
VSP is 19 years old. 
September 19, 1996 is the day VSP was registered as a company. 

If we take 20 years as a milestone for moving into maturity, we may say - a little bit more to come and we 
are finally adults. 

It is true, we are looking into interesting future. But what did we manage to reach so far? 

We would have thought that our company's most distinctive characteristic is 
that VSP is being trusted.  

Obligations which the company takes on itself are always carried out. 
We are happy not only to work for the company where its member is limited just by two factors - parents 

who determine our capabilities, and quality of the work being done; to be part of the team striving for 
development and further achievements, providing for self-realization for everyone.

Туған күніңізбен!

Happy Birthday!

З днём нараджэння!

Alles Gute zum Geburtstag!
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VSP 19 ЛЕТ!С ДНЕМ 

РОЖДЕНИЯ!

Wszystkiego najlepszego!

Všetko najlepšie k narodeninám!

Joyeux anniversaire!

Sretan rođendan!

Su gimtadieniu!

Туған күніңізбен!

Happy Birthday!

З днём нараджэння!

Alles Gute zum Geburtstag!
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Wszystkiego najlepszego!

Všetko najlepšie k narodeninám!

Joyeux anniversaire!

Sretan rođendan!
Su gimtadieniu!
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"Photograph" of the Company. 
VSP Business cards. 

A photograph is a possibility to fix a moment, to which you can come back in many years, with a feel of a moment and its 
emotions. 
In a way, a business card is a photograph of a company reflecting though partially, its spirit, focus and even possibilities. 
W have made a coverage of some saved business cards of VSP starting as long ago as the last century!



News Line VSP

VSP Company. 
Summing up 1/2 2015. 
First week of July there was an annual meeting of VSP shareholders to sum up 2014, as well as to summarize results of the 
company operation for the first half year 2015 under a normal work routine. 

The shareholders evaluated positively the work of the team in 2014; adopted main guidelines to focus the company on while 
further generating plans. VSP shareholders confirmed authorities of the company General Director - Oxana Klochenko, having 
prolonged authorities of the executive body for the next period of time. 

At our general meeting in the Moscow office we discussed main tasks fulfilled in 1/2 2015, summarising results for half year; we 
considered a plan for the second half of the year, settled priorities and discussed new possibilities to base on.

1 Sergey Kosyk. VSP in Ukraine. 
In March operation of VSP in Ukraine in Kiev was launched.  

2
MIOGE-15. VSP + Parker. 
This year putting into life a special focus of our team on partnership with Parker Hannifin, we 
exhibited at MIOGE-15 exhibition at the joint stand with the partner-manufacturer.

3
Educational Programme. 
Educational programme touches upon all the lines of operation of the company - accounting, 
logistics, commerce, sales, specialists technical knowledge. 
Members of the company attend on a regular basis specialist seminars, as well as undergo 
longterm training at dedicated courses.

4

proActive  
Work with customers and partners. 
This year VSP team has significantly enhanced its activities with customers. KINEF; Rosneft 
companies; longterm partners, such as SPIK SZMA; engineering integrators - these represent 
customers with whom we had an opportunity to discuss both new technical solutions and 
prospects for relationship development. 
Management of Parker Hannifin, MTL Instruments, Eurotherm - meetings with partners-
manufacturers in Russia and Europe; various joint activities form the basis for further 
strengthening of business stand.

5

marketing tech 
Marketing line of activities. 
Updating company information base, including a new Parker overview brochure, information 
bulletins on various product lines and solutions. 
Advertising campaign in specialized magazines and at exhibition sites. 
Work to update information at company site; news blocks publication. 
Updating company corporate style. 
Specialised activities to market solutions by partners-manufacturers.

6
VSP Business-structure. 
Business reality of the day implies that one has to be ready for quick changes of market 
requirements. One of the basic tasks of shareholders and company management is to provide for 
business continuity under any conditions and challenges. The company is putting into life a plan 
aiming at further activity optimization and higher efficiency; and is making ready new 
opportunities for future prospective tasks.



VSP team. New members. 
We were never chasing quantitative indices. 

Striving to do a job at a new level, sometimes unachievable before - this is 
how the main principle of VSP operation could be described. 
Following development vector all the time is not a simple job, it’s not simple to move forward continuously. Sometimes the 
situation makes one stop, analyze what’s wrong, take tough decisions, gain strength and energy to carry out ones intentions, 
strategy - sometimes simply not to step back. 
Without doubt, as in any job, and particularly true of ours - VSP being a distributor company - the most important and our main 
asset is the team. The team united by common work ethics, willing and ready to evolve, which means to invest a little bit more of 
an effort than simply needed, plans start implementing and «the process gets going». 

The following reads at our site About the Company: 
«Making complex investments in VSP development, in professional advancement of its specialists, we aim at working at a new 
level along the main principles - competence, professionalism, quality and long-term strategy. 
Creating special environment for the team operation providing for potential realisation of its every member, we would like to 
provide for future confident stand in life of everyone working at VSP». 

VSP team is developing. 

In March 2015 the operation of VSP representative office was launched in Ukraine, Kiev. 
Sergey Kosyk, Regional manager of VSP is stationed in Kiev. 

In 2015 VSP opened two new vacancies for (1) a marketing specialist and (2) a sales engineer. 
A trial period for Mikhail Blokhin, sales engineer, expires in November. We would expect Mikhail to render comprehensive 
engineering support to company customers in future. 
A vacancy for marketing specialist is not yet filled. We are looking for a new employee meeting company requirements. 

The year is coming to its end. The company has formed a general Plan of Works for 2016 focusing in the first place on the 
strategy of operation. 
Next year we will be focusing on a market position of VSP, which basis was additionally secured in 2015. 
Plans are in abundance, so we need new additional resource and workforce. 
During 2016 we plan to open two more new vacancies. 

News Line VSP
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MIOGE-15. 
Joint participation by Parker and VSP. 

A major oil and gas exhibition in Russia - MIOGE-15 took place in Moscow on 23 -26 June. 
For many years VSP has been traditionally taking part in the exhibition. As well as last year, we exhibited at 
MIOGE jointly with the main VSP partner in Russia - Parker Hannifin. 

Announcing our plans to participate in MIOGE-15 and inviting to our stand, we pointed out: 
«Annual Oil & Gas exhibition in Moscow is not only an opportunity to present latest engineering solutions, 
the exhibition is a site for an open discussion of timely and prospective tasks and projects, new 
opportunities with partners». 

We tried to keep in line with such an approach: new customers - new prospects; company partners - an 
approved level of confidence serves as a foundation for new joint projects. 

MIOGE-15 is a concentration of industry capabilities; the exhibition, setting up new standards of operation. 

We would like to say thank you to the whole team of Moscow Parker Hannifin, to colleagues from Germany 
and Poland for the possibility of joint participation in the exhibition «Oil and Gas 2015». 

We are grateful to customers and partners for their attention and interest to solutions represented by VSP: 
instrumentation products; tubes and hoses; sealing solutions; ac and dc drives, and electric drives. 

There was new information literature which VSP presented at the exhibition, including a new brochure on 
engineering solutions and technologies developed by Parker Hannifin.
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VSP Marketing. 
Educational Programme. 

Marketing for our team is something more than just a study of demand and supply. The main task for a 
distributor, and this exactly constitutes a special capability of VSP, is comprehensive development of 
market position of partners-manufacturers with whom our company cooperate and represent in the market. 

Marketing for VSP is a complete working process. From А to Z. 

As an example, let us look at organization of VSP warehouse operation. A customer might vary in his 
experience of collecting goods from a supplier’s warehouse. We would like our approach at this stage as 
well to generate positive future potential for the company. 

A comprehensive approach implies solutions for a wide range of questions - starting with a basic set - site, 
information materials, exhibitions etc., including programmes for business position development in such a 
sector as for example, Power Generation. 

We set ourselves new ambitious tasks which call for a lot of effort and expertise, which sometimes we 
might not avail enough to work out the most efficient approach. 

The task of a new line of educational programme - VSP Marketing, recently 
launched under the frames of the Programme, is to help company 
specialists to chose the right focus and to generate an accurate set of 
instruments for implementing a concrete project or task. 

Analysing experience of different successful companies which are of interest to us, considering and 
studying various examples and practices, targeting the most impressive business-projects, we both clarify 
and formulate  our  ready-for-use marketing solutions set, which the team might adapt for solving new 
tasks. The first stage of the programme covers half a year, at the end of which we plan to sum up interim 
results, to evaluate efficiency and to plan further work.

News Line VSP
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proActive attitude. 
Geography of VSP activities. 

The home page of VSP web-site reads: 

«Specialization of VSP is marketing and distribution of industrial 
technologies for process automation. VSP represents interests of the 
following partners-manufacturers on the market - Parker Hannifin, MTL 
Instruments, Emerson Micro Motion, and Eurotherm». 

We believe that marketing is the key to success of every project, and the basis for development of 
company business on the whole. 

One of the elements of work is - proActive approach. 

On seeing potential in a simple enquiry for supply of a few sealing rings from an unknown customer, we 
make it high priority in our everyday operation. We approach the customer making an effort to provide 
comprehensive and competent answers to the questions not even asked yet. 

To be able to face a customer, to describe and present a solution personally is the approach we pursue in 
our day-to-day operation. Regular business trips of members of our team present a perfect opportunity to 
get acquainted with a customer, to adopt an experience of a partner’s business practice, and to see new 
places - and to enrich our life experience - all this strengthening our company standing. 

During the first part of the year VSP team efforts were concentrated on the considerable programme of 
meetings with Customers and Partners of the Company. A number of business trips were performed - 
Achinsk, Chelyabinsk, Ufa, Kirishi, St-Petersburg, Penza, England, China, Germany, Croatia, Serbia, … 

We face a long way of complex and fullscale changes before we reach the time we feel happy with the way 
we work, and when we may count that our customers will be ready to note positively results of VSP 
activities. 

News Line VSP
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Order execution statistics. 
Qualitative indices of company operation. 
One might think if there is a connection at all and how logistics correlates with customer satisfaction while cooperating with the 
company. 
We think there is such a correlation and it is a direct one: as much as precisely and to the requirement a delivery is carried out, 
in the end would define evaluation of the work of the whole company. 

Logistics  < = >  Customer satisfaction. 
Of course, a lot of other factors influence the company operation as well, but the above “equation” represents to a considerable 
degree a result on the whole. 

Taking this formula as the basis, we pay attention to optimisation of relevant processes in the company. The task is certainly a 
complex one. Not a manufacturer of represented solutions and technologies, VSP in the first place relies on efficiency and 
capabilities of partners which manufacturing sites are located all over the world - the UK, Germany, USA, France, India, the 
Netherlands, Poland, Czech Republic… 
And there is a room for improvement and higher efficiency here as well - we organise joint work on VSP orders in such a way, 
as to make customers note that they are a priority. 

From the point of view of delivery and customs clearance of consolidated shipments as such, practical experience of VSP 
accumulated over the years helps to minimise equipment delivery time. 
So, recently we managed to additionally cut down delivery time for MTL products most in demand - MTL4500 and MTL5500 
series, having optimised delivery of equipment to customers down to 6-7 weeks. 

General statistics of orders execution from June 2014 to July 2015. 
Figures in percent show a number of orders which delivery was delayed, starting with one day. 

The lower the index, the better. 

Analysis in-depth, by all means requires detailing - a period of delay, understanding of 
100% basis, … , not to mention that every concrete order is unique and often even one 
day delay may lead to undesirable changes introduced into realisation of the whole 
project. Besides, general trend and understanding of the job is important. 

As described above, optimising company operation is a complex task. 
Working with manufactures in Europe and any other part of the world, carrying out 
discussions and looking for solutions with partners in Russia, working with forwarders and 
brokers, looking for in-house possibilities to enhance the quality of operations, analysis 
and many other aspects are in the focus of VSP specialists to bring down delays to 0.

VSP Company 

18th floor 
1A, Semenovskaya square 
107023, Moscow, Russia  
+7 499 754 0053 

vsp@vsp-rus.ru 
www.vsp-rus.ru
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