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T. Heritage:

Welcome, everybody, to this panel discussion. | am sure that people are getting
tired towards the end of the day, but | think that we have a very interesting topic
to discuss. My name is Timothy Heritage. | am the Bureau Chief for Reuters in
Moscow. | am on my third assignment here, so | have seen quite a lot of changes
since my first visit as a correspondent in 1986. It is good to be looking forward.
We have a great panel here. Thank you, everybody, for coming to attend. | think
the subject is very interesting: Russian firms building global profits. This is not,
perhaps, the easiest time, so how are companies preparing for the future? | have
people who | would like to share their experience, their problems, and their
successes, and how they see things now and in the future. If we could turn to
Nordgold first, to Mr. Zelenski, who is going to talk to us about his personal

experiences and his company.

N. Zelenski:

Thank you. It is a great pleasure to be at this forum and this panel. Just a few
words about our company: we are an international gold mining company. We
have nine mines in four different countries: in Russia, Kazakhstan, and the West
African countries of Burkina Faso and Guinea. Just for the record, our production
was near one million ounces and our revenue was slightly above USD one
billion, and our EBITDA was above USD 400 million for 2013.

That is our business, and unlike many Russian companies that have gone
overseas, the difference in our story is that we have not only bought assets, but
we also have built assets in quite remote places. In 2013, we launched our mine
in Burkina Faso that we built in 15 months from beginning to end, and this has
been a very successful mine. It was built according to the industry’s best
practices. It was acknowledged as being a very high-quality mine by industry

leaders. In the first year of its operation, it returned 17% of invested capital, so
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the IRR of the project was 17%. We expect that our investment in this mine will
be completely paid back in two years of its operation.

When we think about the reasons for our success, as a company operating in
fairly exotic locations like these West African countries, | think one of the main
lessons is that from beginning to end, we have built our business as an
international business with the emphasis on implementing best practices in
production processes and a strong performance culture. So what does this
mean? For example, we have focused on acquiring the very best talent. Our
mines in Africa are all managed by the best managers we could find on the
international markets. They tend to be Australian, Canadian, or South African.
For our production team, we have also reached outside of our traditional CIS
labour markets, and we have again recruited managers from Australia, the U.K.,
and South Africa in addition to our Russian management team, in order to
enhance it. This is really important, because this allows us to be competitive in
the international arena.

The second important point is that we did not just bring our own rules into African
business, but we tried as much as possible to adapt to the way business is done
there, and we also have built close relations with the local governments and local
communities.

Finally, another important factor that has brought us success is that we also
come from an emerging country. | think that, as a young country, we are very
open to establishing first-class processes. Sometimes very well-established
Canadian or Australian companies do not have time to change their traditional
processes, and | think that this sometimes gives us a competitive edge over
some of the more established companies.

This has been an important component of our success, and | think with our
strategy, we are actually disproving the stereotype that Russian industrial or
mining companies can only be successful within the CIS space. The strategy has

an interesting analogy. | arrived in St. Petersburg and looked around this very



beautiful city, which was built by best-in-class international architects. Most of the
city was built by international architects. More recently, we saw the Sochi
Olympics. This was a good example of the best talent from sports management
being brought in and delivering an excellent outcome. All in all, we as a company
have taken this approach to building high-quality international business, and |

believe that so far it has worked. That is our story.

T. Heritage:
There are some hints there about how one might be successful. | wondered if
you have some thoughts as well, Alexey, about your own company, which is

involved with other countries abroad.

A. Tyupanov:

Thank you very much, first of all, for inviting me to this roundtable. | represent
EXIAR, which is the Export Insurance Agency of Russia. A few words about us:
we were created in late 2011. To keep the story short, we are a classic export
credit agency, providing insurance services for Russian exporters and for banks,
providing funding for foreign buyers of Russian exports. In that sense, we more
or less copy the model of European ECAs, such as COFACE, a well-known
name.

| would rather comment not on our development, but more on what we see in
terms of demand coming from Russian exporters when they are trying to
penetrate foreign markets. That would be more interesting. | will point out a few
peculiarities here. Firstly, it is very important to mention that we focus on non-raw
material exports, mainly exports with high added value. In Russia, this is mainly
limited to aerospace, energy, and transportation, so these are our core
industries. If you look at the projects we support, mostly they are medium- to

long-term transactions. These are not standard supplies of raw materials or


http://www.forumspb.com/en/2014/sections/30/materials/229/sessions/721#modal-text2678

goods. Usually these are long-term, 5- to 15-year, large-scale infrastructure
projects. We help Russian exporters attract financing for those projects.

We have a very broad portfolio of projects on our books now, in the CIS, Asia,
Central Asia, Europe, Africa, and all over the world. Our portfolio now includes 27
countries. The total value of supported export transactions has now reached
almost USD 4 billion. We have quite extensive knowledge about what Russian
exporters demand. We usually support Russian exporters when they bid for
contracts in foreign companies. Maybe | will be a bit provocative here, but what
we have faced is that Russian exporters are losing out in the bidding processes
due to the higher cost of financing, because in every bidding process, you have
to submit a financial package. Even with state support through EXIAR, VEB or
other state financial institutions, the cost of financing is definitely higher than
China, Japan, and European countries. Especially if we look at the Asian or
African markets, today there have been many discussions about Russia turning
to Asian markets rather than to Western European countries. All those markets
are highly competitive, and we constantly have to compete with Chinese or
Japanese companies, which provide long-term and very cheap financing. The
only solution here that we can see is to expand the mandates of institutions such
as EXIAR or VEB in terms of providing long-term, cheaper financing.

Two years ago, a new interest rate support mechanism was introduced in
Russia, in which VEB provides a loan, and basically the state subsidizes the
interest rate. This mechanism is in line with our obligations under the WTO and,
in the future, with OECD regulations, if Russia continues in joining the OECD.
Firstly, these instruments should be expanded and deepened if we want to
compete on the foreign markets. Secondly, and maybe some of the exporters do
not like hearing this, but unfortunately, price-wise and quality-wise, Russian
exporters have started to lose their expertise. Sometimes we see not only
Chinese but also European and Japanese companies providing the same or

even higher quality products at a cheaper price. This is not even a question of



the financial package; it's a question of the price of the products that you create.
This is something exporters should also look at and something we are
increasingly facing. Now when we make a bid with a Russian exporter, they lose
9 times out of 10. This is not only because of the financing package; it is usually
related to the quality and price.

Our President, Mr. Putin, said that we need to renovate Russian production
facilities, and that the government should focus more on it. From our point of
view, | can say that this is the right path, because we see that Russian exports
lack this input from the government. This is what we see from our experience

when we support Russian exporters abroad.

T. Heritage:

Thank you very much. That was an interesting take on things. We have Andrey
Guryev here, who is General Director of PhosAgro, a company which has, of
course, had many dealings abroad. Do you suffer any of these problems, or are

you finding that it is relatively easy for your company to do business abroad?

A. Guryev:

That was a very interesting speech from my colleague, and maybe it will be a
surprise for you, but PhosAgro has developed greatly over the last 10 years into
the most competitive company in the world today. Today, PhosAgro is the
biggest producer of high-grade phosphate rock and the second-largest producer
of phosphate fertilizers in the world today, with a market share of 7%. Today we
are the most successful; we just released our Q1 results for 2014, and they were
extremely good.

Compared to all our peers in our industry, from America, Europe, Asia, and so
on, how have we managed this? Over the last 10 years, we have spent billions
on the modernization of our plants in Cherepovets and Balakovo. We started this

process in 2003, and if you went inside the plants today, you would see that
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PhosAgro has the newest assets not only in Russia, but in Europe too. You
touched on the question of quality. Today we have the best-quality products in
the world. The top management has put a huge amount of effort into achieving
this, to create the best-in-class product that we have. When we talk about how
we can earn from the global market, we have a 30% domestic and 70% export-
oriented company, so a great deal of our attention has been focused on the
export market. Also, in our business model, we are trying to understand what we
need to do to be the best, to protect our market share, and to be able to achieve
the highest price for our product.

From 2003 to 2014, we developed many products. We used to produce only
three products, but now we have 25 different grades of fertilizer, which are
special niche-oriented products with a high profit margin. This allows us to
overstep traders and some distributors and bring our particular product to the
particular farmer via the extremely diversified delivery scheme that we have. We
deliver via containers, through ships, small vessels, big vessels, all types of cars,
trucks, and port facilities, which we rent in Europe and some other countries. We
have representative offices and trading offices. In particular, we opened one this
year in Singapore in the Asian market, in order to be present at all times with the
clients, to fully understand their needs and solve any problems that may arise.
The markets and the product are two major parts of competitiveness. The third,
and one of the most interesting challenges for Russian companies today, is to be
competitive on the financial market, to have access to cheap loans and all the
instruments that are provided today on the global markets, like Eurobond issues,
IPOs, and SPOs. That encourages the company to put a lot of effort into
becoming transparent, to reassure and prove to investors, the banking
community, and other institutional companies that the company is transparent, is
doing the best job, is conservative in some respects, and so on.

One of the latest challenges that we have faced has been the construction of the

new ammonia unit, which is underway today in Cherepovets. It is a Japanese



ammonia unit worth USD 760 million. We went through a nightmare with Ajapik,
which is a Japanese export-import bank. They provided us with an
unprecedented 13-year loan with a much lower interest rate than for our
Eurobond issue. This was really unprecedented for the whole country. If you do
business with Japan, you will understand what this involves, with all the
environmental regulations and other things; it was a nightmare. But we did this,
and it proved to everybody that PhosAgro is doing what it needs to do. We are
transparent and fully regulated.

So how do we earn money from the global market, and how can we be
competitive? What is competition today? Competition is having a sustainable
cost curve on your business, as the Russian industrial sector that produces
commodities and sells them for export makes up more than half of our GDP. That
Is the big issue, because we are competing not inside of Russia, but with the
biggest and most modernized countries in the world, with the United States,
China, Australia, and so on. This is where the real competition is, and we need
the capital facilitation that is provided to other countries, such as the United
States, Australia, and Europe. We need to have cheap, long-term credit in order
to invest into infrastructure, because for the construction of ammonia units or any
big investment, the return is 15 years at minimum.

This is where we have to be competitive: costs, markets, the cost of production,
diversification of products, financial schemes, and of course political stability,
which today we understand is vital. That is where we are, and that is what we

have experienced over the last 10 years.
T. Heritage:
Thanks very much. If we may turn to TMK now: is credit financing a similar thing

that you have dealt with, or what are the key issues?

A. Shiryaev:
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Thank you very much, Tim, for inviting me to this panel. We have not had a
problem with financing. We have, in fact, driven down our weighted average
corporate interest rate continuously over the last five years, because we carried
out a massive overhaul of our Russian equipment. Then, we also bought the
American assets of the Canadian-American company IPSCO, and that was done
on credit, so that has not been a problem. If | may say so myself, we are actually
recognized as being pretty good at going into new regions, adapting to new
markets, and building up alliances.

TMK is one of the leading global producers of steel pipe. We make everything
from stainless steel syringe needles to 10-foot water mains, but 75% of what we
sell goes into the oil and gas sphere. We now have 28 production facilities
around the world, in Russia, the U.S., Canada, Oman, the United Arab Emirates,
Romania, and Kazakhstan, and we ship to over 80 countries from those facilities.
Last year, we shipped 4.3 million tonnes, which made us the world’s largest
shipper of steel pipe for the last five years in row. As | said, most of that was oil
country tubular goods, with sales running at almost USD 7 billion. In fact, we are
almost at the point where half of our sales are coming from outside of Russia.
We are only just getting going now in Asia. We started a little bit earlier in Africa
with a rep office in Cape Town, and we are active in off-shore in East Africa,
Mozambique, and Ghana in West Africa.

We have also not neglected our R&D efforts, because we realize that today’s
premium product is tomorrow’s standard product, and it does not hold any
interest the day after that. We have two R&D centres: RosNITI in Chelyabinsk in
the Urals, and the other one we just built in Houston. This is going to be joined
shortly by a third centre in Skolkovo. We are also one of the premium designers
and manufacturers of premium, ultra-hermetic connections, which were proven
time and time again in the horizontal shales, first on gas and then on olil in the
United States. We have between a 20 and 40% market share in some of these

categories.



This is actually the way we go into new markets. We go into new markets with
our leading product, the product that is most profitable, and we use that to get a
foothold in the market. We have five divisions, but we consider our home markets
to be the U.S. and Russia, where we have the bulk of our sales. If it is physically
far away from those two home markets, we enter into an alliance and then
proceed to build up our own production locally after a while. Once the production
of the premium connections has started, we follow it up with our entire product
range.

This has worked out very well for us. We are represented, on purpose, by
manufacturing facilities in countries that account for 86% of the world’s drilling,
and the area that we are now going to concentrate on is Southeast Asia. We
started up in Singapore several years ago, because it is the largest business hub
in the region, and it is a rep office with a twist, because it does not only look at its
home market but at the market in a total of 12 countries. In those 12 countries,
we have identified a very fast-growing, large market of 11 million tonnes of oil
country tubular goods being sold per year, and the market is growing there at
about 3-5% per year.

In general, we emphasize high-tech products across the production palette and
use them to open up the regions. We have already had some success in
Southeast Asia. We have customers from Vietnam, Malaysia, Singapore,
Indonesia, and South Korea, and we not only sell them OCTG (oil country tubular
goods) but also piping products for geothermal products, and that will go, for
example, to Indonesia, to Pertamina or Origin Energy. We do that all around the
world, so it is not just oil and gas; we do thermal as well. All of Northern
California, north of San Francisco, for example, runs on geothermal.

We have signed alliances to produce these premium connections locally. We
have done it in Vietham, Indonesia, and Malaysia, and over time, as | said, we
will get active in these markets ourselves. We also have additional further plans

in Southeast Asia, as there is another white spot on the market. We want to



become active in less well-known markets such as Burma, Papua New Guinea,
Cambodia, Timor, Australia, and New Zealand. In Papua New Guinea, we have a
very interesting new project where a company called Nautilus is using our pipe to
“hoover” up soil from sub-sea volcanoes that is extremely rich in copper: 7%
copper ore. This will be loosened by automatic, guided vehicles, and our pipe will
be used to siphon it up to a floating production ship, and it will be given a first
squeeze there before taken to ground.

All of this is to say that we are good at going into new regions. We have made
ourselves very stable in the regions that we are already in. In just five years, the
U.S. accounts for 30% of our sales, for example. We hope to continue to do that
around the world, especially in Southeast Asia, Africa, and the Asia-Pacific.

Thank you.

T. Heritage:

Thank you very much. Shiv, perhaps we can go on into your thoughts on this.

S. V. Khemka:

We are a foreign company active in Russia and in some other parts of the world.
Perhaps | have been asked to sit on this panel because we on the Indian side
have been helping companies from Russia and the Soviet Union come to India
for the last 50 years. We have a different perspective on what makes them
succeed and sometimes not succeed. We have been involved in every sector
over the years: oil and gas, mining, high-technology, etc. For example, we have
helped companies like Sistemsa, RusHydro, and Gazprom come to India, so we
have been very involved in the India-Russia discussion for many years, including
helping Indian companies come here.

In terms of Russian companies coming to India, | would say, unfortunately, that
the tremendous strength of the Soviet Union from 1947 or 1955, when the

Khrushchev-Nehru relationship really crystallized, up to 1990, was lost from 1991


http://www.forumspb.com/en/2014/sections/30/materials/229/sessions/721#modal-text2678

to 2005. A lot of that energy and momentum that was created was lost. Some
companies managed to keep it up, but generally there was a re-focusing on the
domestic economy; there was a re-focusing on Europe and the West, and old
friends were kind of forgotten for a period. That made India turn westwards and
eastwards and figure out new models for getting assets. We could not get spare
parts and all kinds of things in the 1990s, so people got fed up at that time and
said, “Look, Russia is no longer a stable partner.”

What we have been pleased to see since President Putin has come to lead this
country is that there has been a re-focusing towards old friends like India and
China. Although the 1990s was a very bad period, | think, there has been a re-
focusing on India post-2000, but as | said at the plenary, | still think that
unfortunately, the Russians have not really stepped up to the plate to take
advantage of what is happening in India today. Our trade with the U.S. is USD
100 billion or more; with China it is USD 80 billion; and with Japan, Korea, and
everywhere, it is in the multiple tens of billions of dollars. With Russia, which is a
core partner that actually built all of Indian industry — every sector you look at
was actually built by Soviet technology, and there is a deep respect and love and
affection for the Russians in India — unfortunately, today you do not see the
presence of Russia that really could be there with a little bit of thought.

However, | think the Russians have a big advantage, because they are liked in
places like India. All over Africa wherever | travel, the Soviet legacy of many
people studying in the days of Patrice Lumumba has created a huge legacy of
goodwill that needs to be tapped appropriately. Some companies are doing it, |
am sure, but many companies are still not really focusing on that, and they are
looking towards Europe instead.

The second thing | would say is the training that Russian companies got in the
1990s and early 2000s means that they are well-prepared to work in the
emerging markets, as they have had very tough training on their home ground.

When they go to other markets they recognize things and say, “We dealt with this



like this; we can deal with this now.” It has made them very hardy and tough, and
that is another strength. The legacy of technology, because the Soviet Union
invested hundreds of billions of dollars in technology, has been a great benefit to
the companies that have managed to capitalize on that legacy and continue to
build on it, particularly in areas like defense and space.

| think there is also a big difference between state companies and private
companies, a very different energy. When we talk about Russian companies
going abroad, there is a very different energy between state companies such as
Gazprom, Rosnet and the like, and private sector companies like our partners
here at the table, which have a very different energy and momentum and way of
working. | think that some of those things are strengths, such as the obvious
strength of political influence for the state companies and the ability to sign a
USD 400 million deal with China; all those sorts of things are advantages. For the
private companies, they have the ability to be much more reactive, to move much
faster, to build global teams, and to not worry about compensation systems and
bureaucracy that are often not very conducive to hiring the best people and doing
the best things. | think these two types of companies have very different
challenges.

Whilst some of these things are strengths, they are also weaknesses. If you look
at weaknesses, you will find with some of the state companies that their inability
to move fast is a big negative. They are not able to move fast enough to capture
all the opportunities in countries like India and other emerging markets. A
delegation of authority is not adequately granted in a top-down model, and | think
that is a problem. Private companies are smaller, need more confidence in some
of these markets, and do not have the state protection that the big companies
have, so in a way, a public-private partnership would be the right model to enter
these markets. With your export credit guarantee plus people like RDIF, maybe
those types of models need to be fully explored in order to make these things

work better.



Another weakness is the old legacy ties, which were a strength but have now
become a weakness. | do not think they allow the mindset of companies to
change. When companies come to India, they still think like they thought 20
years ago, but times have changed both in India and in Russia. Unfortunately,
the dialogue and the discourse is still about things like rupee-ruble trade and all
kinds of things that are no longer relevant, that went out of the window many
years ago. That mindset change is taking longer than we would have expected.
When | look at Russian companies coming to our part of the world, | also think
the dialogue and discussion is often transactional rather than strategic. It is about
shorter-term transactional profit creation, wealth creation, asset capture, and
those kinds of things, rather than thinking about a 20-year strategy for a country
with a GDP that has tripled from USD 520 per capita to USD 1600 per capita in
the last decade. Twenty years from now when we are talking about India, you will
have seen a huge growth in the Indian economy, because it is a bottom-up
economy, not a top-down economy. China is very top-down driven; we are very
bottom-up, and with some reasonable leadership, which we think now exists with
the new Prime Minister, we think this is a turning point in our country’s future.
Finally | would say that | am on the Board of Russian Helicopters. We have been
looking at all kinds of opportunities. Obviously India has been buying helicopters
for many years. But again, the mindset of creating a global value change, in
terms of supplies and integration, is still not there. The attitude is that we will sell
this and then we will think about producing, but that is not what everyone else is
doing. If you look at Boeing or UTC or anyone else, they will come in and set up
assets in India to buy into their global supply chain immediately, and because
they do that, they learn about the country, they build connections in the country,
and then they start selling into the country in a major way.

| think there is still a lot of work to be done, but | think Russian companies have a
great future if they are able to do what you are doing in terms of hiring the best

talent, supporting learning, and bringing in young people. You guys obviously



have a tremendous track record operating as one of the largest and most
important suppliers to India, along with TMK. We think that there is a lot that can
be done, that Russia has a great future, and it is just about keeping focus on

some of these global trends and actually catching the wind in your sails.

T. Heritage:
Thanks very much. That was very interesting. Another colleague from Asia, Joe:

perhaps you can offer your thoughts on this.

J. Watt:

Thank you very much, Tim. First of all, congratulations to all my colleagues
around the table. It is very nice to hear good stories in the current times, and it is
nice in this forum as well, because those things can be repeated. Thank you and
congratulations to you. | represent Ernst & Young, and we see a lot of cross-
border transactions. We see Russian companies going out and foreign
companies coming in. Personally, as Tim mentioned, | have worked in Indonesia,
Australia, and Russia, and there are some common themes, and so far you have
all mentioned the fact that you are competing on a global stage.

When | was thinking about what | could say that would be interesting today, given
the people who are on the list here, | expected that you would talk about R&D,
the cost of finance, the best people, the price to quality trade-off, renovation and
innovation, sustainable costs, and so on. What | thought about was to reflect on
some of the more common things that we see in our profession, and that is
Russian companies going abroad and buying into businesses. | tried to think
about some of the more granular things that we see that might be interesting in
the context of this discussion. | thought of a couple of consulting things that are
worthy of mention. We do not always see consistency in these things,
surprisingly, and of course there are some well-publicized failures and

successes, but nonetheless, they are worth mentioning.
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First of all is a well-thought-out investment plan, something that is consistent with
a firm’s global strategy, and looking into where the competition is. Really, at the
end of the day, what are we competing for? All these companies are ultimately
competing for volumes and profit. How does that manifest itself? If you think
about what is at stake, if you think about projects, capital, competition for debt,
markets, people, market share, clients and reputation, investment opportunities,
technology, and even business awards. Those things all go in the direction of
competition and things that should be in a well-thought-out investment
programme. With respect to big state companies, we see and are involved with
many such companies. Obviously alignment with the political agenda facilitates
trade, but it is a little bit more challenging for private companies. For private
companies, it is more about the grassroots level of going into a new market and
being seeing as a trusted business partner before you even get there, and how
you create and grow an image abroad, particularly for a new market entrant that
IS buying into a business.

We have seen something that has been a long traditional issue affecting many
smaller companies, and some big ones too, | might add, and this that in many
case, the ownership structure of Russian companies is not very clear. When you
enter into a new market, it is not clear who the shareholder is, and that brings all
sorts of questions from regulators about compliance, governance, and other
related issues. It does make it interesting. We have seen that a clear ownership
structure is a facilitator for quality results.

We also see one emerging trend, which is not unusual and has been mentioned,
but it has a fundamental effect, and that is the existence within successful
Russian businesses of truly international people in the country at this end. |
would also say that it has been a time factor as well. There are a lot of high-
quality Russian businesspeople now who are well-schooled and have work
experience abroad, and they are bringing in that knowledge and the culture as

well, so they understand how it works on the other end.



One thing that might be a surprise is that we sometimes see that companies do
not do enough scenario planning. Just what can go wrong? | think that some of
the current events are things that companies had not thought of before. One
thing, in retrospect, is the cost of capital. At the moment, capital is not cheap, but
we did go through a time when funds where relatively cheap. Twenty-twenty
hindsight is a beautiful thing. There were some mistakes made, and now some
companies are paying a heavy penalty for that. We also, surprisingly, see
something that is perhaps cultural within Russia. We see a lot of deals done,
quite sizable ones, without due diligence. That may work in the country here,
because there is an understanding between the parties about what will happen if
things do not work out. When things go cross-border, if proper due diligence has
not been done, that understanding or fallback is not there, and we have seen
some costly new issues come up too late in the day.

Another one is post-merger integration. Buying into an existing business is
something that needs to be managed very carefully. Some things that may seem
obvious do not always happen, and as | mentioned before, having well-versed
international managers in your team helps very much to understand the acquired
business, how to influence their work culture, build relationships, and foster
communication that is consistent with what Russian headquarters would require.
Post-acquisition, we quite often see Russian companies making mistakes with
respect to two things: one is retention of in-country management in the required
location, keeping the good ones; and second is the quality of reporting sent back
and how to integrate all of that. We have seen some costly experiences there.
One item that is often overlooked is purely the cultural difference. This one is no
surprise to anyone at this table. Even things such as working hours, ethics, and
culture are a lot different than what you see in the Russian corporate
environment. In some cases, employees may refuse to work overtime and
weekends. That is a simple thing, but sometimes even a thing like the Russian

style of ordering for something to be done does not change behaviour or create a



sense of urgency. Lastly, with respect to culture, and | think it has already been
covered and you guys are all experienced in this, but in the current environment,
| think Russian companies could spend more time preparing themselves to deal
with new cultures further to the East in places like India, and understanding what

opportunities are there. Thank you.

A. KapaunHckum:

MoxxHo, 9 6yay roBopuTb No-pycckn? MHe Tak HaMHOro NpoLe.

A cebsa dyBcTBYlO, Kak 6Gernas BopoHa. 34ecb BCe B OCHOBHOM [OBOPAT O
TPaaULMOHHOM POCCUICKOM 3KCMOPTE — Cblpbe, BOOPY>XEHUN, BEPTONETax U Tak
panee. Mbl ke 3aHUMaeMcsi TEXHONOrM4yeckum 6usHecom n pabotaem BO MHOMMX
CTpaHax — s nepuoamyeckn cbuBarocb co cveta. CormacHo nocnegHemy
nogcyeTy, ux 6bino 76.

Bbl 3HaeTe, 4To B Poccum 3amedvaTtenbHoe obpasoBaHue: 06 9TOM Bce NobAT
roeoputb. Cuctema obpasoBaHuda, KoTopas Obina noctpoeHa B COBETCKOM
Coto3e 1 KoTopasa cendac AOCTAaTOYHO yCheLwHo pa3BuBaeTcs B Poccum, — 370
cucTeMa, CWUINTbHO OPUEHTUPOBAHHAsA Ha WHXEHepoB. OTO COBCEM Apyras
obpasoBaTenbHas mogenb. B ocHoBe ee nexaTr He pasbopbl Kencos, a
dyHOamMeHTanbHble 3HaHus. MoxeT ObiTb, CTYOEHTOB He Bcerga yvunu
NPUMEHATb 3TN (byHAAMEHTarnbHbIE 3HAHUSA: 3TO OYEHb XOPOLUO AN MHXEHEepOoB
N, HABEPHOE, HECKOMbKO XYyXe ANs MeHeaxepoB. 1o3TomMy y Hac ecTb HeExBaTKa
MeHe)XepoB, KakK y)ke roBOpuUnNn HeEKOTopble MOU KOMSEern, HO C NHXXeHepamu Bce
XOPOLLIO, MHXEHEPbI Y HAaC OYeHb KpeaTuBHbIE.

OTO npeumMywlectBO Mbl M MOMbITANUCb UCMOMb30BaTb B HOPMaribHON
KOHKypeHTHON 6opbbe. Mbl 3aHsanucb 6GusHecom 3a pybexom. [JO 3TOro Mol
paboTtann B ocHoBHOM B Poccun, HO nocne kpusnca 1998 roga Bce aHanuUTUKM
Ham rosopunu: «Tenepb gecaTtb net B Poccun Huyero He Gyaert, 3abyabte O
6yaywem». Mbl Obinn CTpallHO pPacCTPOEHbl U Havann mayyaTb 3apybeXkHbIN

OMblIT — B YaCTHOCTW, ONbIT WMHAWACKMUX KOMMAaHW, KOTopble pa3pabaTbiBatloT



nporpammMmHoe obecneyeHne ans scero mupa. I mbl pewnnu nonpobosatb. Ham
ckasanu: «Kyaa Bbl? YTo Bbl? Y Bac He nonyyutcaly»

Ho npowno BpemMa — 1 cendac B Hawewn KomnaHum HacuutbiBaetcs 12 000
pa3paboTymkoB. Mbl ABNsieMCA cambiM KpynHbIM pa3paboTynkom ¢MHaHCOBOrO
nporpammHoro obecnedenns B EBpone — HacyeT Mupa He 40 KOHLa NoHATHO. C
HaMu1 COTpyAHMYalOT KpynHenwmne GaHkm mumpa. Mbl pabotaem gna Deutsche
Bank, ans IBC: a mory nepeymcnuTb SeCATKM KpynHenwmnx 6aHKoB.

Okasanocb, 4TO POCCUMCKME MNPOrPaMMUCTbl MULLYT OYEeHb KavyeCTBEHHOEe
nporpaMmmHoe obecrneyeHne N K TOMY Xe yMelT HaxoguTb HeTpaauLMOHHbIEe
PELLUEHNST OYEeHb CITOXHbIX TEXHOMOrm4yecknx npobrem, Takux, Hanpumep, Kak
cos3gaHve mogenen ynpasneHusa puckamu. OOMH YenoBeK ckasan MHe: «f
AecdaTb neT uvwy ngen, Kkotopble Mornu 6bl pewnTb 3Ty npobnemy, U BOT
Tenepb BNepBble yBMAEN UX». OTO Oblna O4YEHb CNOXHAA MaTemaTuyeckas,
noruyeckasi, nporpaMmMmmucTckas npobnema.

Mbl paboTaem ans oMHaHCOBbLIX OpraHNU3aunm U aBUaCTPOUTENbHbBIX KOMMAHWUN.
B TeuyeHve naTHaguaTu nNeT Mbl ABMsSieMCcs NapTHEpPOM koMnaHuu Boeing: 370
OOVH U3 CaMblX KPYMHbIX HaWWX MApTHEPOB, ANA KOTOPOro Mbl peanns3oBanu
OYeHb MHOro npoektoB. Mbl Bocxuwaemca Mmu, notomy 410 B Boeing 6bICTpO
pacrnosHanu TanaHTbl POCCUNCKUX UHXEHEepPOB M O0BEPUNN UM MNPOEKTUpOBaTb
camosneTbl: AeNCTBYS TakuMm 06pas3om, OHW NpuBeKalT HEe TOSNTbKO POCCUNCKMX
pa3paboTumkoB, HO WU WHXeHepoB. OHKM co34alT OYeHb IPPEKTUBHbLIE W
npaBunbHble 6usHec-moaenun. A MHoro pas Habnwgan, Kak 3anagHble KOMNaHum
NblTanuUcb B3ATb 3TUX WHXEHepoB K cebe, He OYeHb MOHUMAasd, Kak WMU
ynpaBnsaTb, Kak 3ddeKTMBHO C HuMKM paboTtatb — W UM He Bcerga 3To
yaasanocb. B Boeing npuvHANu npaBunbHOE peLlleHne: OHW COTPYAHWU4YaloT C
KOMMNaHUsIMK, HEe CTPEMSICb B3ATb Jl0AEN B CBOW WWITAT, U 9TO AaeT HaMHOro
oonbwun addekt. Mbl cunmTaem, 4TO ITO nNpaBunbHaa OGuaHec-moaens Ans

Poccun.



Mbl Takke CcTann KpynHenwmnm paspaboTymMkoM nporpammMmHoro obecneyeHust Ha
aBTOMOOWNBHOM pbiHKe. Bonee TOro, Mbl Havanu co3gaBaTb CTaHAApPTHblE
nnatopmbl. Mbl paboTtaem co BCeMM €EBPOMNENCKUMU N  aMEpPUKaAHCKUMMU
NPoOn3BOOUTENSAMU, a TaKKe C HEeKOTopbiMM KomnaHuamu u3d KOro-BocTouyHow
A3unm — B vacTtHocTu, n3 KOxHon Kopen. MHoroe ns toro, 4To yCTaHOBIIEHO Ha
BalUMX aBTOMOOUNSX — Hanpumep, HaBUrauMoHHblE CUCTEMbI, — CO34aHO
POCCUNCKMMU MPOrpaMMUCTamMm.

AHanormyHaa cuTyaumsa Ccnoxunacb B TENIEKOMMYHUKALMOHHOW OTpacnu.
BOMbLWNHCTBO KPYNHENLLMX TENTEKOMMYHUKALMOHHBIX KOMMAHUW Mupa paboTtatoT
C HaMn, NOTOMY YTO Y HaC eCTb YHUKalbHbIE pa3paboTkm B 06nactu ynpaBneHus
CNOXHbIMW MapLipyTUu3aTopamMmn, KOMMYHMKaTopamMn u Tak pganee. Bce aTo
aenaetca paspaboTymkamu, KOTOpble HaxoOsATCs BO MHOrMX cTpaHax. Hawwm
rmaBHble pecypcHble nynbl — 3T0 Poccua, YkpauHa, [lNonbwa, PywmbiHMA,
bonrapusa, BbeTHam: CcTpaHbl, rnaBHbiM 06pa3oM BOCTOYHOEBPOMNEWCKME,
MoAenb obpa3oBaHUs B KOTOPLIX co3aaHa Ha 6a3e pOCCUNCKOMN.

"og Hasag Mbl cgenanu, Mbl ctanu NyonnyHon KoMnaHuen, pasmecTuB akumm Ha
Hbto-1nopkckon ooHaoBOM BMpXkKe. DTO ynyyLlwnno BOCAPUATUE HALLEN KOMMAHUN,
C Hamu cTano komdgopTHee paboTaTb.

Cenyac npoucxoguTt rpaHOMO3Has TexHonormyeckas peBofilouMa — npexaje
BCEro B cpepe MHMPOPMALMNOHHLIX TEXHOMOrM. 3a nocnegHMe HEeCKONbKo neT
Obln paspyLUeH, Kak Bblpasurica cerogHsl Haw nNpes3ngeHT, «O4HOMONAPHbLIA MUP
Microsoft»: noaBMNOCbL MHOro pasnuyHblx nnatgopm. ECTe MHOro nporpamMmmMHoOro
obecneyeHus, kotTopoe bb110 paspaboTaHo nog apxutektypy Microsoft n cenvac
ycTapeno: HaJo ero nepenucobiBaThb.

Mbl Habntogaem nosiBneHne o0biavyHbIX TEXHONOIMI, NO3BOSIAOLLNX 3HAYUTENBHO
yoeweBuTb UT-MHPaACTPYKTYypy KOMMNaHUWU: MHOMME KOMMAHWKU ceryac MEHSIoT
CBOM CUCTEMBbI, YTOObI BOCMOSIb30BATLCHA 3TUM NpenmyLLecTBoM. Mbl BUOMM, Kak
nogM  BCe Yawe npeanoymTaroT MOOWMbHblIE YCTPOWCTBA NepCOHarbHbIM

KOMMblOTEpPaM. anIBbI‘-IHbIe HaM npeagMeTbl, TakKne KakK TesieBU30p U TeJ'IerOH



CTaHOBATCS KOMMboTepamMu. ABTOMOOUITb — 3TO OrPOMHbIA KOMMNbIOTEP Ha
Kornecax, XOnogunbHUK CHabXxaeTcs MMKPONpoLEeCcCopoM, MU AN BCEro 3TOro
HY>XHbl NporpamMmmsbl. MNMoTpebHoCTbL B NporpaMmMHOM obecrnevyeHnn 3a nocregHue
AEeCATb NeT BO3pOCra B HECKOMbKO AecATKoB pa3. Bo Bcem mupe HabnogaeTcs
HexBaTKa NPOrpaMMMUCTOB N MHXEHEPOB: Npexae BCEro, 3T0 KacaeTcs pasBUTbIX
cTpaH.

BcnomHuTe, KTO U3 poantenen B pasBuTbiX CTpaHax ABaguaTth fneT Ha3ag xoTen,
4yTOOblI MX AeTu cTanu UHXeHepamn? Bce pogutenn xotenu, 4Tobbl UX AeTu
cTanu lopuctamm, 6aHkmpamu, elle Kem-1o. Hnkomy B ronioBy He NPUXOANIIO, YTO
NHXXEHEP-NPOrpaMMUCT — 3TO xopowo. 1o 6bino o bunna lentca, Cepres
bpuHa, CtmBa [Oxobca. Cenyac 9Tta npodheccuss cTana MOAHOW, HO
NPOrpamMMMCTOB NO-NPEXHEMY HE XBaTaeT BO BCeM Mupe. Tak, B AMepuke Nuulb
20% OT Bcex CTYAEHTOB W3y4yalT HEe TyMaHUTapHble AUCUUNIMHBI — S He
rOBOPI0 «MHXXEHEPHbIEY, 51 TOBOPK «HE r'ymaHuTapHble». B EBponenckom cotose
B MNpOWOM roAy npuWnn K BbiBOAY, 4TO UM He xBaTtaet 350 Tbicay
nporpamMMnCcTOB exerogHo. B AmMepuke HexBaTka NpPOrpamMMUCTOB COCTaBUT
OKONO 5 MUNIMOHOB 4YerioBeK B TeyeHue nsaTvM neT. OTo co3gaeT and Hac
OTNIMYHbIE BO3MOXHOCTW: B Poccum 6Gonee 50% CTyaeHTOB um3y4datoT
TeXHUYEeCKNe ANCLMMINHBI.

Hawa komnaHmsa ycnewHo pas3BMBaETCHd, ee rOAOBOM POCT COCTaBnseT B
cpegHem 30%: B npownom rogy 6bino 27%. Mbl ycrnewHo KOHKypupyem C
OFPOMHBbIMW KOMMA@HUSIMW — Mpexae BCero WMHAWNCKUMW, KOTOPble XOPOLUO

OCBOWINN ayTCOPCUHIOBbLIV GU3HEC.

T. Heritage:

Finally we will turn to Hakan. Sorry to keep you waiting.

H. Atesh:
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| am the last and hopefully not the least speaker. | represent Sberbank Turkey,
because Sberbank, the largest bank in Russia, acquired a stake in DenizBank
Financial Services Group back in October 2012. Mr. Khemka said that most of
the approaches are transactional rather than strategic, but nevertheless, this one
was really strategic, as this was the historically biggest one-off investment
abroad by the Russian Federation.

Actually, I am the founder and CEO. | established DenizBank from a greenfield
investment back in 1997, and back in October 2004, we sold 25% of our shares
to institutional investors. In October 2006, a really big Franco-Belgian bank
acquired our shares, outbidding the other shortlist of candidates, and it was a
historically large transaction at USD 3.3 billion. Due to the crises and due to their
investment programme, Sberbank made a strategic move in October 2012 and
paid a little over USD 4 billion. Nevertheless, they should be happy because in
the last six quarters, we have made a net profit of around USD 830 million, which
Is almost 22% of the acquisition price, and this tells me that in less than five
years they are going to break even.

This is good news, and moreover, we are a USD 1 billion bank with 750
branches. Twenty-five of them are in the German-speaking EU in Germany and
Austria. We also have 15,000 FTEs. Nevertheless, when you look at Sberbank,
by nature it has been a savings bank for over 170 years. But our Chairman, Mr.
Herman Gref, whom | call the "change agent,” with a really brave heart, made a
big move towards Eastern Europe, where they made an acquisition, and then a
couple of months later they bought DenizBank Financial Services Group.

He did so, | believe, because this was a political move for Russia rather than an
economic move. The bank has around 300,000 FTES, 120,000 branches, 80,000
ATMs and so on, and the internationalization is there. The bank is diversifying its
activities around the world, especially in this region. Why Turkey? Because
Turkey complements Russia’s economy. Russia is energy-rich and we are

energy-hungry. We are at the transition of the energy-rich regions to the energy-



hungry regions to the West, and the route goes through Turkey. Seasonally,
especially during summer, Turkey offers many benefits. Annually, we host 4
million tourists from the Russian Federation out of 30 million tourists in total, and
there are more than 300,000 couples that are Russian-Turkish and Turkish-
Russian, so this plays an important role. Economically, moreover, there are a lot
of companies doing business there. Around 1500 Russian companies operate in
Turkey, and more than 600 companies operate in Russia from Turkey, like
Renaissance Construction from Ankara in construction, like Efes in the brewery
business, like Sisecam in the glass industry, and so on.

On the other hand, as you may know, Turkey is short on energy, so we hope that
the first nuclear energy plant in Turkey is going to be constructed by Rosatom by
2020, a Russian state company. There are a lot of interconnected activities
between the two countries. Moreover, when Russia was the Soviet Republic
under Lenin, it helped us gain independence in the 1920s, and there is a
monument with two Russian generals in our Taksim Square.

Going forwards, we have quite ambitious targets. By the end of 2018, we are
aiming to increase our assets from USD 41 billion up to USD 80 billion dollars.
On the other hand, Sberbank sees us as an innovation centre. My dear colleague
Mr. Zelenski talked about his very successful company, which we are following
and collaborating with. In the digitalization of human life, in Twitter banking,
Facebook banking, and the payment platform called Plus Pay, we are really
innovative, and Russia and Turkey are sharing best practices. Also,
geographically speaking, Turkey is located among the Balkans, the Caucasus
region and the Middle East, so these places are prospects for the future,
especially in the financial area. Our parent company Sberbank is also
considering some plans to use us as a base over there.

When we look at the cultural part of this and how we adapt, we really adapt well,
along with the corporate governance, internationally-accepted principles like

transparency, accountability, and equality. In the Sberbank board in day-to-day



activities, the delegation is there, and we are really following our clients.
Leadership, team spirit, customer focus, and mutual respect are values that we
have adapted to companies. We have seen that there are a lot of people
commuting from Russia to Turkey as experts and vice versa, and those people
like learning more about each other. Even my dear Chairman, Mr. Gref, said
during the signing ceremony that he did not know Turkey so well before, even
though the countries share one sea, and he learnt a lot during the acquisition of
DenizBank.

We are more than happy to be working toward bringing two nations together
economically. In the region, we are well aware that Russia is a superpower, and
Turkey has a strong, young, and robust economy with a good banking sector and
good fiscal indicators. The current account deficit due to energy shortages might
be a problem, but we are trying to find ways to finance this via joint projects, such
as the one with Rosatom, the construction of refineries in the CIS countries, and
so on. We owe a lot to each other. We are both teaching and learning, so it is a

really good experience.

T. Heritage:
We do not have too long for questions, but if anybody has any questions from the

floor, | would be very happy to hear them.

P. Monnier:

My name is Philippe Monnier. | am from the Economic Development of Western
Switzerland. | have a question for Mr. Guryev. If | understood correctly, you said
that you have a representative office in Singapore, and that it is very useful to be
closer to the client and to better understand his needs. | understand that you are
selling in many countries, so does this mean you will replicate the experience

and open many other representative offices?
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A. Guryev:

Today, PhosAgro sells its products to over 100 countries around the world. We
opened our Singapore office because, like our colleagues said, it is a big hub
between Asia and Southeast Asia. Singapore is not our main market, and |
believe that this country buys maybe 100 or 200 tonnes; of course, the major
market in this region is countries like Thailand, Malaysia, India, and all the big
consumers who consume tens of millions of tonnes of fertilizers. To be there with
this office is very important, because you are right next to the client and you
understand his needs, not only today, but what he will need in the coming years.
You need to understand his thoughts about the growth of the company. You
need to live whilst being married to lots of people from different countries. That is
how business connections work that bring a lot of value to the company.

Of course, we will bring this experience to different regions, such as Africa, which
we believe will be a very sustainable region in terms of growth or demand for
fertilizers, and one of the biggest regions to produce soft commodities that are
really scarce in the world today. In particularly, China has begun to import rice,
corn, and other things, and this importation of soft commodities by China only
began a few years ago. Also, a very interesting region that is developing and has
a fast-growing market is Latin America. | think that it will bring much more
business into the world, because it also has some infrastructure problems. They
do not have an extensive railway system, and | believe that this will be built.
There are lots of government programmes and support for this, particularly in
Brazil, which will bring new arable land into business and industry, which will
likely be far away from ports. So if we talk about points of growth and where we
want to have representative offices, there are three regions: Asia, which is
growing rapidly, Africa, and Latin America.

In the developed markets, such as the United States, Canada, or Europe, the
guestion is only market share. There is no growth. It is done there. When you

fight for market share, it is only a question of the quality of the product and the



price. That is it; you just move around. It works like this: if you wake up on your
left side, it will be a good day for the developed markets, such as Germany or
France, in terms of competition.

The other markets have a big potential to grow, and of course that is where we
are going to be with our representative offices. But frankly speaking, | want to put
Russia next to them, because if you look at the consumption of fertilizers in
Russia, today you consume 38 kilogrammes per hectare, and in Europe it is 200
kilogrammes per hectare. In China, they consume about 120-130 kilogrammes
per hectare. If we talk about India in terms of consumption of fertilizers, it is about
18-20 kilogrammes per hectare. In Europe, it is about 200 kilogrammes, and this
intensive use of the arable land is where we see high potential for growth. If only
India would change its subsidies to the proper rate of the application of fertilizers
— which is a scientific figure, not something that plucked out of nowhere; there is
a science which says how much needs to be added to the land — then this
business could triple or increase ten-fold, as you can imagine. That is my answer

to your question.

From the audience:

| have a question for Mr. Hakan Atesh. You described the very successful story
of the acquisition of your organization by Sberbank, but from your experience as
a banker on the Turkish market, you must see many Russian companies trying to
enter the market and do something. From your point of view, what are the main
challenges, difficulties, and weaknesses of the Russian companies? What should

be done differently?

H. Atesh:
Actually, Turkey is quite liberal in its economic regime, attracting capital, paying
out dividends, and so on. In terms of doing business and bureaucracy, we are

now one of the top 20 countries in the world. As far as | see it, especially the real



estate ownership and new de-regulation, this has brought a lot of freedom to the
investors, and there are a lot of them. When we were acquired by Sberbank, it
was already operating in the CIS countries of Ukraine, Kazakhstan, and Belarus,
together with Russia, of course. Going forward with their acquisition in Eastern
Europe, they became active in the Eastern European countries, including Austria.
With Turkey, now they have the ability to finance and support their investors in
Turkey as well. From the Turkish perspective, foreign direct investment is most
welcome. Arbitration and all the legislative things are all accepted. The EU
directives, especially in economic terms, are all applicable, so your rights are
protected by legislation. This is really promising for any foreign investor and, of
course, for our Russian colleagues as well. There are a lot of examples, not only
in infrastructure and energy but also in tourism and shipping. These are really
good sectors that investors are coming for. Investors also come from CIS
countries; | do not want to limit it just to Russia. They come from Azerbaijan,
Kazakhstan, and Russia of course. There are a lot of investors, and their
experience has been quite good in Turkey. | should say, so far so good: evolving,

developing, emerging, and promising.

A. Shiryaev:

Tim, | wanted to make a comment about what Joe Watts said about respecting
the employees and the employees’ creativity in the countries into which you
expand. At TMK IPSCO, we have sent a grand total of three people out of 3,000
from Russia, and on the contrary, have enjoyed a lot of exchange both in
technology and in best business practices between Russia and the U.S. | have
been involved with investments previously where there was a Russian behind

every manager, and those did not do as well.

T. Heritage:



| just wanted to ask the people around the table the following: several people
have mentioned the difficult political climate at the moment. Is that proving a
problem, or is this something that people think will come and go? For example,
one of the issues you raised, Joe, was about contingency planning and people
not being prepared. Are companies now looking ahead 18 months or a year or

five years?

A. Shiryaev:

We have contingency plans. We have looked at every possible scenario, and as
you said, we have to think in scenarios. But then, we do that anyway. This
situation was a little unexpected, but we do have different scenarios in place, and
we have not felt any pressure on our business at all, even though a large part of
our American division shipments are piped from Russia, Romania, and now

Oman and re-processed in the United States. So far, so good.

J. Watt:

The only other comment | would make is that we see a lot of companies revisiting
where trade is flowing in the new environment, understanding why other global
competitors are in those markets, and re-evaluating whether they should access

different markets, so we see companies starting to develop these scenarios.

S. V. Khemka:

| think outbound is one thing, but we have investments in Russia, and financing
for those assets has dried up. The only place we can go to finance those assets
is to Russian financial institutions or private groups or investors, and they
understand that you have nowhere to go, and they are happy to make a deal with
you for 50 cents on the dollar. Obviously that is not a great environment in terms

of creating adequate competition for opportunities. If you are a foreign investor



here, it is difficult to be able to figure out how to continue to build your business,

particularly if you need capital to grow. It is not that easy at the moment.

H. Atesh:

Finance can be considered the first sector to be affected in such turbulent
weather, as long as the risk factor goes up. Nevertheless, it is obvious that this is
not going to be overcome in a day or a year. If there is no escalation, | do believe
there is a benign solution, and it will settle down. But going forward, of course, it
is harmful not only for one side, but for everyone, so we are really hoping that a

benign solution will be reached by the governing parties.

A. Tyupanov:

| would like just to make two comments on what we see from a financial market
perspective. Firstly, liquidity is still out there. Of course, the perception of Russian
state sovereign risk has changed a bit, and if you are active in the capital
markets, you will now find sanction clauses in almost all loan agreements.
Unfortunately this is the standard already, but it is a pretty new standard for the
industry. We have never seen this before. What we are also seeing, because we
have a special product for insuring foreign direct investments against political
risk, and one would think that European countries or the U.S. would be zero-risk
countries in terms of assessing the political risk, but now we see more and more
demand coming from Russian investors who have assets in Europe or the U.S.,
asking us if we can provide insurance against political risks. This is fairly new for
us as well. You will always find the usual suspects to be countries from Africa or
Southeast Asia, but now you see more and more Eastern and Western European
names, and the U.S. Things have changed, but from our side, we do hope that
the situation will settle down. We do not need another large global crisis. No one
needs it, so hopefully it will all settle down, and we will continue to do our job as

we used to do.



T. Heritage:

Does the panel feel that this is a situation which will push people into different
markets? You mentioned Asia and South America. Is this a process that was
already happening and would continue anyway, or has it been accelerated in any
way? We had a big example of the President going to China, and the big deal

made there. Is that a sign of things to come?

A. Shiryaev:
Not in our case, because our clients want to be supported locally by their pipe
suppliers and by their premium connection section suppliers, so these plans were

all in place before.

N. Zelenski:

| think there is some logic in the way industry works. For example, in the mining
industry, we have clear demand coming from the East, from China and India; we
have a lot of knowledge and technology coming from the West, from traditional
mining cultures such as Australia and Canada; and we have emerging
companies where there are a lot of mining activities, because that is where most
of the geological deposits are. That is a balance, and | do not think that it will be
very easy for any political event to change this balance, because it now works in
harmony. | think these political tribulations will pass, and the industry logic will

continue to develop as it is right now.

T. Heritage:

We have run out of time, which is probably a nice thing, although | would suggest
that we have had some stimulating debate. Does anyone have any last
guestions? Thank you to everybody. | thought it was very interesting; some great

experiences were shared, and | wish you all the best for the future.
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