area is the core of a new store.

O0uH u3 npoemos, co30axHbIx demomu. Mazasun

€ 4 U2posblmu bawHAMU, 8 00HOI U3 HUX — 0Bcepsamopus.
Ecmb pasdenenue: bawHu 042 MaAb4UKo8 U 0As degoqex.
Astore with four play towers is one of the projects created
by children. There is an observatory in one of them. They are
divided into the towers for boys and girls.
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CHosa npunyun 0bzeduHatowe20 depesa 8 ueHmpe.
Maza3uH Yemro 30HUPOBAH: U2p0BOE NPOCMPAHCITEBO,
kage, mopaosvle padbl — 30Hbl COEOUHAIMCS MOCIURAMU.
And again there is a principle of consolidating tree in the
middle of the store which is clearly divided into the zones

of playing games, café and trade rows. All the zones are
connected with bridges.

Euwie 0duH sapuanm Kaccbi: 02pomHoe depeso.
One more variant of a checkout counter is a huge tree.

ARUeHM Ha Kacce 8 eHmpe mMazasuna: domuk be3 yenos,

8 KOMOPOM ylomHO pasmewaemca kaccup. Ha kacce - bec-
naamble caadocmu. OmdeneHa 30Ha mamepu u pebeHka.
The middle of the store is marked out. There is a house
with no corners where a cashier is. Free sweets are at the
checkout counter. Mother and baby zone is separated.

B uenmpe mazasuna — naowadka das npogedenus co-
bbimuil u uep — cpasy ¢ eakoil! Hedaneko pacnoaosket
myabmumeduiinbiii IkpaH, padom — bacceiin. Co 2 3masa
MO3KHO CYCMIUMbCA N0 20pPKe.

There is some area for holding games and events with a fir
tree in the middle of the store. There is a multimedia screen
and a pool next to it. One can slide down from the second
floor.
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OPFTAHMWYECKAA APXUTEKTYPA B «AHTOLWKE»

TamvsaHa Bypda na meopueckoli ceccuu smecrme

€ YAeHAMU Cembll U MOn-MeHedKepamu KOMNAHUL
Tatiyana Burda takes part in the creative session
together with the family members and company’s
top-managers

IIpocTpaHCTBO Hepen «AH-
TOILKOM» MOXeT 0Ka3aThCsl
HaIIOJIHeHHBIM CIIeII1-
dHUYeCKMMH aTTPaAKLKO-
Hamu: Bragucnas bypaa
IIPeJIOSKUI CO3AATh IIapK
«7 4yzec ,,AHTOLIKH “», CEMb
00BbeKTOB, COeIUHSIIONINX
daHTa3HIO0 U IparMaTU3M.
3maHye Mara3’yHa BHeIIHe
y MHOT'MX HallOMHUHAJIO
3aMOK, Yy KOIO-TO — CTe-
K/ISIHHBIe TaOHUPHUHTHI,

y KOT0-TO — chepy ¢ MHOKe-
CTBOM IIeIIeP — TOPrOBBIX
3aJI0B ¥ KOMHAT JIJIS TP,
KyJia I10 pOCTy MOTYT IIPOM-
TH TOJIBKO JETH.

JeTCKUM Mara3uH JOKeH
6BITH ITPO3PAUHBIM, C YIIH-

LBl TOJIKHO OBITh BUIHO,
YTO BHYTPH IIPOHCXOIUT
IIOCTOSTHHOE JIeFCTBO, KO-
TOpOe UHTEPeCHO JeTSIM.
He BaskHO, 3TO pa3bes-
SKaIONIUH I10 3a1y I1apo-
BO3-BUTPHHA KU [IEPeBO
raJKeToB, II0 KOTOPOMY
JIa3al0T MajleHbKHe I10KY-
aTeau, — rJIaBHOe, UTO
9TO BeceJio.

Cdepudeckum, OKPYI/IbIH
[IPHUHLIMII OPTaHU3aA U U
IIPOCTPAHCTBA B « AHTOLI-
Ke» — TOKe OUH U3 QyH-
DaMeHTaIbHBIX. K3 10605
TOYKH 3aj1a BHYTPH MarasHu-
Ha JI0/DKHO 6BITH yI06HO co-
PHEHTHPOBaThCA U YBUAETD
OpyTHe 30HBI.
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AHHa BapbaHel:

«... Kpy2A0e NPpoCMpancmao, bes y2A08, ¢ KAKOL-MO AKMUBHOCIIbIO

8 kaxxdoii mosapHoii 2pynne. IHmepecHo 6biA0 b6l makske cdeaarmsp
KRpy2Ayt0 KACCY U pasmecmumb ee 8 cepedune 3a4a. Imo 8ed ydobHo:
noKynameAb Mokerm 0CrmaguMb Ha KACCe MOKYNKU, 0mobpaHHble

8 00HO(I Yacmu Mazasuna, u nepeiimu 8 opyyto Hanezke — 3a HOBbIMU
MOKYNKAMU UAU POCITIO NOU2PAMbY.

AMUTpnin Pacckasos:

«LAa8Hblil 80MPOC — KAK cOeAartb CKA3KY KOMMepUecKU YCnewHoi?
Hdeu oueb 3axsamplsatoujue. K Ham Hy>kHO Hallmu banaHc meskdy
$anmasuamu u peaabHocmoto, ofipedeaurms iy doAk, KOMOPYIo Mbl
CMO3KeM Peanu308aris, ONUPAACH HA PAUUOHAALHBIL, Npazmamuy-
HbLii nodxod. Jlemu, HagepHoe, bydym e socmopae om bacceliHa ¢
AUMOHAOOM, HO K020 8bI6PAITb NOCMABULUKOM, KAKUE CAHUMAPHbLE
mpebosanus K makomy bacceliny? Ml makux 80npocos 803HUKaem
HeMano».

A children’s store should be transpar-
ent, from the outside one should be
able to see a constant action happening
inside, which is interesting to children.
It is not of importance if it is a locomo-
tive-showcase moving around the sales
area or a gadget-tree that little custom-
ers climb up and down - what is really
significant that it is funny.

A spherical, roundish principle of area or-
ganization in “Antoshka” is also one of the
fundamental ones. From any point inside
the store one should be able to orientate
him/herself easily and see other zones.

Anna VARBANETS:

“...round space, without corners and there are some
activities in each product group. It could be interesting
to make a round cash desk and place it in the middle
of the sales area. It is really comfortable for custom-
ersto leave all the purchases chosen in one section

of the store and move to another one for shopping
orjust to play.”

Dmitriy RAssKkAzoV:

“The main issue is how to make a fairy tale be a com-
mercial success? The ideas are breathtaking. And we
need to find a balance between fantasies and reality,
to determine the part that we will be able to real-

ize basing on a rational and pragmatic approach.
Children will probably be enthusiastic about a pool
with lemonade, but who to be chosen as a supplier,
what sanitary requirements should be applied to such
a pool? And there are many questions of this kind.”
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B «AHTOLWKE?»

Bnagucnas byppaa:

«H0es opzaHuMecKoll apXumexmypbl — c0e0UHUMb 8 NPOCMPaH-
cmee compy0HUK08 U KAUEHITI08, Komopyle 6ydym Haxooumbcs
Mam opeaHu4Ho u 6ydym HANOAHAMb 31M0 NPOCMPAHCMBO No-
3UMUBHoLL IHepauell, — MHe 04eHb bau3Ka.

MBbl Hauaau pabomy c Taebom Ycakosckum, op2aHu4eckum
apxumexmopom, Kormopozo Ham pekomerdosaa apioc Padks-
sutoc. Iepsblil 3man Hauie2o compyoHudecmeaa bbin noceauiex
MOUCKY CMbICAO8, U IMOM NOUCK NPoX0dUA 0CMAIMOUHO UHMe-
peco U HeobbIMHO. YHACTHUKU M0AYHAAL KYCOK 2AUHBL, U3 KO-
mopoil Hy>kHO BblAo caenumb «AHmowiky». Bo 8pems aenku Laeb
06WaACA € RAKObIM, YMOUHAA, UMO UMEHHO DeAdem 4enosex,

8 Kaxyto popmy oH obaekaem demckuil MazasuH u nouemy, ka-
KUM BHYMPEHHUM CMbICAOM OH HAOEASEM C8010 KOHCMIPYRULLIO.
Takum 0bpasom, 8b1481Aacb HAUBOAbWAA NOMpPeGHOCTL —
KAtouesol crmepskerb KoHuenma bydyuie2o mazasuxa.

Bo spems moii ceccuu, Ha KOMopoil Mbl y4acmBeosaAu Hauleil ce-
Mbelil, BCe 2080pUAL O MOM, UIMO «AHMOLIKe» He XBAMAerm u2pbl,
passaeqeruil. Flzpa — 3mo cmano 2AA8HbIM, 4IM0 Mbl 3aX0MmeAu
NPUBHECMIU 8 «AHMOWKY».

TTockoAbKY HAWA KOMNAHUS — CeMeliHas, mo 04 meHs bblA0
BA3KHO, 4IM0 8 AerKe NpuHaAU yuacmue demu, uma u Tumo-
peil. BaskHo, 4mo oHu 8udeAu, KAK GOpMUPYeCca KOHUENLUS
bydyuwe2o popmama Hawell po3HULbL, U CMO2YHM 8n0cAe0CMBUL
ysudemb pesyAbmam Hawux npeobpasosanuii, omcaedums
npouecc.

Y3Kke 04e8U0HO, UITI0 8 nepcnekmuse KOHLeNuus Mazasuxa, no-
CMpPOEHH020 HA OCHOBE NPUHLLUNOS 0p2aHUeckoll apXumekmy-
pbL, CMAHE HAWUM HOBbLM KOHKYPEHITIHbLM NpeuMyLiecsom.
TIpeumyuiecmeo 8 sude accopmumenma u Kadecmea mosapa
y3Ke He A8AAeMca MaKosbim — 3o nepeuino 8 paspad 06a3a-
MeAbHbIX XAPAKMepUCTIUK, Anpuopu, NO3Momy Mbl 00AKHbL
1npedAosKUMb C80UM KALEHMAM NO3UMUBHbLE IMOLUL, Bredar-
NeHUs, KOMOpble OHU He oAy4an 60Abuie Huz0e».

mumpuil u Tumodell Bypda Ha ceccuu Aenku bydyuuiezo «AHmowKu»
— i
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gDmitriy and Timofey Burda take part in future “Antoshka” modelling
L

fin clay session - ; i
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“The idea of the organic architecture s to put the staff
and customers together into one area where they will feel
organically and will fill up this area with positive energy
attracts me very much.

Vladislav BURDA:

We started our work with Cleb Usakovskiy, an organic
architect, recommended by Darius Radkevicius. The first
stage of our cooperation was dedicated to the search of
senses and it was going on in an interesting and unusual
way. The participants were given pieces of clay from which
they had to model “Antoshka”. During the modelling
process Gleb was communicating with each participant
clarifying what exactly the person is doing, what form he
gives to the children’s store and why, what inner meaning
he gives to his/her construction. Thereby the greatest need
was revealed - the key stem of the future store concept.

During that session where my family and I participated
in, everybody was telling that “Antoshka” lacks a play
and amusements. A play became the most important idea
that we wanted to introduce in “Antoshka”.

Aslong as our company is a family business it was impor-
tant to me that children Dima and Timofey participated
in clay-modelling. It is significant that they saw how

the concept of our future retail format is being formed
and afterwards they will be able to see the result of our
transformations that is to follow the process.

Itis already evident that in perspective the store concept
based on organic architecture principles will become our
new competitive advantage. The advantage in assort-
ment and products quality is not at an advantage any
more - it has moved into the list of obligatory character-
istics a priori, that’s why we have to offer our custom-
ers positive emotions and impressions they won’t get
anywhere else.”
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«AHTOLIK3»

N MYNbTUKAHANbHbIE
NPoA,a>XKu
HacTynuBLLero
yayuero

!

PUTMA XXU3HU Y HbIHEWHWUX MOTPEBUTEJ/IEN
CTUPAETCHA TrPAHb MEXAY NOKYIMNKA

NMOKYMNATEJIb MOXET AAXE HE BbIXOAUTb
HA YJIMLY. TAKOM CNOCOB NMNEPEKJ/IIOYEHUS
MEXAY PA3HbIMU CMMTOCOBAMMU

MNMOKYNKWU CNEULUNAJINCTDbI HA3DbBIBAIOT
«“MYJNIbTUKAHAJIbHOCTDbIO». U POCT NPOAAX
MONYYAIOT HE OTAEJIbHbIE TOPITOBbIE
naowWAAKNU, bBYAb OHU B TOPIrOBbIX
LLEHTPAX WJIN HA BEB-CANTAX, A BPEHADI,
3ACNIYXUBLWUE LOBEPUE CBOUX KJIMEHTOB
N CYMEBLWUUE BOCINOJIb3OBATbCSA DIGITAL-
BO3MOXHOCTAMMWU.

©
“Antoshka™

and multi-channel
retailing of the
future arrived

MULTI-CHANNEL RETAILING

IN MODERN TRADE IS WIDELY
SPOKEN ABOUT IN RECENT YEARS.
WITH THE DEVELOPMENT OF MOBILE
TECHNOLOGY, SOCIAL NETWORKS
AND ACCELERATING PACE OF LIFE
CONSUMERS DO NOT FEEL THE CLEAR
DIFFERENCE BETWEEN SHOPPING
ONLINE AND IN RETAIL STORES. ONE
CAN OBTAIN THE INFORMATION
ABOUT THE PRODUCT IN MANY
WAYS AND NOT JUST IN THE TRADE
AREA ASKING THE SALES ASSISTANT,
BESIDES, A CUSTOMER DOES NOT
NEED TO GO OUTSIDE TO HAVE

THE GOODS DELIVERED.

SUCH A METHOD OF SWITCHING
OVER THE DIFFERENT WAYS

OF SHOPPING IS REFERRED

TO AS "MULTI-CHANNEL"

BY EXPERTS. THUS IT IS NOT

THE SPECIFIC TRADING AREAS
THAT GET THE SALES GROWTH

NO MATTER IF THEY ARE IN MALLS
OR ON WEBSITES BUT THE BRANDS
THAT GAINED THE TRUST

OF CUSTOMERS AND MANAGED

TO TAKE ADVANTAGE OF DIGITAL
CAPABILITIES.




«AHTOWKA» N MYNbTUNKAHAbHDBIE MPOOAXMW
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YToOBI OIlpenenuTh DabHEHNIIYIO CTpaTe-
CHI0 Pa3sBUTHS OpeHIIa «AHTOIIKA», BiIaJie-
JIel] KOMIIAHWM Brnagucias bypoa BMecTe

C JUPeKTOPOM JelapTaMeHTa PO3HHULIbL
RedHead Imutprem Paccka3oBBIM B CEHTSI-

6pe 2014 rofa IoCeTHUIN MHUPOBOL KOHI'Pecc

puterina B [Tapuxke.

Kak ormeyvaror Bragycnas bypaa u Imu-
TpUH PaccKa3oB, 3TO COTPYAHUYECTBO MOKET
IIPUHECTH OTPOMHBIE AUBUIEHHI B AAJIb-
HeHIIeM, a OTAe/bHbIe PaKThl, 3aMeUYeHHbIe
BO BpeMs KOHIpecca — KaK, HallpuMep,
OTCYTCTBHE IPYTHUX PUTELIEPOB U3 YKPAHHBI
WJIH CUMBOJIMYHOE COCEICTBO JIOTOTUIIOB
RedHead u Walmart B uapopmariionHom
6yK/ieTe KOHIpecca — BOOLYLIEBIISIOT U JAIOT
IIpaBo HazesITbcsl, uTo RedHead mony4aer

KOJI0CCa/IPHOE ITPEHMY-
I1eCTBO Ha HallTHOHAJIbBHOM
PBIHKE H IIePCIIEKTHUBY PA3BHUTHA CBOETO I10-
TeHIIMaJjla Ha COCeAHUX PbIHKAX.

IS « AHTOIIKM» 3TO O3HAYaeT CyIIeCTBeH-
HBIM IIPOPHIB B HALIMOHA/ILHOM CerMeHTe
MIPOJaX AeTCKUX TOBApOB. KOHTAKT O CBOEH
ayoUTOPHEN MOXKHO OyIeT o€ P>KUBATh
He TOJIPKO B 40 MarasMHax, paciio/IoKeHHbIX
B PeTHOHAX CTPaHBl, a B TI060K TOuKe YKpau-
HBI, Te POLHTE/IH [10/Ib3Y0TCS HHTEPHETOM.
PemyTaiius « AHTOIIKH» KaK IIPOJaBlia Ka-
YeCTBeHHBIX JIeTCKUX TOBAPOB Tereps byaeT
yCuieHa COBPEMEHHBIMHU TeXHOTOTHYHBIMU
BO3MOKHOCTSIMHU ITOKYITKK . Hapsaay ¢ 3TUM,
IIOJ[POCTKHU,, KaK Hanubojiee aKTUBHBIE I10JIb-
30BaTe/NH Be6-pecypcoB, CMOTYT IIOMYIHTh
OONBIIME KOHTPO/Ib HaJ, IIOKYIIKAMH JJIs
cebs, a pa3BUTHe OHIANH-TIPOJIaK, B CBOIO
odepenb, JACT yBeJIMUeHHeE [NO/IK STOH BO3-
PacTHOM ayAUTOPUHU.
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KoHTakT co cBOEU ayaUTo-

pueun MOwHO bynert
NnoanePHUBATb HE TONbKO
B 40 Mara3uHax, pacno-
NOMHEHHDbIX B PETUOHAX
CIpPaHbl, a B Nt0OOU TOUKE
YKpauHbl, TAe poauTenm

NONb3YIOTCA UHTEPHETOM.

Ha muposom koHzpecce pumeiiaa, Ilapusx, 2014

At the World Retail Congress, Paris, 2014

In September 2014 the owner of the com-

pany Vladislav Burda together with Dmitry
Rasskazov, the director of RedHead retail
attended the World Retail Congress in Paris

to determine the future development strategy
of "Antoshka" brand. This trip resulted in a
cooperation agreement with one of the key
operators in the area of multi-channel consult-
ing - British company IVIS Group.

According to Vladislav Burda and Dmitry Rass-
kazov, this cooperation can benefit in the fu-
ture, and some facts observed at the Congress,
for example, the absence of other retailers from
Ukraine or symbolic neighborhood of RedHead
and Walmart’s logos in the information booklet -
inspire and give the right to expect that RedHead
receives an enormous advantage on the domestic
market and the future development of its poten-
tial on neighboring markets.

It means a significant breakthrough for "Antoshka"
in the national segment of children’s goods retail-
ing. It is possible to maintain close contact with
the audience not only in 4o stores located in the
country’s regions but anywhere in Ukraine where
parents can use the Internet. "Antoshka" reputa-
tion as a retailer of high-quality children’s prod-
ucts will be enhanced with modern opportunities
of shopping. At the same time, adolescents, as the
most active users of web resources can have more
control over purchases for themselves and the de-
velopment of online sales, in its turn, will increase
the share of this age audience.

Regarding global processes in trade rules develop-
ments Ukrainian companies still being behind
competitors get the possibility to observe the way
the world is moving today and having analyzed
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Haxopsich B OTCTArOIeM IT0JIOSKEHUU Ha QoHe

I710627TBHBIX, MHPOBBIX ITPOLIECCOB K3-
MeHEeHU [IPaB1J/I TOPLOB/IM, YKPAUHCKHUe
KOMIIaHHH, TAKKM 06pa3oM, MOTYT YBHIETh
CO CTOPOHBI, T/Ie MUP HaXOAUTCS cervac,

U, IIPOAHAIM3KUPOBAB COCTABHbIE YaCTH
YCIIeLIHBIX OIIePATOPOB PhIHKA, CTPOUThH CBOIO
cobCcTBeHHYIO cTpaTeryio. Kak aTo HU mapa-
JOKCaJIbHO, HO /IS HaC TaKasl OTCTAIONast
IIO3H LK SIBJISIeTCS BBITOLHOM.

I[1€peCTaeT pa3in4daTb qmanecme H BUD-

Kycaii apad,

npogeccop ITeKUHCK020 YHUBEpCUMema
Qusai Sarraf,

the founder and CEO of IVIS Group

and Professor at Peking University

TYaJIbHOe, T. e. IIepexox ot multichannel
k omni-channel.

Ha MHUPOBOM KOHIPecce pUTer/ia BbICTY-

I1aJ1 OAMH M3 IIPU3HAHHBIX CIIELIHAIHCTOB

B 3ToM Bompoce — Kycari llapad, ocHoBaTenb
u CEO xomrianuu IVIS Group, rmpodeccop Ile-
KUHCKOr0 yHUBepcHTeTa. OH TaKKe AB/IAETCA
OIHMM U3 Y4JIeHOB KOMaH/Ibl, CO3/aBIlIek

B 1990-X TOJiaX IJIaTGOPMY WWW. tesco.com —
CAHT IIPOJAsK BTOPOTO I10 BEJTMIHHE (1oc/e
Walmart) po3HHYHOTO OIIepaTopa B MHpe,
6puTanckoro puteriiepa Tesco. IVIS Group
CYILECTBYET Ha PBIHKE 20 JIeT. Tesco — IIpu-
3HaHHBIM JIM/IEP MY/IBTHKAHAIBHBIX IIPOJAK
CeromHs.
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ocHosameAb U CEO komnanuu IVIS Group,

AMUTpUN PACCKA3OB,

[VpEeKTop AenapTaMeHTa po3HULLb:

«Y 2-Ha Illapaa ecmb 6o2ambiii onblm pabomsl HA pazeusarUUXCs
polrkax, makux kak Kumaii, Cuneanyp, Maaaii3us — 3mum oH Ham
u unmepecet. OH He boumcs udmu eneped, 8 Heu3gecMHoCHb, U npu
IMom HaueAeH Ha pesyAbmam, a He Ha npouecc. Kycali Illapag
npenodaem 6 ITekUHCKOM YHUBEPCUMeme Kypc, CBA3AHHbLL € MYyAb-
MUKAHAALHOCMbIO 8 pumeiiae. To ecimb, OH He MOAbKO NPAKMUK,

HO U udeoo2 Imoii cospemerHoLl KoHUenyuu. Boicmynaenue Kycas
Ilapacpa Ha KoHzpecce bblA0 cambli BEHAMASIOUAUM, U Mbl 8bI6paAL
e20 8 Kavecmee napmHepa 04 HAUUX 3ANAGHUPOBAHHBIX U3MeHeHUL
8 po3Hue. Mbl nodnucau KOHMPAKIM, U yske npowiAu nepebiii 3man
cosmecmHoli pabormbl — 10020Mo8UAU BCH UHGOPpMALLO 10 Demanb-
HblM 0npOCHUKRAM: 0 Hawleli cmpykmype, PeL, cymu accopmume-
ma u m. 0. ITo umozam Haulez2o compyoHutecmaa Ml NAGHUPYeM
noAy4ump «doposkHyto kapry» 0as daabHeiiulez2o passumus 8 3mom
Hanpasnenuu. Hekomopele nepable widau no nepexody «AHMouIKu»

8 peskUM MyAbMUKAHAALHOCITIU MbL y3Ke cebe npedcmasasem u ak-
MUBHO deAaem Ux camun.

the component parts of strategies used by suc-
cessful market operators can make their own one.
Ironically, this lagging is advantageous for us.

Multi-channel retailing is an intermediate.

Today experts examine the tendency to merging
of all market channels and to closed cycle, where
customers no longer distinguish between physical
and virtual that is transition from multi-channel
to omni-channel.

Qusai Sarraf, who is one of the recognized retail
experts, the founder and CEO of IVIS Group and
Professor at Peking University, spoke at the World
Retail Congress. He is also one of the team members
built in the 19908 www.tesco.com platform, that is
a sales site of the British retailer Tesco, the second
largest retailer in the world (after Walmart). VIS
Group has been on the market for 20 years. Tesco is
arecognized leader in multi-channel retailing.

Dmitry RASSKAZOV, retail department director:
"Mr. Sarraf has rich work experience on the developing
markets such as China, Singapore, Malaysia and it makes
him interesting to us. He is not afraid of going ahead to the
vague future, besides he aims at result rather than process.
Qusai Sarraf teaches a course on multi-channel retailing at
Peking University. Thus, he is both a practitioner and ideolo-
gist of the modern concept. At the Congress Qusai Sarraf’s
speech was the most impressive one, and we chose him

as a partner for our planned changes in retail. We signed
the contract and have already completed the first stage of
collaboration. We have prepared all the information on the
detailed questionnaires concerning our structure, Pe-L, as-
sortment and so on. d. As a result of our cooperation, we are
planning to get a "roadmap” for further development in this
direction. We have already had some vision of the first steps
on "Antoshka" transition to multi-channel format and we
are actively taking them."
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'I ObbenuHeHHe IBYX

FnaBHble Warv B opraHn3saumm MyibTUKaHa/IbHbIX

npoaa)x « AHTOLLKMW®:

JanpHenas BO3MOXK-

cauToB (www.antoshka.ua Hasi yHUQUKALIUS LIeH

u www.antoshka.com.ua) Ha TOBapHl B MarasuHax
Ha 6a3e HHTepHeT-Mara- Y Ha caiTe.

3uHa (www.antoshka.ua).

Co3maHue BOCIIPUATHUS

enuHoro 6peHsa Kax B od-

bnaliH, Tak ¥ B OHJIAMH.

BHenpeHMe cOBpeMeH- 5 ToTa/IbHBIH Pa3BOPOT OH3-
HOU U 3 deKTUBHOM IT-
IJIaTPOPMBI. bynymero.

HeCa B CTOPOHY IIOKYIIaTe/IAa

Yoo

HoBble JIOTUCTHYeCKHe
peleHHUs (O THMH3ALHS
IIYHKTOB BBIJAYH TOBapa)
1 OIITUMHU3AIIHsI CPOKOB
JOCTaBKH.

RedHead Ne8 / 2015

Joas IT-ungecmuuyuil npu 3anycke posHUMHO20 cmapmana

Ha ToM >ke KOHT'pecce puTeriia B [Iapuske O4UH U3 [0-
KIalYMKOB COOOIIMII 0 BHYIIMTEIPHOM QaKTe: 15 JIeT Ha-
3a1 ITPH 3aIyCcKe PO3HUYHOIO CTapTaIla g0Jis BIOSKEHU M
B IT cocTaBsiia 15% MHBECTULINE — CETOIHS 3Ta OIS Y>Ke
He MeHee UeM 37%.

Pykosodcmso komnaHuu RedHead npusnaem —

8 nepsyto o4epedsb Heobxodumo cokycuposamses
HA NOCMOSHHOM CAMOpA3BUMUL, 06HOBAEHULL
IT-urgpacmyxmypel u 8bicmpausanuu busHec-npo-
UeCcos C y1emom MeHsIowe20cA NoKynameAbcko20
nosedeHus.

Kozda 3mu waau 6ydym cdenansl, koeda cama koHyen-
UUA «AHMOWKU» KAK 0MCK020 MA2A3UHA CMOSKE
NOCMOSHHO 380AIOLUOHUPOBAMb, A 8Ce COMPYOHUKU —
NPUHUMAMb MY KOHUenLuuo U camy udeonoauto
HeomsemMAeMOCU U3MeHeHULL, mMo20a po3HUUHBLL
bu3snec RedHead skdem Hacmoawuii npopels u kave-
cmeeHHblil pocm. He npocmo omkpblmue HOBbIX Ma-
203UH08, 0 NPUHUUNUAABHO HOBOE YrpasAeHue CBOUMU
npodaskamu, be3 npusa3ku K Kakum bbl mo Hu bviao
U30AUPOBAHHLLM KAHAAAM, HO C YemKuM PoKycom

Ha RAueHmax. IMeHHO 3mo no380Aum ¢ 20pdocmbto
2080pUMb 0 cAedosaruL c80ell MUCCUL HA 0ermcKom
pblHKe U noAy4amsb yoosoAbcmaue om ceoeil pabomoL.

MAIN STAGES IN MULTI-CHANNEL
RETAILING ORGANIZATION IN "ANTOSHKA":

1. Merging two operating sites (www.antoshka.ua and
www.antoshka.com.ua) on the basis of the online
shop (www.antoshka.ua). Creating the perception
of asingle brand both offline and online.

2. Further possible prices of goods unification in stores
and on thesite.

3. Introducing new logistics solutions (optimizing goods
delivery points), and optimizing delivery time.

4. Implementing modern and efficient IT-platform.
5. Totally directing business to a customer of the future.

At the same Retail Congress in Paris one

of the speakers pointed to the impressive fact
that launch of any retail startup required 15%
of investment to be shared to IT fifteen years

ago but today this share is not less than 37%.

RedHead’s management admits that furstly it is neces-
sary to focus on the permanent self-development,
IT-infrastructure updating and build the business
processes taking into account a consumer’s changing
behavior.

When these steps are taken and the concept of "An-
toshka" as a children's store is able to evolve further

and all the staff is ready to recognize both this concept
and the very ideology of the inevitability of changes
then RedHead’s retail business will break through and
improve qualitatively. New stores opening together with
a brand new way to control retailing as well as focusing
on customers will allow to tell proudly about our mis-
sion on the children's goods market and enjoy our work.
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Jcce MeaHa Jlobosa, IT-dupekmopa
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PA3BUTUE MYJIbTUKAHAJIbHbIX MPOAAX — 3TO B3AUMOCBA3AHHASA PABOTA
IT-RENAPTAMEHTA U AENAPTAMEHTA PO3HUYHbIX NPOAAX. 2014 CTAJ1 NEPBbIM FrOAOM
MO/HOUEHHOIO PA3BUTUA UHTEPHET-MATA3UHA ANTOSHKA.UA. 2015 TOA4 BYAET
NOCBAIWEH CAUSAHUIO TPAAULUOHHOIO KAHAJIA MPOAAX U OHJIAWH. Y)XKE 3ABEPLUEHA
PABOTA HAL OBbEAWHEHUEM ABYX CANTOB «AHTOLWKWN» — UHOOPMALIMOHHOTO
(WWW.ANTOSHKA.COM.UA) U UHTEPHET-MATA3NHA (WWW.ANTOSHKA.UA).

O CO3AAHUUN HAMPABJIEHUS OHNIAMH-NMPOOAX PACCKA3bIBAET UBAH JIOBOB,
IT-AUPEKTOP REDHEAD.
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20-11 rofi kKu3HU KoMmmnaHuu RedHead okasacs 4j1s1 Hee ca-
MBIM C/IOKHBIM, TaK 5Ke, KaK IIPOIIBIE T0J] 0Ka3a/ICst O4eHb
TSDKEJIBIM K TPAaTUYHBIM [JIS BCeX YKpauHIeB. Ho, He-
B3Hpasi Ha BCe BHEIIHHE BbI30BbI, HHOCTPAHHYIO arPecCHI0
I10 OTHOILIEHHIO K YKPanHe, SKOHOMHUEeCKHe CI0KHOCTH,
CBSI3aHHBIE C KyPCOM BIIOT, KOMIIAHUS BCe-TaKH II0Ka3asa,
YTO OHA SIB/ISIETCSI MOJIOZOM, U IIPK 3TOM 06J1aIaeT XOPOIIHM
3aI1acoM ITPOYHOCTH. SIpPKUH IIPUMep — 3aIIyCK PpaKTHIe-
CKH HOBOT0 6M3Heca: KaHajla OHJIalH-ITpoAak antoshka.ua.

MBI O4eHb JI0JIT0 TOTOBHJIM 3TOT ITPOEKT, Obla ITpofenaHa
orpoMHas pabota, KoTopast Obl1a CBSI3aHa U € IIPOrPaMMHOL
4acThio, IT-11aTdopMoH, U C IOATOTOBKOK ONMCAHUI TOBa-
pa, ero CTpyKTypHPOBaHHEM H LIeHOOOpa3oBaHUEM. B sToM
OTHOIIIEHUH MBI IVIOTHO B3aHUMO/IEHCTBOBAJIH C lellapTa-
MeHTOM PO3HULIBI. CTapT MHTepHeT-Mara3uHa IIpou30Iles
B sTHBape, ¢ HebonpImux 06peMoB. Ho Ha POTSDREHUH TOAA
KasKIIBIF MeCsIL MBI YBeTHYHUBAIN 00BbeM IIPOJAK B CPeTHEM
B1,5pasa.

©
antoshka.ua |
Outcomes of 2014

Essay by Ivan Lobov, IT-director

DEVELOPMENT OF MULTI-CHANNEL
RETAILING IMPLIES COLLABORATION
OF THE IT-DEPARTMENT AND RETAIL
DEPARTMENT. 2014 WAS THE FIRST
YEAR OF ONLINE STORE ANTOSHKA.UA
PROMOTION. THE YEAR 2015 WILL

BE DEDICATED TO THE MERGE OF
TRADITIONAL AND ONLINE SALES
CHANNELS. THE WORK ON THE
UNIFICATION OF TWO “ANTOSHKA"
WEBSITES - INFORMATIONAL ONE
(WWW.ANTOSHKA.COM.UA) AND
ONLINE STORE (WWW.ANTOSHKA.UA)
HAS ALREADY BEEN FINISHED.

IVAN LOBOV, REDHEAD IT-DIRECTOR
TELLS ABOUT THE ESTABLISHMENT
OF ONLINE SALES.

The 20th year of RedHead operation turned
out to be the most difficult one as well

as the last year was very hard and tragic
for all Ukrainians. However, despite all
the external challenges, foreign aggression
towards Ukraine and economic difficulties
related to the exchange rate, the company
still shows that it is young and has a high
safety factor. The launch of a new busi-
ness (antoshka.ua online sales channel)

is a striking example of it.
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2
650 T Bospiias c/10>KHOCTh 3aK/I104Yaiach B TOM, YTO 3TO OB CO-

BCEM HOBBIH [I/Ist HAC KAaHAJI IPOLASK, ¥ He3HAKOMast IS Hac

06J1aCTh MHTEpHET-MapKeTHHIA: TPOLIIBIH TOZ MBI YUHIHCh

[IPOZABATh OHJIAMH, HO BCe HAIIK HAYKMHAHUS, 0COOEHHO

B 00/1aCTH IIPOABHKEHUSI, YaCTO HATAJIKUBAIKCH Ha 06CTO-
Mapm 2014 SITE/IBCTBA BHELIHEH Cpefibl, KOTOpble MEHSUIUCh Ha npom:
March 2014 SKEHUH Bcero roza. TeM He MeHee, 6iarofaps CIUI04eHHON

KOMaH/Ie Halllero HHTepHEeT-Mara3uHa, B [IePBYIO OUepesib
1150 2 IOputo KapauaHy, KOTOPBIE OKa3aJICs IIPOCTO He3aMeHH-
MBIM B 9TOM IIPOEKTe, MBI CITPAaBHU/IHCh CO BCEMH TPYAHO-
CTSIMH M BBIIIUIM Ha IIJIAaHOBBIE [TOKa3aTeNlH, Jaske HEMHOTO
[1€PEBBIIIOTHUB HX.

HaIra KoMaH/ia SB/ASeTCS He TOMbKO APYKHBIM U CTUTOUeH-
Hos6pb 2014 HBIM KO/UTeKTUBOM, HO U TIOKa3bIBaeT OTTHMYHBIE Pe3y/ib-
November 2014 TaT. ITO Te JIFOJH, Ha KOTOPHIX BCET/IA MOSKHO MOIOKUThCS.

CpedHuli Yek 8 uUHmMepHem-
mMazasuHe «kAHmMoWwKa»

B HOBOM rofiy, sl HaieloCch, MBI IIPOAO/IKUM POCT, HECMOTPSI
Ha I10-TIPeXKHEMY CTIOKHYIO 06CTaHOBKY B CTpaHe, M U3 CTap-
Tarla CTaHeM IT0JIHOLeHHBIM OM3HeCcoM, ABUTASCh IIPH 3TOM
The check aver age K Ja/bHeHIlIeH HHTeTPalkH C PO3HHULIEH B CO3LAaHUU MY/Ib-
TUKAaHAJIbBHOCTU IIPOJAK.

600 3000 7000
Oe® 0-0"
SHeapb 2014 Hos6pb 2014 MtoHb 2015 (Np02H03)
January 2014 November 2014 June 20715 (forecast)

Pocm noceweHull catima antoshka.ua (nonb308ameneli eXxkedHe8HO)

antoshka.ua website increased visits (visitors daily)
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SH8apb 2015
January 2015

SlHBapb 2014
January 2014

KoAuvecmao apmukyAoe 8 UHmMepHem-
Mazda3uHe «AHMOWKA»

Number of articles in “Antoshka” online store

We were preparing this project for a
long time and there was performed a
lot of work regarding the software and
IT-platform as well as the preparation of
the product description, its structuring
and pricing. In this respect we closely
cooperated with the retail department.
The online store started operating with
small volumes in January and through-
out the year we increased sales by 1.5
times on the average monthly.

The main challenge facing by us was
that it was an absolutely new sales
channel and Internet Marketing area
unfamiliar to us. It should be men-
tioned that last year we were learning to
sell online although all our initiatives,
especially promotion, often encoun-
tered the circumstances of the external
environment, which were changing
throughout the year. However, thanks
to the cohesive team of our online store,
especially Yurij Karachan who appeared
to be indispensable in this project, we
managed to cope with all the difficul-
ties, reached the planned performance
and even exceeded it slightly.

Our team is not only united and cohe-
sive, it is able to show excellent results.
These are people one can always rely on.

This year, I hope we will continue growing,
despite the difficult situation in the country,
and the startup will become a real business,
while moving towards further integration
with retailers in the creation of multi-chan-
nel sales.
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IS IT TIMELY TO THINK ABOUT ANY
DE LUXE THINGS IF THE COUNTRY
IS IN THE STATE OF CRISIS? LET’S
LOOK AT IT FROM ANOTHER
ANGLE. THERE ARE PEOPLE WHO
KEEP THEIR STYLE AND PROVIDE
THEIR CHILDREN WITH THE THINGS
THEY FIND VALUABLE UNDER ANY
CIRCUMSTANCES. THEY WERE AND
STILL REMAIN DANIEL BOUTIQUES
CLIENTS. HOWEVER, THE MARKET
REQUIRED SOME ADDITIONAL
ANTI-CRISIS MEASURES AND

AT THE BEGINNING OF LAST YEAR
THE MANAGEMENT OF BOUTIQUES
CHAIN TOOK THE DECISION

TO LAUNCH AN OUTLET FORMAT
INTRODUCING COLLECTIONS

OF PREVIOUS SEASONS WITH

A DISCOUNT.

Ilepseit Daniel Outlet Kuesa (ya. KpacHoapmeiickas)
MOXHO J1IUu AYMATb O BELWLAX KJNACCA JIIOKC, KOrAA BC CTPAHA HAXOAMUTCA OTKPBUICS 3 STHBAPSI B «CKH- u Opeccsl (yA. Puiebes- On January 3d the first outlet opened in
B COCTOSAHUUN KPU3UCA? A YTO, ECJIN MOCMOTPETb HA 3TOT BOMNMPOC C APYION JIOYHOM JiepeByIIKe» — ckas). K Tomy BpeMeHU Manufactura Outlet Village shopping cen-
TOYKW 3PEHUA? ECTb KATEFTOPUSA NIOAEN, KOTOPDBIE NMPU NOBbIX OBCTOATE/NIbCTBAX TOPTrOBOM KOMIITIEKCE CTaJIO OYEeBHUAHBIM, YTO ter that is 30 kilometers from Kiev. Further
NPOAOJIKAIOT COXPAHSITb CBOM CTUJIb U OBECNEYUBATb CBOUX AETEW TEM, 4YTO «MaHydaKTypa», B 30 KM 3TOT GOpMaT OUeHb BOCTpe- Daniel outlet boutiques started operating
UM LOPOIr0. OHU BblJZIN U OCTAIOTCSA KIMEHTAMUW BYTUKOB DANIEL. O4HAKO PbIHOK oT KueBa. Cnenyolme 6oBaH. IloATBEpKIEHEM in central parts of Kiev and Odessa in half
BCE XXE HY)XXAAJCSA B AOMNOJMHUTEJ/IbHbIX AHTUKPU3UCHbBIX MEPAX, U PYKOBOJACTBO aymier-6ytrku Daniel mmo- TOMY CTaJIH eXXKeMeCSIHO a year. By the time it became obvious the
CETU BYTUKOB B HAYAJIE MPOLWIJIOrO roaA NPUHSANO PEWLEHUE O 3ANMYCKE ®POPMATA SIBHJTHCh Yepe3 I10JIrosa BBITIO/IHSeMBbIe [I/IaHbI format is highly demanded. Realized sales
OUTLET — BYTUKOB C KOJIIEKLUUSAMU NMPOLWJIbIX CE30OHOB MO CHUXEHHbIM LLEHAM. B LIEHTPAJIBHBIX MeCTax IIPOJaXK. plans proved it monthly.
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DANIEL B ®OPMATE OUTLET

90 RedHead Ne8 / 2015

Taxoit GopMart TOProBax
103Bo/IsIeT U30aBUThCS

OT 3aI1acoB U BO3BPATUTh
BJIO’KEHHBIE CPeJICTBa.

Benp morosopa Ha ITIOCTaBKY
HOBBIX KOJITIeKITHE ObITH
3aKIIOYeHHI ellle 10 Havdasa
6ypHBIX COOBITHI B YKpaH-
He 2014 TOAA, U B TeUeHHe
IIePBBIX MECSLIEB, C CHIb-
HBIM CHIDKEHHEM IIOKY-
I1aTeIbCKOM CIIOCOBHOCTH,
PYKOBOJICTBO CETH OYTHKOB
CBOM IVIaBHBIE YCHIIHS Ha-
IIPABJISUIO Ha IIEPECMOTP
YCTIOBHH 3aKYIIOK M OIITH-

MH3AITHUIO ob6beMa 3aKa3oB
HOBBIX KOJUIEKITUH .

CKopee BCero, 3TOT AKC-
KOHTHBIH GOpMaT MOKET
OKa3aThCsl BpeMEHHbBIM.

C BBIXOJIOM Ha HY>KHBIH
ypOBEHb TOBAapHBIX 3alla-
COB €ro 11e71ec006pa3HOCTh
byzmeT repecMaTpUBAThCSL.
IToxka ske Daniel Outlet —
a/IeKBaTHOE IIPe/i/IOKeHHe
Ha PBIHKE U BO3MOXKHOCTb
[IOAeP>KHUBATh IIPOAYKTHUB-
Hble OTHOIIEHHSI C KITIove-
BBIMHU I1OCTaBIIMKAMH,

" w. D,
| W

The outlet format allows to clear stock of
goods and return on investment. The sup-

ply contracts on new collections had been
made before the events of 2014 in Ukraine

and during the first few months regarding
customers’ ability decrease the management
of boutiques chain did their best to reconsider
procurement conditions and optimize the
volume of new collections orders.

This discount format will probably be tempo-
ral. Its reasonability will be reviewed as soon
as the necessary stock level is reached. In

the meantime, Daniel Outlet is an adequate
offer on the market and the opportunity to
maintain constructive relationships with key
suppliers.

S¥TLET

iHlELTéf-__fJ
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BcTpeun
C/I0BEHCKUX KOHCYNO0B

ITouemHole KOHCYAbL Cnosexuu smecme ¢ nocaom CA08eHUL 8 prlIUHE Hamauwetl Han usamecmumenem MUuHUCmMpa UHOCMpaH-

Hbix den Cnoseruu Heopem Cendapom (8mopoii caesa), Odecca
Honorary consuls of the Republic of Slovenia together with Natasa Prah, the Ambassador of the Republic of Slovenia in Ukraine,
and Igor Sencar, Deputy Minister of Foreign Affairs of the Republic of Slovenia (second from the left), Odessa

BAAAMUCIAB BYPAA NONYYUI CTATYC MOYETHOIO KOHCYJIA PECNYBJ/INKU
CNIOBEHUSA B UIOHE 2013 TOAA. 3TO CTAJIO OTIMPABHOM TOYKOWN ANS PA3BUTUA
ONNNOMATUYECKOIO HAMPABJIEHUS B REDHEAD. 3A HEMOJIHbIV roA, NMOYETHbIM
KOHCY/IbCTBOM PECMNYBJINKWN CJIOBEHWUSA B OQECCE BblJ1IO OPFAHU30BAHO
HECKOJ/IbKO MEPOMPUSATUN ANA YKPEMNJNEHUS KYJIbTYPHbIX U DKOHOMUYECKUX
CBSI3EM YKPAUHCKUX KOMMNAHWUN CO CJ/IOBEHUEN.
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RedHead npegocTaBuiia IIomaaxy Aisi opyma TypUCTH-
YecKUX KOMIIaHUH U3 YKpauHel U CioBeHHUU. COTPYAHUKHU
RedHead coBMeCTHO € ceKpeTapUaTOM II04eTHOr0 KOHCYJIb-
CTBa IIPOIeMOHCTPHUPOBAIH KaueCTBO CJIOBEHCKUX ITPOAYK-
TOB Ha BBICTaBKe-spMapke «[JHu EBporisl B Omeccen. Y4act-
HUKU «FBN-YKpauHa» [IOTYIUIN BO3MOXKHOCTh 0QOPMIISITh
CJIOBEHCKHe BH3BI I10 YIIPOIeHHOM IIpoliefype. MHorHe
BOCITOJIb30BJIMICh 3TUM, U B aIIpeJie 2014 FOAA COCTOSIACH
I10e3/Ka BIafle/IblleB YKPAUHCKUX CeMeMHBIX KOMIIaHUH

B cTonuIy CJIOBeHHH ISl 3HAKOMCTBA C IIepeIOBEIMU KOM-
MIAHUSMH 3TOH CTPAHbI, KOTOPbIE SIBJISIIOTCS HUIIEeBBIMHU
MHPOBBIMH THAEPAMHU B YHUKAIBHBIX OTPACTISIX.

B 2014 ropy Brnangucias Bypaa cTan aBTOpoM ellle 0JHOM
WHUIUATUBEL: IIpe3usieHT RedHead opranusoBa gurioma-
THUYecKoe coobIIecTBo, Ky/ia IIPUIIACHII IIOYEeTHBIX KOHCY-
7108 CJIOBEHUH B COCEIHUX CTpaHax — ['pysuu, ApMeHUH,
MongoBe. K coo6LueCTBy IIPHUCOeAUHUICS APYTOk II0YeTHBII
KOHCys Pecriybnuky ClioBeHHS B YKpauHe — AHATONHH
BoHJapeHKo, 4ieH ACCOLMALlMY BIale/IblieB CeMeHHBIX
KOMIIaHHH YKPaHHBI.

[ToueTHBIe KOHCY/IBI — 3TO BEIOpaHHBIE ITOCOTTBCTBOM H ITpa-
BUTEJIBCTBOM Pecriybnriky C/IOBeHHUS JIIOAH, KOTOPBIE I10JI-
Jep>KUBAIOT KYJIbTYPHBIE ¥ SKOHOMUYECKHEe CBSA3K MEXKAY
CBOMMH CTpaHaMHU U C/I0BeHHeH U IIPefCTaB/sSI0T HHTePechl
CrioBeHUH y cebst Ha pogrHe. OHU SIBJISIIOTCS ITPOBOIHMKA-
MM CJIOBEHCKHUX TOBapOB, KypPOPTOB, KOMIIAaHUH U KyJIBTyPBbI
M B TO JKe BpeMs JeMOHCTPHUPYIOT XapaKTep ¥ BO3MOKHOCTH
CBOMX POOHBIX CTPAaH CJIOBEHCKHM I1apTHepaM. B Monzmose,
['py3suu u ApMeHMH aKKpPeIHTOBAHO II0COJIBCTBO PecIIy-
6nuku CnoBeHus B KueBe, KOTOpOe BO3I/IAB/ISIET UPE3BHI-
YaMHBIHM U II0JIHOMOYHBIH 11ocos Pecrtybnuky C/1oBeHHS

B YKpauHe r-ka Haramra ITpax.

O6e BCTpeYH IIOYETHBIX KOHCY/IOB, COCTOSIBIIMECS B MapTe

1 B Hos6pe 2014 rofa, IIPOLIIH ITPH y4acTHH Hartamu [Tpax.
I'-ka IIpax — UCTOYHUK II0APOOHOMN U OllepaTHBHOM HHpOpMa-
LI O IIOTUTUYECKOM H SKOHOMHYeCKOM KIMMate B CTTOBeHHUH.

&
The Slovenian
consuls meetings

VLADISLAVY BURDA BECAME THE
HONORARY CONSUL OF SLOVENIA
IN JUNE, 2013. IT WAS THE STARTING
POINT FOR THE DIPLOMATIC
DIRECTION DEVELOPMENT IN
REDHEAD. FOR LESS THAN A YEAR
THE CONSULATE OF THE REPUBLIC
OF SLOVENIA IN ODESSA ORGANIZED
SEVERAL EVENTS TO STRENGTHEN
CULTURAL AND ECONOMIC TIES

OF UKRAINIAN COMPANIES WITH
SLOVENIA.

RedHead gave the place for holding the forum
of tour companies from Ukraine and Slovenia.
RedHead employees together with the Secretar-
iat of the honorary consulate demonstrated the
quality of Slovenian goods at the fair “Europe
Days in Odessa”. FBN Ukraine members ben-
efited from simplified procedures for obtaining
visas to Slovenia. A lot of owners of Ukrainian
family companies took advantage of this oppor-
tunity and had a trip to Ljubljana, the capital
of Slovenia, to learn about the leading compa-
nies of the country which are the world market
nichers with distinctive products.

In 2014 Vladislav Burda, the President of Red-
Head, initiated the establishment of a diplo-
matic community and invited the honorary
consuls of Slovenia in the neighboring countries
of Georgia, Armenia and Moldova to join it.
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BCTPEYN CTOBEHCKNX KOHCY/1OB

Ha scmpeve nouemnbix korcyaos CAoseHuu 8 Xapbrose
At the meeting of honorary consuls of the Republic of Slovenia in Kharkov
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Ha mopiRecmaeHHOM OMKpbLMULU NOYerH020 KOHCYAbCMmBa

Pecnybauku Caogerus 8 Odecce
At the special opening of the honorary consulate of the Republic
of Slovenia in Odessa

[17151 Hee BasKHO, 4TOOBI ITIOYETHEIE KOHCYJIBI IIePBBIMH Y3HaBa-
711 06 U3MEeHeHHAX U I1epCIIeKTHBaX, KOTOPbIe ITI0SIBISIOTCS

B CitoBeHU U . Takke oHA KOHTPOIUPYeT JUITIOMATHUYECKYIO
AeATe/IbHOCTb II0OYETHBIX KOHCYJIOB.

JuromMaTudeckas pabora KMeeT JOITOCPOYHYIO IIEePCIIeK-
THBY. B pesysnbTaTe o6MeHa OIBITOM ITI0YeTHBIE KOHCYJIBI
JIyd4Ilie IOHUMAIOT BO3MOYKHOCTH JIJIS1 CBOMX CTPaH U IJIs
6usHeca.

B 2015 rogy BCTpe4H CJIOBEHCKHX KOHCYJIOB IIJIAHHUPYIOTCS
B batymu u Kuese.

Anatoliy Bondarenko, FBN Ukraine Associa-
tion member and another honorary consul
of the Republic of Slovenia in Ukraine also
joined the community.

Honorary consuls are people chosen by the
Embassy and government of Slovenia sup-
porting and promoting cultural and econom-
ic ties between their countries and Slove-

nia and representing Slovenian interests
athome. They are proponents of Slovenian
goods, resorts, companies and culture and

at the same time they also demonstrate the
spirit and capabilities of their homelands to
their Slovenian partners. The Embassy of Slo-
venia in Kiev headed by Natasa Prah, the Am-
bassador Extraordinary and Plenipotentiary
of the Republic of Slovenia in Ukraine, is ac-
credited in Moldova, Georgia and Armenia.

Natasa Prah participated in both meet-
ings of honorary consuls that took
place in March and November, 2014.
Ms. Prah provides detailed and current
information about political and eco-
nomic climate in Slovenia. It is impor-
tant to her to present recent changes
and developments in Slovenia to honor-
ary consuls first. She also controls the
honorary consuls’ diplomatic activities.

Diplomacy has a long run prospect. The
honorary consuls exchange their experi-
ence and it resulted in better under-
standing of the range of possibilities for
their countries and business.

The Slovenian consuls plan to meet in Ba-
tumi and Kiev in 2015.
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3A 5 JIET AEATEJbHOCTU ACCOLMALLIMN BAALENBLEB CEMEMHbIX KO AHV
YKPAWHbI KOJIMYECTBO CEMEN-YYACTHUKOB BbIPOCJIO BOJIEE YEM B 4 PA3A, A KPYT
BOMPOCOB N BJINAHNA ACCOLMALLUUN BHAYUTEJIbHO PACLLUUPUINCA.

Baaducaas Bypda c cynpyzoii TambaHol,
FBN Global Summit, [ly6aii, okmsbpb 2014
Vladislav Burda and his wife Tatyana,
FBN Global Summit, Dubai, October 2014

ITepBOM BO/IHOM Y4acCTHUKOB «FBN-YKpaKnHa» CTa/IU apTHe-
pbl Bnagucnasa Bypabl U3 cepsl AUCTPUOYLIMH AeTCKUX TO-
BapoB, KOHCAJITUHTA, ITPOM3BOACTBA ITPOAYKTOB ITHTAHHS.

Co BpemeHeM B ACCOLIMALIM U [IOSIBUIUCh MeIUIIMHCKH e
KOMIIaHHH, CTPOUTE/IIbHbIE M XMMHYeCKUe IIPpeAIIpUiaTH,
MebeJIbHBIE CaJIOHBI M aBTOMOOMIIBHEIE AHJIEPEL, 00pa3oBa-
TeJIbHbI€ LIEHTPBI K peCTOPaHbI, OT€4YeCTBEHHbIE ITPOHU3BOAH -
Te/IN CYXHUX BUH U aIPOIIPOMBIIIIJIEHHbIE XOBHﬁCTBa, 6PEH,E[—
areHTCTBA U IesOrt-oTesu.

U3 rpymIIbl eUHOMBIIIIEHHHKOB, 0OCY>KAAOIMHUX CLIeHa-
PHH Iepenaun 6M3Heca HACIEIHUKAM M UX HaMTy4IIei
MIOATOTOBKH, YKPaHHCKasi opraHu3sanus FBN mpeBpaTuiach
B 3aMeTHYIO CHJTy B 06IIeCTBe U C KKIBIM FOJ0M IIPHHHMA-
eT Bce 6o/ee OCTphle M OTBETCTBEHHBIE BBI30BbI — 3KOHOMH-
YecKkHe U COLHaJIbHEIe.

The fifth @

anniversary of
FBN Ukraine

FOR THE 5 YEARS OF OPERATION
OF THE UKRAINIAN FAMILY
BUSINESS OWNERS’' ASSOCIATION
THE NUMBER OF FAMILIES-
PARTICIPANTS HAS INCREASED
MORE THAN 4 TIMES AND THE
RANGE OF ISSUES AS WELL AS THE
SPHERE OF INFLUENCE OF THE
ASSOCIATION HAS CONSIDERABLY
BROADENED.

The first “wave” in FBN Ukraine was presented
by Vladislav Burda’s partners from children’s
goods distribution sphere, consulting and
nutrition production. With time the Asso-
ciation was joined by medical companies,
construction and chemical enterprises, furni-
ture showrooms and car dealers, educational
centres and restaurants, domestic wineries
and agro-industrial farms, brand-agencies
and resort hotels.

From the group of like-minded people who dis-
cuss scenarios of business transfer to the heirs
and their best training FBN Ukraine has turned
into an outstanding power in the society that
takes up more and more critical and important
challenges - economic and social ones.
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5-NETNE «FBN-YKPAVWHA»

B mpomioMm rony, Ha 25 MeKIYHAPOOHOM CAaMMHUTe II10 Ce-
MeliHOMYy 6r3Hecy B [lybae meneraiiys yKpauHcKoro FBN ¢ax-
THYeCKH BBICTYIIHIA C [I0COJIBCKOM MHUCCHer. Kpu3uc, oxBa-
THBIIMI YKPaKHY C Ha4aJla 2014 rofa, CTaBHUJI MHOKECTBO
BOIIPOCOB IT€pe[ T0IbMH 3aIIalHOr0 MHPa. Baafeablbl yKpa-

HMHCKHX CeMeHHBIX KOMIIAaHUH, IpHexaBiire Ha FBN Clobal
Summit, CTaJIU > KUBBIM OTBETOM II0 HOBOgy CI/ITyagI/II/I

B Hallle} CTpaHe, a Ipe3eHTalus AHApes PenopoBa, OLHOIO
13 wieHOB «FBN-YKparHa», cobpana ogHy U3 CAMbIX MHOLO-
YK C/IeHHBIX ayIUTOPUH CAMMHUTA U IIPOIeMOHCTpUpoBaJia
Hanbosee BasKHble MOMEHTBI IIEPEXOIHOTO [IePHOJA B SKU3HU

YKpauHBI, CBSI3aHHOTO C peBo/IIOLIMer MaKaaHa.

Last year at the 25™ Family Business Global Sum-
mit in Dubai the FBN Ukraine delegation actually
came forward with the ambassadorial mission.
The crisis that spread over Ukraine from the begin-
ning of 2014 set many problems before western
world people. The owners of Ukrainian family
businesses who came to the FBN Clobal Summit
became a living response on the situation in our
country and the presentation of Andrey Fedorov,
one of the members of FBN Ukraine drew one

of the largest audiences of the summit and showed
the most important moments of the transi-

tional period in Ukraine connected with Maidan

U3 YCT O4e€BUALEB M HAIIPpSIMYIO BOB/IEHEHHBIX B YKPaAHH- revolution.

F. K - / | CKHe COOBITHS COOCTBeHHUKOB OM3Heca 3aIaiHble CeMeHHbIe
YKpauHckas deaezauus cemeiiHbiX KoMNAHULL 8 [[yae: Kiddisvit, y 1
RedHaIB‘i;oilf EBN Global Summit, okmabpe 2014

The Ukri‘nLiZn.Hglegation of family companies in Dubai: Kiddisvit,

1 AT ~r
RedHead, Bizoil. FBN Global Summit, October 201458
r =¥ W b

KOMIIaHHHM CMOTJIH Y3HATb O IIPUYKMHAX ITIOSIBJIEHK S KPH- ACCOI’diIlg to witnesses and business owners

3Kca ¥ BO3HUKHOBeHMS MariaHa, 0 ero ocjefCTBUIX LIS directly involved into Ukrainian events west-

SKOHOMHUMKH H 0 HaJe>XXAe, KOTOPYIO ITMTAI0T YKPaHMHCKHE ern famlly business companies were able to get

6r3HecMeHBI. [JaTPHOTHYHBIN HAaCTPOH YKPAHHCKOM Jielie- to know about the reasons of crisis emergence and

ralliH, ITOSBUBIIELCS Ha rajna-ykuHe FBN Global Summit Maidan appearance, about its effect on economy

B HAIIMOHA/IbHBIX KOCTIOMAaX, IIPOM3BET HEU3ITIaIUMOe and the hope cherished by Ukrainian business-

BIiedaT/IeHHe Ha dYyIUTOPHIO.

men. The patriotic spirit of the Ukrainian delega-
tion that appeared dressed in national costumes
at the gala dinner of FBN Global Summit made

an indelible impression on the audience.

Baaducaas Bypda u Andpeii Pedopos neped npe3sen-
mavueii Ykpaurst Ha FBN Global Summit, [ly6aii,
oKkmAbpy 2014

Vladislav Burda and Andrey Fedorov before the
presentation of Ukraine on FBN Global Summit,

ladislav Burda's personal presentation on FBN Global Summit, Dubai, October 2014

Dubai, October 2014
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5-NETWNE «FBN-YKPAWHA» -

.

Actually the fifth anniversary of the Association
was celebrated in Odessa in summer, where in 2009
the first participants of FBN Ukraine got together
for the first time at RedHead office (at that time
still named “Europroduct”).

The President of FBN International Alexis du Roy
and general manager of FBN in Gulf States Sara Mo-
hammadi accepted the invitation to participate in
summing-up the five-year results of FBN Ukraine.
Alexis du Roy noted the exceptional unity and real

family strength in relationships between the par-
ticipants of the Association. Sara Mohammadi made

a presentation of the coming anniversary summit
of FBN in Dubai and presented the list of family

business companies in Gulf States. All together

epaas scmpeya cobCmaeeHHUKO8 YKPAUHCKUX cemeliHbix Komnanuil, Odecca, utoab 2009 FBN Gulf Cooperation Countries includes 17 families

- W | . O
The first meeting of the Ukrainian family businesses owners, Odessa, July 2009 from the United Arab Emirates, Saudi Arabia, Qatar,

Oman, Kuwait and Bahrain. Some of them became

host-companies of the summit in Dubai.

Cob6CTBEeHHO MATU/IeTHEe ACCOLIMAILIMU OTMETU/IH JIETOM

B Ofpiecce, I'Zie B 2009 roay, B oprce RedHead (Torma eme —
«EBPOIIPOAYKT») BIIEPBbIe COOPAIKCH IIepBble YIACTHUKHU
«FBN-YKpauHa».

Ha mogBenmeHue IATH/IETHUX UTOTOB «FBN-YKparHa»

B Opeccy mmprexany mpe3uneHT FBN International Anmexcuc
J1o Pou 1 reHepanbHbIN JupekTop FBN B cTpanax Ilepcupn-
ckoro 3anuBa Capa MoxaMMaaH. AJIeKCHUC 10 PoX OTMeTHI
HeoOBIYaNHYIO CIVIOYeHHOCTh M HACTOSIIIYI0 CEMEHHYI0
KPeIloCTh B OTHOIIEHHUAX MeXKAY y4aCTHUKAMH ACCOLIHa-
nuy. Capa MoxaMMaau cesasia IIpe3eHTaLMIo TOT/A elle
rpsgymero robrefiHoro cammuta FBN B [lybae u mipen-
CTaBHJIa COCTAaB CeMeHHBIX KOMIIAHHUH B CTpaHax Ilepcun-

CKOTO 3ay1uBa. B obmelt cnoskHocTu B FBN Gulf Cooperation

Capa Moxammadu, 2eHepaibHblil dupekmop Countries BXogsT 17 ceMel U3 O6beJUHEHHBIX APabCKuUX b, . .

FBN 8 cmpanax Ilepcudckozo 3aausa SmMuparos, CaymoBckor ApaBuH, KaTapa, OMaHa, KyBerTa Baaducaas Bypda, npesudenm FBN Ukraine, u Anecuc 0o Poil, npesudenm EBN International, Odecca, utoab 2014
Sara Mohammadi, General Director 1 baxperiHa. HekoTopble M3 HUX CTa/IH XOCT-KOMITAaHHUSIMH Vladislav Burda, President of FBN Ukraine, and Alexis du Roy, President of FBN International, Odessa, July 2014, ¥
of FBN Gulf Cooperation Countries caMmMHuTa B [ly6ae. 1 i
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5-NETNE «FBN-YKPAWHA?»

df Mammuac Aasbepm, cosaadesey; barka «Tymman»,
~ PuHaHcosoz20 napmHepa « FBN-YrpauHa»

atthias Albert, the co-owner of Gutmann Bank,

financial partner of FBN Ukraine

Nei}_l 2015
_—

He Tak maBHO y «FBN-YKpanHa» IMOSIBHJICS IIOCTOSHHBIHN
GUHAHCOBBIM [TapTHeP U FeHePAIbHBIH CIIOHCOP — DaHK
«['yTMaHH». JlokTop MaTtuac AnsbepT, coBaesnel] 6aH-

Ka, BBICTYITHJI IIepe]] y9aCTHHKAMHU TOP>KeCTBA I10 CIy4aro
OATHIeTHS AcCOUManK. OH IIO3HaKOMHMII BlIaJe/IbLeB

C pe3ynbTaTaMHU HCCeS0BAaHUM, KOTOPBII IIPOBes BaHK
«['yTMaHH» CpeJli CBOUX KIHEeHTOB — CeMeHHbIX KOMIIaHHUH
B LleHTpanbHOM M BocTouHOo! EBporie. OIHUM K3 ITTaBHBIX

BBIBOJIOB CTaJId OCTpas HeobX0IMMOCTb [IOATOTOBKU Iiepe-
Jaup OM3HeCa OT IIOKOIeHMS OCHOBATe/Ie CBOMM Hac/Ie-

HHUKaM. M3-3a HefocTaTKa 3HAHUH B 3TOH 06/1aCTH Ja/IbHel-

niee CyINeCTBOBAHME MHOI'MX ITePCIIEeKTHMBHbBIX KOMITAHUH

OKa3bIBAeTCS IOJ YTPo30ki. 9GPeKTUBHBIM HHCTPYMEHTOM
B pellleHHH JAHHOTO0 Bompoca naptHep «FBN-YKkparHa»
Has3BaJl BHEIHUL COBET JUPeKTOPOB, KOTOPBIH IIOMOYKET
CTPYKTYPHUPOBATh ITPOLIECC U TILATEIBHO BCe CINIAHUPOBATh.

L

T T W, T T,

Tlasea lHepeMema, MUHUCMP 3KOHOMUYeCK020 pa3sumus

u mopeosau YrpauHst (pespans—cenmsabpy 2014), Ha 8cmpe-
ye ¢ yuacmuuramu «FBN-Ykpauna», Odecca, uionb 2014
Pavel Sheremeta, the minister of economic development and
commerce of Ukraine (from Feb. till Sep. 2014), on the meeting
with the FBN Ukraine participants, Odessa, July, 2014

Ho, noskanyi, Haubonee pe30HAHCHOM BCTpeUel Ha JIeT-
HeM HBeHTe B Ofiecce CTajla JUCKYCCHSI COOCTBEHHHKOB
6usHeca c ITaBnoMm lllepeMeTol1, ocHOBaTesneM KreBo-Moru-
JSHCKOM 6u3Hec-1mKombl (KMBS), a B TeueHHe HeCKOIBKUX
MecCsLeB 2014 Fofia — 3aHUMaBIIeM JO/KHOCTh MUHUCTPa
SKOHOMHMYECKOTO Pa3sBUTHS U TOPTOB/IH YKpauHsL. [Touet-
HBII TOCTh, 3HAKOMBIH y>Ke C HeKOTOPBIMH M3 Y4aCTHHUKOB
«FBN-YKpanHa», IoA4epKHY/ 3aHHTepeCOBAaHHOCTb HOBOK
BJIaCTH, IIpUILIeAIIel Ha CMeHy PeXXUMY SIHyKoBH4a, B CO-
TPYAHHYECTBE C C YKPAUHCKUM OHM3HECOM. TOT OTKPBITBIH
Y IOBepHUTeTbHBIH [1aI0T 0603HAUMII [IePCIIEKTHBY U BO3-
MOSKHOCTH O/IP>KamIero BpeMeHH IJIsl CeMeHHoro 6rusHeca
B YKpauHe.

started working with its permanent finan-

It’s not a long time that FBN Ukraine

cial partner and general sponsor - Gutmann
Bank. The doctor Matthias Albert, the co-
owner of the bank made his speech in front
of the participants of the fifth anniversary
of the Association celebration. He intro-
duced to the owners the results of the re-
search conducted by Gutmann Bank among
its customers - family businesses from
Central and Eastern Europe. One of the
main conclusions consisted in the urgent
necessity to prepare the transfer of busi-
ness from the founders generation to their
heirs. Lacking the knowledge in this sphere
further existence of many perspective com-
panies turn out to be under the threat. As
an effective instrument to settle this ques-
tion the partner of FBN Ukraine named an
outside committee of directors that would
help to define the process and plan every-
thing carefully.

Perhaps the most outstanding meet-

ing in the summer event in Odessa was
the discussion between business own-

ers and Pavel Sheremeta, the founder of
Kyiv-Mohyla Business School (KMBS) and

during several months of 2014 a minister
of economic development and commerce

of Ukraine. The guest of honour who was
already acquainted with some participants
of FBN Ukraine emphasized the interest of
new authorities that replaced Yanukovich
regime in cooperation with Ukrainian busi-
ness. That dialogue based on openness and
trust specified the perspective and possibili-
ties for the family business in Ukraine in
the near future.
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5-NETNE «FBN-YKPAVWHA»

3a CcBOIO MIATHU/IETHIOO UCTOPHIO ACCOLIMaLiKel CO31aH0
HECKOJIBKO HOY-Xay. 3TO, B IIePBYIO ouepe/ib, Bble3qHEbIe
Typhl 4ieHOB «FBN-YKparHa» B IPYrye CTPAHbI )1 3HAKOM-
CTBa C YCIIeIIHBIMU CeMeMHBIMH KOMIIAHHUSIMHU U [IPOEKT
Junior Gen.

Junior Gen — obbegUHEeHHE MJIAAIINX I€TEH BIaHe/IblIeB ce-
MeHHBIX 6K3HecoB. Obpa3oBaTebHO-pa3BIeKaTeIbHAs IIPO-
rpaMMa € 3KCKypCOM B ceMeHHBIH 6u3Hec 15 Junior Gen
IIPOMCXOIUT IIapPA/UIeTIBHO B3POCIION ITPOrpaMMe Ha Kak-
JIOM HBeHTe ACCOLIMAIIUH. JTO YKpeIUiseT APYRO0y MesKay
JIEeTbMHU U I103BOJISIeT POSUTESIM IIPHe3KaTh Ha UBEHTHI
IIOJTHBIM COCTaBOM, UTO JieJIaeT XapaKTep BCTped AcColiHa-
MU IIOJJIMHHO CeMeHHEIM.

YTo KacaeTcs Bhle3IHBIX HA[MOHAJIbHBIX HBEHTOB, TO yKe
I10/IyYeHHBIH OIIBIT U3y4eHHs TeHeTU41eCcKoro Koja Tpaiu-
LIMOHHBIX CeMeHHbIX KOMITAaHHUH OPaHIIUKM K 3HAaKOMCTBO

CO «CKPBITBIMH YeMITHOHaMK» CII0BeHHH Aa/IH MOLIHBIH TOJ-
YOK JIJIS1 0CO3HAHHSI IIePCIIeKTHUBbI COOCTBEHHBIX KOMIIAHUH
YKPaHHCKUM B/Iafle/lbLiaM. B 2015 rofly y>ke TPeTHH Bble30HOU
TYyp ceMeli-y4acTHUKOB «FBN-YKparHa» Iipoles B ABCTPHH.

Busum y1acmHukos «FBN-YkpauHa» 8 JItobaaHy, CaoseHus, anpeab 2014

Avisit of FBN Ukraine participants to Ljubljana, Slovenia, April 2014

PasHoobpastsle npozpammst 04 Junior Gen —
€aM020 MAAOULE20 10KOACHUS CeMeliHbIX KoMNAaHULL
Avariety of programs for Junior Gen - the younger
generation of family-owned businesses

created some know-how. First of all it is the

Over its five-year history the Association

international tours taken by FBN Ukraine
members to other countries to learn about
successful family businesses and Junior
Gen project.

Junior Gen is the union of the younger

children of family businesses owners.
An educational and entertaining program

with an excursus into a family business
is conducted for Junior Gen at each event

of the Association simultaneously with

an adult program. It develops the friend-

ship between children and allows parents
to attend the events in full family and that
makes the Association’s meetings truly
family like.

As regards the national events, the experi-
ence of study of the genetic code of tra-
ditional family businesses in France and
acquaintance with the "hidden champi-
ons" of Slovenia gave a powerful impetus
to Ukrainian owners to realize the perspec-
tives of their companies. In 2015, the third
international tour of FBN Ukraine partici-
pants was held in Austria.
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5-NETNE «FBN-YKPAVWHA»

HecmoTps Ha pacTyImuil MacuTab reorpaduu U BIHs-
Hu4 «FBN-YKpanHa», Bech IIPOIUIBII TOZ, IPOLIes IIOf,
3HaMeHeM IIOKMCKa Mep I10 IIPeoJo/IeHHI0 HallkOHAaIb-
HOro0 KpH3Hca. [To MHUIIMaTHBe HeCKOJIbKUX CeMeHHBIX
KOMITaHUH U3 JIHeIIporeTpoBcKa («Merac», «[JHeIrpo-
XMM») OBIIa CO3/JaHa BOJIOHTEPCKAsI TPYIIIIA JIsl IOMOIIH
YKPAaHMHCKUM BOEHHBIM YaCTSIM, AeHCTBYIOIIUM B 30HE
ATO. K MHHIIUaTHBe BCKOpe MpHcoefMHUIKNCh RedHead,
«JKoHHS», Jansen Capital Management, Koproparus
«brocdepa» 1 Apyrue. 3a HECKOIbKO MecALleB 2014 Iofa

YyYaCTHHUKaMHU ACCOIIMAIIUY 6b110 cobpaHo bosiee 2 MIIH.
I'PUBEHb Ha HY>KABl YKPAaUHCKOM apMHUU. Llenpio uHAH-

COBOM IIOMOIIY CTa10 3QPeKTUBHOe obecrieyeHe BOUHOB

ATO HEO6XOQI/IMHMI/I CpencTBaMHu TaKTUYECKOH )d3BeIKH
u Ha6)'IIOZ!eHI/IF[ BO€HHAA OIITHKA ), CBA3HW, HABHUI'AIIHH,

I/IHQI/IBI/I,anTILHOI;I 3alllMTBI, CPeACTBAMHU >Kr3HeobecIieue-
HHUA U O6MVHZ[I/IPOBaHI/IeM.

Ha 3aBepuiarinemM HBeHTe ACCOLMALIMHU B 2014 rony B Ku-
eBe C BJIaJle/IbLIaMM CeMeHHBIX KOMIIAaHUM BCTPETH/ICS
Marop BOOPY>KeHHBIX CHJI YKpauHHI Bauecnas ITnaxyTa.
B cBOell 110-BOEHHOMY IaKOHUYHOM U KOHKPeTHOM pedu
OH COOBIINII 0 IeHCTBUTEIBHBIX Pe3yIbTaTaxX [IOMOIIH
BoJIOHTepOB FBN U BbICKa3as ybexXaeHHOe MHEHHE B TOM,
YTO MMEHHO IIPHU o[ AepsKKe IIpeicTaBUTeNel 613He-

ca cerofHsl BO3MOXKHBI 3pdeKTHBHBIE AeHCTBUS apMUU

u 6ynymas mobena B 6opnbe 3a coxpaHeHHe LIeTOCTHOCTH
VYKpauHBI.

Bauecaas Ilnaxyma, maiiop 800py>KeHHbIX CUA
YKpauHst, Ha scmpede ¢ 8AadeAblaMU YKPAUHCKUX
cemeliHbIX KOMNAHUiL, HOA6pb 2014

Vyacheslav Plakhuta, a major of the Ukrainian armed
forces, on the meeting with the Ukrainian family
businesses owners, November 2014

of FBN Ukraine, last year was dedicated to over-

Despite the enlargement and influence

coming the national crisis. On the initiative of
several family businesses from Dnepropetrovsk
(Megas, Dneprohim) a volunteer group was
created to provide help for Ukrainian military
units operating in ATO area. The initiative

was soon joined by RedHead, Econiya, Jansen
Capital Management, Corporation Biosphere
and others.

For several months in 2014 members of the
Association raised over UAH 2 million for the
needs of the Ukrainian army. The financial

aid was provided to supply ATO soldiers with
necessary means of tactical reconnaissance and
surveillance (military optics), communication,
navigation, personal protection, survival kits
and uniforms.

At the closing event of the Association in Kiev
in 2014 a major of the Ukrainian armed forces
Vyacheslav Plakhuta met with the owners of
family businesses. In his concise and specific
speech, he told about the actual results of the
EBN volunteers’ aid and expressed confidence
that the support of business representatives
makes the effective actions of the army and
the future victory in the struggle for Ukraine’s
integrity possible.

Expanding activities, the support provided

by the international community of family
businesses and the Ukrainian government as
well as education and training of capable and
responsible heirs who will become real citizens
of their motherland are the result of owners
persistent efforts and a long-term perspective
for the family business in our country.
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