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RUSSIAN RETAIL FORUM - 2008

The 2008 “RUSSIAN RETAIL FORUM” will, once again, take an in-depth look at the
main market trends affecting the industry. The Russian retail sector has become
increasingly dynamic in recent years, which is a reflection of the consumer
spending boom. All retail market sectors have been growing fast: leading retailers
are actively developing new shopping formats; both Russian and foreign-owned
retail chains are expanding into the regions; smaller chains are merging or
forming alliances to withstand the growing competition; big international players
are showing interest in the Russian market and planning their entry strategies,
and private equity dealers are finally investing in the sector. All in all, Russian Retail
is one of the most fast-developing and interesting sectors of the Russian economy.

Year after year, we continually strive to improve the forum’s programme. The
Forum-2008 agenda has evolved in response to professional industry concerns
raised by you, and issues proposed by you for discussion at the event. Focusing on
the in-depth introduction to new topics and areas, and on delivering content in
innovative and unique formats, this year we are presenting a new structure for
this traditional 4-day Retail Forum

POCCUMNCKAA PO3HUYHAA TOPIOBJIA - 2008

®opym «<POCCUNCKAA PO3HNYHAA TOPTOBJIA - 2008» Kak Bceraa NPoAomKnT
AHaNM3MpoBaTb OCHOBHbIe TEHAEHLUN POCCUIICKOTO PO3HUYHOIO CeKTopa.
PbIHOK pO3HMYHOW TOProBNN B NOCNEeAHME rofbl CTAaHOBUTLCA BCe bonee
OVMHaMWYHbIM. YBenuunBalowwmecs noTpebutenbckre pacxoabl CTUMYUPYIOT
POCT BO BCEX OCHOBHbIX CEFMEHTaX PO3HUYHOIO PbIHKA; BEAYLLE UTPOKM
pa3BrBaloT HoBble GOPMAThI; Kak POCCUNCKIE, TaK U UHOCTPaHHbIE CeTU MPOBOAAT
3KCMaHCUIO B PervioHbl; Masble CeTV 06beMHAIOTCA U 06Pa3yIoT anbsaHCbI,
UTOObI MPOTUBOCTOATH PACTYLLEN KOHKYPEHLMU; KPYMHbIE MHOCTPaHHble
puTeiinepbl pa3pabaTbiBaloOT CTPATErMn BXOAa Ha POCCUINCKUI PbIHOK; GOHAb
NPAMbIX MHBECTULMIA HaUaNy aKTUBHO MHBECTUPOBATb B MHAYCTPUIO — B LIEJIOM,
poccuiickas po3HuLa — OAUH 13 Hanbonee MHTePECHbIX 1
6bICTPOPA3BUBAIOLLNXCA CEKTOPOB POCCUINCKON SKOHOMUKN.

lof 33 rofom, Mbl NPoAomKaem paboTy Haf COBEPLUEHCTBOBAHMEM NPOrpamMmmbl
dopyma. NMporpamma ¢popyma -2008 6bina cozfaHa, UToObl HANTY peLleHns
npo6nem, CTOAWNX Nepes MHAYCTPUEN CErofHA 1 OTBETbI HA Te BOMPOCHI, KOTOpble
Bbl oTMeTVNM Kak Hanbonee BaxkHble A1 Bac. Yoenas 6onblioe BHYMaHue
rny6okomy pa3bopy 1 NpeacTaBneHNIo HOBbIX TEM 1 MOUCKY HOBbIX dopMaToB
npefocTaBneHnsa MHopMaLuy CywaTensm, B 3TOM roay, Mbl npeaJiaraem
Baluemy BHMMaHUI0 HOBYIO CTPYKTYpPY 3TOro TPaanLMOHHOIO 4-X IHEBHOIO
$opyma

How will this event structure be different from last year's?

31st March 2008 - TRANSPORT AND LOGISTICS SUMMIT:
Improving Cost-Efficiency and Supply Chain Effectiveness

This day will be entirely devoted to identifying and addressing
transport, logistics, supply chain and warehouse management
issues. You will have a chance to analyse how to reduce transport
costs by optimising multimode transport selection and managing
transport routing; how to select the right 3PL for your business; the
role played by warehouses in logistics efficiency, and how to analyse

effectiveness

This time, we are offering two optional PRE-CONFERENCE SPECIAL FOCUS DAYS, which should provide some interesting insights into the
topics you have requested more detailed information on:

31st March 2008 - TRANSPORT AND LOGISTICS SUMMIT: Improving cost-efficiency and supply chain

31st March 2008 - REGIONAL RETAIL SUMMIT: Tapping the Potential of Large, Medium, and Small Towns
The MAIN CONFERENCE will be held on: 1st, 2nd and 3rd April 2008.

ON DAY 1, Tuesday, 1st April, the Forum will start with the opening keynote plenary speeches. This session will focus on presenting the

KPI's for warehouse performance

best practices of both Russian and multinational players, evaluating the attractiveness of the sector for investors, considering the most effective
regional development models and illustrating retailers’ expansion strategies via developing new formats.

The afternoon streams are designed to offer you the chance to tackle your most pressing challenges in smaller, specific groups of professionals
from different retail segments including Grocery Retail & Supermarkets; Clothes, Shoes, Sportswear and Children’s Clothing; DIY; Cosmetics,
Perfumes and Pharmaceutical Products.

31st March 2008 - REGIONAL RETAIL SUMMIT:
Tapping the Potential of Large, Medium, and
Small Towns

What are the key challenges facing international and national
retailers, and how are regional retailers reacting to the increasing
competition from national retail chains? This Regional Retail
Summit will review leading retailers’ regional development
strategies, analyse the best business model for entering new
regional markets, and strategically evaluate the existing
manufacturing, distribution, and transportation facilities in the region.

ON DAY 2, Wednesday, 2nd April the agenda includes two parallel morning sessions on the topics of most interest to you. Stream A
“Achieving store operations excellence” will focus on best practices for managing Out-of-Stock, and reducing profit losses by addressing the
problem of shrinkage. Stream B “Building a customer-centric strategy” will consider the impact of pricing, in-store marketing and retail
promotions, as well as discuss how to inspire customer loyalty with effective marketing campaigns and strong retail brands.

DAY 3, Thursday, 3rd April will be a day of rest after rushing from one stream and another. The last day’s programme will commence with a
plenary session on facilities and real estate management, which will be followed by a broad session on the sector’s financing and, then,
rounding off this year’s Forum, we will discuss one of the most burning questions in the sector — how to effectively manage human
resources in Russian retail.

Whether you are revising your current business models, expanding your market presence or gearing up for competition, this is
the place to benchmark your strategies and learn from the leading experts of the retail sector.

Kak cTpykTypa MeponpusAaTHus 3TOro roga Oyget oTIm4aTbCcsa OT TPAJUIVIOHHON?

B aToM rogy, Mbl npeanoxum Bam Ha Bbibop aga CMELIAJIBHBIX ®OKYC 1HA, koTopble npefocTaBAT BO3MOXHOCTb Gosiee Fy6okoro

paccMOTpeHnA cneayoLnx Tem:

31 mapra 2008 - CAMMMUT «TPAHCIOPT U JIOTUCTUKA B PO3HUYHOW TOPTOBJIE» Kak CHU3NTb M3AEpXKN 1

NOBbICUTb 3¢¢eKTVIBHOCTb Henn noCctaBokK

31 mapra 2008 - CAMMUT «PA3BUTUE PO3HUYHOI TOPTOBJI/ B PETIOHAX» cnonb3oBaHue noTeHumana

KPYMHbIX, CpeAHNX 1 MaJibiX FOpoAoB
OHOBHAA KOH®EPEHLINA npotiget 1-ro, 2-ro u 3-ro anpens 2008.

MEPBbI AEHD, sopHuK, 1 anpens, opyma 0TKpoeT nneHapHas ceccus KioUeBbIX BbICTYMIeHU. JTa ceccvis byneT nocesLLeHa
BbICTYM/IEHNAM BELYLMX POCCUIACKIIX M MHOCTPAHHbIX MTPOKOB, OLIEHKe MPUBJIEKATENIbHOCTY CEKTOPA A1 IHBECTOPOB, aHan3y Hanbonee
3G GEKTUBHDBIX MOAENEN PETNOHAIBHOTO Pa3BUTMS, MPUMEPAM PETVIOHAIbHOM SKCMAHCUM 11 CTPATErVSIM Pa3BUTUA HOBbIX (HOPMATOB.

Mocne o6epa HaYHyT paGOTy napasnnesibHble cecCun no oTaesIbHbIM PO3HUYHbIM CerMeHTaMm. 271 ceccun npeaocTaBAT Bam Bo3MOXKHOCTb oﬁcy,qmb

31 mapTta 2008 - CAMMUT «TPAHCIMOPT U JIOTUCTUKA
B PO3HUYHOI TOPIOBJIE»: Kak CHU3UTb N3AepXKn 1
NoBbICUTb 3P PEKTUBHOCTD B Lieny NOCTaBOK?

3TOT ieHb OyAeT NONHOCTbI0 NOCBALLEH 06CYKAEHMI0 BONPOCOB,
CBAA3aHHbIX C TPAHCMOPTOM, JIOTCTUKOIA, yNpaB/ieHNeM Lienovykamu
NoCTaBOK U onNTUMM3aLmert pa6oTbi cknaga. Bam 6yner npegocrasneHa
BO3MOXHOCTb 0OCYAUTH PSAL BOMPOCOB, TaKUX KaK: CHKEHUE
TPaHCMOPTHBIX U3LEPXKEK, ONTUMM3ALIA BbIGOPA MyNBTUMOAANILHOTO
TPaHCMOpPTa 1 MapLUPYTOB NepPeBO30K; 3afjaua BbiIoopa NOAXOAALLEro
3PL onepatopa; porb, KOTOPYIO UFPaeT ynpaBneHvie CKNagom B
ONMTYMM3aLMMN NIOTUCTAYECKIMX NPOLIECCOB, a TaKXKe — Kak
aHanM31pOoBaTb MPOM3BOACTBEHHDIN NoKasaTenb (KPI)

Havnbonee aKTyanbHbIe BOMPOCh B HEGOMbLLMX rPYMax Kosner, pabotatoLuux B Batuem y3kom cermeHTe. Cpeau cerMeHToB GyiyT NpefCTaBieHbl Takue
Kak: MpoayKToBas po3HuLa 1 cynepmapKeTbl; Ofexna, 00yBb, akceccyapbl 1 ToBapbl Ans AeTelt; ToBapbl Ans joMa v cafia; KocmeTuka, napdromepuis 1

(bapmaLeBTMYECKME TOBAPDI.

Mporpamma BTOPOIO [IHA, cpepa, 2 anpens HauHeTcs ¢ ABYX MapassiesbHbIX MOTOKOB, B KOTOPbIX By/yT paccmMaTprBaTbcs bosiee
y3KonpodeccmoHasbHble Bonpocbl. MoTok «CoBepLueHCTBOBaHME YPOBHA paboTbl B MarasuHax ceTn» 06CyANUT MpUMepbl ONTUMI3ALN 3aKa308B 1
JOCTYMHOCTV TOBAPOB Ha MOJIKE, A TaKXKe NPEACTABUT OMbIT PO3HUYHbIX CETEN MO NPeA0TBPALLEHNI0 MoTepb. BTopoi napannesnbHbii MOTOK «
Co3paHuie KNMeHTO-0pPNEHTUPOBAHHOI CTPATEruy» MPOoaHaM3MpyeT Takne Tembl Kak, IOANIbHOCTb 1 yAepXKaHiie KIMEHTOB, MapKETUHT B MarasviHax

31 mapTa 2008 - CAMMMWT «PA3BUTUE
PO3HUYHOW TOPIOBJ1IM B PETUOHAX»:
Wcnonb3oBaHue noTeHUana KPynHbIX, CpeaHuX 1
Ma’biX ropofoB

11 MPOBEZEHe MEPONPUATIAI MO CTYMYTIMPOBAHIIO MPOAAX, CTPaTerim LIeHoo6pa3oBaHWA 1 MOCTPOEHUE CUNBHOTO PO3HUYHOTO 6peHAa .

TPETUW JEHD, uetsep, 3 anpens, KoHpepeHLmy AacT Bam BO3MOXHOCTb OTAOXHYTb OT PaboTbl B NapasinesibHbix ceccusx. Mporpamma aHsa
HAYHETCA C NNeHapHON ceccm Mo GdEKTUBHOMY ypaBeHo He[BIKIMOCTbI0. OBCYKaeHIe MPOJOMKIATCA ceccrieli No GUHAHCUPOBAHNIO
CEKTOpA 1, 3aBepLuast paboTy Gpopyma, Mbl 06CYAVIM OAMH 113 HANGOIEE OCTPO-CTOSALLIMX BOMPOCOB NEPef; PO3HNYHbIMY KOMMAHUAMI CETOAHS —

YMPaB/IeHIE YENOBEUECKMMII PECYPCAMN.

Pa6oTaete nn Bbl Hap HOBOIA GU3HeC CTpaTeryel, pacluMpAEeTe N CBOIO A0S0 Ha PbIHKE WK NblTaeTecb OrHaTb Ballnx 0CHOBHbIX
KOHKYpeHTOB, 3ToT DopyM — 3ameyaTesibHOe MeCTOo Ajif TOro, YTobbl 06AyMaTb 1 06CyAMTL HOBbIE MyTY Pa3BUTMA G13Heca 1 nocyLaTh

BbICTynJ1IeHUA BeAyLNX SKCNepToB CeKTopa.

Kakvie ocHOBHble 3aaun CTOAT nepef MexayHapOAHbIMA 1
HaLMOHaNbHbIMY pUTeinepamMu, N Kak Per1oHasnbHble PO3HUYHbIE
CeTV PearnpyoT Ha PacTyLLy KOHKYPEHLMIO CO CTOPOHbI
HaLMoHanbHbIx ceTeln? CammuT «Pa3BuUTie pO3HUYHOI TOProBNU B
pernoHax» NpoaHanM3upyeT OCHOBHble GM3HEC Mofeny 1 cTpaTeruii
pasBUTUA CeTell, a TaKKe OLIEHUT CyLLeCTBYIOLLME BO3MOXHOCTU ANs
MPOK3BOACTBA, ANCTPUOYLIM 1 TPAHCMOPTUPOBKY TOBAPOB B OCHOBHBbIX
POCCUNCKNI PermoHax

Russian Retail Forum’s 400+ Audience:

CEO, Chairman, Deputy Chairman,

This event consistently attracts the President, Vice President, Partner .

most senior professionals from the
sector and is well-known for its
innovative and cutting-edge
programmes. The true value of this
Forum is demonstrated by the loyalty
of our audience - more than 400
delegates attend this event
annually from all over the world.

Account Manager, Key Aaccount Manager
Adviser, Consultant, Analyst

Director Sales, Marketing, Brand Manager, PR
Development Director, Strategic Development
Head of Department, Deputy Director
Distributution/Logitics Department

— FMCG companies

Banks, Investment Companies, 3ot (I)OPYM Tpanmumouuo COGMPaeT
Privat Equity Funds 3nuTy POCCUINCKOro pO3HUYHOrO
Packaging ceKTopa /i 13BecTeH CBOMMMW MHHOBaLN-
3% - Government OHHbIMV 1 MIHHOPMATUBHbBIMU MPOrpam-
2% IT Solutions Providers Mamu BbICTYMN/IeHNIA. PeanbHyto LIeHHOCTb
TOrO, YTO Mbl ieflaem, OTpakaeT
NOANBbHOCTb YYACTHNKOB 3TOr0 Meponpu-
ATnA — exxerogHo, ®opym cobumpaet
6onee 400 generaToB €O BCEro mMupa.

Reail Estate& Construction
Consultancies& Law Firms
Other

Retailers



HIGHLIGHTS OF THE RETAIL FORUM - 2008:

SPECIAL GUEST KEYNOTE PRESENTATION by David Reid, Non-Executive Chairman of
Tesco PLC, Non-Executive Director of Reed Elsevier Group plc and Chairman of Kwik-Fit
Group

4 SECTOR-SPECIFIC FOCUS GROUPS - “Meet the Experts’, offering opportunities for in-
depth analysis and interactive discussion on problematic issues in such major retail
segments, as: Grocery Retail; Clothes, Shoes, Sportswear and Children’s Clothing; DIY;
Cosmetics, Perfumes and Pharmaceutical Products

WORKSHOP on Loss Prevention & Store Security. This session will analyse the challenges
faced by retailers when implementing loss prevention programmes, and propose some
ideas on how to reduce profit losses by addressing inventory shrinkage, shoplifting, pack-
age pilferage and employee theft.

OCOBEHHOCTU PO3HNYHOIO ®OPYMA - 2008:

MNPE3EHTALA CNELUUMANIBHOIO FOCTA - [ssug Pup, HesaBucumbin npepcepatenb
coBeTa aupeKkTopoB, Tesco PLC, YneH MNpaBneHus, Reed Elsevier Group plc v lNpeacenatens
npaeneHusa Kwik-Fit Group.

4 CNELWANN3UPOBAHHbDIX M0 CEKTOPAM CECCUIA C SKCMEPTAMM PbIHKA npepoctasat
BCEM C/lyLLATeNAM BO3MOXHOCTb MOy4acTBOBaTb B 06CYAeHNN Harbonee BaXHbIX BONPOCOB 1
TEHAEHLMIN Pa3BUTUA KaXO0ro 13 KII0YeBbIX CErMEHTOB PO3HUYHO TOProB/n

CEMUWHAP 1o npepoTtBpalleHuntio YObITKOB U 6€30MacHOCTM B PO3HUYHON ceTw. [laHHas
ceccMa MpoaHanu3vpyeT 3afauy, CTodlMe nepes puTensiepamyd Mpu NOCTPOEHUM
NporpamMm no npesoTBPaLLEHNIO YObITKOB, 1 MOKAXET, Kak CHU3UTb NOTepW, COCPEAOTOUNB
BHMMaHME Ha COKpALleHUM TOBAapPHO-MaTepuasibHbIX 3aMacoB, MarasuHHOrO 1
YNaKoOBOYHOI0 BOPOBCTBA, U KparK, COBEPLLEHHBIMU CITY>KaLLMMM.

PRACTICAL MASTER-CLASS on Category Management will give you some tools and
techniques which will enable you to drive forward innovation and category growth

IN-DEPTH PARALLEL SESSIONS - two streams will be run in parallel to allow smaller focus
groups to carry out in-depth analysis of various strategic issues, such as: achieving store

operations excellence and building a customer-centric strategy

NPAKTUYECKUIA MACTEP-KJIACC 1o ynpaBfieHuio KaTeropuamn O3HaKomMuT Bac ¢
VHCTPYMEHTaM/ U1 MeTOAMKON, CnocOOCTBYIOWMMM CO3AAHMNI0 WHHOBAUMWIA M POCTY
KaTeropumn

MAPAJIIENIbHBIE CECCUU MO CEKTOPAM, nocBslieHHble Y3KMM cneunduyeckum
TeMaM, KOTopble MO3BOAT 0Oonee MOAPOOHO MpoaHanM3MpoBaTb M  06CYAUTD
cTpaTerMyeckne BOMPOCHI C Kosyleramu. Tembl 3TOrO roja: co3faHue KAUEHTO-
OPVEHTUPOBAHHOW CTpaTeru 1 COBEPLIEHCTBOBAHME YPOBHSA PaboTbl B Mara3uHax ceTu

2 PANEL DISCUSSIONS, offering a superb opportunity to share your opinions in a more
informal and relaxed environment, on the following topics:

“Which regions are forecast to grow next?”

“Building retail distribution centres - what are the driving forces behind this new
tendency?”

Ernst & Young is a leading global provider of assurance, business advisory, tax & legal, and

Premier Sponsor

2 NAHEJIbHbIE AUCKYCCUW, npepnaratowiye npeKkpacHylo BO3MOXHOCTb MOAENUTbCA
MHEHMEeM B 6osiee HENPUHYXAEHHOW U HedopManbHOM OO6CTAHOBKE, MO ClIEAYHOLWMM
BOMpPOCaM:

«KaKue pervioHbl NepCneKTBHbI ANA Pa3BUTUAA?»

«CTpouTeNnbCTBO AMCTPUOYLIMOHHBIX LLEHTPOB — KaKOBbl MPUYMHBI Pa3BUTHSA STOW HOBOIA
TEHAEHUUN?»

«QpHCT 9HA SIHr» — Beflylasl MeX lyHapoaHas KOMNaHWs No OKasaHuto yenyr B 06nacTy GyXrajaTepckoro

transaction advisory services. Our firm is dedicated to helping its clients identify and capitalize — yeTa u ayauTa, 6U3HEC-KOHCYNLTMPOBAHUS, HANOr006IOXKEHUS NNAHNPOBAHKS 1 NPaBa, a TakXe
! i vendeapiaze Sl FRNST & YOUNG  ¥:er2 2 AL P p

on business opportunities in the CIS and throughout the world. www.ey.com/cis

KOHCYJIbTALMOHHbIX YCIYT N0 cAenkKam. «3pHCT 3HA SHr» okasbliBaeT KOMMNaHWSIM COAENCTBUE B MOWUCKE M

Quality In Everything We Do~ vcrionb30BaHun enoBbIx BO3MOXHOCTel B CHI 1 BO BCeM MMpe. Www.ey.com/cis

“Renaissance Capital” is a leading emerging markets investment banking firm in Russia,
Ukraine, Central Asia and Sub-Saharan Africa.

“Renaissance Capital” has market-leading positions in each of its core businesses - M&A,
equity and debt capital markets, securities sales and trading, research and derivatives.
Renaissance Capital is part of the Renaissance Group. www.rencap.com

PricewaterhouseCoopers (www.pwc.com) refers to a global network of firms. More than
146,000 people in 150 countries connect their thinking, experience and solutions to build public
trust and enhance value for clients and their stakeholders.

Over 8,000 partners and professional staff are dedicated to serving clients in our Retail &
Consumer practice. The global leader in providing of business advice to the retail and
consumer sector, PricewaterhouseCoopers helps 83% of Fortune 500 companies in the

Lead Sponsor

Renaissance
Capital

Regional Focus Day Sponsor

“PeHeccaHc KanuTan” - BeayLuas MHBECTULMOHHO-6aHKOBCKas rpynna, paboTatowas B Poccuu, YkpauHe,
Cpeateit A3un 1 paclumpsitoLLas CBOK AeATeNbHOCTb B CTpaHax AdprKiM, pacrofioXeHHbIX K tory oT
Caxapel. [pynna 3aHMMaeT AMAUPYIOLLME NO3NULMKA HA PbIHKE MO KaXXAOMY 13 OCHOBHbIX HanpasieHuii
(P1HAHCOBOM [EeATENbHOCTY - PaboTe C aKUMOHEPHbIM M JOArOBbIM KanUTanoM, CIINSHUAM 1
MOrJIOLLEHUSM, - @ TaKXXe npeaiaraeT NPOU3BOAHbIE (PUHAHCOBLIE MHCTPYMEHTLI U APYrue CTPYKTYpPHbIe
npoaykTbl. “PeHeccanc Kanutan” ssnsietcst 4acTbio “PeHeccaHc pynn”. www.rencap.com

PricewaterhouseCoopers (www.pwc.com) — 370 rio6anbHasi opraHusaums, npeactasnstoLas co6oi
MEXAYHapOAHYHo CETb HeaaBncumblx ovpM. bonee 146 000 crnieumanucTos B 150 cTpaHax Mupa UCnonb3yroT
npu paboTe C KIMeHTamm CBOW 3HaHWsl, 60raTbiil OMbIT U TBOPHECKUIA NOAXOL, YTO CNOCOGCTBYET
hopMMPOBaHMIO OBLLECTBEHHOTO JOBEPUS M MO3BONSET YBENNUYUTb CTOMMOCTb KOMMAHUA NS KIMEHTOB 1
Apyrux 3aMHTEpecoBaHHbIX CTOpoH. bonee 8 000 cOTPYAHMKOB MO BCEMY MUPY CrieLmMan1anpyeTcs Ha
MPEAOCTaBMEHNN YCIYr KOMNAHUSIM CEKTOpa PO3HUYHON TOProBAW W MPOM3BOACTBA NOTPEOUTENLCKIX

industry manage their multinational and local operations to develop a competitive advantage f)R ]CEVMTERHOUSE@PE RS TOBaPOB. ABNASICH MMPOBbLIM MMAEPOM B aTOW 06nacTy, PricewaterhouseCoopers nomoraet 83% KomnaHwit

across the value chain.
In Russia PricewaterhouseCoopers provides audit, tax and advisory services to over 45% of
the retail and consumer companies included in the Expert magazine top 400 list.

In 2006 Coca-Cola celebrated its 120 year anniversary. Coca-Cola is the most famous and
expensive brand in the world. Over the last 15 years «The Coca-Cola Company» has been
one of the largest investors of all the soft drinks manufacturers in Russia. 13 factories and
more than 60 distribution centers are operating in Russia today. We thank everyone who loves
and chooses our drinks. www.cocacola.ru

Roland Berger Strategy Consultants was founded in 1967 and is one of the world's leading
strategy consultancies. With 33 offices in 23 countries, the company is successful in the global
market. Its 1,700-strong staff generated fee revenue of around EUR 555 million in 2006.
Roland Berger Strategy Consultants is an independent partnership, wholly owned by over 140

Partners. www.rolandberger.com

Deka is a famous Russian producer of naturally fermented kvass, mineral water and beer. The
plant is situated in Velikiy Novgorod. The company has been operating for around 130 years. A

Official Drinks Sponsor

e
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Strategy Consultants

3TOr0 CEKTOPA, BKIKOUEHHbIX B peATUHT Fortune 500, ynpaBnsiTb Kak MeXayHapOAHOW AESTENLHOCTHIO, Tak U
onepaumsiM/ Ha MECTHBIX PbIHKaX, C LIEMb0 Pa3BUTUS KOHKYPEHTHBIX MPENMYLLECTB MO BCEV
MPOV3BOACTBEHHO-COLITOBOM Lienn.B Poccum PricewaterhouseCoopers okasbiBaeT ycnyr B 06/1acTu ayauTa,
KOHCANTUHIa, a TaKkXKe Haoroo61oKeHNs 1 npasa 6onee Yem 45% KoMNaHWin PO3HUYHOTO W
MoTPEBUTENLCKOr0 CEKTOPA, KOTOPbIE BXOAST B CrMcok Tomn-400 xypHana «3KcnepT».

B 2006 rogy Hanutky Coca-Cola ucnonHunock 120 net. Coca-Cola - camblii y3HaBaeMblii 1 JOPOroi
6peHa B Mupe. B TeueHne 15 net komnanus «Koka-Kona» BnseTcs OfHUM M3 KpYNHEeLWnX
MHBECTOPOB CPeAV NPon3BoAUTENeN 6e3ankorofibHbIx HaNMTKoB B Poccuu. B HacTosilee Bpemst Ha
TeppuTopun Poccum peiictaytoT 13 3aBofioB 1 6onee 60 AUCTPUOYLIMOHHBIX LeHTpoB Komnanun. Mel
6narofapvM BCeX, KTO NMHOGUT 1 BbIGUPaeT HallW HanuTKW. www.cocacola.ru

Roland Berger Strategy Consultants, ocHoBaHHas B 1967 r. B MioHxeHe, SBSieTC OAHAM U3 NMAEPOB
MMPOBOr0 pbIHKA CTPATErNYeCcKoro KOHCanTuHra. Y komnaHnuv aeictsyroT 33 oduca B 23 cTpaHax. B
2006 roay 060poT chmpMbl, B KoTopoi padoTatoT 1700 Yenosek, npesbicun 555 MAH. eBpo. Komnaxus
Roland Berger opraHnaosaHa B hopMe napTHepCTBa, HaxoAsLleMcsi B COBCTBEHHOCTH 6onee 140

napTHepos. www.rolandberger.com

"OAO “[exa”’ — N3BECTHbI POCCUIACKUIA NPOU3BOANTENb KBACA XKMBOro 6poxxeHns "Hukona",
MWUHepanbHoM BoAbl M nuBa. 3aBoj PacnonoXeH B r. Benukuii HoBropog, ero nctopus Hacuutbisaet

full reconstruction of the plant was carried out between 2002 and 2006 and as a result the
plant is now fully modernised and equipped with the latest technology.

The plant has great capacities and significant experience in manufacture of private label marks
for retail networks. Kvass Nicola® is Deka's most widely known national brand. The main
concept of the brand is anti-globalism, promotion of a healthy lifestyle and the superiority of
natural soft drinks to those of a chiefly chemical composition." www.deka.com.ru

Deloitte & Touche CIS is a member firm of Deloitte Touche Tohmatsu, the world’s biggest
professional services organization. Deloitte has about 2000 local and expatriate professionals
working in its offices in CIS countries: in Moscow, St. Petersburg, Yuzhno-Sakhalinsk, Kyiv,
Minsk, Baku, Tbilisi, Amaty, Astana, Atyrau, Bishkek, Tashkent, Dushanbe. With access to the
deep intellectual capital of 135,000 people worldwide, Deloitte serves more than one-half of the
world’s largest companies, as well as large national enterprises, public institutions, locally
important clients, and successful, fast-growing global growth companies. www.deloitte.com

MEDIA PARTNERS
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Deloitte.
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noytn 130 net. B 2002-2006 rogax npou3oLusia NofHas PEKOHCTPYKLMSA 3aBofa , Pe3ynbTaToM Yero
cTana opraHu3aunsi CoBpEMEHHOIO BbICOKOTEXHOOMMYHOIO NPOU3BOACTBA.

lNpeanpusTne pacnonaraeT 60bLLMMY NPOM3BOACTBEHHBIMU MOLLHOCTSIMM 1

3HAYUTENbHBIM OMbITOM B MPOW3BOACTBE YACTHBIX MAPOK ANSt PO3HUYHbBIX CETEMN.

“Hukona” - LUMpoKo n3BecTHas B Poccun ToproBas Mapka Ksaca >KuBoro 6poxeHusi. OcHoBHas naes
6peHaa — aHTMrno6anuam, nponaraHaa 340POBOro 06pa3a >KU3HU U NPOTMBOMNOCTABNEHNE HATYpasbHbIX
NPOXNaanTenbHbIX HAMUTKOB XMMUYeckuM. www.deka.com.ru

[enoit B CHI" npeactaBnsieT o6beanHerne «[lenont Tyw Tomauy» 1 SBNSETCS OOHON 13 BEAYLLMX
HaLWOHambHbIX ayAUTOPCKO-KOHCYNBTALMOHHBIX (OMPM, NPEAOCTaBASOLLMX YCyru B 06nacTu ayauTa,
Hanoroo6n0XeHus, ynpaBneH4eckoro 1 (OUHAHCOBOrO KOHCYNLTMPOBAHMS C UCMONb30BaHNEM
noTeHynana okono 2000 cneunanucto B Mockee, CaHkT-MeTepbypre, FOxHo-CaxanuHcke, Kuese,
MuHcke, baky, Téunucu, Anmartbl, ActaHe, ATbipay, bulukeke, TawkeHTe u [ywaH6e. . imes B cBoem
PacMopPSIXKEHNN 3HAUUTENbHBIN MHTENNEKTYanbHbIA Kanutan B 135,000 4enoBek B pasHbix CTpaHax
Mupa, Halm upMbl 06CY>KMBAOT 60€E NOMOBMHbI KPYMHEMLLMX KOMMaHUA MUPa, @ TakXXe KpymnHble
HauroHanbHble NPeanpuUsaTUS, rocyfapCTBEHHbIE OpraHbl, KOMMaHUW, 3aHUMatoLLee BMAHOE MONOXKEHUE
Ha MECTHOM PbIHKE, 1 BbICTPO pPacTyLLme YacTHble ourpMbl. www.deloitte.com

With the official support:
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SPEAKERS:

J. Carlos Samper

Senior Vice President,
Supply Chain Operations
Gloria Jeans Corporation

Sergey Bortnichek -
Director, Corporate Logistics
Pharmacy Chain 36,6

Erwan Gouny
Supply Chain
Development Director
Mosmart

Sergey Malyshev |
Logistics Director
Euroset |

Maximilian Musselius
Executive Director
ECR-Russia

Victor Sergeev
President

National Logistics
Association

of Russia

“Not only a very informative event
but also an excellent platform for
establishing new business
contacts”

Mariya Ivich
Marketing Director
Kinetika

“The conference was very
interesting and useful and I'm
looking forward to participating in
your conferences in the future”

Olga Sagirova

Principal and

Member of the Board
Roland Berger Strategy
Consultants

“Everything was well organized
and | am looking forward fo
participating in the next forum”

Nikita Riauzov

Managing Director and Head of
Investment Banking

MDM Bank

Special focus-day

“TRANSPORT AND LOGISTICS SUMMIT”
Improving Cost-Efficiency and Supply Chain Effectiveness

31st March 2008

L«

08:45 Registration and refreshments

10:00 Chairman’s opening address

10:10 Session 1: Transportation and Logistics Management

Domestic transportation — challenges and opportunities. Weighing up the pros and cons of different modes of transportation in Russia,
and identifying alternatives to rail, road and sea transportation. CASE STUDY: Managing multiple transportation providers

Practicalities of transportation management: reducing transport costs by means of optimization of multimodal transport networks, transport
routing management, loading and scheduling

Assessing logistics costs in Russia — what can be done to control the costs in your supply chain?

Outsourcing - what are the alternatives and factors to consider? Overview of transportation providers and the 3PL services market.

The latest IT developments in the transport and logistics market. How should they be applied within your business strategy?

11:00 Followed by an INTERACTIVE PANEL DISCUSSION on “Building Retail Distribution Centres - What are the reasons behind this

tendency?”

Analysing changes in the logistics sector as a result of the regional retail market explosion

Building your own distribution centre vs. using third-party logistics providers (3PL’s) to process and sort goods: assessing the benefits of each
solution

How to determine when it is better to bypass the distribution centre and deliver directly to the store?

Analysing the levels and costs of goods handling in ordinary and purpose-built distribution centres — which facilities will prove to be more
popular in the next 2-3 years?

11.40 Coffee break
12:10 Session 2: Achieving Excellence in Distribution and Warehouse Management

Aiming for cost-efficiency and effectiveness of the supply chain by focusing on inventory control. Inventory planning — is it possible to
reduce your inventory levels by using internal and external data to forecast demand? Identifying software needed to improve the process.
Effective inventory management strategies in specific market segments.

VMI (Vendor Managed Inventory) — implementing an effective vendor management strategy to control supply chain costs. Best practices
analysis.

The role of warehouse management in the development of the supply chain. What role do warehouses play in the optimisation,
synchronisation, and co-ordination of logistics?

How to choose a suitable WMS (Warehouse Management System) for your warehouse operations?

KPIs of warehouse performance: How to identify basic cost elements of a warehouse and specify measurable “performance categories”.
Tracking, reporting and analysing data warehouse metrics: how to find the right tools to monitor and develop business processes? Do your
KPIs provide you with sufficient knowledge to make the right improvement decisions?

13:20 Question and Answers
13:30 Lunch

14:30 Session 3: Selecting the Right 3PL Service for Your Business

What does a 3PL user look for in a logistics provider, and what services do logistics providers offer?

How to identify the most suitable logistics providers for company’s requirements?

What are the practical techniques that you can use to measure your 3PL performance?

Recommendations on how to ensure successful relationship between the logistics provider and the client.

15:30 Question and Answers
15:50 Coffee break

Workshop outline:

16:20

Alexander Gorsky is the head of Retail consulting services and has over 9 years
experience in advising retail companies. He also has vast experience in
undertaking business reorganisation and implementation of IT solutions projects.
His clients include : Top Kniga , GUM Department Store, Makmart, Svyaznoy,
Whitehall, Russkoe More, TNK-BP, Norilsk Nickel, OAO Russian Railways, and
many others.

Research into consumer preferences and the use
of such data in formulating effective strategies,
plans and processes.

Konstantin Nechaev is a senior manager specializing in supply chain
management and information technology solutions for manufacturing (including
FMCG) and resource companies.

Store clustering to achieve more efficient
merchandise and store management

Client (shopping complex) case - implementing a
new performance enhancing model

Anthony Rubok is a specialist in retail commerical strategy and effective
operations management. He has over 15 years experience in business
transformation in the fields of category management and merchandise planning.
He was the head of Deloitte's consulting subsidiary which specialises in category
management. During his career he has worked with such clients as Unilever,
Tesco, Carrefour and Coca Cola. At present he is in the process of introducing an
operational category management structure to one of the biggest Russian

Examples of the formation of supply chain
processes based on the understanding of
consumer preferences

ed by Deloitte

retailers.
FOCUS DAY SPEAKERS INCLUDE: » Sergey Bortnichek, Director, Corporate Logistics, Pharmacy Chain
* Erwan Gouny, Supply Chain Development Director, Mosmart 36,6
» J. Carlos Samper, Senior Vice President, Supply Chain Operations, * Sergey Malyshev, Logistics Director, Euroset
Gloria Jeans Corporation * Victor Sergeev, President, National Logistics Association of Russia

Maximilian Musselius, Executive Director, ECR-Russia and President, International Logistics Training Center (ILTC), Higher

School of Economics (SU-HSE)

Join the leading gathering of senior retail professionals in Russia!




Special focus-day

“REGIONAL RETAIL SUMMIT”
Tapping the Potential of Large, Medium, and Small Towns

31st March 2008

08:45 Registration and refreshments

10:00 Chairman’s opening address

Sponsered 05 DRICEWATERHOUSE(COPERS

10:10 Session 1: Regional Expansion Strategies — Overview of Opportunities and Challenges

+ Are primary cities already reaching saturation levels? Where will the retailers move next? Who has the first-mover advantage at the moment,
and how is the competition responding? Growing business in the Russian regions: what are the key challenges facing international and national

retailers?

+ Business development costs in the Russian regions: how significant is the correlation of margins with property prices in the regions?

- What is the impact of under-developed infrastructure on shipping and operational costs of retailers working in the regions?

+ How strong is the middle class in Russia? How to overcome disparities in income upon entering regional markets. Evaluating retail sales per
capita, consumer income and spending power in cities with an approximate population of one million.

« Focus on supplier-retailer relations: How to capitalise on major suppliers’ willingness to expand their distribution network. Choosing a local

partner: what are the risks of choosing to work with local regional producers?

11:00 Followed by an INTERACTIVE PANEL DISCUSSION on “Which Regions Are Set to Grow Next?”

+ Does population size always correlate with retail growth? Why are not all cities with an approximate population of one million experiencing the same

intensity of retail growth?
+ Analysis of the regions set to grow next

 Can retail growth in secondary cities surpass the growth in federal cities as a result of lesser competition and better opportunities for business

buyouts in the regions?

« Where are the best opportunities for retail investment in the CIS? Which of the CIS countries have seen the biggest across the board retail growth,

and why?

11.40 Coffee break

12:10 Session 2: New Business Models and Regional Growth Strategies

» How are regional retailers reacting to the increasing competition from national and international retail chains?

« What is the best business model for entering new regional markets?

+ Applying different strategies in order to distinguish a company from its competition: excluding Moscow and St. Petersburg, how can one
stimulate retail chain growth by expanding into smaller second - and third-tier cities?

+ Investing outside Russia - spotlight on retail expansion in the CIS: What are the opportunities for cross-border M&As in Ukraine and
Kazakhstan? CASE STUDY: Expanding operations into the regional markets of the CIS

+ How to avoid temptation to pursue extensive growth by focusing on geographic penetration rather than sustainability — customising your

assortment and varying pricing for different markets and consumers

+ Building unique brand awareness upon entering new markets. CASE STUDY: Supporting store openings with aggressive marketing activity

including sponsorship, print, direct mail, outdoor media etc

13:20 Question and Answers

14:30 Session 3: Franchising as an Effective Growth Strategy

« The current situation of franchising in Russia

« What are the main success factors for developing retail chains by means of franchising?
+ How to effectively incorporate franchise buyouts and acquisitions into an overall growth strategy of a company

15:30 Question and Answers
15:50 Coffee break

16:20

The retail market in Russia remains very fragmented — the top 20 retailers only account for about 10% of
the market. By comparison, in the UK the share of the top four is estimated at 85% of the market, and in
France the top five companies have an estimated 90% market share. This means one thing for the Russian
market — consolidation. Mergers and acquisitions will be a driving force for further growth over the next few
years and will impact almost every retailer. M&A activity will increase in the short term as larger chains
expand through acquisition and smaller retailers seek investors and buyers.

A

Defining the most successful and efficient strategy dealing with the market consolidation is a key priority for Evgeny Otléelchenko Vila% Podolskiy

i i i i i i i irector, Strategy visor to
many R_us&gn re.tallerg. At the master class the most attrgctlve strgtegles WI|! be dlscuss_ed from different Consuling Chisf Exoautva Officer
viewpoints, i. e. financial investors, sellers and buyers, with extensive analysis and practical examples. PricewaterhouseCoopers X5 Retail Group N.V.

Master-class outline:

« Critical Success Factors for Attracting Investors
+ Steps to Maximize the Value of the Business

+ Experiences and Best Practices for Integration

17.40 Chairman’s Summation

18:00 Cocktail reception

o
Natasha Zagvozdina Martijn Peeters
Head of Russian Research, Director, Transaction
Head of Consumer & Retail Services Strategy
Goods Equity Research PricewaterhouseCoopers

Renaissance Capital

FOCUS DAY SPEAKERS INCLUDE:

+ Aleksandr Kravtsov, President, Ruyan Group, (Retail Chain “Expedition”)
Andrey Holopov, President, Alex-Rostov (Supermarket chain “V Dvuh
Shagah”)

Andrey Kondratukin, Executive Director, Franchising, M&A and Innovations,
Kopeyka
Dmitriy Maslov, General Director, Spar Russia

+ lgor Ivanov, Chairman of the Board of Directors, Kora
Malhaz Alasania, Director Franchising Department, Brothers & Company
Ltd.

Martijn Peeters, Director, Transaction Services Strategy,
PricewaterhouseCoopers

Maxim Entyakov, General Director, Detski Mir-Centre

Michael Knoll, Head of M&A Lead Advisory, PricewaterhouseCoopers
Nadezhda Senyk, Director, Strategic Communications, Technosila
Sergey Kolesnik, Director, System of Shops "Chibis"

Vladimir Senkin, Head of the Board of Directors and General Director, Lenta
Tigran Gukasyan, General Director, Laventa (Retail Chain Santahouse)
Vladimir Kataev, General Director, SCM Holding

Yuri Sudarev, General Director, Radezh

Pavel Sidorenko, Marketing Director, Adamas

Martin Ender, Country Manager, Real,- Hypermarket

Vladimir Panin, General Director, Eurogarden

To book online, visit: www.russianretailforum.com

SPEAKERS:

Vladimir Senkin

Head of the Board of Directors
and General Director

Lenta

Andrey Kondratukin
Executive Director, Franchising,
M&A and Innovations

Kopeyka

Michael Knoll
Head of M&A Lead Advisory
PricewaterhouseCoopers

Tigran Gukasyan
General Director
Laventa (Retail Chain
Santahouse)

Sergey Kolesnik
Director
System of Shops "Chibis"

Aleksandr Kravtsov
General Director
Ruyan, (Retail chain
Ekspedicia)

Dmitriy Maslov
General Director
Spar Russia

Yuri Sudarev
General Director
Radezh

Vladimir Kataev
General Director
SCM Holding

Pavel Sidorenko
Marketing Director
Adamas

Nadezhda Senyk
Director, Strategic
Communications
Technosila

Maxim Entyakov
General Director
Detski Mir-Centre

Alexey Pshenichny
General Director
Top Liga



SPEAKERS:

Lev Khasis

Chief Executive Officer,
Chairman of the Management
Board

X5 Retail Group N.V.

Aleksei Chuikin
President
Euroset

Dimitar Peshev
(6{0]0)

Billa Russia,

part of REWE Group

Georgy Trefilov
President
Marta Holding

Eric Blondeau
General Director
Mosmart

Vladimir Melnikov
General Director
Gloria Jeans Corporation

Oleg Bolychev
Chairman of the Board
Vester

Igor Lazarev
General Director
Starik Hottabych

Olga Sheludchenko
General Director
Rigla

llya Timchenko
General Director
White Wind

Alexandr Fedorov
President
Dikaya Orhideya

Georgy Lyamin
General Director
Top Kniga

Igor Maryash
General Director
Home Centre
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Adam Smith Conferences’ 7th Annual

RUSSIAN RETAIL FORUM

L«

Ensuring Sustainable Market Leadership and Profitable Growth

31st March - 3rd April 2008, Marriott Grand Hotel, Moscow

MAIN RETAIL FORUM, DAY ONE
Tuesday, 1st April 2008

08:45 Registration and refreshments

10:00 Chairman’s opening address

10:10 Session 1: KEYNOTE PLENARY SESSION - Maintaining Future Growth and Profitability

+ Keynote address 1: Russian Retail 2008 - what comes next?

» Keynote address 2: Analysing the current investment climate and attractiveness of the sector from an investment point of view.
How can the absence of leading multinational retailers, despite Russia’s impressive growth figures, be explained?

+ Keynote address 3: Adding value or expanding by using new formats. Retail market forecasts — will the market be divided into
supermarkets, hypermarkets, discount, convenience and speciality stores in 2-3 years time? Understanding the needs behind consumer
choices and capitalising on consumer shopping and spending across all retail formats

+ Key note address 4: Increasing market share and achieving strong regional growth: Looking for more effective regional development

model: M&A vs. organic growth vs developing new formats
11:30 Coffee brake

11:50 SPECIAL GUEST KEYNOTE PRESENTATION by David Reid, Non-Executive Chairman of Tesco PLC,

Non-Executive Director of Reed Elsevier Group plc and Chairman of Kwik-Fit Group

“Globalization of the Retail Industry: What will be the future face of European Retail?”

12:50 Coffee brake

13:30 Session 2: Pursuing Growth through Mergers and Acquisitions

+ Retail trade and government regulation

+ Analysis of motivations behind M&A deals in the Russian retail sector - what are the principal value creation mechanisms of each model?

« Consolidation through mergers and acquisitions: how can you strengthen your competitive position and withstand the growing presence of
leading multinational retailers. CASE STUDY by a Russian retailer: Laying the foundation for long term success: how to meet substantial size
and profitability objectives by carrying out successful growth-orientated M&As.

+ Development of new business formats by means of alliances and M&A, in order to enhance existing offering. Analysis of best practices
for developing new formats aimed at addressing customers’ needs more effectively

+ Expanding into new markets and establishing a broader geographic presence though M&A deals —leveraging growth? What makes big
market players and western newcomers choose to merge with existing local chains, rather than to start green-field construction?

 Evaluating financial/ private equity investments in the retail industry; can domestic and foreign venture capitalists become the main
consolidators in the retail sector in the next 2-3 years? Which sectors are attracting the most interest from financial investors? CASE STUDY

+ Tackling the issues and challenges of post acquisition integration: how to develop and implement business integration strategies to

maximise value of a newly created retail company
14:15 Question and Answers

14:30 Lunch

15:30 Session 3: Sector-Specific FOCUS GROUPS - “Meet the Experts”

The afternoon of DAY ONE will be split into four parallel streams, offering opportunities for in-depth analysis and interactive discussions on plans
and prospects for specific retail segments. (Each FOCUS GROUP will consist of an experts panel and a moderator. A few short presentations
will be followed by extended, informal panel discussions and an interactive Q&A session with the audience on the burning issues of the day.)

Delegates may move freely between all session

COSMETICS,
PEREUMESAND
PHARMACEUTICAL
PRODUCIS

DY

18:00 Gala Cocktail Reception

ANDCHILDREN

CLOTHES, SHOES, GROCERY
I

SPORISWEAR! RE)

SUEERMARKETS

DAY ONE SPEAKERS INCLUDE:

* Aleksei Chuikin, President, Euroset

» Alexandr Fedorov, President, Dikaya Orhideya

* Alexei Zakharov, General Director, Holiday Classic

» Alexey Pshenichny, General Director, Top Liga

= Alina Skiba, General Merchandising Manager, Gloria Jeans
Corporation

* David Reid, Non- Executive Chairman, Tesco PLC, Non-Executive
Director of Reed Elsevier Group plc and Chairman of Kwik-Fit
Group

» Dimitar Peshev, COO, Billa Russia, part of REWE Group

* Dmitry Tamurka, General Director, Podruzhka Retail Chain

» Elena Egorova, General Director, Pur Pur

* Elena Kukol, Marketing Director, Pharmacy Chain 36.6

» Eric Blondeau, General Director, Mosmart

* Georgy Lyamin, General Director, Top Kniga

» Georgy Trefilov, President, Marta Holding

Vladislav Golovkin, VP Sales & Marketing, Gloria Jeans Corporation
Igor Lazarev, General Director, Starik Hottabych

Igor Maryash, General Director, Home Centre

Ksenia Rysova, President, FinnFlare

Lev Khasis, Chief Executive Officer, Chairman of the Management
Board, X5 Retail Group N.V.

Marina Kamenskaya, General Director, All!Good

Vladimir Melnikov, General Director, Gloria Jeans Corporation
Natalya Zagvozdina, Deputy Head of Equity Research,
Renaissance Capital

Oleg Bolychev, Chairman of the Board, Vester

Oleg Sazanov, Executive Director, Retail Companies Association
Olga Sheludchenko, General Director, Rigla

Stanislav Skachkov, General Director and Co-Owner, Krasny Kub
Tatyana Shostik, General Director, Doctor Stoletov

Vitaly Pyltsov, Partner, Leader of Retail and Consumer Products
Group in Russia and the CIS, Ernst & Young

Register by 18th January for your Early Bird discount - SAVE £200!
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DIY

What is the expected pace of DIY sector development and how long will the market boom last? Analysis of key parameters and
trade concepts of the segment’s leaders. Development prospects for international chains on the Russian DIY market.

Finding a balance which will ensure dynamic growth and business continuity. Looking for new and more effective development
models: franchising, M&A, organic growth

Existing store format development trends in the DIY sector. Analysis of prospects for specialisation and potential profit in various
DIY market sectors.

Prospects for the unification of DIY-operators in order to realise joint projects. Is the market ready? How to increase business
capitalisation prior to the inevitable phase of aggressive M&A activity.

How to make business processes more efficient and improve management. Analysis of effective positioning technologies on the
household goods and building materials market

Consumer demand and the motivation behind buying. Is it too early to mention demand segmentation? Principles behind
successful store construction. New consumer trends and their effects on the location of DIY stores. Specifics of DIY-operators’ units in
shopping centres

COSMETICS, PERFUMES AND PHARMACEUTICAL PRODUCTS

What are the characteristics and development trends of the pharmaceutical products, cosmetics and perfumes market? What are the
expectations for the sector’s growth? Which factors hinder the development of a developed retail market for cosmetic products and
perfume?

Specifics of regional expansion of perfume and cosmetic products operators in the capital as well as locally. What expansion
plans do the regional operators have? How can they achieve the federal status as a distributor?

Consolidation in the sector. Which mergers and acquisitions are being planned for the next 2 years? National leaders’ strategies
concerning regional retail chains; opportunities and threats facing local market operators. Examples of successful alliances between
international retail chains and Russian companies.

Dynamics of market segmentation. What niches are available to new players? Development of new sales channels and trade
formats for cosmetic products: "Drugstores” and "concept stores” / "niche stores". Which formats will contribute to the ultra fast-
paced growth today, and ensure market leadership in the future?

An overview of the current situation of pharmaceutical and cosmetic products’ distribution. How to establish efficient
communication between a retailer and a manufacturer?

CLOTHES, SHOES, SPORTSWEAR AND CHILDREN

Evaluation of the Clothes, Shoes, Sports Goods and Accessories sector — the volume and pace of market growth, current and
future trends, competition levels, analysis of consumer demand. What are the market specifics? What are the main problems of
clothing-store chain development?

When will the consolidation of the sector begin, and will we be seeing new national clothing-store chains on the same scale as we
saw supermarkets? Which store format is the most successful today? Prospects for hypermarket development in the clothes sector. Is
franchising an effective strategy for entering regional markets?

What strategies are employed by leading industry players when managing stock renewal, off-take of surplus goods, seasonal
goods and sales?

Which market segments have the most potential — middle, highstreet, upmarket clothing, men’s, women’s, children’s or sports
clothing? Which product niche is expected to develop further? Why is designer clothing, aimed at the average consumer, still not
fully developed in Russia? What are the prospects for private label clothing production by retail players, and for the creation of
new celebrity and sports personality brands?

Innovations in packaging, planning and servicing. Which marketing strategies are the most effective for this segment? Why are
“sales” no longer the most effective way to attract customers?

What are the prospects for entering international and CIS markets for Russian companies?

GROCERY RETAIL & SUPERMARKETS

o

Further consolidation plans. Will we witness a second wave of M&A activities in food retail? Are mergers and acquisitions seen as
the main business development model, which allows the leading chains on the national market to sustain fast-paced growth?
Analysis of mergers of middle tier networks: strategic perspectives and financial development models.

What opportunities are there for regional players to achieve progress on a national scale? Prospective strategies for successful
cooperation between national and local market leaders

Private Label goods. What are the main development problems of Private Label goods? How does one make Private Label goods
more attractive and recognisable to the consumer? How promising is the launch of medium and premium-priced Private Label goods in
Russia today?

Development of retail chain formats. Niche strategies. Specialising in product category vs. consumer segmentation: opportunities
and prospects for different concepts.

Relationship between food retail chains and regional manufacturers: are manufacturers ready to work in the required format, put
forward by retail chains? How does the emergence of major retail chains in the regions affect manufacturers’ and suppliers’
preferences when choosing a partnership network?

Franchising development problems. Which new franchising formats are put forward by food retailers? How important is franchising
to the network’s development? What are the pros and cons of acquiring a national or regional franchise?

For programme and speaker updates, visit: www.russianretailforum.com

SPEAKERS:

Maksim Nogotkov
President

Svyaznoy,

Group of Companies

Stanislav Skachkov

General Director and Co-Owner

Krasny Kub

Alexei Zakharov
General Director
Holiday Classic

Natalya Zagvozdina
Deputy Head

of Equity Research
Renaissance Capital

Elena Egorova
General Director
Pur Pur

Tatyana Shostik
General Director
Doctor Stoletov

Elena Kukol
Marketing Director
Pharmacy Chain 36.6

Andrey Kholopov
President

“Alex Rostov”
Group of companies

Ksenia Rysova
President
FinnFlare

Marina Kamenskaya
General Director
All!Good

Vitaly Pyltsov

Partner, Leader of Retail and
Consumer Products Group in

Russia and the CIS
Ernst & Young

Oleg Sazanov
Executive Director

Retail Companies Association



SPEAKERS:

Roger Stanley
CEE Forensic Services Leader
PricewaterhouseCoopers

Svetlana Fridenberg
General Manager
Bookberry, Book Stores

Alexander Seregin
Head of Business
Development

United Europe-Holding

llya Ostrovsky
Commerce Director
Polaris

Maria Khlebodarova
Marketing Director
Starik Khottabych

Adrian Beck

Reader in Criminology,
Department of Criminology
University of Leicester, UK

Lubov Kelbakh
Western Chains,
Category Management
Nestle

Nikita Volkov
Sales and Marketing Director
Deka

Elena Buyanova
National Category Manager
Danone

15:00

Master Class Outline:

1. Category Management — general targets and
principles
2. Phases of Category Management
« Category definition
- Category roles
- Category evaluation
- Category targets
- Category strategies
- Category tactics
« Action plan implementation
- Category analysis
3. External and internal prerequisites for
Category Management implementation
4. Main results of Category Management
implementation
5. Practical examples of managing categories
according to principles of Category
Management
6. Questions & answers

l=d by Roland Berger

Strategy Consultants

Adam Smith Conferences’ 7th Annual

RUSSIAN RETAIL FORUM

Ensuring Sustainable Market Leadership and Profitable Growth

31st March - 3rd April 2008, Marriott Grand Hotel, Moscow

MAIN RETAIL FORUM, DAY TWO:
Wednesday, 2nd April 2008

09:15 Registration and refreshments

10:00 Chairman’s opening address

During the morning of DAY TWO, two streams will be run in parallel to allow smaller focus groups opportunities for in-depth analysis and

practical advice on specific strategies for success in the retail sector. These sessions will run in different formats, such as workshops and

master-classes, allowing for access to more detailed information as well as more interactivity between the panellists and the audience.

Delegates may move freely between all sessions.

STREAM A:

Building a Customer-Centric Strategy

10:10 Session 4A: Customer Management and
Customer Loyalty

» How to strategically plan your marketing campaign using the various
media mechanisms available - do you know how much to spend, and
where to spend it? Measuring and justifying marketing costs: how to
make sure that your marketing PR campaign was done cost efficiently?

 Retail brand development — How to create a good quality, strong
and unique brand?

+ Loyalty and Customer Retention. How to inspire customer loyalty
by creating effective customer loyalty programmes. Integrating
customer loyalty with CRM systems: How important is the
implementation of customer feedback system in strengthening your
market position? Strategic segmentation — engaging with the
customers using targeting and segmentation.

+ Are you satisfied with your customer service levels? Improving your
sales performance and increasing customer satisfaction by
conducting mystery shopping programmes

11:20 Questions and answers

11:30 Coffee break
12:20 Session 5A: Effective Promotions Management

In-store marketing and non-price promotional activities

+ Can you identify which POS elements, technologies and displays
stimulate sales decisions in-store?

« Creating a store environment aimed at improving the customer
experience. How can in-store digital technologies stimulate interest and
influence sales profits?

» How to make your brand stand out: what is the role of packaging in
promoting a product or a brand on the shelves?

+ Visual merchandising — how to optimise presentation of products via
eye-catching and exciting displays?

Pricing and promotional strategies

+ What role does pricing play in retail strategy? Analysing specific
pricing objectives for developing a successful retail pricing strategy.
Examining what impact factors such as consumer behaviour, level of
competition, manufacturers and other suppliers have on retailers’
pricing decisions.

+ Is customer loyalty a myth, and is price the only factor a consumer
really considers? Analysis of the main reasons for markdowns and
their effects on retailers’ revenue, inventory levels and brand
promotions; do price reductions lead to bigger profits?

13:30 Questions and answers
13:40 Lunch

In the last five years the organized retail market in Russia has been growing: its share
amounts approximately to a third of the total food retail market in 2007. Retail chains
have to work in a tough competitive environment, which demands maintenance of high
growth rates. Active regional expansion is underway: metropolitan networks are
entering regions and regional players are striving for national leadership. High quality
assortment contributes to gaining the upper hand in the contest for loyalty of existing
customers and attraction of new ones.

Participants of the Master Class organized by Roland Berger Strategy Consultants will
learn general principles and methods of Category Management — the leading method
of assortment management. The majority of stores manage single items, they do not
take into account categories as a whole or possess any similar management
mechanics. And it is integrated Category Management that helps stores to be most
attractive to customers. However, how can an optimal assortment matrix be
elaborated? What categories should an assortment include? How can it be determined
which categories are vitally important and which ones should play only a support role?
What is the role of private label products in assortment creation? What pricing policy
should be implemented? How often should promo actions by categories and groups of
goods be performed? How should goods be arranged in the shelves to attract target
consumers? This Master Class will help market participants in their search for optimal
answers to these and many other questions.

STREAM B:

Achieving Store Operations Excellence

10:10 Session 4B: Reducing Costs and Increasing

Customer Value by Efficient Replenishment
& Out of Stocks

Distribution and retail shelf management - How can
retailers manage demand fulfilment in a store more effectively?
Improving shelf availability and reducing stocks using CRM for
demand planning

Out-of-Stock and On-Shelf Availability issues. How do you
predict and manage on-shelf availability and out-of-stocks?.
Evaluating existing service levels: how can you inform
customers more effectively about the alternative products
available in store?

Making replenishment work. What are the main factors to
consider when developing a shelf replenishment strategy?
What stops retailers from replenishing as soon as a product is
taken from the shelf?

Understanding the correlation between shelf space and
product performance. Optimising shelf space allocation:
deciding what should be put on the shelf and allocating the
optimal amount of shelf space to a category

11:20 Questions and answers
11:30 Coffee break

12:20 Session 5B: WORK SHOP on Loss

led by

Prevention & Store Security  prcawimiousiorees @
Analysis of the main challenges facing retailers when
implementing loss prevention programmes. CASE STUDY:
Reducing profit losses by addressing the problem of
shrinkage
Dealing with employee theft: how to manage effective cash
and product handling in your store.
Tackling security, shoplifting and package pilferage in a
store. Analysis of best practices for theft prevention by means
of developing highly visible security and a strict store security
policy
An overview of various protective technologies and
measures that can help to reduce inventory shrinkage.
Integrating technological innovations with the aim of reducing
process failure and supplier fraud

13:30 Questions and answers
13:40 Lunch

Regina Schmidt belongs to our global Competence
Center “Retail & Consumer Goods” based in
= Munich.Regina Schmidt has about 10 years of
* - consulting experience with expertise in corporate
strategies, brand management, sales strategies and
J{ I business planning.
Olga Sagirova leads the Moscow office Consumer
Goods and Retail Practice in Russia and CIS. Olga
Sagirova has about 10 years of experience in
international marketing and management consulting.

Svetlana Graiche provides advice on strategy,
organizational issues, and business processes
optimization for the largest Russian and international
consumer-goods makers and retailers.

Simultaneous translation in English and Russian is provided throughout the Forum
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09:15 Registration and refreshments

10:00 Chairman’s opening address

10:10 Session 6: Facilities and Real Estate Management

in the Retail Sector

Keynote presentation- a developer’s perspective on future primary and secondary
shopping centre locations & retail spaces

Exploiting the potential of real estate assets owned by a retail group. Current
property portfolios of retailers - how do retailers manage their real estate assets?
Building your own stores vs. renting commercial property: finding the right balance
and assessing the economic rationale of each solution.

What are the current real estate strategies used by retailers in the regions? Analysing the
cost and availability of suitable commercial space in the regions

Choosing the best mall or shopping centre for your retail business- what are the
main factors to consider?

Focusing on customers and shop design. How to create a unique atmosphere which
stimulates impulse buying. Case Studies

11:20 Questions and answers

11:30 Coffee break

12:00 Session 7: Sources of Finance for the Russian Retail Sector

“THE REAL ESTATE CHALLENGE”:

+ Difficulties in finding suitable land plots —
often too big and undeveloped, and too

expensive

Incomplete infrastructure —the cost for the

owner
City planning and building permit
difficulties — unclear rules,
Longstanding processes

Lack of capable planners and builders

Lack of real estate services

Payment and tax practices differ from

western ones and are unstable

SPEAKERS:

Anton Titov

CEO

Group of Companies “Obuv
Rossii” (Shoes of Russia)

Alexei Kurach

Deputy General Director,
Finance & Investments
Detski Mir-Centre

Denis Novikov
Investment Director
Agrofirma “Belaya Dacha”

Michael Bjorklund
Property Director
Castorama RUS

J Jrvi, Kesko Corporation
Russian Retail Forum 27 March, 2007

.

Raising the capital necessary to finance the growth of your business: which financing tools are available to retail companies? CASE
STUDY: Analysing the alternative ways of mobilising financial resources: how to determine which instruments are best suited to your

company?

Will IPOs remain a popular trend in Russian retail in the next 2-3 years, and which factors affect their success?
Bank loans as a source of capital: what role do Russian and Western banks play in funding the sector’s growth?
Using strategic investors to finance retail chain development and expansion- do the positive dynamics of the retail sector stimulate financial

investors’ demand for Russian stocks?
Issuing debt instruments versus equity - what are the main factors to consider?

What funding and support can be obtained from international financial institutions? Overview of successful recent projects

13:20 Questions and answers

13:30 Lunch
15:00 Session 8: Human Resources

Do retail companies continue to struggle to recruit well-qualified staff? Is this problem largely due to the lack of candidates with required

skills, or is it caused by losing potential employees to other sectors?

Understanding the risks associated with inadequate hiring and an undeveloped human resources policy. How bad is the employee
dishonesty/fraud/theft situation in Russia today? What can be done to develop an effective selection process?
How to effectively familiarise the staff with the corporate strategy and teach them to deal efficiently with product enquiries, customer service

and returns?

Exploring monetary and non-monetary motivational methods to stimulate employees. Tackling staff turnover and staff retention issues
Pay, commission rates, bonuses and incentives — finding the right balance Case Study: Building effective rewards and incentives strategies

Do foloio

Tatiana Kozhevnikova
Human Resources Director
METRO Cash&Carry Russia

Irina Berlizova

HR Director,
Member of the Board
Lenta

Lev Tsukerman
Commercial Director
Home Center

Andrey Orekhov

16:30 Questions and answers

16.40 Chairman’s Summation

17:00 End of the Forum

DAY TWO SPEAKERS INCLUDE:

+ Alexander Seregin, Head of Business Development, United
Europe-Holding

+ Roger Stanley, CEE Forensic Services Leader,
PricewaterhouseCoopers

+ Dmitriy Ermolenko, Customer Insights Director, Eldorado

- Elena Buyanova, National Category Manager, Danone

- llya Ostrovsky, Commerce Director, Polaris

« llya Timchenko, General Director, White Wind - DVM

+ Lubov Kelbakh, Western Chains, Category Management,
Nestle

- Maksim Nogotkov, President, Svyaznoy, Group of
Companies

+ Maria Khlebodarova, Marketing Director, Starik Khottabych

+ Nikita Volkov, Sales and Marketing Director, Deka

- Natalia Ardonskaia, Marketing Director, Lenta

- Svetlana Fridenberg, General Manager, Bookberry, Book
Stores

Marzhena Rybicka, Marketing Director, Mosmart
Adrian Beck, Reader in Criminology, Department of
Criminology, University of Leicester, UK

DAY THREE SPEAKERS INCLUDE:

Alexei Kurach, Deputy General Director, Finance &
Investments, Detski Mir-Centre

Andrey Orekhov, Chief Executive Officer, InvestKinoProject
Anton Titov, CEO, Group of companies “Obuv’ Rossii”
(Shoes of Russia)

Denis Novikov, Investment Director, JSC Agrofirma “Belaya
Dacha”

Galina Sedova, Human Resources Director, MIR Company
Irina Berlizova, Human Resources Director, Member of the
Board, Lenta

Lev Tsukerman, Commercial Director, Home Center
Michael Bjorklund, Property Director, Castorama RUS
Tatiana Kozhevnikova, Human Resources Director, METRO
Cash&Carry Russia

7O 3l

To learn about sponsorship and exhibition opportunities, and how you can promote your services to the most influential
industry executives in the retail sector, please contact Frank Dewitz on +44 20 7017 7433 or e-mail to

frank@adamsmithconferences.com

Further speakers will be announced on www.russianretailforum.com

Chief Executive Officer
InvestKinoProject

Galina Sedova
HR Director
MIR Company

Indemnity: it may be necessary for reasons
beyond the control of organisers to change
the content or timing of the programme,
speakers and venue. Please note: the entire
contents of this brochure are subject to the
laws of copyright and intellectual property
rights.

OcBo6oXAeHNe OT 0TBETCTBEHHOCTH: MO
HE3aBMCALLMM OT OPraHu3aTopoB MPUYMHAM
yKa3aHHble B JaHHO! BpoLutope mporpamma,
BpEMS, CMMCOK AOKNAA4YMKOB MM MECTO
npoBeAeHus KOHEhepeHLmn MoryT
n3mMennTbes. BHuMmanue: Copepxanve
6pOLUOpbI SBNSETCS HEOTLEMIIEMON YaCTbo
aBTOPCKMX MpaB W WMHTENNEKTyasnbHOi
COOCTBEHHOCTBHO.



AOKNAOQYNKWN:

Kapnoc Camnep
CrapLunii BULE-NPE3NAEHT Mo
YNPaBEHMIO LIEMbI0 NOCTABOK
Kopnopauus Mmopus xutc

Cepreii BOPTHNYEK gy
[lupexTop No KOPnopaTHBHOVA
NOrUCTUKE
AnteyHas ceTb 36,6

3pBaH lyHK

[vpekTop no passuTiio
LIenoYKM NOCTaBOK
Mocmapt

Cepreit Manbiwes
[npekTop

fenapTaMeHTa florucTyku
EBpoceTb

Makcumunuad Myccenuyc
AcnonHnTenbHbIA AMpeKTop
ECR

BukTop Ceprees

[Mpodheccop, MpeangeHT
HauunoHanbHo#i norucTu4eckoi
accoumaumm Poceuu, [Npeanaent
MexayHapoaHOro LeHTpa
NOrUCTMKK, Boiciuas wkona
aKoHoMukmM (MLYT I'Y-BLLIJ)

«3T0 He TOJIbKO KpauHe
MHbOpMAaTUBHOE MEPOPUSTHE,
HO 1 3ame4aTesibHas
BO3MOXXHOCTb 3aB53aTb [1e/10BbIE

KOHTaKTbI»
Mapus MBuy

[peKkTop No MapKeTuHry
KuHeTuka

«KoHgbepeHLmsi bblia 04eHb
MHTEpecHa v rosie3Ha, v 4 ¢
HeTepreHneM Xy y4actvs B
OyayLUMx MepONpPUATUSIX>

Onbra CarupoBa

YneH npaBneHms
Roland Berger Strategy
Consultants

«Bce 6b110 0praHn30BaHHO Ha
04€Hb BbICOKOM YpPOBHE, C
YA0BOILCTBUEM MPUMY y4acTue B
Batwem cregyroyem @opyme>

HukuTta Psay3oB

Ynpasnstowmii dupektop, MMasa
VHBECTULMOHHOIO AUBU3NOHA
MAM BaHk
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CneunanbHbIi POKYC—LeHb

Cammut «TPAHCIOPT U JIOTUCTUKA B PO3HULIE»
Kak CHM31Tb U3gep)Xxku u noBbicUTb 3¢pheKTUBHOCTb LieNu NOCTaBOK

31 mapTta 2008r

L«

08:45 Peructpaums u koge

10:00 BcTynutenbHoe cnoBo npeaceaatens

10:10 Ceccms 1: YnpaBneHuWe TpaHCNOPTHOM NOrUCTUKOM

3afauv ynpaBneHusl TpaHCNOPTHLIMY MOTOKAMU B JIOFMCTUYECKOM LienoYKe PO3HUYHOM CeTU. «3a» U «MPOTUB» aflTePHATUBHbIX
BapVaHTOB TPAHCMOPTUPOBKY TOBAPA; OLIEHKA NPENMYLLECTB ¥ (haKTOPOB BIIMSIIOLLMX Ha BbIOOP >KEeSIe3HOLOPOXHOr0, aBTOMOOUILHOr0, MOPCKOrO
TpaHcnopTa u apyrux anstepHatvs. NMPAKTUYECKIN MPUMEP: Oprannsaums ahtheKTBHOI paboTbl ¢ TPAHCMIOPTHBIMM NpoBaiiaepamm
Oco6eHHOCTH ynpaBeHNs TPAHCNOPTOM B POCCUM: kaK MOHM3UTb TPAHCTOPTHBIE U3AEPXKKM Yepes ONTUMMU3aLMIo Bbi6opa TpaHcnopTa
AN MyTNBTUMOJASTbHbIX NMEPEBO30K, 3PMEKTUBHOE COCTABIEHNE MAPLLPYTOB, OMTUMANbHYHO 3arpy3ky TpaHcrnopTa W NiiaHMpoBaHWe OTrpy30K
AHanu3 oCHOBHbIX 3aTPaTHbIX 3M1IEMEHTOB JIOFMCTUKU — YTO HEOOX0ANMO ANs 3PEKTUBHOrO KOHTPOSS M MUHUMM3ALMN N3EPXKEK B
LenoyKe NocTaBokK KoMNaHum?

AyTCOpPCUHT NOrMCTMYECKOM hYHKLMM, KaK afibTepHaTMBA — Kakune PakTopbl HE06X0AMMO YYECTb ¥ MPOAHANM3MPOBATL NMPY NPUHATUM
pelenns? O630p pbiHKA YCAyr TPAHCMOPTHbIX KOMnaHui u 3PL npoBaiaepos

0630p pa3sutusa UT cuctem ansa TpaHCNopTa U NIOFMCTUKU — KaKOBbI MOCNEAHWNE TEXHONOrMYECKME PELLEHNS], NpeanaraeMble Ha PblHKE
1 HACKOJIbKO BO3MOXHO MX 3(PPEeKTUBHOE NPUMEHEHWE ANns peanu3aumn 6vu3Hec 3afad Bawein komnanum

11:00 UHTEPAKTUBHASA IUCKYCCUSA - CTpouTenbCTBO pacnpeaeuTeNbHbIX LIEHTPOB — KakoBbl MPUYMHbI U (hakTopbl, CMOCOOCTBYHOLLME

YCUIIEHWIO HOBOW TEHAEHUMN?

AHanu3 HOBbIX 3a4ay, KOTOPbIE CTABUT Nepes NOrMCTUKON pacLUMpeHue AesTeflbHOCT KOMMAaHun B permoHax Poccum

CTponTensCTBO CO6CTBEHHBIX pacnpefenuTeNbHbIX LIEHTPOB UM UCMOSIb30BAHWE YCIyr NOTUCTUYECKOr0 NpoBaiaepa s 06paboTky 1
COPTWPOBKM TOBApa — B YeM MPUEMYLLECTBA KaXXA0W 13 anbTepHaTmB?

[Mpy Kakux ycnoBusix KOMNaHWW 60J1ee BbIFOAHO UCKITHOUUTD M3 JIOTUCTUYECKON LEMOYKM AUCTPUOYLIMOHHDINA LIEHTP M NOCTABAATL TOBAP
HanpsiMyto B MarasuHbl?

AHanu3 ypoBHS NpefoCTaBSEMbIX YCIYT U UX CTOMMOCTU B 0ObIYHbIX, HOBbIX UM CMELMANN3UPOBAHHbBIX ANCTPUOYLMOHHBIX LEHTPax —
Kakue u3 LUeHTpoB ByayT Hawbonee BOCTpeboBaHbl B 6nvxxanme 2-3 roga ?

11:40 MepepbiB Ans obLieHns u kode

12:10 Ceccus 2: [iucTpnbyuua n onTuMM3aums ynpasneHus CKNaackon norucTuKoun

MuHummusaums 3aTpat v nosbileHne 3chheKTUBHOCTHU LIENOYKM NOCTABOK Yepe3 ONTUMMU3aLUIO CKNaackoro yyéra. Ynpasnexve
TOBAPHbIMM 3anacamu — NMOHWXKEHNE YPOBHSA TOBAPHbIX 3anacoB 6naroAaps MCMOSb30BaHUIO BHYTPEHHEN U BHELLHEN CTATUCTUYECKOH
nHopMaumu Ans NporHo3MpoBaHus cnpoca. lNporpammHoe obecneyeHne, HE06X0AMMOe L1 COBEPLUEHCTBOBAHMS CKITAACKMX Onepaunii —
0630p ycnewHbix AT cuctem. MNpakTuyeckne npumepsbl aheKTUBHLIX CTPATErMiA yNpaBneHus 3anacamy B pas3nnyHbiX CErMEHTaX PO3HMLIbI.
VMI (ynpaBneHue 3anacamu NoCTaBLMKOM) — nHTerpauns achdektveHoin crpaterum VMI ¢ Lenbro KOHTPOSS M3AEepXKeK B Lienovke
MOCTaBOK. AHaNM3 Nyywmnx NpuMepoBs paboTbl.

Ponb atphekTMBHOrO ynpaBnieHuns cknagom B LEenoYKe NOCTaBOK — HACKOMbKO BAMAKOT CKIAACKMe onepaumum Ha ONTUMU3aumio,
CVHXPOHU3ALMIO 1 KOOPAMHALMIO JIOTUCTUYECKMX MPOLECCOB B KOMMAHWN?

Kak npaBunbHo BbiOpaTb cucteMy WMS (cuctema cKnaackoro yyeta) Anist onTuMusaumy paboTsbl U NOBbILEHUS YNPaBNSIeMOCTH
CKNALCKON AesaTenbHOCTH?

KPI (kntoyeBoii nokasaTenb NPOM3BOANTENIBHOCTU) CKnaaa: Kak onpefennTb OCHOBHbIE 3aTpaTHbIE ANEeMEHTbI paboThl cknaga u
BbI6paTh BEPHbIE U U3MEPUMbIE «KaTeropum Npou3BoAMTENLHOCTU». AHanu3 KPI-nokasaTenen - 4aeT M OH JOCTaTOYHO MHGopMaumi,
HeobxoAuMMOoN ANS yny4leHus paboTsl cknaga? HabnogeHve, oT4eT 1 paboTa ¢ CUCTEMON NOKa3aTeNen: Kak HanTv NoAXoAsLmMe
VHCTPYMEHTbI Ans 3PHEeKTUBHOr0 KOHTPOSIS U pa3BuTusg 6usHec npouecca?

13:20 Bonpockl 1 0TBETbI

13:30 O6en

14:30 Ceccus 3: Kak Bbi6patb 3PL npoBaiigepa ans Bawero 6usHeca?

Y10 xpaeT nonb3oBatenb 3PL oT npoBaiigepa 1 Kakve ycnyru MoOXeT NpeanoxuTb JIOrMCTUYECKUI onepaTop CeroaHsa?

Kak BbibpaTb Hambonee noaxoasiero 3PL onepatopa AN CTOALMX NEPen PO3HUYHOU CEThbio 6U3HeC 3aaaq?

Kakue oueHuTb ypoBeHb paboTbl Bawero noructuyeckoro nposaitgepa? CyllecTByeT N yH1BEPCabHas MOAESb ANS OLEHKM
3(ppekTUBHOCTH pabOTbI IOrMCTUYECKOrO onepaTopa?

PexkoMeHaaLmm no onTMMmU3aumMy OTHOLLEHWIA MEXX Y NOTMCTUYECKMM MPOBANAEPOM U KITMEHTOM

15:30 Bonpocbl ¥ 0TBETbI

15:50 MepepbiB Ans obieHus n Kode

16:20

AnekcaHap TOpCKMIA BO3rNasseT HanpaslieHNe 0Ka3aHUst KOHCYNBTAUMOHHbIX YCIyr Ans
PO3HWYHbIX KOMMaHWIA. AnekcaHap nmeeT 6oniee YeM 9-Tv NETHUIA OnbIT paboTbl B cchepe
NPefoCTaBEHNs KOHCYMBTALMOHHBIX YCAYT NPenpUsTUsAM pO3HUYHOK Toprosin. OH obnagaet
OBLLMPHbIM OMbITOM NPOBEAEHUS MPOEKTOB MO PEOPraH13aumy Gu3Heca u BHEAPEHNIO
MHOpMaLmMOoHHbIX pelernin. Cpeam ero kivenTos: Ton-Khura , OAO Toprosbliin Jom ['YM,
MaxMapT, CssizHoi, Whitehall, Pycckoe mope, THK-BP, Hopunbckuin Hukens, OAO PXX/ u ap.

CopaepyxaHue MHTEpPaKTUBHOIO CeM1Hapa:

* VccnepoBanvie nokynarenbCKmx -
MPEANOYTEHNIA N UCTONb30BaHNE 3TOM
MHopMaLMK ANt MOCTPOEHMS
3(PPEKTUBHBIX CTPaTErui, MiaHoB 1
MpOLIeCCoB.

+ [lpoBefeHune KnacTepusauny MarasvHos
A5 yripaBJieHnst aCCOPTUMEHTOM W
marasuHamm

+ Keic knuenTa (TK) - ncnonb3osaxue
HOBOW NapagurMbl Ans NOBbILLEHUS
3(PPeKTUBHOCTH

+ [lpuMepsbl OMbITa BbICTPanBaHus
MPOLIECCOB LIEMO4KM NOCTABOK HA OCHOBE
MOHWMAaHWS NPEANOYTEHWIA NOKynaTens

KoHcTaHTuH HevaeB sBnsietca CTaplumm MeHeaXXepom komnadun enont un
creunannanpyeTcs Ha ynpasJieHnn Lienoykamm nocTaBoK 1 peLLeHnsx B 06nacTu
MHPOPMALIMOHHBIX TEXHONOMWIA ANS MPOU3BOACTBEHHbIX (BKKOYAs MPON3BOACTBO TOBAPOB
HapOAHOro NoTpe6neHns) 1 LOObIBAIOLLMX KOMMAHWA.

OHTOHM Py60oK. B HacTOSALLMIA MOMEHT SBASIETCS CNELManicToM B 0611acT KOMMEPHECKOM
cTparterny 1 3chpeKTUBHOCTM ONEPALIMOHHON AEATENBHOCTU B OTPACAM PO3HUYHON TOProBAM.
OH nmeeT 6onee 15 neT onbiTa No TpaHcopMaummn 6usHeca B 06/1aCTU KaTErOPUMHOTO
YNpaBJieHus 1 aCCOPTUMEHTHOrO NyaHMpoBaHusi. OH BO3rNaBsn MeXayHapoaHoe
KOHCYNbTaUMOHHOE nogpasgesnienne [JenoT no okasaHmio yenyr B 0611acTy KaTeropuiHoro
MeHeKMeHTa. Ero onbIT BKIO4aeT B cebst paboTy ¢ Takummn knmeHTamu, Kak Unilever, Tesco,
Carrefour and Coca Cola. B HacTosLMiA MOMEHT OH 3aHUMAaETCs BHEAPEHNEM OMepaLMOHHON
CTPYKTYpPbl KQTEropuitHOr0 MEHEKMEHTA ANSt OfHOO U3 KPYMHEMLLUMX POCCUMACKUX PETENEPOB.

weromenne Deloitte

MpucoeaunHsanTech K Beayulei BcTpeye npogeccmoHanoB po3HMYHON Toprosnu Poccuu!




08:45 Peructpaums n koce

CneunanbHbIi OKYC—LEHb

CAMMMUT «PO3HUYHAA TOPIroBJiA B PETUOHAX POCCUN» |
WUcnonb3oBaHue NoTeHUMana KpynHbiX, CpeAHNX U ManbiX rOpoAos

31 mapTa 2008r

croneop 2% DRICEWATERHOUSE(COPERS

10:00 BctynuTtensHoe cnoBo npepcenarens

10:10 Ceccma 1: CTpaTernm peruoHanbHoi aKkcnaHcum — 063op npo6aeM U BO3MOXHOCTE

Pa3BuTtie 6u3Heca B poCCUICKMX PETMOHAX: HACKONBKO OCBOEHbI KPYMHbIe FropoAa PO3HMYHBLIMU CeTAMN? Bansku nn ropoaa-MuUnIMoHNKY K
HaCbILLEHMIO, 1 Ky#a 6yayT nepeaBuraTbCs PO3HWYHbIE CETU B BnmpKanmne HeCKONbKO NIeT? KT0 B AaHHbIA MOMEHT UMEET NpenMyLLecTBO
«MePBOMPOXOALA~», N KaK Ha 9TO pearnpyroT KOHKYpeHTbI? Kakne OCHOBHble 3aa4um CTOSIT Nepe MeXAyHapoaHbIMU 1 (heiepanbHbiMK puTennepamm
cerogHs?

Koppensuus mMexay ycnewHocTbio 6U3Heca B pOCCUACKUX permoHax v cyLiecTBYIOWMUM NpeAsioXeHneM HeABMXUMOCTM - HACKOMbKO
3HAYMTENbHO OTIMYAETCS YPOBEHb NPUObIN OT PErMOHA K PEFMOHY B 3aBUCUMMOCTM OT CTOMMOCTY HELBUXXUMOCTM B KaXKAOM U3 HUX?

Hackonbko 3HaunTenbHO BNUSET HEA0CTAaTOYHO pa3BMTas MHPPaCTPYKTypa CTOMMOCTb NEPEBO30K U OMEepaLMOHHbIe U3LAEPXKKM pUTERNepoB,
pas3BuBatoLLMX BU3HEC B pernoHax?

Hackonbko cuneH cpeaHuii knacc B Poccun? Kak yvectb pasHuiy B JOX0AaX HACENEHWs Npy NPOrHO3MPOBaHWK NpubbINen B KaXXAOM OTAESIbHO B3STOM
permoHe? AHanu3 pacxofoB Ha LyLly HACENEeHUs 1 MOKynaTeNnbCKon CnoCOBHOCTH B rOPOAAx C HaceneHnem 6onee n MEHee MUIIIIMOHA.

®dokyc Ha paboTe ¢ nocTaBlMKaMm: Kak BOCMONb30BaTbCS FOTOBHOCTbIO KPYMHbIX MPOM3BOAUTENEN W MOCTaBLUMKOB PACLUMPUTL CBOM
AMCTPUOYLMOHHbIE ceTW? BbibOp MECTHOrO MapTHEpa: KakoBbl PUCKM NMPU PaboTe C MECTHBIMW PETVOHANbHBIMW NPOU3BOANTENAMN?

11:00 UHTEPAKTUBHASA AINCKYCCUA: Kakne pernoHbl Hanbonee nepcnekTUBHbI AN pa3BUTUS PO3HUYHOMO 613Heca — aHanm3 BO3MOXHOCTEN

Bcerza nv pocT po3HWYHOM TOProBAW B3aMMOCBSA3aH C NAOTHOCTbIO HaceneHus? MoveMy He BCe ropofa -MUMIMOHVKM WCTbITBIBAHOT OAMHAKOBbIA POCT
PO3HUYHOW TOProBn?

AHanu3 Hanbonee NepcneKkTUBHBIX AN POCTa CPEAHUX U MasibIX FOPOAOB

MoryT nm Temnbl pasBUTUS PO3HULIbI B HEOOMbLLMX FOPOAAX, MAE CYLUECTBYIOT NyYlle BO3MOXHOCTM BbIKyna 613Heca 1 MeHbLUAS KOHKYPEHLNS,
3HAYUTENBHO NPEB30MTU POCT, HAOGMIOAAIOLLMICS B KPYMHbIX FOpoAax?

Kakve cylecTBytoT BO3MOXHOCTM MHBECTULMIA B PO3HMYHYLO Toproeito CHIM? Kakne ctpaHbl CHI™ ncnbitanu cambliii BbICOKMIA POCT PO3HUYHOW TOProBAM?

11:40 MepepbiB ans obuieHus u kote
12:10 Ceccmns 2: HoBble 6M3H9C-MOA9HM n CTpaTerlllﬁ Pa3BUTUA POSHUYHDbIX ceTen B pernoHax Poccum

Kak pearupytoT pernoHarbHble pUTEANEPDI HA NMOBbILLEHNE KOHKYPEHLIMN CO CTOPOHbI (PeAepabHbIX 1 MEXAYHAPOAHbIX PO3HUYHbBIX CeTen?

Kakas 6u3Hec Mofenb sBnseTcs Haunyylleil ANS BbIXoAa Ha HOBble permoHanbHble PbIHKK?

Co3paHune yHWKanbHOW 6U3HEC CTpATErK, rapaHTUPYHOLLEH KOHKYPEHTHOE MPEVMYLLECTBO A1 Pa3BUTMS KOMMNAHWW: pacluMpeHue Po3HUYHON ceTn 6e3
oxsaTta MockBbl U CaHkT-leTepbypra Yepe3 aKCnaHCWIO B ropoAa C HAaCENEHMEM MeHee NATUCOT M CTa NATUAECATH ThiCa4?

MuBecTuumm 3a npenenamm Poccum — akLIEHT Ha aKcnaHcuio po3HnyHoi Toproenu B CHIT: Kakue cyLlecTByrOT BO3MOXHOCTM ANS MOKYMKW akTUBOB B
VkpauHe n Kaszaxcrane? NMPAKTUYECKWNIA MPUMEP: Paciuvperie TOproBbix onepaumii Ha peroHanbHble pbiHkin CHI™

Kak cnpasnTcs € 3KCTEHCHBHBIM POCTOM 663 yliepba ka4yecTsy paboTbl U NPEAOCTaBASEMbIX YCIYT MOKYNaTensaM — Kak adeKTMBHO ynpasnsTh
aCCOPTUMEHTHOMN 1 LIEHOBOW MOSIMTUKOW B PA3BUBAIOLLENCS CETH

lMpoaswxenne Balero yHukanbHoro 6peHaa npu BbIX0Ae Ha HOBbIe PbIHKW: KaK MOXHO MOAAEPKaTb OTKPbLITUE HOBbIX Mara3nHOB arpecc1BHOM
MapKETWHIOBOW KOMMaHuen, SpeKTUBHO UCMONb3ys NeYaTHbIE U3AHNS, MOYTOBbIE PACCHIKM, PR KOMNaHM1, Hapy>XHYH0 pexkniamy 1 T.4. — aHanm3
NyYLnX Kencos

13:20 Bonpocb! 1 0TBETHI

13:30 MepepbiB Ans 06weHns U Kode

14:30 Ceccua 3: OpaHyait3nHr Kak achpekTMBHaA cTpaTerms pocTa 1 BbIXoAa Ha HOBbIE PbIHKM

Pa3BuTue po3HUYHBIX ceTel No TeXHONorum paHyan3nHra - Kakosa nonynspPHOCTb 9TON 6U3HEC Moaenn B POCCUIACKOM PO3HUYHOM
CEKTOpE CErofAHs

KakoBbl 0CHOBHble (paKTOpbl ycnexa [ pa3BuTUS PO3HUYHbIX ceTen nyTeM ppaHyansunHra?

Kak adhheKTMBHO MHKOPMOPMPOBaTh BbIKYMbl U MOMOLEHUS NpeanpusTHii, paboTatoLLmMx N0 (opaHYan3nHry B 0OLLYHO CTPaTErnto
pocTa KoMnaHum?

15:30 Bonpocb! 1 0TBETHI

15:50 MepepbiB AnsA 06weHns U Kode

16:20

Poccuidckuid pbIHOK PO3HWUYHOI TOProBM OCTAETCs YPe3BblYaiiHo (parMeHTYPOBaHHbIM: fons 20

KPYMHENLUMX NPeAnpUSTUIA PO3HUYHOK TOProB/M cocTaBnseT okono 10 % pbiHka. [4ns cpaBHeHWs: B
BenvkobputaHny YeTbipeM KpyMHEeALWUM NpeanpuaTUsSM CekTopa NpuHaanexxunT 85% pbiHka, a Bo OpaHuum
L0Ns NATW KpynHenLwnx komnanuin coctasnsieT 90% pbiHka. [ng pocCcUiickoro pbiHKa aT0 03HaYaeT OAHO:
Heo6X0AMMOCTb KOHCONMMAAUMN. B 6nmykaiilume HeCKONbKO NIeT CAWSIHWS U MOTNOLUEHUS CTaHyT riaBHbIM
KaTanu3aTopoM pocTa U OKaxKyT BIMSHWE NPaKTUYeCKu Ha Kaxkaoe npeanpusTue. AKTUBHOCTbL B 061acTy
CIMSIHWIA W NOTNOLLEHNA BO3PACTET B KPATKOCPOYHOW NEpCcnekTUBE, MOCKOMbKY CETU PO3HUYHBIX MarasnHoB
pacLMpSIOTCS 3a CHET NPUOBPETEHMI, @ MEHee KpYMHble MPEANPUSTUS PO3HUYHOK TOProBau ByayT uckaTb
MHBECTOPOB W nokynaTenei. Hanbonee npuenexkarenbHble cTpaTern 6yayT 06Cy>KAaTCa Ha MacTep-knacce
C pa3nnyHbIX TOYEK 3PEHUS: C MO3ULMIA MHBECTOPOB, NPOAABLIOB M Nokynartenei. Cnywatensam 6yaet
npefcTaBneH pasBepHyTbli aHanma, CONPoOBOXKAAEMbI MPAKTUYECKUMW NPUMEPAMU.
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EBrenuii OTHesnb4eHKO
[lupexTop npakTvku
CTPATErnyeckoro KOHCanTuHra

PricewaterhouseCoopers

Butanuii Mogonbckuii
CoBeTHuK MasHoro
MenonHutensHoro [upektopa
X5 Retail Group N.V.

KpaTkoe coaep)xaHue MacTep-knacca: N

G Ba)KHeVILIJI/Ie q)aKTOpr ycnexa B Aeie npusiie4eHna NHBeCTtopoB _;.

O Mepbl no MakcumalibHOMY yBEJIM4YEeHN CTOUMMOCTU 6u3Heca

° nepeﬂ,OBOVI onbIT B 06nactu MHTEerpaumn Hatawa 3areo3auHa MapTuH Mutepc
HavanbHuK oTAena aHanuaa akuuii no [vpexTop, CTpaternyeckuii

17:20 BOI'IpOCbI W OTBETbI Poccwm, Bepywmii aHanutik KoHcanTuHr, OTen ConpoBOX/EHNS

17:40 3aknounTesibHOe CJI0BO NpeAceAaTens

KOMNaHwii NoTPe6UTENLCKOro CeKTopa
«PeHeccaHc Kanutan»

CAENOK C KanuTanom
PricewaterhouseCoopers

18:00 KOKTEMNbHbIN Npuem

OOKJTAQYUKN OOKYC AHSA: +  Maxkcum EHTsIKOB, [eHepanbHbii avpekTop, [leTckuid Mup — LieHTp
Anekcanap Kpasuos, MpeauaexT, Mpynna koMnaHuii «PysiH», CeTb JKcneamums « Manxa3 Anacanus, [lnpektop, YnpasneHue no (hparuaiiantry, Bpasepc n Ko
Axppeit KoHpapaTiokuH, VcnonHuTensHbiii aupextop, [vpexums OpanyaiisnHra, M&A n * MaptuH Mutepc, vpexTop, Ctparernyeckuii KoHcanTuHr, OTAen COnpoBOXAEHS CAESOK C
MHHOBaLmiA, Koneiika KanuTanom, PricewaterhouseCoopers
Angpeii Xononos, MpeaunaeHT, Anekc-PocTos (CeTb cynepMapKeToB «B AByX warax») + Hapexna CeHioK, [JMpekTop o CTpaTernieckinm KommyHukaunsm, “fpynna Komnauwii "CB™,
Bnapanmup Kataes, [eHepanbHbiii avpextop, Tpect CKM PO3HMUHas ceTb "TexHocuna"
Brianumup CeHbkuH, Mpeacenarens Mpasnenus v leHepansHbiii vpekTop, JleHta *  Cepreit Konectuk, [lupextop, Cuctema Yubuc
Briagumup ManuH, leHepanbHbiin Jupektop, EBporapaeH +  Cepreii FOweHko, Mpepcenatens Mpasnexns 1 leHepanbHbii anpekTop, YneH Coseta
[AmuTpuii Macnos, leHepanbHbiin aupekTop, Spar Russia [IvpekTopoB, JleHTa
Wropb MBaHoB, Mpeaceaarens Coseta avpekTopos, Kopa +  Turpan lykacsH, [eHepanbHbii avpekTop, JlaeHTa (CeTb MarasuHoB «CaHTaxayc»)
Maiikn KHonn, PykoBoauTens rpyrbl o COMPOBOXKAEHIO CAEOK CINSHIS 1 NOrOLLEHHS, . *OPV“ZI CupopeHko, ﬂMDEKTOQHO MapkeTuHry, ADAMAC
PricewaterhouseCoopers + FOpuit Cypapes, leHepanbHbIi anpekTop, Pagex

AOKNAOQYNKN:

Bnagumup CeHbKMH
Mpeacenatens Mpasneqns n
leHepanbHbI [upekTop
JleHTa

AHnppeii KongpaTiokuH
McnonHuTenbHbIA AMPEKTOp,
[vpekumns OpaHyansuHra,
M&A v nHHoBaLwit

Koneiika

Maiikn KHonn
PykoBoauTenb rpynnbi no

COMPOBOXXAEHWUIO CAEJIOK CIIMAHNA

11 MOFNOLYEHMS
PricewaterhouseCoopers

TurpaH lykacsH
[eHepanbHbIA MpeKTop
JlaBeHTa (CeTb MarasvmHoB
«CaHTaxayc»)

Cepreit KonecHuk
[vpekTop
Cuctema Ynbue

AnekcaHap KpasLos
Mpe3npeHT

[pynna KoMnaHuii «PysiH»,
CeTb JKcneanums

OmuTpuii Macnos
[eHepanbHbIA [MpeKTop
Spar Russia

HOpwin Cynapes
[eHepanbHbI MpeKTop
Papex

Bnagumup Kataes
[eHepanbHbIA MpeKTop
Tpect CKM

HOpuin CupopeHko
[MpekTop no MapkeTuHry
AJJAMAC

Hapexpaa CeHtok

[vpekTop no cTpaternyecknm
KOMMYH/KaLMSM

"lpynna Komnanuii "CB"",

po3HuyHas ceTb "TexHocuna"

Makcum EHTSIKOB
[eHepanbHbI [MpeKTop
DeTckuii Mup — LieHTp

MapTuH Mutepc
[vpekTop, CTpaternyeckuii
KoHcanTuHr, OTaen
COMPOBOXAEHNS CAENOK C
KanuTanom
PricewaterhouseCoopers
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AOKNALYNKMN:

JleB Xacuc

[MaBHbI UCMOMHUTENbHbIN
[JVMPEKTOp,

[Mpeacenatens npasneHns
X5 Retail Group N.V.

Anekceit YyrkuH
[peaungeHt
EBpoceTb

OumuTap Mewes
VicnonHUTENbHBIN AVPEKTOP,
YneH lNpaBnexus

bunna Poccus,

yactb REWE Group

leopruin Tpechunos
[peaunpeHt
MapTa Xongutr

Apuk brnoHgo
[eHepanbHbIM AMpeKTop
MocmapT

Bnagumup MenbHukoB
[eHepanbHbIi [upekTop
Kopnopauus «mopus [HKuHc»

Oner bonblyes
Mpencenatens CoeTa
[AMPEKTOPOB

Bectep

Urops Jlasapes
[eHepanbHbIi AMPEKTOP
Crapuk XoTTabbIy

Onbra LLienynyeHko
[eHepanbHbI AMPEKTOpP
Purna

WUnbsa TuMyeHko
[eHepanbHbIi AVPEKTOP
Benbiit Betep LIUOPOBOU

Anekcanap ®enopos
[TpeaunpeHt
Dvkas Opxupes

Teopruii JlaMu
[eHepanbHbIi AMPEKTOP
Ton-Kuura

Wropb Mapbs
[eHepanbHbIi AMPEKTOP
Xoym LleHTp
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7-om exerogHbii dopym MHcTuTyTa Agama CmuTa

POCCUNCKAA PO3HUYHASA TOPIrOoBJIA o_/

[locTKeHre NprbbINbHOrO POCTa U YCTOMUMBOIO NMAEPCTBA Ha PbIHKe

31mapta - 3 anpensa 2008, MappuoTT pang Otenb, Mocksa

OCHOBHAA KOH®EPEHLUSA, IEHb NEPBbIN:
BTOPHWK 1 anpens 2008r.

08:45 Peructpauus u koge

10:00 BctynuTtensHoe cnoBo npeacefarens

10:10 Ceccms 1: KJTIOYEBbBIE [JOKJIAAbI - Moaaepxka pocta u npubbIIbHOCTU B GyAyLyeM

KnioyeBoii goknap 1: Po3HUYHBIA pbiHOK Poccun 2008 r. YTo panbue?

KnioyeBoii foknap 2: AHanu3 MHBECTULIMOHHOIO KNMMaTa 1 NpUBMeKaTeslbHOCTU ceKTopa AN MHBECTULUMI. Kak 06bsACHUTL
OTCYTCTBME BEAYLUMX MEXAYHAPOLHBIX PUTENNIEPOB HA POCCUICKOM PbIHKE, HECMOTPS Ha BMEYaTNSHOLMA POCT PO3HUYHON TOProBAMW B
Poccun?

KnioueBoit foknap 3: MNoBbilieHne CTOMMOCTU KOMNaHUK U paclimpeHne 6usHeca 3a cuet MynsTuchopMaTHOCTU. Kak ByneT nogeneH
PO3HWUYHbIN CEKTOP MEX Y MarasuHamm pasnmyHbix popMaToB: CynepMapkeTamu, runepMapkeTamMu, AnckayHtepamu, marasnHamv y qoMa
¥ cneuuanusnpoBaHHbIMKU MarasuHamm B 61vxxainlume Heckonbko NneT. Kakue dakTopbl BAMAKT Ha NOTPeOUTENLCKMIA BbIGOP MarasvHa Toro

WM MHOTO chopMaTa 1 Kak NocTPOUTL MOAENb, MO3BOJISIOLLYHO NOMyYaTh MakCUMarbHYH MpubbIfb OT BCEX MOKYMOK, COBEPLIAEMbIX

noTpebuTenem

« KniouyeBoii goknap 4: Kak HaitTu 6anaHc, o6ecneynsatowymii GbICTpPbIA POCT U YCTOMYMBOCTb OU3HEca? lNonck HOBbIX M Haubonee
3(PheKTUBHBbIX MOAENeN pasBnTus: paHyanauHr, M&A, opraHuyHblin poCT, pa3BUTE HOBbIX (HOPMATOB

11:30 MepepbiB ans obweHns u kode

11:50 nPE3EHTALW|ﬂ CI'IELlVIAanOFO FOCTH - naeua Pua, Hezasncumbiit Mpencepatenb coBeTa

avpektopoB, Tesco PLC, YneH MpaBneHus, Reed Elsevier Group plc u lNMpeaceaatens npaBneHnsa Kwik-Fit Group.

«Mmobanusauus B po3HUYHoi Toprosne: KakoBo 6yaywee EBponeickoin po3HuMLbI»

12:50 MepepbiB Ans obweHus n Kode

13:30 Ceccua 2: Peanusauumsa cTpaTeruun pocta KoMnaHun nocpeacTsoM CIIUAIHWIA N NOrNOLYEHWNIA

Po3HWYHast TOProBnsi U FoCynapCTBEHHOE PerynmpoBaHme

+ KakoBbl OCHOBHbIE 9KOHOMUYECKME (haKTOpbl U BU3HEC MOTUBbI, KOTOPbIE BbI3biBalOT BOSIHY M&A CLefioK B CEKTOpe POCCUIICKON PO3HWUYHOM
TOPrOBJIN CErofAHA? AHANM3 NPUHLIMMUATIBHOTO MEXaHW3ma CO3[aHWst CTOUMOCTY B K&XX/0M U3 COCTOSIBLLMXCS B 3TOM rody caenok M&A

+ KoHconupauus nytemM CAUSIHWIA U NOrAOLLEHU C LIeSIbI0 YKPEnUTb KOHKYPEHTHble MO3MLIMKM KOMMaHUU 1 OTCTOATH CyLLeCTBYIOLLME
MO3NLMM NPY HAPACTAKOLLIEM MPUCYTCTBIM MeX yHapoaHbIx putennepos. MPAKTUYECKWIN MPUMEP poccuitckoit pO3HUUHOM CeTu:
JOCTUXXEHWe 3anfiaHMpOBaHHOIO POCTA 1 YCTONYMBOrO YPOBHS NMPUObINLHOCTY B13HECa 3a cHeT peanu3aumn 3 eKTUBHON

CchOKYCMPOBaHHOW CTpaTer1 pocTa Yepe3 CrUsSHWS U MOrfoLLeHns ?

+ Pa3BuTHe HOBbIX hopMaToB Yepe3 6usHec anbsaHcbl U M&A caenku. AHanu3 ycnelHbIX MOJesiel pa3BuTHS HOBbIX (hopMaToB
PO3HWYHOMN CETLIO C Lenbio 6oiee 3PMEKTUBHOMO YAO0BNETBOPEHMUS MOKYNATENbCKOro Crnpoca

+ OKcnaHcus Ha HOBble PbIHKM U YKpenseHue reorpaduyeckoro NpUcyTcTBUA Yepes CAUAHNA U nornoweHus. CnmsHus u nornoweHus
C CYLLECTBYIOLLMMY PErnoHasbHbIX CETSMMU UM MOCTPOMKA HOBbLIX Mara3vHOB B PErMOHE - YTO BIIUSIET HA PELLEHWE KPYMHbIX (eaepanbHbIX
ceTen 1 3anafiHbIx CeTen, BbIXOAALLUMX Ha PbIHOK, BbIGUPATH CIIMSHUSA U MOTTIOLLEHNS Kak Hambonee BbIrOAHYH0 Mofesb pocta?

+ OueHka (hMHaHCOBbIX MHBECTMLIMIA M NOTOKA YaCTHOr0 KanuTana B CEeKTope PO3HUYHOK TOprosan. MoryT fiv poccuickme u
ME>XAyHapoHble (DOHAbI CTaTb OCHOBHOW CUIOW KOHCONIMAMPYHOLLEN CeKTop B 6rvxKaiiiume 2-3 roga? Kakue cerMeHTbl pPO3HUYHOMO
PbIHKA NPVBIIEKAIOT HANBOJbLLNIA UHTEPEC CO CTOPOHbI PMHAHCOBbLIX MHBECTOPOB?:

+ PelueHue nHTerpauMoHHbIX 3afjay nocne cAesnoK NornoweHmns: Kak apdeKTMBHO pa3paboTartb CTpaTeruo MHTerpaumm 6usHeca,
KOTOpast NMO3BONSET MAKCUMasbHO peann3oBaTh NoTeHUMaN U YBENNYUTL CTOUMOCTb TOJBKO YTO CO3[aHHON KOMMaHUM

14:15 Bonpocbl 1 OTBETbI

14:30 Oben

15:30 Ceccuna 3: AHAJIMTUYECKUE OOKYC-TPYNIMbI no oTaenbHbIM cerMeHTaM pO3HMYHOIO CekTopa

Bropas nonosura NEPBOIO [HS 6ypeT pa3buta Ha 4eTbipe napasniesibHbIX MoToKa, KaKabIi U3 KOTOPbIX MPEAT0KUT rTyO0KuiA aHamm3 1
MHTEPaKTUBHbIE IUCKYCCHM O MiaHax 1 NepCrnekTnBax KOHKPETHOroO CerMeHTa po3Hn4Hou toprosam. Kaxaas ®@OKYC-IPYIIIA ripeactasut
CEpUI0 KOPOTKMX BbICTYIIEHMH, 38 KOTOPOU MOCAEAYHOT HEGOPMASIbHBIE AUCKYCCUM N MHTEPAKTUBHAST CECCHST BOMPOCOB U OTBETOB, A€
ayanTopus roslyYnT BOSMOXHOCTb BECTU AebaTbl HA ropsmne Tembl AHs. [eneratel MOryT CBOOOLHO NEpenBnratbCsl OT O4HOM CECenm K Apyrov

TOBAP! ,

e KOGMETIIKA, OAEXAA, OBYBb, [IPOAGBOJIb-

Al [TAPOIOMEPVA TOBAPBI AVIAGITOPTA ) CTBEHHBIE CETM
e NIOAPMALIEBTMKA | IETCKUE TOBAP /I CYIIEPMAPKETb!

VIIVIEBEIID

18:00 [ana KoktelnbHbii Mpuem

AOKNAAYUKU NMEPBOIO AHA:

Anekcanap ®epopos, Mpe3ngeHT, iukaa Opxuaes

Anekceii 3axapoB, [eHepanbHbii gupekTop, Xonuaein Knaccuk

Anekceii MweHUYHbIN, [eHepanbHbIn aupekTop, Beicwas nura

Anekceii Yyiikun, MNpe3naeHT, EBpoceTb

AnunHa Ckuba, Ctaplumii Buue-npeanaeHt, General Merchandising Manager,

Kopnopauus «Mmopus [xuHc»

+ Buranwii Mbinbuos, PykoBoauTens rpynmnbl NOTPEGUTENLCKNX TOBAPOB U
po3nnyHown Toprosmm no CHI, Ernst & Young

+ Bnagumup MenbHukoB, [eHepanbhbii [JupexTop, Kopnopauus «Mmopus
DKuHC»

+ Bnagucnas [0n10BKWH, Buue npesvaeHT no npojaXkam 1 MapKeTuHry,
Kopnopauus «Mmopus [xuHc»

« Teopruii JIaMuH, feHepanbHbiid Avpextop, Ton-KHura

« Teopruit Tpecunos, MNpesnaeHTt, MapTa XonauHr

«  [OumuTap Mewes., VicnonHuTenbHbIn aupexkTop, YneH npasnexvs, bunna
Poccus, vacte REWE Group

+  [AmuTpuii Tamypka, leHepanbHblii aupekTop, Tabep Tpeiia (CeTb Mara3wHoB
"Monpyxka")

[aeug Pua, Hesasucumbiii Mpeacenatens coseta avpekTopos, Tesco PLC,
Ynen npaenenus, Reed Elsevier Group plc v MNpencenatens npasnexns Kwik-
Fit Group

Enena EropoBa, lenepanbHbii gupexkTop, Pur Pur

Enena Kykon, [Jupextop no mapkeTuHry, AnTeyHas ceTb 36.6

Wropb Jla3apes, [eHepanbHblil aupekTop, CTapuk XoTTabbly

Uropb Mapbsw, leHepanbHbii avpektop, XoyM LieHTp

Kcenus PsicoBa, Mpe3ngeHT, Finn Flare

JleB Xacuc, [MaBHbIi MCMONHUTENbHBIN ApeKTOp, MpeacenaTens NpaBneHus,
X5 Retail Group N.V.

MapuHa KameHckasi, leHepanbHbii avpektop, ONIrya

Hartanbs 3arBo3auHa, 3aMecTUTeNb Ha4anbHUKa OTAeNa aHannaa akuui,
Renaissance Capital

Oner bonblyes, Mpeacepartens coBeTa aMpekTopos, Bectep

Oner CasaHos, VicnonuntenbHbii anpektop, AKOPT

Onbra LUenyayeHko, leHepanbHbii anpexkTop, Purna

CtaHucnae CkaukoB, [eHepanbHblil avpekTop 1 coBnagenel, KpacHbiii Ky6
TatbHa LLlocTuk, leHepanbHbii anpexTop, [lokTop CTonetos

Apuk bnoHpo, lexepansHbin anpekTop, MocmapT

3apeructpupyiTtechb Ao 18-ro sHeaps,
4YTOObI NONYYMTb CKMAKY «paHHel ntawku» — COKOHOMbBTE £200!




7-om exerogHbii popym NHcTtuTtyTa Agama CmuTa

POCCUNCKAA PO3HUYHASA TOPIroBJA

JlocTvKeHme NprbbINbHOrO POCTa U YCTOMUYNBOIO IMAEPCTBA Ha PbIHKe

31mapTa - 3 anpena 2008, MappuoTT pang OTtenb, MockBa

TOBAPbI AJ1d AOMA, PEMOHTA U MEBEJ1b

KakoBbl oxkugaeMble Temnbl pocTta B cektope DIY 1 kak foniro npoannTbest 6ypHbIM POCT PblHKA? AHANN3 KITHOUEBbIX
napaMeTpoB W TOProBbIX KOHLENUWA naepoB cerMeHTa. MporHo3bl pa3BuTins MexxayHapoaHbix ceTen Ha poccuickoM DIY pbiHke
Kak HanTu 6anaHc, obecneyvBatoLLmii ObICTPbIA POCT M YCTOWYMBOCTbL Bu3Heca? Monck HOBbIX U Hanbonee adheKTUBHBIX MOAENEN
pa3BuTus: ppaH4yan3uHr, M&A, opraHUYHbIA poCT.

KakoBbl TeHAeHUMM B pa3sutumn choopmatoB MarasnHos cektopa DIY. AHanu3 nepcnekTus crneumann3aunm v noTeHumanbHas
[OXOJHOCTb PasfinyHbIX CEKTOPOB pbiHKA DIY.

MepcnekTusbl 06beauHeHu DIY-onepaTopoB Ans peanu3auum COBMECTHbIX MPOEKTOB. [0TOB nv PbIHOK? Kak moBbICUTb
KanuTanusauuro busHeca nepef Hensbe>kHomn ha3on akTMBHOIO pasBuTus caenok M&A?

Kak nosbicuTb 3thheKTUBHOCTb GM3HEC NMPOLIECCOB U YAYULINTb YNPaBaseMocTb? AHanm3 ahheKTUBHbBIX TEXHOOMMI
MO3MLMOHMPOBAHNS Ha Pbike TOBAPOB A LJOMA U PEMOHTA

NoTpebutenbckme NPeanoyTeEHNs U MOTHBbI MOKYNKKU. MOXHO /i FOBOPUTL CEr0AHS O CErMeHTaumm cnpoca?

MpuHumMnbl 3chheKTUBHOrO MarasuHOCTPOeHUs. HoBble TpeHbl NOTPEOAEHNS U UX BAUSIHUE HA BbIOOP MECTOPACMONIOKEHMUE
marasuHoB DIY? OcobeHHocTv paboTbl DIY-onepatopoB B cOCTaBe TOProBbIX LIEHTPOB

KOCMETHUKA, NAPO®HOMEPUA N DAPMALIEBTUKA

KakoBbl 0CO6EHHOCTY ¥ TEHAEHUMM PA3BUTHS PbiHKA (hapMaLeBTUYECKMX TOBAPOB, KOCMETUKM 1 napdomepun? Kakon
JanbHeLLIniA pocT OXKnaaeTcs B cektope? Kakue akTopbl, NPEnsTCTBYOT PA3BUTUIO LIMBUIIM30BAHHOTO PO3HUYHOIO PbIHKA
napoMepPHO-KOCMETUYECKOW NPOAYKLMN?

Oco6eHHOCTM permoHanbHOM 9KCMAHCUU Kak CTOMMYHBIX, TaK U MECTHbIX NAP(HOMEPHO-KOCMETUHECKMNX ONEepaTopoB,
NpMoBpPETEHNE CETAMU hefiepalnbHOro craTtyca

KoHconugauus cektopa. Kakue coenkn M&A nnanvpytoTtes B 6nmkanwve 2 roga? Ctpaterum hefepanbHbiX TMAEPOB B
OTHOLLEHWW PETMOHASIBbHBIX CETEN; BOSMOXHOCTY W Yrpo3bl )15 ONEPATOPOB NOKasbHbIX PbIHKOB. [pUMepbI YCMELIHbIX anbsHCOB
MHOCTPaHHbIX CETEN C POCCUNCKUMU KOMMAHUSMK.

[vHamnka cermeHTaumm pbiHka. Kakue HULWIM NOSAABAAIOTCA AN BbIXOAA HOBbIX UFPOKOB? Pa3BuTUe HOBbIX KaHaNoOB Npoaax
1 hopMaToB TOProBsv NaprOMEPHO-KOCMETUHECKOW NPOAYKLMK: "Aporepn” 1 "KoHUenT-cTopbl” / "HuwweBble". Kakne dpopmaTbl
obecneyart cBepxObICTpble TEMMbI POCTA CEr0AHS U IMAEPCTBO Ha PbIHKE B OyayLlem?

0630p TeKyllei cUuTyaummn ¢ gucTpubyuuen papMaLeBTUHECKUX U KOCMETMYECKUX TOBapoB. Kak npasusibHO MOCTPOUTb
AMasnor Me>Xxay npou3BOAMTENSAMU W puTennepamn?

OAEXAA, ObYBb, TOBAPbLI 1J14 CIMMOPTA U AETCKWUE TOBAPbI

OueHka cermeHTa oaexxbl, 06yBu, CIOPTUBHbIX TOBAPOB M aKCECCyapoB - 06bEM ¥ TEMIbI POCTa PbIHKA, HACTOsLLME U ByayLimne
TEHAEHUMN, YPOBEHb KOHKYPEHLMM, aHan13 npeanoyTeHnii nokynarenein. B yem cneumduka poiHka? OCHOBHbIE NPo6eMbl
pa3BUTUSA ceTel MarasuHoOB OAEXAbI

Korpa HayHeTCsl KOHCONMAALUUA ceKTopa v yBUAWM M Mbl YEPE3 HECKOJBbKO NMET Ha PbiHKE 0TEYECTBEHHbIE OEXKHbIE CETH,
aHanorn4yHble no MacluTaby NnpoayKToBbIM?

Kakon dpopmat marasmHa Hambornee ycnelleH cerogHsi. MepcnekTuBbl pa3BuTus hopmaTa runepMapkeT B CerMeHTe oAeabl.
SBnseTcs nu NnpyMeHeHWe cucTeM paHyaravHra apekTUBHOM CTpaTermei ans BbIXo4a Ha pervoHanbHbIe PbIHKN?

Kakue cTpaterum npuMeHsitoT BefyLLme Urpoku No YynpaBieHnio U 0OHOBJIEHUIO aCCOPTUMEHTA, peann3alun U3JIULIKOB,
CE30HHOCTU U pacnpoaaxe ToBapos?

Kakue cermeHTbl pbiHKa UMEKT HanbombLUMiA MOTEHLMAN — CPEAHUI, SKOHOM-KNACC, aNMTHas OAeXAa, My>KcKasi, dXeHckasl, AeTcKas,
cnopTuBHas ofexaa? B kakux Huwax oxuaaeTcs MecTo Ansg pocta? MoyeMy An3ainH ofekabl, OPUEHTUPOBAHHBIA HAa MAcCOBOr0
noTpebuTens, B Poccun Bee elle HeJoCTaToMHO pa3BuT? KakoBbl NEPCNEKTVBLI CO3AaHNS OAEX bl C YaCTHOW MapKOW CETEBbLIMMU
UrpoKaMu 1 Co3AaHue HOBbIX OPAHAOB C UCMONb30BAHNEM MMEH 3HAMEHWUTOCTEN W U3BECTHBIX CMIOPTCMEHOB?

WHHOBauuu B oopMsieHUm, NiaHMpoBKe 1 cepBuce. Kakne MapKeTUHIOBbIE CTpaTernn SBstoTCs Hambonee adpeKTUBHbIMU
ans cermenTa? Novemy cucTeMa CKMAOK y>Ke He SIBASeTCs Nyyllym crocoboM NpyBReYeHns nokynatenen?

KakoBbl MepcneKkTMBbI POCCUMCKMX KOMMAHWIA BbIXOAA HA MEXKAYHAPOAHbIE PbIHKM 1 pbiHKM CHI™?

NMPOAOBOJIbCTBEHHbLIE CETU U CYMNEPMAPKETDI

[HanbHenwas koHconmaaumns. OCO6eHHOCTM BTOPOI BOSHbI CAEMOK Ha pbiHke M&A B NpoLyKTOBOW po3Huue. Asngtotcs im M&A
OCHOBHOW 6M3HeC MOAENbI0 Pa3BUTUSA, NO3BONSIHOLLEN COXPAHUTB BbICOKVE TEMbI POCTA CETSAMM - NIAepaMu (heAepaibHOro pbiHKa.
AHanu3 cnusHuiA CeTein CPeAHEro SLeNoHa: CTpaTernyeckue NepenekTuBbl U OMHAHCOBBIE MOLENW NMOCNEYOLLEro pasBuTHs.
KakoBbl BO3MOXXHOCTM pa3BUTUS perMoHanbHbIX UrPOKOB A0 (peaepanbHbIX MacluTaboB? [epcnekTBHbIE CTpaTerm
B3aMMOLENCTBUS NIOKanbHbIX 1 hefepalbHbIX TMAEPOB

ToBapbl nof cob6cTBEHHON TOproBoi Mapkoii (Private Label). KakoBbl npo6iembl pa3suTvs TOBapoB C YacTHOW Mapkon? Kak
crhenatb ToBapbl C YaCTHOM MapKoW NpuBReKaTeslbHbIMU 1 y3HaBaeMbIMu AN1st NoKynaTens? Hackonbko NepcrneKkTUBEH BbiMyck
TOBApPOB CPEAHEr0 M NPEMUAbHOr0 LIEHOBOIO CErMeHTa ¢ YacTHOW Mapko B Poccun cerogHa?

PasBuTtune chopMaToB TOProBbIX ceTei. Huwesble ctpaternn. Cneunanu3aums Ha TOBapHOW KaTeropum V.s. cerMeHTaums Ha
nokynaresie: BO3MOXHOCTY W NEPCNeKTUBbI Pa3NYHbIX KOHLENLMA.

B3anmooTHoOLWEHUSA NPOAOBOJIbCTBEHHbIX CETEl C POCCUNCKUMU NPOU3BOAUTENSAMM: rOTOBbI I MPOU3BOANTENN paboTaTh B
hopmate TpeboBaHWiA, NPeAbABNSEMbIX UM CeTAMU? Kak BANSET NOSBSIEHNE KPYMHbLIX CETEN B PErvoHax Ha NpeanovTeHus
NPOV3BOAMTESIEN 1 NOCTABLUMKOB B BblbOpe ceTU-napTHepa?

Pa3BuTue u npobnemMbl hpaHyansnHra. Kakue HoBble hopMaThbl NpeasiaraloT NpoAyKTOBbIE pUTENNEPbI ANs dhpaHyansunHra?
Hackornbko Benvka posib hpaHyainsunHra B passutium cetv. B yem npenmyLiecTsa u HefocTaTKu NpuobpeTeHns opaHyananHra
henepanbHON U pernoHasbHoOM ceTn?

MocnepHioo uHpopmauuio o aoknagumkax dopyma,
CMOTpUTe Ha BebcTpaHuue www.russianretailforum.com

AOKNAOQYNKWN:

Makcum HoroTkos
[Mpe3npeHT
lpynna komnaxuit CBA3HON

Cranucnas CkaykoB
[eHepanbHbIN vpeKkTop u
cosnanernew

KpacHbiin Ky6

Anekceil 3axapoB
[eHepanbHbI AMpeKTop
Xonupen Knaccuk

Hatanbs 3arBo3gunHa
3amecTuTenb HavanbHuKa
oTAena aHanuaa akuui
Renaissance Capital

Enena EropoBa
[eHepanbHbIN AMpeKTop
Pur Pur

TaTtbHa LocTuk
[eHepanbHbIA AMpeKTop
Doktop CtonetoB

Enena Kykon
[npekTop no MapkeTuHry
AnTeyHas ceTb 36.6

Auxppeii Xononos
[MpesnpeHT
'K «Anekc — PocToB»

KceHus PscoBa
[Mpe3npeHT
Finn Flare

MapuHa KameHckas
[eHepanbHbIA AMPeKTop
oniryan

Butanuii MbinbLos
PykoBoavTenb rpynnbi
noTPE6UTENLCKIX TOBAPOB U
PO3HWYHOI Toprosnm no CHI"
Ernst & Young

Oner CasaHoB
VcnonHuTEnbHbI AMPEKTOp
AKOPT

13



AOKNALYNKMN:

Popxep CTannu

Pykosoantens Mpynnbl GopeHank —
(hMHaHCOBbIE paccneoBaHus B
LleHTpansHol 1 BocTouHoi EBpone
1 cTpaHax CHI"
PricewaterhouseCoopers

CeeTnaHa ®pupeHbepr
[eHepanbHbIN AMpeKTop
CeTy KHXKHBIX MarasuHoB
Byk6epu

Anekcangp CepervH
PykoBoauTenb rpynmbi
pasBuTUs GusHeca
EauHasa EBpona-XonguHr

Unba OcTpoBCKMiA
Kommepuyeckui aupextop
Polaris

Mapusa Xne6opaposa
[MpeKkTop no MapKeTUHry
Crapuk XoTTabbIy

AnpuaH bekk
[enapTameHT no KpUMUHOMOr K
University of Leicester, UK

Jlio6oBb Kenbbax
MeHempxep no ynpaeneHunto
TOBApHbIMM rpynnamu

B KaHanax npofax

Nestle

Hukuta BonkoB
[MpexTop No MapKeTUHry
¥ Npofaxam

[leka

Enena bysHoBa
HavuuoHanbHbIi
KaTEeropuitHbIA MeHeIKEP
Danone

15:00

CopepxxaHue MacTep-knacca:

1. KaTeropuiiHblii MEHeKMEHT — o6Lue Lenm

U NpUHUUNbI

2. OCHOBHbIE 3Tanbl KaTeropuiHOro

MeHeKMeHTa

- Onpepenexve KaTteropuu

- Ponu kateropuu
« OLleHKa KaTeropum
- Llenu kaTeropumn

- CTpaTerum Kateropum

- TakTuka KaTeropum

- BHeapeHuve nnaHa aeicTBui

« AHanu3 KaTteropuu

7-om exerogHbii dopym MHcTuTyTa Agama CmuTa

POCCUNCKAA PO3HUYHASA TOPIrOoBJIA o_/

[locTKeHre NprbbINbHOrO POCTa U YCTOMUMBOIO NMAEPCTBA Ha PbIHKe

31mapta - 3 anpensa 2008, MappuoTT pang Otenb, Mocksa

OCHOBHAS KOH®EPEHUWA, IEHb BTOPOW: cpepa 2 anpens 2008r.

08:45 Peructpaums 1 Koche Y1pom BTOPOrO AHS, OyAyT NPOBEAEHb! ABA NAPAaIEesbHbIX MOTOKA, GOOKYCOM 0OCYKLEHMS KOTOPbIX

10:00 BctynutenbHoe cnoBo npeaceaatens

CTaHeT aHalin3d MapKeTuHIroBbIXx n oriepaynoHHbIX 3ajga4, CTosLMX rnepes PO3HNYHbIMY KOMINaHUsMU

CerofHs1. At ceccum npesCcTaBsIT HOBbIe MHTEDAKTUBHbIE (hOPMATbI, Takme Kak MacTep-Kacc 1 Work-
shop. Leneratbi MoryT cBOOOAHO NEPEABAraTbCS U3  OFHOMO NOTOKA B APYrOA.

MOTOK A: CO3AAHUE KJIUEHTO-

OPUEHTUPOBAHHOW CTPATEI MU

10:10 Ceccms 4A: YnpaBneHue nosnbHOCTBIO U
OTHOLLEHNSIMU C KJIMEeHTaMU

+  AHanu3 cyLLecTBYHOLMX 1 ByayLiMe TEHAEHUMM, BANSIOWME Ha
MOKynaTeNbCKoe NMOBEAEHUE U MPUHSTUE PELLEHNE O MOKYMKE — YTO XOUeT
COBPEMEHHbI MOKYMaTenb 1 rAe KPOKTCH BO3MOXHOCTH st PA3BUTHS
Bawero 6usHeca?

+ Kak cTparternyecku CriaHMpoBaTh MapKeTUHIOBYHO KaMMaHwio, UCMOIb3ys
CyLLECTBYIOLLME MEANA KaHasbl M BOSMOXHOCTM - 3HaeTe N Bbl, Kakyo YacTb
MapKeTWHroBOro 6rofkeTa v Ha YTo Hambosee LienecoobpasHo NoTpaTUTL?
Bonpocb! oueHKn achheKTUBHOCTM U OTAAYM MHBECTULIMIA B MapKeTUHI?

+ Co3spaHue po3HMyHOro 6peHaa — Kak co3path BbICOKO KA4ECTBEHHbIN,
YHUKanbHbI 6PEHS B POCCUINCKOW PO3HMLE?

+ JlosinbHOCTb M yAep)KaHue KnueHToB. Kak CTUMynuMpoBaTth 0SNIbHOCTb
nokynaTens Yepes cosfaHne apdeKTUBHbIX NPOrpaMmM JIOSAILHOCTN?
MHTerpauns nosnbHOCTU KNMeHToB ¢ cuctemamn CRM: kak BaxkHa
ahhekTMBHAS 06paTHas CBA3b C MOKyNnaTeNsaMu AN yKPenseHns nos3numum
KOMMaHWW Ha pbiHke? Kak noBbICMTb NPUObINBHOCTL PaboThbl CETU Yepe3
3(PPEeKTUBHYIO CErMEHTaLMIO KITMEHTOB 1 6onee CHOKYCUPOBAHHOE Ha
KOHKPETHBIX rpynnax npeanoxeHus Tosapos?

+  CoOTBETCTBYHOT JI YPOBEHb MPEAOCTABIIEHNS YCAyT NEPCOHasIOM BaLumm
oxuaaHmam? Kak noBbICKTb YPOBEHb NoKasaTenei MPOLAXK U YOOBNETBOPEHHOCTb
KIVEHTOB, WCMONb3y$ MPOrPamMMy «TalHCTBEHHBIN MOKYNaTeslb»

11:20 Bonpocbl 1 0TBETHI

11:30 MepepbiB Ans obLieHns u Kode

12:20 Ceccmsa 5A: peKTMBHOE ynpaBneHue
MepPonpUATUAMMU NO CTUMYUPOBAHUIO NPOAAXK

MapkeTuHr B MarasuHax U nposefieHne HeLleHOBbIX MEpPONpUATHIA No

CTUMYNUPOBAHMIO NPOAAXK

+  AHanu3 Toro, Kakve anemMeHTbl OPOPMIIEHUS 1 TEXHONOMMM Hanbonee
3HAYMTENbHO BAMSIOT Ha PELLeHMs, CoBepLLaeMble NOKynaTensmMu B TOUKe
npogax (POS) ohopMneHns 1 TEXHONOrnK

 Cozpanure CTUMYNMpYHOLLIE K MOKyrke atMocdepb! B MarasvHax. Kak moryt
LMcpoBble TEXHOMOMWKM, PAaMo M BUAEO 060PYAOBaHMe B MarasvHax
CTUMYNMPOBATb MOKYNATENbCKUIA MHTEPEC W MOBAMSTL HA MPUObINL OT NPOAAXK?

+ Kak BblienuTb Baww 6peHa B MHOro MPOAYKTOBOW PO3HULIE - aHANN3 PO
yNaKoBKW B NpeACTaBneHNy ToBapa 1nv 6peHaa Ha PO3HUYHOW MOMKeE.

+ BwusyanbHoe odopmneHue mMarasmHa u MepYeHAAN3UHT - KakK
HaunyyLwM 06pa3oM nokasaTtb ToBap NokynaTento u ahhexTMBHO
NPeACTaBUTb €ro Ha aucnnee?

Ctpateruv LeHoobpa3oBaH1s 1 pacnpoja)kun

+ KakoBa ponb ahheKTVBHOro LIEHO06Pa30BaHNs B JOCTUXXEHNUN
KOHKPETHbIX Lenen n pO3HMYHOW cTpaTterny kKoMmnaHun. Kak BivsiioT Ha
LleHoobpasoBaHune Takme (hakTopbl Kak NOTPEOUTENbCKUE NPELNnOYTEHNS,
YPOBEHb KOHKYPEHLMW, YCIOBUS, NpeaiaraeMble NPOM3BOANTENSMK 1 MP.
Ha LeHOBbIE peLleHns?

+ CyulecTByeT 1 Takoe SBMEHME Kak MOKynaTenbekas nosibHOCTb UK LieHa
ABNAETCH €AMHCTBEHHBIM (HaKTOPOM, KOTOPbIN BAMSIET HA PELLEHNS
nokynatenein? AHannu3 OCHOBHbIX MPUYMH U 3a[ad, KOTOPbIE AOMKHbI
peLaTtb pacnpofaxu - Kak pacnpofaku BAMAKT Ha [OXOAbl PUTENNEPOB,
YPOBEHb 3amacoB 1 NPOABUXeHWe 6peHaa

lNocnepnve naTb net B Poccumn pacteT pbIHOK OpraHn3oBaHHoro puteiina: B 2007 r. ero
[0N9 COCTaBNSIET OKOJO TPETU O6LLEr0 PO3HMYHOMO PbiHKA MPOAYKTOB nuTaHus. CeTeBbiM
KOMMaHUAM NMPUX0AMTCS paboTaTh B XKECTKON KOHKYPEHTHON cpefie, TpebytoLLen
NOALEepP>XaHns BbICOKMX TEMMOB pocTa. OCyLLleCTBJ'IﬂeTCﬂ aKTBHasA TeppuTopuanbHas
9KCNaHCus: CTONNYHbIE CETU NOYT B PETNOHbI, a PErMOHANbHbIE UTPOKKN CTPEMATCA K
HaumoHansHoMmy nnaepcTsy. Oaep>xaTb BepX HaA KOHKYpeHTamm B 60pbbe 3a NosinbHOCTb
CyLLECTBYHOLUNX n0KynaTenel7| ¥ npusfieyeHe HOBbIX MOMOXET Ka4YeCTBEHHbIN ACCOPTUMEHT.
YyacTHuku MacTep-knacca Roland Berger Strategy Consultants 03HakoMSTCSi ¢ OCHOBHbIMM
npuHUunamn n MeToaamun KaTel'OpVIﬁHOFO MeHe>KMeHTa — NnepeaoBoro Metona
ynpasnieHust aCCOPTUMEHTOM. BonbLIMHCTBO Mara3nHoB ynpasnsaT 0TAESIbHbIMU
TOBapamu, He paccMaTpuBasi KaTeropuu B LIEJIOM U He pacnosiarad MexaHu3mamn
I'IO,U,OGHOFO ynpasJieHus, B TO BpeMsA KakK UMEHHO LIEJIOCTHOE ynpaBlieHNe KaTeropusamu
Nno3BONIAET MarasuHy 6bITb MaKCMMarnbHO npusnekaTesnbHbIM ANA NOKynaTens. Ho kak

MOTOK B: COBEPLLEHCTBOBAHUE YPOBHS{
PABOTbI B MATASUHAX CETU

11:20 Ceccus 4b: CHMKeHUe n3gepxex u
noBbiwweHue achPeKTUBHOCTHU PaboThbI C
MoKynaTensMu, Yepes CBOEBpeMeHHOe
nononHeHwe nonok u ynpasneHue Out of
Stocks

+  ucTpmbyums n ynpasneHue ToBapoM Ha nosnkax — Kax achcpexTmsHO
ynpaensTh NPOLIECCOM MPOrHO3MPOBaHMs crpoca B MaraanHax? Kak
rapaHT1POBaTh Ha/IMYME TOBAPA Ha MOSKaX U CHU3UTL TOBaPHbIE
ocTatku, uHTerpupyst CRM B crctemy nnaHupoBaqus

+ Bonpocbl Hanuuus ToBapos Ha nonkax (Out-of-Stock and On-
Shelf Availability). Kak npenckasats u ynpasnsats Out-of-Stock?
Onpepenexne NpyUynH, NO KOTOPbIM BO3HWKAET OTCYTCTBME TOBapa
Ha nonkax 1 nocTpoeHne 3apheKTUBHON CTPATErK NO3BONSIOLLIEN
peLwnTb BbiSiBNIEHHbIE Npobnembl. OLeHKa CyLLEeCTBYIOLLEro ypoBHS
06Cny>KnBaHus: Kak adhdexTBHO MHOPMUPOBATL MoKynaTenen 06
anbTepHaTUBHbIX MPOAYKTAaX UMEIOLLNXCS B HANUYNN 1
npepnaraembix B MarasuHe?

+ [ononHeHne ToBapoB Ha nosnke. Y710 npenarcreyet
CBOEBPEMEHHOMY MOMOJIHEHUIO TOBAPOB Ha nosikax? Kakue
hakTopb! [OMKHBI ObITb Y4TEHbI MPK Pa3paboTke cTpaTernu
MOMOJIHEHWNS TOBAPHOW MOJSIKN?

* AHanu3 TOro HacKoJbKO BMIMAET HA NoKasaTenu NpoAax npoaykra
Be/IM4YMHA MECTA, BbIAENEHHOrO ANS ero BbIKNAAKK, Ha NPOAYKTOBOM
nonke. MnaHupoBaHue U ONTUMN3ALIUA TOProBOro
NPOCTPaHCTBA: KaK PeLUNTb, YTO BbICTABUTL HA MOJIKY 1 CKOJIbKO
BbIAENUTb MECTA N1 KaXKAO0W U3 KaTeropui

11:20 Bonpocb! 1 0TBETHI

11:30 MepepbiB Ans obLeHns u Kode

12:20 Ceceust 56: MPAKTUYECKUIN CEMMHAP no
npeaoTBpalleHunio NoTepb u 6e3onacHOCTH
B pO3HV|‘-|HOV| CeTWU rpv nosaep> ke  PRICEWATRHOUSE(COPERS [

+ Ananus 3apad, CTosLmMX nepes puteinnepamm npu NpUMEHeHun
nporpamMM no npefoTBpaLLeHnio noteps. MPAKTUYECKUN
MNMPUMEP: npepoTBpalieHue yobITKoB nyTéM acheKTUBHOro
KOHTPOJA TOBapHO-MaTepuanbHbIX 3anacoB, MarasuHHoro 1
YMakoBOYHOIO BOPOBCTBA, 1 KPaXK, COBEPLUEHHBIMU Cy XaLmmm

+ Pab6ota no npefoTBpaLieHnIo KpaXxx paboTHUKaMK: kak 3hHeKTUBHO
YMpaBfsiTb HAMYHbLIM ¥ TOBAPHbIM MOTOKOM B Baluen cetn?

+ PelweHune BonpocoB 6e30nacHOCTH, BOPOBCTBA B Mara3uHax u
KpaXx ToBapa u3 ynakoBKWU. AHANN3 JyHLIMX NPaKTUHECKUX
MPUMEPOB CO3JaHNst KOMNAaHWEN KAYECTBEHHOW 1 O4EBUAHOM ANs
nokynaTenei v COTPYAHWKOB CUCTEMbI 6€30MacHOCTM 1
NPefoTBpaLLEHNS KpaXx

« 0630p cyLiecTBYIOLMX TEXHONOMMIA N METOLI0B NPEAOTBPALLEHNS
noTepb 3anacoBs. IHTerpaumns TEXHU4ECKUX MHHOBALMIA Ans
CHWXXEHUS YObITKOB 1 BO3MOXHOCTM ANt BOPOBCTBA B MpoLiecce
MOCTaBOK M TPAHCMOPTUPOBKM TOBapa OT MOCTAaBLUMKOB

13:30 Bonpocbl U 0TBETHI
13:40 O6ep

Peruna LLIMuaT paboTaeT B MroHxeHCKoM oduce Roland
Berger Strategy Consultants, B 3kcnepTHOM LIEHTpe
- «[oTpebuTensckue ToBapbl M PO3HUYHAsS TOProBAs».Pernta
* __ LLmnat obnagaet 10-neTHUM OMbITOM PaGoThl B
CTPaTErnyeckoM KOHCaNTUHIe U ABNSIETCS 9KCNepTOM B
{ I 0651acTy KOpropaTuBHbIX CTPATErvin, yrpasfieHns OpeHaoM,
alf cTpaTeruin Npoaaxk 1 GU3HeC-NNaHMPOBaHMS.
Onbra CarmpoBa BO3rnaBisieT HanpasiexHne
"MoTpebutenbekue ToBapb! M PO3HNYHAS TOProBns" B
mockoBckoM ochuce Roland Berger Strategy Consultants.
Onbra CarvpoBa o6nagfaet 10-neTHUM OnbITOM paboTsl B
CTPaTernveckom KOHcanTuHre, cneumanuavpyscs B
0651acTV MapKETUHra U BaXKHENLLMX BOMPOCAX ynpaBieHns

3. BHellHne 1 BHyTpeHHMe NpeAnoCbINKK Ans €034aTb ONTUMASbHYIO aCCOPTUMEHTHYHO MaTpuLy? Kakue kateropuu JOMmKeH BKOYaThb B KOMMNaHe¥i.
BHeIpeHNs1 KaTeropuiHoro MeHeXXMeHTa cebst accopTumMeHT? Kak onpeaennTb, Kakue Kateropuy NpMHLUMNMAnbHO BaXKHbI, @ Kakve
b areropuitor weementa NaPoK v OpBOBaIA SCCopTINOTaT K Uonyo MOmATINY HE0DKON CaeTnaHa Ipalixs y-CTeyST B TROSKIS ATA KpyTHBi
5. MpakTnyeckne npuMepb! ynpasneHus peanu3oBbIBaTh? Kak 4acTo Heo6X0AMMO NPOBOAMTL MPOMOAKLMM MO KATErOpUsM 1 e s O
. KaTeropusMu B COOTBETCTBUMU C NpUHLMNAMU TOBapHbLIM rpynnaM? Kak Pa3MeCTUTb TOBApbI Ha NoJIKe 4TO6bI npusneyb Lienesoro ﬂOTpeﬁMTeJ’IbCKMX TOBAPOB ¥ POSHHHON TOProB/Iv &
KaTeropuinHOro MeHeKMeHTa nokynartensi? Mactep knacc npu3saH nomMoub y'-IaCTHVIKE;M pbIHKA B MOWUCKE ONTUMaNbHbIX Sl AR S T L LN
) ONTUMM3aLUM 6U3HEC-MPOLIECCOB.
6. Bonpocbl 1 oTBeThHI OTBETOB Ha 3TW U Jpyrie BOMPOChI.

npu nopsepxe Rolantd Berger

Strategy Consultants

CUHXPOHHbI nepesoA 6yaeT npeAocTaBsieH Ha arIMMCKOM M PYCCKOM A3blKax
14 Ha NpoTsXeHun Bcero opyma



7-om exerogHbii popym NHcTtuTtyTa Agama CmuTa

POCCUNCKAA PO3HUYHASA TOPIroBJA

JlocTvKeHme NprbbINbHOrO POCTa U YCTOMUYNBOIO IMAEPCTBA Ha PbIHKe

31mapTa - 3 anpena 2008, MappuoTT pang OTtenb, MockBa

OCHOBHAA KOH®EPEHLUWSA, AEHb TPETUN
yeTtBepr 3 anpensa 2008r.

08:45 Peructpaums n koge

10:00 BctynuTtensHoe cnoBo npepcenarens

10:10 Ceccua 6: YnpaBneHue HeABUXUMOCTbIO r N

11:20 Bonpocbl 1 0TBETHI .

11:30 MepepbiB Ans obweHus u kogde

12:00 Ceccmnsa 7: UICTOYHMKM (hMHAHCMPOBAHUA POCCUIMCKOrO CeKTopa
PO3HUYHOW TOProBAY

KnioueBasi npeseHTauus — B3rnsg aesesnonepa Ha 6yaywme nonynsipHble U MeHee “NMPOBJIEMbI CEKTOPA
nonynsipHble MecTa pacnosioXeHUsi Mara3uHOB 1 TOProBbIX MIOLLAAE HEABWXUMOCTW™:

Mcnonb3oBaHne noTeHumMana akTMBOB HeABMXXMMOCTY Tpynbl. OLEHKa CyLLECTBYHOLETO
NOPTCENst HEBMKMMOCTY PUTEINIEPOB; KaK YNPaBASIOT pUTeiinepbl cBouMm akTusamu | * [1POONEMBI C NOMCKOM NOAXOASAILVX

HeABMXNMOCTHN? 3eMeJibHbIX Y4acTKOB — BOJIbLLMHCTBO He
CTponTenbcTBO COGCTBEHHbIX Mara3uHOB B peroHax Uiv apeHaa ToproBbIX 06paboTaHbl 1 CIMLIKOM I0porue
nnowaaen: Kak HanTy NPaBuUbHbIA 6aNaHCc U OMPefeNiNTb KPUTEPUN OLEHKN KaXK oW 13 * HepasBuTas MH(PACTPYKTYpa, BbICOKME

anstepHaTMB? Kakwe CyLLecTBYHOT CTpaTerum NpuoBGpeTEHNs HEABUXKMMOCTH, LieHbl Ha COBCTBEHHOCTb

NPYMEHSIEMbIE PUTENNEPAMM B PETVOHAX - @HANU3 CTOMMOCTM U Hannumns MOAX0AsLLEN + CNOXHOCTM Mpu NoNy4eHnM paspeLLeHns
TOProBOW HEBMXXMMOCTY B PErMOHax Ha NnaHpoBKY ropoaoB — HesiCHbIe

Kak BbibpaTb onTUManbHbIi Ans Bawero 6u3Heca TOpro.blii LIEHTP - Kakve hakTopbl npasuna

HEo06X0MMO Y4eCTb? * YcTapeBsluve npoueaypbi

AKUEeHT Ha noKynaTtese U Av3aiiHe MarasuHa. Kak co3fatb yHuKanbHyto atMocdepy, + OtcyTcBuMe KBAMMULMPOBAHHBIX

CTUMYTIMPYHOLLYHO MMMYNICUBHBIE MOKYMKM CO CTOPOHbI Nokynatens? MPAKTUYECKIN MNaHMPOBLLMKOB ¥ CTPOUTENe#
NMPUMEP + OTcyTCBME HEOOXOANMBIX YCIYT B

CEKTOPE HEeLBMXXMMOCTY
HanoroBble 1 nnaTéxHble NPOLECCHI
OT/IMYAOTCS OT 3anafHbIX U ABNSHOTCS
HecTabunbHbIMU

0. fipBu, Kesko Corporation
"®opyM POCCHIACKOW PO3HNYHOW ToproBnu'
lMpvBneyeHe CpeacTB Anst o6ecneveHuns pocta 6raHeca: Kakue CyLLecTBYOT MOAesM 27 mapTa, 20071

(hMHAHCUPOBaHMS PO3HMYHBIX KoMnaHuin? NPAKTUYECKUIA NMPUMEP: Bbi6op nyTeit J
MO6UM3aLMK (OMHAHCOBbIX UCTOYHWKOB: Kak OMPEeAEnUTh, Kakon (oHAHCOBbIN MHCTPYMEHT 60JbLUE MOAXOAMT ANs LOCTUXEHMS Lenei Bawwen
KOMMaHum?

OcTtaHeTtca nu IPO TeHAeHUMENH pOCCMIACKOrO CEKTOpa PO3HWYHOW TOProBM B Bnmpkaniume 2-3 roaa, v 0T Yero aTo 3aBucnT?

BaHKoBCKUe KpeaMUTbl Kak UCTOYHWK KanuTana: Kakyto posib UrparoT poCcCuiicKMe 1 3anafHble 6aHKu B ovHaHCMPOBaHUM pocTa cektopa?
[onroBble MHCTPYMEHTbI UK paboTa Ha pblHKaX KanuTana — Kakue OCHOBHbIEe hakTOpbl HAA0 YYECTb MPU OLEHKE KaXKA0M 13
anstepHaTue?

Mcnonb3oBaHue cTpaTermyeckux UHBECTOPOB ANs (hMHAHCUPOBAHUA POCTA W PA3BUTMS PO3HWUYHBIX CETEN — CTUMYNMPYET fn
MONIOXUTENbHAsA AMHAMMKA CEKTOPA CNPOC (OMHAHCOBLIX MHBECTOPOB HA POCCUICKME aKummn?

Ponb MexxayHapoaHbIX (hMHAHCOBbLIX UHCTUTYTOB B (OMHAHCMPOBAHUM POCTA M PA3BUTUS PO3HUYHbIX CETEN; 0630p HEAABHO 3aBEPLLEHHBIX
yCrELLHbIX MPOEKTOB

13:20 Bonpocb! 1 0TBETHI
13:30 O6en

15:00 Ceccus 8: YnpaBneHue nepcoHanom

[popomKaroT N KOMNaHUM PO3HNYHON TOPrOBIM CTANKMBATLCS CO CAIOKHOCTBIO Nofbopa kBanuduumpoBaHHoOro nepcoHana? Css3aHo
N 3TO C OrPaHNYEHHbBIM KOSIMYECTBOM KBANIMOULMPOBAHHBIX KAZIPOB WM C TEM, YTO NEPCOHAN U KaHAMAATbI NEPEXOAAT B Apyrue cextopa?
PaccmoTpeHue p1cKOB, CBA3aHHbIX C MOAGOPOM KafpoB v HEPA3BMTON NONIMTUKON yNpaBieHns NepcoHanoM. Hackomnbko cepbE3Ha
npobrema Helo6pOCOBECTHOCTYH CiyXXaLLmx/obMaHa/kpaxx nepcoHanom B Poccum cerofiHs? YT1o Heo6xoaMMo caenatb, 4Tobbl pazpaboTarb
3(PheKTMBHbIN npoLecc oTéopa?

Kak acpchekTnBHO 06ecneymTb NOHMMaHWe NepcoHanoM KoprnopaTUBHOM CTPATErnu 1 BRaieHne 3HaHUAMU, HEOOXOAUMbIMU ANs
YCMELLHOroO pa3peLLleHunst BOMPOCOB, CBA3aHHbIX C MPEAOCTABIEHNEM NPOAYKLMW 1 YCIyr KIeHTam?

AHanu3 feHeXHbIX 1 He AeHeXHbIX MEeTOA0B MOOLLPEHUs N MOTUBALMM PaboTHUKOB. PaspelleHne Npobnembl TEKy4eCTU KaapoB 1
yaep>KaHust iepcoHana. 3apnnara, KoMucensi, 60HyCbI 1 Ipyrie COeACTBA MOOLLPEHMS — KaK HanTI NpaBuiibHbIi 6anaHc. MPAKTUYECKNIA
MPUMEP: paspaboTka athheKTMBHON CTpaTermm BO3HArpaXk AeHMs 1 NooLLpeHui

16:30 Bonpocb! 1 0TBETHI

16:40 3aknounTeNnbHOE CNI0BO NpeaceaaTens

17:00 3aKpbITHE hopyma

OOKJIAAYNKKU BTOPOIO AHA:
AOKJIAAYUNKU TPETBEIO [iHA:
+ Bnapumup KapHayxos, Mpeacepatens Coseta [Qupextopos, CeabMoi
KoHTUHEHT - Anekceii Kypau, 3amecTutenb reHepanbHoro AMpekTopa, pykoBoauTemb
» Anekcanpap Ceperut, PykosoanTens rpynnel pa3sutvs 6usHeca, EauHas PUHAHCOBO-MHBECTULIMOHHOTO KoMMnekca, leTckuii Mup - LieHTp

AOKNAOQYNKWN:

AHTOH TuTOB
/icnonHUTENbHbIN ANPEKTOP
06yBb Poccuu

Anekceit Kypay
3amecTuTeNb reHepansHoro
[MPEKTOpa, PyKOBOAUTESb
(PMHAHCOBO-MHBECTULIMOHHOMO
Kommnekca

DeTckuit Mup - LieHTp

[leHuc Hosukos
[MpekTop no MHBECTULMAM
lpynna komnaxui

benas [lava

Maiikn BbépknyHa
[MpeKkTop no HeABMXMMOCTH
Kactopama PYC

TatbsiHa KoxeBHUKOBa
HR-avpexTop
METRO Cash&Carry Russia

WpuHa bepnusosa
HR-avpexTop

1 YneH npasnexus
JleHTa

Jles Llykepmax
Kommepueckuit aupexkTop
Xoym CeHTep3

Anppeii Opexos
[eHepanbHbIii AUpeKTop
MusecTKuHollpoekT

lanuHa CepoBa
HR-avpexTop
Komnanus "MUP"

EBpona-XonauHr

Unbsa Tumuerko, TeHepanbHbiii aupekTop, Benbiii Betep LM®POBOW
Mapus Xne6opaaposa, [ivpekTop no MapkeTuHry, Ctapuk XoTTabbly
CseTnaHa ®puaeHbepr, leHepanbHblid AMpekTop, CeTn KHUXHbIX
MmarasuHos byk6epu

Jllo6oBb Kenbbax, MeHeaxep no ynpaeneHuto TOBapHbIMU rpynnamm B
KaHanax npopax, Nestle

Hartanbs ApaoHckas, [npexktop no Mapketury, JleHTa

AppumaH Bekk, [lenaptameHT no kpumuHonoruu, University of Leicester, UK
Makcum HoroTkoB, MNpesunaeHT, Npynna komnaHuii CesasHoi

Enena bysHoBa, HauroranbHbIn KateropuitHbii Menexep, Danone
Wnbs OcTpoBckuid, Kommepyeckuii ampekTop, Polaris

Hukuta Bonkos, [InpekTop no MapkeTuHry 1 npoaakam, [leka
Pomxep Ctannu, Pykosoantens Mpynnbl QopeH3nk — hrHaHCcoBbIe
paccnenosanus B LienTpanbHoi n BoctouHon Espone n ctpanax CHI,
PricewaterhouseCoopers

Axppeit OpexoB, leHepanbHblid aupekTop, MHBecTKnHolpoekT
AHTOH TuToB, VcnonHutensHbin [upektop, O6yBb Poccum

Fanuna Ceposa, HR-ampexTop, Komnanus "MUP"

[enuc Hosukos, [lnpektop no nieectuumam, Npynna komnawii benas
Java

WpuHa Bepnusosa, HR-aupexTop v YneH npasnexus, JleHTa

Jles LlykepmaH, Kommepuyeckuii anpektop, Xoym CeHTtep3

Maiikn BoépknyHa, [Inpextop no HeaswxumocTn, Kactopama PYC
TaTbsiHa KoxeBHukoBa, HR-avpektop, METRO Cash&Carry Russia
MapuHa EcpemoBa, [npekTop [lenaptameHTta nogbopa u o6yyeHns
komnanun, CeabMoit KOHTUHEHT

YT06bI 3aperncTpmMpoBaThbCA OH-NAiH, noceTute: www.russianretailforum.com

YT06b!I y3HaTL 0 BO3MOXHOCTAX
CNOHCOPCTBA U BbICTABKU, 1 O TOM,
Kak Bbl MOXXeTe npeACcTaBUTb
Bawwu ycnyru cambiM
BNMATENbHLIM PYKOBOANTENAM
MHAYCTPUK, NoXanymncra,
obpalaiitech K ®paHky [leBUTLyY,
no TenecgoHy +44 20 7017 7433,
WNKN MO 3NEKTPOHHOM noyTe
frank@adamsmithconferences.com
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