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[MaBHOE oTpacnieBoe cobbiTUE B PO3HUYHOM MHOYCTPUA

23rd World of
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The leading event in the retail industry
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OZON — BU3HEC
HA MEDKAYHAPOLHOM
YPOBHE

3aperncTpmpymnTecb 6eCnnaTHO U NOMy4YmUTe OOCTYM
K 67 mnH nokynatenen B Poccum mn ctpaHax CHI

POCT YMCINA 30KA30B
X I 5 B KasaxctaHe

2025 vs 2026

67... 200" 85..

nokynaTtenem NOrMCTUNYECKUX MYyHKTOB BblOd4M
B Poccum LEHTPOB 0119 BALUUX
n CHI KNTMEeHTOB

BbirOAHbIE YCJTOBUSA
AJA NMPOAABLOB

® Tapudbl 3a npopgaxy Ha Ozon — o1 5%

® BhLinnaThl Koxkayo Hegeno Ha nobdomn
6aHKk KasaxctaHa

® J]okanbHbIM JOKYMEHTOOOOPOT
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CraTb npogaBuUoMm

MpwuBeTcTBEHHOE croBo - Welcome address

Hdoporme y4actTHUKU U roctn KoHBeHTa!

Dear participants and guests of the
Convention!

OT MeHU KoMaHAbl MUp TOproen UCKPEeHHe
paabl NPMBETCTBOBATb Ha MaBHOM OTPacfIeBOM
co6biTUM B KasaxcTaHe — 23-M MeXayHapogHOM
KoHBeHTe Mup Toproenwu.

Yyke 13 NeT Mbl BMECTe C BaMK CO30aeM
YHWKANbHbIN MPOEKT, KOTOPbIV NMOMOraeT
Pa3BMBaTb PbIHOK COBPEMEHHOW TOProBIu,
AenaTb ero 6osiee opraHM30BaHHbIM,
COBPEMEHHbIM, TEXHOTOTNYHbIM U
COOTBETCTBYOLLMM HOBbIM Bbl30BaM
3KOHOMMYECKOM cpeabl.

Kaykoasa Hallla BCTpeda pacKpblBaeT HOBbIN
noTeHUMan ana obMeHa onbITOM, aHanm3a pPbliHKa
M MPOrHO3MPOBaHMA 6yayLero. KOHBEHT — 3TO
BpeMa nony4yaTb NPUKNagHble 3HaHWE, HaxoOUTb
MPaKTUYECKYIO MOMb3y B AeTOBbIX KOHTaKTax U
06CY»KOaTb peLLleHMs, KOTOpble BaXKHbl Kak a1
Pa3BUTUA PbIHKA B LIENOM, TaK U /19 KayKOoro
BusHeca.

B oTKpbITOM gmanore c nngepamMmm m
SKCrnepTaMm oTpacs/i Bbl CMOXKETE O6cy,EI,l/lTb
CaMble aKTyallbHble BOMPOCbI, YyBNOETb
HOBble BO3MOXXHOCTU 1 BMeCTe orpenesintb
Hanpas/eHnAa OanbHewnLero Pa3BUNTNA.

Tpwu oHAa KoHBeHTa — 3TO BpeM4, Korga
MpPOrpeccmnBHbIE NMMAEPLI PUTENNA,
npounsBoauTenen, NOCTaBLLMKOB,
TEXHONOMMYECKUX KOMMaHWI 1 MapTHEPOB
PblHKa COBbMpatoTca BMecTe. Kak opraHm3aTopbl,
Mbl MOXEM C YBEPEHHOCTbIO CKa3aTb, YTO BMecTe
C BaMU BHOCUM BKJ1a[ B Pa3BUTKME OTPaCN,
KOTOPYIO MCKPEHHE STI0BUM 1 LIEHWM.

Mbil 6naro,uapr| BCeM feneratamM M rnaprtHepam
3a MHOrorieTHee goBepue.

Yenaem BaM ycreliHoM paboTbl, HaaeXKHbIX
MapTHEePOB M Ka4eCTBEeHHbIX COETOK Ha
KoHBeHTe!

EneHa CaprangakoBa
M KoMaHOa Mup Toproenm

On behalf of the World of Trade team, we are
pleased to welcome you to the main industry
event in Kazakhstan - the 23rd International
World of Trade Convention.

For 13 years, together with you, we have been
creating a unique project that helps develop the
modern retail market, making it more organized,
advanced, technology-driven, and responsive

to the new challenges of the economic
environment.

Each of our meetings opens new opportunities
for exchanging experience, analyzing the market,
and looking into the future. The Convention is

a time to gain practical knowledge, find real
value in business contacts, and discuss solutions
that are important both for the development of
the market as a whole and for each individual
business.

In an open dialogue with industry leaders and
experts, you will be able to discuss the most
relevant issues, see new opportunities, and jointly
define the directions for further development.

The three days of the Convention are a time when
progressive leaders of retail, manufacturing,
supply, technology companies, and market
partners come together. As organizers, we can
say with confidence that, together with you,

we are contributing to the development of an
industry that we sincerely love and value.

We are grateful to all delegates and partners for
their long-standing trust.

We wish you productive work, reliable partners,
and valuable deals at the Convention.

Elena Sargaldakova
and the World of trade team




NMapTHepbl 23-ro KoHBeHTa MUp TOproenu

Partners of the 23rd World of Trade Convention

Lasmart — KoMaHga aKcrepToB B Bl-aHanutnke
ana putenna. Lasmart cosgaeT cucteMbl, KOTopble
MNpeBpPaLLaoT AaHHble B Mofie3Hble MHCaMTbI A4
pPOCTa BbIPYYKM M CHMYKEHMSA 3aTpaT. DnarMaHCKMM
MNpPOoaYKT — MNMAaHWPOBLLMK MPOCTPaHCTBa
SpacePlanner — nomMoraeT ynpaBiaTb BbIKIaOKOW
M OenaeT Kaxkabl METP TOProBOro NPOCTpPaHCTBa
MPUBbINTbHbIM.

Lasmart is a team of experts in Bl analytics for retail.
Lasmart creates systems that transform data into
actionable insights for revenue growth and cost
reduction. Their flagship product — SpacePlanner
—helps manage product displays and makes every
square meter of retail space profitable.

WKRQK

KoHcanTuHrosble ycnyr Jig PO3HUYHbIX ceTen:

— ayauT PaboTbl KOMMEPYECKOro 1 ornepauUmMoHHOro
aernapTaMeHToB

— noBbllLeHMe 3dPEKTUBHOCTU PABOThI
KOMMepPYeCcKOoro AernapTaMeHTa: OprcTpyKTypa,
6U13HeC-NPOoLECCHI, MOMUTUKM 1 PerflaMeHTbl

— noBbllleHne 3hpbeKTUBHOCTU yrpaBneHma
ACCOPTUMEHTOM, MEPYaHOAN3UHIOM U
LLeHOO6Pa30BaHUEM.

Consulting services for retail chains:

— Audit of commmercial and operational departments
— Improving the efficiency of the commercial
department: organizational structure, business
processes, policies, and regulations

— Improving the effectiveness of assortment
management, merchandising, and pricing.

(l KATMEHMPO

KATMEHTPO (https:/Ak.com/catmanpro) — 1o
COOBLLECTBO A1 TEX, KTO MCMOSb3yeT NPUHLMMbI
KaTeropmimHoOro MeHepKMeHTa B CBOe MNpaKT1ke and
rnoBblLLIEHWNA 2PPEKTUBHOCTM B3HEeCa.

ExkerogHada koHbepeHLKMa coobLecTBa
«KaTeropniHbl MeHeoyKMeHT B Benble Houm»
(https:/lcmconfru) — MeponpusTue, KoTopoe
MNpPOoXoAuT Kaxkaoe neto B CaHKT-INeTepbypre,
roe puUtennepbl M aKCrepTbl 06CY»XKOAIOT TPEHAI,
CTpaTernm 1 peanbHble KEWCbl A9 U3MEHEHMIN U
ynydlleHmni 6rsHeca.

CATMANPRO (https:/ivk.com/catmanpro) is a
community for those who use category management
principles in their practice to improve business
efficiency.

The community’s annual conference, “Category
Management in White Nights” (https:/cmconfru) , is
an event held every summer in St. Petersburg, where
retailers and experts discuss trends, strategies, and
real-life cases for business change and improvement.

.2 CTENANADKHbLIE
" CNCTEMBI
X

«CTEJTNAXKHbBIE CCTEMbI» — KpymHbI
MPOW3BOAUTENb TOPrOBOIO M CKIIaACKOMo
ob6opynoBaHma. C 2001 roga oH MPoeKTUPYET,
MPOU3BOAUT U MPOLAET CTENAXKM, BOCTPE6OBaHHbIE
Ha TeppuTopUmK 45 permoHoB Poccuu, B

KazsaxcTaHe, Y36ekuncTtaHe, KbiprbiactaHe, benapycn,
AzepbavipykaHe 1 MoHronmm. 3aBop co3gaeT
ToproBoe obopynoBaHMe O pUTenIa M CKNaOacKmMx
KOMIMJIEKCOB.

“Stellazhnye Sistemy” (Rack Systems) is a major
manufacturer of retail and warehouse equipment.

Since 2001, it has been designing, manufacturing,
and selling shelving systems in demand in 45 regions
of Russia, as well as in Kazakhstan, Uzbekistan,
Kyrgyzstan, Belarus, Azerbaijan, and Mongolia. The
plant creates retail equipment for both retail and
warehouse facilities.

[»]) oDEPT

ODEPT - MexxayHapoaHasa B2B-nnatdopma ans
MPOoAarK, 3aKyrnoK 1 aHanMTuKK. NMnatdopma
obbeaMHAET CAENKM, PUHAHCHI U TOTUCTUKY B €0MHOM
sKocucTteme oT baHka LUeHTpKpeauT. Nomoraet
BUV3HECY HAaXOOUTb MAPTHEPOB, CHMKATb U3OEPIKKM U
NPWHUMaTb pPeLLleHna Ha OCHOBE JaHHbIX.

MNonpobHaa nHpopMaLmMa o NaaThopme Ha canTe
https:/lodept.kz nn 3soHUTe Mo Homepy 605.

An international B2B platform for sales, procurement,
and analytics. The platform integrates transactions,
finance, and logistics into a single ecosystem from
Bank CenterCredit. It helps businesses find partners,
reduce costs, and make data-driven decisions.

For more information about the platform, visit

https:/flodept.kz or call 605.

KRGNEN

Nahrungsmitteltechnik

KRONEN — cemMelHaa koMmnaHusa ¢ 6onee 4em
45-NETHUM OMbITOM W BbICOKOKBaNTMPULIMPOBAHHOM
KOMaHOoM, KoTopasa pa3pabaTbiBaeT M BHEOPAET
MHHOBALMOHHbIe TEXHOMOrMM A4 NULLEBOM
MHOYCTPWK MO BCEMY MUPY.

CerogHs B KOMMaHMM paboTtaeT 6onee 130
crneumanmcToB. Mbl NpeacTaBneHbl B 6onee yem 80
CTpaHax M MOCTaBNAEM HaLLW peLUeHMs KIneHTaMm
npumepHo B 120 cTpaHax Mupa.

KRONEN is a family-owned company with over 45
years of experience and a highly qualified team that
develops and implements innovative technologies for
the food industry worldwide.

Today, the company employs over 130 specialists. We
are represented in over 80 countries and deliver our
solutions to customers in approximately 120 countries.

430 PROFIT

GROUP

KoMnaHua 4PROFIT GROUP npepnocrasngaet
cnenyroLLMI CReKTp YCyr:

— Pa3paboTka 1 BHeapeHMe MporpaMMHOro
obecneyeHns AN9 NPOrHO3MpPOoBaHMA Crpoca m
yrpaBneHnsa TOBapHbIMK 3aracamMm.

— AyAUT N KOHCANTUHI HanpaB/feHHble Ha
noBbiLLeHWEe 3PDEKTVUBHOCTU MPOLIECCOB MO
YIMPaBAEHIO TOBAPHbIMM 3aMacamMm M LienoYKaMm
MOCTaBOK.

— MpoBeneHne obyyatolMX TPEHUHIOB B chepe
MPOrHO3MPOBaHUS CMPOCa U YNPaBIeHNA TOBapPHbIMM
3anacamu.

[eTanbHasa nHdopmMauma: www.4profit.group.

4PROFIT GROUP provides the following range of
services:

— Development and implementation of software for
demand forecasting and inventory management.

— Audit and consulting aimed at improving the
efficiency of inventory and supply chain management
processes.

— Providing training sessions in the field of demand
forecasting and inventory management.

For more information, visit www.4profit.group.

OZON

Ozon — oaVH M3 KPYMHENLLMX MapKeTMIeNCcoB
Poccum n CHT, o6begmHsaoLwmim 6onee MUINIMOHa
MoKymnaTenem 1 CoOTHU Tbicad NpoaaBLoB. bonee 200
cknapoB 1 80 000 MyHKTOB Bblga4m ob6ecrnedumBatoT
LUMPOKYIO reorpaduto goctaBku. MNnatdopma
rnomMoraeT 6peHaam 1M MarasmHam MaclUTabupoBaTb
MNPOOAXKM M MOBbILLATb Ka4EeCTBO CepBUCa.

Ozon is one of the largest marketplaces in Russia and
the CIS, bringing together more than one million
customers and hundreds of thousands of sellers.

More than 200 warehouses and 80,000 pickup points
provide wide delivery coverage. The platform helps
brands and stores scale their sales and improve service

quality.
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PayKit

PayKit — TexHonorm4yeckas KoMnaHus, cosgatoLlas
rmékme POS-pelleHmnsa ana putenna, HoReCa un
cepBMcoB. Halw ¢dnarmaH PayKit POS nossongaet
GU3Hecy 3arnyckaTb 6peHaMpPoBaHHbIE NIaTGOPMbI
6e3 gonrow pa3paboTKu. Mbl obecrnedymBaem
CTabubHble NNATEXU, MHTErPaLMIO C
060opynoBaHMEM M MacLUTabMpPyeMOoCTb /19 BalLero
pocTa.

A technology company creating flexible POS solutions
for retail, HoReCa and service industries. Our flagship
PayKit POS allows businesses to launch branded
platforms without lengthy development. We provide
constant payments, hardware integration and
scalability for your growth.

Becmuuk

AMLLEH3MOHHOIO PbIHKA

«BeCTHUK NMTMLEH3MOHHOIO PbiHKa» — 0PULManNbHO
3aperncrtpmpoBaHHoe B2B-CMW o pbiHke
NNLEH3MPOoBaHMa 6peHOoB 1 06pa30oB A
MNMpPOW3BOACTBa TOBAPOB. M3gaHue yxke 15 net
paboTaeT B MHAYCTPUU, MULLET O BpeHaax, Mepye

M YCMELUHbIX TMUEH3MOHHbIX MPOEKTaX, MoOMoraeT
MPOW3BOAUTENAM HAaXOOMTb aKTyalbHble TMLEH3UW,
a NpaBoobagaTenam — NpPeacTaBnaTb CBOM 6peHabl
NOTeHLMaIbHbIM MapTHEPaM. AyaMTopUA M30aHKSA
— MPOU3BOOUTENM U3 Pa3HbIX TOBAPHbIX KaTeropui
CO BceX pernmoHoB Poccun. Bonee 90% y4acTHMKOB
NIMLEH3MOHHOTO PbIHKa ABNAOTCS YMTaTENaMM
«BecTHUMKa»

“The Licensing Market Herald” (licensingrussia.ru) is an
officially registered B2B media outlet dedicated to the
licensing market for brands and images and their use
in product manufacturing. The publication’s audience
includes manufacturers from various product
categories across all regions of Russia.

“The Licensing Market Herald” has been in business
for 15 years and is the most authoritative publication
in the licensing industry. Over 90% of licensing market
participants are our readers.

TACTPO
TEXHUKA

KoMnaHms «[acTpOTEXHMKa» OCYLIECTBAAET
KOMIMJIEKCHOE Co3daHMe M OCHaLLEeHWe MULLIEBbIX
MPOW3BOACTB «MOM, KITHOU», BKITHOUas MPOeKTUPOBaHme,
MOCTaBKy 060PYOOBaHWA, MOHTaX 1 rNocreaytoLLee
cepBUCHOEe 06CNy»KMBaHKMe. Takow Noaxop,

MO3BONAET MUHUMU3UPOBATL PUCKU U U3OEPIKKM,
o6ecneymnTb 3anycKk NpeanpuaTmnsa c TpebyeMowm
MPOWN3BOAMUTENBHOCTbLIO U COKPATUTb CPOK BbIXOAa Ha
OKyMaeMOoCTb 3a cYeT NMpodecCcroHanbHOM 3KCNepTM3bI,
KBaIMGULMPOBaAHHOM KOMaHbl U Ka4eCTBEHHOIo
cepBuca.

The company “Gastrotechnika” provides
comprehensive turnkey food production and
equipping services, including design, equipment
supply, installation, and subsequent maintenance.
This approach minimizes risks and costs, ensures the
launch of the enterprise with the required productivity,
and reduces the payback period thanks to professional
expertise, a qualified team, and high-quality service.

NormcTuka

MpoeKT «JTorncTtka 360» - 3TO NeYaTHbIN B13HecC-
YKyPHasn o NNOrMCcTmKe U TeXHonormsax, MHdo-nopTan
logistics360.ru ¢ aKCMePTHLIMM CTaTbIMM M HOBOCTAMM
PbIHKa MO LWMPOKOMY CMeKTpy TeM. Mbl perynapHo
MPOBOAUM aHaNUTUYECKME UCCNEO0BaHUS, a TakKe
COBCTBEHHbIE KOHbEepEeHLMM B POCCM 1 CTpaHax
GNMYKHETO 3apyOeXKbsi.

BaykHasa yacTb Hallero NpoekKTa - KapTa
JNIOMUCTUYECKMX PeLleHU (oTpacneBom peecTp
MNpoayKTOB).

The “Logistics 360" project is a print business
magazine focused on logistics and technologies, as
well as an information portal, logistics360.ru, featuring
expert articles and industry news across a wide range
of topics. We regularly conduct analytical research
and organize our own conferences in Russia and
neighboring countries.

An important part of our project is the Logistics
Solutions Map (an industry registry of products).

UuauBupayanbHoe
NPOEKTUpOBaHue

CTENNADKHBIE
T CVMCTEMLI

Cpok HapeXxHoCTb
B SKCMJlyaTauumm

nPou3sBOACTBA
oT 5 gHen

[=]5" =]
[=1%Fr-

www.hordika-com.ru




MNporpamma - 28-30 Maa 2026

23-n MeXxayHapoaHbi KOHBEHT

Mup Toproenu

OeHb 1

28 Ma“da

HeHb 2 29 mag

9:30

9:40-10:20

10:10-11:30

10:30-11:50

12:00 -13:30

13:30 - 15:00

15:00-17:30

17:30-20:00

3an lepen XaH

OdurumanbHoe oTKpbITUE 23-ro
KoHBeHTa Mup Toprosnu

TpeHObl 1 aHanUTUKa Mup Toprosu

Po3HunyHaga Toproenga 2026
Crpatervn. Boibop BU3MOHEPOB

YcneluHble Kenchl B puUtenne:
LMdPOBM3aALLNA, aHANTUTIKA,
obopynoBaHue

BusHec-naH4

3aKyno4HbIi LleHTp Mup
Toproenu (Gopmat odpnamH)

3an NyLwKuH

PaboTa ¢ dopmaTamMm MarasmHoB
B LleHTpanbHOM A3mnm

KoHdepeHumsa HR B putenne
AyTCcopcUHT. KagpoBblv pe3epB

BeuepHum npuem puUtennepos
(3aKkpbITbIM hopmarT)

10:00-11:20

10:00-11:50

:30-12:50

12:00-12:50

13:00-14:00

14:00-15:00

15:00-17:00

15:00-17:00

B TeueHune
AHA

17:00

3an lNepen XaH

FMCG-putennepsbl 1 MOCTaBLUMKMN.
Kak BonTu B ceTu LieHTpanbHoM
A3 n EBpasmm

CTpaTterviv  MUHCTPYMEHTbI
B 2noxy Al-TexHonormm v
4EeTOBEKOLIEHTPUYHOCTH

DNeKTpoHHaa kKoMmMepLuma B LIA.
OHnamH 1 opnamH

BusHec-naH4

Pa6ota BbicTaBKM MUp TOprosnu
HeTBOPKUHT. deryctaummn.
[Mpe3eHTauum peLLeHmnn.
AKTVBHOCTM MapTHEpPOB

3aKyno4HbI LleHTp Mup
Toprosnu (PopMaT OHNMaMH)

3aKtoUUTENbHbBIN KOKTENb

HNeHb 3 30 mas

3an NywKuH

Non-Food, Lifestyle 1 neBenonmMeHT: nepecbopka
dopMaTOB B YCOBUAX M3MEHEHWA NMoBeeHS
noTpeéuTenemn

CTM 1 cobCTBEHHOE MPOUN3BOACTBO

MexkgyHapoaHbIM B3rNaa.
Putenn EBponbl 1 EBpasnn

MexkayHapoaHbI COBET AMPEKTOPOB
puTenna, 3aKkpbiTbit dopmaT

09:00 - 14:30

JKCKypCcum B BeayLuue Toproebie cetu Anmatbl




Program - May 28-30 2026

The 23rd International World
of Trade Convention

Day 1

May 28

9:30

9:40-10:20

10:10 - 11:30

10:30 - 11:50

12:00 -13:30

13:30 - 15:00

15:00-17:30

17:30-20:00

10

Gerey Khan Hall

Official opening of the 23rd
World of Trade Convention

Trends and analytics of world of trade

Retail 2026.
Strategies. Visionaries' choice

Successful Cases in Retail:
Digitalization, Analytics, EQuipment

Lunch time

World of trade purchasing center
Offline format

Pushkin Hall

Working with store formats in Central Asia

HR conference in retail
Outsourcing. Talent pool

Evening Reception

Day 2

May 29

10:00-11:20
10:00-11:50

11:30-12:50

12:00-12:50

13:00-14:00

14:00-15:00

15:00-17:00
15:00-17:00

Throughout
the day

17:00

Day 3

Gerey Khan Hall

FMCG Retailers and Suppliers: How
to Enter Central Asian and Eurasian
Retail Chains

Strategies and Tools in the Era of Al
Technologies and Human-Centricity

E-Commerce in Central Asia:
Online and Offline. Partnership
or Competition?

Business Lunch

World of trade exhibition
networking. Tasting. Solution
presentations. Partner activities

World of trade purchasing center
Online format

Final cocktail

May 30

Pushkin Hall

Non-Food, Lifestyle and Development:
Rethinking Formats in Response to Changing
Consumer Behavior. New Traffic Logic and the
Mall of the Future

Private Labels and In-House Production:
Opportunities for Growth and Creating
Unigue Value

International Perspective: Retail in
Europe and Eurasia

International Retail Board of Directors.
Private format

09:00 - 14:30

Tours of leading retail chains in Almaty




NeHb1- 28 Maqa

NMoppo6Haa nporpaMMma aeHb 1

9130
ODPUNLIMANTBbHOE OTKPbLITUE 23-rO KOHBEHTA MUP TOPIroBJ1N

09:40 - 10:20 @EEIEEPEn
TPEHODbI U AHAJTIUTUKA MUP TOPIoBJ1N

AHanumuueckas ceccusa

JKCKJ1IO3MBHadA aHaNMUMTUKA pbiHKa Ans Y4aCTHUKOB KoHBeHTa

2 Kak MeHgaeTca naHawadT po3HUYHOIO pbiHKa LieHTpanbHOM A3mnmn Ha doHe nHbNaumm,
POCTa 3/1EKTPOHHOWM TOProB/N M CMELLIEHMSA CMpoca B CTOPOHY value-kateropuin?

2 MoueMy nokynaTesb CTasn »EcT4ye KOHTPONMMPOBaTb KOP3KHY, Yallle MeHsaTb 6peHabl U
NpenobaBnaTb HOBble TPeboBaHUA K yao6CTBY U HaM4MIo ToBapa?

2 Kakue KaTeropumu cerofHa peanbHO TAHYT POCT U 3a CYET KaKMX yrNpaBrieHYeCKUX peLleH M
pUTENNepbl COXPaHSAIOT MapyKy B HOBOW peanbHOCTN?

Benyliee aHanmtudeckoe areHTcTBo NielsenlQ Kazakhstan npencraBuT 3KCKMO3MBHOE
nccrnegoBaHMe, KOTOPOoe MOMOYKET YHaCTHMKAM MOYyYMTb MOMHYH KapPTUHY PbIHKa

Cnukepbl:

AnxaH Ucaesa
MeHepykep no paboTe ¢ putennepamm, NielsenlQ
Kazakhstan

BuTtanun Bpbik
s/ Mo6GanbHbIN PyYKOBOAMTENb MO pa3paboTKe 1 SKCMaHCUM
obnayHbIX pelleHunn BES ona putenna, NielsenlQ, Kunp

12

10:30 - 11:50 3an lepeit XaH
PO3HUNYHAA TOPIroBJ14 2026. CTPATErmA. BbibOP BUBUNOHEPOB

MneHapHas ceccus c 2znasamu eedyuux pumelin-Komnaruii

CTpaTermyeckmin amanor rnepsBbiX 1L, COBPEMEHHOM PO3HMLbI Pa3HbIX GOPMATOB, KTO MMeeT
CBOM OMbIT B yNPaBeHUM B3HECOM MPU Pa3HbIX PbIHOYHbBIX CUTYaLMAX, KTO MOHUMaeT
MPUOPUTETHbIE HAMNPaBIeHMA 1 FOTOB NOAENUTLCA CBOMM MHEHUEM.

Mbl y3HaeM O BbI30Bax PbIHKA, BO3MOXXHOCTAX, KOTOPbIE MCMOMb3YIOT BU3MOHEPbI OTPACM U
KaK TpaHchopMmMpytoTca GopMaTbl B pUTene ceroaHsa. 3abexxmm Brnepe Ha HECKOMbKO NeT U
06CyamMM NPOrHO3bl Pa3BUTUS PUTEN MHAYCTPUM B CTpaHax EBpasnm

MopepaTop:

fynbdpupa Kpok
3 MeXxayHapOoLHbIM 3KCMEPT MO KaTeErOPUMHOMY YMNPaBAEHUIO aCCOPTUMEHTOM

M LeHoobpa3soBaHMeM. KOHCyNbTaHT, 6m3Hec-TpeHep. Krok Consulting

K Ananory npurnawleHbl:

HapumaH CynerMeHoOB
[eHepanbHbIM ONPEKTOP,
CnopT™MacTep, KazaxcrtaH

AHXena Pa6oBa
CEOQO ceTun xecTkumx anckayHTepoB Bl (MNepBbin BbIGOP)
rpynmnbl KOMAAHU «MarHmnT», Poccuna

AHapen HOBOKLUOHOB
OdunpekTop oenapTaMeHTa MarasmHos, Small | Small Food
(HoBbIM dopmaT) | Spar, KazaxcTaH

AHppen MoppaHey
OcHoBaTefNb 1 COBCTBEHHUK CETU INnmMart,
KasaxcTtaH

OAMuTpuin PeBuH
CoocHoBaTenb Mo/IoB AnopT, Npeacenatenb Coko3a AeBeNonepon
TOProBOW HeABUXKUMOCTU Pecnybnmkm KasaxcTaH
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10:10 - 11:30 3an MywKuH
PABOTA C DOPMATAMU MATA3SUHOB B LLEHTPAJIbHOU A3UU

Macmep-knaacc ¢ akcnepmom

MpaKTUYecKMi pasbop PO3HNUHbLIX GOPMATOB M MHCTPYMEHTOB, KOTOPbIE MO3BOAAIOT TOYHO
paboTaTb C LieNleBbIMU ayAUTOPUAMM, MOBbILLATb TPabUK, KOHBEPCUIO U 3PDEKTUBHOCTb
KBagpaTHOro MeTpa

2 Y7o Takoe bopMaT U ModeMy Hefb3sa OPUEHTUPOBATLCA TONbKO Ha MIOLLAAb, TOKALIMIO U
Npodakm

2 LleneBas ayaoutopusa dopmarta. [NodeMy npy MaclLTabUpoBaHUK KapaMHanbHo
M3MEHAETCH CTPYKTyPa rMokyrnatenei

2 CTpyKTypa accopTUMeHTa. LieHoBOM aManasoH

2 MaTteMaTMKM NPOTUB MaPKETONOroB. YTO TaKoe aCCOPTUMEHTHbBIN MUHKMYM U MoYeMy ero
Henb39a BbIBECTU U3 MaTPULLbI

Cnukep:

Cepreun Unioxa
~ BusHec-TpeHep, YneH NpaeneHmna Poccumckom Accoumaumm
“‘ 2OkcnepToB PbiHKa Putenna (PASPP)

12:00 -13:30 3an lepeit XaH

YCMNELWUHbIE KEXNCbI B PUTEUNE: UMUDPOBU3ALUA,
AHAJIMTUKA, OBOPYOOBAHUE

Ceccus Kelic-npezenmayuli napmuepos KoHeeHma

SddekTrBHDbIE IT M TEXHONOMMYECKME peLLeHna ana putenna.

1. «9¢PpPeKTUBHOE TOProBoe U CKIIaAcKoe o6opyaoBaHMUE B YCIOBUSIX
TpaHcdopMauum putennar»

EneHa KpuBuxuHa
PermoHanbHblM NpeactaBuTenb B LleHTpanbHom A3num, CTEJITTAXKHDIE
CUCTEMBDI, Poccuna

2. «Co6CTBEeHHOE NMPOU3BOACTBO B puTeine. NpoeKTupoBaHUe NULLEBbIX
npoun3BoACTB»

OAMuTpumnm Pa64yeHKo
MNcnonHUTeNnbHbIM OMPEKTOP,
[[acTpoTexHUKa, Poccugd, l’epmaHmg
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3. «MapKeTn/siecbl KaK MHCTPYMEHT Ballero pocTta»

PaMuHa NanuynuHa
{ PykoBoguTenb No pasBUTUIO MapPTHEPOB,
Ozon, KasaxcTtaH

4. <Al n Image Recognition B MepueHAaM3UHre: umppa BMeCTO MHTYULLIUUN»

c;‘ leoprum CMmupHoB

!v CBDO, LASMART, Poccuna
< I

5. «Kak ycnewHo MaclitabupoBatb 6M3HEC U NOBbICUTb ONEepPaLUOHHYIO
3pPEKTUBHOCTb»

Mwuxaun TapaH

T2 Ounpektop 4PROFIT GROUP, YneH accoumaymm COUNCIL OF SUPPLY

> CHAIN MANAGEMENT PROFESSIONALS (Ukrainian Round Table) OnbiT
B KoMnaHmax ATb MapkeT, PROSTOR, EUROMIX, balM, YKkpaunHa

6. «<Hybrid Retail Management: Kak 3anyctutb o0651au4Hyl0 CUCTEMY y4YeTa B
odnamHe»

\ OMutpun Aranos
gf CEO & Founder, PayKit, YkpanHa

7. «Data-driven u growth cTtpaTterum B coBpeMeHHOM puUTenne»

OMutpun Mopes
LOunpekTop no MapkeTnHry, Meuta MapkeT, KaszaxcTaH

MopepaTtop:

EneHa HayMuuk
Certified Loyalty Marketing Professional (CLMP™), onbIT B
koMnaHmax Magnum C&C, X5, Coep, LIYM Mockea
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12:00 -13:30 @LLuh
KOH®EPEHLUMUSA HR B PUTEUJE

Auckyccuu ¢ HR sedyujux mopzoebix cemeli. Pa3bop kelicos

AYTCOPCHUHI B pUTense: yrpaBneH4YecKoe peLueHUue Uiu CTpaTterm4yecKkuim puck?

fae NPOXoauT rpaHMLa Mexay MrMOKOCTbIO U MoTepen ynpaBnaeMoCTH, M YTO MPOUCXOAUT

C BU3HECOM, KOrfda 3HauYUTENbHAA YaCTb MepPCOHasa BbIBOAMUTCA 3a KOHTYP KOMMaHnn? B
dpoKyce ceccum — aHanUTMKa 1 Undpbl MO ayTCOPCUHTY, PearibHbIM KeNC pUTenna 1M OTKPbITada
OMCKyCCUa Mexxay bmnsHecoM, HR-OnpeKTopamMm 1 NpeacTaBUTeNIMIM ayTCOPCUHIOBbBIX
npoBanoepoB

KappoBbli1 pe3epB B 3MoxXy «BpeMeHHbIX fnogen»

MoyeMy Knaccuyeckme Modenu yaepyaHus U pasBmMTUa NepcoHania nepecratoT paboTaTb
M KaK BbICTPamMBaTb CUCTEMY YMPaBIEHUS, YUUTbIBAIOLLLYO BbICOKYHO U MpeacKasyeMyto
Teky4decTb. O6Cy»KaaeM, Kak afanTMpPOoBaTb MPOLLECCHI, PaCCUMUTaAHHbIE Ha OONTUNA LMK, K
HOBOW peanbHOCTV PbiHKa TPYAA W COXPaHUTb YCTOMYMBOCTb PO3HUYHOMO 6U3HECa

Cnukepbil:

Anunga ElunaHoBa
NcnonHuTenbHbIM gnpeKTop, Accoumauma HR-MeHegykepoB Ka3zaxcTaHa,
onbIT B KoMNaHumax Skiff trade, Alfa bank, Home Credit Bank, KazaxcTaH

Fayxap Capbi6aeBa
OdupeKTop Mo ynpaBieHuto nepcoHanom, Small,
Ka3axcTaH

AunHa KoBaneHKo
HR anpekTop, Food Retail PRO, ceTb MarasmHos My Mart,
KasaxcTtaH

OkcaHa ConoBbeBa
HR ounpekTop, Fashion Retail Group (6penHabl Calvin Klein, Under
Armour, Tommy Hilfiger, Etam, Diesel, Walker, FR.Gallery)

AHHa MuHaeBa
HRBP, aster.kz - mepBbI aBTOCYNepPMapKeT,
KasaxcTtaH

MopaepaTop:

EBreHusa [lopoxoBa
HR BP, 'K CnopTmacTep, KazaxcTtaH
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13:30 - 15:00 @
BUU3HEC-J1IAH\M

[py>kecTBeHHbIN 06en ana roctem KoHBeHTa Muyp TOproenu.
BcTpeya Bcex y4aCcTHMKOB Ha BbICTaBKe, ObLLEHKME Ha CTEHAAX U B 30He
[MnepMapkeTa Mup Toprosu

15:00 - 17:30

MEXOYHAPOOHbINA 3AKYMNOYHbIA LLEHTP o
MUP TOPIroBJ/IUN

DOPMAT OP/IAUH * Ceccusa 08yCMOPOHHUX NEPe2060pos

PuUTelnnepsbl 13 pasHbIX CTPaH NpoBeayT ABYCTOPOHHKE MeperoBopbl C
ydacTHMKaMK KoHBeHTa. Ceccma NpoxoauT B dopmaTe NeperoBopoB pUTENIEPOB C
OUNCTPUBYTOPaMKM U MapTHEpPaMK 3a MepPCcoHasbHbIMM CTONTAaMK MepPeroBopOB

MpakTuyeckas rneperoBopHas noLlaaka ang npsaMoro amManora nocTaBLUMKOB U
puTennepos 11 4nga 3aKkoYeHNa pearbHbIX KOHTPAKTOB

17:30 - 20:00
BEYEPHUU NPUEM PUTEUJTTIEPOB U MAPTHEPOB

TonbKO Mo UMeHHbIM npu2AauWeHUAM

BeqepHul‘/'l npueM — 3aKpblTad 4YaCTb KoHBeHTa, obbegmHaoLLaa TOrN-MeHemKepoB

PO3HWNYHOIo 6U3HECA 1 KTOYEBbIX MAPTHEPOR B KaMepHoOM aTMocdepe

DTO NPOCTPAHCTBO, rAe NPoaoIKaeTca NpodecCnoHabHbIM OManor BHe CLUeHbl U
MpoToKoa, DOPMUPYIOTCH NMTMUHbBIE KOHTaKTbI, 0BCY»KOAOTCA MOEUN M HaMedatoTcs
OyayLve NapTHEPCTBA B O6CTaHOBKE AOBEPUTENBHOIO O6LLEHUS




Day 1- May 28

Detailed program for Day 1

9130
OFFICIAL OPENING OF THE 23RD WORLD OF TRADE CONVENTION

09:40 - 10:20 @EEEAGERGE!
TRENDS AND ANALYTICS WORLD OF TRADE

Analytical session

Exclusive market analysis for Convention participants

2 How is the Central Asian retail landscape changing amid inflation, the growth of
e-commerce, and a shift in demand toward value categories?

2 Why have shoppers become more selective in their shopping carts, switching brands more
frequently, and placing new demands on convenience and product availability?

2 Which categories are truly driving growth today, and what management decisions are
retailers making to maintain margins in this new reality?

Leading analytical agency NielsenlQ Kazakhstan will present an exclusive study that will help
participants gain a complete picture of the market.

Speakers:
Aizhan Isaeva

Retail Manager, NielsenlQ Kazakhstan

Vitaly Bryk
Global Head of Development and Expansion of BES Cloud
Solutions for Retail, NielsenlQ, Cyprus
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10:30 - 11:50 Gerey Khan Hall
RETAIL 2026. STRATEGIES. VISIONARIES’ CHOICE

Plenary session with heads of leading retail companies

A strategic dialogue between senior leaders of modern retail companies in different formats,
each bringing practical experience in managing business across various market conditions.
These are leaders who understand key priorities and are ready to share their views.

We will discuss market challenges, the opportunities used by industry visionaries, and how

retail formats are transforming today. We will also look several years ahead and discuss
forecasts for the development of the retail industry across Eurasian countries.

Moderator:

Gulfira Krok
a International expert in category management, assortment, and pricing.

Consultant and business coach. Krok Consulting

Invited to dialogue:

Nariman Suleimenov
CEO, Sportmaster, Kazakhstan

Angela Ryabova
CEO of the “First Choice” discounter format, Magnit
Group, Russia

Andrey Novokshonov
Director of the Store Department, Small | Small Food (new format) |
Spar, Kazakhstan

Andrey Poddanets
@ Founder and Owner of the Inmart chain, Kazakhstan

Dmitry A. Revin
Chairman of Kazakhstan Union of Retail Property Developers,
Co-founder of APORT malls, Kazakhstan
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10:10 - 11:30
WORKING WITH STORE FORMATS IN CENTRAL ASIA

Expert Masterclass

A practical analysis of retail formats and tools that allow precise targeting of audiences,
increase traffic, conversion, and efficiency per square meter.

2 Whatis a format and why there is no need to focus solely on space, location, or sales

2 Target audience of a format. Why does the customer structure change dramatically with
scaling?

2 Product range structure. Price range

2 Mathematicians versus marketers. What is the minimum product range and why it can't be
derived from a matrix

Speaker:

Sergey llyukha
~ Business coach, expert, Member of the Board of the Russian
‘.z‘ Association of Retail Market Experts (RAERR)

12:00 -13:30 @EGEEAGERGE

SUCCESSFUL CASES IN RETAIL: DIGITALIZATION, ANALYTICS,
EQUIPMENT

Convention Partners Case Study Session

Effective IT and technology solutions for retail. Leading companies will present practical cases
on the Convention stage.

1. Efficient retail and warehouse equipment in the context of retail
transformation

Elena Krivikhina
Regional Representative for Central Asia, RACKING SYSTEMS, Russia

2. In-house production in retail. Food Production Design

Dmitry Ryabchenko
Executive Director, Gastrotechnika, Russia, Germany
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3. Marketplaces as a Tool for Your Growth

Ramina Galiulina
f Head of Partner Development, Ozon,
Kazakhstan

4. Al and Image Recognition in Merchandising: Data Instead of Intuition

G Georgy Smirnov
!”’f‘ CBDO, LASMART, Russia

q In

5. How to Successfully Scale a Business and Improve Operational Efficiency

p Mikhail Taran
L wAy Director, 4PROFIT GROUP, Member of the COUNCIL OF SUPPLY CHAIN
e MANAGEMENT PROFESSIONALS (Ukrainian Round Table) Experience

at ATB Market, PROSTOR, EUROMIX, and BaDM, Ukraine

6. Hybrid Retail Management: How to Launch a Cloud-Based Offline
Accounting System

\ Dmitry Agapov
gf CEO & Founder, PayKit, Ukraine

7. Data-driven and growth strategies in modern retail

Dmitry Morev
Marketing Director, Mechta Market, Kazakhstan

Moderator:

Elena Naumchik
Certified Loyalty Marketing Professional (CLMP™), experience at
Magnum C&C, X5, Sber, and TSUM Moscow
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12:00 -13:30 Pushkin Hall
HR RETAIL CONFERENCE

Discussions with HR professionals from leading retail chains. Case studies.

Outsourcing in Retail: A Management Decision or a Strategic Risk?

Where is the line drawn between flexibility and loss of control, what happens to a business
when a significant portion of its staff is outsourced? The session will focus on outsourcing
analytics and figures, a real-life retail case study, and an open discussion between businesses,
HR directors, and representatives of outsourcing providers.

Talent Pool in the Era of Temporary Employees

Why traditional employee retention and development models are no longer working and
how to build a management system that accounts for high and predictable turnover. We
discuss how to adapt long-term processes to the new labor market reality and maintain the
sustainability of retail businesses.

Invited to the dialogue:

Aliya Yeshpanova,

Executive Director, Association of HR Managers of Kazakhstan, experience
b at Skiff Trade, Alfa Bank, and Home Credit Bank, Kazakhstan

Gaukhar Sarybayeva

HR Director, Small, Kazakhstan

%,
Dina Kovalenko
a HR Director, Food Retail PRO, My Mart chain of stores, Kazakhstan

Oksana Solovyeva
HR Director, Fashion Retail Group (brands: Calvin Klein, Under Armour,
Tommy Hilfiger, Etam, Diesel, Walker, FR.Gallery)

Anna Minaeva
HRBP, aster.kz - the first auto supermarket, Kazakhstan

Moderator:

Evgeniya Dorohova
HR BP, Sportmaster Group, Kazakhstan
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13:30 - 15:00 @
LUNCH TIME

A friendly lunch for guests of World of Trade Convention.
Meeting of all participants at the exhibition, networking at the stands and in
World of Trade Hypermarket area

15:00 - 17:30
WORLD OF TRADE PURCHASING CENTER °

OFFLINE FORMAT e Bilateral negotiations session

Retailers from various countries will hold bilateral negotiations with Convention
participants. The session will feature retailers/distributors and Convention participants
at personal negotiating tables.

A practical negotiation platform for direct, one-on-one dialogue between suppliers
and retailers to conclude real contracts.

17:30 - 20:00
EVENING PROGRAMME FOR RETAILERS AND PARTNERS

(by personal invitation only)

The Evening Reception is an invitation only part of the Convention, bringing together

top retail executives and key partners in an intimate atmosphere. This is a space
where professional dialogue continues beyond the stage and protocol, personal
connections are formed, ideas are discussed, and future partnerships are forged in a
confidential atmosphere.
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ana 3AMETOK / FOR NOTES
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LLUDPOBbIE PELLEHUA
ana PUTEUNA

AxkpeauToBaHHag IT-koMnaHusa

17 NeT Ha pblHKe 200+ nMpoeKToB

Mbl co3aaeM pelleHMsl, KOTOpbIe MOMOraloT pUTelly YNpaBifaTb 6U3HEeCOM
Ha OCHOBE AaHHbIX

EauMHas cucTeMa ynpassieHUMsl TOpProebiM NpPoOCTPaHCTBOM, lasmart.ru

KOoTOpas nossonsaeT: % @

@ oBbiwaTb 3¢bHEKTUBHOCTb KaXKOOro MeTpa
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NeHb 2 - 29 maa 2026

NMoapo6Haa nporpaMMma aeHb 2

10:00 - 11:20 3an lepeit XaH

FMCG PUTEWUNEPDbI U NOCTABLUUKU. KAK BOUTU B CETU
LLEHTPAJIbHON A3UU U EBPA3UM

lneHapHasA ceccun

ObceykaeHme npakTnkn Bxoga FMCG-MOCTaBLUMKOB B TOProBble CETU — OT MepBbIX
MeperoBoOpoOB A0 KOMMEPUYECKMX YCI0BMW M MacLLUTabunpoBaHMa. NpaKTnYecKmne KeMChl ceTem

2 TpeboBaHMA CETEM K MOCTaBLLUMKaM

2 OT60pP acCOPTUMEHTA U POIb KaTeropumm

2 LleHoO6pa3oBaHMe N KOMMepYeCKKe yCnoBmA
2 CTaHOapTbl KQ4eCcTBa M NMOCTaBOK

MopgepaTtop:

Cepren Unioxa
BusHec-TpeHep, uneH npasneHna Poccmniickom Accoumanmm
SkcnepToB PbiHKa Putenna (PASPP)

K ananory npurnawieHbl:

@ MapuHa lNongkoBa
Y KoMMepuecknim gmnpekTtop, Baraka market,
4 Y36eKncTaH

AH)Xena Pa6oBa
CEO cetn »ecTknx gnckayHTepoB BT (MepBbit BbIGOP) rpynnbl
KOMMaHnM «MarHnt», Poccuga

Mup3sakanoH KanoH3oga

KomMMmepyeckmnm amnpekTop, Amid,
‘ TagyXMKMCTaH
m EBreHumn XXuneHkoB
€/

3aMecTuUTeNb KOMMEPYECKOro AMPEKTOPa,
Magnum C&C, KazaxcTtaH

Mapsu3 A66acos
PykoBoguTenb oTaena MMnopTa,
PaxaT MapkeT, AzepbanoykaH

MatBe# NynuH
J ke OupekTop no Onepaumam, Ahmad Tea Poccumqa
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Uropb KocTuH

DKCNepT NO aHTUKPU3UCHOMY MEHEOYKMEHTY U MAaPKETUHIY
(OnbIT B KOMMNaHKWax Tyan-Shan invest Azercay, Anatolia food
Company, Belaseptika), Y36eKkuncTaH

10:00-11:50

NON-FOOD LIFESTYLE U OEBEJTONMMEHT: NEPECBOPKA ®OPMATOB
B YCNTOBUAX UBSMEHEHUA NOBEOEHUSA MOTPEBUTENIEN. HOBAY
JTIOTMKA TPAOUKA, DOPMAT MOJIJ1A BYAYLWEIO

Auckyccuu eedywux mopaoesix cemeii

HenpoaoBobCTBEHHbIN puTenn LieHTpanbHom A31n B YCNOBUAX M3MEHEHMA CMPOCa,
3KCMaHCKM OHNAMH-TOPIrOBAM, POCTA JIOKaNIbHbIX GPEeHOOB.

KniouyeBble TeMbil:

2 [laHHble pbiHKa TOProBOM HEABMXMMOCTU LleHTpanbHOM A3nn: Lndpbl M TPEHObI
2 [NoTpebuTenb cerogHs: Kak MeHaroTca TpeboBaHMSA NoTpebuTensa K putenny 1 TPL
2 MIameHeHMe nnowagen 1 HoBble dopMaThl

- DKOHOMMKa apeHabl M MOAENN COTPYAHMYECTBA

2 TpadunK, MMKC apeHaaTOPOB, PO/lb AKOPEN

2 QopmMaTbl MaraamHoOB W posb nokaumni: TPL, unm stand-alone

2 B3anMHbIe OXXMOAHUNA OEBEOMNEPOB U CeTEN

MopepaTopbil:

HapumaH CynenmMeHoB
leHepanbHbIM onpekTop, CnopTmMacTep,
KasaxcTtaH

OMutpumn PeBUH
CoocHoBaTeslib Moi1oB ANopT, npencenartenb Coto3a
‘ aeBenonepoB TOProBow HeOBMKMMOCTU Pecnybnmkm KasaxctaH

MpurnaweHbl K Auanory:

Oynat Meunp6aes
COOQO, onepaumMoHHbIn anpekTop, Evrika Retail Group,
Ka3axcTaH

Bopuc Kau,
) MpencenaTenb COBETa ANPEKTOPOB, CETU XOBOU-TMMNEepPMapPKETOB
«JleoHappo», Poccud, KaszaxcrtaH, benapycb
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AHHa AKoBneBa
CoBnageneu n CEO komnaHumm Actual Optic,
KasaxcTaH

raéur [hkamMaH6aeB
feHepanbHbIM AMpPeKTOpP, MeyTta MapkeT,
KasaxcTtaH

Hypaoc OcnaHoB
PermnoHanbHblM anpekTop, LC Waikiki, KazaxctaH

Anekcen Xerau
MapTHEP TSPM,, TPL, Dostyk Plaza, Shymkent Plaza, “EBpa3unda”,
KasaxcTtaH

Tanp banra6bekos
lfeHepanbHbIM AnpekTop, Esentai monn, Esentai Tower,
Ka3axcTaH

CarbiHbiWw KyaHbiWw6eKkoBa
lfeHepanbHbIM anpekTop TPLL MockBa,
KasaxcTtaH

basiH KasikbipaH
Ynpasnatowmi naptHep Colliers International Kazakhstan

11:30-12:50

CTPATEM'MU U MHCTPYMEHTDI B 3MOXY AI-TEXHOTOM'MN U
YEJTIOBEKOLIEHTPUYHOCTU

lneHapHasA ceccusa

Mony4mnTe NpaKTUYeckme Maen 1 NprMepsbl peLleHnii, KoTopble MOMOratoT YCKOPATb
MpoLecchl, MOBbILLATb YNPaBIgeMOCTb BM3HECa U COXPaHATb YernoBeYecKmMin noaxomn B
2MOXy aNropUTMOB. DTV UOEW MOXKHO adanTUPOBAaTb B MapKETUHIe, cepBMCe, onepaLumsx,
e-commerce, 3aKyrnkKax 1 paboTe C KNMEeHTCKOM 6a30M.

Ha aToi ceccum BbI:

2 y3HaeTe, Kakume Al- 1 digital-MHCTPYMEHTbI yyKe MPUMEHAOTCA B pUTEMIE Ha MPaKTUKe U
rnoyemMy TEXHONOr MK PABOTAKOT TOSTbKO MPU BbICTPOEHHOM KITMEHTCKOM MyTW;

2 yBUAUTE, KaK LmdpoBble B2B-nnatdopMbl MOMOratoT 3aKyrnKaMm, MapTHEPCTBAM U
B3aMMOOENCTBUIO C KOHTpareHTamu;

2 pa3bepéeTe, Kak CDP 1 KNMeHTCKMe gaHHble MOMOrakoT BO3BPaLLaTh «CMALLMX» KITMEHTOB U
MoBbILLIaTb 2PPEKTUBHOCTb MAaPKETUHI3;

2 06cyamTe, KaK KOMMaHMKM CO30at0T COOCTBEHHbIN «rOyB0M OKeaH», yXoaaT OT MPsiMOM
LIEHOBOW KOHKYPEHLMM 1 BbICTPAMBAIOT YCTOMYMBYO CBA3b C KITMEHTOM.
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MopgepaTop:

AceM BonamnkaH

CEO Women in Tech Kazakhstan Chapter, BHewTaTHbIM COBETHUK MUHKCTPa
N n umdbposoro pazsutna PK. Mpeacegatenb O6LLECTBEHHOIO COBETA NpK
MuHunctepctee N 1 undpoBoro pas3smtua PK, KasaxcTaH

Keuchbi:

1. «<ODEPT: MexxayHapoaHaa undposaa B2B-nnatdopma»

Bayecnas NonosB
& PykoBoouTtenb UeHTpa ODEPT, KazaxcTtaH

2. AHpekKc JlaBka KazaxcTtaH

AceM UNcaeBa
PykoBoouTenb FMCG HanpaBneHuna, AHOekKc JlaBka KasaxcTaH

3. «<Askona CHTI": Kak paséyanTtb «cnawmx» KnameHToB. MHTerpauua c CDP
M BOJILLE6CTBO CHA HA NPaKTUKeE»

CBeTnaHa benagq
PykoBoomTenb 6peHa MapKeTuHra mn nosnbHoctn Askona CHIC

4. «MeuTta MapkeT: CKBO3HOM K/IIUEHTCKUM NyTb: noyeMy Al He pa6oTaeTt
6e3 eauHoOro npouecca»

AaunnbXaH AnNbKeHoOB
OunpekTop No MHOOPMALUMOHHbBIM TeXHONOrmam MeuTta Mapker,

A, KasaxcTaH

5. «<ACTUAL OPTIC: Kak co3gaTb CO6CTBEHHbIN «rony60M oKeaH» 1 ocTaBaTbcH
nupepom otpacnm 6onee 25 neT, KOTOPOro HEBO3MOXHO AOrHaTb»

AHHa 9KoBnesBa
CoBnageney n CEO koMmnaHumm Actual Optic,
Ka3axcTtaH
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12:00-12:50 3an MywkuH

CTM U COBCTBEHHOE NMPOU3BOACTBO: BO3SMOXHOCTU ANd
POCTA U CO30AHUE YHUKAJIbHOMU LLEHHOCTU

Kelicbl u ducKyccus

Kelcbl 1 AncKyccua nngepoB EBPasmnCKoro pmtenia o TomM, kak CTM cTaHoBATCA
CMOCO6OM yNpPaBAATb aCCOPTUMEHTOM, KQUECTBOM, NTOSASIbHOCTBIO, MaPXKMHANTbHOCTbLIO U
anddepeHUMaumen cetu.

B dpokyce ceccum — nepexon ot CTM Kak «adeLleBOoW anbTepHaTMBbI 6peHay» K MpoayKTOBOMY
noaxony: MOHVMMAHUIO MOTPEOHOCTEN KITMEHTA, PAa3BUTUIO COBCTBEHHbIX BPeH0B, KOHTPOSO

Ka4eCTBa, pa60Te C NoCTaBWMKaMN N CO30aHNIO YHVMKalTbHOIO npeajioxXeHn4d.

KnroueBble TeMbI:

2 posib CTM B yCNOBUAX OCTOPOXKHOIO Crpoca M OaBNEHMA Ha MaPXKy;

2 CTM KaK 9400 aCCOPTUMEHTHOM CTpaTerm 1 MHCTRYMEHT gnddepeHumaumy;

2 nepexof OT yrpaBieHMsa MOMKOM K YMpaBieHMIO NPOLOYKTOM U CLIeHapMeM MOKYMKY;
2 apPXUTEKTYPa COBCTBEHHbIX BpeHa0B: 6a30Bble, HMLLEBbIE, 3OXK, neTckume, non-food 1
CEe30HHble HarnpaBeHns;

2 Ka4yecTBO, 6e30MacHOCTb, MPOM3BOACTBEHHbIE ayaMTbl 1 PaboTa C OT3biBaMU;

2 co6CTBEHHOE MPOU3BOACTBO M O0/ITOCPOYHbIE MAPTHEPCTBA C MOCTaBLLMKAMMU;

2 CTM B non-food: NnoanbHOCTb, MapyXMHAMbHOCTb U 3aLLMTa OT MPAMOro LIEHOBOIo
CpaBHeHMA.

MopepaTop:

Nynbdpupa Kpok
MexxayHapoaHbIM 3KCMEPT MO KaTeErOpUMHOMY yrNpaBAeHUIO aCCOPTUMEHTOM
M LLleHoob6pa3soBaHMeM. KoHcynbTaHT, 6usHec-TpeHep. Krok Consulting

Keuchbl:

1. Keic Martepouka, Poccua

PomMaH ABpamMoB
|@ Ounpektop no CTM, lNatepouka, Poccua

2. Kenc AwiaH, Poccusa

3 EneHa CaB4YeHKoO
> OupeKTop No 3akynkaM u npenfioxeHuto toeapos CTM v rpynnbl

Y

€ \% MpamMon nMmnopT, AlaH Poccus

3. Kenc CnopTtMacTep, KasaxctaH

Ouap CapceHoB
HadanbHWK KOMMep4YecKoro otgena, CnoptMacTtep KasaxcTaH
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13:00-14:00 @ELWALCE
MEXOYHAPOOHbIN B3rNa4. PUTEWU EBPONMbI u EBPA3UA

lneHapHas ceccusa

Mpe3eHTaLmm o rnobarnbHbIX TPeHOax, TEXHOMOrMaxX 1 TpaHCHOPMaLIMM PO3HUYHbBIX
dopmaToB. MNpaKTUYeCcKniN B3MMaL, 3apyBexHbiX CETEMN M SKCMEPTOB Ha PeLleHnd, yrKe
paboTalollme B EBporne 1 MoTeHLManbHO NprMeHMble Ha pbiHKe LieHTpanbHoM A3nm 1
conpenenbHbIX CTpaH

¢OKyC— MpaKTUYeCKMe KeMNChbl N adanTaums MeXXOYyHapOOHbIX peLleHnn nog,
pPernmoHaribHble PbIHKA

MopaepaTop:

FNynbdupa Kpok
MexxayHapoaHbIM 3KCMePT MO KaTeropMmHOMY yrnpaBAeHUIO0 aCCOPTUMEHTOM
M LeHoobpazoBaHMEM. KOHCYNbTaHT, 6u3Hec-TpeHep. Krok Consulting

K aunanory npurnawieHbi:

1. O630p puTena Esponbi: NpuMepbl, TPeHAbl U ¢opMaTbi

fynodupa Kpok
MexxayHapOoOHbIN 3KCMEePT Mo KaTeropUMHOMY yrpaBfieHnto acCoOpTUMEHTOM
M LeHoobpasoBaHMeM. KoHCynbTaHT, bm3Hec-TpeHep. Krok Consulting

2. Foodvenience, Retail Media, Al + npoune TpeHAbl NPOAYKTOBOro putemnna
2026-2030 1 npakTU4eckue peweHus ot SPAR anga pbiHKOB LleHTpanbHoOM A3un

Cepremu JlokTeB
Head of International Retail Development CEE & Eurasia, SPAR
" International, HnoepnaHgbl

v

3. MexxayHapoaHbI B3rnsaa o Bbixofae Ha pbiIHOK Poccuiickoin degepauunmn

PomaH PoMallukeBUY
OnpekTop No pa3BuTUIO BrsHeca, BB DUKCMapKeT, MarasmHbl
Tpw LleHbl, Benapycb
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13:00.14:00

3NEKTPOHHAA KOMMEPLIUA B LLA. OHJTAVH U ODJTIANH.
NAPTHEPCTBO UJ/TIM KOHKYPEHLUUA?

MneHapHasA ceccus
MpaKTUyecKasa ceccus o PasBUTUM U BIIMAHUK e-commerce Ha PbIHOK LieHTpanbHowm
Asunn. ObcyxkaeHve paboTaloLlmMx Mogenen, SKOHOMUKM OHManH-KaHanos m

MHTerpaumm e-commerce ¢ odpnanH-puUTeniom

B $poKyce: OMHMKaHaNbHOCTb, CO3AaHMe SKOCUCTEM, MaPMMHANbHOCTb, JTIOTMCTUKA,
OaHHble M yNpaBisgeMblil POCT OHMaMH-Npoaax

MopepaTtop:

Oemua CaMOLWIKUH
a DKCMepT po3HMYHOM Toproenum (onblT SMALL, Arbuz.kz n gpyrme

6u3Hechl), KazaxctaH

K avanory npurnawieHbi:

AceM UcaeBa
Pykosogutenb FMCG HanpaBneHuda, AHOeKc J1aBka

KazaxcTaH

A3um Kapumos

J Oupektop E-commerce, MeuTa Mapker,
KasaxcTtaH

e PomaH CaTTapos

OdunpekTop No pa3sutumio, CnopTMacTep
KazaxcTaH

EBreHna CaBeHKoBa-lNeTpu4yeHKoO
PykoBoguTenb oenapTtaMeHTa KOMMepPLLMK
Wildberries, KasaxctaH

PamMuHa NanuvynuHa
PykoBoguTenb No pas3BuUTMio napTHepos, Ozon,
KasaxcTtaH

Onbra Wa6aHoBa
PykoBoguTenb e-commerce npoekTa, Fashion Retail Group

(6peHabl Calvin Klein, Under Armour, Tommy Hilfiger, Etam,
Diesel, Walker, Fr.Gallery), KazaxcTtaH

14:00-15:00 @
BUA3SHEC-JTAHM

[py>*kecTBeHHbIM 06en ansg rocter KoHBeHTa Mup Toprosu.
BcTpeya Bcex y4aCTHMKOB Ha BbICTaBKeE, OOLLEHME Ha CTEHOAX U B 30HE
MnepMapKkeTa Mu1p TOProsm

B Tevenvie ans
MEXXOYHAPOOHbIN 3AKYNMOYHbIA LIEHTP

MWUP TOPIoBJ/11

Ceccus 08ycmopOoHHUX nepe208opos ® 30Hd oHaliH-nepe2osopos 6 ¢polie KoHseHMa
[1BYCTOPOHHME NEPErOBOPLI C y4aCTUEM PUTEMNNIEPOB, KOTOPbIE HE CMOMIM JINYHO

MPUNCYTCTBOBATb Ha MePOrNnpUndaTmnmn, HO 3anHTEPECOBaHbI B COTPYAHMYECTBE C
yYacTHMKaMM KOHBEHTa.

15:00-17:00 3an MywKuH

MEXXOYHAPOOHbINA COBET AUPEKTOPOB PUTEMUNA

Kpyanbiii cmon e Bxod mosbKo no npu2aauieHuam

3aKpbITad BCTpeYya COGCTBEHHMKOB M reHeparibHbIX AVNPEKTOPOB PO3HUYHbIX
KOMMaHMIN ONa 06CYyYXKAEHMA KOUYEeBbIX BbI3OBOB OTPACM M O6MeHa
yMNpaBieHYeCKMM OMbITOM. YYaCTHUKM OBMEHSAIOTCS OLeHKaMK TeKyLLen
3KOHOMMYECKOW CUTYaLIMK, OBCYOAT yCreLlHble CTpaTermm n chbopMynmpyroT
KOHCONMOMPOBaHHbIE Mpeas1oxKeHUs

B ananore npuMyT ydyacTue pyKoBoAUTENMN U COGCTBEHHUKM NNAEPOB
pPO3HMYHOIro 6M3Heca LleHTpanbHon A3uun n EBpasuu.
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15:00-17:00
BbICTABO4YHOE NMPOCTPAHCTBO MUP TOPIroBJ1n

3oHa ebicmasku u 2unepmapkema Mup mopzoenu

HeTtBopKuHTr. leryctauun. NpeseHTaumm pelueHM Ha cTeHaax. AKTUBHOCTU
napTHepoB

BpeMsa ana npodeccrnoHanbHOro obLeHMs, 3HaKOMCTBA C 9KCNO3MLMeN 1 MPaMOro
KOHTaKTa C MOCTaBLUMKaMK, MPOM3BOANTENAMM, TEXHOMOMMUYECKMMU KOMMAaHUAMK U
MapTHEPAMM PbiHKA

YYyacTHUKOB XXAOYT:

2 perycraumm FMCG-npoayKumm 1 npeseHTaLmm HOBUHOK

OEMOHCTPALMN PELLUEHNN N TEXHONOT M 19 pUTEMNA

AKTMBHOCTM U MHTEPAKTMBbI OT MapTHEPOB KOHBEHTA

HedopManbHoe obLLEHME PUTENIEPOB, MOCTABLLMKOB M SKCMNEPTOB PbiHKA

L T

3TO BO3MOXHOCTb MOMHOLEHHO MO3HAaKOMUTLCH C BbICTABKOW, PeLIEHUSMU U HOBbIMU
napTHepamm

17:00 @
3AKJTIOMUTENTbHbIN KOKTEUTb

3TO NPOCTPAHCTBO, rae NPoAo/HKAETCA NpPodecCnoHabHbIV AManor BHe
CLIEHbI 1 MPOTOKOMNa, POPMUPYIOTCH NTMUHbBIE KOHTaKTbI, 0BCY»KOa0TCH MOEN U
HaMeuatoTca Gyaylime NapTHEPCTBA B O6CTaHOBKE JOBEPUTENBHOIO 06LLEHMA

NeHb 3 - 30 Maq

SKCKYpCUM B TOProBble ceTu AnMarbl

3anucb YYHaCTHUKOB Ha SKCKYPCUIO Npon3sBoanTca 28 n 29 Maa Ha CToMKe

peructpaunm KoHBeHTa

09:00 CBOP YYACTHUKOB 09:30 BbIE3 HA 3KCKYPCUIO

MecTo c6opa: [IoM NpruemMoB
Baklwacapaw, yn. TummpsaseBa
42 K.1, rMaBHbIV BXOL,

MNpamoe obLLeHMe C NpeacTaBUTeENaMM PO3HUYHOM CETU B pealibHOW onepaLnoHHOM cpeae.
MNpeaocTtaBUTENN pUTEMIEPA BCTPEYAIOT Y4aCTHMKOB KOHBEHTa MIMpP TOProB/n B TOProBbIX
3a/1ax CBOWMX MarasmHoOB, OPraHM3YyoT NepCcoHaribHble BCTPEYM, OTBEYAIOT Ha BOMPOCHI U
OEMOHCTPUPYIOT HOBbIE peLLleHMs, BHEAPEHHbIE B UX BU3Hece

B aToM roay Bac npurnawiaior:

Small
Food

SMALL FOOD — HoBbI convenience-dpopMaT KoMnaHmm SMALL
0151 COBPEMEHHOTIO MOPOACKOro PUTMa >XU3HW. NepBbiM MarasmH
Obl/1 OTKPLIT B MapTe 2026 roga, 1 cerogHa popmat obbegmnHaeT
nouT 10 NoKaum C NaHaMm akTMBHOIO MacLLUTabMpoBaHUA.
KoHuenumsa coyeTaeT ready-to-eat pelueHusq, coffee-to-go,
fresh-kaTeropmm 1 ToBapbl eXXeOHEBHOIO CMPoca B KOMMAKTHOM
dopmaTe pgaoM C 4OMOM

S PAR[Y

SPAR Kazakhstan — yactb MexxayHapoaHom cet SPAR,
obbeamHatoLlen 6onee 13 900 MarasmHoOB B 48 cTpaHax Mupa. B
KaszaxcTaHe 6peH[ pa3BMBaETCH C aKLLEHTOM Ha COBPEMEHHbIe
ropoackme dopmaThl, ready-to-eat pelueHus, fresh-accopTMeHT
M BbICOKMW YPOBEHb CEPBKCA

magnum

Magnum — nunaep po3HUYHOM TOProBn B KasaxcraHe. Y
KpynHenLem TOproBon cet 5 MUANMOHOB MOCTOAHHbIX
rnokynaTenen 1 okoso 10 Thicay coTpyaHMKOB. B Magnum
Ka3axCTaHLlbl MOKyMatoT ToBapbl Ha cyMmy $1 Mnpa B

rof. KoMnaHmsa aBnaeTcs O4HMM U3 CaMblX KPYMHbIX
HanoronnaTeNnbLUMKOB B CTpaHe

55% accopTMeHTa Magnum — KasaxcTaHCKMe ToBapbl. 600
OTEeYECTBEHHbIX MPOU3BOAUTENEW MOCTABIAOT CBOW MPOOYKTbI
B MarasuHbl ceTh. CeKpeT ycrexa Magnum — fiydLume ToBapbl Mo
nyylen LeHe onga nobrMbix NoKynaTenem
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FACTPO
TEXHUKA

4PROFIT DEMAND PE3Y/ILTATbI:
* [IporHosnpoBaHue cripoca

o VnpaBneHme npoMo akunamMmm

4PROFIT FULFILLMENT Ao 40/
COKpALLLEeHUA YNYLLLEHHbIX
* PacuyeT 3aKa30B Ha MOMOSIHEHWE npoaax

PO3HMYHbIX TOYEK (thunmanos)

n PO E KT M PO BAH M E » PacyeT 3akasoB Ha nononHeHve PL| - 6 0%
COKPALLEHWNSA UBSTULLIHNX
I-I M I_I_" E B b I X f;l;tli(ngSIt'lc'JiNALYTICS o
* Inventory level : .
NPOU3BOACTB L.
npuebINu

OT KOHLENuUMM A0 3anycKa

KomnaHua FacTpoTexHnKa 3aHMmaeTca pa3paboTkomn
N peannsaumen NPoeKToB NpeanpuUATUN

O6LLI,€CTB€HHOI'O NMATAaHNA U UHOYCTPUAJIbHbLIX NMULLEBBLIX

MOBbILLEHUE
npon3BoAcTB. KaK OMbITHbIE 3KCNEPTbl U NOCTABLLUKMK ADODPEKTUBHOCTU 3A CHET:
M,ﬂ,eVI, Mbl Haxo4MM npasuabHoOe peweHne anAa § . COBEpPLUEeHCTBOBaHMA 6U3HEC MPoLLeCcCOoB
A 3 heKTMBHOM TEXHOOM MM NPOrHO3MPOBAHMSA
KaXX4o0ro KJimeHTa: B HalnX nNpoeKTax mbl NCMOJIb3yem > cnpoca c ncrnosb3osaHnem U
g ' : 3 heKkTMBHOM TEXHOIOI MM pacyeTa
TEXHO/NIOTNMYECKUNE N TEXHUYECKNE pelleHnA, cneaya HOpPMaTMBOB 3arnacoB C ncrosib3oBaHnem NN
S MNHHOBaALMOHHON TEXHOMOrMK yrnpaBneHus
COBpeMeHHbIM TeHaAeHUMAM. Mbl 6epeM Ha cebA NPOrHO30M Cnpoca 1 akumaMm
ONS KSH0YeBbIX KITMEHTOB
CNOMKHYI, TEXHMYECKYIo paboTy 4Tobbl Bawu CKBOBHOrO yNpaBneHns 3anacamu
: B MHOIOYPOBHEBbIX LLEeNsX NOCTaBKU
aM6MLI,MO3Hb|e naaHbl NpespawlainCb B KOHAUTEPCKUNE il . 3thheKTUBHOM TEXHOMOr MKW YrpaBieHns

MPOMO akKUuMAMUM C UCMNMOJIbSOBaHUEM nn
npoun3BoAcTBa, PabpUKU-KYXHU, UHAYCTPUAbHbIE

nuuiesble MNpPon3soacTBa. y

BKJIKDYUTE BALU BU3SHEC HA NOJIHYHO!
+38 067 541 63 38 | mykhailo.taran@4profit.group | www.4profit.group




Day 2 - May 29
Detailed program Day 2

10:00 - 11:20 Gerey Khan Hall

FMCG RETAILERS AND SUPPLIERS: HOW TO ENTER CENTRAL ASIAN
AND EURASIAN RETAIL CHAINS

Plenary session

A discussion of FMCG suppliers’ entry into retail chains — from initial negotiations to
commercial terms and scaling. Practical chain case studies.

2 Chain requirements for suppliers

2 Assortment selection and the role of categories
2 Pricing and commercial terms

2 Quality and supply standards

Moderator:

Sergey llyukha
Business coach, expert, Member of the Board of the Russian
Association of Retail Market Experts (RAERR)

Invited to the dialogue are:

ﬁ Marina Polyakova

5; Commercial Director, Baraka Market, Uzbekistan
v

Angela Ryabova
CEO of the “First Choice” discounter format, Magnit Group, Russia

Mirzakalon Kalonzoda

‘ Commercial Director, Amid, Tajikistan
[~} Evgeny Zhilenkov
= Deputy Commercial Director, Magnum C&C,
Kazakhstan

Parviz Abbasov
Head of Import Department, Rakhat Market, Azerbaijan

Matvey Gulin
4 former Director of Operations, Ahmad Tea Russia

38

Igor Kostin

Crisis Management and Marketing Expert (Experience at
Tyan-Shan Invest Azercay, Anatolia Food Company, and
Belaseptika), Uzbekistan

10:00 - 11:50

NON-FOOD LIFESTYLE AND DEVELOPMENT: RETHINKING FORMATS
IN RESPONSE TO CHANGING CONSUMER BEHAVIOR. NEW TRAFFIC
LOGIC AND THE MALL OF THE FUTURE

Discussion of non-food retail leaders

Non-food retail in Central Asia amid changing demand, the expansion of online
commerce, and the growth of local brands.

Key topics:

2 Central Asian retail real estate market data: figures and trends;

2 the consumer today: how consumer expectations toward retail and shopping malls
are changing;

2 changes in retail space and new formats;

2 lease economics and partnership models;

= traffic, tenant mix, and the role of anchors;

2 store formats and the role of locations: shopping malls or stand-alone formats;

2 mutual expectations of developers and retail chains.

Moderators:

Nariman Suleimenov
%‘i CEO, Sportmaster Kazakhstan

Dmitry A. Revin
Chairman of Kazakhstan Union of Retail Property Developers,
Co-founder of APORT malls, Kazakhstan

Invited to the dialogue:

Boris Katz
= Chairman of the Board of Directors, Leonardo Hobby Hypermarket
Chain, Russia, Kazakhstan, Belarus

Dulat Meirbayev
COO, Chief Operating Officer, Evrika Retail Group, Kazakhstan
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Anna Yakovleva
Co-Owner and CEO, Actual Optic, Kazakhstan

Gabit Dzhamanbayev
General Director, Mechta Market, Kazakhstan

Nurdos Ospanov
Regional Director, LC Waikiki, Kazakhstan

Aleksey Khegay
TSPM, Dostyk Plaza Shopping Center, Shymkent Plaza, Eurasia
Shopping Center, Kazakhstan

Tair Balgabekov
CEOQO, Esentai Mall, Esentai Tower, Kazakhstan

Sagynish Kuanyshbekova
CEO, MOSKVA Metropolitan Shopping Mall, Kazakhstan

Bayan Kayakyran
Managing Partner, Colliers International Kazakhstan.

11:30-12:50
STRATEGIES AND TOOLS IN THE ERA OF Al TECHNOLOGIES AND
HUMAN-CENTRICITY

Plenary session

Participants will receive practical ideas and examples of solutions that help accelerate
processes, improve business control, and preserve a human-centered approach in the age
of algorithms. These ideas can be adapted in marketing, service, operations, e-commerce,
procurement, and customer database management.

At this session, you will:

2 learn which Al and digital tools are already being used in retail, and why technology only
works when the customer journey is properly designed;

2 see how digital B2B platforms support procurement, partnerships, and interaction with
counterparties;

2 explore how CDP platforms and customer data help reactivate “sleeping” customers and
improve marketing efficiency;

2 discuss how companies create their own “blue ocean”, move away from direct price
competition, and build a stronger connection with customers.

40

Moderator:

Asem Bolatzhan
Z CEO of Women in Tech Kazakhstan Chapter, Freelance Advisor to the Minister of
Y Al and Digital Development of the Republic of Kazakhstan. Chairperson of the
Public Council under the Ministry of Al and Digital Development of the Republic
of Kazakhstan, Kazakhstan

Cases:

1. ODEPT: International Digital B2B Platform

~ Vyacheslav Popov
& Head of the ODEPT Center, Kazakhstan

2. Yandex Lavka Kazakhstan Case

Asem Isayeva
Head of FMCG, Yandex Lavka Kazakhstan

3. Askona CIS Case: How to Wake Up “Sleeping” Customers. CDP Integration and
the Magic of Sleep in Practice

Svetlana Belaya
Head of Brand Marketing and Loyalty, Askona CIS

4. Mechta Market Case: End-to-End Customer Journey - Why Al Does
Not Work Without an Integrated Process

Adilzhan Alkenov
@ ClO, Mechta Market, Kazakhstan
~ /'\ N

5. Actual Optic Case: How to Create Your Own “Blue Ocean” and Remain an
Industry Leader for More Than 25 Years

Anna Yakovleva
Co-Owner and CEO, Actual Optic, Kazakhstan




12:00-12:50

PRIVATE LABELS AND IN-HOUSE PRODUCTION: OPPORTUNITIES FOR
GROWTH AND CREATING UNIQUE VALUE

Case studies and discussion panel

Case studies and a discussion with Eurasian retail leaders on how private labels are becoming
a tool for managing assortment, quality, customer loyalty, margins, and retail chain
differentiation.

The session will focus on the shift from private labels as a “lower-price alternative to brands”
to a product-based approach: understanding customer needs, developing own brands,
controlling quality, working with suppliers, and creating a unique offer.

Key topics:

2 the role of private labels in a cautious demand environment and under margin pressure;
2 private labels as the core of assortment strategy and a tool for differentiation;

2 the shift from shelf management to product and customer scenario management;

2 private label brand architecture: basic, niche, healthy lifestyle, children’s, non-food, and
seasonal categories;

2 quality, safety, production audits, and working with customer feedback;

2 in-house production and long-term partnerships with suppliers;

2 private labels in non-food: loyalty, margins, and protection from direct price comparison.

Moderator:

Gulfira Krok
International Expert in category management, assortment and pricing.
Consultant and business coach. Krok Consulting

Cases:

1. Pyaterochka Case, Russia

@ Roman Avramov

a

2. Auchan Case, Russia

Private Label Director, Pyaterochka, Russia

3 Elena Savchenko
k\’v’ s Director of Private Label and Direct Import Group Purchasing and
Sl Supply, Auchan Russia

3. Sportmaster Case, Kazakhstan

Diyar Sarsenov
Head of the Sales Department, Sportmaster Kazakhstan
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13:00-14:00
INTERNATIONAL PERSPECTIVE. RETAIL IN EUROPE AND EURASIA

Plenary session

Presentations on global trends, technologies, and the transformation of retail formats.
Practical insights from international chains and experts on solutions already operating in
Europe and potentially applicable to the Central Asian and adjacent markets.

Focus: Practical cases and adapting international solutions to regional markets

Moderator:

Gulfira Krok
International expert in category management, assortment,
and pricing. Consultant and business coach, Krok Consulting

Invited to the dialogue:

1. Overview of European Retail: Examples, Trends, and Formats

Gulfira Krok
International expert in category management, assortment,
and pricing. Consultant and business coach, Krok Consulting

2. Foodvenience, Retail Media, Al, and Other Grocery Retail Trends for 2026-
2030, with Practical Solutions from SPAR for Central Asian Markets

v

3. International Perspective on Entering the Russian Market

Sergey Loktev
Head of International Retail Development CEE & Eurasia, SPAR
International, the Netherlands

Roman Romashkevich
Business Development Director, VB Fixmarket, Tri Tseny stores,
Belarus
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13:00-14:00 @EEAGERN:E

E-COMMERCE IN CA. ONLINE AND OFFLINE. PARTNERSHIP OR
COMPETITION?

Plenary session

A practical session on the development and impact of e-commerce on the Central Asian
market. Discussion of working models, the economics of online channels, and the integration
of e-commerce with offline retail.

Focus: omnichannel, ecosystem creation, margins, logistics, data, and managed online sales
growth.

Moderator:

Demid Samoshkin
a Retail expert (experience with SMALL, Arbuz.kz, and other

businesses), Kazakhstan

Invited to the dialogue:

Asem Isayeva
Head of FMCG, Yandex Lavka Kazakhstan

Azim Karimov

p Director of E-Commerce, Mechta Market,
Kazakhstan
Roman Sattarov

=
Development Director, Sportmaster Kazakhstan

Evgeniya Savenkova-Petrichenko
Head of Commerce, Wildberries, Kazakhstan

Ramina Galiulina
Head of Partner Development, Ozon,
Kazakhstan

(brands: Calvin Klein, Under Armour, Tommy Hilfiger, Etam,
Diesel, Walker, Fr.Gallery), Kazakhstan

Olga Shabanova
Head of the E-commerce Project, Fashion Retail Group

14:00-15:00 @
BUSINESS LUNCH

A friendly lunch for guests of World of Trade Convention.
Meeting of all participants at the Exhibition Area and World of Trade
Hypermarket Zone

THROUGHOUT THE DAY

WORLD OF TRADE PURCHASING CENTER

Bilateral Negotiations Session ® Online Negotiations Zone in the Convention Foyer

Bilateral negotiations involving retailers who were unable to attend the Convention
in person but are interested in cooperation with Convention participants.

15:00-17:00 Pushkin Hall

INTERNATIONAL RETAIL BOARD OF DIRECTORS

Round table e Invitation only

A private meeting of retail company owners and CEOs to discuss key industry
challenges and exchange management experience. Participants will share their
views on the current economic situation, discuss successful strategies, and formulate
consolidated proposals

The dialogue will bring together executives and owners of leading retail
companies from Central Asia and Eurasia.
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15:00-17:00 Gerey Khan Hall

WORLD OF TRADE EXHIBITION SPACE

Exhibition area and Hypermarket World of Trade

Networking. Tastings. Solution presentations at booths. Partner activities.

Time for professional networking, getting to know the exhibits, and direct contact
with suppliers, manufacturers, technology companies, and market partners

IN THE PROGRAM:

2 FMCG product tastings and presentations of new products

2 demonstrations of retail solutions and technologies

2 activities and interactive events from the Convention's partners

2 informal networking among retailers, suppliers, and market experts

This is an opportunity to explore the exhibition in depth, discover new solutions, and
connect with new partners.

17:00 @
FINAL COCKTAIL

This is a space where professional dialogue continues beyond the stage and
protocol, personal connections are formed, ideas are discussed, and future
partnerships are outlined in an atmosphere of trusting communication

Day 3 - May 30

Retail store tours in Almaty

Participants can sign up for the tour on May 28 and 29 at the convention
registration desk

09:00 GATHERING 09:30 DEPARTURE FOR THE TOUR

Meeting point: Bakshasaray
Reception House, 42 b1, Timiryazev
Street, main entrance

Direct communication with retail chain representatives in a real operational environment.
Retail representatives will welcome World of Trade Convention participants directly

on the sales floors of their stores, organize personal meetings, answer questions, and
demonstrate new solutions already implemented in their business

This year, you are invited by:

s “ SMALL FOOD is a new convenience format by SMALL, created for
ma the modern urban lifestyle. The first store opened in March 2026,
FOOd and today the format already includes almost 10 locations, with

plans for active expansion. The concept combines ready-to-eat
solutions, coffee-to-go, fresh categories, and everyday essentials
in a compact neighborhood format

SrPAR @ SPAR Kazakhstan is part of the international SPAR network,

which includes more than 13,900 stores in 48 countries. In
Kazakhstan, the brand is developing with a focus on modern
urban formats, ready-to-eat solutions, fresh assortment, and a
high level of service

mag n u m Magnum is a leader in retail in Kazakhstan. The country’s largest

retail chain has 5 million regular customers and around 10,000
employees. Every year, customers in Kazakhstan buy goods worth
USD 1 billion at Magnum stores. The company is also one of the
largest taxpayers in the country

Kazakhstani products account for 55% of Magnum's assortment.
Around 600 local producers supply their products to the chain’s
stores. Magnum's success is based on a simple principle: the best
products at the best prices for its valued customers
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OdnanH-first POS-cuctemMa ¢ 06nayHbIM YNpOBIEHUEM
ons putenna, HoReCa, ceten n ¢paHLLn3
paykitpos.com

WHITE LABEL POS MNIAT®OPMA C OBJIAMHOM CUCTEMOM YYETA
ang PO3HWYHOWU TOPIrOB/U

OodnainH-POS ¢ 06nayHbIM ynpaBneHMeM — paboTaeT aaxe Npu CNA60M MHTEPHETE

Paylit — a10 POS-cucTeMa Ha eanMHOM 061AUYHOM CepBepe:
OfHA KACCA 63 NIOKANBHOTO CEPBEPA U NILLIHEFO 060PYAOBAHMS
06eCneunBaET NOSHbIN LMK MPOAOX — AAXE MPU HECTAGUILHOM
UHTEpHeTe

Bo3MOXHOCTH cUcTEMBI

Q O6nNAYHbIN YYET M OTYETHOCTb @ MNporpamma
B PEAIbHOM BpPEMEHN NOANBHOCTW U AKLMM

== YnpaBneHne OCTATKAMM U (5 OddnanH-pexmnm +

—O  MHBEHTOPM3AUMS < CUHXPOHU3ALMS
NHTerpaumns ¢ 6aHKOBCKUM @ 2neKkTpoHHaA
3KBANPUHIOM duckanmnsaLms

oe—s HeorpaHmnuyeHHoe
== KONWMYECTBO TOProBbIX TOYEK

PayKit Enterprise — pa6oTOET HO CEHCOPHBIX U KIIABUOTYPHbIX
TEPMUHANAX, NOLOEPXNBAET KOCChHl CAOMOOBCITYXNBAHUS

CTAHbTE NMAPTHEPOM PAYKIT B BALLEM
PETMOHE

=2 [opgknoyarnTte 6U3HECHl — NOMYyYAnTE 4OXOM C KAXO0Oro
KNneHTa

PassrBainTe co6cTBEHHOE HanpaeleHe asToMaTU3ALlmmn

MponoBanTe 060pPYAOBAHME U CEPBUC

il

MNopoepxka, oby4yeHne n biCTpoe nogkoyeHmne ot PayKit

WLLLEEM NAPTHEPA B BALLEEM PETMOHE

_ —. [locTaBLIMKM = KoMnanum no
[T-nHTErpaTops! ] HucTtpurébioTopsl ] I — QBTOMATAAL
CKAHUPYUTE QR — e £ RO

= ounder
CTAHbTE NAPTHEPOM +38 (050) 405-00-22
agapov@chmsoft.eu
info@paykitpos.com

[»]) ODEPT

Oriental Digital
Exchange Platform&Trade

MexayHapoaHaa B2B-nnatpopma
019 pocTa Ballero bmnsHeca

YHuKanbHaa nnatpopma

dunHaHcoBas aKocnctemMma Ha 6a3e baHka LleHTpKpeaut

KntoueBoe npenmyectso ODEPT — 310 rnybokas
NHTErpauma ¢ PUHaAHCOBbIMU MHCTPYMEHTaMW
OT OHOI0 N3 CaMblX HaOEXHbIX OAHKOB CTpPaHbl.

YnpasnanTte caenkamMmuy, puHaHCUpoBaHMEM

B e[iHON, besomnacHon cpene. Bam 6onblie He
HY>XHO NMepeksroyaTbCa Mexay MapKeTnaencom
N UHTEPHET-6aHKNHIOM.



24 - ﬁ B2B ® 3akpbiTbit popmaT ® Caenkm
Me>xayHapoaHbiv
KOHBEHT Mup Toproenu

eximexpo.kz

MHP TOPTOBIH
" \WORLD OF TRADE

24t h B2B ® Closed Format ® Contracts

International World
of Trade Convention

9

15-17 okTA6pA
2026

AnmMaTbl,
KaszaxcTtaH

= October 15-17,
2026

9o

Almaty,
Kazakhstan




