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About 

13 million  
decaliters – production volume 

Export to  

120 
countries

640 
stores in our own retail chain 

145 000+  
stores sells our products in Russia

№1 
Arkhangelskaya ranks No.1 
in terms of growth rates  
in the vodka category

top-15 
Belenkaya ranks among the top 15 
vodka brands in the world 

Beluga — №1
superpremium vodka brand in Russia and the No.3 globally

45+
own brands

110+
imported brands

Key figures for 2020

20+
exported brands

47,5+
billion rubles  
are Tax proceeds 

+72 %
Net profit

+23 %
Net revenue

+42 % 
EBITDA

+10,7 %
overall sales

10 000 
employees

Key figures 
for 2020

According to The Millionaires' Club ranking by Drinks International
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Message from  
the cheif executive 
officer

BELUGA GROUP is a key player in the alcoholic beverage  
market in Russia. The group focuses on sustainable long- 
term development, addressing the interests of a wide range  
of stakeholders, including consumers, partners, shareholders,  
and investors.

BELUGA GROUP's partner brands, which the 
company exclusively represents in Russia, 
demonstrated double-digit growth, exceeding  
+42 %. This was facilitated by both organic 
development and the expansion of the group's  
import portfolio with strong new brands: Armenian 
Noy brandy and the world-famous Mateus wine  
brand. Today, the group ranks third among the 
country's importers of strong spirits and wine.  
In 2021, the group will start to represent a few 
promising brands, including brands that are both  
new and well-known in Russia.

Among the year's successes, I would like to note the 
remarkable sales results of our flagship brand, Beluga 
vodka, in the United States, the United Kingdom, 
Poland, Belgium, Australia, and the Baltic states. Image 
projects in domestic and export markets increase 
brand awareness and help us strengthen the brand's 
position, while concentrating efforts on the off-trade 
channel in response to the pandemic allowed us  
to improve our expertise significantly in this area. 

In addition, we achieved significant results in the 
development of the specialized WineLab retail 
chain, with more than 640 outlets and a sales volume 
increasing by 48 % compared to 2019. Customer 
loyalty, friendly service, and safe purchases have 
gained particular importance in this difficult period. 

Message from the cheif executive officer

ALEXANDER MECHETIN,
CHIEF EXECUTIVE OFFICER  
OF BELUGA GROUP

I hereby present the annual report on 
corporate activities in 2020. This year 
was a pressure test for the entire world, 
the global economy, and each individual 
business. Today we can assert that we have 
coped with the challenges of this difficult 
period and successfully achieved our 
goals. In these turbulent conditions, the 
group was able to maintain stability due 
to its omnichannel, vertically integrated 
business model, consistently implemented 
portfolio diversification strategy, prudent 
management, well-coordinated teamwork, 
and proactive response to rapid changes  
in the economy and consumer trends.

Based on the year's results,  
BELUGA GROUP is the leading  
producer of vodka, flavored liqueurs, 
whiskey, and cognac in Russia. The 
group's total sales surpassed the previous 
reporting period's figure by 10.7 %,  
and sales of both in-house brands and 
our partners' brands displayed growth. 
We continue to work on strengthening 
our competitive advantages, improving 
the efficiency of our operations, and 
reinforcing the company's position— 
in 2020, with these goals in mind, the 
company launched a global transformation 
campaign that had an impact on all 
departments. Our first steps in this 
path facilitated the group's continued 
sustainable development. Particularly, in 
the reporting period, the group increased 
its net revenue by 23 %, EBITDA by 42 %, 
and net profit by 72 %.

Key events of the year include 
strengthening the group's position  
in the Russian vodka market,  
new product launches, expansion 
of product lines of our leading 
brands, as well as a number of brand 
redesigns. The success of our brands 
was recognized internationally: 
according to The Millionaires' Club 
2020 ranking compiled by the British 
Drinks International publication, 
three of our brands featured in the 
world's top 30 vodka brands, with 
Arkhangelskaya topping the list  
of the world's fastest growing  
vodka brands. 

Another major area of the group's 
business development activities was 
portfolio extension beyond vodka. 
In this regard, the long-awaited 
launch of our in-house brand of 
sparkling wines Tête de Cheval is 
the most significant achievement. 
Moreover, the company continued 
to strengthen its cognac business 
by introducing new production 
technologies, and commenced 
production of premium aged Brown 
Spirits. The impressive dynamic  
of Fox & Dogs, the company's 
in-house brand of Scotch whiskey, 
deserves special mention after 
posting 84 % yearly growth. Super-
premium Beluga Hunting bitter, 
Green Baboon gin, and Golubitskoe 
Estate still wines are also 
strengthening their positions. 

WineLab stores not only complied with the strict 
quarantine measures but also introduced numerous 
initiatives to improve the customer experience. 
This resulted in 32.6 % growth in customer traffic 
compared to the previous year, while new customer 
satisfaction index grew by 21 %. 

Credit for the excellent results shown by  
BELUGA GROUP in 2020 goes to our team,  
including both the experienced top-management, 
unchanged since the company's first day, and our 
10,000+ employees who perform their job to a high 
standard, are flexible, proactive, and produce great 
results. Together, we turn our goals into achievements, 
and we will continue to do so in the future by 
improving and transforming BELUGA GROUP, 
increasing our efficiency, and strengthening our 
business.
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VISION 

To be the best alcohol company that sets high 
standards for responsible business and industry,  
with the products that are always number one  
for consumers in any category and every outlet.,,

 Mission and vision 

We fill brands with high 
quality and emotions to 
raise glasses full of cheer 
and good spirits.

,,

MISSION
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2020 proved that a key factor in the stability of a business is the margin of safety 
in its mechanisms, functions, and the system as a whole. BELUGA GROUP has 
overcome the challenges of the pandemic with flying colors, demonstrating excellent 
results. We continued to work on increasing the sustainability of our business model, 
improving corporate governance standards, building the team's expertise, expanding 
the brand portfolio, and transforming our approaches to production, logistics, 
marketing, commerce, our in-house retail chain, and human resources management. 
During the reporting period, the Board of Directors, which comprises management 
board members and independent directors, focused on enhancing the investment 
attractiveness of the business, thus consolidating the interests of the group  
and the shareholders.

In particular, the company adopted a new dividend policy in the reporting period, 
where minimum dividend payment was fixed at 25 % of the company's consolidated 
net profit according to IFRS, with payments at least twice a year. Dividends for 2019, 
along with interim dividends for the first 6 months of 2020, have been paid out.  
These actions, coupled with the inclusion of BELUGA GROUP shares in the Broad 
Market Index and the Consumer Sector Companies Index of Moscow Exchange,  
as well as reclassification of ordinary shares from the Level Three Section to Level 
Two of the list of securities accepted for trading, reaffirmed the high competence  
of the group's corporate governance and contributed to a considerable improvement 
in stock liquidity.

Message from the chairman
of the board of directors

Message from the chairman of the board of directors8

NIKOLAY BELOKOPYTOV,
CHAIRMAN OF THE BOARD OF 
DIRECTORS OF BELUGA GROUP

The production unit launched 
a large-scale effort to 
modernize the equipment, 
approaches, and methods of 
governance, strengthen the 
team through the expansion 
of its professional skills, and 
improve the group's quality 
management. 

Seeking to improve our customer 
service, we enhanced process 
control systems for warehouse 
and transport logistics in 2020;  
we also automated, standardized, 
and unified the tools and 
procedures for improving 
customer service. 

In marketing, we continued to 
innovate and strengthen our 
popular in-house and agency 
brands. Due to our comprehensive 
efforts, including strengthening 
our digital expertise, the group's 
key brands showed strong 
upward dynamics. We were also 
committed to developing our 
wine production. We consolidated 
the successes of Golubitskoe 
Estate still wines and introduced 
our marvellous Tête de Cheval 
sparkling wines. In 2020,  
the total sales of Golubitskoe 
Estate products exceeded  
1 million bottles. 

NOTABLE STRATEGIC AREAS OF OPERATIONS IN THE REPORTING PERIOD  
INCLUDED THE FOLLOWING:

BELUGA GROUP's strong distribution system 
remains the largest of its kind in Russia. In 2020, 
in addition to its main operations, the sales 
department focused on integration of the group's 
in-depth analytics with business processes, 
development of B2B, and strengthening corporate 
partnerships. 

I would like to note that, based on 2019 figures, 
BELUGA GROUP was featured in four ranking 
lists published by well-established agencies and 
media outlets in fall 2020, thus becoming the only 
producer of strong spirits on most of these lists.

At the same time, we kept up our employee 
development efforts: we continued to refine 
our employee onboarding program, expanded 
the training and professional development 
opportunities, and improved talent management, 
compensation, and benefits. To protect the health 
and safety of our team, we introduced additional 
preventive measures in our factories, offices,  
and retail outlets. 

In the difficult time of the global pandemic,  
in addition to internal corporate initiatives, 
BELUGA GROUP took part in a number  
of global solidarity efforts to counter COVID-19, 
focusing on helping the regions where our teams 
operate: we allocated tens of millions rubles  
to purchase essential medical equipment and 
support health care systems across Arkhangelsk, 
Primorye, Moscow, and Moscow Region. 

The high performance indicators  
of BELUGA GROUP in this uniquely  
challenging 2020 not only continue  
the strong upward dynamics of previous  
years but also reaffirm the stability of our  
business. In 2021, we will continue to develop, 
transforming all of the group's activities 
through automation, innovation, technology 
implementation, digitalization, and expansion  
of our excellent brand portfolio. 

Having managed to maintain 
outstanding performance 
and continuous operations 
even when working remotely 
and faced with temporary 
market turbulence, our highly 
effective team remains  
the company's key asset. 
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Position in  
the industry

BELUGA GROUP is the largest alcohol company 
in Russia, a leading producer of vodka and flavored 
liqueurs, and one of the country's key importers  
of spirits. The group counts over 10,000 talented  
and skillful employees and boasts a presence  
in more than 120 countries across five continents. 

Today, BELUGA GROUP is one of the leading 
producers of strong spirits: as of the year's end,  
the company holds a strong leading position among 
the largest producers of vodka, cognac, whiskey,  
and flavored liqueurs. According to IWSR, the 
portfolio's flagship brand, Beluga vodka, ranks first  
in Russia and the CIS in the premium+ segment  
and third in the world's super-premium segment  
in terms of sales volume. 

Additionally, three of the company's brands, Belenkaya (12th), Tsar (22nd), 
and Arkhangelskaya (27th), ranked among the top 30 vodka brands in the 
world according to The Millionaires' Club international ranking compiled  
by the high-profile British magazine Drinks International. 

The groups' diversified brand portfolio covers every major category and segment in the alcohol 
market. As of now, BELUGA GROUP's key vodka brands are: Beluga, Myagkov, Belenkaya, 
Arkhangelskaya, Tsar, Snow Owl and Copper Horse. Bastion, Golden Reserve, Le Lion de Pierre,  
and Staraya Gvardiya brands lead in the Russian brandy category; Fox & Dogs, Troublemaker  
and Eagle’s Rock – in the whiskey category, Green Baboon – in the gin category. The company's  
wine brands are Golubitskoe Estate, Tête de Cheval and VOGUE. The group also produces  
Beluga Hunting bitters and liqueurs, with its Doctor August and Arkhangelskaya brand lines. 

Belenkaya Tsar Arkhangelskaya 

12th 27th22nd

Position in the industry10
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BELUGA GROUP is a partner of the global 
leader Bacardi, bottling and packaging its William 
Lawson's and William Lawson's Super Spiced 
whiskey brands. 

The company manages five distilleries and one  
winery. The group's modern production sites  
with the total capacity exceeding 20 million daL  
are equipped in compliance with the alcohol 
production regulatory requirements.  
The company brings together professionals  
with years of expertise in their respective areas.  
BELUGA GROUP also manages its own  
distribution system in Russia, comprised  
of over 1,350 employees.

The company's distribution system remains one 
of its strengths. Distribution channels include the 
group's proprietary WineLab retail chain, a stand-
alone business project that features in the top 7 
players in Russia's retail alcohol market. It is an 
important segment in BELUGA GROUP's business 
and one that continues to develop actively.

BELUGA GROUP's secondary area of activity 
is food production, carried out at the subsidiary 
PentAgro JSC. 

The stability of the group's business is objectively 
confirms the long-term international rating at the 
level of “B+” (stable) assigned by the FITCH rating 
agency in June 2020, as well as the “ruA-” (positive) 
assigned by Expert RA rating (the largest Russian 
rating agency) in December 2020.

BELUGA GROUP is a reliable domestic alcohol 
market player committed to its social responsibility 
policy. Marketing and distribution of the alcoholic 
beverages from the company's portfolio align with 
all the regulatory and social requirements and are 
targeted at an adult audience. 

The company duly complies with the Russian 
environmental laws and regulations and seeks 
to minimize the environmental impact of its 
production and waste. Key decisions in this area 
include sustainable use of natural resources, saving 
energy, recycling a range of materials, and proper 
industrial waste disposal. The environmental impact 
of its production sites is assessed by designated 
organizations on a quarterly basis.

The group is also a responsible taxpayer:  
as of year-end 2020, BELUGA GROUP and its 
subsidiaries spent a total of over RUB 47,5 billion  
in payments to the budgets of various levels.

Position in the industry

The group is the exclusive distributor 
of the multibrand William Grant & 
Sons company, Camus cognac house, 
along with the Armenian cognac  
Noy, Riga Black Balsam bitters,  
Torres brandy, and Barceló rum.  
The group is the exclusive distributor 
of international winemakers, including 
such popular brands as Familia Torres, 
Masi, Faustino, Cono Sur, Luce, 
Billecart-Salmon, Mateus.  
BELUGA GROUP is also the exclusive 
distributor of the Austrian premium 
glassware manufacturer RIEDEL.   

As part of its import activities, BELUGA GROUP works 
closely with the world's leading producers as one of Russia's 

largest independent distributors. 
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BELUGA GROUP IS A LARGE ALCOHOL 
COMPANY WITH A 20-YEAR HISTORY.  
IT IS THE LEADING PRODUCER OF 
VODKA AND FLAVORED LIQUEURS  
AS WELL AS ONE OF THE COUNTRY'S 
MAIN IMPORTERS OF SPIRITS. 

Synergy group is founded. The goal is to dominate 
the industry in all respects—that is, the quality 
and range of products, production technologies, 
and business scale. The production unit and the 
distribution chain are established and developed. 

In 2002, the company acquires its first distillery,  
the Ussuriyskiy Balsam factory. Over a 5-year 
period, the company expands to 6 factories, 
steadily develops them and increases production 
volumes. By 2006, the company becomes one 
of Russia's largest alcohol market players,  
ranking 4th by output.

The group acquires the Beluga and Belenkaya 
brands and holds its IPO, with its market 
capitalization exceeding USD 1 billion.

The Beluga brand enters the markets in Europe, Middle 
East, and the USA, where the company opens its first 
overseas representative office. The Duty Free channel 
undergoes active development. The company expands 
its portfolio with the Myagkov brand. In response to the 
growth of the cognac sector of the Russian market, the 
group also launches the Golden Reserve brand; expands 
its product ranges, and increases production volumes. 

The company becomes a Top-3 alcohol 
producer in Russia with output of more 
than 140 million liters.

The Beluga brand enters the North American  
and Chinese markets. The group launches  
its own Fox & Dogs scotch, Doctor August 
tinctures, and Bastion brandy. BELUGA GROUP 
begins its cooperation with Latvijas Balzams,  
a leading liquor producer in the Baltic region.  
The Zarya Center for Contemporary Art opens  
in Vladivostok. 

The company starts building its imported brand 
portfolio, signing contracts for exclusive distribution 
with William Grant & Sons and Camus cognac house. 
The company develops its own unique distribution 
system. Beluga Allure and Beluga Transatlantic Racing 
series from the Beluga brand family hit the markets. 
WineLab starts operations.

Company 
history

1999

2002
2006

2007

2008
2009

2010

2013

2011
2012

15Company history
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Two strategically important brands, Torres Brandy 
and Ron Barceló, are added to the company's import 
portfolio. The group turns wine distribution into  
a separate business division, launching collections  
of wines from France, Spain, Italy and other countries. 

The group purchases Golubitskoe Estate winery in the 
Taman Peninsula, Krasnodar Region, and opens a new 
business division, now producing premium wine from  
its own grapes. The company rolls out the production  
of Troublemaker Irish whiskey and Green Baboon gin.  
The following international brands join the imported 
wine portfolio: Masi Agricola, Frescobaldi Group, 
Billecart-Salmon, Gérard Bertrand. The partnership 
agreement with Bacardi is renewed for another  
five years. 

The company maintains its lead in Russia's market in 
terms of vodka, spirits, whiskey, and brandy production. 
Imports grow rapidly: sales of partner brands double, 
wine division expands by 86 %. The portfolio is further 
complemented by imported brands Vecchia Romagna, 
Benchmark, Amaro Montenegro, Buffalo Trace and 
Plantation and the group's own new products Snow 
Owl and Copper Horse vodka, Ardeli Russian brandy, 
and VOGUE champagne. Synergy undergoes corporate 
rebranding and becomes BELUGA GROUP.

In 2020, the group launched new products –  
a collection of Tête de Cheval premium sparkling 
wines, along with Orthodox and PARKA vodkas. 
Beluga sales in the United States are 30 % up 
compared to the previous year. The group's import 
portfolio is expanded by Noy brandy, Mateus  
and Silk & Spice wines, and Sandeman port.  
BELUGA GROUP is the only alcohol company on 
the Forbes 200 Largest Private Russian Companies 
list. The group opens Golubitskoe Art Foundation in 
Taman. WineLab wins Retail Week Awards 2020 as 
Fastest-Growing Food Retail Chain. 

2014
2015

2018 

2017
2020

The group is a solid Top-3 brandy producer in Russia, 
retaining its lead in the vodka market. The company 
signs a one-of-a-kind agreement with Bacardi 
on bottling William Lawson's whiskey at its own 
production facility. The group launches the Beluga 
Hunting Berry and Beluga Hunting Herbal bitters,  
the limited-edition Beluga Epicure (a joint project 
with Lalique), and the Tiflis Treasure brandy.

Golubitskoe Estate premium still wines and Eagle's 
Rock bourbon are introduced to the market. Beluga 
enjoys the best results in its history, selling its 
products in over 100 countries and in 264 airports 
around the world. The group signs a contract for the 
exclusive distribution of Familia Torres wines and 
premium RIEDEL glasses. BELUGA GROUP becomes 
one of the Top-3 importers of spirits and wines  
in Russia. WineLab becomes the second biggest  
player in Russian alcohol retail. 

2016 2019

1716

December 29, 2019 marks the 20th 
anniversary of BELUGA GROUP. 

Company history
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The company's priority business 
areas are production, marketing, 
and distribution of its own brands 
as well as exclusive distribution of 

its partners' products.

,,

 
Priority 
business 

areas

1918 Priority business areas
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House  
of brands 

V
O

D
K

A
Own brands

VODKA:

Beluga, Snow Owl, Copper Horse, 
Orthodox, Georgievskaya,  
Russian Ice, Tsar, Arkhangelskaya;

Myagkov, Belenkaya, 
PARKA.

House of brands: own brands
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RUSSIAN BRANDY: 

Ardeli, 
Le Lion de Pierre,  
Georgievskiy, 
Staraya Gvardiya;

Bastion, Tiflis Treasure, Golden Reserve.

C
O

G
N

A
C

C
O

G
N

A
C

Own brands

House of brands: own brands
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O
T

H
EROTHER CATEGORIES:

Troublemaker, Eagle’s Rock,  
Barrel Club, Beluga Hunting,  
Fox & Dogs, Tête de Cheval, 
Golubitskoe Estate, VOGUE,  
Captain’s Collection, Ussuriyskiy, 
Green Baboon, Trinity,  
Doctor August, Arbatskoye.

House of brands: own brands

Own brands
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SPIRITS:

Aerstone, Benchmark, Buffalo Trace,  
Monkey Shoulder, The Balvenie, Glenfiddich, 
Grant's, Tullamore D.E.W. , Clan MacGregor, 
Camus, Torres Brandy, Noy, Plantation,  
Ron Barceló, Sailor Jerry, Amaro Montenegro,  
Drambuie, Hendrick's, Milagro,  
Riga Black Balzam.

SP
IR

IT
S

SP
IR

IT
S

Imported brands

House of brands: imported brands
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W
IN

E
WINE:

Mateus, Bodegas Faustino, 
Masi, Cono Sur,  
Billecart-Salmon, Luce;

Familia Torres, Calvet, 
Gérard Bertrand, Louis 
Latour, Piccini, Canevel;

Sandeman, Silk & Spice, 
Oyster Bay, Sangre de Toro, 
Barefoot;

Simonnet-Febvre,  
Cheval Quancard, Attems, 
Danzante, Montelvini, Pasqua, 
Markus Molitor, Borsao,  
Gran Castillo, Finca Las Moras,  
Old Tbilisi, Tiflis Treasure,  
Berton, Obikwa.

Imported 
brands

House of brands: imported brands
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Activities During  
the COVID-19 Pandemic

The COVID-19 pandemic called for  
BELUGA GROUP to take quick and decisive  
action in the interests of its investors and 
employees. This included beefing up team  
safety, adjusting focus and tactics, and  
supporting all our processes as rigorously  
as we usually do. 

BELUGA GROUP responded to the most  
important federal and regional decrees  
in a timely manner. Specifically, in the 
shortest time possible, the company 
took preventive measures in all of its 
production sites and offices, as well as 
its in-house WineLab retail chain, which 
included providing employees with PPE, 
observing social distancing, switching part 
of the team to remote working, enhancing 
hygiene measures, and minimizing personal 
interaction by moving our work processes 
and meetings online and introducing a 
contactless document transfer system.  
Field teams and employees who continued 
to visit their workplaces were issued digital 
passes in a timely manner and were regularly 
tested for COVID-19. 

Most work processes were moved online 
without compromising quality and results. 
To facilitate remote operation, the group 
significantly enhanced its IT infrastructure 
by increasing the capacity of network 
equipment, expanding the pool of licenses, 
scaling up IP telephony, introducing wide use 
of Zoom, configuring existing corporate and 
personal devices, and purchasing new ones.

To minimize possible product supply  
interruptions, the production unit optimized  
a number of processes and expedited 
document preparation. Additionally, some  

Highlights of the year

The prompt response, flexibility, and high level of the team's 
professionalism allowed BELUGA GROUP to adapt quickly  
and effectively to the pandemic's conditions and finish the year  
with high figures despite the turbulent situation around the world.

Highlights 
of the year

of the group's factories introduced so-called 
"backup shifts" – additional teams to replace 
production employees in the event of their 
temporary incapacity. Thanks to the measures 
taken, production plans for 2020 were 
fulfilled entirely.

The group's distribution system 
demonstrated mobility and high efficiency 
in this turbulent period. Thanks to the 
team's proactive approach, well-established 
relationships with retail chains and the 
Telesales system, which allowed partial 
replacement of personal visits to sales outlets 
with calls, the sales department managed to 
meet its targets, all planned new products 
successfully reached the market, and the 
company's total sales increased by 10 %  
year on year.

During the pandemic, in-house retail 
capabilities, such as fast and high-quality 
handling of product range and prices, active 
e-commerce development, and launches of 
attractive promotional offers in retail and 
online outlets became even more important 
and were successfully employed  
by the WineLab team, with allowance for 
quarantine conditions. The restrictive 
measures had a significant impact on 
customer relations. During this period, 
customer loyalty, friendly service, and 
shopping safety became particularly 
important, which is why the chain's stores 
introduced a number of initiatives to make 
shopping more comfortable in addition 
to safety measures. This set of measures 
resulted in a substantial growth in WineLab's 
total sales, as well as a significant increase in 
traffic and the customer satisfaction index.

30
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Based on 2019 figures, 
BELUGA GROUP was 
featured in four ranking 
lists published by well-
established agencies 
and media in fall 2020.

№190 
in Forbes 200 Largest Private 
Companies in Russia, the only 
alcohol company on the list

№285
in the middle  
of RAEX-600

№1
among spirit  
producers

№301
in the Expert-400 rating

№15
in food industry  
companies 

№1
among producers  
of spirits

№12 
among agribusiness 
companies

№249 
on the RBC 500 List, moving 
up from last year's 276th

33

Mentions in the leading 
rankings of Russia's 
largest companies

Events associated with  
the group's promotions

On March 18, 2020, an extraordinary general 
shareholder meeting approved a buyback of part 
of the group's shares to reduce the size of its share 
capital. As a result of the meeting, the company's 
share capital decreased to 15.8 million shares.

These positive indicators enabled BELUGA GROUP 
shares to be included in the broad market index  
as well as the index of consumer companies  
on Moscow Exchange in late May. In late June,  
the group's ordinary shares were reclassified from 
the Level Three to the Level Two section of the list 
of securities accepted for trading on the Moscow 
Exchange, thus confirming the group's effective 
corporate governance.

Highlights of the year

The group fixed the minimum 
amount of dividend payments 
at 25 % of the company's 
consolidated net profit 
according to IFRS, and set the 
minimum payment frequency 
to at least twice a year.

On September 10, the BELUGA GROUP Board of 
Directors approved the company's new dividend 
policy which sets out a number of key principles 
for determining the amount of dividends on shares 
and the procedure for shareholder payouts. 

32
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Following last year's launch of Classic and Reserve collections 
of Golubitskoe Estate still wines, in May BELUGA GROUP 
presented a new product, Tête de Cheval premium sparkling 
wines, made at Golubitskoe Estate winery using the traditional 
Champagne method and grapes grown in Golubitskaya Strelka 
on the Taman Peninsula. 

Tête de Cheval wines are made 
using the classic Chardonnay, Pinot 
Noir, Riesling, and Pinot Gris grape 
varieties. The vines now growing in 
Golubitskaya Strelka were imported 
from Italy and Austria. The grapes 
they yield are perfect for sparkling 
wines; it is the combination of these 
that makes the wines' taste complex 
and multifaceted.

Our attention to the tiniest detail, 
love for winemaking, and utmost  
care when dealing with the  
creation process are manifested  
in the approach to decoration:  
the eye-catching, uniquely shaped 
bottle, which is the company's 
proprietary creation, named  
Tête de Cheval after the brand, 
adorned with metal horsehead-
shaped emblem.

In 2020, Tête de Cheval wines 
were listed in all key federal chains 
and a number of large local retail 
chains. The company has plans to 
run a large-scale promotion of the 
product in 2021, including digital 
marketing, HoReCa involvement, 
and integration of the product into 
relevant events.

TÊTE DE CHEVAL PARKA

ORTHODOX

The Tête de Cheval collection comprises eight flavors. The 
regular range includes the classic Brut, Rose Brut, Semi-Dry, 
Sweet, and Rose Sweet wines. True connoisseurs can enjoy  
a specially created reserve collection featuring Blanc de 
Blancs, Zero Dosage, and Reserve Brut 2017, the latter to be 
released in December 2021. Each of those wines encapsulates 
the unique terroir of Golubitskaya Strelka and the undisputed 
skill of the winemakers.

It takes at least 20 months from the moment of harvesting 
for the sparkling wine to fill a glass. The meticulous 
manufacturing process involves 10 stages, including 
long-lasting aging on lees in bottles using the traditional 
Champagne method whereby the bottles spend at least  
12 months in cool underground tunnels. This is exactly  
the same method employed by Champagne winemakers  
to create their world-famous wines.

New products

Reaffirming its status as an innovator and 
expert in vodka, in summer, the company 
launched Orthodox, a new premium-
segment product, thus creating a drink based 
on a traditional by-the-book recipe that 
uses nothing but two basic highest quality 
ingredients: finest malt spirit and clear 
artesian groundwater drawn from a depth 
of 300 meters. Upon the marriage of spirit 
and water, the mixture is filtered twice using 
activated charcoal; this process removes 
unwanted impurities and infuses the vodka 
with oxygen. The manufacturing process is 
completed with aging in vats for at least two 
days, followed by test filtering.

The frosted, irregularly shaped Orthodox glass 
bottle evokes those made in the mid-to-late 
19th century, before technologies allowed the 
production of perfectly smooth, transparent 
glass. The top of the cap is carved from 
natural wood.

The Mariinsk Distillery, located in the heart  
of Siberia, was selected for production.  
There, families of distillers have preserved 
and strictly adhered to the town's strong spirit 
production traditions since 1900.

In fall, on the eve of the cold season, the 
company's portfolio was expanded with 
another product – a vodka with a wintry yet 
warming name, PARKA. The drink blends 
high-quality Lux spirit with aromatic alcohol 
from Icelandic moss and lingonberry 
leaves. Its production process involves the 
application of chill filtering, allowing the 
product to achieve crystal purity. 

The brand's character and style are inspired 
by the duality of hot and cold, typical of 
strong spirits. The brand's name refers to 
traditional outerwear worn by peoples of the 
Far North in extremely low temperatures.

The PARKA product line includes two SKUs 
with 0.5 l and 0.7 l volumes, and is available  
in WineLab. The products are slated for 
listing in federal chains in H1 2021. 

Highlights of the year
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The brand was originally released  
in 2018, but due to a lack of clarity 
among buyers, this boldly designed 
product failed to achieve a foothold in 
the market. Two years later, the brand's 
concept was reimagined and given  
a new life: at the end of 2020, the group 
released an updated version of Trinity 
with new flavors, a new concept, and  
a new design. 

During its relaunch stage, significant 
attention was paid to development 
of recipes and flavors: the product is 
expected to be a worthy competitor to 
similar existing brands produced by large 
corporations around the world. The new 
Trinity combines high quality, excellent 
flavor, and affordable price – all it takes 
for a new product to succeed.  

The line is no longer single varietal, and now 
features three products: semi-sweet whiskey-, 
honey-, and cinnamon-flavored Trinity Spiced 
liqueur, orange-flavored Trinity Aperitivo bitter, 
and sweet lemon-flavored Trinity Limoncello 
liqueur. These categories were chosen for a good 
reason: today, they are the most popular and 
fastest-growing in Russia.

Trinity

NEW SKUS

Brand updates

Beluga Transatlantic vodka became available in 1-liter bottles, limited-edition Beluga Noble Winter now 
has a 0.5-liter version, and Beluga Hunting bitters come in small 50-milliliter flasks.

In addition to standard 0.5 l and 0.7 l variants, classic Copper Horse from Farm Wheat vodka is now 
available as new SKUs sold in 0.25- and 1-liter bottles.

The Bastion line of Russian cognacs (four- and five-year-old) introduced 1-liter bottles. The new SKUs 
come in larger versions of elegant 0.5 l bottles, with a sleek shape and strict premium design.

In 2020, BELUGA GROUP expanded its 
in-house brand line with sought-after SKUs: 
small-volume and large-volume.

NEW FLAVORS 

PRODUCT RELAUNCHES Arkhangelskaya

1.  Arkhangelskaya Northern Herbs Special Vodka. The beverage  
is made with eight hand-picked aboriginal wild herbs that are 
typical for the Subarctic: lingonberry leaf, Icelandic moss,  
St. John's wort, marsh cinquefoil, cloudberry sepals, blueberry  
and heather shoots, and fireweed. These ingredients form  
the basis of aromatic alcohols obtained using a traditional 
distillation technique in a unique copper still. In the final stage  
of development, we let the blend age for 14 days in 100-year-old 
vats, imparting authentic taste and aroma to the vodka.

2.  Arkhangelskaya Oak 
Extract bitter. The water used 
in the production undergoes  
a four-stage filtration process, 
with the aromatic spirits 
aged in oak casks. As a 
result, Arkhangelskaya Oak 
Extract exhibits a tart flavor, 
expressive aroma, and an 
amber shade. 

3.  Arkhangelskaya Garlic and 
Pepper 60 percent tincture.  
A new limited-edition product 
made using a traditional technique 
based on alembic distillation  
and infusion of natural 
ingredients. Garlic and chili 
pepper liqueurs create a delightful 
aroma and delicate notes of flavor. 
The bottle's label evokes  
a 19th-century medicine jar —  
a time when bitters were only 
available from pharmacists. 

In 2020, the Arkhangelskaya brand introduced 
three new products:

Highlights of the year
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Snow Owl

In March, the Snow Owl brand introduced the new Snow Owl  
with Organic Spirit vodka in response to growing consumer interest  
in organic products.

The vodka is produced from 100% organic grain spirit made from wheat 
grown in natural conditions without the use of synthetic pesticides, 
mineral fertilizers, growth regulators, or GMOs.

A combination of organic spirit and true northern ingredients such  
as reindeer moss extract and infusion of blueberries harvested north  
of the Arctic Circle, allow three-layer white quartz sand filtration 
technology to give birth to a pure, soft, and well-balanced flavor.

Snow Owl with Organic Spirit comes in two variants – 0.5 l  
and 0.7 l bottles – and is available in large retail chains. 

In H1 2020, the company introduced a new 
vodka, Myagkov with Alpha Spirit. It is made  
of softened artesian water and 100% Alpha  
grain spirit that undergoes an additional  
dynamic filtration cycle.

Myagkov with Alpha Spirit replaced Myagkov 
Classic and completed the brand's vodka 
portfolio which now consists of three strong 
products made from different types of alcohol: 
Lux, Alpha, and Organic.

Myagkov

Belenkaya

In February, on the eve of Passover, Belenkaya introduced a new limited-
edition product for the Israeli market: Belenkaya Special Edition. Corn 
Spirit.

The new product is made of corn spirit, a choice motivated by Passover 
dietary rules restricting the consumption of the grain traditionally used 
in vodka production, as well as by the growing popularity of corn vodka. 
To ensure the quality of Belenkaya Special Edition. Corn Spirit, we 
invited a rabbi to the plant, where he checked the compliance of product 
manufacturing conditions with Rabbinate's rules requiring that consumed 
alcohol does not contain enzymes, additives, or contaminants.

The design of the new product is based on handicraft aesthetics, which, 
combined with green color, emphasizes the product's organic origin. 

Russian Ice

Golden Reserve

The Russian Ice line was 
expanded with two new 
products, Russian Ice with 
Alpha Spirit and Russian Ice 
Winter Cranberry vodkas.

In 2020, the Golden Reserve brand's product range was expanded 
with a new premium product – 8-year-old Golden Reserve Export 
Edition 2020 cognac. The product's uniqueness is in that the 
distillates used to produce it are made and aged in the Languedoc-
Roussillon region of France and the Ararat region of Armenia.  
The beverage is delivered to the right strength and bottled  
in Russia, at the Bastion distillery. 

The product comes in a new design, different from that of the 
classic line: its elegant bottle is reminiscent of an expensive crystal 
decanter and features an updated metalized, barrel-shaped label. 

Golden Reserve Export Edition 8 is an important forward step in the 
development of Golden Reserve, which will reinforce the brand's 
image, attract new customers, and gain representation in a new, more 
premium segment.

To strengthen its position and attract new consumers, in 2020, the brand's 
product line was expanded with four new positions: Tsar Kedrovaya and 
Tsar with Birch Buds vodkas, as well as Tsar Malt Distillation and Tsar 
Garlic with Horseradish bitters. 

- The basis of Tsar Kedrovaya vodka is a mix of water and alcohol infused 
with freshly crushed pine nuts and juniper berries, and then distilled into 
an aromatic spirit. 

- Tsar with Birch Buds vodka is distinguished by a soft flavor, achieved 
using birch buds, birch sap, and natural honey.

- Tsar Malt Distillation bitter is made with the addition of aromatic spirits 
with the rich flavors of rye malt and bread. 

- Tsar Garlic with Horseradish is the only strong spirit (60% alcohol)  
in the brand's product line. To create the drink, a mix of water and spirit  
is infused with garlic, horseradish, and black pepper, and then distilled 
into aromatic alcohol.  

All the new products are available in a single 0.5-liter version and are 
already on the shelves of key retail chains.

Tsar

Highlights of the year
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Over the past two decades, Myagkov 
has established itself as an innovative 
brand. This status is supported not 
only by cutting-edge production 
methods and the creation of 
products that are completely new  
to the segment but also by the 
brand's image, which was updated  
in spring 2020. Its bottles became 
even more sleek, with the front 
label now in a water-drop shape 
and different block arrangement 
emphasizing the key features of 
each product in the line. The new 
design of Myagkov is more current 
and streamlined, while maintaining 
continuity with the old one; its 
key elements – a color scheme, 
compositional element formed  
by dots, along with the soft bend  
of a red line – are still present  
in the new interpretation.

Myagkov

Russian IceBRAND  
REDESIGN

In early 2020, the Russian Ice brand 
presented an updated bottle design 
to emphasize the vodka's crystal-
pure flavor and consistently high 
quality.

A panoramic image of a winter 
landscape in deep blue tones 
features on the new label, an 
embossed bottle, uniquely shaped  
to imitate melted ice, and the use 
of a lens on the bottleneck label 
produce a striking effect, highlighting 
Russian Ice on the shelf.

The concept of this updated design 
emphasizes the key features of 
Russian Ice vodka production: cold 
treatment, which allows for greater 
purity of the product, triple filtration, 
and the exclusive use of selected 
natural ingredients grown in Russia.

The company's in-house Scotch whiskey, 
Fox & Dogs, demonstrated outstanding 
results in the reporting period. It became 
one of the fastest-growing brands in 
the category, posting an 84 % increase 
compared to 2019, with its share of the 
Russian whiskey market now reaching 6 %. 

In 2020, the company also continued 
qualitative development of its cognac 
business by introducing new production 
technologies. Bastion plant installed several 
different types of oak casks for making 
triple-aged cognac distillates and cognacs, 
and commenced production of aged 
premium Brown Spirits products. 

Development  
of Brown Spirits  
category
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In H1, YEREVAN ARARAT BRANDY-WINE-
VODKA FACTORY, one of the leading 
producers of Armenian brandy, partnered  
up with the group. The companies signed  
a contract for exclusive distribution of Noy 
brandies, effective from March 1, 2020.

On March 1, 2020, a new agreement with 
Sogrape came into effect, under which 
BELUGA GROUP became the exclusive 
distributor of Portuguese brands such  
as Mateus, Sandeman, and Silk & Spice  
in Russia.

Mateus rosé wines which boast  
a presence in 125 countries worldwide, 
have achieved immense popularity due  
to their characteristic style, light taste and 
aroma, as well as a uniquely shaped bottle 
that resembles a World War I flask and 
which was designed in 1942 by Fernando 
Van Zeller Guedes, Sogrape's founder. 
Mateus has maintained a continuous 
presence in Russia since 2002 and is the 
No.1 Portuguese wine in the country, 
according to official customs statistics.

Noy is a world-renowned brand of 
Armenian brandy, with a presence 
in more than 30 countries. In Russia, 
the brand is one of the most popular 
in its category. The product's 
uniqueness is in that the distillates 
used to produce it are extracted 
from local grape varieties grown only 
in Armenia. The range of brandies 
represented in Russia is quite diverse 
and includes the following: Noy 
Traditional, Noy Gift, Noy Araspel, 
Noy Classic, Noy Tirakal, Noy 30, 
Noy 50, Noy Gucci, Noy Kremlin 
Award, Noy Erivan Fortress, and  
Noy Legends of Sevan.

Sandeman, the third largest 
brand of port wine in the world, 
was created in 1790 by George 
Sandeman. Over the course of 
their long history, Douro Valley 
Sandeman ports have been given 
numerous industry awards in  
a variety of competitions, 
including International Wine 
& Spirit Competition, Decanter 
World Wine Awards, and 
International Wine Challenge.

YEREVAN ARARAT BRANDY-WINE- 
VODKA FACTORY

SOGRAPENew partnerships  
and imported brands

In 2020, the company 
continued to expand its 
imported brand portfolio 
with more legendary 
names. 

Today, Mateus offers 
the best-selling rosé 
wines in the world. 

Silk & Spice wines evoke the Age of 
Discovery and the Silk and Spice routes, 
pioneered by Portuguese explorers in the 
15th century. For four years in a row, the 
brand has been awarded a 90+ score by 
Wine Enthusiast magazine and features in 
its Top 100 Best Wine Buys rating.

Highlights of the year
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In 2020, the group started cooperation with  
the Argentinian company Vina Concha y Toro, 
which earned BELUGA GROUP the status of 
exclusive distributor of Trivento wines in Russia. 
Vina Concha y Toro owns three wineries  
and ten vineyards with a total area of 1,657 ha:  
on a variety of landscapes in the region's 
continental climate, with dry summers and  
cold winters, they grow grapes with outstanding 
characteristics to produce a range of sophisti-
cated wines, including Malbec, the brand's 
key variety. In 2013, Trivento Reserve Malbec 
became the best-selling Argentinian wine  
in Europe. The Decanter World Wine Awards 
2020 gave the 2019 vintage 93 points and 
distinguished the 2018 Trivento Golden  
Reserve Malbec with a historic award:  
a 97-point platinum medal.

In 2020, BELUGA GROUP expanded its cooperation with Sazerac, winner 
of the American Whiskey Producer of the Year award of International 
Spirits Challenge 2020. In October 2020, a new deal came into effect, 
under which, in 2021, BELUGA GROUP will become the exclusive Russian 
distributor of Fireball whiskey liqueur, the first product in this category  
in the group's portfolio, and Early Times whiskey. 

Fireball is a world-famous brand available in 90+ countries. A sweet blend 
of Canadian whiskey with natural cinnamon flavors, Fireball Cinnamon 
Whiskey Liqueur has an alcohol content of 33% vol. It is especially 
popular with young people who drink in bars or at home. America's best-
selling whiskey brand, Fireball has considerable potential in the Russian 
market.

Early Times whiskey is produced in the United States from natural 
ingredients – rye, corn, barley malt, and water – and aged in oak casks 
for at least three years. It is a shiny drink of golden color with a smooth, 
creamy flavor and a fresh aroma with tones of clove, hay, leather, dill, fruit, 
and white chocolate. The brand is already well known among Russian 
consumers, which is why the company's key goal for the near future  
is to establish its wide distribution.

SAZERAC

VINA CONCHA 
Y TORO 

The company continued to develop 
the Beluga vodka range, which includes 
Beluga Noble, Beluga Celebration, Beluga 
Transatlantic Racing, Beluga Allure, 
Beluga Gold Line, limited-edition Beluga 
Epicure by Lalique, and Beluga Hunting 
bitters. 

In 2020, the group launched a special 
limited-edition Beluga Transatlantic 
Racing Navy Blue, which was inspired by 
marine aesthetics. The product series was 
created to support charitable foundations 
that address marine environmental issues.

In H2 2020, Beluga introduced new 
products to its collection. The brand 
announced the launch of the limited-
edition Beluga Celebration, which 
was timed to coincide with the winter 
holidays. The bottle's design channels 
the magical atmosphere of the New Year, 
with its transparent glass featuring images 
of gift boxes in a variety of colors and 
scattered golden confetti. 

The brand also introduced Beluga Noble 
gift sets that come with a Beluga Gold 
Line shaker and are decorated in the 
Caviar Jar concept, as well as special 
Beluga Noble and Beluga Transatlantic 
Racing gift sets for discount stores  
and WineLab.

Beluga

PRODUCT DEVELOPMENTBrand 
marketing 
activities

In 2020, a number of key establishments 
in major Russian cities were decorated 
in Beluga and Beluga Hunting brand 
styles. A large-scale branding campaign 
was carried out in two St. Petersburg 
restaurants—Terrasa and Gastronomika. 
On New Year's Eve 2020, a luxurious 
Beluga ice bar was opened in the 
restaurant of a top Moscow hotel. Beluga 
continues operating its brand embassies, 
including Beluga Caviar Bar in GUM,  
a bar in the Moscow Cinema, and  
Beluga Restaurant. 

In winter, establishments in several 
Russian ski resorts offered vacationers 
the chance not only to enjoy the slopes 
but also to relax with warming cocktails 
based on bitters and Beluga vodka. 

BRAND ACTIVATION  

 Brand marketing activities 45

LES GRANDS CHAIS  
DE FRANCE 

In summer, continuing 
toexpand its portfolio of 
imported wines,  
BELUGA GROUP signed  
a deal with Les Grands  
Chais de France for distribution 
of the world-famous JP. Chenet 
brand, which will come into 
effect on January 1, 2021.

JP. Chenet was the first to 
propose single-varietal wines 
made from French grape 
varieties – a revolutionary 
solution for the moment  

of the brand’s launch. Today  
JP. Chenet is among the TOP-5 
Global Wine Brands according to 
Wine Intelligence Agency: exporting 
to 173 countries, the brand’s global 
sales are about 80 million bottles 
with a slanted neck per year, of 
which over a million are being sold 
in Russia. JP. Chenet wines are well 
known to several generations of 
Russian consumers: the brand has 
been available in the country for 25 
years. Managed by BELUGA GROUP, 
the brand's product range in Russia 
will comprise a wide selection of 
semi-dry, semi-sweet, and sparkling 
wines, and its annual sales volume 
will reach 1.5 million bottles.
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Between February 21 and March 15, Beluga Hunting 
ran a promotional campaign in three Sochi resorts, 
awarding guests who successfully completed the 
brand's quest with branded stickers, ceramic mugs,  
and ski helmets.

Additionally, in winter, more than 100 Russian 
on-trade venues hosted Beluga Hunting cocktail 
promos including a special offer on a bitter-based  
hot cocktail on their menus.

In June, Beluga and Beluga Hunting set up their 
branded bars, equipment, and stylish accessories  
at popular restaurants in Moscow, St. Petersburg, 
Sochi, and Kazan. 

The brand also continued its cooperation with the 
capital's iconic restaurants in gastronomy. In August 
and September, Beluga Noble Summer sorbet festival 
was held in Moscow with more than 20 restaurants 
participating, from Pino and Tilda to Remy Kitchen 
Bakery and SibirSibir. Chefs presented their own 
versions of the cold dessert made using Beluga Noble 
Summer vodka: in addition to traditional flavors, 
guests were offered sorbet with buckwheat and  
caviar, avocado and chili, or lychee and lemon balm. 
This year's serving was inspired by the aesthetics  
of a summer game, table tennis.

Additionally, a number of premium establishments in 
the domestic and export markets began serving Beluga 
Epicure in branded Lalique shot and rocks glasses.

STRENGTHENING THE POSITION 
IN EXPORT MARKETS

The brand strengthened its position in the United States. In 2020, Beluga 
began to test targeted advertising in the United States through the brand's 
social media pages. In just three weeks, the campaign yielded impressive 
results, which resulted in the decision to scale up the project. In April, 
a Beluga commercial was successfully launched on the American radio 
station New York 105.1 FM. In spring, two premium restaurant and hotel 
projects, NOBU and Petrossian Caviar, launched an initiative offering 
branded cocktails based on Beluga vodka for takeout. Storefronts of 
popular California liquor stores Remedy, Wine Merchant, and Liquor 
Castle were decorated with Beluga Noble and Beluga Gold Line 
installations and images. 

The brand continued to actively expand its presence in the Israeli market. 
Throughout the year, the company implemented various activities on the 
off-trade channel, and in December we sent out gift hampers to bloggers 
and celebrities.

Beluga also continued to expand its presence in 
European cities. From early February till late March, 
the brand's après-ski area operated at the Góralski 
Browar restaurant of the Zakopane mountain resort 
in Poland. Nicolas, a French supermarket chain, added 
the seasonal Beluga Noble Summer series to its list 
of products. Beluga was promoted in a number of 
premium British establishments, including Connaught 
Bar, Coburg Bar, and American Bar at the Stafford: the 
first page of their menus featured an offer to try a Dry 
Martini cocktail based on Beluga Gold Line vodka and 
served with beluga caviar.

Between October and December 2020, outdoor 
Beluga advertisements appeared in Germany and on 
Australian buses; a number of London storefronts, 
including those of the city's main department 
store Selfridges, Caviar House & Prunier Piccadilly 
boutique, and a store in the Jeroboams chain of wine 
boutiques, as well as the premium Azwanger store in 
the Austrian city of Salzburg, were decorated in the 
brand's signature style.  

In January, the Gift of Life foundation held its annual 
charity evening at the Savoy Hotel in London, 
supported by Beluga. Lots featured a six-liter bottle  
of Beluga Gold Line served with a dinner from 
renowned chef Alexey Zimin.

On February 1, Garage Museum hosted a roof party  
to celebrate the redesign of the limited-edition 
Beluga Noble Winter, which was inspired by the 
atmosphere of winter activities and mountain 
aesthetics. The event was held in the relaxed and 
cozy atmosphere of a mountain chalet: guests took 
advantage of a raclette bar and tried warming cocktails 
based on Beluga Noble Winter, offered in new  
0.5 l bottles with a bold, updated design.

On August 1, Garage Museum of Contemporary  
Art opened the revamped pavilion of Garage Screen 
summer cinema on Square of Arts, supported by 

MAJOR EVENTS 

DIGITAL COMMUNICATION CHANNELS

The brand expanded its e-commerce presence, launching a digital campaign that targeted  
a number of countries, including Israel, Italy, Spain, and the United Kingdom.

In April, Beluga launched a series of small-scale Zoom dinners with White Rabbit Family tasting 
sets, inspired by Beluga Noble WRF vodka, the result of collaboration between the brand and 
the White Rabbit restaurant. Under the personal guidance of Chef Vladimir Mukhin and Chef 
Bartender Yevgeny Shashin, the visitors prepared restaurant-quality traditional Russian dishes  
at their own homes and served them with Beluga vodka or cocktails based on it. The brand  
also covered all its events in relevant Telegram channels.

Beluga. Event visitors tasted the brand's truffle 
popcorn, which proved to be a perfect appetizer for 
the screening of Martin Eden, a film adaptation of Jack 
London's novel. Beluga Noble Summer party was held 
in mid-August to mark the special screening of Elio 
Espan's Banksy at Garage Screen. On September 9, the 
museum hosted the opening of the Second Triennial 
of Russian Contemporary Art titled A Beautiful Night 
for All People, and the unveiling of Tomas Saraceno's 
Moving Atmospheres project. Exquisite mixes based 
on Beluga Noble were a perfect complement to the 
impressive exhibits and performances.

In August, Beluga Hunting partnered with three iconic 
dance events in Moscow: UFO parties at Vorobyi bar, 
Gipsy's All Day I Dream, and Midsummer Night's 
Dream costume ball festival. Visitors of these events 
tried bitter-based cocktails and relaxed in a lounge 
decorated in the brand's style.

 Brand marketing activities
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Green Baboon gin continued to build its position, 
doubling its sales since 2019. 

In 2020, the brand became a general partner of 
SPACE HAUT PARTY, a private presentation held 
by the fashion publication COMMUNITY RUSSIA 
MAGAZINE. COMMUNITY RUSSIA MAGAZINE 
writes about Gen Z, successful people who work in 
fashion & beauty, creative photographers, and young 
socialites. SPACE HAUT PARTY is a private event for 
those who enjoy art, fashion, and fun activities; it is 
a space-themed party for progressive youth, where 
every visitor had a chance to immerse themselves in 
an atmospheric light show. The event was attended 
by bloggers, celebrities, models, popular rappers, and 
artists, including the designer Alexander Arutyunov.

Additionally, in fall, Green Baboon launched an official 
Instagram account and a website that is available in 
three languages: Russian, English, and Chinese.  

Green Baboon

At the height of summer, the brand launched a digital campaign  
on Instagram and Facebook to stimulate sales in California, gaining  
more than 122 thousand users in three weeks.

In H2 2020, Beluga Gold Line vodka became a prominent media player.  
The product was featured in two new music videos: Jennifer Lopez feat. 
Maluma — Pa Ti + Lonely and David Guetta feat. Sia — Let's Love. Both artists 
posted clips from the music videos featuring Beluga Gold Line on their 
personal Instagram accounts. Posts featuring the product could also be seen 
on the pages of the "dancing millionaire" Gianluca Vacca, Floyd Mayweather, 
Natalya Vodyanova, and a number of other trendsetters; William Lamberti 
mentioned his grand plans for Beluga Gold Line on his Instagram, while 
Louis-Nicolas Darbon and Ali Gordon shared their favorite vodka-based 
mixes. Beluga's growing popularity is also evidenced by the brand's 
appearance in Tenet, the latest film by Christopher Nolan.  
 

RANKINGS

WORK WITH PROFESSIONAL 
COMMUNITIES

In 2020, Beluga vodka once  
again appeared in the ranking list  
of Drinks International, placing  
fifth in the Top Trending Vodka  
Brands category.

Despite the pandemic, the brand continued its 
collaboration with the bartending community. In 
April, Beluga and the acclaimed industry expert Philip 
Duff jointly launched an educational project, Beluga 
Cocktail Musings. Additionally, the brand collaborated 
with world-famous bartenders to make a series of 
videos teaching how to mix their original cocktails 
at home. Seminars and videos are available on the 
Instagram page @vodkabeluga.

The brand continued to support contemporary art and 
fashion projects. One such project was a party to mark 
the rebranding and launch of a new collection from the 
Russian brand ZIQ & YONI.   

The brand has doubled its growth over the past three 
years and at the end of 2019, Arkhangelskaya was 
included in Drinks International's The Millionaires' Club 
ranking, placing 27th among top 30 world's vodka brands. 
Furthermore, it ranked second in the list of the fastest-
growing alcohol brands and topped the corresponding 
list in the vodka category.

Additionally, the brand was recognized at EURASIA 
SPIRITS DRINKS international vodka and spirits tasting 
competition, with Arkhangelskaya Khlebnaya vodka and 
Arkhangelskaya Cowberry tincture receiving gold and 
silver in the Retail Chains' Choice category.

Arkhangelskaya

Snow Owl and 
Copper Horse
The brands were awarded prizes at the EURASIA 
SPIRITS DRINKS international vodka and spirits 
tasting competition. Snow Owl and Copper Horse 
took gold in the Best Premium Vodka category.

H2 2020 was also remembered by 
splendid Beluga Hunting contests 
on Instagram. The brand's social 
media followers enjoyed seasonal 
gifts and giveaways not only on 
Beluga's official page but also on 
those of our partners, including 
large companies, such as Lenta, 
O'KEY, Magnit, Aromatny Mir, 
and WineLab, as well as regional 
specialized chains. Beluga 
Hunting and Lenta Bar club 
organized a giveaway live stream 
dedicated to the preparation 
of simple cocktails based on 
Beluga Hunting bitters on Lenta's 
Instagram account. This summer, 
the brand gifted Instagram's most 
prominent personalities with 
indoor garden kits that included 
not only garden accessories but 
Beluga Hunting bitters as well.

For October 4, International 
Vodka Day, Beluga and a premium 
London cocktail service, The 
Cocktail Man, developed special 
sets for mixing the iconic Beluga 
Collins.

The brand also organized the 
#belugahomebar challenge on 
Instagram, which resulted in 
followers from around the world 
making over 150 posts with their 
creative cocktails.

 Brand marketing activities
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In May, we held the long-awaited launch of Tête de 
Cheval premium sparkling wines, which are produced 
at Golubitskoe Estate winery using the traditional 
Champagne method and grapes grown in Golubitskaya 
Strelka on Taman Peninsula.

Before the brand's sparkling wines gained wide retail 
representation, they were offered to guests of several 
private events, including the Best of the Best award 
ceremony held by the premium magazine Robb Report. 
By the time Tête de Cheval brut appeared on store 
shelves, public interest in the new product had already 

Tête de Cheval

Belenkaya
In 2020, the brand continued to strengthen its positions: Belenkaya was included in the Millionaires' 
Club ranking, placing 12th among the top 30 world vodka brands and 10th in the list of the fastest-
growing alcohol brands. Belenkaya also received the Product of the Year award in the Vodka category 
for the seventh time, once again demonstrating its superior quality.

Belenkaya supports environmental initiatives and advocates responsible consumption. New products 
introduced by the brand in 2020 come in boxes made from recycled materials, which is guaranteed by 
an international FSC certificate.

been fueled by society pages, swaying the choice  
of consumers in its favor. 

The elegant design, sophisticated style, and 
philosophy of Tête de Cheval attract a wide 
audience of wine lovers and wine industry 
professionals. The latter eagerly share their expert 
opinions on the brand's collection, noting its high 
quality and confirming that its price is justified  
for a product of this level. 

Tête de Cheval's key communication channel with 
the world is Instagram, where the brand's fans learn 
about various aspects of sparkling wine creation, 
the traditional Champagne method, as well as 
winery's functioning and philosophy. In future, 
the Instagram page will transform into a lifestyle 
platform co-authored by the brand's friends. 

On the eve of the winter holidays, Tête de Cheval 
was widely promoted in the digital space and the 
press. In December, more than 30 influencers 
tagged the brand in their social media posts, and 12 
popular glossy magazines, including Esquire, Forbes, 
and GQ, made posts with a mention of @tete_wine. 

Golubitskoe Estate
2020 became a year of both qualitative and 
quantitative growth for Golubitskoe Estate still 
wines, with the brand selling 1 million bottles and 
gaining many loyal fans who prefer Golubitskoe 
Estate products to its numerous competitors.  

In February, Golubitskoe Estate wines received 
five awards at Prodexpo International Wine 
Competition & Guide. Golubitskoe Estate Pinot 
Noir Reserve 2017 and Golubitskoe Estate Merlot 
Reserve 2016 took gold, Golubitskoe Estate 
Cabernet Sauvignon Reserve 2016 won silver,  
while Golubitskoe Estate Riesling 2018 and 
Golubitskoe Estate Chardonnay Reserve  
2017 received bronze awards. 

Additionally, two SKUs – 
Golubitskoe Estate Pinot Noir 
Reserve 2018 and Golubitskoe 
Estate Cabernet Sauvignon – 
made their way into the Russian 
Wine Guide's top 10 best red 
wines. 

The brand also continued to 
gain popularity in the digital 
space: as of the end of 2020, 
the brand could be seen in the 
social media pages of more 
than 20 influencers. 

The brand selling  
1 million bottles

№12
among the top 30  
world vodka brands

placing 

 Brand marketing activities
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Own retail 

Consumers are able to purchase the group's brands and its partners' 
products in various Russian cities thanks to the daily efforts of more than 
1,350 BELUGA GROUP sales employees.

The distribution system consists of several complementary channels: 
direct sales, including own WineLab retail chain outlets, and sales through 
independent distributors.

In 2020, the sales department's focus projects included scaling up the 
proven EDLP model, increasing the sales of in-house and partners’ brands, 
launching new products, and expanding their distribution. Considerable 
attention was also paid to the development of B2B. This involved the 
implementation of a number of partnership projects based on in-depth 
analytics of the group, which significantly improved the quality of our 
communications and had a positive effect on the company's image. 
Additionally, we launched a pilot version of our B2B app that will improve 
the quality of our interaction with customers in the long term, expand the 
coverage of the group's sales, and increase its retail share.

Distribution

BELUGA GROUP 
has the largest own 
distribution network 
in the Russian alcohol 
industry. 

It enables the company to sell 
the entire range of in-house and 
imported products across Russia. 

In the reporting period, WineLab, the group's 
own retail chain, continued its quantitative and 
qualitative development in accordance with 
adopted strategy, while maintaining a focus  
on relevant markets: Moscow, Moscow Region,  
St. Petersburg, Leningrad Region, and the Far East. 

In total, WineLab has expanded to over 640 
stores and about 3 million customers. The chain 
consistently ranks among the top 7 players in the 
Russian retail alcohol market, winning Retail Week 
Awards 2020 as The Fastest-Growing Food Retail 
Chain in 2020.

The total retail sales of in-house brands increased 
by 48 % compared to 2019. Like-for-like sales 
increased by 23 %, and the average purchase size 
for the period went up 11.6 %. Strong dynamics 
could be observed in e-commerce: in the reporting 
period, the volume of click & collect sales, orders 
made through the website or the mobile app 
and then collected in retail outlets, grew fivefold 
compared to 2019, amounting to 2.7 % of total 
online sales. 

The chain continued to 
improve its customer focus: 
during the pandemic, WineLab 
stores introduced a number of 
initiatives to make shopping more 
comfortable for its customers, 
while adhering to strict quarantine 
requirements. As a result, 
customer traffic increased  
by 32.6 % compared to last year, 
and the customer satisfaction 
index rose by 21 %.

Thanks to its increasing 
commercial success, WineLab  
is a self-sufficient business 
that at the same time remains 
an important segment in the 
structure of BELUGA GROUP, 
realizing the potential of the 
group's in-house and agent 
brands, and contributing to their 
market expansion.  

Own retail 
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 Production

Logistics

In the reporting period, the group started 
to apply a systematic approach to assessing 
work quality in warehouse logistics by 
analyzing process efficiency and site statuses. 
Additionally, the company introduced a storage 
cost management system and adjusted the 
cost structure. As a result, by the end of 2020, 
Krekshino warehouse complex increased the 
speed and quality of handling customer orders, 
decreased the number of vendor claims and 
reduced stock levels.

In 2020, the group's transport logistics 
continued to focus on its key objective of 
delivering orders on time, at the right price, 
and in full. For this purpose, BELUGA GROUP 
created Unified Dispatch Centers (UDCs) to 
ensure centralized transportation management 
and solve logistics problems across the 
company's extensive distribution network. 
The group introduced transport management 
standards and created an online system to 
manage the vehicle fleet and track performance. 
This allows to monitor the quality of transport 
logistics both overall and in individual divisions, 
and it helps compare performance indicators 
against targets. The department continued to 
work on improving its efficiency by optimizing 
its workflows and transportation costs, 
revamping vehicle fleets, monitoring customer 
satisfaction, and implementing machine vision 
in document management. 

Logistics
The team works continuously 
on improving communication 
between warehouse and 
transport departments 
to ensure a high level of 
customer service. 

BELUGA GROUP runs six distilleries: Arkhangelskiy, 
Mariinskiy, Ussuriyskiy Balzam, Bastion est. 1942, the 
Moscow region-based Georgievskiy, and Golubitskoe 
Estate winemaking facility. Production facilities are 
strategically located in the major federal districts, 
including Central, Far East, North West, Volga, 
Siberian, and Southern, and also Krasnodar region. 
Geographical diversification allows the company to 
cut logistics costs while reducing technological and 
operational risks.

During the reporting period, the production unit 
launched a large-scale effort to modernize equipment, 
processes, and operations, as well as management 
approaches and methods. The revamp focused on 
introducing proven up-to-date practices at the 
group's distilleries, as well as strengthening the team: 
expanding staff expertise, identifying and developing 
promising employees, attracting advanced managers 
with experience in organizations that have already 
integrated and successfully applied new workflows. 

A number of enterprises had their equipment 
upgraded: for example, the Georgievskiy. Traditions 
of Quality distillery was fitted with a new filling line 
for Belenkaya products, boasting a capacity of 12 
thousand bottles per hour. The legacy production 
line with equal capacity was moved to ALVIZ, 
prompting the partial restructuring of the building 
and expansion of its warehouse. Due to active growth 
in Arkhangelskaya's production, a significant part 
of regional brands had to be moved from ALVIZ to 
other distilleries of the group. The company also 
continued the development of its organic production: 
Georgievskiy. Traditions of Quality distillery received 
an organic certification for one of its filling lines 
and was included in the Unified State Register 
of Organic Product Manufacturers. All technical 
processes and equipment of the filling line meet the 
strict requirements of GOST 33980-2016 "Organic 
Production. Production, Processing, Labeling, and Sale 
Regulations," allowing the manufactured products to 
be recognized as organic.

The group continued its comprehensive work aimed 
at increasing Overall Equipment Effectiveness (OEE) 
and reducing production costs: for this purpose, the 
company created working groups to optimize production, 
reduce downtime, implement lean production, accelerate 
readjustments, and optimize the storage of components at 
the factories.

The group intensified the implementation of its quality 
management project: a highly qualified auditor joined 
the team, engaged in building a widely distributed quality 
corporate management system, from production line to 
store shelves. 

We continued working on reducing the human factor and 
minimizing risks associated with changes in the labor 
market. Seeking to achieve these goals, the company 
automated a number of processes (primarily manual 
operations) and started to form a team of cross-functional 
specialists. For that purpose, staff training, retraining and 
introduction of employee certification and categorization 
are now underway. 

In 2020, in order to streamline the use of corporate 
resources and increase production efficiency, the company 
shut down the Khabarovsk distillery. Additionally, the 
group implemented a large-scale project to improve social 
conditions at its enterprises and started preparations for 
plant relicensing, scheduled for 2021. 

BELUGA GROUP's factories are not just about figures and 
volumes of production—they also bring together their rich 
cultural heritage and centuries-old traditions of production 
and unique compositions that the company is justly proud 
of, with their modern approach and high-end equipment.
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The company continues to develop its strong 
spirit and wine imports in Russia. As of the end of 
2020, sales of imported brands increased by 42.1 %, 
tripling since 2017. 

Under pandemic conditions, which caused an almost complete halt in 
Duty Free sales, as well as the temporary closure and strict regulations 
in HoReCa, BELUGA GROUP concentrated its expertise and efforts on 
off-trade and e-commerce development. 

Imports

In 2020, super-premium The Balvenie whiskey  
(+57 %) and premium Hendrick's gin (+27 %) 
demonstrated the most impressive performance 
among the brands from the William Grant & Sons 
portfolio. Glenfiddich strengthened its position, 
remaining the second best-selling single malt whiskey 
in the Russian market and increasing its sales by 12 % 
against the previous reporting period.  

Ron Barceló grew by 42 %, placing third in the Rum 
category in Russia with a share of about 15 %. 

In 2020, Torres Brandy continued to consolidate on 
a highly competitive market, increasing its sales by 
27 % and taking the leading position in the Russian 
imported brandies market with double the sales  
of its closest competitor.

French Camus cognacs saw an increase of 11 %.  
Sales of premium Plantation rum rose by 45 %.

Brands of American company Sazerac, including 
Buffalo Trace and Benchmark bourbons, demonstrated 
good qualitative and quantitative performance 
with 75 % total yearly growth. The group expanded 
its partnership with Sazerac in late 2020 and will 
introduce Fireball whiskey liqueur and Early Times 
bourbon to the Russian market in 2021. 

Another important addition to the imported strong 
spirits portfolio are Noy brandies, which were 
included in the group's imports in spring 2020.  
The team successfully moved the previous supplier's 
distribution network to BELUGA GROUP facilities 
and maintained the brand's high sales figures.

Spirit imports

The key growth drivers were Masi (+100 %),  
Familia Torres (+84 %), Faustino (+47 %),  
and Cono Sur (+28 %).

In April 2020, a deal between BELUGA GROUP and 
the Portugal-based company Sogrape came into 
effect, making the group the exclusive distributor of 
Sandeman ports and sherries, as well as Silk & Spice 
and Mateus wines in Russia. The latter managed to 
exceed annual sales figures of previous years before 
the end of 2020. Additionally, in 2020, the group 
entered into partnerships with Vina Concha y Toro and 
Les Grands Chais de France to exclusively distribute 
the premium Argentinian wine brand Trivento and the 
world-famous French brand JP. Chenet in our country. 
The deals will come into effect on January 1, 2021.

Wine import

The group's portfolio  
of imported strong spirits 
showed a total growth of +43 %.

In 2020, sales of the group's 
wine portfolio rose by 41 %, 
with almost all brands 

Exports

In 2020, the group continued to develop the global reach of its super-
premium Beluga vodka, focusing primarily on off-trade; promotions 
involved both temporary and permanent inclusion of the brand in the 
product ranges of various chains. Additionally, a number of countries 
began to sell Beluga in discount stores, where the brand had not been 
available before. The decision to develop the flagship brand in this 
format, as well as overall strengthening of the group's off-trade position, 
minimized the general decline in export sales and achieved impressive 
results in a number of countries. The group will continue to actively work 
in this channel even after HoReCa resumes operation. Another important 
area of work was the development of e-commerce and marketplace sales. 
In 2020, the company began to work with Amazon in the United Kingdom, 
where e-commerce accounts for more than 20 % of all Beluga sales. 
According to the results of the reporting period, Beluga sales displayed 
positive dynamics in the United States, a key market for super-premium 
vodkas, showing a more than 30 % increase. The brand also achieved 
significant double-digit growth in the United Kingdom (+78 %), Poland 
(+60 %), Belgium (+57 %), Australia (+31 %), and the Baltic states (+22 %). 

Beluga

Other Brands  
of the Company
CIS countries, where the group carried out a 
comprehensive analysis and partial replacement of 
suppliers in 2020, remain the key export destinations 
for the group's other in-house brands. 

Belenkaya, a particularly important export brand, 
displayed the most impressive results in Israel 
(+603 %) and India (+86 %), while also continuing to 
develop in other non-CIS countries: Italy, Bulgaria, 
and Germany. The brand's export coverage expanded 
to countries such as Hungary, Czech Republic, Korea, 
Indonesia, and Venezuela. White Lake vodka achieved 
significant growth in Sweden, where, according to 
analytics of the Swedish Alcohol Retailing Monopoly, 
the brand regularly ranked among the top 10 vodka 
brands of the month.

Exports
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Since 2009, these assets have been operated under 
the PentAgro JSC legal entity, a 100 % owned 
subsidiary of BELUGA GROUP. 

PentAgro's enterprises lead the way in the respective 
regions of their presence. Marketing and sales of 
food products are carried out exclusively under 
the auspices of the local brands, primarily in those 
regions where the production facilities are located. 
The products are distributed by direct sales through 
distributors and wholesalers.

The high quality of products manufactured by the brand's 
production facilities has garnered a number of industry 
awards, including a listing in the 100 Best Products of 
Russia. 

The marketing and distribution of these products in the 
Far East is carried out by the Rodimaya Storonka company 
owned by BELUGA GROUP.

Foodstuffs

Since the beginning of the COVID-19 pandemic, companies  
and philanthropists around the world have provided the public  
with free assistance and launched a number of social programs. 
BELUGA GROUP became a member of a global solidarity effort  
and implemented a number of initiatives to combat the virus.

The company focused its efforts on supporting the regions 
where the group's production enterprises are based. In particular, 
significant assistance was provided to Primorye, where the company 
was founded 20 years ago. One of the company's first initiatives was 
the Good Deeds charity campaign, which was organized together 
with the government of Primorsky Krai. As part of the effort, people 
in need were given kits containing essential items and the holding 
company's products, which included dairy products, sausages, and 
antiseptics. The campaign was implemented in 22 municipal districts 
and 12 urban districts. As a result, the effort provided support to 
more than 2,500 residents.

Over the pandemic, the greatest burden fell on the 
healthcare system. For this reason, BELUGA GROUP 
donated tens of millions of rubles to support medical 
facilities in its regions of presence. In coordination with 
administrations and ministries of the cities concerned, 
the company procured the necessary equipment and 
PPE and donated them to help combat the spread of the 
disease.

The group purchased masks and equipment components 
for a hospital in Primorye and nine protective units for 
transporting contagious patients in Khabarovsk. The 
group also supplied doctors and COVID-19 patients at 
Nakhodka's main hospital with still water and in-house 
food products which were particularly valuable as the 
city was in a state of lockdown. The company procured 
30 infusion pumps used to treat patients on mechanical 
ventilation for Arkhangelsk, 700 blood oxygen monitors 
for Moscow Region, and about 100,000 respirator masks 
for Moscow.

Social 
responsibility
Local community support  
during the pandemic

The group also supported the largest safari park in the Far Eastern Federal District during a crisis resulting from 
restrictive measures that made the park unable to provide for the rare predators from its own funds, which 
brought numerous tigers, lynxes, bears, and leopards to the brink of death. During the pandemic, BELUGA GROUP 
provided the park with products from Nakhodkinsky meat processing factory to feed the animals.

The company owns and runs 
food business, producing, 
marketing, and selling poultry 
as well as dairy and meat 
products in Russia. 

Poultry products are sold mainly 
in Saratov and the neighboring 
regions of the Volga Federal 
District. The primary facility of the 
company's poultry business is the 
integrated poultry complex that 
includes Mikhaylovskaya Poultry 
Farm JSC and Tsarevshchinskiy-2 
Poultry Breeding Farm JSC. 

Meat products are manufactured  
at Nakhodka Meat Processing 
Plant OJSC in the Primorye 
Territory and sold within the Far 
East region. The plant's product 
range consists of 200 items.  
The main brand of the company  
is Good Deeds, which has a 
presence in premium segment.

The company's dairy assets 
include DAKGOMZ JSC.  
The factory combined put out 
over 300 different products sold 
mostly in the Primorye Territory 
and Khabarovsk Territory.

Social responsibility58
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Zarya Center for 
Contemporary Art
Zarya Center for Contemporary Art in Vladivostok is a nonprofit 
organization, aimed at promoting the best of art from Russia and  
beyond as well as providing support to young artists and the 
professional artist community. 

The Center acts as an independent platform for the development  
of creative ideas through an active dialog with the world's leading 
experts in contemporary art, design, architecture, cinema, literature, 
theater, music, and new media. Among the lenders and partners  
in the organization and preparation of Zarya CCA’s exhibitions are  
some of the largest private and state collections and museums  
in Russia, including the State Tretyakov Gallery, the Moscow Museum  
of Modern Art, the Shchusev Museum of Architecture, the State 
Museum of V.V. Mayakovsky, the Moscow Central State Cinema 
Museum, and ROSIZO State Museum and Exhibition Center.

Opening of Golubitskoe Art Foundation
In August, BELUGA GROUP opened Golubitskoe 
Art Foundation, which operates within the group's 
Golubitskoe Estate winery.

The Foundation is a new project by the team of the 
Zarya Center for Contemporary Art. Its activities are 
aimed at supporting Russian artists and strengthening 
international cooperation in contemporary art.  
The project has already opened a year-round 
international residency for artists, curators, writers, 
historians, archaeologists, and cross-disciplinary 
research workers, and also organized a number  
of exhibitions and educational programs.

The Foundation's projects will be open, transparent, 
publicly available, and exciting for the local 
humanist community, including employees of local 
archaeological sites, museums, galleries, and  
for any person fond of art, culture, and history.

Charity
In BELUGA GROUP, charity as part of the company's 
activities is systemic and targeted. However, none 
of these projects are used for media or advertising 
hype. Importantly, BELUGA GROUP goes to great 
lengths to avoid the help to the final recipients to be 
associated with the alcohol brands of the company.

One of BELUGA GROUP's key 
business areas is supporting 

social action projects.

Responsible 
staff policy
BELUGA GROUP employees are the company's key asset and best 
guarantee of its future achievements. That is why the ethical and socially 
responsible staff policy is one of the group's priorities. The group's staff 
policy is primarily focused on creating new incentives, providing objective 
assessments of each professional's share of contribution to the company's 
success and supporting and developing intrapreneurship and talents as 
well as creating opportunities for career and professional growth and 
self-realization.

The company implements the 
principle of equal opportunities. 
Decisions on employee 
promotion are taken based on 
their performance, professional 
and personal qualities, expertise, 
initiatives, and responsibility.

Golubitskoe Art Foundation's residency is not 
only open to artists but also to a wide range of 
professionals. That is why, by the end of 2020,  
four more specialists from different fields had 
become involved in the project: urbanist and 
architectural historian Sergey Kulikov, artist 
and geographer Nikolay Smirnov, art historian 
and curator Anna Romanova, and historian and 
archaeologist Varvara Busova. 

The overarching goal of Golubitskoe  
Art Foundation is to become a major tourist 
destination on southern Russia's map and  
one of the few places where visitors can enjoy 
large-scale artworks in a beautiful setting. 

In 2020, Zarya implemented 
a number of major projects, 
including the opening of the 
permanent retrospective 
exhibition Dream of the Dawn, 
which offers a look at the center's 
entire seven-year history, and 
the release of online catalogs 
dedicated to Zarya's previous 
projects: "Metageography: 
Towards a New Politics of 
Geographical Imagination" and 
"Far Focus. Photographers of 
Vladivostok." In February, South 
Korean artist Hyun Jong Lim 
became the center's resident, 
with her stay at Zarya resulting 
in the performance That Which 
We Don't See. Additionally, in 
2020, Zarya CCA announced its 
final competition for residency as 
part of the international exchange 
program called Contact Zones: 
Far East. The Japanese winner will 
travel to Golubitskoe Estate as 
soon as restrictions are lifted. 

Zarya regularly hosts creativity 
workshops and themed camps 
for children, movie screenings, 
lectures on art, and meetings with 
Russian and international artists. 
The center also houses a free-
access library and a media center 
as well as a coworking space.

In August, Alisa Yoffe became the first resident  
of the foundation, spending five weeks at the estate. 
Her residency resulted in a solo exhibition titled 
Taman Diary, which was opened on the premises  
of the foundation on August 25. The exhibits included 
12 canvases depicting vineyards, archaeological 
excavations, the sea and beach with vacationers, 
military vehicles of Temryuk memorial, ancient 
Greek amphorae, and many other things that 
surrounded Alice during her stay at the residency. 
The exhibition's opening was a large-scale event 
supported by Golubitskoe Estate and Tête de Cheval 
brands: it welcomed collectors, artists, art historians, 
archaeologists, and research workers from museums  
of Moscow, Krasnodar, Temryuk, and Rostov-on-Don.

Social responsibility
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Environmental 
protection
The company's key environmental protection 
activities involve sustainable use of natural resources, 
saving energy, recycling a range of materials, and 
proper industrial waste disposal. 

Both the environmental impact and air quality  
at the boundary of sanitary protection zones  
are being continuously monitored for compliance  
with the established limit values across all  
BELUGA GROUP's production sites. These  
factors are assessed by designated organizations  
on a quarterly basis. Usable industrial waste  
is collected for recycling, while hazardous waste  
is disposed of by designated companies.

The finite natural resources, such as water and 
hydrocarbon fuel necessary for the production 
purposes, are handled with care. The group 
consistently overhauls it production sites in line 

IN 2020, THE GROUP PAID SPECIAL 
ATTENTION TO IMPLEMENTING WORKPLACE 
SAFETY MEASURES TO PROTECT THE TEAM'S 
HEALTH, AS WELL AS IMPROVE EMPLOYEE 
ADAPTATION AND TRAINING PROGRAMS, 
OFFERING MORE CAREER OPPORTUNITIES, 
AND DEVELOPING A TALENT MANAGEMENT 
PROJECT.

BELUGA GROUP is constantly upgrading its corporate training 
platform. In the reporting period, the group moved all its training 
programs online and updated and expanded its training portfolio, 
including corporate product courses and staff development courses. 

The company has a regular Profession School training program 
where courses are assigned to employees based on their position 
and level. There are also other courses that offer the team 
opportunities to expand their skills and deepen their expertise.  
In the reporting period, the company's employees completed  
more than 55,000 courses.

During the pandemic, a special importance was given to a series  
of BG Expert training seminars run by the company's experts, and 
a series of webinars titled Get to Know the Company Better, where 
the group's top managers talked about how their departments 
operated. More than 2,400 people took part in these projects.

The corporate online library continued its operation and was 
expanded with an offline library which was opened at the  
Moscow office. 

Employees  
and values

Training 

with its environmental protection policy: workshops 
are insulated with modern materials, enterprises are 
equipped with energy-saving technologies, and the 
use of transport is kept to minimum.

BELUGA GROUP 
complies with Russian 
environmental laws 
and regulations and 
seeks to minimize the 
environmental impact 
of its production  
and waste. 

TRAINING 
OPPORTUNITIES  
IN BELUGA GROUP

- Courses via the distance 
learning platform

- Classroom training with 
in-house coaches

- External training from 
leading providers 

- Professional development 
courses

- Corporate library

- Mentoring program on the 
factory floor

- Full-time and online 
English language training

Executive Development Program
The Moscow School of Management SKOLKOVO conducted a digital transformation training program for the 
company's top management. In addition, as part of the middle management development program, key employees 
and their successors completed an emotional intelligence training.

Growth opportunities and talent management 
During the reporting period, the group completed  
a job grading project. The results of this assessment 
laid the groundwork for the benefits system and 
regular monitoring of employee rewards.

To facilitate communication between employees and 
management, the group scaled up its performance 
management program to the entire company. This 
program helps set goals with deadlines and monitor 
their implementation, providing the basis for regular 
feedback. 

This system is related to the annual salary revision 
procedure that was launched in 2020, and talent 

management program that was started a year before, 
and is designed to increase the number of internal 
promotions within the company and ensure employee 
development. Based on the assessment of their 
performance and competencies conducted by  
a manager and approved by the career committee, 
all employees are assigned a category and provided 
personalized plans for personal growth and career 
development. 

In addition, the company launched an internal job 
portal to facilitate the rotation of its employees.

 Employees and values

The Moscow office of BELUGA GROUP continued 
the implementation of the waste sorting project for 
separating batteries, paper, plastic, and glass, which 
was launched by the group back in 2019. All sorted 
waste is sent for recycling under a special contract 
with a third-party company. 

The group also continued the implementation of 
a project for the collection of secondary materials 
and their sending to the ALVIZ plant for recycling. In 
2020, the volume of waste committed for recycling 
by the enterprise was 36 % higher compared to 2019, 
amounting to 677 tons of various materials, ranging 
from paper waste to broken glass.
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Employee reward system
In the reporting period, the company improved and 
expanded its voluntary health insurance program, as 
well as material and non-material employee reward 
systems.

The group also remodeled common non-working 
areas in some of its production sites and warehouses 
to make employees more comfortable.

Corporate projects
BELUGA GROUP implements a number of internal projects to develop corporate culture, 
increase efficiency of internal communications, and reward employees for responsibility, 
initiative, and professional competence. 

For example, the Startup competition, aimed at developing internal entrepreneurship, gives 
employees a chance to share their ideas on how to improve business efficiency. Winners get the 
opportunity to implement their projects under the guidance of the company's directors, and go 
on a motivational trip once the implementation is complete. 

In 2020, the project opened its third season and received applications from 33 teams in 13 cities. 
Due to the pandemic and social distancing requirements, all competition stages were held online. 
However, this did not hinder the participants from adequately presenting their ideas, nor the top 
management from selecting the best proposals. After an assessment by an expert committee and 
a pitch session before the board of directors, five teams from Moscow, Arkhangelsk, Vladivostok, 
and Perm made it to the final. The top management carefully explored the ideas and selected 
not one but two winners: Click Smile team (Vladivostok), which proposed the implementation 
of an instant customer satisfaction rating system in WineLab retail outlets, and the RESOURCE 
team (Moscow) which proposed the idea of manufacturing bags for the group's in-house retail 
chain from recycled cardboard available at the company's enterprises. Throughout the year, the 
employees fine-tuned and implemented these ideas. Once the projects are successfully launched 
and the epidemiological situation has stabilized, the winners will go on a trip to Taman Peninsula 
in summer to visit the Golubitskoe Estate winery.

Another company project is Special Effect, aimed at motivating the most talented employees. 
Its purpose is to select five best specialists from the group's 10,000 employees based on the 
year's results, identifying those who have made the greatest contribution to improving the 
company's efficiency by introducing changes, simplifying workflows, increasing their efficiency, 
generating profits or benefiting the group in any other way, and demonstrated initiative by leading 
colleagues by example and revealing their own expertise to the company. Contest members 
are nominated by their colleagues or manager; voting is done in several stages: first, they are 
evaluated by HR experts of all business units, then the board of directors selects the 10 most 
important achievements, and, finally, five winners are chosen by employees through online voting. 
In 2020, employees cast more than 2.5 thousand votes in the final stage of the project. Winners 
received awards at the company's annual conference and, in May 2021, when the epidemiological 
situation is expected to normalize, they will go on a motivational trip related to the activities of 
the company and its partners.

Company values

In 2021, BELUGA GROUP will 
continue the transformation of 
its business initiated in 2020 
using automation, innovation, 
and digitalization.

Development 
priorities  
for 2021

THE COMPANY'S KEY BUSINESS 
AREAS FOR 2021 INCLUDE:

- Consistent development of the flagship Beluga 
brand and other key vodka brands, including 
new promising products

- Strengthening the company's positions and 
building expertise in the brandy market

- Development of the winemaking business.

- Development of non-vodka spirit categories: 
gin, rum, and whiskey

- Possibility of self-realization  
for employees

- Team spirit

- Constant push for development 
and innovation

- Qualitative development of the imports

- Consistent development of exports: 
strengthening the positions of Beluga and 
increasing the brand's share in  the super-and 
ultra-premium segments, with a focus on 
promising international markets

- Development of the proprietary WineLab  
retail chain
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- Mutual responsibility and trust

- Assertiveness and leadership
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The group strives to build the best possible management model, 
taking decisions in line with the corporate strategy and working 
toward comprehensive adaptation to the Russian market and business 
models. The best global practices adjusted to the specific needs of 
the industry serve as a reference for the company.

Both the changing market and the company's growth rate call for 
continuous improvement of the corporate management system. That 
is why BELUGA GROUP prioritizes this task in the interests of all its 
shareholders.

Corporate 
management

BELUGA GROUP'S CORPORATE 
MANAGEMENT IS BASED ON 
THE FOLLOWING PRINCIPLES:

- Push for the most efficient use  
of the company's assets  
to obtain economic profit

- Strict observance of the current 
legislation

- Equal treatment of all 
shareholders of the company

- Transparency of business 
operations, timely and full 
disclosure of information

- Attention and respect  
to all parties interested  
in the group's activities

Company management structure

GENERAL MEETING OF SHAREHOLDERS

The General Meeting of Shareholders is the company's highest management body. 
The Board of Directors that exercises the overall management of the company's 
activities, determines the priority areas of work and strategic development is 
accountable to the General Meeting of Shareholders. The executive bodies 
accountable to the Board of Directors are the Chief Executive Officer (sole executive 
body) and the Management Executive Committee (collegiate executive body) 
that carries out the company's operational management. Additional control over 
the group's financial and economic activities is carried out by the internal audit 
department, the audit committee of the Board of Directors, an independent auditor, 
and the audit committee.

The company's shareholders participate in the group's management by voting at 
the General Meeting of Shareholders in accordance with Federal Law No. 208-FZ 
dated December 26, 1995, "On Joint-Stock Companies": shareholders—that is, owners 
of ordinary shares of the company—may participate in the General Meeting of 
Shareholders with the right to vote on all matters of their competence. In 2020,  
two extraordinary and one annual General Meetings of Shareholders were held. 
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ALEXANDER MECHETIN SERGEY MOLCHANOV NIKOLAY BELOKOPYTOV MIKHAIL KASHIRIN

Year of birth: 1975

Chief Executive Officer  
of BELUGA GROUP.

Founder of BELUGA GROUP  
and its leader for 20 years. 

Graduated from the Institute of 
Economics and Management of 
the Far Eastern State Technical 
University as well as School of Law 
of Far Eastern State University. 
Defended his thesis in economics, 
titled Organizational and Economic 
Support of Reforming Enterprises  
in the Transition Period, in 2001.  
He has an EMBA degree from 
Oxford University. 

Year of birth: 1976

Deputy Chairman of the Board, 
COO at BELUGA GROUP.

Has been holding executive 
positions in the group's 
companies for 18 years.  
Graduated from the School  
of Economics of Far Eastern  
State University, with a degree  
in economics. Holds a bachelor's 
degree in Management from the 
University of Maryland University 
College (USA). 

Year of birth: 1975

Chairman of the Board  
of Directors, CFO at 
BELUGA GROUP.

Has been holding executive 
positions at the group's 
enterprises for 19 years. 
Graduated from the 
Institute of Economics 
and Management of the 
Far Eastern State Technical 
University. 

Year of birth: 1973

Deputy Chairman of the  
Board for Development of  
BELUGA GROUP, Director 
General of Sinergiya Import LLC. 

Has been working at the group's 
enterprises for 13 years, with 
7 years in executive roles. 
Graduated from All-Russian  
State Distance-Learning Institute  
of Finance and Economics, with  
a degree in marketing. 

KONSTANTIN PROKHOROV

Year of birth: 1978

Deputy Chairman of the Board 
of BELUGA GROUP, Director 
General of WinLab-Zapad LLC. 

Has been holding executive 
positions in the group's 
companies for 13 years. 
Graduated from Primorskaya 
State Academy of Agriculture, 
with a degree in economics and 
management of agricultural 
production. 

ALEXANDER IKONNINOV

Year of birth: 1971

Nonexecutive director
Primary employment: Chairman 
of the Supervisory Board of 
the Independent Directors 
Association.
Graduated from Gubkin Russian 
State University of Oil and Gas, 
with a degree in oil and gas fields 
exploitation. Ph.D. in Economics. 
Holds the highest IoD Chartered 
Director qualification.

ROSTISLAV ORDOVSKY-
TANAEVSKY BLANCO
Year of birth: 1958

Nonexecutive director
Primary employment:  
President of RosKorp LLC.
Graduated from Simon Bolivar 
University (Caracas), with  
a degree in chemical engineering.

BOARD OF DIRECTORS

The Board of Directors is comprised of seven individuals; two  
of them are nonexecutive directors. The Board of Directors acting  
in 2020 was elected at the annual General Meetings of Shareholders 
held on June 25, 2019, and June 1, 2020, respectively. 

Board of Directors'  
composition as of 2020:

Nonexecutive  
directors:
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Financial performance  
and operations results

Segment reporting

Capital structure

Operating cash flow

CHANGE

+11 %
+19 %
+23 %
+27 %
+17 %
-1.9 pp

-2 %
+10 %
+42 %
+1.8 pp

+54 %
+2.1 pp
+37 %
+72 %
+1.1 pp

+90 %
+231 %

2019

15 694
76 343
51 270
31 916
19 354
37.7 %

2 910
11 829
6 505
12.7 %

4 457
8.7%
2 392
1 433
2.8 %

103.71
1 848

2020

17 369
90 903
63 292
40 614
22 678
35.8 %

2 849
12 985
9 207
14.5 %

6 842
10.8 %
3 267
2 459
3.9 %

197.47
6 114

RETAIL

25 294
17 355
46 %

2 980
1 525
95 %

31.12.19

15 016
12 628
2 388
84 %
91 %
1 085
13 931
2.69

ALCOHOL

44 420
38 908
14 %

6 047
4 933
23 %

31.12.20

17 295
16 487
808
95 %
100 %
4 890
12 405
1.69

PRODUCTS

4 796
4 544
6 %

182
205
-11 %

ИЗМЕНЕНИЕ

+15.2 %
+30.6 %
-66.2 %
+11 pp
+9 pp
+350.7 %
-11 %
-37.1 %

The table below shows the company's consolidated financial results  
for 2020 as compared to 2019. 

(In mln. RUB, except for the figures indicated in other units of measurement)

Revenue increased by 23 % as a result of an 11 % increase in sales in 
volume terms, as well as due to the growth of the WineLab retail chain.
EBITDA increased by 42 % (47 %, excluding IFRS 16 Leases, from 5,299 
to 7,790 million rubles) due to a double-digit increase in shipments of 
our own and partners' products and an increase in the profitability of 
the WineLab chain, as well as due to positive changes related to the 
implementation of the plan to improve operating efficiency.

The table below illustrates the changes 
in financial indicators by segment for 
2020 compared to 2019.

The table below illustrates the changes in 
the capital structure as of December 31, 2020 
compared to the previous period.

Sales, thousands 9L cases
Sales, excise included
Revenue
COGS
Gross profit
gross profit margin, %

General and administrative expenses
Distribution expenses
EBITDA
EBITDA margin, %

Operating profit
operating profit margin, %

Net finance costs
Net profit
net profit margin, %

Earnings per share, RUR
Net cash flow from operating  
activities

mln. rub

Revenue 2020, including intersegment revenue
Revenue 2019, including intersegment revenue
change

EBITDA 2020
EBITDA 2019
change

mln. rub

Total debt (loans and bonds)
Long-term debt 
Short-term debt 
Share of long-term debt
Share of unsecured debt
Cash and equivalents
Net debt (loans and bonds)
Net Debt/EBITDA*

ALCOHOL SEGMENT RETAIL SEGMENT

The dynamics of the alcohol segment indicators  
in general reflect sales performance in volume 
terms. The profitability of the segment increased  
by 1 percentage point due to premiumization  
of the sales structure.

The structure of our loan portfolio is generally 
comfortable, Net debt/EBITDA improved by 100 basis 
points to 1.69. As of December 31, 2020, the weighted 
average interest rate across the loan portfolio 
decreased by 0.32 percentage points compared to 
December 31, 2019 and amounted to 8.66 %.

Free cash flow (net operating cash flow, net of investing activities) in 2020 was 3,585 million rubles 
(in 2019, negative free cash flow was 346 million rubles). The generation of significant free cash 
flow by the company was affected by the high level of operating profit, as well as more efficient 
management of working capital.

The segment is growing significantly, both due to the 
increase in the number of stores and the growth of the 
retail chain's operational efficiency, which in turn is 
tied to a significant percentage of stores that reached 
full operating profitability in the reporting period.

The application of the new IFRS 16 Leases standard 
had a generally neutral impact on the company's 
debt indicators, as its financial liabilities and 
EBITDA increased proportionally.

 Financial overview
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The authorized capital of BELUGA GROUP is RUB 
1,580,000,000, divided into 15,800,000 ordinary 
registered nondocumentary shares with a nominal 
value of RUB 100.

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

The registrar maintaining the register of 
shareholders of BELUGA GROUP is VTB 
Registrator JSC (license No. 045-13970-000001 
issued by the Central Bank of the Russian 
Federation on February 21, 2008).

Shares of the company (the code in the Bloomberg 
system is BELU RX Equity, the code in the Reuters 
system is BELU.MM) are traded at Moscow 
Exchange PJSC in the quotation list of the  
Third Level with the BELU code.

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

IN 2020, THE FOLLOWING DIVIDENDS WERE ACCRUED AND PAID  
ON ORDINARY REGISTERED SHARES OF BELUGA GROUP:

Share category (share type for preferred stock)

Issuer's managing body that decided to announce 
the dividends, declaration date, date and identifier 
of the meeting (session) minutes of the issuer's 
managing body where the decision was made

Dividend per share (RUB)

Total amount of dividends declared on all shares of 
this category/type (RUB)

Date of determining the persons entitled to receive 
dividends

Reporting period (year, quarter) for which (based on 
the results of which) the declared dividends are/
were paid

Dividend payment date

Form of payment of declared dividends  
(money, other property)

Sources of declaring dividend (net profit in the  
reporting year, retained net profit of previous  
years, special funding)

Total amount of dividends paid on all shares  
of this category/type (RUB)

Share of paid dividends in the total amount of dividends 
declared on shares in this category/type (in %)

Reasons for failure to pay declared dividends if they  
were not paid in full

Other information on declared and/or paid dividends 
specified at the issuer's discretion

ordinary

General shareholder meeting

32

505,600,000

June 12, 2020

2019 (full year)

The payment period for dividends owed to a 
nominee shareholder is from June 15, 2020 till June 
29, 2020 (no longer than 10 business days after the 
date of determining the persons entitled to receive 
dividends). 
Payment period for dividends owed to other  
persons listed in the register of shareholders is  
from June 15, 2020 till July 21, 2020 (no longer than 
25 business days upon the date of determining the 
persons entitled to receive dividends). The payment 
period may be extended if business days included  
in the period are declared non-business days.

money

part of the company's net profit for 2019

457,154,880

90.42 %

dividends were not paid in full for the following 
reasons: 
1) shares of unidentified shareholders were credited  
to a dedicated account in the register, 
2) some shareholders do not have their payment 
details specified, 
3) some shareholders notified us of a suspension  
of their dividend payments due to their current 
accounts having been temporarily disabled. These 
shareholders will receive their dividends once their 
payment details are specified and their accounts are 
reactivated.

N/A

To shareholders 
and investors

To shareholders and investors

Share category (share type for preferred stock)

Issuer's managing body that decided to announce  
the dividends, declaration date, date and identifier  
of the meeting (session) minutes of the issuer's 
managing body where the decision was made

Dividend per share (RUB)

Total amount of dividends declared on all shares  
of this category/type (RUB)

Date of determining the persons entitled to receive 
dividends

Reporting period (year, quarter) for which  
(based on the results of which) the declared  
dividends are/were paid

ordinary

General shareholder meeting

10

158,000,000

October 26, 2020

part of the Company's retained net 
profit in previous years
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- Documentary interest-bearing nonconvertible bearer bonds with mandatory centralized 
custody, BO-P01 series (Registration No. 4В02-01-55052-Е-001Р of June 7, 2017, ISIN 
RU000A0JXTB5);

- Documentary interest-bearing nonconvertible bearer bonds with mandatory centralized 
custody, BO-P02 series (Registration No. 4B02-02-55052-E-001P of July 12, 2019, ISIN 
RU000A100L63);

- Documentary interest-bearing nonconvertible bearer bonds with mandatory centralized 
custody, BO-P03 series (Registration No. 4B02-01-55052-E-002P of December 5, 2019, ISIN 
RU000A1015E0).

Dividend payment date

Form of payment of declared dividends  
(money, other property)

Sources of declaring dividend (net profit in the 
reporting year, retained net profit of previous years, 
special funding)

Total amount of dividends paid on all shares of this 
category/type (RUB)

Share of paid dividends in the total amount  
of dividends declared on shares in this  
category/type (in %)

Reasons for failure to pay declared dividends if they 
were not paid in full

Other information on declared and/or paid dividends 
specified at the issuer's discretion

from October 27, 2020 till November 10, 2020 
(no longer than 10 business days after the date of 
determining the persons entitled to receive dividends). 
Payment period for dividends owed to other persons 
listed in the register of shareholders is from October 
27, 2020 till December 1, 2020 (no longer than 25 
business days after the date of determining the 
persons entitled to receive dividends).  The payment 
period may be extended if business days included in 
the period are declared non-business days.

money

part of the Company's retained net profit  
in previous years

126,543,829

80.09 %

dividends were not paid in full for the following 
reasons: 
1) shares of unidentified shareholders were credited to 
a dedicated account in the register, 
2) some shareholders do not have their payment 
details specified,
3) some shareholders notified us of a suspension of 
their dividend payments due to their current accounts 
having been temporarily disabled. 
These shareholders will receive their dividends once 
their payment details are specified and their accounts 
are reactivated.

N/A

BELUGA GROUP's ratings

Ratings of BELUGA GROUP's securities

List of major 
transactions in the 
reporting year

Information on the 
volume of each type of 
energy resources used 
in the reporting year

In the reporting year, BELUGA GROUP did not 
make any major transactions (as per the Federal 
Law "On Joint-Stock Companies").

THE LIST OF INTERESTED-PARTY 
TRANSACTIONS CARRIED OUT I 
N THE REPORTING YEAR

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

BELUGA GROUP consumes energy and heat 
resources in volumes generally necessary for the 
typical operations of the administrative staff.  
BELUGA GROUP leases office spaces from a 
third party, and the current lease does not imply 
a separate allocation in the rent payment for 
the expenses of the lessor for the payment of 
consumed energy resources.

24.06.2019

22.06.2020

- non-documentary interest-bearing non-convertible exchange-traded bonds 
of BO-P04 series, with centralized accounting of rights (identification number 
4B02-02-55052-E-002P of December 9, 2020, ISIN RU000A102GU5).

Values of the  
credit rating

ruА-

ruА-

Assignment  
date

25.12.2019

25.12.2020

The long-term rating of the issuer's default in 
foreign currency is confirmed as "B+," and the 
forecast, "Stable"

The long-term rating of the issuer's default in 
national currency is confirmed as "B+," and the 
forecast, "Stable"

FITCH RATINGS, 
A RATING AGENCY

INFORMATION ABOUT SECURITIES

EXPERT RA,  
A RATING AGENCY

Values of the credit rating

ruА-

ruА-

Values of the credit rating

ruА-

Assignment 
date

25.12.2019

25.12.2020

Assignment 
date

11.12.2020

To shareholders and investors
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CONSOLIDATED STATEMENT  
OF FINANCIAL POSITION

2019*

76 343
(25 073)
51 270
(31 916)
19 354
 
(2 910)
(11 829)
(158)
4 457
 
(2 392)
2 065
 
(530)
1 535 

(102)
1 433
 
 
1 353
80
 
103.71

2020

90 903
(27 611)
63 292
(40 614)
22 678
 
(2 849)
(12 985)
(2)
6 842

(3 267)
3 575

(774)
2 801 

(342)
2 459 

2 462
(3)

197.47

31 DECEMBER  
2020

12 880
10 071
3 511
289
1 595
28 346
 
 
16 486
-
12 520
550
157
4 890
34 603
581 

63 530

1 580
(347)
2 915
15 903
20 051 

294
20 345
 
 
16 487
1 735
-
1 298
19 520
 
 
808
1 429
20 262
707
23 206
459 

63 530

   

Non-current assets 
Property, plant and equipment
Intangible assets
Goodwill
Other long-term assets
Deferred tax assets 
Total non-current assets 
  
Current assets 
Inventories
Biological assets
Trade and other receivables
Prepayments
Income tax prepayment
Cash and cash equivalents
Total current assets 
Assets of Disposal group classified 
as held for sale
TOTAL ASSETS 
  

  
Equity and reserves  
Share capital 
Treasury shares
Share premium
Retained earnings
Total equity attributable to shareholders  
of PAO Beluga Group 
Non-controlling interest 
Total equity and reserves  
  
Non-current liabilities  
Loans and bonds
Long-term lease liabilities
Long-term accounts payable
Deferred tax liabilities 
Total non-current liabilities 
 
Current liabilities 
Loans and bonds
Lease liabilities
Trade and other payables
Income tax payable
Total current liabilities 
Liabilities of Disposal group classified 
as held for sale
TOTAL SHAREHOLDERS’ EQUITY AND LIABILITIES  

31 DECEMBER  
2019

13 885
10 017
3 511
260
1 786
29 459

16 181
159
9 813
605
126
1 085
27 969
- 

57 428

1 940
(669)
3 339
14 222
18 832 

1 201
20 033
 
 
12 628
2 326
580
1 077
16 611

2 388
1 232
16 800
364
20 784
-

57 428

Consolidated Financial Statements for the year, 
ended 31 December 2020
(All amounts in Russian Rubles (₽) million, unless stated otherwise) 

* Incomes and expenses of Discontinued operations were excluded 
from corresponding lines of 2019 comparative information and 
presented in “Discontinued operations, loss” line.

Revenue
Excise duties
Net revenue
Cost of sales
Gross profit

General and administrative expenses
Distribution expenses
Other income/(expense)
Operating profit

Net finance costs
Profit before tax

Income tax 
Net income, continuing operations

Discontinued operations, loss
Net income and total comprehensive income for the period

Attributable to
Equity holders of the Company
Non-controlling interest

Basic earnings per share, RUB 

 Financial statements

CONSOLIDATED STATEMENT OF PROFIT  
OR LOSS AND OTHER COMPREHENSIVE INCOME

ASSETS 

SHAREHOLDERS’ EQUITY AND LIABILITIES
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CONSOLIDATED CASH  
FLOW STATEMENT

CONSOLIDATED STATEMENT  
OF CHANGES IN EQUITY

1 940
 

-
 

-
 

-
 

-

-

1 940

1 940
 

-
 
 

-

(360)
 

-
 

(360) 

-

1 580

SHARE  
CAPITAL

SHARE  
CAPITAL

TREASURY 
SHARES

TREASURY 
SHARES

SHARE  
PREMIUM

SHARE  
PREMIUM

EQUITY ATTRIBUTABLE TO SHAREHOLDERS 
OF PAO BELUGA GROUP

EQUITY ATTRIBUTABLE TO SHAREHOLDERS 
OF PAO BELUGA GROUP

RETAINED 
EARNINGS

RETAINED 
EARNINGS

TOTAL SHARE-
HOLDERS' 
EQUITY

TOTAL SHARE-
HOLDERS' 
EQUITY

NON-
CONTROLLING 
INTEREST

NON-
CONTROLLING 
INTEREST

TOTAL 
EQUITY AND 
RESERVES

TOTAL 
EQUITY AND 
RESERVES

(545)
 

-
 

-
 

(124)
 

(124) 

-

(669)

(669)
 

-
 
 

-

360
 

(38)
 

322

-

(347)

3 760
 

-
 

-
 

(421)
 

(421) 

-

3 339

3 339
 

-
 
 

-

-
 

(424)
 

(424) 

-

2 915

12 869
 

-
 

-
 

-
 

- 

1 353

14 222

14 222
 

(264)
 
 

(517)

-
 

-
 

(781)

2 462

15 903

18 024
 

-
 

-
 

(545)
 

(545) 

1 353

18 832

18 832
 

(264)
 
 

(517)

-
 

(462)
 

(1 243)

2 462

20 051

1 136
 

(6)
 

(9)
 

-
 

(15) 

80

1 201

1 201
 

(904) 
 

-

-
 

- 

(904)

(3)

294

19 160 

(6)
 

(9)
 

(545)
 

(560) 

1 433

20 033

20 033
 

(1 168)
 
 

(517)

-
 

(462)
 

(2 147)

2 459

20 345

2020
 

6 842
(315)

2 365
(74) 

95
 
(475)
(3 033)
3 211
8 616
 
(2 377)
(125)
6 114 

(1 483)
(1 056)
10
(2 529) 

(462)
(517)
(1 417)
43 494
(40 878)
220
 
3 805
 
1 085
4 890

CASH FLOWS FROM OPERATING ACTIVITIES
Operating profit, continuing operations
Operating loss, discontinued operations
Adjustments:
Depreciation and amortisation
(Income)/loss on disposal of property, plant and equipment  
and intangible assets
Other non-cash transactions
Changes in working capital:
(Increase) in inventories
(Increase) in accounts receivable
Increase in accounts payable
Cash flows from operating activities

Interest and arrangements of borrowing paid
Income tax paid
Net cash flow from operating activities

CASH FLOWS FROM INVESTING ACTIVITIES
Acquisition of non-controlling interest and subsidiaries
Acquisition of property, plant and equipment and intangible assets
Disposal of property, plant and equipment and intangible assets
Net cash flow from investing activities

CASH FLOWS FROM FINANCING ACTIVITIES
Repurchase and sale of treasury shares
Dividends
Payments of lease liabilities
Loans received and bonds issued
Loans and bonds repaid
Net cash flow from financing activities

Net increase/(decrease) in cash and cash equivalents

Cash and cash equivalents at beginning of the year
Cash and cash equivalents at end of the year

2019
 

4 457
(65)

2 103
22 

207
 
(3 716)
(1 674)
3 172
4 506
 
(2 063)
(595)
1 848
  

(551)
(1 660)
17
(2 194) 

(545)
-
(1 197)
54 502
(52 412)
348 

2
 
1 083
1 085

Balance at 1 January 2019

Dividends accrued to 
non-controlling interest

Other changes in 
non-controlling interest

Repurchase and sale of 
treasury shares

Total transactions with 
shareholders

Total comprehensive  
income for the period

Balance at 31 December 2019

Balance at 1 January 2020

Acquisition  
of non-controlling  
interest

Dividends

Cancellation of treasury  
shares

Repurchase and sale of 
treasury shares

Total transactions with 
shareholders

Total comprehensive  
income for the period

Balance at 31 December 2020

 Financial statements
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CALCULATION OF THE  
EBITDA (UNAUDITED)*

31 DECEMBER 
2019

1 535
530
2 392
2 048
6 505

31 DECEMBER  
2019

2 801
774
3 267
2 365
9 207

Net income, continuing operations
Income tax
Net finance costs
Depreciation
EBITDA

* The EBITDA is calculated as the net income before the payment of the 
interests, taxes, and depreciation. The EBITDA margin is the ratio of the 
EBITDA in relation to the sum of the revenues. 

The company calculates the EBITDA, as they think that it is an 
important additional index to the operational activity. 

The EBITDA as an analytical tool has its limitations in use and 
should not be considered solely or in lieu of indicators calculated in 
accordance with IFRS. Moreover, other companies can calculate this 
index in a different way, which limits its capabilities as a comparison 
tool.

The EBITDA should also not be considered an alternative to the index 
of cash flow from operating activities, or as a liquidity statement.
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