RuUSSIA SUPPLEMENT

Business Know-How

Who Succeeds and Who

There are two categories of bu-
siness people that go to Russia:
those who don’t think they can
learn from their Russian coun-
terparts; and those who are will-
ing to welcome local partners.
The latter make the effort to find
suitable partners, and to under-
stand them.

The Canadian Embassy in
Moscow and the Consulate
General in St. Petersburg can
provide a helping hand. Publi-

cations also are available. For -

example, Doing Business in
Russia and Locating a Business
in Russia, among others, are
valuable sources of information.
Here are some examples of the
advice and information you can

expect to find in these publi-
cations:

® Contract law in Russia dif-
fers from Canadian contract law
in critical respects. For example,
“preliminary contracts,” which
Canadians would view as non-
binding “letters of intent,” may
be recognized under Russian law
as requiring parties to proceed.

¢ Russians have lived for
decades with a command econo-
my, where governing bodies and
the “boss” made most major
decisions. This means individual
initiative and independent judge-
ment were rarely rewarded.
Foreign managers can be over-
whelmed by requests for direction
and guidance. Expect it to take a

Winchester Group’s Observations

(An investment group, focused on the former Soviet Union,
Winchester directs its activities toward the establishment of joint
ventures in the region with a view to producing products for both the

domestic and export markets.)

Communicating with
Russian Business Partners
Communications, always tricky,
can be a major problem. Russia
has only recently emerged from a
lengthy experiment with centra-
lized control of the economy and
other aspects of life. It is unre-
alistic to expect Canadians and
Russians to share the same points
of view, belief systems and per-
sonal goals. Shared experience
and a time-consuming process of
visits, dialogue and experimen-
tation are the keys to successful
business relations. This is not
unlike many Asian markets.
English used to be rare but is
spoken by an increasing number
of business people, particularly
the younger ones. Interpreters
with apparently fluent English
can have comprehension pro-

blems.

Some Russian partners are gen-
uinely interested in the welfare
of the organization and want to
build for the future. However,
many are there only for short-
term gain. Seek out the genuine
builders. Accommodate the short-
term gainers; they won’t go away.

Winchester’s experience has
been that hiring local employees
works very well. The same applies
to the use of accounting, legal and
engineering expertise. But Cana-
dian experts are essential for the
transfer of technology or to super-
vise the transfer of technology and
expertise.

(R. Paul Klein, Vice-President,
The Winchester Group Inc., Tel.:
(905) 479-9016; Fax: (905) 479-
9081).

Doesn’t

few months for new employees to
adapt to the Canadian style.

e “General Director” on a
Russian business card does not
mean that the individual is one
of several directors. A Russian
General Director is the firm’s
Chief Executive Officer. Note
that some Russian business
people, including senior execu-
tives, are still new to the world of
corporate enterprise and do not
yet grasp all of its concepts and
nuances.

(Ian Ogilvie, President, Van-
couver Vladivostok Trade Asso-
ciation, Tel.: (604) 926-7103; Fax:
(604) 926-7143).

Oid
Managers, e
New Systems

: Because ‘many managers |
‘, fkept their jobs when Rus-
~ sian industries were priva- |
~ tized, Russian managers are
often assumed to be philo-
o sophlcally hostile to market,if,
- principles and opposed to i
, economlc reform. ,
-+ That’s not really the case &'~;l
~ According to a recent study7 -
by a Canadian-Russian re-
 search team, most indus- -
_ trial managers say they are
. materially better off than
before, and that they deri-
. ve professional satisfaction '
© from the new system. They .
acknowledge that increased
responsibility is often diffi-
cult to bear, but, they point
out, the Soviet system had |
' held them accountable —
without granting them dec1—{
s10n-mak1ng power. o
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