Alexei Sukhenko has worked in Russia and CIS in the fields of marketing, PR and advertising since 1990, that is several years before the period of market economy began in his country. Started in the field of promoting B2B consulting services, then an international business school programs, in he got both his marketing education and work practice in Russia, USA, and Great Britain. He worked for 2 years with Manpower International (a big US human resources company) as a marketing consultant and business trainer.  Since then he worked in strategic marketing and senior management positions with leading international and Russian advertising agencies including Grey Advertising Worldwide, DDB, and TBWA. Then he was a CEO in two Russian brand consulting agencies. During the past 8 years he was the author and co-author of marketing and integrated brand communication strategies for major international and local brands in Russia and Ukraine. He has developed positioning and concepts for new and existing brands including those in the FMCG, financial services, pharmaceutical and telecommunications fields (including B2B, B2C businesses). Writes articles, speaks on conferences, lectures in several Moscow Universities and business schools, and conducts seminars - on marketing and integrated brand communications strategies. 
In 2004, Alexei Sukhenko as a partner established Trout & Partners in Moscow, Russia to provide Russian and CIS companies with unique strategic marketing consulting focusing on positioning and building brands - with a support of a network of experienced and dedicated professionals. He can also advise companies that distribute Russian imported goods in their countries. 

mak.az: You developed your marketing skills in marketing agencies and schools (Рп Grey, Mars Advertising School). 
But Trout claims that in contemporary business world advertising is loosing its meaning. How this affects you? When did you start to use Trout ideas'?  

AS. I start answering from the end. I started using Jack’s ideas early before joining advertising agencies as I work in marketing as of 1988. I tried using them everywere I worked, it helped a lot. But I got really deep understanding of the positioning concept only after joining Trout&Partners in 2004 and doing several projects. Jack Trout claims advertising looses its meaning not because it is advertising, but because it does not employ positioning and differentiation in most cases. But you should use advertising to hammer the positioning in public’s mind.

mak.az: Branding, marketing communication and positioning – which is yours?  

AS. Positioning – key strategic point. Brand is a powerful tool to develop positioning for internal and external communications. Therefore all the three are "mine" (certainly, the agencies should implement marketing communications – we just set briefs and can control them.

mak.az: You are writing, providing seminars and trainings, delivering short lectures of marketing to people. What do you think is it enough to learn marketing with teachers and books?  

AS. Nothing is "enough". A combination of books, seminars and experience may work.
 
mak.az: What is difference between working for big companies like Grey, DDB, TBWA and working for your own company?

AS. Working with the agencies was a big experience. Now it helps working with them on a client’s side. The main difference is clear – a "format" and business of advertising agency does not provide an opportunity to really deep understanding of a particular strategy related to the client’s business. It is not bad at all. It is just different business – everyone does different job.

mak.az: As an owner of successful project, what is the personal rating of Mr.Sukhenko, could you rank the best 3 things you did and base them, please?  

AS. My personal rating was some “in top 3 of the most influential marketing experts in Russia" done by Romir recently. Personally I am not allowed to talk of all things I do because of confidential agreements with the clients. Of older things I like 1001Tour project best as we developed the “place where proposals of the best world tour operators are allocated altogether", and really “clever defense of your car" with Mega-F Company, and “specialist on time" for B2B high-tech company in Ukraine – Watson Telecom. All the companies grew fast outpacing their competition. And I believe in closest future we can tell more.
 
mak.az: This question requires honest answer :) Jack Trout is known for his radical thoughts and approaches in marketing, were there any moments that you don't keep this point of view? 

AS. I disagree and argue with Jack when he claims that “minds are limited". We all know it is unlimited as we use around 1% OF THE MIND’S CAPACITY. Other thing is – minds are overloaded and have no interest to dog into product’s benefits.
 
mak.az: Which positioning case is your favorite?  

AS. Jack Trout’s "Most American vodkas seem Russian. Stolychnaya is different: it is Russian."

mak.az  We will give you very contradictory question. What will Azeri marketers loose if they participate in your 2 days seminar?  

AS. Contradictory answer. They loose their love to extra-creativity and complexity. Powerful things are simple. And that is why it is so hard to understand them.
Good questions, thanks
Thank you a lot. 

