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ccoumauus «Poccuincko-TypewLKuil Auanor» CTaBUT CBOEN LieNbI0 OTKPbITbIA U KOHCTPYKTUBHBII AUanor,
A NocBALEHHBIN Gu3Hec-B3aumopencteuto Poccun u Typuun. Meponpuatus, Kotopble NPOXOAAT NPU y4acTum
Accoumanmm, npu3BaHbl yA0BNETBOPATL NOTPEOHOCTY B 06LLEHNUN MEKAY NpeAnpUHUMaTENnAMM U3 06enx cTpan,
(noco6¢TBOBATb GoNee TeCHOMY COTPYAHNYECTBY NPABUTENBCTB PETMOHOB. ITOI 0CEHbIO COCTOANCA LieNblil PAJ AeN0BbIX
Bu3uTOB pernoHoB PO B Typewkyto Pecny6nuky; co cBoeit CTOpOHbI, TypeLKue npeANpUHUMATENH TaKKe Npuesxanu B
Poccuio. MHorme u3 aTux meponpuaTuit npownu npu noaaepxke Accoumnauun «Poccuincko-Typeukuii guanor».



y6epHamopa YnesHoeckol o6nacmu -
Pycckux u Ype3sewbiualiHozo u [1oTHOMOYHO20

ypeukoli Pecny6nuku e Poccutickoli Pedepayuu

Mexmema Camcapa

YJTbAHOBCKAA OBJTIACTb PAIBVIBAET
COTPYAHWNYECTBO C TYPELLKOW PECMYBJTIMKOW

PEFTMOH AKTUBHO HAJTIAXKUBAET KOHTAKTDbI C
TYPEUKUM BU3HECOM. B OKTSBPE 2022 TOZlA
NMPOLUJIA CEPUSI MEPOIMPUSATUN

3 oKTA6pA B MoCKBe cocTosnach BCTpeya
rybepHaTopa YnbAaHOBCKoOW obnactu Anekcen
Pycckunx n YpessbiuaiHoro v MosHOMOYHOro
Mocna Typeukoi Pecny6nuvku B Poccuinckon
Oepepayum rocnogrHa Mexmeta Camcapa.

CTopoHbI 06CyAMNN NepCneKTBbI COTPYA-
HMYeCTBa, BOMPOChI B3aUMOAENCTBUA B TOP-
rOBO-2KOHOMUYECKOW U KYSIbTYPHO-TYMaHU-
TapHoW chepax.

«YneaHosckasa obnacme u Typyua — 0as-
Hue napmHépol. Mbl 8UOUM NJIAHOMeEpPHbIU
pocm s8HewHemMop208020 06opoma mexoy
YneaHosckol o6nacmeto u Typeykol Pec-
ny6ukol, a makxe pazgumue cogmecm-
HbIX UHBecmnpoekmoa. [IpuopumemHsiMu
HanpasseHUAMU compyOHU4Yecmsaa ocmarom-
csA asmomobusiecmpoeHue, d Makxe Npou3s-
800cm8o KoMNoHeHMos8 0/11 Hezo. Ocoboe
8HUMAHUe yoesiseM pazsumutro maxénou u
J1é2Kol NPOMbIWIEHHOCMU, CeIbCKOMY XO-
3atcmasy. C4umato, Ymo y Hac ecme pe3epabl
0714 pazgumus compyoHuYecmad, Nno3momy
XK0ém kosnez u3 Typyuu ¢ busHec-muccueli 8
Hawem peauoHe», — oTMeTUn Anekcei Pycckmx.

«Mexdy YnesaHosckol obnacmeio u Typyueli
HanaxeHsl UHMEHCUBHbIE KylbmypHble U mop-
208ble KOHMakmel. Mbl cmpemumcs ykpenaname
u dusepcugpuyuposams 3mu ceasu. Hawu
Oesiosble Kpy2Uu 20mo8bl UHBECMUPOBAMb 8

RUSSIAN BUSINESS GUIDE {H0ABPb 2022}

pe2uoH. YgenuyeHue Kkosiudecmaa uHgecmu-
yud, komopewle Mo2ym 6bime 8b1200HbI 06eUM
cmopoHam, 6ydem cnocobcmeogame KAk
OMHoOWeHUAM Mex0y 08YMsA CMPAHAmu, mak
U ykpensieHuto cgsasel Mexo0y Hawumu Hapo-
damu», — ckaszan Mexmet Camcap.

Tak>ke B 3TOT A€Hb B MOCONbCTBE COCTO-
Anacb BCTpeya, opraHusoBaHHasa Accouu-
aumnen pocCMnCKNX U TypeLKux npeanpu-
HumaTenen (RTIB), Ha koTopoli TypeLKomy
613HeCy NpefCcTaBuIv TOProBO-3KOHOMMYeE-
CKUI N MHBECTULMOHHbIN NoTeHUunan Ynbsa-
HoBcKow obnactu. CoTpyaHuky Koprnopaumu
pa3BuUTMA YNbAHOBCKOWN 06nacTu nposenu
npe3eHTaLMio MHBECTULMOHHOMO NOTEHLMa-
na ans npeacTaBuTenen TypeLKkoro 6rnsHeca.
Bbiny npeacTaBneHbl pasnnyHble TUMbl UHBE-
CTMLMOHHBIX MIOLWAZ0K, Mepbl roCnoaaep-
KU, KOTOpble NpefoCTaBAATCA KOMMNaHUAM
Ha TeppuTOopun pernoHa. Hanomuumm, Kop-
nopauus pasBuTna obecrneurBaeT NOJIHYO
noaaepKKy B peanvsauunm npoeKkTa B Kpat-
yanme CPOKK, COMPOBOXKAAA MHBECTOPA Ha
BCeX dTanax peanu3aunmn NnpoeKTa u gaxe
nocrne ero 3aBeplueHusa. Ha meponpusatum
obcyanny B ToM Yncie 1 BOMPOChl MPOMbILL-
JIEHHOW Koonepauuu.

18 oKTAGPA NpefcTaBUTENM YIbAHOBCKOWN
061acTy NPVHAAY y4YacTne B OHNaH-KOH-

bepeHunn, NOCBALWEHHOIN COTPYAHNYECTBY
Poccnn n Typumn B 06nactvi meanumHbl 1 Gap-
MaLeBTMYeCKON NpombllunieHHocTU. Mepo-
npuATMe opraHnsoBaHo Accoumaymen «Poc-
cMnNCcKo-TypeLKuni Ananor» npu Nnogaeprkke
Russian Business Guide.

KoHcynbTaHT genapTameHTa npueneye-
HMA nHBecTUuM Kopnopaynn Kcenna Hu-
KWTUHa NpeAcTaBuia TypPeLKUM KOMNaHu-
AM 9KOHOMMNYECKNe BO3MOXKHOCTU PerroHa
ANnA peanusauumn npoektos. Ha TeppuTo-
pvn YnbssiHOBCKOW 0651acTy co3faHbl BCce
yCnoBuA ANA yCNewHon peannsaymm nH-
BECTMLUMOHHbIX MPOEKTOB, B YaCTHOCTU B
coepe meanumHbl n bapmaueBTuku. Cpean
npeumyLiecTB permoHa — yaobHas nornctu-
Ka 1 JOCTYMN K OCHOBHbIM pblHKaM c6bITa,
Hannume BCeX TUMOB MHBECTULMOHHbIX
nnowajok, agMMHUCTPATMBHAA U GUHAH-
coBas nojAeprkka, nepefoBoe NHBECTU-
LMOHHOE 3aKOHOAaTeIbCTBO U FrapaHTuA
3alWUTbl MIHBECTULMI, OAHA U3 CaMbIX OMbIT-
HbIX B CTPaHe KOMaHpA no npuBneyeHuto
N CONPOBOXKAEHNI0 MHBECTOpPOB. Bcé 310
NMO3BOMINMO NPUBJIEYb B PErvOoH AECATKU
KPYMHbIX MPOV3BOACTBEHHbIX KOMMaHWI,
6V3HECOM Ha TeppUTOPUMN YNbAHOBCKOM
obnacTu peannsoBaHo nopsaaka 160 nH-
BECTULMOHHbBIX MPOEKTOB.
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THE ULYANOVSKREGION IS DEVELOPING
COOPERATION WITH THE REPUBLIC OF TURKEY
THE REGION IS ACTIVELY ESTABLISHING CONTACTS

WITH TURKISH BUSINESS. IN OCTOBER 2022 A SERIES
OF EVENTS TOOK PLACE

On October 3 in Moscow there was
a meeting of the Governor of the Ulyanovsk
region — Alexey Russkih and Ambassador
Extraordinary and Plenipotentiary of the
Republic of Turkey in the Russian Federation —
Mr. Mehmet Samsar.

The parties discussed the prospects for
cooperation, issues of interaction in trade and
economic, cultural and humanitarian spheres.

“The Ulyanovsk region and Turkey are
old partners. We see a systematic growth of
foreign trade turnover between the Ulyanovsk
region and the Republic of Turkey, as well as
the development of joint investment projects.
Priority directions of cooperation remain the
automotive industry, as well as the production
of components for it. We pay special attention
to the development of heavy and light industry
and agriculture. I believe that we have reserves
for the development of cooperation, so we
are waiting for colleagues from Turkey with
a business mission in our region,” — said Alexey
Russkih.

“There are intensive cultural and trade
contacts between the Ulyanovsk region and
Turkey. We strive to strengthen and diversify
these relations. Our business communities are
ready to invest in the region. Increase in the
number of investments, which can be beneficial

for both sides, will promote both relations
between the two countries and strengthen ties
between our peoples”,— said Mehmet Samsar.

Also on this day at the Embassy the meeting
organized by the Association of Russian and
Turkish Businessmen (RTIB) was held where
the trade, economic and investment potential
of the Ulyanovsk region was presented to the
Turkish business. Employees of the Ulyanovsk
Region Development Corporation made
a presentation of investment potential for
representatives of Turkish business. Different
types of investment sites, measures of state
support provided to the companies in the
region were presented. As a reminder, the
Corporation of Development provides full
support of the project in the shortest possible
time, supporting the investor at all stages of
the project, as well as after its completion.
Issues of industrial cooperation were also
discussed at the event.

On October 18 representatives of the
Ulyanovsk region participated in an online
conference on cooperation between Russia
and Turkey in the medical and pharmaceutical
industry. The event was organized by the
Russian-Turkish Dialogue Association with
the support of Russian Business Guide.

Consultant of investment attraction
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department of the Corporation Kseniya
Nikitina presented to Turkish companies
economic opportunities of the region for
implementation of projects. The Ulyanovsk
region has all conditions for the successful
implementation of investment projects,
including in the field of medicine and
pharmaceutics. Among the advantages of the
region are convenient logistics and access to
the main markets, the availability of all types of
investment sites, administrative and financial
support, advanced investment legislation and
guarantees of investment protection, one of
the most experienced teams in the country in
attracting and supporting investors. All these
factors allowed the region to attract dozens of
large production companies, and about 160
investment projects have been implemented
on the territory of the Ulyanovsk region.
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HOBIOPO/
BCTPETINI
TYPELKIW
bN3HEC

0ProBO-NPOMbILLIEHHas Nanarta
HoBropoackoii 06nacTin COBMECTHO ¢

Accoumaunein «Poccuincko-Typewkuii gnanor»

NpY NoAAepXKKe NPaBUTENbCTBA PErMoHa
1 HoBropoAcKoro LieHTpa noAAe KN

KCMopTa NPoBeNa U3HEC-MIUCCUIO TyPeLKKX

npeanpuaTuin B Horopog. llporpamma

BK/louana B cebA BCTpeuy ¢ pykoBOACTBOM
TMN, npe3enTayuio 033 «Horopoackaay,
$OopyM C pyKoBOAUTENAMU NPOMBILLIEHHBIX
NpeANPUATIN PerioHa U NpaBuTeNbCTBOM

obnactu.

B ueHTpe «Moli 61u3Hec» KOMMaHNN-YNEHbI
Jenerauuun npoBeny NeperoBopbl C HOBro-
poACKUMY NpeanpuHuMaTensmm, obcyannm
BapUWaHTbl COTPYAHMNYECTBA.

B cocTtaBe TypeLKon 6r3Hec-generaymm
— ESTA Construction, Dalgakiran, komnaHus
Logitrans n gp.

Typeuknii 6M3HeC 3anHTEPECOBaH B CO-
TPYZAHUYECTBE, B TOM Y/CJIE C HOBFOPOACKMM
MPOV3BOAUTENAMY CTPOUTENbHBIX MaTepua-
JI0B, METaJNTOKOHCTPYKLNIA, CTEKOJ, BO3AY-
XOpa3aenuTeNibHbIX YCTaHOBOK M MOAYbHbIX
ABTOHOMHbIX KOHTEIHEPOB, CO CTPOUTESbHbI-

MW NOAPAZHBIMI OPraHN3aLUAMN, C UHXKUHN-
PUHIOBbIMM KOMMAHMAMU N HTErpaTopamm
B 06/1aCTN NPOMbILLIEHHbIX NPeAnPUATUIA.

B pamkax meponpuatua coctosncsa Gbopym,
MOCBALLEHHBIN dopMaTam 1 NTyULIUM NpaK-
TKam B2B-kommyHuKaunmn mexgy Poccnen
n Typumen.

«Typeukana Pecny6nunka — oguH 13 Bax-
HeNLWNX BHELUHEeIKOHOMMYECKNX MaPTHEPOB
pernoHa. 3a nocnegHne Tpy roaa CyMMapHbIn
06bEM 3KcnopTa HoBropoackon obnactu B
Typuwuto npesbicn 30 MaH gonn. Yl mbl Ha-
6n0faeM HTEPECHY0 TeHAeHUMIo. B nepeyHe

SKCMOPTHbIX TOBAPOB YA0OPEHVsA NoTeCHUa
NpoAyKuna HAPOAHOro NOTpebyeHs, B TOM
yrcne NPomyKTbl NMMTaHUA, NnepepaboTaHHoe
CeJIbCKOXO03ANCTBEHHOE CbiPbE, 3GMPHbIE Mac-
na. TakxKe TypeLKasa CTOPOHa aKT/BHO 3aKyra-
€T Halm n3genus aepeBoobpaboTku. lymato,
YTO NoCJie NeEPEroBOPOB C HOBFOPOACKUM
OGN3HECOM 1 MOCEeLLEeHMA NPEANPUATUN eLwé
6onblue xutenel TypeLkoli Pecny6nnku no-
3HAaKOMATCA C HOBFOPOACKOW NPOAyKLMen 1
Nnosito6aAT e€», — OTMETUST MUHUCTP UHBECTU-
LIMOHHOW NONINTUKK pernoHa [leHnc Hocaués.
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NOVGOROD WELCOMED TURKISH

BUSINESS

)
¥

he Chamber of Commerce and Industry of the Novgorod region in cooperation with the
Association “Russian-Turkish Dialogue” with the support of the regional government and
the Novgorod Export Support Center held a business mission of Turkish enterprises to Novgorod.
The program included a meeting with the leadership of the Chamber of Commerce and Industry,
presentation of SEZ “Novgorodskaya”, a forum with the heads of industrial enterprises of the region

and the regional government.

In the center “My Business” the members of the
delegation held negotiations with the Novgorod
businessmen and discussed options for cooperation.

The Turkish business delegation consists of ESTA
Construction, Dalgakiran, Logitrans company and
others.

Turkish business is interested in cooperation with
the Novgorod manufacturers of building materials,
metal structures, glass, air separation units and
modular autonomous containers, with the construction
contractors, with the engineering companies and
integrators in the field of industrial enterprises.

The event included a forum devoted to the formats
and best practices of B2B communication between
Russia and Turkey.

“The Republic of Turkey is one of the most important
foreign economic partners of the region. Over the
past three years the total volume of Novgorod region
exports to Turkey has exceeded $30 million. And we
observe an interesting tendency. In the list of export
goods, fertilizers were replaced by consumer products,
including foodstuffs, processed agricultural raw
materials, and essential oils. Also, the Turkish side is
actively buying our woodworking products. I think that
after negotiations with Novgorod business and visits to
the enterprises even more people from the Republic of
Turkey will become familiar with Novgorod products
and like them,” said Denis Nosachev, Minister of
Investment Policy of the region.
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ACCOUMALING «POCCNNCKO-TYPELLKMI ANANOM
BLICTYMWAA MAPTHEPOM ®OPYMA

DOING BUSINESS: TURKEY & RYAZAN

enerauma Pasanckoi 06nactu, Kotopyto Bo3rnasun Bue-rybepHatop Aptém bpaHoB, nobbiBana ¢ Ou3Hec-muccueit B
(rambyne. OgHUM U3 LieHTpanbHbIX MEPONPUATUIA BO BpeMs BuU3uTa Aenerauun ctan ¢opym Doing Business: Turkey & Ryazan.
lapTHEpCKoe copeiCTBINE B OPraHN3aLiAn 3TOr0 MeponpuATMA okasana Accounauma «Poccuiicko-Typewkuin guanor» (PT[).

B cocTaB feneraumm Takxke BOLLNM 3aMeCTu-
Tenb NpeAcefaTens NpaBUTENbCTBA PErMOHA
ApTém HUKNTKH, gupeKkTop AreHTCTBa pas-
BUTMA 6usHeca (AHO «APB») YcTnH boraues,
pykoBoauTenb PA3aHCKOro LeHTpa nogaep-
K akcnopta APB AHatonnin MapKunH, pyko-
BoauTenu 12 npeanpuAaTAn 1 opraHu3auni
PsasaHckoii obnactu. B pamkax 6usHec-muccun
6bls1a NpefyCcMOTPeHa HacblleHHas AefloBas
nporpamma: pabouvie Bctpeun, B2B-nepero-
BOPbI, KpyrJble CTONbI, y4acTme B popyme
Doing Business: Turkey & Ryazan.

«B Kaxgon bu3Hec-MnccmMm Mbl CTapaemcs
KaK MOXHO 6orblie ycrneTb: MPoBeCTY nepe-

RUSSIAN BUSINESS GUIDE {HOABPb 2022}

roBOPbI, BCTPEUU, MO3HAKOMUTLCA 1 3aBA3aTb
HOBbIE eNI0Bble KOHTAKTbI. /1 3TO oueHb npu-
ATHO, KOrAa NpUHMMaloLLaa CTOPOHa B paMKax
HalLero BM3MTa OpraHu3yeT B NoAAEPKKY 1
pacwmpeHvie NOBeCTKN AOMONIHUTENbHbIE
npodubHble COObITUA. B 3TOT pa3 310 6bin
¢dopym Doing Business: Turkey & Ryazan. Ero
MHULMATOP 1 opraHmnsaTtop — Accoumnauyma
«Poccnncko-Typeukun gnanor», — oTMeTu
ApTéM HKNTUH B CBOEM Tenerpam-KaHare.
Kak oTmeTuna Buue-npesngeHT Accouma-
umm Mapua CyBopoBcKas, OgHa 13 Kiioue-
BbIX 3aga4 Accoumnauum PT[] - BbicTparBaHue
nepcneKkTMBHOW AeN0BON KOMMYHMKaLnm

Mexay permoHamu Poccum n ocHOBHbIMU
oTpacnesBbiMK accouymnauymammu Typeukon
Pecny6nuku. MokasatenbHo, YTo NporpaMma
odurumanbHol generayuy pervoxa B Typuum
Hayanacb C Kpyrioro ctona no BoOnNpocam co-
TPYOHMYECTBA B chepe CTPOUTENbCTBA, KOTO-
pbivi NPOBOAMACA NPU aKTUBHOM COLENCTBIM
Accoumaumm «<Poccnincko-TypeLKuin guanor».
O6cyxaanvcb BONPOChl COTPYAHMYECTBa B
cdepe cTponTENbCTBA, BKNOYas yyacTre pa-
3aHCKMX SKCMOPTEPOB B KayeCTBe NocTaBLn-
KOB OTPacneBoi NPOAYKLMN B MAaCLLUTaBHbIX
NHOPACTPYKTYPHBIX MPOEKTaX, peanusyemMblx
B Typummw.




3amnpeq npaBuTenbCcTBa PasaHckom 06-
nacTu, NoABOAA NpefBapuTesibHble NTOMN
BM3MTa, MOJYEPKHYI, UTO Hanbonbluee Ko-
NINYECTBO NepPCrneKTUBHbBIX KOHTAaKTOB NOABU-
NOCb B CTPOUTENbHOM ceKkTope. «TypeLkKne
napTHEPbI NPOABAAIOT ABHbIN UHTEpeC K
CTponmaTtepranam, KoTopble NPon3BoAATCA
Ha TeppuUTOpPMK Halero pernoHa. Mbl go-
roBOPUSNCH, YTO NPeAoCTaBUM NapTHEPaM
BCIO SKCMOPTHYI0O HOMEHK/aTypy B YacTu
cTpouTenbcTBa. B 6nukanwme 10 net B Typ-
L11 3annaHMpoBaHo Bo3BeaeHNe 6onee 30
KPYMHBIX UHOPACTPYKTYPHbIX MPOEKTOB, U TYy-
peLKre noapAnUYNKY roTOBbl COTPYAHNYATb C
HaLIVMUN NPOV3BOACTBEHHbIMY OTPAC/IEBbIMM
KOMMaHVAMMN», — MPOKOMMEHTUPOBan ApTém
HukuTuH.

B pamkax genoBoro Bm3nTa npu cogemn-
ctBum Accoumaumm PT[] TakxKe npoLunuv nepe-
roBOpPbI MeXAY NPaBUTENbCTBOM PA3aHCKoM
obnactu 1 accouymaumamu IMDER (Accoum-
aumA AUCTprbLIOTOPOB 1 NPOoU3BOAUTENEN
cTpouTenbHoro obopygosaHus) un ISDER
(Accouraums oUcTprbbLIOTOPOB 1 MPOU3BO-
avTenen wWrabenépos).

Kpome Toro, Ha dopyme Doing Business:
Turkey & Ryazan npowwnuv n gpyrve cekumu,
rae 6bi LWMPOKO Npe3eHTOBaH SKCMOPTHbIN
1 MHBECTULMOHHbIN noTeHumnan PasaHckon
obnactu. PaccmoTpeHbl BOMPOChI, KacatoLwm-
eca nHeectuumi B AlNK pernoHa, noctaByu B
TypeLkyto Pecny6nnKy MeaULMHCKON NPOAYK-
uun pasaHcknx npegnpuatnin «Qopt», «Ena-
mMen» 1 apyrux. B dopyme npunanm yyactue
npegcTaBuTenn Typeukoro 6usHeca, otae-
neHus Toprnpegctea PO B Ctambyne, Typeu-
Ko-Poccuinckoro genosoro coseta (AENK),
coBeTa npasneHua Poccnincko-Typeukoro
ToproBoro goma u np. O6cyxganmcb akTyasnb-
Hble BONpoChbl No HedTenepepaboTke, Mpous-
BOJCTBY aBTOKOMMOHEHTOB, MeXAyHapOoaHOM
TPaHCMOPTHOW IOFUCTUKE 1 APYTMM BaXKHbIM
Temam AnA SKOHOMUKN. MogepaTtopom Bbl-
cTynuna suue-npesungeHT Accouymaumn PT[
Mapusa CyBopoBcKas.

«Pa3roBop Ha popyme nonyumnncsa HacTosb-

POCCUA - TYPUUA: TOPU3OHTDbI COTPYAHUYECTBA

RYAZAN
REGION

KO NpeAMeTHbIM, YTO Cpa3y Nocsie ero 3aBep-
LLIEHVA HECKOMbKO PA3aHCKMX KOMMaHWI yLwv
C TypeLKnMU Konsieramm B NeperoBOpHYIo
KOMHaTy», — oTMmeTu1 ApTém HMKUTUH.

Kpome Toro, no ntoram ¢opyma 6bi510
noanncaHo cornaleHne o COTpyaHMYecTse
mexay PasaHckum ueHTpom skcnopta (AHO
«APB») n Poccuincko-TypeLKum TOprosbim
nomom «POCT», HanpaBneHHOe Ha pa3Bu-
Tne TOProBO-3KOHOMMNYECKOro NoTeHunana,
[eNoBblIX CBA3EN, peann3aunio COBMECTHbIX
nNpoekKToB. [loCTUrHyTa AOrOBOPEHHOCTD, YTO B
6nuxanwee Bpems aenerauua Poccuincko-Ty-
peukoro Toprosoro goma «POCT» npueget
B PA3aHb C uenblo ganbHenwero pasButms
napTHépCTBa.

Bo BpemsA Bu3MTa feneraymm Tak»Ke cocTo-
ANacb BCTPeYa C reHepasnbHbIM CeKpeTapém
Typeukoi denepauunm MalWMHOCTPOEHUSA
MAKFED. B akoHOMMYecKkoM noTeHuwnane
PAazaHCcKo 0611acTy 3HAUUTENbHYIO JOMI0

>

RYAZAN
REGION

Doing business:
Turkey & Ryazan

3aHMMAIOT MALUMHOCTPOEHME N MeTannyprua.
O6bEMBI MeTanypruyeckoro NPOU3BOACTBa B
nepBoOW MNOIOBUHE rofa BbIPOC/IN NOYTY B ABa
pa3a no cpaBHeHuto ¢ 2020 rogom. CTOPOHbI
06cyanny BO3MOXHOCTU NOCTaBOK B TypLuio
PA3aHCKON NPOAYKLMM U NOTPEOHOCTN HaLIMX
KOMMaHWI B Cbipbe 1 KOMMeKTylowux. Peub
wsa 06 UHBECTULMOHHOM COTPYAHUYECTBE
B CTPOUTENbCTBE 3aBOLOB MO NPON3BOACTBY
KOMMOHEHTOB 3/1EKTPOHMKM 1 ONTOBONOKHA
B PazaHckom obnactu. Typeukne napTHEPDI
6b1IV NPONHGOPMIMPOBAHBI O BO3MOXXHOCTAX
peanv3auunm NPoeKTOB Pa3HOW HanpaBfieHHO-
CTW Ha TePPUTOPUAX NHAYCTPUASIBHOTO NapKa
«PazaHcknin», TOCIP «JlecHo», arponpomblLL-
NIeHHOro napka «Arpoteppa». KOHCTPYKTUB-
Hbll1 pa3roBop 06 MHBECTULMOHHOM B3aMO-
LencTBUN 1 APYTX SKOHOMUYECKIX BOMPOCax
COCTOANCA TaKXKe Ha BCTpeye C PyKOBOLACTBOM
CoBeTa Mo BHELIHEIKOHOMMYECKM CBA3AM
(DEIK).

RYAZAN
EXPORT CENTER % %D
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ASSOCIATION "RUSSIAN-TURKISH DIALOGUE’
BECAME A PARTNER OF THE FORUM

“DOING BUSINESS: TURKEY & RYAZAN"

he delegation of the Ryazan region, which was headed by the Vice-governor Artem Branov, visited with

a business mission in Istanbul. One of the central events during the visit of the delegation was a forum
“Doing Business: Turkey & Ryazan”. Partner assistance in organizing the event was provided by Russian-
Turkish Dialogue Association (RTD).

The delegation included also Deputy
Chairman of the Government of the
region Artem Nikitin, Director of Business
Development Agency (“ARB”) Ustin
Bogachev, Head of Ryazan center for export
support of ARB Anatoly Markin, heads of 12
enterprises and organizations of the Ryazan
region. Business mission included a rich
business program: working meetings, B2B
negotiations, round tables, participation in
the forum “Doing Business: Turkye&Ryazan™

“On every business mission we try to have
as much time as possible: hold negotiations
and meetings, get acquainted and make new
business contacts. And it is very nice when the
host country organizes additional specialized
events to support and expand the agenda.
This time it was a Doing Business: Turkey &

RYAZAN
REGION

RUSSIAN BUSINESS GUIDE {HOABPb 2022}
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Ryazan forum. Its initiator and organizer is the
Association “Russian-Turkish Dialogue,” - said
Artem Nikitin in his Telegram channel.

One of the key objectives of the RTD
Association is to establish prospective
business communication between the
regions of Russia and the major branch
associations of the Republic of Turkey,
noted Vice-President of the Association
Maria Suvorovskaya. It is significant that
the program of the official delegation of the
region in Turkey began with a round table
on cooperation in the field of construction,
which was held with the active assistance of
the “Russian-Turkish Dialogue” Association.
Issues of cooperation in the field of
construction, including the participation of
Ryazan exporters as suppliers of industrial
products in large-scale infrastructure projects
implemented in Turkey, were discussed.

The deputy chairman of the government
of the Ryazan region, summarizing the
preliminary results of the visit, said that
the greatest number of promising contacts
appeared in the construction sector. “Turkish
partners are clearly interested in construction
materials that are produced in our region. We
have agreed to provide our partners with the
entire export nomenclature in the part of
construction. In the nearest 10 years more
than 30 large infrastructural projects are
planned to be built in Turkey and Turkish
contractors are ready to cooperate with our
industrial companies,” - commented Artem
Nikitin.

Within the framework of the business
visit, negotiations between the Ryazan region
government and the IMDER Association
of Distributors and Manufacturers of
Construction Equipment) and ISDER (Stacker
Distributors and Manufacturers Association)
associations also took place with the assistance
of the RTD Association.

In addition, at the forum ““Doing Business:
Turkye&Ryazan™ other sections were held,
where the export and investment potential of
the Ryazan region was well represented. Issues

e

related to investments in the agro-industrial
complex of the region, the supply of medical
products to the Republic of Turkey by the
Ryazan enterprises Fort, Elamed and others.
In the forum were representatives of Turkish
business, branch of Trade representative office
of Russian Federation in Istanbul, Turkish-
Russian business council DEIK, Board of
Russian-Turkish trading house and others.
There were discussed the topical issues
of oil refining, production of automotive
components, international transport logistics
and other important topics for the economy.
Maria Suvorovskaya, Vice-President of RTD
Association, acted as a moderator,

“The conversation at the forum was
so substantive that immediately after its
conclusion several Ryazan companies left with
their Turkish colleagues for the negotiation
room,” said Artem Nikitin.

In addition, at the end of the forum was
signed an agreement on cooperation between
the Ryazan export center “ARB” and the
Russian-Turkish trading house ROST, aimed
at developing trade and economic potential,
business relations, and the implementation of
joint projects. It was agreed that in the near
future the delegation of the Russian-Turkish

trading house ROST will arrive in Ryazan to
further develop the partnership.

During the visit the delegation also had
a meeting with the Secretary General of
the Turkish Federation of Mechanical
Engineering MAKFED. Machine building
and metallurgy have a significant share in
the economic potential of the Ryazan region.
Volumes of metallurgical production in the
first half of the year has almost doubled
compared to 2020. The parties discussed
the possibilities to supply Ryazan products
to Turkey and the needs of our companies
for raw materials and components. They
talked about investment cooperation in the
construction of plants for the production
of electronics components and fiber optics
in the Ryazan region. Turkish partners
were informed about the possibilities of
implementation of various projects in the
industrial park “Ryazansky”, the territory
of advanced socio-economic development
“Lesnoy”, the agro-industrial park “Agroterra”
Constructive conversation about investment
cooperation and other economic issues was
also held at the meeting with the leadership
of the Council on Foreign Economic
Relations (DEIK).
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unewkyto 06nacTb ¢ bu3Hec-muccueli nocetiuna Aenerauua u3 Typeukoii Pecnybnmkm. 31o
NpeaCTaBUTENN KOPMOPaLNI 1 KOMNAHWIA, CBA3aHHBIX C MPOMbILLAEHHOCTBIO, CTPOUTENILCTBOM
n 3Hepretukoid. Cpean Hux — POMSAD, Accoumanma Beaywnx TypeLKux npon3soauTesen HacocHoro,
KnanaHHoro 06opyaoBaHua u akceccyapos; xonauur Dalgakiran, KpynHblil TypeLKuii npo3BoAUTENDb
NPOMbILLIEHHbIX KOMNPECCOpoB ¢ npoAakami npogykuun B 100 ctpaHax mipa; Mirmek Construction u
[pyrvie npeanpuATyA.

busHec-munccua npowna npu noa-
gepxke Accouymaumm «Poccuicko-Ty-
peukmnin ananor». B noHe 3TOro roga B
pamkax npoBefeHus [leTepbyprckoro
MeXIyHapoaHoro 3KOHOMUNYECKOTO
dopyma mexay Jluneukon obnactbio u
Accoumnaumen 6bifio nognucaHo corna-
LeHne O COTPYAHMYecTBe B chepe pas-
BUTWA ABYCTOPOHHMX MHBecTUUMNA. [o-
KYMEHT npeaycMaTpuBaeT COAencTBue
pOCTY MPOMbILIIEHHOrO  MOTeHUMana
1 MOBbIWEHNO WHBECTULIMOHHON Mpu-
BrieKaTeNlbHOCTW PervioHa, peanusauuio
COBMECTHbIX MPOEKTOB 1 MNpoBefeHue
6U3HEeC-MUCCUIA.

ToproBo-3KOHOMMUYECKME OTHOLLIEHMSA
1N VHBECTMLMOHHBIN noTeHuman obewnx
CTOPOH 06CYAUNUN Ha BCTpeye C rybep-
HaTopom Jluneukon o6nactn Kropem
ApTamOHOBbIM, PyKOBOACTBOM YnpasJie-
HMA VHBECTULUIA U UHHOBALWA, peruno-
HaJIbHOrO AreHTCTBA VMHBECTULVNOHHOTO
pa3BuUTUA 1 0CO6OM SKOHOMMYECKOW
30Hbl  MPOMBbILLIEHHO-NPOV3BOACTBEH-
Horo Tnna «Jluneuk». iropb ApTamoHoB
JEeTanbHO MpPefcTaBuil  BO3MOXHOCTU
pervoHa B 4acT! MHBECTULMOHHbBIX KOH-
KYPEHTHbIX MPeNMyLLeCTB.

«OCOB6EHHO CTOWT OTMETUTb Halll 3Ha-
YMTENbHBIN 1 YCMEeLWHbIN ONbIT B paboTte
C MexpayHapoaHbiM 6u3Hecom. Cnox-
Hble  BbICOKOTEXHOJNIOTMYHbIE  MPOU3-
BOJCTBEHHbIE NMPOEKTbl Kak POCCUINCKIX,
TaK 1 3apybGexHblX KOMMaHWN HaxomnAaTt
30ecb BCE HeobxoduMoe [Ans CBOEro
pa3BUTUA: Kafpbl, KauyeCTBEHHYK WH-
bpacTpyKTypy, pecypcbl, CUCTEMHYIO
Nnoaaep»XKy OpraHoB BfAcTW, JIbFOTHble
YCNoOBUA U, KOHEYHO e, mpodeccumo-
HaJIbHOEe COMPOBOXAEHME», — NogyepK-
Hyn rybepHaTtop.

OcHOBHas Uenb BM3nUTa TypeLKon ge-
nerauuy — BblpaboTatb MexaHu3mbl Gpop-
MUPOBaHVA 1 MPOABUKEHUA SKCMOPT-
HO-MMMOPTHbIX MOTOKOB MpPeanpuATuin
Jlnneukon obnactn. na 31oro Heob6xo-
VMO PacCMOTPETb NMOAXOAbI K Pa3BUTUIO
6U3Heca 1 SKCMOPTHOro MoTeHUuana B
CyLiecTByoLell SKOHOMMYECKOWN peasb-
HOCTW, OLEHUTb HOBblE NOrNCTMYECKMe
MapLIpyTbl, HAMETUTb reorpaduryeckue
OPUVEHTUPbI AN MOUCKa NAapTHEPOB.

«[To TOMy Nprémy 1 Tem BneyaTieHun-
AIM, KOTOpble Mbl MOJyYMSIN, C YBEPEH-




HOCTbIO MOXHO CKa3zaTb, uTo Poccus
pacnofioxeHa K COTPYAHUYECTBY.
Mbl TakXe roToBbl K B3auMopeu-
cTBr0. HyXHO nuwb o6CcyanTb Hio-
aHCbl npepcToAwein paboTbl € Ha-
wrmn konneramn B Typuun. lymato,
Hac XAyT Xopolumne nepcrnekTuBbl», —
pacckasan reHepasnbHbIl ceKpeTapb
Accoumaumn TypeuLKnx npoussBoau-
Tenel HacOCHOro, KnanaHHoro o6o-
pygaoBaHuA n akceccyapos POMSAD
lokxaH Ce3ep.

B cBoto ouepenb, AMpeKTop AreHT-
CTBa UHBECTULIMOHHOTO pa3BuThA Ju-
neukon obnactm AnekcaHap baszaes
oTtmeTwn, uto Typeukasa Pecnybnuvka un
Poccus [oCcTaToOuyHO AABHO M yCneLwHo
COTPYAHMUYAIOT MO MHOMMM HanpasJe-
HUAM. «JlunewLKaa obnactb BUANUT BO3-
MOXHOCTU NS paclMpPeHns rpaHuL
3TOro napTHépcTBa. Mbl npuHNUMaem B
pervoHe npeacTaBuUTesNell BbICOKOTEX-
HOJIOrMYHbIX KOMMaHWiA, KoTopble 3a-
pekomeHaoBanu ceba c nyylen CTo-
POHbI BO BCEM MKVpe, B Hallel CTpaHe
B TOM yucnie. Mbl rOTOBbI MPEASIOKUTb
UM He TONbKO BbIFOAHblE MIOLWALKM
OnA BeaeHus Ou3Heca, HO WU Jbro-
Tbl, nNpedepeHUUn, COnNpoBOXAEHMNE
NPOEKTOBY.

BusHec-mnccna  npepctaButeneit
Typeukon Pecnybnukn 6bina paccum-
TaHa Ha fiBa AHA. B nepBbI AeHb roctn
NMo3HaKOMUINCb C paboToii ocobor
SKOHOMUYECKOWN 30Hbl «Jlnneuk», eé
pe3naeHTamu 1 HarnpaBfieHNEM UX Ae-
ATENIbHOCTL.

3ateM npepcTaBuTenen BepyLwmMx
TYpeLKux Koprnopauumin 1 KoMnaHun,
CBA3AHHbIX C MPOMbILLIEHHOCTBIO U
SHepreTKon, nosHakomunu ¢ pabo-
TOW nvneukon TPYOGHON KOMMaHWW
«CBOOOHBIN COKON».

OTo npeanpuATie BXOAMUT B nepe-
YeHb CMCTEMOODOPA3YIOLLMX OpraHu3a-
unin Poccnn n ABnAeTca KpynHenwmm
MOCTaBLMKOM TPYyOHON npoayKuun
[NA ceKTopa NTbEBOro BOJOCHAbXe-
HUA 1 BogooTBeaeHusa. «CBO6OAHbIN
COKOM» — eANHCTBEHHbIN NPOU3BOAU-
Tenb TPy6 113 BbICOKOMPOYHOrO YyryHa
C WapOBUAHbIM rpaduTom B Ananaso-
He grnameTpoB oT 80 go 1000 mm B Poc-
cnm n ctpaHax CHI.

[To cnoBam AnekcaHgpa basaesa,
no ntoram BCTpeum ¢ rybepHaTopom
Nropem ApTamoHOBbIM Oblsia Bbipa-
»KeHa 60sbluasn 3auHTEPeCcoOBaHHOCTb
CO CTOPOHbI Typeukoro 6u3Heca B
BbICTPAVBaHUN [ENOBbIX KOMMYHU-
Kauun ¢ Jluneuykon obnactbio B ab-
COMIOTHO pa3sHbix ¢dopmaTax. «ITo
W 3KCMOpT TOBapoB, W MOTeHUU-
afbHble TeppuTOpUK noKanmsauum
npeanpuatuini. 3To 6bin 4OCTaTOYHO
30 deKTUBHbBIN [unanor, y KoToporo
60sblUNE BO3MOXHOCTMY.
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LIPETSK—=TURKEY:

AN EFFECTIVE DIALOGUE
WITH HIGH POTENTIAL

delegation from the Republic of Turkey visited the Lipetsk Region on a

business mission. These were representatives of corporations and companies
connected with industry, construction and energy. Among them are POMSAD,
the Turkish Pump and Valve Manufacturers’ Association; Dalgakiran Holding, a
major Turkish manufacturer of industrial compressors with sales in 100 countries
worldwide; Mirmek Construction and other companies.
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The business mission was supported by
the Russian-Turkish Dialogue Association.
The agreement on cooperation in the sphere
of development of bilateral investments
was signed between the Lipetsk region and
the Association during the St. Petersburg
International Economic Forum in June this
year. The document provides for promoting
the growth of the region’s industrial potential
and increasing its investment attractiveness,
implementing joint projects and conducting
business missions.

Trade and economic relations and
the investment potential of both parties
were discussed at a meeting with Igor
Artamonov, Governor of the Lipetsk
Region, the management of the Investment
and Innovation Department, the regional
Investment Development Agency and the
Special Economic Zone of the Lipetsk
Industrial and Manufacturing Type. Igor
Artamonov presented in detail the region’s
opportunities in terms of investment
competitive advantages.

“Especially noteworthy is our considerable
and successful experience in working with
international businesses. Advanced high-tech
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production projects run by both Russian and
foreign companies find everything they need
for their development here: human resources,
quality infrastructure, resources, systemic
support from the authorities, favourable
conditions and, of course, professional
support’, stressed the Governor.

The main goal of the Turkish delegation’s
visit is to work out mechanisms for the
formation and promotion of export and
import flows of the Lipetsk Region enterprises.
For this purpose, it is required to consider
approaches to business development and
export potential in the current economic
reality, assess new logistics routes and outline
geographic directions for finding partners.

“Judging by the reception and the
impressions we received, we can say with
confidence that Russia is ready to cooperate.
We are ready for cooperation as well. We only
need to discuss the nuances of the work ahead
with our colleagues in Turkey. I think that
we have good prospects,” said Gokhan Sezer,
General Secretary of POMSAD, the Turkish
Pump and Valve Manufacturers’ Association.

In turn, Alexander Bazaev, Director of
the Investment Development Agency of the
Lipetsk Region, noted that the Republic of
Turkey and Russia have long and successful
cooperation in many areas. “The Lipetsk
region sees opportunities for expanding the
boundaries of this partnership. We welcome
in the region representatives of high-tech
companies that have proved themselves
from the best side all over the world, in this
country as well. We are ready to offer them
not only favourable sites for doing business,
but also benefits, preferences and project
support.”
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The business mission by representatives of
the Republic of Turkey lasted for two days. On
the first day, the guests were acquainted with
the work of the Lipetsk Special Economic Zone,
its residents and the focus of their activities.

Then representatives of leading Turkish
corporations and companies related to the
industry and energy sectors were introduced
to the work of the Svobodny Sokol pipe
company in Lipetsk.

The company is included in the list of
backbone organizations in Russia; it is the
biggest suppher of pipe products for the
drinking water supply and waste water

disposal sector. “Svobodny Sokol is the only
manufacturer of high-strength spheroidal
graphite cast iron pipes in the range of
diameters from 80 to 1000 mm in Russia and
the CIS countries.

According to Alexander Bazaev, the meeting
with the Governor Igor Artamonov resulted in
a high level of interest on the part of Turkish
business in building business communications
with the Lipetsk Region in absolutely different
formats. “This includes the export of goods as
well as potential territories for localization of
enterprises. It was a very effective dialogue,
which offers great opportunities.”
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enar Wealth Management (LWM) — He3aBucMmaa GUHAHCOBO-KOHCAaNTUHIOBaA KOMNAHUA,

KoTopyto Bo3rnasnset JleHap PaxmaHoB, pHAHCOBbI KOHCYNbTAHT, NPAKTUKYIOLUNII UHBECTOP
W UHBECTULMOHHDIN OPUCT C onbiTom 6onee 15 net. B 3Tom ropy oH nepeexan B C(rambyn, rae
KOMNaHMA 0TKPbINa CBOil 0PKC, M 0Ka3biBaeT BCECTOPOHHIOK0 MOMOLLb TeM 61u3HecMeHam,
KOTopble TaK)e 3afiyMbIBalOTCA 0 pesioKaLumn cBoero 6U3Heca unm NPocTo peLunnu BbIBeCTH ero
Ha MeXAYHapOAHbII YPOBEHb U MOBbICUTb AOXOAHOCTb. B nHTepBbIo Hawemy uspgaxuio JIEHAP
PAXMAHOB paccka3an o Tom, yem Typuua npuBneKkatenbHa Ans pocCUMCKUX NpeanpuHUMaTenei u
KaKne 0C06eHHOCTU CleflyeT yunTbiBaTh, 3anyckaa 6GusHec B 3TOM CTpaHe.

— JleHap, ebl pekomeHOyeme acem npeo-
npuHumamenam, Komopbie Xomsam 3aHu-
mambcsa 6usHecom 8 Typyuu, omkpbime
30ecb CBOE Nnpedcmasumenbcmeo, Komna-
HUI0 unu Halimu napmHépos, 06pamumecs
8 opuc LWM. Pacckaxxume, noyemy?

— Mbl — MeXXayHapoaHas KOHCaNTVHroBas
KOMMNaHVA Mo pa3BuTHio GU3Heca 1 ynpasne-
HUIO KanuTasioM, y KOTOPOV HaKOTMJIeH yxe
6onee yem 15-neTHM oNbIT B pa3paboTke
KOMMJIEKCHOW CTpaTErny pasBuUTA MeXay-
HapodHOro 6y3Heca, MOBbILIEHWS ero JOXoa-
HocTu. [paKTMyecku cpasy nocse nepsuy-
HOrO MaKeTa CaHKLWI B OTHOLWeHUN Poccum
MHOTVe 6U3HEeCMeHbl CTanu 3agyMbiBaTbCs
0 pefioKauuu UM o TOM, Kak B CerogHsL-
HUX YCNOBUAX 0becneynTb CBoemy br3Hecy
YCTOMUMBOCTb, COXPaHUTb €ro, a XenaTelbHo
1 MPUYMHOXNTb.

[na Toro uyTobbl NpeanpuaTe paboTtano
CcTabunnbHO, 0COOEHHO B YCNOBUAX SKOHO-
MUYECKMX BbI3OBOB, Y HErO AOJIXHbl ObITh
OMOpPHbIe MYHKTbl B HECKOMbKMX CTPaHax
ofHoBpeMeHHo. Typums cTana TeM MecToMm,
rae npeanpyHUMaTEN CMOTYT PeLnTb CBOU
3afaun 1 obecneynTb JanbHeNLWYo >KN3Hb
AnA ceoero 6usHeca B Poccuu, nporssogutb
Ty Ke NpoAyKLKIo, YTO OHU NPOU3BOANIV
paHee, BbiMjaumMBaTh 3aprniaTbl CBOUM CO-
TpyAHMKaM 1 T. N. Mbl obecneyrBaem nonHoe
conpoBoXaeHne 6U3Heca Npu penokaymu
B Typuuio: brHaHcoBOe, puagnyeckoe u
HaNoroBoe COMPOBOXAEHME HAa MEXAYHa-
poaHoii apeHe. lNpole roBops, noMoraem
BO BCEX BOMPOCax: B CO3AaHNM KOMMaHUM
1 OTKPbITUM IOPUANYECKOTO ML, B OTKPbI-
T 3apyOeXKHbIX CYETOB, KOHCYNLTPYEM MO
CcTpaTernu v NiaHMpPOBaHUIO, KPOME TOro,
OKa3blBaeM cofenCcTBMe B nonyyeHnn BHXK
VI FpaXAaHCTBa, ec/iv 3To HeobxoANMO.
CerofiHa 310 BoCTpeboBaHHbIe ycnyru, Tak
KaK OHV obecneunBaioT bonee onepaTMBHoOe
ynpasJ/ieHne KoMnaHmem 1 yCTonumBoCTb €€
paboTbl B MexayHapoaHoMm norne. Momumo
3TOro, ceiiyac 60MbLION 3aNPOC Ha MOKYMNKY
VNHBECTULIMOHHOWN HefIB/XXMMOCTM: TypeLiKas
He[BVXXMMOCTb C Hayasna BBe[leHWs CaHKLN
BblpOC/Ia B LileHe NpoLeHTOB Ha 15, a HeKoTo-
pble 06bEKTbI MOKa3anu ropasao 6onblumni
pocT. OTIMYHO 3Has 3TOT PbIHOK, MOMOraem
HaLLMM KIIMeHTaM onpeaenuTbCs ¢ noa6bopom

Hanbosee NepcnekTUBHbLIX 0O BEKTOB. DTO
TOJIbKO KpaTKWii NepeyeHb Tex BONPOCOB,
KOTOPbIE Mbl pPeLlaeM 1 33 KOTOPbIMY K Ham
NPUXOAAT HALUWN KINEHTbI U BMOC/EACTBUN
6naropapAT Hac.

- Celiyac Ha pbIHKe N0ABUJI0OCb MHO20
KoMNnaHulii, komopbie npedsazarom ceoio
nomMouwb 011 OMKpbimusa u passumus
6usHeca 6 Typyuu. B yém eawiu npeumy-
wecmea?

— OrpomMHoe 3HauyeHue nmeet onbIT. Ha
PbIHKE He TaK MHOIo KOMMaHU, KoTopble
VIMEIOT OfbIT B3aVIMOOTHOLUIEHMI C TypeLKUM
6r3Hecom 6osnee 15 neT — 3To KpanHe LeH-
HbI aKTUB. Bo-BTOPbIX, 3HaHME TypeLKoro
A3blKa 1 MOHUMaHVe TYPEeLKOro MeHTanuTeTa.
TypeuKuni A3bIK ANA MEHA OAUNH U3 YETbIPEX,
KOTOpble A B COBEPLUEHCTBe 3Hato. [10 Ha-
LIMOHANbHOCTU A TaTapPUH, U MHE 6NIN3KN 1
NMOHATHBI KYNbTypa 1 MEHTANIUTET XXUTesen
Typeukon Pecnybnvkn, ana 6MsHecMeHOB
113 3TOW CTPaHbI A NPaKTUYECKM «CBOWY, YTO
0CO6EHHO BaXXHO, Korga peyb UaeT o Top-
rossie. To, UTo AnsA MHOCTPaHLa byaeT cTonTb
YCJIOBHbIE JecATb J0/IapoB, ANl MECTHbIX
- 10 nnp, 1 C Halen NOMOLLbIO KTMEHTbI MO-
ryT nonyunTb ansA cebs Hambonee BbIrogHble
durHaHcoBble ycnoBuA. B moel komaHge pa-
60TaloT NoAY, KOTOPbIe He TONbKO ABAAIOTCA
npodeccrmoHanamm CBOero Aena, Ho Takxe
XOPOLLO 3HAT U POCCUNCKNI, N TYPELIKUN
MeHTanuTeT. Kpome Toro, Korga MHe 4to-TOo
HeobX0AUMO, A BCeraa UCMosib3yto CBA3N Tex
TypeLKmx OU3HeCMEHOB, KOTOPbIM A TOMOraJi
HanaguTb 6usHec B Poccun. 1o pykoBoaun-
TENN KPYMHbIX KOMMaHWIA, K KOTOPbIM A 06-
paLlaloch 3a COBETOM: Hanpumep, NoMoyb
HaNTN KOMMAHWUIO N3 KOHKPETHOW OTpac/u.
W yx<e, B cBOIO oUepeab, nay Ha Neperosopbl
C HY>KHOM KOMMaHWen He C HyNA, a C peKko-
MeHgaumen. B Typumm cBA3m peLuatT oYeHb
MHoroe. [1nA Toro 4to6bl HayaTb NosyyaTb
BbIFOZHbIE YCJIOBUS U NPeasioXKeHUs, Hajo
[IOBOJIbHO TECHO 06LWaTbCA, YCIOBHO — BMe-
CTe BbINUTb He OAHY YallKy Yad. Typuuma —
BOCTOYHas CTPaHa, 1 3Ty 0CO6EHHOCTb Hafo
YyUmMTbIBaTb.

HakoHel, elwé oanH HEMANOBAXKHbIN ac-
NeKT, CBA3aHHbIV C Npeabiaywmnm, — B Typ-
L1/ OTHOLEHUA Aa)<e 6bonee BaXKHbl, Yyem

KOHTpaKTbl. K nprmepy, ecnu npeacrasu-
Teslb Kakol-nnmbo TypeLiKo KoMnaHuy cTas
BaLUMM MOCPEeAHNKOM Mpu NeperoBopax ¢
OpYyrovi KoMnaHuen 1 Bbl Hayanu COBMeCT-
Hbll GU3HEC, HO MO TeM WS VHBIM MPUYK-
HaM NPOUCXOAUT 3afepKKa MiaTexa, To Bbl
MOXeTe MoMNpPOCUTb COAENCTBUA B PELIEeHN
3TVX BOMPOCOB Y TOr0 TYpPeLKOro busHecme-
Ha, KOTOpPbII Bac Mo3Hakomwui. Kak npasuno,
BOMPOChI MOMEHTasIbHO peluatoTcs. Bcerga
MO>KHO PaCcCUUTbIBaTb HA MOMOLLb «CBOVIX»
B Nto6or o6nactn. CBA3M 1 3HAKOMCTBA — aK-
TVB, KOTOPbIN OPOXKE AEHET.

Mbl o6nagaem o6LWNPHBIMU U YCTONYBbI-
MW CBA3SIMM CO MHOTUMMW UTPOKaMU PbIHKa
— 3TO Halle BECOMOe KOHKYpPeHTHOe npe-
nmyLecto. GakTMyeckn Npy neperoBopax
npegcTaBuTenen TypeLKoro n poCCUNCKOro
613Heca Mbl He TONIbKO NMOMOraem nepeBo-
[UTb C TYPELIKOro Ha PYCCKUIA, HO U ABNsSieMcA
«nepeBogUYNKaMN MeHTaNbHOCTW». IMeHHO
NMO3TOMY MHOTMEe POCCUNCKIME NPeanpuHMa-
Tenn, KOTopble OTKPbIBAIOT 3eChb CBOE npes-
CTaBUTENbCTBO, HE MPOCTO NPeAnoYnTatoT
MOKynaTb HallW YCNyru, a 3anHTepecoBaHbl B
TOM, YTOObI Mbl CTaNN VX NMAPTHEPAMU, Hanpw-
Mep, BOASA B X 613HEC 3a CYET MOKYMKY MU-
HOPUTAPHOW JONN U T. M.

- Y eac nposodumcsa MHO><ecmeo He-
meopKuHa208bIx Meponpusmuti. Kakoea
ux ocHoeHas yenb?

— OpHa 13 MouX rnaBHbIX Liefierl 3Toro
rofa — co3fgatb CUbHOE coobLecTBO. B Poc-
cum y Hac 6onee 3000 cemei KNMEHTOB, Ha
Halluy HETBOPKMHIOBble BCTPeUu CTabunbHO
Cbe3KaeTca Kaxabll KBapTan Nno HECKOJIbKO
fecATkoB yenosek. M B Typuum mbl genaem
TO Xe camoe: perynsapHoO opraHusyem 6us-
HeC-HEeTBOPKUHT, BCTPEYUN B TECHOM KpPYyrY,
Befb, KakK A y>Ke roBOPWJI, BaXXHeNLWNN MO-
MEHT, KOTOPbIN NPUCYLL STOMY PbIHKY, — MEH-
TanuTtet. 1na Toro 4to6bl NOCTPOUTb 34eChb
CUJIbHYIO KOMMAHWIO, ero He06X0AMMO 3HaTb
1 MOHMMAaTb. Ha Takmx BCTpeyax A fentocb
CBOWM OMbITOM, CNoco6amm paboTbl ¢ MecT-
HbIMW, PacKpbIBato CEKPETbI O TOM, YTO HaZo
fenatb, YToObl HaNTK B TypeLKux brusHecme-
HaX HaJEéXHbIX NAPTHEPOB.

ELé Ha Takmx BCTpeyax y Hac 4acTo NpPoxo-
AT nrpa-TpeHuHr «Kew-dnoy» («JeHeXxHblin
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NMOTOK»), FAe C MOMOLLbI0 MOAENEN KNU3HEH-
HbIX CUTYaLiA MOXHO ONpefenuTb NaTTePHbI
cBOero GpriHaHCOBOrO MOBefEeHWs 1 OTHOLLe-
HUA K eHbram, BbIAB/Tb YCTaHOBKM, 13-3a
KOTOPbIX YNYCKAlOTCA peasibHble BO3MOX-
HOCTU U T. M.

Hy n KoHeuHO, 3gecb BCce 3HaKOMATCH,
y3HaloT Apyr Apyra, yCTaHaBNBAIOT KOH-
TaKTbl, KOTOPble MOMOTryT B Pa3BUTUN 613-
Heca. YoeXKaéH, uTo Nofo6HbIe MepONPUATUS
MOMOTaloT «3aMnyCTUTbCA» B HECKONbKO pa3
6bicTpee 1 B HECKOJIbKO pa3 MeHblue npu
3TOM noTpatuTb. MNocne oTKkpbITUA oduca
B CTambyne Mbl y>Ke MOMOT/v CO CTapTOM
HEeCKOJIbKMM [ecATKaM KOMMaHUi.

- 3moli oceHblo 8 Typyuto c 6UsHec-muc-
cuAMU npue3X<aau npedcmasumenu ena-
cmu u 6u3Heca u3 MHoaux pe2uoHos Poc-
cuu. Kak ebl oyeHusaeme 3¢pgpekmusHocmeo
6u3Hec-mucculi?

— be3ycnoBHo, 6u3Hec-muccum — s dek-
TVIBHble MEPONPUATUA AN TOTO, YTOObI
HanaguTb enoBoe NapTHEPCTBO B APYroi
cTpaHe. COBpeMEeHHbIN MUp rnobaneH, 1 nc-
KaTb PbIHKM CObITa Y UHBECTOPOB MOXHO U

Lenar Wealth

HYyHO Be3fe. CerofHsALHAA SKOHOMUYecKas
CUTyaLuA NOABUITIA TMraHTCKOE KOIMYeCTBO
613HEeCMeHOB B3MAHYTb Ha CBOW OM3HeC B
60oree KpynHOM MacLuTabe, MOHATb, YTO CTaTb
KOMMaHWen, KoTopasi NPOV3BOANT U MPOAAET
He TOMbKO Ha OAVH ropof WIN PErvoH, HO U Ha
Liesiblii MUP, COBEPLLIEHHO peasibHO. 118 MHO-
X NI0AEN TeKyLUMI BbI3OB CTa BbIATPbILLIEM:
OHW Haly Ans ceba HOBbIE PbIHKM CObITA.

fl 3mecb y>Ke HeOHOKPATHO BCTpeyas
Aenerauum nu3 pasHbix pernoHos Poccun.
Hanpumep, penerauuio 13 Pecny6nukum baw-
KOPTOCTaH BO FlaBe C MUHUCTPAMMU U UX 3a-
MeCTUTENIAMM, BKITIOUAIOLWLYI0 B cebA TakxKe
[OBOJIbHO CUJIbHbIX MPeAnpuUHMMaTENEN.

DTO faNeKo He eAUHCTBEHHAs CTOJb
npencTaBuUTeNIbHaA Aeneraumsa n3 poccuin-
CKMX pernoHos B CTamby1, 4To rOBOPUT O
TOM, YTO B Poccuun n 6u3sHec, 1 BNacTb 3auH-
TEpPeCcoBaHbl B HOBbIX KOHTaKTaX 1 CBA3SIX, U
3TO TO, C YeM Mbl MOXKEM MOMoub. A ropa n
pag, UTo Mory 6bITb MONe3eH TeM, KTO XOUYeT
pa3BMBaTbCA.

- Hecmomps Ha ece o6veKkmueHbie
mpyoHocmu, c KomopbiMu cmankKuearomcs

management

ARMAN] EXCHANGE

pocculickue 6usHecmMeHbl, MHO2UM CJ10)KHO
pewumbscsA Ha pAOUKAJIbHble nepemMeHbl.
Kakue kauecmea, Ha eauwl 83271510, HY>KHO 6
cebe pazsusamsb 8 nepsyio o4epeosb?

- fl pekomeHayIo Tem, KTO XOUYeT BOCNUTaTb
B cebe nobenuTens, 3aHMMATbCS COPTOM.
Korpa-to A cam 6bin1 4OCTaTOYHO Aanék oT
cnopTa. A ceryac A TpéxkpaTtHbi IronMan
(37O cepua copeBHOBaHMI MO TPUATAOHY Ha
LNVHHYI0 ANCTaHUKMI0, NnpoBoAnmasn Bcemnp-
HOW Kopnopauwnen TpuatioHa), KaHauaaT
B MacTepa crnopta. CBon nepsbii [ronMan
A npowén B 2015 roagy: 4 KM nnaBaHnA B
OTKpbITOM BoAe, noTom 180 KM Ha Benocu-
nege no npoctopam LLseumn Ha 6epery ban-
TUNCKOro MOpA. 3aBepLuan ANCTAHLKMIO 42 KM
6era B »apy nog 30 rpagycos no Llenbcuto.
Bcero 226 km 3a 10 4. 30 M. 6 c. C Tex nop A co
CMOPTOM APY>KY, Masio TOro, CTapatochb, YToObI
Te, KTO BXOAWUT B Hallle 613HeCc-coobLLecTBo,
TOXe K Hemy npuroblwanucs. MNpekpacHo
ANA 3TUX uenen nogxoaur ber. A cam pery-
nApHo 6erato, U MHOTVe NPUCOEVNHUINCD.
Befb cnopT — 3T0 He NPOCTO «NPOBeXKKar.
OTO yMeHMe JocTuraTb Lenu, 350PpOoBbIA Ayx
COCTA3aTeNIbHOCTM, a3apTa U »KaxAbl pacTu.




.LENAR

RAKHMANOV:

“IN TURKEY, CONNECTIONS
DECIDE A LOT"
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enar Wealth Management (LWM) is an independent financial consulting company headed

by Lenar Rakhmanov, a financial consultant, practicing investor and investment lawyer
with over 15 years of experience. This year he moved to Istanbul, where the company opened
its office, and provides comprehensive assistance to those businessmen who are also thinking
about relocation of their business or just decided to bring it to the international level and
increase the profitability. In an interview with our publication, LENAR RAKHMANOYV talks
about why Turkey is attractive to Russian entrepreneurs and what features should be taken into
account when starting a business in this country.

- Lenar, you recommend that all
entrepreneurs who want to do business
in Turkey, open a representative office, a
company or find partners here, turn to the
LWM office. Can you tell us why?

— We are an international consulting
company for business development and
capital management with more than 15 years
of experience in developing a comprehensive
strategy for international business
development and increasing its profitability.
Almost immediately after the initial package
of sanctions against Russia, many businessmen
began to think about relocation or how in
today’s conditions to ensure their business
stability, preserve it, and preferably even
multiply it.

In order for a company to work steadily,
especially in the face of economic challenges,
it must have strongholds in several countries
at the same time. Turkey has become the place
where entrepreneurs can solve their problems
and ensure further life for their business
in Russia, produce the same products that
they produced before, pay salaries to their
employees, etc. We provide full business
support during relocation to Turkey: financial,
legal and tax support in the international arena.
In simple words, we help in all questions: in
creating a company and opening a legal
entity, in opening foreign accounts, we advise
on strategy and planning, in addition, we
assist in obtaining a residence permit or
citizenship, if necessary. Today these services
are in demand, because they provide a more
responsive management of the company and
the sustainability of its work in the international
field. In addition, there is now a great demand
for the purchase of investment property:
Turkish real estate has increased in price by
15 percent since the imposition of sanctions,
and some properties have shown much greater
growth. Knowing this market very well, we help
our clients decide on the selection of the most
promising objects. This is just a brief list of the
issues that we deal with, for which our clients
come to us and then thank us.

- Now there are many companies on the
market that offer their help in opening and
developing a business in Turkey. What are
your advantages?

— There are not many companies on the
market that have more than 15 years of
experience with Turkish business, which is
a very valuable asset. Secondly, knowledge
of the Turkish language and understanding
of the Turkish mentality. For me, Turkish is

one of the four languages I know perfectly. By
nationality I am a Tatar and I understand the
culture and mentality of the inhabitants of the
Republic of Turkey, for businessmen from this
country I am practically «<my own», which is
especially important when it comes to trade.

-
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What for a foreigner will cost conditional
ten dollars for local people will cost ten
lira, and with our help clients may receive
the most favorable financial conditions for
themselves. There are people in my team who
are not only professionals in their business,
but also know both the Russian and Turkish
mentality very well. In addition, when I need
something, I always use the connections of
those Turkish businessmen whom I helped to
set up business in Russia. They are the heads
of large companies whom I turn to for advice:
for example, to help me find a company in a
particular industry. And then, in turn, I go
into negotiations with the right company, not
from scratch, but with a recommendation.
In Turkey, connections are very important.
In order to start getting favorable terms and
offers, you have to communicate quite closely,
conditionally - drink more than one cup of tea
together. Turkey is an Eastern country, and
you have to take this into account.

Finally, another important aspect related
to the previous one is that in Turkey,
relationships are even more important than
contracts. For example, if a representative of
a Turkish company became your intermediary
in negotiations with another company and you
started a joint business, but for one reason or
another there is a delay in payment, you can
ask the Turkish businessman who introduced
you to help resolve these issues. As a rule,
issues are resolved instantly. You can always
count on «their» help in any area. Connections
and acquaintances are an asset that is more
valuable than money.

We have extensive and stable relationships
with many market players - this is our
significant competitive advantage. In
fact, when Turkish and Russian business
representatives are negotiating, we not only
help translate from Turkish to Russian, but
we are also «mental interpreters». That is
why many Russian entrepreneurs who open
a representative office here not only prefer to
buy our services, but are also interested in
us becoming their partner, for example, by
entering their business by buying a minority
stake, etc.

- You have a lot of networking events.
What is their main purpose?

— One of my main goals this year is to create
a strong community. In Russia, we have more
than 3,000 client families, and our networking
meetings are consistently attended by several
dozen people every quarter. And in Turkey
we do the same thing: we regularly organize
business networking and close meetings,
because, as I said, the most important thing
in this market is the mentality. In order to
build a strong company here, you need to
know and understand it. At such meetings,
I share my experience, my ways of working
with the locals, I reveal the secrets of what you
have to do to find reliable partners in Turkish
businessmen.

NCTOPNA YCIEXA
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At such meetings we often have a training
game called «Cash Flow», where with the help
of life situations, you can identify patterns of
your financial behavior and attitude to money,
identify attitudes that cause you to miss out
on real opportunities, etc.

Of course, everyone meets each other, gets
to know each other, set up contacts, which will
help in business development. I am convinced
that such events help you «launch» several
times faster and spend less. After opening
an office in Istanbul, we have already helped
several dozen companies get off the ground.

-— This fall, representatives of government
and business from many regions of Russia
came to Turkey on business missions. How
do you assess the effectiveness of the business
missions?

— Business missions are undoubtedly
effective events for establishing business
partnerships in another country. Today’s world
is global, and it is possible and necessary to
look for markets and investors everywhere.
Today’s economic situation has prompted
a giant number of businessmen to look at
their business on a larger scale, to realize that
becoming a company that produces and sells
not just to one city or region, but to the whole
world, is perfectly realistic. For many people,
the current challenge has been a winner: they
have found new markets for themselves.

I have already met delegations from
different regions of Russia here more than
once. For example, a delegation from the
Republic of Bashkortostan, headed by
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ministers and their deputies, which also
includes some pretty strong entrepreneurs.
This is by no means the only such
representative delegation from Russian regions
to Istanbul, which proves that both business
and the authorities in Russia are interested in
new contacts and ties, and this is something
we can help with. I am proud and glad that I
can be useful to those who want to develop.

- Despite all the objective difficulties
faced by Russian businessmen, many find
it difficult to dare to make radical changes.
What qualities, in your opinion, should be
developed in yourself in the first place?

— I recommend to those who want to bring
up a winner in themselves to do sports. I used
to be pretty far away from sports myself. Now
I am a three-time Ironman (a series of long-
distance triathlon competitions organized
by the World Triathlon Corporation) and
a candidate master of sport. I did my first
IronMan in 2015: 4 km of open water
swimming, then 180 km of cycling through
the expanse of Sweden on the shores of the
Baltic Sea. I completed the distance with a
42 km run in the heat of 30 degrees Celsius.
A total of 226 km in 10 hours. 30 M. 6 c.
Since then I have been friends with sports,
moreover, I try to make those in our business
community join it too. Running is great for
that purpose. I run regularly myself, and many
people have joined in. After all, sport is not
just jogging. It is the ability to achieve goals,
a healthy spirit of competition, excitement,
and a thirst to grow.
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ExkaTepnHa KapabaHoBa:

«B KPN3NC BAKHO HE TOJTbKO
BbIDKWTE, HO W BLIPACT N»
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H R-xon;MHrVentra — ANHAMUYHO Pa3BUBAIOLLAACA KOMMNAHUA, 3aHUMAIOLLAA NANPYIOLLME NO3ULIANM HA PbIHKe ayTCOPCMHIa OU3HeC-NpoLeccoB

1 peLLeHnii No ynpaBneHuio nepcoHanom. ITum netom Ventra noaTBepauna cBoé nuaepctso Ha IT-poiHke, Boinaa B peirtuHr «CNews100:
Kpynheiiwune UT-komnanum Poccun — 2021». (Boeli 0CHOBHOIA 3aaueli pyKOBOACTBO KOMMaHIM CYMTAET NOBbILLeHIe SdeKTUBHOCTM B13HeC-NpoLeccoB
Y KNMEHTOB, UTO 0COOEHHO aKTyanbHO B HOBbIX IKOHOMMYECKMX YC1oBuAX. [poeKTbl Ventra B caMblx pa3nnuHbIX 061acTAX N03BONANT 3aKa3uMKkam
peanu3oBatb HOBble BO3MOXKHOCTI ANA pa3BuTUA Ou3Heca. EkatepuHa KapabaHoBa, ynpasnatowuii naptHép Ventra u «Ventra Gol», paccka3ana Hawemy
W3[aHNI0 0 TOM, KaK CErOAHA MEHAETCA PbIHOK TPYAA U KaKile pelLeHra KOMMNaHNA MOXKeT NPeANoKITb CBOUM NapTHEPaM ANA Toro, uTobbl ux 6u3HeC He

NpocCTo COXpaHun yCTOI7ILII/IBOCTb, HO 1 BbIpOC.

- HR-xonouHez Ventra - npusHaHHell 1u-
dep 8 o61acmu aymcopcuHaa 6usHec-npo-
yeccos. Pacckaxume, Kak ce200HsA U3MeHUJI-
€A 5mom pbIHOK 8 HOB0U 3KOHOMUYecKoU
peanbHocmu?

— CornacHo nccnegoBaHuto HR-xonanHra
Ventra, nposegéHHomy B aBrycte 2022 roga,
y 71% komnaHwuii npon3oLwnv 6onblune ns-
MeHeHUA B TeKyLleM rogy: nokanusayms,
TpaHcdopMmaLua, NOTepPY, COKpaLLeHve unu
nprobpeTteHune 6rsHeca. PbIHOK ycnyr no
AyTCOPCUHTY CrefoBas U3MeHeHNAM B 613-
Hece. YacTb cepBUCHbIX INHMI COKpaLlanacb
(Hanpumep, ayTcopcuHr nogbopa nepcoHana
VNV aMUHUCTPATMBHbIE QYHKLUN), @ YacTb
pocna: Hanpumep, IT-cepBuchl, pranyeckne
YCnyru, CONPoBOXAEHME CASNTOK U T. A.

- Knuenmel koMnaHuu - KpynHele poc-
culickue KOMNAHUU U MeXO0yHapoOHble Kop-
nopayuu. Ckaxxume, noxasnyiicma, Kak e
HOB8bIX 3KOHOMUYecKux peanusx Ventra un-
mezpuposaHa 8 mex0yHapooHbIli 6usHec?

- Okono 60% knueHToB Ventra — mexkgyHa-
poaHble komnaHuu. Kak 1 60nbLUMHCTBO Nfae-
OB HaLLel OTPAC/U, Mbl CUSIbHO MHTErPUPOBa-
Hbl B MEXXAYHApPOLHbI 613Hec. HecmoTps Ha
YXOf pAAa NrPOKOB C POCCUIACKOTO PbIHKA, Mbl
COXPaHWM NAPTHEPCKME OTHOLLEHNSA MOYTH CO
BCEMU POCCUNCKUMI NOAPa3AeSIeHUAMN Ha-
LUKX KNMeHTOB. Kpome Toro, Mbl BbICTpaviBaemM
[efioBble CBA3Y C HOBbIMY KOMMaHMAMM, BbIXO-
LALMMUN Ha POCCUINCKNI PbIHOK. OTO MEXAYHa-
pOoAHbIe KOMMaHWU C TYPELIKUMU, Ka3axCKUMK,
VHOUNCKMUW 1 KUTaNCKUMM OCHOBATeNAMM, a
TakXe KomnaHum n3 ctpaH OKB.

- Ecmb usgsecmHoe sbipaxkeHue, Ymo Kpu-
3uc - 3mo Hoeble 803mMoxHocmu. Kak cezo-
OH#, C sawieli MOYKU 3peHusi, 6U3Hec Moxem
ucnosb308ame «OKHO 803MOXHOcmeli»?
Kak nosbicume 2u6Kocme u ycmoliyusocme
6u3Heca 8 Ho8bIX peanusx?

— B KpM3mMc BaXKHO He TOJIbKO BbIXKUTb, HO
1 NocTapaTtbca BbipacTh. YToObl MOBLICUTH
r’MOKOCTb 1 YyCTOMYMBOCTb B13Heca, Heobxo-
VMO BbICTpavBaTb NapTHEPCKME OTHOLe-
HUA C KNMeHTaMu 1 KOHKypeHTamu. MiHoraa
Jaxe 06beUHMBLLNCD, KakK MOCTYNUNa HaLa
KomnaHus. (B noHe 2022 roga Ventra npuno6-
pena poccunckun 6usHec Kelly.) 3ta caen-
Ka CTana oyepefHbIiM LIAroM B peanusaumm
cTpaTernn akTMBHOro pocta 6usHeca Ventra
yepes pa3BUTHE MHHOBALMOHHBIX PeLIeHW 1
pacwurpeHne noptdens ycnyr. B koHue 2020
roga mMbl 3anycTuny yHUKanbHyo ans Poccum
TexHonornyeckyto B2B-nnatdopmy «Ventra
Gol». MpurobpeTeHne 6usHeca KomnaHmum

Kelly, o6nagatoLei cepbE€3Hoi 3KCNepTU30i
B chepe npodeccnoHanbHOro pekpyTMeHTa
1 ayTcopcuHra nog6opa nepcoHana (RPO),
a Takxe ayTcopcuHra IT-pewweHnin n ycnyr B
06nacTn ynpasnieHns NepCcoHanom, — criegy-
IOL M LWAr Hallen 3KCNaHCKmM Ha pbiHke HR n
AyTCOPCUHIOBbIX CEPBUCOB.

B Kpr3Kc BaXXHO BbICTparBaTb NapTHEPCKME
OTHOLLEHNA C KOHTPareHTaMu, Ux NoaAepKKa
TOYHO MPUrOAUTCA B TAXKENbIE BpEMEHa.

Tak)ke He06X0AMMO co3aTb aHTUKPU-
3UCHDBIN WTab BHYTPY KOMMaHWUW, Kyfa BXOAAT
npeacTaBuTENN KntoueBbiX QYHKLNIA, YTOObI
MIMeTb BO3MOXKHOCTb OMepaTrBHO pearnpo-
BaTb Ha J1l06ble M3MEHEHNA Ha PbIHKE 1 HOBble
BBO/Hbl€, KOTOPbIX B 3TOM rofly Mbl BUAENM
[OCTaTOYHO.

- KomnaHusa aensaemca yneHom Acco-
yuayuu «Poccuticko-Typeykuti duanoa» u,
Hanpumep, He0aséHO npuHUMana yyacmue
8 OH/aliH-KOH(hepeHyuu no sonpocam
compyoHu4yecmeaa Poccuu u Typyuu 6 06-
slacmu MeduyuHsl U papmayesmuyeckoli
npomeiwisieHHocmu. Ymo usmeHunoce Ha
pbIHKe mpy0da e o6nacmu ¢hapmayesmuku
u meduyuHbl? Kakum o6pazom komnaHus
MoXxem nomMo4b 83aumodelicmeuto CmpaH
8 0aHHoli cpepe?

— MHorve mexxgyHapoaHble KOMMaHWM Tak
VN HaYe COXPaHWN CBOE NpUCYTCTBUE B
Poccnn, Tak Kak ux geAaTenbHOCTb CBA3aHa
C obecrneyeHnem *K13HU 1 3L0POoBbA NIOAEN.
Tem He meHee dpapmaLieBTUYECKan OTPac/b
pa3genunack Ha aBe Yact. C 04HOM CTOPOHBI,
Mbl BUAMM, YTO MHOTEe eBPOMnencKme 1 ame-
PUKaHCKME KOMMaHUN «3aMOPO3NNY» HAéM 1
3aHANN BbIXKMAATENbHYIO No3uymio. /13 Hama
nepcoHana BeAyTCA TObKO 3aMeHbl yLeLnNX
COTPYAHWKOB, BCE HOBblE MPOEKTbl OCTaHOBIIe-
Hbl. C pyrow CTOPOHbI, POCCUNCKIE, UHANNCKNE
1 TypeLKne KOMMNaH/1 NepexxnsaioT 6ypHbIN
pocT, A 6bl Aarke CKasana, pacuBeT v fenatoT
CTaBKy Ha pa3BUTVE 1 MPOABIKEHNE CBOVX Mpe-
NnapaToB 1 BbIBOA HOBbIX MO3MLIIA HA PbIHOK.

CornacHo nccnegosaHuto HR-xonguHra
Ventra «MoTurBaLua cOTpyaAHUKOB dapma-
LeBTNYECKOW OTpac/Iny, KOTOpOe Mbl MpPo-
Benun B Hosibpe 2022 roga, Mbl BUAUM, UTO
52% cOTPYAHUKOB XOoTenum 6bl paboTatb B
MeXKAyHapOoAHbIX KoMnaHumaAXx. [pu 3Tom Tak
Ha3biBaemas «bonblias dapmar» cerogHn
COKpallLaeT UHBECTULMN B UCCIIE[0BAHNA 1
nepcoHan B Poccuu. MoaTomy KaHaMAaTbI U3
aMepUKaHCKMX 1N eBPOMeNCKNX KOMMNaHWN
6yayT roToBbl PaCCMOTPETb NPeAsioKeHUs
TYpPeUuKnX Nan COBMECTHbIX NpeanpuaTnui.
MoTomy UTO BaXKHbIMY daKTopamy MOTUBA-

Uun ana COTpyaHUKOB B dapmaLeBTUYeCKon
oTpac/v ABMATCA B YMCIIE MPOUUX CTabUb-
HOCTb paboTtogatens (10%), MHTEpecHbIe 3a-
Jauu, NpoAyKTbl 1 NPoeKTbl (9%).

- Ce200HA MHO2Ue pocculicKue KoMNaHuu
uujym cebe HO8bIX NAPMHEPOB 011 8edeHus
mex0yHapooHoz2o 6usHeca. Hanpumep,
chepe pemelina. To xce 08ukeHue ecmbo U ¢
Opyzoli cmopoHbl. Ha Hawl pbIHOK 8b1X00AM
HoBble 6peHObl, 8 MOM YucCJ/le mypeykKue.
Kakue uHcmpymeHnmobi 0511 nosbiuieHUs 3¢-
¢hekmusHocmu ce200Ha akmyasnbHbl? Ymo
moxKem npednoxxume Ventra mypeykum u
pocculickum npednpuHumamernsm a8 c¢hepe
ux 83aumodelicmeusn?

- Peteiin - ogHa u3 Hanbonee pa3BuBa-
lowmnxca obnacTen cerogHA. 3aecb OTKPbITO
MHOIO BO3MOXHOCTEI NMocsie yxoAa HeKoTo-
pbiX BeayLwmnx Nrpokos. Ho Ba>KHOM 1 LieH-
TpanbHoW NpobnemMol ocTaloTCA JOCTYNHOCTb
N HanrMumne nepcoHana B TOYKax nponax u
OHNaMH-CcepBUCax.

Mo>Tomy nnatdopmeHHana 3aHATOCTb,
KOoTopas [aéT BO3MOXHOCTb NpuBeYb B
WUHAYCTPUIO CAMO3aHATBIX UCMONHUTENEN,
|pa3BMBaeTca Tak akTMBHO. B Poccum mbl nepe-
XKrBaem gemorpaduyeckyio My, CBA3aHHYO C
KOMMIeKCOM NPUYMH, 1 fedbuumT nepcoHana,
0CO6EeHHO MacCOBOTO, MOXKET CTaTb PeasibHOw
yrpo3soim 6usHecy.

OnHako uMdpoBble MHHOBALIMOHHbIE TEXHO-
NOTUV MOTYT PELUMTb 3aauy Mo NPYIBIEYEHNIO
HOBbIX Paboyyx pyK Ha 3TOT PbIHOK.

3apjaya cocTouUT B TOM, YTOObI MPUBEYb Jto-
[ell, KOTopble 10 3TOro He paccMaTpuBany ans
ceb6a MmaccoBble Npodeccui, oaHaKko Mornv Gbl
Ha Kakoe-To Bpems (noapaboTka, yuéba, HoBbIN
OMbIT) CTaTb YYaCTHUKAMM 3TOTO PbIHKa.

Mo3ToMy Mbl Ha Hawen undpoBor nnat-
dopme «Ventra Gol» 3anycTunu B HoAbpe pag
HOBbIX CEPBICOB MO MPUBAEYEHUIO MAaCCOBOrO
nepcoHana.

CTaBKa fenaeTcs Ha pelleHus, Korga mbl
oTBeYaeM He NPOCTO 3a NoAeN, HO 1 3a 3¢-
DEKTVBHOCTb NPOLECcoB nogbopa 1 Hannuna
nepcoHasna B TOUKax.

Mbl cTaBVM nepep cob6om ambrLo3Hyto
Lenb — AaTb NO3UTKBHbIN NOJIb30BATENbCKINN
OMbIT KNMEHTaM U KaHamAaaTam. [NonHoe 3a-
KpbITVe 3asBOK 1A 3aKa3uuka 1 yaobHas
nogpaboTka pAAOM C JOMOM C BbINIaToON Ha
cneayownii AeHb ANA UCMONHNUTENS.

Korga mbl BUAMM, UTO KNMEHT CO3[AET 3asB-
Ky Ha noabop ncnosnHuTenen B ABa Kuka, a
B CICTEME OHa 3aKpbIBaeTCA 3a NATb MUHYT,
TO MOHVIMaeM, YTO ABUraeMcs B MPaBUIIbHOM
HanpasfieHUN.
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Yekaterina Karabanova:

INACRISISITIS IMPORTANT NOT ONLY
TOSURVIVE, BUT ALSO TO GROW
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H R-holding Ventra, a dynamically developing company, occupies a leading position in the market of
business process outsourcing and HR management solutions. This summer Ventra has confirmed its

leadership on the IT market, entering the rating of “CNews100: Russia’s largest IT-companies 2021. Its main
objective, the company management sees as increasing the efficiency of business processes at clients, which

is especially important in the new economic conditions. Ventra projects in various fields allow customers to

realize new opportunities for business development. Ekaterina Karabanova, managing partner of Ventra and
Ventra Go! told our publication about how today the labor market is changing and what solutions the company

can offer their partners in order to make their business not only stable, but also to grow.

- HR-holding Ventra is a recognized leader
in the field of business process outsourcing.
Tell us, how has this market changed today
in the new economic reality?

- According to an August 2022 survey by
Ventra HR Holding, 71% of companies had
major changes in the current year: localization,
transformation, loss, downsizing or business
acquisition. The outsourcing services market
has followed business changes. Some service
lines were shrinking, such as recruitment
outsourcing or administrative functions, and
some were growing, such as IT services, legal
services, transaction support, etc.

- The company’s clients are large Russian
companies and international corporations.
Please tell me, how is Ventra integrated into
international business in the new economic
realities?

- About 60% of Ventra’s customers are
international companies. Like most of the
leaders in our industry, we are strongly
integrated into international business.
Despite the departure of a number of
players from the Russian market, we have
maintained partnerships with almost all the
Russian divisions of our clients. In addition,
we are building business relations with new
companies entering the Russian market. These
are international companies with Turkish,
Kazakh, Indian, and Chinese founders, as well
as companies from CSTO countries.

- There is a well-known expression that
crisis is a window of opportunity. How can
businesses today, from your point of view, use
the “window of opportunity? How can you
increase business flexibility and resilience in
the new realities?

- In a crisis it is important not only to
survive, but also to try to grow. To increase the
flexibility and sustainability of the business,
it is necessary to build partnerships with
clients and competitors. Sometimes, even
by merging, as our company did (In June
2022, Ventra acquired the Russian business
of Kelly.) This deal was another step in the
implementation of Ventra’s strategy of active
business growth through the development
of innovative solutions and expansion of
our service portfolio. At the end of 2020, we
launched Ventra Go! The acquisition of the

business of Kelly, a company with serious
expertise in professional recruitment and
outsourcing of personnel selection (RPO), as
well as outsourcing of IT solutions and HR
services, is the next step of our expansion in
the HR and outsourcing services market.

During the crisis it is important to build
partnership relations with contractors, their
support will come in handy during hard times.

Also, it is necessary to create anti-crisis
staff within the company, which includes
representatives of the key functions to be
able to respond quickly to any changes in the
market and new inputs, which we have seen
enough of this year.

- The company is a member of the
Russian-Turkish Dialogue Association
and, for example, recently participated
in an online conference on cooperation
between Russia and Turkey in the medical
and pharmaceutical industry. What has
changed in the labor market in the field of
pharmaceuticals and medicine? How can
the company help the countries interact in
this area?

- Many international companies, in one
way or another, have maintained their
presence in Russia, as their activities are
related to ensuring human life and health.
Nevertheless, the pharmaceutical industry
has split into two parts. On the one hand,
we see that many European and American
companies have frozen hiring and taken a
wait-and-see attitude. Only replacements for
departing employees are being hired, and all
new projects have been halted. On the other
hand, Russian, Indian and Turkish companies
are experiencing rapid growth, I would even
say boom, and are staking on the development
and promotion of their products and bringing
new positions to the market.

According to a study by Ventra HR-Holding,
“Motivation of employees in the pharmaceutical
industry;” which we conducted in November
2022, we see that 52% of employees would like
to work in international companies. At the
same time, the so-called “Big Pharma” is now
reducing investment in research and personnel
in Russia. Therefore, candidates from American
and European companies will be willing to
consider offers from Turkish companies or
joint ventures. Because important motivational

factors for employees in the pharmaceutical
industry are, among others, the stability of the
employer (10%), interesting tasks, products and
projects (9%).

- Today many Russian companies are
looking for new partners for conducting
international business. For example, in the
field of retail. There is the same movement on
the other side. New brands, including Turkish
ones, are entering our market. What efficiency
tools are relevant today. What can Ventra
offer Turkish and Russian entrepreneurs in
the sphere of their interaction?

— Retail is one of the most developing areas
today. There are a lot of opportunities open
here after some of the leading players leave.
But an important and central problem remains
the availability and accessibility of personnel
at points of sale and online services.

This is why platform employment, which
gives the opportunity to attract self-employed
performers to the industry, is developing so
actively. In Russia, we are experiencing a
demographic hole due to a complex of reasons:
and the shortage of personnel, especially
mass personnel, can become a real threat to
business.

However, digital innovation technology can
solve the problem of attracting new workers
to this market.

The goal is to attract people who have
not previously considered mass professions
for themselves, but could for a while (part-
time work, study, new experience) become
participants in this market.

That’s why we, on our digital platform
Ventra Go!, launched a number of new mass
recruitment services in November.

The bet is on solutions, where we are
responsible not just for people, but for the
effectiveness of recruitment processes and the
availability of personnel in the points.

We have an ambitious goal to give a
positive user experience to customers and
candidates. Complete application closures
for the customer and a convenient part-time
job close to home with next day payout for
the performer.

When we see that a client creates a search
request in two clicks and the system closes it
in five minutes, we know we’re going in the
right direction.
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