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OJbrA COJOJICKAS

AKTyaau3auus IKOHOMUYECKOH cTpaTernu
POCCHUIICKUX KOMIIAHUHA: HOBbIE¢ TOPU30HTHI
B JlaTnHCKOH AMepuke

Hannaa paboma ananuzupyem cmpamezuu Kpyn-
Hetwux pocCUucKuUx KOMNAaHut Ha puinkax Jlamum-
ckou Amepuku. B uacmnocmu, paccmampuséa-
fomes bapvepsl 6X00a HA PA38UBAIOUJUECS PLIHKU U
CHOCO6bl UX NpeodoienHUs, CPAGHUBAIOMCA MeXa-
HU3MbL 8X00d, Uu3yyaemcs O0esmenbHOCHb 8 pas-
pese Yyenouku CcOo30aHus CMOUMOCmu, paspabo-
mannou M. [lopmepom. Aemop npuxooum K 6bi-
600y, 4MO HeCMOmps HA UHCMUMYYUOHALLHYIO
Oau30Cmb 0oMauinezo U NOMEHYUANbHBIX PLIHKOS,
pocculickue KOMRAHuy credyiom mMooenu nocmy-
namenvHozo pazeumus Upsala.

Kmrouessie cioBa: Moxpens Upsala, musepcudu-
Kanus, MEeXIyHapOJHOE pacIIMpeHHe, HWHCTUTY-
[IMOHAJTIHHBIE JIAKYHBI

Hecmotpst Ha reorpaguyeckyio OTAAIEHHOCTb,
pbIHKY JIaTHHCKOW AMEpUKH SBIISIFOTCS IIEPCIIEK-
THBHBIMU ISl POCCUMCKUX KOMIIAHWM W3 pa3ind-
HBIX uHAycTpui (SIkoBies, 2008). Ompenenenue
HOBBIX PBIHKOB IOTEHIHAIBHBIX COBITA, YKpeIuIe-
HUE IPOU3BOJCTBEHHON LENOYKH — OCHOBHBIE
IpaiiBepsl, MOTUBUPYIOIINE KOMIIAHUH BBIXOJIUTH
Ha JIATHHOAMEPHUKAHCKHH KOHTHHEHT. OnHako
aHaJIN3 [IOKA3BIBAET, YTO OJHU METO/bI BXOJa IIpe-
BaJMPYIOT HaJ APYTMMH, a TAaKXKe HEKOTOpBIE OT-
paciu 3aMeTHO 0oJiee aKTHBHBI B MEXX,TyHapOJHON
skcnaHcud. [laHHast pabora mpexacTaBiseT coboi
BO3MOXHOCTb OIPENEIUTh CTaTyC-KBO: B YaCTHO-
CTH, aHAIN3UPYIOTCA CTPATETMH BXOJa Ha PHIHKH
JlaTuHCKOM AMEpUKH CTa KpyHNHEHNIMX KOMIIa-

HUH, IMEIONINX mTad-kBapTupy B Poccum.

B nactosmieit pabote paccmotpens! 100 kpymHen-
HIMX [0 BBIPYYKE POCCUMCKHE KOMIAHUU U3 PEi-
THHTA XypHama «JkcmepT» (PefiTmHr Bemymmx
poccuiickux kommnanuit, 2017). [lonpobuee ananu-
3UpyeTcs MOTHBAIUS SKCIIAaHCHH, aJanTaius Ie-
MIOYKH CO3AaHus cTonMocTu. OmpeneneHo, 91o 29
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Actualization of Economic Strategy of Rus-
sian Companies: New Horizons in Latin
America

OLGA SOLODSKAYA

This paper ponders the strategies of Russian com-
panies on Latin American markets. In particular
the entry barriers and the tools for overcoming are
considered, different entry mechanisms are com-
pared. Next, the activities are analysed in terms of
value chain. The author comes to the conclusion
that despite the institutional similarity of host and
home markets, Russian companies follow the Up-
sala incremental model.

Keywords: Upsala model, diversification, interna-
tional expansion, institutional voids

Despite the geographical distance of Latin Amer-
ica, those markets are considered as full of poten-
tial for Russian companies from various industries
(Yakovlev, 2008). In numerous situation MNEs
(Multinational enterprises) enter this continent to
either explore new sales channels or to foster the
value chain. The analysis shows that some methods
dominate over the others and that some industries
are more active in international expansion. This pa-
per catches the status-quo and analyses the en-
trance strategies of 100 leading companies with
HQ in Russia.

In this paper 100 largest by Sales Russian compa-
nies from the rating of Expert magazine are inves-
tigated: in particular, expansion motivation, adap-
tation of value chain is scrutinized. It was found
that 29 companies out of 100 largest conduct busi-
ness in Latin America (Table 3).



KOMITaHUH U3 COTHU peasu3yioT OU3HEC-UHTEPECH
B Jlarnnckoit Amepuke (Tabmuma 3).

B pa60Te BBIJACJICHBI CJICAYIOMINC TUITOTE3bI:

HIl. Komnanuu 6onee CKIOHHbI K OMKPLIMUIO
npeocmasumenbcmes, yem pazeopavueaHulo Jo-

KalbHO20 np0u36000m ea

H?2. Hexomopule ompacau 601ee CKIOHHbL K MedC-
KOHMUHEHMANbHOU IKCRAHCUU

H3. Komnanuu uawe cozoarom coemecmuolie npo-
useoocmsea, yem unsecmupyiom 100% cobcmeen-
HbIX cpedcme

H4. Komnanuu uwawe 6x00am Ha HeCKOIbKO PblH-
KO8 8 pamKax 00H020 pe2uona

l'oBopst 0 Benenum OusHeca B JlarmHCKOUW AMe-
puKe, HEOOXOANMO ONPEAETUTh BaXKHEHIIINE BEXU
BXO0/1a HA PBIHOK. 3a4acTyI0 MPOLECC HAYNHAETCS C
OIpeJIeIeHHS SKOHOMUYECKOTO IIOTEHIUANa OIIpe-
JIeNIEHHOTO PBIHKA M MPOTHO3UPOBAHUS €T0 M3Me-
HEHHUS B KPaTKO- M JOJITOCPOYHOW HEpPCHEKTHUBE.
3areM HaYMHAETCS CTaAMs IEPETOBOPOB, B KOTO-
PYIO HEPEIKO BOBJIECUEHBI IPEACTABUTENH OIUTH-
YecKoil apeHbl. 3a HEl clieqyeT MOANHMCAHHUE CO-
[IalmeHus: 0 HamepeHusx. B ciryuae M&A nposo-
nuted due diligence. Crnexyroniim 3TarmomM BO MHO-
rux ciydasx (I'asmpom, Pocuedrts) cTaHoBHTCS
y4acTue B MEXAYHAPOAHBIX TEHIEPAX.

TpamuuuoHHEIME (DaKTOpaMHU MOTHBAIMH CTapTa
MEXJIYHApOJAHOM SKCHAHCUM SABISIOTCS: TIOUCK
HaWIy4lIeTo MPUMEHEHUS! UMEIOLIUXCSl aKTUBOB Y
KOMIIaHUH, JKEJIaHUE UCII0JIb30BaTh HECOBEPILIECH-
CTBO MPUHUMAIONIETO PHIHKA, YKOHOMHIKA 00BeMa
(Contractor, Kumar, & Kundu, 2007). Onxnako
poccuiickue KOMIIaHUM MOTHUBHPOBAHBI 3ame]yie-
HHUEM NOTeHIMaja TPaJAUIIMOHHBIX PIHKOB. Tak, B
cBeTe COOBITHH, CBA3aHHBIX KaK C MPSIMBIM 3aKPhI-
THEM 3allaJHbIX PHIHKOB, OCHOBAaHHBIX Ha CaHK-
LHUSX B OTAEJBbHBIX OTPACIAX, TaK U C MEHBIIEH TO-
TOBHOCTBIO OTIIEIBHBIX TOCYIaPCTB BECTH OM3HEC
¢ Poccueil, koMnaHuu BBIHYKJIE€HBI HCKaTh HOBbIE
JIpaliBepbl TEMIIOB MoJJepkaHud pocta. boiee
TOr0, U3BMEHEHHUE CTPYKTYpPhl POCCUNUCKON 3KOHO-
MHUKH TIOBJIEKJIO 32 COOOW MOHIKEHHE CIIpoca Ha
nomMarraeM peiake. Hanpumep, Evraz «6bur mpak-
THYECKH BBIHYXKIEH BBIXOJUTH Ha 3apyOeKHBIC

In the paper, there were next hypothesis:

HI. Firms are more prone to opening representa-
tive offices than creating full capacities.

H2. Some industries are more disposed to intercon-
tinental expansion

H3. Firms more often create Joint Ventures than
invest 100% of own assets

H4. Firms more often enter several markets in one
macro-region

Talking about doing business in Latin America, it’s
necessary to clarify the main milestones of en-
trance process. In many cases this procedure starts
with the potential determination of a particular
market and the progress prediction in short- and
long-run period. After that the negotiation phase
begins, which the political representatives can be
involved in. Then, a document, aimed to state the
mutual Understanding and intentions is signed. Fi-
nally, a company can participate in international
tenders, how it happens with Gazprom, Rosneft.

Authors (Contractor, Kumar, & Kundu, 2007)
name traditional motivation factors of international
expansion start: search for better applicability of
available assets, desire to use the imperfection of
host market, economy of scale. In addition, Rus-
sian companies can be driven by the deceleration
of traditional for them markets. Furthermore,
change in Russian economic structure led to de-
crease of demand on the home market. Thus, in the
context of either straightforward close of Western
markets or less willingness of individual states to
conduct business with Russia, firms are forced to
look for new drivers of maintaining growth rates.
For instance, Evraz recalls that the company “was
almost persuaded to enter foreign markets, due to
the fact RZD [a strategically important buyer, Rus-
sian monopoly in rail sector] sharply decreased
purchases” (Interfax, 2016).



PBIHKU B CBsI3H ¢ TeM, uTo PXK/I pe3ko cHu3nna 3a-
kynkm» (MaTepdakce, 2016).

[Ipenpirymme paboTel choKyCHpOBaINCH Ha aHA-
JM3€ MEXaHW3MOB ITO3UIIMOHNPOBAHNS OM3HEC-HH-
TEpecoB Ha PHIHKAX, ONPEACICHHBIX KaK MMOTeHIIN-
anble, cpeau KoTopeix (Sxosnes, 2008): skoHOMU-
yeckre U (PUHAHCOBBIE MHCTPYMEHTOB, CPEACTBA
MH(POPMAIIMOHHOTO W TOJIUTHYECKOro obecmede-
HUsl BHEIIHEDKOHOMMYECKOU AesaTenbHOCTH. KoH-
KpeTHee, aHaJN3 MOKa3bIBAeT, YTO MPOABIKEHUE
3a4acTyI0 OCHOBBIBaeTCA Ha OQHUIMAIBHBIX TOCY-
JapCTBEHHBIX BU3UTAaX B PETHOH BBICIINX PyKOBO-
nuteneit PO. Cpenn Takux, HampuMmep, BU3UT B.
[Tytnna Ha KyOy u B ApreHTHHy, T1e ObUI 3aKIT0-
gyeH pan koHTpakToB B TOK (Cyxonkas, 2014). B
KaJleHape mpe3u/ieHTa 0003HauYeHBI €KEroHbIe
BU3UTHI HA KOHTUHEHT, U B 2015 rony cocrosuck
BCTpEYH C JIUAECpaMU Kak MUHUMYM 6 cTpaH. Bax-
HOCTH TIEPCOHATBHBIX B3aMMOOTHOIIEHHUI TaKke
ObUTa TOAYEpKHYTa B paboTax 3apyOeKHBIX aBTO-
poB (Andra, 2016).

Bonee Toro, orpoMHYI0 poJib HTPAIOT MIPE3EHTALINU
B nnocoJibecTBax PO B JlatnHckol AMepuke, co3na-
HHE TOPrOBO-?KOHOMHYECKHX COBETOB, MEPOIPH-
ATHS B TUIUIOMaTHYECKUX MPEACTAaBUTENBCTBA JIa-
THHOAMEPHKAHCKUX rocyaapcTB B Mockse, yda-
ctue B Ou3Hec-popymax. Takue MeponpusTHs 10-
MHUMO OCHOBHBIX CBOHMX IIeJIel CHOCOOCTBYIOT
YCTaHOBJIEHHIO KOHTaKTOB, ITPEOA0ICHNIO HH(DOP-
MAaIMOHHBIX 0aphepoB. BaxkHOe 3HAUEHNE UTPAIOT
TaKkKe YCTaHOBJIEHHE COTPYAHHYECTB C JIOKAJb-
HBIMH OW3Hec-OopraHm3anusaMu. Tak, 3aKITI0YeHBI
koHTpakThl ¢ MEPKOCYVYP (cormamenue B coaeii-
CTBHHM CBOOOJHOM TOPTOBIE, THOKOM JBHKEHHUH
TOBapoOB, HACEJIEHHUs, BaiOTHl). bomee Toro, ¢ ps-
JoM cTpaH: ApreHtuHa, bpasunus, Benecyana,
Kyb6a, Hukaparya, Ilepy u OxBagop, — chopmupo-
BaHBI CTPATEIrMUYECKUE MTAPTHEPCTBA.

Takum o00Opa3oM, BBIXOJ Ha MEXIyHapOIHBIE
PBIHKH — BOIIPOC JBYXCTOPOHHUI W Hepeantnsyem
0e3 COOTBETCTBYIONIEH 3aKOHOAATENHHOH Oas3bl.
Hanpumep, na Ky6e B 2014 6pur mpuHAT 3aKOH,
KOTOPBIN MPU3BAH YBEIHMYNTh HHOCTPAHHbBIE NHBE-
CTHIIMH: B YaCTHOCTH, OM3HECMEHAM pa3peIinin
BKJIQJIBIBATh JCHBIM MIPAKTHYECKH BO BCE OTPACIH
KyOMHCKOI SKOHOMHUKHU U 00€CTIeUnIIN HaJOTOBBIE
nberotel. Takxe B koH1e 2013 r. Mekcuka nocite 75

Previous studied focused on analysis of mecha-
nisms of positioning business interests on new
markers (Yakovlev, 2008): economic and financial
tools, mass and political media covering interna-
tional business. Moreover, the analysis shows that
promotion frequently happens during official inter-
national visits of government managers. Among
such, for example, Vladimir Putin's visit to Cuba
and Argentina, where a number of contracts were
concluded in the fuel and energy complex (Su-
khotskaya, 2014). The president's calendar outlines
annual visits to the continent, and in 2015 meetings
were held with leaders of at least 6 countries. The
importance of personal relationships has also been
emphasized in the works of foreign authors (Andra,
2016).

Next, a huge role is hold by presentations at Rus-
sian embassies in Latin America, the creation of
trade and economic councils, events in the diplo-
matic representations of the Latin American states
in Moscow, and participation in business forums.
Such activities, in addition to their basic goals, help
to establish contacts and/or overcome information
barriers. The establishment of cooperation with lo-
cal business organizations also crucial in discover-
ing foreign markets. Thus, contracts have been
concluded with MERCOSUR (agreement in pro-
moting free trade, flexible movement of goods,
population, currency). Moreover, with a number of
countries: Argentina, Brazil, Venezuela, Cuba,
Nicaragua, Peru and Ecuador - strategic partner-
ships have been formed.

Accordingly, access to international markets is a
bilateral issue and is not realizable without an ap-
propriate legal framework. For example, in Cuba
in 2014, a law was enacted to increase foreign in-
vestment: in particular, businessmen were allowed
to invest in virtually all branches of the Cuban
economy and provided tax incentives. Also in late
2013, Mexico, after 75 years of state monopoly on
the subsoil, opened them to private investors,



JIET MOHOIIOJUU TOCYJapCTBa HA HEApPa OTKpbLIA
UX JUISl YACTHBIX UHBECTOPOB, YTO MO3BOJIUIO «JIy-
KOWJ» BOWTU B HEKOTOPBIE IIPOEKTHI.

[lepcrieKTHBHBIM BONIPOCOM TIPEACTAET PACCMOT-
peHHe TOro, Kak KOMIIAaHWN KOMMYHHIIMPYIOT CBOH
HaMEpeHUsl O MEXJIyHapoAHOW skcnaHcuu. Tak,
HampuMmep, cpean mnpuoputeroB HMuTep PAO
(Nell), 0003HaUYEHHBIX B MHCCHHM — PaCLIMpEHHE
reorpa¢uu Ou3Heca: «yKpenjaeHne Ha pelHKax Jla-
TUHCKOM AMepHKe, BBIXOJ Ha HOBbIE PBIHKH B
ctpaHax Adpuku, FOxuOl m IOro-Bocrounoii

Aznn, bimxkaero Boctokay.

Ancodd (1957) Beraenmt 4eThIpe OCHOBHBIE CTPa-
TETMH POCTa: POCT HA CYIIECTBYIOIIEM DPBIHKE C
pa3pabOTaHHBIM NPOIYKTOB, MpPEICTaBICHUE HO-
BOTO MTPOAYKTa Ha 3HAKOMOM PBIHKE, BBIXO/1 Ha HO-
Bble PBIHKH C MMEIOIINMCSI TOBApOM, a TaKXke ca-
Mas 3HaYMTeNbHas OuBepcru(UKanus, moapasyme-
BaIOII[asi HOBBIM MPOAYKT HA HE3HAKOMBIX PBIHKAX.
Cpenn TpoaHaIM3UPOBAHHBIX KOMIAHWH JIMIIb
HEMHOTHE CTapaIiCh aJalTHPOBATh IIPOIYKT K pe-
annsaM 3apyOekHoro KoHTHHeHTa. K Takum oTHO-
cutrca O0pennHeHHast ABnactpoutensHas Kopmo-
pamusi, KoTopas Ipou3Beaa HEKOTOpble MoaAndH-
Karuu s ucTpeduteneit u camoneroB be-200.

I'oBOpst O AEATENBHOCTH POCCUICKUX KOMIIAHWM,
HEOOXOAMMO 3aMeTHUTh, YTO JIAaTHHOAMepHKaH-
CKUM CTpaHaMH IPUCYIIH XapaKTePUCTHKH Pa3BU-
BAIOIMXCSA PHIHKOB: OTCYTCTBHE CIHEIHATU3UPO-
BaHHBIX ITOCPEIHHUKOB, PETYIATOPHBIX CHCTEM U
MEXaHH3MOB,
(Khanna, Palepu, & Sihna, 2015). Takue 6apnepsr

MOJICPKUBAIOIIMX  KOHTPAKTHI
3a4aCTyI0 MPEISITCTBYIOT BXOJY MYJIBTHHAIUO-
HAJBHBIX KOPHOpAlMi M BBIHYXKIAIOT CEPbE3HO
amantupoBaTh aestenbHOCTh (Villar C., Pla-
Barber, Domingo, & Madhok, 2017). Ognako poc-
CUICKHE KOMIIAaHUH YK€ TIOIYYHIN HEOOXOIUMYIO
9KCIEPTU3Y Ha JIOMAIIHEM PBIHKE, CIIOCOOHBI BbI-
HECTH YPOKH M3 TAKOT'O OMbITa U MPUMEHUTh UX B
paMKax SKCIIaHCHH.

B pabote mpoaHann3upoOBaHBl JaHHBIE PEHTHHTA
Doing Business mist Poccun 3a mepuox 2010-2017
IT., @ TaKXe CpelHHUe AaHHble s JlaTuHCKOMN
Awmepuku. Poccus (B wacTHOCTH, CTONHUIA) TOOH-
JIaCh 3aMETHOTO yIy4IIEHUS OCHOBHBIX ITOKa3aTe-

which allowed Lukoil to participate in several cer-
tain projects.

A prospective issue is the consideration of how
companies communicate their intentions about in-
ternational expansion. For example, among the pri-
orities of Inter RAO (# 11), outlined in the mission
- expansion of the geography of business:
"strengthening in Latin America, entering new
markets in Africa, South and South-East Asia, the
Middle East."

Ansoff (1957) identified four main growth strate-
gies: growth in the existing market with developed
products, introducing a new product in a familiar
market, entering new markets with the available
product, and also the most significant diversifica-
tion, implying a new product in unfamiliar mar-
kets. Among the companies analyzed, only a few
tried to adapt the product to the realities of the for-
eign continent. These include the United Aircraft
Corporation, which produced some modifications
for the fighters and the Beriev Be-200 aircrafts.

Speaking about the activities of Russian compa-
nies, it should be noted that Latin American coun-
tries have characteristics of emerging markets: the
lack of specialized intermediaries, regulatory sys-
tems and mechanisms that support contracts
(Khanna, Palepu, & Sihna, 2015). Such barriers of-
ten hinder the entry of multinational corporations
and force them to seriously adapt their activities
(Villar C., Pla-Barber, Domingo, & Madhok,
2017). However, Russian companies have already
received the necessary expertise in the home mar-
ket, are able to learn from this experience and apply
them within the framework of expansion.

Here Doing Business in Russia rating is analysed
for the periods of 2017 and 2010, as well as the av-
erage data for Latin America. Russia (in particular,
the capital) has achieved a noticeable improvement
in key indicators and promotion by rating. Though,
companies that begin and continue to expand, have



neit 1 IpoABIIKEHU 1o peiTrHTy. O JHaKO KOMIIa-
HUU, HAYNHAIOIUE U IPOAOJLKAOIINE SKCIIAHCHUIO,
UMEIOT JIONTYI0 MCTOPHIO pabOTHI Ha JOMAaIllHEM
PBIHKE U 3HAIOT, KaK MPeo10JIeBaTh Oaphephl.

a long history of working in the home market and
know how to overcome such barriers.

Table 1/ Tadauna 1. Doing Business rating / lannblie peiitunra Doing Business

Indicators / Iloka3arensn Latin America Russia/ | Russia/
/ JlaTuHCKAas Poccus, Poccus,
Amepuka, 2017 2017 2010
Starting a business / Coznanue npeanpusThii 113 26 104
Getting electricity / [TogknroueHue kK cucteMe IeKTPOCHAOKEHHS 84 30 n/a
Getting credit / [ToimyueHue KpeAUTOB 89 44 87
Paying taxes / Hasoroo6iaoxenue 130 45 103
Enforcing contracts / ObecrneueHne NCIOIHEHUs! KOHTPAKTOB 104 12 18
Dealing with construction permits / [Toiydenue pa3pemeHuii Ha CTPOUTEIECTBO 105 115 182
Registering property / Peructpanus coOCTBEHHOCTH 118 9 45
Protecting investors / 3anura MUHOPUTAPHBIX HHBECTOPOB 107 53 92
Trading across borders / MexayHapoHasi TOProBJs 100 140 161
Resolving insolvency / Pa3pelienue HemaaTexecrnocoOHOCTH 106 51 n/a

Opnnako He Bcerna Takue 0aphephl JIETKO MPeoI0-
nmeBaeMbl. Ciydail KOMITaHWH, HaXOMSIICHCS 3a
MpeielaMi COTHU KPYHMHEHWIINX, aHATN3UPYEMBIX
B paMKax JaHHOW paboTel, Yota MOKa3bIBAET, YTO
HEPHIHOYHBIE TPETSATCTBUA KPUTHYHBI. JlaHHBIH
Keic, onuckiBaeMblii B cratbe Ky3Henmoa A.B.
(2014), uccuenyer, uto CkapTen, CTpeMALIHICS
pa3BuBath OecipoBogHON MHTepHET B Ilepy n Hu-
Kaparya, yBUJEJl OIPAaHMUYEHUS Ha JIOCTYIl K pe-
KJIaMHBIM pecypcam.

[Ipenpirymme paboOTHI HCCIEIOBATd OCHOBHBIE
MpoOJIeMBl, ¢ KOTOPBIMU CTaJIKMBAIOTCS KOMIIa-
HUH, OCYUIECTBISIONINE CBOIO JESITEIHHOCTh Ha
MEXIyHapOJIHBIX PhIHKaxX. B nomoiHeHne kK Kpu-
TUYHOCTH  JIOKAJBHOW  OKCIEPTH3BI, aBTOPHI
(Alvaro, 2008) Taxke Ha3BIBad BaKHOCTH IIEpe-
HECeHMsI KOHKYPEHTHBIX IPEUMYIIECTB B HOBYIO
CTpaHy, a TaK)Xe CyIIEeCTBEHHOCTh M30eraHus co-
XxpaHeHus ciabocreit (B coorBercTBHH ¢ SWOT-
aHanu3oM). CleayromuM MpensTCTBUEM HasbIBa-
JI0Ch HEOOXOAMMOCTh HCIOJIB30BaHUS 00medup-
MEHHBIX PECYPCOB B paMKax MEKIyHapOIHOH Kc-

IIaHCUU.

Mopens Upsala, ommceiBaromiasi WHTEpHAIIMOHA-
nmm3anuto (Johanson & Wiedersheim-Paul, 1975),
CTaBUT BO TJIaBy yTJla HaIW4YUE 3HAHUN 00 WHO-
CTPaHHOM PBIHKE W MPEIIaraeT CTPATErHio MOCTe-
MIEHHOTO Pa3BOpavYMBAHUS NEATEILHOCTH. B coot-
BETCTBHH C HAYIHBIM UCCIIEIOBAHUEM POCCUIICKHE
KOMITAHUH BCE TAK)K€ B Hayaye IMyTH.

However, such barriers are not always easily over-
come. The case of a company that is outside of the
top hundred, analyzed in this work, Yota shows
that non-market obstacles are critical. This case,
described in the article Kuznetsova A.V. (2014),
explores that Scartel, seeking to develop wireless
Internet in Peru and Nicaragua, saw restrictions on
access to advertising resources.

Previous work examined the main problems faced
by companies operating in international markets.
In addition to the criticality of the local expertise,
the authors (Alvaro, 2008) also called the im-
portance of transferring competitive advantages to
the new country, as well as the importance of
avoiding the preservation of weaknesses (in ac-
cordance with SWOT analysis). The next obstacle
was the need to use common company resources
within the framework of international expansion.

The Upsala model, describing internationalization
(Johanson & Wiedersheim-Paul, 1975), focuses on
the knowledge of the foreign market and offers a
strategy for the gradual deployment of activities. In
accordance with research, Russian companies are
also at the beginning of the journey.




Kputnuen Be160p MeToaa BX0a, Cpean KOTOPHIX B
MEHEKMEHTE Pa3INdaloT CO3J[aHHe MPOEKTa B UH-
ctom noze (greenfield), coBMecTHOE TIpeApUATHE
U ToKyIiKa faeiictytomieit pupmer (M&A). Ha ne-
3HAKOMBIX PBIHKAX MPEINOYTHTENsHONH (popmoit
BO MHOTHX CIydYasxXx OKa3bIBae€TCS COBMECTHOE
MpeanpuaTie, B KOTOPOM JIOKANBHBIN IapTHEP
croco0eH TOJEeNUTHCS 3HAHUSIMH 00 OCOOEHHO-
CTSIX BeACHNS OM3Heca B JAaHHON MECTHOCTH.

Hanee, paccmMaTpuBas MpeICTaBIEHHOCTh KOMIIa-
HUI B PEUTHHTE B pa3pe3e HHAYCTPUIA, 3aMETHA aK-
TUBHOCTH KOMITAHUH TOILTMBHO-9HEPT€TUYECKOTO,
METaJIITyPTUYECKOT0 U XUMHYECKOTo (peain3yro-
IeTo yA0O0peHnus Ha MEXIYHAPOTHON apeHe) CeK-
TOopoB. TpaANIIMOHHO KOMIAHHUH, CTPOSIINE CBOIO
JeSITENFHOCTh HAa peaNnnu3alliyd HAaTypajbHBIX pe-
CYPCOB, - B TOCYIapCTBEHHOM BIIa/ICHUH.

B npeBanupyromeM 4ucie KeicoB aHanu3upye-
MBbIE KOMIIAHUY OTPAaHUYMIIACH CO3AAHUEM TOPIo-
BBIX IPEACTABUTENHCTB, BHITOTHAIONINE (DyHKITHIO
npojgax. B To ke Bpems Meuen u EBpoxum mnpo-
BEJIIX HECKOJIBKO CJIEJIOK CIMSHUS U MOTJIOIEHHUS.
Opnnako »Ke HMaHHBIM cioydaid Henb3s Ha3BaTh
YCHEUIHBIM, TaK KaK KOHTPOJIHPYIOINI COOCTBEH-
HUK «Meuena» W. 3103uH yJacTBOBal B CO3/IaHUU
CIl, Bnaneroniero AByMsl METAJIIIypTUIECKUMHU 3a-
Bojamu B bpasunuu, HO ropuaudecku Ha «Meuen»
MpUHAIeKAIue emy Ha 75% akIuu 3apeTucTpu-
poBaHbl He ObuH. HekoTopble KOMIIaHUM, Takue
kak ['a3mpoM, UMEIT CeUaIN3UPOBAHHY0 KOM-
nanuto (Gazprom EP International B.V.) mns pea-
TU3aIUN 3apyOeKHBIX TPOEKTOB B 0OOJACTH IIO-
WCKa, pa3BeJIKH U pa3paboTKH YIIIeBOJOPOIOB.

B pabote npoananusupoBaH 00beM 3kcropra PO
B HampasleHHMH cTpaH JlaTnHCKOM AMepHku.
JByms nunepamu aBisirorcs bpasuing u Mekcuka,
Ha KOTOPBIX MPUXOJUTCS TaKXKe HauOobIIas Ol
BBII B nanHOM peruoHe. PelHKaMu ¢ HavMEHb-
MM TOTEHIHaIOM SBISIOTCS JlOMUHHKaHCKas
Pecny0Onmka, mMImopTHpyomas BCero 1Be KaTero-
puu u3 Poccun, a taxxe bonusus u I'autu, cae-
JIaBINME 3aKyIKU BCEro Ha 7 MIIH B cymMe B 2015
rony mo npaHHeiM PenepanbHoil TaMoxeHHOU
Cnyx0651. B cpaBHennn ¢ BayrpennnmM BanoBeiM
[Ipomykrom Hanbosee cymecTBeHHA JOIIS POCCHIA-
ckoro mMmopra ansi JkBanopa u KyOsr. DxBagop
BBIPAKAET 3aUHTEPECOBAHHOCTb B POCCUNUCKHX

In management, there are several types of entrance
mode: greenfield, M&A, JV. In unfamiliar mar-
kets, the preferred form in many cases is a joint
venture in which the local partner is able to share
knowledge about the specifics of doing business in
the area.

Further, considering the representation of compa-
nies in the ranking in the context of industries, the
activity of companies of fuel and energy, metallur-
gical and chemical (realizing fertilizers on the in-
ternational arena) sectors is noticeable. Tradition-
ally, companies that are building their activities for
the realization of natural resources are in state own-
ership.

In the prevailing number of cases, the companies
examined limited themselves to creating sales rep-
resentations that perform the sales function. At the
same time, Mechel and Eurochem conducted sev-
eral mergers and acquisitions. However, this case
cannot be called successful, since the controlling
owner of Mechel 1. Zyuzin participated in the cre-
ation of a joint venture owning two metallurgical
plants in Brazil, but legally Mechel owned 75% of
the shares were not registered. Some companies,
such as Gazprom, have a specialized company
(Gazprom EP International B.V.) for the imple-
mentation of foreign projects in the field of pro-
specting, exploration and development of hydro-
carbons.

The paper analyzes the volume of Russian exports
to Latin America. The two leaders are Brazil and
Mexico, which also account for the largest share of
GDP in the region. The markets with the least po-
tential are the Dominican Republic, importing only
two categories from Russia, as well as Bolivia and
Haiti, making purchases of only 7 million in the
amount in 2015 according to the Federal Customs
Service. In comparison with the Gross Domestic
Product, the share of Russian imports for Ecuador
and Cuba is the most significant. Ecuador ex-
presses interest in Russian fertilizers, since agricul-
tural products account for the second category after



yRAOoOpeHusIX, TaKk Kak BTOPOH KaTeropuil mocie
HE(TAHBIX MPOTYKTOB B CTPYKTYPE MECTHOTO JKC-
HOpTa 3aHUMAIOT CEIbCKOXO3SIMCTBEHHBIE IIPO-
nyktel. Jlanee, nctopuueckas cBsizb Kyosr n Poc-
CHH HAaXOJUT OTpakeHue u ceronHsA. CaMbIMH TO-
OyJISIPHBIMU CTPaHAMM JJIL BXOJAa POCCHUUCKHUX
Ton-KoMIaHuil sBunuch bpasunus, Mekcuka u
Benecyana. bpasunus, Bxoasauias HapaBHe ¢ Poc-
cueit B BPUKC, Ha mpoTsS)KeHNN MHOTHX JIET OCTa-
€TCsl CTPaHOH, JEMOHCTPUPYIOIEH MNOTEHIHAI
pa3BUTHUS B pa3pe3e MHOTUX UHAycTpuil. Tepputo-
puanbHO 6JIM3Kas K BeIyIieil MUPOBOH IKOHOMUKE
— CILIA, HO B TO %€ BpeMs gajieKasi OT Hee 110 PsIy
HMOJIMTUYECKUX BONPOCOB MEKCHKaA CTPEMUTCS AH-
BepcudUpoBaTh CBOI MOPT(HENH U UIIET BEITOAHBIC
HNapTHEPCTBA HA MEXAYHApOIHOM pbIHKE. MHTEpE-
CEH phIHOK BeHecyansl, CTONKHYBIIEHCS B HACTO-
sIIEeE BPEMSI C CEPbE3HBIMU 3KOHOMUYECKUMH MPO-
6nemamu. ToproBie W SKCHAHCHM CIIOCOOCTBYET
HOAJEPKAHNE HAMEPEHUN POCCHUHCKUX OTede-
CTBEHHBIX KOMITaHUI1 (PMHAHCOBBIMH HHCTUTYTaMH
U BbIJJa4a TOCYIapCTBEHHBIX KpeIuToB Benecyane,
HaIpuMep, Ha MpuoOpeTeHne BoopyxeHui. Takxke
3aMETHBI IPEBAIMPYIOIINE KATETOPUH B HKCIIOPTE,
Cpeay KOTOPHIX TOIUIMBO M YAOOpEeHUs.

oil products in the structure of local exports. Fur-
ther, the historical connection between Cuba and
Russia is reflected today. The most popular coun-
tries for the entry of Russian top companies were
Brazil, Mexico and Venezuela. Brazil, which is on
a par with Russia in the BRICS, has for many years
remained a country demonstrating the develop-
ment potential in the context of many industries.
Territorially close to the leading world economy -
the United States, but at the same time far from it
on a number of political issues, Mexico seeks to di-
versify its portfolio and seek profitable partner-
ships on the international market. The market of
Venezuela, which is currently facing serious eco-
nomic problems, is of interest. Trade and expan-
sion is facilitated by maintaining the intentions of
Russian domestic companies by financial institu-
tions and issuing government loans to Venezuela,
for example, for the acquisition of weapons. In
general, the main categories are fuel and fertilizers.

Table 2 / Ta6auua 2. Some economic data / HekoTopbie 3xoHOMHYecKHe Moka3aTenu (2015)

Country Crpana - g, = IO L4 L a S

=5 g S E SSEL| 2858 s 28ER

2 = 2D S~Z2E| SO=EE| E22 252

@ - = Bl sao=| 2555 E2HESE

o B E¥s | z8zF 253E 2 ER%

S & ESg | 22% |%ALE 2558z

O o =E ®E° Sz agi
Brazil Bpazunus $1,803,653 21 $1,786 0.10% Fertilizer / Y no6penus
Mexico Mekcuka $1,143,793 13 $1,061 0.09% Metals / Merauisl
Argentine Aprenrusa $584,711 11 $163 0.03% Fuel / Tonuso
Colombia Komym6ust $292,080 11 $199 0.07% Fuel / Tomueo
Venezuela Benecyana $260,089 16 $334 0.13% Electronics / DnekrpoHuka
Chile Unnm $240,796 6 $44 0.02% Fuel / Tormuso
Peru [epy $189,111 10 $210 0.11% Fertilizer / Y noOpenus
Ecuador OKkBa10p $100,177 6 $189 0.19% Fuel / TomnBo
Dominican | JloMHHHKaHCKas $68,103 1 $0 0.00% Chemistry / Xumus
Republic PecnyOuika
Guatemala I'Baremana $63,794 2 $37 0.06% Fertilizer / Y no6penus
Costa Rica Kocra-Puka $54,137 1 $30 0.06% Fertilizer / Y noOpenus
Cuba Ky6a $54,137 9 $214 0.39% Transport / Y no6penus
Uruguay Ypyrsait $53,443 4 $33 0.06% Transport / Y noOpenust
Panama [Tanama $52,132 1 $12 0.02% Plastics / [TnacTMacchl
Bolivia BoauBust $32,998 4 $2 0.01% Transport / Tpacopt
Paraguay [Maparsait $27,094 4 $11 0.04% Fertilizer / Y noOpenus
Salvador CanbBanop $25,850 1 $7 0.03% Fertilizer / Y noOpenus
Honduras Tonmypac $20,421 0 $20 0.10% Fertilizer / Y noOpenus
Nicaragua Huxkaparya $12,693 2 $25 0.20% Cereals / 3naku
Haiti Tautn $8,765 0 $5 0.06% Cereals / 3naku




B 3akmiouenne mpencTaBiseTcs HEOOXOIMMBIM
elle pa3 MOJYEPKHYTh BaXXHOCTb CTPATETHH «IY-
Mai ro6anpHO — AeUCTBYH JTOKaIbHO». B gacTHO-
CTH, HECMOTPS Ha reorpau4ecKyio IHUCTaHIIHIO
Mexnay Poccueir u crpanamu JlatuHckoir Awme-
PUKH, KOMIIAHUH CITIOCOOHBI M3BJI€Yb BBITOAY, HC-
XOJSLIYI0 U3 HAKOIUICHHBIX 3HAHUI Ha JOMAIIHEM
pBIHKE 00 MHCTUTYTaxX, CBOMCTBEHHBIX Pa3BHUBAIO-
oIMMCsl SKOHOMUKaM. B mocnepHue rogel Kpyr-
HEUIINE 10 BBIPYUYKE KOMIIAHUU AKTUBHO PEAIU30-
BBIBAJIM HEAJANTHUPOBAHHBIE K JIATUHOAMEPUKAH-
CKHM pealldsiM HOPOAYKTbl, HO JIMIIb HEMHOTHUE
YBHJIENU NEPCIEKTUBHOCTh Pa3BOpAaYMBaHUs MPO-
M3BOJICTBA HA 3apyOEKHBIX PhIHKAX.

MeunemxepaM BeAylIUX KOMIIAHUN B CBETE JUBEP-
cupuKa W HEOMPEICICHHOCTH JIOMAITHETO
PBIHKA pEKOMEHIyeTcs 0oJiee MeTanbHO mpopado-
TaTh IJIAHBI BBIXOJA Ha MEXIYHApOJHYIO apeHy B
pa3pe3e pa3BOpayMBaHMS JIOKAJIBbHBIX IMPOU3-
BOJICTB M BHECEHHS pa3pabOTOK B JIOJTOCPOIHYIO
CTpaTeruio.

B mocnenyronux paboTtax HaJ TaHHOU TeMe Mpe-
CTaeT HEOOXOJUMBIM PACIHIUPEHHUE KOIUYECTBA
aHanusupyeMbix komnanuil no 400, aHanus npu-
YUH NpeKpallleHus aearenbHocTd.  bojee Toro,
OTAEJIbHOE BHUMaHUE CIEAYET YAEIUTh OTINYUSIM
cpean JlaTMHOaMEpUKAHCKUX (Andra,

2016).

CTpaH

Takske BOIIPOC MapKUHAILHOCTH CTPATErUU BXO1A
Ha pbeIHKY JIaTUHCKOM AMEPUKU SBIIAETCSA BaXKHBIM
JUIsL U3YyYEHHMs: JAHHOE HCCIEAOBAHHE CIEHYET
pacmupuTh MPOBEICHNEM HHTEPBBIO U YIITyOJIeH-
HBIX KeHCc-CTaau.

In conclusion, it seems necessary to emphasize
once again the importance of the strategy "think
globally — act locally”. In particular, despite the ge-
ographical distance between Russia and the coun-
tries of Latin America, companies are able to ben-
efit from the accumulated knowledge in the home
market about the institutions peculiar to developing
economies. In recent years, the largest companies
in terms of sales actively implemented non-adapted
to Latin American realities, but only a few imple-
mented production facilities on the other continent.

The managers of the leading companies due to the
diversification and uncertainty of the home market
should work out in more detail the plans for enter-
ing the international arena: in particular, the ques-
tions of local productions should be elaborated.

In further studies, it appears necessary to expand
the number of considered companies to 400 as well
as to study the reasons for the termination of activ-
ities. Moreover, special attention should be paid to
differences among the Latin American countries
(Andra, 2016).

Also, the question of the profitability of the strat-
egy of entering the markets of Latin America is im-
portant for the topic development: this study
should be expanded by conducting interviews and
in-depth case studies.
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Table 3: Representation of the interests of Russian companies in Latin America across value chain
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Taoauua 3: IlpeacTaBJeHHOCTh HHTEPECOB POCCUIICKUX KoMNIaHUH B JIaTMHCKOH AMepuKe B pa3pe3e HeN0YKHU CO3JaHUsI CTOUMOCTH
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