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The UNITED NATIONAL PROJECT in sphere the development
of Food-retail and goods procurement

FoodMaster& PrivateLabel-2015

Retailer and supplier: high time for
\ | ’ h | progressive collaborative solutions
/) h for strengthening positions on the

N _ﬁ_h _J_J # N market

International status: Experts and participants from
Ukraine, Moldova, Belarus, Kazakhstan, Europe.

EXCLUSIVE PROJECT -

an announcement of results and awarding the
winners of the Annual National Award among
retailers and suppliers -

«Retail-in-Ukraine» and
«Made-in-Ukraine» 2015.

To take part in voting as an expert you can by
requesting form by

e-mail: os@trademaster.com.ua

Tel: (067) 502-15-63

Video: participants about the conference

Actual information about market trends, actions and plans of kef' players.

Practical solutions for Chain-store and Suppliers’ Business Deve
beneficial cooperation.
New acquaintances and unlimited possibility for contracts signing.
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Andreas TITZE,

an experienced expert in
Category Management,
Merchandising and
Marketing, Managing
Partner of the UK &
Partners Group, Germany.
Over 20 years successful
career in leading retail
companies such as: Senior
Director - Head of Non-Food
Strategy Implementation at
METRO AG International,
Product Director (CPO),
CPO Walmart Germany.

for retail, preparation
for international tenders.

goods; 8 years -Top manager

Remy MEDINA
(Netherlands), Founder
of Food Business Invest,
international expert in
strategy and innovation

Experience: 6 years - at AMS
Sourcing BV - Negotiation of
contract for retailers member
of AMS on all categories of

of Private Label in SYSTEME
U has created
«U écologique» brand.

David BALOGH
(Budapest) - the external
auditor at Lidl (LIDL retail
chain includes more than
4,500 branches worldwide),
former commercial director
of the Eastern Division,

ex - director of the Aldi
store. More than 10 years
experience in trade.

Dlrector of «Tradmg Busmess
Network.»

Daria Perekosova,
senior researcher, Department
of services market research,
«GfK Ukraine» company

Trade Development Du'ector
at Communication Group
AGAMA

Vitaly B
Strategic Development Director
Ukraine &Belarus «Nielsen».

Vic
analyst «Skylme Software»

ugenr

genty
founder and d.lrector of the
training agency Getmanchuk
Group»

iya 5
Head of the PrivateLabel
Department, «<Eco Market».

natoly
Founder and Dlrector of
Consulting Group «De Facto»

a senior analyst at the direction
of permanent and media
research at TNS company in
Ukraine.
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! KAYA,
a counselor in lawyers
associations «Law firm «Vasil
Kisil and Partners».

atiana
Head of STM “METRO Cash &
Carry Ukraine”
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terGroup

>
practicing project manager
of categorical management,
supply chain management
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UP TO 250 PARTICIPANTS

: 11“ ) _,ﬁ“’.

Owners, CEO, commercial Bowners, CEOs, commercial HEADS OF RELATED INDUSTRIES
directors, directors of development, directors, heads of sales and marketing ~ (equipment, innovative solutions,
procurement, private label, marketing, departments, national managers logistics, packaging / packing, other
sales, HR; Managers in charge of the and brand managers of supplier solutions and services for business).

main aspects of success of the RETAIL ~ companies - the key partners of retail,
NETWORK and work with suppliers. lowners and managers of RETAIL OF
MANUFACTURING COMPANIES.

By management level By the Nature of Business:

I Owners, general, executive
directors;

6% I Director of Marketing,
9% 20% Development and PR;

B National and regional managers
whowork with key clients;

I Commercial Director;

I Heads of Private Label
Department and Category Manager;

I Manufacturers

I Related industries (consulting,
logistics, packaging, ingredients,

I Purchasing Director media and others.)
I Deputy Director, I Retailers
I Director of Sales Department B Distributors, importers

KEY TOPICS OF «FoodMaster&PrivateLabel-2015»

THE FUTURE OF FOOD-RETAIL

Key trends in the development of retail formats in Ukraine and Europe:

« Regional development.

« The development of trade channels.

o Current trends in consumer preferences in food trade and related groups (FMCG).

« Change of the vector in retail: the transition from earnings on trade shelves to earnings on the difference between the incoming
price and the price on the shelf. When and under what conditions it will happen?

o Prerequisites for achieving high growth in food retail sales.

KEY TOOLS FOR RETAIL CHAIN AND SUPPLIERS:

« Priorities and plans for the development of national and international chain stores for the coming year.

» How to win customer’s loyalty?

« Building categories and cooperation with the retail chain based on actual effectiveness indicators.

« Effective trade-marketing activities in retail.

o Effective shelf trade and trade on the shelf in food retail: Questions to evaluate the effectiveness and «profitability» of
procurement strategy in your Chain store.

o Chain stores procurement strategy compliance : the current market situation (competitive environment); dynamics
of consumers; the interests of the target groups of the retailer company: shareholders, commerce, marketing, buyers;
manufacturer’s motivation to continue to pay.

« Strategy for the goods appearance on the chain stores shelf: the conditions to achieve maximum efficiency in the usage of the
shelf space. What products and why will not get on the shelves of chain stores in the near future.

« Quality of Products: retail chains requirements, proactive steps of goods producers to improve the quality and the cooperation
with retailers.

« Tools of trade automatization and production in a changing environment.

PLANS OF PRIVATE LABEL

» Global trends in the development and promotion of Private Label goods. Private Label Dynamics by sectional formats,
product categories, companies in Ukraine.

« Private Label Market analysis: trends, consumer preferences.

« Secrets of Private Label effective positioning offers (in the context of price segments). Approaches to the formation of non-
price benefits of Private Label. Non-standard technology of Private Label promotion.

« Supplier’s audit and work on the PL goods quality improvement.

» How to make money on the Private Label - the leading retail chains in Europe create sustainable success.

» Expectations of key retailers from of PL goods suppliers.

« Key changes in retailers Private Label portfolio in 2015.

TradeMasterGroup
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The conference program
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PROGRAM
9.00-9.30 | Registration, morning coffee and acquaintance.
9.30-11.30 | SESSION 1. International Opening Session: Perspectives of retail development and retail players:
9.30-9.40 | Opening of the National Project
9.40-11.30

FMCG MARKET
OVERVIEW

ANTI-CRISIS
STRATEGIES

FOCUS ON
THE CUSTOMER

OPTIMIZATION OF
BUSINESS PROCESSES

Key trends in the FMCG market in Ukraine: Changing of customer’s satisfactions by
various shops characteristics.

« Location of your grocery store or market regarding your place of residence or work

o Availability of healthy foods and beverages

o Availability of online ordering and home delivery

o The variety of products available to you

o The presence of organic and eco-friendly products

o The presence of new or unique products

« How do customers choose products: using a mobile phone / smartphone in stores when
shopping and choosing a product? }

Daria PEREKOSOVA, senior researcher, Department of services market research,

«GfK Ukraine» company (retail and geomarketing).

Effective ways to increase the efficiency of the retail business, applied top retailers of the

country.
Viable Strategies of leading FMCG suppliers for 2014-15 : how business can survive in Ukraine with the index of
inflation over 25%.
Invited retailers: «Billa Ukraine», «Caravan», «Omega (VARUS)», «Eco Market», «Volwest Group» (Nash
Kraiy), «Velyka Kyshenya», «Fora», «ATB -market» «Metro», «Auchan», «<NOVUS Ukraine» and others.

The analysis of consumer sentiment: food retail in the eyes of the consumer.

« How the financial situation of the Ukrainians has changed, their consumer

sentiment, attitude towards spending, buying? What are their psychological attitudes
regarding purchases, money spending.

o How Ukrainians save money, what expense items is primarily fall under

savings article?

Olga GARYGINA, a senior analyst at the direction of permanent and media

research at TNS company in Ukraine. TN S

Improving the efficient cooperation of the retail network and the supplier by routine

operations automatization, obtaining current information for management decision-
making.

» Management improvement in cooperation with the suppliers. Suppliers’ prices Analysis,

monitoring of cooperation conditions with suppliers.

o Cost savings by increasing the turnover of the warehouse and control the cost of stocks

in warehouses.

« Efficient and precise planning and control of sales.

o Management of customer orders.

o Obtaining the operational information for decision-making in real time.

Victoria ILCHENKO, business analyst «Skyline Software» (the distribution of «1C» 1-| (L:

programs in Ukraine).

TradeMasterGroup
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11.30-11.45 | Coffee-tea-break, informal communication and acquaintance

11.45-12.05 | HALL «FoodMaster: business ideas for the HALL «PrivateLabel as an effective business development
development of partnerships, increasing tool for manufacturer and retailer»
profitability of retail chain and supplier»

12.05-13.10 The market of discounters today - Category Management & Total Profitability

CHANGES IN THE
ASSORTMENT
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E-COMMERCE
IN RETAIL

experience of Europe and Hungary.
Assortment policy, analysis of changes.
The formation of a unique price basket
(the example of Lidl).

David BALOGH (Budapest) -

the external auditor at Lidl
(LIDL retail chain includes more

~l than 4,500 branches worldwide),

former commercial director of the Eastern Division,

ex - director of the Aldi store. More than 10 years

experience in trade.

FMCG market in Ukraine. What business

has to do today?
o Attitude and anxiety of customers.
o Overview of the FMCG market in Ukraine.
« Where should Ukrainian manufacturers direct the
vector of business development today?
« Prospects for Ukrainian suppliers in accessing the
neighboring countries’ markets.e Private Label as a
tool for sales growth.

Vitaly BRYK,

Strategic Development Director
Ukraine & Belarus

«Nielsen».

nielsen
Trends and driving forces of E-commerce
in Ukraine. Obtaining an information
about a product online - services for
simplifying relations in the chain
«supplier - retailer».

Oksana SKOROMNAYA,

Director of f " \
«Trading Business TBN
Network.» \ /

Management. Private Label Manufactoring
as it’s integrated part.

Andreas TITZE, an experienced
expert in Category Management,
Merchandising and Marketing,
Managing Partner of the UK &
Partners Group, Germany.

Over 20 years successful career in
leading retail companies such as:
Senior Director - Head of Non-Food Strategy
Implementation at METRO AG International, Product
Director (CPO), CPO Walmart Germany.

Signing an effective contract between the
manufacturer and the retail chain. How to
consider all the important details in the

contract.
« Legal aspects of relations between suppliers and
retailers.
o Legal features of the supply contracts signing;
pricing issues, including the «bonuses», the
essence of marketing services provided by retail
chains; information support for suppliers; defining
characteristics of the basic conditions of contracts;
requirements for the contracts from;
« Possible consequences of the «cartel case», initiated
by the Antimonopoly Committee of Ukraine in Kiev
against retailers through the prism of relations between
suppliers and retailers.

AONATIAdXH
NvVddOdNd

Walmart

ddI'TddNS ANV
JHTIVLIAY -LOVILNOD

Anna SISETSKAYA, a counselor in
lawyers associations «Law firm

«Vasil Kisil and Partners».

Since 2000 is in the Top 3 and 7 times
headed the national ranking of law
firms, which annually is held by
publishing house «Legal Practice».

BACHADL KUCHAD U INMAPTHEPHI

FOFMAWMHECK AR SRR FM A
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13.10-15.00 | The construction of the legal system of | Private Label development strategy during
ax optimization and iegal security o € Crisis :
tax optimizati d legal ity of the crisi
industrial business in cooperation with . What strategies has to be developed by retailer to
retail chains in Ukraine and on the EU | increase and preserve profit from PL?
Z ket » How to increase the margin?
9 marXxets. o Retailer’s plans for the categories development and
v : Anatoly KUZHEL. Found increasing the share of private
natoly , Founder .
N labels in th tment.
ﬁ E and Director of Consulting Group abeis I e assortmen £ -
= «De Facto». Member of the | 12, KOMAROVA, Head of the g =
o Taxpayers Association in Ukraine, PrivateLabel Department o ;
@) a member of the Conciliation Board, «Eco Market». P ’ scle
which review the controversial Q
«Best PL Manager of the retail .
issues in the field of taxation at the
Main Directorate of the chain-store 2012-13.» by a vote of
o . the «Private Label» Conference
Ministry of Incomes , Kiev. participants.
EAC T 0. 2010-2014. - has been working at
COMSULTING GROUP Ukrainian Retail Ltd (Retail Chain
Brusnichka) in the direction of Private Label
Retail chain-stores’ staff. Corporate ethics development as a Head of the Department.
as a form of sales promotion: Speaker’s video message for the suppliers.
« How does employees” behaviour at the trading hall
. affect on the rise and fall of sales at the retail chain- 3 . titive feat f Privat
as store, how does it stimulate buyers for spontaneous maln. comp e 1 .lve ca ures.o _rlva ¢
— purchases? Label: differentiation, dynamics, income.
Z E « How to bring up great personnel? o Colour actualization of the goods. Printing .
O < Solutions for colored labels. o Z
S ; Eugeniy GETMANCHUK, o Application of .the required inf(?rmation on the : %
Q founder and director of the product, the equipment for marking. > =
8 training agency o Identification of the product, RFID tags, control of % >
«Getmanchuk Group», one of goods’ movement. RFID Equipment . > g
the Top 10 best coaches of the CIS in | ° The fight against counterfeiting. Usage of equlpment Q >
the category «Management» for protective elements application % »
. [
Author «Effective Manager» Project. on the label. Z
The winner of the nomination RNV Ghgy
- B - Igor SIDORCHUK,
«The Best Training Company», Di
category: «Development Manager», irector of
2013 '\k «In-Mash».
14.00-15.00 | Lunch Time.
15.00-15.20 “mgsightedness led to loss of one
million customers.

How does the manufacturer can Z Q
cé; % Tatiana SKOROBOGATOVA, successfully combine the production of the :‘2 %
== gmde D e‘,’el‘t’?’ m‘gt D;:f:g:}t’;A brand and Private Label goods? Criteria co
S O ommunication Grou , . o
> business coach, a leading expert on f9r successful Private Labe'l products % —
=~ g trade marketing. project. How to become a reliable partner = E
= Experience i thggnciti nwh £ for Retailer? % =
O < Marketing Director in the 4. lﬁ_‘ﬁ m % Z

o)

largest industrial food
companies («Hercules»,
«Kolbiko», «Hladik»).

e o mmpnlcat o n =
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http://www.trademaster.ua/video/96
http://getmanchuk-group.com
http://www.trademaster.ua/training/index.php?page=trainers&id=13

15.20-17.00 Value-based Marketing: The requirements of European retailers
8 q P
How difficult is it to implement it in the and their approaches in cooperation
company on your own? with suppliers of Private Label. Practical -
» Why is it necessary to change approaches recommendations for Ukrainian suppliers =
to que.lntltatlve estimate of the marketing on coop eration with for eign retailers. [-j §
effectiveness? I ti in Private Label 7 =
% « A bit about quantitative estimates (for example, nnovations in rrivate Label o =
= S the requirements of the IPA. ;g ;
SN « Practical examples: Remy MEDINA (Netherlands), 2= =
E o - Planning of marketing actions (instruments, Founder of Food Business Invest, . E
< F actions): implementation procedure, plan-fact international expert in strategy and
p= analysis, results; innovation for retail, preparation for
- The effectiveness of working with customer:tool | infernational tenders. ‘
for loyalty analysis at the point of sale.; Experience: 6 years -at AMS Sourcing
- The procedure of «debriefing» in the S&OP and | BV (strategic-buying alliance that currently works on
comparison with marketing expectations. behalf of TOP 10 European food retailers) - Negotiation
of contract for retailers member of AMS on all categories
A E Jaroslav STEPCHENKOYV, of goods; 8 years -Top manager of Private Label in
ﬂ practicing project manager SYSTEME U (one of the largest retail chains in France,
P % of categorical management, more than 800 hypermarkets and supermarkets),
supply chain management has ’createfil
' L (experience in the top positions at systeme «U écologique» brand.
Medcom Company, «Retail Group»,
: «Sugar Union UkrRos» and else).
An effective instrument to achieve high How t(,) form a complex and competltfve g
d o . portfolio of PL? How to hold a tender in a =
= ynamics in food retail sales. oh stak th th 3=
7. Creation and implementation of right way and not to be mistaken with the = §
H A . PL manufacturer? The case of successful = =
O < marketing strategy that ensures the ) ., b
A experience. Suppliers’ common errors. O ~
B success of sales. = 5
['mt" Summing up on the main ideas and suggestions to . 5 =
optimize cooperation «Retailer-Supplier». Among the experts of the session: =
Tatyana KOT, Head of PL Department at <METRO
Cash & Carry Ukraine».
Also among other invited are:
ATB-Market, Fourshet, Auchan, Retail Group, others.
=
Offers from leading suppliers o=
for retailers to cooperate in Private Label e i
projects. % ;
»
=
The expert from the PJSC «VGP» g3
company (TM «Ruta»). =
17.00-17.10 | Coffee Break, preparation for the negotiating tables.

TradeMasterGroup
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17.10-19.00

THE NEGOTIATING
TABLES

about the goods supplies

(Brands and Private Labels)
retail chain-stores - international,
national, regional, and foreign
(Ukraine, Russia, Moldova,
Belarus, Kazakhstan, Poland).

19.00-21.00

NATIONAL
AWARD

FOURCHETTE FOR ALL PROJECT PARTICIPANTS:

Awarding the winners of the annual National B2B Award among retailers
«Retail-in-Ukraine-2015» in the nominations:

FOR THE FIRST TIME! «The best Anticrisis partner», «Sales dynamics»
«The professionalism of the team,» «The quality of logistics», «Retail-chain
entry conditions and marketing support (of suppliers)», «Stability of mutual
settlements»

And awarding the producers of the country - «Made-in-Ukraine-2015».

YOU ARE INVITED!

TradeMasterGroup
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Responses about conference

«Participation in the conference allows to get increased sales with
economic efficiency in the Private Label direction.

Such conferences bring together suppliers and retailers in order to find
solutions in issues of cost optimization in PL project».

Alexander Trohimenko,

«The conference allows us to analyze the vision change of cooperation
with Retail chain-stores. Holding such events is really important in that
case if the chain-stores representatives of the Ukrainian market will listen
to the Manufacturer.»

Constantin Valiano, «Millennium»
Chocolate Factory

«This conference - it is an opportunity to establish contact with retailers
with the prospective for further cooperation. This conference was marked
by new acquaintances that have led to the positive results and the signing
of new contracts.»

Christina Gisem,
LLC «Corado Canning Inc.»

«I have found a way of rapprochement with manufacturers and trade
organizations to promote their products. Clear organization. Deep,
meaningful, dynamic, visually. Thank You!»
Michael Chmykhov,
LLC «UAPROM»

«The search for new suppliers, new capabilities of PL positioning
(European experience). The conference opens up the possibility of open
dialogue with producers and other market operators.»

Irina Goloborodko,
LLC «<METRO Cash & Carry Ukraine»

«New knowledge, new experience in the fields of interest, development
perspectives. Holding conferences and participation in them is important
because it gives the opportunity to keep up with the times.»
Maria Marta Drapyata,
Ltd. FDI «Ekonia»

«Getting the foreign experience of PL development and promotion,
acquaintance and further cooperation with new suppliers. Signing
contracts with new partners, discussing and resolving issues, obtaining
the information about retailers, suppliers and the market.»
Olga Bilan,
LLC «Ukrainian Retail»

«It is very important to bring together manufacturers and retailers,so

they could hear each other, to find the direction for the movement, could
understand problems of each other and find solutions. «

Sergey Ozinkovsky,

«VPK-Ukraine»

TradeMasterGroup
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Opportunities for participation in

Conditions of participation in the conference: Food Private
SERVICES INCLUDED IN THE PARTICIPANT PACKAGE BUSINESS
The presence at the Conference in any hall up to your any row, 2 3 row 1 row
choice except 1-3
Conference’s participant Package with an informational
materials and catalog, Speakers presentations, obtaining the es es es
presentation of speaker in electronic form (by e-mail, after y y y
the Conference)

Coffee breaks, lunch yes yes yes
Placing an information about your company in the 50 words +
conference catalog with contacts (when submission of the contacts 1/2 pages 1 page

information until April 24)

Help in organization the acquaintances with other
participants, which you are interested in by your personal yes yes yes
manager at the conference.

aa + logo on

Participant’s personal certificate yes yes certificates
List of contacts (name, position, address and landline
no no yes
phones)
Participation in the negotiation table of retailers and
: yes yes yes
suppliers
Placement of Company’s informational materials yes,
. e brochures,
in the participant packages at the conference or at the front no no presenta-
desk tions, etc.
yes
Placing a banner in the hall where the Conference will be (dlilp £ h
held, or stand in the lobby no yes stand with
’ the partici-
pant)
The participation fee, $ 200 300 400

Possible discounts *:
* 2 participants from the company - 5%, 3 and more participants from the company - 10%
e Participants of the TradeMaster Group Conferences - 10%

* Discounts are not cumulative

Phones for registration:

+38 (067) 502-15-63,
os@trademaster.com.ua
www.TradeMaster.UA

TradeMasterGroup
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