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BELUGA GROUP 
IS…?



Ekaterina Smekhunova 
Head of Sales, Duty Free Channel

 ...Russian 
company 
running global  
business
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2017 performance highl ights

15%
OPE R AT I N G  
P R O F I T 

138%
NE T P R O F I T

13%
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B E L U G A  I S  No.1 
IN  T H E  S U P E R P R E M I UM  S E GM E N T  

O F  V O D K A  I N  R U S S I A

9 , 000  
EMP L O Y E E S

 80COUN T R I E S  O F  P R E S E N C E ,
B R A N D S  A R E  R E P R E S E N T E D  O N  5  C O N T I N E N T S

BE LUG A GROUP No.1
I N  T H E  V O D K A  

M A R K E T  O F  R U S S I A

P O R T F O L I O  O F  
T H E  C OM P A N Y  

I N C L U D E S  
MO R E  T H A N

80 
BRAND S
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Alexander Mechet in 
Chief E xecut ive Of f icer of BELUGA GROUP

message  
from the chief executive officer
In 2017, our company continued to strengthen its market position and retain 
the leadership.

So, BELUGA GROUP is No. 1 vodka company in Russia. The group also 
consolidated the leading position in the segment of alcoholic beverages.  
The company has got a unique distribution platform, and none of the competitors 
can do the same. Vodka Beluga steadily holds the superiority in the superpremium 
segment. The Belenkaya brand is still No. 1 in the mid-price segment and  
No. 1 vodka in Russia. BELUGA GROUP is a leading taxpayer in its industry. 

If we talk generally about the activity the company ran last year, in real 
terms, it showed a 2 % growth. In the category of alcoholic beverages, there 
was a more significant growth — by 6.5 %. The Russian cognac group grew by 
+34 %. The growth of imports was 51 %, and the potential of this direction is 
still huge. Export in 2017 showed a sound result. The sales volume of vodka 
Beluga increased by +20 %. The growth was caused not only by the increase 
in sales in the CIS and the Baltic States but also in countries outside the CIS, 
including the US, as well as in the Duty Free channel. Stable growth was also 
shown by the portfolio of export products, sales were mainly carried out to 
Eastern Europe and CIS markets.

In the reporting period, we concentrated on business diversification and 
organic growth, thus focusing on operational efficiency and the introduction  
of innovative technologies in all areas of activity. Along with favorable market 
conditions, this allowed BELUGA GROUP to increase sales in monetary terms 
by 6 %, operating profit, by 5 %, and net profit, by 138 %. A number of external 
factors also had a positive impact on our performance: the ongoing 
legalization of the market, the balanced national excise policy, and stabilization 
of the work of the EGAIS in the retail system. The purchasing power  
of consumers is being restored, which also positively affects the market.

In 2017, there was another 
important event — a massive 
rebranding: the Synergy group 
became BELUGA GROUP.  
We are rapidly moving forward 
transforming from a Russian 
alcoholic group into an internatio-
nal player with the name —  
BELUGA GROUP. I am confident  
that the new name will positively 
influence the further dynamics  
of the group development, creating 
additional opportunities for 
business growth in general.

In the reporting period,  
the company continued its growth 
and development, formed a serious 
portfolio of brands. This allows  
us to set ambitious plans and 
aggressive tasks, boldly enter  
the market with new products,  
and make, perhaps, the best offers 
for our customers. The company 
strives to develop a premium 
segment, which will help the 
business become more stable  
and bring more revenue.

DEAR COLLEAGUES!
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MISSION
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We fill brands with 
HIGH-QUALITY AND EMOTIONS 
to raise glasses full of  
cheer and good spirits.
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Irina Parashchuk
Recruiting and Training Manager

…9, 000 
talented 

employees
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Sergey Molchanov 
Chairman of the Board of Directors of BELUGA GROUP

message  
from the chairman of the board  
of directors
In 2017, BELUGA GROUP implemented plenty of things: launched a number 
of new products, made successful product relaunches, increased its 
presence in the important Russian Cognac category, excelled in import  
and export, successfully developed distribution, worked on efficiency 
(production and even personal) — for the first time the group paid so much 
attention to personnel training. Employees pass more than 15,000 distance 
courses a year. More than 500 specialists annually improve their 
qualifications. Senior executives attended the Moscow School of 
Management SKOLKOVO this year. And the company is not complacent, 
there are ambitious plans, launches, and projects ahead. 

The group has so far managed to form a diversified portfolio of its 
own and imported brands. Each of them performs an important function 
and in a certain way helps the company achieve its goals and objectives. 
All our brands are trusted by consumers because we stake our own 
reputation on the quality of each name. So, last year, the company 
continued to develop non-vodka categories: BELUGA GROUP has become 
the 4th in the category "Cognac", slightly inferior to competitors, but 
already in 2018 I think we will be able to compete for the leading position. 
The group also showed the growth in the category of alcoholic beverages. 
In addition, we launched a number of new products in the premium 

segment, which we will actively 
develop in 2018. 

Renaming of the company  
as BELUGA GROUP was, of course, 
the important event of the past 
year. We believe that this brand 
will help enter the markets that 
are not yet mastered, interact  
with the external audience more 
easily, and achieve the set goals. 
The last year showed that the 
people working in the company  
do not afraid of changes. They are 
motivated by the desire to grow, 
develop, change themselves  
and things around them.  
And in such a team of bold  
and enthusiastic people, following 
the planned strategy, we will 
continue moving forward next year.

COLLEAGUES!
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VISION
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Being the best alcohol company,  
which sets high standards of ethical 
business in general and within our industry,  
WITH THE PRODUCTS THAT ARE ALWAYS 
NUMBER ONE for the consumers in any 
category and at any point of sale.
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 …No. 1 in the market  
of superpremium 

alcohol  
in Russia

Katerina Mechetina
Beluga Brand Director 
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posit ion in the industry
BELUGA GROUP IS THE LARGEST 
COMPANY in the Russian alcohol 
market that produces and sells 
various alcoholic drinks of  
the highest quality. 

The group brings together  
over 9,000 talented and professional 
employees and represents its 
products in more than 80 countries 
of the world on five continents. 

Today, the company takes 
the first place in the production  
of vodka in Russia with a market 
share of 12 % and the production 
of alcoholic beverages with a market 
share of 22 %. The star of our 
portfolio is the superpremium 
Beluga brand — the leader of  
the segment with a market share  
of 60 %, and the Belenkaya brand 
is the absolute market leader  
in terms of production volume.

Brand names included  
in the portfolio of the group are 
represented in all major segments 
of spirits. Today, the main brands 
of BELUGA GROUP in the vodka 
segment are: Beluga, Myagkov, 
Belenkaya, Tsar. In the segment  
of Russian cognac, the leading 
positions are taken by such 
well-known brands as  
the Zolotoy Rezerv, Le Lion  
de Pierre, Staraya Gvardiya,  
in the category of champagne  
and sparkling wines, the VOGUE 
brand. The group leads  
in the production of bitters  
and liqueurs with the Doctor 
August line. 

Not only does the company 
produce but also imports ➔ Continued on page 16 
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first-class drinks from global 
manufacturers, being the largest 
independent distributor in Russia. 
BELUGA GROUP exclusively 
represents and sells products  
of the multibrand company  
William Grant & Sons and the 
cognac house Camus. The group 
also exclusively represents in 
Russia the Riga Balsam bitter,  
the Torres brandy, the Barceló rum, 
the products of the world wine 
companies, including such 
famous brands as Cono Sur, 
Maset, Pasqua, Gerard Bertrand, 
Domaines Barons de Rothschild, 
Calvet, Masi, Faustino.  
BELUGA GROUP is a partner  
of the global leader Bacardi  
on bottling and packaging of 
William Lawson's and William 
Lawson's Super Spiced whiskies. 

The unique production  
and logistics system of the group  
is also the pride of the company. 
BELUGA GROUP manages six 
factories located throughout  
the country. Some of them have  
more than a century of history  
and extensive expertise.  
All production facilities of the group 
use the most modern equipment.  
BELUGA GROUP also manages  
its own distribution system  
in Russia, which employs more 
than 3,500 professionals. 

An additional area of activity 
of BELUGA GROUP is the production 
of food products, which is carried 
out by the subsidiary company 
PentAgro JSC.

The stability of the group's 
business objectively confirms  
the long-term international rating 

at the level of «B+» assigned by 
the FITCH rating agency in the fall 
of 2017.

BELUGA GROUP is a reliable 
participant in the national alcohol 
market, which pursues a purposeful 
policy of social responsibility. 
Marketing of alcoholic beverages 
must be carried out without fail  
in the most appropriate way.  
The group's activities on promotion 
and distribution of its products are 
aimed at adult consumers and are 
conducted taking into account all 
social and legislative aspects. 

In addition, the group is  
a responsible taxpayer: according  
to the results of 2017, the total 
payments to budgets of  
BELUGA GROUP together with  
its subsidiaries of various levels 
amounted to more than RUB 25 billion.
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- 

Andrey Panfilov
Senior System Administrator

...18 years  
of growth  

and development
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history of the company
THE HISTORY  

OF BELUGA GROUP  
is a unique example 

of the rapid rise  
of the Russian 

alcohol company  
that developed  

a transparent 
business based  

on the best 
international 

practices and built  
up a team  

of enthusiastic  
and dedicated  

people — people  
who create  

brands.
.

1999
THE FOUNDATION  
of the Synergy group. 
The goal is to excel 
every other company 
in the industry in all 
respects: quality  
and range of products, 
manufacturing 
process, business 
scale.

2000/ 
2004
THE CREATION  
of a high-capacity 
production unit,  
the formation  
of extensive 
distribution  
network.

2005
THE COMPANY  
is one of the eight 
largest producers  
of spirits  
in Russia. 
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2006
THE GROUP 
occupies the fourth 
line on the industry's 
Olympus. 
 

2007
WAS a turning  
point — the portfolio  
of brands was 
replenished  
with superpremium  
vodka Beluga.  
The company  
also acquires  
the Belenkaya  
vodka brand  
and successfully 
enters the initial 
public offering of its  
shares on the stock 
exchange, reaching  
a capitalization  
of more than USD  
1 billion.

2008
BELUGA BRAND 
enters the markets  
of European 
countries  
and the USA where  
the company opens 
the first foreign 
representative office. 
The portfolio is 
replenished with  
the Myagkov brand. 
Cooperation  
with the biggest 
movie and show 
business stars  
begins ― the adver- 
tising contract  
with Sylvester 
Stallone is signed. 
Brands of  
the company,  
sold in volumes  
of more than  
1 million cases, 
become permanent 
participants  
in international 
influential ratings 
held annually  
by Impact, Drinks 
International 
Millionaires Club, 
IWSR, The Spirits 
Business. 

2009
THE GROUP enters 
the markets of  
the Middle East, 
scales up  
the European 
expansion, 
extensively  
covers the channel  
of the sale of  
Duty Free,  
and receives  
the status of  
one of the fastest 
growing Russian 
companies.  
There is an increase  
in production 
volumes due  
to the expansion  
of the range  
and categories  
of products. 
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2010
THE COMPANY  
made a rapid  
entry into the top-3 
Russian alcoholic 
leaders with  
a production  
volume of more  
than 140 million 
liters of products.
.

2011
THE GROUP signs  
an exclusive 
distribution 
agreement with 
William Grant & Sons. 
A new direction  
in business  
opens, which will 
subsequently grow 
to a significant scale, 
and a collection  
of imported brands 
will be replenished 
with brands of  
the cognac house 
Camus and a number 
of other well-known 
international 
manufacturers also 
on an exclusive 
basis. A unique 
distribution system 
is formed, which  
now involves  
more than 3,500 
employees.

2012
THE COMPANY 
continues to expand 
its portfolio of  
own brands. 
The Beluga Allure  
and Beluga 
Transatlantic  
Racing are  
entering  
the Russian  
and international 
markets. 

2013
NEW CONTRACTS 
ARE CONCLUDED  
in North America 
with Southern Wines 
& Spirits. Beluga 
enters the Chinese 
market. In Russia,  
we launch our own 
Fox & Dogs whisky 
and the group of 
cognacs ― Bastion,  
Le Lion de Pierre, 
Doctor August 
bitters.
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2014/ 
2015
THE COMPANY 
replenishes  
the ranks of imported 
brands with new 
categories, among 
which are tequila, 
rum, and gin  
from eminent 
international 
producers.  
The group allocates  
wine distribution  
in a separate 
direction and 
presents collections 
of wines from 
producers from 
France, Spain,  
Italy, Chile, and 
South Africa  
on the market.

2016
THE GROUP 
confidently  
enters the top-3  
Russian cognac 
producers, remai-
ning number one  
in the vodka market. 
The company has 
signed a unique 
agreement with 
Bacardi on bottling 
William Lawson's 
whisky at its 
production facili- 
ties. The group 
introduced bitters: 
Beluga Hunting  
Berry and Beluga 
Hunting Herbal.  
The top of the brand 
creation process  
was the release  
of the limited  
unique product, 
Beluga Epicure  
by Lalique.

THIS IS NOT  
THE END  
OF THE HISTORY  
OF BELUGA GROUP. 
There are new 
discoveries, bright 
victories, creation  
of new wonderful 
drinks for the most 
demanding 
consumers.  
That is how  
the company  
creates not only 
brands and mood  
but also its own 
history.
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Arkhangelsk iy Dist i l ler y 
Joint-Stock Company

Khabarovsk iy Dist i l ler y 
Joint-Stock Company

Mariinsk iy Dist i l ler y 
Joint-Stock Company

Bast ion Founded in 1942 
Joint-Stock Company

Ussur iysk iy Balm Open 
Joint-Stock Company

Georgievsk iy. Tradit ions  
of Quali t y Dist i l ler y L imited 

L iabil i t y Company 

Beluga Group Public Joint-Stock Company 

Synergy Capital Joint-Stock Company 

Beluga Group Vostok Joint-Stock Company 

22/23

structure

H O L D I N G  C OM P A N I E S

D I S T I L L E R I E S
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 DAKGOMZ Joint-Stock Company 

 Mikhaylovskaya Poultr y Farm Joint-Stock Company 

 USSURIYSKIY Dair y factory Joint-Stock Company 

 Nakhodk insk iy Meat Processing Plant Open Joint-Stock Company 

 Tsarevshchinsk iy-2 Breeding Poultr y Plant Joint-Stock Company

F O O D  P R O D U C T I O N  P L A N T S

T R A D I N G  H O U S E S
 Beluga Market L imited L iabil i t y Company 

 Beluga Market Arkhangelsk Joint-Stock Company

 Beluga Market Vostok L imited L iabil i t y Company

 Beluga Market Dalniy Vostok L imited L iabil i t y Company 

 Synergy Impor t L imited L iabil i t y Company

 Beluga Market Khabarovsk L imited L iabil i t y Company

 Beluga Market Region L imited L iabil i t y Company

 Beluga Market V ladivostok L imited L iabil i t y Company

 Beluga Market Perm L imited L iabil i t y Company

 BELUGA VODKA INTERNATIONAL LIMITED

 Beluga Bout ique L imited L iabil i t y Company

 Synergy Market Region L imited L iabil i t y Company
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BUSINESS PRIORITIES OF THE COMPANY ARE PRODUCTION, MARKETING, AND DISTRIBUTION OF ITS OWN 
PRODUCTS AND PRODUCTS OF PARTNER COMPANIES CARRIED OUT ON AN EXCLUSIVE BASIS.

ACTIVITY REPORT BELUGA GROUP 2017

business prior it ies
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Vladimir Dmitriyev
Key Account Manager

…brands to suit every taste



ACTIVITY REPORT BELUGA GROUP 2017

26/27

house of brands

OWN  B R A N D S

IM P O R T E D  B R A N D S

VODKA:

BELUGA, SNOW OWL, COPPER HORSE, BELENKAYA, 
MYAGKOV, ARKHANGELSKAYA, GEORGIEVSKAYA,  
RUSSIAN ICE, TSAR.

COGNAC (RUSSIA):

TIFLIS TREASURE, BASTION, ZOLOTOY REZERV, ARDELI, 
LE LION DE PIERRE, GEORGIEVSKIY, STARAYA GVARDIYA. 

OTHER CATEGORIES:

BELUGA HUNTING, FOX & DOGS, CAPTAIN'S COLLECTION, 
TRINITY, USSURIYSKIY, USURI, DOCTOR AUGUST, 
ARBATSKOYE, VOGUE.

WINE:

FAUSTINO, CONO SUR, CALVET, PICCINI, BAREFOOT, 
DOMAINES BARONS DE ROTHSCHILD, MARKUS MOLITOR, 
STARY TBILISI, PENASOL, VEUVE AMBAL, DUCKHORN, 
PASQUA, MONTELVINI, GARCIA CARRION, FRATELLI MARTINI, 
BODEGAS MURVIEDRO, DISTELL, BERTON VINEYARD.

SPIRITS:

THE BALVENIE, CLAN MACGREGOR, GLENFIDDICH,  
GRANT'S, MONKEY SHOULDER, TULLAMORE D.E.W., TORRES, 
BERNEROY, CAMUS, MILAGRO, XENTA, HENDRICK'S, 
PLANTATION, RON BARCELO, SAILOR JERRY, DRAMBUIE, 
ANTICA.
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highl ights of the year

R E B R A N D I N G

PA R T N E R S H I P S

One of the main events of the year is THE NEW CORPORATE BRAND OF THE COMPANY —
BELUGA GROUP. Through the renewed brand, it is planned not only to increase the recogni-
tion of the company and its products but also to bring the corporate culture to a new level,  
to strengthen the self-identification of personnel with the group's name. In addition,  
the new name will help strengthen relations with foreign and local partners as well as 
positions in Russia and abroad in the face of growing competition. Becoming BELUGA GROUP,  
the company can more effectively broadcast values and focus not only on the premium 
product of the company but also on the quality that is always at the highest level regard- 
less of the category and brand segment.

AGREEMENT WITH WILLIAM GRANT & SONS
In August 2017, BELUGA GROUP and the global producer of spirits William Grant & Sons signed 
an agreement on the continuation of cooperation in Russia. Exclusive agreement is designed 
for five years. BELUGA GROUP remained the sole distributor of the entire range of premium 
products of William Grant & Sons in Russia and continues to exclusively represent the iconic 
brands of one of the most renowned companies in the world.
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COOPERATION WITH BACARDI
A year after the successful launch of the local line for bottling and packaging of William Lawson's 
whisky in Russia, Bacardi and BELUGA GROUP continued their cooperation. Another brand — 
William Lawson's Super Spiced drink based on whisky — began to be bottled at the Moscow 
Georgievskiy. Traditions of Quality distillery. The first bottles of William Lawson's Super Spiced 
of Russian bottling in packages of 0.5 L and 0.7 L were on sale in stores in September 2017. 

DEVELOPMENT OF THE RUSSIAN COGNAC CATEGORY 
Numerous efforts of the company to develop the Russian Cognac category in 2017 produced 
an excellent result — by the end of the year, the company grew in this category by 34 %.  
The flagman Zolotoy Rezerv brand became the leader of the mid-price segment (according  
to the ACNielsen agency). The development was demonstrated by the Staraya Gvardiya  
and Le Lion de Pierre brands launched in 2014. The volume of sales of our own Tiflis Treasure 
brand grew 2.6 times over the last year, becoming one of the leaders among Georgian  
brandies. An important event in terms of achieving the company's leadership in the Russian 
cognac market was the return of the legendary Bastion brand. According to the results  
of the first year of sales, this brand has already overcome the bar in 1 % of the subpremium 
segment. The first results for the product are promising. It is remembered and loved.  
For the specified period, Bastion has entered into all retail chains of a hypermarket format — 
the most important for this category. In traditional retail, distribution is about 20 thousand  
outlets, and local key customers are covered by 50 %. Now, the company is betting  
on off-trade, distribution building, and listings. In 2018, it will begin activities to promote  
the brand.

SNOW OWL VODKA

After a long and meticulous work, the company presents a new product — genuine northern  
vodka named Snow Owl. A spectacular tinted oval bottle decorated with a platinum emblem  
of jewelry beauty with a flying owl image, 100 % winter wheat alcohol, northern wild herbs,  
and white quartz filtration — all this makes it possible to make a loud statement on the premium 
market. 

For three years, a large team of professionals has been working on the project —  
brand marketing, employees of the ALVIZ distillery, a group of designers, and creative workers.  
The team focused on creating a brand of the new time, capable of meeting the changing  
needs of the audience. Its goal is to become a prominent and serious player in the future, 
including in the international market. 

N E W  P R O D U C T S



ACTIVITY REPORT BELUGA GROUP 2017

COPPER HORSE VODKA

The abundance of metal in the design creates a sense of premium. An elegant 
monochrome style is sustained throughout the brand's advertising communication.  
An excellent vodka formulation is at the heart of the product: a luxury alcohol made  
from 100 % winter wheat and a liqueur of northern yagel and blueberry, which are matured  
in oak barrels customized for Snow Owl vodka. A unique technology of filtration with three 
layers of white quartz sand allows achieving an ultrapure and deep taste. All these advantages 
provided the primary interest of the audience in such retail chains as Azbuka Vkusa, Metro, 
Lenta, WineLab as early as December 2017, and the presence map is rapidly expanding.

The second new product of the premium segment at the end of 2017 was the brand of vodka 
Copper Horse. 

An idea to create a brand that will compete successfully with market leaders appeared  
a year ago. The name "Loshadka" (Horse) was born from the very history of the ALVIZ  
distillery. Before the appearance of modern transport, the manufactory had its own stables, 
the predecessors transported the produced product on their own horse-drawn carriages  
to drinking establishments, thereby guaranteeing everyone high-quality. Also, the team 
developing the product saw the growing trend for copper in time and developed it not only  
in design but also in the technology of vodka production: using this metal instead of steel. 
Copper is more active than stainless steel — it catalyzes a number of chemical compounds  
and processes during distillation, which ultimately determines the quality and improves  
the tasting characteristics of the alcohol produced. So, alcohol for Copper Horse vodka is 
made in special copper columns, and before bottling vodka is matured in copper nonheat 
isolated tanks for "rest" for three days, which are used on ALVIZ. This special "copper cycle"  
of production has caused surprising softness of Copper Horse vodka. A harmony of flavor  
and taste of the product was achieved by adding extracts from clover, oats, and rye 
breadcrumbs. 

The original combination of the two ideas in one brand was complemented by  
the concept of farm production. Raw materials used for Copper Horse vodka are obtained  
from 100 % wheat grain, which is supplied by the largest farms in Russia. This information is 
displayed on the bottle label. Its very design, unique to the Russian market, reflects the totality 
of all plans and supports the innovative spirit of the brand, attracting the attention of buyers. 
As a result of long development, a product with unusual content and appropriate design was 
obtained. 

The product was positively received by the retail chains in Russia where distribution will  
be built in 2018. The brand was also introduced on the international market in the Copper Horse 
version, shipments to foreign markets will begin in 2018. 
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Another new product of this year is the Ardeli Russian cognac. Since the first days  
of presence on the shelves, the product has become a significant player in the economy 
segment. In this niche, there are no known cognac brands, basically only ordinary three- 
and five-year cognacs and own cognacs of chain brands. The difference is that Ardeli  
is a brand. Another important feature of Ardeli is that it is produced from high-quality 
Armenian materials. The name of cognac is fantasy, more feminine than that  
of competitors, it also works for brand recognition. The company plans to lead  
in the economy segment.

Georgievskiy is a new product launched in November 2017. Thorough research,  
selective ingredients, special quality control at each production stage — all this 
distinguishes it from a wide group of Russian unbranded cognacs and is the guarantor 
of the impeccable content of the product. 

The invariably high-quality is backed up by the image of George the Victorious, 
personifying courage and strength of spirit. His image is placed in a print impression  
on the bottle, the Order of St. George on the front label and the transport package.

RUSSIAN COGNAC ARDELI 

RUSSIAN COGNAC GEORGIEVSKIY
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RUSSIAN  
CHAMPAGNE  
VOGUE
At the end of 2017,  
BELUGA GROUP together 
with the Condé Nast 
publishing house 
presented restyling  
of the premium Russian 
champagne VOGUE, which 
is a joint collaboration  
of the companies.  
The basis of the VOGUE 
line is made up of white 
wines: brut, semidry, 
semisweet, and also rose 
wine growing in popularity 
among the consumers. 

VOGUE is produced 
in one of the largest 
wineries in the south  
of Russia at the Kuban-
Vino distillery. VOGUE 
white wines are made 
from such varieties  
of grapes as Chardonnay 
and Pinot Blanc. VOGUE 
rose sparkling wine is 
created with the addition 
of red grape varieties  
that give the wine  
a subtle pink shade.

The creation of  
a bright design of bottles  
of Russian champagne 
VOGUE was inspired  

by the main trends of  
the fashion industry: 
minimalism, smooth  
lines, and metallization.  
On bottles of semisweet 
and semidry champagne 
instead of labels, there  
are logos created with  
the content of gold and 
platinum, respectively. 
Bottles of white and rose 
brut also look glamorously, 
made with the technology 
of mirror metallization, 
which for the first time  
in Russia was used  
to decorate bottles  
of champagne.

Previously, the brand 
was in the economy 
segment, which was due 
to the economic crisis  
in the country. Now, the 
situation has changed,  
so has the behavior of 
buyers. They began to buy 
more expensive products, 
which led, in particular,  
to an increase in the cate- 
gory of premium wines. 
BELUGA GROUP is 
developing in the direction 
of premiumization, and 
the emergence of new 
products in the premium 
segment is consistent 

with its goal. All this along 
with improving the quality  
of the product, design  
and constant monitoring  
of the products allowed  
the brand to enter  
the premium segment.

To develop VOGUE 
brand equity and build  
the image, active marke- 
ting support is planned 
for 2018, including  
the placement of POS 
materials of the brand  
at points of sale (pallet 
placement, instore-
programs, gift wraps 
during high sales seasons), 
as well as a massive ATL 
campaign: placement  
of image communication  
in the country's printed 
publications, presence  
in the Internet environment, 
PR sponsor ship, including 
joint collaborations  
with the Condé Nast 
publishing house.

BRANDS UPDATES
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Georgievskaya, Georgievskiy

…the magic  
of brands
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MYAGKOV
In 2017, one of the key 
players in the Russian 
vodka market in the 
subpremium segment 
launched updated bottles 
that emphasize even more 
the style of the Myagkov 
brand. In the redesigned 
bottles, there appeared  
an original neck label 
repeating the elements  
of the basic design as well 
as an updated Kendo 
cover. At the same time, 
the recipe and quality  
of the drink remain 
unchanged, at the same 
high level. The product 
looks modern, technological, 
and innovative, stands  
out clearly on the shelf, 
and provides worthy 
competition even  
to the major internatio- 
nal market players.

BELENKAYA
A characteristic feature  
of the market leader  
is the desire for self-
improvement. In the 
summer of 2017, 
Belenkaya vodka updated 
the design of the entire 
product line. A stretched 
refined bottle, embossed 
elements of engraving, 
voluminous forged 
patterns have made  
the product design more 
modern and premium.

ZOLOTOY REZERV
In 2017, the appearance  
of another product, 
Russian Zolotoy Rezerv 
cognac, was updated. 
Now, the design of  
the bottle reflects  
the improvement of  
the beverage itself and 
also determines a new 
more premium level  
of the product.

The basis of the label 
is metal, and the bottle's 
feature is the image of  
the relief large winged lions  
and deep concave bottom, 
characteristic of drinks  
of high-priced segments. 

Zolotoy Rezerv 
combines the centuries-old 
traditions of the French 
cognac masters and 
modern technologies  
of the 21st century.  
A deep harmonious  
taste is achieved thanks  
to the use of French cognac 
distillates of five years 
aging in oak barrels.
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FOX & DOGS 
The latest innovation  
on the alcohol market: 
reduction in the cost  
of the product due to  
the localization of 
production. One of the first 
was the Fox & Dogs whisky. 
Since the launch in 2013, 
the drink has been bottled 
in Scotland at the facilities 
of the partner of the group —  
William Grant & Sons,  
but after the devaluation  
of the ruble in 2014,  
the product has become 
too expensive for its 
category. Now, with  
the transfer of production 
to Russia, the brand 
reappeared on store 
shelves. In this case,  
Fox & Dogs retained its 
Scottish DNA, as it is 
bottled only from 100 %  
of Scottish distillates  
from Scotland's largest 
distilleries. In 2017, there 
also was rebranding  
of the product that 
emphasized its Scottish 
origin. The Fox & Dogs 
brand still has a good 
recognizability, which 
allows it to show 
impressive results  
in the economy  
segment of whisky.

LE LION DE PIERRE 
Le Lion de Pierre is  
a brand of the company  
in the subpremium  
price segment of Russian 
cognac. In 2017,  
the design of products  
was further developed  
with a French touch.  
Now, it deservedly can  
be called Le Lion de Pierre.  
Le Lion de Pierre was 
created on the model  
of the best European 
cognac brands and 
favorably differs from 
Russian competitors.  
The main advantage  
of Le Lion de Pierre  
is the production mainly 
from French cognac 
materials. The taste  
of Le Lion de Pierre  
is distinguished by fruit 
notes with light hints  
of vanilla and chocolate. 
The statutory strict  
design of the bottle,  
made in a premium  
matte dark green  
color scheme, adds to  
the appeal of the product. 

TSAR
In 2017, the Gosudarev 
Zakaz vodka received  
a new name — Tsar. 
Renaming is associated 
with the company's desire  
to focus consumers' 
attention on the rich 
traditions of product 
manufacturing and  
the formation of an image 
that is understandable  
to the consumers  
of traditional tastes.  
The brand is still one  
of the leaders in  
the economy segment  
and the Russian vodka 
market in general and  
also maintains  
a significant market  
share, selling above  
the level of the minimum 
retail price.
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DOCTOR AUGUST

ARBATSKOYE WINE

The Doctor August brand remains the leader in the market of alcoholic beverages  
with sales volume higher than that of any other manufacturer. In 2017, the line was expanded  
due to the production of aperitifs (products with a 12 % strength) to rejuvenate the audience  
of the brand. In addition, a limited series of sleeve packages was issued, thus emphasizing  
the natural composition of products for SKUs that are sales leaders: "Cranberry", "Rowan", 
"Rosehip", and "Prunes". The success of the brand is due to several factors: first, the widest 
palette of tastes that includes more than 20 titles; second, the production of beverages from 
natural berries and herbs, which ensures the high-quality of all products; third, the refined 
recipe and traditions of production at the centennial ALVIZ and Ussuriyskiy Balm distilleries 
that allow maintaining the highest production standards. 

The company continues to expand the product line in the wine category. So, in 2017,  
the Arbatskoye brand was purchased. Combining traditions and quality since 1977,  
Arbatskoye unites generations of residents of the former USSR and present Russia.  
In September, the Kuban-Vino distillery completed the first bottling in an updated bottle 
design, combining the complex "wine" texture and key attributes of the Arbat street: lantern 
and the restaurant Prague. In November, the Arbatskoye brand portfolio was replenished  
with two more expected SKUs in the user-friendly Tetra Pack format. Thus, the brand's line  
is represented by a wide range of four popular dry and semisweet flavors in a 0.7 L bottle  
and two flavors in a 1 L Tetra Pack package — white and red semisweet wines. Sales in 2017 
showed consumers' interest in the brand. The main focus in 2018 will be made on the further 
construction of distribution and recognition in the off-trade channel.

E X T E N S I O N  O F  T H E  L I N E

A C Q U I S I T I O N  O F  T H E  B R A N D
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stores’ opening

…agile reaction  
to market  
challenges
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market ing activ i ty

PRODUCT DEVELOPMENT

B E L U G A

In 2017, the company continued to develop the vodka Beluga line, consisting of Beluga Noble, 
Beluga Celebration, Beluga Transatlantic Racing, Beluga Allure, Beluga Gold Line, and also 
actively expanded the launch of the Beluga Hunting bitter series launched in 2016:  
Beluga Hunting Herbal and Beluga Hunting Berry. Also, in 2017, the international distribution  
of the unique collection Beluga Epicure by Lalique series started. Cooperation with the legendary 
French manufacturer is the first experience of the international collaboration for Beluga  
and is intended to strengthen the image of the superpremium brand both in Russia  
and abroad. The product attracted the attention of consumers not only in our country  
but also in Europe, Asia, the Middle East, and Latin America. 

In 2017, the Beluga 
brand created a new 
unique gastronomic 
product for its fans 
and connoisseurs —  
the handmade 
Beluga chocolate 
truffles on the basis 
of vodka. Packaging 
of VODKA BELUGA 
CHOCOLATE 
TRUFFLE, an elegant 
round tin box  
in golden-black 
tones, is made in  
the recognizable 
styling of caviar 
cans, which 
emphasizes  
the association  
of the Beluga  

brand and black caviar. 
The product, released 
in limited edition, was 
exclusively presented 
in a limited number  
of outlets.
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ACTIVATIONS AT POINTS OF SALE

In 2017, seasonal branding of flagman places in Moscow, Saint Petersburg, Sochi,  
and other large cities of Russia was carried out. At the best Russian ski resorts, such  
as Krasnaya Polyana, Sheregesh, Okhta Park, Sunny Valley, the après-ski zones  
of vodka Beluga and Beluga Hunting bitters were opened. 

Beluga Hunting tastings on branded promotions in Metro, Lenta, Perekrestok,  
Selgros, Hyperglobus, Bahetle, Scarlet Sails, Globus Gurme, Smartori, and others were  
held to promote sales and build brand awareness in retail.  

 

IN THE WINELAB RETAIL chain,  
two promotional programs were 
launched for the high season of 
sales. The first of them provided 
for the possibility of bottle 
personalization when buying  
vodka Beluga. The second program 
attracted attention to seasonal 
limited SKU — Beluga Noble Winter 
Edition vodka. At its purchase  
in WineLab, a LED-sticker was 
given out to buyers as a gift —  
at its fastening at the bottom,  
the bottle was highlighted, creating 
an atmosphere of a holiday.

In the spring/summer season,  
THE BRANDING OF THE TERRACES 
of flagman restaurants was carried 
out: Prichal, Voronezh, Vodnyy, 
Vanil. In these places, the guests 
were offered author's cocktails 
based on vodka Beluga develo- 
ped by the chief bartenders of  
the establishments as well as 
special gastronomic sets.  
On the verandah of the bar 32.05 

located in the Moscow Hermitage 
garden, for a summer period,  
there was a stylish Beluga Hunting 
pop-up zone.  

ON A YEAR-ROUND BASIS,  
the branded niches and show-
windows of Beluga were placed  
IN THE BEST RUSSIAN HOTELS:  
The Ritz-Carlton, Grand Hotel Europe, 
Metropol, Baltschug Kempinski.

In cooperation with key partners, 
THE PRODUCTION OF CUSTOMIZED 
BOTTLES OF VODKA BELUGA 
CONTINUED: Beluga Noble  
and Beluga Gold Line — for the bar 
Moskovskiy of the Four Seasons 
Hotel and Beluga Noble — for GUM.

In 2017, A LONG-TERM PROJECT 
was launched with the movie 
theater Moskva located in  
the center of the city, within  
which a branded lounge area  

and a large stationary bar Beluga 
made in the art deco style appeared.

AN EXTENSIVE BRANDING was 
carried out in the restaurant 
Beluga located on the second  
floor of the famous National hotel. 
The restaurant opened by  
the famous restaurateur Aleksandr 
Rappoport was recognized  
as the best restaurant in Russia 
according to the Restaurant  
Rating GQ 2017, and the most 
popular dish there was black  
caviar of various types,  
a gastronomic accompaniment  
to vodka so peculiar to the Beluga 
brand.  

BELUGA CAVIAR BAR LOCATED  
in the historic center of Moscow 
continued its work — it is the first 
gastronomical space of the Beluga 
brand where in 2017 guests were 
presented with an expanded  
caviar menu.
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…a team that  
develops one of the brands  

of the modern Russia
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From August 1 to 28, BELUGA 
HUNTING AND THE MAISON 
DELLOS RESTAURANT HOUSE, 
within the traditional Set-o-Mania 
gastronomic festival, presented 
five author's sets of three dishes 
specially for the festival period. 

In the export markets, a number  
of SUCCESSFUL COLLABORATIONS 
WITH THE LARGEST LUXURY 
HOTELS HAVE BEEN REALIZED.  
On the terrace of the Trianon 
Versailles Palace, belonging to  
the five-star Waldorf Astoria chain, 
there is the luxurious branded 
Beluga bar. Another significant 
project is cooperation with  
the world famous Forte Village 
resort on the island of Sardinia  
in Italy where Beluga acted  
as an exclusive vodka partner. 

In five-star hotels and alcohol 
boutiques of various countries,  
the placement of DESIGN 
SHOWCASES in art deco  
style continued, including  
Beluga Epicure by Lalique as part 
of the global launch of the product 
abroad. One of the decanters took 
an honorable place in the window 
of the historic Crillon hotel in  
the heart of Paris, which opened 
after many years of reconstruction. 
There was also a charity auction 
with the participation of Epicure, 
the proceeds from the sale went  

to the restoration of the island  
of Saint Barthelemy. Another 
decanter decorated the window  
of the Julius Meinl gastronomic 
boutique located in a historic 
building on the most vibrant  
street in Vienna. The showcases 
were also located in the best 
shopping centers and caviar 
boutiques of London, Bucharest, 
Paris, Cannes, Monaco, and Tel Aviv. 

Beluga keeps cooperating  
with the strategically important 
Caviar House & Prunier chain. 

PARTICULAR ATTENTION  
WAS PAID TO EXPANDING  
THE PRESENCE OF BELUGA  
in nightclubs, summer bars,  
as well as legendary hotel bars. 
Noteworthy is the contract  
with the largest nightclub of 
Romania, The Face Club, with  
the Bulgarian Bedroom, as well  
as a number of local initiatives  
in Slovakia, Israel, and the UAE. 
The real achievement is that 
Beluga became the pouring vodka 
in the world-famous China Tang 
bar at the Dorchester Hotel in 
London; and in the famous 
Skyview bar located on the 27th 
floor of the Burj Al Arab Hotel  
in Dubai the author's mix based  
on Beluga Noble was served  
as a cocktail of the month for 
several months in a row.



ACTIVITY REPORT BELUGA GROUP 2017

44/45

TO MAINTAIN AND DEVELOP  
the new advertising campaign 
launched in 2016 under the slogan 
"CREATED, NOT MADE", in the USA, 
Bulgaria, and France, large-format 
outdoor advertisements were  
held in the peak seasons as well  
as publications in the press  
and broadcasts on TV. Special 
attention was paid to promoting 
the brand in social networks  
and cooperation with opinion leaders 
in the United States and Israel. 

The past year has further 
STRENGTHENED BELUGA'S 
POSITION IN THE MIDDLE EAST 
primarily owing to Israel and  

the launch of the two new SKUs  
on this market: Beluga Transatlantic 
Racing and Beluga Celebration. 

IN THE DUTY FREE CHANNEL,  
the brand focused on building  
of brand awareness, especially  
in the airports with high traffic  
and those important for the image. 
Great attention was attracted  
to THE BELUGA EPICURE BY 
LALIQUE STELAE AND DISPLAYS 
located in the largest airports.  
In Rome and Cancun, Beluga Home 
Bar thematic zones were placed 
with promo staff and tastings. 
Promotion of the Beluga 
Transatlantic was in high-priority, 

that is why in summer seasonal 
pop-up zones in the Unique spirit 
of traveling concept were placed  
in Moscow, Saint Petersburg,  
and Antalya. The new concept 
attracted the attention of airport 
visitors and was highly appreciated 
by partners. In the airport of Dubai 
and Moscow's Vnukovo, THE 
BELUGA АPRÈS-SKI ZONE WAS 
PLACED for the holiday period. 
Throughout the year, during  
the high sales seasons, key 
activities in the world's key 
airports also included promotional 
activities, among them are a gift 
for the purchase, as well as 
BRANDING OF EQUIPMENT IN THE 
"CREATED, NOT MADE" CONCEPT.

PARTICIPATION IN SIGNIFICANT GLOBAL EVENTS 

In 2017, Beluga became a partner of a number of major cultural events in Russia and abroad 
supporting the Cosmoscow International Contemporary Art Fair and the Saint Petersburg 
International Economic Forum by organizing the Beluga Bar and Beluga Transatlantic Lounge 
where guests could taste Beluga Transatlantic cocktails. For several months, Beluga has  
been the exclusive alcohol partner of the Forbes club meetings where representatives  
of the political and intellectual elite of Russia gathered. Beluga participated in the opening  
of the Russian pavilion in the Venice Biennale and the celebration of the Day of Russia  
at the famous yacht club Monaco.   

Beluga acted as a special partner of the VIP lounge in the Russian pavilion EXPO 2017  
in Astana where for three months it has hosted honored guests. 

The Beluga Hunting brand became the official partner of the après-ski zone of the IKRA 
2017 international gastronomic festival, and the branded Beluga Hunting food truck was 
presented at the Gastreetshow 2017 festival in Sochi. The brand acted as a partner of  
the Lastochka music festival as well as the Arkhstoyaniye festival of landscape objects,  
organizing bright lounging zones with memorable activations. 
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WORKING WITH THE DIGITAL COMMUNICATIONS CHANNEL

In 2017, the brand’s accounts in the social networks, Facebook and Instagram, demonstrated  
a significant growth, they became an important source of content not only for consumers  
and the media but also for the appeared accounts of vodka Beluga in a number of export 
markets. On an ongoing basis, work was carried out to provide the feedback to consumers 
through social networks and brand websites. In Russia, a motivational program for brand 
ambassadors was launched, which provided for a substantial increase in the work with on-trade  
in social networks. The renewed site of the educational barman Beluga Signature program and  
the Facebook community for the participants of the program were launched, where they could 
follow the stages of competition in different countries and exchange their impressions.

WORK WITH PROFESSIONAL COMMUNITIES

Vodka Beluga invariably pays attention to the events in the bar industry. In 2017, the brand 
successfully presented its new products at the largest international professional exhibitions:  
Bar Convent Berlin (Berlin), ProWein (Dusseldorf and Shanghai), TFWA (Singapore and 
Cannes). The Beluga Hunting bitters were presented at the Moscow Bar Show 2017  
in Saint Petersburg where the brand's ambassadors introduced the visitors of the exhibition  
to the variability of tastes and author's cocktails based on bitters. The brand also became  
a partner of the professional award of the Russian barman community BARPROOF Awards.

In 2017, the Beluga Signature international educational program for bartenders 
continued, expanding its geography. The competition was held in the UK, Germany, France,  
the USA, Spain, as well as for the first time in Russia. The main events of the program were 
covered by the leading professional media as well as on the site www.beluga-signature.com  
and in the community on Facebook.

In July 2017, Beluga brand first made an educational seminar at the largest event  
of the barman industry — Tales of the Cocktails (TOTC) educational forum. The staggering 
success of the largest vodka seminar in the history of Tales and the huge number of those who did 
not buy one of the 250 available tickets led to the organization of off-site seminars for different  
target a diences  ro  bartenders to decision- a ers ― in a i ornia in ece ber 

Within the framework of working with the best world resorts and hotels, vodka Beluga 
supported their key seasonal activations and events. So, in December 2017, the contract was 
extended with the ASMALLWORLD organization — a closed club that unites VIPs from around 
the world. Vodka Beluga became the official sponsor of the opening of the winter season  
in the Swiss Gstaad by placing branding in the famous Palace Hotel Gstaad, including  
a branded ice bar on the hotel terrace for the whole season.
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B E L E N K AYA

M YA G K O V

In 2017, the brand conducted a number of activations aimed at strengthening of its  
leadership and building of the awareness.

To increase the interest of consumers and attract new ones, Belenkaya  
traditionally works on limited editions — in December 2017 Belenkaya Lux was  
presented in the New Year's design.

Another channel for promotion was the audio and video broadcasting of a new  
product video with the participation of the famous Russian singer Grigoriy Leps  
in the largest Russian retail chains. The market of vodka is highly competitive, some  
products are presented on it at the lowest possible price of RUB 205 per half-liter bottle. 
Belenkaya vodka is more expensive, which means that to remain a leader, to differ  
from competitors, and to keep consumers' attention, it needs to have a strong positioning.  
This cooperation was aimed at distinguishing the Belenkaya brand from the other  
vodka producers, and it worked — none of the direct competitors did anything so large and  
precise. The video, in which Grigoriy Leps sings "A Shot of Vodka on the Table" and then 
recommends the buyer not to forget the bottle of Belenkaya, plays over and over in stores  
all over Russia. The campaign received a lot of positive feedback from the consumers.

Within the export direction in 2017, shipments to India, Estonia, and South Ossetia  
were successfully launched, sales in Latvia, the Netherlands, and Italy increased  
significantly. Large-scale advertising campaigns were carried out to deliver the brand’s  
core idea to the consumer — outdoor advertising in several cities of Bulgaria  
and Kyrgyzstan, participation in one of the most comprehensive European professional  
bar-shows in Greece, branding in major Moscow airports: Sheremetyevo  
and Domodedovo.

The brand-team of Myagkov is constantly in search and development of nonstandard 
marketing solutions. For the peak sales period, the company launched the New Year  
Limited Edition Myagkov of Soft Year with focus on distribution to modern retail.  
The packaging used innovations — a two-layer neck label with promo-mechanics  
and a shrink label with metallization in the original design depicting the outlines  
of a "hipster" Santa Claus. The series immediately became a hit of sales in the retail  
chains in the New Year period.



ACTIVITY REPORT BELUGA GROUP 2017

A R K H A N G E L S K AYA  S E V E R N AYA  V Y D E R Z H K A
The Arkhangelskaya Severnaya Vyderzhka brand is a successful new launch, in just two years  
of its presence on the market it managed to gain popularity among traditional consumers who 
are very passionate about the high-quality of products and the history of the origin of vodka. 
Focusing primarily on the many rational advantages of the product and the idea of craft, 
Arkhangelskaya Severnaya Vyderzhka demonstrates high sales in a strong competitive 
environment. In 2017, the brand was in the top five in the subpremium segment on the Russian 
market, showing an increase of 245 %. 

The brand actively interacts with the consumers. Last year, Arkhangelskaya was 
presented at the large barber festival Barbershow 2017 organized by the men's TOPGUN 
barbershop chain. All three SKUs of Arkhangelskaya vodka — wheat, juniper, garlic — could 
be tried in cocktails. Another activity is the integration into the play "Sonm" by Brusnikin's 
Theatre: actors playing bartenders mixed cocktails on the basis of Arkhangelskaya  
in branded glasses. Finally, Arkhangelskaya became part of a series of new Moscow  
parties "Style" where guests could enjoy cocktails at the bar.

Arkhangelskaya Severnaya Vyderzhka has distribution to all retail chains of key customers 
and is in demand among the sophisticated consumers of the subpremium segment who willingly 
purchase this product.
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distr ibut ion

THE DISTRIBUTION SYSTEM CONSISTS OF SEVERAL COMPLEMENTARY CHANNELS: DIRECT SALES, INCLUDING 
OWN WINELAB RETAIL STORES, AND SALES THROUGH INDEPENDENT DISTRIBUTORS.

BELUGA GROUP is the largest 
private distribution network  
in Russia. Through it, the company 
sells a full range of its own  
and imported products across 
Russia. Buyers can purchase  

the group's brands both  
in the north in Murmansk and  
in the Far East in Nakhodka due  
to the daily work of more than 
3,500 BELUGA GROUP employees 
engaged in sales.
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production
BELUGA GROUP HAS GOT  
A RANGE OF SIX DISTILLERIES: 
Mariinskiy, Arkhangelskiy, 
Khabarovskiy, Ussuriyskiy Balm, 
Perm Bastion distillery,  
and Georgievskiy. Traditions  
of Quality distillery near Moscow. 
These plants are strategically 
located in the largest federal 
districts, including Central,  
Far East, Northwestern, Volga,  
and Siberian. Geographical 
diversification of production 
allows the company to reduce 
logistics costs and also  
reduces technological  
and operational risks.

In 2017, a lot of important 
events took place at the plants  
of the group. So, at the Georgievskiy. 
Traditions of Quality distillery,  
the third stage of the blending 
department was put into production, 
and the production of new 
products began: Fox & Dogs, 
Cigar's Barrel, William Lawson's 
Super Spiced whiskies. At the 
Bastion plant, production volumes 
in 2017 reached their historic 
maximum: 25 % higher than in  
the previous year and 45 % than  
in 2015. A significant volume  
is accounted for the production  
of Russian cognacs, including  
the new products, Ardeli  

and Georgievskiy, which allowed 
the group to take one of  
the leading places in this 
category. In addition, in 2017,  
the project of development  
and modernization of Bastion  
JSC by the decision of  
the governor of the Perm Region  
is included in the category  
of priority investment projects.  
At the Ussuriyskiy Balm distillery, 
an additional technological 
equipment for the morsel  
shop was commissioned,  
and the production of liqueurs  
almost doubled.

The distilleries of the group 
are not simply production, figures, 
and dates but also a legacy  
the company is rightly proud of. 
This is the culture of production, 
age-old traditions of enterprises, 
unique recipes, professional 
dynasties handing down  
the secrets and craftsmanship  
of making drinks from generation 
to generation.
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import

THE COMPANY CONTINUED TO DEVELOP SPIRITS AND WINE IMPORTS IN RUSSIA AND DOUBLED IT BY THE END 
OF THE YEAR. 

SPIRITS

EXPANSION OF THE IMPORT WINE PORTFOLIO

2017 SAW AN 18 % INCREASE IN IMPORT SPIRITS. The key partner of the group is William Grant & Sons,  
the products from the company's portfolio are given special attention, BELUGA GROUP also focuses on growing 
brands — TORRES BRANDY AND BARCELO RUM.

By the results of 2017, BARCELO became a rum No. 3 in the Russian market, sales growth made +101 %.  
Spanish Torres brand has shown growth of sales +60 % by results of 2017.

In 2017, the company's portfolio was complemented by the Italian VECCHIA ROMAGNA BRANDY and the Italian 
AMARO MONTENEGRO BITTER.

Vecchia Romagna brandy is today No. 1 in Italy and is exported all over the world. It is made from selected 
Trebbiano grape variety. The product is distinguished by a balanced pleasantly burning aroma, the smell of ripe 
tropical fruits of papaya and pineapple, spices (vanilla, cloves, cinnamon), and wood.

AMARO MONTENEGRO BITTER is also a product from Italy. It consists of more than 40 different herbs.  
Its taste surprisingly intertwines bitter and sweet shades that create a special and unforgettable combination.  
The aroma is dominated by notes of mandarin, herbs, and spices. The premium appearance of the product  
and the bright authentic design of the bottle make it possible to highlight the product on the shelf. 

We can say that a diversified portfolio of spirits is almost formed, and the group is represented in all categories. 

IN 2017, the company showed a significant increase in sales by 80 % for imported wines. Exclusive contracts  
for the import and distribution of wine with major suppliers were concluded. 

The portfolio of imported wines was replenished by the brands of BODEGAS FAUSTINO: FAUSTINO AND PORTIA. 
Faustino is a No. 1 brand in the world from the Rioja region (Spain). Wines are distinguished not only in high- 
quality but also in a stylish, memorable bottle design. The labels are decorated with reproductions of paintings  
by Rembrandt, which became the symbol of the Faustino wines. The peculiarities of the Faustino manufacturer 
are a unique collection of wines of various millesimals, the aging of the Crianza wine, which is more than two 
years, as well as the unique Portia winery, which produces the same wine in the Ribera del Duero region.

In addition to Faustino, THE PENIASOL BRAND FROM FELIX SOLIS was added to the Spanish portfolio, which  
has two wineries in the main regions in the center of Spain: Valdepeñas and La Mancha. Felix Solis is one of the largest 
family companies in terms of scale of production, with a daily yield of 7.5 million kilograms and a winery for 175 million 
kilograms of grapes. For wine aging in the territory of the farm, there is a large cellar with American oak barrels used 
for the production of Crianza, Reserva, and Gran Reserva wines. 
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Evgeniy Yashkovych
Head of BELUGA BOUTIQUE  
Marketing Department

 …a reliable 
business partner
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The company also signed  
an agreement with DOMAINES 
BARONS DE ROTHSCHILD (LAFITE). 
Rothschilds are the most famous 
family in the world of wine today. 
This name has long been perceived 
as a synonym for quality, exquisite, 
and refined wines. The wines  
of Domaines Barons de Rothschild 
are produced under the supervision 
of the enologists of the famous 
Château Lafite-Rothschild  
(1st cru classe Bordeaux)  
and guarantee excellent quality  
and exquisite taste in the best 
traditions of the French wine region 
of Bordeaux. The company  
also owns vineyards in Chile  
and Argentina where high-quality  
LOS VASCOS AND CARO WINES  
are produced.

To expand the line of Italian 
wines, the company signed  
an agreement with TENUTA PICCINI 
from Tuscany. Piccini is a family 
company that is among the top  
30 largest Italian wine producers  
and is considered one of the main 
players in Tuscany. Wines are 
known in 72 countries around  
the world thanks to their famous 
orange label adopted by the Piccini 
family in 2002. The decoration  
of the line is Piccini Chianti Fiasco 
poured into traditional for Tuscan 
wines 2-liter bottles — fyascans 
braided with straw. Now, after more 
than a hundred years, the family 
owns five estates in the regions  
of Tuscany, Basilicata, and Sicily, 
with a total annual production  
of about 16 million bottles,  

and the company's management 
has already been adopted  
by the third and fourth genera- 
tions of the family led by Marcela 
Sammiceli. 

The company also received 
the right to inclusive import  
of the FRENCH CALVET BRAND 
FROM LES GRANDS CHAIS DE 
FRANCE established in 1979,  
and today it is the largest exporter 
of wines from France. Wines are 
sold in more than 250 countries 
around the world, and almost  
all wine regions of France are 
represented in the range,  
with the exception of Champagne.  
The daily output of the products 
is 2 million bottles, for comparison 
this is the annual production 
volume of the wine of the majority 
of wineries in France. Since 2017, 
BELUGA GROUP has started 
importing wine under the Calvet 
brand, the sales of which in  
the world go over the limit of  
1 million 9-liter cases. A wide  
range of products are represented  
by the main regions of France: 
Bordeaux, Burgundy, Beaujolais,  
the Rhone Valley, the Loire Valley 
and the most popular positions  
on the market.
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export
BELUGA

IN 2017, BELUGA GROUP CONTINUED TO DEVELOP and improve its export direction,  
which includes more than 80 countries. The company is one of the three largest exporters  
of Russian vodka and is still the only company in Russia that successfully exports vodka  
of the superpremium segment.

The superpremium segment is the most consistently growing in the category of vodka,  
in recent years its average annual growth in different countries varies from 10 to 15 %.

In this growing market, the Beluga brand grew by more than 20 % in 2017, significantly 
strengthening its position and world share.

It should be noted that the brand's positions vary greatly depending on the region  
and the sales channel. So, in the DUTY FREE channel, Beluga is still one of the leaders  
(for example, according to the analysis of one of the largest duty-free operators in the world, 
Heinemann, Beluga became the most sold vodka of the superpremium segment in 2017), 
with a strong brand exposure in all major airports of the world.

The brand is also developing successfully in the countries of the Middle East. In particular,  
in 2017, the aggressive growth of Beluga in Israel continued where the brand has all  
the prerequisites to seize the segment's leadership by 2020. For the record, Israel is  
in the top five markets of superpremium vodka in the world.  

Confident growth dynamics of the brand in the Eastern Europe region continue where  
Beluga ambitions are also in seizing leadership in the next 2-3 years. This has already 
happened in Bulgaria, Slovakia, Croatia, Latvia, Lithuania, and Estonia. In 2017, Romania 
entered this list.



ACTIVITY REPORT BELUGA GROUP 2017



ACTIVITY REPORT BELUGA GROUP 2017

56/57

OTHER BRANDS OF THE COMPANY

In 2017, the results of export sales on the company's mainstream brands also became 
successful. This is primarily about the triumph of the RUSSIAN RYE AND THE WHITE LAKE  
in Latin America.

Sales of Russian Rye show good dynamics in Argentina. In Brazil, both brands became  
retail hits at the end of last year. The success of Russian Rye in Argentina and Brazil  
makes it possible to successfully negotiate these brands also with partners from other 
countries of the region. In general, strong growth of mainstream brands in Latin America  
is expected in 2018–2019.

Confident were the results of mainstream brands in Europe. First of all, due to new  
and existing projects on Belenkaya. The brand has shown good progress in several 
countries: Italy, Germany, Holland, Bulgaria, Romania, etc. In addition, the growth  
of White Lake in the retail of the Swedish monopoly continues.

The successes of these brands in Europe and Latin America are an important milestone  
in the strategy of diversification of sales markets, as previously over 90 % of export sales  
in the mainstream segment were in the CIS.

A real breakthrough happened in a group of countries where the brand demonstrated good 
results. Of the relatively large markets, the following can be distinguished: India (+90 %  
to sales in 2016), Georgia (+30 %), Poland (+71 %), Romania (+145 %), Serbia (+92 %). 
Especially important is the breakthrough and the emerging dynamics in Poland. As in all  
of Eastern Europe, the brand sets a goal to achieve leadership in this country in the very  
near future.

BELUGA GROUP TRADITIONALLY SET HIGH REQUIREMENTS TO ITS PARTNERS IN EXPORT 
MARKETS. 2017 was marked by a number of important changes of distributors for more 
professional and responsible companies. New partners have appeared on the following 
markets: India, Azerbaijan, Jordan, France, Belgium, Croatia, Malaysia. In all cases, this led 
to an impulse for sales growth.
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food products
THE COMPANY OWNS AND OPERATES FOOD BUSINESS SEGMENTS 
carrying out production, marketing, and sales of agricultural crops,  
poultry meat, dairy, and meat products in Russia. In 2009, all assets  
of this direction were separated from the alcohol business of the company 
and merged into a separate COMPANY PENTAGRO JSC, which is a 100 % 
subsidiary of BELUGA GROUP. Enterprises that are part of PentAgro 
occupy a leading position in the regions of its presence. Marketing  
and sales of food products are carried out exclusively under the auspices 
of the local brands and mainly in those regions in which the relevant 
production facilities are located. The products are distributed by direct 
sales through distributors and wholesalers.

• Dairy products are produced and sold primarily  
in the Primorye and Khabarovsk Territories. Dairy  
assets of the company consist of two productions: 
USSURIYSKIY DAIRY PLANT JSC AND DAKGOMZ JSC. 
These plants produce more than 100 products.

• Meat products are produced in Primorye Territory  
and sold on the territory of the Far East, their output  
is carried out by NAKHODKINSKIY MEAT PROCESSING 
PLANT JSC.

• Poultry products are sold mainly in Saratov and  
in the neighboring regions of the Volga Federal District.  
The integrated poultry production complex in the Saratov 
Region is the base in the poultry business. Its basis  
is MIKHAYLOVSKAYA POULTRY FARM JSC as well  
as PPZ TSAREVSHCHINSKIY-2 JSC breeding plant.
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social responsibi l i ty

Z A R YA  C E N T E R
an independent platform 
for the development  
of creative ideas through  
an effective dialog  
with the world's leading 
professionals in the field 
of contemporary art, 
design, architecture, 
cinema, literature, theater, 
music, and new media.

During its short 
history, Zarya managed  
to present to residents 
and guests of Vladivostok 
some of the best Russian 
exhibitions in recent 
years. For example,  
in 2017, it hosted  
the exhibition "Perpetual 
Motion Machine. Russian 
Kinetic Art", which 

AN IMPORTANT ACTIVITY 
FOR BELUGA GROUP is 
participation in the new 
notable projects of  
a modern society. One  
of such projects today  
is the Zarya Center  
for Contemporary Art  
in Vladivostok, to which  
the group provides 
support.

The Zarya Center  
is a nonprofit organiza- 
tion created to promote  
the best achievements  
of Russia's and the world's 
contemporary culture  
in Vladivostok and to 
support local young 
artists. The Center  
is created to become  

became the first attempt  
in Russia to highlight  
such a large and significant 
art direction as Kineticism: 
from the origin to the pre- 
sent. The exhibits from  
the collections of the State 
Tretyakov Gallery,  
the Moscow Museum  
of Modern Art, the Maya-
kovsky State Museum,  
the Shchusev State Museum  
of Architecture, etc. helped 
discover the history  
of Russian kinetic art. 
In addition to exhibitions  
in the Zarya art center, 
visitors attend the library 
and the media library  
free of charge and use  
the services of coworking.
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C H A R I T Y
none of these projects  
are used as information  
or advertising occasions. 
In addition, BELUGA GROUP 
takes all necessary 

IN BELUGA GROUP, 
CHARITY as part  
of the company's 
activities is systemic  
and targeted. However, 

measures to avoid  
the help to the final 
recipients to be associated 
with the alcohol brands  
of the company.

A L C O H O L  A N D  S O C I E T Y
of a particular brand. 
BELUGA GROUP  
carries out its marketing 
activities in accordance 
with the legislation  
of the Russian Federation. 
The company is also  
in cooperation  
with the Federal Service  
for Alcohol Market 
Regulation, implemen-
ting joint initiatives  
aimed at a general 
increase in the culture  
of alcohol consumption 
and the formation  
of civilized and construc-
tive cooperation  
between market 
participants. 

ALCOHOLIC BEVERAGES 
SHOULD BE PROMOTED 
RESPONSIBLY.  
The group's activities  
on promotion and distri- 
bution of its products  
are aimed at adult 
consumers and are 
conducted taking into 
account all aspects 
associated with excessive 
use of alcohol.

The company does 
not impose alcohol 
consumption but offers 
quality products to adult 
consumers who have 
already made or plan  
to make an informed 
choice in favor  

Group position: 
consumers have the right  
to receive reliable 
information on available 
alcoholic beverages, 
including information  
on health risks associated 
with consumption. In this 
regard, any advertising 
and information materials 
related to the group 
alcoholic beverages 
necessarily contain  
not only data on  
the composition of  
the product, its shelf life,  
and release date but also 
information warning about 
the harm of the excessive 
use of alcohol.
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P R O T E C T I O N  O F  T H E  E N V I R O NM E N T
activities of BELUGA GROUP 
on environmental protection, 
there are the rational use  
of natural resources,  
the conservation of 
electricity, and the utiliza- 
tion of industrial waste.  

In production 
processes, a lot of limited 
natural resources are 
used, such as water  
and hydrocarbon fuels, 
the group strives to use 
them as carefully as 
possible. Modernization 
of enterprises, which  

THE COMPANY FOLLOWS 
ALL THE REQUIREMENTS 
of the Russian legislation 
in the sphere of environ-
mental protection  
and seeks to minimize  
the negative impact  
of production and its 
waste on nature.  
Among the priority 

the group carries out 
systematically, inclu- 
des the creation  
of environmental facili-
ties and the equipping  
of production facilities 
with operational 
monitoring systems  
to prevent damage  
to the environment.
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R E S P ON S I B L E  P E R S ONN E L  P O L I C Y
Motivation of staff,  
an objective assessment 
of the professional 
contribution of each 
employee, support and 
development of talents, 
creating conditions for 
growth and self-realization 
of specialists are among 
the main goals  
of personnel policy.

EMPLOYEES  
OF BELUGA GROUP  
ARE THE MAIN CAPITAL 
of the company and key  
to its future success.  
That is why ethical  
and socially responsible 
personnel policy is  
a priority for the group.  

The company 
operates the principle  
of equal opportunities.  
The group carefully considers 
that career growth is always 
the result of achievements, 
business qualities, accumula-
ted experience, initiative,  
and responsibility.
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Nina Mikhaleva
Purchasing Manager

…realization of personal  
potential in career
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employees and values

I n  BELUGA GROUP emp l o y e e s  a r e  p e o p l e  
w h o  c r e a t e  b r a n d s .

T h e  c om p a n y  em p l o y s  9,000 emp l o y e e s

A n n u a l l y ,  em p l o y e e s  p a s s  m o r e  t h a n  15,000 d i s t a n c e  l e a r n i n g  c o u r s e s  o v e r a l l

M o r e  t h a n 120 c o u r s e s  a r e  a v a i l a b l e  o n  t h e  d i s t a n c e  l e a r n i n g  p o r t a l

M o r e  t h a n  500 sp e c i a l i s t s  a n n u a l l y  i m p r o v e  t h e i r  q u a l i f i c a t i o n s

 100 % o f emp l o y e e s  p a r t i c i p a t e  i n  t h e  a d a p t a t i o n  p r o g r am

Mo r e  t h a n  3, 500 ar e  e n g a g e d  i n  s a l e s

A D A P TAT I O N
To acquaint with the company, i ts products, and standards of work in the easiest possible 
way, new employees follow the adaptat ion program and the beginner 's school.
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T R A I N I N G 
To develop corporate competencies and leadership potent ial , employees of the company  
are trained in one of the schools : the school of the profession, personnel reser ve,  
and leadership. Such training allows them to be more ef f ic ient in their posit ion and prepare 
for the nex t career step.

65 s e n i o r  m a n a g e r s  a r e  t r a i n e d  a t  t h e  M o s c o w  S c h o o l  
o f  M a n a g em e n t  S K O L K O V O .

D E V E L O P M E N T

Mo r e  t h a n 200 ma n a g e r s  u n d e r g o  a  p r o g r am  o f  r e g u l a r 
d e v e l o pm e n t  o f  c o r p o r a t e  a n d  m a n a g e r i a l  c om p e t e n c i e s .

V A L U E S  O F  T H E  C OM P A N Y
 Possibi l i t y of employees’ self- real izat ion

 Team spir i t

 Constant desire for development and innovat ion

 Mutual responsibi l i t y and trust

 Ambit iousness and leadership

L E A R N I N G  O P P O R T U N I T I E S
Courses on the por tal of dis tance learning 

Classroom training by internal trainers of the company 

E x ternal training from the leading companies  

Refresher courses 

Corporate librar y 

Mentor ing program in product ion sites 

Classroom and online English language training 
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pr ior it ies of development for 2018

• Since in 2017 in THE VODKA CATEGORY TWO NEW PRODUCTS HAVE  
BEEN LAUNCHED in the premium segment — Copper Horse and Snow Owl,  
the company will be engaged in their promotion in 2018. The position  
of Arkhangelskaya vodka, which shows dynamic growth in the subpremium 
segment, will continue to strengthen. And, of course, work on retaining  
the Belenkaya brand on the leading positions will continue. 

• THE DEVELOPMENT OF NONVODKA CATEGORIES, in which the company  
is well represented by quality brands, will also continue. 

• In addition, IMPORT IS IMPORTANT FOR THE GROUP — BOTH SPIRITS AND 
WINE. The main partner in this respect is William Grant & Sons, the products  
from the portfolio of which are given special attention. BELUGA GROUP  
also focuses on growing brands — Torres brandy and Barcelo rum. Wine 
imports will also expand. In addition, the company will continue to promote  
its own initiatives — this is a joint project with Condé Nast, VOGUE brand,  
and Arbatskoye wine. Also, work will continue on the development of  
Fox & Dogs blended scotch. 

• In the export, the company will take action to grow the Beluga brand with a focus  
on THE WORLD'S LARGEST MARKETS AND THE DUTY FREE CHANNEL. 

• PROJECTS WILL BE LAUNCHED to strengthen cross-functional cooperation  
and develop the potential of employees and corporate culture within the company.

THE STRATEGY OF THE COMPANY REMAINS UNCHANGED — TO HAVE A BALANCED PORTFOLIO OF BRANDS  
AND TO OFFER THE CONSUMERS THOSE PRODUCTS THAT THEY WANT TO BUY.
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THE COMPANY CONSUMES ELECTRIC AND HEAT ENERGY in the amounts necessary  
for the normal operation of all its business units. Office space is leased from a third party,  
and the current lease does not imply a separate allocation in the rent payment of the amount  
of compensation for the expenses of the lessor for the payment of consumed energy  
resources.

information on the volume  
of each type of energy resources  
used in the reporting year
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corporate governance

COMPA N Y  M A N A G EM E N T  S T R U C T U R E

THE GROUP STRIVES FOR AN OPTIMAL MANAGEMENT MODEL, thus focusing on the best 
world practice, the conditions of the Russian market, and the characteristics of its business.

For a dynamic company in a developing market, the corporate governance system 
cannot remain static. That is why BELUGA GROUP pays great attention to the improvement 
of this system in the interests of all its shareholders.

THE HIGHEST MANAGEMENT 
AUTHORITY in the company  
is the General Meeting  
of Shareholders. Reporting  
to it, there is the Board  
of Directors that exercises overall 
management of the company, 
determines business priorities 
and strategy for development.  
The executive bodies accountable 
to the Board of Directors are  
the Chief Executive Officer  
(sole executive body) and  
the Management Executive 
Committee (collegiate executive 

CORPORATE GOVERNANCE IN THE COMPANY IS BASED ON THE FOLLOWING PRINCIPLES:

• Striving for the most effective use of the assets of BELUGA GROUP for obtaining  
 economic profit

• Strict observance of the current legislation

• Equal treatment of all shareholders of the company

• Transparency of business, timely and full disclosure of information

• Attention and respect to all parties interested in the activities of the group

body) that carry out operational 
management of the compa- 
ny. Additional control over  
the financial and economic 
activities of the group is car- 
ried out by the internal audit 
department, the audit commit- 
tee of the Board of Directors,  
the independent auditor,  
and the Audit Committee.

GENERAL MEETING  
OF SHAREHOLDERS
The company's shareholders 
participate in the management  

of the group by voting  
at a General Meeting  
of Shareholders in accordance  
with Federal Law No. 208-FZ  
of December 26, 1995, "On Joint-
Stock Companies": shareholders —  
owners of ordinary shares  
of the company — may partici-
pate in the General Meeting  
of Shareholders with the right  
to vote on all matters of its 
competence. In 2017,  
an extraordinary and annual  
General Meeting of Shareholders 
were held. 
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BOARD OF DIRECTORS

BOARD OF DIRECTORS INCUDES: 

THE BOARD OF DIRECTORS includes seven people, two of them are independent directors. 
The Board of Directors of 2017 was elected at the annual General Meetings of the Group's 
Shareholders held on June 21, 2016, and June 26, 2017. 

NIKOLAY BELOKOPYTOV

SERGEY KUPTSOV

NIKOLAY MALASHENKO

ALEXANDER MECHETIN

SERGEY MOLCHANOV

INDEPENDENT DIRECTORS:

ANDREY GOMZYAKOV

VALENTIN ZAVADNIKOV
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F ROM L E F T TO R IGH T:
  Alexander Mechet in, Chie f E xecut i ve Of f icer o f BELUGA GROUP

  Nikolay Malashenko, Head of the Lega l Depar tment o f BELUGA GROUP

  Nikolay Belokopy tov, Deput y Chairman — Chie f F inanc ia l Of f icer o f BELUGA GROUP

  Sergey Kuptsov, Head of Corpora te F inance o f BELUGA GROUP

  Sergey Molchanov, Chairman of the Board of Direc tor s , Deput y Chairman — 
          Chie f Opera t iona l Of f icer o f BELUGA GROUP
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NIKOLAY  
BELOKOPYTOV 
Year of birth: 1975

Deputy Chairman –  
Chief Financial Officer 
of BELUGA GROUP.

Has been working  
in the group for  
17 years holding 
managerial positions. 
He graduated  
from the Institute  
of Economics  
and Management  
of the Far Eastern 
State Technical 
University. 

SERGEY  
KUPTSOV 
Year of birth: 1973

Head of Corporate 
Finance of BELUGA 
GROUP.

Has been working  
in the company  
for 17 years. 
Previously, he held 
executive positions  
in Tiger Securities  
in Vladivostok. 

He graduated  
from the Far Eastern 
State University, 
Faculty of Physics.  
He has a FCSM of 
Russia qualification 
certificate of  
the series 1.0.

NIKOLAY  
MALASHENKO 
Year of birth: 1974

Head of the Legal 
Department of 
BELUGA GROUP. 

He has been  
the head of the Legal 
Department of  
the company since 
2004. Previously,  
he held various 
managerial positions 
in BELUGA GROUP 
VOSTOK. 

He graduated  
from the Far Eastern 
State University in  
the Law and Financial 
management 
specialties.

ALEXANDER  
MECHETIN
Year of birth: 1975

Chief Executive Officer 
of BELUGA GROUP.

He is the founder  
of BELUGA GROUP  
and has been its leader 
for 18 years. 

He graduated  
from the Institute  
of Economics  
and Management of 
the Far Eastern State 
Technical University  
as well as the Faculty 
of Law of the Far 
Eastern State 
University. In 2001,  
he defended his  
thesis on economics 
on the theme 
"Organizational  
and Economic Support  
of Enterprise 
Reforming in  
the Transition Period".  
He has an EMBA 
degree from Oxford 
University. 
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SERGEY  
MOLCHANOV 
Year of birth: 1976

Chairman of the Board 
of Directors, Deputy 
Chairman – Chief 
Operational Officer  
of BELUGA GROUP.

For 16 years, he  
has been working  
in executive positions  
in the companies  
of the group.  
He graduated  
from the Faculty  
of Economics of  
the Far Eastern State 
University speciali-
zing in economics.  
He obtained  
a bachelor's degree  
in management  
in the University  
of Maryland University 
College (USA). 

ANDREY  
GOMZYAKOV 
Year of birth: 1974

Independent Director, 
General Director  
of Mir Produktov LLC, 
Orient JSC.

He graduated  
from the Finance and 
Economics Depart- 
ment of the Far Eastern 
State Agrotechnical 
University, Economics 
administrator 
specialty.

VALENTIN  
ZAVADNIKOV 
Year of birth: 1963

Independent Director, 
Vice President  
of the Moscow School  
of Management 
SKOLKOVO.

For 10 years (2002-
2012), he served  
as Chairman of  
the Federation  
Council Committee  
on Industrial Policy.



ACTIVITY REPORT BELUGA GROUP 2017

72/73
ACTIVITY REPORT BELUGA GROUP 2017

IN 2017, FIVE MEETINGS OF THE BOARD OF DIRECTORS were held (in the form of a joint 
presence of the members of the Board of Directors to discuss the issues on the agenda  
and take decisions on them) that discussed issues related to the approval of the stock 
exchange bonds/securities prospectus program, preparation, convocation, and holding  
of the annual General Meetings of Shareholders, election of the Chief Executive Officer, 
members of committees of the Board of Directors and members of the Management 
Executive Committee, recognition of a member of the Board of Directors of the company 
independent, etc. The meetings of the Board of Directors held in 2017 were attended  
by all the members of the Board. 

THE BOARD OF DIRECTORS assesses its activities in 2017 as reasonable, conscientious,  
and effective, which were carried out in conditions of normal business risk, inclusive  
of equal treatment of the company’s shareholders.

COMMITTEES OF THE BOARD OF DIRECTORS

THE BOARD OF DIRECTORS HAS FORMED FOUR COMMITTEES: 

• Audit, 

• Strategic Planning, 

• Personnel and Remuneration, 

• and Finance Committee. 

COMMITTEES CONDUCT PRELIMINARY CONSIDERATION OF THE MOST IMPORTANT  
ISSUES related to the management of the company and make their recommendations  
to the meetings of the Board of Directors.
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Andrey Shiryayev
Head of the General Legal Issues Department 

of the Legal Department

…an impeccable  
reputation
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MIKHAIL KASHIRIN
Year of birth: 1973

Deputy Chairman  
for Development  
of BELUGA GROUP

IRINA LUGINA 
Year of birth: 1975

HR Director  
of BELUGA GROUP

OLEG YASENOV 
Year of birth: 1981

Marketing Director  
of BELUGA GROUP

EXECUTIVE BODIES 

MANAGEMENT EXECUTIVE COMMITTEE

MANAGEMENT EXECUTIVE COMMITTEE CONSISTS OF

CHIEF EXECUTIVE OFFICER

THE EXECUTIVE BODIES OF BELUGA GROUP act in the interests of the company and its share-
holders and are accountable to the General Meeting of Shareholders and the Board of Directors.

THE MANAGEMENT EXECUTIVE COMMITTEE DEVELOPS THE COMPANY'S ECONOMIC 
POLICY, coordinates the work of the services and units of the group's apparatus, and makes 
decisions on the most important issues of current economic activity.

ALEXANDER MECHETIN
Year of birth: 1975

The Chief Executive Officer of the company is appointed to the post by the General Meeting  
of Shareholders for the period of five years. At an extraordinary General Meeting of Shareholders 
dated December 16, 2014, Alexander Mechetin was appointed Chief Executive Officer — starting  
from December 18, 2014. 

The rights and duties, responsibility and remuneration of the Chairman of the Board are determined 
by the contract concluded with the company. 

Alexander Mechetin is the founder of BELUGA GROUP and has been its leader for 18 years. 
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THE WORK OF THE EXECUTIVE BODIES is evaluated by the company as effective. In the performance of their duties,  
the Management Executive Committee and the Chief Executive Officer were guided by the laws of the Russian Federation, 
the provisions of the company's Charter, the Statutes and the instructions of the company's Board of Directors.

Board of Directors, RUB thousand
 INDICATOR NAME 2017  
 WAGE 57,324 
 BONUSES 24,788 
 TOTAL 82,112 

Collegial executive body, RUB thousand
 INDICATOR NAME 2017 
 WAGE 138,717 
 BONUSES 36,727 
 TOTAL 175,444 

INFORMATION ON THE AMOUNT OF REMUNERATION FOR EACH OF THE MANAGEMENT BODIES  
(with the exception of an individual exercising the functions of the issuer's sole executive body)

THE TOTAL AMOUNT OF REMUNERATION (compensation of expenses) of a person holding the position of the sole executive body, 
members of the collegial executive body, and members of the company's board of directors

BETWEEN BELUGA GROUP AND THE PERSON acting as the sole executive body, an employment contract was  
concluded in which the amount of remuneration was determined. 

Members of the collegial executive body of BELUGA GROUP do not receive remuneration and compensation  
for the performance of their duties.

Members of the Board of Directors of BELUGA GROUP receive remuneration (reimbursement of expenses) in accordance 
with the Regulation on the remuneration of members of the Board of Directors of BELUGA GROUP.  

During 2017 and following its results, decisions on payment of remuneration (compensation of expenses) to the person 
holding the position of the sole executive body, members of the collegial executive body, and members of the company's 
Board of Directors were not accepted, payments were not made.
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DMITRIY TIMOSHIN, HEAD OF THE CORPORATE LAW DEPARTMENT OF BELUGA GROUP,  
was appointed Corporate Secretary [on the basis of Order of the Chief Executive Officer  
No. 19 dated September 30, 2016, the Board of Directors' decision dated September 30, 2013 
(Record No. 152 dated October 4, 2016)]. 

He has higher legal education: graduated from the The Russian Presidential Academy  
of National Economy and Public Administration. 

Crowe Russaudit LLC (until August 9, 2017, Baker Tilly Russaudit LLC) was elected  
as THE COMPANY'S AUDITOR at the company's annual general meeting held on June 26, 2017.  
It is a member of the Self-regulatory Organization of Auditors Association Sodruzhestvo.

The procedure for selecting the auditor of the company: candidatures of possible auditors are 
nominated by the Board of Directors for approval at the General Meeting of Shareholders.

Remuneration of the auditor for conducting an independent audit of the financial statements 
under RAS and the consolidated financial statements of the company in accordance  
with International Financial Reporting Standards (IFRS) for 2017 amounted to RUB 4,500,000.

C O R P O R AT E  S E C R E TA R Y

C OMPA N Y  A U D I T O R
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THE RESULTS OF THE EVALUATION BY THE AUDIT COMMITTEE OF THE EFFECTIVENESS OF THE EXTERNAL  
AND INTERNAL AUDIT PROCESS

INTERNAL AUDIT

EXTERNAL AUDIT

IN ACCORDANCE WITH THE INTERNAL AUDIT POLICY OF BELUGA GROUP, the main objective  
of the internal audit (including the Internal Audit Department) is to ensure the efficient 
functioning of all activities at all levels of management as well as to protect the legitimate 
interests of the company and its shareholders.

THE MAIN OBJECTIVE OF THE INTERNAL AUDIT is to assist the Board of Directors and  
the executive bodies of the company in improving the effectiveness of the system of risk 
management and internal control, corporate management of BELUGA GROUP by assessing 
their adequacy, providing the necessary conclusions and recommendations for improvement, 
as well as conducting relevant activities. 

BASED ON THE RESULTS OF THE ANALYSIS OF THE ACTIVITIES OF THE INTERNAL AUDIT 
DEPARTMENT for the fiscal year 2017, the Audit Committee considers the organization  
and the process of performing the functions as well as the results of the activities of  
the internal audit department satisfactory.

EXTERNAL AUDIT OF BELUGA GROUP for the fiscal year 2017 on the consolidated IFRS financial 
statements and individual reporting under Russian accounting standards was carried out  
by an independent audit company Crowe Russaudit LLC, a member of the international audit  
and Crowe Horwath International Consulting network. The quality standards of this network 
and the companies included in it are recognized all over the world. 

THE AUDIT COMMITTEE OF THE COMPANY considers the organization of the audit process 
effective, the results are satisfactory.
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BELUGA GROUP VALUES ITS RELATIONS with institutional private investors and strives  
for maximum transparency of its activities. Assistance to the Management Executive 
Committee and the Board of Directors in dealing with shareholders and the investment 
community as a whole is provided by the internal department for investor relations.  
The Department maintains regular contacts with institutional investors and analysts  
of investment companies and regularly conducts research on the views of investors  
on the company's work. Disclosure of half-year and annual financial results of the company  
is accompanied by direct communication of investors with the leaders of BELUGA GROUP  
in the format of telephone and Internet conferences.

BELUGA GROUP WEBSITE has a constantly updated section for investors that contains news 
related to the circulation of the company's securities on the market, presentations, disclosure 
of financial results and information on corporate governance.

D I S C L O S U R E  O F  I N F O RM AT I O N  A N D  R E L AT I O N S  
W I T H  S H A R E H O L D E R S  A N D  I N V E S T O R S

I N F O RM AT I O N  O N  C OMP L I A N C E  W I T H  T H E  B E L U G A  G R O U P  
C O R P O R AT E  G O V E R N A N C E  C O D E

IN ITS PRACTICE, BELUGA GROUP PLANS to actively apply the provisions of the Corporate 
Governance Code recommended for use by Bank of Russia Letter No. 06-52/2463 dated  
April 10, 2014, "On the Corporate Governance Code" to increase the company's attractiveness 
for existing and potential investors.

DURING THE REPORTING PERIOD, the work was carried out to identify the shortcuts  
of the Corporate Governance Code, which require the implementation of BELUGA GROUP 
corporate governance practices as well as preparation for application of the recommendations 
of the Corporate Governance Code.

REPORT ON COMPLIANCE WITH THE PRINCIPLES OF CORPORATE GOVERNANCE,  
enshrined in the Corporate Governance Code, planned (proposed) actions and activities  
of the company to improve the model and practice of corporate governance are given  
in the appendix to the full version of the company's annual report.
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Oksana Tumakova
Deputy Director of Sales Development of "Cognac"

... the largest  
alcoholic  

beverages  
company  
in Russia
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f inancial overview

THE TABLE BELOW SUMMARIZES THE COMPANY'S CONSOLIDATED FINANCIAL 
PERFORMANCE FOR THE YEAR 2017 AS COMPARED TO THE FIGURES FOR 2016.
(RUB million, except for those indicators where another measurement is indicated)

F I N A N C I A L  P E R F O RM A N C E  A N D  O P E R AT I O N S  R E S U LT S

THE GROWTH OF THE COMPANY’S SALES BY 6 %, THE GROWTH OF NET REVENUE BY 4 %  
WERE PROVIDED BY A NUMBER OF FACTORS:
 • Significant organic growth in the Russian Cognac category
 • Double-digit growth of export/import operations primarily due to premium 
  products in the structure of shipments

   2017 2016 Changes 
 SALES, THOUSANDS DCL 11,819 11,622 +2 % 
 SALES, EXCISE INCLUDED 61,003 57,377 +6 % 
 NET REVENUE 37,303 35,903 +4 % 
 COGS 23,628 21,385 +10 % 
 GROSS PROFIT 13,675 14,518 -6 % 
 GROSS PROFIT MARGIN, % 36.7 % 40.4 % -3.7 P.P. 
 GENERAL AND ADMINISTRATIVE EXPENSES 2,951 2,478 +19 % 
 COMMERCIAL EXPENSES 7,719 9,346 -17 % 
 EBITDA 3,625 3,218 +13 % 
 EBITDA MARGIN, % 9.7 % 9.0 % +0.7 P.P. 
 OPERATING INCOME 2,848 2,486 +15 % 
 OPERATING INCOME MARGIN, % 7.6 % 6.9 % +0.7 P.P. 
 NET FINANCIAL EXPENSES 1,931 2,039 -5 % 
 NET PROFIT 655 275 +138 % 
 NET PROFIT MARGIN, % 1.8 % 0.8 % +1 P.P. 
 NET PROFIT PER SHARE, RUB 34.60 13.79 +151 % 
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 Alcohol segment Food segment 
  2017 GROWTH 2016 2017 GROWTH 2016 
 REVENUES 30,393 +4 % 29,294 6,779 +3 % 6,609 
 GROSS PROFIT 12,064 -7 % 13,033 1,545 +4 % 1,485 
 GROSS PROFIT MARGIN, % 39.7 % -4.8 P.P. 44.5 % 22.8 % +0.3 P.P. 22.5 % 

THE FOLLOWING TABLE ILLUSTRATES THE CHANGES IN THE DISTRIBUTION OF REVENUE  
AND GROSS PROFIT BY SEGMENT FOR THE YEAR 2017 COMPARED TO THE PREVIOUS SAME 
PERIOD IN 2016. THE DATA PRESENTED BELOW DOES NOT INCLUDE INTERSEGMENT REVENUE.
(RUB million)

R E P O R T  B Y  S E GM E N T

It should be noted that as a result 
of the implementation in 2017  
of the amended law "On Trade", 
which limited the amount  
of remuneration to the retail 
chains, the company provided  
the chains with a price reduction 
while correspondingly reducing 
trade-marketing commercial 
expenses. This resulted  
in a disproportionately small 
increase in revenue and 6 % 

decrease in gross profit, while  
the effect of this change  
on operating profit was neutral.

General and administrative 
expenses increased by 19 %  
to RUB 2,951 million mainly due  
to the indexation of the wage fund, 
an increase in the cost of rent,  
and training of employees.

Commercial expenses 
decreased by 17 % to RUB  
7,719 million. The decrease  

in commercial expenses is due  
to the abovementioned  
influence of the new law  
"On Trade".

Consolidated EBITDA  
for the year 2017 increased  
by 13 % to RUB 3,625 million, 
operating income increased  
by 15 % to RUB 2,848 million 
mainly due to organic growth, 
premium imports distribution,  
and proactive pricing policy.

THE DECLINE IN THE COST OF FINANCING HAS LED TO AN EVEN MORE SIGNIFICANT INCREASE 
IN NET PROFIT: +138 % TO THE RESULT OF LAST YEAR, TO RUB 655 MILLION.
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ALCOHOL SEGMENT

FOOD SEGMENT

The dynamics of the indicators of the alcohol segment are similar to the overall results  
of the group — the company demonstrates the growth of revenues due to the growth  
of shipments, price increases, increase in premium export and import operations.  
Gross Profit Margin decreased due to the influence of the law "On Trade".

The food segment showed positive trend primarily due to positive results of meat  
and milk direction.

To ensure an actively developing 
distribution, including  
the products of partner 
companies, the company 
additionally invested in working 
capital (primarily to inventories), 
which led to a 21.6 % increase  

in debt. At the same time, the average 
interest rate on the loan portfolio 
significantly decreased (from 12.5 % 
in 2016 to 9.4 % in 2017), which 
reduced financial expenses by 5 %.

Noteworthy also is  
a significant improvement  

in the structure of the company's 
financial debt: the share  
of unsecured liabilities  
increased to 95 % (52 % in 2016),  
the share of long-term  
financing increased to 92 %  
(68 % in 2016).

THE TABLE BELOW ILLUSTRATES THE CHANGES IN THE CAPITAL STRUCTURE  
AS OF DECEMBER 31, 2017, COMPARED TO THE PREVIOUS PERIOD.
(RUB million, except for those indicators where another measurement is indicated)

C A P I T A L  S T R U C T U R E

 December 31, 2017 December 31, 2016 Changes 
 TOTAL DEBT  11,012 9,053 +21.6 % 
 LONG-TERM DEBT  10,112 6,123 +65.1 % 
 SHORT-TERM DEBT  900 2,930 -69.3 % 
 SHARE OF LONG-TERM DEBT IN TOTAL DEBT, % 92 % 68 % +24 P.P. 
 SHARE OF UNSECURED LIABILITIES IN TOTAL DEBT, % 95 % 52 % +43 P.P. 
 CASH AND CASH EQUIVALENTS 819 1,010 -18.9 % 
 NET DEBT 10,193 8,043 +26.7 % 
 TOTAL CAPITAL AND RESERVES 19,448 19,453 0 % 
 TOTAL CAPITAL 30,404 26,421 +15 % 
 NET DEBT/EBITDA 2.81 2.50 +12.4 % 
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- 

Andrey Anokhov
Deputy Financial Director

… a steady  
market-share  

gain
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to shareholders and investors

Full company name: TOTTENWELL LIMITED
Location: Cyprus, Limassol, postal code 4525, Moni, Fanu Kleovulu Str. 8
Not a resident of the Russian Federation
Shareholding of the person in the authorized capital of the issuer, %: 31.06
Share of the issuer's ordinary shares held by the person, %: 31.06

Full company name: SAINEKSEC SECURITIES LIMITED
Location: 13 CASTLE STREET, ST HELIER, JERSEY JE4 0Z
Not a resident of the Russian Federation
Shareholding of the person in the authorized capital of the issuer, %: 18.35
Share of the issuer's ordinary shares held by the person, %: 18.35

Full company name: SWORD ENTERPRISES LIMITED
Location: 13 CASTLE STREET, ST HELIER, JERSEY JE4 0Z
Not a resident of the Russian Federation
Shareholding of the person in the authorized capital of the issuer, %: 16.35
Share of the issuer's ordinary shares held by the person, %: 16.35

Full company name: ABERDEEN GLOBAL
Location: 2B RUE ALBERT BORSCHETTE L-1246 LUXEMBOURG
Not a resident of the Russian Federation
Shareholding of the person in the authorized capital of the issuer, %: 8.1743
Share of the issuer's ordinary shares held by the person, %: 8.1743

INFORMATION ON PERSONS ENTITLED TO DISPOSE OF 5 % OR MORE OF SECURITIES 
(as of the date of drawing up the list of persons entitled to participate in the extraordinary General Meeting of Shareholders — November 27, 2017) 

THE AUTHORIZED 
CAPITAL OF BELUGA 

GROUP is RUB 
2,495,404,900, divided 

into 24,954,049 
ordinary registered 

nondocumentary 
shares with a nominal 

value of RUB 100.

1
The state registration 
NUMBER of the issue 
of the company's 
ordinary shares is  
1-01-55052-E, ISIN: 
RU000A0HL5M1.

2
THE REGISTRAR 
maintaining the 
register of sharehol-
ders of BELUGA GROUP 
is VTB Registrator JSC 
(license No. 10-000-1-
00347, issued by  
the Federal Financial  
Markets Service of 
Russia on February 21, 
2008).

3
SHARES of the compa- 
ny (the code in the 
Bloomberg system is 
BELU RX Equity, the 
code in the Reuters 
system is BELU.MM) 
are traded at Moscow 
Stock Exchange PJSC 
in the quotation list  
of the Second level  
with the BELU code.
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• Interest-bearing documentary nonconvertible bearer bonds with mandatory 
 centralized custody with the possibility of early redemption at a face value.

• Documentary interest-bearing nonconvertible bearer bonds with mandatory  
 centralized custody with the possibility of early redemption at the request  
 of holders of exchange bonds.

BONDS IN CIRCULATION

BO-04 series 
 STATE REGISTRATION NUMBER  4B02-04-55052-E OF JULY 26, 2013 
 STOCK EXCHANGE  MOSCOW STOCK EXCHANGE PJSC 
 LIST SECTION THIRD LEVEL 
 STOCK CODE  RU000A0JVG89 
 ISIN  RU000A0JVG89 
 ISSUE VOLUME AT FACE VALUE  RUB 2 BILLION 
 NOMINAL VALUE OF ONE BOND  RUB 1,000 
 NUMBER OF SECURITIES IN ISSUE  2,000,000 PIECES 
 DATE OF PLACEMENT  JUNE 4, 2015 
 MATURITY DATE  MAY 28, 2020 
 TERM OF CIRCULATION  1,820 DAYS 
 NUMBER OF COUPONS  TEN 
 DURATION OF THE COUPON PERIOD  182 DAYS 
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BO-P01 series 
 STATE REGISTRATION NUMBER 4B02-01-55052-E-001P 
 STOCK EXCHANGE MOSCOW STOCK EXCHANGE PJSC 
 LIST SECTION SECOND LEVEL 
 STOCK CODE  
 ISIN RU000A0JXTB5 
 ISSUE VOLUME AT FACE VALUE RUB 5 BILLION 
 NOMINAL VALUE OF ONE BOND RUB 1,000 
 NUMBER OF SECURITIES IN ISSUE 5,000,000 PIECES 
 DATE OF PLACEMENT June 13, 2017 
 MATURITY DATE June 7, 2022 — the maturity date is indicated taking into 
  account the decision made by the Issuer on partial early 
   redemption (Order of June 7, 2017 No. 114-od) 
 TERM OF CIRCULATION 1,820 DAYS 
 NUMBER OF COUPONS TEN 
 DURATION OF THE COUPON PERIOD 182 DAYS 

BO-05 series 
	 STATE	REGISTRATION	NUMBER		 4B02-05-55052-Е	OF	JULY	26,	2013	
 STOCK EXCHANGE  MOSCOW STOCK EXCHANGE PJSC 
 LIST SECTION  THIRD LEVEL 
STOCK CODE  RU000A0JWFE0 
 ISIN  RU000A0JWFE0 
 ISSUE VOLUME AT FACE VALUE  RUB 2 BILLION 
 NOMINAL VALUE OF ONE BOND  RUB 1,000 
 NUMBER OF SECURITIES IN ISSUE 2,000,000 PIECES 
 DATE OF PLACEMEN MAY 19, 2016 
 MATURITY DATE April 29, 2020 — the maturity date is indicated taking into 
  account the decision made by the Issuer on partial early 
  redemption (Order of April 27, 2016 No. 68-od)
 TERM OF CIRCULATION 1,820 DAYS 
 NUMBER OF COUPONS EIGHT 
 DURATION OF THE COUPON PERIOD 182 DAYS 
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During 2017, dividends on ordinary registered shares of BELUGA GROUP were not accrued  
and were not paid. The company considers it expedient rational to reinvest all undistributed 
profits and does not plan to pay dividends. Thus, the company fulfills its strategic plans  
to expand sales and increase market share, and the company's shareholders receive revenue  
in the form of an increase in the value of shares.

In the reporting year, the company did not conduct transactions recognized as major 
transactions in accordance with the Federal Law "On Joint-Stock Companies" as well  
as other transactions in accordance with the BELUGA GROUP Charter, the procedure  
for approving major transactions is being extended.

REPORT ON PAYMENT OF DECLARED (ACCRUED) DIVIDENDS ON SHARES OF THE COMPANY

LIST OF MAJOR TRANSACTIONS IN THE REPORTING YEAR

THE LIST OF INTERESTED-PARTY TRANSACTIONS CARRIED OUT IN THE REPORTING YEAR

In the reporting year, the company did not make any interested-party transactions (as per  
the Federal Law "On Joint-Stock Companies").

REVIEW OF TRANSACTIONS CARRIED OUT BY THE CONTROLLED ENTITIES

The main type of transactions carried out by distilleries, which are controlled entities  
of BELUGA GROUP, are transactions for obtaining bank guarantees for the production and sale  
of alcohol products. The conditions on which these transactions are concluded are market  
ones. The company does not consider transactions to obtain bank guarantees significant.
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descript ion of the main risk factors

Successful achievement of the strategic objectives of BELUGA GROUP is impossible without 
effective management of existing and potential risks. 

The system of risk management and internal control is based on the interaction of  
the company's management authorities, its departments and individual employees, and  
the delineation of their competence. Risk control includes all measures aimed at the timely 
detection of risk in order to reduce or exclude it. The methods of its implementation are 
internal audit, external audit, and internal control.

The Board of Directors assesses the effectiveness of the company's risk management 
and internal control system as satisfactory.

The main market risk is the decline in market demand for the company's products,  
primarily vodka. Changing the preferences of consumers in favor of other alcoholic 
beverages and the development of public health programs may lead to a decrease  
in demand for vodka.

The company conducts demand research in all segments of its products, which allows 
quickly responding to possible fluctuations in demand. BELUGA GROUP expects that  
the likely decrease in demand for vodka will primarily affect illegal products and the cheap 
price segment. The diversified portfolio of the company's brands largely protects it  
from fluctuations in demand in various price segments. Dynamics of demand in the vodka 
premium segments which is priority for the company are very different from the dynamics  
of demand for vodka in general, and the company predicts moderate growth in this segment.

MAN A G EM E N T  O F  R I S K S

RISKS OF DECREASE IN DEMAND

MANAGEMENT OF RISKS RELATED TO THE DEMAND REDUCTION

E C O N OM I C  R I S K S
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MANAGEMENT OF RISKS OF FLUCTUATING PRICES FOR THE RESOURCES

An increase in prices for the resources used in production above the expected level  
may negatively affect the company's results due to an increase in the cost of production  
and an increase in logistics costs.

Additional risk factors associated with the resources are timeliness and volumes  
of raw material supply.

RISKS OF FLUCTUATING PRICES FOR THE RESOURCES

F I N A N C I A L  R I S K S

BELUGA GROUP regularly updates (restyles) its own brands to maintain and develop  
the demand of customers for the products.

In addition to the company's focus on premiumization of sales of its own products, 
BELUGA GROUP is actively diversifying its operations and entering other premium segments 
of spirits. So, as part of the development of its brand portfolio, the company has increased 
its presence in the segment of Russian cognac, has issued its own brand of whisky, has 
expanded the lines of liqueurs and balms.

To financial risks, the company attributes the credit risks of buyers and counterparty  
banks, interest rate fluctuations, the risks of insufficient liquidity, as well as the risks  
of violation of the conditions of loan agreements (covenants). Risks of exchange rate 
fluctuations are insignificant as the company's import transactions are significantly 
compensated by its export operations.

Information on financial risks and the company's efforts to minimize them  
is contained in the notes to the consolidated financial statements (Clause 32 "Financial  
Risk Management").

BELUGA GROUP monitors the inflationary dynamics of all the resources used by  
the company, minimizes the risks of fluctuating prices for the resources by entering 
into long-term agreements with suppliers, optimizing the procurement process  
and efficient inventory management, as well as proprietary pricing policies.
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To reduce technological risks, the company has built a system of preventive maintenance 
and monitoring of product quality. There is a program for systematic modernization  
of equipment to avoid excessive wear out. To reduce technological risks, BELUGA GROUP 
carefully chooses equipment suppliers and concludes long-term service agreements. 

The company implements a fixed asset insurance program that complies with industry 
standards. The level of training of technical personnel is regularly assessed and increased 
through various training and educational programs.

TECHNOLOGICAL RISKS

MANAGEMENT OF TECHNOLOGICAL RISKS

RISKS OF LOSS OF QUALIFIED PERSONNEL

P R O D U C T I O N  R I S K S

BELUGA GROUP implements an investment program aimed at increasing production 
capacity, increasing productivity, reducing costs, and maintaining product quality  
with increasing production scale. Installation, launch, and maintenance of equipment in operative 
conditions are the task for which significant internal and external engineering resources are 
allocated. Deficiencies in the design and installation of equipment can lead to the disruption  
of production plans and increase the costs of the company. Deterioration of the technical condition 
of the equipment can lead to a violation of product quality standards.

Competitive labor market conditions create the risk for the company of losing key skills  
and competencies in the leave of its employees. There is also a risk of inability to find new 
qualified personnel necessary to maintain and expand the company's operations.
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Dmitriy Kostenko
Financial Controller

... thorough  
prediction  

and assessment  
of risks
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* EBITDA represents net income before interest, income taxes and depreciation and amortization, adjusted  
for interest income, and other financial expenses. EBITDA margin is EBITDA expressed as a percentage of sales.

 
• The Company presents EBITDA because it considers it an important 

supplemental measure of the operating performance.  

• EBITDA has limitations as an analytical tool, and it should not be considered  
in isolation, or as substitute for analysis of our operating results as reported 
under IFRS. Moreover, other companies may calculate EBITDA differently  
or may use it for different purposes than BELUGA GROUP does, limiting its  
usefulness as a comparative measure. 

• EBITDA also should not be considered as an alternative to cash flow  
from operating activities or as a measure of our liquidity.

E B I T D A  C A L C U L AT I O N  ( U N A U D I T E D ) *
  2017  2016  
 PROFIT FOR THE PERIOD  655 275 
 INCOME TAX  271 178 
 NET FINANCE COSTS  1,931 2,039 
 DEPRECIATION AND AMORTIZATION  768 726 
 EBITDA  3,625 3,218 
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Elena Vavilova
Deputy Chief Accountant  

of BELUGA MARKET ZAPAD

...commitment  
to excellence 
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BELUGA GROUP are people,
creating brands
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