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CPABHUTEJBHOE OBOCHOBAHUME BBIBOPA MEKAY OTKPBITUEM
OUINAJIA U ®DPAHYAUIUHIOM ITPU MACHITABUPOBAHUN
MAJIOT'O TIPEANTPUATHUSA COEPBI YCJIYT

B crathe Ha mpuMepe Majoro MPEANPHUATHS IO OpTraHU3aIuU JCTCKUX
MEPOTIPUATHIA CpPaBHUBAIOTCS JBa BapHaHTa MAacIITAOMPOBAHUS — OTKPBITHE
cobcTBeHHOrO dunuana u Gppandaiizunr. [IpoBeaeHbl pacy€T TOUKH 0€3yOBITOUHOCTH
¥ Ka4eCTBEHHAsI OIlEHKa PUCKOB OOOMX BapUAHTOB. Y CTAHOBIICHO, UTO /I CEMEHHOM
KOMITAaHUH, OPUCHTUPOBAHHONW HAa YCTOMYMBOE pa3BUTHE, (ppaHYali3MHTOBas MOCIb
IPEOYTUTEIbHEE BCIICICTBUE MEHBIIINX KATUTAIBHBIX BIOKEHUH U pacIipeIeICHUS

OTIePAIIMOHHBIX PHUCKOB.
Annotation

Using the example of a small children's event company, the article compares two
scaling options — opening a company-owned branch and franchising. A break-even
calculation and a qualitative risk assessment of both options are carried out. It is

established that for a family company oriented towards sustainable development, the



franchising model is preferable owing to lower capital investments and the distribution

of operating risks.
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BBenenne

Jlnst manoro mpeanpuatusi chepbl yCIyr BRIOOp crmocoba maciTabupoBaHUs
ABJIAETCSI OJHUM H3 PELIAIOIIMX YNPAaBIECHYECKUX PELICHHUH, MOCKOJIbKY HEBEPHO
BbIOpaHHAasi MOJIENb POCTA CIIOCOOHA MPUBECTH HE TOJIBKO K (DUHAHCOBBIM MOTEPSIM, HO
U K yTpare penytauuu Ha pbiHKe [1]. OcoOeHHO 3HauMMON naHHas mpoliema
CTAaHOBUTCS B COOBITMIMHON WHIYCTPHH, TJ€ KaYECTBO YCIYTH HAMPSIMYIO 3aBUCUT OT
KBTH(PUKAIIMK TIEpCOHANA, a «capadaHHOE pagruo» OBICTPO PACIIPOCTPAHSET KaK
MOJIOKUTENbHBIE, TAK U OTPHULIATENbHbBIE OLIEHKU. L{enp HacTosAIel cTaTbl COCTOUT B
CPaBHUTEIHHOM 0OOCHOBAaHUHU BHIOOPA MEXIY OTKPBITUEM COOCTBEHHOrO (priivana u
(GpaHYaii3UHIOM MpPU MACIITAOMPOBAHMM MAaJOr0 MPENNPUATUS CPEpbl YCIyT.
OOBEeKTOM aHajau3a BHICTYNMAET KOMIAHUS IO OPraHU3alUU JETCKUX MEPONPHUATHH,

paccMaTpuBarolias BEIXO]I 3a IIPEIeIIbl JOMAIIIHETO PETHOHA.
OcHOBHAaf 4YaCTh

PaccmaTtpuBaemas KoMmaHMsl JOCTUIJIA Mpefea pocTa 000poTa Ha IOMallHEM
PBIHKE: CIIPOC Ha CE30HHBIE IMPOrpaMMbl CTajl MPEBBIIATH MPEIOKEHHE, a MOUCK
KBaJTU(UIIUPOBAHHBIX KAAPOB 3aTpyAHWICA. OJHOBPEMEHHO MpeanpusaTHe 00aaaaer
IpU3HAKaMU TOTOBHOCTH K MAacIITa0MPOBAaHUI0 — MPOBEPEHHON OM3HEC-MOJENbIO,
YCTOWYHMBBIM CIPOCOM Ha TMPOAYKT 3a TMpeAesiaMd JOMAIIHETO pEeruoHa,
KBIU(PUIIMPOBAHHON KOMAaHJIOM M BHEAPEHHOW CHUCTEMOM KOHTpPOJs KaudecTBa [2].
CoOcTBEeHHUK c()OpMyJIMpOBaN JBa YCIOBUS JaIbHEHIIEro pocTa: reorpaduyueckoe
pacuMpeHne 3a Ipeeibl JOMAIIHETO PETHOHA U MCTIONBh30BAHKE YK€ TIPOBEPEHHBIX

nporpaMMm 0e3 pa3pabOTKK HOBBIX MPOJIYKTOB. YKa3aHHbIEC YCIOBUSI OTPAaHUYUBAIOT



MHO>KECTBO JIOITYCTUMBIX CTPATErvil AByMS BApUAHTAMU — OTKPBITHEM COOCTBEHHOTO

dbunmana B Ipyrom ropojie u nepenayeii OuzHec-Moienu mo GppaHiimse.

JI71st KOMMYeCTBEHHOM OLIEHKH MEePBOTO BapyuaHTa ObLI MPOBEAEH pACUET TOUKU
0e3yOBITOYHOCTH 10 JIBYM (hJIarMaHCKUM CE30HHBIM MpOorpaMMaM MPUMEHHUTENBHO K
ropojly, OTOOpaHHOMY MO KPHUTEPUSM UYHUCICHHOCTH HaceyeHusi cBbime 500 ThIC.
4yenoBek, yaanéHHoctu B mpenenax 1000 kM OT JOMalIHEro pervoHa, CXOJACTBa
KJIMMAaTUYECKUX YCJIOBHUM M ypoOBHS IulaTéxecrocoOHOCTH Hacenenus. s
POrpaMMbl IPEMHAIBHOTO CETMEHTA MPH MOCTOSTHHBIX m3aepxkkax 441 700 pyo6neit,
cpenueii Beipyuke ¢ rpynmsl 50 000 pyOrieit u mepeMeHHbBIX u3epxKKax 29 665 pyonei
Ha rPYIIY TOYKa 0€3yOBITOUHOCTH COCTABISAET ABAALATh IBE TPYIIIbI, UIH OKOJIO 889
ThIC. pyOsell BbIpyukd. [l mporpamMmbl CpPeAHErO IIEHOBOTO CETMEHTa IpH
NOCTOSIHHBIX M3aepkKax 135 942 py0Ousia, Belpyuke ¢ rpynnsl 37 500 pyOneit u
nepeMeHHbIX u3aepxkkax 22 950 pyOneil Touka 0€3yOBITOYHOCTH JOCTUTAeTCs Ha
necsatu rpynmnax, win okosio 350 Teic. pyOneii. Pacu€THas peHTa0enbHOCTh 00eux
IIPOrpaMM IpH MJIAHOBOM 3arpy3Ke NPEeBbIIIAET MOKA3aTEIN MPEAIIECTBYIOIIUX JIET Ha
JIOMAIllHEM  PBIHKE, YTO TOJATBEPXKIAET HSKOHOMHYECKYID COCTOSTEIbHOCTD

reorpau4eckoro paclupeHusl.

Bropoii BapuanT — (ppaHvaii3uHT — Mpeanoiaraet nepeaady ¢ppanyaiizu npas
Ha HWCIOJb30BaHUE OpeHaa, OM3HEC-MOJENN U CHCTEMbI MOAJECPKKA Ha YCIOBUSX,
peryJimpyeMbIX JOTOBOPOM KOMMepueckor KoHmeccun [3].  ComocraBieHue
PBIHOYHBIX MPEJIOKEHUN (PpAHILNA3 B CEIMEHTE NETCKUX MEPOINPHUATUNA MO3BOJIMIIO
chopmMupoBaTh TMapaMeTpbl COOCTBEHHON Mojenu: maymanbHbiii B3HOC 500 THIC.
pyouieit, postatu 8% oOT BbIpyukH, HO He MeHee 100 Twic. pyOieit B Mecsll, ¢ epeaayuei
HOY-Xay, BEJCHHUEM COLMAJIbHBIX CETEH, IOPUANYECKUM COIMNPOBOXKIECHUEM H
npeaocTtasieHneM HacTpoeHHOM CRM-cucteMbl. MUHMMaNbHBIN rapaHTUPOBAHHbIN
IUIaTEX BBINOJHACT (YHKIUIO 3alllUThl MHTEPECOB (ppaHuaiizepa U OJHOBPEMEHHO
(GUIBTPYET HETIOATOTOBIEHHBIX NAPTHEPOB, @ KOMOMHALMS (PMKCUPOBAHHOTO IJIaTEXa

C MPOIEHTOM OT BBIPYUYKH CTUMYJIHUPYET pa3BuTHE (hpaHyaii3u.

Kaxnplii W3 BapuaHTOB  XapakTepu3yeTrcsi COOCTBEHHBIM MpOuUiIeM

NPEUMYILECTB U PUCKOB. OTKpbITHE Puiraia 00ecrieYrBaeT MOJHBIN KOHTPOIb HAJl



KauyeCcTBOM yCIIYI, BO3MOXXHOCTb IIPSMOIO BMEIIATEIbCTBA B OIEpPALMOHHBIC
IPOLIECCHI, MOJyYeHHUE BCed MpUOBUIM U NPSIMOE B3aMMOJEWUCTBHE C KIMEHTaMH,
OJIHAKO COMNPSKEHO C PHUCKAMU HEJAOCTAaTOYHON OCBEJOMIIEHHOCTH O JIOKAJIBHOM
pBIHKE, HapylIEeHUs] UH()OPMAIIMOHHBIX TOTOKOB BHYTPU KOMITAHUU, TPAHCIIOPTHBIMU
pUCKaMHU U HEAOOPOCOBECTHBIM HCIIOJHEHHEM 0053aTeNbCTB YJANEHHON KOMaHJIOM.
@paHyali3uHT TPeOYET MEHBIUIMX KAaUTaJIbHBIX BIOYKEHUMW, O3BOJISIET HNapalIeIbHO
BBIXOJIUTh B HECKOJIBKO TOPOJIOB, PACHPEEISIET ONEPALUOHHBIE PUCKH U MOBBIIIAET
3aMHTEPECOBAHHOCTh MECTHBIX BIIAJIENIbIIEB, HO CHM)KAET KOHTPOJIb HAaJl KAYECTBOM,
MOPOXKAAET PUCK HEAOCTATKA JOBEPHUS MEXKTY CTOPOHAMU, HEOITPaBAAHHBIX 0XKHIAHHM
dbpanuaiizu u nosBieHUs: Oyaymero koukypenta [1]. Haubosee cyiecTBeHHbIM J1Jis
(GbpaHYaii3UHIOBOM MOJIETTM OCTa&TCAd PHUCK MOTEPH KOHTPOJSI HaJ KayecTBOM,
MOCKOJIbKY HemnpodecCHOHAIbHBIE ACHCTBHS Ja)ke OJHOro (paHyaii3u CHOCOOHBI

HAHECTH yIepO pemyTaiuu Bcen cetu [4].

ConocraBieHre BApUaHTOB MOKA3bIBAET, YTO OTKPHITUE (priinana odecrieunBaeT
0oJiee BBICOKUI TOXOA U MOJIHBIA KOHTPOJIb, HO TPEOYET 3HAUUTENbHBIX MOCTOSHHBIX
U3JIEPKEK B KAXKIOM rOpojie U KOHLUEHTPUPYET ONEpalMOHHbIE PUCKH Ha T'OJOBHOU
KoMIaHuud. PpaHuYali3MHI MEHEE BBIFOJIEH Ha IEpPBOHAYAIbHBIX ATamax, OJHAKO
o0nagaer psSAOM  CTPAaTErMUECKMX TMPEUMYIIECTB: KalmUTalbHbIE  BIIOXKEHUS
NepeKIaibiBaloTC Ha (PpaHuaiizu, obOecrneunBaeTcss Oosee OBICTPBIM BBIXOJ Ha
pEruoHaNbHbIE PHIHKH, @ C POCTOM CETH YBEJIMYUBAETCS JI0XO]I 33 CUET MaylIalbHbIX
B3HOCOB U POSJITH TPU COXPAaHEHUHU KIHOYEBBIX OH3HEC-TIPOLECCOB B pyKax
npaBooOnanarens. IlockonbKy paccmaTpuBaeMasi KOMIIAHUS SIBJISIETCS CEMEMHON U
OpPUEHTHPOBaHA HA IJIJAHOMEPHOE YCTONUNBOE pa3BUTHE, (hpaHUal3MHIOBasi MOJEIIb B

OOJIbIIICH CTETIEHU COOTBETCTBYET €€ 1elsiM [5].
3akirouenue

[IpoBenéHHOE CpaBHEHHE JBYX BApUAHTOB MACIUITAOMPOBAHHUS MAajoro
NpeanpuaTus cepsl yCIyr mokas3aio, 4To BBIOOp CTPATETUH ONPEAEIISIETCS] HE TOJIBKO
JOXOAHOCTBIO, HO W LENSIMU COOCTBEHHMKA, JOIYCTUMBIM YPOBHEM KaIllUTaJbHbIX
BJIOKEHU M TpUeMiieMbIM MnpoduiaeM pUCKOB. Pacuér Touku 0e3yObITOYHOCTH

NOATBCPANII SKOHOMHYCCKYIO COCTOATCIbHOCTD reorpa(bnquIcoro pacmnpeHUs,



TOTJ1a KaK Ka4eCTBEHHAs OIIEHKA PUCKOB U CTPATETUYECKUX MPUOPUTETOB 000CHOBATA
MPEANOYTUTENBHOCTh (PPAaHYAN3UHTOBOM MOJENH ISl KOMIIAHUU, OPUEHTUPOBAHHON
Ha YCTOMYMBOE JOJTOCPOYHOE PA3BUTHE IIPU OTPAHUYECHHBIX KAlWUTAIbHBIX
BIOKEHUsIX. [IpenyokeHHbI MOAX0A K OOOCHOBAaHHUIO BBIOOpA MOXET OBIThH
aIanTUPOBAH IS OPYTUX MaJbIX TPEANpUATHid chephl YCIyr MOCie aHaM3a WX
pecypcoB, (HUHAHCOBOTO TOJIOKEHUS W CHENU(PUKHA JeATeIbHOCTH. JlanpHeimme
UCCJIEIOBAHMS 11eJ1IeCO00pa3HO HaNpaBUTh Ha pPa3pabOTKy CUCTEMbl MOTHBALMH
dbpaHyali3n U COBEPUICHCTBOBAHUE MEXaHU3MOB MOJJICP’KAHUSI KadyecTBa YCIYr B

pacnpenenéHHON CETH.
Introduction

For a small service enterprise, the choice of a scaling method is one of the
decisive managerial decisions, since an incorrectly chosen growth model can lead not
only to financial losses but also to a loss of market reputation [1]. This problem
becomes especially significant in the event industry, where the quality of a service
directly depends on staff qualifications, while word of mouth rapidly spreads both
positive and negative assessments. The aim of this article is to provide a comparative
Jjustification of the choice between opening a company-owned branch and franchising
when scaling a small service enterprise. The object of analysis is a children's event

company considering expansion beyond its home region.
Main part

The company under consideration has reached the ceiling of turnover growth in
its home market: demand for seasonal programmes has begun to exceed supply, and
the search for qualified staff has become more difficult. At the same time, the enterprise
shows signs of readiness for scaling — a proven business model, sustainable demand
for the product beyond the home region, a qualified team and an implemented quality
control system [2]. The owner formulated two conditions for further growth:
geographic expansion beyond the home region and the use of already tested

programmes without developing new products. These conditions narrow the set of



admissible strategies to two options — opening a company-owned branch in another

city and transferring the business model through a franchise.

For a quantitative assessment of the first option, a break-even calculation was
carried out for two flagship seasonal programmes with respect to a city selected
according to the criteria of a population exceeding 500 thousand people, a distance
within 1000 km from the home region, similarity of climatic conditions and the level of
population solvency. For the premium-segment programme, with fixed costs of 441,700
roubles, average revenue per group of 50,000 roubles and variable costs of 29,665
roubles per group, the break-even point amounts to twenty-two groups, or about 889
thousand roubles of revenue. For the mid-price-segment programme, with fixed costs
of 135,942 roubles, revenue per group of 37,500 roubles and variable costs of 22,950
roubles, the break-even point is reached at ten groups, or about 350 thousand roubles.
The calculated profitability of both programmes at the planned load exceeds the
indicators of previous years in the home market, which confirms the economic viability
of geographic expansion.

The second option — franchising — presupposes granting the franchisee the
rights to use the brand, business model and support system on terms regulated by a
commercial concession agreement [3]. A comparison of market franchise offers in the
children's event segment made it possible to form the parameters of the company's own
model: a lump-sum fee of 500 thousand roubles, royalties of 8% of revenue but not less
than 100 thousand roubles per month, with the transfer of know-how, the management
of social networks, legal support and the provision of a configured CRM system. The
minimum guaranteed payment protects the franchisor's interests and simultaneously
filters out unprepared partners, while the combination of a fixed payment with a

percentage of revenue stimulates the development of the franchisee.

Each option is characterized by its own profile of advantages and risks. Opening
a branch ensures full control over service quality, the possibility of directly intervening
in operational processes, the receipt of all profit and direct interaction with clients,
but it is associated with the risks of insufficient awareness of the local market,

disruption of information flows within the company, transport risks and the improper



fulfilment of obligations by a remote team. Franchising requires lower capital
investments, allows simultaneous entry into several cities, distributes operating risks
and increases the interest of local owners, but it reduces control over quality and gives
rise to the risk of a lack of trust between the parties, unjustified expectations of the
franchisee and the emergence of a future competitor [1]. The most significant risk for
the franchising model remains the loss of control over quality, since the unprofessional
actions of even a single franchisee can damage the reputation of the entire network
[4].

A comparison of the options shows that opening a branch provides higher
income and full control but requires significant fixed costs in each city and
concentrates operating risks on the parent company. Franchising is less profitable at
the initial stages, yet it possesses a number of strategic advantages: capital investments
are shifted onto the franchisee, faster entry into regional markets is ensured, and as
the network grows income increases through lump-sum fees and royalties while key
business processes remain in the hands of the rights holder. Since the company under
consideration is a family business oriented towards steady sustainable development,

the franchising model corresponds to its goals to a greater extent [5].
Conclusion

The conducted comparison of two scaling options for a small service enterprise
has shown that the choice of strategy is determined not only by profitability but also
by the owner's goals, the admissible level of capital investment and an acceptable risk
profile. The break-even calculation confirmed the economic viability of geographic
expansion, whereas the qualitative assessment of risks and strategic priorities
substantiated the preference for the franchising model for a company oriented towards
sustainable long-term development with limited capital investments. The proposed
approach to justifying the choice can be adapted for other small service enterprises
after an analysis of their resources, financial position and the specific nature of their
activity. Further research should be directed towards the development of a franchisee
motivation system and the improvement of mechanisms for maintaining service quality

in a distributed network.
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