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Introduction

A well-organized entry into new markets is always beneficial for business. This is an
increase in the number of customers, a rapid increase in turnover and, as a result, quite a good net
profit. However, not everything is so rosy. The process of conquering new markets also involves

certain risks.

To minimize them, it is very hard to try. It is necessary to conduct certain research, think
over a strategy for entering a new market and ways to stay in it. And, if business makes a serious

mistake, it can not only lose some money, but also pay for the business itself.

For an entrepreneur, the goal of entering new markets is to find more customers, increase
turnover and eventually increase net profit. It's almost the same as starting a business again, but
with nuances. Before starting an expansion, company need to think carefully about a strategy,
analyse the market, make a tactical plan and set realistic goals. Otherwise, the exit will be chaotic,

and there are more risks to lose.

Conditionally, new markets can be divided into several types, taking as a basis criteria from

classical economic theory:

* Geography. The business is expanding its presence by entering new regions and refining
the product in accordance with the norms and mentality of customers. For example, a company

may start selling to another country or open a branch in another region.

* Client type. The company begins to focus either on individuals, or supply to the state or

work under contract

* Industry. The transition to a new industry is also regarded as a transition to a new market,
a company selling games or computer software can change the industry and start selling IT

technologies.

* Transition to a new format of work. Switching from online to offline trading, for example,

to open own points.

* The nature of sales. Adding wholesale or retail sales to the company's activities,

depending on the original format.

Study the main product, think about whether it is really worth spending resources
specifically on the selected market or there are cheaper and more effective directions from the

point of view of expansion.



The purpose of my work is to adapt the strategy of Kitfort's presence in the Kazakhstan

market for further expansion.

The main activity of the company is connected with the sale of household appliances in

Russia and the CIS countries (Belarus and, more recently, Kazakhstan).
The choice fell on this company for several reasons:

1. | have been working in this company for a year and understand how the company

functions, what tasks it performs in the market and what difficulties it faces.

2. The environment in which the company operates is quite well known and it is clear who
occupies what positions in the market. But with all this, there are a huge number of pitfalls that

have an impact on expansion in a new market.

3. | have a desire to help my company work, thereby contributing to further prosperity,

despite the difficulties of sustainable development in a new market.

Kitfort's desire to expand geographically is inherent in many companies that sell not only
goods, but also services, but, unfortunately, without a competent strategy and understanding of the
new market, this decision will not play into the hands of the company, but on the contrary incur

losses that are unlikely to pay off in the near future.

The managerial problem of Kitfort now is the lack of understanding of the Kazakhstan
market, which company entered relatively recently by business standards, just a year ago. Without
studying the environment of the new market, the company works at zero, that is, the costs of
marketing, goods, logistics, etc., do not pay off properly, and sometimes incur losses. It is also
worth noting that the company lacks management in Kazakhstan itself, therefore, the Kazakh
division has introduced "remote management”, as a result of which, many points cannot be

regulated, and sometimes are overlooked because the company does not make a profit.
Main objectives:
e To study the company's activities in Russia and Kazakhstan
e Conduct Pestel Analysis
e Conduct Porter's 5 forces for B2B companies in Kazakhstan
e Identify Key Success Factors

e Conduct an analysis of competitors



e Conduct a SWOT analysis
e ldentify a strategy for expanding market presence in Kazakhstan
e Make a financial plan for the expansion strategy of the presence
e ldentify potential risks to the strategy

Object of study:

The object of the study is a company Kitfort, which produces and sells household

appliances in Russia and CIS countries, such as Belarus and Kazakhstan
Subject of the study:

The subject of the research is the strategy of expanding the presence in the market of
Kazakhstan. It is important to understand what the company wants to get in the market of

Kazakhstan, as well as ways to maximize profits and increase recognition and reduce costs.

For a detailed study of the company's activities, | interviewed a representative of the
company “Kitfort”- Sergey Andreyevich Semin, Director of Marketing and Advertising, who has
been working for the company for more than 5 years, after which I have found out about the history
of the company, its organizational structure, and goals. Also, I took the information from various
articles, in order to find out the prospects of this sphere of activity, as well as Federal and municipal

laws of Russia and European region to understand the legality of this company.



CHAPTER 1. Description of activities of the company “Kitfort”

1.1History of “Kitfort”

A Russian firm named Kitfort manufactures and sells home appliances both within the
Russian Federation and in the CIS nations of Belarus and Kazakhstan. The business has a B2B
business model, which means that it doesn't have any physical storefronts but instead distributes

its products to distributors who then resell them.

Induction cookers were being sold by the firm, which was launched in 2011, through a

variety of local retailers. The headquarters of the business are in St. Petersburg.

In order to market its products, the corporation recruits retail chains. Citylink, Ozon,

Mvideo, Wildberries, Golden Apple, and more brands are among them.

The variety of these items is now available across the Russian Federation thanks to chain
stores that span the whole nation. Online shops also sell such products quickly at the same time.
The firm has partners in various areas of the nation that help to develop the sales network as well
as offer warranty support and service. Kitfort is comfortably in the TOP 5 in the category of online

sales of partner retailers.

In 2020, Kitfort entered the market of Kazakhstan, wanting to cover more and more
territories for the sale of its products. The company has found partners through whom it sells its
products, as well as increasing brand awareness outside Russia.Due to the limitations put in place,
the firm is currently attempting to explore other markets, such as Armenia and Uzbekistan. The
company made the decision to relocate and transfer forces to the nations of the former post-Soviet

region, where the embassy audience is roughly comparable to that of the network in Russia.

For Russian producers, this means that the production facilities where the equipment is
manufactured are in China. The organization places a high priority on quality control. Direct
control is exercised at the businesses. Because of this, only top-notch goods are allowed to reach

the market in our nation.
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Fig 1. Organizational structure of «Kitfort»



Source of information: interview with a company representative

This organizational structure is functional, that is, when each department has its own head
and each department performs its task. In this organizational structure, there is a clear
understanding of responsibility for certain blocks of work, and high efficiency is ensured by the
distribution of powers and job responsibilities, as well as the responsibility of each employee for
the work done.

The downside of this organizational structure is the apparent partial lack of communication
between departments, as a result of which there may be a deterioration in teamwork between
employees from different areas. And as the enterprise grows and develops, communication and

interaction between departments can deteriorate.

1.2Kitfort's current strategy in Kazakhstan and managerial problem

The Kitfort company has been operating in the Kazakhstan market for more than two years,
supplying its products, which include not only the goods that everyone loves in Russia, but also
new products that the Kitfort company produces more and more every year, increasing the product

matrix of products sold.

The company operates through partner stores such as Sulpak, Technodom and Technograd,
working on the B2B scheme, and Kitfort in Kazakhstan operates on the B2C scheme with the help
of colleagues from Accent Microsystems, who help with the storage of goods in their warehouses,
as well as those engaged in promotion marketing materials, in coordination with the management

of the marketing department, as well as the sales department.

Informal sales 2020 2021 2022 Overall
2821 23003 42754 38449 104206

Pic 1. Quantity of delivered goods(in number of goods)

Based on the company's data, until 2020, Kitfort equipment was in Kazakhstan through
wholesalers who bought the restored Kitfort equipment, and then sold it on the territory of
Kazakhstan. From 2020 to 2021, there was an increase in the supply of products to the territory of

Kazakhstan, but in 2022 this number decreased.

Analyzing the number of goods supplied to Kazakhstan, one can notice that there is a
decline in the number of products supplied to the territory of Kazakhstan. The reason for this

decline is reduced presence in the market of Kazakhstan



The Kazakhstan market is different from the Russian market, where the company has been
in it for a very long time, knowing and understanding trends in the field of small and medium
household appliances, as well as social, political, economic and other factors. Using knowledge
about the Russian market, the company is trying to impose an existing expansion strategy on the
market in Kazakhstan, combining it with a completely different principle of operation as B2C, as

a result of which problems arise, since completely different principles of operation.

Given the fact that Kitfort's market share in Kazakhstan is quite low at 0,7%?, based on
Statista, strategies adopted by the company will work inefficiently, as the market is very little
studied.

Describing the activities of the Kitfort company in Kazakhstan, we can say that the
company has different equipment for ordering through the official website Kitfort.kz, where the
entire line of products is transferred from the site in Russia, where Kitfort is considered one of the

leaders of the domestic equipment market.

Unfortunately, given the wide matrix of goods, the company has few orders for equipment,
which means that there is no clearly verified strategy for the matrix of goods, which should be sold
on the territory of Kazakhstan. The company did not take into account the needs of various regions
where there is a demand for a certain type of equipment, such as in the southern regions of the
country, air conditioners are in very high demand in summer, and heaters in the northern regions
in winter?. A wide range of goods is good, as demand is created, but first there is need to
concentrate in individual regions where there is a need for certain types of goods. Kitfort also
began its history in Russia when it began selling induction cookers through small shops in St.
Petersburg, switching to an increasing number of partners and gradually covered the whole of

Russia®.

The company does not have any advertising in Kazakhstan, which will help to increase
brand awareness, as a result of which there is an increase in sales. The company does not take
advertising from bloggers, does not promote itself at events, which means there is no advertising.
While Kitfort operates in Kazakhstan, he has formed the image of a good company selling high-
quality household appliances at a relatively low price to the market, but there are no further

advances, which means that the issue of expanding presence comes first.

! Statista. Consumer Market Insights. Household Appliances — Kazakhstan. URL:
https://www.statista.com/outlook/cmo/household-appliances/kazakhstan (dama obpawenus: 01.03.2023)

2 Kypcue. Anacmacus Maproea. «Kakyro 66imoeyio mexnuxy uawe 6ce2o nokynarom xasaxcmanywi?» 01.09.2022 2
https://kz.kursiv.media/2022-09-01/kakuju-bytovuju-tehniku-chashhe-vsego-pokupajut-kazahstancy/ (0ama
oopawenus: 11.03.2023)

3 Oguyuansvuoui caiim Kitfort. Pazoen «O nacy URL:https://kitfort.ru/about/ (dama obpawenus: 18.03.2023)
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Kitfort in Kazakhstan is represented in several chain stores where the company operates
relatively recently, but at the same time, goods in Kazakhstan are not in great demand among them,

and Kitfort's market share is therefore relatively small.

For 10 years, Kitfort has been working under the B2B scheme, since this scheme involves
several decision makers in a potential sale. The participants of this scheme have their own channels
and ways of promotion, which means that in a new market like Kazakhstan they will contribute to

the development and promotion of goods.

Kitfort needs to develop the work of B2B, since this option is very appropriate in the 21st

century, when people buy goods on marketplaces and various sales sites.

It is extremely important for the company to develop a strategy for expanding its presence

so that the business in Kazakhstan will not be unprofitable in the future.

11



CHAPTER 2. The external and internal environment: the core factors
and tendencies. Macro-environment: PESTEL analysis. Micro-
environment: Porter’s 5 forces analysis, Competitors analysis, Key

Success Factors

2.1PESTEL analysis of Kazakhstan Market

PESTEL analysis works through a company's external environment and helps identify

opportunities and threats to it. It is an extremely useful tool for developing a business plan,

strategic planning, marketing and financial plans. It is the starting point for any strategic decision,

including analysis of the internal and external situation the company is in.

Effective strategic planning is critical to the smooth functioning of an organization,

providing an understanding of how to respond to certain events in the future and adjust the

movement of the company.

Political factors
1. Corruption in
Kazakhstan
2. Relations between
Russia and
Kazakhstan
3. Military conflict in

Ukraine

Economic factors
1. Inflation in
Kazakhstan

2. Currency rates

3. Foreign trade

Social factors

1. Dissemination of
information via the
Internet and social
networks

2. Trends in purchasing
power

3. Population size, gender
and age groups of

Kazakhstan

Technological factors
1. Development of
mobile apps

2. Improvement of

and quality of
products made in
China

production technology

3. The development of

Artificial Intellegence

Ecological factors
1. Waste recycling in
Kazakhstan
2. Air Pollution in

Kazakhstan

Legal factors
1. Consumer protection
laws

2. Antimonopoly law
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Table 1. PESTEL analysis

Political factors
Corruption in Kazakhstan

Corruption in Kazakhstan poses a significant challenge to the country's economic and
political progress, hindering development. In recent years, Kazakhstan has consistently ranked low
in global corruption indices. For instance, in 2022, the country ranked 113th out of 180 countries
with a score of 36 out of 100, indicating the pervasiveness of corruption. This is a decline compared
to its position in 2020 when it ranked 94th with a score of 38 out of 100%. Former President
Nazarbayev acknowledged the severity of the issue and initiated "10 measures against corruption™®
to combat corruption at all levels of the state and society. However, international organizations
and activists have criticized the government's efforts, claiming that they fall short of addressing

fundamental human rights violations and widespread corruption.

38
17
36
34
34
31 ki 32
79 29 0
8
28
6
] )
24

2014 2016 28 2020 2022

TRADINGECONCMICS.COM | TRANSPARENCY INTERNATICHAL

Pic 2. The level of corruption in Kazakhstan®

4 Trading Economics. Kazakhstan Corruption Index. URL: https://tradingeconomics.com/kazakhstan/corruption-
index (0oama obpawenus: 15.03.2023)

5 3axon Pecnybnuxu Kasaxcman om 18 nosépsa 2015 200a Ne 410-V 3PK ““ O npomueodeiicmeuu xoppynyuu”.
URL: https://adilet.zan.kz/rus/docs/Z1500000410 (0ama obpawenus: 15.03.2023)

® URL: https://tradingeconomics.com/kazakhstan/corruption-index (dama obpawenus: 15.03.2023)
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The Nazarbayev family itself has faced allegations of money laundering, bribery, and
involvement in unlawful activities. Western governments have conducted investigations, including
the Kazakhgate scandal, which ultimately concluded without confirming the guilt of the

Nazarbayev family’.

Additionally, Global Witness, an international human rights organization, accused
Kazakhmys of concealing information about its ownership and directors, suggesting personal
involvement of President Nursultan Nazarbayev. Furthermore, a former minister in Nazarbayev's
government, Zamanbek Nurkadilov, accused Kazakh officials of accepting millions of dollars in

bribes from an intermediary for American oil firms during the 1990s8.

Corruption affects Kitfort's operations in Kazakhstan as it can create an unpredictable and
unfair environment, demanding bribes and unequal distribution of resources, impacting
relationships with suppliers, increasing procurement costs, threatening the quality of goods and
services, and engaging in corrupt practices or communications with corrupt officials will

negatively affect Kitfort's reputation and may alienate customers, investors and partners.
Relations between Russia and Kazakhstan

The relationship between Kazakhstan and Russia is characterized by a high level of
political culture, with a strategic partnership based on the Treaty on Good-Neighborliness and
Alliance in the Twenty-First Century®. Regular meetings and active cooperation in various

international organizations demonstrate the depth of their collaboration.

The interdependence between Russia and Kazakhstan has implications for Kitfort,
particularly due to their status as important trading partners with diverse economic ties. If the
relationship between the two countries deteriorates, it could have a negative impact on the
economic climate in the region, potentially affecting Kitfort. This could lead to a decrease in
demand for Kitfort's goods and services in Kazakhstan, as well as a decline in investment and

business development.

" Department of Justice of the United States of America. «New York Merchant Bank Pleads Guilty to FCPA
Violation; Bank Chairman Pleads Guilty to Failing to Disclose Control of Foreign Bank Account». 06.08.2010.
URL.: https://www.justice.gov/opa/pr/new-york-merchant-bank-pleads-quilty-fcpa-violation-bank-chairman-pleads-
quilty-failing (0ama ob6pawenus: 15.03.2023)

8 The New York Times. «Ex-Kazakh Official Who Made a Threat Found Slain». 14.10.2015 URL:
https://www.nytimes.com/2005/11/14/world/asia/exkazakh-official-who-made-a-threat-found-slain.html (0ama
oopawenus: 15.03.2023)

® Tozoeop meancoy Poccuiickoii Dedepayueii u Pecnybnuxoii Kazaxcman o dobpococedcmee u cowosnuuecmee ¢ XXI
sexe om 11 nosabps 2013 URL: http://www.kremlin.ru/supplement/1560 (dama ob6pawenus: 15.03.2023)
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Conversely, a stable and positive relationship between Russia and Kazakhstan could
enhance economic cooperation, presenting new opportunities for Kitfort in the country. Improved
transport infrastructure between the two countries, for instance, could facilitate increased trade and

investment, benefiting Kitfort.

In conclusion, the nature of the relationship between Russia and Kazakhstan has the
potential to influence the business prospects of Kitfort in Kazakhstan. It is important for Kitfort to
monitor and adapt to any changes in this relationship to ensure continued success in the
Kazakhstani market.

Military conflict in Ukraine
The military conflict in Ukraine can impact Kitfort in Kazakhstan in various ways:

1. Geopolitical instability resulting from the conflict may affect the economic situation and
investment climate in Kazakhstan, potentially impacting Kitfort and other companies operating in
the country.

2. Changes in trade relations between Kazakhstan, Ukraine, Russia, and Europe due to the

conflict can influence the demand for Kitfort's goods and services in Kazakhstan'°.

3. The conflict may lead to an increase in energy and resource prices, which can affect

Kitfort's production costs in Kazakhstan!.

10 Project Syndicate. Nourel Roubini. «Russia's War and the Global Economy». 25.02.2022. URL:
https://www.project-syndicate.org/onpoint/russias-war-and-the-global-economy-by-nouriel-roubini-2022-02 (0ama
oopawenus: 16.03.2023)

"Trading Economics. Crude Oil. URL: https://tradingeconomics.com/commodity/crude-oil (0ama obpawenus:
16.03.2023)
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Pic 3. The cost of oil*?
4. Security risks could arise for Kitfort's personnel and property in Kazakhstan due to

regional instability and the potential rise of terrorist and extremist threats.

Overall, the conflict in Ukraine can have implications for Kitfort in Kazakhstan through
economic and geopolitical changes, shifts in trade relations, resource price fluctuations, and

heightened security risks.

In conclusion, the political factors analyzed by PESTEL in the home appliance market in
Kazakhstan indicate that a stable political environment in the country is generally favorable for
the growth and development of the industry. The provision by the government of various
incentives and tax breaks for businesses creates opportunities for companies to expand their
activities in the market. However, companies should be aware of possible regulations or tariffs
that may affect the import and export of household appliances, as this may affect their operations
and profitability. In general, for the time being, Kitfort has created pleasant conditions for working

in Kazakhstan, if no force majeure situations occur.
Economic factors
Inflation in Kazakhstan

The rising inflation in Kazakhstan, reaching 20.7% in January 2023, has led to price

increases across various goods and services. Food products experienced the strongest price

12 URL: https://tradingeconomics.com/commodity/crude-oil (0oama obpawenus: 16.03.2023)
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increase at 25.7%, followed by non-food products at 20.2% and paid services at 14.2%. In March,
furniture, household items, and personal goods saw significant price hikes. These inflationary
pressures have been influenced by external factors, including the special military operation in
Russia and resulting disruptions in logistics chains and international market challenges. The

National Bank responded by raising the base rate to 16.75% to combat inflation®2,

Mepuop, WHaeke nudnauun, % WHdnaums, % W3meHeHne
2023 103.30 3.30 -16.70 %+
2022 120.40 20.40 +12.40 %+
2021 108.40 8.40

2020 107.50 7.50 +2.50 %+
2019 104.90 4.90

2018 105.43 543 -1.57 % v
2017 107.22 722 -0.78 %+
2016 108.29 8.29 571 %%
2015 113.53

Pic 4.. The level of inflation*

This inflationary environment can directly impact Kitforts by increasing production and
service costs, potentially reducing profitability. Indirectly, it can affect purchasing power, leading
to decreased demand for Kitfort's offerings, and introduce market uncertainty that hampers
investor confidence and investment in the region. Consequently, high inflation presents challenges

to Kitfort's profitability and competitiveness in Kazakhstan.
Currency rates

Currency exchange rates play a crucial role in the business environment, particularly for
companies like Kitfort operating in Kazakhstan. In 2023, the national currency experienced a
notable strengthening against the dollar, reaching its highest level since June 2022°. Factors
influencing exchange rates include external aspects such as oil prices, the US Federal Reserve's
policy, geopolitical conditions, and the stability of Kazakh oil exports. Internal factors include the
inflation rate, the base rate of the National Bank, state budget expenditures, and the country's

balance of payments.

13 Kapital kz. «I'odosas ungnsyusn no umozam smeaps cocmasuna 20,7%y». 01.02.2023.
https://kapital.kz/economic/112633/godovaya-inflyatsiya-po-itogam-yanvarya-sostavila-20-7.html (oama
oopawenus: 21.03.2023)

14 https://kapital.kz/economic/112633/godovaya-inflyatsiya-po-itogam-yanvarya-sostavila-20-7.html (0ama
oopawenus: 21.03.2023)

15 Kasaxcmanckas gpondosasn 6upoica. Hnocmpannvie sanomol. Tenze x donnapy. URL: https://kase.kz/ru/currency/
(Oama oopawenus: 25.03.2023)
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Pic 5. Tenge to dollar exchange rate'®
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Pic 6. Tenge to ruble exchange rate'’

On the other hand, the Russian ruble is weakening in Kazakhstan. This decline was

triggered by the G7 countries imposing a price ceiling on Russian oil, leading to negative

16 URL: https://kase.kz/ru/currency/ (dama obpawenus: 25.03.2023)
7 Banki.ru. Kypc kazaxcmanckozo menze. URL: https://www.banki.ru/products/currency/kzt/ (dama ob6pawenus:
25.03.2023)
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consequences such as reduced budget revenues for the Central Bank and Ministry of Finance in
Russia’®. Discussions are underway within the G7 regarding a price ceiling for Russian gas, which
would further impact the Russian economy as gas supplies are not easily redirected to alternative

markets.

These currency fluctuations have significant implications for Kitfort and other businesses
in Kazakhstan. Understanding and managing the effects of these exchange rate dynamics is crucial
for making informed financial decisions and ensuring business stability in an ever-changing

economic landscape.
Foreign trade

Kazakhstan's foreign trade has experienced a decline in interest from global players despite
its accession to the WTO in 2015. Both exports and imports have seen a significant decrease since
2013. However, the foreign economic complex remains a crucial sector in the Kazakh economy,

stimulating its growth and addressing important socio-economic challenges®®.

Russia has become the largest trading partner for Kazakhstan, accounting for substantial
imports and exports. China holds the second position in terms of both imports and exports. Other

significant trading partners include Italy, France, and the Netherlands?.

——
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Pic 7. Partner countries?*

18 URL: https://www.banki.ru/products/currency/kzt/ (dama obpawenus: 25.03.2023)

19 Kazinform. Pabuea Hypbaii. « Brewrnss mopeoéna Kasaxcmana: ucmopuyeckuii pekopo u Hogble 6bl306b1»
15.03.2023 URL: https://www.inform.kz/ru/vneshnyaya-torgovlya-kazahstana-istoricheskiy-rekord-i-novye-
vyzovy a4046134 (oama obpawenus: 26.03.2023)

20 Kazdata. Cmamucmuxa sxcnopma u umnopma Kasaxcmana. URL: https://kazdata.kz/01/service-import-
export.html (@ama obpawenus: 27.03.2023)

21 URL: https://kazdata.kz/01/service-import-export.html (dama ob6pawenus: 27.03.2023)
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Kazakhstan's trade turnover reached a historic high in 2022, surpassing pre-pandemic
levels. The country experienced substantial growth in exports and imports during this period. It is

worth noting that Russia and Kazakhstan signed an agreement on parallel imports, leading to a
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Pic 8. Export and import statistics of Kazakhstan??

In summary, Kazakhstan's international trade can present both positive and negative
implications for Kitfort, contingent on the extent of its exports and imports, requiring careful

consideration and strategic planning to navigate potential challenges and leverage opportunities.

In conclusion, the economic factors analyzed in the PESTEL analysis of the home
appliance market in Kazakhstan indicate that the country's growing economy and large middle-
class population create significant opportunities for companies operating in the industry. The
increasing consumer spending on appliances reflects a strong demand for high-quality products in
the market. However, the fluctuations in the oil and gas industry, which is a major source of
revenue for the country, could impact consumer spending and affect the industry's growth.
Companies operating in the home appliance market in Kazakhstan must keep a close eye on the
country's economic trends and be prepared to adapt to any changes that may arise. By staying
attuned to the economic landscape and consumer preferences, companies can effectively target the

market and remain competitive in this fast-growing industry.
Social factors

Population size, gender and age groups of Kazakhstan

22 URL: https://kazdata.kz/01/service-import-export.html (dama obpawenus: 27.03.2023)
23 URL: https://kazdata.kz/01/service-import-export.html (dama ob6pawenus: 27.03.2023)
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The population of Kazakhstan as of March 1, 2023, is 18,776,707, with the urban
population accounting for 61.8% and the rural population accounting for 38.2% of the total
population. The major ethnic groups in Kazakhstan include Kazakhs, Russians, Uzbeks,
Ukrainians, Uighurs, Germans, Tatars, and other ethnic groups, with Kazakhs comprising 70.4%
of the population. The gender distribution shows that women outnumber men, with women

accounting for 51.2% of the population?*.

These demographic characteristics have several implications for Kitfort. Demand for
Kitfort products and services may be affected by the age distribution of the population. The gender
distribution of a population can influence the demand for certain goods. For example, if there is a
significant number of women in a country, the demand for Kitfort products related to health and

beauty may be higher.

Thus, the dynamics of population, gender and age in Kazakhstan have a variety of impacts
on Kitfort, including the impact on the demand for products. Understanding demographics is

critical for Kitfort to effectively meet market needs and plan for future growth.
Dissemination of information via the Internet and social networks

Nowadays, people spend a lot of time with their smartphones and laptops, searching the
Internet for the latest news, having fun and finding the information they need. They don't make a
choice without reading product and movie reviews, finding alternatives and comparing them.
People have a great opportunity to compare prices and amenities and even, for example, contact
someone who has already been at a hotel and see what they think of it. Online advertising is also
very important. Most customers recognize any company through the Internet. In this regard, every
company tries to develop a personal website or social media account, especially in the early

stages?.

While other advertising methods have their advantages, the Internet is undoubtedly the

most promising medium:
» Create targeting
+ Paid audience selection

« Endless media possibilities

2 Bropo Hayuonanvhoti Cmamucmuxu. Yucnennocme nacenenus Pecnybauxu Kasaxcman (na nauano 20232.).
URL: https://new.stat.gov.kz/ru/industries/social-statistics/demography/publications/6373/ (dama obpawenus.:
27.03.2023)

25 The DSM Group. Bailey Canning. «Which Type of Advertising is Most Effective?». 29.10.2020 URL:
https://thedsmgroup.com/type-advertising-effective/ (0ama obpawenus: 27.03.2023)
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Pic 9. Popular type of advertising?

According to the powderkegwebdesign.com survey?’, consumers get the most information

about a company from its website, as well as social networks, so it is extremely important for
companies to build their website, as well as develop social networks so that customers can learn

more about the company.
Trends in purchasing power

Online shopping has firmly entered the life of Kazakhstanis. Now, with the help of e-
commerce, people can buy everything from food and clothes to a smartphone and a washing
machine. Many industries have moved online due to the pandemic. Changes have not bypassed
the sphere of trade?®. Quarantine measures have given impetus to the development of e-commerce.
In recent years, online trading has become a priority sector in Kazakhstan, especially after the
outbreak of COVID-19%. The pandemic and subsequent restrictive measures have led to the
suspension of physical retail space, forcing the people of Kazakhstan to change their online
shopping habits. As a result, there was significant growth in e-commerce, with online platform

sales skyrocketing compared to the previous year=’.

26 POWDERKEG. James. «2019 Digital Marketing Survey Results». 27.03.2019 URL:
https://www.powderkegwebdesign.com/2019-digital-marketing-survey-results/ (dama obpawenus: 27.03.2023)
2'URL: https://www.powderkegwebdesign.com/2019-digital-marketing-survey-results/ (dama ob6pawenus:
27.03.2023)

28 Kubep.Jlenuxa. Hopaesa D.A., Jloy IT. «Moodenu nompebumenbckozo noseoeHus: 6 Kazaxcmanckom obujecmeey.
URL: https://cyberleninka.ru/article/n/modeli-potrebitelskogo-povedeniya-v-kazahstanskom-obschestve/viewer
(0ama oopawenus: 29.03.2023)

2 Kanuman. Eezenus Boeamosa «Kax pazsusarom snexmpounyto mopzoénio é Kazaxcmaney 14.07.2021 URL:
https://kapital kz/economic/96838/kak-razvivayut-elektronnuyu-torgovlyu-v-kazakhstane.html (0ama o6pawyenus:
30.03.2023)

%0 Forbes. «Kax nomomxu nomados evibuparom cospemenmyio mexuuxyy. 10.09.2014. URL:
https://forbes.kz/finances/markets/kak _potomki_nomadov_vyibirayut sovremennuyu_tehniku (oama obpawenus:
30.03.2023)
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According to a study by PwC Kazakhstan and the Digital Kazakhstan Association®, retail

e-commerce in Kazakhstan will continue to grow in 2022, but at a slower pace than in 2021.
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Pic 10. Growth of the e-commerce market®?
In 2022, the size of the retail e-commerce market in Kazakhstan grew by 30% (the previous
annual growth rate was 70-80%) and amounted to more than 1.3 trillion tenge, and the number of

transactions increased by 33%. At the same time, average billing decreased by 3 percent.

The share of e-commerce in the total volume of retail trade in Kazakhstan reached 8.2%,
exceeding the 2021 figure of 7.5%. In addition, sales from marketplaces and online stores grew by

33% and 19% respectively, the share increased to 89% from 82% last year.

The growth of online shopping has a significant impact on Kitfort in Kazakhstan. The
company must actively develop its online presence in order to meet the growing demand and the
benefits of online shopping, such as expanding geographic coverage and access to a wide audience
of customers. However, it is necessary to take into account competition and ensure the security of

payments and delivery of goods.

In conclusion, the social factors analyzed in the PESTEL analysis of the home appliance
market in Kazakhstan indicate that the country's young and growing population, increasing
urbanization, and tech-savvy nature present significant opportunities for companies operating in
the industry. Consumers in the market are increasingly demanding modern and smart appliances

that can meet their needs and lifestyles. However, companies operating in the market need to be

3L PWC. «Ananus peinka poznuunoti snekmponnoii kommepyuu 6 Pecnybnuxe Kazaxcmany. 15.03.2023 URL:
https://www.pwc.com/kz/en/publications/e-commerce/pdf/e-commerce-12M2022-rus-final.pdf (dama o6pawernus:
30.03.2023)

32 URL.: https://www.pwc.com/kz/en/publications/e-commerce/pdf/e-commerce-12M2022-rus-final.pdf (dama
oopawenus: 30.03.2023)
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aware of cultural diversity and language barriers in the country, as this may require them to tailor
their products and marketing strategies to specific regions or ethnic groups. By understanding the
social factors that influence the home appliance market in Kazakhstan, companies can effectively
target their products to the right audiences, enhance customer satisfaction, and remain competitive

in this dynamic market.
Technological factors
Development of mobile apps

In the retail sector, companies of all sizes, including industry giants like Amazon® and
small stores, have built their online presence and e-commerce platforms. These platforms allow
customers to access a wide range of product information, including images, videos, descriptions,
and reviews. However, the problem lies in the inability to physically interact with the products,

for example, to evaluate the quality of the TV.

Today, people most often use mobile devices. Currently, 34 million mobile devices are
registered and connected to SIM-cards in Kazakhstan. The number of subscribers per user is 2.5

devices.?

Point-of-sale digital signage and related materials help promote products and improve
consumer engagement. Research® shows that approximately 68% of shoppers make their purchase
decisions based on in-store communications, and 29% of shoppers make impulse purchases

through these points of presence.

Dissemination of information by means of mailing to phones, as well as promotion through
various notifications on the phone, increase awareness of promotions. The main purpose of push
notifications is to allow businesses to provide useful content in a timely manner, as well as keep
customers engaged. Therefore, many companies use phones to distribute information to their

regular as well as potential customers.

The development of mobile applications has an impact on Kitfort's activities in Kazakhstan,
providing convenient access to their products and services, but also creating competition from

other online platforms. Kitfort must ensure that its mobile app remains competitive and evaluates

33 AWS. «What is Mobile Application Development?» URL.:. https://aws.amazon.com/ru/mobile/mobile-application-

development/ (0ama obpawenus: 31.03.2023)

3 Jlumep. «Cmano useecmno, ckobko MobunbHbIx meneghonos sapezucmpuposaro 6 Kasaxcmane» 19.02.2020

URL: https://liter.kz/stalo-izvestno-skolko-mobilnyh-telefonov-zaregistrirovano-v-kazahstane/ (dama obpawenus:

02.04.2023)

3 TechRecur. «loT App Development: IoT a Revolution for Retail Stores». 17.12.2020. URL:

https://www.techrecur.com/iot-app-development-iot-a-revolution-for-retail-stores/ (dama obpawenus: 02.04.2023)
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its development and support costs in order to deliver a positive return on investment and improve

the overall customer experience.
Improvement of production technology and quality of products made in China

Chinese manufacturers have shifted their focus towards producing quality products,
contrary to popular belief. They are leveraging the latest technology and introducing new brands
to the global market. While this transformation is not universal across all Chinese productions, the

country's industry has made significant advancements in recent decades.

A growing number of Chinese factories are voluntarily opting for third-party product
inspections, independent of the buyer®. The owners of these industries value independent opinions
on areas of improvement and meeting consumer expectations. Furthermore, they anticipate that

foreign companies will recognize the progress being made.

Recently, the branding of goods as "Made in PRC" (People's Republic of China) has
emerged both in Russia and worldwide. This is a marketing tactic employed to counter the negative
perception associated with the "Made in China" label. Manufacturers recognize that the latter is
often equated with lower-quality products. By using "Made in PRC," they aim to avoid such

associations and present their goods in a more favorable light®’.
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Pic 11. Sticker on goods from China

Advancements in production technology and product quality in China can have mixed

effects on Kitforts in Kazakhstan. On one hand, it may lead to lower prices and increased demand

% KubepJlenuxa. Hoipoea. H.H. «Kauecmeo kumaiickux moéapos: npobaemvt u pewenun» 05.05.2007. URL:
https://cyberleninka.ru/article/n/kachestvo-kitayskih-tovarov-problemy-i-resheniya/viewer (dama obpawenus:
02.04.2023)

37 FDI China. «Made In China 2025: The Plan To Dominate Manufacturing And High-Tech Industries».
22.06.2022. URL.: https://www.fdichina.com/blog/made-in-china-2025-plan-to-dominate-manufacturing/ (0oama
oopawenus: 05.04.2023)
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for Kitfort products. They can also access higher-quality goods, enhancing their competitiveness.
On the other hand, it poses competition from companies producing superior products, requiring
potential investments for modernization. Kitfort needs to assess these developments to stay
competitive in the changing market.

Technological factors are currently crucial because the speed of improvement and
implementation of digital tools is extremely high. the company should be aware that technologies
that are currently only at the stage of development will change the future, if this aspect is not
involved, the company will be able to leave the market very easily for its own reasons, as it will
lag behind its competitors. in the analysis of technological factors, it is important to take into
account not only how the process of creating Noise products and services develops, but also factors
that help, such as distribution, advertising, as well as product promotion. the analysis showed that
quite a lot of improvements are taking place in the world, which will help improve the market not

only in Kazakhstan, but also the whole world as a whole.
The development of Artificial Intellegence

Artificial intelligence (Al) technology has rapidly advanced and become integrated into
our daily lives, drawing from various fields of knowledge such as computer science, mathematics,
philosophy, and more. Its applications are widespread in public and private sectors, enhancing
security, optimizing business processes, and enabling information processing, event prediction,

and natural language processing.

The Al market is projected to grow to $190 billion by 2025, with significant global
spending on cognitive and Al systems. As Al permeates all industries, it creates new job
opportunities in development, programming, testing, support, and maintenance. Furthermore, Al-
related roles offer some of the highest salaries today, making it a major emerging technology

trend®,

Machine learning, a subset of Al, is also experiencing widespread adoption, leading to a
high demand for skilled workers. Experts predict that Al, machine learning, and automation will
generate 9 percent of new jobs in the U.S. by 2025, ranging from robot monitors to data analysts

and automation specialists.

Al development can positively impact Kitfort in Kazakhstan by enhancing production

efficiency, optimizing processes, and improving sales strategy and product quality. However, it

38 Markets And Markets. «Artificial Intelligence Market Analysis & Report Summary, Global Size» URL:
https://www.marketsandmarkets.com/Market-Reports/artificial-intelligence-market-74851580.html (dama
obpawenus: 05.04.2023)
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may also lead to job reductions and increased competition. To stay competitive, Kitfort should

invest in employee training, embrace new technologies, and adapt to the evolving Al landscape.

In conclusion, the technology factors analyzed in the PESTEL analysis of the home
appliance market in Kazakhstan indicate that the market is highly receptive to modern and
innovative appliances that meet the needs of tech-savvy consumers. The growing demand for
energy-efficient appliances presents significant opportunities for companies that can develop
products that meet these requirements. However, companies operating in the market must be aware
of the challenges of technology adoption and infrastructure development in the country, which
may affect the accessibility and affordability of advanced appliances. To remain competitive in
the market, companies must continue to invest in research and development and keep up with the
latest technological advancements in the industry. By doing so, they can effectively cater to the
growing demand for modern and innovative appliances, enhance customer satisfaction, and gain a

competitive advantage in the home appliance market in Kazakhstan.
Ecological factors
Waste recycling in Kazakhstan

In Kazakhstan, in 25 years of independence, it has not been possible to build a single large
waste processing plant®. Paradoxically, only one waste-sorting plant works in all of Central Asia,
and it is not at full capacity - it is located in Astana, which sorts waste and recycles plastic and
paper using equipment made in Spain, Italy, Austria and Finland. The €36 million project is
designed to recycle 250,000 tons of solid waste per year. But according to experts, the plant is

currently working at 30 percent capacity*.

There are more than 100 enterprises of small and medium business sorting and processing
waste in the regions. Sorting lines have been installed in seven cities, 23 waste-sorting and
recycling facilities are planned for construction, and existing small waste-processing plants are

being upgraded in 19 localities*.

39 InformBuro. Canam Ypuanues, Iepapo Cmaepuanuou. «Kusnuv cmonuunoii ceanxu. Kax svienaoum
Mycoponepepabomia u noaueon 0t omxo0oe Hyp-Cyimanay. 20.05.2022 URL: https://informburo.kz/stati/zizn-
stolicnoi-svalki-kak-vyglyadit-musoropererabotka-i-poligon-dlya-otxodov-nur-sultana (oama obpawenus:
05.04.2023)

OMunucmepcmeo Dxonozuu pecnybnuxu Kasaxcman. «Mnugopmayuonnas Groniemens 0 coCmosuiL oKpyscaouert
cpeowvt Pecnybnuxu Kazaxcmany. 2020 200. URL:

https://www.kazhydromet.kz/uploads/calendar/5/year file/6055ce6014bbbbyulleten 2020-god.pdf (0ama
oopawenus: 05.04.2023)

41 Steppe. Dpuxa Hepune. «Pabomaem au copmupoexa mycopa ¢ Kasaxcmane?» 09.09.2020 URL: https://the-
steppe.com/obshestvo/rabotaet-li-sortirovka-musora-v-kazahstane (dama o6pawenus: 06.04.2023)
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Based on the above data, we can say that Kazakhstan has a problem with waste recycling
in Kazakhstan, in connection with which the state is trying to actively address this problem in order

to reduce land pollution.

Recycling in Kazakhstan can have both positive and negative impacts on Kitfort. Recycling
creates new business opportunities and promotes environmental responsibility. However, this may
require significant investment and face increased competition. Kitfort can stay competitive by
exploring recycling opportunities, investing in new technologies and adhering to higher

environmental standards.
Air Pollution in Kazakhstan

Kazakhstan faces severe air pollution issues caused by industrial emissions, soot from oil
and gas operations, and vehicle exhaust. Most cities suffer from excessive pollution, with some
exceeding acceptable levels by 8-10 times. Only Aktau and Petropavlovsk have clean air. Nur-
Sultan, Aktobe, Ust-Kamenogorsk, Karaganda, Balkhash, and Zhezkazgan consistently
experience high pollution levels*?. Industrial emissions account for over 85% of pollutants.
Kazakhstan ranks 64th in air pollution index rankings. Over 2.5 million tons of waste is emitted
annually, projected to increase to 3.6 million tons by 2030. Roadmaps are planned to reduce

pollution in ten cities by 2025 and improve overall environmental conditions*.

Air pollution in Kazakhstan negatively affects Kitfort. It poses health risks to employees
and can impact production processes, product quality, and overall competitiveness. Environmental
problems resulting from air pollution can damage the company's reputation. Kitfort should
prioritize environmental safety, adopting eco-friendly technologies and collaborating with relevant

organizations to address air pollution and improve air quality in Kazakhstan.
Legal factors
Consumer protection laws

Consumer protection laws play a vital role in Kitfort's operations in Kazakhstan. These

laws ensure that the company adheres to specific regulations when manufacturing and selling its

42 Kasaxcmanckas npaeda. Kanam Tyxnues. «Heuem ovtuams! B xaxux 2opodax Kazaxcmana camviii onacuviii
6030yx?». 16.03.2018. URL: https://kazpravda.kz/n/nechem-dyshat-v-kakih-gorodah-kazahstana-samyy-opasnyy-
vozduh/ (0ama obpawenus: 07.04.2023)

3 Ogpuyuanvrvtii ungpopmayuonnwiii pecype Ipemvep-Munucmpa Pecnybnuxu Kasaxcmarn. «Yeenuuenue donu
nepepabomxu 0mxo0008 u npoogudiceHUe IKor02udeckux unuyuamue — M. Mupsazanues pacckasan o npooeianHou
pabomey. 10.06.2020 URL: https://primeminister.kz/ru/news/reviews/uvelichenie-doli-pererabotki-othodov-i-
prodvizhenie-ekologicheskih-iniciativ-m-mirzagaliev-rasskazal-o-prodelannoy-rabote-1053421 (dama obpawsenus:
05.04.2023)
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products and providing services. Compliance with these laws is crucial for Kitfort to maintain its

reputation, instill consumer trust in its products, and enhance its market position**.

One key aspect of consumer protection laws is the requirement for Kitfort to meet quality
and safety standards for its products. This ensures that customers receive goods that meet their
stated specifications and are safe for use. Additionally, these laws grant consumers the right to

return or exchange products that do not meet the expected standards.

It is important for Kitfort to understand that non-compliance with consumer protection laws
can result in penalties, fines, or legal actions. Therefore, the company must prioritize adherence to

these regulations to avoid legal repercussions and protect its business interests.

By abiding by consumer protection laws, Kitfort can not only fulfill its legal obligations
but also foster consumer satisfaction and loyalty. Demonstrating a commitment to consumer rights
and providing high-quality products will enhance the company's reputation, build trust among

customers, and contribute to long-term business success in the Kazakhstani market.
Antimonopoly law

Anti-monopoly laws in Kazakhstan have a significant impact on Kitfort's operations and
the overall business environment. These laws aim to regulate market competition, prevent
monopolistic activities, and protect consumer rights. By complying with these laws, Kitfort can

ensure fair competition and maintain a positive reputation in the market*.

One key aspect of Kazakhstan's anti-monopoly laws is the prohibition of abuse of dominant
market positions. This means that companies with a substantial market share must adhere to

competition rules and avoid using their dominance to exclude or restrict competition.

Moreover, anti-monopoly laws in Kazakhstan protect consumer rights by prohibiting
fraudulent practices, unfair advertising, and misleading product information. This ensures that
consumers can make informed choices and have confidence in the companies they engage with.
Additionally, antimonopoly laws govern mergers and acquisitions, requiring companies to follow
specific procedures and regulations. This ensures that such transactions do not lead to inconsistent

or anti-competitive market structures.

4 3axon Pecnybnuxu Kasaxcman. "O sauwume npas nompebumeneti”.
https://online.zakon.kz/Document/?doc_id=30661723 (dama obpawenus: 09.04.2023)

% Kasaxcman Pecnybnuxacvl Bacexenecmixmi Kopeay ocone oamvimy azenmmizi. Bacexenecmixmi xopaay. URL:
https://www.gov.kz/memleket/entities/zk/activities/4226  (dama obpawenus: 09.04.2023)
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Overall, the impact of antimonopoly laws in Kazakhstan is to create fair competition
conditions, protect consumer rights, and maintain a dynamic business environment. By
understanding and complying with these laws, Kitfort can navigate the market successfully while

contributing to a competitive and consumer-friendly marketplace.

In conclusion, the legal factors in Kazakhstan's home appliance market support businesses
overall. The government promotes investment and transparency. However, companies should
comply with regulations on safety, intellectual property, and consumer protection to avoid negative

consequences. Compliance ensures competitiveness, customer trust, and a market advantage.

In general, the analysis of the above factors showed that Kitfort, as a company in
Kazakhstan, is influenced by many factors, both external and internal. However, some of them

may have a more significant impact on the business than others.

e Political factors, such as the stability of the government and the level of corruption, can
affect the company's business, but at the moment the situation in Kazakhstan is relatively

stable.

e Economic factors such as inflation, exchange rates and purchasing power trends have a
significant impact on Kitfort's business. It is necessary to take these factors into account

when developing the company's strategy.

e Social factors, such as demographic trends and the spread of information through the

Internet and social media, can also influence a company's business.

e Technological factors, such as the development of mobile applications, artificial

intelligence, and recycling, present new opportunities for the company in Kazakhstan.

e Environmental factors, such as air pollution, may affect public health and working
conditions in Kazakhstan, which could affect the production and consumption of goods

and services.
e Legal factors, such as consumer protection laws, may also impact Kitfort business.

Geopolitical events, currency exchange rates, inflation, regulations, product quality, labor
productivity, market competition, and new technologies all impact Kitfort. To succeed, Kitfort
must monitor and adapt to these factors, improve quality, optimize processes, comply with

regulations, and innovate.
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2.2 Key Success Factors

Key success factors are the main elements or components that play an important role in
achieving successful results and outstanding performance of a company or organization. These
factors determine how a company can succeed in its industry, stand out in the market and ensure

sustainable growth and development.

There are several key success factors in the home appliance market in Kazakhstan that can

have a significant impact on the company's results*.

Product quality: Product quality is one of the main factors determining the success of the
company. The company must offer high-quality, reliable, functional products that meet the

expectations of consumers.

Effective distribution network: The presence of a wide and efficient distribution network
allows the company to reach more consumers and ensure the availability of its products in various

regions of the country.

Marketing and advertising: High-quality marketing and advertising strategies help to
attract the attention of consumers, create demand for products and strengthen the competitiveness

of the company.

Pricing: Correct and competitive pricing helps the company to attract customers and retain

them, taking into account the factors of quality of products and services.

All these factors are interrelated and important for a successful presence in the home
appliance market in Kazakhstan. A company that pays due attention to these key success factors

has a better chance of achieving high results and becoming an industry leader.

2.3 Porter’s 5 forces analysis

Michael Porter's theory for assessing potential risks was developed back in 1979, but has
retained its popularity to this day. It consists in the assessment of possible adverse events that may
somehow affect the business in the future. The analysis is conducted in terms of 5 factors, or so-

called forces®’.

6 Pambnep. Beuepnsas Mockea. «Ha umo obpawams enumarue npu evioope 6vimoeoti mexnuxu. » 05.08.2018. URL:
https://news.rambler.ru/other/40031714-na-chto-obraschat-vnimanie-pri-vybore-bytovoy-tehniki/ (0oama
oopawenus: 21.05.2023)

47 Porter, M. E. (2008). The five competitive forces that shape strategy. Harvard Business Review, 86(1), 78-93.
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Porter's 5 forces affecting business development:
1. Consumers;
2. Suppliers;
3. Current competitors;
4. New competitors;
5. Substitute Products

The creator of the theory argues that each of these factors puts some pressure on the
business. To some extent, they are considered external (because the company cannot influence

them in any way).

The home appliance market in Kazakhstan is a highly competitive industry with various
established global and local brands vying for market share. The market is characterized by a range
of products, including refrigerators, washing machines, dishwashers, ovens, vacuum cleaners, and
other small appliances. The following is an extended analysis of the five forces of Porter's analysis

for the home appliance market in Kazakhstan in B2B.
1. Threat of New Market Entrants:

The market for small and medium household appliances in Kazakhstan is a very
competitive environment in all respects. The Kitfort company competes everywhere and always
with many major brands, such as Bork, Samsung, Polaris, etc. Due to its location, Kazakhstan is a
good country for international trade, but it should not be forgotten that the country has regulatory
norms, such as laws, certification procedures related to imports, quality and safety standards,
financial barriers, which are that starting a new business requires significant financial resources to
invest in production, marketing, logistics and distribution, as well as the barriers associated with
the fact that many brands have their own logistics network and partnerships with distributors,

which will be very difficult to compete with many big-name brands.
2. Bargaining Power of Suppliers:

The main suppliers of companies in Kazakhstan are the companies themselves, but located

outside of Kazakhstan, since basically all companies operating in the territory of this country and
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selling household appliances are importers of their goods and services*®. They directly depend on

headquarters in other cities and countries.

The implementation of Kitfort's work in Kazakhstan is based on the fact that goods from
China are transported to a warehouse in St. Petersburg, where they are then sent to Kazakhstan to
partner warehouses, where the equipment is subsequently sold. The main principle of work is that
the supplier is China, as well as Kitfort itself, which means that it itself supplies goods to the
Kazakh market. Being a supplier of goods and given the decline in the delivery of goods to the
market in Kazakhstan, the company itself has problems with the supply of goods, which means

that the main difficulty in the issue of the supplier will be in it.
3. Bargaining Power of Buyers:

Consumers of household appliances are different groups of the population, differing in

terms of purchase purposes, incomes, as well as purchase priorities.

If we talk about how people choose a product from the segment of household appliances,
then it is important for them to think in advance why they buy this or that equipment, and they are

determined between products that have similar functions*®.

The segmentation of the market in Kazakhstan allows it to be divided into several
categories based on the pricing policy of companies, since people mainly pay attention to the price,

and only then to the function that the equipment has:

« Cheap appliances are mainly mass market or goods that are very little known, such

as massmarket and
» Average cost equipment, it includes Kitfort, Polaris, Philips, as well as Tefal
« Expensive equipment, it includes Bork, Samsung, as well as LG

The main market share falls on companies that have already gained a reputation in other
countries, as well as brands that are on everyone's lips, such companies include LG, Samsung, and

Philips, as they conquer markets with their scale and reputation®®.

Basically, people buy goods from the segment of medium quality or expensive, because

brand awareness is important for buyers, because it is a guarantee of quality.

8 Kapasan. «0630p puinka 6vimosoti mexnuxuy. 10.08.2009. URL: https://www.caravan.kz/articles/obzor-rynka-

bytovojj-tekhniki-376045/ (0ama obpawenus.: 20.04.2023)

* Hawa 2azema. « Ton-3 xpumepuee ycnewnoti nokynku 6vimoeoii mexnuxuy. 10.02.2020. URL:

https://www.ng.kz/modules/news/article.php?numberid=0&storyid=37641 (dama obpawenus: 20.04.2023)

50 URL: https://www.statista.com/outlook/cmo/household-appliances/kazakhstan (dama obpawenus: 21.04.2023)
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If these indicators are not taken into account, then the consumer can easily switch to the
products of another company, since his awareness in this industry is usually high, and if necessary,
having found a price or quality advantage from a competitor company, the consumer will use his

products. And for each, increasing the number of consumers should be the main goal."
3. Threat of Substitutes:
The main substitute products are cleaning services, as well as food delivery.

The main essence of cleaning is that it is a professional cleaning of various premises,
furniture, vehicles using special knowledge and a guarantee of results, in fact, people can not buy
vacuum cleaners, window cleaners, etc., but simply order cleaning and then enjoy the result from

extended work.

Food delivery is also a substitute for household appliances, since people will not need to
buy various appliances, but will be content with food from restaurants and cafes without wasting

time on cooking.

All these services are quite in demand in Kazakhstan and everyone uses them. The food
delivery market is fast growing in Kazakhstan, in 2022 the food delivery market in the regions
grew 9 times®!, which shows the rapid development in the field of e-commerce. Cleaning
companies are becoming more and more in demand in Kazakhstan, which is why there are more
and more of them. In fact, opening a cleaning company is not difficult, but it is important to know

what companies need to open, as well as take into account the demand in the regions®2.

Also, substitute products can be new innovative devices that combine several functions,
for example, a coffee maker combined with a coffee grinder, as well as a built-in cappuccinatore,
in fact, these are three devices in one, which means there in no need to buy three separate separate
products, because customers can buy one. Residents of Kazakhstan very often resort to what they
are looking for in this kind of technology for multifunctionality and simplicity, which means they

will give preference to multifunctional devices.
4. Competitive Rivalry:

The competition in the Kazakhstan market is very high, it is represented by many factors,

which is that companies face competition from local players such as Arman, Daewoo Electronics

51 Inbusiness.kz. Mapus Tanywixo. «Jocmaeka eovl — camviii GbICMPOPACHIYULE PHIHOK SJCKIMPOHHOL KOMMEPYUILY.,
11.11.21. URL: https://inbusiness.kz/ru/news/dostavka-edy-samyj-bystrorastushij-rynok-elektronnoj-kommercii
(0ama oopawenus: 17.05.2023)

%2 Busnec Hoeu. Booosamos. «Busnec nnan kiunun2o60ii komnanuu kasaxcmauay. URL:
https://oroalbero.ru/biznes-plan-kliningovoj-kompanii-kazahstana/ (dama obpawenus: 17.05.2023)
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and Beko, who have a better understanding of the local market and can quickly respond to changes
in consumer demand. In addition, they can build relationships with local suppliers, which gives
them a cost advantage. Companies can also face competition from international players such as
Samsung, LG and Bosch, they have a global presence and often have significant resources to invest
in research and development. They may also have established relationships with suppliers, which

gives them a cost advantage.

Basically, companies with global publicity have a larger market share than others, which
means | have a significant advantage over other competitors. Market shares are divided in such a

way that most of the market is covered by them, having more than 50% of the current market.

REVENUE REVENUE CHANGE

~
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@ Major Appliances @ Other Household Appliances Small Appliances

Pic. 12. The growth of the home appliance market®3
The market is growing there and the evenue in the Household Appliances market is
projected to reach US$316.20m in 2023, which means that everyone's sales volumes are growing

and will continue to grow®,

It is also worth noting that price competition in the market for small and medium household
appliances in Kazakhstan is intense. Consumers are highly price sensitive and competitors often

engage in price wars to gain market share.

For companies like Kitfort, this market creates a very competitive struggle for customers,
where companies need to manage resources wisely, as well as build a competent strategy in order

to stay in the game with all the changes in the field of household appliances.

3 URL: https://www.statista.com/outlook/cmo/household-appliances/kazakhstan (dama obpawenus: 21.04.2023)
> URL: https://www.statista.com/outlook/cmo/household-appliances/kazakhstan (dama obpawenus: 21.04.2023)
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Fig. 2. Porter’s 5 forces analysis

After conducting Porter's Five Forces Analysis for the Kazakhstan Small and Medium
Appliance market, it was clear that Kitfort was facing a number of challenges in this competitive

industry.

First of all, it is too competitive in the market, which is caused by a large number of players,
as well as big players such as Samsung, LG and Bosch, who are known for their success in the

international arena.

Also, the power of buyers in this area is very strong, because due to the large diversity of
companies, as well as opportunities, there is a high need for the purchase of household appliances,
as well as choice, it is not for nothing that they say that demand creates supply, which means that

with an increase in demand, the number of companies will increase.

With regards to suppliers, there is no serious need for close attention to this aspect, but it
is worth noting that recently parallel imports from Russia to Kazakhstan have been reduced®,
which means that logistical problems with the delivery of goods to the territory of this country will

be observed very soon, which means that companies from Russia have to be extremely careful.

% Mocxkosckuii Komcomoney. «Kazaxcman npexpawjaem napannenvuuiii umnopm é Poccuro, npoznyeuiucs nepeo
CILA». 24.03.2023. URL: https://www.mk.ru/economics/2023/03/24/kazakhstan-prekrashhaet-parallelnyy-import-
v-rossiyu-prognuvshis-pered-ssha.html (@ama obpawenus: 17.04.2023)
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With regard to the emergence of new competitors, there are certain barriers in the market
in Kazakhstan, which lie in the fact that the market is quite large, which means that it will be very
difficult to compete at first, but with a well-coordinated strategy, everything can be done. The low

valuation is due to conditions that some smaller companies cannot afford.

There are substitute goods or services, but so far their volumes, as well as their capabilities,
cannot compete with technology, but still, innovative products create a special environment for

replacing existing models of technology.

In conclusion, while Kitfort is facing challenges in the Kazakhstan SME market, it can use
its strengths and capabilities to maintain a strong market position. By constantly improving product
quality and innovating, building strategic relationships with suppliers and differentiating ourselves

from the competition, Kitfort can remain successful in this competitive industry.

2.4 Competitors analysis

Analysis of Kitfort's competitors in the Kazakhstan market allows to assess their strengths

and weaknesses, as well as identify potential opportunities and threats.

The analysis of Kitfort's competitors will be conducted on the basis of Key Success Factors,
companies from the same price segment, as well as market leaders will participate in the

comparison.

Polaris is one of Kitfort's main competitors not only in Russia, but also in Kazakhstan.
They offer a wide range of home appliances including kitchen appliances, electronics and home
appliances. Polaris is known for its quality and innovative solutions, which makes them attractive
to consumers. The pricing policy of the company is very similar to that of Kitfort, which makes it
a direct competitor, for example, the average price for an upright vacuum cleaner for both
companies is 80,000 tenge. Unfortunately, the breadth of the assortment presented by Polaris is
less than that of Kitfort and the market share of Kazakhstan Polaris is 0.4%°°. The company, like
Kitfort, works according to the B2B scheme, which means that it sells goods not directly, but

through various sites, such as satu.kz, the distribution network is much lower than that of Kitfort

Bosch is also a strong competitor to Kitfort in the home appliance market in Kazakhstan.
They offer a wide range of products including kitchen appliances, washing machines, dishwashers,
refrigerators and other home appliances. Bosch is known for its quality, reliability and innovative

capabilities. Bosch has a wide product diversification, making it the immediate market leader in

% URL: https://www.statista.com/outlook/cmo/household-appliances/kazakhstan (@ama o6pawenus: 15.05.2023)
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Kazakhstan. The market share covered by Bosch is 17%°’, which makes it the immediate leader
among brands. Kitfort sells only small and medium household appliances and does not sell large
ones, as Bosch does, but at the same time, due to the name and reputation, osh is one of the leaders
in the market. The company, unlike Kitfort, sells goods directly to customers under the B2C

scheme, and also has offline points so that people can safely look at the equipment.

LG is one of the leading home appliance manufacturers in the world and they are also
present in the Kazakhstan market. They offer a wide range of products including TVs,
refrigerators, washing machines, dishwashers, microwave ovens and other home appliances. LG
is known for its innovative technology and modern design. LG is also at the top of the sales
leaderboards with 15%°® of market turnover, making it the immediate leader among small and
medium household appliances. The company is quite well-known outside of Kazakhstan, due to
its fame, as well as the quality of its products, it was able to conquer the market. The company
sells on a B2B basis, and does not have points of sale, but it is worth noting that the company itself
sells not only small and medium-sized household appliances, but large ones, which is the

explanation for the larger market share.

Samsung is also a significant competitor of Kitfort in Kazakhstan. They offer a wide range
of home appliances including TVs, refrigerators, washing machines, dishwashers, vacuum
cleaners and other home appliances. Samsung is known for its quality, innovative features and
recognizable brand. Samsung is also one of the leaders in the field of household appliances, having
won 12%%° of the market due to quality, as well as brand name. The company, like other brands,
has a wide range of products and it is precisely due to this that it will prevail in the market. The
company works according to schemes such as B2B and B2C, successfully combining both

schemes.

Philips is also a significant player in the household appliances market in Kazakhstan. They
specialize in household products such as lighting, irons, vacuum cleaners and other appliances.
Philips as well as Polaris are direct competitors of Kitfort for the reason that they are in the same
price segment and are not luxury brands like Bork, but at the same time, Philips is in the lead with
8%5° of the market, which is a good indicator as for a brand that does not produce large household

appliances.

ST URL: https://www.statista.com/outlook/cmo/household-appliances/kazakhstan (@ama o6pawenus: 15.05.2023)

%8 URL: https://www.statista.com/outlook/cmo/household-appliances/kazakhstan (@ama o6pawenus: 15.05.2023)

% URL: https://www.statista.com/outlook/cmo/household-appliances/kazakhstan (@ama o6pawenus: 15.05.2023)

80 URL: https://www.statista.com/outlook/cmo/household-appliances/kazakhstan (@ama o6pawenus: 15.05.2023)
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Kitfort Polaris Bosch LG Samsung | Phillips
Price Medium | Medium | Medium High High Medium
Market share 0.7% 0.4% 17% 15% 12% 8%
Business model BBZZBC’ B2B B2C B2B B2B, B2C B2B
Product diversification Medium Low High High High Medium
Availability of offline stores No No Yes No Yes No
Table 2. Competitors analysis

Compared to competitors, the company's price range is almost the same as that of
competitors, with the exception of market leaders who inflate the price for the brand name.
Business models are mainly B2B, which makes them competitive, unlike those who trade
according to the B2 scheme. The diversification of products among companies is mainly high,
since it is extremely important to cover the market more and more with new and innovative
products. Not everyone has offline points of sale, but this does not prevent companies from
trading on the Internet, as there is an increase in online sales. Thus, the analysis of competitors
showed that Kitfort, based on its capabilities, as well as other aspects, makes it a very powerful

player in the market with its advantages.

Competitor analysis helps Kitfort better understand the market, identify its competitive
advantages, and develop strategies to attract and retain customers. It is important to constantly
monitor the actions of competitors, analyze their products, prices, marketing strategies and
reactions to changes in the market environment. This will help Kitfort develop effective

strategies for successful positioning in the Kazakhstan market.

2.5 SWOT-analysis

SWOT analysis is a strategic planning method for assessing internal and external factors
that affect the development of the company. SWOT analysis is needed to assess the strengths and
weaknesses of the company and determine the prospects for development and threats from the
outside. The SWOT analysis methodology allows to understand current situation and build a

business development strategy.
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e Strengths e Weaknesses

1. Strong reputation 1. Limited distribution network and

2. Product innovation development of online sales channels

3. Wide range of products 2. Limited marketing and advertising

e Opportunities e Threats

1. Growing Demand for Home 1. Increased competition from other
Appliances manufacturers

2. Development of online trading 2. Changes in legislation and regulation

3. Growth of advertising in Kazakhstan

Table 3. SWOT analysis

Strengths
e Strong reputation

Kitfort's strong market reputation in Kazakhstan is one of the key elements in Kitfort's
SWOT analysis. A company's reputation can have a significant impact on its success and

competitiveness.

Kitfort is known for its high quality products. The company strictly monitors the production
processes and controls every stage to ensure high quality standards. This allows the company to
create reliable and durable home appliances that fully meet the expectations of consumers. If
customers rely on reviews about the company in Kazakhstan, then customers are very pleased that

the Kitfort company pays attention to detail, thereby trying to please even the most spoiled client.
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Pic 12. Customer feedback

Kitfort attaches great importance to the quality of its customer service. The company is
committed to providing professional and friendly support to consumers by answering their
questions, solving problems and providing a positive interaction experience. This helps to
strengthen the relationship with customers and create a positive impression of the company. Kitfort
has its own mobile application, where customers can get help with product maintenance 24/7, as
well as find out what to do if the product is broken. If the goods break down, then the company
has certified "Service and Warranty" centers in many cities of Kazakhstan, such as Nur-Sultan,
Almaty, Pavlodar and so on, thereby taking care of customers, giving them the opportunity to

enjoy the equipment even after a breakdown and subsequent repair®?.

Kitfort's strong market reputation in Kazakhstan creates benefits for the company such as
increased consumer confidence, brand loyalty and competitive advantage. This allows the
company to retain and attract new customers, as well as successfully compete with other market

participants.
e Product innovation

Kitfort is constantly developing and introducing new products with innovative

functionality. The company researches the needs and requirements of the market and follows the

Sl Oguyuanvuwiii caiim Kitfort ¢ Kazaxcmane. « Cepeuc u apanmusi» URL: https://kitfort kz/about/quaranty/ (dama
oopawenus: 12.05.2023)
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latest technological trends in order to offer unique and advanced solutions. Kitfort considers it
important to develop more and more new products, thereby trying to surprise customers. For
example, the Kitfort company has begun introducing photoepilators for home use in Kazakhstan®?,
which can remove unwanted hair from the body. Kitfort photoepilators use Intense Pulsed Light
(IPL) technology, which can carry out cosmetic surgeries painlessly and without risks to the skin.
This allows the company to differentiate itself from competitors and attract the attention of

consumers who are looking for innovative and modern solutions in home appliances.

Kitfort is also constantly improving its existing products, introducing improvements and
new features. They are based on customer feedback, market research and forecasting future needs.
This helps Kitfort meet customer expectations and stay competitive. One of the examples are two
waffle irons KT-1693% and KT-1646%, the latter model is one of the most popular waffle irons,
which is loved by many for its simplicity and functionality. The company listened to claims that
the model's cord was too short and therefore released exactly the same model that everyone loved,
but with a cord longer than twice, thereby trying to improve the old product, based on the wishes

of customers.

Kitfort actively follows the development of technologies and implements them in its
products. The company uses advanced technologies in electronics, automation, energy
management and other fields to create innovative and smart solutions for home appliances. This
allows Kitfort to offer consumers products with high performance, energy efficiency and ease of
use. The company is trying to abandon harmful plastic in the blender bottle and is gradually starting

to use BPA-free plastic, which is absolutely safe for both humans and nature in general.

Kitfort's innovation is a key success factor as it enables the company to develop and offer
unique and innovative products, meet customer needs and differentiate itself from competitors.
This helps the company to strengthen its market position in Kazakhstan and attract a large audience

of consumers.
e Wide range of products

A wide range of products is one of Kitfort's strengths as Kitfort offers a wide range of home

appliances including kitchen appliances, home care devices, air conditioners, small appliances and

S20¢uyuanvuwii caiim Kitfort ¢ Kasaxcmane URL: https://kitfort.kz/catalog/fotoepilyatory/fotoepilyator-kitfort-kt-
3129/ (0oama obpawenus: 12.05.2023)
8B0¢guyuanvuwii catim Kitfort URL:  https://kitfort.ru/catalog/vafelnitsa/vafelnitsa-dlya-belgiyskikh-vafel-kitfort-kt-
1693/ (0oama obpawenus: 12.05.2023)
84 Oguyuanvuwii catim Kitfort URL:  https://kitfort.ru/catalog/vafelnitsa/vafelnitsa-dlya-belgiyskikh-vafel-kitfort-kt-
1646/ (0oama obpawenus: 12.05.2023)
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more. The company provides consumers with a variety of categories to choose from to suit
different needs and preferences. The company tries to display more and more products every

month, gradually covering more and more categories, as well as increasing its product matrix.

Each category of Kitfort products has a wide range of models and options. Customers can
choose among different sizes, designs, functionality and features depending on their individual
preferences and requirements. This allows the company to meet the diverse needs of the market,

as well as individual customers who value multifunctionality, but at the same time simplicity.

Kitfort constantly offers new models and innovative solutions in its product range. The
company follows the latest technological trends and incorporates them into its products in order to
offer customers cutting-edge solutions. Thanks to this, Kitfort remains relevant and attractive to

consumers.

Kitfort also offers products in various price ranges, ranging from affordable models to more
premium options. This allows the company to appeal to a wide range of consumers, given their

budget constraints and preferences.

A wide range of Kitfort products allows the company to meet various customer needs,
attract a large audience and remain competitive in the market in Kazakhstan. This creates an
advantage for the company in attracting and retaining customers, as well as increasing sales and

expanding market share.
Weaknesses
e Limited distribution network and development of online sales channels

The lack of a wide distribution network, as well as the lack of retail outlets, is one of the

weaknesses of Kitfort in Kazakhstan.

Kitfort cooperates with some retailers in Kazakhstan, there are only 6 of them®®, while in
Russia there are 40 such distributors®®, especially since the company cooperates with large stores,
but does not focus on regions where there is demand, but there is no sufficient supply , as a result,
in regions such as the south, center and east of Kazakhstan, there is a hegemony of some brands

of household appliances, and, as such, there is no competition there.

The limited development of online sales channels at Kitfort in Kazakhstan is one of the

weaknesses that requires attention and improvements. In the modern business world, e-commerce

SOguyuanvuwi catim Kitfort ¢ Kasaxcmane. «I'0e kynumw?» URL: https:/Kitfort kz/stores/ (dama obpawenus:
14.05.2023)
S0puyuansuwui caiim Kitfort. «I'oe kynums?» URL: https://kitfort.ru/stores/ (dama ob6pawenus: 14.05.2023)
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IS becoming increasingly important and provides companies with great opportunities to expand

their customer base and increase sales.

Kitfort in Kazakhstan does not have its own functional online store where potential
customers could easily and conveniently purchase the company's products. The main sales of
Kitfort are carried out through partners, in particular the company AcCent Macrosystems, which
operates on behalf of Kitfort and also sells products under the Kitfort brand. Thus, most of the
activities are carried out by extended management, which means there are problems in the creation
and promotion of goods via the Internet. The online sales model is also different, Kitfort is used
to working according to the B2B scheme, delivering goods to the partners' warehouse and selling
goods through marketplaces, and in Kazakhstan the company combines B2B and B2C, thereby
trying to work in both schemes, having no experience with B2C, resulting in various difficulties

with the sale of goods, since Kitfort does not have its own warehouse in Kazakhstan.

Kitfort also lacks the development and implementation of an effective online marketing
strategy. At the moment, Kitfort supplies a large number of goods to Kazakhstan, but,
unfortunately, due to low awareness of new products, as well as low brand awareness, everything
comes to naught, and therefore the goods are stored in warehouses. This leads to limited brand
visibility in the online environment and insufficient attraction of potential customers, as a result of

which sales do not grow.

The limited development of online sales channels may also affect the ability to deliver
products to customers in different regions of Kazakhstan. The lack of well-organized logistics and
delivery can restrict customers' access to Kitfort products and create inconveniences when

shopping.
e Limited marketing and advertising

One of the weaknesses of Kitfort in Kazakhstan is its limited marketing and advertising
efforts. The company has not invested as much in marketing and promotional activities compared
to some of its competitors, which can result in lower brand awareness and limited reach to potential

customers.

Kitfort's limited marketing and advertising presence in Kazakhstan can be observed
through its relatively low visibility in various media channels, including television, print, and
digital advertising. The company may not have implemented extensive marketing campaigns or

promotional initiatives to create strong brand recognition and attract customers.
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One example of Kitfort's limited marketing and advertising activities is its relatively low
presence on social media platforms in Kazakhstan. The company has a Facebook page with only
about 1,500 followers, which is relatively low compared to its competitors. In contrast, some of
its competitors have a significantly higher following on social media platforms such as Instagram,

Facebook, and YouTube.

In contrast, some of Kitfort's competitors in the small and medium appliance market in
Kazakhstan have taken a more proactive approach to marketing and advertising. They have
implemented comprehensive advertising campaigns across multiple platforms, including
television commercials, online advertisements, and social media promotions. These efforts have

helped to increase their brand visibility and reach a wider audience.

To address this weakness, Kitfort can consider adopting more robust marketing and
advertising strategies. This can include targeted advertising campaigns through popular television
channels and online platforms, collaborating with influencers or celebrities to promote their
products, and utilizing social media platforms effectively to engage with customers and increase

brand awareness.

As a result, Kitfort may be missing out on potential customers who are more likely to be
reached through newer and more targeted advertising channels. By investing in digital marketing
and advertising, Kitfort can increase its brand awareness and reach a wider audience in
Kazakhstan. By investing in marketing and advertising initiatives, Kitfort can enhance its brand

visibility, attract new customers, and gain a competitive edge in the market.
Opportunities
e Growing Demand for Home Appliances

Market growth is one of the significant factors that indicates opportunities for development

and increase in demand for the company's products.

Kazakhstan is one of the largest economies in Central Asia. The growth of the country's
economy creates favorable conditions for the growth of the household appliances market.
Increasing household incomes and improving living standards are driving demand for quality and
innovative products such as those offered by Kitfort. In 2022, there is a good growth of the
economy of Kazakhstan, at the end of the year, GDP growth of 4% is expected, which is the largest

indicator not only among the CIS countries, but among the EU members. The IMF predicts GDP
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growth of 4.5% in 2023 and 2024°%. Also, according to the estimates of the IMF and other analysts,
this trend will continue in the future if there are structural changes in the industry in the country.

An export-oriented economic model guarantees a trade surplus®,

With the development of society and increasing awareness of home appliances, consumers
are becoming more and more interested in purchasing products that make their lives easier and
better®®. The growing demand for innovative and functional products provides an opportunity for

Kitfort to increase its market share.

It is also worth mentioning the growth of the market for small and medium household
appliances, according to Statista.com, revenue in the Household Appliances market amounts to
US$2.00bn in 20237°. The market is expected to grow annually by 5.48% (CAGR 2023-2028).

Market growth represents an opportunity for Kitfort to expand its market presence and
increase its market share. However, to successfully capitalize on this opportunity, a company must
remain innovative, pay attention to changes in consumer demand, and use its marketing and

distribution strategies effectively.
e Development of online trading

E-commerce is an efficient and fast growing distribution channel that can bring a number
of advantages and benefits to a company. Many people now order on the Internet what they need,

because they do not need to go to the store to view.

In 2022, online commerce in Kazakhstan continues to grow moderately. In the first half of
this year, Kazakhstanis made 19 million transactions, with 93% of purchases made via mobile
phones. It is believed that the active development of e-commerce is associated with an increase in
the number of logistics, marketing and service companies. Thanks to these companies, finding,
paying for and receiving goods purchased online has become not only easy, but also safe. The

online platform offers a convenient way to shop for home appliances, allowing customers to

57 International Monetary Fund. Real GDP Growth. URL:

https://www.imf.org/external/datamapper/NGDP_RPCH@WEO/MECA/KAZ/OEMDC (dama obpawenus:

14.05.2023)

88 Kanuman. Mepyepm Capcenoea. «Bcemupnwiii b6ank oscudaem pocm skonomuxu Kasaxcmana 0o 3,5% 6 2023

200y». 06.04.2023 URL: https://kapital kz/economic/114536/vsemirnyy-bank-ozhidayet-rost-ekonomiki-

kazakhstana-do-3-5-v-2023-godu.html (dama obpawenus: 14.05.2023)

8 Kanuman. Apcen Ackapos. «Xanc-Beprep Bunmepxoghg: Cnpoc na unnosayuu 6 Kazaxcmane ecmo, Ho e20

HydicHo nosviuamuy. 12.07.2019. URL:  https://kapital.kz/economic/79690/khans-verner-vinterkhoff-spros-na-

innovatsii-v-kazakhstane-yest-no-yego-nuzhno-povyshat.html (0ama obpawenus: 14.05.2023)

70 URL: https://www.statista.com/outlook/cmo/household-appliances/kazakhstan (dama obpawenus: 15.05.2023)
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browse the range, compare prices, read reviews and shop anytime, anywhere. This provides

customers with more flexibility and convenience when choosing and purchasing Kitfort products.

The Kazakhstani retail e-commerce market continued to grow in 2022, but the growth rate
is expected to be slower than in 2021. Total sales in 2022 exceeded 1.3 trillion tenge, up 30% year-

on-year, while the market almost doubled in 202172,
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Pic 13. Growth of the e-commerce market’

As in previous years, in 2022, marketplaces are the most popular among Kazakhstanis.

Most often, citizens buy tickets for online events (61.7%), electronic devices and gadgets (12.2%),

training courses (6.7%), medical and beauty products (5.1%) and broadcast subscriptions.
platforms (4.9%)73.

Order categories have slightly different percentages of order value:
e Electronics and home appliances - 47.9%;
e Goods from China - 43.9 percent;
e Online education - 3.4 percent.

The development of online trading represents a significant opportunity for Kitfort to

expand its market presence in Kazakhstan and increase its market share. A company can develop

"L URL: https://www.pwec.com/kz/en/publications/e-commerce/pdf/e-commerce-12M2022-rus-final.pdf (0ama
oopawenus: 15.05.2023)

72 URL.: https://www.pwc.com/kz/en/publications/e-commerce/pdf/e-commerce-12M2022-rus-final.pdf (0ama
oopawenus: 15.05.2023)

8 Vpanvckan Heoens. « Unmepnem-mopeosna 6 Kazaxcmane: pazeumue u mpendoiy. 20.12.2022. URL:
https://www.uralskweek.kz/2022/12/20/internet-torgovlya-v-kazaxstane-razvitie-i-trendy/ (dama obpawenus:
15.05.2023)
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a strategy that includes creating and optimizing an online platform, improving customer

interactions, and promoting its brand and products online.
e Growth of advertising in Kazakhstan

Advertising is of great importance for Kitfort in Kazakhstan because advertising allows to
attract the attention of potential customers and make the Kitfort brand more recognizable in the
home appliance market. Advertising messages and campaigns help create a recognizable image of
the company and establish its presence in the minds of consumers. Advertising also provides an

opportunity for Kitfort to present its unique advantages and characteristics of its products.

According to Forbes.kz, in the first quarter of 2023, the media market in Kazakhstan grew

by an impressive 26 percent, but compared to 2021, the growth rate is also about 27%.
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Pic 14. The growth of types of advertising in Kazakhstan’

In the first quarter of 2023, TV demand on an annualized basis remained at approximately

the same level.

The high growth dynamics in the online advertising sector, which reached 45% in the first
quarter of 2023, was due to the low base in the same period of 2022 in relation to external events

affecting the overall advertising market.

" Forbes. «O6vém poirka pexiamol 6 PK 6 I keapmane 2023 200a npesvicun 17,3 mapd menze» 23.05.2023.URL:
https://forbes.kz/economy/marketing/obyem reklamyi v rk za 1 kvartal 2023 goda prevyisil 173 mird tenge
(Oama oopawenus: 25.05.2023)

S URL:

https://forbes.kz/economy/marketing/obyem reklamyi v rk za 1 kvartal 2023 goda prevyisil 173 mird tenge
(Oama oopawenus: 25.05.2023)
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The first quarter of 2023 was a strong springboard for outdoor advertising in Kazakhstan
compared to the previous two years, showing a growth of 59% compared to the first quarter of
2022. Q1 2023 saw growth of 45% compared to Q1 2022.

The radio sector grew by 27% in Q1 2023 compared to the same period in 2022.

The media advertising market in Kazakhstan is therefore developing very strongly, which
means that it is important to capitalize on this growth. Advertising is an important tool for Kitfort
in Kazakhstan, helping to attract attention, promote its unique benefits, increase sales, maintain

customer loyalty and strengthen its market position given its low market coverage.
Threats
e Increased competition from other manufacturers

There is strong competition in the domestic appliance market in Kazakhstan from other
companies producing similar products. This could create problems for Kitfort in terms of attracting
and retaining customers, as well as lower prices and profit margins. Competition from other
manufacturers is a significant threat to Kitfort in the Kazakhstan market. The presence of strong
competitors can lead to a decrease in market share and loss of customers. Competitors offer

alternative products and services, capture consumer attention, and strive to dominate the market.

Kitfort has a fairly small market share of just 0.7%, which makes it not particularly

competitive compared to other home appliance manufacturers such as Bosch, Philips and Polaris.

Regarding the current situation on the market, it is noted that the emergence of new
competitors is not very low, but at the same time, at the moment, it does not pose any threats. It
all depends on the ability and desire of competing companies to develop, improve their products,

as well as the desire to cover more and more regions of Kazakhstan.

76 URL: https://www.statista.com/outlook/cmo/household-appliances/kazakhstan (@ama o6pawenus: 18.05.2023)
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Pic 15. The growth of the home appliance market’’
It should be noted that the market of Kazakhstan is growing rapidly, which will create
difficulties for further companies, as the turnover of competing companies, as well as market

leaders, will grow rapidly.

Kitfort needs to correctly analyze the current situation on the market and try to identify

vulnerabilities in order to maintain the ability to compete with market leaders in the future.
e Changes in legislation and regulation

Changes in laws and regulations may affect Kitfort's operations. New requirements for
quality, product safety, environmental standards and other regulations may require additional costs

and efforts on the part of the company to meet them.

One example of a new regulation is the ban on parallel imports to Russia, which will
obviously further worsen trade relations between Russia and Kazakhstan. According to the Bureau
of National Statistics of Kazakhstan’®, in 2022, exports to Russia increased by 25% (from $7.02
to $8.78 billion) compared to 2021. In particular, the number of washing machines imported from

the country to the Russian Federation has increased from almost zero to 100,000.

It is also worth noting the recent order dated May 27, 2022 “On some issues of regulating

the export of polyethylene terephthalate waste”’®, which is a small step towards resolving the

77URL: https://www.statista.com/outlook/cmo/household-appliances/kazakhstan (0ama o6pawenus: 18.05.2023)
78 URL: https://www.mk.ru/economics/2023/03/24/kazakhstan-prekrashhaet-parallelnyy-import-v-rossiyu-
prognuvshis-pered-ssha.html (0ama obpawenus: 18.05.2023)

9 Zakon.kz. «B Kasaxcmane 6600umcs sanpem na 61603 niacmukoeblx 6ymulioK u 0mxo006 u3 niaCmmaccoLy.
06.06.2022. URL: https://www.zakon.kz/6016345-v-kazakhstane-vvoditsia-zapret-na-vyvoz-plastikovykh-butylok-i-
otkhodov-iz-plastmassy.html (dama obpawenus: 18.05.2023)
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environmental situation in Kazakhstan. Most of Kitfort's equipment is made of plastic, which is
very hard to recycle and burn, polluting the atmosphere. The company is gradually switching to
BPA-free plastic, which is harmless to both humans and nature, thereby taking a step towards

social and environmental responsibility.

In order to effectively manage changes in legislation and regulation, Kitfort must carefully
monitor changes in legislation and follow updates from regulators.
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CHAPTER 3. Secondary SWOT analysis to identify strategies

Strengths
1. Strong reputation
2. Product innovation

3. Wide range of products

Weaknesses

1. Limited distribution network and
development of online sales channels

2. Limited marketing and advertising

Opportunities
1. Growing Demand for Home Appliances
2. Development of online trading
3. Growth of advertising in Kazakhstan

1. Expansion of the product range

and development of products for

regions (S2, S3 - 01)

1.

Intensify
advertising (W2 — O3)

marketing and

Threats
1. Increased competition from other
manufacturers

2. Changes in legislation and regulation

1. Strengthening
engagement (S1—T1)

customer

1. Distribution
development (W1, W2 — T1)

network

Table 4.

Secondary SWOT analysis
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3.1 Expansion strategies

e Expansion of the product range and development of products for regions (S2, S3 — O1)

Expanding the product range is an important strategy for expanding Kitfort's presence in
the Kazakhstan market. This strategy is aimed at meeting the diverse needs and preferences of

consumers, as well as creating a competitive advantage.

Kitfort should actively study the Kazakhstan market, analyze the needs and preferences of
consumers. This will identify niches in which there is potential for expanding the product range.
For example, a company may start producing and supplying air conditioners to Kazakhstan. The
demand for air conditioners in Kostanay is lower than in Aktau. This is easy to explain if to take
look at what summer is like in these regions. In Kostanay, the average temperature this month is
22°C. Residents of Mangystau should worry when the thermometer does not fall below 24°C, but
reaches 47°C at the maximum. This is the explanation why Mangystau ranks second in sales of air
conditioners in the Technodom network - 13.6% of all air conditioners sold in 20218°. On the
contrary, the situation is in the northern regions, where there is a need for heaters, as the
temperature in winter is in Nur-Sultan, where the temperature in winter drops below 20°C. The
company may also consider the option of promoting goods for motorists. The most motorized
region of the country is Almaty. There are 25 cars per 100 people here. The North Kazakhstan
region is in second place - 24 cars per 100 inhabitants, the Almaty region and Nur-Sultan are in
third place — there are 23.9 cars per 100 people here. In general, there are 20 passenger cars per

100 inhabitants of the country. Thus, on average, every fifth citizen of Kazakhstan has a car®’.
Kitfort can begin to focus on the needs of certain regions in a certain kind of goods:

e Inthe southern regions of Kazakhstan, the company can increase the supply and sale of its
air conditioners and fans, the demand for which is very high on various marketplaces, since

the summer is very hot there.

e In the northern regions of Kazakhstan, Kitfort can increase the supply and sale of its
heaters, because winters in the north of Kazakhstan are very cold, which means there is a

need for them.

80 URL: https://kz.kursiv.media/2022-09-01/kakuju-bytovuju-tehniku-chashhe-vsego-pokupajut-kazahstancy/ URL:
(0ama oopawenus: 18.05.2023)

81 Cemeri Cumu. «I'0e 6 Kazaxcmane 6onviue ceco mawun?». 08.10.2019 URL: https://semey.city/novosti-
kazakhstana/37358/ (0ama obpawenus: 18.05.2023)
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e Insuch regions as Almaty, Astana and the North Kazakhstan region, increase the volume

of supplies of goods for cars, such as car pumps and car dryers.

Based on this strategy, these tasks and goals will not increase logistics costs, as well as the
company's production costs, since Kitfort produces more than 3 million units of goods per month,

which means that the costs will be insignificant.

Kitfort must offer a wide range of products to meet the different needs of the customers.
For example, a company might expand its line of home appliances to include cookers, microwave
ovens, coffee makers, refrigerators, and so on. In addition, they may offer different models with
different features and specifications. For example, a company may start manufacturing and selling
large household appliances in Kazakhstan, which are made by Kitfort's competitors, such as Bosch,
Samsung or LG®. Due to the hegemony in the market of large household appliances, as well as

high recognition, they conquered the market of all appliances.

The expansion of the product range will allow Kitfort to attract more customers, meet the
diverse needs of the market and strengthen its competitive position in the Kazakhstan market. This
strategy will help the company expand its footprint and increase its market share in the rapidly

growing home appliance industry.
e Intensify marketing and advertising (W3 — O3)

Intensifying marketing and advertising is an important strategy for expanding Kitfort's
presence in the Kazakh market. This strategy aims to increase brand awareness, attract new

customers and strengthen relationships with existing customers.

Kitfort must develop a comprehensive marketing strategy that includes various tools and
channels. This may include television and radio advertising, online marketing, social media, print,
outdoor advertising and other communications media. As noted, now there is an increase in
advertising in Kazakhstan, which means there is a need for its use. Kitfort can use outdoor
advertising, which has seen a 56% increase as one of its advertising tools, to increase brand
awareness. The cost of placing outdoor advertising in Almaty is 250,000 tenge®, which is
compared to Russia, where the average price for placement in large cities is 100,000-150,000
rubles per month. Kitfort can use this tool, because the demand for outdoor advertising has always

been, is and will be.

82 URL: https://www.statista.com/outlook/cmo/household-appliances/kazakhstan (dama obpawenus: 18.05.2023)
8 HPP. «Cmoumocms pazmewenus 6anneposy URL: https://inrr.kz/upload/file/nrr_prays list_na 2023 almaty.pdf
(0ama oopawenus: 19.05.2023)
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The company must devote sufficient resources to marketing and advertising in order to
effectively market its products and brand. Now the Kitfort company spends 3% of the turnover in
Kazakhstan on marketing, which is quite small compared to Russia, where 20% of the turnover is
spent on marketing (inside information), but it should be borne in mind that Kitfort is more
successful and recognizable in Russia than in Kazakhstan, which means there is an illiterate
distribution of resources for marketing. This will allow the company to achieve maximum

audience coverage and strengthen its presence in the market.

Kitfort can use a targeted advertising strategy to accurately target his target audience.
Determining the demographic, psychographic, and behavioral characteristics of their target
audience will allow a company to create more relevant and engaging advertising messages. Kitfort
may start to focus on beauty and personal care products, as the percentage of women in Kazakhstan

exceeds the number of men®, which means that the main focus should be on women.

The company may consider the possibility of cooperation with famous personalities,
bloggers or influencers who have a wide audience in Kazakhstan®. Kitfort may consider
advertising from many bloggers that fit the company's product matrix, for example, he may
consider advertising from Aizhan Baizakova (@bayzakova), who is a popular blogger in
Kazakhstan. Her content is for moms since she is a mother herself, and she might start promoting
cleaning products or baby products. Having listened to her reviews, her audience will begin to pay
attention to Kitfort, and this will entail an increase in recognition. On average, the price of
advertising integration for a millionaire blogger costs from 300,000 to 500,000 tenge.
Collaboration with such individuals can help increase the brand's visibility and enhance its appeal

to consumers.

The company can actively participate in industry exhibitions, fairs and events related to
household appliances and more. For example, Kitfort might consider collaborating with the
Burabike Bike Ride®®, which takes place every August in Kazakhstan. The company can act as a
sponsor who will reward participants and winners. This will allow the company to present its
products to a wide audience, establish contacts with potential customers, and improve its
reputation and visibility in the market. Participation in such an event as a bike ride will form the

image of a healthy company that cares about the health of its customers.

8 URL: https://new.stat.gov.kz/ru/industries/social-statistics/demography/publications/6373/ (dama obpawenus:
19.05.2023)

8 Brozeepw Kasaxcmana. https://bloggers.kz/bloggers URL:  (0ama obpawenus: 19.05.2023)

8 Oguyuanvroii caiim «BuraBike» URL: https://burabike.kz/ (0ama obpawenusa: 19.05.2023)
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The implementation of these strategies will help Kitfort expand its presence in the Kazakhstan

market, attract more customers and strengthen its position in the home appliance industry.
e Online distribution network development (W1, W2 —T1)

The development of a distribution network is an important strategy for expanding Kitfort's
presence in the Kazakhstan market. Improving and expanding the distribution network will help
the company achieve a broad market coverage, improve the availability of its products and meet

the needs of consumers.

In addition to cooperation with large partners, such as Alser, Mechta and Sulpak, Kitfort
can start focusing on regional chains of stores, since the scale of volumes there is low, which
means there is an opportunity for development in them. Such a store is Evrika, whose chain stores
originate from Shymkent and are historically concentrated in the southern regions of the republic,
where the share of purchases on credit in individual cities and villages reaches 90% and where

there is a need for household appliances®’.
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Pic 16. The growth of the home appliance market®

Kitfort should also actively develop online sales, giving consumers the opportunity to buy
their products online. This may include developing own online store, partnering with popular
online platforms, or using e-commerce to sell and deliver goods. Now there is an active growth in
online sales, which means there is room for expansion through online stores and online sales

services.

Improving the logistics infrastructure is also one of the components in this strategy. The
company must pay attention to the development and improvement of the logistics infrastructure

for the efficient distribution and delivery of its products. Optimization of logistics processes,

87 URL: https://kz kursiv.media/2022-09-01/kakuju-bytovuju-tehniku-chashhe-vsego-pokupajut-kazahstancy/ (dama
oopawenus: 19.05.2023)
8 URL.: https://kz.kursiv.media/2022-09-01/kakuju-bytovuju-tehniku-chashhe-vsego-pokupajut-kazahstancy/ (0oama
oopawenus: 19.05.2023)
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warehouse operations and delivery will help reduce time costs and improve customer service by
quickly delivering materials or the goods themselves for sale. One of the options for this step will
be the delivery of goods from factories in China directly to Kazakhstan, this will reduce the cost

of delivery, as well as reduce the waiting time for goods in the warehouse.

The implementation of the distribution network development strategy will allow Kitfort to
increase its presence in the Kazakhstan market, improve the availability of products to customers

and strengthen its competitiveness.
e Strengthening customer engagement (S1 — T1)

Strengthening customer interaction is an important strategy for expanding Kitfort's
presence in the Kazakhstan market. This strategy is aimed at creating long-term and fruitful
relationships with customers, increasing their satisfaction and loyalty, as well as increasing the

volume of repeat purchases.

Kitfort should strive for a high level of customer service. This includes prompt responses
to requests and complaints, polite communication with customers, providing complete and
accurate information about products, as well as solving problems and complaints with minimal
delays. The company has a support service that works every day, answering customer questions
about equipment. Russian and Kazakh are two languages in Kazakhstan, and not all Kazakhs know
the Russian language quite well according to the Language Policy Committee®®. It will be an
important step for the company to hire hotline employees who will know the Kazakh language in

order to help with technical issues.

The company can create loyalty programs that motivate customers to make repeat
purchases. This can be a cumulative system of bonuses, discounts on the next purchase, inviting a
client to exclusive events or providing additional benefits for regular customers. Kitfort has a
mobile application®, where people can register goods and get KitCoins for it (the internal currency
of the Kitfort application for participation in contests), but at the same time the company can use
registered checks to form a loyalty program that will increase the discount on the next purchase,
thereby motivating to buy more and more goods. Given the fact that Kitfort operates in Kazakhstan
according to the B2C scheme, this mechanics successfully fits into the current work strategy, and

will also develop the internal network.

8 Kapaean. «92% xazaxcmanyes, no ouyuanvHblM OaHHbIM, 2060PAm RO-KA3AXCKI: YN0 He MAK ¢ MOl yugpoiiy.
16.03.2023. URL.: https://www.caravan.kz/news/92-kazakhstancev-po-oficialnym-dannym-govoryat-pokazakhski-
chto-ne-tak-s-ehtojj-cifrojj-920369/ (dama obpawenus: 19.05.2023)

0 Oduyuanouvii caiim Kitfort. «Mobunvroe npunoscenue». URL: https:/kitfort.ru/download-app/ (0ama
oopawenus: 20.05.2023)
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Kitfort should also actively collect feedback from customers and use it to improve products
and services. This may include collecting feedback and ratings, conducting questionnaires and

focus groups, as well as a systematic analysis of customer complaints and suggestions.

In general, strengthening customer interaction will allow Kitfort to create a solid base of
loyal customers who will recommend products and attract new customers. This helps to increase

sales, increase brand awareness and strengthen the company's position in the Kazakhstan market.
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Table 5. Financial plan for Kitfort

3.2. Financial plan

Service Monthly (Tenge) Year (Tenge) Monthly (Dollar) Year (Dollar)
Intensify marketing and advertising
Outdoor advertising 4 billboards 1 000 000,00 T 12 000 000,00 T $2242,50 $ 26 910,00
Advertising from a blogger 3 bloggers 1200 000,00 T 14 400 000,00 T $2691,00 $ 32 292,00
Collaborating with the Burabike Bike Ride 1 festival 750 000,00 T 750 000,00 T $ 1681,88 $ 1681,89
Total 2 950 000,00 T 27 150 000,00 T $6 615,31 $ 60 883,89
Distribution network development
Warehouse operations 1 warehouse 990 000,00 T 11 880 000,00 T $2221,00 $ 26 552,00
Logistics 1 truck(500 kg) 668 640,00 T 8023 680,00 T $ 1500,00 $ 18 000,00
Total 1 658 640,00 T 19 903 680,00 T $3721,00 $ 34 552,00
Strengthening customer engagement
Mobile application development Add'?gntghueangzakh 1 392 500,00 F 1 392 500,00 T $3123,93 $3123,93
Hiring an employee
. with knowledge of = =
Developmet of support service the Kazakh 180 000,00 T 2 160 000,00 T $ 403,81 $ 4848,00
language
Total 1572 500,00 7 3 552 500,00 T $ 3527,74 $7971,93
Overall 6 181 140,00 T 74 173 680,00 T $ 13 864,05 $ 103 407,82
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These expenses are formed from information from company websites, as well as direct

contact with bloggers, developers and organizers.

To implement the strategy of expanding its presence in the Kazakhstan market, it is
important to calculate how much this strategy will cost and whether it will be beneficial for the

company itself.

It is important to understand that the implementation period of this financial plan is from 1
to 5 years, since the business is quite large and the steps that are being taken to develop Kitfort in

Kazakhstan will cost him a lot.
e Intensify marketing and advertising

As already mentioned, outdoor advertising had the fastest growth in advertising in

Kazakhstan, so it is worth considering it as one of the advertising tools.

One billboard will be missing, so the company needs to develop the idea of using 4
billboards in Astana, firstly it is the capital, and secondly a lot of home appliance stores are located
there. The cost of 1 billboard is 250 thousand tenge®?, which means that the cost of 4 is 1 million
tenge. Outdoor advertising has shown its effectiveness in Kazakhstan, so why shouldn't the

company start using it.

Advertising from bloggers as an advertising tool is very good. A blogger can show kitfort's
equipment in his social networks, post a link and people inspired by advertising will go to buy
their own goods. The average cost of an advertising post on Instagram for a millionaire blogger is
400 thousand tenge, which means that to increase the scale, there is need to take three people from
different spheres in order to show the diversification of Kitfort products. (Direct information from

bloggers)

Burabike Bike Ride, which takes place every year in August, can act as one of the possible
collaborations with the event. Participation as a partner costs 750 thousand tenge, this price
includes placement on banners, booklets, highlighting in social networks, as well as prizes for the
winners. Such advertising will form a pleasant review of the company as one that cares about the

health of its customers. (Direct information from organizators)

e Online distribution network development

%1 URL: https://nrr.kz/upload/file/nrr_prays_list na 2023 almaty.pdf (0ama o6pawenua: 19.05.2023)
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Renting one warehouse in Kazakhstan costs 1 million tenge®, it is a small warehouse that
will fit the goods. Placing own warehouse on the territory of Kazakhstan will reduce the costs of
storing goods with partners, as well as speed up the delivery time to the partner store in case of an

order or the delivery time in general to the territory of Kazakhstan.

Logistics in the case of Kitfort will be very useful, since Kitfort will not spend a lot of
money on transporting goods first from China to St. Petersburg, then to Kazakhstan, and
immediately from the Factory in China to the warehouse in Kazakhstan, namely in Astana, where
the warehouse will be located. The cost of all costs, as well as the cost of transportation itself, is
668 thousand tenge per truck with a product weight of 500 kg®. Such mechanics will speed up the

delivery of goods to the warehouse, which means that it will appear faster in stock for the order.
e Strengthening customer engagement

The development of a mobile application, namely the addition of the Kazakh language for
the company that develops the Kitfort application on mobile devices is 1,392 million tenge.(Direct

information from developers)

Hiring an employee, namely a hotline employee with knowledge of the Kazakh language

is on average 180 thousand tenge®.
e Total:

For a month of using strategies to expand Kitfort's presence on the market in Kazakhstan,
the company can spend up to 6,181 million tenge on average. if take it for a year, it will be 74,173
million tenge. During the five years of implementation of the terms of implementation of the
strategies, the company will spend 371 million tenge. Such a massive company should be very
strong. and also to improve the presence of Kitfort company in Kazakhstan and after some time

all costs will pay off.

This table shows only expenses, since it is very difficult to estimate how much a company
will make profit using this strategy, because it depends on a number of factors that do not depend

on the company.

92 Krisha.kz. «Apenoa npomviunennoii nedsuscumocmu ¢ Kasaxcmane» URL:
https://krisha.kz/arenda/prombazy/kazakhstan/ (dama ob6pawenus: 28.05.2023)

% ChinaElectronics. «JOCTABKA I'PY34 U3 KUTAA B KASAXCTAH ABTOTPAHCIIOPTOM 34 15 — 18 IHEH
— IJEHA OT 1.2% 34 KI'» URL: https://1688-master.com/services/dostavka-gruza-iz-kitaya-v-kazahstan-
avtotransportom-za-15-18-dnej-tsena-ot-0-8-za-ka/ (dama ob6pawenus: 28.05.2023)

9% HH.KZ. «Paboma onepamopom zopseii nunuu 6 Kazaxcmane» https://hh.kz/vacancies/operator_goryachey linii
(0ama oopawenus: 28.05.2023)
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Conclusion

In my final qualifying work, the topic of Expansion of Kitfort's Presence in the Market of
Kazakhstan was raised, the main task of which was to develop recommendations for companies to
expand their presence in the market of Kazakhstan. The management problem was that the
company did not have a well-developed strategy, as a result of which Kitfort's market share was

small.

To develop recommendations, an analysis of the external environment was carried out
using PESTEL analysis, which showed which factors from the external environment affect the

company, as well as an assessment of their impact.

To analyze the internal environment of household appliances, Porter's 5 forces analysis was
used, which showed that Kitfort is most influenced by the power of consumers, as well as
competitors, of which there are a lot in Kazakhstan, both local and international companies such
as Samsung, Bosch and LG. Also, to analyze the internal environment, a competitor analysis was
conducted, which considered the main competitors in the price range, as well as large brands,
because based on their experience, strategies for expanding their presence can be identified. Based
on the conducted analyses, key success factors for Kitfort were compiled, which showed what the

company should focus on when developing strategies.

Based on Pestel analysis, Porter's 5 forces analysis, competitor analysis, and CFU, a SWOT
analysis was conducted, the task of which was to identify the strengths and weaknesses of the

company, as well as opportunities and threats.

One of the strengths of Kitfort is its strong reputation in the Kazakhstan market. This gives
the company an advantage in attracting and retaining customers. The company is also innovative
in developing and offering new products, which contributes to its competitiveness. In addition,

Kitfort offers a wide range of products, which allows it to meet the diverse needs of customers.

However, the company also faces a number of weaknesses, such as limited market share,
limited development of online sales channels and limited marketing and advertising opportunities.

This creates challenges for expanding the company's presence in the market.

In the context of opportunities and threats, Kitfort can take advantage of the growing
demand for household appliances, the development of online commerce and the growth of
advertising in Kazakhstan. However, it also faces increased competition from other manufacturers
and changes in legislation and regulation.
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In order to expand its presence in the market of Kazakhstan, based on Kitfort's SWOT

analysis, the following strategies were identified:

1. Product range expansion: The company can add new products to its product range to
meet the needs of different market segments and attract new customers. Kitfort needs to determine

the importance of product categories, identify the necessary ones and continue to develop them.

2. Intensification of marketing and advertising: The company should actively promote its
products through various marketing and advertising channels. This may include strengthening the

presence in social networks, conducting advertising campaigns and cooperation with partners.

3. Distribution network development: The company should actively develop its online sales
on various marketplaces for the convenience of buying and delivering goods, and the company
should also expand its distribution network, partnership with additional retail outlets and
geographical expansion. The company does not need to change the form of presence, Kitfort can
also continue to exist by developing an online distribution network, but have a warehouse and
delivery directly from factories in China in order to speed up the receipt and availability of goods

in Kazakhstan.

4. Strengthening customer engagement: The company should actively interact with
customers, improve the quality of service, offer additional services and assist in solving customer

problems.

Otherwise, its important to know about risks. Risk assessment of Kitfort's expansion
strategy in the Kazakhstan market includes identification and analysis of potential threats and
possible negative consequences that may arise during the implementation of the strategy. The

Company should consider the following risks and find mitigation for them:
» Competition from other manufacturers.

Expanding its presence in the market may lead to increased competition from other
manufacturers of household appliances. As already mentioned, the market of Kazakhstan is
growing quite rapidly®®, which means in response to the increased presence of Kitfort in the market
of Kazakhstan. This can lead to lower prices, the need to step up marketing efforts and more
aggressive schemes to promote products from competitors. In the event of this threat, Kitfort will
need to draw up a detailed and more realistic action plan, identify new goals, and review key

success factors. This will help to control the expansion process and manage risks.

% URL: https://www.statista.com/outlook/cmo/household-appliances/kazakhstan (dama obpawenus: 28.05.2023)
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* Changes in legislation and regulations.

Political, legal and regulatory changes in Kazakhstan may affect the company's operations.
Now Kazakhstan has refused parallel imports to Russia, which may lead to a decrease in the level
of trade relations between Russia and Kazakhstan®. Then the supply of goods will definitely need
to be concentrated through direct delivery through China, this will reduce the risks of closing trade

and allow the company to always sell goods.
* Financial risks

Expanding your market presence may require additional financial resources. Lack of
financial resources or inefficient use of resources can lead to financial difficulties and deterioration
of the company's financial performance. In this case, Kitfort will need to revise the financial plan,
as well as develop a new one that will take into account all the financial problems of the company,
as one of the options is to cancel cooperation with a store that brings less profit than others and

redistribute resources to the remaining ones
» Unforeseen risks and variable factors.

With any strategy of expanding the presence, unforeseen risks may arise, such as economic
crises, natural disasters, political instability, etc. Such factors may have a negative impact on the
implementation of the strategy. In such cases, Kitfort will need to promptly develop a new

expansion plan that will take into account all the features that may arise.
» Management-related risks.

Expanding the presence requires good project management, communication and
coordination between departments. The lack of appropriate skills and resources to manage the
expansion can lead to delays in the implementation of the plan and undesirable results. In this case,
Kitfort should start investing in the training and development of its staff so that they are ready for
new challenges and requirements of an expanding market. This will help the company to increase

efficiency and provide a high level of customer service.

The implementation of these risk reduction strategies will help Kitfort successfully expand

its presence in the Kazakhstan market and achieve sustainable growth.

The implementation of these strategies will help Kitfort strengthen its presence in the

Kazakhstan market, attract new customers, improve the loyalty of existing customers and increase

9% URL: https://www.mk.ru/economics/2023/03/24/kazakhstan-prekrashhaet-parallelnyy-import-v-rossiyu-
prognuvshis-pered-ssha.html (0ama obpawenus: 28.05.2023)
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its competitiveness. It is extremely important for the company to continue to develop in
Kazakhstan, because this is a very promising market where companies can meet competition, as
well as study and improve its products in order to become one of the leaders in Kazakhstan in the

future, as the company did in Russia.

65



Bibliography List

l. Tonnoe onucanue uzoanus
KHura ogHOTO-1BYX-TpEX aBTOPOB:

Porter, M. E. The five competitive forces that shape strategy. Harvard Business Review/
Porter, M. E. /2008 - p. 78-93.

. OnucaHue 31eKmMpoOHHO20 Mamepuaia ¢ cauma:

Ubpaesa D.A., Jloy II. «Monenu mnoTpeOUTENHCKOTO TOBEACHUS B Ka3aXCTaHCKOM

obmectBe» / KubepJlenuka // Pexum moctyma: https://cyberleninka.ru/article/n/modeli-

potrebitelskogo-povedeniya-v-kazahstanskom-obschestve/viewer , CBOOOTHBIIH (mara
oOpatuenus: 29.03.2023)

Heiposa. H.H. «KauecTBO kuTaiickux ToBapoB: mpodiemsl u pemenus» / KudepJlenuka //

05.05.2007 // Pexxum mocrtyma: https://cyberleninka.ru/article/n/kachestvo-kitayskih-tovarov-

problemy-i-resheniya/viewer , ceo6oaubI# (qata oopamenus: 02.04.2023)

1. Oguyuanvrvie 0oKymeHmbl:

New York Merchant Bank Pleads Guilty to FCPA Violation; Bank Chairman Pleads Guilty
to Failing to Disclose Control of Foreign Bank Account / Department of Justice of the United
States of America // 06.08.2010 /// PEXXUM JOCTVYIIA: https://www.justice.gov/opa/pr/new-

york-merchant-bank-pleads-quilty-fcpa-violation-bank-chairman-pleads-quilty-failing , ,

cBOOOHBIN (maTa oOpamenus: 15.03.2023)

Horosop mexay Poccuiickoit @enepanueit u Pecriybnukoii Kazaxcran o nodpococenctse
u cowos3HuuectBe B XXI Beke or 11 wHos6ps 2013 // PEXUM JOCTVYIIA:
http://www.kremlin.ru/supplement/1560 , ceoGomubIl (nata obOpamienus: 15.03.2023)

NndopmanonHas OrojuleTeHb O COCTOSIHMM —OKpyXamomeil cpensl  PecrmyOnmku
Kazaxcrany / MunucrepctBo Jkonoruu pecnyonnku Kazaxcran // 2020 /// PEXKUM JIOCTVYIIA:
https://www.kazhydromet.kz/uploads/calendar/5/year_file/6055ce6014bbbbyulleten_2020-

god.pdf, ceoOoaHbI (1aTa oOpameHus: 05.04.2023)

66


https://cyberleninka.ru/article/n/modeli-potrebitelskogo-povedeniya-v-kazahstanskom-obschestve/viewer
https://cyberleninka.ru/article/n/modeli-potrebitelskogo-povedeniya-v-kazahstanskom-obschestve/viewer
https://cyberleninka.ru/article/n/kachestvo-kitayskih-tovarov-problemy-i-resheniya/viewer
https://cyberleninka.ru/article/n/kachestvo-kitayskih-tovarov-problemy-i-resheniya/viewer
https://www.justice.gov/opa/pr/new-york-merchant-bank-pleads-guilty-fcpa-violation-bank-chairman-pleads-guilty-failing
https://www.justice.gov/opa/pr/new-york-merchant-bank-pleads-guilty-fcpa-violation-bank-chairman-pleads-guilty-failing
http://www.kremlin.ru/supplement/1560
https://www.kazhydromet.kz/uploads/calendar/5/year_file/6055ce6014bbbbyulleten_2020-god.pdf
https://www.kazhydromet.kz/uploads/calendar/5/year_file/6055ce6014bbbbyulleten_2020-god.pdf

VYBeanueHue J0JI1 Hepepa60TK1/1 OTXO0O0B U MPOABUKCHUEC SKOJIOTUYCCKUX UHHUIIUATUB —
M. Mup3aranueB pacckaszai o npojenanHoi padote / OdurnuanbHbIi HTHPOPMAIMOHHBIA pecypc
[Ipembep-Munuctpa Pecnyonukun Kazaxcran // 10.06.2020 // PEXUM JOCTVYIIA:
https://primeminister.kz/ru/news/reviews/uvelichenie-doli-pererabotki-othodov-i-prodvizhenie-

ekologicheskih-iniciativ-m-mirzagaliev-rasskazal-o-prodelannoy-rabote-1053421 , cBoOoOHEBIH
(mata oopamenus: 05.04.2023)

O 3ammre mpaB mnotpeduteneii / 3akon PecnyOommku Kazaxcran // Pexum moctyna:
https://online.zakon.kz/Document/?doc_1d=30661723 , cB0oOOAHBII (mata oOpameHus:
09.04.2023)

Kazakcran PecnyOmmkacel bocekenecTikTi KOpFay »J>KOHE JaMbITy areHTTirl. /

Bacekenectikri KOpray /l PEXUM JOCTVIIA:
https://www.gov.kz/memleket/entities/zk/activities/4226 , cBoOGOmHBIH (maTa oOpareHHs:
09.04.2023)

V. Ananumuyeckoe onucanue 6a3 OAHHBIX:

Trading Economics / Crude Oil // PEXUM JIOCTVIIA:

https://tradingeconomics.com/commodity/crude-oil , cBo6oaubIi (maTa obpamenus: 16.03.2023)

Statista / Consumer Market Insights // Household Appliances — Kazakhstan /// PEXXIM

JTOCTVIIA: https://www.statista.com/outlook/cmo/household-appliances/kazakhstan , Toneko ¢

noanuckoi (mara oopamienus: 01.03.2023)

Trading Economics / Kazakhstan Corruption Index // PEXHWM JOCTVYIIA:
https://tradingeconomics.com/kazakhstan/corruption-index , cBoOGomHbIi  (7HaTa OOpaIICHUS:
15.03.2023)

Kazaxcranckas ¢ongoBas 6upxka / Hoctpannslie BamoThl. Tenre k nomapy / PEXXUM

JOCTYVIIA: https://kase.kz/ru/currency/ , ceobomubiii (nata oOpamnienus: 25.03.2023)

Bankiru /  Kypc  ka3axcranckoro  Ttenre /  PEXUWM  JIOCTVIIA:

https://www.banki.ru/products/currency/kzt/ , ceoboaubIii (mata oopamenus: 25.03.2023)

Kazdata / Crarucruka skcrmopra u ummnopra Kasaxcrana // PEXXUM JIOCTVIIA:
https://kazdata.kz/01/service-import-export.ntml , Tompko ¢ mommuckod  (mara oOparIeHUs:
27.03.2023)

67


https://primeminister.kz/ru/news/reviews/uvelichenie-doli-pererabotki-othodov-i-prodvizhenie-ekologicheskih-iniciativ-m-mirzagaliev-rasskazal-o-prodelannoy-rabote-1053421
https://primeminister.kz/ru/news/reviews/uvelichenie-doli-pererabotki-othodov-i-prodvizhenie-ekologicheskih-iniciativ-m-mirzagaliev-rasskazal-o-prodelannoy-rabote-1053421
https://online.zakon.kz/Document/?doc_id=30661723
https://www.gov.kz/memleket/entities/zk/activities/4226
https://tradingeconomics.com/commodity/crude-oil
https://www.statista.com/outlook/cmo/household-appliances/kazakhstan
https://tradingeconomics.com/kazakhstan/corruption-index
https://kase.kz/ru/currency/
https://www.banki.ru/products/currency/kzt/
https://kazdata.kz/01/service-import-export.html

bropo Hammonaneno#t Craructuku / YucneHHoCTh Hacenenus Pecriyonuku Kazaxcran (Ha

Hadano 2023r.) // PEXUM JOCTVYIIA: https://new.stat.gov.kz/ru/industries/social-

statistics/demography/publications/6373/ , ceoboaubIit  (maTa oOpamienus: 27.03.2023)

International Monetary Fund /  Real GDP Growth // PEXUM JOCTVIIA:
https://www.imf.org/external/datamapper/NGDP RPCH@WEO/MECA/KAZ/OEMDC , ,

cBoOOHBIN (mara oOpamenus: 14.05.2023)

V. AHnanumuueckoe onucanue OOKyMeHma.

AHanM3 pbIHKAa PO3HUYHOW 3JIEKTPOHHOU KoMMmepimu B Pecniyonuke Kazaxcran/ PWC //

15.03.2023 /Il PEXHUM  JIOCTVIIA: https://www.pwc.com/kz/en/publications/e-

commerce/pdf/e-commerce-12M2022-rus-final.pdf , ceo6oansiii (mata odparnenus: 30.03.2023)

Artificial Intelligence Market Analysis & Report Summary, Global Size / Markets And

Markets // PEXHWM  JIOCTVYIIA: https://www.marketsandmarkets.com/Market-
Reports/artificial-intelligence-market-74851580.html , cBoGOAHBIIH (mata oOpareHus:
05.04.2023)

busnec mran kauauAroBor KoMmanuu Kaszaxcrana / Bogosaros // PEXKUM JIOCTVIIA:
https://oroalbero.ru/biznes-plan-kliningovoj-kompanii-kazahstana/ , cBoGomHBIi (mata
obparmenus: 17.05.2023)

VI. AHnanumuueckoe onucauue 31eKmMpoOHHO20 pecypca.
Kanuran:
1. «l"onoBas nundsnus mo urtoram stHBaps cocrasmia 20,7%». 01.02.2023. PEXKMM

JNOCTVIIA: https://kapital.kz/economic/112633/godovaya-inflyatsiya-po-itogam-yanvarya-

sostavila-20-7.html , cBoGomubIi (aTa obOpamenus: 21.03.2023)

2. «Kak pa3BuBaroT >eKTpoHHYI0 Toproeito B Kasaxcrane» / EBrenus boratosa /

14.07.2021 // PEXHUM JOCTVIIA: https://kapital.kz/economic/96838/kak-razvivayut-

elektronnuyu-torgovlyu-v-kazakhstane.html , ceo6oanbrit  (mata oOpamienus: 30.03.2023)

3. «BcemupHbIil 6aHK oxkuaaeT poct 3koHoMuku Kazaxcrana 10 3,5% B 2023 roay»

/ Mepyept CapcenoBa // 06.04.2023 // PEXUM JOCTVIIA:

68


https://new.stat.gov.kz/ru/industries/social-statistics/demography/publications/6373/
https://new.stat.gov.kz/ru/industries/social-statistics/demography/publications/6373/
https://www.imf.org/external/datamapper/NGDP_RPCH@WEO/MECA/KAZ/OEMDC
https://www.pwc.com/kz/en/publications/e-commerce/pdf/e-commerce-12M2022-rus-final.pdf
https://www.pwc.com/kz/en/publications/e-commerce/pdf/e-commerce-12M2022-rus-final.pdf
https://www.marketsandmarkets.com/Market-Reports/artificial-intelligence-market-74851580.html
https://www.marketsandmarkets.com/Market-Reports/artificial-intelligence-market-74851580.html
https://oroalbero.ru/biznes-plan-kliningovoj-kompanii-kazahstana/
https://kapital.kz/economic/112633/godovaya-inflyatsiya-po-itogam-yanvarya-sostavila-20-7.html
https://kapital.kz/economic/112633/godovaya-inflyatsiya-po-itogam-yanvarya-sostavila-20-7.html
https://kapital.kz/economic/96838/kak-razvivayut-elektronnuyu-torgovlyu-v-kazakhstane.html
https://kapital.kz/economic/96838/kak-razvivayut-elektronnuyu-torgovlyu-v-kazakhstane.html

https://kapital.kz/economic/114536/vsemirnyy-bank-ozhidayet-rost-ekonomiki-kazakhstana-do-

3-5-v-2023-godu.html , cBoGoaHbI#t (1aTa oOparenus: 14.05.2023)

4. «Xanc-Bepuep Buntepxod¢: Cnpoc Ha nnHOBanmu B Kazaxcrane ectb, HO €ro
HYXHO moBbImate» / Apcen Ackapo // 12.07.2019 // PEXUM JHOCTVYIIA:

https://kapital.kz/economic/79690/khans-verner-vinterkhoff-spros-na-innovatsii-v-kazakhstane-

yest-no-yego-nuzhno-povyshat.html , ceoGomubIi (nata oOpamienus: 14.05.2023)
Kypcus:

Amnacracus MapkoBa. «Kakyro ObITOBYIO TEXHUKY Yallle BCETO MOKYMAIOT Ka3aXCTaHIIbI 7
01.09.2022. https://kz.kursiv.media/2022-09-01/kakuju-bytovuju-tehniku-chashhe-vsego-

pokupajut-kazahstancy/ , ceo6oanbiit (maTa ooparienus: 11.03.2023)

The New York Times:

«Ex-Kazakh Official Who Made a Threat Found Slain» / 14.10.2015 // PEXXUM
JOCTVIIA:  https://www.nytimes.com/2005/11/14/world/asia/exkazakh-official-who-made-a-

threat-found-slain.html , cBoGoanbIit (mara obpamienus: 15.03.2023)

Kapagsan:

1. O630p peiHKa ObiTOBOM TexHuku / 10.08.2009 // PEXUM JOCTVIIA:
https://www.caravan.kz/articles/obzor-rynka-bytovojj-tekhniki-376045/ , cBoGoamsii  (mara
obparmenus: 20.04.2023)

2. 92% Ka3axcrT aHIICB, II0 O(bl/II_II/IaJ'IBHI)IM JaHHBIM, TOBOPAT II0-Ka3aXCKU: 4YTO HE TaK
¢ oaroit mudppoirr / 16.03.2023 // PEXHUM JOCTVIIA: https://www.caravan.kz/news/92-
kazakhstancev-po-oficialnym-dannym-govoryat-pokazakhski-chto-ne-tak-s-ehtojj-cifrojj-
920369/ , cBoboHBIN (n1aTa oOparieHus: 19.05.2023)

Project Syndicate:

Russia's War and the Global Economy / Nourel Roubini // 25.02.2022 // PEXHUM

JTOCTVTIIA: https://www.project-syndicate.org/onpoint/russias-war-and-the-global-economy-by-

nouriel-roubini-2022-02 , ceo6oausiii (mgata obparnenus: 16.03.2023)

Kazinform:

BHemnss TOProBJIA Kazaxcrana: I/ICTOpI/I‘{eCKI/Iﬁ PCKOpPA U HOBBLIC BBI3OBBI / Pabura

Hypo6aii // 15.03.2023 // PEXXUM JOCTVYIIA: https://www.inform.kz/ru/vneshnyaya-torgovlya-

69


https://kapital.kz/economic/114536/vsemirnyy-bank-ozhidayet-rost-ekonomiki-kazakhstana-do-3-5-v-2023-godu.html
https://kapital.kz/economic/114536/vsemirnyy-bank-ozhidayet-rost-ekonomiki-kazakhstana-do-3-5-v-2023-godu.html
https://kapital.kz/economic/79690/khans-verner-vinterkhoff-spros-na-innovatsii-v-kazakhstane-yest-no-yego-nuzhno-povyshat.html
https://kapital.kz/economic/79690/khans-verner-vinterkhoff-spros-na-innovatsii-v-kazakhstane-yest-no-yego-nuzhno-povyshat.html
https://kz.kursiv.media/2022-09-01/kakuju-bytovuju-tehniku-chashhe-vsego-pokupajut-kazahstancy/
https://kz.kursiv.media/2022-09-01/kakuju-bytovuju-tehniku-chashhe-vsego-pokupajut-kazahstancy/
https://www.nytimes.com/2005/11/14/world/asia/exkazakh-official-who-made-a-threat-found-slain.html
https://www.nytimes.com/2005/11/14/world/asia/exkazakh-official-who-made-a-threat-found-slain.html
https://www.caravan.kz/articles/obzor-rynka-bytovojj-tekhniki-376045/
https://www.caravan.kz/news/92-kazakhstancev-po-oficialnym-dannym-govoryat-pokazakhski-chto-ne-tak-s-ehtojj-cifrojj-920369/
https://www.caravan.kz/news/92-kazakhstancev-po-oficialnym-dannym-govoryat-pokazakhski-chto-ne-tak-s-ehtojj-cifrojj-920369/
https://www.caravan.kz/news/92-kazakhstancev-po-oficialnym-dannym-govoryat-pokazakhski-chto-ne-tak-s-ehtojj-cifrojj-920369/
https://www.project-syndicate.org/onpoint/russias-war-and-the-global-economy-by-nouriel-roubini-2022-02
https://www.project-syndicate.org/onpoint/russias-war-and-the-global-economy-by-nouriel-roubini-2022-02
https://www.inform.kz/ru/vneshnyaya-torgovlya-kazahstana-istoricheskiy-rekord-i-novye-vyzovy_a4046134

kazahstana-istoricheskiy-rekord-i-novye-vyzovy a4046134 , cBoGoaHblii (1maTa oOpalleHHS:
26.03.2023)

POWDERKEG:

2019 Digital Marketing Survey Results / James // 27.03.2019 // PEXUM JOCTVYIIA:
https://www.powderkegwebdesign.com/2019-digital-marketing-survey-results/ , cBoGoaHbIH
(mata obpamenus: 27.03.2023)

The DSM Group:

Which Type of Advertising is Most Effective? / Bailey Canning // 29.10.2020 // PEXXUM
JIOCTVIIA: https://thedsmgroup.com/type-advertising-effective/ , ceoboHbI# (1aTa oOpaleHus:
27.03.2023)

Forbes:

1. Kax noToMku HOMai0B BEIOMpatoT coBpeMeHHyto TexHuky / 10.09.2014 // PEXXUM
JOCTVIIA:

https://forbes.kz/finances/markets/kak potomki nomadov vyibirayut sovremennuyu tehniku

cBoOoHBIN (maTta oOpamienus: 30.03.2023)

2. O06bEm priaka pekiambl B PK B | kBaprane 2023 roga npesbicuit 17,3 mup TeHTe
/ 23.05.2023 // PEXXUM JOCTVIIA:
https://forbes.kz/economy/marketing/obyem reklamyi v rk za 1 kvartal 2023 goda prevyisil

173 _mlrd_tenge , cBoboamusblii (maTa odpamenus: 25.05.2023)

AWS:

What is Mobile Application Development? // PEXUM  JJOCTVIIA.:.
https://aws.amazon.com/ru/mobile/mobile-application-development/ , cBoGoaHBIH (mara
obpamenus: 31.03.2023)

Jlurep:

Crano HU3BCCTHO, CKOJIBKO MOOUJIBHBIX Teﬂe(l)OHOB 3apCruCTpupoOBaHO B Kazaxcrane /

19.02.2020 // PEXXKUM JOCTVYIIA: https://liter.kz/stalo-izvestno-skolko-mobilnyh-telefonov-

zareqgistrirovano-v-kazahstane/ , ceo6oaubIi (m1ata oopamenus: 02.04.2023)

TechRecur:

70


https://www.inform.kz/ru/vneshnyaya-torgovlya-kazahstana-istoricheskiy-rekord-i-novye-vyzovy_a4046134
https://www.powderkegwebdesign.com/2019-digital-marketing-survey-results/
https://thedsmgroup.com/type-advertising-effective/
https://forbes.kz/finances/markets/kak_potomki_nomadov_vyibirayut_sovremennuyu_tehniku
https://forbes.kz/economy/marketing/obyem_reklamyi_v_rk_za_1_kvartal_2023_goda_prevyisil_173_mlrd_tenge
https://forbes.kz/economy/marketing/obyem_reklamyi_v_rk_za_1_kvartal_2023_goda_prevyisil_173_mlrd_tenge
https://aws.amazon.com/ru/mobile/mobile-application-development/
https://liter.kz/stalo-izvestno-skolko-mobilnyh-telefonov-zaregistrirovano-v-kazahstane/
https://liter.kz/stalo-izvestno-skolko-mobilnyh-telefonov-zaregistrirovano-v-kazahstane/

IoT App Development: IoT a Revolution for Retail Stores / 17.12.2020 // PEXXUM

JOCTVIIA: https://www.techrecur.com/iot-app-development-iot-a-revolution-for-retail-stores/ ,

cBoOOaHBIN (mata oOpamenus: 02.04.2023)
FDI China:

Made In China 2025: The Plan To Dominate Manufacturing And High-Tech Industries /
22.06.2022 // PEXXUM JIOCTVYIIA: https://www.fdichina.com/blog/made-in-china-2025-plan-

to-dominate-manufacturing/ , ceo6oanbIit (mata oopamierus: 05.04.2023)

InformBuro:

XKuzup ctonuuHoil cBanku. Kak BRIMISIIUT MycopornepepadoTKa U MOJMIOH JJIsl OTXOJI0B
Hyp-Cynrana / Canar Ypuanues, ['epapa Craspuanunu // 20.05.2022 // PEXXUM NJOCTVIIA:

https://informburo.kz/stati/zizn-stolicnoi-svalki-kak-vyglyadit-musoropererabotka-i-poligon-

dlya-otxodov-nur-sultana , ceoboausiii (gata obparenus: 05.04.2023)

Steppe:

PaboTaet mu coptupoBka mycopa B Kazaxcrane? / Dpuxa Hepunr // 09.09.2020 // PEXKMM

JOCTVIIA:  https://the-steppe.com/obshestvo/rabotaet-li-sortirovka-musora-v-kazahstane

cBoOOoHBIN (maTta oOpamieHus: 06.04.2023)
Kazaxcranckas npaBna:

Heuem nprmrats! B kakux ropogax Kazaxcrana camplii onacHblil Bo3ayx? / XKanat Tyknues

// 16.03.2018 // PEXXUM JOCTVIIA: https://kazpravda.kz/n/nechem-dyshat-v-kakih-gorodah-

kazahstana-samyy-opasnyy-vozduh/ , ceo6oansiii (marta oopamienus: 07.04.2023)

Pamoaiep:

Ha 4yto oOpamare BHUMaHuEe npu BbIOOpe ObITOBOM TexHHMKH / BedepHss Mockpa //

05.08.2018 // PEXXUM JIOCTVTIIA: https://news.rambler.ru/other/40031714-na-chto-obraschat-

vnimanie-pri-vybore-bytovoy-tehniki/ , ceo6oaubiii (maTa oopamenus: 21.05.2023)

Inbusiness.kz:

JlocTaBka el — caMblif OBICTPOPACTYIIMN PHIHOK 3JIEKTPOHHOM kommepiuu / Mapus

Tamymko // 11.11.21 // PEXXUM JJOCTVYIIA: https://inbusiness.kz/ru/news/dostavka-edy-samyj-

bystrorastushij-rynok-elektronnoj-kommercii , ceo6oanblit (nata oopamenus: 17.05.2023)

MockoBckuii Komcomoaenr:

71


https://www.techrecur.com/iot-app-development-iot-a-revolution-for-retail-stores/
https://www.fdichina.com/blog/made-in-china-2025-plan-to-dominate-manufacturing/
https://www.fdichina.com/blog/made-in-china-2025-plan-to-dominate-manufacturing/
https://informburo.kz/stati/zizn-stolicnoi-svalki-kak-vyglyadit-musoropererabotka-i-poligon-dlya-otxodov-nur-sultana
https://informburo.kz/stati/zizn-stolicnoi-svalki-kak-vyglyadit-musoropererabotka-i-poligon-dlya-otxodov-nur-sultana
https://the-steppe.com/obshestvo/rabotaet-li-sortirovka-musora-v-kazahstane
https://kazpravda.kz/n/nechem-dyshat-v-kakih-gorodah-kazahstana-samyy-opasnyy-vozduh/
https://kazpravda.kz/n/nechem-dyshat-v-kakih-gorodah-kazahstana-samyy-opasnyy-vozduh/
https://news.rambler.ru/other/40031714-na-chto-obraschat-vnimanie-pri-vybore-bytovoy-tehniki/
https://news.rambler.ru/other/40031714-na-chto-obraschat-vnimanie-pri-vybore-bytovoy-tehniki/
https://inbusiness.kz/ru/news/dostavka-edy-samyj-bystrorastushij-rynok-elektronnoj-kommercii
https://inbusiness.kz/ru/news/dostavka-edy-samyj-bystrorastushij-rynok-elektronnoj-kommercii

Kazaxcran npekpainaer mapamienbHbiii uMopt B Poccuto, nporaysmuce nepen CIIA /

24.03.2023 // PEXUM JOCTVIIA: https://www.mk.ru/economics/2023/03/24/kazakhstan-

prekrashhaet-parallelnyy-import-v-rossiyu-prognuvshis-pered-ssha.html , cBoOGoxusiii  (mara
oOpamenus: 17.04.2023)

Ypaabnckas Heneus:

Wutepuer-toprosns B Kazaxcrane: passutue u Tpenasl / 20.12.2022 // PEXUM
JOCTVIIA: https://www.uralskweek.kz/2022/12/20/internet-torgovlya-v-kazaxstane-razvitie-i-

trendy /, ceoboaHbIi (aTa oOpamieHus: 15.05.2023)
Hama I'azera:

Ton-3 kputepueB ycnemHod mnokynku ObiToBoil Texuuku / 10.02.2020 // PEXUM
JOCTVIIA: https://www.ng.kz/modules/news/article.php?numberid=0&storyid=37641 :

cBoOoHBIN (maTta obpamenus: 20.04.2023)
Zakon.kz:

B Kasaxcrane BBOIMTCS 3ampeT Ha BBIBO3 IUIACTUKOBBIX OYTBUIOK M OTXOIOB W3
mwiactmaceel / 06.06.2022 // PEXUM JIOCTVIIA:  https://www.zakon.kz/6016345-v-

kazakhstane-vvoditsia-zapret-na-vyvoz-plastikovykh-butylok-i-otkhodov-iz-plastmassy.html

cBOoOOHBIN (maTta oOpamieHus: 18.05.2023)

Cemeii Curu:

I'me B Kaszaxcrane Oosbme Bcero mamuu? / 08.10.2019 // PEXHUM JOCTVIIA:
https://semey.city/novosti-kazakhstana/37358/ , cBo6oansIii (1aTa oopamenus: 18.05.2023)

72


https://www.mk.ru/economics/2023/03/24/kazakhstan-prekrashhaet-parallelnyy-import-v-rossiyu-prognuvshis-pered-ssha.html
https://www.mk.ru/economics/2023/03/24/kazakhstan-prekrashhaet-parallelnyy-import-v-rossiyu-prognuvshis-pered-ssha.html
https://www.uralskweek.kz/2022/12/20/internet-torgovlya-v-kazaxstane-razvitie-i-trendy
https://www.uralskweek.kz/2022/12/20/internet-torgovlya-v-kazaxstane-razvitie-i-trendy
https://www.ng.kz/modules/news/article.php?numberid=0&storyid=37641
https://www.zakon.kz/6016345-v-kazakhstane-vvoditsia-zapret-na-vyvoz-plastikovykh-butylok-i-otkhodov-iz-plastmassy.html
https://www.zakon.kz/6016345-v-kazakhstane-vvoditsia-zapret-na-vyvoz-plastikovykh-butylok-i-otkhodov-iz-plastmassy.html
https://semey.city/novosti-kazakhstana/37358/

Appendix

73



1 1 1 1 1
Department of Department of New Products
service and Finance and Research

oconomy Accounting Denartment

Department of
Marketing and
Adver

Procurement
Department

Department of
sales

Testing

IT department Department

New Products
Launch

Denartment

Reorder
Department

Merchandising
Department

Support
Department

Marketing
department

Logistics
Department

Service center

Documentation

Designers Department

Organizational structure of «Kitfort»



Appendix

Informal sales

2020 2021 2022 Overall
2821 23003 42754 38449

Quantity of delivered goods(in number of goods)

104206
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Appendix

Political factors

4.
5.

Corruption in Kazakhstan
Relations between Russia and
Kazakhstan

Military conflict in Ukraine

Economic factors
4. Inflation in Kazakhstan
5. Currency rates
6. Foreign trade

Social factors
4. Dissemination of information via the Internet
and social networks
5. Trends in purchasing power
6. Population size, gender and age groups of

Kazakhstan

Technological factors

4.
S.

Development of mobile apps
Improvement of production technology
and quality of products made in China
The development of Artificial

Intellegence

Ecological factors
3. Waste recycling in Kazakhstan
4. Air Pollution in Kazakhstan

Legal factors
3. Consumer protection laws

4. Antimonopoly law

PESTEL analysis
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Appendix
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Crude Oil WTI (USD/Bbl) 89.890 -1.050 (-1.16%)
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Appendix

2023 103.30 3.30 -16.70 %+
2022 120.40 20.40 +12.40 %+
2021 108.40 8.40

2020 107.50 7.50 +2.50 %+
2019 104.90 4.90

2018 105.43 5.43 -1.57 %+
2017 107.22 7.22 -0.78 %+
2016 108.29 8.29 -5.71 %+
2015 113.53

The level of inflation
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Nata Kypc UG PO
ceroaHs 18.0558
06.04 17.6898
05.04 17.6023
04.04 17.2569
01.04 17.2577
31.03 17.1918
30.03 16.9183
BbIGPaTL AaTy
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10M

Export and import statistics of Kazakhstan
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Pic 10. Growth of the e-commerce market
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BOSCH
E-Nr. TAT6104/02  FD9304

220-240V~ 50-60Hz 900w

. Made in P.R.C.
@ Type: CTAT11 CpnenaHo B Kutae

& CE

———

@ Robert Bosch
Hausgerate GmbH

Sticker on goods from China

86



Appendix

REVENUE
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The growth of the home appliance market
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Porter’s 5 forces analysis

Threat of New Market Entrants
5
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e BRSNS

Competitive Rivalry 15 Bargaining Power of Suppliers

0.5

Threat of Substitutes Bargaining Power of Buyers

Porter’s 5 forces analysis
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Kitfort Polaris Bosch LG Samsung Phillips
Price Medium Medium Medium High High Medium
Market share 0.7% 0.4% 17% 15% 12% 8%
Business model B2B, B2C B2B B2C B2B B2B, B2C B2B
Product diversification Medium Low High High High Medium
Availability of offline stores No No Yes No Yes No

Competitors analysis
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e Strengths e Weaknesses

4. Strong reputation 3. Limited distribution network and development of online sales
5. Product innovation channels

6. Wide range of products 4. Limited marketing and advertising

e Opportunities e Threats

4. Growing Demand for Home Appliances 3. Increased competition from other manufacturers

5. Development of online trading 4. Changes in legislation and regulation

6. Growth of advertising in Kazakhstan

SWOT analysis
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BaneHTWH i drdk

JlocTOMHCTBA: 9 pelETOoK, 9 NoAA0HOB ANA nacTenkl, 9
nnacTUKoebeld pewetok, 1000 gaTT.

KommenTapui: LLinkapHan cywwunka, paboTaeT THxo,
TemMnepaTypHeIA pexxum o1 30 go 70 rpagycoe, CyWuT
dpyKTbl M NacTeny Ha ypa!

Customer feedback
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The growth of types of advertising in Kazakhstan

Mpecca
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Strengths
4. Strong reputation
5. Product innovation
6. Wide range of products

Weaknesses
3. Limited distribution
development of online sales channels

network and

4. Limited marketing and advertising

Opportunities 2. Expansion of the product range 2. Intensify  marketing  and
4. Growing Demand for Home and development of products advertising (W2 — O3)
Appliances for regions (S2, S3 - 01)
5. Development of online trading
6. Growth of advertising in Kazakhstan
Threats 2. Strengthening customer 2. Distribution network

3. Increased competition from other
manufacturers

4. Changes in legislation and regulation

engagement (S1 —T1)

development (W1, W2 —T1)

Secondary SWOT analysis
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+27%

Anmarbl

WUctoynuk: GFK

+55%

l'lpOAa)KVI ObITOBON TEXHUKU U NEKTPOHUNKN
no pernoHam, mnpa reHre

2019 W 2020 W 2021

31%
124%

LleHTp/BocToK

The growth of the home appliance market

128%

KYPCUB
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Financial plan for Kitfort

Service Monthly (Tenge) Year (Tenge) Monthly (Dollar) Year (Dollar)
Intensify marketing and advertising
Outdoor advertising 4 billboards 1 000 000,00 T 12 000 000,00 T $2242,50 $ 26 910,00
Advertising from a blogger 3 bloggers 1200 000,00 T 14 400 000,00 T $2691,00 $ 32 292,00
Collaborating with the Burabike Bike Ride 1 festival 750 000,00 T 750 000,00 T $ 1681,88 $ 1681,89
Total 2 950 000,00 T 27 150 000,00 T $6 615,31 $ 60 883,89
Distribution network development
Warehouse operations 1 warehouse 990 000,00 T 11 880 000,00 T $2221,00 $ 26 552,00
Logistics 1 truck(500 kg) 668 640,00 T 8023 680,00 T $ 1500,00 $ 18 000,00
Total 1 658 640,00 T 19 903 680,00 T $3721,00 $ 34 552,00
Strengthening customer engagement
Mobile application development Add'?gntghueangzakh 1 392 500,00 F 1 392 500,00 T $3123,93 $3123,93
Hiring an employee
. with knowledge of = =
Developmet of support service the Kazakh 180 000,00 T 2 160 000,00 T $ 403,81 $ 4848,00
language
Total 1572 500,00 7 3 552 500,00 T $ 3527,74 $7971,93
Overall 6 181 140,00 T 74 173 680,00 T $ 13 864,05 $ 103 407,82
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