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OB30p AEKLMM

1 MEeXAYHOPOAHbBIM MEHEAXKMEHT U
AODAAM3ALLMG

1 MN3BpaHHble acnekTbl BHELLIHEM TOPTOBAM

1 MeXAYHAPOAHbIE CTPATENMM KOHKYPEHLIMM U
CO3AQHUNA MATEPUAAbHbBIX LLEHHOCTEM

1 MeXAyHapoAHOE BeAeHMe Br3Heca

1 ITMKA M COUMAABHOSY OTBETCTBEHHOCTDL B
MEXAYHOPOAHOM DOU3HECE

1 MHTEPHALMOHAAMIALMA MAABIX U CPEAHMX
NpeAnpPUITUA




MeXAYHApPOAHbIe CTpAaTEermm
KOHKYPEeHLLUN U CO3AAHMUS
MOTEPUAAbHbIX LLEHHOCTEN




CAGE Distance

Culture distance
Adminstration distance
Geografic distance
Economic distance
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Cultural Distance

PO3AMYHbBbIE 93bIKU
PA3AMYHbIE DTHHMYECKME TPYMMbI
PA3AMYHBLIE PEAUTUM

PA3AMYHbIE LLEHHOCTU, HOPMbI U
XAPAKTEPUCTUKM

OTCyTCTBME AOBEPMUS
1 OTCYTCTBME COLMAABHbIX CETEM
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Administrative Distance

1 Kok AByCTOPOHHMM DEHOMEH:
1 OTCYTCTBUE KOAOHMOAbHbIX CBA3EM
1 OTCYTCTBME TOPTOBbIX COrAQLLIEHUM
1 OTCYTCTBME EAMHOU BAAIOTHI
1 TToAMTMYECKAS BPOXKAC




Administrative Distance

1 KK MHOXXEeCTBEHHbIM ADEHOMEH:
1 He-pbIHOYHbIE M 3AKPbLITbIE SKOHOMMUKM
1 Macwtad nNpoTekUMOHM3IMA

1 OTCYTCTBME CBA3EM C MHOCTPOHHBIMM
OPrAHM3ALMUAMM

1 CAQObIE UHCTUTYTHI
1 Koppynums




Administrative Distance

1 BOXKHO AAS OTPACAEN, ECAU:

1 [OCYAQPCTBEHHOE YNPABAEHME MPU
CO3AQHMN MPOU3BOACTBEHHbIX U TOYAOBbIX
OTHOLLEHWMM




Geographic Distance

1 Kok AByCTOPOHHMM DEHOMEH:
1 PU3M4YeCKOE PACCTOAHME

1 MOAOE KOAMYECTBO HEMOCPEACTBEHHbIX
COCEAEM

1 Pa3AMYHbIE BPEMEHHbIE 30HbI
0 Pa3AmM4me B KAMMATE




Geographic Distance

1 Kak MHOTOCTOPOHHMKN GOEHOMEH:

1 OCTpOBA (HET HENOCPEACTBEHHbIX
coceaeMn)

OTCYTCTBME MOPCKMX MOPTOB
[eorpadomyeckmm pasmep
[eorpadomyeckas pa3obLLLEHHOCTb

CAQOble TPAHCMOPTHbIE U
KOMMYHUKALMOHHbBIE BO3MOXXHOCTMU
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Geographic Distance

1 BOXKHO AAS OTPACAEN, ECAU:

1 MaAoe 3HaO4YEHME B COOTHOLLIEHME
LLEHHOCTEM M OOBbEMOB

1 Pa3o0OLLEHHOCTb

1 TpebyeTca KOHTPOAb, CO3AAQHME HO MECTe
3ATPYAHEHO (AAd OOCAY>XXMBAHMS)




Economic Distance

1 Kok AByCTOPOHHMM DEHOMEH:
1 Pasamyme B YPOOBHE XXM3HM
1 PasAamyme B AOCTYNE K:
1 MPUPOAHBIM PECYPCAM
1 PUHAHCOBbLIM PECYPCAM
1 HeAOBEYECKUMM PECYPCAM

1 MHQopaCTpyKTypa
1 MHdoopmMmauma 1 3HAHMS




Economic Distance

1 Kak MHOTOCTOPOHHMKN GOEHOMEH:

1 DKOHOMMYECKMM MACLLUTAOD
0 Hwu3kmm BBIT




I'IO3ML|.M0HMpOBEFme B
MEXAYHAPOAHOM
KOHKYpPEeHUNH

1 Crparermyeckas koHuenumd lNoprepa

1 Crpartermyeckas KOHLEMLUMI SHPpAMTA,
PrkapAQ




CtpaTterm4eckas KOHL.enLuus
MopTepa

MHOTIrOHALWMOHAABHQSA

1 KOHKYpPEHTHOS CUTYALLMA BHYTPM CTPAHbBI HE
MCIbITbIBOET BO3AEMNCTBMA APYIMX

1 MeXAyHAPOAHAS MPOMBILLAEHHOCTb COCTOMT M3
MHOXECTBA MEAKMX ODPA30BAHMM

1 FTAoBaAbHQOSA

1 KOHKYPEHTHOS CUTYALMS B PA3HBIX CTRAHAX
MCMbITbIBOET BO3AEUCTBME 30 CHET TAODAABHbIX

0 AeaTeAbHOCTb AOAXKHA Y4MTbIBATb MMPOBYIO OC




l
Mcn0Ab3OBaHué

CPOBHUTEAbHbIX
NPeUMYLLLECTB

0 OcHoOBHasA naen: PAKTOPbI KOYECTBA U
PCACXOAOB OTAMHAIOTCS B PA3HbIX CTOAHOX

1 [penmyLLLEeCcTBa NPOM3BOACTBA U
MNPOOAYKTO




l
Mcn0Ab3OBaHué

CPOBHUTEAbHbIX
NPeUMYLLLECTB

0 PAKTOPHbIE YCAOBUA:

— Know-how pabo4yemr CHAb

— MaTtepmaAbHbIE PECYPCHI (Chipbe)
— TexHoAorn4

— MIHdopacCTpyKTYypa

[
[
[
[




l
Mcn0Ab3OBaHué

CPOBHUTEAbHbIX
NPeUMYLLLECTB

0 YcAoBusa cnpoca:

1 MNpeunmyLuecTtsa First-mover

[ Tpe6OBOTe/\bele KAMEHTbI — BbICOKOA
MHHOBATMBHAOA M KAOYECTBEHHOA LLEHHOCTb




KOHKYpeHTHoOe
NnPeuMyLLLeCTBO

1 OCHOBHASA UAEA: KOHKYPEHTHOE
MNPEMMYLLLECTBO 30BMCHUT OT
CTPATENMYECKOM HAMPABAEHHOCTM
NPEANPUIATMI U IBAIETCH OCHOBAHUEM AAG
LLEMOYKM LLEHHOCTEM




Competitive' Advantages and ===
Creating o

= Creating Value — Creating Sm

A

A- Value Creating
B — Value
Evaluation

C — Costs of
Production

\
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Competitive' Advantages and ===
Creating,of V.

= Creating Value — Division

A- Value Creating
B — Value
Evaluation

C — Costs of
Production

D — Profit of

Producer 2
E— Eﬁfit of
Consumer




Competitive Advantages and ===
Creating of V.

= Creating Value — Division

A- Value Creating
B — Value
Evaluation

C — Costs of
Production

D — Profit of

Producer
E - J%‘fit i
Consumer

P — Market Price




B
Creating of Competitive Advantages

= Either through lower cost at the sll!m” 2

evaluation

Our company

Competitor




B
Creating of Competitive Advantages

= Or through better value at tM

Competitor Our company




Simple Model'of'"Consumer
Behavior

* They buy products when their profit (B-P)
IS more than O

= Choosing the concurring products they
prefer the one with bigger (B-P)

= Components of the consumer profit

Quality of the product

Price of the product

Costs of the productin use
Cost of buying the product .
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B
Implementing of the Model

= Price is not so highly importa

* The influence of (B-P) is better show
the Value Chart

= QUALITY!

- Every attribute of the product, which has
demand




o
Price-Quality Combination

= \What does the consumer fhin
important in the combination

_ Do not want
Price

to buy

At

 Want

Quality



Conclusions

= Creating more value than competitors do
brings profit

= Combination of price and quality gives
profit
= Better value creating (B-C) gives profit

= [f the competitors have their prices
decreased, one can still make better B and
get more profit

= The better (B-C) is‘?'com'b'étit/.i,v._e advantage
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Porter’s Value Chain

= Aim: Discovering the competitive
advantage

» Procedure: Decomposing of the company
on creating value activity fields

= [n every activity for value creating the input
gives output, which is input for the next
stage



D
Vertical Chain

= Every activity can
creating

= Every activity can bring smth. t
Increasing




Vertical Chain

4 supporting
activities
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Chart of the Value Chain Analysis

7

Value chain Value chain Value chain

of sales of consumer

of supplier

cmpany

Company’s infrastructure e —
_ = Technologies
& m— e . ==-
Human resources Purchasing

o Input logistics Output logistics | | After-Sale-Services

Marketing and Sales

N e




.
Value Chain Analysis Procedure

= Definition of the Value Chain
- Decomposition of the company’s activiti
- Classifying of the company’s activities (to '
certain classes)
= Creating criteria for the classification




Value Chain Analysis Procedure

= Evaluation of the certain activities

Discovery of existing or potential competitive
advantages

Costs of certain activities?

Comparison to competitors?

How do the activities meet requirements of the
clients?

How are the activities locked into the value chain?

How do they correspond to them by supplier and
customer? ;
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Value Chain Analysis Procedure

= Comparison to the c
- See “Management”



Strategic Decisions

= Result of external & internal analysis

* Management decision — function of
organization

= 3 levels of strategic decisions
Strategy of the enterprise (what are the
activity areas?)
Competitiveness strategy (how to contest the
competitors in this activity area?)

Functional strategy (how to implementthe
strategy?) '



AN
Strategic Decisions

h s

Strategy on the
entire company
level

Strategy on the
activity field level

Choice of activity spheres
for the company

—

Hybrid strategies
Vofouf



.
Implementing of Strategy




CTpaTtermm BbiIBOAA HA PbIHOK-
BbIOOP MOAEAU

1 PAKTOPbI MPUHATUS PELLEHMM:

1 [TpermMyLLLECTBA YETKO PACMPEAEAEHHbIX
Property Rights
1 [NpenmyLLeCTBA MO MECTY
0 [penmmyLLecTBa MHTEPHALMOHOAM3ALMM
0 Apyrme doaKTopb!:
1 NMoTpeBHOCTb KOHTPOAS
1 AOCTYMN K PECYPCOM
1 FTAODAAbHbIE CTPATETMM




CTpaTtermm BbiIBOAA HA PbIHOK-
BbIOOP MOAEAU

1 DKCnopT
1 MeXAYHAPOAHOE AUMLIEH3MPOBAHME
1 MeXAYHAPOAHbBIM OPAHYAMIUNHT

1 CrneumaabHble MOAEAM Foreign Direct
Investment (FDI)




SKCNopT

1 CObIT COOCTBEHHbIX TOBAPOB M YCAYT B
APYTMX SKOHOMMYECKMX ODAACTIX

1 HW3Kkad cteneHb MHTEPHALUMOHAAM3ALMM

1 MOTKMBbI BLIDOPA SKCMOPTHOTO MOAYAS
1 MMpOAKTMBHbIM MOAYAb
1 BO3MOXHOCTb PACMO3HAHMA HOBbIX ObIHKOB
1 * PeaKkTMBHbIM MOAYAb

1 YMEHbLLAOLLMECS LLUAHCHI HO BHYTPEHHEM
ObIHKE




POPMbI IKCMNOPTHI

1 KOCBEHHbIM 3KCMOPT

Country 1 InDirecT ExPorTING Country 2
Sells to .
domestic .
customer v

Sells to
foreign customer




POopMbI IKCNOpPTA

1 KOCBEHHbIM 3KCMOPT
1 lNpamon akcnoprT

Country 1 Direct ExporTing Country 2

foreign customer




POopMbI IKCNOpPTA

1 KOCBEHHbIM 3KCNOPT
1 lNpamon akcnoprT
1 TPAHCQOEP BHYTPU MPEANPUATUS

Country 1 INTRACORPORATE TRANSFERS Country 2

Sells to an affiliated
company




YcaoBus BbIOOpO
3KCMOPTHOIO MOAYAS

1 HEAOCTATOK 3HAHWMM / OMbITA HO HOBOM
PbIHKE

1 B pacrnopakeHm HEAOCTATOYHO
KAMUTAAC

[TOCAEAOBATEABHbIMN BbIBOA HO PbIHOK
OrpaHmyenHms no FDI HOAO KOK-TO OOOUTH
MeHbLLIOS AOTUCTMYECKASd CAOXHOCTb

MeHbLLIEE KOAMYECTBO TOMOXEH U
KOAEDAHMM KYyPCa
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AULEeH3NPOBAHUE

1 AOroBOpPHOE COrAdLLEHUE, MO KOTOPOMY
OAHO MPEANPUATHUE NEPEAAET ADYTOMY
MNPABA MOAb3OBAHMA MHTEAAEKTYOABHOM
CODOCTBEHHOCTbBIO 30 BO3HATPOXAEHME

AULEH3MAP AVLeH3mnar
nepeAqQeT Npasad MCMOAb3YET
MNOAb30OBAHMSA MHTEAAEKTYOAbHYIO
MHTEAAEKTYOABHOM CODOCTBEHHOCTb

COOCTBEHHOCTbIO




AULLEeH3UPOBAHUE

1 AOroBOpHOE COrAdLLIEHME, MO KOTOPOMY
OAHO MPEeANnPUIATME NEPEATET APYTOMY
MPABA NMOAb3OBAHMSI MHTEAAEKTYOABHOM
COOCTBEHHOCTbBIO 30 BO3HATPAXKAEHMNE

Co3A0HME NPUBHIAM BbinaaTa

MeHbLLne <€ BO3HATPAXKAEHMS
MHBECTULIMUM AMLLEH3MAPY




AULEeH3NPOBAHUE

1 OnpeaeAeHme rPAHUL, MOAb3OBAHMY
1 COrAQLLUEHMNE O BMAE BO3ZHATPOAXKAEHMUS
1 EAMHOBpPEMEHHOE

1 PUKCHPOBAHHASA CTABKA 3A MCMOAb3YEMYIO
eANHULLY

1 MNpoueHT oT obopoTa (00bIMHO 3-5%)

1 CorangLUueHmMe O HEBO3IMOXKHOCTU
MCMOAb30OBAHMS MO OKOHYAHUM AOTOBOPA

1 CpOK AEMCTBUA AOTOBOPA




AULEeH3NPOBAHUE

[

YCAOBUS:

MeHbLLMKM OMHAHCOBbIM PUCK BCETAQ
NPEANOYTUTEAEH

[TOTEHUMAA PbIHKAO MCMOAb3YETCA C
NPEUMYLLLECTBAMM MO PACXOAAM

[TOTEHUMAAbHbBIE KOHODAMKTbI C
AULLEH3MAPOM MOAO BEPOSTHDI

AVLLEH3MAT NPEANOYMTAET OTCYTCTBUE
BOOOLLLE MAM O4EHb MOABIE M3AEPXKKM HO
MCCAEAOBAHMSI N PA3PADOTKM




