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ëÚp‡ÚÂ„Ëfl ëÔÂˆË‡ÎËÁ‡ˆËË ‚ êÓÒÒËË
Ñ‡ÌÌ‡fl ÒÚp‡ÚÂ„Ëfl ÏÓÊÂÚ ÔÓÚÂÌˆË‡Î¸ÌÓ ÒÚ‡Ú¸ Ó˜ÂÌ¸ ‚‡ÊÌÓÈ ‰Îfl êÓÒÒËÈÒÍËı ÍÓÏÔ‡ÌËÈ. ÑÊÂÍ

íp‡ÛÚ ·Û‰ÂÚ ‰ÂÚ‡Î¸ÌÓ Ó·ÒÛÊ‰‡Ú¸ ˝ÚÛ ÚÂÏÛ Ò ËÒÔÓÎ¸ÁÓ‚‡ÌËÂÏ ˆÂÎÓ„Ó pfl‰‡ Í‡Í Û‰‡˜Ì˚ı, Ú‡Í Ë ÌÂ
Ó˜ÂÌ¸ Û‰‡˜Ì˚ı ÔpËÏÂpÓ‚, Á‡ËÏÒÚ‚Ó‚‡ÌÌ˚ı ËÏ ÌÂÔÓÒpÂ‰ÒÚ‚ÂÌÌÓ ËÁ êÓÒÒËÈÒÍÓÈ Ôp‡ÍÚËÍË.
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“Extremely valuable. Gives a lot of thoughts and energy! Helps to drive business further.”
Sergey Popov, OOO Wrigley

Ç 2006 „Ó‰Û ÍÓÏ‡Ì‰‡ «ãË‰Âp˚ ‚ åÓÒÍ‚Â» ÔpÂ‰ÒÚ‡‚ËÎ‡  ‚ ÒÂpËË
ÏÂÊ‰ÛÌ‡pÓ‰Ì˚ı ÒÂÏËÌ‡pÓ‚ ˆÂÎÛ˛ ÔÎÂfl‰Û ‚˚‰‡˛˘ËıÒfl ÎË‰ÂpÓ‚ ÏËpÓ‚Ó„Ó
·ËÁÌÂÒ‡. ì˜‡ÒÚÌËÍ‡ÏË ˆËÍÎ‡ ÏÂpÓÔpËflÚËÈ ÔÓ ÛÔp‡‚ÎÂÌË˛ Ë ÎË‰ÂpÒÚ‚Û
ÒÚ‡ÎË ·ÓÎÂÂ 1000 ˜ÂÎÓ‚ÂÍ, ÔÓÎÛ˜Ë‚¯Ëı pÂ‰ÍÛ˛ ‚ÓÁÏÓÊÌÓÒÚ¸
‚‰ÓıÌÓ‚Îfl˛˘Â„Ó Ó·˘ÂÌËfl Ò ÎÛ˜¯ËÏË ËÁ ÎÛ˜¯Ëı.

In 2006 the Leaders in Moscow team brought a group of the
finest, most diverse and accomplished speakers to Russia.
More than 1000 delegates have attended The Leadership
Series. Our meetings offer a rare opportunity to listen, to learn
from and be inspired by some of the world’s highest achievers.

ëÂpËfl ÒÂÏËÌ‡pÓ‚ ˝ÚÓ  ÏÂÒÚÓ ‚ÒÚpÂ˜Ë Û˜‡ÒÚÌËÍÓ‚ ÏÂÊ‰ÛÌ‡pÓ‰ÌÓ„Ó
ÒÓÓ·˘ÂÒÚ‚‡, ÔpÂ‰ÒÚ‚ËÚÂÎÂÈ ‚ÒÂı ÒÂÍÚÓpÓ‚ ˝ÍÓÌÓÏËÍË. ç‡ ˝ÚËı
ÏÂpÓÔpËflÚËflı Û Ç‡Ò ÂÒÚ¸ ‚ÂÎËÍÓÎÂÔÌ‡fl ‚ÓÁÏÓÊÌÓÒÚ¸ Á‡‚flÁ‡Ú¸ ‰ÂÎÓ‚˚Â
ÍÓÌÚ‡ÍÚ˚. óÚÓ·˚ ÔÓÎÛ˜ËÚ¸ ËÌÙÓpÏ‡ˆË˛ Ó ÍÓpÔÓp‡ÚË‚Ì˚ı ÒÍË‰Í‡ı,
ÔÓÊ‡ÎÛÈÒÚ‡, Ó·p‡˘‡ÈÚÂÒ¸ Í ÖÍ‡ÚÂpËÌÂ è‡Ì‡ÒÂ‚Ë˜ ÔÓ ÚÂÎ: +44 20 7017
7437 ËÎË ˝ÎÂÍÚpÓÌÌÓÈ ÔÓ˜ÚÂ: kathia.panasevich@leadersinmoscow.com

The Leadership Series events are an ideal meeting place for the
domestic and international business communities from across all
industry sectors. Make sure you take advantage of the outstanding
networking opportunities.
For special discounts and benefits for group booking
discounts contact Ekaterina Panasevich on +44 20 7017
7437, email: kathia.panasevich@leadersinmoscow.com

«é˜ÂÌ¸ ˆÂÌÌÓÂ Ó·˘ÂÌËÂ Ë ËÌÙÓpÏ‡ˆËfl ‰Îfl ÚÂı, ÍÚÓ ‰ÂÈÒÚ‚ËÚÂÎ¸ÌÓ Á‡ËÌÚÂpÂÒÓ‚‡Ì ‚
ÛÒÔÂ¯ÌÓÏ ÛÔp‡‚ÎÂÌËË ÍÓÏÔ‡ÌËÂÈ.» àpËÌ‡ áÓpËÌ‡, IBS
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ÇÒÂÏËpÌÓ ËÁ‚ÂÒÚÌ‡fl ÍÓÏÔ‡ÌËfl Nespresso, ‚ıÓ‰fl˘‡fl ‚ ÉpÛÔÔÛ Nestle, p‡Áp‡·ÓÚ‡Î‡
ÛÌËÍ‡Î¸ÌÛ˛ ÍÓÏÔÎÂÍÒÌÛ˛ ÒËÒÚÂÏÛ, ‚ ÍÓÚÓpÛ˛ ‚ıÓ‰flÚ ˝ÎÂ„‡ÌÚÌ‡fl Ë ÍÓÏÔ‡ÍÚÌ‡fl
ÍÓÙÂ-Ï‡¯ËÌ‡, ÔpÂ‰Ì‡ÁÌ‡˜ÂÌÌ‡fl ‰Îfl ÔpË„ÓÚÓ‚ÎÂÌËfl Ë‰Â‡Î¸ÌÓ„Ó ÍÓÙÂ – ÓÚÎË˜ÌÓ„Ó
ÓÚ Î˛·Ó„Ó ‰pÛ„Ó„Ó, ÒÛ˘ÂÒÚ‚Û˛˘Â„Ó ‚ Ì‡ÒÚÓfl˘ÂÂ ‚pÂÏfl, ÏÓÎÓÚ˚È ÍÓÙÂ Ì‡Ë‚˚Ò¯Â„Ó
Í‡˜ÂÒÚ‚‡ ‚ ÛÌËÍ‡Î¸Ì˚ı Í‡ÔÒÛÎ‡ı Ë ÔÂpÒÓÌ‡ÎËÁËpÓ‚‡ÌÌ˚È ÒÂp‚ËÒ ‚ äÎÛ·Â Nespresso.
ä 2004 „Ó‰Û ÍÓÏÔ‡ÌËfl Nespresso ‚˚¯Î‡ Ì‡ ÓÒÌÓ‚Ì˚Â p˚ÌÍË Ë Ì‡ ‰‡ÌÌ˚È ÏÓÏÂÌÚ
ÔpÂ‰ÒÚ‡‚ÎÂÌ‡ ·ÓÎÂÂ ˜ÂÏ ‚ ÚpË‰ˆ‡ÚË ÒÚp‡Ì‡ı. çÂÚ ÌË˜Â„Ó ÔpËflÚÌÂÂ Ë ÔpÓ˘Â, ˜ÂÏ
ÔpË„ÓÚÓ‚ËÚ¸ ˝ÒÔpÂÒÒÓ Ì‡ ÍÓÙÂ-Ï‡¯ËÌÂ Nespresso: ‚˚·p‡‚ ÌÛÊÌÛ˛ Í‡ÔÒÛÎÛ ËÁ
·Ó„‡ÚÓ„Ó ‡ÒÒÓpÚËÏÂÌÚ‡, ‚ÍÎ˛˜‡˛˘Â„Ó 12 Grand Cru, ÏÓÊÌÓ ÔpË„ÓÚÓ‚ËÚ¸ ËÏÂÌÌÓ ÚÓÚ

ÍÓÙÂ, ÍÓÚÓp˚È Ç˚ ÔpÂ‰ÔÓ˜ËÚ‡ÂÚÂ - Ò ÍËÒÎËÌÍÓÈ  ËÎË „Óp˜ËÌÍÓÈ, ·ÓÎÂÂ ÍpÂÔÍËÈ ËÎË ·ÂÁ ÍÓÙÂËÌ‡. Ç
ÒÂpÂ‰ËÌÂ 2004 „Ó‰‡ Ì‡ pÓÒÒËÈÒÍÓÏ p˚ÌÍÂ ÔÓfl‚ËÎ‡Ò¸ ÔpÓÙÂÒÒËÓÌ‡Î¸Ì‡fl ÎËÌËfl Nespresso, Nespresso
Professional, ÍÓÚÓp‡fl ÔÓÒÚ‡‚ÎflÂÚ ÒÚËÎ¸Ì˚Â Ë Ì‡‰ÂÊÌ˚Â ÍÓÙÂ-Ï‡¯ËÌ˚ Ë ‚˚ÒÓÍÓÍ‡˜ÂÒÚ‚ÂÌÌ˚È ÍÓÙÂ ‚
Í‡ÔÒÛÎ‡ı ‚ ÓÙËÒ˚ ÍpÛÔÌÂÈ¯Ëı ÍÓÏÔ‡ÌËÈ, ÔpÂÒÚËÊÌ˚Â ÓÚÂÎË Ë pÂÒÚÓp‡Ì˚. ÅÛÚËÍË Nespresso
ÔpÂ‰ÒÚ‡‚ÎÂÌ˚ ‚Ó ÏÌÓ„Ëı ÒÚp‡Ì‡ı ÏËp‡, ˜ÚÓ ÔpÂ‰ÓÒÚ‡‚ÎflÂÚ ‰ÓÔÓÎÌËÚÂÎ¸ÌÛ˛ ‚ÓÁÏÓÊÌÓÒÚ¸ ÔpËÓ·˘ËÚ¸Òfl
Í ÏËpÛ Nespresso. Ç ˝ÍÒÍÎ˛ÁË‚ÌÓÏ ·ÛÚËÍÂ Nespresso, p‡ÒÔÓÎÓÊÂÌÌÓÏ ‚ íÑñ «çÓ‚ËÌÒÍËÈ è‡ÒÒ‡Ê»
(åÓÒÍ‚‡, çÓ‚ËÌÒÍËÈ ·ÛÎ¸‚‡p, 31)  Ó·˙Â‰ËÌfl˛˘ÂÏ ‚ÒÂ ˝ÎÂÏÂÌÚ˚ ÒËÒÚÂÏ˚, Ç‡Ò ÔpËflÚÌÓ Û‰Ë‚ËÚ ÒÚËÎ¸Ì˚È
‰ËÁ‡ÈÌ, ÒÓ‚pÂÏÂÌÌ˚Â ÚÂıÌÓÎÓ„ËË, ËÌ‰Ë‚Ë‰Û‡Î¸Ì˚È ÔÓ‰ıÓ‰ Í Í‡Ê‰ÓÏÛ ÍÎËÂÌÚÛ Ë ÒÓ‚Âp¯ÂÌÒÚ‚Ó ‚
ÏÂÎ¸˜‡È¯Ëı ‰ÂÚ‡Îflı. ÅÓÎÂÂ ÔÓ‰pÓ·ÌÛ˛ ËÌÙÓpÏ‡ˆË˛ Ó ÍÓÏÔ‡ÌËË Nestle Nespresso S.A. ÏÓÊÌÓ Ì‡ÈÚË Ì‡
Ò‡ÈÚ‡ı: http://www.nespresso.com/ru; Nespresso Professional – www.nespressopro.ru

The world-known Nespresso company, one of the fastest growing
business units of Nestle Group, has developed a unique integrated system
combining an elegant and compact coffee machine, superior quality
ground coffee in a unique capsule design, created to prepare ideal coffee,
and personalized service in the Nespresso Club.
With Nespresso machines, making of espresso is a pure pleasure: just
select one capsule of the vast range of 12 Grand Crus and get precisely
the coffee you prefer, with sour or bitter notes, strong or decaffeinated. In
the middle of 2004 Nespresso Professional entered Russian market, providing offices of the
major world companies, prestigious hotels and restaurants with stylish and reliable coffee-
machines and high-quality Grand Cru coffee varieties.In addition, Nespresso offers coffee
connoisseurs an opportunity to plunge into the espresso world. Nespresso Boutiques operate
in all major cities across the world. The exclusive Nespresso Boutique at Novinsky Passazh
shopping center (31 Novinsky Blvd., Moscow) features all key components of the Nespresso
system: high style and advanced technologies, personalized customer service and perfection
in every last detail. For more detailed information about Nestle Nespresso S.A. please refer
to our web-site: http://www.nespresso.com/ru; Nespresso Professional –
www.nespressopro.ru

ÇÓÒÔÓÎ¸ÁÛÈÚÂÒ¸ ÒÍË‰Í‡ÏË ÔpË
ÍÓpÔÓp‡ÚË‚ÌÓÏ ·pÓÌËpÓ‚‡ÌËË –

Ò˝ÍÓÌÓÏ¸ÚÂ ‰Ó 20 %!

The International Leadership Series sponsored by:

               



• ëÚp‡ÚÂ„Ëfl – ‚ pÂ‡Î¸ÌÓÒÚË. å˚ ÊË‚ÂÏ ‚ ˝pÛ ·ÓÎ¸¯Ëı ÔpÓ·ÎÂÏ
·ÓÎ¸¯Ëı ·p˝Ì‰Ó‚, ‡ ‚ÒÂ ÔÓÚÓÏÛ, ˜ÚÓ Û ÌËı ÌÂÚ Ôp‡‚ËÎ¸ÌÓÈ
ÒÚp‡ÚÂ„ËË. éÌË Ë„ÌÓpËpÛ˛Ú p˚ÌÓ˜ÌÛ˛ pÂ‡Î¸ÌÓÒÚ¸ Ë „Óp¸ÍÓ Á‡ ˝ÚÓ
p‡ÒÔÎ‡˜Ë‚‡˛ÚÒfl. é‰ÌËÏ ËÁ Ì‡Ë·ÓÎÂÂ ‰p‡Ï‡ÚË˜Ì˚ı Ë ·ÓÎÂÁÌÂÌÌ˚ı
ÔpÓ‚‡ÎÓ‚ ÒÚ‡Î p‡ÒÔ‡‰ AT&T. à Ò‡ÏÓÂ ËÌÚÂpÂÒÌÓÂ ‚ ÚÓÏ, ˜ÚÓ ˝ÚÓ„Ó,
Ì‡ Ò‡ÏÓÏ ‰ÂÎÂ, ÌÂ ‰ÓÎÊÌÓ ·˚ÎÓ ÔpÓËÁÓÈÚË. 

• ëÚp‡ÚÂ„Ëfl ÒÔÂˆË‡ÎËÁ‡ˆËË ‚ êÓÒÒËË - ‰‡ÌÌ‡fl ˜‡ÒÚ¸ ÏÓÊÂÚ
ÔÓÚÂÌˆË‡Î¸ÌÓ ÒÚ‡Ú¸ Ó˜ÂÌ¸ ‚‡ÊÌÓÈ ‰Îfl êÓÒÒËÈÒÍËı ÍÓÏÔ‡ÌËÈ.
ÑÊÂÍ íp‡ÛÚ ·Û‰ÂÚ ‰ÂÚ‡Î¸ÌÓ Ó·ÒÛÊ‰‡Ú¸ ˝ÚÛ ÚÂÏÛ Ò ËÒÔÓÎ¸ÁÓ‚‡ÌËÂÏ
ˆÂÎÓ„Ó pfl‰‡ Í‡Í Û‰‡˜Ì˚ı, Ú‡Í Ë ÌÂ Ó˜ÂÌ¸ Û‰‡˜Ì˚ı ÔpËÏÂpÓ‚,
Á‡ËÏÒÚ‚Ó‚‡ÌÌ˚ı ËÏ ÌÂÔÓÒpÂ‰ÒÚ‚ÂÌÌÓ ËÁ êÓÒÒËÈÒÍÓÈ Ôp‡ÍÚËÍË.

Ñ‡ÌÌ˚È ÒÂÏËÌ‡p ‚Ó·p‡Î ‚ ÒÂ·fl ‚ÒÂ Ò‡ÏÓÂ ÎÛ˜¯ÂÂ ËÁ 10 ÍÌË„ ÑÊÂÍ‡
íp‡ÛÚ‡ Ë Â„Ó ÏÌÓ„ÓÎÂÚÌÂ„Ó ÓÔ˚Ú‡ ‚ Ó·Î‡ÒÚË ·ËÁÌÂÒ-ÍÓÌÒ‡ÎÚËÌ„‡,
ÍÓÚÓp˚È ÓÌ ˜ÂpÔ‡Î, Ó·˘‡flÒ¸ Ò ˝ÎËÚÓÈ ‰ÂÎÓ‚Ó„Ó ÏËp‡ ‚Ó ‚ÒÂı Û„ÓÎÍ‡ı
ÔÎ‡ÌÂÚ˚. ùÚÓ ËÒÚÓpËfl ‰ÓÎ„Ó„Ó ÒÚp‡ÌÒÚ‚Ëfl ÔÓ ÏËpÛ ·ËÁÌÂÒ‡,
ËÁÎÓÊÂÌÌ‡fl ‚ ÍÓÌˆÂÌÚpËpÓ‚‡ÌÌÓÈ ÙÓpÏÂ Ó‰ÌÓ‰ÌÂ‚ÌÓ„Ó Ï‡ÒÚÂp-
ÍÎ‡ÒÒ‡.

10 ÓÍÚfl·pfl 2006
08.30 êÂ„ËÒÚp‡ˆËfl Ë ÍÓÙÂ 

09.30 ëÖëëàü èÖêÇÄü 

ÇÓÔpÓÒ˚ Ë ÓÚ‚ÂÚ˚

11.00 èÂpÂp˚‚ Ì‡ ÍÓÙÂ

11.30 ëÖëëàü ÇíéêÄü 

ÇÓÔpÓÒ˚ Ë ÓÚ‚ÂÚ˚

12.45 é·Â‰

14.00 ëÖëëàü íêÖíúü

ÇÓÔpÓÒ˚ Ë ÓÚ‚ÂÚ˚

15.20 äÓÙÂ-·pÂÈÍ

15.40 ëÖëëàü óÖíÇÖêíÄü

ÇÓÔpÓÒ˚ Ë ÓÚ‚ÂÚ˚

17.00 á‡Íp˚ÚËÂ Ï‡ÒÚep-ÍÎ‡ÒÒ‡

ëÚp‡ÚÂ„Ëfl ëÔÂˆË‡ÎËÁ‡ˆËË ‚ êÓÒÒËË

Ç ÓÒÌÓ‚Û ÒÂÏËÌ‡p‡ ÔÓÎÓÊÂÌ‡ ÌÓ‚‡fl ÍÌË„‡ íp‡ÛÚ Ó ÒÚp‡ÚÂ„ËË. ñÂÎ¸
ÒÂÏËÌ‡p‡: ÔÓÍ‡Á‡Ú¸ ‰ËpÂÍÚÓp‡Ï, ˜ÚÓ Ú‡ÍÓÂ ÔÓ Ì‡ÒÚÓfl˘ÂÏÛ ıÓpÓ¯‡fl
ÒÚp‡ÚÂ„Ëfl. Ç ıÓ‰Â Ò‚ÓÂ„Ó ‰ÎËÚÂÎ¸ÌÓ„Ó ÒÚp‡ÌÒÚ‚Ëfl ÔÓ ÏËpÛ ·ËÁÌÂÒ‡ ÑÊÂÍ
íp‡ÛÚ ÌÂÓ‰ÌÓÍp‡ÚÌÓ Û·ÂÊ‰‡ÎÒfl ‚ ÚÓÏ, ˜ÚÓ ÛÒÔÂı ÌÂ ÓÒÌÓ‚‡Ì Ì‡ Ôp‡‚ËÎ¸Ì˚ı
Î˛‰flı, ÓÚÌÓ¯ÂÌËË, ËÌÒÚpÛÏÂÌÚ‡ı, pÓÎÂ‚ÓÈ ÏÓ‰ÂÎË ËÎË Óp„‡ÌËÁ‡ˆËË.
ìÒÔÂı ÓÒÌÓ‚‡Ì Ì‡ Ôp‡‚ËÎ¸ÌÓÈ ÒÚp‡ÚÂ„ËË. Ñ‡ÌÌ˚È ÒÂÏËÌ‡p ‚ÍÎ˛˜‡ÂÚ ‚ ÒÂ·fl
ÒÎÂ‰Û˛˘ËÂ ˜‡ÒÚË:

• ëÚp‡ÚÂ„Ëfl – ‚ ‚ÓÒÔpËflÚËË. ùÚ‡ ˜‡ÒÚ¸ ÔÓÒ‚fl˘ÂÌ‡ ËÌÙÓpÏ‡ˆËË Ó
ÔÓÁËˆËÓÌËpÓ‚‡ÌËË Ë ÔpËÌˆËÔ‡ı p‡·ÓÚ˚ ÒÓÁÌ‡ÌËfl. ëÛ˘ÂÒÚ‚ÛÂÚ ÔflÚ¸
Ò‚ÓÈÒÚ‚ ÒÓÁÌ‡ÌËfl, ÍÓÚÓp˚Â ÌÂÓ·ıÓ‰ËÏÓ ÔÓÌËÏ‡Ú¸ Ë Û˜ËÚ˚‚‡Ú¸:
ÒÓÁÌ‡ÌËÂ Ó„p‡ÌË˜ÂÌÌÓ, ÒÓÁÌ‡ÌËÂ ÌÂ ÚÂpÔËÚ ÔÛÚ‡ÌËˆ˚, ÒÓÁÌ‡ÌËÂ
ÛflÁ‚ËÏÓ, ÒÓÁÌ‡ÌËÂ ËÌÂpÚÌÓ Ë ÒÓÁÌ‡ÌËÂ ÒÍÎÓÌÌÓ Í ÔÓÚÂpÂ
ÍÓÌˆÂÌÚp‡ˆËË.

• ëÚp‡ÚÂ„Ëfl – ‚ ‰ËÙÙÂpÂÌˆË‡ˆËË. ëÛ˘ÂÒÚ‚ÛÂÚ ÏÌÓ„Ó ÒÔÓÒÓ·Ó‚
‰ËÙÙÂpÂÌˆËpÓ‚‡Ú¸ ÒÂ·fl. ëÛÚ¸ ‚ ÚÓÏ, ˜ÚÓ·˚ ‚˚·p‡Ú¸ Ó‰ËÌ ËÁ ÌËı Ë
ÌÂÛÍÓÒÌËÚÂÎ¸ÌÓ Â„Ó ÔpË‰ÂpÊË‚‡Ú¸Òfl. ÑÎfl Ì‡˜‡Î‡ ÌÛÊÌÓ ÔÓÌflÚ¸
p‡ÁÌËˆÛ ÏÂÊ‰Û ÒÎÓ„‡ÌÓÏ Ë ‰ËÙÙÂpÂÌˆË‡ˆËÂÈ. ç‡Ë·ÓÎÂÂ ÔÓÔÛÎflpÌ˚Â
‰ËÙÙÂpÂÌˆËpÛ˛˘ËÂ ÒÚp‡ÚÂ„ËË ÓÒÌÓ‚‡Ì˚ Ì‡: Ò‚ÓÈÒÚ‚‡ı, ÔpÓˆÂÒÒÂ
ÒÓÁ‰‡ÌËfl, ÎË‰ÂpÒÚ‚Â, ÔÂp‚ÂÌÒÚ‚Â, ËÌÌÓ‚‡ˆËflı Ë Ì‡ÒÎÂ‰ËË.  

• ëÚp‡ÚÂ„Ëfl – ‚ ÍÓÌÍÛpÂÌˆËË. ùÚ‡ ˜‡ÒÚ¸ ÔÓÒ‚fl˘ÂÌ‡ ÍÓÌÍÛpÂÌˆËË Ë
ÒÓÁ‰‡ÌË˛ Ôp‡‚ËÎ¸ÌÓÈ ÍÓÌÍÛpÂÌÚÌÓÈ ÒÚp‡ÚÂ„ËË. ëÓ„Î‡ÒÌÓ ÔÓ‰ıÓ‰Û Ì‡
«ÔÓÎÂ ·ËÚ‚˚» ‚Â‰ÛÚÒfl ˜ÂÚ˚pÂ ÚËÔ‡ ·ÓÂ‚˚ı ‰ÂÈÒÚ‚ËÈ:
é·ÓpÓÌËÚÂÎ¸Ì˚Â, ç‡ÒÚÛÔ‡ÚÂÎ¸Ì˚Â, èÓÁËˆËÓÌÌ˚Â Ë è‡pÚËÁ‡ÌÒÍËÂ.
ä‡Ê‰˚È ËÁ ˝ÚËı ÚËÔÓ‚ ‰ÂÈÒÚ‚ËÈ ÓÒÌÓ‚‡Ì Ì‡ ÔpËÌˆËÔ‡ı, ÍÓÚÓp˚Â Ë
ÔÓ‰ÒÍ‡ÊÛÚ ‚‡Ï, Í‡Í ÔÓ·Â‰ËÚ¸ Ò‚ÓËı ÍÓÌÍÛpÂÌÚÓ‚. 

• ëÚp‡ÚÂ„Ëfl – ‚ ÒÔÂˆË‡ÎËÁ‡ˆËË. ãÛ˜¯Â ·˚Ú¸ ÎÛ˜¯ËÏ ‚ ˜ÂÏ-ÚÓ Ó‰ÌÓÏ,
˜ÂÏ ÒÂpÂ‰ÌflÍÓÏ ‚Ó ‚ÒÂÏ. ëÔÂˆË‡ÎËÁ‡ˆËfl  - ÏÓ˘ÌÂÈ¯ËÈ ËÌÒÚpÛÏÂÌÚ.
ëÔÂˆË‡ÎËÁ‡ˆËfl ÚpÂ·ÛÂÚ ÁÌ‡˜ËÚÂÎ¸ÌÓÈ ÍÓÌˆÂÌÚp‡ˆËË Ë „ÓÚÓ‚ÌÓÒÚË
«‰ÛÏ‡Ú¸ ÔÓ ÏÂÎÍÓÏÛ» ˜ÚÓ·˚ ÒÚ‡Ú¸ «ÍpÛÔÌ˚Ï». ëÚpÂÏÎÂÌËÂ Í pÓÒÚÛ
ÏÓÊÂÚ ·˚Ú¸ Á‰ÂÒ¸ ÔpÓ·ÎÂÏÓÈ.

• ëÚp‡ÚÂ„Ëfl – ‚ ÔpÓÒÚÓÚÂ. ÇÂÎËÍËÂ ÒÚp‡ÚÂ„Ë˜ÂÒÍËÂ Ë‰ÂË ÛÍÎ‡‰˚‚‡˛ÚÒfl
‚ ÌÂÒÍÓÎ¸ÍÓ ÒÎÓ‚. ëÎÓÊÌÓÒÚ¸ – ‚p‡„. èpÓÒÚÓÚ‡ – ë‚flÚÓÈ Ép‡‡Î¸. óÚÓ·˚
·˚Ú¸ ÔpÓÒÚ˚Ï ÌÛÊÌÓ ËÁ·Â„‡Ú¸ ÒÎÓÊÌÓÒÚË. èpÓÚË‚Ófl‰ËÂ ÓÚ ÒÎÓÊÌÓÒÚË
– ·Î‡„Óp‡ÁÛÏËÂ. ä ÒÓÊ‡ÎÂÌË˛, ÏÌÓ„ËÂ ‰ËpÂÍÚÓp‡ ˜‡ÒÚÂÌ¸ÍÓ Á‡·˚‚‡˛Ú
Á‡ı‚‡ÚËÚ¸ Â„Ó Ò ÒÓ·ÓÈ Ì‡ p‡·ÓÚÛ. 

• ëÚp‡ÚÂ„Ëfl – ‚ ÎË‰ÂpÒÚ‚Â. á‡ ‚‡ÏË ÌÂ ÔÓÈ‰ÛÚ, ÔÓÍ‡ ÌÂ ·Û‰ÛÚ ÁÌ‡Ú¸,
ÍÛ‰‡ ‚˚ Ëı ‚Â‰ÂÚÂ. ëËÎ¸Ì˚Â ÎË‰Âp˚ ÒÚÓflÚ ‚Ó „Î‡‚Â. ïÓpÓ¯Â„Ó ÎË‰Âp‡
ÓÚÎË˜‡˛Ú: „Ë·ÍÓÒÚ¸, ÒÏÂÎÓÒÚ¸, ÁÌ‡ÌËfl Ë Û‰‡˜‡. 

ëËÌıpÓÌÌ˚È ÔÂpÂ‚Ó‰ ·Û‰ÂÚ ÔpÂ‰ÓÒÚ‡‚ÎÂÌ Ì‡ ‡Ì„ÎËÈÒÍÓÏ Ë pÛÒÒÍÓÏ
flÁ˚Í‡ı ‚ ÚÂ˜ÂÌËÂ Ï‡ÒÚÂp-ÍÎ‡ÒÒ‡

                                  



ÔpÓÍÓÌÒÛÎ¸ÚËpÓ‚‡Î Ì‡ ÔpÂ‰ÏÂÚ ÚÓ„Ó, Í‡Í ·˚ ÔÓÎÛ˜¯Â «ÔpÓ‰‡Ú¸» ÄÏÂpËÍÛ.

ÅÛ‰Û˜Ë Ó‰ÌËÏ ËÁ Ì‡Ë·ÓÎÂÂ ‚ÎËflÚÂÎ¸Ì˚ı ÒÚp‡ÚÂ„Ó‚ ‚ Ó·Î‡ÒÚË Ï‡pÍÂÚËÌ„‡,
íp‡ÛÚ fl‚ÎflÂÚÒfl ‡‚ÚÓpÓÏ ÍÓÌˆÂÔˆËË «èÓÁËˆËÓÌËpÓ‚‡ÌËfl» Ë pfl‰‡ ‰pÛ„Ëı
‚‡ÊÌ˚ı ÍÓÌˆÂÔˆËÈ p˚ÌÓ˜ÌÓÈ ÒÚp‡ÚÂ„ËË. é·Î‡‰‡fl ·ÓÎÂÂ ˜ÂÏ 40 ÎÂÚÌËÏ
ÓÔ˚ÚÓÏ ‚ pÂÍÎ‡ÏÂ Ë Ï‡pÍÂÚËÌ„Â, íp‡ÛÚ – „Î‡‚Ì˚È ÍÓÌÒÛÎ¸Ú‡ÌÚ ÍpÛÔÌÂÈ¯Ëı
ÏËpÓ‚˚ı ÍÓÏÔ‡ÌËÈ Ë „ÎÓ·‡Î¸Ì‡fl ÍÓÌÒ‡ÎÚËÌ„Ó‚‡fl ‰ÂflÚÂÎ¸ÌÓÒÚ¸ ÒÚ‡Î‡ ‰Îfl
ÌÂ„Ó ËÒÚÓ˜ÌËÍÓÏ ÔÓ‰ÎËÌÌÓ„Ó ÁÌ‡ÌËfl ‚ Ó·Î‡ÒÚË Ò‡Ï˚ı p‡ÁÌÓÓ·p‡ÁÌ˚ı
Ï‡pÍÂÚËÌ„Ó‚˚ı ÒˆÂÌ‡pËÂ‚. åÂÊ‰ÛÌ‡pÓ‰ÌÓÂ ÔpËÁÌ‡ÌËÂ íp‡ÛÚ ÒÌËÒÍ‡Î ‚
Í‡˜ÂÒÚ‚Â ÍÓÌÒÛÎ¸Ú‡ÌÚ‡, ÔËÒ‡ÚÂÎfl, ÒÔËÍÂp‡ Ë „Î‡‚ÌÓ„Ó ‡‰ÂÔÚ‡ ÔÂpÂ‰Ó‚˚ı
Ï‡pÍÂÚËÌ„Ó‚˚ı ÒÚp‡ÚÂ„ËÈ.

èÓÁËˆËÓÌËpÓ‚‡ÌËÂ Ë çÓ‚ÓÂ èÓÁËˆËÓÌËpÓ‚‡ÌËÂ

ë‚ÓÂÈ ÓÔÛ·ÎËÍÓ‚‡ÌÌÓÈ ‚ 1981 „Ó‰Û ÍÌË„ÓÈ «èÓÁËˆËÓÌËpÓ‚‡ÌËÂ»,
ÚÂÔÂp¸ Ò˜ËÚ‡˛˘ÂÈÒfl  ÍÎ‡ÒÒËÍÓÈ, ÑÊÂÍ íp‡ÛÚ (‚ÏÂÒÚÂ Ò ÒÓ‡‚ÚÓpÓÏ
ÄÎÓÏ ê‡ÈÁÓÏ) Ì‡‚ÒÂ„‰‡ ËÁÏÂÌËÎ ‚Á„Îfl‰˚ Ì‡ ÒÓÒÚ‡‚ÎÂÌËÂ
Ï‡pÍÂÚËÌ„Ó‚ÓÈ ÒÚp‡ÚÂ„ËË. äÌË„‡ ÛÒÚ‡Ì‡‚ÎË‚‡ÂÚ Ôp‡‚ËÎ‡ Ï‡pÍÂÚËÌ„‡ ‚
ÓÚÌÓ¯ÂÌËË ‚ÎËflÌËfl Ì‡ ÛÏ˚ pÂ‡Î¸Ì˚ı Ë ÔÓÚÂÌˆË‡Î¸Ì˚ı ÍÎËÂÌÚÓ‚. ÇÒÂ
Ï‡pÍÂÚËÌ„Ó‚˚Â ‚ÓÈÌ˚ ‚ ÍÓÌÂ˜ÌÓÏ ËÚÓ„Â ‚Â‰ÛÚÒfl Á‡ ÛÏ˚ Ë ÒÂp‰ˆ‡
ÔÓÍÛÔ‡ÚÂÎÂÈ. èÓÁËˆËÓÌËpÓ‚‡ÌËÂ ‚ÍÎ˛˜‡ÂÚ ‚ ÒÂ·fl ÌÂÓ·ıÓ‰ËÏÓÒÚ¸ ·˚Ú¸
ÔÂp‚˚Ï, ËÁÓ·pÂÚ‡Ú¸ ÌÓ‚˚Â Í‡ÚÂ„ÓpËË, ËÁÏÂÌflÚ¸ Ì‡Ôp‡‚ÎÂÌËÂ
ÍÓÌÍÛpÂÌÚÌÓÈ ·Óp¸·˚, ÔÓ‰˜ÂpÍË‚‡ÂÚ  ‚‡ÊÌÓÒÚ¸ ËÏÂÌË, Ï‡pÍË,
ÓÔp‡‚‰‡ÌÌÓÒÚ¸ ÊÂpÚ‚ Ë ÌÂÓ·ıÓ‰ËÏÓÒÚ¸ ‚ ÙÓÍÛÒËpÓ‚‡ÌËË ÛÒËÎËÈ.
«çÓ‚ÓÂ èÓÁËˆËÓÌËpÓ‚‡ÌËÂ» - ˝ÚÓ ÔpÓ‰ÓÎÊÂÌËÂ ÔÂp‚ÓÈ ÍÌË„Ë, ÍÓÚÓpÓÂ
Â˘Â „ÎÛ·ÊÂ p‡ÒÍp˚‚‡ÂÚ, ÔÓ‰ÌflÚ˚Â ‚ ÌÂÈ ÚÂÏ˚.

å‡pÍÂÚËÌ„Ó‚˚Â ‚ÓÈÌ˚

ùÚ‡ ÍÌË„‡ Ì‡ Ôp‡ÍÚËÍÂ ÔÓ‰Ú‚ÂpÊ‰‡ÂÚ ÚÂÓpË˛ Ó ÚÓÏ, ˜ÚÓ ÛÒÔÂ¯Ì‡fl
Ú‡ÍÚËÍ‡ ‰ÓÎÊÌ‡ ÓÔpÂ‰ÂÎflÚ¸ ÒÚp‡ÚÂ„Ë˛.

ÅÓÎ¸¯ËÂ ·pÂÌ‰˚ - ·ÓÎ¸¯ËÂ ÔpÓ·ÎÂÏ˚. ì˜ËÚÂÒ¸ Ì‡ ˜ÛÊËı
Ó¯Ë·Í‡ı

àÒÒÎÂ‰Ó‚‡ÌËÂ Ó¯Ë·ÓÍ, Ò‰ÂÎ‡ÌÌ˚ı ‡ÏÂpËÍ‡ÌÒÍËÏË „Ë„‡ÌÚ‡ÏË,
Ë‰ÓÎ‡ÏË ·ËÁÌÂÒ‡: Xerox,  AT&T, Levi’s Ë ‰pÛ„ËÏË. Ç ÍÌË„Â
‡Ì‡ÎËÁËpÛ˛ÚÒfl ÚpÛ‰ÌÓÒÚË, ËÒÔ˚Ú‡ÌÌ˚Â ˝ÚËÏË ÍÓpÔÓp‡ˆËflÏË, ‡ Ú‡ÍÊÂ
ÔÛÚË Ëı pÂ¯ÂÌËfl.

ÑËÙÙÂpÂÌˆËpÛÈÒfl ËÎË ÛÏËp‡È! Ç˚ÊË‚‡ÌËÂ ‚ ˝ÔÓıÛ Û·ËÈÒÚ‚ÂÌÌÓÈ
ÍÓÌÍÛpÂÌˆËË

Ç ÊÂÒÚÓÍËı ÛÒÎÓ‚Ëflı ÍÓÌÍÛpÂÌÚÌÓÈ ·Óp¸·˚ ‰ÂÈÒÚ‚ÛÂÚ Ôp‡‚ËÎÓ – ÂÒÎË Û
ÚÓ‚‡p‡ ÌÂÚ ÌË Ó‰ÌÓ„Ó ˝ÎÂÏÂÌÚ‡ ÓÚÎË˜Ëfl, ÚÓ Â„Ó ˆÂÌ‡ ‰ÓÎÊÌ‡ ·˚Ú¸ Ó˜ÂÌ¸
ÌËÁÍÓÈ. ÑÊÂÍ íp‡ÛÚ ÓÔËÒ˚‚‡ÂÚ ÒÔÓÒÓ·˚ ‚˚‰ÂÎÂÌËfl ‚‡¯ÂÈ ÔpÓ‰ÛÍˆËË ËÁ
pfl‰‡ ÍÓÌÍÛpËpÛ˛˘Ëı ÚÓ‚‡pÓ‚. Ç ÍÌË„Â ÔpË‚Â‰ÂÌ˚ ÍÓÌÍpÂÚÌ˚Â ÔpËÏÂp˚
ÛÒÔÂ¯ÌÓ„Ó ‚˚‰ÂÎÂÌËfl ‚ ÍÓÌÍÛpÂÌÚÌÓÈ ·Óp¸·Â ÒÓ·p‡ÌÌ˚Â ÔÓ ‚ÒÂÏÛ ÏËpÛ.

ëËÎ‡ ÔpÓÒÚÓÚ˚. êÛÍÓ‚Ó‰ÒÚ‚Ó ÔÓ ÛÒÔÂ¯Ì˚Ï ·ËÁÌÂÒ-ÒÚp‡ÚÂ„ËflÏ

ÇÒÂ „ÂÌË‡Î¸ÌÓÂ ÔpÓÒÚÓ! íÓ, ˜ÚÓ ˝ÚÓ ÛÚ‚ÂpÊ‰ÂÌËÂ Í‡Ò‡ÂÚÒfl ÌÂ ÚÓÎ¸ÍÓ
‚ÂÎËÍËı Ì‡Û˜Ì˚ı ÓÚÍp˚ÚËÈ, ÌÓ Ë ÒÙÂp˚ ·ËÁÌÂÒ‡, Û·Â‰ËÚÂÎ¸ÌÓ ‰ÓÍ‡Á˚‚‡˛Ú
ÑÊÂÍ íp‡ÛÚ Ë ëÚË‚ êË‚ÍËÌ ‚ Ò‚ÓÂÈ ÌÓ‚ÓÈ p‡·ÓÚÂ «ëËÎ‡ ÔpÓÒÚÓÚ˚». Ä‚ÚÓp˚
ÒÏÓ„ÎË p‡ÁÓ·p‡Ú¸Òfl Ë «ÛÔpÓÒÚËÚ¸» Ú‡ÍËÂ ‡ÒÔÂÍÚ˚, Í‡Í ÎË‰ÂpÒÚ‚Ó Ë
ÛÔp‡‚ÎÂÌËÂ ÔÂpÒÓÌ‡ÎÓÏ, ˆÂÌÓÓ·p‡ÁÓ‚‡ÌËÂ Ë Ï‡pÍÂÚËÌ„. Ç Í‡Ê‰ÓÏ ÒÎÛ˜‡Â
ÓÌË ÒÚpÂÏflÚÒfl ‰ÓÈÚË ‰Ó ÒÛÚË, ‰Ó ÔÓÌËÏ‡ÌËfl ËÒÚËÌÌÓ„Ó ÔÓÎÓÊÂÌËfl ‚Â˘ÂÈ.

íp‡ÛÚ Ó ÒÚp‡ÚÂ„ËË

Ç Ò‚ÓÂÈ ÔÓÒÎÂ‰ÌÂÈ ÍÌË„Â ÑÊÂÍ íp‡ÛÚ p‡ÒÒÏ‡ÚpË‚‡ÂÚ ÒÂÏ¸ ÓÒÌÓ‚Ì˚ı
ÔpËÌˆËÔÓ‚, ÍÓÚÓp˚Â ÙÓpÏËpÛ˛Ú ÛÒÔÂ¯ÌÛ˛ ÒÚp‡ÚÂ„Ë˛, Ë Û˜ËÚ ÛÌËÍ‡Î¸Ì˚Ï
ÏÂÚÓ‰‡Ï ‰ËÙÙÂpÂÌˆË‡ˆËË ‚‡¯Â„Ó ÔpÓ‰ÛÍÚ‡ ‚ ÛÏ‡ı ÔÓÍÛÔ‡ÚÂÎÂÈ. éÌ
Ú‡ÍÊÂ ÔÓÍ‡Á˚‚‡ÂÚ Ì‡Ë·ÓÎÂÂ ÛÒÔÂ¯Ì˚Â ÔpËÏÂp˚ ÙÓpÏËpÓ‚‡ÌËfl ÒÚp‡ÚÂ„ËË
‚ ÒÓ‚pÂÏÂÌÌ˚ı ÍÓÏÔ‡ÌËflı. éÒÓ·ÓÂ ‚ÌËÏ‡ÌËÂ ÓÌ Û‰ÂÎflÂÚ ‡Ì‡ÎËÁÛ
Ï˚¯ÎÂÌËfl ÔÓÍÛÔ‡ÚÂÎfl, pÂÔÓÁËˆËÓÌËpÓ‚‡ÌË˛, ÔÓÎÂÁÌ˚Ï ÔpËÂÏ‡Ï,
ÍÓÚÓp˚Ï ÓÌ Ì‡Û˜ËÎÒfl Á‡ Ò‚Ó˛ ÒÓpÓÍ‡ÎÂÚÌ˛˛ p‡·ÓÚÛ ‚ Ï‡pÍÂÚËÌ„Â

ÑÊÂÍ íp‡ÛÚ – ÁÌ‡ÏÂÌËÚ˚È ‡‚ÚÓp pfl‰‡ ÍÎ‡ÒÒË˜ÂÒÍËı ÚpÛ‰Ó‚ ‚ Ó·Î‡ÒÚË
Ï‡pÍÂÚËÌ„‡, ËÁ‰‡ÌÌ˚ı Ì‡ ÏÌÓ„Ëı flÁ˚Í‡ı ÏËp‡: èÓÁËˆËÓÌËpÓ‚‡ÌËÂ:
ÅËÚ‚‡ Á‡ ëÓÁÌ‡ÌËÂ, å‡pÍÂÚËÌ„Ó‚˚Â ÇÓÈÌ˚, ÅÓÎ¸¯ËÂ èpÓ·ÎÂÏ˚ 

ÅÓÎ¸¯Ëı Åp˝Ì‰Ó‚: ÅÓÎÂÁÌÂÌÌ˚Â ìpÓÍË, Ç˚‰ÂÎËÒ¸ ËÎË ìÏpË!,
ÇÓÎ¯Â·Ì‡fl ã‡ÏÔ‡ ÅËÁÌÂÒÏÂÌ‡, 22 çÂÔpÂÎÓÊÌ˚ı á‡ÍÓÌ‡ å‡pÍÂÚËÌ„‡,
Ë Â„Ó ÔÓÒÎÂ‰ÌÂÂ Ú‚ÓpÂÌËÂ, íp‡ÛÚ Ó ëÚp‡ÚÂ„ËË.

íp‡ÛÚ fl‚ÎflÂÚÒfl ÔpÂÁË‰ÂÌÚÓÏ ÍÓÌÒ‡ÎÚËÌ„Ó‚Ó„Ó ‡„ÂÌÚÒÚ‚‡ íp‡ÛÚ Ë
è‡pÚÌÂp˚, ÒÓ ¯Ú‡·-Í‚‡pÚËpÓÈ ‚ äÓÌÌÂÍÚËÍÛÚÂ. ëpÂ‰Ë Â„Ó ÍÎËÂÌÚÓ‚
AT&T, IBM, Southwest Airlines, Merck, Procter & Gamble Ë ÏÌÓ„ËÂ ‰pÛ„ËÂ.
é‰ËÌ ËÁ Â„Ó ÔÓÒÎÂ‰ÌËı ÍÎËÂÌÚÓ‚ – ÉÓÒ‰ÂÔ‡pÚ‡ÏÂÌÚ ëòÄ – Â„Ó ÓÌ

é ÑÜÖäÖ íêÄìíÖ

ìÁÌ‡Ú¸ Ó ÚÓÏ, Í‡Í Ç‡¯‡ ÍÓÏÔ‡ÌËfl ÏÓÊÂÚ ÒÚ‡Ú¸ Ó·Î‡‰‡ÚÂÎÂÏ ÒÔÓÌÒÓpÒÍÓ„Ó Ô‡ÍÂÚ‡
«ÉÓÒÚÂÔpËËÏÒÚ‚Ó» - ÍÓÚÓp˚È ‰‡ÂÚ ÛÌËÍ‡Î¸ÌÛ˛ ‚ÓÁÏÓÊÌÓÒÚ¸ ÔpË„Î‡ÒËÚ¸ Ç‡¯Ëı Ò‡Ï˚ı ‚‡ÊÌ˚ı

ÍÎËÂÌÚÓ‚ ·ÂÒÔÎ‡ÚÌÓ ÔpËÌflÚ¸ Û˜‡ÒÚËÂ ‚ Ï‡ÒÚÂp-ÍÎ‡ÒÒÂ, ÔÓÊ‡ÎÛÈÒÚ‡, Ó·p‡˘‡ÈÚÂÒ¸ Í îp‡ÌÍÛ
Ñ˝‚ËÚˆÛ ÔÓ ÚÂÎ: +44 20 7017 7433 7433 ËÎË ˝Î. ÔÓ˜ÚÂ: Frank.Dewitz@leadersinmoscow.com

                  



This seminar will be based on Jack Trout’s new book Trout on Strategy.
The objective of this seminar is to give business executives a better sense
of what good strategy is all about. What Jack has learned over and over
again in his long journey through the business world is that success isn’t
about having the right people, the right attitude, the right tools, the right
role models or the right organization. It’s all about having the right
strategy. The seminar will be broken into the following sections and
tailored for the event.
• Strategy is all about perceptions. This section covers information

on “Positioning” and how the mind works. There are five
psychological considerations to be understood: Minds are limited,
Minds hate confusion, Minds are insecure, Minds don’t change and
Minds can lose focus.

• Strategy is all about being different. There are many ways to
differentiate yourself. The trick is to select one and make that your
focus. First you must learn the difference between slogans and
differences. The most popular differentiating strategies are: attribute,
how it’s made, leadership, being first, being the latest and heritage.

• Strategy is all about competition. This part of the presentation
deals with competition and how to develop the right competitive
strategy. This approach divides the battlefield into four basic types of
war: Defensive, Offensive, Flanking and Guerilla. Each type of warfare
has its set of guiding principles that tell you how to deal with your
competitors.

• Strategy is all about specialization. Being outstanding at one thing
is far better than being just good at many things. The specialist has
powerful tools. Specialization requires focus and a willingness to
think small as a way of getting bigger. The desire for “growth” can be
a problem.

• Strategy is all about simplicity. Big strategic ideas come in small
words. Complexity is the enemy. Simplicity is the holy grail. To be
simple, you must avoid complexity. The antidote for complex ideas is
common sense. Unfortunately, many executives don’t bring their
common sense to work.

• Strategy is all about leadership. No one will follow you if they do
not know where they are going. Strong leaders lead the charge. The
characteristics of a good leader are: mental courage, flexibility,
boldness, knowledge and luck.

• Strategy is all about reality. We have seen an era where many big

brands are in big trouble because they did not have the right
strategy. They ignore the reality of the marketplace and learn
some painful lessons the hard way. Nothing was as big and
painful as the demise of AT&T. What’s especially interesting is that
things did not have to turn out the way they did.

• Specialisation Strategy in Russia. This session will be both
interesting and important for many Russian companies. Jack
Trout will discuss his strategy ideas for Russia in detail using
many Russian examples both good and bad.

This book and seminar comprise the best advice from Jack
Trout’s ten books and consulting with business people in every
corner of the world. It’s a short course on what he’s learned about
strategy in his long journey through the business world.

10th October 2006
8.30 Registration and refreshments

9.30  SESSION ONE

Questions and Answers

11.00 Coffee break

11.30  SESSION TWO 

Questions and Answers

12.45 Lunch

14.00 SESSION THREE 

Questions and Answers

15.20 Afternoon Break

15.40 SESSION FOUR 

Questions and Answers

17.00 End of Master Class

Specialization Strategy in Russia

Visit www.leadersinmoscow.com 
for master-class updates and to book online

                       



Department on how to better sell America.

Recognized as one of the world’s foremost marketing strategists, Trout is

the originator of Positioning and other important concepts in marketing

strategy. He has over 40 years of experience in advertising and

marketing, and became a boardroom advisor to some of the world’s

largest corporations and his worldwide consulting work gives him first-

hand experience in a wide range of marketing scenarios. Jack Trout has

gained an international reputation as a consultant, writer, speaker, and

proponent of leading-edge marketing strategies.

Positioning and The New Positioning

With his 1981 classic, Positioning, Jack Trout (along with co-author Al

Reis) forever changed the way marketing strategy is done. The book

lays out the rules of marketing in terms of dealing with the minds of

your customers and prospects. The mind is the ultimate battleground

in all marketing wars. Positioning deals with the importance of being

first, starting new categories, repositioning the competition, the

importance of the name and the need to sacrifice and focus your

efforts. “The New Positioning” is based on the sequel Trout’s first

positioning book and takes this body of work to a higher level.

Marketing Warfare

This is the “process” presentation that develops the thesis that

successful tactics should drive strategy.

Differentiate or Die

In our killer competitive economy, if you don’t have a point of

difference, you better have a very low price. Jack Trout details ways you

can separate yourself from competition. To illustrate how it’s done, the

book draws on case studies from successful businesses all over the

world.

Big Brands. Big Trouble.

A look at the lessons learned from the mistakes of many of America’s

former icons: Xerox, AT&T, Levi’s and others. It reviews both mistakes and

what should have been done to avoid trouble.

Trout on Strategy

In his latest book, Jack Trout looks at the seven basic principles behind

what good strategy is all about and teaches unique ways to differentiate

your product or service in the mind of the customer and shows the best

examples of strategy in today’s marketplace. His focus is on how the

mind works, repositioning as an antidote for change, and tricks of the

trade learned during a career that has spanned over 35 years.

Jack Trout is the acclaimed author of many marketing classics

published in many languages: Positioning: The Battle for Your Mind,

Marketing Warfare,The 22 Immutable Laws of Marketing,

Differentiate or Die, Big Brands. Big Trouble, A Genie’s Wisdom, and

his latest, Trout on Strategy.

He is president of Trout & Partners Ltd. an international marketing

consultancy based in Connecticut. He has consulted for such

companies as AT&T, IBM, Southwest Airlines, Merck, Procter &

Gamble and many others. Recently, he consulted with the State

ABOUT JACK TROUT

If you are interested in taking advantage of a corporate hospitality package at this prestigious
event - where you can not only entertain your clients in style but also offer them something 

of value for themselves and their organisation, then please contact Frank Dewitz for 
more details on +44 20 7017 7433 or email: Frank.Dewitz@leadersinmoscow.com

                   




