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Kak cpopmupoBsatb HR-cTpaTeruio

Kak oTpacnb u pasMmep
KomMmnaHuu enusaioT Ha HR
cTpaTeruvio



3SHAKOMCTBO

OnbIT paboTtbl B KayecTBe Head of HR / HRD
6onee 10 neT B OoTpacnax:

4 Retail
4+ HoReCa
4 Real estate consulting

[MpenopgasaTtenb nporpammbl MBA B City
Business School

HR KOHCYNbTaHT B npoekTe //experts

Jlo6mo HR 3a: InHaAMNYHOCTb U
pa3Hoobpasne 3aday 1 BbI3OBOB




e XaHTdnoy

Kak coopmuposatb HR-cTpaTeruio

Kak oTpacnb u pasmep
KomMmnaHuu enusaioT Ha HR
cTpaTeruvio
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Kak oTpacnb U pasmep KOMNaHum
BnusioT Ha HR cTpaTermio

1. YTO HY>XHO 3HaTb gna popmupoBaHna HR cTpaTernm
2. OTpacneBble TpeHAbl Kak gpaneepbl HR cTpaTerun

3. Ha 4yto BnmnaeT mMacwtab kKoMnaHuu



4YTO HY)XHO 3HaTb ANA
dopmupoeaHusa HR cTpaTtern?

4+ KOHTekKkcCT

4+ YTO BHYTpWU

g XaHTtdnoy



4YTO HY)XHO 3HaTb ANA
dopmupoeaHusa HR cTpaTtern?

4+ KOHTEeKCT:
4 [nobanbHble TpeHabl
4 OcCo0b6eHHOCTHU pPasBUTUA OTPaCN
4+ CocTosHMe pbIHKaA

4+ YTO BHYTpPWU:
4 Mwuccus
4 busHec cTpaTerus
4+ Pecypchbl



3ayeM Mbl 3TO aenaem?

+ PamMka gna gnanora c 6usHecom
+ OueHnTb NPUopPUTETLI (PUCKU N BO3MOXXHOCTN)
+ Co3paeM KpocCoHYyHKLIMOHaNbHbIe CBA3N

XaHTdnoy



[MoAroroBka =
80% pesynbTaTa

@ XaHTtdnoy



KoHTeKeT

4 [ nobanbHble TpeHAb
4+ CocTofaHME pPbIHKA
4 Ocob6eHHOCTHM pasBUTUSA OTpacnu

O yemM nogymaTb?
YTO NpegnpuHATL?



KoHTeKeT

4 [ nobanbHble TpeHAb

Al n TexHonorum

Jednunt nrogen n KOMNeTeHUnn
[MopugHble N rmbkne popmarthbl
OT BbanaHca K COOTBETCTBUIO

TpeBoXHOCTb. [loBepue. CMbICSbI.
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ESG u umpkynapHasa 9KOHOMUKaA
4+ CocTofaHMe pPbIHKaA
4 OCob6eHHOCTU pasBUTUA OTPaCn

XaHTdnoy



KoHTeKeT

4 [ nobanbHble TpeHAb
4+ CocTofaHME pPbIHKA
4 Kakas guHamMuKa y pbiHKa?
4  AQMUHUCTPATUBHblE/3aKOHOAaTeIbHble 0COBEHHOCTY
4 OXwupaHus nokynatenen?
4 YTo fenatoT KOHKYPEeHTbI?

4 Ocob6eHHOCTM Pas3BUTUA OTPaACU

XaHTdnoy



KoHTeKeT

4 [ nobanbHble TpeHAb
4+ CocTofaHME pPbIHKA
4 Ocob6eHHOCTM pPasBUTUA OTPaACU

4 Cama oTpachb — oHa Kakasa?

4 K10 «3aKoHopgaTenb Moa»? Kak MOXeM Mcnosib3oBaTtb?
YTO HY>XHO y4yeCcTb?
4 Kakve ecTb orpaHuyYeHmnst 1 puckin? Y KOO MOXeM MoyYUTbCH?

PperiMBOpPK cTpaTerum



YTO BHYTpPU OpraHusanum?

4 Mwuccusa n LeHHOCTU
4 busHec cTpaTterus
4+ Pecypchbl



HYTO BHYTPM

4 Mwuccusa n LeHHOCTU
4 Pagu yero?
4 Y10 018 Hac BaXKHO?
4 bwusHec cTpaTterus
4+ Pecypchbl

.C XaHTtdnoy



HYTO BHYTPM

4 Mwuccusa n LeHHOCTU

4 busHec cTpaTterus

PbIHKM Ha KOTOPbIX paboTaeM? byaeT nn akcnaHcua?
Hackonbko arpeccmBHa Halla cTpaTterma?

B yeM oCcHOBHOEe oTn4dmne oT KoHKypeHToB (Core Value
Prop)

CTpaTerus LeHoobpa3oBaHuUs/cerMeHT

CTpaTeI'VII/I B NpoAa>ax u MapKeTI/IHFe/KaHaJ'IbI

+ 4+ 44

LiInkn cTpaTernpoBaHns [ FOPU3OHT NSIaHNPOBaHUS

4+ Pecypcsl
XaHTtdnoy



HYTO BHYTPM

4 Mwuccusa n LeHHOCTU
4 busHec cTpaTterus
4+ Pecypchl
4  BrogxeTbl
4 KomaHga
4 OTHOLWEHUA CO CTENK-XOoNnaepamu

4 Kak ceiyac/4yto XoTuM?

XaHTdnoy



Kak aBToMaTU3MpoBaTb nNosiyyeHume
3afBOK Ha BaKaHCUM

TyT byOoeT TekcT

@ XaHTtdnoy

BUSINESS MODEL

y

Mission

©]

Markets

Marketing

.

Employees

TRUE NORTH

Vision Values

B @

TARGETS

Customers

Functions
N .
! Processes

g
>,
Infrastructure Partners

Mission

To seamlessly power the experience, insights and
value of information for our fitness brands, so
they can focus on their customers, not their
technology

Markets

« $4 B Gym Management Platform
= Highly fragmented with no clear leader
= A lot of migration to Saa$ platforms

Marketing

= Focus on rich ROI campaigns with tight client
focused value messaging

= A mix of SEO, content marketing, AdWords,
influencers, & conferences

Products

= Launching 5.0 with major upgrades to UX,
member & revenue mgmt.

= Roadmap focus on Al, integration, & reporting,
optimizing cloud infras.

Org Design

« Hiring CFO for S5 M capital raise
= Combining Ops & Service teams
= 20% hiring focus on dev & test

Vision

= Focus our energy on mid-to-large gyms
= Drive value for the gyms & members

» Expand the sales & marketing funnel

« Create atop team

Customers

= Our targetis mid-to-large gyms
= 25% of gyms and 70% sales

= Top needs — UX, member & rev mgmt.,
reporting, and integration

Sales

= Scaling sales team from 10 to 20

= Creating client-centric sales funnel

* Rolling out new sales content & demos
« 20XX targets— 100 new clients, $10 M

Services

« Reducing implementation from 3.5mos to 1
month

« Focused on lean and self-service

Employee Journey

« New onboarding training
* Rolling out performance mgmt.
» Expanding recruiting efforts

Values

= Own Your Path

« BeReal

= Think Big & Simple
= Know thy Customer

Geos

« Keep scaling in US
« Currently expanding in Europe

= Focus on top 10 largest gyms in Asia and Sou
America

Distribution

= Ramping up strategic partnerships with mid-
size outsourced ITorgs

= Targeting 20 new partnerships

= Rolling out new partner portal

Pricing

= Moving to 3-tier pricing by EOY
« Testing free trial
= Launched "save” pricing at 25% off

Culture

= Improved benefits & perks
« Embedding values into org
= Best Place to Work 5 years in a row




Ha yTo BiMseT MacLuTab KoMnaHuu

broa>XXeT 1 pecypchol

MOKOCTb MPOoL,eccoB N CKOPOCTb NU3MEHEHUN
NIybnHa aKCnepTuns

KOJINYECTBO KJ1aCTepoB
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Haem



TaTbsiHA
NMpeobpaXxeHcKan

4+ Tatiana.preo@mail.ru



Bonpochbl



4YTO HY)XHO 3HaTb ANA
dopmupoeaHusa HR cTpaTtern?

A BUSINESS MODEL

OTBeuaeT Ha BONpocC uenu
“Pagu yero”

3apaet uenu
“KTO & TAE”

Ycunusaer
Value Prop
”"KAKOW”

OcHoBa
”L'ITO”

ddPeKTUBHOCTD
McnonHeHue v BHegpeHue
IIKAKII

XaHTdnoy


https://www.stratechi.com/

