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IIporpamma meponpuATHit
20-1 MexxpyHapopHou BbictaBku «[lpoaskcno-2013»

11-15 ¢peBpans 2013 .

10:00—18:00 LleHTp nogbopa nepcoHana
OpraHusatopbl: 3A0 «IKCNOLEHTP» U KagpoBoe
areHTCcTBO «AdUrHa»
MasunvoH 8, 3an 5, cmeHO 85830

11 ¢peBpana 2013 r.

14:00—15:00 LlepemoHua Harpaxaenns nobeauteneit
VIIl MexayHapo[HOro KOHKYpCa Ha NyuLLyto ynakoBKy
1 3TUKETKY Ans nuwiesoi npoaykuum «lpoadkcrpallak»
Oprauwsa'ropblz LleHTp YNaKoBKW, 3TUKETKN, ,qm3a|7|Ha,
HaumoHanbHas KoHdeaepaums ynakoBLUMKOB U KypHan
«Tapa 1 ynakoBka»
MasunvoH 8, 3an cemurapos 1 (3-0 smax)

12 peBpansa 2013 r.

09:00—18:00 VIII-it Bcepoccniickmit AnkoKOHIPECC
OpraHusarop: V[ «Kutmegna»
MasunvoH 2, «Cunudi 3a/1» (3 3max)

10:00—18:00 KoH¢pepenuus «llepcnekTuBbl pa3BuTua NULLEBbIX
1 nepepabatbiBatoLyux otpacneil AlK ¢ yuetom BcTynnenua
Poccun Bo BcemupHyto Toprosyio opraHusaumio»
Kpyrnbiit cton «CounanbHoe nuTaHue Kak SeMeHT NopAepKKN
Mano3alLuiLeHHbIX FPYNN HaceneHns»
OpraHusatopbl: MMHUCTEPCTBO CenbCcKoro xo3ancraa Poccun,
bupma «ArposKkcrnocepBumc»
MasunvoH 1,3an D1 (3-t smax)

10:00—18:00 VIII Bcepoccuiickuit Toprosbiii popym «KomneTeHTHbII
noctaBwuk — 2013. Crpateruu paboTbl C pO3HUYHBIMMU CETAMUY
Opranusarop: KBK <MIMIMEPUA»
MasunboH 7, KoHpepeHY-3an (4-t s3max)

10:00—18:00 IV Gopym npou3BopauTeneii u peteiinepos
«KomneteHTHbI noctaBLymk CTM»
Opranusartop: KBK <MIMIMEPUA»
KoHepecc-ueHmp, 3an «CmeknaHHeIl Kynos»

11:00—13:00 Kpyrnbiit cton Ha Temy «Tapa 1 ynakoBka —
BaXKHelLWLMii GaKTop NOBbILIEHNA KOHKYPEHTOCNOCOOHOCTH
POCCUIACKOIA NNLLLEBOI NPOAYKLYMN 1 peTeiina»
OpraHusatopbl: HaLoHanbHbIl TapHbINA COt03, XKypHan «Tapa
1 ynakoska» npu noppepxke 3A0 «IKCMOLEHTP» n HKMak
MasunvoH 2, 3an cemuHapos N°2 (4-0 smax)

14:00—18:00 KoHdpepeHuusa «Pa3Butne pbiHka 6uo-npoaykuun
B Poccum»
OpraHusartopbi: MexayHapogHbin SKOBVOLIEHTP,
XKypHan «BU SKO»
MasunboH 8, 3an cemuHapos 1 (3-Ui smax)

13 peBpana 2013 r.

9:00—18:00 KoHdepeHwuA yuacTHUKOB PbIHKA KOHAUTEPCKUX U3LeNnit
Oprauwsa'rop: ACCOLI,I/IaLlI/II/I I'IpOI/I3BOJJ,I/ITeHeI7I 1 NOCTaBLMKOB
NpPOAOBONbCTBEHHbIX TOBApPOB «PycnpoAcoio3»
MasuneoH 1,3an1 D2 (3-t smax)
10:00—12:00 VIII Bcepoccuiickuit Toprosbiii popym «KomneTeHTHBbII
noctaBwuk — 2013. Crpaternu paboTbl C PO3HUYHBIMU CETAMU»
Opranusartop: KBK <MIMIMEPUfA»
MasunvoH 7, KoHpepeHY-3an (4-t 3max)
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10:00—12:00 IV Oopym npoussoguteneii u peteiinepos
«KomneTeHTHbI nocTaBmk CTM»
OpraHusarop: KBK «MIMMEPUA»
lasusnboH 7, KoHpepeHY-3an (4-G smax)
10:00—18:00 061wee cobpaHne (0103a HE3aBUCMMBIX CETeN
«PernoHanbHas po3Huua — 2013: ¢paktopbl pocta
B HOBBIX YCNIOBUAX»
OpraHusatopbi: Col03 HE3aBUCUMbIX CETEN,
3A0 «Cuctema «T3C»
CoopraHusarop: «KBK «/IMMEPUA»
KoHepecc-uenmp, 3a1 «CmeknaHHbIU Kynos»
10:30—12:00 CemuHap «HoBble TeHAEHLMN B MHAYCTPUN
KOHANTePCKIMX U3Lennit» ¢ ferycrauvein npoayKuum
OpraHusatop: Aromsa Besin Aroma Ve Katki Maddeleri
Sanayi Ve Ticaret A.S.
MasunvoH 2, 3an cemuHapos 3 (1-li s3max)
12:00—18:00 VIl Bcepoccuiicknii lpogoBonbcTBeHHblit Qopym
«bpenp cranosutca xutom. Spa SHOPPER-MAPKETUHIA»
Opranusartop: KBK <MMIMEPUA» npu opraHn3aunoHHom
nopaepxke komnaHum Marketing One
NasunboH 7, KoHpepeHy-3an (4-U 3max)
13:00—18:00 LIEHTP 3AKYMNOK CETEN™
OpraHusarop: KBK «MIMIMEPUA»
lMasunvoH 2, 3an 6 .
13:00—18:00 LIEHTP 3AKYMOK CETEU™ CTM
OpraHusarop: KBK «MMMEPUA»
lasunvoH 2, 3a1 6
16:00—18:00 LlepemoHua HarpaxpaeHua nobegutenei
XV MexxayHapoiHOro ieryCTauMoHHOro KOHKypca
Ha «[IPOASKCMO0» «MockBa-2013»
OpraHusaTtopbli: 3A0 «IKCNoUeHTP»
1 000 «CronuuHbIi CTunb»
MasusnboH 2, «Curud 3a1» (3-G 3max)

14 peBpana 2013 r.

10:00—18:00 MeponpuATue ana peTeinepos 1 UX NOCTaBLUKOB
«Retailer congress 2013. EDI B keiicax n KoMMeHTapuax»
OpraHusarop: /3gatenbckuin gom Retailer
«CuHuti 3an1», lMasuneoH 2, 3-ti smax

10:00—18:00 VIl Bcepoccuiickuit nposoBonbCcTBeHHbI Gopym
«bpenp craosutca xutom. 3pa SHOPPER-MAPKETUHIA»
Opranusatop: KBK «<MIMIMEPWA» npu opraHn3aumMoHHon
nopaepxke komnaHum Marketing One
MasunboH 7, KoHgepeHy-3an (4-U smax)

14:00—16:00 llogBeneHne UToroB KOHKYpCoB «Bbibop ceTeli»
1 «MHHOBaLMOHHbIN npopyKT «[lpoaakcno-2013»
OpraHusarop: KBK «MMMEPUA»
MasunboH 7, KoHepeHU-3as (4 3max)

16:00—18:00 HarpajeHue yuacTHUKOB KOHKypca
«Jlyyimii npopyKT>
OpraHusaTopbi: MuHcenbxo3 Poccun, drpma
«Arpo3aKcnocepBrc»
MasunvoHr 1,3an D1 (3-0 smax)

15 ¢peBpana 2013 r.

12:00—14:00 HarpaxpeHue y4acTHUKOB KOHKypca «Jlyywmii npoayKT»
OpraHusatopbi: MuHcenbxo3 Poccun, prpma «ArposkcnocepBuc»
lMasunvoH 1,3an D1 (3-0 s3max)
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Programme of Events
Prodexpo'2013 20th International Exhibition

February 11-15, 2013

10:00—18:00 Employment Centre
Organized by: Expocentre and Afina Recruiting Agency
For exhibitors and visitors: free of charge hiring and stuffing
assistance and personnel recruitment in the food industry
Pavilion No.8, Hall 5, Stand No.85B30

February 11, 2013

14:00—15:00 ProdExtraPack, Award ceremony for winners
of the 8th International Competition for the Best Food
Packaging and Labels
Organized by: Centre of Packaging, Labels and Design,
the National Confederation of Packers, Tara i Upakovka
Magazine
Pavilion No.8, Seminar Hall 1 (Floor 3)

February 12, 2013

09:00—18:00 8th Russian ALCOCONGRESS
Organized by: Kitmedia ID
Pavilion No.2, Blue Hall (Floor 3)

10:00—18:00 Conference on Development of the Food and Food
Processing Industries Adjusted for Russia’s Accession to WTO
Round table on welfare food as a support for the disadvantaged
Organized by: the Russian Ministry of Agriculture,
Agroexposervice Firm
Pavilion No.1, Hall D1 (Floor 3)

10:00—18:00 Competent Supplier’2013. Work Strategy with
Retail Chains, the 8th Russian Trade Forum
Organized by: Imperia Congress and Exhibition Company
Pavilion No.7, Conference Hall (Floor 4)

10:00—18:00 Competent Supplier: House Brands,
the 4th Forum of Manufacturers and Retailers
Organized by: Imperia Congress and Exhibition Company
Congress Centre, SkyLight Hall

11:00—13:00 Round table, Packaging and Containers as a Decisive
Factor for Competitiveness of Russian Foodstuffs and Retail
Organized by: the National Packaging Union, Tara i Upakovka
Magazine
Supported by Expocentre ZAO and NKPack
Pavilion No.2, Seminar Hall 2 (Floor 4)

14:00—18:00 Conference on Development of the
Bio Products Market in Russia
Organized by: the International ECO BIO Centre,
BE ECO Magazine
Pavilion No.8, Seminar Hall 1 (Floor 3)

February 13, 2013

09:00—18:00 Conference of confectionery market players
Organized by: the Rusprodsoyuz Association
of Food Producers and Suppliers
Pavilion No.1, Hall D2 (Floor 3)

10:00—12:00 Competent Supplier’2013. Work Strategy
with Retail Chains, the 8th Russian Trade Forum
Organized by: Imperia Congress and Exhibition Company
Pavilion No.7, Conference Hall (Floor 4)

10:00—12:00 Competent Supplier: House Brands,
the 4th Forum of Manufacturers and Retailers
Organized by: Imperia Congress and Exhibition Company
Pavilion No.7, Conference Hall (Floor 4)

10:00—18:00 General Meeting of the Union of Independent Chains,
Regional Retail2013: Growth Promoting Factor in New
Conditions
Organized by: The Union of Independent Chains,
Sistema TZS ZAO
Co-organized by Imperia Congress and Exhibition Company
Congress Centre, SkyLight Hall

10:30—12:00 Seminar and tasting, New Trends
in the Confectionery Industry
Organized by: Aromsa Besin Aroma Ve Katki Maddeleri
Sanayi Ve Ticaret A.S.
Pavilion No.2, Seminar Hall 3 (Floor 1)

12:00—18:00 Brand Becomes a Hit. The Age of Shopper Marketing,
the 7th Russian Forum
Organized by: Imperia Congress and Exhibition Company
with organizational support from Marketing One
Pavilion No.7, Conference Hall (Floor 4)

13:00—18:00 Purchasing Centre for Retail Chains™
Organized by: Imperia Congress and Exhibition Company
Pavilion No.2, Hall 6

13:00—18:00 Purchasing Centre for Retail Chains™ House Brands
Organized by: Imperia Congress and Exhibition Company
Pavilion No.2, Hall 6

16:00—18:00 Award ceremony for winners of the 15th International
Tasting Competition at Prodexpo Moscow'2013
Organized by: Expocentre ZAO and Stolichny Stil
Pavilion No.2, Blue Hall (Floor 3)

February 14, 2013

10:00—18:00 Retailer Congress 2013. EDI: Cases and Comments.
Event for retailers and suppliers
Organized by: Retailer Publishing House
Pavilion No.2, Blue Hall, 3rd Floor

10:00—18:00 Brand Becomes a Hit. The Age of Shopper Marketing,
the 7th Russian Forum
Organized by: Imperia Congress and Exhibition Company,
with organizational support from Marketing One
Pavilion No.7, Conference Hall (Floor 4)

14:00—16:00 Announcement of results of the Choice of Chains
and Prodexpo’2013 Innovative Product Competitions
Organized by: Imperia Congress and Exhibition Company
Pavilion No.7, Conference Hall (Floor 4)

16:00—18:00 Award ceremony for winners
of the Best Product’2013 Contest
Organized by: the Russian Ministry of Agriculture,
Agroexposervice Firm
Pavilion No.1, Hall D1 (Floor 3)

February 15, 2013

12:00—14:00 Award ceremony for winners
of the Best Product’2013 Contest
Organized by: the Russian Ministry of Agriculture,
Agroexposervice Firm
Pavilion No.1, Hall D1 (Floor 3)
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VIII Bcepoccuiickuit Toprosblit popym
«KomneTeHTHbIN nocTaBwmk— 2013. Crpaterun paboTbl C pO3HUYHBIMU CETAMUN

OpraHusatop: 000 «MMMNEPUA»

forum

sWimper:a

Ten./dakc: +7 (495) 730-7906, +7 (812) 327-4918
E-mail: imperia@imperiaforum.ru
Internet: http://prodforum.ru

Nlenb 1, 12 ¢peBpansa 2013 r., BTOPHUK

10:00—11:00 Perucrpauns yyacTHUKOB, NPUBETCTBEHHbIN KOde,
cB060OHOE 00LIEHMe ¢ Konneramu 3
11:00—11:30 Kcnpecc-ceccua «LLEHTP 3AKYNOK CETEN™:
NHCTPYKTAM»
LleHTp 3aKynok ceten™ — 3T0 MHAMBUAYaNbHble NePeroBopbl
0 MocTaBKax BalLei MPoAyKLUM C KOMMEPYECKUMU AYpeKTopamu,
PyKOBOAMTENAMU OTAENOB 3aKyMNOK 1 3aKynwnKamm
PO3HUYHbIX ceTen
B LIEHTPE 3AKYMNOK CETEA™ Bbl:
— lMonyynTe BO3MOXHOCTb MPOBECTU NEPEroBOpPbI
co 100 Bepywmmu deaepanbHbBIMU U PErMOHANIbHBIMU
PO3HUYHBIMMK CETAMM
— CMoKeTe JOroBOpUTLCA O NOCTaBKax CBOEN NpoayKumMm
C 3aKyMLMKaMU PO3HUYHBIX CeTell, KOTopble NPULLIN
Ha neperoBopbl C Bamu.
11:30—13:00 CTpaTeque(Kaﬂ ceccnAa
MOCTABLLWK — PO3HWYHAA CETb.
BUTBA 3A MAPKUHANbHOCTb
QepepanbHble CETY BbITECHAIOT M MOMIOLWAIOT PErMoHalbHbIe
CeTN 1 NPUBOAAT B PErOHbI CBOUX MOCTaBLUMKOB. Ha 3Tom
doHe npogonKaloLeeca «nepeTArmBaHyie KaHaTa» Mexay
NMOCTABLLMKOM 1 PO3HUYHOW CETbIO — KTO 60sblie 3apaboTaeT —
BbIIMBAETCA B CHUXKEHMUW KauecTBa NPOAYKTOB NUTaHUA U,
Kak CriefcTBue, K BbIBOAY JaHHOIO TOBapa 13 MaTpuLbl.
Kak poroBoputbcs «Ha 6epery», 4Tobbl AByM CTOPOHaM Obl1o
BbIFOAHO paboTaTh? Kakne ycnosus, Lenv v 3agayn
NoCTaBLMKaM CTaBAT PO3HUYHble ceTu Ha 2013 rog?
Mopepatopbi:
— Winbsa BenoHOBCKMI, NCNONHUTENbHbBIV ANPEKTOP,
AKOPT (Accoumauma KoMMaHuin PO3HUYHON TOProBn)
— WBaH KoToB, AnpeKkTop MOCKOBCKOro oduca,
The Boston Consulting Group
KnioueBble Tembi:
— Br3Hec-NporHo3s: 3KOHOMMKa, PbIHOK, MOTPebuTeNb.
KntoueBble Masiki Ha 2013 rog
— (MepepanbHblil peTenn Wwaraet no Poccun: Kakue elle
pEervioHanbHbIE CETU U B KaKNX PETMOHAX CMEHAT BbIBECKU
B 2013 rogy? MnaHbl pa3BUTUA PO3HUYHbIX CEeTeN
Ha 2013-2015 ropa
— CKOnbKO pO3HMLIa roToBa AaTb 3apaboTaTb NOCTaBLMKY?
MHeHue peTeiina
— PernoHanbHbI peTein Kak nocneaHee npmbexuile
NAaHOBOW MapXKMHaNbHOCTY NOCTaBLUYMKA
— CocTosiHVe fen: cO6CTBEHHbIE TOProBble MapKu
(Private Labels) ceTeii. MNponsBogunTenein Kakmnx
NPOJOBOJIbCTBEHHBIX TOBAPOB He XBaTaeT po3HuLe?
— BupTyanbHble Nonku Ansa peanbHbIxX Npofax. byget nu
nporpeccupoBaTb NHTEPHET-TOPrOBAA NPAYKTaMU NUTaHNA
B 6nvkanwme rogbi?
— Ybe mecTo 3aiMeT anTeyHbIl aCCOPTUMEHT B PO3HUYHbIX
ceTax 8 2013 rogy v 3anmeT nn?
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— Pa3BuTre 3aKynoyHbIx KoonepaTyBOB PO3HNYHbIX CETEN.
MuHycbl AnA NocTaBLUMKa NOHATHBI, B YeM NoChl?

— Wtorn cneumnanbHoro nccnepoBaHua «MIMMaX po3HUYHbIX
ceTen Poccnmn»

MpurnaweHHble cNnKepbl:

— Mwuxann Xa3uH, SKOHOMUCT 1 Ny6AMLNCT, NPe3ULEHT,
KomnaHua a3KcnepTHOro KOHCYNbTUPOBaHNA «HEeOKOHY,
[eCTBUTENbHDIV FrOCYAAPCTBEHHDIN COBETHUK Poccuninckon
QOepepaumum Il knacca

— Winba fikybcoH, NnpefAcefaTens npesvanymMa, Accoymauus
KOMMaHui posHuyHon Toprosnu (AKOPT), npe3unaeHT,

rpynna KomnaHum «Qukcm»

— Oner BbicoukniA, rnaBHbIA UCMONHUTENbHbBIV AUPEKTOP,

ceTb MarasvHoB «BepHbin»

— Muxann CycoB, aupeKTop No KOPNopaTUBHbIM OTHOLLEHWAM,
X5 Retail Group N.V.

— Bnagmmmnp PlomMuH, reHepanbHbI AUpPeKTop, <YTKOHOC»

— JleoHnp AGatoWKKH, reHepanbHbli gupektop, OepepanbHbii
3aKynouHblI coto3 «Cuctema T3C», coBnageney cetn ABK

— Makcum QanpaviH, reHepanbHblii gupekTtop, Wikimart

13:00—14:00 JlaHy, 3anucb Ha neperoBopbl B LleHTp 3aKkynok ceteii™,

cB00O0HOe 00LeHMe ¢ Konneramu

14:00—15:20 CeccusA 0TBETOB Ha BOMPOChbI

BCE «I10 MONOYKAM»: KAK BOWTY B CETb, YAEPMKATbCA

HA NONKE U PACLLINPUTb ACCOPTUMEHT?

Bce ceTu pasHble, CO CBOUMMU YCNIOBMAMY, MO3TOMY paboTa

C ceTAMU BCeraa Bbi3blBaeT Y NOCTaBLYMKOB MHOXECTBO
BOMPOCOB. Kak NponcxoauTt oT6op NoCTaBLYUKOB, Kak
perynupyetcs LeHOO6pa3oBaHMe, Kak CHU3UTb OTCPOYKY
nnaTexa, Kak BbliTV Ha KOHTAKT C 3aKyMLMKOM, Kak
oCyLecTBNAeTCA ynpasrieHe acCOPTUMEHTHOWN NOANTUKON

1 TOBapHbIMW 3anacamu, KTO OTBEYAET 3a M3MEHEHMe YyCNoBUi
paboTbl ¢ nocTaBLmKamm?

Mogpaepatop:

Makcumunuan Myccenunyc, UCNONHUTENbHbIV AUPEKTOP,
ECR-Rus

KnioueBble Tembi:

— MNprHUKMNbI 0T6OPa NOCTaBLUMKOB B PpefepasibHbIX CETAX.
Kak BOMTW B c€Tb C MMHMMAasbHbIMW NoTEPAMUN?

— «YAO6HbIN» NOCTAaBLYMK — Kakol oH? Komy peTeinepsl
roTOBbl ATV HaBCTpeYy?

— Kakum o6pa3om nponcxoauT yrnpasneHne acCopTUMEHTOM,
YTO ABNAETCA NPUYMHON BbIBOAA TOBapa U3 MaTpuLibi?

— KPI 3aKynuyKka — KaK K/iouyeBble OpUEHTUPDI

[N NocTaBLYMKa Ha NeperoBopax

— Ecnu 3aKkynwyK owmnbea B NnepcneKkTBHOCTY TOBapa,

Kak AOHeCTU 3TO O BbICLIEro PyKOBOACTBA?

— YBenunueHve NpuCyTCTBMA Ha NOJIKe CETU — YTO ANA 3TOrO
HYXHO?

— LleHoob6pa3oBaHue B ceTaAx. Bcerpa nu camas HW3Kas LieHa
— NyYLwan 1 Kak 3TO 0O6bACHNTb 3aKymNWuKy?

— lNpoaBuXeHne BHYTPU MarasvHa: KaTanoru, MepueHian3uHr,
aKuuMu, Aeryctaumm, nporpaMmmbl NOANbHOCTY
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MpurnaweHHble cNuKepbl:

— Anekceii Baiicbepr, KommepuecKkuin JupeKTop,

cTon 3aKasos e5.ru (X5 RETAIL GROUP N.V.)

— JleoHwnp TyTuH, anpeKTop no accoptumeHTy, MK «Ankcm»
— 3nbmupa [JaBblgoBa, KOMMEPYECKUN ANpeKTop,

ceTb «baxetne»

— Mwuxaun bepnuH, KOMMepuecKkuin AnpeKTop, ceTb «JleHTa»
— Mwuxaun JToMOHOCOB, KOMMepPYECKNI ANPEKTOP,

ceTb «lMonywwka»

15:20—15:50 Kode-bpeiik, 3anucb Ha neperoBopbl B LieHTp 3akynok

ceTeii™, cB060HOE 00LLEHMe ¢ Konneramu

15:50—16:40 JKcnepT-ceccus

JOOEKTUBHBIIA OTAEN MO PABOTE C PO3HUYHBIMM CETAMM —
YBOEHWUE O6EMA NPOJAM

B Balmx niaHax yBenuueHne ob6bemoB npogax Ha 10, 20, 30,
40%? Bbl mOXeTe yBenuunTb CBOM Npoaaku Ha 100% 3a non-
roga! Kak? pdeKkTMBHO «<HacTpomB» CBOW OTAEN Npofax, ero
CTPYKTYPY, yrpaBieHne 1 MOTVBALNIO COTPYAHUKOB.
KnioueBbie Tembi:

— OnTummsauua gucTpubbloLnn B ycnosusx BTO: ctoumocTb,
pe3epBbl, U3AEPXKKN N KOHKYPEHTOCNOCOOHOCTL BaLlen
KOMMaHun

— JddeKTrBHas CTPYKTypa oTaena npomax

B MPOAOBOJIbCTBEHHOW KOMMaHNW

— 5 owmnboK HavyaNbHMKa oTAena Npoaax, KoTopble MOXXHO
He coBeplLaTb

— Kak cTaTb NPUOPUTETHBIM NOCTABLUMKOM NpasBuna

N MIHCTPYMEHTbI MOCTPOEHNA OTHOLLIEHUI C CETbIo

— JKOHOMMYECKas 1 MaTeMaTnyecKas oleHKa 3pdeKTUBHOCTM
paboTbl ¢ ceTbio. PacueTHble TabnuLpl

— MpaBwuna LeHoobpa3oBaHNA NP pPaboTe C PO3HUUYHbIMMK
ceTam

— Kak He nnatuTb WwWrpadbl 1 peanbHO ynpasnsTb
OTHOLLEHVAMU C PO3HUYHBIMUN CETAMMU

— KPI 3aKkynwmKa Kak MHCTPYMEHT YBeNMYeHNa Npojax
nocTaBLUMKa

— HepocTtaTku cctem MOTMBALMK, UCMONb3yeMblX CEroAHA

B 6OMbLUVHCTBE KOMMAHWN-NOCTaBLYNKOB NOTPEOUTENBbCKUNX
TOBapoB

— lNprMepbl MOTVBaLMY MEHEXXEPOB Mo paboTe ¢ ceTaMU
Pa3HbIX KOMMAHWIA

MpurnaweHHble SKCNepTbl:

— *TatbsiHa COPOKUHA, K. M. H., ANPEKTOP, KOMMaHNA
«fOHUT-KoHCanTuHr», aBTOp AenoBoro 6ectcennepa
«DunnanbHas ceTb: Pa3BUTHE U YIpaBNEHUE».

— *TeTp OdunLepoB, reHepanbHbIi AnpekTop, KoHcanTnuHrosas
komnaHua Real Work Management, uneH DKcnepTHOro coBeta
npu OAC PO no pasBuUTMIO KOHKYPEHLUMN B Chepe PO3HUYHON
Toprosnu, astop bectcennepos: «MOCTABLMK. OpraHmsauma
3¢ deKTBHOI paboTbl C CETEBbIMU MarasuHamu. Poccuiickas
NpaKTKa» N «TeXHUKN 1 npuembl 3GPeKTUBHBIX NPOAaX»

16:40—17:00 Kode-bpeiik, 3anucb Ha neperoBopb B LieHTp 3akynok

ceTeii™, cB060HOE 06LLeHMe ¢ Konneramu

17:00—18:00 npaKTI/IlIECKaﬂ ceccna

KAK BbIUTPATb NMEPEFOBOPBI C CETb0?

Bbl roToBbI K NEeperoBopam B yCJIOBUAX arPecCcUBHOIO
[laBJIeHUs], MeperoBopam ¢ nosunyum «cnaboroy,

K NPUHY>KAEHWNIO NrpaTb NPOTUB CBOUX MHTEPECOB, K 6opbbe
C BO3PaXXEHMAMU NO LieHe, MaHUNYNALMAM 1 APYrMM MeTofam
Ballen «nomKn»? Het? Torga nogrotoBbTech!

KnioueBble Tembl:

— Kak npaBuibHO rOTOBUTLCSA 1 YTO Jlyylle Aenatb

Ha neperosopax?

— DTanbl NPOAAX M 3Tanbl NPUHATUA PeLIeHNA
3aKyMWMK-NOCTaBLMK
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— DKOHOMUYECKME TaKTVKM 1 06OCHOBaHVA B MeperoBopax

C peTensiom

— MaHunynauua, faBneHve n apyrue MeToabl <IOMKW»,

KaK MM NpOTUBOCTOATb?

— 3on0Tas KoneKuus NpremMoB NocTaBLUYMKa B NeperoBopax
0 LieHe

— lNeperoBopbl 0 rofOBOM KOHTpakTe. Ocob6eHHOCTM
3aKJII0YeHs 1 BeleHUA KOHTPaKTa

— 10 TUNUYHBIX OWMOOK NOCTaBLUYMKa NpK paboTe

¢ «bepepanamm»

— KyBenmueHuio npoaax B CETU 3a NATb LUAroB.

MopAagok gencreun

— lNeperoBopbl HAKOTAA He 3aKaHYMBAIOTCA.

AHanu3 npoLejLunx neperosopos

dKcnepTbi:

— MNetp O¢unLepoB, reHepanbHbI AUPEKTOP, KOHCANTUHIoBasA
komnaHua Real Work Management, YneH SkcnepTHoro coseta
npu ®AC PO no pa3BuTUo KOHKYpeHLUN B chepe PO3HUYHON
Toprosnu, aBTop 6ectcennepos: «NOCTABLUMK. OpraHusauus
3¢ deKTBHOM paboTbl C ceTeBbIMM Mara3uHamu. Poccuiickas
NPaKTNKa» U <TeXHUKN 1 npuembl 3GPeKTUBHBIX MPOAAX»

— Oneca TeHKOBa, KC-KaTeropuiiHbIN MeHeaKep KoMNnaHum
«METPO Kaw 3Hg Keppu»

llenb 2, 13 peBpansa 2013 r., cpepa

10:00—10:30 [puBetcTBeHHbIN KOde
10:30—12:00 Dokyc-ceccus

CTM.... HE TOIbKO N1l CETW. CKPbITbIA MOTEHLIMAN
KOHTPAKTHOTO NMPOW3BOACTBA [J1 POCCUUCKOTO
MPOM3BOAUTENA

CobcTBEeHHan ToproBas Mapka — NMoHATUe GoJee LWNPOKOE,
YyeM NpUHATO cumTaTb B Poccun. CermeHTaums 6usHeca

Ha 3anajie AaBHO NpuBena K NoABNEeHNo 60bLIOro
KoNmuyecTBa Masibix 1 CpefjHMX NPOV3BOAUTENEN, KOTOpble
3aHMMAIOTCA TOJIbKO OCHOBHbBIM CBOMM [1€JIOM: NPOU3BOACTBOM.
VIx Mano KTo 3HaeT, XoTA Npon3BOUMble UMW TOBapPbl MOPOI
[l0BOJIbHO M3BEeCTHbI. [PoCcTo 6peHbl NpUHaAnexaT He UM...
Komy e ellle MOryT NnpuHajnexaTb CO6CTBEHHbIE TOProBble
MapKu, Kpome ceTeln? Kakne nepcneKkTuBbl CBETAT
POCCUICKOMY NMPOU3BOAMUTENIO Ha PbIHKE KOHTPAKTHOMO
npowusBoacTaa?

Mogpepatop:

Imutpuin MNoTaneHko, ynpasnawoLwmi napTHep,

Management Development Group Inc., Bnageney 12 Toprosbix
1 PECTOPAHHBIX CETEN, AUCTPUOBIOTOPCKNX KOMMaHN

1 NPOV3BOACTBEHHbIX MPEANPUATAN B pernoHax Poccun

1 3a py6exom

KnioueBble Tembi:

— Ponb KoHTpaKTHOro NpPou3BoACTBa B NopTdene 3aka3os
Npou3BoANTENA NPOAYKTOB NUTaHNA. Bo3mMoXHble
HanpaBneHNaA NoucKa 3aka3unkos

— Mpon3BoACcTBO NPOJOBONLCTBEHHbBIX TOBAPOB MO MapKoi
[ncTpubbloTopa: ANA KaknX Npov3BofuTeneil 1 Kakux
TOBapPHbIX KaTeropuin umeet cmbicn? Koraa nintochl
nepeseLLBalOT MUHYCbI?

— Kak HanTtu cBoero 3akasumka no CTM cpegm
OMCTPUGLIOTOPOB?

— OCo6eHHOCTN KOHTPAKTHOIO MPOU3BOACTBA AJ1A PbIHKa
HoReCa

— CobcTBEHHbIE TOProBble MapKu KOHIPeCCHO-BbICTaBOYHbIX
MepOonpUATUI Kak MHCTPYMEHT NPOABYXKEHNA
KOMMaHUK-NpousBoanTensa

— lNocTaBKM NPoAOBONbCTBEHHBIX TOBapoB nog CTM

B cTpaHbl CHI'... 1 He TonbKo

oguyuanbHull KAManoe 8bICMAgKuU
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Mnannpyemble cnukepbl:

— AmuTpuii JleoHOB, 3amecTuTeNb NPeAceaaTensa npaBieHus,
PYCNPOACOIO3

— Hukonair [lopoluyk, yupeanTesnb KOMNaHuy,
«bunsHec-TapMoHUA», aBTOp peLueHnii Mo KayeCTBEHHOMY
noctpoexuio guctpmbyuun (KMNA) n kayectseHHOMY pasBUTUIO
npw6binu (KPM), npeacepatens Knyba anctpubbiotopos CHI
— BukTtop TypopoBckuii, Kommepyeckuii gupektop, C-Project
— Bbopwuc Jlomako, pykosoautens otgena CTM,
NPOU3BOLCTBEHHO-KOHAUTEPCKas rpynna «JlecHasa cKkaska»

12:00—13:00 JlaHy, cBo6OAHOE 06LLEHUE C Konneramu
13:00—18:00 (newuuanbHoe meponpuATue

LIEHTP 3AKYMOK CETEU™

LIEHTP 3AKYMOK CETEA™ — 3To MHAVBMAYanbHble Neperoso-
pbl 0 NOCTaBKax Balle NPOAYKLUM C KOMMEPYECKUMUN ANpPEK-
TOpamu, PyKOBOAUTENAMM OTAENOB 3aKYNOK W 3aKynLmKamm
PO3HUYHbIX CETEeN.

KpynHeniwwii 8 rogy LIEHTP 3AKYMNOK CETEM™:

— 10 000+ neperoBopoB O MNOCTaBKax

obwas uHgpopmayus
general information

— 400+ nocTaBLYMKOB NPOAYKTOB NUTaHNA

— 260+ KOMMEPYECKMX ANPEKTOPOB, ANPEKTOPOB

MO 3aKyrnKaM 1 3aKymnLMKOB PO3HUYHbBIX ceTel

— 100+ MexxayHapoaHbiX, beaepanbHbIX Y PervoHanbHbIX
PO3HUYHbIX ceTen

Kaxzbin yuacTHVK Gopyma CMOXeT NPOoBeCTy NeperoBopbl

C VHTepecyLWnMn ero cetamm (Mo NpeaBapuUTENbHOM 3anmncu)

1 NPeANoXNTb CBOW TOBAp KaXXAoMy 13 6onee uem 250 3aKynLnKoB
BefyLMX PO3HMYHbIX ceTein Poccnm n CHI.

OpraHu3aTopbl OCTaBAAOT 338 CO60N NPaBO BHOCUTb M3MEHEHMWSA
B TEMATVKY [OKNAZ0B ¥ NeHapHbIX 3acefaHunin. OpraHn3aTopsbl
He HeCyT OTBETCTBEHHOCTb 3a OTMEHY [JOK/aja B CBA3U

¢ Gopc-MaXKOPHbIMU 06CTOATENBCTBAMY, @ TAKXKe MO NpUYnHe
3acefjaHni NpaBUTENbCTBA, HONE3HU, He3anNaHNPOBaHHOM
KOMaHZMPOBKY, BHE3AMHbIX CEMENHbIX 06CTOATENbCTB

y [OKnaguuka u ap.

Competent Supplier'2013. Work Strategy with Retail Chains,
the 8th Russian Trade Forum

Organized by: IMPERIA LTD

0N

@imperia

Tel./fax: +7 (495) 730-7906, +7 (812) 327-4918
E-mail: imperia@imperiaforum.ru
Internet: http://prodforum.ru

February 12, 2013, Tuesday, Day 1

11:00—11:15 Express-session

CENTER OF PURCHASE NETWORKS™: INSTRUCTIONING

Center of Purchase Networks™ are individual negotiations
about delivery of your products with Commercial Directors,
Chiefs of Purchase Departments and purchasers of retail
networks

IN THE PURCHASE CENTER™ YOU:

— Will get an opportunity to conduct negotiations with the
100 leading federal and regional retail networks.

— Will be able to agree about the delivery of your products
with purchasers of retail networks, who came to negotiate
with you.

11:30—13:00 Strategic session

SUPPLIER — RETAIL NETWORK. FIGHT FOR MARGINALITY

Federal networks are driving out and merging regional
networks and bring their suppliers to the regions. The situation
being what it is, continuous «tag of war» between the supplier
and retail network — who would earn more, results in decrease
of quality of food products and, as consequence, withdrawal of
this product from the matrix. How to agree beforehand so that
the two parties would both get profit from the cooperation?
Which terms and conditions, objectives and goals are set by
retail networks for the suppliers for the year 2013?
Moderators:

— llya Belonovski, Executive Director, AKORT (Association

of Retailing Companies)

— lvan Kotov, Director of the Moscow Office, The Boston
Consulting Group

oguyuanbHull KAMAanoe 8bICMAgKU

Key topics:

— Business predictions: economics, market, consumers.

Key points for the year 2013

— Federal retail is going along Russia: what other regional
networks and in which regions will change their sign pales in
2013? Plans for development of retail networks for 2013 - 2015
— How much will the retailers let the supplier earn?

Opinion of a retailer

— Regional retail as a dernier resort of supplier’s planned
marginality

— Business situation: Private Labels of the networks.

Which consumer goods’ manufacturers lack for retail?

— Virtual shelves for real sales. Will the internet sale

of food be progressing in the nearest years?

— Who's place will be taken by pharmaceutical assortment
in retail networks in 2013 if ever?

— Development of purchase cooperatives of retail networks.
Disadvantages for the supplier are clear, what are the
advantages?

— Conclusions of special research “Retail Networks Image

in Russia”

Invited speakers:

— Michail Khazin, Economist and publicist, President, Company
of Expert Consulting “Neocon”, 3rd Class Active State Advisor
of the Russian Federation

— llya Yakubson, Chairman, AKORT (Association of Retailing
Companies), President, Group of companies Dixi

— Oleg Vysotski, Chief Executive Director, Retail Chain Verni»
— Mikhail Susov, Director on Corporate Relations, X5 Retail
Group N.V.

— Vladimir Rjumin, Director General, Utkonos

obwasa uHgpopmayus
general information

— Leonid Abajushkin, Director General, Federal Purchase Union
TZS System, Co-owner of ABK Chain
— Maxim Faldin, Director General, Wikimart

11:30—13:00 Session of questions and answers

EVERYTHING'S UNSCRAMBLE: HOW TO ENTER A NET, TO HOLD
ON A SHELF AND BROADEN THE RANGE OF PRODUCTS?

All networks are different, with their conditions, that’s why the
work with them always makes suppliers ask a lot of questions.
How does the selection of supplier goes on, how is the pricing
being regulated, how to lower the delay of payment, how to
start contacting with purchasers, how to execute control of
assortment policy and of goods in stock, who is responsible for
the change of conditions of work with suppliers?

Moderator:

— Maximilian Musselius, Executive Director, ECR-Rus

Key topics:

— Principles of selection of the suppliers in federal networks.
How to enter a network with minimum losses?

— What is a «Comfortable Supplier»? Who would retailers
prefer to deal with?

— How is assortment control being executed, what is the
reason for withdrawal of goods from the matrix?

— KPI of a purchaser - key landmarks for a supplier during
negotiations

— If a purchaser made a mistake in estimation of promising
look of a good, how to inform chief executives about it?

— How to increase presence on network shelves?

— Pricing in networks. Is the lowest price always the best and
how to explain it to the purchaser?

— Promotion within a shop: catalogues, merchandising, sales
promotion, degustations, loyalty programs

Invited speakers:

— Alexey Veisberg, Commercial Director, Order Department
e5.ru (X5 RETAIL GROUP N.V.)

— Leonid Gutin, Director on assortment, GK Dixi

— Elmira Davidova, Commercial Director, Bakhetle Chain

— Mikhail Berlin, Commercial Director, Lenta Chain

— Mikhail Lomonosov, Commercial Director, Polushka Chain

15:50—16:40 Expert-session

EFFECTIVE RETAIL NETWORKS DEPARTMENT —

DOUBLING OF SALES

You plan to increase sales on 10, 20, 30, 40%. You can increase
your sales on 100% in half a year! How? By effectively setting
up of your sales department, its Structure, Control and
Motivation of personnel.

Key topics:

— Optimization of distribution in conditions of VTO: price,
reserves, costs and competitive ability of your company

— Effective structure of sales department in a trading company
— 5 mistakes of a chief of sales department that can be
avoided

— How to become a priority supplier - rules and instruments
of building relationships with a network

— Economic and mathematical estimation of effectiveness of
cooperation with a network. Calculation tables

— Rules of pricing during the work with retail networks

— How to avoid penalties and how to actually manage
relationships with retail networks?

— KPI of purchaser as an instrument of increase of sales of the
supplier

— Drawbacks of systems of motivation, used nowadays in
most of the companies — suppliers of consumer goods

— Examples of motivation of managers who work with
networks of different companies
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Experts:

— *Tatiana Sorokina, Ph.D., Director, Yunit Consulting
Company, author of a business best seller Affiliate Network:
Development and Management.

— *Pyotr Ofitserov, Director General, Consulting Company Real
Work Management, Member of the Expert Council of FAS RF

of Development of the Competition in the Sphere of Retailing,
author of the bestsellers: SUPPLIER. Organization of Effective
Work with Retail Chains. Russian Experience and Techniques
and Mechanisms of Effective Sales

17:00—18:00 Practice session

HOW TO WIN NEGOTIATIONS WITH A NETWORK?

Are you ready for negotiations in conditions of aggressive
pressure, negotiations from a position of a weak, to be forced
to play against your own interests, to fight against objections
about the price, manipulations and other ways to “break” you?
No? Get ready then!

Key topics:

— How to get ready and what to do during negotiations?

— Stages of sales and stages of making decision
purchaser-supplier

— Economic tactics and justifications during negotiations
with retailer

— Manipulation, pressure, and other ways of “breaking”,

how to fight against them?

— Golden collection of tactics of the supplier during
negotiations about the price

— Negotiations about a one year contract. Peculiarities

of making and executing of a contract

— 10 typical mistakes of supplier during the work with
“federals”

— Five steps to increase sales in the network. Procedure

— Negotiations never end. Analysis of passed negotiations
Experts:

— *Pyotr Ofitserov, Director General, Consulting Company Real
Work Management, Member of the Expert Council of FAS RF
of Development of the Competition in the Sphere of Retailing,
author of the bestsellers: SUPPLIER. Organization of Effective
Work with Retail Chains. Russian Experience and Techniques
and Mechanisms of Effective Sales

— Olesya Tishenkova, Ex-Category Manager of METRO
Cash&Carry Company

February 13, 2013, Wednesday, Day 2

10:30—12:00 Focus session

PL... NOT ONLY FOR A NETWORK. HIDDEN POTENTIAL OF
CONTRACT MANUFACTURING FOR RUSSIAN MANUFACTURER
Private Labeling is a more wide term that it is considered to

be in Russia. Segmentation of business in the West has long
ago led to the appearance of a wide range of manufacturers
of small and medium size, doing their main business only —
manufacturing. They are not known to everyone, though the
goods manufactured by them are sometimes rather famous.
It's just that the brands don't belong to them ... Who else,
besides networks, can owe Private Labeling? What perspectives
does the Russian manufacturer have on the market of contract
manufacturing?

Moderator:

— Dmitry Potapenko, Managing Partner, Management
Development Group Inc., owner of 12 trading and restaurant
chains, distributing companies and manufacturing enterprises
in the regions of Russia and abroad

oguyuanbHull KAManoe 8bICMAgKuU
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Key topics:

— The role of contract manufacturing in the order portfolio
of a manufacturer of food products. Possible directions

of search of the clients

— Manufacturing of commodity goods under the label

of a distributor: for which manufacturers and for which
category of goods does it have sense? When do advantages
exceed disadvantages?

— How to find your client in PL among the distributors?

— Peculiarities of contract manufacturing for HoReCa market
— Private labels of congresses and exhibitions as a way

to promote a manufacturing company

— Delivering of commodity goods for PL to the countries
of CIS.... and not only

Planed speakers:

— Dmitry Leonoyv, Vice-CEO, RUSPRODSOYUZ

— Nikolay Doroshuk, Founder of the company,
Business-Harmony, author of the decisions on Qualitative
Building of Distribution (QBD) and Qualitative Development
of Profit (QDP), Chairman of Distributors’ Club of the CIS

— Victor Tudorovski, Commercial Director, C-Project

— Boris Lomako, Chief of PL Department, Manufacturing
Confectionary Group Lesnaya Skazka

obwas uHgpopmayus
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13:00—18:00 Special Event
NETWORK PURCHASE CENTER™
WITH PARTICIPATION OF 100 RETAIL NETWORKS
Network Purchase Center™ is individual negotiations about
delivery of Your production with Commercial Directors, Chiefs
of Purchase Departmants and purchasers of retail networks.
Largest Purchase Network Center of the year™:
— 10 000+ negotiations about deliveries
— 400+ suppliers of food products
— 260+ Conmmercial Directors, Purchase Directors and
purchasers of retail networks
— 100+ international, federal and regional retail networks

Each participant of the Forum will be able to conduct
negotiations with the networks he has interest for (preliminary
enrollment) and to offer his goods to everyone from more than
250 purchasers of the laeding retail networks of Russia and the
CIS.

Organizators preserve their right to make changes in the topics

of speeches and plenary meetings. Organizators shall not be liable

for cancellation of any speech subject to force - majeur circumstances,
as well as of illness, unplanned trip, sudden family circumstances

of a speaker etc.

IV ®opym nnpomnsBomuTesnein u peTeinnepos
«KomneteHTHbIN noctaBwmk CTM»

OpraHusarop: 000 «<MMMEPUA»

r’-gg‘forum

Cimper;a

Ten./dakc: +7 (495) 730-7906, +7 (812) 327-4918
E-mail: imperia@imperiaforum.ru
Internet: http://prodforum.ru

Nlenb 1, 12 peBpansa 2013 r., BTOPHUK

10:30—10:45 JKcnpecc-ceccna «L|EHTP 3AKYMOK CETEA™:
VNHCTPYKTAM»
LeHTp 3akynok cetenn™ (L3C) — sTOMHAMBMAYaNbHbIE
reperoBopbl O NOCTaBKax Ballel NpoayKuum
C KOMMEpPYECKUMU ANPEKTOPaMK, PYKOBOAUTENAMU
otaenos CTM 1 3aKynwmKamy PO3HUYHbIX CETEN.
— Kak npoxogmT 3anucb Ha neperosBopbl?
— Kak nogrotoBuTbCA K yyactuio B LI3C?
— KakoB pernameHT neperosopos?
— Kak nonyuuntb makcMmanbHyto otgauy?
Bepywmn: lreopruin Cokonos, npogtocep IV ®opyma
npowvisBoanTenein n petennepos

10:45—12:15 AHanuUTMyecKas ceccns
«CTM B POCCHIA-2013: KAPTUHA B AUHAMUKE»
OCBOVIB HVXHWI LIEHOBOW CErMeHT, PO3HUYHble CeTH
Havanu «ABuraTb» CO6CTBEHHbIE TOPrOBble MAPKM «BBEPXY,
B CTOPOHY 60siee Aoporux 1 6onee MapXrHasbHbIX TOBApPOB.
KoHKypeHUusa cpeam peTennepoB 060CTPAETCA C KaKAbIM
MecALeM 1 onpefenaomnm GpakTopom nocTeneHHo
CTaHOBWTCA He TOMbKO LieHa. TO OTKPbIBAET MyTb Ha PbIHOK
CTM 6onee WNPOKOMY Kpyry Npou3BoguTenei.
KnioueBble Tembi:
— Temnbl pocTa pbiHka CTM B Poccuu: BCé «no rpaduriky»?
Moyemy He cObINMCb ONTUMUCTUYHbBIE NPOTrHO3bI?

oguyuanbHull KAMAanoe 8bICMAgKU

— Ine pona CTM 6yfeT pactu bbicTpee Bcero: dpefepanbHble
WNN pernoHasnbHble cetn? inckayHTepbl, CyrnepmapKeTbl

VNN runepmapKeTbl?

— ByayT nin CTM pa3BuBaTbCA B «OMPXKEBOM» CErMEHTE?
Mnwn 310 TYynUKOBbIN NyTb ANA peTennepos?

— HacTynneHue 4acTHbIX MapoK Ha HOBbl€e LIeHOBble

1 TOBapHble CErMeHTbl MPOJOBONbCTBEHHOTO PbIHKA.
CunbHble 6peHAabl U CTM: COIO3HMKMN NN KOHKYPEHTbI?

3a cyert yero, Kpome LieHbl, ToBap nog CTM moxeT
KOHKypMpoBaTb ¢ 6peHaom?

— DBoNoLMs OTHOLWEHUA noTpebutenein k CTM:

Y3HaloT 1 BbIOUPALIOT... 1N n3beraiot?

— Byaywee 3a fONrOCPOYHBIMM KOHTPaKTaMmn?
Mopepatop:

— *Muxaun bypMUCTPOB, reHepasbHblii AUPeKTop,
INFOLine-AHanuTuKa, uneH dkcnepTtHoro coseTa npu OAC PO
Mo Pa3BUTUIO KOHKYPEHLMU B chepe PO3HUYHOW TOProBn
MnaHupyemble cnukepbi:

— AHgpeit Kpaseu, gupekTtop no CTM, X5 RetailGroup N.V.
— Hapexpa MagepuHa, pykoBoanTenb AenapTaMmeHTa 3aKkynokK
TOBApPOB LIMPOKOro NOTPebneHns YacTHOWM MapKU, «ALLaH»
— TatbAHa HacynkunHa, HayanbHUK oTAena pas3suTuA
YacTtHoi mapKuy, «A3byKa BKyca»

— AnekcaHap AHOUHOreHOB, KOHCYNBTaHT

no cTpaTernyeckoMy MapKeTuHry

— DKCnepT OT MexayHapoaHow accoumaumm PLMA

obwasa uHgpopmayus
general information

12:40—14:10 Qokyc-ceccua 1 «CETU B AKTBHOM MOUCKE:

KPUTEPWW UQEANBHOTO NMPOU3BOAUTENA»

OT NOCTaBLYMKOB YaCTO MOXHO YCblWwaTh: «Mbl Npeanoxmnnm
3aKyMLMKY Hall OT/IYHBIN TOBap MO LUMKapPHON LieHe —

a eMy He nHTepecHo! CeTAM BOOGLLE HUYETO He HYKHO.

OT 3aKyMNLMKOB e CbIWNLLIb NHOE: «Mbl He MOXeM HaliTh
NMoCTaBLUYMKa, KOTOPbI 0becrneumn 6bl CTabnbHOE KayecTBO
HY>XHOTO HaM TOBapa...» KakoBbl e Kputepum
npou3BoaMTENs, K KOTOPOMY BbICTPOUTCA ouepeab

13 peTennepos ¢ 3akasamu Ha CTM?

KnioueBble Tembi:

— KauectBo - TpeboBaHume N22? CtabusbHOe KayecTBo —
TpeboBaHue N21! YxkecToueHne TpeboBaHMI K KauecTsy.
MpoBepku ... wrpadbl? KTo nnatut 3a skcnepTumsbl?

— HoBble Tpe6oBaHUA K yNakoBKe — POCT GUHAHCOBOW
Harpy3sku Ha npovssoguTensa? besonacHOCTb, MapKMPOBKa...
byHKLMOHaNnbHOCTL?

— Y70 TaKkoe NHPOPMaLMOHHAA OTKPBITOCTb?

Kakyto nHdbopmaumio nponssogutenb JOMmKeH NpeaocTaBnaTh
peTennepy, a petennep — npovssognTenio?

— lNpow3BoanTenb, C KOTOPbIM YA06HO paboTaTb:
MWHUMabHbIE 1 ONTUMAsbHble TPeboBaHMA K CpoKaMm,
NOTrNCTUKE, CePBUCY

— Kakum fomkeH 6biTb MepCoHas KoMnaHum-nponssoanTens?
KPI meHep»Kepa, OTBETCTBEHHOTO 3a Pa3BUTNE COOCTBEHHbIX
TOProOBbIX MAapPOK PO3HUYHbIX CETEN.

— Y710 MOXeET cfienaTb NPoM3BoANTESb AN YBENNYEHUs
npogax CTM-npopayKTa B Mara3uHax cetun?

Mopaepatop:

— *Munxaun BypMuncTpoB, reHepanbHbI AUPEKTop,
INFOLine-AHanuTrKa, uneH JkcnepTHoro coseta npu OAC PO
No PasBUTUIO KOHKYPeHLN B chepe PO3HUYHOW TOProBn
MpurnaweHHble cNUKepbl:

— Hapexpa MNagepuHa, pykoBofmuTenb fenapTaMeHTa 3aKynok
TOBaPOB LUMPOKOTrO NOTPe6NEHNA YaCTHON MapKu, «ALaH»
— MNaeen Kambiwos, 6peHa-meHemxep no CTM, METRO C&C
— Oner CrenaHeHKo, pykoBoauTenb HanpasneHusa CTM,
(MepepanbHbIN 3aKynouHbIN coto3 «Crctema T3C»

— Omutpun MNMoTtaneHKo, ynpasnaowWwmin napTHep,
Management Development Group Inc.

15:00—16:20 Dokyc-ceccus 2 «3AMYCK CTM-MPOEKTA:

CTPATETMYECKWE PELLEEHWA U TAKTUMECKME OLUVBKU»

B nio6om npoeKTe CaMoe CJZTIOKHOE — 3TO HavaTb... N 3aKOHYUTDb.

M3BeCTHbIN $paKT: 6onblue BCEro aBapuii Ha camoseTax
NPONCXoAnT Ha B3f1eTe 1 nocagke. Ana MHOMMX POCCUNCKIX
npousBofmuTeneli BONPOC «Kak BOWTW B 3TOT NepPCreKTUBHbBIN
613Hec, He MOHeCTH YObITKN 1 3apaboTaTb?» ocTaeTca
aKTyanbHbIM 1 B 2013 rogy. IkcnepTbl pbiHka CTM
nocTapaloTca OTBETUTb Ha 3TOT HEMPOCTON BONPOC.
KnioueBble Tembi:

— Kro npomnzsogut CTM no ¢dakTy: Ha 3anage u B Poccum.
Huwwn gna manbix 1 cpegHNX NpovssogmTenen

— «CumnTtombl CTM»: MpuY Kakmnx yCnoBuax CTOUT BCepbe3
3aHATbCA Npon3BoACTBOMANA ceTn? Boinyck ToBapos nog CTM
— BpeMeHHas Mepa uiun cTpaTerua npovssoanTena?

B uem rnaBHble OTIMYMA OT NPOM3BOACTBA bpeHAoB?

— Kak TouHO paccunTath cebecTonMoCTb, MOCUnTaTh
3KOHOMMYECKUI 3GPeKT 1 NoNyunTb peasbHble
cTpaTernyeckme npeumyiiectsa?

— Kak nnatat cetn B pamkax CTM-npoekTos?

Y70 C OTCpOYKaMK 1 C NPOCPOYKaMKM NAaTeXeNn?

— MoproToBKa Npon3BoAcTBa K Bbinycky CTM: ¢ yero Hayatb?
Kak cHuKaTb n3gepxkn? Kak 3awmtnTb cBon 6peHabl

OT AUCKPUMUHaLMK?

— lMowuck 3aka3unkoB nog nponssogcteo CTM: rge nx nckatb?
Kak Bbl6VpaTb? OT KakuX BbIFOAHbIX NMPEASIOKEHWNI Nlyylle oTKa-
3aTbCA? KaK NPeANOX1Tb UMEHHO TO, YTO HY>KHO 3aKa3umnky?
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Mopeparop: AnekcaHap AHPUHOreHOB, KOHCYNBTAHT MO CTpa-
Ternyeckomy MapKeTUHry

MpurnaweHHble cNnKepbl:

— JeHuc [Ibakos, Kommepyeckuii anpektop, «Mapusa-Pax»

— Bayvecnas Padukos, reHepanbHbii gupektop, MA «bpeHp
AHaNNTUKC»

— AHApen XnXHAK, KOMMepUYecKnin AnpeKTop, rpynna
«Pasrynan»

— CBeTnaHa [laHnnknHa, gupekTop no passutunio CTM, SPAR
Russia B.V.

— Anekcew boiiLoB, coBeTHUK, KypaTop HanpasneHna CTM,
«Cnctema PernoHMapt»

16:40—18:00 Qokyc-ceccus 3 «BbIXOJ U3 CTM-MPOEKTA: MPUYUHDI,

MOCNEACTBUA, PUCKI»

«YMHBbI BblbMpaeTca u3 AMbl, a MyApbI — B AMY He nonaga-
eT». CTpaTernyecku MbiCnAWMN NpeanprHUMaTeNb, npexae
YyeMm BMMCaTbCA B MPOEKT, JOIKEH BHUMATENbHO U3YUYUTb Bapu-
aHT HeraTMBHOIO Pa3BUTWA COOBITUIA: KaKue MOryT ObITb MpUYM-
Hbl pa3pbiBa forosopa o npoussoacTse CTM, HACKONbKO TAXe-
nblMn ByayT NOCNeACTBMSA 1 Kak MOCTYMNaTh B 3TON HEMPOCTON
cuTyaumm?

KnioueBble Tembli:

— Puckn npounssogmntena: LOCPOUYHOe NpeKpalleHne npoek-
Ta; NOBbILWEHNE ce6eCTONMOCTY NPU GUKCUPOBAHHOW LieHE,
pe3Koe yBenuueHre/ymeHblueHre 06bema 3akasa, BNIOXKeHWs,
KOTOpble MOTYT He OKYNUTbCA

— lNoyemy ceTn pa3pbiBalOT JOrOBOPbI? PEATUHT NPUYMH Npe-
KpalleHna coTpyAHNYeCcTBa C MPOU3BOAUTENIEM NPOAOBOSb-
CTBEHHbIX TOBapOB

— YT0 fOMKEH caenaTb NPOV3BOAUTENb, YTOObI MOACTPAXO-
BaTbCA OT JOCPOYHOro npekpatieHna CTM-npoekTa?

— Korpga npouncxogut cmeHa CTM-accopTMMeHTa B CETU U Kak
NoAroTOBUTLCA NPON3BOAUTENIO?

— Mo»KeT N1 NPon3BOANTENb MaSTION KPOBbIO BbINTU U3 HEBbI-
rogHoro ans Hero CTM-npoekTa?

— lMpumepsbl ycnewwHbix 1 HeycnewHbix CTM-npoekTos
MpurnaweHHble CNuKepbl:

— *MNetp OduLepoB, reHepasnbHbIN ANPEKTOP, KOHCANTUHIOBas
KomnaHusa RealWorkManagement

— WpwnHa ®atkynnHa, HauyanbHuK otaena CTM, «<MoHeTKa»

— Hapexpa KonbiTuHa, npe3ngeHT rpynnbl KOMNaHWn
«J1époBo»

— lOpuin CagoBHuKoB, anpekTop no CTM, «Bbicluas nvra»

Nlenb 2, 13 peBpana 2013 r., cpepa

10:00—10:30 [lpuBeTcTBEHHDII KOde
10:30—12:00 Qokyc-ceccus 4 «CTM... HE TOJIbKO ANA CETW.

CKPbITbIiA MOTEHLIUAN KOHTPAKTHOIO NPOM3BOACTBA

JJ1A POCCUMCKOTO MPOU3BOAUTENA»

CTM - noHaTue 60oee WNPOKOe, YeM MPUHATO CYUMTaTb

B Poccum. B pa3Butbix (1 He oUeHb) CTpaHax CyLiecTByeT
MHOMeCTBO KOMMaHWiA, KOTOPble 3aHUMAIOTCA TOSIbKO
NpPOoW3BOACTBOM. Y HUX HET CBOMX OPEHAOB 1 UX Mano KTo
3HaeT. M 3aka3bl Ha npoun3eogcTBo CTM y HUX pa3meluaoT
[laneKo He TOJIbKO PO3HUYHbIe ceTh. Kakne nepcrnekTrBbl
CBETAT POCCUACKOMY MPOU3BOAMUTENIO HA PbIHKe
KOHTpaKTHOro NpoussofcTea’

Mopeparop:

— Amutpuii MoTtaneHKo, ynpasnaiowumii naptHep, Management
Development Group Inc., Bnageney 12 TOprosbix 1 pectopaH-
HbIX CeTell, ANCTPUOBIOTOPCKNX KOMMaHWI 1 MPON3BOACTBEH-
HbIX NPEANPUATUIA B permoHax Poccun n 3a pybexxom

oguyuanbHull KAManoe 8bICMAgKuU
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KnioueBble Tembl:

— Posib KOHTPaKTHOro NPOU3BOACTBA B NOpTdhese 3aka3os
npov3BoanTena NPoAYyKTOB NUTaHNA. BO3MOXHble
HanpaBfieHVA NonCKa 3aKa3uymkoB

— Mpoun3BoACTBO NPOAOBONBbCTBEHHbIX TOBAPOB NOJ MapKomn
ONCTPUOLIOTOPA: ANA KaKMX NMPOU3BOAMTENEN 1 KaKMX
TOBaPHbIX KaTeropun nmeeT cmbicn? Korga nntochl
nepeBeLnBaloT MUHYCbI?

— OCco6EeHHOCTU KOHTPAKTHOrO NMPON3BOACTBA

Ana pbiHka Horeca

— Co6CTBEHHbIE TOProBble MapKW KOHFPECCHO-BbICTABOUHbIX
MEPONPUATUI KaK UHCTPYMEHT NPOABUKEHUA
KOMMaHun-nponssoamTens

— lMocTaBKM NPOAOBONBLCTBEHHBIX TOBapoB nog CTM

B cTpaHbl CHI... n He TonbKo

MpurnaweHHble cNuKepbI:

— Omutpuin JleoHoB, 3amecTuTenb NpefceaaTens npasneHns,
PYCNPOACOI03

— Huikonan [lopolyk, yupeanTens KoMmnaHuu,
«BbusHec-TapmoHUA», aBTOP peLLeHnin No KaueCTBEHHOMY
noctpoexuio aguctpmbyuun (KMNM) n kauectsBeHHOMy pasBuUTUIO
npubbiny (KPT), npefcepatens Knyba anctpubbiotopos CHI
— BukTop TyaopoBCKuMi, KOMMepYeCcKnii AupeKTop,
«Cu-TMpomxeKT»

— Bopwuc Jlomako, pykosoanTens otgena CTM,
Npon3BOACTBEHHO-KOHANTEPCKasA rpynna «JlecHas ckaska»

obwas uHgpopmayus
general information

13:00—18:00 LLEHTP 3AKYNOK CETEN™: CTM
5 YACOB MPAMbIX MEPErOBOPOB C NPEACTABUTENAMMU
OTAENOB CTM 3
30 OEAEPANBHDBIX U PETMOHANDBHbIX CETEMN
— LleHTp 3aKynok ceTen™ — 3T0 peasibHas BO3MOXXHOCTb 3a
OAVIH AeHb NMPOBECTUN AeCATKM NePeroBopoB O NPON3BOACTBE
TOBApOB MoJ, COBCTBEHHBIMU TOProBbIMM MapKamm ceTel
— YuacTHukM LleHTpa 3aKkynok — pykosogutenu otgenos CTM,
KOMMepUecKme AUPeKTopa 1 KaTeropuiiHble MeHexepbl 30
PO3HMYHbBIX CETel, KOTOpble NPULLAW Ha NePEroBOpbI C BaMU.
— 3apava npepcTaBuTenen ceten — otobpatb NPOV3BOANUTENEN
[NA 3aKNI0YEHNA KOHTPaKTOB
— Balwa 3aaya — npoBecTy NeperoBopbl C MakcMmanbHON
oTgayen
3anucaTbcs Ha MePEroBopbl K MHTEPECYIOLMM Bac CETAM
MOXHO byzeT 12 peBpans Ha popyme.

* BolCTynieHnA rypy MapKeTUHra 1 KOHCaiTUHra U3 cepun
«3Be3/bl POCCUINCKOrO KOHCANTUHIaT™M

OpraHM3aTopbl OCTaBnAIOT 3a CO60M npaBo BHOCUTb U3MEHEHUA

B TEMaTUKYy AOKMaA0B 1N NNeHaPHbIX 3acefaHuin. OpFaHVBaTOpr

He HeCyT OTBETCTBEHHOCTb 3a OTMEHY AoK/aja B CBA3U

C d)OpC-Ma)KOprIMI/I 06CTOATENBCTBAMMU, A TAKXKE Mo npnynHe 6onesHun,
He3a|'|J'IaHI/|pOBaHHOVI KOMaHANPOBKKN, BHE3aMHbIX cemelHbIX
0o6cToATENbCTB Yy AoKnag4yuka v gp.

Competent Supplier: House Brands,
the 4th Forum of Manufacturers and Retailers

Organized by: IMPERIA LTD

e

umm'lf iﬁmpe ria

Tel./fax: +7 (495) 730-7906, +7 (812) 327-4918
E-mail: imperia@imperiaforum.ru
Internet: http://prodforum.ru

Day 1, Tuesday, February 12, 2013

Key topics:
— Growth rate of PL market in Russia: is everything going
according to the “schedule”? Why did optimistic predictions

obwasa uHgpopmayus
general information

— Tatiana Nasupkina, Chief of Department of Development
of the Private Label, Azbuka Vkusa

— Alexander Anfinogenov, Consultant on Strategic Marketing
— Expert of International Association PLMA

12:40—14:10 Focus-session 1:

NETWORKS IN ACTIVE SEARCH:

CRITERIA OF AN IDEAL MANUFACTURER

One can often hear from the suppliers: “we have offered our
excellent goods at an excellent price to the supplier — and he's

not interested! Networks don’t need anything at all”. Purchasers

tell other thing: “we can't find a supplier that would provide

a stable quality of the goods that we need...” What are the
criteria of a manufacturer, who would be popular among the
retailers ordering PL?

Key topics:

— Quality - requirement No.2? Stable quality - requirement
No.1! Requirements for the quality are getting more serious.
Audits and... penalties? Who pays for the audit and expertise?

— New requirement for package - increase o financial pressure

on manufacturers? Safety, labeling... functionality?

— What is “informational openness”? Which information does a
supplier have to provide to retailer, and retailer - to a supplier?

— A comfortable-to-work-with manufacturer: minimal and
reasonable requirements for term, logistics, service

— What should the staff of manufacturing company be? KPI
of a manager, responsible for development of private labels
of retail networks.

— What can manufacturer do to increase sales of PL-product
in the shops of a network?

Moderator:

— *Michail Burmistrov, Director General, INFOLine-Analytics,
Member of Expert Council of FAS RF on development of
competition in the sphere of retailing

Invited speakers:

— Nadezhda Paderina, Chief of Department of Purchase

of Consumer Goods of the Private Label, Ashan

— Pavel Kamyshov, Brand Manager of PL, METRO C&C

— Oleg Stepanenko, Chief of PL Department,

Federal Purchase Union TZS System

— Dmitry Potapenko, Managing Partner, Management
Development Group Inc.

15:00—16:20 Focus-session 2:

START UP OF PL-PROJECT:
STARTEGIC DECISIONS AND TACTIC MISTAKES

The most difficult task in any project is to start... and to finish.

2013 | IIpopskcno

Prodexpo

— Searching clients for manufacturing of PL:

where to search? How to choose? Which “profitable” offers
should be rejected? How to propose the client exactly
what he wants?

Moderator: Alexander Anfinogenov, Consultant

on Strategic Marketing

Invited speakers:

— Denis Dyakov, Commercial Director, Maria-Ra

— Vyatcheslav Rafikov, Director General, MA “Brand Analytics”
— Andrey Khizhnyak, Commercial Director, Group of
Companies “Razgulyaj”

— Svetlana Danilkina, Director of Development STM,
SPAR Russia B.V.

— Alexey Boitstov, Consultant, Curator of PL Department,
Region Mart System

16:40—18:00 Focus-session 3:

QUIT FROM PL-PROJECT: REASONS, CONSEQUENCES, RISKS

“A clever one gets out from the pit, and a wise one does not
get into this pit”. Strategically thinking businessman, before
entering a project, must carefully study the variant of adverse
course of events: what could be the reasons for termination
of contract for manufacturing of PL, how serious would the
consequences be and how to behave in such a situation?
Key topics:

— Risks of a manufacturer: early termination of a project;
increase of net value at fixed price, serious increase/decrease
of order volume, unprofitable investments

— Why do networks terminate contracts? Rating of reasons
to terminate co-operation with manufacturers of commodity
goods

— What should a manufacturer do in order to secure himself
from the early termination of PL-project?

— When does the change of PL-assortment take place in the
network and how should a manufacturer get prepared for it?
— Can a manufacturer easily and with minimum losses quit
unprofitable PL-project?

— Examples of successful and not successful PL-projects
Invited speakers:

— *Piotr Ofitserov, Director General, Consulting Company Real
Work Management

— Irina Faktulina, Chief of PL Department, Monetka

— Nadezhda Kopitina, President of the Group of Companies
Liodovo

— Yury Sadovnikov, PL Director, Highest League

10:30—10:45 Express-session:
CENTER OF PURCHASE NETWORKS™: INSTRUCTIONS come untrug? ) ) )
Center of Purchase Networks™ (CPN) — is individual — Where will the PL share increase faster: in federal or regional
negotiations about delivery of your products with Commercial networks? Discounters, sup”er-markets or hypermarkets? business without losses and with profit”is still on agenda in :
Directors, Chiefs of Purchase Departments and purchasers — Will PL develop in“stock” segment? Or is it a dead-end track the year 2013. Experts of PL-market will try to answer to this 10:30—12:00 Focus Session 4:
of retail networks. for re.tallers? . . difficult question. PL... NOT ONLY FOR A NETWORK.
~ How to enroll for negotiations? — Private labels attacking new price and goods segments Key topics: HIDDEN POTENTIAL OF CONTRACT MANUFACTURING
— How to get ready for participation in CPN? of commodity market. Strong brands and PL: allies or — Who actually manufacturers PL in the West and in Russia. FQR RUSSMN'MA.NUFA(TURE'R N .
— Which is the time-table for negotiations? competitors? Dye to what, besides the price, a good under PL “Niches” for small and middle - sizes manufacturers Prlvatg Label.lng is a more wide term that it is con5|'dered
— How to get maximum profit? can compete with a .brand? . — “Symptoms of PL": under which circumstances should one to.be in Rgsma. In developed (z?nd not very) countries therg
Presenter: Georgy Sokolov, Producer of IV Forum — Evolution of relation of consumers to PL: do they recognize seriously start manufacturing for a network? Manufacturing exists a wide range of companies, that do only manufacturing.
: v and choose ... or do they avoid them? goods under PL — a temporary measure or a strategy of the They have no brands of their own and they are not known
of Manufacturers and Retailers — Long-term contracts are the thing of the future? manufacturer? Which are the main differences with brand to everyone. And not only retail networks place their orders
10:45—12:15 ANALYTIC SESSION: Moderator: manufacturing? for manufacturing of PL in them. What perspectives does

PL IN RUSSIA'2013: DINAMIC PICTURE — How to precisely calculate net value, economic effect the Russian manufacturer have on the market of contract
Having earned a lower price segment, retail networks started and to get real strategic advantages? manufacturing?

to “push” their Private Labeling “upwards” towards more — How do networks pay within PL-projects? Moderator:

expensive, more marginal goods. Competition between What about delays and defaults of payments? — Dmitry Potapenko, Managing Partner, Management
retailers becomes stronger each month, and determining factor — Preparing the manufacturing facilities to the manufacturing Development Group Inc., owner of 12 trading and restaurant
becomes not only the price. This opens a way to PL market of PL: what to begin with? How to decrease costs? How to chains, distributing companies and manufacturing enterprises
to a wider range of manufacturers. protect your brands from discrimination? in the regions of Russia and abroad.

Well - known fact: most of the accidents with the airplanes
take place during take off and put down. Foe many Russian
manufacturers the question “how to enter this promising

Day 2, Wednesday, February 13, 2013

10:00—10:30 Welcome coffee

— *Michail Burmistrov, Director General, INFOLine-Analytics,
Member of Expert Council of FAS RF on Development of
Competition in the Sphere of Retailing

Planned speakers:

— Andrey Kravtsev, Director of PL, X5 RetailGroupN.V.

— Nadezhda Paderina, Chief of Department of purchase of
Consumer Goods of the Private Label, Ashan
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Key topics:

— The role of contract manufacturing in the order portfolio
of a manufacturer of food products. Possible directions of
search of the clients

— Manufacturing of commodity goods under the label of a
distributor: for which manufacturers and for which category
of goods does it have sense? When do advantages exceed
disadvantages?

— How to find your client in PL among the distributors?

— Peculiarities of contract manufacturing for HoReCa market
— Private labels of congresses and exhibitions as a way to
promote a manufacturing company

— Delivering of commodity goods for PL to the countries
of the CIS.... and not only

Invited speakers:

— Dmitry Leonoyv, Vice-CEO, RUSPRODSOYUZ

— Andrey Filimonov, Vice-Director General, TH MaskA

— Nikolay Doroshuk, Founder of the Company “Business-
Harmony’, author of the decisions on Qualitative Building of
Distribution (QBD) and Qualitative Development of Profit (QDP),
Chairman of Distributors’ Club of the CIS

— Victor Tudorovsky, Commercial Director, C-Project

— Boris Lomako, Chief of PL department, Manufacturing
Confectionary Group “Lesnaya Skazka”

P

obwas uHpopmayus
general information

13:00—18:00 CENTER OF PURCHASE NETWORKS™: PL
5 HOURS OF DIRECT NEGOTIATIONS WITH REPRESENTATIVES
OF PL DEPARTMENTS OF 30 FEDERAL AND REGIONAL
NETWORKS
— Center of Purchase Networks™ is a real opportunity to
conduct dozens of negotiations about manufacturing goods
under PL of a network during one day
— Participants of Purchase Center - chiefs of PL departments,
Commercial Directirs and categorical managers of 30 retail
networks, who came to negotiate with you
— Task of the representatives of networks — to select
manufacturers for making contracts
— Your task is to conduct negotiations with maximum profit
You can enroll for negotiations with the networks you are
interested in, on 12 February during the Forum.

* Speeches of marketing and consulting gurus
from the Stars of Consulting™ series.

Organizers preserve their right to make changes in the topics

of speeches and plenary meetings. Organizers shall not be liable

for cancellation of any speech subject to force-majeur circumstances
as well as of illness, unplanned trip, sudden family circumstances

of the speaker etc.

H«I;(;I‘SEaMMa dbopyma

opper-mapKeTuHra»

OpraHusatop: 000 «MMMNEPUA»

saforum

“imper;a

Ten./dakc: +7 (495) 730-7906, +7 (812) 327-4918
E-mail: imperia@imperiaforum.ru
Internet: http://prodforum.ru

OpraHusauvnoHHas nogaep»ka: Komnanua Marketing One

BEST MARKETING EVENTS g

13 ¢pepana 2013 r., aenb 1, cpena

12:30—13:00 Kode. Perucrpauus yyactHukos

13:00—14:30 [neHapHoe 3acepanue «Tpenapl-2013. Shopper
Marketing Kak rnaBHoe HanpaBneHue pa3BuUTMA NPOAOBOIb-
C(TBEHHOr0 MapKeTUHra»
CneuunanncTbl CXOAATCA BO MHEHWW, YTO FMaBHbI TPEHA Ha
npPoAOBOJSIbCTBEHHOM PbIHKE — CMeLLeHNEe TOYKU NPUHATUA
peLeHs O NMOKYMKe B CTOPOHY MOJIKU: CerofHA Ao 70% 6peH-
[0B Bbl6VIpaeTcs NoKynaTesieM HenoCpeaCcTBEHHO B MarasuHe,
a 68% NOKyNOK He 3annaHuposaHbl. Hactynuna SPA SHOPPER-
MAPKETWHTIA, KoTopbiiA, B OTNYME OT NOTPEOUTENBCKOTO Map-
KeTUHra, ¢0KycmpyeTc;| Ha nokynartene un ero noeeaeHnn B
TOYKe npofaxku.

oguyuanbHull KAMAanoe 8bICMAgKU

Mopepatop:

*Bopuc EpemuH, npesnaeHT, MexayHapoaHaa peknamHas
accoupmaumsa (IAA); npodeccop, EBponencknin UHCTUTYT Nabnuk
punenwHs (Mapux) n MeXxayHapoaHbI MHCTUTYT peKnambl;
rNaBHbIV PefaKTop, BCEPOCCUNCKIMI NPOdECCMOHANBHBIN
KYpPHan o CBA3AX C 06LWEeCTBEHHOCTbIO «COBETHUKY, UNeH
3KCNepTHOro COBETA MO COBEPLUEHCTBOBAHMIO 3aKOHOAATENbCTBA
o pekname npu ®AC Poccun, uneH ncnonkoma Poccminckon
accoumaumm no ceasam c obuiecteeHHocTbio (PACO)
Cnukepbi:

— lpuropuin Tpycos, nuaep B POCCUNCKOM MapKETUHIOBOM
613HEC-KOHCYNIbTUPOBAHNY, MPE3VAEHT KOHCANTUHIOBOM
KoMnaHun «KoHTaKT-IKcnepT»; naypeat npemun «lepcoHa
ropa-2009»; aBTop 6ectcennepa «Camu NpuayT, Camm KynaT».
— KceHus KacbAHOBa, BMLe-Npe3naeHT, KOHCaNTMHroBas
KomnaHusa «KoHTakT-IKkcnepT» (HaurnoHanbHaa npemusa
«KomnaHus roga-2009»)

obwasa uHgpopmayus
general information

14:30—15:00 Kode-6peiik

15:00—16:30 Ceccuss «bpeHAMHT: UMETb UK He UMETb?»
Kakoe mecTo 3aHMMaeT 6peHAnHT cpean GakTopOB, BAMSAIOWMNX
Ha NPUHATUE peLleHnA o NoKynKe? B Kaknx KaTeropusax BaxeH
6peHa, a B KakUX rnmaBHbIM $paKTOpOM siBNAeTcA LeHa?
Kak NpoTMBOCTOATb JaBIEHUIO CETEBbIX YaCTHBIX MAapPOK
1 NPV 3TOM He BblieTeTb B TPy6y? Kak BbIBECTU HOBbIV
NPOAOBOJILCTBEHHBIN OPEHA Ha PbIHOK 1 CKOJMbKO 3TO CTOWT?
Mopepatop:
— EBreHuin boyeHKo, AoLEHT, pykoBoaWTe b NPOorpaMmbl
«MBA - MapKeTUHr-meHegXMeHT»; MockoBcKasn
MeXayHapofHas Bbicllan wkona 6usHeca «<MUPBUC»
Cnukepbi:
— *Hartanba CamolinoBa, reHepasbHbli Aupektop MacTtepckon
3¢ deKTBHOrO penyTauroHHOro MeHegxMeHTa (M3PM),
3KC-ANpPeKTOp no pekname n PR, PocbnsHecKoHcatuHr, asTop
KHUrn «CTpaTernyeckre oWmnbKy peknamHoro MeHegXMeHTa,
UK noyemy He npopaaet Bawa peknama?»
— Huikonaw [lopolyk, yupeanTenb KoMnaHuu,
«bunsHec-TapmoHuA», aBTOp peLLueHnii Mo KayeCTBeHHOMY
noctpoexuio guctpubyuun (KMNA) n kauectBeHHOMY Pa3BUTHIO
npwbbinu (KPM), npeacepatens knyba anctpubbiotopos CHI
— Anekcen AHgpees, npe3sungeHT, Depot WPF; co-npe3ungeHT,
Accouuanms 6peHaNHIoBbIX KomnaHuii Poccum (ABKP);
akafieMuk, Poccuinckas akagemma peknambl;
uneH MexayHapoaHon peknamHon accoumaumm (IAA)

16:30—17:00 Kode-bpeiik

17:00—18:30 ABTOPCKUil ceMuHap «(TpaTeruyeckoe ynpasneHue
6peHgom»
ABTOP — OAVH Y3 FNaBHbIX KPeaTBLUNKOB POCCUNCKON
peknambl. ObnagaeT BHYLIUTENIbHOW KOMINEKLMeN Npr3oB co
BCEBO3MOXHbIX peKnamHbIx dpecTrBanein. 3aBeayet kadenpoi
peknamHoro TBopyectsa MexayHapo[HOro MHCTUTYTa
peKnambl, MPOBOAWT MacTepP-KNacchbl 1 CEMUHAPDI.
ABTOp KHUK «KpeaKTne»
Bepywmia: Viropb laHxa, KpeatuBHbIN anpekTop, LMH
Consulting; Buue-npesungeHT, MexayHapoaHasa peknamHas
accoumaums (IAA)

18:30 OkoHuaHue nepBoro aHA Dopyma

14 peBpana 2013 r., aeHb 2, cpepa

10:00—10:30 YTpeHHuin kode. 06LLeHMe C Konneramm

10:30—12:00 Ceccua «KommyHukauun: rmobanbHoCTb
UM NOKANbHOCTb?»
MpopaBwxeHne B MarasuHe (instore) uny BHe €ro — Ha Yem
caenatb Gpokyc? MoXHO N NpoABUraTb MPOAOBOIbCTBEHHDII
6peHa, NCMonb3ys TOMbKO instore-KoMMyHVKaLmum?
Digital indoor: Bo3amoxHoCTH, orpaHnyeHus. Kak sauset ATL n
OHNaH-NPOABVXXEHNE Ha NOBeAeHKe NOoKynaTena B MarasmHe?
Mopepatop: [lapba VIBaHOBa, reHepanbHblin AUPeKTop,
rpynna komnaHuin RUSINFO
Cnukepbi:
— WnbAa banaxHWH, reHepanbHbIi AUPEKTOP 1 YNpaBAoLWMN
naptHep New Media & Digital areHTcTBa Paper Planes GVCG.
OpvH 13 cambix BocTpeboBaHHbIX B Poccum cTpaTeros
B 06/1aCTN HOBbIX Meana
— MpepcTasuTens KomnaHum Unilever

12:00—12:30 Kode-bpeiik

12:30—13:50 Ceccua «ynaKoBka: co6CTBEHHDIN
peKnamHblii HocuTenby»
B ycnoBusx CTporvx orpaHnyeHunin PO3HNYHbIX ceTei
1 BbICOKMX PacLeHOK Ha peKnamy B MarasvHe yrnakoBKa —
€AUHCTBEHHbIN 6eCnNaTHbIN «PeKNaMHbIi HOCUTENbY, KOTOPbIN
Bceraa 6yaeT pAAoOM C NPOoAYKTOM. KakoBbl F1aBHble 3aKOHbI
«rpogatoLLei» ynakoBKkm? YTo Hy>KHO 0TobparkaTb Ha yrakoBKe
1 YTO HU B KOEM CJlyyae Henb3A?

2013 | IIpopskcno

Prodexpo

Mopepatop:
— Hukonac Kopo, rmaBHbI KypaTop MccnegoBatenbckoro
LeHTpa 6peHaMeHeIKMeHTa 1 6peHaTexHONOrMn «Penaxg
rpynn» (RCB&B), uneH coseta [Mnbanmn mapkeTonoros,
npepcepatenb Komnteta no mexxayHapoaHbim genam COMAP,
uneH-kKoppecnoHaeHT Akagemumn Umngxenorum Poccmmn
Cnukepbi:
— AHgpelt PyKaBULWHNKOB, FaBHbIN TPeHep NO MapKeTUHrY,
KoMnaHua «Mali»; 3KCnepT, NyYlLnii SUPEKTOP NO MapKeTUHTY
Poccun (2006), aBTOp KHUT «[TMBHas PEBONIOLMA 1 MAPKETUHT
nvea B Poccum» 1 «Kak ysennumtb npopau?
NHTennekTyanbHbIN MapKeTUHM»
— MpepctaButensb komnaHun «bAJTTUKA»

13:50—14:50 06ep

14:50—15:30 (neumanbuoe BbICTYNJIeHNE «U,EHOBbIe W HeLeHoBble
NPoOMo: BinAHNE Ha peLueHne 0 NOKynKe»
CtomnT N1 6opoThCA 3a 0bNagaHmne «nepBot LLEHOM»?
Kak n3meHunmcb LeHoBble NpeAnoYTeHNA POCCUAH
3a nocnefHui rog? B Kaknx cnyyasx nydile paboTaioT LieHOBble
NPOMO M B KaknX — HeLleHoBble? Kak B cxBaTKe C KOHKYPEHTOM
He nonacTb B «LLeHOBOW LITOMOpP»?
Mropb Jluncuu, HayuHbI pyKoBOAMTENb ienapTameHTa
MapKeTuHra, npodeccop NY-BLUS, 3amectutenb aekaHa Boicwen
WKONbl MeHegxMeHTa [Y-BLLS, AOKTOP 3KOHOMUYECKMX HayK

15:30—16:30 Ceccua «KateropuiiHblii MeHeKMeHT:
MoOLLHOe opyue shopper-mapkeTuHra»
Kak foctnub 6anaHca MHTepecoB Npov3BoAnTENa
n peTeiinepa? Kak ybeanTb petennepa B 3GdeKTMBHOCTU
noaxofa KaTeropuinHoro MeHegxmeHTa? Kak, He ABNAAChH
NNAEpPOM Kateropuw, ynpasnaTb Npe3eHTalyelt ToBapa
Ha nosike 1 3apabatbiBaTb 60nblue?
MpurnaweHbl: Nnpeactasuteny komnaHui Danone,
Pepsi, WBD, Nestle

16:30—17:00 Kode-6peiik

17:00—18:00 Ceccua «[lporpamma noAnbHOCTY:
KaK 3aCTaBUTb ee paGOTaTb?»
Kakuve 3apaun pelaeT nporpamma noAnbHoCTH?
[lecTBUTENbHO NN OHA YAEPXKMBAET KIIMEHTOB UK NPO-
CTO CHVPKAEeT Map>KUHANbHOCTb NPOM3BOANTENA U MarasunHa?
Hy»Ha nn Bawemy nokynatento 25-A KapTouka NOCTOAHHOIrO
KnveHTa B 6ymaxkHuKe? MnaBHble NpuHLMMbl 3$deKTUBHOM
nporpammbl JI0ANBHOCTY
Mogaepatop:
Oner MakapoB, napTHep, KOHCanTUHrosas rpynna «TCGy,
MapKeTUHI-AUPEKTOP ¥ AUPEKTOP MO NpoAaxam ¢ 19-neTHUM
NPaKTUYECKNM OMbITOM
Cnukepbi:
— MpepcTaBuTens KomnaHum X5 Retail Group
— MpepcTaBuTenb KomnaHum Real
— MNpepcTaButenb komnaHun Metro C&C

18:30—19:30 TOp)KECTBeHHOE HarpafieHue naypeartos
Mo pe3synbratam to6UNenHoro 12-ro ExerogHoro skcnepTHoro
onpoca [Mnbann mapKeTonoros
Beaywmin uepemonun: Viropb Buttenn, poccninckuin
XKypHanucT, Begywumin Tenenepepay «B pokyce», «[uanor»
n «Chepa nHTepecos» Ha KaHane PBK-TB, BegyLmii BOCKpecHo
nporpammbl Ha pagrnocTaHumm «Pycckas cny»ba HoBoCTeN»
o oKoHYaHWK LepeMoHUN «3Be3[HbIN KOKTeNNb» — BCTPeumn
1 cBobofHoOe obLieHne aeneratoB dopyma v 3Be3g
POCCUIACKOTrO MapKETVHFa U KOHCANTUHIa

OpraHu3aTopbl OCTaBNAIOT 3a cobon npaBo BHOCUTb U3MEHEHUA
B TEMaTUKYy OOKMaAoB M NNeHapPHbIX 3acegaHuin. OpraHum3aTopbl
He HeCyT OTBETCTBEHHOCTb 3a OTMEHY AoK/aja B CBA3U C d)opc—
Ma>XOpHbIMKN 06CTOATENBCTBAMM, @ TAKXKeE NO npuynHe 3acefaHni
npaBunTeNbCTBa, 6onesHun, He3annaHNPOBaHHOW KOMaHANPOBKY,
BHE3arHbIX CEMENHbIX 06CTOATENBCTB Yy AoKnag4yuka v gp.

oguyuanbHull KAManoe 8bICMAgKuU
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obwas uHpopmayus
general information

Program of the Forum
The Age of Shopper-Marketing

Organized by: IMPERIA LTD

@nforum
Wdmperia

Tel./fax: +7 (495) 730-7906, +7 (812) 327-4918
E-mail: imperia@imperiaforum.ru
Internet: http://prodforum.ru

Organizing support: Marketing One Ltd

BEST MARKETING EVENTS g

February 13, 2013, Day 1, Wednesday

12:30—13:00 Coffee. Registration of participants

13:00—14:30 PLENARY MEETING
TRENDS 2013. SHOPPER MARKETING AS THE MAIN
DIRECTION OF DEVELOPMENT OF COMMODITY MARKETING
Specialists have the same opinion that the main trend in
commodity market is a shift of decision point about purchasing
towards the shelf: today up to 70% of brands are chosen by
the buyer directly in the shop, and 68% of purchasers are not
planned. Here came the AGE OF SHOPPER-MARKETING,
which, unlike consumer marketing, is being focused
on a buyer and his behavior in a sales point.
Moderator:
— *Boris Eremin, President of Russian Department
of the International Advertisement Association (IAA),
Professor of the European Institute of Public Relations (Paris)
and of International Institute of Advertisement. Chief editor
of the All-Russia professional magazine about public relations
“Sovetnik”’, Member of the Expert Council of Improvement
of Advertisement of FAS of Russia, member of the Executive
Committee of the Russian Association of Public Relations
(RAPR)
Speakers:
— Gregory Trusov, President, Consulting Company
“Contact-Expert’, Prize winner of the contest “Person
of the year 2009", author of the bestseller “They will
Come themselves and they will Buy themselves”
— Ksenia Kasianova, Vice-President of the company
“Contact-Expert’, leading consultant, ideologist of 78 projects
of strategic communications for Rosnano, Yota, Beeline,
Eksmo Publishing, Kenya Tourist Board, Paul Hartmann,
Invitro, Vyatskaya Uslada, “Home Alone’, and others.
Professor at MBA (AIBEc, RANH and GS of the President
of the RF), Kingston, VSHM by NIU VSHE

14:30—15:00 Coffee Break
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15:00—16:30 SESSION
BRANDING: TO HAVE OR NOT TO HAVE?
What place does the branding occupy among factors,
influencing making a decision about purchase? In which
categories brand is important, and in which the main factor is
price? How to resist pressure of network labels and not to go
bankrupt? How to introduce a new commodity brand to the
market and how much does it cost?
Moderator:
Evgeny Boichenko, Associate professor, Chief of the program
“MBA — Marketing-Management”; Moscow International
High School of Business “MIRBIS”
Speakers:
— *Natalia Samoilova, Director General of the Effective
Reputation Management Studio (ERMS), Director for
Advertisement and PR, RosBusinessConsulting, author
of the book “Strategic Mistakes of advertisement Management
or why isn’t Your Advertisement being Sold?”
— Nikolay Doroshuk, Founder of the company
“Business-Harmony", author of the Decisions on Qualitative
Building of Distribution (QBD) and Qualitative Development
of Profit (QDP), Chairman of Distributors’ Club of the CIS
— Alexey Andreev, Co-President of the Association of Branding
Companies of Russia (ABCR), President of Depot WPF
16:30—17:00 Coffee Break
17:00—18:30 AUTHOR SEMINAR
STRATEGIC BRAND MANAGEMENT

The Author is one of creative persons of Russian advertisement.

He has a large collection of awards and prizes from different
festivals of advertisement. Head of advertisement creativity
department of the International Institute of Advertisement,
conducts master-classes and seminars. Author of the book
“CreaKtiv”
Moderator:
Igor Ghandzha**, Creative Director, LMH Consulting,
Vice-President of the Russian Departmnet of the International
Advertisement Association (IAA)

18:30 End of the first day of the Forum
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February 14, 2013, Day 2, Thursdays

10:00—10:30 Morning coffee. Communication with colleagues
10:30—12:00 SESSION
COMMUNICATIONS: GLOBALITY OR LOCALITY?
In store or out store promotion — what to focus on? Is it
possible to promote commodity brand using only in store
communications? Digital indoor: possibilities, restrictions.
How does ATL and online-promotion influence the
behavior of a buyer in store
Moderator:
Daria Ivanova, Director General, Group of Companies RUSINFO
Speakers:
— llya Balakhnin, Director General and Managing Partner
of New Media & Digital Creative Agency Paper Planes, Director
of New Media Idealogy School, Chief of WebInCo Russia,
Vice-President for Innovations of IABC/Russia
— Representative of Unilever Company
12:00—12:30 Coffee break
12:30—13:50 SESSION
PACKAGE: YOUR OWN ADVERTISING MEDIUM
In the circumstances of strict restrictions of retail networks and
high prices for in store advertisement, package is the only free
“advertising medium’, which is always behind the product.
What are the main laws of a “selling” package? What should
be reflected on a package and what should not?
Moderator:
Nicholas Koro, Chief Curator of the Brand Management and
Brand Technologies Research Center Reland Group (RCB&B),
Marketing Specialists Guild Council Member, Member of
Marketing Committee of TPP RF, Chairman of International
Affairs Committee SOMAR, co-director of the Company
“Brand Public”. Author of the book “Successful Style
of Running a Business”
Speakers:
— Andrey Rukavishnikov, Chief Marketing Trainer, Company
“May", Expert, Best Marketing Director in Russia (2006), author
of books “Beer Revolution and Beer Marketing in Russia”
and “How to Increase Sales? Intellectual Marketing”
— Representatives of the Company BALTIKA
13:50—14:50 Lunch
14:50—15:30 SPECIAL SPEECH:
PRICE AND NON-PRICE PROMO:
INFLUENCE ON A DECISION TO PURCHASE
Is it worth to fight for possession of the “first price”? How did
the price preferences of Russians change during the last year?
In what cases do the price promo work better and in which
- non-price? How not to get into the “price screw” during the
fights with competitors?
Igor Lipsits, Director of Sciences of the Marketing Department,
Professor of GU-VSHE, Vice-Dean of High School of
Management of GU-VSHE, Doctor of Economics

15:30—16:30 SESSION
CATEGORY MANAGEMENT:
POWERFUL WEAPON OF SHOPPER-MARKETING
How to achieve balance of interests between manufacturer
and retailer? How to persuade retailer of the effectiveness of
approach of category management? How, not being a leader in
the category, to manage presentation of goods on a shelf and
to earn more?
Invited: representatives of the companies Danone,
Pepsi, WBD, Nestle

February 14, 2013, Day 2, Thursdays

16:30—17:00 Coffee break

17:00—18:00 SESSION
LOYALTY PROGRAM: HOW TO MAKE IT WORK?
Which problems does the loyalty program solve?
Does it really hold clients or does it just decrease marginality
of the manufacturer and of the store? Does your buyer need
a 25th regular customer card in his wallet? Main principles
of effectiveness of the loyalty program.
Moderator:
Oleg Makarov, Partner, Consulting Group “TCG", Marketing
Director and sales director with 19 - years experience of work
Speakers:
— Representative of the company X5 Retail Group
— Representative of the company Real
— Representative of the company Metro C&C

18:30—19:30 Ceremony for prize-winners
According to the results of 12th Annual Anniversary
expert inquiry of Marketoologist Guild
Master of Ceremonies: Igor Vittel, Russian Journalist,
air of “V focuse’, “Dialog” and “Sphere of interests” on RBK-TV
channel, air of Sunday program on the radio station
“Russian News service”
At the end of the ceremony “Star Cocktail”
Meetings and free communication of delegates of the
Forum and stars of Russian Marketing and consulting

Organizers preserve their right to make changes in the topics

of speeches and plenary meetings. Organizers shall not be liable

for cancellation of any speech subject to force—-majeur circumstances
as well as of illness, unplanned trip, sudden family circumstances

of the speaker etc.
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