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BCTYTNWUTEJTIbHOE
CJ10BO BNAAUCNABA
bYPAbl

Vladislav Burda's
foreword

Fop npowen ans KOMNaHUU
vAa4Ho, n 6yaem HapeaTbcs,
4YTO M 2018-1 6yAeT K HaM
6,1arocK/1I0HHbIM!

A Mbl Y NocTapaemMcsi NPpoOXuUTb
ero 3¢ppeKTUBHO.

[IpouIbI¥ rofi 6611 II0JIOH M3MeHeHHH, K Hayanoch Bce C
M3MeHeHUN Ha CaMOM Bepxy, B CoBeTe JJUPeKTOpPOB. ITo-
c1e 6 JIeT IIpeKpacHo pab6oThl B 60pae RedHead Baguma
Mapryinuca, ero CMeHHI XepMyT KopMaHH, KOTOPHIH Cpasy
CTaJ1 IpefcenaTeneM CoBeTa.

Ha riepBoM 06HOBJIEHHOM 3aCeIaHHH 60pAa TaK>Ke IpHU-
cyTcTBOBI CTaHMCIAB POHMC (Biamestel] KOMIIAaHUH «Comfy»)
B KaueCTBe COBeTHHKA 60pZa, KOTOPBIH 33121 HEKOTODHIe
IIapaMeTpBhl AJIs1 PO3HULIBI U [TI03HAKOMMII HaC C HOBBIM Tep-
MuHOM Rule100. B ganpHeeM Mbl 0OMeHHUBAIUCH OIIBITOM
¢ 3kceptamMu Comfy U faske 06CysKIUTH HEKOTOPhIe 6a30BbIe
K03PPULIMIeHTBI, IT0CKONIBbKY Comfy SBIsIeTCS IUAEPOM B CBO-
eM cerMeHTe U JIJIsl Hac 3TO 6bUI XOpouIni 6eHYMapK.

NMocne Ha3HaA4YeHUS HOBOIO
6opaa, Mbl Ha4Yanu
MHTE@HCUBHO MEHSTbCA U
nepBbiM U3MeHeHueMm 6bina
pecTpyKtypusauus.

Bce pykoBoauTeIH 6M3HeC-F0HUTOB cTau CEO CBOHX
6M3HEeCOB U ITOIYYMIH B CBOE PACIIOpsIKeHNe GUHAHCUCTOB,
HRD, I0pHCTOB, JIOTUCTHUKY U BCe YTO HEOOXOAMMO I CaMO-
CTOSITeNIbHOM YCIIeIITHOM PaboThl 6113HECOB.

Ha BepxXHeM YPOBHE (KOPIIOPALIMH) OCTJIACh TOIBKO PHHAH-
coBas CIy>k6a C ayAUTOM, 1 IOPHCT U CIy>kK6a 6e30ITacHOCTH.

STO MO3BOIMIIO 6M3HECAM ITIPUHUMATD 60J/1ee MOGHIIBHEIE U
TeXHHN4YEeCKH BEPHBbIE pPellIeHHNI KMEeHHO JI UX 6H3H€COB, 4To
CAenaIo ux Bcex 6omee 3¢PeKTUBHBIMHU.

OthenbHas rpymmna 6pl1a co3aHa U3 3-X GUHAHCUCTOB KOP-
noparuu (Hukonad IyxoB), AenapTaMeHTa Po3HULIE ([1aBes
CaBYyK) ¥ IIPUIJIALIEHHOr0 3KcIepTa (Mropst 3ac/1aBCcKoro),
KOTODBIE CMOTJIM OIIEPATUBHO PECTPYKTYPHUPOBATh KPEIUT-
HYIO 33J0/IKEHHOCTD ¥ COKPATUTD BBIIIIATHI 10 IIPOLEHTAM
Ha 45%.

It was a successful year for the company and
we hope that 2018 will be favorable to us too!
And we will try to live it effectively.

The last year was full of changes. We started
with the changes of the board of directors.
Vadim Margulis was working hard in the Board
for 6 years but Hermut Kormann took over from
Vadim as head of the Board.

Stanislav Ronis (Comfy company owner)
attended the first meeting of the renewed
Board as an advisor. He set up some retail
parameters and introduced a new term Ruleioo.
Also, we shared our experience with Comfy
experts and discussed some basic rates because
Comfy is a leader in its segment and it is a good
benchmark for us.
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XepmyT KopmaHH

Hermut Kormann

RedHead Ne12 / MaprT, 2018

After the Board renewal we
started changing intensively
with the restructuring.

Business-units heads became
CEOs of the businesses and

gathered the team of financiers,

HRD, lawyers, logistics experts
- everything to manage the
business successfully and
independently.

Now there is only a Financial
Services Audit Department,
one lawyer and security service
on the top of the corporation.

It allowed businesses to take
more flexible and effective
decisions and as a result the
businesses became more
efficient.

The separate group of three
financiers of corporation
(Nikolay Glukhov, Pavel
Savchuk, the retail department
and Igor Zaslavskiy, the
invited expert ) managed to
restructure loan and reduce
interest payments by 45%.

It became possible due to
the goals attained on cash flow
by retail and distribution and
hard work of the real estate
department during the year.
There is an interesting article
about the department’s work

in this issue. Daniel Boutiques
owned by Invogue Group now
also fulfilled their financial
obligations before RedHead
Corporation. It allowed
reducing a corporate credit
portfolio by 20% and increased
company’'s rating in the eyes of
the banks that will promote our
further development.

The main news of 2017
is definitely Antoshka and
Hamleys cooperation.

By the end of the year the
retail brought Hamleys first
products to Antoshka stores
and they are being sold well
NOW.

Also, the retail department
successfully opened a new
format store in the CityCentre
which is going to be
implemented in other stores
during the next 3 years.

As for the distribution
success, it was the first time
for the department to give
noticeable profit. It was the
result of the difficult decision
to end relationships with
unprofitable suppliers. This step
required not only courage but
also intelligence how to replace
the lost turnover properly.

3TO CTaJIO TAK>Ke BO3MOXKHBIM 6j1aromaps
BBITIOJTHEHHBIM I10 K3II(IIOY LIeJISIM PO3HHU-
LIBI ¥ JUCTPUOBIOLIMH, & TAKKE CTA6MIBHOHN
paboTe B TeUEHUH BCETO rofia JerlapTaMeHTa
HEeIBMKHMOCTH, 0 paboTe KOTOPOro B 3STOM
HOMepe HaITHCaHa ITPeKpacHas CTaThs.

Taxoke cBoU GpHHAHCOBEIEe 0643aTe/IbCTBA
repes KoHILIepHOM RedHead BHITTONTHUIIH,
yureniye B Invogue 6yTHKH JJaHHIb.

Bce 3TO ITO3BOJIMIIO HA 20% COKPATUTE KOP-
IIOPAaTUBHBIM KPeIUTHBIHM IOPTeNnb 1 3Ha-
YUTEJIBHO YIYYLIUTD CBOM PeHTHUHT B IVIa3ax
6aHKOB 3aeMILIHKOB, UTO 6yZeT CI10CO6CTBO-
BaTh HallleMy JAJIbHEHIIIEMY PA3BUTHIO.

Po3HHIIA TaKoKe YCIIEITHO OTKPhLIA Mara-
31H HOBOro popmara B CityCentre, KOTOPBIH
IUIAaHUDPYeT TUPKUPOBATH 3 OIIDKAMIIIIX
roza.

YTO 5Ke KacaeTcsl YCIIeXOB HCTPHOGBIOLIHH,
TO 3TOT JlellapTaMeHT BIIepPBble 32 MHOTHe
rofibl IIOKa3aJl 0Csi3aeMylo IIPUOELIL, 61aroaa-
Ps OTKa3y OT HelIpHOBIIPHBIX ITI0CTABILHKOB,
YTO 6BIJIO OYeHb HEIIPOCTHIM pellleHHeM U
Tpe60BaJIO He TOJIBKO CePbe3HOT0 MY>KeCTBa,
HO ¥ CMeKaJIK{ YeM 3aMeHMUTb YIIeAITHNA
060pOT.

KoHeuyHo, rnaBHOU
HOBOCTbIO 2017 roga
SIBN1SIeTCA NapTHEepCTBO
«AHTOLWKKN» ¢ Hamleys.




OMHUKAHAJIbHOCTDb:

NBe rpaHn oAHOro
CAHTOWKWY

Omnichanel model: two sides of
the same «Antoshka»

TIpoAasky YXOAST B OHJIAMH. DTO Y3Ke Aaske He TeHJeHIMs, a CYpPOBble byaHU puTeiia. Urpo-
KU PBIHKA C MUPOBBIM MMeHeM, KOTOpble He CMOTIJIU HAatTU cebsl B 3TUX YCJIOBUSX, [IPOCTO BHI-
6BIBAIOT U3 COpeBHOBAHUH (IIpo Toys«R»Us ysKe CIbIIIN?). HO afanTalys IPOAoIKAeTCs, K
OLHUM U3 HMHCTPYMEHTOB IIPUCIIOCO6IEHUS K HOBBIM YCJIOBUSIM SIBJISIETCSI OMHUKAHATIBHOCTE.
VIMeHHO OHa CTaJIa OCHOBHOM TeMO [JIs1 HAllIero Pa3roBopa C JUPEKTOPOM elapTaMeHTa
e-cominerce ¥ MapKeTUHra Muxauiom CaBelIM4YeM.

Muxaun CaBenuy
[OVPEKTOP [ernapTaMeHTa
e-commerce 1 MapkeTuHra

Mikhail Savelich
Director of the Department of
e-commerce and marketing

All sales go online. It is not even a trend, it is a retail necessity
today. Global market leaders who was not able to accept
new conditions drop out of the market (have you heard about
Toys«R»Us?) The adaptation processes is still going on and
omni-chanel model is one of the tool to survive. We discussed
it with e-commerce and marketing director Mikhail Savelich.

- YT0 Takoe OMHUKaHab-
HOCTb M MOYEMY Ball Ae-
napTaMeHT NpUAAET ocoboe
BHUMAaHWeE eé BbICTPaMBaHWNIO?

- BaX>KHbIM HanpaeneHnem
pPa3BUTUA CETU «AHTOLLKA»
ABNSIETCS MOBbILLEHNE NPU-
CYTCTBMSA B MHTEPHETE, NO-
BbILLEHME OHNANH NPOAAX.

N nencTB1TeNbHO, O4HOW 13
OCHOBHbIX 33434 34eCb SBNA-
eTCs BLICTPaMBaHME OMHMKA-
HaIbHOCTH, K YEMY Mbl NpU-
CTYNUAV NPUMEPHO FOA Ha3ag,
OMHMKAHANbHbLIN PUTENN - 3TO
TOT pUTEN, KOTOPLIV Npeao-
CTaBASeT KAMeHTY, Tak Ha3blBa-
eMbil, 6CLIOBHLIN K/TMEHTCKNN
onbIT. CerofgHa ans KnveHTa
Pa3MbIBAETCA Pa3HMLA B OLLY-

LEHMSAX MO KAKOMY KaHany mau
KakyM Cnocobom OH coBepLua-
eT NokynKy. byab-TO NpUXo[ B
odNarvH-MarasmH, Nokynka B
OHNAMH-MarasmHe, ¢ KOMMb-
Tepa, C MOBUILHOW BEPCUM,
3akas ToBapa no TenedoHy.
KNMeHT AO/MKEH NOMYYNTbL ab-
CO/MOTHO OAMHAKOBbIN YPOBEHb
cepsuca. Putennep 4onxeH
obecneynTs emMy OAMHAKOBYHO
LeHy, OAVHAKOBBIA aCCOPTU-
MEHT, CMHXPOHHO paboTatoLLyto
nporpammy N0SIbHOCTM 1 BCE
npoune 6a3oBble MPUHLIMMGI B
ero pabote. 1 camoe cnoxHoe
B OMHWMKAHAILHOCTU - 3TO
nepectartb AennTb y ce64 B
ro/10Be [1Ba KaHasia Npoaa:
PO3HWYHLIA MarasuiH 1 MHTep-
HeT. Mbl CTPEMUMCSt AOHECTU

3TOT NPUHLMN 40 KAMEHTa 1
MHOrO 4€ro N3MeHNAN B KOM-
NaHUW 418 TOro, YTOBbl OH He
4yBCTBOBA/ Pa3fenéHHbIMU 3TU
[Ba KaHana.

<< ba3ncoM Ansd OMHUKAHANLHOCTH
ABNAETCS OAMHAKOBbLIN ACCOPTUMEHT
1N ofMHaKoBas LieHa. 1oCTub 3Toro
He Tak NMPOCTO, KAk MOXET MoKa3aTk-
CA Ha NepBbIV B3NS4, HO Mbl yKe
JOCTUMM B 3TWUX BOMpOCax onpese-
NEHHDIX YCNEXOB. >>

3a 3TOT roj, Mbl NPaKTUYeCKM
ybpanu oTcTtaBaHme no accop-
TUMEHTY B OHNIaMHe OT odnam-
Ha. [leno B TOM, 4TO LO6ABUTL
ToBap B odnamH-marasmH
3HAYUTENLHO NpOoLLe, Yem A0-
6aBUTb €ro B OHMAMH-MarasuH.
YT06bI TOBAp NOSBMACS HA NOS-
Ke, ero Haao NPOCTO MOCTABUTL
1 pacneyarartb K HeMy LLEHHWK.
[ns Toro, 4To6bl OH NOSIBUACS B
NHTEPHEeT-MarasunHe ero Haao
choTorpadurpoBathb, eMy HYXKHO
[aTb ON1caHue, onNucaTh xapak-
TEPUCTUKM, KOTOPbIE CTaHYT
dunLTpaMm Ha camTe, 4O6aBUTL
ero B COOTBETCTBYIOWMN pas-
[nen. BCé 3T0 Ha0 HeCKObKO
pa3 NpoBepuTb, MOTOMY HTO
CepbE3HLIV pUTENIEP He MOXET
n03BONNTL cebe oWnbKM nnm

Single Channel

HETOYHOCTM B OMMCAHWUM TOBA-
Pa, He rOBOPS YXKe O KaKUX-TO
owmbkax B GyHKUMOHaNe, YTO
MOXET BOCMPUHUMATLCS KN~
EHTOM KaK 06MaH. T0 MOXeT
NPOVCXOANTL, MOTOMY HYTO
KOMMpamTep He Aepskan B pyKax
3TOT TOBAPp, a ONMUCas ero Ha
OCHOBaHWW APYTNX TEKCTOB, KO-
TOpble HaLWén B ceTu. Mo3aTomy
BCE 3TW 3Tanbl HECKO/LKO pa3s
BEPUOULIMPYIOTCS.

YT06bI COKPATUTL BPEMS,
3aTpayvBaeMoe Ha nosiBaeHne
TOBapa Ha canTe, Mbl Nepecmo-
Tpenu npouecc GopMm1poBaHns
COMPOBOANTENLHOIO TEKCTA,
BbIAIVN OTAE/IbHO KONUpan-
TEpOB, KOTOPbIE OMMUCLIBAKOT,
OTAENbHYIO rPYNMy KOppek-
TOPOB, Y aAMUHNCTPATOPA,
KOTOPbIV 3arpy>KaeT BCIO 3Ty
NHGOPMaLIMIO O TOBape Ha
CaunT. YNpocTuam npowecc ¢pop-
MMPOBaHVS GOPM A1 3aMBKM.
MonHoLeHHO 3apaboTana Hala
GOTOCTYAMSA, KOTOPAS TEXHUYE-
CKku obecneyeHa BCeM, A4N15 TOrO
4T0bbI BbIZABaTL GoTOrpadmm
TOBapa MakcMmasbHo BbiCTpo.
IMEHHO NO3TOMY paspbiB B
aCCOPTMMEHTE 3HAYUTENbHO
COKpaTUNCA.

Multi Channel

What is an omni-channel model and why
do you pay so much attention to it?

We see an online sales increase as a key
direction in the development of «Antoshka»
chain. Itis vitally important to shift to omni-
channel model and we started doing it a
year ago. Omni-channel retail is a seamless
approach to the consumer experience.

Today the distinction between shopping
in-store and online have become quite blurred
for a customer. It doesn't matter whether the
shopping is done offline in physical stores or
online through PC, mobile app or over the
phone, the service should be equal. A retailer
should provide consistency in pricing, product
assortment and loyalty program as well as
preserve basic principles of the company's work.

The most challenging is to see two channels
of sale, that is retail store and online store,
as a whole. We do our best to introduce this
principle to a customer and have already
changed a lot in the company to make a
customer consider these two channels as a
single unit. The basis of omni-channel model
is in consistency of product assortment and
pricing. This model is not easy to integrate but
we have already achieved considerable success.

This year we have almost eliminated

the differences between online and offline
assortment products. The matter is that it is

Omni-Channel
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much harder to add products in online store
than offline. To display a product in a store,

it should just be supplied there and have its
price. But it is much more complicated for an
online store product. One should take photos
of it. Then a product should be described and
its characteristics will be used as filters on the
site. Finally, it should be added to the proper
category.

It must be checked because a serious retailer
cannot make mistakes in a product description.
A customer can consider it as deception. It can
happen because a copywriter has not seen a
product but described it relying on the texts in
the Internet. All these stages are usually verified
several times.

In order to reduce the time spent on the
appearance of products on the site, we reviewed
the process of products characteristics writing.
We hired copywriters, who describe products,
there is also a separate group of proofreaders,
and an administrator who loads all this product
information on the site. The process of filling
the forms also became simpler. Our well-
equipped photo studio started working full time
to produce the products photos as quickly as
possible. That is why the gap in the assortment
has significantly decreased.

Consistency in pricing is a complicated
process and requires work with suppliers.
Nevertheless, we succeeded in providing equal
pricing for a considerable amount of products. It
is worth noting that we have almost completed
unified loyalty program creation to let
customers get consistent discount both in online
and offline stores.
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YTO KacaeTcs OAMHaKOoBbLIX
LieH, TO 3TO npouecc bonee
CNOXKHBIN, MOCKObKY OH TpebyeT
paboTbl He TONLKO BHYTPU KOM-
naHKKM, HO U C NOCTaBLLUMKAMM.
TeM He MeHee, Ha 3HAYUTENbHYIO
rpynmny TOBApOB Mbl CMOI/IN
0becnevmTb OAMHAKOBYIO LIEHY.
Xo4eTcs Takoke OTMETUTb, YTO
CeroAHs NpakTu4ecky 3aBeplLueHa
paboTa No Co3aaHuio eamHON
nporpamMmbl 10SINLHOCTH, YTOObI
K/MEHTbI NOJTyHanu 0OAMHAKOBYIO
CKNAKY MO CBOUM ANCKOHTHbIM
KApTO4KaM Kak B OHMaMHe, Tak v
B 0dravHe.

- Kak oMHMKaHanbHOCTb 06e-
cneyuBaeTcs B opsanH-mara-
3UHaX «AHTOLUKa»?

- Mpexae BCero, B HALLMX Ma-
rasvHax Mol BHeApsieM BUPTY-
aNbHble NOAKN. Bedb MarasuHoi,
KOTOpble K TOMY e pasHble

no CBOEeW NAOLWAAKN, He MOryT
BMEeCTUTL B Cebst BCe TOBApbI,
KOTOPbIE Mbl XOTVM NPOAABaTb.
Hy>KHbBI TOYKM A0CTYMa KO BCEMY
ACCOPTUMEHTY, Tak NOSIBASOTCS
BMPTyasibHble MOKK, Ha KOTOPbIX
noKynare/b MoKa YTo C MOMOLLbIO
npoAasLia, a BCKOPe, Mbl Ha4eem-
CS, M CAMOCTOSITENIbHO, CMOXKET
HaMTN MHTEpEeCYIOLLIMIA TOBAP U
[axke 3akaszaTb ero. CeroaHs y
Hac eLé He chopMMpoBaHa Ta-
Kas NONb30BaTe/1bCKAS NMPUBbLIYKA,
3TMM 3aHMMAIOTCH B OCHOBHOM
npozasLbl. Ho B EBpone 310 yxke
AKTMBHO NPaKTUKyeTCs. Tak 4To
noKa B 3TOM CMbIC/1e Mbl paboTa-
€M Ha NepcrnekTuBy.

Tak>ke B CKOPOM BPEMEHM
Mbl 3aNyCTUM OMHMKaHaNbHLIN
«BULL-MCT». MOXHO byaeT co-
6paTh CMNCOK XXeNaHWM CBOero
pebeHKa, Hanpumep, KO AHIO
POXAEHWS, N He NPOCTO MPUATK C
HWM B MarasuH, a NOAeNNTLCS UM
B CeTW C NoMoLLbio sms, Viber™a,
cou,. ceTen unum NobbiM Apyrum
CNocoboM C BO3MOXKHbLIMW fapn-
Tenamu. M korga KTo-To rae-to
KyAUT TOBap M3 3TOrO CNMCKA, OH
ByaeT NOMeYeH Kak yxe KymaeH-
HbI. DTO ByaeT GUKCMPOBaTLCS U
B odnariHe, 1 B OHAAMHe. To ecTb,
Mbl CTpaxyemcs OT TOro, YTO ero
KynaT BO BTOPOW pas. B oHnamHe
naeHTMdUKaums byaert ocyecT-
BNATLCS 6naroaaps CCbiike Ha
CMMCOK, KOTOpYLO ByayT nony-
4aTb TOMbKO Y1eHbl FPYNMbl, a B
odnamHe — no HOMepy «BULLI-
MCTan. IHTepecHo, Y4TO UAeHo 3Ty
HaM MoACKa3anu CaMu KJIMEHTI,
KOTOPbIE B HALUMX MarasmHax
[lOroBapmBanmch C npoaasuUamuy,
0TKNaAbIBaNAM TOBap ANs Aapu-
Teneu, KOTopble NOTOM Nprob-
peTanu ero, Ha3blBas KO4OBOE

cnoBo. OKazanochb, 4To 3T0
[eNCTBUTENLHO BOCTPeboBaH-
HbIM CEPBUC 1 OH y>ke pabo-
TaeT B EBpone, NO3TOMY Mbl
peanunsyem eroy cebs. Takom
«BULL-NINCT» y>Ke paboTaeT B
HallemM marasuHe Ha Nocénke
TanpoBa, rae Mbl MI0TUPYEM
HOBbIVI dOpMAT. «BULL-NCTbIN
eCTb 1 B OHNAWMHe, 1 cemyac
Halla 3ajada — VHTerprpoBaTtb
NX B OLMH.

- MoxeTe 03BYy4nUTb Baluu
60/blIME U MaJIEHbKWE NOo-
6e/bl B OH/IAMH-NPOAAXaXxX n
WHTEpHeTe B Lie/Iom?

- EC/iv roBOpUTL OTAENLHO 06
OHNaMHe, MOXXHO OTMETUTb, YTO
3a nonroaa 060poT BbIPOC B

3 pasa. YTo 4ns 370ro Aena-
N, BO-NepBbIX, 3HAYNTENbHO
YBEINYUIN ACCOPTUMEHT.

Bo-BTOpbLIX, Mbl paboTanu

Hag ynydleHem paboTol
WHTEepHeT-MarasuHa B nnaHe
CTabunbHOCTW ero paboTsl,
yA06CTBA MOKYMOK B HEM: MpO-
BE/IM HECKO/bKO «t03abuanTK
ayanToBy, ChopMMpoBanm
PeKOMEHAALMN W YNyHLINAN
yA06CTBa Nonb3oBaHmsA. Mo-
MYTHO pa3BKBasM CEPBUC «MUK-
an», TO eCTb AOCTaBKy, KOraa
KJIMEHT 3aKasblBaeT TOBap U B
[aNbHenwemM OH npresxaet K
Hemy JOMOW MUV OH CMOXeT
cam ero 3abpatb B KAKOM-/1Mb0
MarasmHe. B 3ToM Mbl COTPYA-
HW4Yaem C «HOBOWM MOYTOMY.
B-TpeTbux, pa3BmMBanyM Takom
KaHas, KaK Men1-MapKeTUHT.
ABTOMATM3NPOBA/IN HECKO/1b~
KO TUMOB PacChLINOK, CAeNAN
nepcoHanbHoe npeanoxeHue
Ha OCHOBAHMM TEXHOOMMN big-
data. To ecTb fJaxe eCn Ye-

JIOBEK HE OTMETWU, KTO y H
MasTbynK UK AEBOYKA, |
pebéHKa BO3pacT, No q
NIEHHOMY MOBeAeH
Ha camTe, NO ero not
€ro NpocMoTpam, M
Tenepb 3TO KOCBEH
[0ensThb, W, COOTBET
[enartb eMy Tapret
npefnoxeHue. Tax
neTa NoSHOLEeHHO 3
MOBUIbHAs BEPCUS
MarasmHa. lotomy 4
B MarasmH ¢ MO6u/IbH
0OCTUT 50%.

How do you provide omnichannel model in
«Antoshka» offline stores?

- We set up virtual shelves in our stores. The store cannot
contain all the products we would like to sell. There should
be some points of access to the whole product assortment,
it led to virtual shelves appearance in our stores. A customer
with the help of a shop assistant, and we hope later he/she
will do it by him/herself, can find and order a product he/she
needs. We do not have this customer’s habit and mostly it is
done by shop assistants. It is widely used in Europe. We see
future opportunities in it.

Soon we will launch omni-channel «wish listr. It will be
possible to form your child's wish list for his/her birthday
and to share it through sms, Viber or any social net with

grandparents or friends. When somebody buys it, a product
will be ticked. You can see it either online or offline. Thus we
can provide for a product not to be bought twice. Online

it will be identified through the link to the list that will be
sent only to the group participants and offline there will be a
number for every «wish listy.

Itis interesting that our customers gave us this idea. They
often asked shop assistants to keep an item for relatives and
friends who want to give it as a present and they bought it
calling the password. It turned out that the service is widely
used in Europe and we decided to realize it here. Customers
can use such a «wish list» in our store in Tairovo district.
There are online «wish lists» and our task is to integrate
them in a single one
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Can you tell about your achievements in based on customer’s spending habits. In the OMHUKAaHJIBHOCTh — 3TO He TPeH[I, 3TO He HOBOMOJHOe sSBJIe-

online sales and in the internet as a whole? beginning of the summer we introduced an HUe B pUTelne, 3TO TO, KaK IIOKyIIaTe/Ib CerOAHS IIOKyIIaeT Ha
online store mobile version because 50% of online DBIHKe. OTO 0TO6paskeHMe ero IIPUBLIUEK, IIOTPebHOCTEeH. ITO TO,

Speaking about online sales | should mention store visits are made through mobile phones. KaK OH BBIGHPaAeT, KaK OH IIpeAIlounuTaeT 3a61upaTh CBOM TOBAP.
the turnover has increased by three times during TToaTOMY «AHTOIIIKA» He OejIaeT B 3TOM CMBICIe HIYero peBoJIio-
the year and a half. Let me say what was done There was also a leap on FB, the number of LIMOHHOI'O, MBI IIPOCTO CTapaeMCsI HATH B HOT'Y CO CBOMM IIOKY-
for it. We widened the product assortment. We followers and «likes» considerably grew. There rnartejieM. MBI IIOJIHOCTBIO TOTOBBI K OMHHMKAHAJIBHOCTHU TeXHU-
improved online store service. We got a website are about 100 hundred followers. We were in YeCcKH, ¥ OHA ysKe YaCTUYHO 3aIlyllleHa B KaTeropusx «Fashion»
usability audit and made some recommendations  the top 10 of Ukrainian retail on FB according u «Urpymukay, [iyst 60Jiee IOJIHOIO 3aITycKa HaM Heobxoauma
on how to make it more comfortable for to these figures in August. We are not going to CUHXPOHHU3AIIUS LIeHOO6PA30BaHUS Ha PhIHKE, HAJl YeM MBI
customers. stop and want to reach 125 hundred followers a cerofHs paboTaem C IIOCTaBIIMKAMU. HO y>ke MOXKHO TOBOPUTD,

year. Earlier all these channels were not used as YTO HAYMHas C 2018 rofia CeTh «AHTOIIIKA» OYIeT eIUHOM B CBOEM

Simultaneously we were developing a «pick intensively as now. 11eHoo6pa30BaHUY, B OHJIAMHe U odiariHe.
-up» service. A customer can order a product and
then it is either delivered to customers home We relaunched our You Tube channel and are
or he/she can get it in any «Antoshkan» store. planning to develop it in three directions. The first
«Nova Pochtar («New Post») is our partner in one will provide pediatrician advice for parents
this project. Also, we were developing e-mail on care and psychology. The second direction is
marketing. Basing on big data technology we «New Parents». There will be advice on furniture - Omni-channel model is not a trend or a implement Omni-channel model, and it has
make a personal offer through several types of choice and life hacks for parents. Children will modern phenomenon in retail. This is the way already been partially launched in the «Fashion»
mailing. Even if a person did not provide enough enjoy the third direction with toy reviews. how a customer buys today on the market. This and «Toy»categories. To provide it completely, we
information (for example his/her child's gender, Youtube channel will reflect our offline store. is a reflection of his/her habits and needs. This need to synchronize pricing on the market and
age or interests) we can make a targeted offer is how he/she chooses products and prefers we are discussing it with suppliers today. But we

to take them. There is nothing revolutionary can already say that from 2018 «Antoshka» chain
in «Antoshka» activities, we just try to keep up will be united in its pricing online and offline.

with our customers. We are fully prepared to
OTLenpbHO X04YeTCs OTMeTUTh PHIBOK Ha FB OTHOCUTEIBHO
YBeJIMYEeHUS «IAHNKOB», YBeIMUEHUS KOJIMYEeCTBa IO IHCYH -
KOB. Y HaC UX Cceryac Iopsifika 100 ThICSY. [10 3TOMy I1OKa- Ry N A AL E LT
3aTesli0 B KOHILIe aBI'yCTa MBI IIOIIAJIN B TOII-10 YKPAUHCKOTO L ' = = - = (
purteria Ha FB. KoHeYHO, He CO6MpaeMCst OCTAaHABIMBATHCS, _ ' ; ! : ‘ ‘.
Hallla 11eJIb — 125 TBHICSY B I'ofi. PaHee Bce 3TH KaHAJIBI He UC- . \ W
[10JIb30BJIMICh TaK MHTEHCHBHO, KaK ceryac. : ¥, 5
L GHTSwKE

MBI ITepe3anyCcTHIN Hall Youtube-KaHasl, 6yIeM ero pas- KO — napur pagocr
BHBATh B TPEX HAIIPaBJIeHUX. [IepBoe, 3TO COBETEHI IlefHaTpa 2 ‘
L I K E JUJISI POJUTEJIEH, COBETBI 10 YXOAY U IO AeTCKOM IICUXOIOTHH.
BTOpoOe HaIlpaBiIeHHe — «MOJIoAble POJUTEIU». ITO, K IIPHU-
Mepy, COBeTEHI I10 BEI60py Mebein, naridxaky s MOIOABIX
poxnutesnell. U TpeThe HaIIpaB/IeHUe, yKke O0JIbIle s feTeH,

3TO PaCIIaKOBKH U 0630DEL UIPYIIEK. Youtube-KaHaI CTaHET
3epKaJIOM Halllero odaakiH-MarasyuHa.
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«AHTOWKA» B
NHOMU-An3anHe

«Antoshka» in lumi-design

OTKPLITUE «AHTOLLKM B «/laBHA MO «Antoshka’'s» opening in Lavina
Knes (MapTt 2017) Mall, Kiev (March 2017)

«Antoshka’s» opening in City Center,

Odessa (August 2017)

Center», Opecca (ABrycT 2017)

OTKpbITUE «AHTOLWKMY B TPL, «City

RedHead Ne12 / MapT, 2018




bOJIbWIAA
PO3HULA

CBeplieHna n nnaHbl
cetTn «AHTOWwKay

Big retail. «Antoshka» chain
achievements and Plans -

2017 rop, 03HAMEHOBAJICS AJIS1 CETH «AHTOIIKA» 60/IBIITHM KOTHUECTBOM COGBITHH,
KOTOpBIe 6yAyT onpefensaiTh pa3BHTHE JAHHOI0 6H3Heca B G/ KaFIIHe HeCKOIBKO JIET.
JeTanbHEeH OCTAHOBHMCS HA HEKOTOPBIX H3 HHX.,

BO-IIEPBHIX, 3TO HAYJIO COTPYAHUYECTBA C «XeMiierc» (Hamleys) — KyJIbTOBEIM GPeHAOM
B MUDe JeTCKOY PO3HULIBI. CBOMMU KOPHSIMU 3Ta 6PHUTAHCKAs CeTh yXooUT B XVIII BeK, 1
CerofHs 3TO OOUH M3 KPYIIHEeHIINX U Haubojee YCIIeIHbIX JeTCKUX CyIIepMapKeTOB B MUDe,
BbUTa JOCTUTHYTA JOTOBOPEHHOCTH 0 pPa3BUTHH Hamleys B YKpauHe, oH 6yeT IIpeACcTaBIeH B
pamkax «shop-in-shop» B ceTu «AHTOIIKa», TakKe «AHTOILIKA» B 6irpKatimeM 6yaymieM 6yger
OTAENbHO OTKPHIBAaTh MarasuHbI «XeMJIeHC» B HAIlleH CTpaHe, DTOT CTPAaTernuecKU 1ar o-
3BOJIMT 3HAKOBO AUddepeHIIMPOBaTh HAllly CETh B IVIa3aX IIOKyIlaTens. B fekabpe 2017 roga

15 RedHead Ne12 / MaprT, 2018

KOMIIAHUS ITOJTYYHIIA OT «XeMJIEEC» TOBAPEI ¥ 060pYyAOBaHUE
IS TPEX MarasmuHoB: «CKka3Ka» B Kuese, «Mera-AHTOIIIKa» B
Opecce, u TPL] «MocT-CUTHU» B JJHeIIpe. 3TO [1I03BOJIUT IIpOTe-
CTUPOBATh MeXaHU3M COTPYLHUYECTBA, U y3Ke B O/ILsKaleM
6yayIIeM OCYIIeCTBUTD [IOJTHOLIEHHBIH 3aITyCK «XeMJIEHC» B
YKpauHe.

Bo-BTOPBIX, YTO KacaeTcs [IoApase/leHs HrpyIika, KOMIIa-
HHS IIPOA0JDKAET IIOIYYaTh Jj1s ce6sT HOBbIe SKCKIIIO3HBHEIE
YCIIOBH S, SKCKIIO3MBHBIE TMHENKH JeTCKHUX TOBAPOB. SIDKHUM
IIPHMepOM 3[eCh MOKeT CJIY>KHUTh PaCIINpeHMte COTPYAHHU-
YecTBa C TAKUM HeJI0OLIeHEHHBIM 6PeHIOM B Halllel CTpaHe,
Kak Playmobil. ITo cBoel IIpofaBaeMOCTHU B Psifie CTPAaH OH He
ycTyraeT Lego; «tAHTOIIKa» HaMepeHa IT0JIHOLIeHHO UCIIOJIb-
30BaTh 3Ty BO3MOKHOCTH U pa3BUTh Playmobil B YkpauHe.
TaKoro pofa HOBMHKU 6yAyT BO3HUKATh U Jajbllle, 0 YEM MBI
6ynemM HHPOPMUPOBATH JAOIIOTHUTENIBHO.

Hosas norucrtuka

B RedHead ripozo>kaeTcst peCTpPyKTypH3a-
LY, OHA 3aTparuBaeT abCoIOTHO BCe I10f-
paspeneHus. ECIM paHbllle yCIIYTH II0 JIO-
TUCTHKE PO3HUYHOMY 6H3HeCy OKa3bIBajIa
OUCTPUOBIOTOPCKASI KOMIIAHUS, TO HAUMHAS
€ 2018 rofia TOTUCTUKY 6YAET OCYIIECTBISTh
BHEIITHUY ITPodeCcCuOHAIbHBIN IOAPSI/I-
YUK, DTO SIBJISIETCS BAXKHBIM COOBITHEM [IJIS
«AHTOLIKH» C TOYKHY 3peHUs 3PPeKTUB-
HOCTH. ITO TaK>Ke I103BOJIUT OIITUMHU3UPO-
BaTb LIeJIBIN DAL APYTHUX GH3HEC ITPOLIECCOB
BHYTPU KOMIIAHUHU, KAYeCTBEHHO YIy4lIaTh
B3aUMO/IEHICTBHE C ITIOCTABIIMKAMU, KOTO-
DBIe TOTOBBI [1ePeBOAUTD CBOIO JIOTUCTUKY
Ha Halllero BHEeITHero IIpoBakepa.

Retail News is planning to open Hamleys stores opportunity and develop Playmobil in
in Ukraine. This is a strategic step to Ukraine. We will inform about such

The year 2017 was marked with
a great number of events for
«Antoshkan stores chain. These
events will determine the business
development strategy for the next
few years. They are considered more
closely below.

Firstly, it is the beginning of
cooperation with Hamleys, a cult
children retail brand. This British chain
was founded in the 18th century and
today it is one of the largest and
most successful supermarkets in the
world. There was an agreement on
Hamleys development in Ukraine. It
will be introduced in terms of «shop-
in-shop» concept in «Antoshkax»
chain. In the near future «Antoshka»

make customers identify our chain. In
December 2017 the company received
goods and equipment from Hamleys
for three stores: «Skazkan in Kiev,
«Mega- Antoshkan in Odessa, and
trade center "Most-City" in Dnepr.

It will allow testing the cooperation
mechanism and successfully launch
Hamleys in Ukraine .

Secondly, the company continues
getting new exclusive terms and
children’s goods within the toy
direction. The example is broadening
of cooperation with Playmobil, the
brand that was underestimated in
our country. This brand is not inferior
to Lego in terms of its marketability.
«Antoshka» is going to use this

kind of news further.
New logistics

RedHead continues restructuring
process and it affects all the
departments. Logistics services in
retail business were provided by a
distributor company, but since 2018
it will be done by an independent
contractor. It is a really important
event for «kAntoshka» in terms of
efficiency increase. It will allow
optimizing business processes
inside the company, improving
cooperation with suppliers who are
ready to transfer their logistics to our
independent provider.
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HAMLEYS

PMTE“"A Hamleys. The Legend of
Children’s Retail
«XeMJIeHC» — CTapeMIIN U KPYITHeHIIHUE Mara3uH Urpy-
1ieKk B Mupe. CBOM IIepBBIM MarasuH «HoeB KoBUer» YUIIBSIM
XeMJIH OTKPBUI B JIOHOHEe Ha Xalt X0n60pH B 1760 rofy, a B
1881 rofy OoH Iiepeexail Ha PUIKeHT-CTPUT, Ije HAXOOUTCI U
IIOHBIHE, 7 3Ta’KeH, 5 ThICSTY KBaJPATHBIX METPOB, 50 ThI-
€4 HAMEeHOBaHUH HUTPYIIeK, 5 MUJUIMOHOB IIOKyIIaTeNleH
€3KeroJHO — BOT YTO TaKOe JIOHJZOHCKUH «XeMJIeHc», OH
durypupyeTt BO MHOTHX MHUDOBBIX IIYyTEBOAUTEISIX KaK SpKas
JIOCTOIIPHMEeYATeIbHOCTh CTOIMLIBI BeTMKO6PUTAHUU. ITO
HaCTOSIIAs JIeTeHa Kak AJIsi IPOPeCcCHOHAIIOB AETCKOIO PU-
TeIa, TaK U [IPOCTO [J1s IIOKyIIaTeslel. Belb B HEM BBIPOCTIO
y>Ke MHOKECTBO ITOKOJIEHUH 6PUTaHIEB, KOTOPEIE C TPEIIeTOM
OTHOCSITCS K JIIO6IMOMY MarasuHy CBOero JeTCTBa. 3a CBOIO
HUCTOPHIO «XeMIeHC» IBAKABI CTAHOBIUICS OQHILIMAIBHBIM
IIOCTABIIMKOM KOPOJIEBCKOTO ABOPA, U 40 CUX 10D B HEro
HaBe/pIBAIOTCS WIeHBl KOPOJIeBCKOM ceMbH. Kpome JIOHZ0-
Ha U BpUTaHuHy, «XeMJieHc» IIMPOKO IIpe/iCTaB/IeH BO BCEM

Mupe. CerogHs B 24 CTPAaHAX MUPA HACYUTHIBAETCS OKOJIO 110
MarasnuHOB.

AN INSPECTION INVITED

WHERE HAY BE SEEN THL LARGEST STOCKE OF

TOYS, DOLLS, CAMES, CONJURING TRICKS,

FANCY GOODS, &c., ai Wholesale Prices.
ILLUSTRATED CATALOGUE PNST FREE,

PexnamHoe ob6bsBneHne Hamleys 1884 .
Hamleys advertising 1884

Hamleys is the oldest and largest toy shop
in the world. In 1760 William Hamley founded
his first toy shop ‘Noah's Ark’ in High Holborn,
London. The shop was so successful that in
1881 a new branch opened on Regent Street.
Hamleys store in London has seven floors
that cover 5,000 square meters and are full
of 50, 000 toys.The store has over 5 million
visitors a year. Hamleys is referred to as a
London landmark in a number of guide-books.
Itis a real legend for customers and children’s
products retail experts. The store became the
dream place for many generations of Britons
who grew up with Hamleys and adore it. Twice
in its history, Hamleys has become the official
supplier of the royal court and members of the
royal family still visit it. Besides London and
Britain, Hamleys has stores all over the world.
There are about 110 stores in 24 countries.

What makes it unique? It is neither the large
area nor the broad assortment. It is the special
approach to sales management and pleasant
atmosphere for customers. William Hamley,
the founder, tried to create the wonderfully
joyful atmosphere in the store. His heirs
also succeeded in maintaining this friendly
environment. Every day is magical at Hamleys
with toy theaters, storytelling, competitions
and crafts. Hamleys is a pleasant place to
spend time with kids and relax rather than to
do quick shopping. It is really child-oriented.
Children draw, play with construction toys and
take part in workshops. The store is full of life,
something is changing all the time giving rise to
new emotions. Hamleys is an ideal place for the
whole family. Adults can also find something to
buy: vintage toy cars, soldiers, puzzles or stuffed
toys. Nevertheless, the key component of the
retail success is its assortment. Hamleys is a
partner of a number of toy producers.
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YTO 3Ke [ieIaeT ero 0Co6eHHBIM? B [TepBYI0 ouepesb, He

TUTAHTCKME pa3Mepshl, He IMIHUPOYaN NN AaCCOPTUMEHT, a Popular brands try to display their goods
0CO6BIF ITOAXOM K OPTaHM3ALIUHY IIPOAASK U CO3IaHHUIO IT03H- in this store and some goods are supplied
THBHOT'O HACTPOEHMS Y BCeX, KTO B Hero 3axofuT. OCHOBaTellb by largest manufacturers only to Hamleys. It
3HAaMEeHUTOro 6peHzia YUIbsIM XeMIIH C IIePBHIX JHEeM cTapa- is the basis of Antoshka chain and Hamleys

CS1 CO3IaTh B MarasuHe atMocdepy paJoCcTH. DTO IIPeKPaCHO cooperation.

YAABAJIOCh MY, U 3TO IIPEeKPACHO YAAETCS ero HacaeJHUKAM.

KaskObIY IeHb B «XeMJIeHC» — 3TO HACTOSIIUM ITPAa3IHUK C Meet exclusive products and touch the British
KYKOJIBHBIMH CIIEKTAKJIAMUY, KOHKYPCAMH, TeMaTHUYeCKUMU legend in children’s stores no.1in Ukraine

BBICTaBKaMH, UYTeHHUSIMU KHUT. TAKKUM 06pa3oM, OH OpPHUEeHTH-
DOBaH He CTOJIBKO Ha POAMTENIeH, IIPeAIIOYHTAIOIMNX OBICTPO
KYIIUTb UTPYLIKY U y6eKaTb, CKOIBKO Ha AeTel, KOTOPIM
HHTepeCHO B HEM HaXOAUThCA. B «Xemielc» AeTH PUCYIOT,
COBUPAOT KOHCTPYKTOPEL, YYACTBYIOT B MacTep-Kiaccax. B
HEM KHIIHUT CBOS >KU3HB, B HEM IIOCTOSIHHO UTO-TO MEeHSIeTCs,
BBI3BIBAS y BCEX IIOCETHTe/IeH KasKAbIH pa3 HOBbIe SMOLIMH.
IIpencTaBbTe cebe UAEATBHBIH NeTCKHUI MarasuH, B KOTOPBIH
MO>KHO IIDUHITH BCEH CeMbeH. ITO U eCTh «XeMJIeHC». B HEM
JlasKe B3POC/Ible Ie1aloT cebe MOKYIIKU: KOJUIeKIIHOHHbIe
UTPYyILIeYHble MOJEeIN aBTOMOGIIIEH, COMAATHKOB, I1a3/IbI,

tOHBLIM noceTnTens Hamleys | A young boy tries out a toy PoxxaecTBeHckas | Hamleys Toy Shop WIH TI06KMBIe C JeTCTBa MSITKMe UTPYILIKY, HallpUMep.
TecTupyeT moLenb asTomobunsa | MG Midget car at Hamleys in BUTpWHa Hamleys 1951 r. | window, Christmas 1951
MG, Hos6pb 1934 . | November 1934 TeM He MeHee, BasKHAs COCTABJISIOLIAS yCIIeXa 3TOrO PH-

TelJIa — ero aCCOPTHUMEHT. «XeMJIeHC» SIBSeTCS KII0YeBbIM
IapTHEPOM JJIsI MHOTHX ITPOU3BOAUTEIIEN UTPYIIEK. K3-
BECTHBIE OPEeHbI CTAPAIOTCS IT0 MAKCHUMYMY IIPEACTABUTH B
3TOM 3HAKOBOM Mara3uHe CBOM TOBap, 2 HEKOTOPBIE IT03ULIUHU
KPYIIHEHIINe IPOU3BOAUTEIU II0OCTABISIOT UCKIIOYUTEIBHO
B «XeMJIEC». B 3TOM 3aKJII0YaeTCsI OCHOBA COTPYLHUYECTBA
CeTU «AHTOLIKa» U «XeMJIeHC»,

e i e

DKCK/IIO3UBHBIE TOBAPHI U IIPUKOCHOBEHME K 6DUTAHCKOM
JlereHzie — BCTPedaliTe B JeTCKUX CyllepDMapKeTax Nel B
YKparHe.

Hamleys B Hawwu gHn: / Hamleys Today

—_
O




21

playmobi!

RedHead Ne12 / MaprT, 2018

3a6aBHBIX Ye10BeUKOB PLAYMOBIL 3HAIOT BO BCEM MHpe. A
Cco6CcTBeHHUK 6peHIa, HeMeLKHH Brandstitter Group, sIBIsI-
eTCsl KPYIITHeHIIUM IIPOM3BOAUTe/IEM UTPylIeK B [epMaHUU.
B uéM >Ke CeKpeT ero ycriexa?

Bo-IIepBbIX, MUHMMaJIUCTUYHbIe QUTYPKU U aKCecCyaphl
K HUM IIPOCTO CO3[aHBI [UISL UTPHI: OYeHb KPeIIKUe, I10/-
BIDKHBIE, CO MHOXKECTBOM B3aMMO3aMeHSIeMBIX JeTalen.
B oTiinyuie oT OCHOBHOIO KOHKypeHTa, LEGO, PLAYMOBIL
JenaeT akLeHT UMeHHO Ha UIDe, a He Ha KOHCTPYHMPOBaHUH.
C IIOMOILBIO UTPOBHIX Ha60poB PLAYMOBIL neTu MOIyT BOC-
IIPOM3BOAUTE 3TOT OTPOMHBIF MUD B He6GOIBIIMX MacIITabax
U PasbIIPEIBATH MHOMKECTBO CLIeHOK. PaHTa3MpPOBaTh U 3KC-
IIepYMEeHTHUPOBATh.

BO-BTODBHIX, IPUYMHA yCIIeXa KOMIIAHHUM KPOETCS B HEU3-
MEHHOM CTPEMJIEHHUH KO BCEMY HOBOMY. Y CO6CTBEHHHKOB
Brandstitter Group Bcerga O6bUIH He3bI6/IeMble IIPUHIIUITHI,
HO IIPH 3TOM OHU HHKOI[a He OCTAaHABIMBAJIKCh HA JOCTHUT-
HYTOM. 9TO OTPasKEHO B CAMOM HCTOPUH 3HAMEHUTOTrO He-
MELIKOTO KOHIIePHA 10 IIPOU3BOACTBY UIPYIIEK.

12 facts about «<PLAYMOBIL»

PLAYMOBIL funny figures are known all over
the world. Brandstatter Group, the owner of
the brand, is the largest toy manufacturer in
Germany. What is the secret of the company’s
success?

Firstly, figures and accessories are created
to play with them: they are strong and
moveable with a number of interchangeable
parts. In contrast to its main competitor
LEGO, PLAYMOBIL stimulates imagination and
creativity rather than constructing skills. With
PLAYMOBIL, children can not only slip into many
different roles, but also recreate and experience
the world in miniature. They can make up their
own stories as PLAYMOBIL sparks imaginative

play.

Secondly, PLAYMOBIL's key to success is in
its aspiration for new approaches. Brandstatter
Group owners have always had stable principles
but they have never rested on their laurels.
The history of Germany's top-selling toy
manufacturer reflects it.
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B 1952 roZfy B KOMIIAHHIO
IIPHUILIEN XOpCT BpaHaTe-
Tep, [IPAaBHYK OCHOBATeJIs.
HauwuHai ¢ pa6oTsl dop-
MOBIIIUKA. BcTaB y pyns
Brandstatter Group, OTKPBII
B KOMITAaHHH HOBYIO 3DY:
aKIIEHT CTAJI Ie/IaThCs Ha
IIDOM3BOJCTBE UTPYIIEK, &
OCHOBHBIM MaTepHaIOM BbI-
6paH IUIaCTUK.

RedHead Ne12 / MaprT, 2018

B 1876 roay AHppeac
BpaHamreTTep OTKPHLUI B I.
®ropT (BaBapus) GabpUKy
JULS IIPOM3BOACTBA AeKopa-
THUBHBIX 3AaMKOB U IITYLie-
POB. B 1921 rofly KOMIIaHHUS
Brandstdtter Group Iiepe-
exaja B COCeHUM rOpPOJIOK
LupHAopd, B KOTOPOM L0
CHX IIOp HaXOJUTCS eé mTab-
KBapTHpa.

MpounsBopacTeo Geobra
Brandstatters, cepeanHa
1920-X rogoB.

In 1952 Horst Brandstatter,
the great-grandchild of
company founder, started
working as a mould maker in
the company. After becoming
a joint shareholder, he
completely overhauled the
business by introducing plastic
toys.

In 1876 the company
was founded by Andreas
Brandstatter in Furth, Bavaria
and produced ornamental
fittings and locks. In 1921 the
company moved to Zirndorf
and its headquarter is still
there.

Geobra Brandstatters's
manufacture,
mid-1920s.
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B 1958 romy mpocTo Iia-
CTHUKOBBIH 06pYY, XyJIa-XyII,
IIpuBén Brandstatter Group
K CeHCAIIMOHHOMY ycIlexy. B
3TOM >Ke TOAy MOJIOAO0M pa-
60THUK Me6eIbHOM JIaBKU
TaHc Bek, KOTOPBIH B CBO-
6o1HOe BpeMsI B KayecTBe
X066U MaCTepUI JeTCKYIO
MebeJIb U UTPYIIKH, 1011
3asiBJIeHHe Ha COUCKaHUe
JOJKHOCTH AH3akiHepa-
pa3paboTymKa UrpylIeK B
Geobra Brandstatter.

In 1958 the hula hoop made
Brandstatter Group successful.
The same year Hans Beck, a
young cabinet maker, who
made small toys in his free
time, applied for a position as
a toy developer, or at that time
a «model maker», with Geobra
Brandstatter.

B 1971 rogy I'anc Bek moka-
3aJ1 XopcTy BpaHALITeTTEDY
I1epBOrO JIePeBSIHHOIO Ye-
noBeuka Playmobil pocTom
7,5 CM — YTO6BI ero 66110
yIO6HO IepsKaTh B JeTCKOHM
Py4YKe. Biagener; KomIia-
HUU BCTPETHUII 3TY UJEI0
CIep>KaHHO.

In 1971 Hans Beck came up
with the idea of making the
small 7.5cm figures that fit
in a child’'s hand. However,
the company's owner did not
support the idea.

Crapbint norotun Geobra
Brandstatter, KOTOpbIM BA,OX-
HoBAnanca NaHca bek gna cos-
AaHWS 1L, CBOMX GUIypoK.
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Ha paHHUX 3CKH3ax TaHca Beka y GUTypoK 6bUIH HOCHL,
M3-32 Yero OHK HAIIOMUHAIH KIIOYHOB. BIIOC/IeICTBUK
BeK pelIwI, YTO KOHKPETHBIE UL CIUIIIKOM OTPAaHUYH-

BaKOT JETCKOEe BOOﬁpa)KEHI/Ie.
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B 1980-e roasl mpouso- The 1980s were marked

mén TpuyM PLAYMOBIL: with PLAYMOBIL triumphant.
HedtsaHoM KpU3UC 70-X R OTKPBIBAIOTCS HOBBIE OPHU- New offices were opened
BBIHYZ I KOMIIQaHUIO IIpe- \\\\\\ cbl B EBporie u CeBepHOI throughout Europe and North
L \ )
KPaTUTh IIPOMU3BOACTBO The oil crisis of the 19705 \\\\\\ AMepuUKe, America.
UTPYIIEK, KOTOpbIe Tpebo- made the company stop \\\\\\
BaJIH GOJIBIIOrO KOIHYe- manufacturing plastic products \\\\\\
. . N
CTBa JIOPOTMX MaTepPUAJIOB. as it required a large amount \\\\\\
BBUIO IPUHATO pellleHue of expensive material. It was \\\\\\
Pa3BUBATh KOHLIEIILIHIO decided to develop PLAYMOBIL \\\\\\ g
S ’
PLAYMOBIL. concept. \\\\\\ — - q#-
S
S
S
S
S
XopcT bpaHawTeTTep U Horst Brandstatter and S
&
XaHc bek, 1970-e rogbl. Hans Beck,1970s

\\
Tl
|\II\I\\\\\\\\\\\\\\\\\\\\

B 2000 T. B LlupHaopbe, HeAAIEKO OT
HiopH6epra, OTKPBUICS TPAaHUO3HBIE ITapK

B 1974 rony 6bUIH IIpef- pasBiedeHus PLAYMOBIL. [leBU3 ITapKa In 2000 an amazing PLAYMOBIL Funpark was
CTaBJIeHEI [IepBhIe QUTYD- In 1974 the first product - «JJaBayTe XUTh aKTHBHee», OTCYTCTBHUE opened in Zirndorf. The all-pervading motto
KU PLAYMOBIL: priliaps, series were: Knights, IIACCHUBHBIX ATTPAKLIKOHOB — Uesl OCHOBA- of the park is «Action and Exercisel» There are
CTPOUTEeNIb U UH]eell, Construction workers and TeJsisd [1apKa, BiaJeblida KOMIIAaHHUU X0pCTa no passive amusements. It was the idea of the
B 1976 roay dunuan Ha Native Americans. In 1976, BpanpmTeTTepa, 06€CIIOKOEHHOr0 IIpobie- founder of the park, owner of the company
MautsTe B3I Ha cebs Playmobil characters were MO HeJIoCTaTKa ABI>KeHUS y AeTel. B sTom Horst Brandstatter who concerned about
HU3TOTOBJIeHHEe QUTYDOK, made in a Maltese factory. >Ke 2000 rogy Geobra Brandstdtter BrIIIIA children’s lack of movement. The same year
KOTOpBIe COCTOSIH U3 CEMUH Each figure consisted of at least Ha DBIHOK B HOBOM CerMeHTe ¢ 6peHI0M Geobra Brandstatter entered the market in the
KOMIIOHEHTOB U cobupa- seven single parts which were LECHUZA — ropuIKHU A1 PAaCTeHUH C CHCTe- new segment with the brand LECHUZA, «self
JIMCh BPYYHYIO. then assembled by hands. MO CaMOIIONIKBA. watering» plant containers.
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K 2016 rofzy 110 BceMy
MUPY 6bUIO IIPOJAHO 3 MIIPZ,
yenoBeukoB PLAYMOBIL.
Bcero ke c MOMeHTa UX IIO0-
SIBJIEHUS 6bUIO pa3paboTaHo
U 3aIYLIEHO B IIPOU3BOJ-
CTBO 60J1ee 5100 PA3TUYHEIX
TeMaTHU4ecKUX QUTYPOK.

27 RedHead Ne12 / MaprT, 2018

B 2012 rozly BBeJieHEI B
CTPOY HOBBIM COBPEMEHHBIN
MHOTOYPOBHEBBIM CKJIAJ 1
HOBBIH JINTEMHBIM 3aBOJ, B T.
JOuteHxodeH. O 065-
€M MHBEeCTHLIMHI COCTaBUII
25 MJIH eBpo. K 2016 rogy
ob6oport Brandstadtter Group
LOCTUT 671 MJIH €BpO.

By 2016 about 3 billion
PLAYMOBIL figures had been
sold around the world. Since
they were introduced more
than 5100 different thematic
figures have been developed
and manufactured.

In 2012 a new modern
multilevel warehouse and
new foundry plant started
operating in Dietenhofen.
The total investment amount
was 25 million euro. By 2016
Brandstatter Group turnover
had been 671 million euro.

HexoTopeie dUTrypKu
PLAYMOBIL BBIITIyCKAIOTCS B
OTpaHHUYeHHOM KOJIM4eCTBe,
OTYero Ux O4eHb TPYLHO
HaWUTHU. Biiarogaps sToMmy
3aPOJIMIIOCH GOJIBIIIOE KOTH-
4eCcTBO COOBIIEeCTB KOJIIeK-
LIKIOHEPOB 10 BCeMY MUDY.
AKTHBHOCTb QaHOB TaKKe
BKJIIOYaeT B ce6s1 KaCTOMHU-
3aLI1I0, BOEHHEIe UTDEl U
Oaxke co3gaHue GoTo-UCTOo-
PUH U UTPOBBIX QUIBMOB.

gy,
it Iy,
\\\\\ /y,

XopcT BpaHaIITeTTep 3a-
IIPETUII BBITYCKATD YeJI0-
BEUKOB-COJIIAT, BOEHHYIO
TEXHUKY U OPYKUE, KOIIH-
PYIOIIHUX MEJIUTAPUCTCKHUE
n306peTeHUs XX BeKa.

BHe 3aIIpeTa TOJIBKO TaKHe
HCTOPUYECKUE ITEPCOHAKH,
KaK PUMCKHH JIETHOHED,
KOBOOM, ITUPAT U IIP.

///
(/
///// W,
7,
1,

7/ W
™

Some PLAYMOBIL figures are
available in a limited edition,
soitis very difficult to find
them. It led to the formation
of a large number of collector
communities around the world.
Fans purchase the figures, play
war games and even create
photo stories and films.

Horst Brandstatter banned
to manufacture figures of
soldiers, military equipment
and weapons that copy
military inventions of the
20th century. Only such
historical characters as Roman
legionnaire, cowboy and pirate
can be produced.

— o4yeHb pepkas purypka.
Soldier figure in a green
uniform is rare.
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B «AHTOWKE» NosiBUIACH
nepeas Konekumnsa oaexapl
B cTune Jliomepos

New Collection in Lumers Style in
«Antoshka»

RedHead Ne12 / MaprT, 2018

TaTtbsiHa Bypga | Tatiana Burda
OcHoBaTtenb 1 cosnagene, Founder & Co-owner
Invogue Fashion Group | Fashion Group

JItomMepEl, IIO3UTHUBHEBIE MYJIBTSIIHbIE I€PCOHAKU, BOSHUK-
LIIKe M3 CBeTa U Hecyllye CBeT/Ible SMOLIUU BCeM, KTO C HUMU
COIIPUKACAEeTCs], YBEPEHHO 3aBOEBHIBAIOT JIeTCKUE CepAlia.
VX IpUCYTCTBUE B CETU «AHTOIIIKA» CTAJI0 3aMEeTHO, IIPeKae
BCEro, B HOBOM 0QOpMIJIeHUH, AH3atHe Mara3uHoB. OGHAKO
5TO SIBWJIOCH JIMIIB IIEPBBIM IIIarOM Ha IIyTHU PeyIM3alluU U
IPOABUKEHUS] ODUTHMHAJIBHOM KOHLIEIIIIMU. JIOTMYHBIM IIPO-
[OJDKeHUeM Pa3BUTUS CTUIIS JIIOMEePOB CTala [1epBasi JeMU-
Ce30HHAS KOJIIEKLIUS AETCKO JIIoMep-0esKabI ITof, CO6-
CTBEHHBIM 6peHIoM Go Grow, IOSBUBIIASICS B CETH OCEHBIO
2017 roga. Jlake I1ocjie HeIlIpoAoJIKUTeIbHOIO 3HAKOMCTBA C
KOJIJIEKLIMIEH CTAaHOBHUTCS IIOHSITHO, YTO 3TO AETCKAS OfleXXaa
JIJISI TIOBCELHEBHOTO UCII0/Ib30BAHUS. E€ MOXKHO 0Xapak-
TepU30BaTh ABYMSI CJIOBAMU: «kKOMPOPT» U «AKTHUBHOCTEY,
YTo6bI Y3HATD BCE MOAPOOHOCTH 3TOTO0 HOBOTO IIPOEKTA, MBI
06paTUIMCh C BoIpocaMU K TaTbsiHe Bypze, Bliazenuiie
INVOGUE FASHION GROUP, a TaksKe KOHCY/IBTaHTY Fashion-
HaIlpaBiieHHUS B po3HHUIle RedHead.

Lumers, who are funny cartoon characters
originated from light and sharing bright
emotions with everybody, are winning
children’s hearts. Now they are easily identified
in stores’ new design. But it was the first step
on the way of the new concept realization
and development. Lumers style was reflected
in semi-seasonal children’s clothing collection
under its own brand name Go Grow in
autumn 2017. Obviously, it is casual clothing.

It introduces the idea of comfort and activity.
We interviewed Tatiyana Burda, INVOGUE
FASHION GROUP owner and Fashion direction
consultant at RedHead retail, to get to know the
details of this new project. Why and how did the
idea of creating the Lumi-collection of children’s
clothing originate?

Why and how did the idea of children’s
clothing Lumi-collection arise?

- The idea arose as long as Lumers appeared.
They are so incredible and inspire to create
something! | fell in love with these funny bright
characters at first sight! | am sure they will live
a long life not only in «Antoshka» but also on
TV and other stores around the world. Their
journey has just begun. I am really happy that
the hearts of our little customers were won by
the Lumers style clothing. The first FW17 capsule
collection was introduced in «Antoshka» in
September.

Who was the designer?

- It was a joint project. Representatives of
RedHead Fashion department and Kids couture
manufacturers were creating the collection.

It was my first experience. It was so exciting
that we have generated ideas for some more
collections.

One of the features of the collection is
colorful removable Lumers patches. Will
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ITouemy u KAk 803HUKAA Udes
c030aHua JiroMmu-konnexkuu
demckotii 0dexkdbl?

Kmo sbicmynua dusalinepom?

! MapTt, 2018

— Hpes BO3HUKIIA CPa3y, KaK [IOSIBUIIUCH
JIroMepEI. 9TO TaKHe YOAUBUTEIbHbBIE MAaJIeHb-
KHe repou, KOTOpble CAaMU BIOXHOBJISIOT Ha
TBOPYecTBO! 5 BIIO6MIIACE C IIEPBOrO B3IJISAA
B 5TH SIpDKHe CMeIIIHbIe CBeTSIINecs Cylle-
cTBa! YBEepeHa, UTO UX SKU3Hb 6YAET JOITroi
U HaCBIIIeHHOM He TOJIBKO B CTeHaX «AHTOLII-
KH», 2 B 6YAyIIEM M Ha BCeX SKpaHax MHUDa,
I10JIKaX Mara3svHOB UTPYIIeK, OLeKAbL U T. 1.
HIX IIyTh TOJIBKO HayaJICd. Y 1 oueHb paja,
YTO 3aBOeBaHUe ceplel] HAlllMX MaJIeHbKUX
[IOKYyIIaTeslel Ha4yaJoCh UMEHHO C OfeXKpbl!
U niepBag KariCyjabHas KojiekLuusg FW1y io-
SIBUJIACH B «AHTOIIIKAxX» B CEHTs6pe.

— 3T0 6BUI0 HAIITUM COBMECTHBIM TBOP-
YeCTBOM. B 1poiiecce co3gaHUs KOJUIEKLIUTH
Y4aCTBOBAIU U AeBOo4KHU U3 Fashion memap-
TameHTa RedHead, u mpousBogutenu Kids
couture. [IJIsT MeHSI 3TO GBUI IIEPBBII OIIBIT.
Hac Tak 3aXBaTUJI 3TOT IIPOLIECC, YTO MBI
HareHepHPOBAIU HEH eIllé Ha HeCKOIbKO
KOJUIEKIIUH BIIEDES,

this idea be developed further?

- We wanted to create not only colorful but
also comfortable and warm clothing. The main
thing we wanted to show is that wearing this
clothing children will never be bored. Lumer-
patches are a part of the game. Children
themselves decide what Lumer will be on their
sweaters or school bags. For example, now
we are manufacturing pajamas with Lumers
glowing in the dark. Children have to charge
them with special «magic» lantern which is
included in the set. We would like to develop
the idea of interactive clothing. We have a lot
of ideas.

There is a proud inscription on the tags
«Made in Ukraine». Why was Ukraine
chosen as a location to manufacture
clothing.

- We had no doubt it should be Ukraine! As
a result of our joint efforts we have really good
quality collection and perfect quality-price ratio.

It is possible to say about first outcomes:
how have consumers perceived the




O0Ha u3 ¢uek KorneruuL

— ApKUe CoeMHble HALWUBKL
Jltiomepos. TToayuum Au 0aHHAA
udes pazsumue 8 danpHeliwem?

Ha s3mukemkax Mo>kHO npou-
mams 20pdyto Haonuce Made in
Ukraine. ITouemy 6blAa 8bl6paHa
YkpauHa 0as npoussodcmaea?

V3Ke MOKHO 2080pUmb Npo nepable
pe3yAbmampl: KAK 80cNPUHAMA KOA-
AekuUSA, Kakas ouHaAMUKa npooas?

Kakosb! ueau u msopueckue
nAaubl?

RedHead ne12 / MapT, 2018
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— MBI XOTeIU CO34ATh He TOJIBKO SIPKYIO,
YEO6HYIO U TEIUTYIO ofexkAay. [J1aBHOe, UTO
MBI XOTEeJIH II0Ka3aTh, YTO B 3TOH OJEXKAE
pebéHKY He 6yeT CKy4YHO. JIIOMephI-HAIIIHUB-
KU — 3TO 3JIEMEHT UTDhL. Pe6EHOK MOKET CaM
pelIaTh, KAaKoH JIIOMep CerofHs >KUBET Ha ero
CBUTEPE, U KaK ero TaM PaCIIONOKUTD HITH
IepeHecTH Ha PIOK3ak. Ceryac, K IIpUMeDY, Y
HaC B [IPOU3BOJCTBE IMUKAMKHU CO CBETSIIIU-
MUCS B TEMHOTe JIroMepaMu. U 3apsguTh UX
IOJIKEH caM pe6EHOK Ilepe CHOM, 0CO6bIM
«BOJIIIIe6HBIM» POHAPUKOM, KOTOPBIH BXOJUT
B Ha60p. MBI XOTHUM IIPOJIOJIKATD HJIEI0 M H-
TePaKTHUBHOM ofle>KIbl U B 6ynyiieM. Her
OYeHb MHOTO.

— Y Hac jake He 6bUI0O COMHEHUH 10 ’TOMY
roBofy. KoHeuHo YKpauHa! Brarogaps 06-
LIUM YCHIUSM, MBI JO6UIHCH IIPEKPACHOTO
KauecTBa. M OTIIMYHOTO COOTHOLIEHUS 1[€Ha-
KadecTBo.

— Komnekus o4yeHb IIOHPABUIACE He
TOJIBKO POSUTEIISIM, HO U HAIIITUM MaJIeHbKHUM
IOKyIIaTelIsIM. ECTh y>ke SIBHBIE «XUTBI» KOJI-
JIeKLMH. T1epBHIH OMBIT IIPOAAK YOeaUI Hac,
YTO HY>KHO IIPOA0JDKATh IIPOM3BOACTBO STOM
Kojuiekuuu! Y 3To 350poBo!

— IIIaHOB OYeHb MHOTO, ¥ BCe OHU OYeHb
am6uiosHele! Celfyac Ha OKOHYATEIPHOM
YTBepPKAEeHUH KOJUIeKLIHA SS18. 1 Jymaro, 4To
KaK TOJIBKO JIIOMephI HAYHYT O’KUBATh B «AH-
TOILIKAX», OHKM CaMU OyAyT BAOXHOBISATH HAC
BCeX Ha HOBHIe uaeu! OHU TakHe. Tak 4To,
HacC KIET CYaCT/IMBOe TIOMEPOBCKOe 6yy-
1iee! S Me4Taro 0 TOM, YTO HalllUX JIIOMEpPOB
IOMTI06ST He TOJIBKO YKPAaUHCKUe AeTH, HO U
IeTH Bcero Mmupa!

0
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collection and what is the sales change?

- Both parents and children liked our
collection at once. There are already some best-
selling products. The first experience made us
believe that we should continue manufacturing
this collection. It was amazing!

What are your plans and goals?

- All our plans are really ambitious! Now S$18
clothing collection is being confirmed. Lumers
will inspire us as soon as they come alive in
«Antoshkanr stores! It is what they do. Happy
Lumers future is ahead of us. I am dreaming
of Lumers being loved by children not only in
Ukraine but all over the world.




+22%

+20%

ACCOpPTUMEHTHbIE

+15%

KOMUTETbI s

meetings Mpupocm npodax no
UzpywKkam 2017 no cpasHe-
+10% HUK € 2016 2
B ROHLIIe HOs6DS IIPOLIUTH OYepeSHbIe There were several assortment +9%

ACCOPTHUMEHTHBIe KOMHUTETHI KOPIIOPALIMH meetings of RedHead Corporation at the

RedHead. Jenumcs CaMbIMU HHQOPMATHB- end of November . There are the most

HBIMH I10Ka3aTeIsIMH. informative figures. ®espanb Mapm Anpenb Mat WioHb Wionb Asz2ycm CeHms6pb

npoaa>kt BbIpOC/ I Ha npoaa>kn BbIpOC/IN Ha

sales increased by sales increased by

22%
o XuT ce3oHa - L.O.L. S2

CeCcTpHUYKHU

3a 7 «4epHBIX ISITHHUL

; I o 2017 Tofa CyMMa IIPOAK
b 9 o YBeJITMYHIACh Ha 102% (B 2

pasa)

OCTaTKM CHU3UANCL Ha
I f remaining stock decreased by 7 «Black Fridays» doubled

o sales amount in 2017 (102% - o L.O.L. S2 Doll Sisters
25 /o e 2 5 /o

0CTaTKW CHU3UANCH Ha
remaining stock decreased by Must-have of the season -

UrpywKkm

NMpOAAXKN BbIPOC/IN Ha ITepecmoTtpenu AM Bcex NpOAAXKM BbIPOC/IN HA TpeHp roga-miope Hipp
sales increased by MarasuHOB Ha IIpegMeT sales increased by Fruit Fun!
[\ o YMeHBbILIEeHUS [TTyOUHBL Q » o
T ; I 1 4 4 / C LIeJIbI0 OIITUMHU3aLU N < ; I 1 5 / HosuHKa! HaTtypaibHas
Q ’ o OCTATKOB U YMEHBIIIeHUSI T o nponykuus TM «KoxaHaw
> 6rO>KeTa 3aKYIIOK. (1]
'§ OCTaTKW CHU3WANCL HA E OCTaTKW CHU3WANCL Ha Trend of the year- Hipp Fruit
[ remaining stock decreased by Depth of assortment at all C remaining stock decreased by  Fun Puree.

o the stores was reviewed to o
I f 3 0 / optimize remaining stock and | f 2 0 / New product! Organic and
o reduce costs in purchasing o eco products by trademark

«Kokhanan.
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Baavum Opnos,
reHepanbHbIM ANPEKTOP
«Smarty Family»

Vadim Orlov,
CEO «Smarty Family»

iy

Being a distributor. Modern Philosophy for
Smarty Family

Today Smarty Family company distribution
is being optimized and it should increase its
efficiency considerably. The restructuring
process has led to the significant changes:
business distribution has begun to make
decisions by itself. It is the first time in its history
when it decides what channels and resources to
use and what suppliers to work with.

Goals and Tasks

The optimization objectives include being
a valuable and important partner for our
suppliers. Our financial goal is to improve the
correlation between gross profit margin and
turnover in every hryvna we make. We are
optimizing our trade team work concerning
warehousing and transport logistics. We are
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bbiTb AUCTPUBLHOTOPOM.
Purnocopunsa HOBOro BpeMeHU
nns Smarty Family

Ha cerogHAIIHUH JeHb JUCTPUOYLIKS KOMIIAHUY Smarty
Family mpoXoguT psifi OIITHMMM3AIIHE, KOTOPBIE TOJIKHBI ITPH-
BECTH K CYIIleCTBEHHOMY YIy4LIeHUIo eé 3dPeKTUBHOCTHU. B
OCHOBE 3TOTO ITPOLIECCA JIESKUT BasKHOE [I0CIeICTBUE PECTPYK-
TYpPH3al[1U: OTHBIHE, BIIEPBHIE 32 BCIO KCTOPHIO CBOETO CyIIle-
CTBOBaHUsI, 6U3HEC-AUCTPUOYLIMS Hayala IPUHHUMATE CBOK
cobcTBeHHBIE perteHuUs. To ecTh, B KAKMX KaHalIaX paboTars, C
KaKMMHU IIOCTABIIUKAMY PAa60TaTh, I KAKKMHU PECYPCAMU BBI-
TIOJIHSITh 3TH 334U,

LUenu n 3apauun

Llenp HaIIeH ONTUMU3ALMH — GBITh II0JIe3HBIM, II€HHBIM
JULSL HAIIUX TTOCTABUTUKOB, ®MHAHCOBAS LIeJIb - YTOOBI B KasK-
JIO¥ TPUBHE TOBAPOO60POTa, KOTOPHIH MEI [le/iaeM, YIy4IlIaTh
COOTHOIIIEHHE MAPKUHAIBHOCTU K 060POTY. LIe/Ib U B TOM,
4TO6BI MAKCUMAJIBHO OITTUMAJIBHO HCIT0IB30BaTh HAIIIN
pecypchl. Y MBI cefdac OIITUMHU3HUPYEM JesiTeIbHOCTD HallleH
TOPrOBO¥ KOMAaH/IbI, MBI OITTUMHM3KPYEM BCIO HAIIy [IesSTeNIb-
HOCTD C TOYKU 3peHUsI CKIAZCKOM JIOTHUCTUKY U TPAHCIIOPT-
HOM. MBI OTCeKaeM BCE JIUIITHee, YTOGBL OCTABUTD BCE CaMOe
HY>KHOE U I10JIe3HOE, UTO Y Hac ecTk, Tereps roapo6Hee,

JU1s1 TOrO, YTO6BI BBKHUBATH B YCJIOBUSX COBPEMEHHOI0
OBICTPO MEHSIOIIETOCS PEIHKA, OYEHD BasKHO ITPEZICTABIATD
LIEHHOCTH JJIS1 CBOUX KJIMEHTOB, /IS COTPYAHUKOB, YUPEIH-
TeJleH U JJ1s1 BCeX CTEMKXOJIIEPOB U BRITOOIIPHO6peTaTene
BCErO, UTO THI Ae/Iaellb, B 6M3HeC-AUCTPUOYLIUN OJJHUM U3
IJIaBHBIX KJIMEHTOB SIBJISETCSI He TOJIbKO KOHEUHBIH I1oTpe-
6UTeNb, KJIUEHT AJIS KOTOPOro MBI COGCTBEHHO U paboTa-
€M, HO TaK>Ke U Halll [I0CTaBIIMK. Ha MO B3IV, OfHA U3

OCHOBHBIX 33J1a4 JUCTPUOYLIMH — ITOCTOSIHHO IIPHUBJIEKATD
HOBEIe 6pPeH/IbI, KOTOPEIE HYKAAITCS B CEPBHICE TAKOTO JHIC-
TPUO6BIOTOPA, KaK MBL [ HAC, KaK JIJIsL JUCTPHUOBIOTOPOB,
BaSKHO Pa3BUBATh He TOJIBKO Te TOBAPhI, KOTOPbIe caMU cebst
IIPOJAIOT, HO U Te HOBHIE, KOTOPBIE TOJIBKO IIPUXOAST Ha
PBIHOK U UM HY>KHA ITOMOIIb, YTOOBI BCTATh HA HOT'H. 34eCh
BaSKHO ITOHUMATh, YTO KaSKABIH 6PeH[T, KasKABIF ITOCTABIITUK
HMeeT CBOM SKM3HEHHBIN LIUKII B paboTe ¢ ZUCTPUOBIOTO-
POM. DTO Ha4aJIO COTPYAHHUYECTBA, Pa3BUTHE, CTAHOBJIEHHE,
3aTeM 6peH[, CTAHOBUTCS BCE Hoiiee U HoJiee YCTOSIBIIMMCS
Ha pBIHKE, U B KaKOM-TO MOMEHT IIPUCYTCTBYET Ha PHIHKE
CaMOCTOSATEeNbHO. M HacTOSIIyIO 1IeHHOCTh MBI MOXXEM IIpe[i-
CTaBJISTh TOMY IIOCTABIIMKY, KOTOPOMY MBI e ICTBUTENIHHO
HY>KHBI I/Is1 JOCTHKEHUS CBOUX 1ieieH. KoTopomy 6e3 Hac
6BLTI0 GBI TSKEJIO BBIIIOIHSATH CBOU 33JJaUM CAMOCTOSITENIb-
HO. BBHy 3TOr0, 32 IOCJIeHIE MeCSLIbl MBI CYLIIeCTBEHHO
OIITUMHU3HPOBAIU CBOM ITOPTdeNb, 337JlaBasi BEKTOD PAa3BUTHUS
TaKHM 06pa3oM, UTO TaM, [Jie IIPUIIJIO BpeMsI ITPOIIAThCS

C IIOCTaBILIMKAMU, WIU TaM, Ile OHU JOCTAaTOYHO Pa3BUTHL,
YTO6BI PA60TATh C KIMEHTAMU HAIPSIMYIO, MBI ITPEKPATHIHU
HaIlle COTPyAHNYeCcTBO. Tak npousonio ¢ Nestle, Tak 1po-
M30IIUIO C KOMIIAHHEH «EKOHisT» — IIPOMU3BOJUTEIEM TETCKOH
BOJIBI, KOTOPAs Pa3IMBaeTCs B ropoze 30JI0TOHOIIA, BO3J/Ie
KueBa. Ml 611arofapHe! «EKOHis» 32 17-71eTHee COTPyLHUYe-
CTBO, MBI MHOT'OT'O JOCTUIJIM BMECTE, MBI BHIBEJIH 3TOT 6peHf,
Ha PBIHOK U Pa3BUIU ero. Ho mpuliia HaM 1opa CKOHLIeH-
TPUPOBATHCS Ha APYTUX HAUMHAIOIMIUX 6peH/IaX, KOTODBIM
MBI 6071ee He0H6XOIMMBI. MBI ITPHBJIEKAEM B HAIIl ITIOPTHEIh
HOBBIe 6peH/Ibl, KOTOPhle HAaXOASTCS B CAMOM Hadajle CBOero
IIYTU U OYeHb HYKIAIOTCS B YCIIyTaX TAKOM JUCTPUOYIIU-
OHHOM KOMITaHHH, KOTOPas CII0CO6HA ITOKPHITh BCIO CTPAHY
U 06eCIIeYrTh MAaKCUMAJIBHYIO ITPECTABIEHHOCTh TOBAPa
IIOCTaBIIHUKA.

Hampumep, K HaM IIPDHUCOeSHUHUIICS OYeHb MHTePECHBIH U
[IepCIIeKTHUBHBIN 6e/I0PYCCKUN 6PeH] IETCKUX COKOB U ITI0pe
Bambolina. Y Hac IIOSIBHUIMCH BKYCHBIe, [T0JIe3HBIE U 3KOJIOTH-
YeCKH YUCThble KOHeTh! «PaBIUK Bo6», 1 MBI paboTaeM HaJ
[IPUBJIeYeHUEM HOBBIX ITAPTHEPOB. TAaKMM 06pa3oM, MHI yBe-
JIMYUBAEM JOXOLHOCTh TOTO, UTO MBI fieiaeM, MbI fo6aBiseMm
LIeHHOCTD TOTO, YTO MBI [ieJIaeM JIs1 HAIIMX ITOCTABIIHKOB,

U MBI OIITUMHU3HUPYEM CBOM PACXOBL U PECYPCHI, KOTOPBIMU
pacIIoyIaraeMm.

cutting away everything unnecessary to keep
only important and valuable things. Now let’s
discuss it in details.

To survive in the conditions of the modern
changing market it is very important to be
valuable for the customers, employees, founders
as well as stakeholders and beneficiaries. It
is important to take into account the needs
of an end user as well as suppliers in business
distribution.

In my opinion, one of the key tasks in
distribution is to engage new brands that
are looking for the distribution services we
can provide. As a distributor we have to pay
our attention not only to the popular goods
but also to new products that appear on the
market and need some help to become more
recognisable. It is important to understand that
the working relationships between a supplier
and a distributor have their own life cycle.

There are the stages of the beginning of
cooperation, development and establishment.
Then a brand becomes stronger and can be
introduced on the market independently. We
are really valuable for suppliers if we can help
obtain their goals and if they feel it would be
difficult for them to perform their tasks without
us.

Taking it into account, we have significantly
optimized our portfolio over the recent
months,and stopped business relationships if
they have run their course or the suppliers
have become developed enough to work with
customers directly. Nestle and Ekonia are the
examples. We are grateful to «Ekoniya», the
manufacturer of children’'s water, which is
bottled in the city of Zolotonosha near Kiev,
for 17 years of cooperation, we achieved a lot
together, we brought this brand to the market
and developed it.
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Pucku

3aKOHBI 3TOr0 PhIHKA TAKOBBIL, YTO OTEYE-
CTBEHHBIE [IPOU3BOIUTEN CKIIOHHBI PaHO
WIH ITO3HO BRIXOAUTH K IIOTPEGUTENSIM
HAIpSIMYyI0. [I09TOMY CETOAHS CBOIO OCHOB-
HYIO LIEHHOCTb MBI BUAUM HMEHHO B paboTte
C UIMIIOPTHBIMUY [IPOH3BOAUTEIAMU,. OOUH K3
[JIABHEBIX PHCKOB IIPH 3TOM — KYPCOBBIE KO-
ne6aHus. OTO JOBOIBHO YYBCTBUTEIbHAS AJIS
Hac TeMa. B CBSI3U C TeM, YTO TPHUBHA IIPO-
IOJIKaeT 6BITh CJ1a60H BaJIIOTOMH, CYILIECTBY-
eT BaJII0THAS HeCTaOUIbHOCTD. M KasKABIH
pas, Koraa nagaeT Hal[MOHAIbHAS BajIlOTa,
3TO IPHUHOCUT OUCTPUOYTUBHOMY GHU3HECY
YOBITKH B BUJE OTPULIATEIBHBIX KYPCOBBIX
pasHuil. TeM He MeHee, MBI ITPOIOJIXKaeM
paboTaTh C UMIIOPTHHIMH ITOCTABIIHMKAMH,

Now it is time to concentrate on the other
new brands that really need us. We are engaging
to our portfolio new brands that need the
distributor which can cover the whole country
and introduce a product at its best.

For example, a new and competitive
Belorussian brand Bambolina, children’s puree
and juice, has joined us. We are also dealing with
eco-friendly and tasty sweets «Bob Snail». As we
are engaging new partners we are increasing
our profitability and making our activities more
valuable for our suppliers. We are optimizing our
expenses and resources.

Risks

The laws of this market sooner or later create
the conditions for domestic manufacturers to
deal with consumers directly. Therefore, today
we tend to work with foreign manufacturers.
One of the main risks in this case is exchange
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HaXOJ 1 BOSMOXKHOCTh MaKCUMaJIbHO HUBE-
JIMPOBATh KYPCOBBIE PUCKH, KaK C IIOMOIIIBIO
IIOCTABIIMKOB, TaK U C IIOMOIIbI0 CO6CTBEH-
HBIX PecypcoB. B HaItem roptdere KOH-
TPaKThI C TAKMMU TMTaHTaMU, Kak Bubchen,
HAIlIUM y>Ke 20-JIeTHUM IIapTHEPOM. BoT yske
23 rofia MBI ITIPOAaéM B YKpaHHe II0TPsICalo-
mue Kamu Bebi u3 CioBeHuu. PabotaeMm ¢
IIOIIY/IPHBIM YelICKUM 6peHioM Hame —
IIPOU3BOJMTEIIEM JeTCKUX ITIope. HeMelikKuM
6pennoM Bruggen. B kaTeropuu «[UrreHa»

Yy HaC TaKye BCEMUPHO H3BeCTHHIE IIPOU3-
BOOUTENH, KakK Avent, Baby Nova, 1 MHOrue
Apyrue. Y MBI Bceria OTKPBITH K HOBBIM
UHTepeCHBIM IIpeJIJIO’KeHUSIM H3-3a pybeska,
HeCcMOTPS Ha HeKOTODhIe TPYAHOCTH, CBSI3aH-
Hble C UMIIOPTOM TOBapOB.

rate fluctuations. This is a very sensitive area for
us. There is currency instability because hryvnia
is still weak currency. Every time the national
currency falls, it brings losses such as exchange
rate differences to the distribution business.
Nevertheless, we continue working with
foreign suppliers looking for the opportunities
to decrease exchange rate risks, using our
suppliers’ and own resources. In our portfolio
we have contracts with such giants as Bubchen,
thatis our partner for 20 years. We have been
selling amazing Bebi porridges from Slovenia in
Ukraine for 23 years. We are working with the
popular Czech brand Hame, the manufacturer
of children’s purees, and the German brand
Bruggen. In the category of hygiene, we have
such world famous manufacturers as Avent, Baby
Nova, and many others. Despite the fact that
there are some difficulties related to the import
of goods, we are always ready to review offers
from our potential foreign partners.

Kputepuu Bbibopa
HOBbIX NApPTHepOB.

OCHOBHBIE KPUTEPHUHU IIPU BbI6OPE HOBOTO MTAapPTHEPA, HOBO-
r'o TOBapa, B TOM, UTO OH JOJI’KeH OBITh 13 TOIO CErMeHTa,
re MBI MO>KEM OKa3aTh PeIBHYIO LIEHHOCTh, ITO KaTerOpHs
JLeTCKOTO ITUTAHUS, eTCKOM TMTHeHbl U KOCMEeTHKH, a TAKCKe
UTPYLIKU. MBI TAKKe HalleJIeHbl Ha Pa3BUTHE B KaTeTOPHUU
KOHAUTEPCKUX U3LENINH. [lanee, IaPTHED JOJIKeH ObITh 3a-
HHTEPEeCOBaH paboTaTh C HAMH JOJITOCPOYHO, He TOA-ABa.
CpefHee BpeMs HaxoxAeHUs 6peHzia B HalleM roptdeie
— 6ornee 15 seT. [IapTHED JOKEH IIPeOCTABISAThH B3aLMO-
BBITOAHBIE HAM KOMMepYeCcKHe YCI0BUS. Y ero IpogyKIus
JLOJDKHA OBITH BBICOKOTO KayeCTBa, YTOOHI IIPOJIaBasi €€ CBOUM
KJIMEHTaM MBI 6bUTH YBePeHbl B MAKCHMAaIbHOM Y OBJIET-
BOpPeHMHU cItpoca, Cero/iHs Ha HaC BBIXOSIT MHOTHE I10CTaB-
IMKY U3 YKPAUHBI, GIMKHET0 U JAJTbHEro 3apy6eskbs C TeM,
YTOOBI MBI B3SI/TU UX B CBOM ITOPTdesib. Y1 MBI COIIalIaeMCs,
TOJIBKO €CJIH YUTeHBI BCe KpUTepHH, Hala 11e71b — 6BITh Nel
B JUCTPUOYLIMHU AETCKUX TOBAPOB B KAKI0OM KAaTerOpHH, C
KOTOPOM MEI paboTaeM. B kaTeropuu ITUTaHUe MBI 6JIM3KHU K
3TOMY, HO HaM Ha/i0 IIPOBECTH elllé MHOTro pa6boThl B TUTHEeHe
u Urpyiike,

Bagum OpiioBs,
PYKOBOIUTENb [lerlapTaMeHTa JUCTPUOYLIMU U JIOTUCTUKU

Partners Choice Criteria

The main criteria for choosing a new partner
and a new product is that it must introduce the
segment where we can be really helpful. There
are categories of children’s nutrition, hygiene
and cosmetics, as well as toys. We also focus
on development of the bakers' confections.

In addition, a partner should be interested in
working with us for a long time, not a year

or two. Average time of a brand’s presence in
our portfolio is more than 15 years. A partner
should provide mutually beneficial commercial
terms and its products should be of high quality,
because we must be confident we are able to
meet the market demand while selling it to our
customers. Today many suppliers from Ukraine,
and abroad come to us and offer us to include
them to our portfolio. We accept the offer only
if all the criteria are taken into account. Our
goal is to be No. 1in the distribution of children’s
products in each category we work with. We
are close to this in the nutrition category, but
we still need to do a lot in the hygiene and toy
categories.

Vadim Orlov

CEO Distribution & SCM at RedHead Family
Corporation
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paboTaTtb U NPUHOCUTbL NPUBLINL

AHHa BapbaHel,
[AVipeKTop AenapTameHTa
HeABUKMMOCTHU

Anna Varbanets,
Head of Real Estate

Kak M3BeCTHO, ODHUM K3 CAMBIX 1IeHHBIX aKTHBOB B 6113-
Hece SIBJISeTCSI HeIBUKUMOCTb, OJHAKO caMa ITo cebe oHa
IIaCCHUBHA U He CII0CO6HA IIPUHOCUTB 0X0[. Heo6X0a MBI
JIFO[IY, KOTOPBIe 6YAYT «IIPOABUTATh HeBIKHMOE», UMEeHHO
3TUM 3aHUMAeTCs JellapTaMeHT HeJIBUSKMMOCTU — OUH U3
CaMBIX MOJIOZIBIX B COCTaBe Kopropauuu RedHead, rpucty-
IIUBLIUY K pPaboTe B 2013 rofy. B 3Tom rozy 6n11a chopmynu-
POBaHA MUCCUS lellapTaMeHTa — CO3[1aBaTh OIITUMAJIBHOE
IIPOCTPAHCTBO [Jist 6u3Heca. CTpaTerus — IIPUBJIEKATh KPYII-
Hble U aBTOPUTETHBIEe KOMIIAaHUY, INIEPOB PBIHKA, K PACTHU
BMeCTe C HUMHU. HacKOIbKO 3TO [10JIyYaeTCsl, MbL U ITOITbITA-

JIMCh Pa3y3HATh Y UPEKTOPA AelapTaMeHTa AHHBI Bap6aHerr.

Moving immovable. Redhead makes real estate
work and bring profit

It is known that real estate is one of the most
valuable assets of any business. But it is passive itself
and is not profitable. It is necessary to have people
to «promote estate». That is exactly what the real
estate department, which is the youngest one at the
RedHead corporation, deals with. It started operating
in 2103. This is the year when the department's mission
statement was formulated - to create appropriate
space for the business. The strategy is built on involving
large companies, market leaders and growing together
with them. Anna Varbanets, Real Estate Department
Director, tells about how the department has
succeeded in it

PuHaHcoBble
nokasatenu

Pa3yMeeTcsl, OHU SIB/ISIIOTCS [JIABHBIMU B
IUIaHe JeMOHCTpaluu 3pdeKTUBHOCTU pa-
60ThL. Y YXOOSIIWE I'ofl, B 5TOM ILIaHEe MOSKHO
CMeJIO 3aHeCTH B aKTHUB JiellapTaMeHTa.

Y>Ke K KOHITY OCeHU CTAaHOBUTCS 0YeBUHO,
YTO IJIAH MBI BBITIOJTHUM U Ja>ke HEMHOIO
[IepeBHIIIOTHUM. Ha cilefyroniuii ros 6ymem
3aK/IaZbIBaTh 601ee aMb6UIIO3HbIe LM (PEIL.
Hama 1ens 6612 ¥ OCTAETCS — COXPaHeHUe
JeVICTBYIOIIUX aPeHAATOPOB OLHOBPEMEHHO
C yBeJIM4YeHHeM YPOBHS L0X0a C KBaLPaTHO-
ro MeTpa.

BcieicTBHe HaIlleH HOBOM 6U3HeC- PHIIo-
coduu, MBI BEIXOAHUM C JPYTHUMU CTPYKTYD-
HBIMU ITOApPa3aeIeHUSIMHU KOMIIaHUH Ha
PBIHOYHBIE YCJIOBUS, U C 3TOTO rojia Havyalu
[IOATSATUBATh APEHHBIEe CTaBKU. Tak IIpo-
M301LJIO CO CKIaAaMHU B Ofecce U B XapbKo-
Be. [0 peCTPYKTYpU3aLIU MHOTHe Halllk
CKJIaZIbI O6BUIM B ITIOJIb30BAHUH «AHTOIIKIN,
CceHrYac 3TH IUVIOLIAAU OCBOOOKAAOTCS, K MBI
AKTHBHO 3aBOJIIM HOBBIX apeHAaToOpoB. Ha
CJIeAYIOUIUY FOJ IUIAHUPYEeTCS IIPUPOCT 060-
POTa MUHUMYM 15%.

<< Ce200HS MOSKHO C Y8epeHHOCMbIO CKA3aMb, 4mo 3aA0-

JKEHHbIU 8 c80e 8pems yHOameHm 8 8ude NoKynKku cob-
CMBEHHUKAMU KOMMEPHECKOU HEOBLXKUMOCMU 0KA3aNCs
04YeHb NPO4HBIM U N0380AUA RedHead Hapawusams doxo0
0451 N000ep>KKU Opyaux BU3HECO8 Kopnopauuu U 06cAyKu-
8aHUS kKpeduma >>

AHHa Bapbatrey

Financial Indicators

Obviously, financial indicators show the efficiency of work.
The year 2017 is really remarkable for the department. By the
autumn it had been clear that we would perform the planned
tasks and even be ahead of schedule. Next year we will announce
more ambitious target figures. Our goal is to retain current
tenants and double our profit simultaneously . As a result of our
new business philosophy we start business relations with the
company's departments and since this year we have begun to pull
up a rent rate. It happened to warehouses in Odessa and Kharkov.
Before restructuring a number of our warehouses were used by
«Antoshka», now these areas are being freed to invite new tenants.
We are planning 15% increase in turnover next year.

«lt can be said with confidence that commercial real estate
acquired by the company owners became a stable foundation for
the business and allowed RedHead to increase its profit to support
the company’s businesses and loan servicing» (Anna Varbanets)

Faciclities

As a result of the company’s reorganisation and transferring
the considerable amount of «Antoshka» and «Smart Family»
assortment to online sales there was a task to fill these trade and
warehouse areas. One of the most large-scale project was the
search for outside tenants for «Mega-Antoshka», the trade and
entertainment center in Kharkov..

It is a 5-storey building with the area of 8,000 square meters.
After all transformations the third and fourth floors were
vacated. We wanted to preserve the childhood concept here so
we attentively considered the future tenants. Thus, we found
partners who corresponded our vision of fun and education
space. The fourth floor is occupied by «Laser-club», «Vynakhidnyk»
(«Inventor») studio, «Quest corporation». They reflect the idea
of entertainment and recreation zone. There is a fitness-club
«Metallist» on the third floor. In Kharkov we realised our idea
to make «Antoshkan the place for recreation, entertainment,
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ObbeKTbl

B CBSI3U C peopraHH3alkel KOMIIAHUH,
I1epexo0M 3HaUHTe/IbHOM YaCTH aCCOPTH-
MeHTa «AHTOIIKU» U «Smarty Family» B oH-
JIaMH, 6BIJIa IIOCTaB/IeHA 33/ja¥a MaKCHMalb-
HO 3aIIOJTHUTB OCBOOOAMBIIIMECS] TOPIOBBEIE K
CKJIQJICKHe IToMellleHHs. OMHUM U3 Haubonee
MacCIITabHBIX IIPOEKTOB B PyCJie 3TOM 33/1a-
YU CTJI [IOMCK BHEIIHUX apeHATOPOB IS
TL] «Mera-AHTOIIKa» B XapbKoBe, ITO 3[a-
HUe UMeeT 5 3TaKeHt U 8 ThICSY KBaZPaTHBIX
METPOB. B HTOre Bcex IIpe06pa3oBaHUM TaM
OCBOGOAMIIHCH 3 U 4 3TasKU. HaM X0Tenoch
COXPaHMTD B 3TOM IIPOCTPAHCTBE KOHLIEIILIHIO
JeTCTBa, [I03TOMY MBI O4eHb BHUMAaTEeJIbHO
IIOAOUITH K BEI6OPY apEeHJaTOPOB. B pe3yib-
TaTe HaMHU ObUIM IIPUBJIEYeHBI IIADTHEDEI,
KOTOPBIe II0JIHOCTBIO OTBEYA/IH HallleMy
BUJeHHI0 QOPMHUPOBAHUS IIPOCTPAHCTBA AJIS
daHa 1 pasBuTHA. Ha 4-M 3Taske, KaK I[IPOJOJI-
SKeHMe 30HbI pa3BlleyeHUs U OTAbIXa, pa3Me-
CTHJIHCH «JIa3ep-Ki1y6», CTYAUS « BUHAXITHUK»
U «KopIiopaliys KBeCTOB». Ha 3-M 3Taxke —
durtHec-rIIy6 «MeTa/uTHUCT». TAKUM 06pa3oM,
B XapbKOBe peaIN30Ba/Iach JABHO 3a/[yMaH-
Has HaMHU Hfed: «AHTOIIKa» — MeCTO JJIg
OTIBIXa, Pa3B/IedeHU N, 06yUeHUs, DAa3BUTUS
Y IIOKYIIOK JJ151 BCeM ceMbU. OUeHb MHTepec-
HBIHM, TBOPYECKUH IIPOEKT 3aITyCTUICS B ADY-
roM Hamiem o6bsexTe B Omecce, Ha BOJIBIIIOHN
APHAyTCKOH, 55, PSAOM C HAaIlIUM CTapbIM
odrcoM. XymaoxkHULA KOs SIaHXy OTKPBIIa
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lOnua AnaHxm B CBOEW rane-
pee B Ofecce Ha yn. bonbLuas
ApHayTckas, 55

Juliya Yalanzhi in her gallery
on Bolshaya Arnautskaya
Street, 55, Odessa

TaM CBOIo rasepero Yalanzhi Objects. B3risg,
XYLO’KHHKA IIOMOT el PAaCCMOTDPETh B CTAPOH
0JIeCCKOM KBapTHUpe TO, Uero He BHUAeIH MHO-
THe APyTHe: HCTOPHIO, KOJIOPUT, HEKYIO 0CO-
6y10 aypy. B 3TOM KBapTHpe OHa MaKCHUMaJIBHO
COXPaHHWJIA BHYTPEHHIOIO OTHETIKY, fasKe
ob6Haxkasa cTaphle CJIOU MITYKATypKU. Coxpa-
HIUIA CTApbIY [IapKeT, MPaMOpPHBIe II00KOH-
HUKH, JepeBsSHHEIe OKHa. ITo coBam IOy,
CTeHBI KBAPTUPHI CTUIN OTIUYHEIM GOHOM
JU1SL SKUBOITHCH, OHU ITOJUepPKUBAIOT JasKe
caMmble yTOHYEHHBIe CKYJIBITYPEL Pasymeercs,
MBI PaJibl TAKOMY COTPYAHUYECTBY, KOTOPOe,

K TOMY >Ke, [IOMOTaeT PaCKPHITh TBOPUYECKUH
IIOTeHIIU AN XYOOKHHUKA.,

Boblryio paboTy MBI ITpoBeu U B Ojiecce,
I[le PacIIonosKeHa IITab-KBapTHUPa Hallel
KOpIIOpaliii. MHOTMM XOPOILO U3BeCTHO, YTO
MBI CHaéM IUIOMaAU Ha BOsKeHKO 0[leCCKOMY
oTheneHuIo «Kuepctap». Takke HeJABHO K
HaM 3aIIETT I0KHBIE 0QMC BCeYKPAHHCKOM
KOMIIaHHHU «FIMIIepIs MaTpPacoB».

I1pY 3TOM, B YXOLSIIIEM F'OAY MBI He TOJIBKO
IIPOHUKAIUCH UCTOPUEH, HO U CMOTPENIU B
6ynyiee. Y OGHUM K3 CAMBIX aMOHILIMO3HBIX
HaIlIUX ITPOEKTOB, KOTOPHIY MBI ITPOJIOJIKAEM
Pa3pabaThIBaTh, SIBISETCS PEKOHCTPYKIIMS
Kopmyca Al B Ofiecce Ha yirLe BoskeHKo.
Cemryac 1-¥1 3Ta’K TaM 3aHHUMaeT CKJIa[, Ha
2-3-M 3Ta’KaxX MBI [NITAaHUPyeM 0QHCHOe IIpo-
CTPaHCTBO. Y HaC eCcTh UJiesl CAenaTh U3 Hero

«open-space», 1 CO30aTh B 3TOM IIPDOCTPaH-

cTBe IT-KJIacTep, IPUBIEYh OGHY WIH He-

CKOJIBKO KPYIHBIX IT-KOMITaHUH. [IJI 3TOT0
y3Ke CIIOSKHIIMCh XODOIIIHE IIPeAIIOChUIKH, A
HMeHHO: 0pHCHO-CKIAJCKOY KOMILIEKC Ha
BOSKeHKO ITOTIONTHIIICS HOBBIMH COCEISIMHU,
3TO TeJIeKOMMYHUKAIIKOHHAS KOPIIOPALIUS
Vega, KoTopas ceryac paboTaeTr HaJ Kapau-
HaJIBHBIM yIy4IlIeHHeM KadecTBa MHTepHeTa
BO BCEM KOMILIEKCe, Beib CO3/IaHIe TaKo-

r'O COBPEMEHHOr0 06BeKTa, 3TO 337jaua He
TOJIBKO [IJISI [U3aFHEPOB, 3TO COBOKYITHOCTh
OTPOMHOTO KOJIMYEeCTBa HIOAHCOB U CEPBHCOB,

education, development and
shopping for the whole family.

There is an interesting and
creative project in other premise in
Odessa (55, Bolshaya Arnautskaya).
Yuliya Yalanzhi, an artist, opened
her Yalanzhi Objects gallery there.
Her creative approach helped her
see something that has not been
seen by the others in an old Odessa
apartment that is history, local
colour and special atmosphere.

She tried to preserve the interior
decoration, old parquet, marble
window sills and wooden windows,
and uncovered old layers of plaster.

Yulia says the walls of the
apartment are a perfect background
for paintings and accentuate even
the most exquisite sculptures. We are
pleased with the cooperation that
helps discover the artist's potential.

We did great work in Odessa
where the company’'s headquarter is
located. It is known that «Kievstar»
Odessa department is our tenant
on Bozhenko Street. Recently
south office of Ukrainian Company
«Imperiya Matrassov» («Mattress
Empire») has started renting our
business space.

In 2017 we not only went deep
into history but also faced the
future. We are still developing the
ambitious project on reconstruction
of A1 building on Bozhenko Street
in Odessa. Today the first floor is
occupied with the warehouse. We
are planning to have business space
on the second and third floors. We
are thinking of making it «open-
space» with IT Cluster and we
hope to involve one or two large IT
companies. We have already had
favourable conditions for it. There is
a new tenant, telecommunication

ODUCHO-CKNAACKOW KOMMEKC
Ha ynuue boxkeHko B Opecce

Office and warehouse unit on
Bozhenko Street in Odessa

IOOABJISIONINX LIEHHOCTH IJIS1 apEHIATOPOB.

TIOMHMO ieBeJIOIIMEeHTa MbI 3aHUMaeM-
Cs1 06CITy>KMBaHHUEM HaIIUX 065eKTOB. Ux
KOJIN4YeCTBO, BLICOKI/II‘/'I YPOBE€Hb TEXHHUYECKO-
r'0 OCHAILeHUS, 06YCIaBIMBAIOT HATMYLE B
LITaTe COTPYAHUKOB C COOTBETCTBYIOIIM
mpoduneM LesiTeTbHOCTU U YPOBHEM KBaJIU-
duranuy. CerogHs y Halllero AernapTaMeHTa
0CO6EHHO MHOT0 Pa60ThI, IIOTOMY YTO UAET
AKTHUBHBIU IIPUPOCT apeHAATOPOB. Y MBI
JlejlaeM BCE, UYTOOBI OHU YyBCTBOBAJIU cebs Ha
HaIIUX 06beKTaX MaKCHMAaJIbHO KOMPOPTHO.

corporation Vega that is working

to improve the Internet quality in

the complex. Today such modern
facilities require not only good design
but also a number of details and
services to become more valuable for
tenants.

Besides development we provide
maintenance for our facilities. Its
number and the high tech equipment
make it necessary to employ people
with the proper qualifications. Today
we have a lot to do because there is
an increase in the number of tenants.
We do our best to let them feel
comfortable in our business space.




Team

We realise that people are the basis of any
business. They are the key reason of our success
today and in future. We appreciate every
employee who is ready to show good work and
honesty in the workplace, be a team-player,
study and develop together.

Over the years of work we have a strong and
friendly team with several generations working
together. | would say it is a blend of boldness,
wisdom and experience. A lot of employees
have been working for 10 or 15 years. Trust
and respect are the basis of our team. All the
key problems are solved together because
everyone's expertise and opinion is really
valuable. A lot of our employees have developed
their skills and have been promoted. They have
obtained the relevant positions. I am really
happy as a director to see their professional
development.
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- JIto[y — OCHOBA JIT060ro 613Heca, MBI 3TO IIpeKPacHO
IIOHHMMaeM. ITO OfHA K3 OCHOBHBIX IIPUYMH HallleH yCIIeml-
HOCTH CerofiHs U B 6yaymieM. MBI LIeHUM KasKJI0T0, KTO TOTOB
YeCTHO pPaboTaTh U IPUHOCUTS I10/Ib3Y, pA60TaTh B KOMaH/IE,
YYUTbCS, PA3BUBAThCS U PACTU BMeCTe,

3a Iorye oAbl Y HAaC CJIOSKHUJIICS CTaOMIBHBIH APYSKHBIH
KOJIJIEKTUB, B KOTOPOM Pab0TAIOT ITPEACTABUTENIN HECKOJIb-
KHX ITOKOJIEHHH. S 6bI CKa3aia, 06pa30BajICs HEKUH CIUIAB
CMEeJIOCTH, MYAPOCTH, OIIbITa. MHOTHE y3Ke paboTaloT I10 10-15
jieT. JloBepHe U YBasKeHHe — 3TO 6a3KC HallleH KOMaH/IbL.
Bce K/II04YeBBIe BOITPOCH MBI PelllaeM CO061IIa, IIOTOMY YTO
3KCIIepPTH3a U MHEHHUE KasKA0ro — LieHHOCTh. MHOTH e Halllk
pebsiTa 3a rofipl paboThl B KOMITAHUHU BBIPOCIIH ITPOdeccro-
HaJIBHO U KapbepHO, a B 3TOM IOy AasKe IIOJIYYMIN HOBBIE
60mee 6IM3KME UM AO/IKHOCTHU. [JIs1 MeHsI, KaK JIJIsl PyKOBO-
JUTeIs], 3TO SOCTHKEHHE U IIPOCTO PAZlOCTh, JIFOOIII0 KOraa
JIFOAY PACTyT U CAaMOPeaTn30BbIBAIOTCS.

AJIEKCAHAP OBIIIE/IB

Pa6oTaeT B KOMIAHUU C 2008 rojia,
HaYMHaJI KaK UHXXeHeP 10 TOProBO-
My 060pyZIOBaHHIO. B ceHTsI6pe 2017
rofa 3aHsI JOJIKHOCTh HHKEHepa-
SHEepPreTHKa, KoTopas 6ojee 6JIM3Ka
eMy I10 06pa30BaHMUIO U I10 ITpodec-
CHOHAJIBHOMY HMHTepecy. B cBoel
paboTe CTPeMUTCSI UATU B HOTY
CO BpeMEeHEM, SIBJISIETCSI CTOPOH-
HHKOM BHEJPEHUS COBPEMEHHBIX
SHeprocHeperarmirux TeXHOIOTUH.
MOpaJIBHO F'OTOB BbleXaTh Ha 06BEKT
B JII060M IeHb Helelu U B Io6oe
BpPEMS CYTOK.

JEHVC MHMHKOB

TpynoBoi cTak B RedHead fiBa ¢
TI0JIOBMHOM ro/ia, SOJIroe BpeMs 6bII
CKJIAJICKUM PaboTHUKOM. B 3TOM
TOZy 3aHSUI BAKAHCHIO CIIELIMAJIMCTA
10 CAaHTeXHUYeCKOMY 060pynoBa-
HUI0. CYUTaeT 3Ty paboty 6oiee
TBOPYECKOH, [TIOCKOIBKY IIPUXOAUTCS
PelIaTh CAMBbIE PA3IUYHbBIE 33TAYH.,
OTKPBHIT KO BCEMY HOBOMY, CTPEMUT-
Cs1 pa3BUBATHCS IIPOPECCHOHANIBHO.

Aleksandr Dyshel

has been employed since 2008. He
started his career as a trade equipment
engineer. In September 2017 he took
the position of a power engineer that
is more suitable for him because of his
qualifications and sphere of professional
interests. He keeps up with the times
and supports the idea of power save
technologies. He is always ready to go
to the facility on any day of the week
and at any time.

Denis Minkov

has two and a half year working
experience at RedHead. He was working
as a warehouse worker for a long time.
This year he has got the position of a
sanitary equipment specialist. He sees
this work as really creative because he
has to solve different problems. He is
ready to develop professionally.




VIBAH BENIETA

B KOMITaHUU paboTaeT BCEro OAUH
MecsL, 3aROHYMI OfeCcCKyIo rocy-
JAPCTBEHHYIO aKaleMUI0 TeXHHUYe-
CKOI'0 PeryJIupoBaHMUs U Ka4yecTBa,
TIOJTYYMJI CTeIIeHb 6aKaIaBpa U Cpasy
YCTPORUICS PabOTaTh IO CITEIIHAIb-
HOCTH. Y>Ke yCIIeJI [I04yYBCTBOBAaTh
cebst YaCThI0 KOMIIAHUH U KOJUIEKTH-
Ba. BEICTPO IIpUBLIKAET K HOBBIM JIIO-
JsIM, 0CO6@HHO eCJIM OHU ero XOPOIIIOo
IIPUHUMaAIOT.

WHHA 3MHYEHKO

[Npumia B KOMITAHHIO Kak odric-
MeHeJKep JlellapTaMeHTa HeIBU-
SKMOCTH, OJJHAKO I10CJIEe PECTPYK-
TYpU3aLIUY KOMIIAaHUHU 3aHsIa
JIOJIKHOCTH GMTHAHCOBOTO aHAIHU-
THKA. [10 06pa3oBaHUI0 GHUHAHCUCT,
JIO6UT LMOPH ¥ aHAIUTHKY. UMeeT
12-JIETHUH OIIBIT Pa6OTHI B yxTra-
TepcKoH cdepe. YBepeHa, UTO Ha HO-
BOI JO/DKHOCTU 3aHHUMAeTCsI CBOUM
JleJIOM, KOTOPOe XOPOIIIO 3HAET.

CBET/IAHA ABYIIIAEBA

3aMecTUTeNb JUPEeKTOopa AellapTa-
MEHTA I10 O6IIIUM U IOpULUYECKUM
BoIIpocam. ITony4uuna o6pa3oBaHue
MH>KEHePa [0 SKCIUIyaTALUU He-
JIBUKHMMOCTH. M3HavyaIbHO paboTana
¢ 6ymymert RedHead Kak c apeHa-
TOPOM HeJIBHKHMOCTH, HO 3aTeM
Iepenuia B KOMIIAHUIO, U y3Ke CTajia
CHABaTh B apeHy eé 06HeKThL. B UTO-
re paboTaeT B KOMIIAHUU 60JIblIIe 16
JIeT. SIBJISIeTCS HOCUTENIeM e€ Tpaau-
LM, 3HAaHUH U LIeHHOCTEH.
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Ivan Beshetya

is just for a month with the company.
He graduated from Odessa State
Academy of Technical Regulation and
Quality with Bachelor's degree and
started practising. He is already a part
of the company and the team. He gets
used to people very quickly especially if
they treat him well.

Inna Zinchenko

started working as an office manager
in the real estate department. After
the restructuring she was appointed
a financial analyst. She has a degree
in Finance and is really into numbers
and analytics. She has 12 year working
experience in accounting. She is
confident of what she is doing now.

Svetlana Abushayeva

Deputy Director of the Department
of General and Legal Issues. He received
an education in the real estate engineer.
Significantly worked with the future
RedHead as a tenant of real estate, but
then switched to a company, and has
already leased its facilities. As a result, he
has been in the company for more than
16 years. It is the bearer of its traditions,
knowledge and values
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Buktopua Masypuk
MeHegxep no 0by4eHumo
1 pasBUTUMIO MepcoHana
HR genaprameHTa pos-
HWYHOro Bu3Heca.

Victoria Mazurik
HR, T&D manager

RedHead Ne12 / Map

Pa3ssuBartb Kaxaoro.
ObveauHAaTL BCex.

[ KOMITAaHUH 2017 T, 65UI TOA0M TPaHCHOPMALIHI,
Pa3symeeTcs, peCTPYKTYpPH3aliisg KOMIIAHUU 3aTPOHYJIa BCeX
COTPYLHHUKOB lleHTpanbHOro odrca 1 HR He UCKIIOYEHHe.
T'maBHOe JOCTH KEHHE B YXOIAIIEM FOAY COCTOUT B TOM, YTO
KJIIOYeBble PA6G0THUKY KOMIIAHUY 6BIIM COXPAHEHEBI, MHOTHE
COBEPIIHJIN KapbePHBIHM CKAYO0K, X BCe IIPOJOJIKAOT KCIIOJI-
HATb B KOMIIaHUH CBOU QYHKLIMH.

B TeueHHe roga HR-0TAeI 3aHUMAJICS KaK TPAAHULIHOH-
HOM PaboTOI C IIePCOHAIOM, IIDOBOAMII Y3Ke YCTOSIBIIKECS
MEPOIIPUSTHS, TaK U a6COTIOTHO HOBBIE, [IDOAUKTOBAHHEIE
HOBBIMH BBI30BaMH, HO BCE TaK Ke 06 beAUHSIONIME 1 YCKO-
psrole JMHAMUKY Pa3BUTHS KOMIIAHUH. >>

Kopnopauus
RedHead

Kak U B IIPOIIIJIOM T'OAY, B KOHLIe Mas B Oxecce Ha Tpac-
ce 340POBbsI COCTOSIICS 6OMBIIION KOPIIOPATHBHBIH 3a-
6er RunForFun. 3To 66U COBMECTHBIH ITpoekT RedHead u
Invogue Fashion Group. B 3ToM roay 661U BII€pBBIE IIPUIJIA-
LIeHBI FOCTH, A TAK>Ke OBIBIIME COTPYLHUKY, KOTOPBIE CTaIU
YaCThIO UCTOPHUU KOMITAaHUH, IIPHJIOSKUIN HEMAJIO YCHUIIMH K
€€ yCIIexy, YTO [IOMHUT U LIeHUT PYKOBOZACTBO. Ba>KHBIM OT-
nu4yreM 3abera B 3TOM OAY CTIO U TO, UTO B HEM ITPUHUMA-
JIV y4acTHe CeMBU C JeTbMU,

BBUTH IIPOBeeHHI 3a6eru Ha pa3Hble JUCTAHLIUU, OTAE/b-
Hble 3a6eru 1 MIBYUKOB, IJIS AeBOYEK, IS B3POCIIBIX, C
HarpaskeHHeM CYACTIUBBIX [T06eUTeNeH U BpyUeHUeM
LIeHHBIX IIPU30B. B 3TOT COTHEYHBIN MAMCKUH JeHb OeHUCTBU-
TeJIBHO ITOTYYHIICS GOJIBIION CIIOPTUBHBIH CEMEHHO-KOPIIO-
PaTUBHBIH ITpa3gHUK. CTOUT OTMETUTD, UTO B 3TOT Ke JIeHb
RunForFun IIpou301Iés B IPYTHUX TOPOJAX, Ile [IPeICTaBIeH
Hai 6u3Hec: B KueBe, XapbKoBe, JIbBOBE U J[HeIpe.

Develop and Unite Everyone.

The year 2017 was the year of transformation
for the company. The restructuring of the
company affected all the staff of the central
office and HR is not an exception. The main
achievement of 2017 is that key employees
remain with the company, a lot of them were
promoted, and everyone continues performing
his/her duties in the company.

During the year the HR department was
engaged in current work with personnel,
conducted both regular and new events
for unifying the team and speeding up the
company’s development.

RedHead Corporation

The same event as last year was held
in Odessa in the end of May. The track of
health became a place for RunForFun, a large
corporate race. This was a joint project of
RedHead and the Invogue Fashion Group. This
year there were guests and former employees,
who became the part of the company’s history
and were invited for the first time. The top
management wanted them to know how
they appreciate what these people have done
for the company's success. This race was also
remarkable because families with children took
partinit.

There were different distance-track races
for boys, girls, and adults. The happy winners
were awarded and received valuable prizes.

It was a great sporting event for families and
corporation. It is worth noting that on the
same day Kiev, Kharkov, Dnepr and Lvov joined
RunForFun race.
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«AHTOWKAY

B aBrycre B LleHTPaIIBHOM odrice B 0Uepes-
HOM pa3 Co6PaICh YIIPABISIOIIE Mara-
3UHOB «AHTOILKH», [IPOBEJIM MacCIITa6HOe
COBeIIaHUe U 06yUeHUe,

I1epBBIH IeHb GBUI IIOCBSIIEH O6IIEHUIO U
06CY>KIeHHUIO IUIAHOB 10 KaXKA0MY 104 pa3zie-
JeHUIo. B xoze ob11er pabouel BCTpeuH, Be-
Iylire MeHeIsKepbl 06CyIUIH HaKOIIHBIIIY-
10Cs ITPo6IeMaTHKYy. Pa3o6paiiy, pasmosKiIu
BO3HHUKAIOIIMeE ITPO6JIeMbI ¥ HeJOPA60TKU 110
33/iagaM, pelay, Kak BCé 3TO MOSKHO yCTpa-

HUTH, U B UTOTe CHOOPMUPOBAIH «T0 Do List».
HeKoTopkle 3a1a4H y>Ke BHIIIOIHEHE, ellle
YaCTh [IepeHeCceHk! Ha CJIeIYIOUINH FoJl Kak
cTpareruyeckue. ITocie pa6oueit BCTpeuHu
BCe CO6paIKCh Ha 6OJIBIION OJeCCKUH Y’KUH
U CMOTJIU IIPOBECTU BpeMsI B HehpOpMaIbHOM
06CTaHOBKe.

TocnegHUH NeHb OPTaHHU3aTOPhI 0CBOOO-
JUIU OT JeJIOBBIX MEPOIIPUSITHEH, YTOOHI
HHOTOPOJHME KOJUIETH CMOTJIHM HACIATUThCS
JieTHer OfIeccoH.

«Antoshka»

In August the managers of «Antoshkan stores
came to Odessa to hold a large scale meetings
and trainings in the central office. The first day
was devoted to communication and discussion of
plans for each unit. During the general meeting,
the leading managers discussed a range of
problems. They analyzed, referred the problems
to the tasks, decided on drawbacks elimination
and eventually made the «To Do List». Some
tasks have already been completed and some
of them are postponed to the next year as the
strategic ones. After the meeting, they gathered
for a large Odessa style dinner and could spend
time in an informal atmosphere. The third day
was free of business events and all the guests
could enjoy summer in Odessa.

BasKHBIH 670K KOPIIOPATUBHOM SKU3HU, KOPIIOPATUBHBIX
KOMMYHUKAIIU, COCTOUT B PeAJIM3ALIMU CJIOTAHA U YCTAHO-
BOYHOTO IIPHUHIIUIIA «Pab0Ta-Urpar». B KOMIAHUHU yKe JABHO
BBEJIM UTPY B pabourie IIPOLIeCCH]. PeryasspHO IPOBOASITCS
KOHKYPCBHI, [IDUYPOYEHHEIE K IIpa3gHUKaM: [IP KOMIIaHUHU,
HoOBBIH I'0JT, 8 MapTa U T.II. B amrpesie 6bUTH 3aMyIIEHEI €5KeMe-
CSYHBIe KOHKYPCHI 10 OIIpefle/IéEHHBIM OM3Hec-II0Ka3aTesM,
KOTODBIe IIPOBOISITCS II0KA TOJIBKO JISI COTPYAHUKOB Marasu-
HOB: [IPOJABLIOB, AMPEKTOPOB Mara3rHOB, PETMOHOB. Y HUX
IIOSIBUJIACH BO3MOKHOCTDH COPEBHOBATLCS APYT C LPYTOM IIO
KaKHM-TH60 [IOKA3ATEISIM U ITOIYYATh 3a 3TO LIEHHbIE ITPU3bI
— MOGHIBHEIE TA/KETHL, TYP. [I0€3KH, JeHEKHBIe CePTUOU-
KaThL Bellb UTpa — 3TO COPeBHOBaHUe, I106e/1a, IIPU3HAHUE,
MIPU3BI U BO3HAIrPasKAEHHUS.

CTOUT OTMETHUTD, YTO B «PaboTe-Urpe» TeIeph CTAIU IPHU-
HUMATh yYacTHe U II0CTABIIUKY. TaKye MepOIIPUSITHUS YKe
CTJIU IPUBBIYHBIMU, KpoMe 3TOro, YaCThI0 KOPIIOPAaTUBHOM
KYJIBTYPBL CTJIO IIPAa3gHOBATh 06eAbl. U ITOCKOIBKY Hallla
camasi BasKHas 11obesia — JOBOJIBHBIN 1 CHACT/IUBBIM [TIOKYIIA-
TeJIb, Mbl PEI'YJISIPHO OTC/IeSKMBAaeM OT3bIBHL ITOKYIIaTeIel B
KOJUI-LIEHTPe, 3aIIKCH B « KHUTe OT3BIBOB U ITOXKEJIAHUH» U BCe
BMECTe PaJlyeMCsI ¥ TOPJHUMCS TePOSIMH UCKPEHHHUX U TEIUIBIX
CJIOB 6/1arO0apHOCTEH ITOKYyIIaTened. BHUMaHuUe K paboTe
KOJIIIET, 6/1ar0AapHOCTD U IIOOIIPeHHe 332 XOPOIyI0 PaboTy —
3TO BasKHeMIas 06513aHHOCTh COTPYLHUKOB HR U TIMHEMHBIX
MeHeJ>KePOB.

«Work is a Gamen.

An important part of corporate life
and corporate communications is in the
implementation of the slogan and principle
«Work is a Game». The work processes
game has been introduced in the company.
The contests dedicated to the company’s
birthday, New Year's Day and Women's Day
are regularly held in the company. Since April
the performance indicator contests have been
hold for the stores’ staff (shop assistants and
directors) monthly . They have the opportunity
to compete with each other on some indicators
and receive valuable prizes for it - mobile
gadgets, a tour and money certificates. The
game is a competition, victory, recognition,
prizes and rewards. It is worth noting that
suppliers began to take part in «Work is a
Gamen». Such events have become regular. In
addition, celebrating victories is a part of the
corporate culture now. Our most important
victory is a satisfied and happy customer, so
we track customer reviews in the call center
and records in the Comments and Suggestions
Book. We are proud of the heroes who received
these sincere and warm words of the gratitude
from customers. The primary responsibility of
HR and line managers is to pay attention to the
work of colleagues and encourage them




MoTtusauusa 1 obyyeHune

KiroueBBIM HallpaBiaeHHeM paboTsl HR-0TAena B YXOASIeM
roZly CTaJI0 U3MeHEeHHe CUCTeMbl MOTUBAaLIMU. OHa 6bUIA elé
60blIIe JeTATU3UPOBAHA: S ITOIyYal0 AeHBIH 3a TO, HA YTO 5
HEITOCPeACTBEHHO MOTY BIIMSTh. UTO KacaeTcst 06yUeHUs COTPY/I-
HUKOB «AHTOIIKM», B 2017 TOZIy OHO CTajI0 60j1ee CCTEMHBIM. Bo-
IIePBBIX, CTAIU 60jIee aKTUBHO BOBJIEKATHCSI B 06YYAIOIIHH IIPO-
11eCC IIOCTABIINKHU, KOTOPble HAIIPSIMYIO 3aHTePeCOBaHEI, YTOOHI
IIPOJABLIBI ¥ MeHe I KePhl 3HAJIU BCE IIPO UX TOBapkL, Ob6lIeHMe
C IapTHEPAMU 110 6U3HECY IPOUCXOLUT HAIIPSIMYIO, OHU IIPeJio-
CTaBJISIOT 06yUaIOI[Fe MAaTEPHUAIIEL, YUACTBYIOT B MOTHBALIUAX —
CIIOHCHUPYIOT MOTUBALIKIOHHBIE KOHKYDCHI.

CotpynHUKHU HR-0TZena perynsipHO COCTABIISIIOT CIIeLIM/IBHBIN
IUIaH 06y4eHUH, YTO6bl Mara3uHbl 3HJIH, YTO B 3TOM Mecsilie
HUX 06y4aIoIUP CeMUHAP 10 UTPYIUIKe, IT0 Me6GeIu U APYTUM
KaTeropHsIM TOBapOB. BO-BTOPHIX, IAPLIEIBHO 6BUIO 3aITylie-
HO BHYTpeHHee 06y4eHHe, Ie JIYUIIHe COTPYAHUKY IIOTYUHIN
BO3MOXKHOCTb 06yYaTh CBOMX KOJIJIET U ITOBLIIIATh UX KBATUDHU-
Kauuo, Kak BHYTpU OOHOI'O MarasrHa, TaK U Ha YPOBHE pPeruoHa.
Ha mpakTHKe, Ty4IINH [IPOAABEL] efleT B KaKOM-TO APYTroM Mara-
3MH U JeIUTCSI CBOUM OIIBITOM. TO IIPUHOCUT GOJIBIIIVIO II0JIB3Y
6H3HEeCY, A TAKKe 3HAKOMUT MeXKAY CO60M Pa3IMYHbIX COTPYAHU-
KOB, YTO CITOCO6CTBYET HUTAKMBAHHIO KOMMYHHUKALIMY BHYTPH
60JIBIIION KOMITAHHH.
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Motivation and Training

In 2017 HR department work aimed at changing the
motivation system. It was made more detailed: | get
money for what | can directly influence. «Antoshka's» staff
trainings became more regular. Firstly, suppliers, who
are directly interested in shop assistants and managers
awareness of their products, have become more
actively engaged in the training process. There is a direct
communication with business partners, they provide
training materials, participate in motivations supporting
motivational contests. The HR department regularly
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makes a special training plans for stores staff to know
that they have a training workshop on toys, furniture
and other categories of goods this month. Secondly,
in-house training courses started at the same time. The
best employees can train their colleagues and improve
their qualifications. The courses can be held within the
same store and at the regional level. In practice, the best
shop assistant goes to some other store and shares his/
her experience. It brings great benefits to the business,
and employees can meet each other, it facilitates the
communication within the large company.

HR, PR v KOMMyHUMKaLK

Bpsif, U CETOAHS KTO-TO OCIIODUT YTBEPKAEHHE, UTO YCIIel-
Has paboTa KOMIIAaHMH CBs3aHa C PAa3BUTHEM K COBEPIUIEHCTBO-

Mogpobree © CoofweHns

BaHHEM CHCTEeMBI BHYTPEHHHUX M BHEIITHUX KOMMVHI/IKaLLI/II;I.

[ 3THX LieJleHd B KoMnaHuu RedHead 6511 co3aH ITOPTaT

Komnanuw B Ogecca

portalnew.redhead.ua, KOTOPBIH Pery/IsIpHO HAIIOJIHIETCS aKTy-
UIPHOU MHPOpMaLrer. Kpome 3TOro, IOAAEPKUBALTCS CTpa-

HHYKa KOMIIaHUU Ha Facebook. CrieliiprKa COCTOUT B TOM, YTO

5.0 sk

33KpLIEIETCR USDES 25 My

CoobwecTeo Bce

3L MpumacuTe cBOMX Apysed NoCTaEMTE
wHpasATCRD aToil CTpaHuLe

b Hpaewrca 470 nioasm

v Moamacane 623 vencseka

2L Haranua Fonoeko nocTasuna cHpssToas

I OTMETIN MODSILEHIE

CTPaHMULIBI «paboTaurpa» U «RedHead» OpHEeHTHPOBAHBI KaK Ha
BHYTPEHHIOIO, TaK ¥ BHELIHIOIO ayJUTOPHIO. DTOT KOHLIENT U
pPecypc ZaET BO3MOXKHOCTh OTMETHUTD JEeHCTBYIOUIUX COTPYLHM-
KOB, a ITIOTeHLIMAJIBHBIX I03HAKOMUTD C KOMIIaHMeH, II0C/Ie Yero

OHU MOTYT CPa3y BBICIIATh HAM CBOE pe3ioMe, TAKUM 06pa3oM,

Wrdopmayus =

OH CTaJI BAKHBIM KaHAJIOM BHEIITHEN U BHYTPEHHGI:I KOMMYHH-

o KallW W, IIDUBJIEYEHU A KAHAUOATOB, IIOMKHMO TPAAHUIIHMOHHBIX

JI>K06-CaMTOB.

Mapraaasceas, 17 (5,04 km)

HOBBIM U y3Ke JOKa3aBUIKM CBOXO 3G beKTHBHOCTh HHCTPYMEH-

TOM PeKPYTHHTIA CTaJI [UIaKaT C OOBSIBIEHUSIMI O BAKAHCHUSIX. o

Ero MO’KHO BCTPETUTD B MarasuHax U B opricax KoMIaHuw, [lna-
KaThl B YAAYHOM BHU3YaJIbHOM GOpMe eMOHCTPUPYIOT OTKPLIThIE

BAKAHCHH, d Cb€MHBI€ «I1a3JIbI» ITI03BOJIAIOT OIIEPATHBHO 06HOB-
JIATb AKTYaJIbHbIE€ BAKAHCHHU Ha T€ WIN UHbI€ JOJIDKHOCTH.

PaboTta HR-0T[ena, B TOM YHCIIe, II03BOJIM/Ia KOMITAaHUH I10-
JOHTH «BO BCEOPY’KHI» K CTAPTY BBICOKOTO C€30HA Ha CTHIKE 2017

U 2018 rOLoB.

HR, PR and Communications

Today someone will hardly argue the statement
that any successful work of the company is referred to
the development and improvement of the system of
internal and external communications. For that purposes,
portalow.redhead.ua was created at RedHead, it is
regularly updated with current information. In addition,
the Facebook page is supported. It is interesting that
«Work is a Game» and «RedHead» pages are oriented
both to the internal and external audience. This concept
and resource give the opportunity to award the current

employees, and potential employees can learn more
about the company and apply for the job. Thus, in addition
to traditional work websites, it has become an important
channel of external and internal communication that
helps attract candidates. A new poster with vacancies
announcements has become a new recruitment tool

that has already proven its effectiveness. It can be found
in stores and in the offices of the company. Posters
demonstrate open vacancies, and removable «puzzles»
allow updating current vacancies. The HR department
work allowed the company to be ready for the high
season at the beginning of 2018.
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ACCOUMAUMA BAANENBUEB CEMEAHBIX KOMNAHWA

Family Business Network
Ukraines g o

Family Business Network Ukraine: Key Events of 2017

CEMENHbBIN e

XypHar
«CemMenHbIV BU3HECY

TToskanyH, rnaBHEIM cobbiTeM I FBN Ukraine 3a 3TOT rof,
CTaJI BBIXOJ, B CBET B aIIpejie 2017 rofia IIePBOr0 YKPAUHCKOTO
SKypHaJIa IIOCBSIIEHHOI0 ceMeMHOMY 613Hecy. «CeMeMHBIHN
6H3HEeC» — ITO SKYpHaI 06YJAOIINH, CASTAHHBIN KaK pa3Bie-
KaTeNbHBIHN. JKypHAI ITOMY/ISIPU3HPYET B YKpaUHe TEMY Ce-
MeHHOro 6u3Heca ¥ YETKO clenyeT Muccuu FBN: obecriequTh
MSTKUH [Iepexo[ BlIaJleHUs 613Heca OT CTApPIIEro [TOKOJIEHUS
COH6CTBEHHUKOB K HacJlefHHUKaM. [JIaBHBIH €ro akKleHT — 3TO
CBSI3b ITIOKOJIEHUH., OH yZeseT [IOBBbIIIeHHOe BHUMAHUeE IIPU-
XOZSIIIIEMY [TOKOJIEHUIO — HacaegHUKAM B BO3pacTe OT 16 10
35 JIET, — KOTOPOE COBCEM CKOPO MOXKET BCTATh Y PYJIST KOMIIA-
HUH, CTaTh OTBETCTBEHHBIMU BIafeIbLIAMH, €CTU KOMIIAHHUS
6yIeT yIpaBIAThCs IPodeCcCHOHATBHBIMU MEeHeIsKePaMH.

Yepe3 10 sieT 60JIblIIe TIOJIOBUHBI CO34aTeNel 613HECOB U3
90-X I10 TeM I UHBIM IIPUYHHAM y>Ke YUAYT CO CLIeHB], U OT
TOr0, HACKOJIPKO HACJIeAHUKHY 6YAYT FOTOBBI IIPUHSTE 3CTa-
deTy, 3aBUCUT IIPOLIEHT yCIlexa BCeH CTpaHbl. OCHOBATEIN
JIAHHOTO U3AHUS, ero PeAKOJIIeTHs U IepOU ero cTaTel 06-
JIAJAIOT U OeaTCs 3HAHUSIMU O BceX He0O6XOMMBIX UHCTPY-
MEHTAaX [JJIsi TApDMOHUYHOM IlepeJiaull 613Heca CIeAyoLeMy
IIOKOJIeHUI0. OHU BYIYT AeaTh 3TO PEryIsSpHO — 4 pa3a B
rof. Yto6bl JETH YKPAUHCKUX ITPeAITPUHUMATENEH JeHCTBU-
TeJIbHO CTAHOBIJIMCB JTyUIlle CBOUX POOUTENEH, a UX GM3HEChI
yCIIelTHee,

Co3paHune
bopaa NextGen

2 U 3 CeHTI6ps B Ofiecce MIPOIIUIO IIePBOe MEPOIIPUSATHE,
OPraHM30BaHHOE UCKITIOUUTEIBHO IJISI HACTeHUKOB CeMeH -
HBIX KOMITAHHH. [10 CJTOBAM CAaMHUX YYaCTHUKOB YKPAMHCKO-
ro 6opaa NextGen, Bo BpeMsi 061X BEHTOB He XBaTaJIO
HebOPMAIBHOTO 00IIIeHU S MeKAY Hac/leIHUKAMU. A TaKkoKe
KeICOB, B KOTOPBIX OHU MOIJIN 6BI 6BITh 331 AICTBOBAHEL
Kak OTBeT Ha 3TOT I1pobeit B pabote FBN Ukraine 1 BO3HUK
NextGen. CTpaTerudeckas 1eixb NextGen — IT03HAKOMHTBCS
C HaCJIeMHUKAMMU CO BCeHM YKPAaUHBL, HATAAUTh KOMMYHHU-
KalLlM¥ 71 0O6MeHa UesIMU U COTPYOHUYECTBE B OyAYILEM,
Pa3BUBaTh HABBIKHU B OOIIEHUU U PEIIeHHUH 6H13HeC-KEHCOB.
B pesyJbTaTe IePBOM BCTPEYHU pe6SITa Y3HAIH APYT Apyra
6J1M3Ke, BBILLUTY HA HOBBIH YPOBEHb O6IIIeHUS. [l e THIHCh
3HAHUSIMH, TPO6IeMaMHU U IT0JI€3HBIMHU COBETAMHU. [IpHUUEM
HOBBIE 3HAHMS IPEIIOAABAIMCEH B MHTEpeCHOM dopmare, s
MHOT'MX HAaCJIeJHHKOB 1 6YI[YH.(I/IX IIOJIHOIIPABHBIX YIEHOB
FBN, 3Ta BCTpeYa CTaja OTIMYHOH IIepe3arpy3Koi B Hayase
y4ye6HOro roga. Bce y4aCTHHUKU TaKsKe OTMETHIIU OTKPBITHIH,
U ke IyLIeBHBIF XapakTep 60paa.

MepBbIA UBEHT YKPAMHCKMX Ukrainian NextGen
NextGen first event

«Family Business» Journal

The first Ukrainian journal dedicated to
the family business was published in April
2017. It became one of the main events
for FBN Ukraine this year. &quot;Family
business&quot; is an educational journal made
as an entertaining one. The journal popularizes
the family business idea in Ukraine and clearly
supports the FBN mission: to ensure a smooth
transition of business ownership from the older
generation of owners to the next one. It also
emphasises the generations connection. It
pays special attention to the next generation,
heirs aged 16 to 35, who can head companies
very soon and become responsible owners if a
company is managed by professional managers.

In 10 years, more than half of the business
founders of the 9os will have gone out the
business, and the whole country's success
depends on whether heirs will be ready to pick
up the baton. The journal creators, its editorial
board and heroes of its articles are really
experienced and they share their knowledge
and expertise about the harmonious transfer
of business to the next generation. They will
do it regularly, 4 times a year, to make the
Ukrainian businessmen’s children better than
their parents, and let their businesses become
more successful.

NextGen Board Creation

On 2-3 September there was the first event
organized only for the heirs of family business
in Odessa. According to the participants of
the Ukrainian NextGen Board, there was not
enough informal communication between
heirs during general events, and there were few
cases they could be engaged. To fill this gap in
the FBN Ukraine work, NextGen was set. The
strategic goal of NextGen is to get acquainted
with heirs from all over Ukraine, communicate
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for the ideas exchange and joint projects in
the future, develop their communication and
business cases solving skills. As a result of the
first meeting, the NextGen representatives
got to know each other better. They shared
knowledge and useful advice, and discussed
problems in an interesting format. For many
heirs and future full members of FBN, this
meeting became an excellent «restart» at the
beginning of the school year. All participants
also noted the open and sincere atmosphere of
the Board.

Four events: Odessa, Kiev, Warsaw and Tel
Aviv.

Unlike previous years FBN Ukraine has held 4
events this year; there were two in Ukraine and
the other two abroad.

The Warsaw meeting, which took place on
March 23-25, 2017, was devoted to the following
issue: how to accelerate growth, maintain
control and transfer the business properly to
the next generation. The fifth international
meeting of family business owners has gathered
45 participants. Regarding family business,
Poland is similar to Ukraine: almost 90% of
companies are family-owned ones, and 9
out of 10 business owners represent the first
generation of entrepreneurs who are yet to
transfer their businesses to children. In many
other aspects this Eastern European country is
a shining example for Ukraine and it can explain
the heightened interest of the participants of
the event to the Polish speakers, their stories
and experience.

New development strategies, projects and
programs, as well as the presentation of the
NextGen's board and other bright events of
the 25th meeting of family business owners
are the issues covered during the summer
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4 wBeHTa:

Opecca, Knes, Bapwasa n Tenb-Asus

B oT/IMYMe OT IPOIIUIBIX JIET, B 3TOM roay FBN-Ukraine
IIPOBEJIO He 3 MBeHTA B I'Of, a Y3Ke 4. [1Ba B YKpauHe, U 1Ba 3a
pybeskoM.

BapuiaBcKasi BCTpe4a, KOTOpast COCTOSIIACE 23-25 MapTa
2017 rojia, 6bl1a IOCBAIIEHA C/IeAYIoLIel IpobaeMe: Kak
YCKOPHTb POCT, COXPAHHUTh KOHTPOJIb U YCIIETh IIPABUIBHO
repenaTh 6M3HEC CJIeAYIOUEMY IIOKOJIeHMUIO, [ISTas MeXXAyHa-
POZHAas BCTpeya BiIaJlebLIeB CEMEHHBIX KOMITAHUH cobpaa
45 YYaCTHUKOB. B OTHOIIIEHUU CeEMEHHOro 6p3Heca [1ombia
0CO6eHHO 6/IM3Ka YKPAWHIIAM: [IOYTH 90% KOMIIAHUH SIBJIS-
IOTCSI CEMEHHBIMH, a 9 M3 10 BIaJe/IblieB 613Heca — I1epBoe
[IOKOJIEHHE [IPeAIIPHUHIMATE/IEEH, KOTOPHIM elIle TOJIBKO IIPe/-
CTOUT IepeiaTh 6M3HeC JETIM. BO MHOTOM OCTaJIBHOM 3Ta
BOCTOYHOEBPOIIEHCKASI CTPaHA — APA3HSAIINE OPUEHTHP [JIs
VKpauHHbL. OTCIOfA ITOBBIIIEHHBIH HHTEPEC WIEHOB UBEHTA K
MECTHBIM CIIMKEpPaM, X UCTOPUSIM U OIIBITY.

YYaCTHNKUM NSTON MexXAyHapoaHOM BCTpe-
4K BNAAENbLEB CEMENHbLIX 6U3HeCoB

Participants of the sth international
meeting of family business owners

HoBBIE CTPAaTEeTHU PAa3BUTH S, HOBBIE ITIPOEKTHI U IIPOTpaM-
MBI, IIpe3eHTalUsI HOBoro 6opfa NextGen U Ipyrue spKue
COGBITHUSL 25-0H BCTPEYHU BIIafe/IbLieB CEMEMHBIX KOMITAHUH
— BOT 4eMy 6bUIa [IOCBSIIIEHA JIETHAS BCTPeYa BIafie/IbLIEB
ceMeMHBIX KOMIAHUH B Ofiecce, KOTOPAsI IIPOIIUIA 13-15 HIOJIS
2017 roga U cobpasna 65 y4YaCTHUKOB U3 30 ceMelt. [IoMHUMO
HACHIIEHHOM IPOrPaMMBI ITPe3eHTAITUE ¥ MacTep-KJIacCOoB,

BIOXHOBJISIIOLIUX BBICTYIIJIEHUH OTeyeCTBeH-
HBIX U 3apYOesKHBIX CITUKEPOB M 3KCKYPCHUH

B CAMBIM KPYIIHBIH [IOPT CTPaHBI, TOCTEH
MBEHTA OXKHAJa HAaCBIIIeHHAs KyJIbTypHAas
[IpOrpaMMa, [IOCKOJIBKY B 3TOM F'OZly Mepo-
IIpUSATHE COBIIQJIO C CAMBIM SPKUM KHMHOCO-
6bITHEM JIeTa - OIeCCKUM MeSKAYHAPOIHBIM
KuHOodecTHUBIEM. [I/1s feTel TPaSJUILIIOHHO
6bUIa ITOATOTORJIEHA CIIeLIM/IbHAS ITPOrPaM-
Ma. 3a aBa JH4 JuniorGen I103HaKOMEJIUCH C
60oraTor KuHeMaTorpaduyeckoyl UCTOpUeH
Opiecchl ¥ CO34JTH CBOM CO6CTBEHHBIM HACTO-
SIIIUH KUHOLIEeeBP B CTHJIE 30-X TOZOB.

MpeseHTaums | NextGen's
Hosoro 6opaa | new board
NextGen | introduction

YYaCTHUKM 25-11 BCTPEYM BNafenbLes
cemMerHbIX komnaHuw, r.Ogecca

BnagenbLbl ceMenHbIx bU3HecoB
Ha OfeCccKOM MeXayHapoAHOM

meeting held in Odessa on
13-15 July 2017. There were

65 participants representing
30 families. In addition to the
eventful programm, full of
presentations and workshops,
inspiring speeches of Ukrainian
and foreign speakers and
excursions to the largest port
of the country, the the event
participants were offered

an interesting entertaining

program. This year the event
was held simultaneously with
the brightest film festival of
the summer - the Odessa
International Film Festival. The
children were also entertained.
For two days JuniorGen got
acquainted with the history of
cinema in Odessa and created
their own real movie in the
1930's style.

Family business owners
attending Odessa

KnHodecTmBane. | international film festival




The event in Tel Aviv took place in early
October 2017. The 48 members of the Ukrainian
Association of Family Business Owners realized
that people in Ukraine are not much aware
of lIsrael's history and economy. Meanwhile,
despite a prolonged military conflict with
its neighbors, the experience of this country,
which is developing at a fast pace, proved to
be vital for Ukraine. The sixth international tour
of FBN Ukraine included informal meetings
and communication with representatives of
the wealthiest family business in Israel and
the excursions to the most interesting places
of ancient Jaffa, one of the oldest cities in the
world.

The 27th event of the Ukrainian Family
Business owners was held on November 30 -
December 1, 2017 in Kiev (Hotel Hyatt Regency).
Its topic was «Education as a necessity, basis
or style of a family business management.
This issue is one of the most topical for family-

ViBeHT B Teb-ABHBE COCTOSUICS B HauaJle OKTS6Ds 2017
rofa. 48 WieHOB YKPAaUHCKOM aCCOLIMALIMU BlIaJeblieB
CeMeMHBIX KOMIIaHUH, yOeJUIHCh, UTO B YKpAauHe He TaK YK
MHOTO 3HAIOT 06 HCTOPHH U 3KOHOMUKE M3pamisi. A MeKIY
TeM OIIBIT 3TOM CTPaHBbI, KOTOPasl Pa3BUBAETCS GBICTPEIMU
TeMIIaMH, HECMOTPSI Ha XPOHUYeCKHUH BOEHHBIM KOHQIUKT C
cocensIMH, OKa3aJICS O4eHb aKTyaIbHBIM [JI1 YKpauHEL Ille-
CTOM MeXXAyHapoAHBIM Typ FBN- Ukraine BK/Io4an BCTpe4dH
U obuieHMe B HepOpMaIbHOM 06CTaHOBKE C IIPe/ICTaBUTeIS-
MM 60raTeHIIux ceMeMHbBIX OHM3HECOB M3parisi. A TaKKe 3KC-
KYPCHH 10 CAMBIM MHTePeCHBIM MeCTaM CTapUHHOIO S do,
OJHOTO 13 CTaPeHIIHX FOPOJIOB IIJIAHEeTHI.

OpeHng SAHaun Ha
nBeHTe B M3pawnsie

Orenia Yanai attending the
event in Israel

27- ¥ UBeHT Bnagensues CeMeHHbIX KOMMaHUH YRKpaH-
HBI IIPOXOAMJI 30 HOSA6PA — 1 AeKab6psa 2017 roga B Kuese
(Hotel Hyatt Regency). Ero Tema: «O6pa3oBaHue Kak He06X0-
JHMOCTh, OCHOBA MJIH CTHJIb BeJIeHUsI CeMeHOro 6r3Hecan.
JaHHas pobieMaTHKa SIBISeTCS OGHOM 13 Haubojee aKkTy-
QUIBHBIX [JIS1 BeJeHUS CeEMeHHOro 6u3Heca. CerofHs Kak HHU-
KOT/ZIa CTAHOBUTCS BasKHBIM ITEPMaHEHTHOE 0OHOBJIEHHE 3Ha-
HHUHM U YMEeHUM., YKPAUHCKHUM OTBETOM Ha JaHHEIe IIPOLIeCChHI
CTaJIU HOBbIE OTeYeCTBeHHbIe YacTHhIe 06pa3oBaTeIbHbIe
IIPOEKTHI, KOTOPEle 6BLIO IIpeJIOsKeHO IIPOaHAIN3UPOBATh
BCeM YYaCTHHUKAM HMBeHTA. B paMKax BCTpPeUYU COCTOSIACh
npeseHTaLs WKoOAbL DEC OT ceMbU Tap4yeHKO, ITaHess-

Has JUCKYCCHUS C ydacTreM KcaHbl HeYUIIOpeHKO (TapTHEP
GoGlobal), UpuHsl TUXOMUPOBOH (IIpe3uieHT MIM Kues),
Anppes 3enuHCKOro (UTeH MHUITMATUBHOM Py U Ha-
6mofaTenpHOro CoBeta YKpauHCKOM AKafieMUH JIUEePCTBA),
3ou JIUTBUH (COOCHOBaTeIb HOBOIleUepChKa IIIKOJIA, OCHO-
BaTesIb IpoeKTa «OcBiTOpisin). [OCTH HACTAAHIIHCh 06eL0M

B HOBOM pecTopaHe CaBBbI JINOKMHA «CTeMKXayc» Ha YIHLle
BIaIUMHPCKOH, 49. A TAK>Ke IIOCETUIU CEMEMHYIO0 KOMIIA-
HUIo «HoBas I[TouTa» ¥ O6HOBIEHHEIHM KHMeBCKHUEH BJHX.

BriepBble [TapajUIeIbHO C OCHOBHOM ITPOrPAMMOH IS
Senior npoxopuia mporpaMma ajist NextGen, ITOCBSIIIEHHAS
CO3[IaHUIO YCIIeIIHOro 613Heca U IIOUCKY TeX MoJienek, KOTo-
pble 61113KU cOBpeMeHHBIM NG,

1. Bhagncnas bypaa Ha 27-m
MBEHTE BNAAE/bLEB CEMENHbIX
KOMMaHuKM B Knege. 2. Anek-
CcaHap Tap4eHKo npeseHTyeT
wrkony DEC. 3. FacTpoHOMMYe-

owned businesses. Today life-long update of
knowledge and skills is getting more important
than ever. Ukraine supports this idea and
proposes new private education projects, which
all the participants were suggested to analyze
at the event. There was the presentation of the
DEC School by the Tarchenkos at the meeting.
The participants could also take part in the
panel discussion with Ksana Nechiporenko
(GoCGlobal partner), Irina Tikhomirova (MIM
President, Kiev), Andrey Zelinskiy (the Member
of the Initiative Group and Supervisory Board
of the Ukrainian Leadership Academy), Zoya
Litvin (co-founder of Novopechersk school,
«Osvitoriyar project founder). The guests
enjoyed lunch in Savva Libkin's new restaurant
«Steakhouse» on Vladimirskaya street, 49. They
also visited the family company «Nova Pochtan
(New Post) and the renovated national complex
Expocenter of Ukraine.

For the first time there was a program
for NextGen, simultaneously with the main
program for Senior, devoted to a successful
business creation and search for the business
models NxGs are ready to work with.
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“apogHoM
CKOe Woy B HOBOM peCTopaHe Be BAagenbles
Crenkxayc Cassbl JINBKMHA. e

i | nemsopsamz 1 onem
4. CoBnaziened KoMnaHuy ‘ s emetio Simeca
«Hosas noyta» Bnagmmup Mo-
nepeLLHiok

1. Vladislav Burda attending
the 27th meeting of family
business owners in Kiev. 2.
Aleksandr Tarchenko giving
presentation on DEC school.
3. Food show at Steakhouse,
Savva Libkin's new restaurant.
4. Vladimir Popereshnyuk,
«Nova Poshta» co-owner
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Family Business Show: Involved Ownership

On May 25, IdeasFirst Company held the sth
club meeting for Ukrainian business owners
- Family Business Show with Vladislav Burda.
The event was held with the support of FBN-
Ukraine and DEC place.

This time Vladislav Burda's speech was
devoted to the involved ownership, three types
of family capital, the concept «Profit - in the
first place» and the creation of a Yearbook
with the demonstration of the example of the
family book. He also covered such issues as
family gravity, the relevant Board of Directors
and achievement of maximum transparency
for owners. The audience was suggested a
classification of family companies according to
the type of management, development stage,
number of shareholders and degree of control.
The FBN Ukraine President told about the kinds
of assets, and the ways to transfer business.
Alexander Mikhailenko, (Mirs company) the
leader of the Ukrainian NextGen also gave a
memorable and engaging presentation.

Face to Face

On 28 July FBN-Ukraine together with
Invogue Fashion Group introduced a new
format for business meetings with successful
business owners - Face to Face. This event
made it possible to make contacts with
businessmen, whose projects had become the
basis of the national economy.

The first Face to Face meeting took place in
Odessa in the lecture hall of Invogue Concept

Store. The President of the Ukrainian Association

of Family Business Owners Vladislav Burda was
a moderator of the event. Participants discussed
the peculiarities of family business running and
the transfer of power to the next generation.
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Family Business Show:
BoBneyeHHoe BnageHme

25 Masi KoMITaHUs IdeasFirst mpoBesia 5-0e 3aKphIToe
KIy6HOe COBhITHE 1JIsI COBCTBEHHUKOB YaCTHBIX YKPAUMHCKUX
roMmaHuM — Family Business Show c BnaguciaBom Bypmori.
Co6rITHE ImpouuIo Ipu nogmepskke FBN-Ukraine u DEC place.

Ha 3ToT pa3 BBICTyILIeHMe BiaznciaBa Bypabl 66110 I10-
CBSIIIIEHO BOBJIEYUEHHOMY BJIaZIeHUIO, TDEM BHJIAM CeMEITHOIO
KaIuTaa, KOHLEMUUY «[IpUObUIE — B IIEPBYIO OUepeb»,
CO3IAHMUIO CeMEeHMHOM KHUTHU Yearbook (c JeMOHCTpaliieH
IIpUMepa), CeMeMHOM IpaBUTALINMY, IIPaBUIbHOMY COBeTy AU-
DPEKTOPOB U JOCTIDKEHUI0 MAaKCHMAJIBHOM IIPO3PaYHOCTH IJIST
BJIafieNIblieB. AyoUTOPUHU OblIa IIpefIosKeHa KiIaccuuKaIus
CeMeMHbIX KOMIIAaHUH I10 TUIIAaM MeHeIKMEeHTa, CTaUN
Pa3sBUTHSL, KOJIMYECTBY aKLIMOHEPOB M CTEIIeHH KOHTPOJIS.
ITpe3uneHT FBN YKparHa paccKasall U O TOM, KaKkie 6BIBAIOT
BU/IBI aKTHUBOB, KaK M KOMY JIy4llle BCero rnepefaBaTth. OT-
JeJIbHOM YaCThIO IIPOTPAMMEI CTAJIA IIpe3eHTallus IuAepa
yKpauHCKUX NextGen AnekcaHapa MuxarieHKO (ROMIIaHUS
«MHpPO»).

Family Business Show ¢ Family Business Show with
Bnaavcnasom bypaown | Vladislav Burda

Face

28 uronst FBN- Ukraine coBMeCTHO C
Invogue Fashion Group npeacTaBuia HOBBIM
dopMat 6u3HeC-BCTPeY C YCIIEIHBIMU CO6-
CTBeHHHKaMHU 6u3Heca — Face to Face. 3ToT
UBEHT JaJ1 BO3MOXKHOCTB JIJISI BCEX JKeJIaro-
IIMX 6JIM3KOr0 MHTE/IEKTYJIPHOI'O KOHTaK-
Ta C 6BU3HECMEHAMU, YbU ITPOEKTHI CTATH
OCHOBOM 3KOHOMMKHU CTPaHBL

IlepBas BcTpeda Face to Face cocTosnach
B Ofiecce B JIEKLIMOHHOM IIPOCTPAHCTBE
Invogue Concept Store. MoZiepaTopoM Me-
POIIpUATUS BBICTYIINII Biianyicnas Bypaa,
Ipe3ueHT YKPAUHCKOM ACCOLIHAIIMHU Bia-
IeNbLIEB CEMEHHBIX 6M3HECOB. YUaCTHHUKU
06cynrIH 0CO6eHHOCTH BeJIeHUS CEMEHOIO
613Heca U Imepeavy MOTHOMOYHE MOJIOZO-
MYy ITOKOJIeHUI0, CBOUM 6eClieHHBIM OITBITOM
IIOAeIVJINCH CITUKePHI BcTpeulu: CaBeTui
JIN6KUH - PeCTOPaToOp, OCHOBATE b U COBJIA-
Jejiel] KOMIIaHUH «PecTa», TaTbsiHaA Byphaa
- OCHOBATeJIb U coBnagenel Invogue Fashion

INVOGUE FASHION GROUP BU3HEC-BCTPEYA

(o Face

Croup u Ka3aBYMHCKUY IMUTPHUH — OCHO-
BaTeJIb U Biagesel, KoMrnaHuu GST. Beuiu
3aTPOHYTEHL CIeAYIOIIMe BOIIPOCHL: [IPU KaKUX
06CTOATENbCTBAX BIaeIel] MOKET BBIMTU

u3 6r3Heca, KaKHe JIePICTBUS He06X0qMO
IpeIpUHSTD IJISL TOTO, YTOOBI IPUBJIEYD B
6113HeC CBOUX JeTel, KaK YCIIeITHO YIIpaB-
JISITh LeJIaMU U IIPU STOM HaxOOUTh BpeMs
IUIST OBIIEHHUS C CEMBEH.

Among the speakers, who shared their invaluable
expertise were Saveliy Libkin, a restaurateur, founder and
co-owner of the Resta Company, Tatyana Burda, the
founder and co-owner of Invogue Fashion Group and
Kazavchinskiy Dmitriy, the founder and owner of GST
Company.

They covered the following issues: what are the
circumstances an owner can leave his/her business, what
actions have to be taken to involve his/her children in the
business, how to manage the affairs successfully and at
the same have an opportunity to spend time with family.

rrasase FACE to FACE @Y

EPATOP — BAAAUCAAB BYPAA

CMNMKEPSI — CABBEAMIA AMBKMH, TATBAHA BYPAA, AMHUTPURA KAZABYUMHCKMA 62



The 28th Global Summit of FBN
International on Gran Canaria (Spain)

The regular international global summit was
held on November 8-11 on one the main islands
of the Canary archipelago. Why Spain? There
are 26 official billionaires in Spain.

Approximately half of them are founders, and
the other half are spouses and heirs. The main
theme of the summit: Responsibility, Resilience,
Regeneration.

The program was full of interactive sessions
and workshops on entrepreneurship and family
business. A special program of the presummit
included visits to Barcelona and La Coruna and
allowed getting acquainted with the history
and modernity of such companies as Inditex
(Zara, Massimo Dutti, Pull and Bear, Oysho, Zara
Home, Uterque, Stradivarius, Lefties, Bershka),
Cobega (the largest European Coca-Cola
bottler), Codorniu (champagne manufacturer,
18 generation), Puig (the largest supplier of its
own perfume brands in 150 countries), Estrella
Galicia (a beer manufacturer since 1906), Mango
(international fashion brand).

The summit included a large number of
interesting cases, 12 simultaneous panels, 10
«sobremesas» (the Spanish word for informal
section meetings) presentations given by
the professors IMD and Oxfords University
on human responsibility for environmental
conservation, land and humanism. As usual,
the presence of the whole families at the
forum brought a completely different level of
involvement, responsibility and communication.
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28-1 rnobanbHbIN
caMmMunT FBN
International

Ha ocTpoBe 'paH-KaHapus (UcnaHus)

OuepegHOM MeKIYHAPOAHBIH ITT06UTHHBIN
CAMMHUT IIPOIIEN 8-11 HOSI6PS Ha IJTAaBHOM OCTPO-
Be KaHapckoro apxuriesnara. [Touemy HMcraHusg? B
HcnaHuu 26 0PUITUAIPHBIX MIJUINAPAEPOB.

IIpHUMepHO I10JIOBUHA U3 HUX OCHOBATeNH, &
BTOpAsI [I0JIOBUHA CYIIPYTH U HAaCIeJHUKU. [/1aB-
Has TeMa caMmMHUTa; Responsibility, Resilience,
Regeneration.

[IporpamMma 6bUIa HAIIOJTHEHA UHTEPAKTHBHEI-
MU CeCCHUSIMU U MacTep-KJIacCaMU, ITOCBSIIEH-
HBIMU IIPeAIIPUHHUMATENILCTBY K CEMEHOMY
613Hecy. YHUKIbHAS IIPOrpaMMa IIpecaMMHUTa
TI03BOJIMJIA TIOCETUTD 0 Hava/la CAMMMTA FopoJa
Bapcenona u Jla KopyHbs. [I03HAKOMUTBCS C
HCTOPHUEH U COBPEMEHHOCTHIO TAKUX KOMIIAHUH,
Kak Inditex (Zara, Massimo Dutti, Pull and Bear,
Oysho, Zara Home, Uterqiie, Stradivarius, Lefties,
Bershka), Cobega (KpyIIHeHIIE eBPOIIeHCKU
6otTiep Coca-Cola), Codorniu (mpou3BOAUTEND
LIAMITAaHCKUX BUH, 18 IIOKOJIeHUe), Puig (Rpy-
HEHIIINH TOCTAaBIIUK COOGCTBEHHBIX OPeH/I0B
rnapdoMepuH B 150 CTpaH MHUpa), Estrella Galicia
(Ipou3BOAUTENH ITHBA C 1906 rofa), Mango (Mexk-
JYHapOAHBIN MOAHBIHN 6peHf).

CaMMHUT BKTIOYaJT 6OJIBIIOE KOJITYECTBO UHTE-
PEeCHBIX KeHCOB, 12 ITIapaJIIe/IbHbIX [TaHesIek, 10
«sobremesas» (MCIIAaHCKOE CJIOBO O3HAYAIOIIlee
HedOopMaIbHOE CEeKLIMOHHOE 06IIeHUE), BEICTY-
nneHus npodeccopos IMD u Oxfords University
0 YeJI0BeYeCKOM OTBEeTCTBEHHOCTH I1epe] IIpU-
DOJIOH, 3eMJIeH U O6GIIIUM r'yMaHHu3MoM. Kak
06BIYHO, IPUCYTCTBUE CeEMEM BMeCTe Ha popyme
IIPHBHECJIO COBEPIIIeHHO APYToH YPOBEHb BOBJIE-
YeHHS, OTBETCTBEHHOCTH U OOIIeHMs.

The 28th Global Summit of FBN

International

28-1 rnobasnbHbI cammumT FBN

Ukrainian delegation attending the

28th Global Summit

International

YKpamHckas generaums Ha 28-i

rnobanbHOM cammmTe
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RedHead

Family
Corporation

OcHoBaTteslb U Npe3naeHT
RedHead Family Corporation —
Bnaguncnas bypaa

NHdopmaums n poro:
Mwuxann Casenny
TaTbsiHa bypaa

Baanm Opnos

AHHa BapbaHew,
BrkTopusa Masypuik
Bnagnmup JomaHmH

Hap Homepom pa6oTanu:
KNSKA agency

Mapk Kectensbonm
Baamm fononépos
MapuHa Tatap4yk
Haranus lfonosko
OkcaHa babun

KoprnopaTuBHbIN XXYypHan
RedHead Family Corporation,
BbINYCK Ne12 (48), MapT 2018.
130aeTtcs € 2001 rofa

RedHead Ne12 / MaprT, 2018

Founder and President of
RedHead Family Corporation —
Vladislav Burda
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