For Mr. Yury Lukashov,

Head of the Marketing Department,

"Crocus-Cosmetic" Corporation

LETTER OF RECOMMENDATION

We first met Mr. Yury Lukashov in the beginning of 1995 when he worked as a criminal expert for the Rostov Head Office of Internal Affairs. At that time, he took regular part in various seminars and symposia held in the city of Rostov-on-Don for the manufacturers of chemical products. Being a specialist in chemistry, he, after getting familiarized with the activities performed by our company, provided regular consultations for our personnel in relation to the methods of evaluation of the quality of various household chemical goods. Afterwards, when he quit working for the internal affairs authorities, we invited him for the position of the Leading Specialist of our Marketing Group.

On July 4, 1995, Mr. Lukashov was appointed the Leading Specialist of the Marketing Group of the "Crocus-Cosmetics" Corporation, with an evaluation period of three months. During that evaluation period, he proved to be a qualified and competent manager. So, when the period was over, on October 4, 1995, he was finally approved for the Leading Specialist position. It had been his position till May 12, 1996.

In his daily routine work, the Leading Specialist of the Marketing Group reported directly to the General Manager of the Corporation and to his Deputy in charge of commercial issues.

Occupying the Leading Specialist position, Mr. Lukashov was responsible for performing the following functions:

· providing services for the company's major customers;

· negotiating and arranging conclusion of contracts with customers and suppliers of cosmetic goods;

· developing and planning actions related to goods purchase;

· promoting balanced development of the consumer services, developing suggestions on selecting and varying the trends of the goods assortment;

· participating in development of the company's marketing policy, pricing, providing conditions for planned sales of the company's goods and extension of the range of the company's services meeting the customers' demand;

· performing researches of the similar goods and services market (analyzing supply and demand, motivations and variations, competitor activities), its development trends;

· forecasting sales volumes and building consumer demand for the company's goods and services, revealing the most efficient markets and the requirements for the quality-related parameters of the goods (production techniques, service life, application rules, packaging) or for the provided services;

· examining the factors affecting the sales and crucial for successful service provision, investigating the types of the consumer demand (stable, rushing, short-term, etc.), the reasons for its growth and recession, differences in people's buying capacity;

· improving the informational support for the performed market researches, developing a programme for building the demand and promoting the sales, providing recommendations for market selection in accordance with the available resources;

· holding presentations and training seminars for the company's customers;

· developing and preparing the actions and suggestions for improvement of the quality and consumer features of the company's goods and services, for revealing the latest trends in the market and developing new assortments, with the social and demographic peculiarities of various groups of people taken into account along with their financial conditions, their traditions and preferences; forecasting all kinds of the costs required to implement all of the above;

· analyzing the competition, considering the changes made to the taxation, pricing, and customs policy of the state, the turnover volume, sales profits, competitive ability, sales terms;

· supervising the goods sales, comparing the planned data to the actual results in relation to the volume, gains, terms, and the area of the sales; revealing the deviations and changes occurring in the market;

· providing the efficiency growth of the company's commercial activity, the increase of the company's gains and profits, improvement of competitive ability of the company's goods and services;

· participating in training, re-training and qualification extension of the company's managing personnel in conformity with the requirements presented by the current conditions of the market economy.

In the period of 1995 – 1996, there was a drastic growth in the wholesales and retailing market of cosmetics, household chemicals and personal hygiene goods. The customer demand for those kinds of products was increasing rapidly. As the time showed, the fact that our company decided to make its work in this field much more active in that period contributed a lot in our ability to win the leading positions in the market and to preserve them until the present. Owing to our active marketing and efficient work, we managed to gain a considerable share of the market of cosmetics, household chemicals and personal hygiene goods.

Basing on the company's general goals, the task of the Marketing Group was to provide recommendations for building the company's purchase-and-sales policy, and to coordinate the activities performed by all the other company's divisions in relation to that policy. The recommendations and suggestions produced by the Marketing Group in relation to the company's business activities, after the top executives of the company approve them, are obligatory for the divisions responsible for the relevant kinds of functions.

Following that strategy, Mr. Lukashov developed a successful programme for introducing a new marketing policy implying a different, highly effective, pricing for the goods offered by the company in the market. The policy also provided for the favourable conditions necessary for ensuring the planned sales and extension of the company’s services assortment, both within the city of Rostov-on-Don and all round the Rostov Region. He was the one whose assistance was hard to overestimate when speaking about the examinations and researches of the opportunities offered by the local market of the goods similar to ours. He performed accurate analyses of the relevant demand and supply and the factors affecting them, along with the activities performed by our competitors. So he managed to produce accurate forecasts of the customer demand and to reveal the most promising sales opportunities. He also produced his suggestions on the requirements related to the desired quality of the goods, their storage, usage, and packing methods.

One of Mr. Lukashov's responsibilities in the position of the Leading Specialist of the Marketing Group was provision of services for the company's biggest customers. Those functions really required a high qualification of a marketing specialist, and it was also necessary to show all your patience and accuracy, and to be an expert in the human psychology as well. And we can safely say that Mr. Lukashov always coped with this kind of work perfectly. He proved to be a first-class analyst and a person who studied the needs of the customers thoroughly.

Besides, the Leading Specialist was also responsible for negotiating with potential new customers. The success of those negotiations fully depended on thorough preparations and arrangements, including collection of all available information on the customers' needs and requirements. The accurate and competent analysis of that information performed by Mr. Lukashov was the key to the success of those negotiations resulting in conclusion of long-term and mutually beneficial contracts.

Mr. Lukashov arranged regular training seminars and presentations, both for the existing and potential customers of our company. It enabled our partners to be always well informed about the assortments of the goods and services offered by the "Crocus-Cosmetics" Corporation. It also provided an opportunity to keep an eye on the new products appearing in the market, which is crucial when we speak about the market of cosmetics, household chemicals and personal hygiene goods, as their assortments offered by the biggest producers change several times a year. So, our customers were able to follow those changes, which helped them gain some additional advantages in the competition. Moreover, Mr. Lukashov always tried to make other specialists of our company take part in such seminars, as it developed their abilities related to business communication. The seminars provided them with the opportunities to collect and analyze important information, which contributed a lot to their qualification and made them ready for work in the conditions of strict competition and changeable markets.

Occupying the position of the Leading Specialist of the Marketing Group, Mr. Lukashov always realized his main task as maintaining the relations established with the current customers and attracting new ones, which was the key issue for ensuring the maximum profits for the company. In order to meet the customers' need and requirements, he paid special attention to the quality of the rendered services and offered goods. To select the optimal goods for each particular customer, considering the price and quality, he arranged joint consultations with other specialists of the Marketing Group when they worked together to provide the customer with the cosmetics, household chemicals and personal hygiene goods that he really needed and that corresponded to his actual requirements.

As the sphere of our company's activities kept on growing and the number of our employees went on increasing, the top managers decided to extend the company's structure by establishing new departments and groups. Hence, following one of Mr. Lukashov's suggestions, a new division, Marketing Department was established in the summer of 1996.

We found it vital to make perform more detailed researches of the market trends more active due to the fact that new strong competitors coming from Moscow and Saint Petersburg started entering the local market. In this situation, it became insufficient to study the customer demand only, and we needed a more thorough analysis of the local market. And this was the main task and the essential reason why the marketing Department was established. Mr. Lukashov was the one who developed the structure of the new division, selected the qualified personnel, and drew up the documents providing the regulations for the Department's work, including the lists of functions and responsibilities to be performed by every specialist.

The efforts made by Mr. Lukashov in relation to the new department establishment, along with his previous achievements in the marketing sphere, were appreciated by the top executives of the company at their true value. Therefore, on May 12, 1996, the General Manager of the "Crocus-Cosmetics" Corporation issued a decree prescribing that Mr. Lukashov should manage and supervise all the work performed by the newly established Marketing Department. So, since that moment, Mr. Lukashov's was appointed Head of the Marketing Department.

The following specialists and middle-level managers worked under the direct supervision of Mr. Lukashov: Deputy Head of the Marketing Department, Manager of the Market Researches, Analysis and Planning Group (Group 1), Senior Analyst-Researcher, Analyst-Researcher, Economic Analyst, Manager of Group 2, Goods Promotion Analyst, Sales Analyst, three managers of the groups each dealing with a specific assortment of the goods.

The Head of the Marketing Department reported directly to the General Manager of the Corporation and to his Deputy in charge of commercial issues.

The official list of functions to be performed by Mr. Lukashov as the Head of the Marketing Department looked as follows:

· managing the activities performed by the 12 subordinate employees of the Marketing Department and by some other company's employees whose work is bound with that of the Department;
· developing the company's marketing policy based on the analysis of the consumer features of the sold goods, forecasting the consumer demand and the market conditions;
· managing the researches of the main factors building the consumer demand for the company's goods, the correlation between the demand and supply for similar kinds of goods, and other consumer features of the competitive products;
· ensuring the participation of the Department in general and current planning for the goods sales, for finding new markets and customers for the company's goods; coordinating the activities performed by various departments of the company in relation to accumulation and analysis of all kinds of commercial and business information and creation of a marketing database;
· arranging examination of customers' opinions about the company's goods and of the influence that those opinions have upon the sales of the goods; developing suggestions on increasing the competitive abilities and the quality of the company's goods;
· managing the activities aimed at timely elimination of drawbacks that the customers claim about; Ensuring customers' positive attitude to the company's goods and services;
· arranging development of the marketing actions strategy for mass media and for various kinds of advertisement: exterior, illuminated, electronic, mailing, and on-vehicle information carriers; for participation in exhibitions, fairs and trade shows directed to providing potential customers with all the necessary information and to extension of the market then;
· developing suggestions on building the company's style and design of the advertisement products; providing methodical management of the dealers' service and supplying it with all the required certification and advertisement documents;
· developing suggestions and recommendations on changing various characteristics of the company's goods in order to improve their consumer features and to promote the sales;
· supervising the storage, transportation, and application conditions of the company's goods;
· participating in conferences and seminars held by manufacturers of cosmetic, household chemical, and personal hygiene goods;
· preparing monthly reports for the General Manager regarding the activities performed by the Marketing Department;
· providing support for the company's biggest customers; arranging negotiations with major cosmetic goods suppliers, providing suggestions on selection of such suppliers;
· planning the Department's development.
It is really hard to overestimate the responsibility that the Head of the Marketing Department is burdened with. As the manager of the Department, he was fully responsible for the contribution made by the Department to the success of the company in general. The Marketing Department is supposed not only to justify the expenses made for its establishment and growth, but also to ensure the maximum profits at minimum costs. One of Mr. Lukashov's functions was regular reporting about the performed work ranges to the General Manager of the Corporation. The latter, along with the founders of the company, always required extensive information on the activities of the Department and the progress of the company as a whole. Mr. Lukashov's analytical skills allowing him to present as much useful and important information as possible are well worth mentioning here, too. They provided the head of the company with the opportunity to analyze the results of the company's work and to plan its future business strategy.

Besides, as the Head of the Marketing Department, Mr. Lukashov managed the development of the company's strategy for advertisement in mass media, external, lighted, electronic, mailing advertisement, and advertising information placed on vehicles travelling round the city. That strategy also covered the company's participation in exhibitions, fairs and shows, which helped provide the potential customers with the necessary information about the company's goods and services and enhance the market then. Mr. Lukashov also prepared quarterly reports for building the company’s style and the relevant methods for advertisement materials. He supervised the activities performed by the dealing service and ensured its provision with all the required certificates and advertisement for the offered goods. Together with some other company's subdivisions, he was involved in preparation of suggestions and recommendations for modifying various characteristics of the goods in order to improve their consumer qualities and to increase the sales volumes.

Managing the work of the Marketing Department, Mr. Lukashov attended in person the regular conferences and seminars held by the leading producers of cosmetics, household chemicals and personal hygiene goods. This allowed him to keep an eye on everything that happens to the market and to attract some new customers as well. Moreover, Mr. Lukashov arranged this kind of seminars inside our company and shared his information with his colleagues and subordinates. This helped them enhance their qualification in sales of the relevant kinds of goods, and it also allowed some economy of the company's funds as no additional expenses were needed for trainings arranged outside the company. More than once, such seminars were held not only for the personnel of Mr. Lukashov's Department, but also for any other specialists of our company who might ever make use of that kind of information in their work.

Considering the fact that wholesales and retailing of cosmetics, household chemicals and personal hygiene goods is a very changeable business that should always be flexible and oriented at the new customer needs, Mr. Lukashov was the one who was responsible for planning and development of the company's business strategy in general. Owing to his efforts in this field, the "Crocus-Cosmetics" Corporation gained the status and reputation of a successful company that is always able to meet the competition and to react to any eventual changes of the market conditions and opportunities by modifying its assortment and introducing new kinds of goods and services, which always helped us leave our competitors behind. Competent business strategy planning and current market situation analysis performed by Mr. Lukashov contributed a lot to the Department's abilities to satisfy the needs of the existing customers and to attract new ones, which, at the end, increased the company's profit. The results of those activities were clearly indicated in the weekly financial reports submitted to the General Manger of the "Crocus-Cosmetics" Corporation.

Among Mr. Lukashov's personal and professional features, the following ones are especially worth mentioning: he is very active and possesses great communication skills, he is accurate and able to settle the current issues quickly and effectively. Besides, he always managed to keep his subordinates well informed about their tasks and provided them with necessary recommendations for their fulfillment. And he also arranged and planned his own work perfectly, and he never stopped searching for ways to increase his professional level.

In conclusion, we would like to say that Mr. Lukashov really made a big contribution to the work and development of our company. During the period of his service for the Marketing Department, the company opened some new promising sectors of the market and started a programme for examination of the customers' opinions about our goods and services; we also arranged the work aimed at development of the company's advertisement strategy and introduced certificates and application manuals for our cosmetic and personal hygiene goods, and household chemicals. Moreover, we arranged regular trainings allowing qualifications enhancement for our personnel, we managed to decrease the collateral expenses and to increase the profit at the same time. Our customers enjoy our services and the quality of our work more and more.

Besides, thanks to Mr. Lukashov's personal efforts, our company was able to attract a big number of new customers, and some of them, such as "Style", "ASTI", "Beauty Industry" companies and others, play outstanding role in the economy of the Southern Federal District of Russia, and of Rostov-on-Don and the Rostov Region in particular. Those companies are still our loyal customers and partners. This produces a highly positive effect on the financial parameters of our work.

We were always happy that Mr. Lukashov was a part of our team. The efforts made by him in the position of the Head of the Marketing Department were highly appreciated – not only by us but also by a lot of our customers and partners as well. So we asked a couple of our biggest partners to write their own reference letters about Mr. Yury Lukashov as a marketing specialist (the reference letters by the "ASTI" and "Beauty Industry" companies are attached herewith).

November 25, 2006.

General Manager,

"Crocus-Cosmetics" Corporation

Rostov-on-Don







       S. Sendyuk

