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The new conditions of wholesale busi-
ness in Russia, formed by the economic
reforms, led the formation and develop-
ment of qualitatively different trading
activity forms, new organization types,
which involves reconsideration of tradi-
tional wholesale enterprises modeling
concepts. In the near future market will
be dominated with wholesale and retail
associations. Competing with each other,
they will gradually grow by the addition
of small commercial enterprises. There
is also the emergence of not previously
encountered universal dual-use forms
of trade organization resulting from the
penetration of network technologies in
management.
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PA3BUTUE HOBbIX
OPrAHU3ALIMOHHbIX ®OPM
ONnTOBbIX TOPTOBbIX
NPEANPUATUN B POCCUUN

HoBkle ycnosusi onToBow Toproenu B Poc-
cuur, cHOPMUPOBaHHbIE IKOHOMUYECKUMU
pedopmamu, NpuBenm K opMmMpoBaHunto
1 pa3BUTUIO KAYECTBEHHO OTMNYAIOLLIMXCS
OopM TOpProBov OEATENbHOCTU, HOBbIX
TMNOB OpraHn3aLuii, KoTopble BKIYaloT
nepecmMoTp MOAYMMPYOLNX KOHLEeNUun
TPaAMLMOHHBIX ONTOBbLIX NPEANPUATUN.
B 6nuxariwem Byayluem Ha pbiHke OyayT
OOMUHMPOBATh C OMTOBbIE U PO3HUYHbIE
accoumaumn. KoHkypupys apyr ¢ Apyrom,
OHM ByayT NOCTENEeHHO pacTu, Npucoeau-
HA51 HeDbombLUe KOMMepYecKue npeanpu-
aTna. Takke NosBATCA yHMBepcarnbHble
AyanbHble )OpMbl TOProBbIX OpraHu3a-
LMI, C KOTOPbIMU paHee He CTank1Banuchb.
OTO NPOMCXOAUT M3-3a NMPOHUKHOBEHUS
CeTeBbIX TEXHOMOMMIN B yrnpaBlieHne.

Knrodyesbie csioea: onmossie cmpyk-
mypsbl, UHMeepayusi hopM mop2oesnu,
ghopmarnuzayusi, ModenuposaHue.
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Introduction

The new conditions of wholesale business in Russia, formed by the economic
reforms, led the formation and development of qualitatively different trading activ-
ity forms, new organization types, which involves reconsideration of traditional
wholesale enterprises modeling concepts.

Lasting period of chaotic development of the trading industry, which began in
1992 with the elimination of central control of trade patterns, so-called «torgsy, as
well as other industry and local associations, continued privatization of old traders
accompanied by the creation of a huge number of new commercial properties as
a rule small in size. [1]

The only criterion for the success of new business owners was considered
income, while not focusing on the effect — the amount of profit, but on the ef-
ficiency — the level of profit as a percentage of turnover.

Rejection from the distribution, supply and managerial functions of trade
has led to a complete break of previous branch and regional schemes in logistic
and support. Only in the second half of the 90s last century, the need to create a
qualitatively new system of trade governance at both the macro and micro levels
made itself felt.

Gradually it began to emerge associations, corporations, trade groups without
any territorial boundaries in order to improve their member companies opportuni-
ties to compete on price, level of service, qualifications of personnel, the provision
of the necessary volumes of goods and services. The most important qualitative
feature of these structures was the development of the overall marketing strategy,
defining the development strategy, the introduction of new trade methods and
technology.

Both retail and wholesale trade enterprises began looking for ways to recre-
ate the interaction with each other, but not on the basis of the previous trading
system, and on a qualitatively new basis. Consolidation of trading patterns often
occurred «from the top», by absorbing or attracting a large enterprise to small-
scale cooperation partners in order to expand its network, but just as often, and
«from below» through cooperation, that is, combining multiple equal partners in
order to create a common coordinating structure.

An open competition with foreign trade empires which had come on the do-
mestic market contributed greatly to this cooperation. This combining continued
in the first decade of the XXI century. [2]

A network of supermarkets, gas stations, bakeries sprung up. A large number
of the network of shops selling goods of light and textile industry and members
of the joint-stock companies in these industries spread. Meat processing plants,
dairies, have set up their network of small business enterprises.

There appeared large associations of traders, specializing in the sale of house-
hold goods and electronics (mainly imported), computers (often produced in
Russia from imported parts), dealer Car trade networks of certain manufacturers.
As arule, the association of trade enterprises is not within the administrative unit,
and on the profile of specialization. The corporation, covering several industries,
including the production and sale of goods with their banks arose.

1. Russian wholesale trade enterprises in modern conditions

An important motive that generates the desire to integrate commercial structures
is the lack of working capital, particularly acute in the background of prevailing
in Russia inefficient lending system [3].

The formation of such associations does not necessarily mean a change of
ownership in the owners hands of the control (center) company. The overriding
principle of voluntariness and mutual benefit remains, often with the use of leases,
considered here as a term management contracts.
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However, in the case of a more rigid
vertical chain, organized, for example,
to operate under the parent company
brand name, the union may be able
to operate only with the full inclusion
of its members in business activity of
the parent structure. There is another
form of integration — the creation of
associations of associative type, pro-
viding coordination and centralization
of performing only the most important
functions of their commercial policy.

An alternative to the above two
types of corporations are trade associa-
tions type of the contract, designed to
coordinate the functions of the whole-
sale and retail trade on the principles
of general business strategy while
maintaining full legal and financial
independence of each member of the
association. This retail structures in-
cluded in the circuit, typically have a
single brand name.

A contributes to a large extent to
the development of bilateral trade in-
tegration process in the ever-increasing
number of wholesale businesses. From
2003 to 2012 it has doubled and now
exceeds 800,000. In this case, the total
turnover of the wholesale enterprises
from 2000 to 2012 increased by 10
times, and in comparable prices in-
creased by one and half.

Among the trade enterprises the
wholesalers were subjected to the
greatest transformation of the reforms.
[4] Wholesale enterprises that existed
in Soviet times often could not keep
up with the demands of a dynamic
market because of their large size and
more complex internal structure of
management.

Undoubtedly, there are numerous
serious difficulties in the formation
of trade patterns mixed network: an
inconvenient tax regime, bureaucratic
difficulties in land acquisition and
design documentation for the facili-
ties, the trained personnel lack, lack of
investment funds for the construction
of distribution centers and the introduc-
tion of automated communication and
control systems.

Depending on who is creating a
new structure — a group of retailers,
which extends the scope of activities,
wholesaler seeking to provide a stable
sales of their goods, or an investor who
creates a new efficient business — these
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problems can have a different effect on
the final result.

Among the new wholesale struc-
tures that have emerged in the course
of reform, it should be mentioned com-
modity exchanges. A specific feature of
the transition period was the formation
of an astronomical number of these en-
terprises. Already during 1991, that is,
even before a liberalization of prices in
Russia there were more than a hundred
trade, commodities, commodity and
stock exchanges. Note that for such a
large number of these exchanges they
provided a negligible market share of
supply of goods.

The rapid growth in the number of
exchanges continued in 1992, and then,
as a result of the federal law governing
the exchange activity adoption, the
stock exchanges were closed because
they do not follow a particular concept
in the law of the exchange. By the
end of the 90s the vast majority of ex-
changes either went bankrupt or refused
to conduct commercial transactions by
going to transactions in securities. The
trend continued in the following years:
the number of commodity exchanges
and stock exchanges commodity divi-
sions from 2000 to 2012 decreased
threefold.

Partly of exchange-traded structure
compensate reducing of the number
by work activity. Number of trades
carried out by them during the same
period increased by 20%, while the
number of transactions has increased
by almost 3-fold, respectively, and the
turnover increased. It should be noted,
however, that this kind of renaissance
exchange activity takes place in a very
narrow sector: the auction is currently
dominated by sales of fuel, oil and oil
products (90.1% of stock market turno-
ver). Noticeable, but not comparable
proportions in stock trading only agro
products have (7.1%), and even chemi-
cal products (1.8%) [1].

Meanwhile, such change in the
profile of commodity exchanges can
not have a positive impact on the
wholesale market further develop-
ment, as the need for their existence
as a distinct element of the wholesale
market structure is preserved. Ideally
mercantile exchange is designed to
serve as a forward-looking indicator of
price movements and is an important

tool for the redistribution of financial
risk between the different market struc-
tures, to be a kind of consumer market
pulse. Both physical consumer goods
in the form of standard and forward
contracts and futures contracts for the
goods supply can be objects of trade on
a commodity exchange.

Since the mid 90’s increasing
importance gained another kind of
commercial enterprises — the whole-
sale markets. In fact, moving from
stationary trade, equipped and adapted
for it premises on the market — in the
pavilions, tents, stalls, kiosks, trays, the
propagation of primitive forms of trad-
ing service means the abandonment of
the past. And yet, despite all the nega-
tive factors of this form of trading one
positive was decisive: the minimum
cost of renting space and avoiding
the purchase of additional equipment
allows merchants to sell products at
prices 15-20% lower than do stationary
companies do.

Over the last fifteen years in the
major cities wholesale and retail
markets provided for more than half
of the population with food, tobacco,
household chemicals, etc. In general,
they are largely satisfied the needs of
the population in the goods of daily
demand. However, this form of trade is
not perspective as it generates a huge
number of violations of trade rules, dif-
ficult to account for and control, and, in
essence, is a form of tax havens, even
though tax revenues from markets pro-
vided, for example, the firm 10% of the
city budget in Moscow, in this period.

But the future of markets is already
defined. They are doomed to transfor-
mation or liquidation. Qualitatively,
they are converted to shopping centers,
capable of large-volume, fast turnover
and minimize distribution costs to
keep prices low. The number of trading
places in the markets from 2005 to 2012
was cut in half [1].

Finally, it is necessary to mention an
entirely new form of trade association —
the pool of non-competing retailers,
which includes companies specializing
in wholesale and retail trade in various
market segments. Creating a pool is
important to observe two conditions:
mutual complement and total complete-
ness. This means on the one hand, none
of the participants in the pool does




not have to qualify for the conduct of
business activities in the area, which
is the basis for the other party. On the
other hand, the amount of these mem-
bers should preferably cover the entire
spectrum of market segments.

The first such association appeared
in Russia at the beginning of this century
as a result of the successful interaction
of several leading trade corporations
and is known as the first six digits of
the telephone number, which brings
together participants (last digit cor-
responds to a particular member of
the pool). The main objective of the
company (let’s call it for short «Pool») —
an increase in the market share of all par-
ticipants by combining customer flows.

At the initial stage the coopera-
tion was limited to cross-marketing
programs, which were attended by a
maximum of two or three networks.
The next venture that united the partici-
pants of the project was the creation of
a common information field. Accord-
ing to estimates of the participants, the
increase in demand for retail chains in
the Pool, as a result of the introduction
of the information field is about 30%.
As a part of the Pool in 2003 a single
discount card was introduced and being
issued to the purchaser of one of the
permanent Pool members, urged him
to make purchases from other members.

The reason for the entry of new
participants in the Pool was the fact
that these companies have been most
successful in their market segment.
Each of the companies remains a leader
in its field, using a network organizing
principle of the sale of goods and
services, focused on offer only quality
products and service, takes a proactive
marketing position and does not have
a competitive overlaps with other Pool
members, which corresponds to the
same principles.

And although in 2007 Pool ceased
to exist as a single entity, the emergence
of such a powerful combination of
wholesale and retail networks, possibly
the reflected the high level of integra-
tion of sale in the greatest degree, made
to date.

It is noted the appearance of not
previously encountered universal
dual-use forms of trade organization
resulting from the penetration of net-
work technologies in management. In
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these structures, there is no explicit
link wholesale and no warehouse con-
centrated in one geographical point.
These functions take the retail units are
actively cooperating «horizontally».

2. The development of trade forms
integration in Russia

In view of the above-mentioned
trends it is possible to predict the
direction of further trade forms de-
velopment in the coming years. First
of all, the market will be dominated
with wholesale and retail associations.
Competing with each other, they will
gradually grow by the addition of small
commercial enterprises. Each of these
organizations will seek to dominate a
sector, but nonetheless together they
will form a dynamic and coherent
enough trading system.

In large cities, such a system can
have multiple levels. Currently in
Moscow, which of course is an direc-
tion of trade indicator in general, three
such levels have been already formed:
local, urban and inter-regional. These
levels are distinguished by population
service radius, time availability, range
and variety of services.

Subsystem of local shop level (with
service radius of up to 500 meters,
that is 7-10 minutes walking distance)
provides a guaranteed level of social
services by everyday objects and par-
tially periodic demand, approximate
to housing.

The maintenance of urban values
subsystem (with a radius of 15-60
minutes of service of transport and
walking) provides periodic need for
the goods and the unique demand,
major shopping objects are placed in
the public major urban centers, on the
basic transportation and communica-
tion nodes of the city.

The inter-regional significance
subsystem (service radius has no
normalization) is designed for occa-
sional specialized services of direct
and day-time Moscow population (the
inhabitants of the city of Moscow, the
Moscow region and surrounding areas),
with the possible placement of large
commercial facilities in wholesale and
retail trade on the territory of Moscow
and Moscow region.

Typical for the end of the XX cen-
tury feature of Russia’s trade — a lack
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of retail space — provided the condi-
tions for successful investment in the
construction of new ones. Many for-
eign companies, creating new trading
networks, or (more rarely) acquiring
existing for subsequent upgrades, came
in Russia.

This is accompanied by the for-
mation of three types of major trade
institutions: large commercial facilities,
shopping complexes and shopping ar-
eas, different place of accommodation
in the city, quantitative and qualitative
indicators of service.

Shopping facilities are located
along the city’s main thoroughfares,
near metro stations and in the shop-
ping malls, and have a capacity of 10
thousand square meters of floor area.

Commercial complexes are located
in the center of the city, as in certain re-
gions, and as a part of multi-functional
centers, marked with a capacity of up
to 100 thousand square meters of floor
area.

Shopping areas are located at the
urban roads intersections (in Mos-
cow — the circumferential and radial),
including at the entrances to the city,
in the direction of the satellite cities,
airports, railway terminals, and have
a capacity of up to 200—400 thousand
square meters of floor area. The struc-
ture of the shopping area includes retail
and wholesale trade sets (large multi-
purpose shopping centers, wholesale
food markets, etc.), as well as logistics
and transport purposes (distribution
warehouse centers, garage systems
for passenger cars and heavy vehicles,
parking lots, objects of transport serv-
ice etc.).

An important point is the dispersal
of trading activity on the city territory
with priority placement of large shop-
ping centers in the middle and periph-
eral zones. In any major city in the
development of commercial network
should lead to a leveling of the existing
trade imbalances in the trade network
distribution in the city, priority place-
ment of new construction in areas with
the highest shortage of retail space. It
should provide an increase in capacity
of enterprises and retail outlets, includ-
ing the construction of large commer-
cial facilities.

In order to complete this task
successfully it is necessary to take a

Ne2, 2015




OKOHOMMKA

reservation of the urban areas liable to
further complex reorganization with
the arrangement purpose of the multi-
functional community centers (and they
include large shopping centers).

The development of such a system
must raise without fail the level of
availability of socially important ob-
jects of trade.

Of course, the development of such
systems is not possible without a cor-
responding structure improvement of
the wholesale chain. It seems that the
optimal share of wholesale trade fairs,
auctions and commodity exchanges in
the trade volume should be about 25%.
The role of wholesalers — middlemen
will be resized.

Companies — distributors will play
an important role in the continued
dominance of imported goods on
the Russian consumer market. These
firms, using its unique position in
the promotion of certain products
are capable of providing a full range
of services: warehousing services
(renting space, terminals), transport
services (transported to the shops),
packaging products and order place-
ment, processing, packaging, the bar
code application, supply equipment,
goods booking, assistance in dealing
with the railways, etc.

Subject to the growth of the Russian
economy the value of wholesale trade
enterprises established by domestic
producers for sale of their products will
grow. The largest of these producers
will be able to create an entire market-
ing system, including several sales
groups (wholesale business).

Note that most of the foreign
manufacturers operating in the Rus-
sian market has no its own distribution
network, and works through intermedi-
aries. Maybe in a more advanced and
progressive sales system than theirs,
and will be awarded one of the factors
will be that will lead to the prevalence
of domestic over foreign products in
the domestic market.

Seems quite possible the develop-
ment of new Russian retail chains,
designed for small wholesalers who can
replace individual wholesale markets.
Consumers of retail and wholesale
supermarkets will be able to come to
them to buy small quantities of goods
and provide with them the needs of
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retailers. Such systems are common in
developed countries.

And finally, it can expected in
the near future the development of
the most deep and broad integration
forms — union of trade structures with
manufacturers and financial institutions
and the creation of a single economic
systems — trade and will financial-
industrial groups, which will be a win-
win for all participants and raises the
process of structural trade adjustment
to a new level.

It should be born in mind that the
creation of trade and financial-industri-
al groups can have a real impact on the
trade restructuring in order to eliminate
the development imbalance of its in-
dividual units, as well as abruptly en-
hance the structures that are included in
the internal economic group potential,
and on this basis to create special self-
financing mechanisms, increase their
investment activity in the consumer
market. [2]

This integration opens up prospects
for the development of new wholesale
technologies and warehouse commer-
cial operations and the provision of
freight forwarding services for cargo
with minimal cost in a short time, the
rational use of the rolling stock.

The natural question is: how use-
ful are all occurring in wholesale trade
enterprises transform of actions for
trade itself? Indirectly, though implicit
factor for the effectiveness of trade as
a result of its restructuring over the
past ten years, is a constant (and even
accelerating over time), number of
warehouses reducing. Perhaps, given
the sharp decline of trade in the 90s
compared with the 80s, a number of
storage areas proved to be unnecessary.

It is impossible, however, to deny
that in terms of stabilization of the
economy in the first decade of the XXI
century, when the sales of wholesale
organizations began to grow annually
by tens of percents, the number and
area of wholesale stores in the country
do not grow. This is, perhaps, have an
undeniable effectiveness indicator of
recent years new forms of commercial
enterprises, largely reflecting the in-
creasing speed with which the product
finds its consumer.

The only criterion for the effective
operation of any commercial enterprise,

including wholesale, it is a financial
success. On this basis it can be assumed
that the wholesale company should be
considered to serve on the market only
in terms of profitability, preferring the
more lucrative and abandoning less
profitable.

But here’s the paradox: as soon as
the company does not wish to or can
not carry out at least some of its func-
tions, there and then another company
will appear that would be able to of-
fer services in their implementation.
The customer for this «discriminat-
ing» wholesaler is partially lost. And
then, suddenly, competitor company
gradually will take all other functions
of wholesale businesses to it hands and
will consider them as its native.

Therefore, we take as a postulate
the following statement: in order to live
successfully in the wholesale market,
the company must carefully analyze
its functions performed in this market,
while constantly seeking to supplement
the list of services provided with it, and
in any case not allowing reduction of
the list, varying amounts of their serv-
ices based on customer requests.

In modern conditions, the wholesale
trade company success in the market is
determined not so much by a rational
business organization, reducing cir-
culation costs from internal reserves,
increased productivity and efficient use
of all resources, but rather by how well
wholesale trade enterprise adapts to its
external environment — the economic,
socio-political, etc.

It should be noted that in general the
basis of the totality of economic entities
in the market economy are the so-called
«open systemsy, the main prerequisites
for the success of which are found not
inside them, but out of them [6]. The
wholesale enterprises organization by
through the establishment on the basis
of each of them of an open economic
system allows to formulate the strategic
development general directions of these
enterprises in specific circumstances.
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