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The Obuv Rossii Group of Companies is a member of the following business and industry associations:

The Association of Retail Companies (AKORT), which is the biggest industry association in the Russian
retail market and was established in 2001. Today the largest retail companies, who are leaders in their
fields, such as ADAMAS, Azbuka Vkusa, AUCHAN, DIXY, Enter, Euroset, Lenta and others are all members
of AKORT.

The Russian Union of Industrialists and Entrepreneurs (RSPP), which is an all-Russia organization pro-
moting the interests of business both in Russia and at an international level. It unites thousands of the
largest Russian companies representing industrial, scientific, financial and commercial organizations in

all regions of Russia.
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[pynna koMnanun «06yBb Poccumy ABNAETCA YNEHOM CriedyoLVX Ae0BbIX M OTPac/eBbIX
accoumaumm:

Accoumauma KoMnaHnin po3HmdHon Toproenm (AKOPT) AaBnAeTcA KpynHenLen oTpaciesomn
accoumaumen y4acTHMKOB PO3HMYHOMO pbiHKa Poccum. beina co3gaHa B 2001 rogy. B HacToAwee
BpemaA yYneHamm AKOPT ABNAIOTCA KPyNHEeNLIME PO3HWYHBIE KOMMAHUM, NMAepbl B CBOMX OTPACsX,
Takme Kak «AJAMAC», «A3byKa Brycas, «ALLAH», «dVKCW», Enter, <EBpoceTb», «JleHTta» 1 ap.

Poccuickiin coto3 NpoMblLLNeHHMKOB 1 npeanpuHmuMaTtenein (PCMIM) — obLepoccunitckan
opraH13aumsa, NpeAcTaBNAWLAA MHTEPECH! Ae0BbIX KPYroB Kak B POCCUK, TaK 1 HA MeXOyHapO4AHOM
ypoBHe. O6beAVHART ThICAYM KPYMHENLLIMX POCCUMCKMX KOMMAHWIA — NpeacTaBUTenen
MPOMBILLAEHHBIX, HAY4YHbBIX, PUHAHCOBBIX M KOMMEPYECKMX OpraHM3aumi Bo BCEX pervoHax Poccum.
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Director's Address

Ladies and Gentlemen!

The Obuv Rossii Group of Companies is a fed-
eral shoe retail chain that makes up the top five
shoe companies in Russia and is a leader in the
mid-price sector of the market. The company
has 270 stores located in more than 80 cities all
over the country. In 2012, sales of the company
were 3.3 billion rubles, and the company experi-
enced a 50% growth in comparison with sales in
2011. EBITDA was 530 mln rubles, 84% up on
2011. In 2012, the company’s net profit more
than doubled to 342 min rubles. EBITDA profit-
ability was 18%. This substantial growth in profit
and profitability was achieved by change to the
variety of stock, the introduction of new items,
and non-standard services for our customers
and large-scale marketing campaigns, which re-
sulted in the turnover growth in every store (the
like-for-like growth indicator in 2012 was 28%).

Obuv Rossii's strategy relies on brands that
have unique positioning and a wide base of loy-
al consumers. Investment in the development
of the main brand of Obuv Rossii —Westfalika

[ambl n rocnogal

Mpynna KomnaHuin «06yBb Poccnmns — deaepans-
HasA 0byBHaA PO3HMYHAA CeTb, BXOAUT B MATEPKY
KpYMHeMwmx 00yBHbIX KOMMaHmii  Pocam  m
ABMAETCA NMAEpPOM CpeaHeLieHOBOro CerMeHTa.
bonee 270 MarasnHoB KOMMaHWM pPacrofioHeHsbl
bonee uem B 80 ropogax Mo BCeW cCTpaHe.
B 2012 roagy BbIpy4YKa KOMMNaHMM coctaBmna 3,3
MNpg pybnen, NpMpocT Mo oTHoweHuio K 2011
rogy — 50%. EBITDA — 530 MnH pybnen,
MpMpOCT Mo oTHoweHuo K 2011 rogy — 84%.
B 2012 roay uvctan npmbblib KOMMaHMM BeIpoca
bonee yeM B ABa pasa W coctaBuna 342 MH
py6nen. PeHTabenbHocTb nMo EBITDA — 16%.
3HauMTENbHbLI POCT NPUBLIIN 1 PEHTAbeNBEHOCTM
CTan BO3MOXeH 6/arodapa  KavecTBEHHOMY
M3MEHEHWMIO ACCOPTUMEHTA, BBEAEHMIO HOBbIX
TOBapHbIX MO3MUMIA, HecTaHAapTHLIM CepBMcaM
078 NokynaTtenen, MacluTabHbIM MapKeTUHIOBbIM
KamnaHMAM, YTO MPMBENO K POCTY BbIPYYKM
Karaoro MarasuHa (poct nokasarens like-for-like
B 2012 rogy coctaBmn 28% ).

«0byBb Poccum» B CBOen cTpaterun aenaet
CTaBKy Ha bpeH/abl, KOTOPbLIE MMEIOT YHVKAbHOe
MO3ULMOHMPOBaHME M LUMPOKYI0  ayaMTopuio
NoAfNbHLIX  noTpebutenen. MHBecTMuMn B
pasBUTME OCHOBHOro bpeHaa «06yBn Poccums
— «Bectdanmkm» — B 2012 rogy coctaBunm
120 mMnH pybnen, nnaH Ha 2013 rog — 6onee
200 mnH pybnen. CerogHa B noptdens bpeHaos
«0byBn Poccum» BXOOAT HE TOSIbKO 0OYBHbIE
bpeHabl, Takme Kak «Bectdanmkas u «ewwexons,
KOTOpble npeacTaBneHbl 0AHONMEHHbLIMM
PO3HWMYHBIMW CETAMM, HO TaKMKe M COBCTBEHHbIE
TOProBble MapKW COMyTCTBYIOLMX TOBApOB,

— was 120 mln rubles in 2012, investment of
more than 200 mlm rubles is planned in 2013.
Today the portfolio of brands of Obuv Rossii
includes not only shoe brands, such as West-
falika and Peshekhod that are represented by
the same-name retail chains, but also its own
trademarks of related products, such as Westfa-
lika, Westfalika Medicine and Emilia Estra. This
allows the company to create an exclusive prod-
uct with high awareness and a particular value
for customers.

Developing several brands, we want our stores
to offer products for different groups of consum-
ers and at the same time follow a fundamental
principle— excellent quality goods and high lev-
els of service. Having our own production and
well-established relations with suppliers of both
component parts and ready-made shoes and
related products in Russia and abroad, makes
it possible to offer a wide range of women’s,
men’s and children’s shoes and accessories and
every season we launch new collections corre-
sponding with the main fashion trends.

According to forecasts by Discovery Research
Group, the Russian shoe market will grow by7-
11% per year in the next 5 years. The market
totalled more than 30 billion dollars in 2012,
which equals more than 500 mln pairs of shoes.
Now consumption of shoes is 2.8 pairs per head
per year. According to forecasts by Synovate
Comcon, consumption will reach 3.8 pairs per
head per year by 2016. Consumption will grow
first of all due to the increased purchasing pow-
er of the middle-income population. The culture
of shoe consumption will also change: shoes
will turn from essential goods into an element
of lifestyle. That’s why strong brands now and
the ability to achieve high customer loyalty play
an increasingly important role.

The Russian shoe market is one of the fastest
growing markets in the world and the third big-
gest consumer market, after food products and

ObpalLieHvie AMpeKTopa KoMNaHu

TakMe Kak  «Bectbannka», «Bectdanvka
MeguuwHa», Emilia Estra. 310 no3songeTt
KOMMaHWM Co3[4aBaTb 3KCKIO3MBHbIA MPOAYKT,
KOTOPbIM 061a4aeT BbICOKOW Y3HABAEMOCTbIO U
0COB60M LIEHHOCTLIO ANA NoKynaTenemn.

PasBuBan HECKOMIbKO BpeHaoB, Mbl CTPEMMMCA
K TOMy, 4T0bBbl HalLM MarasvHbl NpeacTaBaAam
NpoAYKUMIO ANA pasHblx Fpynn noTpebuTenen,
M NpY 3TOM CrelyeM OCHOBHOMY MpUHLIMMY —
OT/IMYHOE Ka4eCTBO TOBapa W BLICOKMIA yPOBEHb
06CNYyRMBAHMA. Hannune COBCTBEHHOIO
NpomM3BOACTBA M  HaNarKeHHble  OTHOLLEHWA
C MoCTaBLUMKaMM  KaK  KOMIMAEKTYIOLMX,
Tak W roToBOM 06yBM W COMYTCTBYIOLLMX
ToBapoB B Poccmm m 3a pyberkoM mo3sonsioT
NpeaocTaBNATb  LUMPOKMA - BbIBOP  MKEHCKOW,
MYMCKOM M OEeTCKoM 06yBM M akceccyapoB W
KarKObl CE30H 3amnyckaTb HOBbIE KOMEeKUMM,
COOTBETCTBYIOLLME OCHOBHbIM MOZHbIM
TeHAEHUMAM.

CornacHo nporHo3am Discovery Research Group,
B brKalLLMe 5 NeT pOCCUMMCKMN 0B6YBHOM PbIHOK
byneT npupacTate Ha 7-11% B roa. Ero obbem
B 2012 roagy npesbicna 30 mMapg 4onnapos, B
HaTypasnbHoOM BblparkeHun — 6onee 500 MAH
nap. Ceivyac notpebneHne obysu coctaBnaeT 2,8
napbl Ha YenoBeKa B rod. o nporHo3am Synovate
Comcon, K 2016 rogy noTpebneHve AOCTUrHET
3,8 napbl Ha 4Yenoseka B rofd. [lloTpebneHve
byaeT pacTy nNpexae BCero 3a CHeT yBeM4eHNs
MOKyMNaTenbCKOM CMOCOBHOCTM HaceneHusa Co
CpeaH1M YpoBHEM [0X040B. MeHAeTCA KybTypa
noTpebneHva obysu: 0byBb M3 TOBapa MepsBomn
HeobxoaAMMOCTM  MpeBpallaeTcA B 3/1eMeHT
obpasza M ctmna Ku3Hu. lo3Tomy ceivac Bce
60MbLUYID POMb  MrpalT CUMbHble bpeHabl r
yMeHVe [O06uBaTbCA  BLICOKOW  N0ANLHOCTM
noTpebutenen.

PocCuMCKMiA 06YBHOM PbIHOK — OOWH U3 CaMblxX
ObICTPOPACTYLLUMX B MUPE M TPETUIA N0 06 beMam
NOTPEOGUTENBCKMIA  PBIHOK B CTpaHe mocse
NpoayKTOB MMTaHMA M ogexasl. B omimume oT
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clothes, in the country. Unlike the more devel-
oped markets such as the mobile communica-
tion’s market and food retailing, the shoe mar-
ket is only now starting to consolidate. The
most severe competition in shoe retail now is
between players in the economy market sector.
There is a distinct leader in this area, to whom
about 10% of the sector belongs.

As for the mid-prices sector, in which mono-
brand chains operate, it has a number of large
players, but still no shoe chain taking a signifi-
cant share of the market. It is the develop-
ment of the mid-price sector that will determine
the development of the whole shoe market in
then next 5-7 years. According to estimates by
Discovery Research Group, the mid-price sector
was worth 11.7 billion dollars in 2012, its share
of the shoe market is at least 38% and will grow
further. The strategic aim of Obuv Rossii is to

he Russian shoe market is the
third largest consumer market in
the country in terms of value.

Development of the mid-price sector will
determine the development of the whole
shoe market in the next 5-7 years.

The strategic aim of Obuv Rossii is to take
at least 4% of the mid-price sector in value
terms and to become one of the top three
retailers in the overall shoe markets.

strengthen its leadership positions in the mid-
price sector, to achieve a share of at least 4% of
the market in value terms and to become one of
the top three players in the whole shoe market.
Following a strategy of innovation and using

6onee pasBMTbIX PO3HMYHBIX PHIHKOB, TaKMX KaK
coToBbIl M food-putein, Ha 0BYBHOM pbIHKE
TOMBbKO HauMHaeTcA KoHcommdaums. Hambonee
YKeCTKas KOHKypeHUMs B 00yBHOM puTenne
cervac HabIOAeTCA MK OY UrPOKaMU, KOTopbIe
paboTalT B 3KOHOMCErMeHTe. B HeM ecTb YeTKo
0603Ha4eHHbIM aep, KOTOPOMY MPUHAANEHKNT
nopsagka 10% 3KoHoMcerMeHTa.

Ecnv roBopuTb 0 CpeHeL|IeHOBOM CErMEeHTE, B
KOTOPOM paboTaloT MOHOBPEHAoBLIE CeTH, TO
B HEM eCTb PAA KPYMHbIX MFPOKOB, HO 06YBHOM
Cety, 3aHvMalLLlen 3HaYMTeNbHyl A0i0 B
CerMeHTe, noka HeT. W MMeHHO pa3BuTME
CpeaHeLeHOBOro cerMeHTa byaeTt onpeaenaTb
pa3BuTMe 06YBHOMO0 pbiHKA B LEA0M B
6nmRanwme 5-7 net. Mo oueHkam Discovery
Research Group, o06bemM cpegHeLeHoBOoro
cermenTa B 2012 rogy coctasun 11,7 mnpa
[011apoB, ero A4o01A Ha 06yBHOM pPbiHKE — He
mMeHee 38%, n bygeT pactu. CTpaTermyeckasn
uenb «0byBm Poccnms — yKpenuTb nuaepckune
no3vuMmM B CpeHeLIeHOBOM CerMeHTe, 3aHATb
B HeM fJonio He MeHee 4% B CTOMMOCTHOM
BbIDAXEHUN U BOMTU B TPOWKY KPYMHEWLIMX
NFPOKOB 06YBHOMO PbIHKA B LIESIOM.

OCCUNCKMM 06YBHOWM PbIHOK
(( — TPeTum No obbemMam
NoTPebUTENbCKII PBIHOK B CTPaHE.
PasBnT1e cpegHeLeHoBOro cerMeHTa

bygeTt onpegenaTb pasBmTe 06yBHOMO
PbIHKA B Lies10M B bamaniume 5-7 ner.

CrpaTtermnyeckas uenb «0bysm Poccnm» —
3aHATb He MeHee 4% cpegHeLeHoBOoro
CerMeHTa B CTOMMOCTHOM BbipaeHuu,

M BOWTWM B TPDOWKY NnaepoB 06yBHOMO

PblHKa B Le/T0OM».

the many opportunities growing shoe market
offers, Obuv Rossii is becoming a pioneer of new

formats, technologies, and promotion, offering
greater variety, stock , engaging foreign design-
ers, developing unique shoe collections, raising

goods, launching large-scale promotion cam-
paigns with the participation of celebrities and

developing unigue services. All these activities :

help to develop a wide and loyal customer base
and obtain popularity and fame for the brands.

Sincerely yours, Anton Titov,
Director of Obuv Rossii Group of Companies.

ObpalLieHvie AVpexTopa KoMMaHm

Cnenys cTpaTernm HOBATOPCTBA M MCMOMb3YSA
LUMPOKME BO3MOMKHOCTM pPacTyLIero pbiHKa
06yBun, KoMnanua «0byseb Poccums cTaHoBUTCA
NnepBoOOTKpbIBATENEM HOBbIX  GOPMATOB U

. TeXHOMOTWUM MNPOABUMMEHNA. Mbl  yaydlaem
the level of service, introducing new groups of

ACCOPTMMEHT, MPUBJIEKAeM  MHOCTPAHHbIX
OV3anHepoB 1 pa3pabaTbiBaeM YHWKasbHbIE
06YyBHbIE KOMMEKLMW, TOBbILAEM YPOBEHb
06CNYKMBAHNA, BBOAMM HOBbIE TOBapHble
rpynnbl, 3aryckaemM MaclliTabHele KamnaHuu o
MPOABMHKEHMI0 C y4acTMeM 3Be3fbl, Pa3BMBaeM
YHVKabHble ycnyri. Bce 3To mo3BonAeT Ham

{ dopMMpoBaThb LLUMPOKYID ayauTOPMIO NOAMBHBIX

noTpebuTtenen nm OobmuBaTbCA MOMYIAPHOCTM U
M3BECTHOCTW HalMX 6peHaoB.

C yBarkeHmem, AHTOH TUTOB,
OVPEeKTop rpynnbl KoMnaHui «0byBb Poccnms»
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Brief Facts

OVER

RETAIL CHAIN
STORES

OVER

o YEARLY GROWTH IN
o TURNOVER OF 40%

CITIES HAVE
COMPANY STORES

A leading Russian shoe retailer in the mid-
price sector, one of the top five shoe retailers
in Russia.

Producing 3 brands in cities all over
Russia — from Moscow and St. Petersburg
to Khabarovsk and Vladivostok.

A dynamically growing retail company with
an ambitious development strateqgy

CBITDA
6% PROFITABILITY
N 2012
0 PLANNED
o FOR 2013

MORE THAN EMPLOYEES

250 0 WORK IN THE
COMPANY.

A highly profitable company that uses in-
novative methods to increase its operating
efficiency.

Number one in terms of profitability among
shoe retail chains in the list of Retailer Index
500*

A professional and experienced shoe retail
team.

*Retailer Index 500 is a list of 500 retail companies in Russia made by Retailer Publishing House in 2013. The list was made on the basis of evaluating
companies by five parameters —market attractiveness, debt burden level, coefficient of return on invested capital (ROIC), return on sales, net retail
praceeds dynamics. The companies were evaluated in three categories: sale proceeds from 10 mlrd rubles, from 10 to 30 mird rubles, more than 30

mird rubles. Company data for 2010-2012 were taken for analysis.

HpaTkMe QaKThl

BOJIEE
MATASVIHOB
27 0 PO3HIHHON CETU
«ObYB POCCAVD.
BOJIEE YEM B

[ OPOOAXTIPEL-
CTABJIEHB! MAT A-
3VIHBI KOMITARHVIA

o EHETOOHBIN
[TPPOCT BRIPY4YR/
0 ROMMARIAA

O KoMnaHun. KpaTkie GaxThl

Jlvaep poccuinckon 06yBHOW PO3HMLIbI B
CpeaHeLIeHOBOM CerMeHTe, BXOAMT B MATEPKY
KpYMHEMLLMX 0byBHBIX puUTennepoB Poccun.

PasBvBaeT 3 6peHaa B ropodax no BCew
Poccum — oT MockBbl 1 CaHKT-TeTepbypra
no XabapoBcka 1 BnagmeocToKa.

[VHaM14HO pacTywan po3HMYHaA KoMNaHMaA
C aMbULIMO3HOM CTpaTervien pasBUTUA.

| 15

PEHTABE -
6% HOCTB M0 ERITOA
5201210y
o AH
o HA20137000

BOJIEE YETOBEK

2 5 0 0 PABOTAIOT B
ROMIAH

BbicokopeHTabeibHasA KoMMaHKs,
MCNOMb3YIoLLIAsA MHHOBALIMOHHbIE METObI
MOBbILLEHMSA OrnepaLmoHHOM 3GOEKTUBHOCTW.

Homep oavH Mo peHTabenbHOCTV MPOAarK
cpeamn 06yBHBIX PO3HNYHBLIX CETEN B CMNCKE
Retailer Index 500*

KoMaHaa npodeccroHanoB, MMEIOLLIMX
60/1bLLIOM OMbIT PaboThl B 06YBHOM PO3HMLIE.

*Retailer Index 500 — crmcok 500 po3HuuHblx KommaHuin Paccum, coctasnenHsid W Retailer 8 2013 rogy. B ocHose cocTaBnenuA crvcka
METOLMKA OLIEHKM KOMMaHWIA N0 NATV NapameTpam — MPUBNERATENbHOCTL PbIHKE, YPOBEHb LOMMOBOM HArPy3K, KOIPPULIMEHT peHTabensHOCTU
VHBeCTVpoBaHHoro KanwTana (ROIC), peHTabensHACTs MPoaaK, AMHaMMKA YMCTON PO3HWUHYHON BrIPYYKM. OLieHKa KOMMaHMi OCYLLECTBAANACH B TPEX

KaTeropuAx: Beipydka oT 10 Mnpa pybnei, ot 10 oo 30 mipa pybnew, bonee 30 mapa. [nA aHanv3a bpanu AaHHsle Komnakuii 3a 2010-2012 .



About the company »?I;}

O KoMNaHuM

Obuv Rossii Group of Companies is a federal shoe retail company founded in 2003, with
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its head office in Novosibisrk.

I3KI:I1EFT FFII
PEVTVHIOBOE ATEHTCTBO

Obuv Rossii Group of Companies won the 2010 «Company of the Year» prize «For Contribution to

the Development of the Retail Market.» The prize was organized by the RBK group of companies.

In October 2013, Expert RA rating agency raised the credit rating of Obuv Rossii Group of
Companies to A+ (which signifies a very high level of solvency).

pynna koMnaHui «0byeb Poccnmn» — denepansHana 0byBHas PO3HMYHAA KOMMaHMS,

ocHoBaHa B 2003 rofdy, rosioBHOM 0KC pacnofioxeH B HoBobrpcKe.

[pynna koMnaHu «06yBb Poccrmn» cTana naypeatom npemMun «Komnanma roqa-2010» B HOMU-
HaLWW «3a BKNaa B pasBUTME PbiHKA PO3HWYHON TOProBAv». OpraHn3aTop npemMmn — rpynna
KoMnaHun PBK.

B oKkTA6pe 2013 roga penTrHroBOe areHTCTBO «3KCNepT PA» MOBLICKIO PEMTUHI KpeamMToCcno-
Co6HOCTM rpynnbl KoMNaHun «06yBb Poccmnm» A0 YPOBHA A+ (04eHb BbICOKMIM YPOBEHb KpeanTo-

[AKCNEFT A
PEVTWHIOBOE AFEHTCTBO CHOCO6HOCTM)'
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PROCEEDS, THOUSAND RUBLES 3 334 523

*Here in after the

financial 2 203 355

results are given
according to Russian
Accounting Standards
2011 2012
Sale proceeds in 2012 were 3.3 billion

rubles, which was a 50% improvement on
2011's figures

NET PROFIT, THOUSAND 341 587
RUBLES

162 832

2011 2012

Net profit of the company more than
doubled and was 342 min rubles

EBITDA, THOUSAND RUBLES 529 288

287 692

2011 2012

EBITDA was 530 min rubles, a growth
of 84% on 2011.

Results of 2012

= EBITDA Profitability was 169%.

B The growth of sales on comparable stores (the like-for-like indi-
cator) was 28%, which is nearly three times higher than the growth
of the whole shoe market in Russia (the 2012 indicator was 12%).**
= Sales of related products were three times higher — at 320
miln rubles, Making their share in the company turnover 1%, two
times higher than the previous year.

= Instalment sales were 1.5 billion rubles, again these were two
times higher than in 2011.

** As reported by Discovery Research Group, September 2013
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BbIPYYKA*, ThiC. py6. 3 334 523
*30eck 1 fganee

2 203 355 npesCcTaseHs!

durHaHcoBble
rokaszaTesv B
cootsetcTBim € PCBY

2011 2012
Boipyyka B 2012 rogy coctaBuia 3,3

MNpa pyonen, NpMpoCT Mo OTHOLLIEHNIO
k2011 rogy — 50%.

YCTAA NMPUBbISTb, 341 587
ThiC. py6.

162 832

2011 2012

Y1CTaA NpmbbTb KOMMaHMM BLIDOC1A
60s1ee YeM B [1Ba pasa v CoCTaBmIa
342 MNH pybren.

EBITDA, ThiC. py6. 529 288

287 692

2011 2012

EBITDA — 530 mMaH pybaen, npupocT Mo
oTHoweruio K 2011 rogy — 84%.

Torm pabotel B 2012 roay

PeHtabenbHocTb no EBITDA — 16%.

B PoCT NpoAark Mo conocTaBMMbIM MarasvHaM (nokasatesis like-for-like)

coctaBmn 28%, 4TO MOYTY B TpW pasa onepexaeT pocT 06yBHOMO pbiHKa

Poccum B Lenom (nokasatens 2012 roga — 12%).**
|

[poaaru conyTCTBYIOLLMX TOBAPOB BLIPOC/M B TpM paza — 40 320 MiH
pybnen, X 4oNA B BbIPyYKE KOMMaHW yBeNM1Mnacs B ABa pas3a v coctasmna 10%.
B [lpogakm B paccpoudky coctaBunm 1,5 Mapg pybnen, nprpocTt no
oTHoweHwio K 2011 rogy — 6onee YeM B ABa pasa.

** Mo gaHHbIM Discovery Research Group, ceHTabpe 2013 roga.
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-;,.4% B 5 A

Development of the chain in 2013

PazsuTre cetm B 20135 roay

H Chain growth: B New regions: : W YKpynHeHue ceTu: B HoBble pernoHsbl:
1. Altai Krai; 17. Republic of Bashkortostan;
2. Irkutsk Oblast; 18. Zabaykalsky Krai; 2. VpryTCKan o0bnacts; 18. 3abankanbCkuin Kpa;

3. Kemerovo Oblast; 19. Republic of Buryatia; ¢ 3. KemepoBcKan 06nacTb; 19. Pecnybnuka bypaTus;

4. Krasnoyarsk Krai; 20. Khanty-Mansi Autonomous 4. KpacHoApcKuit Kpait; 20. XaHTblI-MaHCH1ncKkmm

5. Kurgan Oblast; Okrug; ¢ 5. KypraHckana obnacTs; ABTOHOMHBIN OKpPYT;

6. Nizhny Novgorod Oblast; 21. Arkhangelsk Oblast; 6. Huxeropofckana obnacts;  21. ApxaHrensckas 06nacTb;
7. Novosibirsk Oblast; 22. Murmansk Oblast; : 7.HosocvbupcKas obnacte;  22. MypmaHckad 06nacTs;

8. Omsk Oblast; 23. Amur Oblast. i 8. OMcKadA 0bacTs; 23. AMypckana o6nacTb.

9. Perm Krai; ¢ 9. [epMcKuit Kpaw;

10. Primorsky Krai; ¢ 10. MprMopcKknit Kpaw;

11. Sverdlovsk Oblast; 11. CBepanoBckas 06/1acTk;

12. Republic of Tatarstan; 12. Pecny6nmka TaTapcTa;

13. Tyumen Oblast; 13. TioMeHcKanA 061acTb;

14. Republic of Udmurtia; 14. Pecnybnuka YamypTtus;

15. Khabarovsk Krai; 15. XabapoBcKuii Kpaw;

16. Chelyabinsk Oblast. 16. YensabuHcKkana 061acTb.

1. AnTanckmm kpawm; 17. Pecny6nnka bawkopTocTaH,;

2015

49
80

2013
BILLION RUBLES

IN 2013

BILLION RUBLES —
RUBLES EXPECTED
TURNOVER FOR 2013

OBUV ROSSII
OPENED MORE
THAN 80 STORES IN

THE COMPANY INVESTED THIS
IN THE DEVELOPMENT OF THE CHAIN

PLAN FOR 2013

Turnover, mln rubles
EBITDA, mln rubles
Net profit, mln rubles
Net profit profitability
EBITDA profitability

In 2013 Obuv Rossii invested moare than 3 times
the amount in the development of the chain
that they invested in 2012— up to 1 billion
rubles. In 2013 the company opened more
than 80 stores and entered 30 new cities and
regions — Volgograd, Amur, Kursk, Samara,
Tula Regions, the Republics of Mordovia,
Komi, Karelia, Bashkortostan, Buryatia,
Jewish Autonomous Oblast, Khanty-Mansi
Autonomous Okrug and Zabaykalsky Krai.

4 900
900
500
10%
18%

O koMnaHv. Mnaxel Ha 2013 rog

2013 roa

MNIPA PYBJEN —
4 9 MNAH N0 BEIPYYKE
¥ wnoonron
BOJIEE

MAIrFrA3MHOB
OTKPBIJTA «OBYBb
POCCM» B 2013 1

MJIPQ PYBJIEN
NHBECTIPOBAJIA KOMITAHINA B
PASBATE CETV B 2013 TOLY

B 2013 roay «06yBb Poccum» bonee 4yem B 3 pasa
yBENMYMAa MHBECTULMM B PA3BUTHE CETM MO
cpaBHeHuio ¢ 2012 rogoM — Ao 1 mapa pybnen.
Mo gaHHeIM Ha 31.10.2013 1. KOMNaHWA OTKpbIIAa
6onee 80 Mara3nHoB ¥ BbilAa B 30 HOBbIX
rOpO4OB M B HOBble pernoHsl — Bonrorpagckas,
Amypckan, Kypckas, Camapckas, TysibckaA
obnactu, Pecnybnnkm Komn, bypaTtus, Kapenus,
bawkopTocTaH, Mopaosus, 3abankanbCKui
Kpawn, XaHTbl-MaHCUNCKNIA aBTOHOMHbIN OKPYT,
EBpenckan aBTOHOMHan 061acTb.»

MNAHHA 2013 10[

EBITDA, MnH pybnen 500
YucTas npunbbinb, MAH pybaen 500
PeHTabenbHOCTb MO YMCTON NPUbLINM 10%

PeHTabenbHocTb Mo EBITDA 18%

| 21
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Main Business Areas

OBUV ROSSIIIS DEVELOPING SEVERAL BUSINESS AREAS:

RETAIL TRADE IN SHOES, ACCESSORIES AND RELATED PRODUCTS.
The Obuv Rossii Group of Companies includes three retail brands in
its portfolio:

Westfalika — the main retail chain of the company, monobrand
stores of the mid-price sector;

Peshekhod — multibrand shoe supermarkets, which play the role of
stock centers for Westfalika;

Emilia Estra — a brand of bags and accessories in the economy sec-
tor and the same-name chain of specialized stores.

In 2010 the company began producing related products under its
own brands. The 2012 results show that the share of non-shoe
goods in the tumover of the company was10%, and this should
increase to 1% in 2013.

WHOLESALE AND FRANCHISING

The company sells a wide range of shoes and related products to
wholesale customers all over Russia — from Krasnodar Krai to
Kamchatka and Sakhalin. In 2008 the company introduced a chain
of partner stores under the Westfalika brand, which now includes 8
outlets.

CREDIT AND MICROFINANCE.

In 2009 the company introduced credit services on the basis of its
own automated system of customer scoring and support. In 2013
credit sales were more than 50% of the gross retail sales of the
company. According to the company’s forecasts, the interest income
from this in 2013 will be 10% of the gross income.

PRODUCTION OF SHOES AND COMPONENT PARTS

The factory producing shoes and component parts in Novosibirsk is
equipped with German and Italian state-of-the-art equipment. The
production capacity for the factory is 350 thousand pairs per year.
In addition to shoes, the factory produces several types of heels
of ABS plastic, TEP soles and insoles made of Italian cardboard.

& BeCTPanuKa
MEWENDA
EMILIA ESTRA

O KomnaHv. OCHOBHbIE BU3HEeC-HanpasneHna

OCHOBHbIE O113HEC-HanpasieHA

«OBYBb POCCW» PA3BMBAET HECKOJ/IbKO BM3HEC-HAMPABNEHW:

PO3HMYHAA TOPIOBJIA OBYBbIO, AKCECCYAPAMI
CONYTCTBYIOLLUMMM TOBAPAMIU

MopTdens po3HW4HbIX 6peHaos MK «06yBb Poccum» BKOYaeT Tpu
bpeHaa:

- «Bectdanmka» — 0CHOBHAA PO3HMYHAA CETb KOMMaHWW,
MOHOBpeHA0BbIe MarasvHbl CpeaHEeLeHOBOM0 CEerMeHTy;

- «[lewexog» — MynbTMBPeHAoBLIe 0OyBHbIE CynepMapKeThl,
BbINOJIHAIOT POSb CTOKOBBIX LIEHTPOB «BecTtdankmy;

- Emilia Estra — MapKa CyMOK 1 akceccyapoB 3KOHOMCErMeHTa,
O0JHOMMEHHAA CeTb CNeumanm3rpoBaHHbIX MarasuHOB.

C 2010 roga KoMnaHvA passmBaeT Hanpas/ieHVe ComnyTCTBYIOLLMX
TOBapoB NMoA CO6CTBEHHBIMI bpeHaamu. [1ona HeobyBHbIX TOBAPOB B
BbIpy4Ke KoMnaHmm no utoram 2012 roga coctasuna 10%, B 2013
rody nnaHvpyeTca yBenamdeHve onm 4o 12%.

OMTOBASA TOPFOBIA N OPAHYAV3VHE
KoMmnanmAa npogaeT LWMPOKUA acCOPTUMEHT 00YBW M COMYyTCTBYIOLLMX
TOBapOB OMTOBbIM KMeHTaM Mo Bcen Poccm — OT KpacHogapcKoro
KpaA 0o Kamuatkn 1 CaxanmHa. C 2008 roga KoMnaHvA passmsaet
CeTb MapTHEePCKMX MarasvHoB noA bpeHaoM «Bectdanmkar, KoTopas
celyac HacuMTbIBaeT 8 TOProBbIX TOYEK.

PACCPOYKA 1 MNKPOOWHAHCHI

B 2009 rogy komnaHvA BHedpwnia yCnyry Mpofarky TOBapoB B
pPaccpoYky Ha 6a3e COBCTBEHHOM aBTOMATM3MPOBAHHOM CUCTEMbI
CKOpWHra v conpoBoxaeHnA knveHTos. B 2013 rogy ob6bem mpogax
B paccpoury coctaBun 6onee 50% OT BasioBbIX PO3HMYHBIX MPOAArK
komnaHun. C neta 2012 roga KOMMNaHWA Havana BbldaBaTb AEHEHHLIE
3alMbl MOKyMaTeNAM, KOTopble yKe MprobpeTann 06yBb B PACCPOUKY M
YCMeLUHO BbINOMHWAM CBOW 06A3aTenbCTBa. B COOTBETCTBMM C MiaHamm
KOMMaHWK, MPOLEHTHbIM [0X04 KOMnaHum OT npoekta B 2013 roay
coctasut 10% OT 06LLMX [0X000B.

MPOM3BOACTBO OBYBW 1 KOMIMTEKTYIOLLIMX

Mabpvika No NPoM3BOACTBY 06YBM M KOMMEKTYIOLWMX B HOBOCMBMPCKE
OCHallleHa coBpPeMeHHbIM 060pyA0BaHVEM HEMELKMX U UTANbAHCKMX
MapoK. MOLWHOCTb Npom3BoACTBa CocTaBnAeT 350 TbiC. Map B rog.
Momnmo 06yBM Ha Gabpuke M3roTaBAMBAIOTCA HECKOMbKO BWOOB
KabnykoB 13 ABC-mnactuka, nogowssl T3, OCHOBHbIE CTEbKM W3
MTaNbAHCKOrO KapToHa.
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Sales Geography

Sales Geography

Cities map

Petrozavodsk
St. Petersburg
LV

Severodvinsk

Dzerzhinsk

Electrostal
Nizhni Novgorod

Dzerzhinsk Syktyvkar

loshkar Ola

Solikamsk

x. 1 Kirovo- Chepetsk
Cheboksary LJ') Bereznlkl
Nizhni Tagil

Saransk KlroerIazov
Zelenodol Kazan A Perm «

N'Zh”EkamSk/lzhevsk - Yekatermburg

Togliatti Sarapul

Emanzhelinsk

Naberezhny Chelny Miass
~ Ufa

Orenburg

“@l .
Sibai Magnitogorsk

(2 chetyabinsk [~

Yuzhnouralsk

Nyagan

Tobolsk

Kopeisk

Tyumen
Kurgan

[eorpaduA cobiTa

KapTta ropoaos

Surgut

Nizhnevartovsk

Barabinsk Tomsk Achinsk Kansk

Komsomolsk-na-Amure

Berdsk Krasnoyarsk &

Kemerovo

Novosibirsk I Leninsk-Kuznetski Bratsk Blagoveschensk
Cherepanovo "7 Y ¢ Chernogorsk
Rubtsovsk Novokuznetsk' Abakan
Barnaul 2« A Sayanogorsky -
Biysk Prokopevsk Minusinsk Ulan-Ude Birobidzhan

Mezhdurechensk

Khabarovsk
Angarsk Chita ~

Irkutsk
Usolye Sibirskoe
(%4

Artem

Vladivostok

eorpadus

1 CObITa
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Anton Titov
Management Team

Director of Obuv RossiiGroup of
Companies. Anton Titov was born
in 1980. He started his career in
the Westfalika shoe company:
from 1997 he was engaged in
foreign economic activity, and
in 2001became director of a
sheepskin fur plant, which was a
part of the Westfalika Group of
Companies. In 2003 he became
founder and director of the Obuv
Rossii Group of Companies. Dur-
ing the 10 years that Anton Titov
has managed the retail chain of
Obuv Rossii, it has became 30
times larger, and today the com-
pany’s stores are all over Russia
Anton Titov won  “Entrepreneur
of the Year 2008, "which was
organized by Emst & Young and
he was nominated for “Young
Entrepreneur” He made the top
10 most successful young own-
ers and managers according to
the journal of Finance (March
2009).The journal of Delovoi
Kvartal(Business ~ Quarter) in-
cluded Anton Titov in the top ten
most effective businessmen of
the region (August2010). In 2011
he won the Russian contest “The
Best Young Entrepreneur.”

AHTOH TuTOB,
ANPEeKTOop
'K «06yBb Poccum»

Pognnca B 1980 rogy. HauvHan

Kapeepy B 00yBHOWM  KOMMaHWM
«Bectdanmkar: C 1997 roga
3aHMMarnca BHELLHE3KOHOMYECKOM

feArensHocTbio, @ B 2001 rogy cran
OVIPEKTOPOM OB4MHHO-MEX0BOr0
3aBofja B coctase K «Bectdanmkar. C
2003 roga — y4peauTesb U AMPEKTop
rpynnbl - KoMmnanmMn  «0byBb  Poccumy.
3a 10 net noA pyKkoBOACTBOM AHTOHA
TuToBa PO3HMYHaA ceTb «06yBM Poccimy»
BblpociaB 30 pas, Ha CeroAHALLHNM AeHb
MarasvHbl KOMMaHWM NpeacTasieHsl No
BCen Pocanm.

AHTOH  TuTOB nobegutenemM
KOHKypca «[lpegnpuHMMaTens roga-

ctan

2008», opraHuMzoBaHHoro Emst &
Young, B HOMuMHaumv  «Monogow
npeanpuHMMarens». Bowen B Ton-
10  cambix  ycrew-HelXx  MONOAbIX

COBCTBEHHWMKOB M MeHedXepoB Mo
Bepcun KypHana «drHaHc» (MapT 2009
roga). MypHan «[JenoBoin KeapTtan»
BKOUMN AHTOHa TutoBa B AECATKY
camMblX  3QPEKTVBHBLIX  B13HECMEHOB
pernoHa (aeryct 2010 roga). B 2011
rogy Cran nobeguTeneM poOCCUMCKOro
KOHKypCa «Jlyywmn  Mosogon nped-
NpUHAMATE b,

P\/HOBOLLCTBO KOMMaHKn

Elena Ageyeva,
Financial Director
of Obuv Rossii GC

Elena Ageyeva was born in 1977.
In 1997 she graduated from the
faculty of economics at Novosi-
birsk State University (NSU) in the
field of “mathematical methods
in economics”, and in 1999 she
completed the master's program
in the faculty of economics of
NSU. She has experience in bank-
ing in the sphere of crediting legal
entities, and also as a financial di-
rector in a number of Novosibirsk
enterprises. She has worked for
the Obuv Rossii Group of Compa-
nies since 2002. In 2006 she be-
came Financial Director of Obuv-
Rossii GC. She is also a member
of the Board of Directors of Obuv
Rossii GC.  Elena has a Higher
Education Management Diplomas
from the MBA Strategy program
at the Open University in the UK.

EneHa Areesa,
GUHAHCOBbLIN OVMPEKTOP
'K «0byBb Poccnm»

Poannace B8 1977 rogy. B 1997
rofy OKOHYMMA 3KOHOMWUYECKWUM

barynbTeT HoBocmbrpcKoro
rocyAapCTBEHHOr0  yHMBEpCMTETA
(HIY) o cneuvasnbHOCTU
«MaremMaTmyeckme MeToabl
B 3KOHOMWKe», B 1999 roay
OKOH4YMNa MarmcTpartypy

3KOHOMKMYeCKoro dakynbteta HIY.
VmeeT onbIT paboTkl B 6baHKOBCKOM
chepe B 06/1aCTM KpeamMTOBaHWA
OpPUANHECKMX ML, @ TaKKe B pAae
HOBOCMBUPCKIX npeanpuATLiA
B LOMHHOCTM drHaHCoBOro
OMpeKTopa. B rpynne KoMnaHwm
«06yBb Pocam» c 2002 ropa.
C 2006 ropa — ®WHAHCOBLIM
ompektop K «0O6yBb  Poccum».
Bxoant B CoBeT avpeKktopoB K
«0byBb Poccuns. MimeeT amnnom o
BbICLUEM 0bBpa3oBaHvM B 0bnactu
MeHeaKMeHTa Nporpammbl
MBA  «Ctpaterusa»  OTKpbITOrO
H6pUTaHCKOro yHMBEPCUTETA.

Yulia Donina,
Commercial Director
of Obuv Rossii GC

Yulia Donina was bomin 1975.1n1998
she graduated from the Novosibirsk
branch of Moscow State Academy of
the Consumer Goods Industry with a
distinction. Right after graduation she
joined Westfalka, where she started
as a wholesale manager and is now
the Commercial Director of Westfalik-
aGroup of Companies. In 2003 when
Obuv Rossii was founded, she became
Commercial Director of the group of
companies. She is a member of the
Board of Directors of Obuv Rossii GC
She completed an MBA course in No-
vosibirsk Business School at the Open
University (UK) (LINK):  The modules
completed were “Manager and Per-
sonnel’, “Manager and Company’,
“Finance and Information”, “Marketing
and Quality Management”. Additional
education: trainings and master class-
es in marketing, merchandising and
retail chain management.

l0nna OoHuHa,
KOMMEPYECKMI ONPEKTOP
'K «06yBb Poccmm»

Pogwnnace B 1975 roay. B 1998 roay
OKOH4YMNa HoBocmbupckuin dunnman
roCyAapCTBEHHOM
aKkageMun Nerkov MPOMbILLIEeHHOCTM

MOCKOBCKOM

C KpacHbiM gunnomoM. Cpasy nocne
OKOHYaHWA NMpuLLna B «Bectdanmky»,
roe mpowna nyTb OT MeHedrkepa
OMNTOBbIX MPOAAMK 40 KOMMEpPYEeCKoro
OVpeKTopa  rpynnbl  KoOMMaHui
«Bectdanvka». C 2003 roga —
MOMeHTa 0CHOBaHWA «0byBun
Poccun» — paboTaeT KOMMepYeCKUM
OVIPEKTOPOM  MPyNMbl  KOMMaHWI.
Bxogut B CoBET  OMPEKTOpOB
'K «06yBb Poccum». OKoHumna
Kypc  MBA B HoBocmbupckown
LKone 6u3Heca OTKpbITOrO
bpUTaHcKoro yHMBEpCHTeTa
(INHK): 6.110KM «MeHegwep
N MepcoHas, «MeHegwep m
opraHm3aums», «DVHAHCHI n
MHOOPMaLWA, «MapKeTuHr
n ynpaeneHne KaQ4eCTBOM».
[ononHuTensHoe obpasoBa-
HWEe — TPEeHWHM M 1 MacTep-Knacchl
Mo  MApKEeTWHry, Mepyerdam3uHry,
YMPaBNEeHNI0 PO3HUYHOM CEeTbIO.

0 KoMnaru. PykoBoacTso Kommnanmmn | 2

Dmitry Karpenko,
IT Director
of Obuv Rossii GC

Dmitry Karpenko was born in 1972.
He has three higher education
qualifications: he graduated from
the faculty of information science
and computers at Novosibirsk State
Technical University, and also grad-
uated from the business faculty at
the same university; he also has a
professional international diploma
in the MBA program of Novosi-
birsk Business School at the Open
University in the UK (LINK). He has
worked in large companies, who
were industry leaders. He is experi-
encedin all management process-
es and the functioning of informa-
tion structures in large, territorially
distributed companies, ranging from
daily routine issues to developing a
strategy of development for infor-
mation technologies and introduc-
tion of turnkey integrated IT solu-
tions. Dmitry joined Obuv Rossii
Group of Companies in 2003.

OmuTpuin KapneHko,
IT-anpeKTop

'K «06yBb Poccmm»
Poagnnca B 1972 rogy. Wmeet
el% BbICLLIMX 0bpazoBaHuA:
OKOHYMT  dakynbTeT  MHGOPMAaTUKM
" BbIYMCANTENBHOM TeXHVIKM
HoBOCMBMPCKOro  roCyAapCTBEHHOMO
TEXHW4YECKOro yHVBepcuTeTa,
noayymn 6u3HeC-
o0bpasoBaHue Ha dakynbTeTe
bu3Heca; 1meeT npodeccoHanbHbIn
MeXayHapoaHbIN avnnom no
nporpamme  MBA  HoBocmbupcKom
LUKOSBI 6r3Heca OTKpbITOrO
bputaHckoro yHmBepcuteTa (JIMHK).
Pabotan B KpyMHbIX  KOMMAHWAX
— mgepax B CBOWMX OTpachsx.
IMeeT oMbIT  ynpaBneHus BCEMU
npoueccamu bYHKUMOHMPOBaHNA
MHOOPMALIMOHHBIX CTPYKTYP KPYMHbIX
TeppuTOpManbHO  pacnpeaeneHHbIX
KOMMNaHWM, HA4YMHAA OT NOBCEAHEBHbBIX
PYTVHHBIX BOMPOCOB M 3aKaH4MBanA
paspaboTKom CcTpaterm  pasBuTMA
MHOOPMALMOHHBIX  TEXHOMOrMn 1
BHeIPEHMA KOMMEKCHbIX IT-peLueHmi
«M04 KMoY». B rpynny  KoMnaHun
«06yBb Poccnm» npuwen 8 2003 roay.

TaM e
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Svetlana Belova,
HR Director of
Obuv Rossii GC

Svetlana Belova was born
in1973. In 1998 she graduated
from Barnaul State Pedagogical
University in the field of “Teacher
of Pedagogics and Psychology”.
In 1958-1999 she completed
a course at the Faculty of Ad-
vanced Professional  Training
and Retraining of Educators in
the field of “The Management
and Psychology of Education”.
In 2011 she completed an MBA
course, “Company and Person-
nel Management” and “Market-
ing and Finance Management”
at Novosibirsk Business School ,
the course was run by the Open
University in the UK (LINK).
She also has a business coach
certificate. She is highly expe-
rienced and participates in and
organizes field-oriented training,
business workshops and master
classes. She has more than 11
Years experience in HR manage-
ment particularly in large federal
companies. In September2008
she became HR Director of Obuv
Rossii GC.

CBetnaHa benosa,
OVPEeKTOop Mo nepcoHany
'K «06yBb Poccum»

Poannace B 1973 roay.
B 1998 roay OKOH4YMNAa
bapHaynbcknin rocyaapcTBeHHbIN
neaarornyeckmnii YyHMBepcnTeT Mo
CneumnanbHoCTK «npernoaasaTens
negarorMki - M- MCUXONOT N,
B 1998-1999 rr. npowna
MoBbILIEHWE KBANMUKAUMM Npw
OMKUMMPO no  cneymansHoOCTH
«ynpaefeHnMe 1M NCUxonorua
0bpasoBaHusx. B 2011 r. npowna
obyveHve B HoBocmbupcKom
WwKone  6msHeca  OTKpbITOrO
6pMTAHCKOr0 YyHMBEpCUTETA
(MMHK) Ha Kypce MBA no
HanpaBNeHMAM «Ynpasnenve
opraHmM3aumert 1M NepcoHanoM»
N «YNpaBneHve MapKeTUHIOM U
dVHaHCaMmM». IMeeT cepTudmKaTt
busHec-TpeHepa. ViMeeT 60/bLLON
OMbIT y4acTMA W opraHM3aumm
NPOOUIBbHBIX TPEHWHIOB, BU3HEC-
CEMVHAPOB WM MacTep-KIaccos.
OnbIT paboTel — 6onee 11 neT B
chepe ynpaseHWs NepcoHasioM
KPYMHbIX benepanbHbIx
KoMnanmn. C  ceHTAbpa 2008
roaa — AVMPEKTOp Mo NepcoHany
'K «06yBb Poccim».

Natalia Zherebtsova,
Deputy Director for legal is-
sues of Obuv Rossii GC

Natalia Zherebtsova was born
in1978. In 2000 she graduated
from the Novosibirsk branch of
the Moscow Academy for the Hu-
manities in the field of “jurispru-
dence”. She has an international
certificate of recognition of legal
education in 22 countries. She has
worked at enterprises of strategic
importance, at the highest level
and internationally. She has been
a member of various boards of
directors, was  trained in man-
agement and has certificates of
additional education in “Success-
ful Manager’, “Effective Delega-
tion Skills”, “System of Balanced
Indicators and “Tax Inspections
and Disputes”. She is highly expe-
rienced in supporting the current
activity of enterprises, corporate
governance, litigation, conduct-
ing affairs of different degrees of
complexity, approval and execu-
tion of documents for real estate,
as well as organization and control
legal work. In all she has more
than 15 years of legal experience.

Hatanna XepebuoBa,
3aMecTuTeNb AMpeKTopa
no npasoBbIiM Bornpocam K
«06yBb Poccmm»

Pognnace B 1978 rogy. B 2000
rody OKoH4Mna HoBOCMOMPCKMIA
drman MoCKOBCKOM M'yMaHUTapHOM

akagemMm  No  CneusanbHOCTU
«IOpPUCIPYAEHUVAS. NmeeT
MeayHapOaHbIN ceptndvKkar
NpV3HaHWA opuamHecKoro
06pasoBaHnA B 22 CTpaHax mvpa.
PaboTana Ha npeanpUATHAX
CTpaTern4eckoro 3HaueHnq,

B KPYMHeMWWX  xonavHrax, B
TOM  4ACNe W MeayHapoAaHblX,
Bxoguna B COCTaB  COBeTa
avipekTopoB. Mpoxognna oby4erne
Mo  MEeHeMKMeHTy —  uMeeT
ceptidrKaTbl  AOMONHWUTENBHOMO
06pasoBaHMA MO HaMpaB/IEHWAM
«YcneLHbin pYKOBOANTE b,
«HaBbIKM 3 dEeKTVBHOMO fne-
NErvpoBaHms», «Cncrema
cbanaHpoBaHHbIX roKkasa-
Tenen»,  «HanoroBble  MpOBEPKM
M Cnopbls.  VIMeeT  60fbLLOM
OMbIT  COMPOBOXMAEHMA  TeKyLLen
[eATenbHOCTM npeanpuATA,
KOpPMOpPaTWMBHOMO yrpaBneHus,
cygebHo paboTel, BedeHnAa aen
PA3/MYHON  CTEMeHW  C/I0MHOCTW,
cornacoBaHMA M ohopmaeHnA
06BEKTOB HEABVKMMOMO MMYLLIECTBA,
a TaKKe opraHM3auMm 1 KoHTpoNA
paboTbl  IOPUOMMECKON  CIY»KObI.
06 CTark topramyeckon paboTsl
— bonee 15 ner.

Natalya Pauli,
Deputy Director for Public Rela-
tions of Obuv Rossii Group of
Companies

Natalya Pauli was born in 1980. In
2002 she graduated from the faculty of
journalism at Novosibirsk State Univer-
sity with a Masters degree in the field
of “Social Philosophy” with a distinction.
She was also educated at the Center
of European Education at Novosibirsk
State University. She was trained in the
Netherlands, Germany and the USA in
the field of “Mass Communication and
PR”. From 2004 to 2008 she worked
in the PR agency “Positive Relations”
as Deputy Director for Development,
managing regional projects for com-
panies such as Amway, Euroset, Bayer
Schering Pharma and others. She was
organizer of the regional PR conference
from 2004 to 2007. In February 2008
Natalya became Head of the PR divi-
sion of Obuv Rossii GC, and from 2011
she was Deputy Director for Public
Relations. Natalya speaks English and
German. She is the author of articles on
marketing and PR for business and spe-
cialized publications. In 2010 she com-
pleted an “Effective Manager” course at
Novosibirsk Business School , the Open
University in the UK (LINK).

HaTtanbsa MNaynu,
3aMecTuUTeNb AMPEKTopa Mo
CBA3AM C 06LeCTBeHHOCTbIO

'K «06yBb Poccmm»

Pogunace B 1980 rogy. B 2002 roay
OKOHYMNA GaryNbTET HKyPHAMCTUKN
HoBoCMBMPCKOrO roCyAapCTBEHHOMO
YHMBEPCUTETA C KPACHLIM AMMNAOMOM,
B 2004-m — MarucTpatypy no
HanpasneH1io «CoumanbHasa
dnnocodpuA». Takke obydanacs B
LleHTpe eBponeicKkoro obpa3oBaHuA
HI'Y. TlMpoxognna CTawuvpoBKM B
Huoepnangax, lepmanun,  CLUA
no HanpasneH1io «Maccosble
KOMMyHVKaumn 1 PR». C 2004 no
2008 roa pabotana B PR-areHTCTBE
Positive  Relations  3amecTtuTenem
avipeKTopa no pPasBUTUIO.
PeannsoBbiBana pervoHasbHbIe
NPOEKTbl  ANA  TaKMX  KOMMaHWi,
Kak Amway, «EBpocetb», Bayer
Schering Pharma wn gp. Aensanace
OpraHM3aTopoM pervoHasibHoM
PR KoHdbepeHumn ¢ 2004 no 2007
. C ¢eBpana 2008 roga —
pyKoBOAMTE b PR-otoena 'K
«06byBb Pocamm», ¢ 2011 rogpa —
3aMecTuTeNb AVMPEeKTopa Mo CBA3AM
C  obulectBeHHOCTHIO.  Bnageet
AHTMACKMM 1 HEMELIKMM  A3bIKaMM.
ABTOp CTaTer no MapKeTuHry 1 PR ansa
OenoBbX W CneumaM3mMpoBaHHbIX
m3gaHmi. B 2010 rogy okoH4Mna
KypC  «IODEKTMBHBIN ~ MEHEeOHKEP»
HoBoCMBMPCKOM  OTKPBLITOM  LLKOSbI
6u3Heca (JIMHK).

0 KoMnaHW. PyKOBOACTBO KOMMNaHUM 29

Thomas Frank,
Chief Designer of Obuv
Rossii GC

Thomas Frank graduated from
the Higher Professional School of
Shoe Designers in the city of Pi-
rmasens (Germany).Thomas has
been a shoe designer for more
than 20 years He worked at the
factories of  well-known shoe
brands such as Peter Kaiser, Ara
and Dockers where he developed
existing brands and created new
design concepts. He has his own
design studio in Pirmasens, the
centre of the German shoe in-
dustry . There he creates his col-
lections and produces new shoe
models for each season. In No-
vember 2011 Thomas became
Chief Designer at Obuv Rossii GC.
He creates and perfects Westfa-
lika collections, as well as pro-
duces the brand.

ToMac dpaHk,
wed-amsanHep MK «06yBb
Poccun»

Tomac OpaHKk OKoH4MA  Beicwyio
npodeccoHasbHyo LKoY
00yBHbIX ~ [OM3aiHepoB B T.
MupmaseHce (fepmanmA).  Tomac
ye 6onee 20 net 3aHMMaeTcA
06yBHbIM An-3aiHOM. OH paboTan
Ha Gabpykax M3BECTHbIX 0OYBHbIX
bpeHOoB, Takux Kak Peter Kaiser,
Ara, Dockers. Tomac 3aHMMascs
passMTMeM bpeH-40B, CO34aHWEM
HOBbIX  KOH-Lienumi  AmsanHa.
COBCTBEHHYI0  AM3anH-
cTyauio B . MpmaseHce — ueHTpe
06yB-HOM MPOMbILLTEHHOCTM
lepMaHmm. Tam OH Co3daeT CBoum
KONNEeKUMM, paspabaTbiBaeT HoBble
Modenm  0byBvM  ANA  KawAoro
ce3oHa. C Hosbpa 2011 ropa
—  wed-gm3arHep K «O6yBb
Poccnm». 3aHMMaeTCcA CO34aHMEM U
COBEPLUEHCTBOBAHVEM  KOMNEKLMIA
«BecTdanmkiy, a TakKe pasBUTHEM
bpeHaa.

VmeeT
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Forum «Future of the city», organizer — magazine «Delovoy Kvartal», Novosibirsk 2013 Forum Retailer Index 500, organizer — Retailer, Moscow, 2013
DOopyM «byayuiee ropodar, opraHm3aTop — HypHan «[lenoBon KeapTas», HoBocmbmpck, 2013 1. ®opyM Retailer Index 500, opranmsatop — W/ Retailer, MockBa, 2013 1.

The signing of the cooperation agreement with VTB bank, October 2013
MoanmcaHWe cornaleHna o coTpyaHudecTse C 6aHkoM BTB, okTabpe 2013 1.

The signing of the cooperation agreement with Alfa-Bank, September 2013
MoanmcaHne cornalleHna o coTpyaHudecTse ¢ Anbda-baHKoM, ceHTAbpb 2013 1.
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Company History
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Main Corporate Events in 2012/13

Main Corporate Events in 2012-2013

2012
|N JANUARY the Expert RA rating

agency increased the credit rating of Obuv
Rossii (LLC) to level A (a high level of credit
solvency).

|N _JUNE Obuv Rossii came up with a
new format for the Westfalika stores
adapted for shopping centres (SC). This new
format will allow the company to develop its
chain more actively in the central part of Russia
and to attract the younger and more active
audience of SC to thestores.

N SEPTEMBER  obuv  Ressii

announced an investment project «Opening
an Obuv Rossii Shoe Factory in the city of
Cherkessk», which was presented at the Sochi
Economic Forum. Investment in the project will
be 1.4 billion rubles. In December Prime Minister
D.A. Medvedev signed an ordinance to issue
state guarantees by the Russian Federation for
the implementation of the project.

An autumn-winter advertising campaign for
Westfalika, featuring the singer Valeriya,
commenced on the leading TV channels in 50
Russian cities in September. In 2012 Obuv Rossii
invested a total of more than 120 min rubes in
the promotion of the Westfalika brand.

N DECEMBER  obuv  Rossii

successfully passed a bond tender offer for its
debut issue of bonds, redeeming bonds for the
amount of 4.5mln rubles, which was 0.6 % of
the issue.

0 KoMnaHn. OCHOBHbIE KOpropaTWBHLIe CobbiTvd 2012-2013 ropa. | 35

OCHOBHBIE KOPropaTViBHble cobbiTvAa 2012-2013 roga

2012 ron
B H H BAPE peﬁTMHroaoe areHTcTBo

«3Kcnept PA» noBbICKNO periTUHr
KpeauTocnocobHocTH «0byBM Poccnm»
(0O00) po ypoBHA A (BbICOKMN  ypOBEHb
KpeamMToCnocobHOCTH).

B |/| |O H E «06yBb Poccun» npegcrasuna
HoBbIM ¢dopmaT MarasmHoB «Bectdanuka,
afanTMpOBaHHbIM  ANA  TOProBbiX LEHTPOB
(TUW). OH no3BOAUT KOMMaHMW Bonee akTMBHO
pa3BvBaTh CeTb B LIeHTpasibHoM Yactu Poccum
W NpYBAeYb B MaraswHbl 6o1ee MOMoayw u
aKTMBHYI0 ayamTopwmio TL.

aHoHcMpoBana WMHBECTULMOHHBLIA  MPOEKT
— «OTKpbITME 06yBHOM Gabpukn «OBYBb
POCCH» B ropoae YepKeccke», KOTOpPbLIA Bkl
npeacTaeneH Ha COYMHCKOM 3KOHOMMYECKOM
dopyme. MHBECTMUMN B NPOEKT cocTaBAT 1,4
mMnpa pybnen. B gexkabpe npeMbep-MUHUCTP
[O.A. MegBsegeB nognvcan pacnopsaxeHue o
BblJade rocyAapcTBeHHbIX rapaHtui PO Ha
peanm3aumio npoekTa.

B ceHTAbpe B 50 ropogax Poccum Ha BeayLwmx
TefekaHanax CcrapToBasia OCeHHe-3UMHAA
pexknamHasa KamnaHuuAa  «BecTdanmkm»  C
y4actvem nesuubl Banepuun. Bcero B 2012
rogy «0byBb Poccum» Bnoxmna bonee
120 MnH pybnen B npoaBuxeHWe bpeHaa
«Bectdanukan.

npowna od¢epty MNo AebBTHOMY BbIMYCKY
obamraumn, Belkynme 06aMraumnim Ha cymmy 4,5
MH py6nen, 4to cocTasmao 0,6% oT BbiMycKa.

AT Ve
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Main Corporate Events in 2012/13

2015

Obuv Rossii announced a
five-year investment program, according to
which the Group will invest 6 billion rubles in the
development of its chain in 2013-2017. As a
result, Obuv Rossii will increase its chain to 650
outlets and its turnover to 17,8 billion rubles by
2018.

In April Obuv Rossii announced that it entered
the microfinance market. Management of the
project is fully automated: a system integrated
in the software product of "1C Enterprise” was
created.

In 2012, Obuv Rossii executed 45 thousand
contracts for money loans for a total of 580 mln
rubles, the forecast for 2013 is to more than
double the amount loaned to 1.5 billion rubles.

, the Moscow Exchange listed
three issues of exchange-traded bonds of
Obuv Rossii GC with totaling 5 billion rubles
each with a circulation period of 3 years. It is
planned to place the first issue of exchange-
traded bonds BO-1 totaling 1.5 billion rubles in
2014,

Obuv  Rossii
GC announced its switch to IFRS (the EY
international company is the auditor of the Group),
consolidation of assets and creation of OR Open
Joint Stock Company with the authorized capital
of 7 billion rubles.

In September the number of stores in the
Obuv Rossii retail chain exceeded 250. In
summer 2013 Obuv Rossii opened a record
number of stores (more than 50). The most
productive month was August, when the Group
opened one store every day.

20135 ron

«06yBb  Poccumn»
aHOHCUPOBaNN NATUNAETHION WMHBECTULIMOHHYIO
nporpamMMy, CornacHo Kotopow [pynna B
2013-2017 rr. wHBectvpyeT 6 mnapa pybnen
B passutue cetu. B pesynbtate k 2018 rogy
«06yBb Poccums yBeamnumT ceTb 40 650 TOproBbix
TOYEK, @ Bbpy4ry — 40 17,8 mapa pybnei.

B anpene «06yBb Poccum» obbaABuna o
BbIXOAEe Ha PbIHOK MWKPO(UHAHCUPOBAHMA.
Ynpasnerve NMPOEKTOM MOHOCTBIO
aBTOMATM3MPOBaHO —  CO34aHa  CUCTEeMa,
WMHTErprpoBaHHaA B MPOrpaMMHbI MPOAyKT «1C
MpeanpuAThe». B 2012 rogy «06ysb Poccums
odopmmna 45 TeiC. JOrOBOPOB AEHEHHOr 0 3aMMa
Ha cymmy 580 mMnH pybnen, nnaH Ha 2013 rog —
yBEMYMTL 06beMbl B Hoee YeM ABa pasa, Ao
1,5 mnpa pybnen.

MockoBckas bupxa gonyctuna K
TopraM Tpu BbliNycka 6upeBbIX obnuraumii
'K «06yBb Poccumn» 06wmm o6beMoM 5 Mnpa
pybnei 1 cpokoM obpalleHusa 3 roda Kawdbli.
PasmellleHe MepBOro  BbiMycKa  BMPKEBbIX
obnvraumn BO-1 obbemoM 1,5 mapa  pyb.
3annaHmpoBaHo Ha 2014 r.

MK «06yBb Poccum»
o6bABMAA o nepexoge Ha MCDO (ayamTopom
Fpynnbl ABAAETCA  MEeMAyHapoaHaA KoMmnaHuA
EY), KoHconMaauuu aKTMBOB M CO34aHUU
OTKpbLITOr0 aKUMOHepHoro obuwectea «0OP» ¢
yCTaBHbIM KanutanoM 7 Mnapg pybnen.

B ceHTABpe uMCNO MarasvHOB B PO3HUYHOM
cetn «06yBn Poccum» npesbicuno 250. 3a
neto 2013 roga «06yBb Poccum» OTKpbLIa
peKopaHoe 4Mcno marasvHoBs — 6onee 50.
Havnbonee npoayKTVBHLIM MeCALeM OKasascA
aBrycr, korga pynna exeHeBHO OTKpbIBasia no
04HOMY MarasvHy.

[N
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Russian Shoe Market

billion rubles

Market's capacity,
million pairs

Market's capac'ty,ﬁ E ﬁ

Market and Strateqy

Russian Shoe Market

The Russian shoe market is one of the fastest-growing markets in the world and the third largest
consumer market in Russia after food and clothes. Its total value in 2012, as reported by Discovery
Research Group and RBK.research, exceeded 30 billion dollars, this was 126 up on 2011’s total. This

equates to 450 mln pairs of shoes per year.

GROWTH DYNAMICS OF RUSSIAN FOOTWEAR MARKET
IN VALUE TERMS, 2008-2012

—Source: Discovery Research Group
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GROWTH DYNAMICS OF RUSSIAN FOOTWEAR MARKET
IN'KIND, 2008-2012

—Source: Discovery Research Group

376,4
357,7
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ACCORDING TO EXPERTS AT RBK.
RESEARCH, THE RUSSIAN SHOE MARKET
IS CHARACTERIZED BY THE FOLLOWING
ASPECTS:

- a growing level of consolidation;
- medium levels competition;

- no transactions of large credits to retail-
market operators and no precedents of
IPO.

LONG-TERM FACTORS INFLUENCING
THEDEVELOPMENT OF THE RUSSIAN
SHOEMARKET ARE AS FOLLOWS:

- population income growth (as re-

ported by the Federal Service of State
Statistics(Rosstat), the growth of real
income of population in 2012 was 9.5% in
comparison with 2011); as a result, people
prefer higher-quality goods;

- consumption culture change; resulting
in growth of popularity of brand stores
and decrease of the share of flea markets
(2007 sales were 49 %, in 2012 they
decreased to 38 %);

- development in the market of quality
retail real estate (300 thousand sg m of
quality sales area was commissioned in
Russia in the first quarter of 2013).

06BEeM PbIHKA,
MAp4 40N1apoB

06BbEM pbIHKA,

PbIHOK 11 cTpaTervs. POCCUMCKMIA 06YBHOM PLIHOK

PLIHOK V1 CTpaTeriA

PoccrncKmii 00yBHOM PbIHOK

Poccuncknin 06yBHOM PEIHOK ABAAETCA OAHWM U3 CaMbiX BbICTPOPACTYLUMX B MVMPE U TPETbUM Mo
BEeIMYMHE NOTPebUTENbCKMM PLIHKOM B POCCMM MOCe PbIHKOB MPOAYKTOB MUTAHWUA U 0deabl.
Ero o6bem B 2012 roay, no aanHeiM Discovery Research Group un PBEK.research, npesbicnn 30 Mapa
A0NNapoB, NPMPOCT Mo oTHoWeHWo K 2011 rogy — 12% . O6bem peiHKa B HATypabHOM Bbipa-

HeHun npesbicnn 450 MAH nap 0byeu B rog.

AVHAMMKA POCTA POCCUIACKOr0 OBYBHOIO PbIHKA
B CTOMMOCTHOM BbIPAKEHWW, 2008-2012 TT.

— Wetoynwk: Discovery Research Group
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AVHAMMKA POCTA POCCUIACKOr0 OBYBHOIO PbIHKA
B HATYPAJIbHOM BbIPAMEHII, 2008-2012 TT.

— VicTounwik: Discovery Research Group

357,7

2008 2009 2010 2011 2012

M0 MHEHWIO 3KCMEPTOB PEK. RESEARCH,
POCCUICKII OBYBHOW PBIHOK
XAPAKTEPU3YIOT CNELYIOLLNE ACNEKTbI:

+ PaCTyLLMA YPOBEHb KOHCOMMOALMM,
+ CPeAHUIA YPOBEHb KOHKYPEHLIMM;

+ OTCYTCTBME CAEMOK MO KPYMHOMY
KpeaMTOBaHMI0 0NepaTopoB PO3HAYHOIO
PbIHKA 1 MpeLieaeHToB Beixoaa Ha IPO.

[0J1MOCPOYHBIE OAKTOPLI, BINAIOLLVE
HA PA3BMTME POCCUIACKOI0 OBYBHOMO
PbIHKA:

+ POCT AOX0A0B HaceneHA (Mo AaHHBIM
Pocctata, pocT pearnbHbix [0X0408
HaceneHna B 2012 rogy coctasnn 9,5% no
OTHOLUEeHMIO K 2011 FOD,\/); KaK pesynbrar,
oy npegnodmnTaioT Honee Ka4eCTBeHHbIe
TOBapb!,

- VBMEHeHVe Ky/IbTyPbl MOTPebeHs; Kak
pe3y/bTaT, POCT NOMyAAPHOCT 6PeHO0BbLIX
MarasvHOB U yMeHbLLeHe [0 BeLLeBbIX
PHIHKOB (B 2007 rogy OHa cocTaBnAna
49%, B 2012 rofy — ye 38%);

+ Da3BUTVIE PbIHKA Ka4eCTBeHHOM
TOProBOV HeABMMIMOCTY (B 1-M KBapTasne
2013 rofa B Poccun 66110 BBEAEHO

300 ThIC. KB. M Ka4eCTBeHHbIX TOProBbIX
nnoLlaaen).

| 41
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Russian Shoe Market

The high potential of the market is related
to the low level of shoe consumption in
Russia and the possibility for its growth,
governed by the population’s income growth
and consumption culture change ie. when
shoes stop being utilitarian items and become
an instrument of self-expression. As reported
by Synovate Comcon, the average per capita
consumption of shoes in 2012 increased to 2.8
pairs per person, this compares with 6-8 pairs of
shoes per year for a citizen of the USA and 4-6
pairs of shoes per year for a European citizen.
The potential growth for shoe consumption in
Russia is at least up to 4 pairs of shoes by 2016.

THE MARKET HAS GREAT
POTENTIAL LARGELY BECAUSE
OF THELOW LEVEL OF SHOE
CONSUMPTION INRUSSIA AND
THE POSSIBILITY THAT IT WILL
GROW.

DEVELOPMENT FORECAST FOR RUSSIAN
FOOTWEARMARKET IN VALUE TERMS IN 2013-2015,
BILLION $— Source Discovery Research Group

39,04

37,04

33,98
30,61

2012 2013 2014 2015
market volume in value terms

Today the market is not fully
consolidated. According to
estimates by Discovery Research
Group, professional shoe retailers
currently have about 35% of the
shoe market, with the top ten shoe
chains in Russia realizing 20% of
the total shoemarket.

MPOHO3 PA3BUTIA POCCUIMCKOMO PHIHKA OBYBM B
CTOMMOCTHOM BBIPAHKEHNI B 2013-2015 I'T,, MITPA §,

— Wctounnk: DiscoveryResearch Group

39,04
37,04

2012 2013 2014 2015
06eM B CTOMMOCTHOM BblpaXeHnn
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Bonblion noTeHuMan pbiHKa CBA3aH C HEBLICOKUM YPOBHEM
notpebneHva obysu B Poccum u nepcrneKkTUBoOM ero pocra,
KOTOpPbIM 0BYCNIOBMEH POCTOM J0XOA0B HAaCeneHWAa 1 13MeHe-
HVeM KyabTypbl MOTpebneHws, Korda obyBb MepectaeT HOCUTb
YTUUTAPHBIN XapaKTep U CTAHOBUTCA MHCTPYMEHTOM CaMOoBbIpa-
eHnA. Mo oueHkam Synovate Comcon, cpeaHedyLIeBOe noTpe-
61eHme 06ysm B 2012 roay BbIpoC10 40 2,8 Napbl Ha YenoBeKa,
ONA CpaBHeHWA: Ha oaHoro »utena CLUA npuxoamTca 6-8 nap
06yBW B o1, Ha 0gHOro eBponera — 4-6 nap obysm B rof. Mo-
TeHuman pocta notpebneHus 0bysun B POCCUM — KaK MUHUMYM
[0 4-x nap obysu k 2016 roay.

BONbLIOV MOTEHLWIAN
PbIHKA CBA3AH C
HEBBICOKM YPOBHEM
MOTPEBJIEHWA

OBYBM B POCCUN N
MEPCNEKTMBOW ETO
POCTA

PbIHOK Ha CcerogHAWHMM AOeHb
cnabo  KoHconuauposaH. o
oueHkam  Discovery  Research
Group, Ha npodeccmoHanbHyio
06yBHYIO PO3HWLYY MpUXoaMTCA
35% 06yBHOr0 pbiHKa. Mpy 3TOM
Ton-10 06yBHbLIX ceTen Poccum
peanm3yT 20% oT obbemMa 0by-
BHOIO PbIHKA



Top 10 shoe chains in terms of the
number of stores in Russia as of

September 2013

SOURCE: DISCOVERY RESEARCH GROUP ON THE
BASIS OF THE COMPANY DATA

15%

15% 50%

B Flea markets
M Separate stores
[ Small chains

The market share achieved by unstructured
retailers has been decreasing in the last
few years (as reported by the Federa [Service of
State Statistics (Rosstat), flea market’s decreased
from 40.8% in 2011to 38.26 in 2012), the number
of small shoe chains is also decreasing and the
leaders of the Russian shoe retail market are
making their business substantially larger. The
market will consolidate in the next few years, as it
did in the food and mobile communications retail
sectors. The Kommersant newspaper reported
that turnover for the largest shoe chains in Russia
had increased by 17%.

According to the forecasts of Discovery
Research Group, the Russian footwear
market will maintain positive growth
dynamics in value terms at around 7-10%
per year in the next 5 years.

Mo nporHo3am Discovery Research Group
poccUACKNIi06yBHOM PLIHOK B 6anKalwme
5 net coxpaHUT MONOXWUTENbHYIO
AWNHaMUKY pocTa Ha ypoBHe 7-10% B roa
B CTOMMOCTHOM BbIpa*KEeHUU.

NCTOYHMK: DISCOVERY RESEARCH GROUP 10 MATE-
PMAAM KOMMAHWIA

15%

15%

Ton 10 0byBHbIX ceTer
KOMMYECTBY MarasvHoB B
Poccivi o cocToAHMI0 Ha
ceHtAbPb 2013 .

M BeLLiesnie poiHRY
[l Pa3posHeHHbe MarasvHl
[ Menxme cetn

B nocnegHue rogbl Ha 06yBHOM pbiHKe
yMeHbllaeTCcA [0MA HeopraHM3oBaHHOM
pO3HMUbI (M0 AaHHLIM PoccTaTta, 40NA BeLLeBblx
pbIHKOB CokpaTunace ¢ 40,8 8 2011 roagy Ao
38,2% B 2012 rogy), CoKpallaeTca 4Mcno
HeboMblNX 0BYBHBIX CEeTen U 3HaYUTebHO
YKPYMHAIT 6W3Hec nugepbl POCCUACKOrO
0byBHOro putenna. PbiHOK 6ydeT aKkTMBHO
KOHCONMAMPOBATLCA B banKarnLme rogbl, Kak
3T0 6bI/10 B MULLEBOM, COTOBOM puTtenne. Mo
OLEeHKaM raseTbl «KoMMepcaHTb», Bblpy4Kka
KpymHenwmx obyBHbIX ceTer Poccum no
ntoram 2012 r. Bolpocia Ha 17%.

50%

TOP 10 SHOE CHAINS IN TERMS OF THE NUMBER OF
STORES IN RUSSIA AS OF SEPTEMBER 2013

Centro/TsentrObuv 1,200
Unichel 424

Kari 356
Belwest 267
Obuv Rossii 253
Respect 226
Francesco Donni 225
Monro 210
Chester 210
Carlo Pazolini 165

The share of the civilized retail will grow as a result of
the change in the culture of consumption, development
of a quality retail real estate market, implementation
of state programs of liquidation of outdoor markets.
Federal shoe retail chains are well positioned, that are
able to offer design collections and a wide range of
related products, and a high level of service, all which
will have the advantage in the competitive struggle.
Companies like Obuv Rossii that have smooth running
business processes that allow them to enter new cities
and develop different brands and formats, have a chance
to grow at rates, significantly above the industry average
and to substantially increase their share of the market.

ACCORDING TO THE OPINION OF EXPERTS AT RBK.
RESEARCH AND THE MARKETING DIVISION OF
OBUV ROSSII, COMPETITION HAS BECOMES MORE
SEVERE IN THE SHOE MARKET, AND SHOWS IT
SELF AS FOLLOWS:

- weak and small players are expelled from the market;

- large chains, strategically bet on quality growth
(development of brands and unique services,
improvements in service);

- there are some mergers acquisition at local level; in 2-3
years these trends will become stronger and some big
regional players may be taken over.
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TOM 10 OBYBHbIX CETEI MO KOJIMYECTBY MATA3/HOB B POCCUN
M0 COCTOAHWMIO HA CEHTABPb 2013 T

HanmeHoBaHue cetn KonmyectBo MarasvHoB

Centro/UeHTpObyBb 1200
fOHWuen 424

Kari 356
Belwest 267
06yBb Poccuun 253
Respect 226
Francesco Donni 225
MoHpo 210
Chester 210

Carlo Pazolini 165

[onAa uUMBWMAM30BaHHOM pO3HMULI ByaeT pacTy BCNeACTBME W3-
MEHEeHMA KynbTypbl NOTpebneHrs, pa3BUTUA PbiHKA Ka4eCTBEHHOM
TOProBOM HeABWMMKMMOCTK, peanusaumy rocnporpamMMm fMKBUAA-
UMW OTKPBITBIX PbIHKOB. DeaepasnibHele 06YBHLIE PO3HMYHBIE CETU,
MMeIoLLMe TPaMOTHOE MO3WLIMOHMPOBaHWe, NpeacTaBnAwLmMe Au-
3alHEPCKMEe KOMNEKUMM U LUMPOKWUIA @CCOPTUMEHT COMyTCTBYIOLLMX
TOBapOB, NpeAnaraoLyme BelCOKMI YPOBEHb 06CYK1BaHWA, byayT
MMETb MPEMMYLLIECTBO B KOHKYPEHTHOM Hopbbe. Takme KoMMnaHuu,
Kak «06yBb PoCcumy, y KOTOPbIX OTNAXKeHbl BU3HEC-MPOLECCHl BbIXO-
[a B HOBble ropo/1a, KOTopble YMEINT pa3BMBaTh pa3/uyHble BpeH-
Obl 1 GopMaThl, UMEIOT BCe WAaHChl pacTv TeMNamu, 3HaUMTesbHO
npeBbILALLMMK CpeAHVE MO0 O0TPAC/M 3HAYEHWA, U CYLLEeCTBEHHO
YBEMUMTE [0S0 HA PhIHKE.

M0 MHEHWIO 3KCMNEPTOB PBK.RESEARCH W OTAEJTA
MAPKETWHIA «OBYBW POCCW», HA OBYBHOM PbIHKE
YCUINNBAETCA KOHKYPEHLIMA, YTO BBLIPAHAETCA B
CNEOYIOLLEM:

+ BbITECHAIOTCA Cnabble M MEeNKMe WIFPoKM C PblHK3;
+ KpyMHble CETW B CBOMX CTpaTernax AenatoT CTaBKy Ha
Ka4ecTBEHHbIM POCT (pa3BuTve 6peHAoB, YHMKAbHbIX
CepBMCOB, MOBLILUEHME  KadecTBa  0HBCNYHKMBaHWA);

NOABNAIDTCA npeuefeHTbl caenok M&A noka Ha
JIOKA/IbHOM  YPOBHE; 4Yepe3 2-3 roda 3TW TeHAeHumM
YCUAATCA, BO3MOMHbI MO I0LLEHNA KPYMHbIX PErMOHaIbHbIX
MFPOKOB.



The market is becoming more and more
attractive for investors. The potential of
the shoe industry is confirmed by such deals,
i.e. investment foundations and professionals
that manage or own companies in food retail
and the household appliances market, (these
beingmarkets that have already consolidated,
unlike shoe retail, where it is just beginning),
start to invest in shoe retailers.

TOP 5 SHOE RETAIL COMPANIES OF RUSSIA sy The
INDICATOR OF PROFITABILITY OF SALES IN THE LIST OF RETAILER
INDEX500 DRAWN UP BY THE RETAILER PUBLISHING HOUSE, JUNE 2013

CpegHerogosas CpegHerogoBas
DM SO 6 EBIT
peHTabenbHOCTL Mo EBIT peHTabesIbHoCTb M0

Obuv Rossii 15%
«ECCO» 14%
«Mascotte» 7%
Fabrika Obuvi 7%
Unichel 6%

PbIHOK cTaHOBUTCA Bce bonee npuBneKka-
TeNbHbIM AMA UHBECTOPOB. [lepCneKkTmB-
HOCTb 0OYBHOWM OTpac/av NOATBEp:KAaeTCA
pAAOM CAEN0K MO BXOX/AEHWI0O B KanuTan
00YBHbIX  pUTENEPOB  WMHBECTULMOHHBIX
¢OoHOO0B M MpodeccrmoHanos, ynpaBiABLUMX
WAV BNAAEeBLIMX KOMMAHMAMKM B MULLEBOM
puTenae U B TOProese BbITOBOM TEXHWKOWM,
T. €. C PbIHKOB, HAa KOTOPbLIX KOHCONMAaumaA
y¥e npomsowna (B oTamyme oT 0bHyBHOrO
puTenna, raoe oHa ToNbKo NpeacToumT).

TOM-5 0BYBHbIX PO3HNYHbIX KOMMAHWIA POCCUN
M0 NMoKa3aTesio peHTabebHOCTV NPOAAK B CMNCKe RETAILER
INDEX 500, cocTaBneHHoM W[ RETAILER, MiOHb 2013

«06yBb Poccum» 15%
«ECCO» 14%
«Mascotte» 7%
«Dabpuka 06yBM» 7%
«lOHWYen» 6%

According to experts, the mid-
price sector is the most promising
sector in the shoe market. Its
share in 2012 was 38%, in value
terms it was 11.7 billion dollars.
Federal shoe retail chains are
mainly represented in this sector.

PHIHOK 1 cTpaTervis. PoccMinckinin 06yBHOM PeIHOK

o MHeHWIO 3KCnepToB, Havbonee
MepcnexkTVBHBIM CEerMEeHTOM Ha 06-
YBHOM pblHKE ABAAETCA CcpeagHe-
LeHoBon. Ero gona B 2012 roay
coctaBuna 38%, B CTOMMOCTHOM
Bblpaxenn — 11,7 mnapg gonna-
poB. B cpegHeLEeHOBOM CermeHTe
B OCHOBHOM MpeaAcTaBneHs deae-
pasibHble 06yBHbIE PO3HMYHbBIE CeTU.

MARKET DYNAMICS, BREAKDOWN OF THE PRICE SECTOR, % OF MARKET EXPRESSION IN VALUE TERMS
OVHAMUKA PbIHKA, B PA3BVBKE M0 LLIEHOBOMY CEMMEHTY, B % OT CTOMMOCTHOI 0 BEIPAMXEHVA PBIHKA

2008 2009 2010

B |ow-price Source: Calculation by DISCOVERY Research
B mid-price  Group onthe basis of the data of the Federal
B high-price  Customs Service of the Russian Federation

The rate of growth in the mid-price sector is
higher than in the rest of the shoe market.
According to forecasts by Discovery Research
Group, the share of the mid-price sector will
increase to 44% by 2015, in value terms this will
equate to $17.4 billion.

2011 2012

B {y3KoLeHoBOM McTouHmK: Pacyet DISCOVERY

I cpegHeueHoBOM RESEARCH GROUP M0 AaHHbIM
B BbLICOKOLIEHOBOM OTC PO

Temnbl MpupocTa 06bEMOB CpeaHeLIeHOBO-
ro CerMeHTa pbiHKa OneperkalT Temmnbl po-
CTa 06yBHOro pbiHKa B LienoM. Mo nporHo3am
Discovery Research Group, gona cpegHeLeHo-
BOro cermeHTa K 2015 1. yBennumTca Ao 44 %,
06bEM CermMeHTa B CTOMMOCTHOM BblparKeHnn
cocTaeuT $17.4 mnpa.
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N CYMOK

The mid-price sector potential is largely
connected with a change in consumption
culture, i.e., when customers become more and
more demanding in terms of shoe quality, design,
level of service in the store; trademark loyalty
increases.

In addition, it is important to note that the
mid-price sector of the market is not fully
consolidated, when compared with other sectors
(according to estimates by Discovery Research
Group, the level of consolidation of the sector is
currently 13%). This development of the economy
sector began in 2008 when a number of large
players with a distinct leader, the TsentrObuv
company (with a chain of more than 1,000 stores
commanding about 3% of the economy sector),
appeared. In the economy sector there are no
global shoe retail chains, only national shoe
retailers. As experts note, competition among
the main players has become more severe in
this sector, particularly in terms of the number of
outlets Thus, from 2008 TsentrObuv increased

MepcneKTMBHOCTL CpegHEeLEeHOBOr0 CerMeH-
Ta CBfi3aHa C W3MEHEHWEM Ky/bTypbl MO-
TpebneHun, Koraa NoKynaTenn CTaHOBATCA BCe
bonee TpeboBaTeNbHLIML K Ka4ecTBy 0byBu, ee
OV3aiHy, YPOBHIO OBCAYXKMBaHWA B MarasvHe,
pacTeT N0A/IbHOCTb K TOPrOBLIM MapKam.

KpoMe TOro, BaXHO OTMeTUTb, YTO
cpegHeLeHOBOM CerMeHT pbiHKa A0CTaTO4YHO
cnabo KOHCONMAMPOBAH, eC/M CPaBHMBATL C
apyrumm cermeHtTamm (Mo oueHkam Discovery
ResearchGroup,ypoBeHbKoHCOMMAAUMMcerMeHTa
coctaBnsaeT 10% ). TaK, B 3KOHOMCErMeHTe Lo
axTuBHoe pa3suTie ¢ 2008 roga, NoABUANCE PAL
KPYMHBIX MIPOKOB M YeTKO BblparkeHHbI uaep
— koMnanwA «LleHTpObyBb», KOTOPanA passrBaeT
cetb M3 6onee 1000 marasvHoB M 3aHMMaeT
okono 9% cermeHTa. B 3KoHOMCermeHTe
OTCYTCTBYIOT ~ Mpeactasutenn  rnobanbHbix
06YBHbIX ~ PO3HWMYHBIX  CETel,  KOHKypUpyloT
Medy C060M WCKNUMTENBHO deaepasibHble
06yBHbIe puTenepsbl. Kak 0TMeYaloT 3KcnepThl, B
3KOHOMCEermMeHTe 06yBHOMO pblHKA yCMIMBaEeTCA

its number of stores 2.2 times and Unichel —
2.5 times.

As for the high-price sector, its share in the
total market is not great (5-6%), but its level
of competition and consolidation is rather high.
The largest players are Econika, Carlo Pazolini
and others. Global shoe retail chains are mainly
represented in the upper price sector.

As to the mid-price sector, there
are several large players, these
are Obuv Rossii, Respect, Ter-
volina and Monarkh. But none
of them possesses a substantial
share of the market.

HWHHU LIEHOBOW CerMeHT
(oo 3000 py6. 3a napy)

Konnuectso
HanmeHoBaHWe ceTtn HanmeHoBaHWe ceTtn
MarasvHoB

Centro/LleHTpO6YyBb 1200 «06yBb Poccun» 253 Carlo Pazolini
tOHMuen 424 Respect 226 JKOHMKa
Kari 356 Francesco Donni 225 Baldinini
Belwest 267 Chester 210 Corso Como
MoHpo 210 Ecco 161 Alba

CpeHuin LIeHOBOW CermMeHT

(3000-7500 py6. 3a napy)

PbHOK 11 cTpaTervs. POCCUMCKMIA 06yBHOM PbIHOK

KOHKYPEHLMA Meway OCHOBHbIMM  WUrpOKamu
B 4acTv KonvdecTBa TOProBbiX Touek. Tak, C
2008 r. «LleHTpObyBb» yBEAMUMNA KOMHECTBO
MarasvHoB B 2,2 pa3a, «lOHn4en» — B 2,5 pasa.

Ecnm roBopuTb O BBICOKOM LIEHOBOM CErMeHTe,
TO ero 4onsA B 06LeM 06beEME pbiHKa HeBe/WKa
(5-6% ), Mpv 3TOM JOCTATO4HO BLICOKUIA YPOBEHb
KOHKYPEHLMM W KOoHComndaumn. KpynHenime
MFPOKM — 3TO «3JKOHWKa», Carlo Pazolini w
ap. lpenmyLlecTBeHHO B BEpXHEM LIeHOBOM
cerMeHTe npeacTasneHsl rnobansbHble 06yBHbIE
PO3HMYHbBIE CETU.

B cpeaHeuLeHOBOM cermeHTe
e eCTb HEeCKOMbKO KpymHbIX
urpokoB — 310  «Ob6yBb
Poccum», Respect, «TepBosiMHa»,
«MoHapx». Ho HV 04HOMY K3 HKX
He MPUHAANEKNT CyLLIECTBEHHASA
[0N1A B CErMeHTe.

BbICOKMIM LiIeHOBOM CErMEeHT
(6onee 7500 pyb 3a napy)

Konnuectso Konnuectso
HanmeHoBaHWe ceTtn
MarasvHoB MarasvHoB

165
159
61
59
58

McTounmk: DISCOVERY RESEARCH GROUP Mo MaTepuanaM KoMnaHuii, CeHTABPb 2013
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Low price sector
(up to 3,000 rubles per pair)

Centro/TsentrObuv 1200 Obuv Rossii
Unichel 424 Respect
Kari 356 Francesco Donni
Belwest 267 Chester
Monro 210 Ecco

In the coming years it is anticipated that
active consolidation processes in the shoe
market will mainly take place in the mid-
price sector. This sector is the most attractive,
since it is represented by monobrand stores
with unique collections and a wide base of loyal
customers, which is why Obuv Rossii has every
chance of being able to strengthen its leadership
positions in the mid-price sector and to command
a substantial share of it (at least 4% in value
terms) in the future.

The most promising format on the shoe
market is a monobrand store format, this
format is still weakly represented. The multibrand
format is still the most popular, within this format
different shoes are sold for a wide audience of
customers. However, since the consumption
culture is changing, demand for branded products
increases and the development of higher margin
proprietary brands — becomes greater, monobrand
shoe chains will play an increasingly greater role.

Middle price sector

(3,000-7,500 rubles per pair)

High price sector
(more than 7,500 rubles per pair)

253 Carlo Pazolini 165
226 Econika 159
225 Baldinini 61
210 Corso Como 59
161 Alba 58

Source: DISCOVERY Research Group on the basis of the company data,
September, 2013

AKTMBHble Mpoueccbl KOHCO/AMgauMuM Ha
06yBHOM pblHKe B b6amkanwuve rogbl 6yayT
MATU TMpexge BCero B cpegHeLeHOBOM
cermeHTe. OH Hambonee MpWBIEKATENEH,
MOCKO/IbKY  MpeacTaBfeH  MOHO6pPeHO0BbIMU
MarasvHamu, AenaioLwmmm CTaBKy Ha
YHVKa/TbHbIE KOMMEKLMM U LUIMPOKYID ayaMTopuio
NosAnbHbIX notpedutenent. Moatomy y «ObyBuM
Poccum» eCTb BCE LIAHCHI YKPEenuTb ndepckme
no3uvumMM B CpeaHeLeHOBOM CerMeHTe M 3aHATb
B HEeM CyLLeCcTBeHHyl fonio (He meHee 4% B
CTOMMOCTHOM BbIparKeHnm).

Hanbonee nepcneKTMBHbLIM dopmaTom
Ha o06yBHOM pblHKe fABnAeTcA ¢opMar
MOHO6peHA0BOro Mara3uHa, KoTopbl BCe eLle
cnabo npeactaeneH. Mo-npexHeMy Hambonee
nonynAapHbIM ABAAeTCA dopMaT MynbTUbpeHaa,
KOTOpbIM MpoAaeT pa3HoobpasHyio 0byBb AnA
LMPOKOM ayauTopum  nokynatenen.  OgHako,
MOCKOSIbKY MEHABTCA Ky/bTypa noTpebneHns,
yBEMYMBAETCA CrMpPOC Ha 6peHAMpPOBaHHYI0
NpoayKLMIO 1 pa3BuTME COBCTBEHHbIX BpeHa0B
ABnAeTCcA 6onee BbICOKOMAPKMHASbHbIM,
MOHOOpeHoBble 06yBHbIE CeTU ByayT urpaTtb
BCE 6O/bLLYIO POsib.

KEY TRENDS IN THE SHOE MARKET

- Shoe consumption is growing, Russia still
lags far behind the rest of the developed
world in this.

- Consolidation of the market is occurring.

- The shoe market is becoming more
attractive to investors.

Competition in the market has
become more severe mainly due to the
geographical expansion of the large shoe
chains.

- The mid-price sector is experiencing the
most dynamic development at the present
time, since the shoe consumption culture
changing and the share of population with
in the middle income group has increased.

- A monobrand store format is the most
promising.

K/MIOYEBBIE TEHOEHUMWM HA  OBYBHOM
PbIHKE

- Bynet pact noTpe6neHne obysy, Poccus
Mo JaHHOMY MOKasaTesnio BCe elje CUMbHO
OTCTAET OT PasBUTHIX CTPAH.

-B Ovkariuve rodsl Ha poHKke  ByayT
AKTVBHO VATV MPOLIECCH KOHCOmMaaLA.

- Pacter VHBECTMNPVB/IEKATE NIbHOCTb
00YBHOMO PhIHKA.

-Ha poHKe  YOUVBAETCA  KOHKYpEeHLMs
FNaBHbIM  00PA30M 3@ CYeT  paciUvpeHis
reorpaduv KpynHelx 0BYBHEIX CETEN,

- B HacToALLEee BpemA Hanbonee AnHaM1yHO
Pa3BMBAETCA CpeaHeLIeHOBOV CerMeHT. 3T0
(BA3AHO C TeMm, YTO MeHAeTCA Ky/bTypa
notpebnieHma  obyBn 11 pacteT  A0nA
HaceneH1a Co cpeiHM YPOBHEM [10XO10B.

- Havbonee  MepCrexTVBHBM — ABMARTCA
GopMaT MOHOBPEHA0BOr0 MarasyiHa.



Strategic goals of Obuv Rossii GC are as follows:

To strengthen

leadership positions

in the mid-price
sector and to take a share
of at least 4% in value
terms.

To be in the top

three Russian shoe

companies in terms of
store numbers and the value
of sales.

To increase the

operational

effectiveness of the
business and to maintain
EBITDA profitability at a level
of at least 18%.

Crpaternyeckme Lenm 'K «0byBb Poccnmy

YKpenuTb nnaep-

CKMe No3vummn B

CpeaHeLeHoBOM
CerMeHTe v 3aHATb A0J10 B
HEeM He MeHee 4% B CTOW-
MOCTHOM BbIparKeHn.

BonTn B TPOMKY Kpyn-

HEeMLLIMX POCCUMCKNX

06YBHbIX KOMMaHWM Mo
YMCy Mara3vHoB M 06beMam
npoAa.

lNoBbIWaTL onepa-

LIMOHHYI0 30 beKTnB-

HOCTb Hr3Heca u
yaeprmnBaTb peHTabenb-
HOCTb no EBITDA Ha ypoBHe
He MeHee 18%.

Company Strategy
Brands

Brands Today the Russian shoe market is
weak when it comes to branding: there are no
more than two dozen national shoe brands.
A multibrand store is the most common store
format, this offers a wide variety of shoes for
different categories of customers. However, the
experience of the more developed European
markets shows that the development of
monobrand stores, offering an assortment of
shoes under one trademark, aimed at a certain
target audience with distinct positioning in the
market, is a promising concept.

Obuv Rossii's main shoe chain or brand is
Westfalika— a monobrand chain in the mid-
price sector, in which shoes with the Westfalika
trademark are the main products amongst
those retailed. Peshekhod is a multibrand
supermarket, however the share of private labels
offered within it is also big — 60%. There are
plans to increase this share to make Peshekhod
a monobrand store. Emilia Estra is a monobrand
retail chain for bags and accessories.

Obuv Rossii is also launching its own brands
for related products. Today the main areas
of related products are Westfalika shoe care
products, Westfalika gel products, Emilia Estra
bags and accessories and Westfalika Medicine
foot care creams.

Development of proprietary brands makes it
possible to invest in the creation and perfection
of the product, to implement quality control at
all stages of production and to develop and
realize promotional campaigns.

PBIHOK 11 CTpaTernA. CTpaTerma KoMNaHum

CTpaterva KoMnaHm
CTaBka Ha bpeHbl

B HacTosLlee BpemMa poCCMMCKMA 06YBHOM phbl-
HOK HM3KOOPEHAMPOBAHHbBIN: OTeYeCTBEHHbIX
06yBHbIX 6peHaoB He 6onee ABYyX AECATKOB.
Hanbonee pacnpocTpaHéHHbiM  GopMaToM
MarasuHoB ABNAETCA MynbTMOpPeHaoBbI Ma-
raswvH, KOTOpbIM npegnaraet LWWMPOKUA ac
COpPTUMEHT 06yBW [ONA pa3HbiX KaTeropui
nokynatenen. OgHaKo onbIT 6bonee pa3BUTbIX
eBPOMNenCKMX PbIHKOB MOKa3blBaeT, 4To nep-
CMeKTMBHbIM ABMAAETCA pa3BMTME MOHOOpeH-
[0BbIX MaraswHOB, npegnaralowmx accopTu-
MEHT NoA4 OQHOM MapKoW, OpVMeHTMPOBAHHBIX
Ha onpedefeHHyl0 LUeneBylo ayauTopui u
MMEIOLLMX YEeTKOE MO3NUMOHMPOBAaHMe.

OcHoBHOM 06yBHOM ceTbld «O6yBM Poccmm»
ABnAeTcA «Bectdannka» — MoHobperaoBaA
CeTb CpPeaHEeLIeHOBOr0 CerMeHTa, B KOTOPOM
nogasnaoLlan YacTb acCopTMMeHTa — 00yBb
noA Mapkom «Bectdanukar. «flewwexod» — 370
MyNbTMOPEHA0BLIM CynepMapKeT, 04HaKo M B
HeMm gonsa private label Bennka — 6(%. B nanb-
HeMLweM NAaHpyeTCcA 3Ty 400 YBENYMBATL M1
npubnM3nTb «fewexoa» K GopMaTy MOHOBPEH-
nosoro MarasmHa. Emilia Estra — 310 MoHO-
H6peHao0Bble MarasmHbl CYMOK M aKceccyapos.

B passuTum conyTcTBylowmx ToBapoB «O6yBb
Poccum» TakKe genaeT CTaBKy Ha 3arnycK cob-
CTBEHHBIX TOProBbIX MapoK. Ha cerogHAWHWN
[eHb OCHOBHbIMM HanpaBAeHWUAMM COMyTCTBY-
IOLLMX TOBAPOB ABAAIOTCA CPeACTBa MO yxody
3a 06yBblo «Bectdanuka», reneas npoayKkUmMsA
«Bectdanmka», cymrm u arceccyapel Emilia
Estra, Kpembl 4nA Hor «BecTtdanuka MeaunumHas.

Pa3BuTHe cobBCTBEHHBIX OpeHa0B NO3BONAET NH-
BECTMPOBATb B CO34aHME 1 COBEPLLIEHCTBOBAHWE
MPOAYKTA, OCYLIECTBAATbL KOHTPO/b KadecTsa
Ha BCex 3Tanax Npov3BOACTBA, paspabaTthiBaTb
1 peanmn30BbIBATb KAMMAHWM MO MPOABUMHKEHMIO.

5%
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Multiformat Strategy

Obuv Rossii produces several formats and
brands for different customer audiences. This
approach gives them the opportunity to cover
the mass market in the mid-price sector to the
maximum possible extent. The success rate of
this strategy is confirmed by the experiences of
large international retail chains such as: Chinese
Belle, which produces 10 proprietary brands and
manages over 13,000 stores, its capitalization
today is over 16.4 billion dollars; Deichmann
with 129% of the German shoe market, which
produces over 10 brands; American Collective
Brands, which manages 6 brands and Polish
NG2, a leader in the shoe market in Poland with
4 brands of shoe stores.

OBUV ROSSII PRODUCES SEVERAL FORMATS
AND ~ BRANDS  AIMED  ATDIFFERENT
CUSTOMER AUDIENCES

Currently, Obuv Rossii produces three brands.
Their number will be further increased to 5-6,
due to Mergers and Aquisisition. The multiformat
strategy allows the company to implement these
deals with a muiltiplicative effect. After buying a
shoe retail chain, Obuv Rossii includes the new
brand in its brand portfolio and replicates the
newly acquired format geographically through
the whole operation, i.e. all over Russia.

MHoropopmaTtHad
cTpaterud

«0byBb  Poccum»  pasBMBaeT  HECKOJIbKO
dopmaToB M 6peHaoB, OPUMEHTMPOBAHHbBIX
Ha pasHble ayauTopum  noTpebuTenen.
Takon rnoaxon naet BO3MOMHOCTb
MaKCMMasfibHO 0XBaTWTb MacCCOBbIA  PbIHOK
B CpeAHeLIeHOBOM CerMeHTe. YCMewHoCTb
OaHHOM CTpaternmM noATBep:KAaeT  onbIT
KPYMHbBIX MEeAyHapOoAHbIX PO3HUYHBLIX CeTew:
KWTanckaa KomnaHwAa Belle passumBaer 10
cobCcTBeHHbIX HbpeHAoB W ynpasnAeT bonee
13 000 wm™marasuHoB, ee KanuTanusaumsa
Ha CerogHAWHMA [OeHb CcocTaBnsaeT b6onee
16,4 mnpa oonnapos; KoMnanua Deichmann,
KOTOpPOM npuHaAnexmt 12%  HemeLuKoro
06yBHOFO pblHKE, passumBaeT 6Honee 10
bpeHaoB; amepumraHckmin  Collective Brands
ynpaBnsaeT 6 6peHgamu; B COCTaB MObCKOM
NG2, nnaepa 0byBHOro pbiHKa MobLun, BXxoAnT
4 dopmMarta 0b6yBHbIX MarasmHoB.

«ObYBb POCCUN» PA3BVIBAET
HECKROJIbKO ©®OPMATOB 11 BPEH[IOB,
OPMEHTMPOBAHHbBIX ~ HA  PA3HBIE

AYAUTOPUM TOTPEBWTESEN

«0byBb Poccum» Ha cerogHAWHUMA  AeHb
pa3BuBaeT Tpu 6bpeHga. B pganbHenwem
MX Konu4yectBo 6OydeT goBedeHo Ao 5-6,
B TOM u4mcne W 3a c4yeT cgeiok ME&A.
MHoropopmartHaa  cTtpatermAa  no3BonAet
KOMMaHWMM  OCYLLecTBAATb caenkn M&A
MYBTUNAMKATUBHBIM - 3ddeKToM.  [Tokynan
ADPYrylo 0BYBHYIO pO3HMYHYKD CceTb, «O6yBb
Poccum» BKMAIOYAET HOBLIM 6peHa B CBOWM
noptdens 6peHOoOB M TUpPaXMpyeT BHOBb
npuobpeTeHHbIn dopMaT no BCen reorpadum
paboTbl COBCTBEHHOrO HM3Heca, T.e. MO BCEN
Poccum.

ROSSII POSSESSES GREAT GROWTH POTENTIA
WHICH IS CLEAR TO SEE FROM THE GROW

MARKET ITSELF AND THE PERFORMANCE OF THE COMPANY.

[H IN THE

Chain Growth

Obuv Rossii possesses great growth potential, which
is clear to see when you look at the potential for
growth in the market t (the low level of saturation
and consolidation) and the performance and
capabilities of the company (the ease with which
the company can open outlets in new regions).
Today the market capacity for the Westfalika stores
is 900 outlets. In the future the company plans to
be amongst the top three market leaders and to
strengthen its leadership position in the mid-price
sector, to at least 4% in value terms.

Operation in the Mid-Price
Sector

Obuv Rossii operates in the mid-price sector, which
is the most promising in terms of development
potential for the shoe retail market in the next
5-7 years. The mid-price sector is ideal for the
monobrand store format, which is the key format
for Obuv Rossii, allowing the development of their
own collections, and investment in perfecting
the product to form a wide and loyal customer

base.

PiHOK 11 cTpaTerna. Ctpaterund komnanmmn | 55

«OBYBb POCCKW» OBJTALOAET BOJIBLUMM TOTEHUMATIOM POCTA,
HTO OB BACHAETCA KAK OCOBEHHOCTAMM OBYBHOT O PBIHKA, TAK
N BOSMOHHOCTAMK KOMIMTAHVIN

PocT cetu

«0byBb Poccn» 0bnagaeT 60MbLWMM  MOTEHUMANOM  pocTa, YTO
0O6BACHARTCA KaK 0COB6EHHOCTAMWM 0BYBHOMO PbHKA —  HU3KWUM
YPOBHEM HACBILLEHHOCTM W KOHCOMMAAUMM, Tak W BO3MOMKHOCTAMM
KOMMaHMM — 0TPabOTaHHOM TEXHOMOrMEeN BbIXOA4A M OCBOEHNA HOBbIX
PEervoHoB. Ha ceroaHAWHMA AeHb EeMKOCTb POCCMIACKOrO 0BYBHOMO
pbHKa Mo MarasvHam «Bectdammka» coctasnAaer 900 Toprosbix
ToYeK. B mepcrextrBe KOMMaHWA NiaHMpyeT BOWTY B TPOVKY NMAEPOB
06YBHOIO pblHKa M YKPEMUTL NMAEepCKMe Mo3uuUmMM B CpeaHeLeHOBOM
cermeHTe, 3aHAB B HeM He MeHee 4% B CTOMMOCTHOM BbIPAEHNN.

PaboTa B cpeHeLeHOBOM
cerMeHTe

Komnanmna «O6yBb Poccums» pabotaeT B
CpeaHeLeHOBOM CerMeHTe, KOTOpbIM ABNAETCA
CaMblM  MEPCNEKTMBHBIM €  TOYKM  3PEHUA
pasBMTUA 0OYBHOM PO3HMUBI B bHavkanime
5-7 net. CpegHeueHOBOM CerMeHT ABMAETCA
Havbonee  nMpuemaembM  AnA  dopmata
MOHOHBPEeHA0BOr0 MarasvHa — K/io4eBoro A
«06yBW Poccumy». 3TO N03BONAET pa3pabaThiBaTh
COBCTBEHHbIE  KONMEeKUMKW, WHBECTMPOBATL B
COBEPLUEHCTBOBaHME MNpPoAyKTa, GOpMMpoBaThb
LUMPOKYI0 ayaMTOPWIO NOANBbHBLIX MOKynaTenen.
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Emphasis on Unigue Design
and Collections

Obuv Rossii operates in the fashion market, a
market of non-standard goods, where the key
competitive advantage is unique collections
and design. A peculiarity of shoe shops is that
they not only distribute the goods, but also are
responsible for the development of the product
and the brand at all stages — from production to
sale to the end consumer.

Thomas Frank, a German designer with more the
20 years of experience has been Chief Designer
at Obuv Rossii since 2011. He has co-operated
with such well-known brands as Peter Kaiser,
Ara and Dockers. Thomas creates, produces
and perfects Westfalika collections, as well as
produces the brand.

A GERMAN DESIGNER THOMAS FRANK HAS
BEEN THE CHIEFDESIGNER AT OBUV ROSSII
SINCE 2011

CTaBKa Ha YHVIKa 1bHbIN
[3alH 1 KOSIeRLUn

«06yBb Poccumn» pabotaet Ha fashion-pbiHKe,
3T0 PbIHOK HeCTaHAAPTHLIX TOBAPOB, HA KOTOPOM
KMIOYEBbIM  KOHKYPEHTHBIM  MpenMyLLeCTBOM
ABAAIOTCA YHMKA/bHBIE KOMIEKUMM W OM3aliH.
OcobeHHOCTb 06YBHbIX MarasvHOB COCTOUT B
TOM, YTO OHM He MPOCTO PAcMpoCTPaHAINT TOBap,
a 0TBEYaloT 3a paspaboTKy NpoayKTa 1 bpeHaa
Ha BCEX 3Tamax — HadMHaA OT MpoW3BOACTBA
n 3aKkaH4vBan npogaren KOHEYHOMY
noTpebuTenio.

C 2011 ropma wedh-AM3anHepoM KoMMaHum
«0byBb Poccum» ABnsAeTcA Tomac OpaHk —
HeMeLKMn am3anHep C 6onee yYem 20-1€THUM
OMbITOM paboTel. OH COTPYAHWMYAN C TakMMM
M3BECTHbIMM  BpeHaamn, Kak Peter Kaiser,
Ara, Dockers. Tomac 3aHMMaeTcsa CO34aHMEM,
pa3paboTkom 7 COBEpLUEHCTBOBAHMEM
KONeKUM «BecTdanmki», a Takke pasBuTUEM
bpeHga.

C 2011 FOMA LUED-OM3AHEPOM KOMIMAHMM
«OBYBb POCCUI» ABMAETCA HEMELKIIA
AN3AMHEP TOMAC OPAHK

Unigue Services for
Customers

In order to expand opportunities for our
customers and attract new clients, Obuv Rossii
has developed and launched services that
are innovative and non-standard for the shoe
market. Thus, stores of Obuv Rossii not only sell
shoes, but also provide customers with unigue
services. Such services include credit sales and
loans. The 2012 results show that credit sales
were 1.5 billion rubles, 45% of the gross retail
sales of the company. Up to this point more
than 370 thousand customers have already paid
for their shoes by installments on credit. The
company has been using microloans since 2012
on the basis of sales by installments .The first
quarter results of the company in 2013 show
that they have already issued 360 min rubles in
money loans, and the income from the interest
was 120 min rubles. In 2013 it is forecast that
total of more than 1 billion rubles of loans will be
issued with income from the interest being 500
min rubles.

2012 RESULTS SHOW THAT CREDITSALES WERE

1.5 BILLION RUBLES, WHICH 1S 45% OFTHE GROSS

RETAIL SALES OF THE COMPANY. UP UNTIL NOW

MORE THAN 370 THOUSAND CUSTOMERS HAVE

PAID FOR THEIR SHOES BY INSTALMENTS.

PbIHOK 1 cTpatervia. CtpaTeruna KoMnaHum

YH1KabHbIe CepBMCsl A4NA
noxkynartesnew

[nA paclumpeHna BO3MOXHOCTeN NoKkynaresen n
MpWBEYeHMA HOBbIX KIMEHTOB «06yBb Poccum
paspabaTtbiBaeT W 3aryckaeT HOBATOPCKME W
HeCcTaHAapTHble AnA 0ByBHOMO pbIHKA YCAyru.
Takum 0bpasom, mMarasuHel «0byBm Poccum» He
MpOCTO MpOo4alnT 06yBb, HO W MPeAoCTaBAAT
noKyrnaTefniAM  yHWKanbHole cepsucbl.  Cpean
HVX — Mpodara obyBM B paccpouKy M Bblgaqa
[eHerHbIX 3ammoB. o wutoram 2012 roga
npodaxm B paccpodky coctaBwm 1,5 mapg
pybnaen — 45% oT Ban0BbIX PO3HUYHLIX MPOAAMK
KOMMaHWW. Ha cerogHAwWwHMA AeHb yxe 6onee
370 TbiC. NoKkynatenen npuobpetanm 0byBb B
paccpoury.C 2012 roga Ha base npoeKTa npodar
B PACCPOYKY KOMMaHKA pa3sMBaeT HarnpassieHne
MMKpPO3anmMoB. o ntoram | kBaptana 2013 roga
KOMMaHWA ye Bblgana 3anMMoB Ha 360 MIH
pyb6aen, NPoLUEeHTHbIM 40X04 KOMMaHWM COCTaBuA
120 mnH py6nei. Becero nnad Ha 2013 rog no
Bblgade 3amMMoB — 6onee 1 mapa pybnen,
npoueHTHbIM aoxog — 500 MaH pybnen.

MO0 NTOIFAM 2012 TOOA NMPOLAHM B PACCPOHRY

COCTABW/IM 1,5 MJTP PYBJIEV — 45

PO3HWHYHBIX MPOOAMH KOMMAHW. HA CEFOAHALLHAN
JEHb YHKE BOJIEE 370 ThIC. MOKYMATESIEN
[MPNOBPETAJIV OBYBb B PACCPOYKY

% OT BAJIOBbIX
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INnvestment Program

In 2013-2017 the Obuv Rossii Group of
Companies will invest & billion rubles in the
expansion of the retail chain. The company
intends to open about 100 stores annually and
plans to expand the chain to 650 outlets and
increase the turnover to 17.8 billion rubles by
2018. The investment program will be financed
from the company’s own and borrowed funds.

In the next five years Obuv Rossii will expand its
chain primarily in the regions, in which it is still
insufficiently represented by retail outlets. The
regions targeted are the Central Federal District,
the Volga Federal District, the Northwestern
Federal District and the Far Eastern Federal
District.

Financial Goals for
2013-2017

To increase business transparency
(to transfer to International Financial
Reporting Standards).

To expand instruments to finance
Development

To increase the amounts of unsecured
credit.

To continue operating on the open
capital market.

To increase capitalization of the
company.

O I~ QO

VIHBEeCTUUMOHHAA Nporpamma

VIHBECTLIMOHHAA
nporpamMmMa

B 2013-2017 rr. rpynna Komnanui «06ysb Poc-
CUW» BAOXUT 6 MNpa pybnen B paclumpeHne po3-
HUYHOM ceTn. KoMmaHwA HamepeHa eerogHo
OTKpbIBaTb nopsAgka 100 marasuHoB M K 2018
rogy nnaHMpyeT yBemintb ceTb 4o 650 Topro-
BbIX TOYEK, a Bbipyury — A0 17,8 Mnpg pybnen
Mporpamma 6yget ¢rHAHCMPOBAaTLCA 3a CuYeT
COBCTBEHHBIX M 3aeMHbIX CPeACTB.

B 6nmkanmne nate net «0byBb Poccnms bynet
NpPeMMyLLIECTBEHHO PacLLMPATL CETb B Tex pern-
OHax, B KOTOPbIX MOKa HeA0CTaTOuHO MpeacTaB-
NeHa cobCTBEHHOM po3HMLEN. ITo LieHTpanbHbI
denepansHbi OKpyr, MprBoMKCKMM deagepans-
Hbn okpyr, CeBepo-3anagHbii  denepanbHbIN
OKpyr 1 [JanbHeBOCTOYHbLIN deaepanbHbIn OKPYT.

DOuHaHCcoBbIE Lienn
Ha 2013-2017/ T,

MoBbILEHWE MPO3paYHOCTM br3Heca
(nepexod Ha MeXAyHapOodHble CTaH-
napTbl QUHAHCOBOM OTYETHOCTW).

PaclwmpeHmne MHCTPYMEHTOB GUHAH-
CMPOBaHWA pa3BUTUA.

YBennyeHne 06bemMoB
6e33a10roBoro KpeanToBaHMA.

MpogomxeHue pa6OTbI Ha OTKPbITOM
PbIHKE KannTarna.

[oBblLEHWEe KanuTanmsaumm
KOMMaHnn.

O I~ CLODND
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2017, BILLION RUBLES

MIIAH N0 BbIPYYKE HA 2013-2017 T,
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MepcneKTWBHbIE PernoHbl 4nA pa3BuTUA
cetn 2013-2018 rr.

B Regions of the chain
Prospective regions for development

GROWTH PLAN: QUANTITY OF OWN STORES AT
THE END OF THE YEAR, 2013-2017

MJTAH 10 POCTY CETW: KOJTMYECTBO COB-
CTBEHHBIX MATA3MHOB HA KOHEL| FO[A,
2013-2017TT.

2013 2014 2015 2016 2017

28

Prospective regions for development 2013-2018

1.Amur region 11.Kamchatka region

2.Arkhangelsk region 12.Kostroma region
3.Belgorod region 13.Kursk region

4 Bryansk region 14.Leningrad region
5.Vladimir region 15.Lipetsk region
6.Vologodsk region 16.Moscow

7 Voronezh region
8.Baikal region
9.lvanovo region
10.Kaliningrad region

17 Moscow region
18.Murmansk region
19.Novgorod region
20.0renburg region

21.0rlov region
22.Penza region
23.Republic of Buryatia
24 Republic of Bashkiria
25 Republic of Karelia
26.Republic of Komi

27 Republic of Mordovia
28.Sakha Republic
29.Samara region

30.5t Petersburg
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31.Saratov region

32.Sakhalin region

33.Tver region

34 Tula region

35.Ulyanovsk region
36.Khanty—-Mansi Autonomous Okrug
37 .Yaroslavl region

[lepcreKTVBHbIE permnoHbl AnA passutia cetn 2013-2018 rr.

11

1. AMypcKas obnactb

2. ApxaHrenbckana obnactb

3. benropoackas obnactb

4. bpAHcKana obnactb

5. Bnagnmmpcrana obnact

6. Bonoroackas obnactb

7. BopoHeckas 06nacTtb

8. 3abankanbCkumin Kpam

9. lBaHoBCKan 0bnacTb

10. KanmHnHrpagckas obnactb

11. KamuyaTtckmi Kpan

12. KocTpoMckan 0bnactb
13. Kypckana obnactb

14. leHnHrpaackan obnactb
15. Jlnneukas obnactb

16. MockBa

17. MockoBcKaA 0bnactb
18. MypmaHckana obnactb
19. HoBropoackana 06nacts
20. OpeHbyprcran 0bnactb

21. OpnoBckas 06nacTb

22. MNeH3eHcKkanA 0bnactb

23. Pecnybnmka bypAtmAa

24. Pecnybamka bawkunpua
25. Pecnybnvika Kapenma

26. Pecnybnmnka Komm

27. Pecnybnvka Mopgosua
28. Pecnybnmnka Caxa (AryTrs)
29. Camapckana 06nactb

30. CaHKT-leTepbypr

31. CapaToBckas 061acTb
32. CaxanuHckasa obnactb
33. TBepckan obnactb
34. Tynbckan obnacTtb

35. YnbAHoBCKaA obnactb
36. XaHTblI-MaHncKmnin
ABTOHOMHbI OKPYT

37. Apocnasckas obnactb



62 | Sources of Finance

IN DECEMBER

2012, OBUV ROSSIHI
SUCCESSFULLY
PASSED A BOND
TENDER OFFER,
REDEEMING BONDS
FOR THE AMOUNT OF

4 5MLN
y W RUBLES,

WHICH WAS

0,6%

OF THE ISSUE.

B JEKABPE 2012
rOQA «OBYBb
POCCVI» YCTIELLIHO
MPOLWJTA ODEPTY
10 OBJINTALIMAM,
BbIKYTINB
OBNTALIA HA
CYMMY

4 5 Ve,
y PYb.,
4TO COCTABMIIO

0,6%

OT BbIMYCKA

sources
of Finance

Credit

Obuv Rossii actively uses bank credit as the main

source of financing. Alfa Bank, NOMOS Bank,
IntezaBank, MFK Bank, MDM Bank, OTP Bank,
Sberbank, GLOBEX Bank, UBRIR (Ural Bank of
Reconstruction and Development are key partner
banks of the company today. The company uses
secured and unsecured (blank) credit, leasing and
letters of credit. Obuv Rossii has a reputation as a
reliable borrower with a positive credit history, that's
why the company has managed to substantially
increase its share of mid-term and long-term
resources in the credit portfolio and to decrease
the average weighted credit rate during the years
of co-operation with the banks. Today the share of
mid-term resources (1-3 years) in terms of funds
attracted by the company from the banks is 80%,
the share of long-term funds is 2(%.

Bond Program

Obuv Rossii Group of Companies has successfully
operated on the open financial market. On 1 July
2011, Obuvrus LLC (a member of Obuv Rossii
GC) successfully completed the placement of the
debut bonded loan. In April 2012, the company’s
bonds were included in the quotation list B of the
MICEX Stock Exchange. This was confirmation of
the high quality of the company’s securities , as
well as an important indicator of the reliability of
Obuv Rossii as an issuer.

In October 2013, the Expert RA rating agency
rated the reliability of the bond issue of Obuv
Rossii series O1 at level A+ (the very highest level
of credit solvency).

VICTOYHMKM
PYHaHCMPOBaHMA

KpegntoBaHue

«06yBb Poccm» aKTMBHO MCMOMb3yeT BaHKOBCKOE
KpPeaMTOBaHME B KayecTBe OCHOBHOMO MCTOYHMKA
drHaHMpoBaHWA. Ha cerogHAWHMM OeHb KMo-
YeBbIMM BaHKaMK-NapTHEPaMM KOMMaHUM ABMA-
totcA Coepbark, BTB, Anbda-barHk, HOMOC-BAHK,
baHk WHTe3a, baHk MOK, MM bank, OTI baHK,
6aHK «JI0B3KC», YBPUP. KomnaHnusa nonb3yeTca
3Q/10r0BbIM 1 6833a10roBbIM  (61aHKOBLIM)  Kpe-
OUTOBaHMEM, NM3MHIOM, arkpeamTeamu. «0byBb
Poccim» MMeeT penyTaLyi HaAEeHHOr0 3aeMLLIMKa
C MOSIOKMTENBHOM KPeaUTHOM UCTOPKMEN, MO3TOMY
KOMMaHUM yaanock 3a rodsl paboTel C HaHKamm
3HAYATENBHO YBEMUYATL [0 CPeAHECPOYHBIX U
[0NrOCPOYHBIX PECYPCOB B KpeaAUTHOM NopTdene 1
0061TbCA YMEHBLLEHMA CpeaHEeB3BELLEHHOM CTaB-
Kn No KpegutaMm. Cervac 0CHOBHYIO J0S0 B 06beMe
CpeacTs, NPYBNEKAEMBIX KOMMaHVen B 6aHKax, 3a-
HMMaIOT CpeaHecpoYHble pecypchl (1-3 roga) —
809%, nonsa AoNrocpoLHbIX cpeacts — 20%.

Ob/mraUyoHHada nporpaMma

Y rpynnbl KomnaHmi  «O6yBb Poccum»  ecTb
yCreLwwHbIM onbIT paboTel Ha OTKPLITOM GUHAHCO-
BOM pbiHKe. 1 niona 2011 roga 000 «06yBbPYC»
(BxoauT B MK «ObyBb PoCCmn») yCnewHo 3asep-
UM pasmelLieHre A4ebioTHOro 0baMraumMoHHOro
3aMa. B anpene 2012 roga obnvraumm Komna-
HUM BbM BKAKDYEHB! B KOTUPOBASbHBIA CIMCOK
«b» OB MMBB. 370 peluerve bupn ABNAETCA
MOATBEPHAEHMEM BbLICOKOrO KaqecTBa LeHHbIX
BymMar KOMNaHum, a TakKe CIYHUT BarkHbIM UH-
OVKaTopoM HagewHocTn «0byBu Poccum» Kak
3IMUTEHTA.

B okTAb6pe 2013 roga pemTMHIOBOE areHTCTBO
«3KcnepT PA» NpMCBOMNGO PENTUHI HaOewHO-
CTV obauraumoHHoMy BbINycKy «06yBu Poc-
cnn» cepum 01 Ha ypoBHe A+ (04eHb BbICOKMI
YpPOBEHb KPeAMTOCNOCOBHOCTH)

Bonded loan parameters

= Bonds of series 1 with nominal value of
1,000 rubles

= Amount — 700 min rubles.

m Circulation period — 3 years from the date
the placement begins.

= Organizer and underwriter of the loan —
Aktsept CB 0JSC

m Site for placement — MICEX.

Secondary circulation — MICEX.
= Rate of dividends 4-6 — 12.85% per annum

Exchane—traded bonds

In order to finance the investment program to
expand the chain, on 17 April 2013 Obuv Rossii
placed exchange-traded bonds. In May 2013 the
Moscow Exchange listed three issues of exchange-
traded bonds for the Group of Companies (the
issuer is Obuvrus LLC) with a total amount of 5
billion rubles and a circulation period of 3 years
each. The nominal amount of the first and second
issues will be 1.5 billion rubles each, that of the
third issue will be 2 billion rubles. The nominal
value of one bond will be 2 miIn rubles, dividends
will be paid every six months.

IN THE NEXT THREE YEARS,
0BUY ROSSITWILL PLACE
EXCHANGE-TRADE BONDS
TO THE VALUE OF

BILLION
RUBLES

PoIHOK 11 cTpartervia. ICTOYHUKK dUHAHCMpOoBaHMA

[NapameTpbl 06MraLUMOHHOO 3aima

O6nuraumm 1-mn cepmm HommHanomM 1000 pybnen.

06bem — 700 MnH pybnen.

Cpok obpallleHna — 3 roda c gaTel Ha4ana pa3MeLleHus.

Opranm3atop 1 aHgeppanTtep 3anma —O0AO KB «AKuenT»
= [lnowagka gna pasmelleHma — MMBB.

BTopuuHoe obpatieHne — MMBE.

CraBKa 4-6-ro KynoHoB — 12,85% roaoBbiX.

BrpreBbie 0bmraLim

[nA dVHaHMPOBaHXA MHBECTULIMOHHON
nporpaMmbl M0 pacwmvpennio  cetn  «ObyBb
Poccmy 17 anpena 2013 roga npuHAna pelleHme
pa3MecTuTb buprkeBble obnmraumm. B mae 2013
roaa MocKoBCKan B1pyKa 4onyCTnaa K Topram Tpu
BbIMyCKa BUPHEBbLIX 0BAMIrALMIA FPYMMbI KOMMAHWIA
(3MuTeHT — 000 «06yBbPYC») OBLLMM 06HEMOM
5 Mnpa py6. v CpoKoM 0bpaLLieHns 3 roga Karkabin.

HoMWHaNbHBIM  06beM MepBoro M BTOPOro
BbIMYCKOB COCTaBMT 1,5 MApa pyb. Karkabi,
TPeTbero BhiNycka — 2 Mnpa pyb. HoMmHaneHas
CTOMMOCTb OAHOM ObaMraumm CocTaBuUT 2 MIH
py6., BbINfata KynoHa OyaeT npom3BOAUTLCA
Karable nonroaa.

B BIHAVILIVE TPV MNPA

FOMA «OBYBb POCCH» A
PASMECTUT BEMPHEBBIE PYBJIEH
OB ALA B OB BEME



Retail

Wholesale and Franchising
Instalment Sales and Micro-finance
Shoe Production

Opening an OBUV ROSSII Shoe Factory in
Cherkessk

Po3Huua

OnToBaA ToproenA n GpaHYanm3nHr
PaccpouyKka n MMKpodmHaHChI
Mpon3BoacTBO 06YBMU

OTKpbITME 06yBHOM habpukn «0OBYBb POCCUN»
B ropoae Yepkeccke



BUSINESS AREAS OF OBUV
Rossi GC

Retail. Westfalika

Westfalika is the main retail chain in the Obuv
Rossii Group of Companies and one of the most
famous brands on the Russian shoe market. Today
Westfalika has over 250 stores in over 80 cities
in Russia. Westfalika is a monobrand retail chain
waorking in the mid-price sector.

Westfalika produces shoes of European style,
characterized by elegance, beauty and comfort.
Westfalika shoes are only made of genuine leather
and natural fur. Every season Westfalika offers
actual collections that correspond with the main
fashion trends. Westfalika produce and sell casual
urban shoes.

Since November 2011, a German designer Thomas
Frank has been the Chief Designer of the Westfalika
chain. He has more than 20 years of experience
working with such famous European brands as Peter
Kaiser, Ara and Dockers. Fruitful cooperation with this
designer allowed the company to make Westfalika
shoes more stylish, elegant and bright.

In order to promote this trademark and to increase
its awareness level, Westfalika actively cooperates

- BrsHec-HanpasneHs
[K «ObyBb Poccimy

Po3HMLa. «Bectdanmkar

OcHOBHaA pO3HWMYHAA CeTb rpynnbl KOMMaHWn
«06yBb Poccm» M 0aMH M3 CaMblX M3BECTHbIX
bpeHOoB HAa POCCUMCKOM 06YBHOM phbiHKe. Ce-
rogHAa «Bectbanvka» HacumTbiBaeT 6onee 250
MarasmHoB B 80 ropoagax Poccun.

«Bectdanmka» — 3T0 MOHOBpPEHAOBLIE Marasm-
Hbl, paboTalLiMe B CpeaHeLeHOBOM CerMeHTe.
«Bectdanmka» — 370 06yBb €BPOMENCKOr0 CTW-

1A, KOTOPYIO OT/IMHAIOT 3/1eraHTHOCTb, KpacoTa m
yoobecteo. 0byBb «Bectdanmka» mpomssoauTca
TOSIbKO M3 HaTypasibHOM KoMK 1 Mexa. Kaabin
Ce30H «Bectdanvka» nmpegnaraeT akTyasibHele
KONAEKUMK, COOTBETCTBYIOLME OCHOBHBIM MOA-
HbIM TeHAeHUMAM. «BecTtdanmka» — 3T0 ropoa-
CKas 00yBb Ha KaxKabln AeHb.

C Hosbpa 2011 roga wed-Av3anHEpPOM CeTU
«Bectdanmka» ABNAETCA HeMeukun aum3anHep
Tomac OpaHk. OH nmeeT 6onee vem 20-neT-
HWIA OMbIT paboThl C M3BECTHBIMKU EBPOMENCKMM
b6peHaamn, TakmMn Kak Peter Kaiser, Ara, Dockers.
[11040TBOPHOE COTPYAHVMYECTBO C AM3anHEepoM
no3BoMMMI0 caenatb Mogenn obyeum «Bectdanm-
Ka» 6051ee CTUIbHBIMK, 31eraHTHBEIMU 1 APKAMA.

with stars of the Russian cinema and show business.
Since December 2010, the singer Valeriya has been
the face of the Westfalika brand and participates

not only in advertising campaigns but also in the

development and design of new shoe models. In
spring 2013, Westfalika together with Valeriya issued
a line of fashionable shoes under the trademark
“Valeriya by Westfalika”, which amounts to 30% of
the Westfalika collection.

Westfalika is a format suitable for replication. These
are stores with competent positioning and unique
stock varieties. They offer non-standard services,
such as sales of shoes on credit, ie. payment by
installment, and gift certificates. That's why they have
gained a base of regular customers in many regions
within a short period of time. Westfalika stores are
equipped with uniform modular retail equipment
that can be easily adapted for any space, which is
important in developing a retail chain.

In summer 2012, Obuv Rossii presented a new
format for the Westfalika stores adapted for
shopping centers. They are different from the street
stores as follows: in terms of the stock variety. —
2@ of the collection is more ex-pensive fashionable
shoes; they have different displays of goods and
retail equipment: modem retail equipment is used
instead of slat walls.

Br3Hec-HanpasneHns MK «06yBb Poccums. PosHnua | 67

[nA npoaBWHeHWA 1 MOBLILLEHNA YPOBHA y3-
HaBaeMoCTV Mapku «Bectdanvka» akTMBHO CO-
TPyOHMYaeT CO 3Be34aMM POCCUMMCKOrO  KUHO
n woy-bmsHeca. C gexkabpa 2010 roga nvuom
bpeHaa «Bectdanvka» AaBnAeTcA neBvua Bane-
pviA, KOTOPaA y4acTBYET He TOSIbKO B PeKNaMHbIX
KaMnaHmAx, HO 1 B pa3paboTke Av3arHa HOBbIX
Mogenen obysu. BecHon 2013 roga «Bectdanm-
Ka» COBMeCTHO C Banepwen BbinycTmna SIMHENKy
MOAHOM 06yBM Mo TOProsov Mapkor Valeriya by
Westfalika, koTtopasa coctaenset 30% Kosnek-
umn «Bectdanmkime.

«Bectdanmnka» — 3T0 yAobHbIA 417 TUPaKMpo-
BaHvA GopMar. 370 MarasuHbl C rpaMOoTHBIM M0-
3MUMOHMPOBAHMEM N YHUKANBbHBIM acCoPTUMEH-
ToM. OHM npefnarailoT HeCTaHAapTHble yCIyru,
Takve Kak 0byBb B KpeaumT, PACcCpOYKy, Moaapoy-
Hble cepTMdvKaTel. [103TOMy B KOPOTKME CPOKM

 GopMMpYIOT ayaMTOPWI0 MOCTOAHHBLIX MOKynaTe-

nen B nioboM pervoHe. MarasvHbl «Bectdanu-
Ka» OCHALLEeHbl eauHbIM MOAY/IbHBIM TOPrOBbIM
060pya0BaHMEM, KOTOPOE MOXKHO aanT1poBaTh
noa Ntoboe NoOMeLLIEHNE, UTO aKkTyaslbHO NPy pas-
BUTUM PO3HNYHOM CETMW.

Jletom 2012 roga «Obysb Poccum» mpeacta-
BMMa HOBbIM dopMaT MarasunHoB «Bectdanu-
Ka», aOanTMpoBaHHbIM MO4 TOProBble LEHTPbI.
OT cTpuT-dopMaTa mx OTAMYAIOT: aCCOPTUMEHT
— 20% Konnekumm coctaBnseT bonee [Oopo-
raA MogHas 0b6yBb; BblKadKka ToBapa W Topro-
BOe 060pydoBaHWe: BMECTO 3KOHOMMaHenem —
COBpeMeHHoe TOprosoe 060pyaoBaHMe.

i

THE LINE
OFEXCLUSIVE
SHOES "VALERIYA BY
WESTFALIKA" HAS
BEEN DEVELOPED
WITH THE SINGER
VALERIYA AND
MAKES UP 30%

OF WESTFALIKA

COLLECTIONS.

TIHEVKA
JKCKITIO3MBHOM
OBYBW VALERIYA
BY WESTFALIKA
PA3SPABATBIBAETCH
PV YHACTVIN
NEBMLbI BAJTTEPUM
N COCTABIAET
30% KONNERLAM
BECTOATIKM»



The sales area of the new Westfalika stores in
shopping centers is 100-120 sg m. Investment in the
opening of one store is 10-12 min rubles taking into
account stock. The new format of Westfalika stores
will allow Obuv Rossii to attract a younger and more

solvent customer who visits shopping centers. In the

subsequent 5-7 years, Obuv Rossii will open such
stores throughout the country. The share of turnover
from shopping centers is forecast to reach 50% (it
is currently 15-20%). Obuv Rossii intends to increase
the share of tumover from shopping centers to 50%
in the future.

WWW.WESTFALIKA.RU

CHIEF-DESIGNER AT WESTFALIKA IS A

DESIGNER THOMAS FRANK
LIEQ-AVI3AVIHEP BPEHIA BECTOANMKAS
HEMELIKAV [IV3AVIHEP TOMAC OPA

Mnowaab HOoBbIX MarasvHoB «BecTtdanvka» ona
TU — 100-120 KB.M. BnoeHnsa B 0TKpbITME 04-
HOro MaraswHa coctaBnaT 10-12 MaH pyb.
y4eToM TOBapHOro 3anaca. HoBei dopMaT Mara-
3MHOB «BecTtdanuka» no3sonmt «0byBn Poccums
npvBAeYb B MarasuHbl 6oee Moaoayto 1 nnare-
HKEeCroCobHYI0 ayaMTOpKIO, MOCELLIaIoLLYI0 TOPro-
Bble LieHTpbl. B nocnegyowme 5-7 net «0O6yBb
Poccum» ByoeT OTKpbiBATb TakMe MarasvHbl Mo
Bcen ctpaHe. [onAa TL B pO3HMYHON BbIPY4KE
KoOMMNaHum byaeT goseneHa 4o 50% (ceivac —
15-20%).

WWW.WESTFALIKA.RU

Peshekhod

The Peshekhod chain appeared on the marketing

2006. These are multibrand shoe supermarkets
that offer a wide assortment of shoes for different
categories of customers. At present there are
over 20 stores in the chain and these are mainly
in the large cities of Siberia and the Urals.

Peshekhod stores play the role of stock centers,
helping to increase the profitability of Westfalika.

The area of Peshekhod stores is generally 200-

300 sg. m, free display of goods is used in the
salesroom. This store format is perfect for sales.

Each store offers about 2,000 models of
women’s, men’s and children’s shoes for all
seasons and a variety of uses. Now 40-50% of
the stock of the Peshekhod chain is made up of
what'’s left of Westfalika collections from the
previous season, and 50% are shoes produced
under the Peshekhod trademark and by other
Russian suppliers.

The target audience of the new Peshekhod is 20-
60 year old people, who move actively and at the
same time want to look fashionable and bright.
The stock of the chain includes not only stylish,

fashionable shoes, but also classic models for

everyday use.

PESHEKHOD INCREASES THE EFFECTIVENESS
OF THE WESTFALIKA CHAIN, PLAYING THE ROLE
OF ITS STOCK CENTRE

«leLuexon»

CeTb «[lewexon» nosBMnacb Ha pbiHke B 2006
rogy. 3T0 MynbTMbpeHaoBble 06yBHbIE Cynep-
MapKeTbl, KOTOpble MpeanaralT LUMPOKMA accop-
TMMEHT 06yBM ONA pa3HbiX KaTeropui mokyna-

Tenen. B HacToAllee BpemsA CeTb HacUMTLIBAET

6onee 20 MarasvHOB, KOTOpLIE MpeacTaB/eHs
BO MHOMMX KpYHbIX ropodax Cvbunpu 1 Ypana.

MarasnHbl «[lelexod» BbINOMHAIT POSb CTOK-
UeHTpa, noBblWaa peHTabenbHOCTb «Bect-
danvku», [lnowans MarasvHoB  «[lewexof»
coctaBnsAetr 200-300 KB.M, B TOProBOM 3ase
mcnonb3lyetcAa cBobogHasA BblkNadka ToBapa.

i Tarkom dopmMaT MarasvHa Kak Henb3a syulle

NOAXOANT A8 PACNPOar.

MarasumHel ceTr npegnaratT okono 2000 moage-
e KeHCKOW, MyMCKOM M OeTCKoM 0byBM BCex

i Ce30HoB M HanpasneHui. Ceiuac 40-50% accop-

TMMeHTa ceTu «[lelwexon» COCTaBAAT OCTaTKM
KONNeKUMn «BecTdammkm» MpoLIoro CesoHa, a
509% — 370 06yBb NMoA MapKom «eLwexod» 1 Npo-

¢ AyKUMA ApYrxX POCCUMACKIMX NOCTABLLMKOB.

Llenesana ayamtopua HOBOrO «[lewexoga» — 3T0
noan 20-60 neT, KOTopble akTMBHO Nepeasura-
l0TCA, NpPWX 3TOM CTPEMATCA BbIrNA4eTb MOAHO U
APKO. ACCOPTUMEHT CETW BK/OYAET HE TOSbKO
CTUNbHYIO, MOAHYID 00YBb, HO M Knaccuyeckme
MOAENM Ha Karabi OeHb.

«MELLEXOO» MOBBILLUAET SOOEKTVBHOCTbD
CETV «BECTOAJIMKA», BBINOJTHAA POJIb EE

OK-UEHTP/

WWW.PESHEKHOD.RU

BuzHec-HanpasneHna M «06ysb Poccumy. PosHuruan


http://www.westfalika.ru/
http://www.peshekhod.ru
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Retail

- o products were more than 320 min rubles, which  Bce toBapHble AmHelkm «06yBb Poccnm» passuvBa-
Emlha EStra Emllla EStra is three times higher than the indicators of 2011.  eT nog co6CTBEHHLIMM 6peHgaMm — «Bectdanvikas,
B _ Plans for 2013 are to double the sales of related  «Bectpanmka MeguumHa», Emilia Estra.
Emilia Estra — 370 ™MonogerHaa fashion- ’

Emiliakstra is a young-adult fashion trademark
that operates in the economy sector. Emilia Estra
collections include bags and accessories that
reflect the main fashion trends of each season.
Fashionable colors, combined materials and
different shoe accessories are typical features of
the Emilia Estra trademark.

In 2012 the company launched a pilot specialized
chain selling bags. The main stock of the new
stores is bags, accessories and other related
products under the company’s Emilia Estra

trademark.

Related products under

MapKa, KoTopanA paboTaeT B 3KOHOMCErMeHTe.
Konnekumn Emilia Estra coctaBnAoT CyMKM M
aKceccyapebl, 0TpaxalLme 0CHOBHbIE MOAHbIE
TeHAeHUMM Kaxaoro cesoHa. MoaHble uBeTa,
KOMOVHMPOBaHWE MaTepuWasnos, pa3Hoobpa-
31e GQypHUTYpPbl — TO, YTO XapakTepusyet
mapky Emilia Estra.

B 2012 rogy KoMnaHWA 3anycKkaeT B TECTOBOM
pexkuMe crneumanv3MpoBaHHyio CeTb Mo Mpo-
[axe CcyMoK. OCHOBHOM acCopTMMEHT HOBbIX
MarasmMHOB — CYMKM, akceccyapbel 1 apyrve
CONyTCTBYIOLWME TOBapbl Mod COHBCTBEHHOM
mapkom Emilia Estra.

products up to 600 min rubles and increase their
share of turnover to 129%, and in 2014 — to 15%.

In 2012, Obuv Rossii started to create specialized
zones of related products with an area of 30-
40 sq m within the Westfalika stores that had
a total sales area of at least 120 sq m. These
are branded zones equipped with special retail
equipment for related products.

Related goods are a dynamically developing
range of goods for shoe stores. Being a high
margin product, they provide not only general
sales growth, but also a profit increase. The
margin on related goods is on average two times
higher than the margin for shoes. In addition,
sales of non-shoe products under own brands

B 2010-2012 rr. gona mpogas COMyTCTBYIOLLMX
TOBApOB B PO3HWYHOM ToBapoobopoTe «0bysn Poc-
CMW» exKerogHo yasameanace. B 2012 roay conyT-
CTBYIOLUMX TOBApOB 6blN0 MpogaHo 6onee YeM Ha
320 MH py6., 4TO B TPW pasa MpeBbILIAET MoKas3a-
Tenm 2011 roga. B nnanax Ha 2013 rog yaBouTb
npogarky ConyTCTBYIOLWMX ToBapoB — 40 600 MH
pyb., M YBEAMYMTL X A0S0 B BbIpyYKe 40 12% .

B 2012 roagy «06yBb Poccun» Hayana co3gaBaTh B
MarasuHax «Bectdanmka» nnowaapio ot 120 KB. M
Cneuvanm3mpoBaHHbIe 30Hbl COMYTCTBYIOWMX TO-
BapoB naowaasio 30-40 KB. M. 3To bpeHaAMpPOoBaH-
Hble 30Hbl, OCHALLEHHbIE CMeuUMabHbIM TOProBbIM
o60pygoBaHMEM 417 CONYTCTBYIOLIMX TOBAPOB.

Proprletary Brands WWW.EMILIA-ESTRA.RU contributes to the growth of customer loyalty and r y E | r" pw
Since 2010 Obuv Rossiihas paid special attention brand awareness. ﬁ '
to the development of «associated goods» and 600 ﬂ
has set up a special subdivision in the structure
of the company. Today non-shoe goods in the COH\/TCTBWOLLM@ TOBapbIfo SALES GROWTH OF THE RELATED '
n i PRODUCTS, MILLION RUBLES,
stores of Obuv Rossii are the following types of CO6CTB€HHI:>||\/I|/| 6D€H,Ela|\/||/| 20102012 BLAN FOR 2013
products: bags, leather haberdashery, shoe care '
products, etc., which amounts to a total of more  Ocoboe BHMMaHWE PasBUTUI0 HAMPABMEHMA «CO- POCT MPOIAX COMYTCTBYIOLLIAX 320 .
TOBAPOB, M/TH PYEIEW,
than 500 SKU. nyTcTBYIOLLME ToBapbl» «0byBb Poccum» Hauana 2010-2012 1T, AR HA 2013 T N
Obuv Rossii produces all lines of related —YAeATs € 2010 roaa, Koraa B CTPYKTYpe Komna-
products under its own brand names: Westfalika, ~ HY 661710 CO3AaHO CrieuvasbHoe noapasaesnerie.
Westfalika Medicine and Emilia Estra. Ha cerogHAWHWM AeHb HanpaBieHvie HeobyBHbIX 100
In 2010-2012 the share of sales of related TOBapoB B MarasvHax «0bysu Poccun» npea- 32
products in the retail turnover of Obuv Rossii ~ CTEBMIEHO CAEAYIOLWMMA BUAaMM - MpoayRuw: . . .
doubled annually. In 2012 sales of related CYMKW, KOXrasiaHTEPEMHAA NPOAYKUMA, CPeA- 2010 2011 2012 2013
CTBa Mo yxoay 3a 06yBbi0 M Ap. — BCero bonee (nna)
500 SKU. GROWTH OF THE SHARE OF THE 12% ConyTcTBYlOLLME TOBApPbl ABAAOTCA AVHAMUYHO pa3-
RELATED PRODUCTS IN THE BMBAIOLLIMMCA aCCOPTMMEHTOM 00YBHbIX Mara3HOB.
, 10%
ggmﬁggzoﬂzoc&ns,2010—2012, OHM 06eCreUMBAIOT He TOMBKO 06LLMIA NPUPOCT MPo-
0T A0 COMYTCTBY O 2K, HO TaKKe W yBenudeHne npubblim, MOCKObRY
wesmd b TOBAPOB B BbIPYUKE KOMMAHV, ABNAIOTCA  BbICOKOMAPXMHAbHBIM - MPOAYKTOM. B
2010-2012 I, MIIAH HA 2013 T, 5% CpeaHeM Mapa Ha ConyTCTByloLMe TOBaphl B ABa
pasa npeBbILAeT Mapyy Ha 06yBb. Kpome TOro,
o npoaarka HeobyBHbIX TOBAPOB Mo COBCTBEHHBIMM
- , , B o ’ 6peHaamMm CnocobCTBYeT POCTY NOAMBHOCTM MOKy-
B 2010-2012 I'T. 4ONA NMPOAAM CONYTCTBYIOLLIMX - NATENeM 1 Y3HABAEMOCTY BPEHA.
IN 2010-2012 THE SHARE OF SALES OF RELATED  TOBAPOB EXKEFOAHO YABAVMBAJIACE s S RN RO
) 2010 2011 2012 2013
PRODUCTS DOUBLED ANNUALLY. (nnar)


http://www.emilia-estra.ru/
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Wholesale and Franchising

Wholesale
and Franchising

The Obuv Rossii Group of Companies includes the
wholesale division that now sells shoes all over
Russia — from Krasnodar Krai to Kamchatka and
Sakhalin. The company has a base of regular
customers who have bought shoes under the
Westfalika brand already, for many years. The
value of wholesale sales in 2012 was 522 min
rubles.

The company has consistently improved the
way the wholesale division operates. The
logistics department thinks up more profitable
ways to transport the cargo to the regions and
how to make it faster. Obuv Rossii offers its
clients different forms of payment, including a
flexible prepaid discount system. In 2013 the
company introduced new forms of settlement
for customers, such as factoring, which expands
opportunities  for wholesale customers and
encourages loyalty. Obuv Rossii has developed
(within the wholesale division), a chain of partner

OnToBas TOProB/s
1 QpaHYan3vHr

B coctaB rpynmbl KoMnanmi «06yBb Poccums
BXOAMT OMTOBOE HanpaBJ/ieHMe, KOTOPoe cenvac
OCyLLEeCTBAAET Npoaarn obyem no Bcen Poccum
— o7 KpacHogapckoro Kpas Ao Hamuartku
n CaxammHa. Y KoMmanum 6asa MoCTOAHHBIX
KNMeHTOoB, NpuobpeTaLlyx 0byBb Nog 6peHaoM
«Becthanmka» yKe B TEYEHME MHOMMUX fIeT.
06bemM onToBbix Npoaax B 2012 rogy coctaBun
522 mMnH pyb6.

KoMnaHwsa coBepLIEHCTBYET paboTy Mo ONMTOBOMY
Hanpasnenmio. OTAen NOrMCTUKM NPOAyMbIBaeT
6oee BbIFOAHbIE BapWaHThl TPAHCMOPTMPOBKM
FPY30B B  PEruvoHbl, BO3MOMHOCTM  bonee
bbicTpon aocTaeku. «0byeb Poccun» mpegnaraet
KIMEeHTaM pasHble GOpMbl pacyeTa, BKYas
MMOKYI0 CMCTEMy CKMAOK Mo nmpegonnarte. B
2013 rogy KOMMaHWA BHeApwWaa HOBYIO GOpMy
pacdeta C KAMEHTaMM —  GaKTOPWHF, 4TO
pacLMpAeT BO3MOXKHOCTM OMTOBbIX MOKynaTenei
1 CNOCOBCTBYET POCTY WX NOAMNBHOCTY.

stores under the Westfalika trademark, which
now has 8 outlets.

The Obuv Rossii Group of Companies is a regular
participant in international shoe shows that take
place in Novosibirsk, Ekaterinburg and Moscow.
Obuv Rossii plans to geographically expand
its show activity and to hold presentations of
its new spring-summer collections for-2014 in
Khabarovsk, Krasnodar and Astana (the Republic
of Kazakhstan). By presenting its collections in
the different regions, the company covers the
wholesale market to a greater extent, builds
mutually beneficial relations with new large
clients and promotes its own trademarks not only
in Russia, but also in Russia’s neighboring states.

In 2010-2012 the wholesale division was able
to expand the variety of products offered to
wholesale clients such as related products under
the brands of Westfalika, Westfalika Medicine
and Emilia Estra. These included bags, leather
haberdashery, shoe care products, hosiery and
foot care products.

OBUV ROSSII' WHOLESALES SHOES ALL
OVER RUSSIA — FROM KRASNODAR KRAI TO
KAMCHATKA AND SAKHALIN

OnToBan ToprosA 1 GpaH4an3vHr

Ha 6a3e onToBoro HanpaesneHna «06yBb Poccms
pas3BMBaeT CeTb MapTHEPCKWX MarasvHoB MoA
MapKom «Bectdanmka», KoTopasa Ha cerogHALLHMA
[EHb HaCcUMTLIBAET 8 TOProBbIX TOYEK.

lpynna Komnanmn «06yBb Poccnms ABnsaeTcA
MOCTOAHHBIM ~ YYACTHWKOM  MeAyHapoaHbIX
006yBHbIX BbICTABOK, KOTOpble MpoXogAaT B
HoBocmbupcke, EkateprHbypre, Mocke. «06yBb
Poccnn»  naaHvpyeT  paclumpAaTb  reorpaduio
BLICTABOYHOM  OEATEeNbHOCTM M MPOBOAUTL
npe3eHTauMM  HOBbIX  KOMEKUMA  BeCHa-
neto-2014 B Xabaposcke, KpacHoaape, ActaHe
(Pecnybnuka KaszaxctaH). [Mpeactasnsa  CBOW
KOJIEKUMIO B Pa3HbIX PerioHax, KOMMaHvA B eLLe
60MbLUEN CTENEHN OXBATLIBAET OMTOBLIA PLIHOK,
BbICTPaMBaeT B3aMMOBbLIFOAHbIE OTHOLUEHWA C
HOBBLIMM KPYMHbIMM  KMEHTaMM WM NpoaBUraeT
COBCTBEHHBIE TOPrOBblE MApKM He TOMbKO B
Poccumn, Ho 1 B BAVMKHEM 3apyberbe.

B 2010-2012 rr. onrtoBoe noagpasgeneHue
pacLmpuno aCCopTUMEHT npoayKUMM,
npeanaraemMo ONTOBbIM KAMEHTaM, 3a CYeT
COMYTCTBYIOLLWMX TOBApOB Mo COBCTBEHHLIMU
bpeHgamm «Bectdanmkas, «Bectdanmka
MeguumHas, Emilia  Estra.  3To  cymKn,
KOXKranaHTepes, CpeacTBa no yxoay 3a 0byBblo,
UyI04YHO-HOCOYHbIE M34eNMA, CpeacTBa Mo yxoay
33 Horamu.

«OBYBb POCCKI» OCYLLECTBJIAET
ONTOBBIE MPOAAHM OBYBM M0 BCEV
POCCVN — OT KPACHOLAPCKOIO
KPAA 10 KAMYATKW 1 CAXATTAHA
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Instalment Sales and Microfinance

Installment Sales
and Microfinance

In 2009, at a time when the volume of lending B 2009 6
to consumers was decreased by the banks and rofy Ha ¢oHe CHualoLeroca obvema

the customers’ demand for credit increased,
Obuv Rossii introduced its a new service - selling
products on installment payments. Over the
period that this service has operated, more than

them — more than once. Installments sales as a
share of the Company’s gross retail sales have
increased over the last four years from 20 to
50%. Contracts for installment payment in 2012

amounted to 1.5 billion rubles, and the forecast :

for 2013 is over 2 billion rubles.

PAYMENT ON INSTALMENTS IS AMODERN

HIGHLY TECHN )GICALSERVICE THAT

ALLOWS THE CUSTOMER TO PURCHASE

SHOES FOR THE WHOLE FAMILY AND

PLAN THE FAMILY BUDGET FOR SEVERAL
TN ‘7

S AND ALSO MAKE IMPULSE

In the summer of 2012, based on the “Payment
by Installments” project, the Company began

to develop a new line — issuing cash loans to

its customers who had already purchased shoes
on installments and successfully fulfilled their
obligations to the Company.

Ovub Rossii extends loans of up to 20,000 rubles

for a period of up to 1 year. Most customers take :

pay-day loans or working capital loans and return
the funds within one month.

Paccpoyka
N MUKPODUHAHCH

NoTPEBUTENBCKOMO KpeaMToBaHWA CO CTOPOHLI
H6aHKOB M pacTyLLEero Cnpoca Ha KpeamThl CO CTO-
pOHbl NorynaTenen «06yBb Poccum» BHeApuna
COBCTBEHHYIO YCNyry MpoAaxkmM TOBApPOB B pac-

300 thousand customers have used it, 50% of CpoUKy. 3a BpemA paboTsl npoexta Gonee 300

ThIC. MOKyMnatesien BOCMOMb30BaNMUCL YCYyron,
50% w3 HMX — Bonee ogHoro pasa. [ons npo-
[aXK B pacCpoYry 3a YeTbipe roga Belpocna ¢ 20
0o 50 9% OoT BanoBbIX PO3HMUHBIX MPOAAXK KOM-
naHmm. 06beM odopMMIeHHbIX [10rOBOPOB pac-
cpoukm B 2012 roay coctaBun 1,5 Mnpa pyénen,
nnaH Ha 2013 rog — 6onee 2 Mnpg pybnen.

PACCPOYRA ABJTAETCA COBPEMEHHOW
BbICOKOTEXHOJIOT MHHOW YCITYTOW,
KOTOPAA MO3BONAET MOKYMATESTAM
[PVIOBPETATB O b CPA3Y HA BCIO
CEMBIO N TITTAH BATb CEMEVIHBIN
BIOOHET HA HECKOJIbKO MECALIEB,

A TARHE COBEPLIATE CTTOHTAHHBIE

[MOKYTKA

JNletom 2012 ropa Ha 6a3e npoekTa «Paccpoykas
KOMMaHWA Ha4ana PasBKBaTh HOBOE HarpaB/eHWe
— BblJaya AeHerKHbIX 3aMMOB COBCTBEHHbBIM MO-
KynaTtenaMm, KoTopble yxe nprobpeTann obysb B
PacCcpoYKy M YCMewHo BbIMOMHMAM 0bfA3aTtenb-
cTBa nepe KoMnaHmen. «0byBb Poccim» BelaaeT
3anmbl Ao 20 000 pyb. Ha cpok Ao 1 roga. bonb-
LUMHCTBO MoKynartenen 6epyT 3anMbl 40 3apria-
Tbl M Ha TeKylUMe MOTPebUTenbCKME Hyabl U
BO3BpaLLAloT AeHeXKHble CpeacTsa B TeveHue 1
MecAua.

’.'Il \
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bu3Hec-Hanpasnerna K «0byBb Poccumy. Paccpoyka  MUKpOGUHaHCH
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billion
rulbes

Over 2 billion rubles
— planned sales for
shoes bought on
installment payments

1% of the gross

income is forecast
for Company’s profit
from microloans

of gross retail
sales- forecast
sales of shoes
sold on installment
payments in 2013

Working with a reliable group of store customers
and its own unique scoring system make it possible
for the Company to keep to a low probability of
default — currently at a level of 6-7%.

The microfinance line contributes significantly
to the Company’s profit. According to the results
of the first quarter of 2013, the value of the
extended cash loans was 360 min rubles, the
interest income of the Company - 120 min
rubles. The forecast for extending loans for 2013
is more than 1 billion rubles, the interest income
of the Company - 500 mln rubles, which makes
10% of the gross Company income.

A team of over 100 managers possessing some
experience in working in banks is involved in
project management. Financial Services have
the following structure: a retail credit group, an
analytic support group, a financial security group.
The Company developed its own IT system,
which makes it possible to execute and support
installment payment contracts and microloans
online. The scoring system is regularly improved.

Financial services development is common
in the retail field, where stores do not just sell
products but become providers of universal
services. This can be seen in more developed

COCTaBAT MpoAarkn
06YBI1 B PaCCPO4KY B
2013 rogy

nnn 1% oT obLumx
[10X0[10B, COCTABUT
[0X0[ KOMMaHWM 0T
MMKPO3aiMOB

OT BasI0BbIX PO3HNYHbBIX

npoAark COCTaBAT
npoaarkv 0bysn B

paccpourky B 2013 roay

retail markets such as the food market and the
mobile communication market. Development of
new services allows retail companies to expand
and to increase profitability.

DYNAMICS OF INSTALMENT SALES IN 2009-2012,
PLAN FOR 2013, MILLION RUBLES

BizHec-HanpasneH s MK «06yBb Poccumy. Paccpoyka n MUKpodUHaHCH

npespawlalTcA B yHvBepCal/lbHble CepBUCHbIE
KOMMaHuW. Taxkune npoLeccs MOXHO Habnwaatb
Ha 6onee Pa3BUTLIX PO3HMYHBIX PbIHKAX, TaKMX
KaK MWLLEBOM M COTOBLIN. Pa3BnTiie HOBbIX cep-
BMCOB M0O3B0/1AET PO3HNYHBIM KOMIMaHWAM MoJ1y-
4aTb A0MOSIHNTETbHbIE BO3MOXHOCTM A4/1A7 POCTa
M MOBbILLEHNA ﬂpVI6bIJ'IbHOCTVI bu3Heca.

OVMHAMUKA TPOOAMK B PACCPOYRY, 2009-2012 T,
MNAH HA 2013 T, MITH PYBJTEN

PaboTta C HagerHoM ayauTopuer nmokynaTenen
MarasmHoB 1 COBCTBEHHAA YHMKabHaA cucTeMa
CKOpWHra Mo3BOIAI0T KOMMAHWM AepHaTb HK3-
KWl ypoBeHb AedoATHOCTM — Ha ypoBHe 6-7% .

HanpasneHve MWKPOQMHAHCOB BHOCUT Cylle-
CTBEHHbIM BKNa4 B A40x04bl KOMMOaHuM. 10 nuTo-
ram | kBapTana 2013 roga 06beM BblAaHHbIX
OeHeXHbIX 3aMMoB cocTaBmn 360 MaH pybnen,
MPOLIEHTHbIM 40X04 KoMMaHum 120 MaH pybnen.
MnaH no Bblgaye 3ammMoB Ha 2013 rog coctae-
nAeT 6onee 1 Mnpa pybnein, NpoLeHTHbIM A0X04
KoMMaHum — 500 MnH pybnen, YTo cocTaBnAeT
100 0T 06LLMX JOXO40B KOMMAHNM.

B ynpaeneHnn npoexktamm 3afencTBoBaHa Ko-
MaHaa m3 6onee vem 100 MeHedKepoB, MMe-
oWMX OMbIT pabotel B 6H6aHkax. B cTpykType
dVHaAHCOBOM Cybbl CO34aHbl rpynna po3HMY-
HOMO KpeauToBaHuA, rpyrna  aHasMTU4eckoro
COMPOBOMAEHMA, rpynna ¢drHaHCoBoW besonac-
HocTw. KomMnanwa paspaboTtana cobctBerHyto IT-
CMCTEMY, KOTOpPaA NMo3BOMIAET B OHMaNH-PeHMME
OCYLLeCTBNATL 0QOPMSIEHME 1 COMPOBOXKAEHME
[I0rOBOPOB PaCCPO4KM 1 MMKpO3amMmoB. [locTo-
AHHO COBEPLLEHCTBYETCA CKOPUHIoBaA c1ctemMa.
PasBuTME OWHAHCOBLIX yCIyr — 3TO OTpa-

MeHne TeHOeHUMn B COBPEMEHHON po3HuLe,
Korda MarasuHbl He MpocTo MpoAaloT ToBap, a

2400 >2000
IN 2012 INSTALMENT
SALES MORE THAN
210 DOUBLED
1800
B 2012 FOY MPOLAMM
1500 B PACCPOYKY BHIPOC/I 1500/, ,
BOJIEE YEM B [IBA PA3A
1200
900
600
300
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’ : Obuv Rossii has developed and introduced its own @ «06yBb Poccumn» pa3pabartbiBaeT v BHeapAeT
ShOe P I’Od UCtI Oﬂ manufacturing techniques that make it possible to | cobcTBeHHble  TEXHOMOrMM  NPOM3BOACTBA,
The actual shoe production of the Obuv Rossii produce shoes adapted to the Russian glimate. The i KoTopble no3BOSAIT l/I3I'OTaBJ'IVI/IBaTb
Group of Companies is based in Novosibirsk. technoloqes used include the produchon of cold i obyBb, amanTMpPoBaHHylD K  POCCUICKUM
resistant soles of thermo Elastoplast and improved | KnnMaTnyeckim YCNIOBUAM. Cpegu

[ 1DOM3BOACTBO 0OYBK

ObyBHOE MPOM3BOACTBO FPYMMbl KOMMAHWM
«0byBb Poccmmn» basnpyeTca B HoBocmbumpcke.
MoWHOCTb npow3BoACTBa cocTasnAeT 350
ThiCAY Map o6byBuM B roAd. Ha mpousBoacTBe
ncnonb3yetcA  060pya0OBaHWe  HEMELKMX
M UTANbAHCKMX Mapok — Main  Group,
Schén, Plastak, Pfaff, Molina Bianchi, Sigma,
Elettrotecnica n ap.

MpoV3BOACTBEHHOE HAMPaBeHWe BKMO4AET [Ba
npeanpuaTHA:

The company has the capacity to produce 350
thousand pairs of shoes per year. During the
production, equipment from German and Italian
brands such as Main Group, Schén, Plastak,
Pfaff, Molina Bianchi, Sigma, Elettrotecnica, etc.
is used. The manufacturing line includes two
enterprises:

« A factory for the production of shoes. This
enterprise carries out production of shoes - from
the preparation of the upper to fixing of the
sole and the finishing treatment. The assembly
production is fully automated.

« A factory for the production of components
and shoe sole components. This includes
production areas to manufacture soles, heels,
insoles and lasts. The component factory not
only meets the requirements of the Company
itself, but supplies outside customers.

e OQabpuka no npousBoacTBY 06yBU. Ha
npeanpuATAM  OCYLLIECTBIATCA MPOM3BOACTBO,
HauMHaA C MOArOTOBKM Bepxa 06yBUM U
3aKaH4MBasA  3aKpervieHveMm  MoAowWwBbl U
bUHMLLIHOM 0bpaboTroM NpoayKumn. CbopoyHoe
MPOV3BOACTBO NOSHOCTHI0 @aBTOMATM3NPOBAHO.

« 3aBop Mo Npomn3BoACTBY KOMM/EKTYIOLWNX U
AeTaneit Hu3a 0byBu. BrioyaeT B ceba y4acTKu
MO M3rOTOBAEHMIO MOAOLLB, KAb/TYKOB, OCHOBHbIX
CTeNeK W KOMOAOK. 3aBOA  KOMIIEKTYIOLLMX
obecneuBaeT  He  TOMIKO  MOTPeBHOCTM
KOMNaHWM, HO U OCYLLeCTBNAET MOCTaBKM
BHELUHMM NOTPeOUTeNAM.

heel fixing with the help of 5 screwed nails and one
central elongated screw, etc.

OBUV ROSSII HAS DEVELOPED AND
INTRODUCED ITS OWN MANUFACTURING
TECHNIQUES

MNCMONb3YyeMbIX TEXHOMNOrMM — MNpPoM3BOACTBO
MOPO30CTOMKOM NoJoLWBLI 13 Matepmana T3l
(TepMo3anacTonnacT), YCUAEHHOe KpenseHwe
Kabfyka C TMOMOWbID 5 HaBWMHTOBAHHbIX
rBO34EeMnOAHO0 LLIeHTPaIbHOr 0 YAIMHEHHOM O

- wypynan ap.

«OBYBb POCCKIM» PASPABATBIBAET 1
BHELPAET COBCTBEHHBIE TEXHOJOT M1
MPOVI3BOLCTBA




The Company has a team of professional
technologists who organize stage-by-stage and
final quality control at the production level. This
makes it possible to achieve a quality final product
— the level of rejections in the retail chains is 0.6-
0.8% (for comparison: in Europe, the norm is 3-4%).

Expansion of Production in
Novosibirsk

In 2014, Obuv Rossii will start the construction
of a new industrial logistics center in the town
of Ob, Novosibirsk Region. The area of the
center will be 25 thousand sq.m. It will
make it possible to increase production

in Novosibirsk to 500 thousand pairs of
shoes per year, and in the future - to 1
mln pairs. The construction will be financed
mainly by the company. Investments in the project
will equal 1 billion rubles.

B KoMmnaHui pabotaeT KomaHgoa npodec-
CMOHASTbHBIX TEXHOSTO0B, KOTOPbIE OPraHM3yioT Ha
MpoM3BOACTBE NO3TaMHbIN M GUHULLIHBIM KOHTPOS1b
Ka4ecTBa. JTO MO3BOSAET A0OMBATBHCA BLICOKOMO
Ka4ecTBa KOHEYHOrO TMPOAYKTa —  YpPOBEHb
BO3Bpata Mo 6paKy B HAWMX PO3HWYHBLIX CETAX
coctaBnseT 0,6-0,8% (ans cpaBHeHWs: B EBpone
HopMOoW cumTaeTcA 3-4%).

PacmmpeHme MNpom3BOLCTBA

B HoBOMbMPCKe

B 2014 roagy «06yBb Poccum» HauHeT
CTPOMTENbCTBO HOBOrO  MPOM3BOACTBEHHO-
NOrMCTMYEeCKOro  KOMMAekca B ropoae
06bu HoBocmbupckon obnacti. Mnowaab
obbekTa coctaBut 25 Thic. KB. M. OH
no3BoANT pacwupuTb NPOM3BOACTBO B
HoBocnbupcke go 500 Tbic. nap obysu B
rog, a B ganbHeweM — fo 1 mnH nap.
CTpouTenbctBo  byaeT  GuHaAHCMpOBATbLCA
NPenMyLLIeCTBEHHO 3a CYeT COBCTBEHHbIX
CpeacTB. MHBeCcTMUMM B MPOEKT COCTaBAT
1 mnpg pybnen.

AT THE SHOE FACTORY, EQUIPMENT FROM LEADING GERMAN AND ITALIAN
PRODUCERS IS USED. THE CAPACITY OF THE FACTORY IN NOVOSIBIRSK IS 350
THOUSAND PAIRS OF SHOES ANNUALLY.

QUALITY CONTROL ENSURES LOW REJECTION LEVEL (ABOUT 0.6-0.8%).

HA OBYBHOM MMPOM3BOACTBE MCTOJb3YETCH OBOPYOBAHME BELYLLINX
HEMELIKX 1 UTANTBAHCKIX MPOV3BOAMTESEN.

MOLHOCTb MPOM3BOACTBA B HOBOCKBMPCKE COCTABJIAET 350 TbIC. AP
OBYBVI B TOA. KOHTPOJTb KAYECTBA OBECTEYMBAET HW3KMIA YPOBEHb
BO3BPATA MO BPAKY (HA YPOBHE 0,6-0,8 %).




82 | Opening an OBUV ROSSII Shoe Factory in Cherkessk

THE CAPACITY OF THE
FACTORY IN CHERKESSK
WILL BE 1 MLN PAIRS OF

SHOES PER YEAR

1,4

BILLION
RUBLES

INVESTMENTS
IN THE FACTORY
PROJECT

COCTABMT MOLLIHOCTb
PON3BOLCTBA OA-
BEPUKI B YEPKECCKE

1,4

MJ'Ip
py6neu

COCTABAT VHBE-
CTULMWX B MPOEKT
OABPVIKM

Opening of OBUV ROSSI

Shoe Factory in the Cherkessk City,
Karachay-Cherkess Republic

The aim of the project is to create an up-to-date
full cycle shoe factory in Cherkessk City. The
shoe factory will produce about 1 min shoe pairs
per year. The shoe production will include: cutting
and sewing shops, an assembly factory, a shop
for the production of the shoe components for
soles. State-of-the-art equipment from Germany
and lItaly will be installed at the factory. The
project includes purchasing, repair and equipping
of a building with an 8 thousand sq.m area and
the stage-by-stage launch of the production from
zero to full production within a period of 4 years.,

In December 2013 the Finance Ministry of
Russian Federation signed the contract about
giving the project of the footwear factory in
Cherkessk the state guarantees from the Russian
Federation.

Investments in the project will reach 1.4 billion
rubles (including capital investments of 411 min
rubles and circulating capital investments — 989
min rubles). The project will be financed from the
company’s own and borrowed funds at the 30:70
ratio. «International Financial Club» Commercial
Bank JSC (MFK Bank) will be the project
creditor. The Republic of Karachay-Cherkess
is a prospective site for the location of shoe
factory, being in close proximity to the sources
of productions for the required raw materials for
shoes that are located in the Krasnodarsky Krai,
Rostv-on-Don, and Ryazan areas. In addition, the
republic has a professional base for the creation
of a shoe factory: craft shoemakers’ shops
historically developed on this territory, and during
the USSR period, a big shoe factory operated in
Cherkessk.

In September 2013, the director of Obuv Rossii
GC Anton Titov presented the project of a shoe
factory in Cherkessk to Dmitry Medvedev at the
Sochi-2013 International Investment Forum.

OTKpbITVIE 06YBHOW
Gabpukn «ObYBb POCCHI»

B ropo/ie Yepreccrke KapadaeBo-HepKeCcKown
Pecryb6nkm

Llenb npoexkta — co3gartb Ha TeppuTopun ropoda Yep-
Keccka CoBpeMeHHOoe 06yBHOE MPOM3BOACTBO MOJIHOMO
uvkna. ObyeBHasa ¢abpuka bygeT Mpov3BOAWTL OKOMO
1 MnH nap o6bysu B rod. ObyBHOE Mpov3BOACTBO byaeT
BK/IOYATb B CE6A: PACKPOMHBIN U LLBEMHBIN Liexa, Cbopoy-
HOe MPOoV3BOACTBO, Liex MO MPOM3BOACTBY AeTanen Hm3a
0byBn. Ha dabprke byaeT yCTaHOBMEHO COBPEMEHHoe
060pyaoBaHMe HEMELIKOr0 W UTUTbAHCKOrO MpOM3BOA-
ctBa. [poeKT NpegnonaraeT MOKyMKyY, PEMOHT M OcHaLLe-
HVe 34aHWA NIoWaabto 8 ThIC. KB. M M MO3TanHbIv 3amycK
MPOM3BOACTBA C BbIXOAOM HA MOJHYIO MOLLHOCTL Yepes 4
roga.

B nexabpe 2013 roga MuHucTepcteo drHaHcos PO noa-
nMcano A0roBop O NpedoCTaBAEHWM FOCyaapCTBEHHOM
rapaHT1M NpoeKTy 0byBHOM Gabpyikm B HYepKeccke.

NHBECTMUMM B MpOeKT cocTaBAT 1,4 mnpa pybnen (13
HWX KanuTasnbHble BAOEHWA COCTaBAT 411 mnH pybnen,
a MHBECTVUMM B 0BOPOTHBIM Kanutan — 989 MaH pyob.).
MpoeKT bygeT GMHAHCMPOBATLCA 3a CYET COBCTBEHHbIX
M 3aeMHbIX CpeAcTB B COOTHOWeHuM 30 : 70. Kpeauto-
poM npoekTta BbicTynaeT OAO AKB «MexayHapoaHbin
duHaHCoBbIM Kyb» (baHk MOK). Pecnybnvka Kapadae-
BO-YepKecnAa ABNAETCA NepCnexkTUBHOM Miolaaxkon anAa
pasMeLllenHns 0byBHOM Gabpuki, MOCKOMBKY HaxoamTcA
B6AM3M OT OCHOBHBLIX POCCUIMCKMX MPOM3BOACTB ChipbA ANA
06yBM, KOTOPbIE PACcnofoKeHsl B KpacHogapckoM Kpae,
PoctoBe-Ha-[loHy, Pasann. Kpome TOro, B pecnybnvke
eCTb NpodeccoHanbHaa 6asa AnAa co3gaHna 06yBHOM
dabpukn: Ha 3TOM TeppuTOpMM UCTOPUYECKM pas3BMBa-
MCb pemecsieHHble 0byBHble MacTepckume; B nepyog CCCP
B Yepreccke paboTan KpynHbIi 06yBHOM 3aB0A.

B ceHTtAbpe 2013 roga Ha MerayHapoaHOM WMHBECTW-
umoHHOM  dopyme «Coun-2013» ampexktop K «Obysb
Poccum» AHTOH TuTOB NpeactaBun OmuTtpuio Measeaesy
MpOEeKT 06yBHOM habpuKm B HepKeccke.

A A new factory will be equipped with a high-tech sewing system - Orisol.

Dmitry Medvedev is examining the stand of "Obuv Rossii*
at International Investment Forum "Sochi-2013".

BbICOKOTEXHOMOMMYHBIE LWBenHble cncTeMbl Orisol ¢ KoMnbloTep-
HbIM ypaBneHveM byayT paboTaTb Ha HOBOW GabpuKe.

0. A. MegsegeB Ha cTeHge K «06yBb Poccum» Ha
Me AyHapoAHOM MHBECTULMOHHOM dopyMe «Coum-2013».

A A. M. Titov, director of "Obuv Rossii“, and R. B. Temrezov, head of
Karachay-Cherkess Republic, at the International Investment Forum
"Sochi-2012".

A. M. TutoB, anpekTop MK «06yBb Poccum», 1 P. b. Tempe308,
Masa KapayaeBo-Yeprecckon Pecnybavku, Ha MexayHapogHoM
MHBECTULMOHHOM dpopyMe «Coun-2012».
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Information Technologies

Information
Technologies

The IT department of the Obuv Rossii Group of
Compaiesn supports adjusts and maintains all
the IT resources of the Company both in the
central office and in the regional subdivisions.
The Company uses the ”1S 8: Manufacturing
Enterprise Management® program as its ERP-
system. e The system was introduced within
Obuv Rossii 6 years ago.

In 2007, a fully-featured ERP-system already
operated on the basis of 1S 8 The basic
building blocks were there for an accounting
and management system with automated
bookkeeping and reporting, financial
management and budgeting, management of
human resources, logistics and financial

Accounting Between 2010 and 2012, Obuv
Rossii's IT department implemented two major
projects — ,Selling Shoes by Installments® and
JMicroloans”. In order to maintain the financial
services  that Obuv Rossii provides to its
customers, a unigue IT-system was developed.
There are no similar systems, not just in the
shoe market, but in Russian retail in general .
The system was developed based on the 1S 8.2
platform and integrated into the ERP-system
within the Company. It makes it possible to carry
out client credit scoring in any store of the chain
on a real-time basis, to execute instalment
contracts and loans, contract follow-up, this
includes fines and penalties for the violation
of contract terms,and is able to keep clients
informed by means of autoinformer calls.

The IT-department is regularly improving

anddeveloping the flexibility and efficiency of !
the system, introducing new services, using :

various campaigns offering instalments and
loans,and forming individual credit histories, etc.
This system also makes it possible to manage all

VIHGOpMaLVIOHHbIe
TEeXHOOM M

[T-cnyxk6a rpynnbl KomnaHui - «0byBb  Poccims
pelaeT 3adadvy MOAAEPHKM, HACTPOMKM W CO-
MPOBOMAEHMA BCex |T-pecypcoB KOMMaHMM Kak B
LIeHTpaIbHOM 0durCe, Tak M B pervioHasbHbIX Mo/~
pazgeneHnax. B kadectBe ERP-cucteMsl kKoMnaHna
Mcnosb3yeT nporpammy «1C 8: Ynpaenenme npoms-
BOACTBEHHLIM MpearnpUATMEM». BHeOpeHWe AaHHON
avcTeMbl «Q6yBb Poccnms Hauana 6 net Hasaa,

B 2007 rogy yske pabotana mnonHoueHHas ERP-
caicTeMa Ha 6aze 1C 8: 61 aBTOMATU3MPOBaHbI
OCHOBHblE B/10KN YHETHO-YMPABEHYECKOrO LKA
-ByXranTepCKNA y4eT M OTHETHOCTb, YMpaB/ieHVe
dVHaHCaMM 1 BloKETMPOBaHME, YrpaBeH e Ye-
I0BEYECKMMM PECYPCAMM, NIOMCTUKON, yrpaBieHqe-
CKM yYeT.

B 2010-2012 rr. IT-cnysba «06yBn Pocams pe-
anvMzoBana [ABa KpyrmHbX Mpoekta — «[lpogarka
06yBM B paCCpOYKy» M «MrKpo3aiMbls. [na conpo-
BOMAEHNA QUHAHCOBbIX YOy, KOTOPbIE OKa3biBaeT
KoMnaHna «0byBb Poca» CBOMM MOKyMNaTesnam,
bblna co3gaHa yHVKaneHas IT-aictema, He Meto-
LL|@A aHA/IOrOB He TOSbKO Ha 0BYBHOM PbIHKE, HO M
B POCCMMCKOM po3HMUE B LienoM. Cinctema paspa-
6oTaHa Ha nnatpopme 1C 8.2 1 MHTErprpoBaHa C
ERP-anctemoit komMnaHum. OHa Mo3BONAET B Sl060M
MarasvHe CeTM B peMMe peasibHOro BpeEMeHM B
eaMHON  MHPOPMALIMOHHOM 6a3e MpoBOAUTL CKO-
PVHI KMEHTOB, 0GOPMAIATL 40r0BOPbI PACCPOYKMA M
3aiMa, OCYLLIECTBMATL MOTHOE COMPOBOMAEHE A0~
rOBOPOB (BK/MOYas LTpadhl 1 MeHW 3a HapyLleHne
YC/I0BMA 0roBOpa M MHOOPMMPOBAHME KIMEHTOB
MocpeACTBOM 3BOHKOB a@BTOMHGOPMATOPa).

[T-cny»k6a MOCTOAHHO COBEPLUEHCTBYET AaHHbIN
MPOAYKT, pasBMBaeT MMOKOCTb W MPOM3BOAUTESNb-
HOCTb CMCTEMbI, BHEAPAET BO3MOMHOCTM MCMOMb-
30BaHMA PasHblX akLMM MO PacCpoYke M 3aMam,
bOpMMPOBaHMA MHAVBUAYAbHLIX KPeaAUTHbIX NCTO-
pun 1 T.N. QGnctema 4na ynpaeneHUa Npodarkami

money collection in one place. The IT-system is
very adaptable and could operated in any other

company. In the spring of 2013, Obuv Rossii
introduced sales on instalments in the Limon
store chain consisting of over 40 outlets. The IT-

department installed the management softwear :

in the network of a partner company, trained

employees of the partner company jointly with :

the financial department and provides technical
maintenance and consulatations to users of the
Limon Company that work with the system. In

2011, the company opened a a call-centre. It was

created with the aim of establishing interaction
with reqgular store customers: work Call centres

have been established in every region where

Obuv Rossii has shopsAll calls are made through
a central automatic telephone station owned by

the Company, which islocated in the central office

and this also gathers statistics from all calls.

The launch of new projects and active expansion

of the store chain in 2011-2012 meant that the

software had to be upgraded regionally.

VHGOPMALIMOHHbEIE TEXHOMOr N

B PaccpoyKy WM BbiAauv 3aiMOB TaKKe MO3BOSAET
OCYLLECTBNATL MOSHBIM KOMIIEKC KOSeKTMHRA. Ha
CeroAHAWHMM aeHb faHHaAa IT-cuctemMa sBnseTcA
NIErKO HaCTPaMBaEMOM M MOMET BbITb MCMOSb30Ba-
Ha B paboTe B M0boM Apyror KomnaHmv. BecHoi
2013 roga «0byBb Poccm» BHegprna Mpodarku
B PACCPOYKYy B CETV MarasvHoB oaedbl «/IMMOH»,
yrnpasnsioLLen 6onee yem 40 TOproBbIMA TOUKAMM.
[T-cnykba ycTaHoBMNa NporpaMMHoe 0becreyeHvie
ONA yNpaBneHus MPOeKTOM B CETW MapTHepa, Co-
BMECTHO C (MHAHCOBOW Ciy*K60M nposena obyye-
HMe COTPYAHMKOB KOMMaHMM-mapTHepa M Tenepb
OCYLLIECT BAET TEXMNOAAEPHKY M KOHCYIbTUPOBaHMe
nosb30BaTenet KoMnaHm « MMoH» No paboTe C cn-
cremon. B 2011 roagy Hadan pabotats call-ueHtp
KOMMaHWW, KOTOPLIM CO3AaH C LIeSbi0 HaNlarKMBaHWA
B3aMMOAENCTBMA C MOCTOAHHLIMM  MOKyNaTeNAMM
MarasvHOB: B KaXKAOM W3 PEervoHOB MpMCYTCTBUA
PO3HMYHOM CeTy 0bopyaoBaHbl paboune Mecta 41Aa
coTpyaHvKoB call-LueHTpa. Bce 3BOHKM ocyLLecTBA-
I0TCA Yepe3 LIeHTPa/TbHyI0 aBTOMAaTUHECKYo Tene-
GOHHYI0  CTaHLMIO KOMMaHW1, pPaCrofioKeHHYlo B
LIEHTPa/IbHOM 0dVCe, KOTOPaA TakKe BeAEeT MOSHYH0

i CTaTUCTMKY 3BOHKOB.

3anycK HOBbIX MPOEKTOB M aKTVBHOE pacLMpeHme

¢ cem marasvHos B 2011-2012 rogax notpebosam
i 0BHOBMEHIA MPOrPaMMHOI0 0HeCre|eH/A B PEMMOHaX.
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IN 2013 OBUV
ROSSII WAS
THE FIRST TO
INTRODUCE THE
“INSTALMENTS”
INITIATIVE IN A
THIRD-PARTY
CHAIN

B 2013 1oy
«OBYBb POCCAW»
BIEPBbLIE
BHEOPUNA
MPOEKT
«PACCPO4YKA»

B CTOPOHHEW
CETA

Large-scale work was undertaken in all regional
subdivisions and systems transferred to 1S
8. At present, all employees in the separate
subdivisional offices, including subdivisions in
other towns (which currently number over 60)
work in online mode in the single corporate ERP-
system. When this was launched any overlapping
of employee functions in regional subdivisions
and the central office was eradicated, significantly
increasing the quality of information available to
the management.

In 2011-2012 Obuv Rossii opened more than
80 new stores in 19 new towns. To increase
communication efficiency within the Company
(including communication amongst the regions),
the IT- department introduced an in-house
IP-telephon e system. After this commenced,
employees in both the central office and other
towns received personal short internal telephone
numbers. Now any Company employee can get in
contact with the required subscriber without using
long-distance calls. Calls between Company
employees are carried out via the Internet
through protected communication channels, as a
result they do not depend on the geographical
location of the subscriber. It made it possible for
the company to significantly reduce expenses for
long-distance calls - 5 to 6 times on the average,
and increased the quality of communication
between company employees.

INTRODUCTION OF AN IP-TELEPHONE SYSTEM MADE IT
POSSIBLE TO REDUCE COMMUNICATION EXPENSES
(5-6 TIMES LOWER).

INTRODUCTION OF ELECTRONIC DOCUMENT
CIRCULATION MADE IT POSSIBLE TO ENHANCE THE
SPEED OF DECISION-MAKING

In the spring of 2012, Obuv Rossii’s IT Deparment
completed the introduction of electronic
document flow based on “1S 8: Document Flow.”
At present, the head office and all separate

Bblna npoBeaeHa MaciutabHas pabota Mo nepexo-
Oy Ha 1C 8 Bo BCex pervoHasibHbIX NoapasaeneHn-
Ax. Cevac Bce COTPYAHMKM 0dK1CoB 060COBAEHHBIX
noApasaeneHn, B T4, MHOrOpOaHMX (@ 3TO Ha Teky-
L MOMeHT Bonee 60 ropoaoB), paboTaloT B PErKM-
me online B egnHoM KopropaTtueHon ERP-cucteme.
3anycKk 3Toro MpoeKTa MOJSIHOCTHIO MCKSIoYAN Ay-
6poBaHMe GyHKUMIA COTPYAHMKOB PervoHaIbHbIX
nogpazaeneHnn v cotpyaHvkos LIO, 3HaumTensHo
MOBbICWI KA4YeCTBO MHGOPMALWN B YrpaBieH1eCKom
cIcTeme.

B 2011-2012 rr. «ObyBb Poccvm» OTKpbINa bonee
80 HoBbIX MarasvHoB B 19 HOBLIX ropodax. 1Tobel
MOBbICUTE  3PHEKTVBHOCTE KOMMYHWKALWMIA  BHYTPM
KOMMaHMM (B T4. Mexay pervioHamn), [T-cnyxkba
BHeOpwna MpOoeKT  BHyTpMKopriopatveHon  IP-
TenedoHmn. ocse 3arycka MpoeKTa COTPYOHVKM
KOMMaHM Kak LIO, TaK 1 B Apyrux ropogax nonyum-
JI1 NepCoHaUTbHbIe KOPOTKME BHYTPEHHWE TenedoH-
Hble HoMepa. Temepb /060N COTPYAHMK KOMMaHM
MOMET CBA3ATbCA C HeObXOAVMMbIM abOHEHTOM 6e3
MCMOSIB30BaHMA MEMOYrOPOAHNX 3BOHKOB. 3BOHKM
MEOY COTPYOHMKAMM KOMMaHWM OCYLLEeCTBASIOTCA
yepe3 VIHTepHeT Mo 3alileHHbIM KaHanam CBA3M
1 MO3TOMY He 3aBWCAT OT reorpaduqeckoro MecTo-
HaxowaeHA aboHeHTa. 3TO MO3BOMIO KOMMaHWM
CYLLECTBEHHO CHM3WUTL 3aTpaTtbl Ha Merayropoa-
HIOI TenleOHHYI0 CBA3b — B CpeaHeM B 5-6 pas, u
MOBBICVO KAYECTBO KOMMYHUKALWM Mexay CoTpya-
HUKaMV KOMMaHWW.

BHEAPEHWE IP-TENE®OHWW MO3BOJIN10
COKPATUTDB 3ATPATbI HA CBA3b B 5-6 PA3.

BHELAPEHWE 3/IEKTPOHHOI O

HNOKYMEHTOOBOPOTA MO3BOJINII0 MOBbBICTb
CKOPOCTb MPUHATWA PELLEHMIA.

BecHom 2012 roga IT-ciyba «06yBu Poccm» 3a-
BEpLLMIA MPOEKT M0 BHEAPEHVI0 3MEeKTPOHHOMO
[oKyMeHToobopoTa Ha 6ase «1C 8: [lokymMeHToo60-
poT». Cervac K Hemy MOAK/I0HEHb! FOI0BHOM O0humC

subdivisions (over 25 regional offices all over
Russia) are connected to it. The introduction of
electronic document flow has made it possible
to increase the speed of management decision-
making and to optimize routes of document flow
and approval within the company.

The electronic document flow system is used
as storage for the requlatory framework of the
company, making it easier to find documents, and
harder to lose them. A special department within
IT- — a technical support team — was established
for quality control and prompt support of
company employees from other towns. Group
specialists provide support and prompt solutions
to all issues that employees from other cities
might have (most importantly relating to the
operation and maintenance of IT-systems used
in the stores).

In the next five years, the Company plans to
actively develop its retail chain, so the main role
of the IT- department is to ensure the smooth
operation, and proportional increase to scale
in the performance of all IT-systems as the
company grows.In addition, in the short term, the
IT Department will put in place the necessary IT
solutions to transfer all retail outlets to the online
mode of operation in order to manage inventory
and redistribution more effectively.

In order to manage new initiatives such as
“Selling Shoes byo Instalments” and “Microloans”,
an IT-system unique for the Russian retail market
was created.

VIHGOPMALIOHHbBIE TEXHOMOM N

1 BCe 060Cob61eHHbIE MoapasaeneHna — 310 bonee
25 pervoHasbHbIX MpeacTaBnTensCTB Mo Beel Poc-
. BHeapeHue 3neKTpoHHOMO A0KyMeHToobopoTa
Mo3BOSIMIO YBENMYMTE CKOPOCTb MPUHATMA yrpaB-
NIEHYECKMX PELLIEHWH, OMTMM3MPOBATL MapLLpyThI
MPOXOMKAEHWA 1 COrNACoBaHMA JOKYMEHTOB BHYTPM
KOMMaHWM.

C1cTeMa 3NeKTPOHHOrO AOKYMEHTO0bopOTa BbICTY-
NaeT Kak XpaHWMLLIE HOPMATVBHOM 6a3bl KOMMaHMM,
0bneryaeT Momck AOKYMEHTOB, UCKIOHAET WX Mpo-
nay. [nAa 6onee KadecTBeHHOM W OmepaTvBHOM
MOAAEPHKM MHOMOPOAHMX COTPYAHMKOB KOMMaHMM
B IT-cnysbe opraHM30BaHO CreumasnibHoe noapas-
[eneHvie — rpynna TexHu4eckon nogaepku. Co-
TPYAHVKM FPYMMbl 06eCrneYvBatoT MoOAAEPHKY M one-
PATVBHOE PELLEHME BCEX BOMPOCOB, BO3HMKAOLLMX
Y MHOrOPOAHWX COTPYAHMKOB KOMMaHu1 (B MepByio
oYepedb — MoAdepHKy paboTtocnocobHocT IT-
c1cTeM, obecnevmBaiolLX GYHKLIMOHMPOBaHME Ma-
ras’HOB KOMMaHM).

Ha bavrkaniiume 5 neT KOMNaHWA MaH pyeT akTve-
HOe pasBuTWe PO3HWUHHOM CETW, MO3TOMY OCHOBHaA
3apaya IT-cy»bel — obecneumnTs becrnepeborHyio
paboTy, MaclTabmpoBaHe 1 MpPOoMopLMOHabHOe
YBENMYEHME MPOM3BOAUTENBHOCTM BCex |T-cmcTem
B COOTBETCTBMM C POCTOM KoMMaHuW. Kpome Toro,
B BivKalillen nepcrnexkTviBe byayT MoaroTOBEHb!
HeobxoamMble IT-peLLeHnA AnA nepeBoda BCex Top-
FOBbIX TO4EK B peXiM paboTsl online B LienAx 6onee
KQUYeCTBEHHOMO YNpaBeHVA TOBapHbIMM 3anacamm
W VX NepepacnpeaeneHus.

[na ynpaeneHvsa nmpoexktamn «lpogarka obyen B
PaccpouKy» U «MuKpo3aiM» co3fdaHa IT-cuctema,
He VMeloLLaA aHasoroB Ha POCCUMCKOM PO3HMHHOM
pbIHKe.
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YnpasneHvie nepcoHanom

IJEERESGAEBSETE § lﬂg EE&\/;EE SE I T Since the company plans to develop over the next | MOCKOMBKY KOMMaHWA MAaHMpyeT —aKTMBHOe
PROCESSED THROUGH © DOCUMENTS IN THE 5 years and increase its market share, the main { pasButie Ha Bavkanume 5 neT U yBenMyeHne

THE HELP-DESK

COMPANY ERP-SYSTEM

1088 770

2010 2011 2012

IN 2012 IN NUMBERS.

The number of orders processed by the IT-
service via the Company’s help-desk (system
of electronic order registration). The data
provided relates only to orders registered
in the system and does not include incoming
electronic document orders or oral orders
between group technical support and the
regions.

HR strategy focuses on creating fast and efficient
methods  of attracting and selecting personnel,
quick and effective training standardization of
working procedures, and development of corporate
communication.

Dozens of new jobs are created monthly within the
Company, new unigue subdivisions are appearing
and the structure of the organization is improving
all the time.

CBOEW [0/M Ha PblHKe, B paMKax KagpoBom CTpa-
TEermM OCHOBHOM aKUeHT chenaH Ha co3gaHve
BLICTPOM 1 3DGEKTMBHOM TeXHONOrMKM NpuBAe-
YeHnsa 1 noabopa mepcoHana, ero CKopewnLlen
aganTtauunuy, craHaaptmsaumn npoueayp paboTs
C NI0AbMM, A TaKXKe Ha PasBUTUN KOPNOPaTUBHBIX
KOMMYHVIKaLMM.

B KOMMaHMM emeMecAYHo CO34aloTcA OeCATKM
pabounx MecT, NOABAAITCA HOBbIE YHMKASbHbIE
nogpasgeneHus, COBepLUeHCTBYETCA opraHm3a-
LMOHHAA CTPYKTYpa.

KONMMYECTBO INHAMIKA POCTA |ﬂC|UCtiOﬂ O]C AﬂaHTaLlMH HOBbIX
OBPABOTAHHBIX KOMMHECTBA PE3Y/IbTATHI PABOTHI IT-C/TYKBbI N £ l oT HUKOB

YEPE3 HELP-DESK [OKYMEHTOB B ERP- 82012 FOLY B LIIOPAX. ew tmployees py4

3AABOK CUCTEME KOMIMAHMM

1088 770

2012 2010 2011 2012

HR Management

The HR mission of Obuv Rossii concisely and
succinctly conveys the essence of the company’s
business: ,Attract, develop and keep the best
managers and specialists to implement the strategic
plans of the company and make the top three in
the Russian shoe market.” As a result, the function of
personnel management in Obuv Rossii  reaches a
whole new qualitative level — from the operational
task to building an holistic, self-ordered system that
promotes the long-term goals and objectives of the
company.

KonmuectBo 3asABOK, obpabaTbiBaemblx |T-
cnyxobon yepes help-desk KommaHum (cu-
CTemMa 3/1eKTPOHHOM perncTpaumm 3asBok).
npe,ElCTaBJ'IEHbI [aHHbIe TOJIbKO MO 3aABKaM,
KOTOpbIe 3aperncTprpoBaHbl B CUCTEME, 6e3
y4eTa 3adABOK, KOTOpble MOCTynalT 4depes
3MEKTPOHHBIM JOKYMEHTO0bOPOT U B YCTHOM
dbopme B rpynny TexnoaaepK1 permoHoB

YnpasneHre nepcoHa oM

HR-mmccna «06yBM POCC» NAKOHWYHO 1 EMKO OT-
paXKaeT CyTb bm3Heca KommaHu: «lpvBne-Katb,
pa3BMBaTb W YOEPHMBATbL JYULLMX MEHeKepoB M
CNeumManmcToB ANA peasmsaumm  CTparternveckix
M/1aHOB KOMMaHW1 — BOWTW B TPOWIKY SIMAEPOB POC-
CUINCKOrO 0BYBHOMO PbiHKa». Kak pesynstar, dyHK-
UMA yrPaBNEeHMA MepCoHaIoM B KoMMaHnn «ObyBb
Poccim» nepexoaut Ha NMpUHLMNENEHO HOBbIM Ka-
YeCTBEHHbIN YpOBEHb — OT PeLLeHNA OrnepaTyBHbIX
334a4 K NMOCTPOEHWIO LIeNIOCTHOM CaMOCTOATESIbHOM
YMOPAACHEHHOM CUCTEMBI, CMIOCOBCTBYIOLLEN AOCTU-
HEHMI0 JOTOCPOYHBIX Lienelt M 3a4ad KOMMaHWm.

The HR department is planning to introduce a program
of inductions for new employees The aim of the
induction period will be to reduce the time it takes
an employee to adapt socially and professionally to
their new role in the company. Induction programs
will be developed individually for each employee
taking into consideration his/her professional - skill
level, tasks and function within the company.

(y IN 2012 THE NUMBER OF EMPLOYEES IN
3 0 0 OBUV ROSSININCREASED BY OVER 30 %

Cny»ba ympaenenns MepcoHanoM BHeapuna
NPOeKT aganTauum HOBbIX COTPYOHWKOB KOMMa-
HvM. OCHOBHaA Leflb MpoeKTa — COoKpalleHne
nepvoga npodeccMoHaIbHoOM K CcoumanbHoM-
afantaumy HoBMYKa B KOMMNaHuw. [porpammbl
ajantaumm paspabaTbiBaloTCA MHAVMBUAOYANBHO
ONA KaXKOoro COTPyAHWKE, Mpy 3TOM y4uTbIBa-
0TCA ero NpodeccoHasibHbIM YPOBEeHb, 3a4aum 1
bYHKUMM JOMKHOCTH, KOTOPYIO OH 3aHMMaeT.

(y B 2012 TOLY YACIIEHHOCTb
3 0 0 COTPYHKOB «OBYBW POCCH»
YBENMHMNACH BOJTEE YEM HA 30%

OVER 300 IN-HOUSE SEMINAR AND
3 0 0 TRAINING SESSIONS HAVE BEEN HELD

BbI10 NMPOBELEHO BOJIEE 300
3 0 0 BHYTPUKOPIMOPATVBHBIX CEMHAPOB

N TPEHMHI OB

OVER 50 GUIDANCE AND INSTRUCTION
5 0 MANUALS HAVE BEEN PRODUCED

BbIf10 PASPABOTAHO BOJTEE 50
5 0 METOAVYECKIX NOCOBKA U

VHCTPYKLIAMA

2 AT PRESENT, THE COMPANY HAS OVER
2500 STAFF

2 HA CEFOAHALLIHWIA EHB B KOMMAHIW
PABOTAIOT BOJTEE 2500 YEJT0BEK

5 0 THE COMPANY HIRES 50 NEW
EMPLOYEES EVERY MONTH

5 0 EXXEMECAYHO KOMMAHMA HABMPAET

BOJEE 50 HOBBIX COTPYHNKOB
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Personnel Training
System

The service staff have been tasked with
developing a multi-stage system of ongoing-
training, assessment and routine monitoring of
staff quality within an innovative developmental
environment.. In December 2009, a Training
Centre was created within the organisation with
the aim of enhancing staff performance and
the development of corporate culture.

The Training Centre has systematized the
experience accumulated in regions, developed
programs for basic training of retail specialists,
implemented standards of customer services,
developed the ,Mystery Shopper” technique, and
has implemented "Best Store”, “Best Teacher”
motivating programs, etc. The training programs
and projects with retail personnel are regularly
improved. The Company pays a great deal
of attention to the professional development
of mid-level and top managers and regional
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- Cncrema obyyeHna
nepcoHana

BarkHas 3agadva Ansa Ciyxbbl nepcoHana —

: Co3danne MHOI03TanHOM CUCTeMbl MOCTOAHHOMO

06y4eHMs, OLEHKA 1 TEeKYLLMA MOHUTOPUHI Kaye-
CcTBa paboThbl MepcoHana, Co3daHue MHHOBALM-
OHHOM cpebl. B gekabpe 2009 roga B KOMMaHmm
6bl1 Co3AaH YUebHbI LIeHTP, OCHOBHAA Liefb KO-

: TOpPOro — mMoBblLLeHVe 3OPEKTMBHOCTL paboThl
| MepcoHana, pasBuTe KOpropaTUBHOM KybTypbl.

Ha ceroaHAWHMA OeHb Y4ebHbIM LIEHTPOM U=
CTeMAaTM3MPOBAH OMbIT PErMoHOB, Pa3paboTaHsbl

{ MporpaMMbl 6a30BOr0  06y4eHUA COTPYAHMKOB
. PO3HMUbI, BHeApeHbl CTaHdapTbl 06C/yHKMBAHMWA

nokynaTtenen, co3aaHa MeToamKka « T aiHbln MoKy~
naTtesnb», BHeAPeHbl MOTHBMPYIOLLME NPOrpaMMmbl
Jlydwmin MarasuHy, «Jy4dmin HacTaBHWK» U T. .
MporpamMmbl 06y4eHMA 1 NMPOEeKThl Mo paboTte ¢

| PO3HWMYHBIM MEepPCOHaNoM MOCTOAHHO COBepLUeH-
i CTBYIOTCA.

team managers. Top managers and heads of
departments andproduct lines all study at the
Business School of the Open University of Great
Britain, MBA program. Special training programs
were created for directors of the separate
subdivisions in the regions, and regular online
conference format training is held.

The programs include:

Company history, its traditions, norms, the
characteristics of in-house communication;
understanding an employees role in the Company;

and practical training with experienced
specialists. Then the acquired knowledge is used
in real working situations.

Recently, an induction program has been
introduced in the head office and in all separate
subdivisions of the company. Experience has
shown that the program does help people to get
into gear quicker.

Based on the results achieved and experience
gained so far, the program will be further :

developed and improved through a process
of regulation, utilization of new multimedia
instruments and printed matters.

HR-MISSION: ATTRACT, DEVELOP AND
RETAIN THE BEST.

YnpasseHne nepcoHasom

KoMnaHuna 6obLUoe BHUMaHWe yaenseT npodec-
CMOHA/TbHOMY PasBUTUI0 MEHEXKEPOB CpeaHero
M BbICLLIErD 3BEHA, @ TaKKe pyKoBoaMTeNen pe-
rMOHaMbHbIX KOMaHa. Tom-MeHeaXkepbl, PyKo-
BOAWTENM OTAENOB WM HampasfeHun MpoxoasaT
06yueHme B LLIKone bmsHeca OTKPLITOro yHMBEpP-
citeTa BenvkobputaHum no nporpamMam MBA.
[nAa OnpexkTopoB 060C06MEeHHbIX Moapasaene-

| HWIN B pervioHax co3aaHbl cneumansHble ydebHble
. MporpamMmbl, MPOBOAUTCA PEeryispHoe obyyeHne
a theoretical module — introduction to the

B popMaTte oHAanH-KoHbepeHLMI.

MporpaMMbl BK/loYaloT B cebA:

TEeopeTUYecKMin 6M0K — 3HAKOMCTBO C
NCTOPUEN KOMNaHWM, ee TpaauUmMAMM, HOpMamM,
0COB6eHHOCTAMM BHYTPMKOPNOPaTMBHOMO

B3avModencTema; GopMMpOoBaHMe MOHMMAHMA
PO COTPYAHMKA B KOMMaHUM;

npakTU4eckne 3aHATMA C  OMbITHLIMMK
crneuvanucTaMu, Koraa B peasbHblX paboumx
cUTYyaumax oTTa4MBalTCA NOSyYeHHbIe
3HaHWUA.

Ha paHHbln MOMEHT nporpamMma agantaumm
BHeJpeHa B rof0BHOM oduce 1M BO BCEX 060-
CObMeHHbIX  MoApa3AeneHmax  KoMMaHWw.
MNpaKTrKka NoKasbiBaeT, YTO Mporpamma gen-
CTBUTENbHO MOMOraeT b6bICTpee BKA4YATHCA
B paboume npouecchl.

Onupanck Ha NOMyYeHHbIe Pe3ynbTaTel M HAKo-
NNEeHHbIN OMbIT, B AasibHeMLWEM MPOEeKT byaeT
pas3BMBATLCA M COBEPLUEHCTBOBATLCA 3a CYeT
pernamMeHTMpoBaHMA NMpPoLIecca, MCnosb30BaHMA
HOBbIX MY/IbTUMEAMNHBIX NHCTPYMEHTOB, nedvaT-
HbIX M34aHWM.

HR-MNCCNA — TPUBIEKATD,
PA3BMBATH 1 YOEPHIIBATD JTYHLLWNX
MEHEOMEPOB W CMNELMANINCTOB
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Corporate Culture

As Obuv Rossii has a  branch structure, the
questions of communication and teambuilding

are always important. . Annual forums in the
head office for regional directors have become a
strong tradition. The forum program is ambitious :

and includes work, training, sharing of experience
and team building. Regional subdivisions
organize regular meetings also for recreation
and building team spirit. Company employees
actively participate in the sports life of the city of

Novosibirsk and of the country in general. In 2012,
a team of 200 athletes made up of Obuv Rossii

employees participated in the World Corporate
Games, the first to be held in Novosibirsk, and
the team achieved first place in its group.

Key strategical tasks in personnel manage-

ment for the next few years are: to form !
and maintain capable and effective re- |
gional teams that can achieve the aims !

and objectives of the Company;

to build a system of management, training and
assessment of personnel based on competence;

to create high quality development programs
based on the results of assessment, taking into
account the individual development level of each

employee;

to develop unigue programs to develop
acorporate culture and to create an internal
communication system based on up-to-date
models and techniques.

COMPANY MEMBERS TAKE AN ACTIVE
PART IN THE SPORTING LIFE OF
NOVOSIBIRSK AND THE COUNTRY IN
GENERAL.

HopriopaTtmBHaA KybTypa

MockonbKy «06yBb Poccuns MMeeT pasBeTBieH-
HYI0 PErVMOHabHYI0 CTPYKTYPY, akTyaneH Bonpoc
HaNaMMBaHNA KOMMYHUKALMM M KoMaHgoobpa-
30BaHMA. ExerogHble cneTbl permoHanbHbIX am-
PEKTOPOB B M0/IOBHOM 0GK1CEe MPOYHO BOLLAM B
Tpaavumio. MporpaMma cneta oyeHb 0BLIMpHA
— 3T0 1 paboTa, 1 0byYeHMe, 1 0BMEH OMbITOM,
1 team building. PernoHanbHble noapasaenenHmn-
ATaKHKEe NeproaMYecki opraHM3ylT BCTpe4n Ana
OTAbIXa M YKPenneH1sa KOMaHaHOro Ayxa.

COTpYAHVKM  KOMMaHWM MPUHMMAIOT  aKTUBHOE
y4actve B CMOPTMBHOM W3HM ropoga Hoso-
cMbupcKa m cTpaHel B LenoM. B 2012 roay Ko-
MaHaa 3 200 cnopTcMeHoB, chopMMpOBaHHAnA
13 coTpyaHnkoB «0byBM Poccums, NpuHANa yya-
CT1e B MMpOBbIX KOPNOPATVBHbIX Mrpax, KoTopble
BMepBble Npoxoaunm B HoBoCMBMPCKe, 1 3aHANa
rnepBoe MecTo B CBOeM rpynne.

OcHOBHble cTpaTeruvyeckuMe 3agayd B
obnactTu ynpasfeHMA MepcoHasoM Ha
6nuxKanwme rogbi:

CchHOPMMPOBATL M COXPaHNUTb PABOTOCMOCOOHbIE
N 3OPEKTUBHBIE KOMaHAbl B pervoHax, cnocob-
Hble peaM30BbIBaThb LeV 1 3a4a4m KOMNaHWu;

MOCTPOUTb CMCTEMY YTNPaBEHWA 1 PA3BUTIA U
OLIEHKM NMepcoHana Ha 0CHOBE KOMMETEHLINIA.

C034aTb Ka4YeCTBEeHHbIe MPorpamMMbl Pa3BUTKS,
KoTOpble BydyT OCHOBaHbI HA Pe3y/bTaTax OLeH-

¢ Ku, ByOyT yuMTbIBATb MHOMBUOYANBHBINA YPOBEHb
{ pasBUTWA KaXkOoro COTPYAHWKAE, CO34aTb YHW-
¢ KabHble NMporpamMMbl PasBuTMA KOPrOPaTUBHOM

Ky/IbTYPbI, MOCTPOUTb CUCTEMY BHYTPEHHMX KOM-
MYHMKaLM, OCHOBaHHYIO Ha COBPEMEHHbIX Moae-
18X 1 MeTOOMKAX.

COTPYOHVIKA KOMMAHNA
MPVHVIMAIOT AKTBHOE YHACTME

B CNOPTVBHOW HI3HM FTOPOAA
HOBOCMBMPCKA 11 CTPAHBI B LEJTOM

International Cooperation

To maintain reqgular cooperation with partners
in China. Obuv Rossii opened a branch office
in this country in 2005. The Chinese office is
located in the city of Guangzhou, the shoe
capital of the Celestial Empire.

Since 2005, the Company has actively worked to
expand the supply network that amounts to 50
factories at present.

wide: the company cooperates with enterprises
from the following provinces: Sichuan, Guandong,
and Zhejiang. Partners include big factories
producing footwear for famous European and
American brands.

Big manufacturers offer:
- a wide range and the latest designs of shoes;
- state-of-the-art highly-technological equipment;

- new technologies for material manufacturing
and processing.

Obuv Rossii is the biggest customer of some

shoe factories, which makes it possible for the
Company to get more advantageous terms.

As a result, Obuv Rossii gets unlimited
opportunities to improve the quality and range of

its products: from current collections that reflect :

the latest trends in design and technology.

The Company has a team of engineers that
control the manufacturing process at partner
factories. Obuv Rossii controls the shoe
manufacturing process at all stages, from the
choice of components to the finished product

and therefore achieves the same high level of
quality in outsourced products as those made

MeskayHapoaHoe COTpyAHNHECTBO

MexgyHapoaHoe

COTPYAHNHEeCTBO

YTobbl NoaAepHMBaTbh NOCTOAHHOE B3aMMoaen-

¢ CTBME C mapTHepamu 13 Kutas, «0byBb Poccum»
. OTKpblNa MpeacTaBuTeNbCTBO B 3TOM CTpaHe B
i 2005 roagy. Kutamckmim odmc KoMnaHum pacno-

NoMeH B ropoe NyaH4Koy — 0byBHOM cTovLe
MoaHebecHoN.

C 2005 roga KoMnaHua BedeT akTUMBHYIO0 pabo-
Ty MO paclUMpPeHMio CeTW NOCTaBLLMKOB, KOTopas

© Ha AaHHbIM MOMEHT HacumMTbIBaeT 50 Gabpuk.
Obuv Rossii's geographical presence in China is

«0byBb Poccunys MMeeT 06LLIMPHYI0 recrpaduiopa-
60T B Ku1Ttae: KoMnaHWA coTpyaH14aeT C npeanpu-
ATUAMN 113 NPOBUHLIMIA ChlvyaHb, ['yaHayH,YHaL3AH.
Cpean NapTHepoB KOMMaHMM — KpyrHble Gabpu-
KW, Mpom3BoAsALLMe 06yBb A1A M3BECTHLIX eBPO-

| MeNCKNX 1 aMepUKaHCKMX 6peHaoB.

. KpynHble npon3soanTeny npeanarawT:

+ LUMPOKMIN aCCOPTUMEHT M akTyasbHbIM OM3anH
Moaenen obysw;

« COBPEMEHHOE BbICOKOTEeXHOI0rMUYHoe 060pyao-

| BaHve;

« HOBbIE TEXHOI0rM NPOM3BOACTBA M 06paboTKM
MaTepu1asnos.

«06yBb Pocchny ABNAETCA KPYMHBIM 3aKa3umMKoM
ana paga obyBHbIX Gabpuk, YTO NO3BONAET KOM-
naHMM Oo6mBaTbCA 60Mee BbIroAHbIX YC10BUA
COTpyaHW4ecTBa.

¢ Kak pesynbTaT, «06yBb Poccum» nosyyaeT He-

OrpaHN4eHHbIe BO3MOMHOCTA MO PacLUMpeHnio
MKaUYeCTBEeHHOMY Y/YULIeHMIO acCopTUMEHTA: B
MarasuvHax KoMMaHuM npeacTaBneHbl akTyasb-
Hble KOMMEeKUMKM, B KOTOPbIX OTParKeHbl COoBpe-
MEHHbIE TeHAEeHUMM B 06NacTu am3anHa u Tex-
HOJIOM M.
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at its own factory. The company monitors trends
in the world shoe industry and fashion world:

Obuv Rossii's engineers, marketing experts and
merchandise specialists attend the biggest
international shoe exhibitions held in Germany,
Italy, and China.

Logistics plays an increasingly growing role

as a result of the growth of the chain and an :

increase in the amount of product supply. In
2012, Obuv Rossii increased product suppy from
China, having halved delivery terms and reduced
logistics expenses by 20 %.

Obuv Rossii is fully integrated into

the international process of shoe
development and manufacture,
cooperating with the leading Russian and
international footwear producers.

B KoMnmaHum paboTaeT KoMaHaa TexHOsoros,
KOTOpbIE OCYLLEeCTBAAINT  KBIMPULIMPOBAHHGIN
KOHTPO/Mb MpoLecca MpoW3BOACTBA Ha Gabpu-
Kax-napTHepax. «06yBb Poccum» KoHTponmpyeT
M3roToB/EHME 06YBM Ha BCEX 3Tanax, HadMHas
0T BblbOpa KOMMMEKTYIOLMX M 3aKaH4MBanA Bbl-
MyCKOM FOTOBOM NMPoAyKUMK. KoMnaHum yaanoch
N0BUTHCA TAKOIO e BLICOKOrO KayecTBa KoHeY-
HOM NPOAYKUMM, U3rOTOBEHHOM MO ayTCOPCUHTY,
KaK 1 Npon3BedeHHoM Ha COBCTBEHHOM Gabpuike.

Ipynna KomnaHu «O6yBb Poccun» oTCnerkmBa-
eT TeHAeHUMM MUPOBOWM 06YBHOM WMHAYCTpUM U
MOZbl: HaLLKM TeXHO/orY, MapKeTosor, ToBapo-

¢ Befbl MoceLlaT KpynHenime B Mupe 0byBHbIE

BbICTABKMW, KOTOPLIE NPOXOAAT B epmanuu, Nta-
nmn, Kutae. B CBA3M € poCcTOM CETU 1 yBENNHEHW-
eM o6bemMa NMocTaBoK ToBapa BCe 60/IbLLyI0 POSb
urpaet nornctuka. B 2012 rogy «06ysb Poccnm»
ONTVMM3MPOBasa Cxemy MOCTaBKM ToBapa m3 Ku-

: TaA, COKpaTmB CPOKKM OOCTAaBKM B [Ba pa3a, a J10-

rMcTnyYeckme nsgepkkn — Ha 20 %.

«06yBb Poccun» MHTErpypoBaHa B
MeyHapOoAHbIN MpoLect paspaboTkm

1 MPOM3BOACTBa 00yBW, COTPYAHMYAET C
BEOyLUMMM POCCUNCKUMI U 3apYyHErKHBIMM
npov3BOANTENAMM 06YBK

Corporate
Social Responsibility.

Organization and Sup-
port of Cultural and Sports
Events

Obuv Rossii is a socially responsible corporate
entity and is a sponsor and organizer of various
events in the sphere of culture and sport.

The Westfalika Cup “Capital of Siberia”
International Dance Sport Competitions.

organizer of the Westfalika Cup “Capital of Siberia”
dance sport competition for several years.

In 2013 the tournament earned international
status and a record number of dance couples
competed in Novosibirsk — over 850. Sportsmen
from90 dance clubs came from 25 townsinRussia.

The panel of judges at the 2013 competitions
included not only judges from Russian regions
and the capital, but also some international
judges (WDSF) from other countries — Spain,
Bulgaria, Serbia, Latvia, etc.

The detailed information is presented on the :
. cTpaH — Wcnanwn, Bonrapun, Cepbum, Jlateum

web-site www.sibturnir.ru

KopropatveHas couviasneHan 0TBEeTCTBEHHOCTL

HopropaTt/BHaA

OpraHy3auvAa 1 nogaepka
KYIBTYPHOCMOPTUBHbIX
MepornpuATIIA

«0byBb Poccn» BeOET aKTVBHYIO AEATENBHOCTL B 06-
JIaCTV KOPrOPaTVIBHOM COLMASTBHOM OTBETCTBEHHOCTU
W BBICTYNAET NApTHEPOM W OPraH13aTopoM Meponpu-
ATM B Chepe KysTypbl 1 CriopTa.

MeKOyHapoHbIe COPEBHOBAHMA MO TAHLIEBATbHOMY

¢ anopty «CTormua Crbrpis Ha Ky6oK «BecTharikiy,
The Westfalika shoe store chain has been co-

CeTb 06yBHbIX MarasvHoB «BecTdanvka» He-
CKOJIbKO J1eT BbICTYMaeT COOPraHM3aTopoM Co-
pPEeBHOBaHWM MO TaHLeBasibHOMY CropTy «CTonm-
ua Cnburpwm» Ha Kybok «Bectdanikms.,

B 2013 roay TypHVP Noay4mn ctatyc MexayHa-
POAHbIX COPEBHOBAHMIA 1 CObpan pekopaHoe ANnA
HoBoCMbMPCKa YMCN0 TaHLEBabHLIX Map — 60-
nee 850. CnopTtcMeHsl 13 90 TaHLeBaibHO-Crop-
TUBHBIX K1yH0B Mpwiexann n3 25 ropogos Poccum.

B cygenckyilo konnermio copeBHoBaHun 2013
rofa BOLIM He TOMbKO CyabW M3 POCCUNCKMX-

PErvoHOB M CTOMMLBI, HO TaKKe Cyabn Mexay-
HapogHon kateropum (WDSF) 13 3apyberkHbix

W Apyrux.

MoapobHee Ha cante: www.sibturnir.ru
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Open Championship and Competition
in Siberian Federal District - Equestrian
Sport in Krasnoyarsk

The Westfalika shoe store chain has been
the general partner in the annual Equestrian
Sport Open Championship and Competition
in the Siberian Federal District in Krasnoyarsk
since 2011. A competition called “Fancy-Dress
Freestyle” was held during the tournament, where
the riders showed not only their horsemanship,
but also the precisionof their horse’s movements
to music. Westfalika provides a prize fund for
the winners and draws qift certificates amongst
the horse tournament participants. In 2013, this
event was attended by over 4,000 people.

Competition for Young Designers

The Westfalika shoe store chain is a sponsor
of the young designers competition, which is
organized by Novosibirsk Technological Institute
of Moscow State University of Design and
Technology (Branch). Westfalika supports the
competition and provides the prize fund for the
winners.

OTKPBITHIA YeMMOHAT Y MepPBeHCTBO
CMBMPCKOro GeaepasnsHOro OKpyra no
KOHHOMY CNopTy B KpacHospcke

C 2011 roga ceTb 06YBHbIX MarasnHOB «BecT-
banmka» BbLICTYNAET reHepanbHbIM MapTHEPOM
exerogHoro OTKPLITOr0 YeMnMoHaTa W nepBeH-
ctBa CnbmpcKoro GeaepanbHOro oKpyra No KoH-
HOMy crnopTy B KpacHospcke. B pamKkax TypHM-
panpoBOAMTCA  KOHKYPC  «KOCTIOMMPOBAHHbIN
dpuncTani», B KOTOPOM BCaAHWKM AEMOHCTPU-
PYIOT He TOMbKO CTeneHb CBOEro MacTepcTBa
B YMEHWM YNpPaBAATb NOLaabio, HO M TOYHOCTb
nonagaHna ABMMEHW noLllaan nof BelbpaHHoe
My3blKa/lbHOE COMpPOBOXKAEHME. «BecTdanmkar
dopM1pyeT Npr3oBo GoHA ANa nobeamTenen, a
TaKkKe NpoBOAMT PO3bIFPbILM M0AaPOYHbIX Cep-
TMOVKATOB Cpean 3puTenen KOHHOro TypHupa. B
2013 roay meponpuaATre nocetnno bonee 4000
YesloBeK.

KoHKypC MofoAbIX AV3arHepoB

CeTb 06yBHbIX MaraswHoB «BecTdanmka» fAB-
NAETCA MOCTOAHHBIM MapTHEePOM KOHKypca Mo-
noAblX AM3arHepoB, OpraHM3aTopoM KOTOPOro
BbICTYNaeT HOBOCMOUMPCKMIA  TEXHOIOMMYECKIIN
MHCTUTYT MOCKOBCKOIrO MOCYAapCTBEHHOMO YHW-
BepcuTeTa AM3alHa K TexHonorm (punman).
«Bectdanmka» OKasblBaeT  OpraHM3aLMOHHYI0
noageprKy 1 dopmmpyeT npm3osBon GoHag AnA
nobeguTenewn.

BbICTaBKM HOBOCMOMPCKOMO XyA0MHH/Ka
Viropa Cobw

KomMnanna «06yBb Poccums yrKe MHOro neT co-
TPYAHMYAET C  HOBOCMOWMPCKMM  XYAOMHWKOM
Nropem CobK, KOTOPbLIA W3roTaBAMBAET YHU-
KallbHble KapTWHbl 13 KoK, «0byBb Poccums
NpeaocTaBnAeT Matepuan aAna KapTuH XYOoX-
HVMKQ, @ TaKMKe OKasblBaeT OpraHM3auUMOoHHYI0
nogaeprKy BeicTaBkam WMropa Cobwn. B 2011
rogy B [0OPOACKOM LIEHTpe M306pasnTesbHbIX
MCKyCCTB HoBOCMOMpCKa Mpoxoamna BbICTaBKa

Exhibitions of Novosibirsk’s Artist Igor Sobi

Obuv Rossii has cooperated for many year with
the Novosibirsk artist Igor Sobi who makes
unique pictures from leather. Obuv Rossii
provides materials for the artist’s pictures and
also organizational assistance with Igor Sobi's
exhibitions. In 2011, the exhibition “Russia and
China: at the Friendship Orbit” devoted to the
50th anniversary of the first human spaceflight
was held in the City Center of Visual Arts. During
the first six months of 2013, exhibitions of new
pictures by Igor Sobi (from the Obuv Rossii
collection) were organized at the Administration
of Plenipotentiary Representative of RF, President
in the Siberian Federal District and at the Ministry
of Culture in the Novosibirsk Region. More
exhibitions by the artist are planned at the end
of 2013 in Moscow and China with the support
of Obuv Rossii.

“‘Golden Turtle”, An Exhibition of Wildlife

In 2011 and 2012, the Westfalika shoe store
chain assisted with an exhibition in Novosibirsk,
helping  organise the event and providing
information for it. The best 220 works of a group
of professional nature photographers were
shown. The aim of the exhibition was to show
adults and children the beauty of the surrounding
world and to cultivate love for animals.

KopropatveHas couviasneHan 0TBEeTCTBEHHOCTL

«Poccna n Kutain: Ha opbute apy*<bbl», NocesA-
weHHaa 50-neTvio moneta nepBoro YenoBeka
B KocMmoc. B nepsoi nonosmHe 2013 roga 6einm
OpraHM30BaHbl BbICTaBKM HOBbIX KapThH Virops
Cobwn 13 Konnekumn «0byen Poccnmns B Annapare
MOIHOMOYHOrO NpeacTaBmTens npesmgeHTa PO
B CnbupckoMdpeaepanbHoOM oOKpyre u B MuHK-
CTepCcTBe KyNbTypbl HoBoCnbmpcKkom obnacti. Bo
BTOpOM nonosmHe 2013 roga nnaHMpyeTca npo-
BEAEHVE BbICTABOK XyAOXHMKA NpW1 NoaaepHKe
'K «0O6yBb Poccmms B Mockee 1 Kutae.

BbicTaBKa NyuLUnx GoTorpadun yKomv
npupoabl «30710TanA HYepenaxas

B 2011 1 2012 rogax ceTb 06yBHbIX MarasnHoB
«Bectdannka» BbICTynMAa NapTHEPOM BbICTABKM
B HoBocmbupcKke 1 momorna opraHvM3aTopam B
npoBeaeHMM 1 MHGOPMALIMOHHOM OCBELLIEHNM-
MeponpuATAA, B 3KCMO3MLMIO KOTOPOro BOLLIN
220 nyuwmx paboT y4acTHMKOB eAMHCTBEHHOro
B Poccun mpodeccroHanbHOro KoHKypca ¢oTo-
rpadoB-aHMManMCcToB. Lienb BbICTaBKM: MOKa3aThb
B3POC/bIM M AETAM KPACcoTy OKPYHKaIoLLEro Mmpa,
NpUBKTL TI0BOBL K *KNMBOTHOMY MMPY.
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Investors, Business Com-
munity and Mass Media

Obuv Rossii regularly participates in big business
and sector forums organized by the “Retailer’
Publishing House, the Adam Smith Institut, and
the National Trade Association, and others. Not
only the top managers in the Company, but also
line managers speak at the forums. In addition,
members of the management of Obuv Rossii
write articles devoted to the shoe market,
development trends and new technologies in
shoe retail for such mass media and information
portals as Slon.ru, Forbes.ru, RBC-daily.ru, Retailer.ru,
etc. This results  in enhanced awareness of what
is a traditionally closed market for the business
community, investors and journalists and
consequently makes the market more attractive
to investors.

In the summer of 2013, Obuv Rossii became a
member of the Association of Retail Companies
(AKORT) and the Russian Union of Industrialists
and Entrepreneurs. It is important for Obuv Rossii
to be a member of such professional unions
and associations as these contribute to the
development of a civilized retail market in Russia
and defend the interests of the market operators.

The Company wants to to get involved in the
solution of common problems that beset the
industry in order to create the favourable
conditions required for the development of
Russian retailers.

IHBECTOPbI, OV3HEeC-
coobLlectso v CMM

«06yBb Poccmms ABNAGTCA NOCTOAHHBIM YYaCTHA-
KOM KpYMHbIX OEM0BbIX M 0TPacneBbix GopyMoB,
KoTopble opraHm3yoT W[ Retailer, MHcTUTyT Ana-
Ma CMnTa, HaumoHanbHaA Toproean accoumauma
1 Ap. B Ka4ecTBe CNMKepoB BbICTYNAIOT He TOMbKO
ToM-MeHeaXKepbl KOMMaHuK, HO M pyKoBoauTe-
M HanpaeneHnn. Kpome Toro, Ton-MeHeaHepsbl
«0byBM Poccum» ABNAIOTCA aBTOpamMn cTaTten 0b
06YBHOM pblHKE, TEHAEHUMAX Pa3BUTUA, HOBbIX
TEeXHOMOrMAX B OOYBHOM puTene ANA Takux
CMUW 1 MHOOPMALIMOHHBIX MOPTaIOB, Kak Slon.ru,
Forbes.ru, RBC-daily.ru, Retailer.ru, «KomnaHumsa»
1N Op. 3To cnocobcTByeT PocTy MHGOPMMPOBAH-
HOCTM B13HEC-CO0OLLIeCTBa, MHBECTOPOB M Xyp-
HaMCTOB 06 0BYBHOM pbIHKE, KOTOPLIM Tpaau-
LIMOHHO ABNAETCA MHGOOPMALIMOHHO 3aKpPbIThIM, M
MOBbILLEHVIO €ro MHBECTULMOHHOM 1 nHbOopMa-
LIMOHHOW MpWBAeKaTeibHOCTY.

Nletom 2013 ropa «06yBb Poccnm» BCTynmna B
Accoumaumio  KOMMAHWA  PO3HUYHOM  TOProB/N
(AKOPT) 1 Poccuinckmii CO03 MPOMBILLTEHHMKOB U
npeanpuHmuMmatenen. na «06bysu Poccumns Bark-
HO BbITb Y4ACTHMKOM MPOPeCccMoHabHbIX 06be-
OVHEHWIA 1 accouMaLmi, KoTopble CrocobCTBYOT
CT@HOBNEHMIO LIMBUNM30BAHHOMO PbIHKA PO3HMY-
HOWM Toproeav B Poccum 1 0TCTamMBaloT MHTEpeChl
0MepaTopoB pblHKa.

KoMnmaHWa cTpemMmuTca y4acTBoBaTb B peLLleHun
06LLMX 334a4 0Tpac/mM 1 GopMMpoBaHUM bnaro-
MPUATHBLIX YCNOBUA ONA Pa3BUTUA POCCUMCKON
PO3HNYHOM TOProB/IN.

Board of Directors

The joint board is in charge of strategic
planning, financial and economic control and
risk management, and directly responsible for
the company’s top managers. It is also involved
with developing the information policy of the
company.

In  September, 2013 Obuv Rossii  Group
consolidated its assets into a joint stock company
with charter capital of 7 bln rubles. The board
of directors was created with two independent
members.

The following members of the Board of
Directors were approved:

. Anton Titov, member of the Board of Directors,
Director of Obuv Rossii Group;

- Elena Ageyeva, member of the Board of
Directors, Financial Director of Obuv Rossii Group;

- Yulia Donina, member of the Board of Directors,
Marketing Director of Obuv Rossii Group;

. Svetlana Belova, member of the Board of
Directors, HR Director of Obuv Rossii Group;

- Thomas Frank, member of the Board of Directors,
Chief Designer of Obuv Rossii Group;

- Marianna Kadaeva, Independent member of the
Board of Directors of Obuv Rossii Group, CEO of
the Lemon Company;

- Petr Karabanov, Independent member of the
Board of Directors of Obuv Rossii Group, director
of the Novosibirsk technological institute.

CoBeT AVPEeKTOPOB

KonnermanbHbl opraH ynpaBneHnsa 3aHMMaeT-
CA BOMpOCaMM CTpaTernyeckoro naaHMpoBaHms,
opraHM3aumen KoHTpona Hag (GYHAHCOBO-XO-
3ANCTBEHHOM OEeATeNbHOCTLI0O M ynpaBneHneM
PUCKaMK, KOHTPOIEM Haj AeATeNbHOCTbIO TOoM-
MeHeI}KepoB KOMMaHMM, @ TaKMKe y4yacTByeT B
paspaboTke MHPGOPMALIMOHHON MOMMUTUKM KOM-
naHmm.

B ceHTAbpe 2013 roga MK «06yBb Poccumy» KoH-
comampoBana aktvebl B OAO «OP» € yCTaBHbIM
KanuTanom 7 mnpa pybnen. bein co3gaH coseT
avperTopos O6LLECTBa, B COCTAB KOTOPOro BOLL-
M ABa He3aBMCUMbIX AMPEKTopa.

CoBeT AMpPEeKTOpOB 6b11 YTBEPXKAEH B Cregy-
lowweM cocTaBe:

« AHTOH TUTOB, YN1eH COBETAa AMPEKTOPOB, AMPEeK-
Top K «06yBb Poccumy;

- EneHa AreeBa, uneH coeBeTa AMPEKTOPOB, GuU-
HaHcoBbI anpekTop K «06yBb Poccunmy,

« l0nma [JoHnHa, YneH coBeTa AMPEKTOPOB, KOM-
Mepuecknii guperTop MK «06yBb Poccuns;

- (BeTnaHa benosa, yuneH coBeTa AMPEKTOPOB,
avpekTop no nepcoHany MK «0byeb Poccums;

- Tomac ®paHK, YeH coBeTa AMPEKTOPOB, Lwed-
amzanHep MK «0byBb Poccums;

- MapmaHHa Kagaesa, He3aBMCUMbINA YfleH CO-
BeTA AMPEKTOPOB, WCMOMHUTENbHBIN ANPEKTop
KOMMaHWM «/TMMOH»;

- MNeTp KapabaHoB, He3aBWCKMbIM YleH CoBeTa
OVPEKTOPOB, ANPEKTOp HoBOCMBMPCKOro TexXHo-
NOrMYeckoro MHCTUTyTa (drnmana) Mryar.

CoBeT AvpeKTopoB
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Information about the
Company’s Credt Rating

Since 2008, Obuv Rossii GC has been credit rated
( Expert RA, CJSC rating agency has the contract
to assign the ratings) .

The credit rating is assigned to companies from
all sectors of the economy and expresses a
subjective opinion of the Expert RA rating agency
concerning the ability of the company to fully
meet its financial obligations.

The technique of rating has been adapted to
the specific characteristics of the Russian market
and does not take into account the sovereign risk
in Russia, i.e. the credit rating is assigned by the
agency only according to the national scale. Credit
rating includes a forecast of possible changes in
the economic environment and assessment of
mid-term company development prospects.

In October 2013 the «Expert RA» rating agency
raised the credit rating of Obuv Rossii GC to
level A+ (a very high level of solvency). The
forecast is «stable». The stable forecast means
a high probability that the rating will remain at
the same level in the medium term. Previously
the company had an rating A (a high level of
solvency), the rating forecast was «positives.

Positive influence on the level of the company’s
ratings was exerted by high liquidity indices (as
of 30 June 2013 the absolute liquidity ratio was
0.61, the current liquidity ratio was 1.84), the
growth and the high level of capital adequacy
(as of 30 June 2013 the adequacy ratio was
0.58) and the high quality insurance coverage (all
major types of risks are insured in the group with
a rating A++ from «Expert RA»).

«Obuv Rossii GC's financial indicators have been
steadily improving for several years. The Group
has actively entered new regions and increased
its share of the shoe market, which is still

IHGOpMaLWa 0 NMpUCBOeHM
KpeaWTHOro PenTuHra

C 2008 r. TK «0O6yBb Poccnm» npucBavBaeTca
PENTUHI KpeamTocrnocobHOCTM (4oroBop C pen-
TMHroBbIM areHTCTBOM 3A0 «3KkcnepT PA» 0 npw-
CBOEHWUM PENTMHIOBOM OLIEHKN).

KpeauTHbIM PeNTUHT (PEUTUHI KpeamuTocnocob-
HOCTWM) MPUCBaMBAETCA KOMMaHWAM BCEX OT-
pacnert 3KOHOMWKM W BbiparKaeT CyObeKTUBHOE
MHEHWe PeNTUMHIOBOr0 areHTCTBa «3KcnepT PA»
0 CMOCOBHOCTM KOMMAHMM CBOEBPEMEHHO U B
MoMHOM 06bemMe BbIMOSHWUTL CBOM GUMHAHCOBLIE
0bs3aTenbCTBa.

MeToaMka  perTuHra  KpeamTocnocobHOCTM
aaanTMpoBaHa K CneuyduyeckinM 0CobeHHOCTAM
POCCUIMCKOrO PblHKA M HE Y4UTBIBAET CTPAHOBOMO
purcka Poccnm, T.e. KpeauTHbBIM PENTUHE NpucBa-
MBAETCA areHTCTBOM TOJIbKO MO HaLMOHAbLHOM
WKasne. KpeauTHbIN pernTUHE BKIYAeT NPorHo3-
BO3MOHbIX M3MEHEHMM B S3KOHOMMYECKOM cpeae
N OLEHKY MepCnexkTMB pasBUTUA KOMMAHWM Ha
CpeaHeCcpO4HyIo MepcnexkTmBY.

B okTtAbpe 2013 roga PelTWHroBOE areHTCTBO
«3IKcnepT PA» MOBBICMIO PENTUHI KpeamTocno-
cobHoctn K «ObyBb Poccums 00 ypoBHA A+
(04eHb BBICOKMI YPOBEHb KpeamToCcrnoCcobHOCTH).
MporHo3 «CTabunbHbIMs. CTabunbHbIA MPOrHO3
03Ha4aeT BbICOKYD BEPOATHOCTb COXpPaHEeHWA
PENTUHIA Ha MPEXKHEM YPOBHE B CPeAHEeCPOYHON
nepcnektTrBe. PaHee y KOMMNaHuM OencTBOBan
pPenTUHI A (BbICOKMI YPOBEHb KpeamnTocnocobHo-
CTW), NMPOrHO3 MO PENTUHIY «MO3UTUBHbIM».

MonoxmTENBHOE BAWAHME HA YPOBEHb PENTUH-
rOB KOMMaHMN OKa3a/v BbICOKME mMoKasaTenm
nmKBMAHOCTM (Ha 30.06.2013 Ko3adpuumeHT ab-
COJIIOTHOM NIMKBMAHOCTM cocTaBmn 0,61, TekyLuen
— 1,84),p0CT 1 BbICOKMM YpOBEHb A0CTATOUHOCTM
kanmTana (Ha 30.06.2013 Ko3dduumeHT gocta-
TouHoCcTK cocTaBunn 0,58) M BbLICOKOE KayecTBo
CTPaxoBOW 3aLLMTLI (BCE OCHOBHbBIE BW/bl PUCKOB

undersaturated and weakly consolidated. Thus,
the company plans to substantially increase
the number of chain stores every year in order
to meet the high demand of the population, and
to commission a new shoe factory in Cherkessk,
which will serve the centre and south of Russia.
These factors have exerted a positive influence on
the rating,» said Head of the Unit for Corporate
and Investment Ratings for «Expert RA» Pavel
Mitrofanov. Agency experts also point out the
high diversification of revenue by region, the low
level of foreign exchange risk and high business
levels.

The Expert RA rating agency assignedbond issue,
series 01 (ISIN RUOOOAQJRKQ4, registration
number 4-01-16005-R) of Obuvrus (LLC) (part of
the Obuv Rossii GC) a rating of level A+ (a very
high reliability level).

The grade of the bonds corresponds to the
creditworthiness of the issuer (A+, a very good
credit rating). In the opinion of agency analysts,
the credit quality of the bonds and of the issuer
will continue to correspond in the future, which
is why, if the issuer’s credit rating changes, the
grade of the bonds is subject to revision too.

PEUTUHI

'K "06ysb Poccun”

Cpok pehcTosn — ¢ 24.10.2013 ne 23.10.2014
NS G MOMEHTE KIMBHEHIT _Wm

O4EHE BEICOKWIA YPOBEHE
KPEOWTOCNOCOEHOCTH

VIHOOPMALIA O MPYCBOEHIN KDEAWTHOMO PEATUH

FpyMnbl 3aCTpaxoBaHbl B KOMMaHWAX C PeNTUH-
roM A++ 0T «3KcnepT PA»).

«OuHaHcoBble nokasatenn MK «0bysu Poccums
CTabWNbHO YNYYLIADTCA Ha MPOTAMEHMM Mo-
CNeaHnX HeCKOMbKMX 1eT. pynna akTMBHO 0CBa-
MBaeT HOBble PErnoHbl U yBeNMYMBaEeT 400 Ha
06YBHOM pbIHKE, KOTOPbIN MOKa Mafio HacblLLeH
1 cnabo KoHcomAamMpoBaH. [1na 3Toro B mnaHax
KOMM@HWM  CTOUT  CYLLECTBEHHOE eMeroaHoe
yBEMYEHNE KOMM4YeCTBa MarasvHoB CeTW Ans
YOOBETBOPEHMA BbICOKOFO CMpoca HaceneHws,
a TaKXKe BBEAEHVE B 3KCM/yatalmio HOBOW 06-
yBHON Gabpuke B Yepreccke, KoTopas 6yaer
06CNy*MBaTb LIEHTP U tor Poccun. 3T daxTopsl
OKa3a/M MO3UTUBHOE BAMAHME Ha PENTUHI», —
O0TMeYaeT PpyKoBOAMTENb OTAeNna KoprnopatvB-
HbIX 11 MIHBECTULMOHHBIX PENTUHIOB «3KCNepT PA»
MNaBen MuTpodaHoB. IKCNepTbl areHTCTBA TaKKe
BbIAENAOT BbICOKYIO AVBEPCUOUKALMIO BbIPYYKM
MO PernoHam, HMU3KM ypOBEHb BaIIOTHBIX PUCKOB
1 BbICOKME MOKa3aTenv Aes0BOM akTUBHOCTY.

PenTMHroBoe areHTCTBO «3IKcnepT PA» mpuceo-
M0 PENTUHI  HaAeHOCTW  0bAMraLMoHHOMY
Bbinycky cepum 01 (ISIN RUOOOAOJRKQ4, peru-
CTpauMoHHbIM Homep 4-01-16005-R) «O6yBb-
pyc» (000) (BxoguT B TK «0byBb Poccuny) Ha
ypOBHe A+ (BbICOKMIN YDOBEHb HAAEHHOCTH).

PelTvHr HagersHoCcTV obauvraumi  cosnagaeTt
C PeNTMHIOM KpeamToCnocOBHOCTM 3MUTEHTa
(A+, BBICOKMIA YpOBEHb KpeamMTOCroCOBHOCTM).
Mo MHEeHWI0 aHaMTUKOB areHTCTBa, KpeauTHoe
Ka4ecTBO 0b6nMraLmi 11 caMmoro aMMTeHTa byayT-
COBMagaTh M B Aa/bHENMLLEM, MO3TOMY NpK 13Me-
HEHWN KPeanTHOrO PeNTUHIA SMUTEHTA PeNTUHN
HaOeHHOCTX 0B/IMMaLMOHHOIO BbINyCKA TaKkHKe
NOANEHNT MEepPecMoTpy.
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CONTACTS

Obuv Rossii

630110, Novosibirsk,

Bogdan Khmelnitskiy’s St., 56
Phone: + 7 (383) 280-80-26

SEC02@0BUVRUS.RU
WWW.O0OBUVRUS.RU

KOHTAKTHI

KoMnaHua «06yBb Poccum»
630110, r. HoBocKbMpCK,

yn. borgaHa XmeneHMUKOro, 56.

Ten.: + 7 (383) 280-80-26

SEC02@0BUVRUS.RU
WWW.OBUVRUS.RU



http://www.obuvrus.ru/
http://www.obuvrus.ru/

Obuv Rossii KomnaHua «0byBb Poccum»
Novosibirsk, 2014 Hoocubupck, 2014



