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3.

ORGANIZATIONAL BEHAVIOR

To do not personal, but more broadcasting organization.

If we want to receive critical Solution:

¢ Change the goals.

¢ Roles.

e Politics.

e Directions of action.

The political frame is an arena of competition and allocation of resource scarcity, competing

interests, struggle for power and other advantages, decision making, changing the rules of the game.

4.

5.

Problem solving algorithm:

e Chief complains.

e Examination.

¢ Diagnosis.

e Treatment plan.

e Final result.

Plan weekend, weekday, plan organizational behavior, strategy, levels of analyses, motivation

group and teams, organizational culture, power and politics.

6.

Don't waste your time on people who don't follow company policies.
¢ You manage those, who manage the business. It gives growth.
¢ Don’t touch the culture. Change believes and valves of employees.

. Think about growth steps, make smart decisions. Count your money.

Strategy
People Structure
Rewards —— Processess

Fig. 1 Strategy

8. If you want renovations, you should change all the elements of the system, but not only one
element.

9.

People

System Slow

Renew

Renew éStructure \ il

Strategy

Rewards

Fig. 2-3 Renew

People need information and communication from beginning. Target at the beginning. To be

aware at the beginning when we subscribe the papers to transfer or give the info to new employer.

e Extrinsic motivation.

e Instrintic motivation.

o Benefits.

o Industry level.

¢ Basic compensation industry level.



10.We work in the industry where limits resources of talented people and you should pay more.
Complexity gives increases cost: time, attention non-financial recognition. Sometimes we give
money to those who don’t want money at all. Success is always development.

Decision styles

AN

Command short term Management medium Leadership long term
terms

Just do it De javu

Fig. 4 Decision styles

11.Space/Time/Problem/Motto.
12.Profitability.

Developed world Developing world

I
/ \
[

/ \
/ \

\

Performance
Performance

Diversification Diversification

Fig. 5 Profitability

13.We have social responsibilities for people we employed. Catch up a little bit about trends of
profitability. Profitability — 3 tests:

o Attractive test: is target industry attractive?

¢ Cost-of-entry test: do industry barriers present substantial cost.

o Better-of test: do | gain competitive advantage by entering?
Publishing company. How they response on reducing on magazines strategic answers to changing Markets:
Expand your brand! Is here difference between emerging and develop world companies? How is

diversification linked to internationalization?

Magazines

Merchendising

Fig. 6 Magazines



14. Diversification
e Levels of diversification

Focused
Single Business Dominant Business
95% or revenues are Dominant Business A
in one industry more than 75% of Business B
revenues but less of
95% of revenues
Fig. 7 Focused
Diversified
Related Business Unrelated Business
Business A | dh | Business B Business A Business B
Fig. 8 Diversified
15. Diversification in Europe, 2021

60%

50%

40%

Related
30%
20% - Singl.e
~ . Dominant
10% Unrelate
1950 1960 1970 1983 1993 20|03
Fig. 9 Diversified
Motives for Diversification
Growth Risk reduction Profitablility

Fig. 10 Motives for Diversification

16.Risk reduction:
o Empirical evidence: no benefit for shareholders.
o Benefit if stability of cash flow matters.
o Benefits for other shareholders.




17.Strategic Advantage = international Diversification. Diversification makes sense when resources
can be leverage (economies of scope, best-practice transfer). Co-ordination costs will outpace
advantage at one point.

18.

Champions and Unicorns

Short runners or Maraphon
Fig. 11 Champions and Unicorns
19.
People
/Simplicity
Innovation ———————»One Campus Execution
Focus
Acquisition

Fig. 12-13 Innovation, execution

20.Framework of Environment

Technological Socio-cultural
Ecological Political
Economical

Fig. 14 Framework

21. And if you have values, they must lead to results. To make right choice of individual and group
values. Every decision needs a result. The right decision doesn’t exist. You must make decision and
be responsible. Leadership = result = responsibility. Leadership = value + result. Leadership is not
performance. It’s a process of interaction. It’s a sort of values. Exercise the leadership to practice
the values of leadership. Leader develops. How to grow your influence?

Self awareness

Leaderships / \

/ \ Impact Consistancy

Values Results - .
Adaptability Reputation

~_

Fig. 15-16 Leadership



22. The resistance matrix.

Confident

In denial a\évcijmar:ﬁe
Close Open
minded minded
Argumentative Questioning
Insecure
Fig. 17 Matrix

23.The bigger your network, the bigger your influence. Willingness and able. We delegate to people,
who are willing and are able to do. If you are accountable to someone else, you are responsible.
24.Emotional intelligence:

o Understand how yourself awareness affects your performance as a leader.

o How emotions and perceptions affect our decision making.
25.Leadership position.

Strategic domain

Setting strategic direction

/N

Planning
and
organising

Creating
alignment

Leading

Diversing results Team Building and
working sustaining
relationship

Present/ Specific Caring

Fig. 18 Leadership position

o It is very hard to be world class in all areas.
o Physiological reasons why it should be so.
o |_eadership proposition.

e \Work with, work on, work around.



26. Classification of Entrepreneurship Strategies. Entrepreneurship Strategies — they dominate in
industry.
¢ Defender — protect his old existing market, compete the price.
¢ Analyzer — defender + prospector.
¢ Prospector — always seeking new market and opportunity.
27.Entrepreneurial orientation scale (EO) is psychometric scale. Measure:
e Innovativeness -introduction new products and services.
¢ Risk taking -venturing into unknown borrowing heavily, committing significant resources to
ventures in uncertain environment.
e Proactiveness -opportunity seeking.

Value of EO scale firms

Y

Conservative Enterpreneurial

Fig. 19 Value of EO

28. Small firms are more stable than large one. 41%: of firms survive in 5 years! 0,2%: 50-249
employees, 0,1%: +250 employees. Lifestyle ventures vs corporates is reliant on level of uncertainty
that companies bair. Growing companies depends on how much capital do they have, they due to
capital. The difference is in lifestyle. Its better entrepreneurship corporative.

Promising Ventures
500%

\ VC backed - grow

535558

Large firms -
minimise risk of
Corporate investing money

$  Entrepreneurship $$$$$$
(shareholders ]
money minimize Capital
risks)

Fig. 20 Promising Ventures

29. More safe, more money in the pockets. High money = high level of uncertainly. The difference
— the big company’s growth is in starting new areas. If they did reasonably well, uncertainly will
reduce and they create a new market. Showing investors that they were investing and may even get
equity or VC finance. That is, venture financing halfway and then growth to corporate financing.
Corporations cannot cope with uncertainty, unlike new promising companies, since it is the
corporation's shareholders' money. Corporations must discount risk. And the little ones can see
whether it works or not.
30. Opportunity = entrepreneur. Business plan:

e What market needs or value of produce — business model (now business make money and

add value). Plan how to make money.

e 2d step — production cash flow. Statements and activities together.
31. New Business: Matches entrepreneur + aspiration + skills + Opportunity + Network => Business
Model — Business plan.

e Combination of entrepreneurial skills.

10



o Be able to assess entrepreneurs and their own entrepreneurial ability.

e Understand issues about the reasons why entrepreneurs might think differently.
32.The central features of the Entrepreneurial mindset.

e Look before take a plunge.

o Pursue opportunities with discipline.

e Consider a range of opportunities before you select one.
33.How to select the opportunities? Is this for me? — Ask yourself! Do you want to invest your money
and time in this? Instead of focusing on the upside potential of opportunity, which is largely
uncertain, highly experienced entrepreneur focus on the downside. They can know with some
certainly from the onset what they can afford to lose. Once think about what worst think can happen,
it makes it easier to decide if worth taking the pluge. If you decide to take the plunge and it doesn’t
work out, having set a limit on your loss can moving on easier, both financially and emotionally.
34.Think learn. Start with shoestrings. Second starting lean forces, you to be alert to information that
gives an idea of whether it’s worth investing more. Reevaluate these assumptions when business
develop.
35.You attract people who are committed to your cause when you start lean, not just those who has
financial gain. Select business partners carefully. It’s a big mistake to select someone like you.
Probably because they are similar to you. Look for those, who compliment you. Also, involve
knowing yourself well. Courtship period with your partner, when you know each other is important
when you partnering the person, who is different to you. You need different skills, knowledge and
perspectives in entrepreneurial team.

e Ask your partner: Do you want a rapidly growing business or lifestyle business? Have open

and honest conversation and working through different scenarios of the business. It can avoid a

lot of conflict later down, the line when you are locked into the business.

e Ask yourself. What you want from the investor? Just money? Or is it more? If you want

more? Are you ready for this kind of relationships?

o Walk into an investment relationship eyed wide open. You need support network and mentors,

who can support you. Who will you turn to when things are not going as planned?

¢ Intuition can be valuable gate keeper, acting as a signal for you to steer clear of explore further.
36.

Locus of Control

N

Internal External
The achievement of The achievement of a
the goal depends on goal depends upon
own behavior or luch or other external
individual factors

characteristics

Fig. 21 Locus of Control

37.Features of entrepreneur: Autonomy.Creativity. Attitudes to risk.The need to applause. Attitudes
to control. The need to operations. Managing for creativity.
38.Resources

11



Resources:

N

Tangible Intangible
- Financial (credit, cash) - Human (Employee
- Physical (land, building) experience)
- Technological (equipment, - Innovation
tools) - Technological (trademarks
- Organizational (financial patents)
control, development system) - Reputation trust, legitimacy

Fig. 22 Resources

39. Valuable resources — is knowledge that gives you advantage in compare to the competitors. Why
employee turns up for work?

There are 3 roles reasons:

R TN

Money Work Love

Fig. 23 Reasons
40. Selection:

Why employer pick employees?

R TN

Skills Potential Fit

Fig. 24 Selection

41. Basic of control:
e Direct oversight (supervision).
e Formal rules.
e Informal mechanisms.
e Professionalism which meant that people have a long-term incentive to develop their careers.
42. The Secret of High Growth Company = Achieve (Long Term Success), Vision., Grow thanks to:
o Strategy.
e Team.
o |_eadership.
e Implementation.
43.Prove:
e Finance OFFER.
o Deliver People.
o Marketing.
o Sales.
e Management.
¢ High growth model.

12



High®

Leadership

High
Performa
Team

Implementation
Excellence

Awesome
Strategy

Fig. 25 Growth model

44 \What causes growth?
o Characteristics of the lead entrepreneur (education age, experience).
o Features of the firm finance location.
o Strategy of management.
45.Explanation of survival firms:
e Total innovation.
o Small firm innovation.
e Industry growth fate.
¢ Economies of scale.
o Startup size.
46.Stages of growth and innovation:
Stage 1 — Business idea, new product, process or perceived market gap.
Stage 2 — Planning and acquiring resources.
Stage 3- Crises, management rapid decision making, recourse acquisition and expansion.
Stage 4 — Cost reduction and quality control.
Stage 5 — Large firm innovation (creating internal incentive and control of innovation).

Revenue
Innovation
or
1 2 3 4 5 Decline
Lt
Time

Fig. 26 Stages

Stage 2. We need sales people and increased revenue. Show it to the market. Find those, who are big
sellers on Market. Stage 3: Change operational processes, bureaucracy, improve processes. Get
salespeople from where you want to sell your product. And so, you can work in pairs, and then move
to 3 and change management.Stage 4. Look for new sources of income. This is a new phase of
consolidation — new stock market.And at this stage 5 IPO — initial market offering.

13



INTERNATIONAL BUSINESS

Knowledge based entrepreneurship: Intellectual Property Rights and Competition Law.

1.
Choice of entry mode
«— I
a. Export a. Contractual agreement
b. Direct export b. Licensing franchising
c. Indirect export ¢. Turn key product
d. Rand D contracts (Research and
Development)
e. Co-marketing
Fig. 1 Entry mode
2.

Equity modes

«— T
a. Joint ventures a. Wholly owned subsidiary
b. Minority JV b. Green fields
c. 50/50JvV c. Acquisition
d. Majority JVS

Fig. 2 Equity modes
3. Ownership Advantage: How a firm overcomes disadvantage of operating abroad?
e Superior technology. License technology to local firm.
e Superior management skills. Something unique to the firm advantative.
o Get paid for the technology.
o Let someone else take the risks.
e Locational advantage.
e Transport cost.
e Lab our cost.
e Raw materials cost.
4. Models of International Operation: Dunning Eclectic Paradigm.

FDI Ownership Internalization Location
Yes Yes

Export Yes Yes No

License Yes No No

5. Foreign Acquisition.

(" From home \-‘
— /;, country
/ \\. — ’/"

Exportin —

/\ L_\__A Fuma other ‘
rd Enter _‘ production
g

\‘ \ hae /

Fig. 3 Enter market
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6. When is Licensing Appropriable.
e Well codified_knowledge — easy to transfer contractually.
e Strong property right regime (e.g. patent). Prevent licensees competing with each other.
o Decision Framework for entry mode choice.
7. Advantages:
e Access to targets. Local knowledge.
o Control over foreign Operations.
e Control over own technology.
8. Disadvantages:
e Uncertainly about targets value.
o Difficulty in absorbing acquired assets.
o Infeasible if local market for corporate control is underdeveloped.
9. When is Acquisition appropriate?
o Developed market for corporate control.
e Acquirer has high “Absorptive” capacity.
e High synergy.

15



INNOVATION

1. Sustainability. Growth. Change. Value creation.

2. Multidisciplinary approach:
¢ Psychology, sociology, organizational science, economics.

o Multi-function (marketing, strategy, OB, organizational design, leadership).
e Multi-level individual, group, organization, economy.

3.
Organl_zatlon Leadership
Design
= Transformation exit
=l T
% = 5(;4};11;_[/\1
Effort expected
Fig. 1-2 Strategy, Transformation exit
4,

Enterpreneural companies

e

Innovative Proactive Risk takers
Generate new Jump to new S-curve faster Make Bigger and earlier leap
S-curves or final a new They are leaders, not
Way to move along an followers

existing curve
Fig. 3 Enterpreneural companies

Innovation types:

Business model Technology

¢ Value preposition. e Product.
o Supply chain/ Route to market. e Process Technology.
e Target customer. e Enabling Technology.

16



Levels

Business Model Levels

Technology Levels

Product
Type of Value Value Target Process .
. . . . and Enabling Technology
innovation Proposition | Chain | Customer . Technology
Service
Incremental Small change in of six levels

Semi-radical
Business Model

Significant change in one or more

Small change in one or more significant three

. significant levels levels
Driven g
Semi-radical
Business Small change in one are more of Significant change in one or more of three
Technology three levels levels
Driven
. Significant change in one are more Significant change in one or more of three
Radical
of the three levels levels
Fig. 4 Innovation
6. Innovation
New Semi-Radical 1 2 Radical
>
g
s Near to the Existing Incremental 3 4 Semi-Radical
[
3
[ Near to the Existing New

8

Play not to lose “PNYL”

Business Model

Fig. 5 Business Model

7. Small improvement in quality, reliability, cost or performance. Low uncertainties about trajectory
of change; about probability of success; about market/ user need. Limited impact on company,
performance and growth. New products/ services. Delivered in new ways. New technology combines
new ways of creating values.

A

Innovation strategy

“PTW?” play to win

v

Where do play?

How to win?
=
£58
sEd
sTg
583
o Transformation
Developing break
~— throughs and
=t . inventing thing
8w “._for market that
833 don't exi
Sg g on't exist
g85
588 o Adjacenr\
= ‘5 o % Explanting from'
we ot existing business
ol into new to the \\
T “\\ company
[ ™ business \
@ A\
@ £ \
feg = \
38 g Core optimising \ \
2 g exl?él;ngprqduc\s \
% icting \
@ customer. \ \
\

Use existing
products & needs

How to win? Hold incremental

Develop new
products & produet

assets

Fig. 6 Play
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9. Choosing a strategy:
¢ External factors:
e Industry structure.
¢ Speed of competition.
¢ Rate of technological change.
¢ External network capabilities.
10. Internal factors:
e Technical capabilities.
e Commercial capabilities.
e Managerial and organizational capabilities.
e Success of current business model.
e Financial slack.
¢ Top management strategic vision.
11. Innovation value chain:

1. IDEA — 2. CONVERSION — 3. DIFFUSION —
a. External Collaboration a. Screening and Funding a. Internal embedding
b. Internal Collaboration b. Developing ldeas b. External buy - in

Technological fundability.
Application of technology to specific customer set.
12.Systemic Approach: Answer three questions:
¢ Which market opportunities exist for us?
e What is the most attractive opportunity for us?
o What market opportunities should we focus on?
Step 1. De — linking Process. Identify the key technologies, knowledge, skills, capabilities, competency,
that you possess understand.
e Core technological elements.
¢ Important know-how that you own.
e A special capability.
Describe these independently from any particular market, customer, or application.
Goal: try to identify them in their most fundamental and generic way in order to able to identify a variety
of uses.
Step 2. Re — linking Process. Identify possible applications of your core abilities/ technologies.
o An application is a specific usage or function that you can create with your core abilities.
e It can be based on one or more of your core abilities.
o A specific application will suggest possible customers.
o Each market opportunity any combination of application and customers.

Value Creation

A
Compelling reason to buy What is the market volume? Economic viability

Fig. 7 Value Creation

18



Value Capture Challenge

. } .

Implementation obstacles Time to Revenue External Risk (obstacles in

external environment)

Fig. 8 Value Capture Challenge

13.Market opportunity map.
o Market opportunity set.
o Attractiveness map.
¢ Agile focus Dartboard.
14.Agile focus strategy defines both the opportunity that you will pursue now, and those you will
keep open as backup and growth option. How to design an agile focus strategy?
e Choose your primary market opportunity.
¢ Build a smart portfolio around, with both mitigates risk and increases value with minimum
effort. A smart portfolio agile pursue includes: One backup option is an attractive opportunity
which doesn’t share the same risks as your primary opportunity. It allows you to change direction
over time if necessary and One growth option_is an attractive market opportunity which allows
you to create additional value over time.
15.How to design agile focus strategy?
o Choose your primary market opportunity.
¢ Build a smart portfolio around it. Mitigates risk and Increases value with minimum effort.
16.Assessing Market Relatedness. To what extent do customers share?
¢ Value and benefits (brand and reputation)?
o Sales channels.
¢ Word of mouth.
17.Keep your options open!
¢ Allocate a small amount of resources and management attention to keeping attractive backup
and growth options open.
¢ Ensure that decisions do not lock you out of potential paths.
o Stay informed about the opportunity space.
¢ Build flexible resources with open options as well as primary option.
¢ These relatively low investments make a firm more robust to change, without compromising
pursuit of the primary opportunity.
18.Lean start up:
Principle 1. Identify your hypotheses and assumptions: what, customers will value?
Principle 2. Engage in continuous customer development to test these hypotheses. Test and learn
cycle through customer discovery, validation and creation process.
Principle 3. Focus on agile product development. Build minimum viable product; iterate and pivot
as needed based upon customer/ market feedback.

19



Problem statement
(define customer problem)

Pivot or preserve
a just strategy based on
validating knowledge

Learning metrics
Validate learning

&
)

Measure

<
% ) >
(e true to achieve vision)
o

N

Fig. 9 Problem statement

Leap of faith
(identify assuptions to be

MVP
test, validate
assumntions

1. Focus on questions (hypotheses) vs focus on answer (business plan).

2. Develop customer’s vs develop product management.

3. Develop products incrementally iteratively vs developing complete product in first run.
4. Focus on ability to learn vs prior experience.

5. Metrics that matter (customer acquisition, life time value, viral Hess, strategic clarily — offer
qualitative) vs standard accounting metrics (revenues, profits market share) typically quantitative.

6. Response to failure is to learn vs response to failure is to fire people.
19.Product Development Philosophy.

Maximize chances of success: max
features = max. desirability

MVP: min features necessary to learn
from early vangelists

No feedback until the end

Ship fast ship: fast feedback

\ 4

Avoid building white Elephants
Maximize learning ROI and speed

B
>

Chase what customers want

Fig. 10 Product Development Philosophy

20.MVP — minimum viable product, prototype is all that is needed. MVP seeks feedback on Four

Key Factors:

Customer Segment (target mar

ket).

Value Proposition (benefits for customers).

Channel (salesforce, distributors, website).
Customer Relationship (interaction of customer with business).

MVP vs Prototype, MV/P is real vs Prototype — customers have not seen.

21.Scientific approach.

e Define assumption requiring validation — frame as hypotheses to be tested.
o Specify the relevant population (market segment: who are the desired users?)

o Sample from that population systematically — try to take a random and representative sample.
o Set explicit decision rules for evidence in advance — what proportion of responses should

support or reject the hypothesis?

20




e Collect data in a way that avoid confirmation bias and that allows for learning of unexpected
information — use observation and open questions vs closed questions.
22.Criticism and limits of lean.
May require strategic direction
e Strategy aids selection of markets with greatest potential.
o Strategy helps build on and align capabilities and resources.
o Strategy direction facilitate focus.
Lean manufacturing is about incremental innovation. Lean start up claims to be about radical
innovation.
¢ Argue that interaction users should come later in the process
o NPD process be driven by VISION!!!
Lean start up reduces the hypothesis to a mere guess. If emphasizes action over planning — but
good theory can help.
¢ Avoid the ship fast, ship often approach.
¢ Avoid becoming too driven by the customer — frequent pivot but little value creation.
23.Limits of lean:
e Focus first on customer segment value preposition, channel may enhance success.
o Requires clear stopping rules to ensure discipline approach.
o Useful where there are clear hypotheses — where the initial problem is identified.
If the initial customer needs less well defined then design thinking is a better initial approach. When is Lean
start up not the best way?Innovations that bring to the market truly novel products and services like steel
mini mills and electric cars, often involve building complete ecosystem and require long — term investment.
For technology-based innovations requiring sufficient infrastructure investment, lean start up may not be
advantageous. Where there is little uncertainly or novelty — when you are not changing the world.
Design thinking is needed — when uncertainty about user needs is high.
Design thinking is a structured approach to customer empathy and creative problem solving.
In reflect a further “zooming in” to understand users — it reflects the ideation/ creation stage in terms of the
JVC framework. Design thanking and creativity.
“Jobs that are most at risk are those that are routine, repetitive and predictable” robots can’t be creative.
24. Mumford’s eight stages of creative Problem Solving.
Problem Definition

!

Information Gathering

!

Concept selection

!

Concept combination

!

Idea generation

!

Idea Evaluation

!

Implementation Planning

!

Monitoring
Fig. 11 Eight stages

The process is not necessarily liner; person can go several of this stage’s multiple times.
We can build skills and organizational capabilities to improve our performance throughout the stages.
Not everyone has to be good at all of them for an organization is good at each of them.

21



Double Diamond Design Process

( Specific problem

user-centered  heqds values
emplathetic  touch points

Iterative process J

Discover Define Develop Deliver Specific Solutins

Brainstorm Specific
solutions

=

Fig. 12 Double Diamond

25.Creativity through design thinking.
Traditional approach vs Design Thinking Approach

o Start with a specific idea, solution. e Start by framing the question.

¢ Refine the idea. o Refine understand of the question.
e Focus on the organization needs and e Explore many ideas.

objectives. ¢ Focus on the needs of the user.

¢ Risk solving the wrong problem.

26.Design Thinking.

Desirability

VaV

Feasability

Fig. 13 Design Thinking

27.Design thinking approach = Develop Users Empathy. Empathy Mapping.

22



Brand size, .
May be it’s the best

thoughts .
g I want something
Says —— Thinks
Does ________ Feels
Lists pros/ cons more User, who we trust
research fear excited

Ask friends makes
small decisions

Fig. 14 Empathy Mapping

28. Insights:
e Combine evidence into insights.
e Insights should be considered.
29. Fish bone diagram.

Your
Problem

Fig. 15 Fish Bone Diagram

28. Insights provide basis for framing a specific, problem or opportunity. Rules of Brainstorming:
o Defer judgment.
e Encourage wild Ideas.
¢ Build on the Ideas of other.
o Stay focused on the Topic.
¢ One conversation at a time.
o Be visual.
¢ Go for quality.
29. Design thinking selection Criteria

The idea is
connected to user

eeds '
Relevant do the The idea is

original design exciting or
challange inspiring

Fig. 16 Design thinking selection Criteria
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30. Use timer! 10 minutes’ maximum
¢ Organize similar ideas into cluster.
¢ Choose the criteria you wish to use to evaluate — 5 min.
¢ Take no more than 5 minutes to rate your ideas using your chosen criteria.
¢ Be prepared to describe your favorite idea and now you rated.
Total task 30 min!
o Creativity is an essential component of ideation process.
e There is evidence for how individual and group characteristics can enhance or inhibit creativity.
¢ Design thinking builds upon creativity process research drives a focus on the user — enhancing
desirability.
¢ Design thinking can connect with lean start up by clarifying what the problem opportunity space
is.
31. 5-7 years billion dollars’ business. Management support: Reduce Fears!!!
e Hire high self-efficacy individuals.
¢ Promote self-efficacy through training, learning, experimentiry, focus on learning.

Fear of failure

Fear of the
Unknown

Social Fear

Fig. 17 Fear

¢ Reduce large uncertainties to small uncertainties; lean startup, design thinking; experiment.
¢ Promote a culture which values learning, celebrate leaning from small failures.
¢ Build psychological safety.
32. Work discretion: Teams and Autonomy.
¢ Decision making attitude.
¢ Freedom from excessive oversight.
e Empowerment through delegation of authority and responsibility.
Speed.
Small size.
Autonomy.
Multidisciplinary.
Informality.
Responsiveness.
v Direct connection to customer.
33. Rewards and Recognition:
¢ Entrepreneurial goals clear and communicated.
e Frequent; constructive feedback.
e Emphasis upon individual responsibilities.
¢ Result based incentives.
e Align individual and organization. Shares, options, profit based rewards, gain sharing.

SN VR NENEN
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34. Recourses:
e Time.
e Financial Slack.
e Human Capital.
e Technical resources.
¢ Physical.
35. 5 central factors of entrepreneurial environment.

Organizational
Boundaries @
Recources &
Time Management
Availability Support

® @

Rewards & Work
Reinforcement Discretion

Fig. 18 Five Factors

36. What doesn’t mean leadership?
e Change the mindset.
o Create sense of urgency.
e Build buy-in.
¢ New vision for the company focused on technology and innovation.
e Long term road map based around 5 platforms for growth (highly functional materials imaging/
life science, graphic arts, documents, optical devices).
¢ Constantly creating near term and long-term issues at a high level.
* Make decisions.
¢ Slogans, mottos.
37. Entrepreneurial Roles:
¢ Organize team sport.
o In startups one person play multiple roles.
38. There are several critical roles which exist in all successful projects:
e Technical innovator.
e Champion.
e Executive sponsor.
o These roles involve different behaviors and require different competencies.
e For success they need to be connected formally or more likely informally.
¢ Notice the link to organization structure and job design.
39. Creative destruction.
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LEADERSHIP

1. Leadership tactics
Tactic 1. Bring the outside in.
1. Expose employees and the board to the outside world as much as possible.
2. Act customers and suppliers to speak to the business.
3. Ask people; particularly the board, to accompany sales reps on customer visits.
4. Import employers from outside.
5. Collect data from the outside and distribute.
Tactic 2. Behave with urgency every day. If the CEO does treat an initiative with urgency, then neither will
anyone else. It is actions people follow rather than words.
Purge and Delegate!
¢ Stop to overcrowd dairy from preventing urgency and priority.
e Purge low priority items.
o Cancel distracting projects.
¢ Delegate!
¢ Do not allow suborbitanetes to delegate up to you.
Why don’t people delegate?
1. Expectations and reverse delegation.
2. Conscientious nature and work ethic.
Insecurity. Trust — if you want a growth.
Job done well then do it yourself.
Organization and open-door politics.
Decision making about priorities.
Purging low value work. Use freed up time to respond immediately to high priority item meeting.
End meeting with clarity on who will do what and when!
. Speak with passion about the issue!
10.Match words and deeds.
11.Be as visible as possible in these actions.
12.Delegation can be more difficult than it seems.
13.Staff can be very effective in reverse delegating in meeting and by email. They will even reverse
robs in terms of supervision.
14.Previous relationships and behavior patterns can make it very difficult to effectively delegate.
15.Staff may claim back of time and draining or simply that it is your role not theirs.
16.They may take some persuading that more demanding work is more interesting will build skill
sets and will make them part of a more successful team.
Monkeys should be fed or shot. The monkey population must be kept below the maximum the keeper
has time to feed. Monkey should be fed by appointment only. Monkeys should be fed face to face or
by telephone, never by email. Every monkey should have a revised next feeding time and degree of
initiative.
To be a great leader you have learn to delegate well.
1. Leaders have to shift from doing to leading. The difference is painfully evident.
2. Those hat struggle with delegation often confuse “being involved with being essential”. Holding
on to work is a sign of insecurity — “survival instinct”.
3. Extend your presence through the actions of others.
4. Engage at the right level does not mean “do it yourself”.
5. Practice saying “yes”, “no”, “yes if”.
This is purge work. There are limits on the amount of work you can engage with and the work your team
can do.
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Tactic 3. Find opportunity in Crisis.
1. Crisis allow a burning platform to be created.
2. Although very unpleasant they can become a rationale for getting many things done.
3. Reorganization, tighter business focus.
4. Lower costs, new channels.
Tactic 4. Dealing with No.
1. Those who undermine the case for change, or initiatives for change.
2. Either make them an integral part of the project or get rid of them.
3. Very candid conversation may be needed.
2. Leadership decision making is a product of Personality + Information + Experience.

Decision Making

AN

Hubris Narcissistic Risk Aver (may Avoid
(overconfident (make decisions or procrastinate making
decision to impress decision needs more
making) others) information
Favors self & Impulsive
Friends (make Decision Making -
decisions to benefit makes decisions before
themselves) critical information is
available

Fig. 1 Decision Making

Leadership Leadership
challange style

NS

Matching
process

l

Leadership
Effectivenes

Fig. 2 Leadership

3. Criteria of effective decision making.

I. Decision quality. Was the decision consistent with potentially available information about the

achieving the goals?

Il. Implementation. Did the decision process create the necessary commitment to and

understanding of the decision by group members to effectively carry it out?

I11. Cost (Time). Was the decision made in a timely fashion; did it consume more time on the part
of group members and the leader than was necessary to achieve, that was effectively

implemented?

27



4. Some Relevant Factors:
o Self-interest.
e Significance/ Importance.
¢ Expertise — Who has it?
e Individual and team development.
e Team Alignment behind business objectives.
o Group dynamics.
e Resources/ Time.
e How committed to the task will they be.

Consult
group

Consult indiv. Fecilitate

Decide Delegate
Decision Significance
Fig. 3 Decision Significate

Likelihood of disagreement

y /Leader /Graup

/ Expertise’, / Expertise’,
/ Importance of \
/High likelihood of, / commetment °\
/  commetment /
Y Developmentis %
Time is valiable important
S \ Goals Alignment
/' Interaction in difficult or %, /
impossible Team Compefence

Fig. 4 Likelohood of Disagreement

5. Be patient. Consider to do nothing option. Few do. More important information usually becomes
available. With important decisions consider waiting for more information, it often arrives.

Most important leadership decisions fall into 3 categories:

/ \ 4 \

People Strategy Crises

Fig. 5 Categories

6. People: Select the right team. Selection is the key. External recruitment is high risk. Failure rates
are high. Different cultures, challenges context, luck regressing to the mean. External hires vs
internal. Do we need major change? External hires are likely to bring a different strategy, team and
approach. We have limited information about them. We know more information about internal
candidate, including their weaknesses and mistakes. Histories success of elsewhere is difficult to
replicate. Different environment, circumstances, culture. External candidates unless from a similar
industry, may need a lengthy period of to understand the business.
7. Crisis: Fear. Pressure. Ambiguous. Rapidly changing environment.
8. Leadership Approach in Crises

o Leader must establish clear objectives and purpose.

o Produce a collaboratively developed plan with the team.
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¢ Decision making and calculating risk taking.
e Challenge culture. Decision improves with challenge.
e Teamwork and sustained Tempo are important.
e Timely communication is critical. The Elements of good judgment.
e Learning — listen Attentive, read critically.
¢ Options — question the solutions offered.
¢ Delivering — feasibility and execution.
o Trust — seek diversity, not validation.
¢ Experience — relevant but not narrow.
¢ Detachment — identify and then challenge biases.
9. Ethical Issues at Work.
e Discrimination.
e Bribary.
e Sustainability and Climate change.
o Workplace Safety.
¢ Employment Conditions and.
¢ Exploitations.
e Tax avoidance.
¢ Bullying.
e Sexual harassment.
e Accounting manipulation.
e Theft.
e Mis-selling.
o Supply chain issues.
10.Characteristics of Ethical Issues.
e Ambiguity and complexity.
e Policy application often different.
¢ No easy solutions.
e Economic benefits vs ethical standards.
e Do the victims receive.
¢ Poor ethics have a habit of hauling you.
11.What are business ethics? Moral principles that guide the way a business behaves. This includes
norms, volumes and practices. Differ significantly between countries, business and cultures.
Distinguishing between what is morally right and wrong. Often involves an interaction of profit
maximizing behavior with non-economic concerns and other stakeholders.
12.Ethic — morality.
Stakeholder’s theory: - maximizing profits accruing to shareholders. Other stakeholders are
satisfied only to the extent of maximizing shareholder returns. Could argue that compliance with
the law is only to the point that the conceivable consequences outweigh the benefits. Business is
responsible to create employment and pay wages.
13.How to design ethical Organization:
o Clear and explicit values.
e Thoughts during judgment.
e Incentives.
e Ethical Culture.
¢ White collar crime.
14.Seven Signs of Ethical Collapse:
e Pressure to maintain numbers.
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e Fear and Silence.

e Larger than life LEO.

e Weak board.

e Conflict of interest.

e Innovation in accounting.

o Charitable/ cheap service.
15.Leadership = communication perspective.

Change
external

environment

Complex adaptive
Behaviour

n,
%o,

%

<
@
®%,‘%
%
%

Simple Local
self Relationship
organized

Fig. 6 Complex adaptive Behavior
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16.Leadership = change external environment.
Systems leadership seeing organizations as complex dynamic systems. The smallest unit of human society
is the group not the individual.

Support clique 3-5 people

Sympathy group
Band (30-50 people)

Clan (150 people)

Megaband (500 people)

Tribe (1000-2000 people)

Fig. 7 System Leadership

17.Mind the gap! Rhetoric is the use of voice and words to persuade people of something.
e Logos: An appeal to reason and common sense.
e Pathos: An appeal to what is the right thing to do.
18. Motivating language theory:
o Direction giving language e.g. clarifying tasks and goals. Reducing ambiguity — sharing facts
and information (Logos).
e Empathetic language.
19.Discussion: Sensemaking.
What sources do you trust for information to make sense of unfolding events?
Who do you listen to?
Who are you not listening to?
e What sources could you go to who might challenge your understanding?
20.Communication in Group. Leaders are given a mask and have to wear it whether they want it or
not. Masks are animated by what the audience project onto the mask. Leaders have little or no control
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over this projection. Closed networks are efficient structural holes provide opportunities for
innovation — but now do you communicate across them? Creative Leaders Checklist:
e Create Trust and Acceptance — Frame the constraints within which the team must work.
e Suspend Hierarchy.
e Operate with Encouragement.
e Be vigilant.
21. Cognitive bias in Leaders: Framing and Direction. If people don’t see things your way its
because they are seeing something else.
22. Communication Perspective Summary
o Organizations are both networks and hierarchies. We are at the Centre of a 3D network at
different social and emotional distances.
e The structure and composition of our individual networks is critical to our success as leaders.
e We are limited in the number of ties we can have at any one time.
e We can reconfigure these networks to a limited extend by the way in while we choose to
communicate and the time, we invest in cultivating relationships.
e Communicating with others at different scales and distance require different constraints and
challenges.
e Understanding and cultivating communication skills at different scales is fundamental to
success as a leader.
23.Leadership, is about Personal development. First to prepare yourself for the responsibility of
Leadership. Leadership =Great Man— Psychodiagnostics — Behavior — Contingency — Charisma
and Transformation — Social System. Leadership is a process through which an individual attempts
to intentionally influence another individual or group to accomplish a goal. The process of
influencing an organization or group within an organization in its effort towards achieving an aim of
goal.

Person
Process Leadership Position
Perfomance

Fig. 8 Leadership

24.Leadership Development

o L eader development (interpersonal, focused on individual leaders).

o L eadership development (interpersonal, focused enhanced leadership capacity).
25.What followers want from their leaders?

¢ Authenticity.

e Community.

o Significance.

e Excitement.

e Sense of togetherness.

¢ Create meaningful work.

o Interesting work.

31



26.What type of leadership is best, and do leaders always need to embrace diversity? The situation:
Time for business unusual.
Health crisis.
Economic crisis.
Humanitarian crisis.
Taught time crisis for leaders.
27. Strategy of influencer.
Participating in data ecosystem is a critical part of a company’s comprehensive societal impact
strategy and foundation for sustainable business model-innovation.Effectively communicate and
influence stakeholders. Stakeholder management across the organization as well as outside the
organization is a necessary skill that strong leaders need to possess.
28. Shifting capital markets:

1. Challenging traditional corporate purpose.

2. Responsible leadership.

3. Institutional investors who are looking at the longer term and big societal purpose.
29.Self-awareness: Energy, Memory, Intellect, Mind, Breadth, Body. How to grow your influence?

fo>

o Impact
&

§ <
459 / Adaptability \
/ Reputation

\@@

)4

Consistancy

/  self \

Accountable

/A

Fig. 9 Grow influence

30.The resistance matrix
¢ Build good relationships.
¢ Achieve results as a team.
¢ Develop people.

Confident
In denial Willing & able
Close- Open-
minded minded
Argumentative Questioning

Insecure

Fig. 10 Confident
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31. The Power of influence increases by moving up the five levels

Pinnaele People follow you because of who you are
People People follow you because of you have
Development done for then
Production People follow because of what you have
yy done for organization
Permission People follow you because they want to
A
Position People follow you because they have to

Fig. 11 Five levels power of influence

32. The Time — The Presence. How much time do you spend on your leadership? Leaderships are
thrown off course by focusing too much on day-to -day activity rather than paying attention to
personal development. Purpose: identify what happened, what went wrong? To make better choices
in the future. Making sense of single event. The values and norms of the context. Critical: “letting
go”, challenging. All assumptions, making transformational changes.
33. Critical Thinking:
1. Requires questioning, but it doesn’t work if you can’t question the boss.
2. Empower your team to weight evidence, challenge assumptions and propose different
conclusions, even if they are at odds with your own.
3. As an expert, you are legitimate source of opinion, but critical thinking values evidence over
authority.
4. Black and white thinking you are with us or against us.
34. Self-regulation matter so much for leader. Emotions and perceptions effect on decision. Self-
Leading:
1. Understanding your strength and weakness as a leader is the first step to transformation work.
Research how you are perceived and your impact on those around you.
Build a clear vision of your key areas for improvement (coaching/ mentoring).
This clarity serves as a crucial starting point for your self-exploration.
Self-regulation.
2. How emotions and perceptions affect our decision making? How we perceive and interpret?
The world determines how we adapt and cope, rather the world itself. Emotions — physiological

response.
35. Basic emotions

6 Sad
W Scared

Fig. 12 Basic emotions
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36. Self-regulation. Self-regulation is important for competitive reason.
¢ \We have to know, what triggers our emotions?
e How your feeling manifest in you?
¢ Do you know how to cope with your stress, how to manage your emotions?
¢ Know the difference between feelings and actions.
¢ Recognize that others are mirrors for ourselves think to yourself: what is my role in this?
37. Summary:
e We can’t control the emotions that crash into us.
¢ We can learn to ride them more graceful.
e Emotional intelligence starts with choosing not to be victims of our moods.
¢ By noticing what causes them, we find clues on how to change them — or at least manage them.
¢ Biological impulses drive our emotions. Manage them.
o Self-regulation, which is like an ongoing inner conversation is a component of emotional
intelligence that frees us from being prisoners of our feeling.
e They also have emotional impulses but they find ways to control them and even channel them
in useful way.
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STRATEGY

1. PESTEL Analyses.

L-legal

P-politics
-Trade restrictions
-Goverment policy
-Curruption

-Tax policy

-Labour taw

-Discrimination laws
-Antitrust laws |

-Consumers protection laws
-Copyright&patent laws _~

E-environment

-Weather
-Climate

-Environment policy
-Climate change

—

-~
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N
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.

-Pressure from NGO’s

2. SWOT Analyses.

S
Strength
This section contains
both strength within the
organization and
external strength such as
client relationship

e
< Pestel Analyses P

T-technology
-Technology incentives
-Level of innovation
-Automation

E-economy
-Economic growth
-Exchange rate

/" -Inflation rates
-Disposable income

N

//
— ~ S-social
-Population growth rate
-Age distrilair
-Careere attitude
-Health concious needs
-Lifestyle attritude
-Cultural barriers

-R&D activity
-Technological change
-Technological awareness

Fig. 1 PESTEL Analyses

w
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business what areas we
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order to complete with

@) T
Opportunity Threats (risks)
What gives the External factor beyond

your control that could
place your strategy at
risk

opportunity to expand

your best competitor

3. Smart goal.
Specific — define your goal. It must be specific as possible and what you want achieve.
Measurable — measure what you want to receive.
Achievable — steps to achieve the goal.
Realistic — how long it takes to reach the goal.
Time — keeps on growing

4. Five questions.
1. Factors, macroeconomics.
2. Property of the competitive environment: types of services, rating of medical services,
specialists, location, traffic, revenue.
a.Competitors in terms of qualitative and quantitative characteristics.
b.Comparison by characteristics: revenue (main resource, medical services, strategy).
c.Comparison results.
Revenue — minimum costs, or if it’s a red ocean, then we’re not going there. This is a multidisciplinary
center and we don’t go there.
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5. Macroeconomic factors.
1. Incidence rate.
2. Political factors - sanctions: equipment and tense geopolitical situation — increase inflation
rate and decreased number of loans for development and decreased population income. But there
is a social factor that is developing and increase the number of people with effective demand. The
economic factor is deteriorating, and the environment is bad, and this worsens the health of
citizens, and demand is still growing.
3. Development of medical activities, transition to white sources of payment and this is the
increase responsibility of companies.
4. Development of the Internet — results are obtained remotely cost reduction and increase the
speed of receiving services increases.
This is a PESTEL analysis.

6. Porter's 5 forces.
What's happening in the market now? Competition is high, the buyer has great power. The buyer gets
acquainted with reviews and ratings.
That is, the power of suppliers is there, and there is choice, and we can decrease costs due to equipment
and high barriers to licensing, therefore, qualified personnel are needed. Or vice versa, there are more
patients than we can provide services to.

New players

l

Supplier The power

—> Competitive fight
power P g of buyers
Substitute Products
Potential Entrants
Threat of new
Entrants
Suppliers l Buyers
Bargaining Industry Bargaining
Power of Competitors “—  power of

Suppliers U Buyers

Rivalry among

Threat of existing firms

Substitute T
Products
Substitutes

Fig. 2-3 Competitive fight, Industry Competitors
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7. Internal analysis of the company's environment.

Environment analysis

O

External environment Macroeconomics Internal environment
- market environment - PESTEL analysis - logical and systems
- Porter's 5 forces analysis

- number of hospitals,
services, doctors

Fig. 4 Environment analysis

For company evaluation we use 7 P description:

P — promotion

P — price

P — product

P —place

P — people

P — process

P — physical evidence (physical property of the brand) — brand strength

Physical
Evidence

Promotion

@‘

Fig. 5 7P description

8. Frames:
o Political prestige power.
e Social dismissing / awards, belongness, love.
e Human resource — frame motivation.
o Structural frame — another role.
¢ And symbolic assignment.
9. Strategy:
I. Understand your environment
e Macro factors.
¢ Industry dynamics.
¢ Positioning analyses.
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Il. Understand your company options
Competitive analyses.
Open strategy — nightmare competitor.
Resource analysis.
Ecosystem and platform strategy.
I11. Understand corporate options
o Diversification.
IV. What really works century champions and unicorns? Strategy is about being different. Do
what other firms don’t do! Do what other firms can’t do!
e Timeless (boom times).
e Boundary less logic (worldwide).
10.Strategy concerns with profitability
e Economic intuition provides the guide.
e Models of competition and cooperation.
11.Successful strategy:
¢ Goals are simple, consistent, long term.
e Profound understanding of competitive environment.
¢ Objective appraisal of resources.
o Effective implementation.
12.Bad strategy:
e Ignore details.
o Fail to focus.
¢ Broad goals.
13.Even in crisis conditions put strategy before making changes. Unwitting strategic change is the
downfall of many good manager. Make operational changes only if they fit the strategy. Look first
at trends and track records. Short term success may be due to luck, but long-term success is due to
strategy.
14.Strategy: explicit or implicit.
¢ Look for pattern of action over time.
e Look at what has been working for you.
15.Industry thinking. How do you cover important forces shaping the industry dynamics you, are
exposed to? Strategy is basically a plan that considers 4 things:
e What is your goal?
¢ Have you got the right resources?
e What will your competitors do?
e Plans?
16.Environment: Strategy: Organization.
Macro factors

— & S T,

Political Economic Sociocultural population  New production
¢ Regulation e Exchange rate e Growth system
e Tax e Incomes o Age e E-vehicles

e Distribution
e Environmental
e Awareness

Fig. 6 Macro factors

38



17. Average profit margins in different us industries.
Profit margin

Banking 30%
Pharmaceutical 18%
Chemical 4%
Construction 1%

18.Industry analyses

Industry life Cycle

a'/
_,/’
Intreducticn  Growth Materity Decline
(Innovation)  (lowentry 19W GrOWtR & pany eyt price
barries) ~ standard competiton)
products)

Fig. 7 Industry life Cycle

Industry Analysis:
¢ Figure out what industry you belong to.
e Determine your bargaining power (buyers, supplies, competitors) and threat of replacement
(entries, substitutes).
e Determine trends that change (industries evolve).
19.Positioning Analyses
¢ How can you figure out whether you should be a cost leader or differentiator?

o |s a hybrid strategy feasible?

Industry wide Low cost High Benefit

Cost Broad
Competitive Scope Leadership Differentiation

Focused Focused
Leadership Differentiation

Single Segment

Fig. 8 Strategy

20.Differentiation:
Key strategic elements:
e Branding and advertising.
o Design experience.
e Service.
e Quality.
e Product innovation.
Recourses:
o Marketing abilities.
¢ Product engineering skills.
e Cross functional coordination.
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o Creativity.

o Research capability.

o Incentives linked to qualitative performance target.
Porter: Don’t get stuck in the middle

o

Cost
Leadership

Profitability

%, r
N .
™, o
. "Stuck in the' -
middle

Critical area

Market Share
Fig. 9 Cost Leadership

21.Industry Analysis
Direct Competition and Strategic Groups.
Strategic groups are group of firms within the same industry making similar decisions in key
strategic area.
22. Customer value Analyses:
1. Market Segment.
e Who are our customers?
2. Customers’ expectations.
e What are the customer’s buying criteria?
3. Assessment of fair value line and attribute importance.
o What is the relative importance of each attribute?
4. Relative importance.
Creating the value map and strategy formulation.
e What is the customers price sensitivity?
e What is the customer value?
o What is our strategy?
5. Performance.
e What should we to do implement the strategy?
Quality score.
o What is the quality of our product compared to the competitor quality?
e What is the price compare to competitor’s price?
Price.
Quality Ration.
e How do customers rate our products on each attribute?
e How do customers rate competitors’ products on each attribute?
Competitors.
e Who are our competitors?
Customer value analyses helps you to position yourself relative to your competitors.
23.3 basic Questions to Keep in mind:
e What is your Competitor’s Current Strategy?

o

o N

©

e Which are your Competitor’s Objectives and Assumptions?
e Can you list Competitor’s Resources and Capabilities?
24. Nightmare Competitor. Open Strategy.
o Selection of participants.
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o Define task and set scope/ what disruptive trends can destroy your business.
e Destroy your Business.
o Business model logic of NM.
o Understand risk to your business.
¢ Business model logic of NM. Positioning logic (vision competitors what is your unique selling
preposition):
a. Product and service logic (which problems do you solve for your customers, describe
offering).
b. Value chain logic (which resources are requiring to provide your offering which key
activities are undertaken by you which by partners. Who are potential required partners?
¢. Marketing and sales/ which distribution and marketing channels does your company use
to target new markets? How do you maintain the relationships with your customers?
d. Revenue logic: what are the potential revenue models for your offering?
25. Ecosystem. Co-opetiton Platform Strategies. Key questions:
¢ How can you collaborate successfully?
e How can you develop a winning platform strategy?
From competition to collaboration (co-opetition). Reasons for Collaboration:
e Innovation.
o Customers.
o Investment.
26.And create Alliance and corporate revenues, but 60% fails. Simple rules for making alliance:
o Develop the right working relationship.
o Develop metrics capturing progress.
e Embracing differences.
¢ Enabling collaborative behavior.
¢ Managing internal stakeholders.
Don’t!
o Define the business plan.
o Eliminating differences.
o Formal system and structure.
¢ Manage relationships with partners.
27. Empower front — line employees to develop ways of co-operation (rather than defining rules
top-down). Beyond formal collaboration think about ecosystem. Reasons for this:
e Mispricing of market possibility.
e Failure to develop trust with users and partners (rating system, payment, mechanism,
insurance).
¢ Prematurely dismissing the competition.
28. Staying in game:
¢ Manage technology challenges.
¢ Watch incentives for collaborations without profiting yourself.
e Create your ecosystem
o Build customer base first
o Create incentives (seeding, marquee, staging).
¢ Enthusiasm (big-bang, piggy-banging, producer).
29. How diversification linked to internationalization? Main motives:
e Growth.
e Risk reduction.
o Profitability.
30. Ownership. Type of owner:
o Family: more diversified.
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o State: less diversified.
o Financial institution less diversified.
31. Leaders have to set priorities.
o Master innovation and execution.
o Fight bureaucracy.
o Passion for frontline.
¢ Be a great Boss, but not a charismatic one.
Leader is fighting with his fears. What is your fear? 3 main fears : Fear of failure, fear of unknown, social
fear. Questions to be answered. What worth thing could be?Think lean. Focus and discipline in things that
provide money and will add value. Focus on information on ideas in investing more. Lean on people who
have not only financial goals. Look for those, who compliment you. Lifestyle business or rapidly growth
business. Ask frankly your partner. Open conversation. Leadership = result — values = responsibility #
performance.
32.To achieve goals: sense + emotions + things to do + empathetic language = common senses and
goals. Self-regulation emotions and steps self-awareness: mind, energy, memory, body, breath,
influence. Others are mirror of ourselfes.
33.Influencer:
Self-awareness.
Consistency.
Reputation.
Adaptation.
Impact.
Influence.
Action vs Feeling.
Mindset. Open mind: questions and willing and able. Close mind: Argumentative and denial.
create sense of urgency; build buy in and create new vision, change the culture.
34. In Crisis: fear, pressure, rapidly changing environment.
35. Roles in innovation:
v’ Executive sponsor.
v" Technical innovator.
36.Select the team. No external recruit. History of success of elsewhere is difficult to replicate.
External candidates need more time to understand business.
37.Creative destruction.
38.From doing to leading. In security vs trust.
39.Leadership.

Cost leadership | Broad Differentiation
Focus Leadership | Focus Differentiation
40. Reason for collaboration:
e Innovation.
e Customers.
e Investment.
Ecosystem vs collaboration. The bigger your network, the bigger your influence.
41.Entrepreneurial scale:
o Risk taking.
e Innovative.
e Proactive.
42.High money = high level of uncertainty& lengthy product development cycles for 2 years.
43.The secret of high growth company.
e Strategy.
e Team.
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e Leadership.

e Implementation.

e Finance.

o Sales Market.

e Management.
44, License technology

A from home
Export f th
Foreign > rombzr;g o
market
— FDY —2joint venture
T WO0S

Fig. 10 License

45.Entrepreneurial companies are innovative, proactive, risk takes.
1. Product franchising.
2. Benchmarking.
Diversification
- ¥ T,
Related business Offline services Mobile Fairs online Unrelated
merchandising services business

Fig. 11 Diversification

International diversification

Marathon Short runners
Fig. 12 International Diversification

46. Entry to international market:
e Licensing.
e Contractual agreement.
e R & D contract.
e Co-marketing.
47. Agile increase value with minimum efforts. Metric that matters:
o Life time value higher.
e Customer acquisition.
¢ All metrics are qualitative vs standard accounting metrics market share, profit revenue -
gualitative.
48.MVP minimum viable product vs Prototype (not real). MVP minimum value preposition.
Customer segment channel website.
49.Entrepreneurial Companies
Business Model Levers

e T~

1. Value preposition 1. Product
2. Supply chain 2. Process technology
3. Target customer 3. Enable technology

Fig. 13 Business Model
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50. Levers type of innovation:

e Incremental.

e Semi radical in business model.

o Semi radical in business technology driven.
e Radical all 3 levers.

51.

Entrepreneurial service

<« —
Generate new market Manager service = routine
New services Function + new opportunity
New idea Exploitation

Fig. 14 Entrepreneurial service

1. Business plan: what markets need your product need your product, make money, add value.

N

Cash flow statement and activities together.

3. New business: entrepreneur + aspiration + skills + opportunity + network => business model

Return of investment.

Exit strategy or harvest strategy, rate of return.
Predict life cycle.

5 years’ horizon.

Cost of business.

Breakeven point.

Cash flow.

52. The Determinants of National Advantages: Porters Key Measure

Firm Strategy
& rivatry \ Demand

/ Conditions
Factor / /

Conditions = Related & Supported
industry

CGrance>

Goverment

Fig. 15 Porters Key Measure

53.Exporting | Contractual Agreement | Joint Venture | Acquisition. Risk /Return/
Control/Integration.

54.4 Stages of National Competitive Development: Factor Driven => Investment Driven =>
Innovation Driven => Wealth Driven

Lows investment. e Cheap and qualified e Built advanced e Acquire advantages.
e Cheap labor. labor. forces. e Stagnant rate of
Existic babor factors. e Heavy basic e Costly and highly innovate
investment. qualified.
e Building general e Productivity and
factors. innovation investment.
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ENTREPRENEUR’S FINANCE

1. Management in entrepreneur’s finance

How much equity the entrepreneur should give an investor in order to achieve this rate of return.
Exit. Harvest strategies. Managing share allocation at start up.
2.

Break even point

Cost Fix 10.000$

50 Price =5

Avarage viriable cost = 3
40
30

0 Fixed Cost

Sales Volume

Fig. 1 Break even point

25.000$ = 5% x 5000 units. Variable cost 3 x 5000 units = 15.0003.
15.000$ (variable cost) + Cost Fix 10.000$ = 25.000$ total revenue. Our breakeven point is 5000 units and
25.000% or revenue. If you increase price for 1$ — your breakeven point will be changed.
2 company’s:
a. Company A Breakeven point = 40.000/10-2,5 = 5,333%

Fixed Cost = 40.000%
Variable Cost = 25.000%
Total Cost = 65.000%

Fig. 2 Company A
b. Company B Breakeven point: 20.000/10-4,5 = 3,639%

Fixed Cost = 20.000%
Variable Cost = 45.000%
Total Cost = 65.000%

Fig. 3 Company

Control price and never go down until first breakdown points. Do not reduce prices to the break-even point
and variable costs are more profitable!!! Cash flow is a blood of the business.
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3. Source of finance:

Duty

N

Increases risk Increases the value of the
profit share in equity capital,
although at the same time
equity financing reduces the
value of the profit share

Fig. 4 Source of finance

4. Forms of money:

A. Debt.
Types of debt:
Overdfaff Term loans
Repayable on demand
Long term Short term

Fig. 5 Types of debt

Debt from government enterprise agencies.
¢ Enhance the external business environment for productive enterprise.
e Increasing the internal capability of firms to achieve the best performance from any given
external business environment.
e Increase the stock of capable firms either through initiatives to enhance firm startups or by
attracting foreign firms to locate in the enterprise planner region.
3 qualities of this firms:
1. Adequate finance + skills + contacts to exploit their profit opportunity effectively.
2. They have an entrepreneurial vision.
3. They are engaged in areas of business that generate high added value added for economy as a
whole.
Securing government enterprise finance — loan guarantee schemes require ventures to meet some of the
following criteria:
o The venture should be beneficial to the economy.
o Net creation of jobs.
o Benefit balance of trade.
o Attract foreign investments to the country.
o Backward and for nard linkages with the rest of economy.
o Political bias.
e Business sector.
e Comply with antitrust copyright, labour, environmental.
Other sources of the debt related finance. It is 25% of SME finance.
o Factoring.
o | easing.
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¢ Hire purchase.

B. Bank loan - this is called a leveraged loan LBO. Bank loans: to make a decision on a loan,

information is provided to the bank.
5. Security is usually required:

e Personal assets.

o Business assets.
6. The firm assets provide collateral for bank loan. Its calls “Leverage loan”. Loans with such
collateral provide low-risk businesses. Bank usually prefer loan payments, to begin immediately,
which means that loans are more useful for those ventures (npeampusrue), who generate revenues in
the short time.
7. R&D before taking a product to market are unattractive to banks. Compare to equity, loans
involve limited interference with the management of the venture. Banks charge lower interest rates
for larger and longer-term loans.
8. Types of equity:

o Informal equity (active participant’s friends, family and contacts).

e Business angels.

v Mergers and acquisition.
v" Public flotation.

o Usually former/ serial Entrepreneurs and aspiring Venture capitalism.

e Private equity/ usually from venture capital firms who specialize in LBO and mergers and

acquisition.

e Venture capital.

o Public flotation NASDAQ, techMark.

o Equity from state enterprise agencies (same general criteria as enter price loan guarantee

above). Equity is sometimes link to tax relief (UK).
9. Venture capital evaluate factors:

o L_eadership potential of the team.

o Track record of leader entrepreneur.

o Track record of management team.

o Expected rate of return.

¢ Financial/ accounting capabilities of the team.

o Ability to create post-entry barrier.

o Business meets fund contrails.

e Production capabilities of the team.

o Ability to get cash out of the investment.

¢ Time to breakeven.

¢ Uniqueness of product.

e Degree of market already established.

o Time required to repay the investment.

o Expected rate of return.

o Administrative ability of the team.
10.1t’s better to rush with your money, and when it starts, it will slow down later with the flu. The
more money they give; the larger share they will take. Angels and private investor finance tends to:

* Be quicker.

o How low administrate costs.

o Be more private.

o Involve limited competition among financiers.
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11.At the other extreme: an IPO
e Publish information about company.
e Involves substantial administrative cost.
¢ Through access to the stock market entail a high level of competition among investors.
12. Business angels are an investment of $70,000. Venture capitalists from $400,000. Questions:
cost of capital? return of investment?
o Exist strategy for investor.
o Predict life cycle.
e Structure.
¢ Evolution over a fire year horizon.
¢ Business value.
¢ Breakeven point.
e Cash flow.
¢ Calculate how much money the business needs.
13.Valuation of the company (enterprise) Learning outcomes!
e VValue business.
¢ Pros and cons of four ways to value business.
¢ Understand pitfalls of buying a franchise business.
¢ Understand of management of buy outs and buy ins.
14. Creation of wealth.
e Price — earnings ratio: Annual profit after taxes x12. Startups on the stock market are
discounted according to the venture capital rule of thumb - 50% (to account for the risk of failure).
Practical application is limited to finding suitable firms for comparison. This is not suitable for
companies with new markets, but quite suitable for companies with old markets.
¢ Asset valuation: This valuation ignores the company's future profitability. It is used if there is
an option that the company's profits are falling. This is when a company's stock rises due to
increased growth in the company's assets (such as real estate). In this case, the business is sold,
the property and the business are moved to another location.
15.Price:
¢ Copyright to the company.
¢ Valuation of human capital assets.
e Employee insurance.
e Discounted cash flow analyses. Free cash flow — FCFs cash available for siphoning from
business.
16. FCF; = operating profit — taxes + non — cash charges such as depreciation — investment
We need information for Profit exploitation opportunity and strategy in order to calculate the cash
flow format for 2-5 years. We calculate the present value of future account.

Value: ;
t+
PVlt — Zt:l FCFt
(1+6)
0 — discount rate (the opportunity cost of investment). Perhaps the rate of return on an alternative
investment. The second component of the value of future income streams PVT; is the forecast of

FCF beyond period t+3 and for the duration of the existence firm. FCF are assumed to grow at a
modest constant rate of growth g. then this calculation simplifies to:

FCF,
)
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So, total present value become:

Zt+3
PV,=PVL +PV2 ==_+ Pvzt:fs
@+6) @+06)
A mistake in valuing a business is using the average stock market investment return as a discount
rate and then ignoring risk. A company can realize its FCF than start-up.
17.Franchising:
2 main forms of franchising

el T
Product franching Business format franchising
Car dealership Regional product promotion, training prelaunch
Firms agree to look after a market Business planning premises
for a supplier Production business development

Fig. 6 Forms of franchising

How franchising works? The franchisor is the one who sells the franchise. The franchisee is the one
who buys it. Fewer answers, since the expert is the franchisor + consultation and support during the
crisis. Franchiser can abuse bargaining power - the franchisor may abuse power.

18. Private equity fund = LBO Fund

) Y O T —
- D AN e N
\ AN AN 3 f\ Bank ) :‘\ 10min$ \‘
N/ / =< [N i
S~ N \ s

N AN AN Ve ~ —

N N for 5 years
(_1min s J — barrow
///_. \~
- in 5 years they
10 min $ ( fipitfor )
\.\_7_7 4,.//'" T .
~( zomins )
N "/
Fig. 7 Fund

Venture capital funds, private equity funds + leverage from bank, improvement of company and Sale
it in 5 years. Buy outs or Buy in. There is a risk of selling the business to the company's managers,
or they may go to competitors and the company will lose the manager.
1. A manager is bought (MBO — management buyout) for example, Managers may be asked to
invest £500,000 of their own capital at a cost of 1% of the firm's value and for this they receive
10% of the company. Capital is £5 min. That is, for £500,000, the manager receives £5 min. And
he will earn this money. Scheme 1. Manager + £5 min. in bank takes leverage and in 5 years sale.
=>Improvement of company => £20 min. in Syears + £5 min. barrow for £5 miIn. in bank, flip it
for £20 min. Manager invest 1% = 500 000 dollars in company and for this he receives 10% of
company cost, its 5.000.000 dollars he will earn after the sale of company.So, create the venture
capital fund.
2. MBI — management buy in. Purchase of an external management company for the company.
This is if the previous managers lack business experience. This is if the existing management
performs poorly and new management and new capital come in.
3. Hybrid MBO + MBI. New + old managers: In the bank — management growth — sale.
Purchase of management — increase in company capital => 10% share and when selling money
MBO. Purchase of external control of companies or a manager comes to the company, contributes
1% of the company's equity capital, and receives 10% for it. If we need to grow our business, we
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hire a consultant from Bain and Co, MC Kinsey. They help day to day activity every day. If we

are preparing for a merger, then we need a staff of directors (external + internal director).
19.  Director from venture capital fund is an outside director. 3 main responsibilities of director:

e Appoint the officer of the firm.

e Declare dividends.

e Oversee the affairs of the corporation.
20. For computer development the program takes 2 years. Finance is needed.
21. Lengthy product development cycles. The seed money to get a company started come from the
founders of the firm. Bootstrapping is the minimum for raising money without investors. What will
be the opportunity to receive equity funding?

- Unique business idea.

- Fast growth.

- Niche market.

- Experienced management.
22. Many experts recommend a type of pricing that focuses on the perceived value of a product or
service. It is called VALUE — BASED. If we choose a product by the price, it is price — quality
attribution. Not every business is potential to be aggressive growth — oriented firm and business
success doesn’t. Always scale up to a larger market.
23.

Enterpreneurial service
Generate new market Generate new services Generate new idea
Fig. 8 Enterpreneurial service

Managerial services
/ \
Administer the firm’s routine function Profitable exploitation new opportunities
Fig. 9 Managerial services

24. Discounted Cash Flow Analysis. DCF — discounted cash flow analyses are methods of valuing
a security, project, company or asset using the concept of the time value of money. Discount cash
flow analyses is widely used in investment finance, real estate development corporate financial
management and patent evaluation. It was used in industry as early as the 1700 or 1800 S. DCF -
estimates the current value of a project, company, or asset based on the principle that this value is
based on the ability to generate cash flows. This assessment of a stock's fair value or intrinsic value
is important for an investor to assess the value of an investment.

25. Financial multipliers such as Debt/Equity/, P/E make it possible to evaluate the total value of
shares in comparison with other companies on the market. This is an estimate of the fair value of a
company or line of business using the discounted cash flow method.

26. CAPP are software products that help automate the process of production preparation, namely
technological process planning. CAPP task: products made in the CAD system, draw up a plan for
its production.

WACC — weighted average cost of capital. He weighted average cost of capital (WACC) is the rate
that a company is expected to pay on average to all its security holders to finance its assets. The
WACC is commonly referred to as firms cost of capital. Importantly, it is dictated by the external
market and not by management. The WACC represents the minimum return that a company must
earn on an existing asset base to satisfy its creditors, owners, and other providers of capital or they
will invest elsewhere. This is the weighted average cost of capital. WACC is computed using the
formula.

50



WACC (ka) = KdWd + KpWp + KeWe

Wd — proportion of long-term debt in capital structure
Wp — proportion of preferred equity in capital structure
We — proportion of common equity in capital structure
Wd+Wp+We=1,0
¢ The weighted average cost of capital (WACC) reflects the expected average future cost of funds.
¢ Regardless of the particular source of funds for a project, a firm must use WACC as its required
rate of discount rate.
27. CAPM. Enterprise value is the approximate value of the company that a potential buyer would
pay. These are maximum capitalization, non-controllable shares and net debt, which is achieved as
the difference between total debt and cash. Enterprise value = Market Capitalization + (Total Debt —
Cash) + minority interest. Market capitalization is the price per share multiplied by the total number
of shares. Diluted shares, that is, options issued to managers and key employees of a company. These
options convert into shares over time. These are compensations to employees other than wages.
CAPM - Capital Asset Pricing Model. The average expected return on shares of a public company
is the cost of equity capital (Cost of Equity).To calculate it, the CAPM model is used.

Re = Rf + Bx(Rm—Rf)
Re — cost of equity (cost of share capital)
Rf — risk free rate, 6e3 prckoBas ctaBka
Rm — market risk, average stock market return
Rm — Rf — market premium
B — sensitivity coefficient of price changes in relation to the market
B>1 — the company's share price is growing faster than the market
B<1 — the company's share price is growing slower than the market
The risk-free rate is taken to be the interest rates of government securities in accordance with the
country and company we are evaluating. If we consider a range of up to 5 years, then it is necessary
to use the yield rate of 5-year government paper.

For example, to analyze a Russian company, 5-10-year OFZ securities are used, for the USA — 10-
year yield of Treasuries.

28. NPV and IRR indicators

NPV — net present value — is the net present value. This is the sum of the discounted values of the
flow of payments reduced to today. The NPV indicator represents the difference between all cash
flows and outflows reduced to the current point in time (the moment of evaluation of the investment
project).

NPV is the amount of profit that awaits project participants. Both indicators NPV and IRR are
considered as an interaction of criteria that are important for assessing the effectiveness of the
implementation of an investment project. NPV is calculated based on the flow of payments,
discounted to today. That is, calculating the profitability of the project.

IRR — internal rate of return (internal rate of return or profitability) is the interest rate at which the
present value of future cash receipts and the cost of the original investment are equalized, the net

present value (NPV) is 0.
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5008 NPV as function of discount rate
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ao08| ™\ IRR - at this point the

investor returns the
money,
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\
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™, if "= then loss
1008 ™,
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0% 20%  40% 60 ——80%  100%
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Fig. 10 NPV discount rate

The goal is to maximize the owner’s profit, and evaluate strengths and weaknesses, and make
management decisions. Accordingly, we study the internal and external environment to determine
business development.
We are limited by the clinic's area; therefore, we are looking for a location for development.
Obijectives: to study internal organizations, and the external environment PESTEL, SWOT. We
calculate NPV and IRR for 5-7 years, which is considered to be the planning horizon and discounting
(this is bringing the value of money to the present moment). For example: 10% in a bank without
risks, and a project with a risk and 10% profitability. The bank is guaranteed to give 1.6 million and
the project 1.6 million. And there are fewer risks in the bank.
Discounting: what will happen in 5 years. How will you return the money?
MPV must be positive. IRR — compare 2 values. The project is 9% of income for the entire duration
of the project (for example, 5 years) and then we also calculate the IRR for 5 years. Compare IRR
and cost of capital using WACC. Or our bank. 2 ways to determine the cost of capital:
1. Bank.
2. The market determines the cost of capital. This is attracted capital and you have to pay for it
either to the bank or to a private investor. This is the bank's or investor's capital charge rate. For
example, we have calculated everything and give 18% or another amount. Domodoran site for
calculating the cost of money and capital, for 60-80 industries and the cost of bonds, country
rating. This is the job of financial analysts.
3. The economic effect of an enterprise is calculated through NPV and IRR.
29, DFM u CAPM. Calculation of the cost of capital: DCF, CAPM, WACC, NPV, IRR
o Number of investments.
¢ Operating expenses and capital expenditures (OPEX + CAPEX).
¢ Revenue generated by the project.
That is, there should be a positive financial result in a year. Discount the factor is the cost of capital
calculated through CAPM (it includes WACC).
NPV was calculated and the result was IRR.
OPEX + CAPEX — Present value — discounting — NPV — discount factor CAPM — value of
money factor — IRR (cost of money).
1. SWOT analysis to formulate a strategy.
2. SMART - for specifying these goals specifically (rate of profit).
3. Marketing Mix — 7P model — specifically a marketing offer, what product, promotion.
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English

Abandon
Abreast
Abuse

Acceptance
Accommodate
Accompany
Accumulate
Accurate
Accusation
Accuse
Accused
Acknowledge
Acquisition
Acquisitions
Adjoining
Adjourn
Adjust
Adopt
Adoption
Affiliates
Affiliation
Affluent
Agenda
Agglomerations
Aggregate
Agile
Agribusiness
Ahead
Algorithm
Alignment
Allocate
Allocation
Alter
Ambiguity

Ambiguous
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BUSINESS VOCABULARY

Translate

OTtka3bIBaTh

B pan
3noymnotpebiieHue,
ockopOiieHue, pyrath
IIpunsTtue
Pasmectuts
CorpoBox1aTh
HaxarunBath
TounbIit

Oo6BuHeHME
OOBUHSATH
OO6BuHsIEMBIT
IIpu3naBath
[Tpuobperenune
[Ipnob6perenune
[Tpumbikaronui
OTknanpIBaTh, 3aKpbIBATh
PerynupoBats
AJlanTupoBaThCs
IIpunsarue
A¢dunrpoBanHsble 1uLa
[IpuHagnexxHOCTh
N3o0unbHbIi
IToBecTka gHS
Arnomepanus
COBOKYITHOCTB
I'uOkwmit
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Bnepeau

Anroputm
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Pacnpenenenue
N3menaTs
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Analogy
Analyze
Annual
Anticipate
Apparent
Append
Appraisal
Approach
Appropriate
Argue
Assemble
Assertion
Assess
Assessment
Asset
Assign
Assume
Assumption
Assure
Attain
Attribute
Audit
Austerity
Authentic
Aware
Aware ness

Bagged
Ballot
Bankruptcy
Bargaining
Beg

Behalf
Benefit
Benefits
Better-off
Bias
Binary
Bliss
Board
Boost
Boosting
Borrow
Boundaries
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AHanusupoBarb

T'omoBoii

IIpensocxumars, [Ipensuaers
Bunaumebli

Jo6aBisATh

O3HaKoOMIICHHE

TTonxon

CoOTBETCTBYIOIIMH

Cnopurb

Cobupatbcs

YTBepxacHue

O1eHuBaTh

OneHka

AxtuB, llennocts, MyiiectBo
Haznauats

IIpeanonarats
[Ipeanonoxenue

YBepATh

Hocturars

CBOMCTBO

PeBusus

Crporoctb

[TopuHHBIN, JOCTOBEPHBIN
3HaTh

Oco3Ha"nHOoCTh, OCBEeTIOMIEHHOCTD

B memkax

N36uparenbHbIil OFOIIETEHD
bankporcTBo

Topr, IleperoBopHslil TOpr
IIpocuts

Ot uMeHHN

Briroma, ITome3a
[IpenmyiecrBa

Bbonee cocTrosTenbHBIN
[IpenB3sToe oTHOLIEHHE
JIBOmYHBIN

bnaxeHcTBO

IIpaBnenue

VYBenuuenue

VYBenuuenue

3anmMCTBOBATh, 3aEMIITUK, 3aiM
I'panunbr


https://tophonetics.com/ru/
https://tophonetics.com/ru/
https://tophonetics.com/ru/
https://tophonetics.com/ru/

Brazen
Breakthrough
Broadcast
Buffet

Bulk

Burden

Buy

Buy out
Buyers

Campaign
Capabilities
Capacity
Cast
Causality
Caveat
Cease
Certainly
Challenge
Chase
Chatbot

Cite

Claim

Clash

Clause
Cloak
Coercive
Coherence
Coherent
Collaboration
Come out
Commence
Commit
Commitment
Commodity
Communication
Compatible
Compete on
Competitive
Competitors
Compile
Complement
Complementary
Completion
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Complexities
Compliance

Compliant
Compound
Comprehensive
Comprehensive
Comprise
Compute
Conceive
Concurrent
Confer

Confine
Confirm
Conform
Conscientious
Conscious

Consent
Consolidation
Constant
Constituent
Constitute
Constrain
Constraints
Construct
Consumer
Consumeration

Consumeration of HR

Context
Contra
Contradict
Contradiction
Contrary
Contribute

Contributes
Contribution
Controversy
Convene
Converse
Convey
Co-opetition
Core

Core HR

[kom'pleksttiz]
[kom "plarons]

[kom "plaront]

[ kampaond]

[ kampri hensiv]
[ kampri hensiv]
[kom'praiz]
[kom'pjut]
[kon'siv]
[kon'ksarant]
[kon'fzr]
[kon'fain]
[kon'f3rm]
[kon'form]

[ kanfi'enfss]

[ 'kanfas]

[kon'sent]

[kon sala'derfon]
[ 'kanstont]
[kan'stitfuant]

[ 'kansto tut]
[kon'strein]
[kon'streints]
[kon'strakt]
[kon'sumar]
[kon'samp/n]

[kan'samp(n] [aV] [ert-ar]

[ 'kantekst]

[ 'kantrs]

[ kantra'dikt]

[ kantra'dikfon]
[ kantreri]
[kon'tribjut]

[kan'tribjuts]

[ kantra 'bjufon]
[ 'kantra, v3rsi]
[kon'vin]
[Kon'v3rs]
[kon'ver]

[kou]

[kor]

[kor] [ert-ar]
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CnoxHocTH

Cornacue, COOTBETCTBHE
TpeOOBaHUSM

Y cToiunBbIit
Coenunenue
Bcecroponnuii, KOMIUIEKCHBIN
KoMIuiekCHBIN TOAX00
Bxutouats

Brruucnars

3abepeMeHeTh
OnHOBpEeMEHHBIM
Cosemarbcs

OrpaHnnuuBath
IloaTBepxknath
CooTBeTcTBOBATH
JloO6pocoBecTHBINM
Oco3HaHHOE UCTIOJIB30BaHUE
UHPOpPMALIUU

Cornacue

Koncomnpanus
ITocTostHHBIH

Yupenurens

CocraBnsth

OrpannuuBarh
Orpanunyenust

Crpouts

[ToTpebutens

[ToTpebnenue

[ToTpebnenue nepconana
Curtyanus, Konreker

[IpotuBozeilicTBHE, KOHTPAPTYMEHT

[IpotuBOpeunThH
[IpotuBopeune
Bormpeku

KeptBoBarh, CrlocOOCTBOBATH,

Jlenats BKIIana

Buoocuths cBOM BKIIag
Bxiang

Cnop

Co3bIBaTh

OOmatbes

[Iepenars
CoTpyaHu4ecTBO

Snpo

OCHOBHOM OT/I€]T KaJIpPOB
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Correlation
Cost
Counterbalance
Creativity
Credibility
Creditability
Crippling
Crucial
Crunch
Currency
Customer
Cybersecurity

Dashboard
Data
Database
Debt
Decade
Deduce
Defiance
Define
Delegate
Deliberately
Delineate
Denote
Deny
Deploy
Depreciation
Depress
Derive
Derive
Design
Deterrence
Deviate
Differentiator
Diligence
Dim
Diminish
Disaster
Disastrous
Disclosure
Discounting
Discourses
Discrete

[ kora'lerfan]
[kast]

['kavntor baelons]
[ krier tivati]

[ kredo'bilrti]

[ kredoto'bilati]
[ ' kripalm]

[ 'krufal]
[krang]

[ 'k3ransi]

[ 'kastoma]

[sar.ba.st'kjva.ra.ti]

["deef bord]
['derto]
['derto beis]
[det]
[de'kerd]
[dr'dus]
[dr'farons]
[dr'fain]
['delagat]
[dr'l1baratli]
[dr'lmi ert]
[d1'nout]
[dr'nar]
[dr'plor]

[dr prifi‘erfon]
[dr'pres]
[do'raiv]
[do'raiv]
[di'zain]
[d1'tsrons]
['divi ert]

[ difa'rentfi ertor]
['diladzans]
[dim]

[dr mini/]
[d1’' zaestar]
[di’ zaestras]
[d1'sklovzoar]
['dr skaontimg]
[d1'skorsiz]
[d1skrit]

D
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B3anmocBs13p
Pacxonbl
IIpotuBoBec
KpeatuBHocTh
Kpeaurocrnoco6HOCTh
Hosepue
[TokaneyeHHbIN
Pemaromuii

XpycT

Bamtora

Knacrep
Kubep6e3omnacuocts

[Tanens MOHUTOpHUHTA
JlaHHBIC

baza manHbBIX
Jonr
Hecstunerue
BriBoauts
BrzoB
Ornpenenarsb
Heneruposatb
Y MBIIIEHHO
OuepTuTh
O06o3HavaTh
OTtpunath
PasBepTrIBaTh
AmopTtu3zanus
VYruerathb
BriBoauts
BriBoauts
Jn3zaitn
CrnepxuBaHue
OTKIIOHSTH
Huddepenmmarop
[Ipunexanue
Tycknbiit
YMeHnbaTh
Karactpoda
I'nbenpubIi
PackpsiTne
CKuaku
Paccyxnenue
JuckpeTHbIi
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Discretion
Discriminate
Dismantle
Dismissing
Disparate
Displace
Dispose
Dispute
Dissenters
Distinct
Distinction
Distinguish
Distort
Distribute
Distribution
Dived
Diverse
Diversification
Diversity
Downturns
Draft

Due
Dunning

Ecosystem
Edit
Efficient
Eliminate
Embedded
Embrace
Emerge
Emission
Emphases
Emphasis
Emphasize
Employment
Enable
Enablement
Encounter

Endowments
Enduring
Enforce
Engagement

[d1'skrefan]
[dr'skrimanit]
[dr'smantal]
[d1'smisin]
['dispartt]
[d1'splers]
[d1'spouz]
[d1'spjut]
[d1'sentarz]
[dr'stigkt]
[dr'stigkfan]
[d1'stmgwi/]
[d1'stort]
[d1'stribjut]

[ distra’bjufon]
[darvd]
[dar'vsrs]

[dar v3rsaofa'kerfan]

[d1'v3rsati]
['daon t3rnz]
[dreeft]

[dju:]

[ dani]

['ikou sistom]
['edat]

[ frfont]
[1'limo nert]
[em 'bedid]
[em 'breis]
[1'm3rdz]
[1'mrfan]
['emfa siz]
['emfasis]
['emfo saiz]
[1m"plormant]
[€'nerbal]

[€ ' netbalmant]
[n'kavntor]

[In'davmonts]
[en'djorm]
[en'fors]
[en’gerdsmont]

KonduaenmnumaipHOCTD
JIMCKpUMHUHUPOBATH
JleMOHTHpPOBATH
VYBolIbHEHNE
HeoxotHbIi
BrITecHATH
Pacnonarars

Cnop

HecornacHrple ONIO3UIHOHHO
OtaenpHbBIN
Brigensatecs
Brigensats, Paznuyuats
Hckaxatb
PacnipocTpansaTh
Pacnipenenenue
Heipryn
PaznooOpasublii
Paznoobpazue
Paznoobpazue

Cranpl

[Ipoexr

JomxHoe
Hamomunanue, HagoenaTh

DKocucrema

Penaktuposarts

O dexTuBHbIM
JInkBuAMpPOBATH

Bcerpoennas

Bocnoab3oBarbes

BcemnsiBath, IosSBIATHECA
Brinenenue

AKIIEHTEI

AKkneur

Broinensars, [ToguepkuBars
Pa6ota, TpynoyctpoiicTBo
ITo3BoNATH

Pacmmpenue Bo3MoxHOCTEN
CronkHoBenue, CTalKuBaThCH,
KOH(JIUKTOBATh
IToxepTBOBaHUE
BEIHOCIUBEIN, TOCTOSHHBIN
CoOmronarh

ITomonska, O0s3aTenbcTBO, Haem
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Enhance
Enormous
Ensure
Enticement
Entity
Entries
Equate
Equity
Erode
Error
Estate
Estimate
Ethic
Ethical
Evaluate
Eventual
Eventually
Evident
Evolve
Exceed
Execution
Execution
Exodus
Expand
Expenses
Expertise
Explicit
Exploit
Expose
Extrinsic

Facilitate
Facilitates
Fairness
Fathom
Feasibility

Feasible

Fee

Figure out
Fluctuate
Former
Forthcoming
Fossilize

[en ' hens]
[1'normas]
[en’for]
[1n'tarsmont]
[entati]
['entriz]
[1'kwert]
["ekwati]
[1'roud]
[‘erar]
[1'stert]

[ estomat]
['e01k]
['eb1kl]
[1'veelju ert]
[o'vengual]
[1'vengawali]
[ 'evadoant]
[1'valv]
[1k'sid]

[ eksa'kjufon]
[ eksa'kjufon]
["eksadas]
[1k'spaend]
[1k'spensaz]

[ ekspar 'tiz]
[1k’splisat]
['ek splort]
[1k’'spouz]
[ek'strinsik]

[fo'silo tert]
[fo'silo terts]
['fernas]
['faedom]

[ fizo bilati]

[feasabl]

[fi]

['figjor] [aot]
['flakys wert]
['formar]

[ for® kamin]
[ faso laiz]
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[ToBbiienune, Y CcunuTh, YIyqIlnuTh
OrpoMHbIi

ObecneunBath, ['apanTupoBath
3aMaHUBaHHC

CymectBo, CylmHOCTb

Bxon

[IpupaBHUBaTH
CnpasennuBocts, Kanuran
Pazpymats

Ommbka

NmymecTtso

OrneHka

OTHKa

OTHYECKUMN

O1neHuBarh

Bo3moxxnbIM

B xoH1e koHI1108

O4eBUIHBIH

PazBuBaTbcs

[IpeBbruars

Ucnonaenne, BemomHeHE
Hcnonnenue

MaccoBblil 0TBE3]

Pacumpsate

Pacxonpr

Okcneprusa

SIBHBIHN

Okcruryaranusi, Micnons3oBanue
[Togseprars

Bremmmni

CogeticrBoBaTh, Cr1ocoOCTBOBATH
Oo0ieruaer
CrpaBeJIuBOCTh
Mopckas cakeHb
TexXHUKO-2KOHOMHUYECKOE
000CHOBaHHE

BosmoxHo, JJocTHKUMBII
Bsnoc

ITonumats

Konebarncsa
[IpenmectByromuii
[Ipencrosmmit
OxaMeHeTh
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Fraud
Fungibility
Furthermore

Gain
Gearing
Generic
Globe

Go out
Governance
Governed
Governor
Grasp
Grocery
Guideline

Handing
Hardware
Harness
Harnessing
Hence
Hierarchy
Highlight
Hinder
Hiring
Horrendous
Host
Household

Imitation
Impact
Impacted
Impetus
Implement

Implementation

Implicate
Implication
Implicit
Imply

[frad]

[, fands1 biloti]

['f3rdor mor]

[gem]
['giriy]
[d3o"nerik]
[gloub]
[gou] [avt]
['gavarnans]
['gavernd]
['gavarnor]
[graesp]
['grousari]
[ 'gar,dlam]

[ ' haendm]

[ 'har dwer]
['harnas]

[ ' harnasig]
[hens]
['hara rarki]
[ har lart]

[ "hindar]

[ 'harrm]

[ ho'rendas]
[howst]

[ 'haus hould]

[ 1mr'terf>n]
[ 1mpaekt]
['1m paektid]
['t1mpatas]
['1mplomont]

[ 1mplomen terfan]

['1mpl1 kert]

[ 1mpla’kerfan]

[1m plisat]
[1m'plai]

O0MaH
Bs3anmMozamensieMocThb
Kpome Toro

[Tonyunuts

3anenuTh, TOTOBSIIHNIACS
OO0mu

3eMHOH map

Brixoguthb

VYnpasnenue
Perymupyemsie
I'yGepnatop

CxBaruTh, OHATH CYTh JI€JIa
bakanes

PykoBopsamuii

YMenue oopamarbes
O6opynoBanue
OO6y3naTh
Hcnons3oBaTh
Orcrona

Hepapxus

Brinendars

Memarsb

Haitm

ViKacHBIN

Xo3suH

Jlomaraee X03sMCTBO

Nmuranms

BausiHue, Bo3aeicTBUE
Bxonouennslil nepeiaom
Nmmynsc

Buenpenue, Ucnonb3oBanue,
OcymecTBISTh
Peanuzanus
BnytsiBaTh

3HayeHue

HesBaeii
ITogpasymeBats
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Incentive
Incentives
Inception
Incident
Incline
Income
Incorporate
Incrementally
Indigenous
Induce
Indulge
Inequity
Inevitable
Infer
Inflow
Infrastructure
Inherent
Inimitable
Injure
Innocuous
Innovate
Input
Inputs
Insert
Insight
Insist
Inspect
Instant appeal
Intend
Intention
Interact
Interpret
Intervene
Intervention
Intimacy
Intrinsic
Inventory
Invoke
Issue

Item

Justice
Justify
Justify

[m'sentiv]
[in'sentivz]
[in'sepfan]

[ '1nsadant]
[n'klamn]
['m kam]

[ "korparit]
[nkra'mentali]
[’ didzonas]
[n'dus]
[in'dalds]
[1'nekwsati]
[1'nevatabal]
[’ f3r]

['m flou]
['1infro strakys]
[ hiront]
[1'nimatabal]
['1indzor]
[1'nakjuas]
['1no,vert]
['m pot]
['tnpots]
[mn's3rt]

['m sart]
[1n's1st]
[1n'spekt]

['1nstont] [o'pil]

[n'tend]
[1n"tengfon]
[ into'reekt]
[n"tarprat]

[ intor'vin]

[ intor'venton]
['1ntomoasi]
[ trinsik]
[, 1nvon tori]
[1n'vouk]
['u]

[ artom]

[ dzastas]
['dzasto far]
['dzasto far]
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Crumymn, [ToGyxnenue
Crumyibt

Hauaio

Ilanenue

CKIIOHSATB

Hoxon

Bxirouats
IlocTtenenHo
Ty3emHbIi
Nunynuposarts
[ToTBOpPCTBO
HecnpasennuBocThb
Hewn3z0exubiit
BriBoauts

Brekanue
HNudpactpykrypa
[Ipucymuii
Henosropumslii
Panwnuts

be3Bpennbiit
BBoanth HOBIIECTBA
Bxon

Bxon

BcraButh
ITonumanue
HacrauBartn
HNHcnexkTupoBaTh
MrHoBeHHas aIeIIsIHs
HamepeBartbcs
Hamepenne
BzaumojeiicTBoBaTh
HNutepnpetupoBath
BwmemuBatbcs
BwmemarenscTBO
bmuzoctn
Bnyrpennuit
HNuBenTapuszanus
Br3eiBaTh

Brimyck, [Ipo6nemsl, Bonpoc

[TyHkT

CnpaBenyimBoCTh
OnpaBasiBaTh
OnpaBabiBaTh
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Labelling
Lean
Lease
Legislate
Leverage
Levy
Liason
Lifestyle
Linkage
Linkages
Literacy
Loafing
Loan
Loans
Locate
Logistic
Looms
Lucrative (opportunities)

Macroeconomic
Maintain
Maintenance
Major
Margin
Maternity
Mature
Merely

Mesh
Meticulously
Metrics
Milestones
Mitigate
Mortality
Mortgage
Motive
Motives
Mutual
Mutually

[15'belm]
[lin]

[lis]

['leds slert]
['levorids]
[levi]
['larasan]

[ 'larfstail]
['Imkids]

[ Tmkidziz]
[ 'litorasi]
['loufm]
[loun]
[lounz]
['lou kert]
[l1o" dzistik]

[lumz]

[Tukrativ (,ppa fuinatiz)]

M

[ maekroveka nomik]
[mem tein]

[ 'meintonans]
['merdzor]

[ ' mardzon]
[ma'tarniti]
[ma'for]
['mirli]

[me/]
[ma'tikjalasli]
[ 'metriks]

[ 'mail stounz]
[ 'mito gert]
[mor taelati]
['morgods]

[ ' moutiv]

[ ' moutivz]

[ 'mjugfual]
['mjugusli]
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MapkupoBka
Onupatscs, Hakiionste
Apenpa
3aKOHOATEILCTBO
[Tnevo punancoBoe
Hamor

CBs3b

CTHIb )KU3HA
CBsi3b

Cas3u
I'pamoTHOCTB
be3nenpunyarh
3aem

Kpeauts
PasmecTuth
Jlorucrtuka
Tramkuii CTaHOK
[IpuObUIbHBII

MakpO3KOHOMUYECKHUN
[Honnepxusars

Texnudeckoe O6CJ'IY)KI/IB8.HI/IG

OcHOBHOI
[Ipuosu1L, Mapika
MarepuHcTBO
3penblid
OO6cyxath
Slueiika
TmaTrenbHO
Merpuku
OCHOBHBIE 3TaNbl
CwMmsryarth
CmepTHOCTh
Unoreka

Motus

MoTuBEI
Bzanmubrii
Bzaumno
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Negate

Neglect
Negotiate
Negotiation
Negotiation
Nevertheless
Night mare
Non-substitutable
Norm

Not with standing
Notion

Novel

Nudges

Obijective
Obtain
Occupy
Odd

Odds
Offender
Offset
Offset
Ongoing
Opportunity
Opt-out
Outcome
Outcomes
Outflow
Outlines
Output
Outsize
Outsourcing
Overall
Overkill
Overlap
Overseas

Paragraph
Particular product

[nr' gert]

[na'glekt]

[na'goufi ert]

[n1, goufi‘erfon]

[n1, goufi‘erfon]

[ nevarda'les]

[nart mer]

[nan]-[ ‘sabsta tutab?l]
[norm]

[nat] [wid] [ 'stendin]
[ noufan]

[ naval]

['nadziz]

[ob"dzektiv]
[ob'tein]
['akjo pai]
[ad]

[adz]
[o'fendar]
[of set]

[of set]

['an goun]
[, apar tunati]
[apt]-[avt]
["avt kam]
["avt kamz]
['avt, flou]
['aut lainz]
['avt, pot]
['avt saiz]

[ aut'sorsiy]
[‘ovva rol]
["ouvar kil]
[ ovvar lap]
[ovvar'siz]

P

[ peers, graf]
[par'tikjalor] [ pradokt]
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Otpunarp
[IpenebOpexenue
Bectu neperosopsl
[TeperoBopsl
Bectu neperoBopsi
Tem He meHee
Kommap
He3amenumslit
Hopma

Hecmortps Ha
[TonsiTne

Poman
IlonrankuBanue

Ilens

[Tonyuats
3aHuUMaTh
Heuernrbrit

IMTancer
[IpaBoHapymuTens
Bo3menienue
CMmemieHue
ITocTostHABIM
Bo3moxxHoCTH
Otka3 oT yyactus
Hcxon, pesynbrat
Pe3ynbTatel
Hcteuenne
KoHTypsI
Brixoanoii, BeiBoj

Pazmep Gosbie cranaapra

AyTcopcuHr

OO6mmit

Wznumnee youiicTBo
[TepexpoiTre

3a rpaHuIen

[TyHkT
KoHkpeTHbIl TPOAYKT
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Pay off
Payback
Payoff

Peer

Peers
Penalty
Perceive
Perception
Performance
Performing
Personas
Persuade
Phenomenon
Pilot
Pinnacle
Pitfall

Pivot

Pivotal
Plotting

Poll

Post implementation
Pre emption
Precede
Precise
Predominant
Preemption
Pre-emption
Preliminary
Premise
Presume
Primary
Prime

Prior
Prioritization
Privacy
Proceed
Proceeds
Procurement
Production
Profitability
Profound
Prohibit
Promote
Proposition
Prospect

[per] [of]

[ per, bak]
['per,of]

[prr]

[pirz]

[ 'penalti]
[par'siv]
[par'sepfan]
[par'formoans]
[par' formimy]
[par'sovnaz]
[par'swerd]
[fo'nama nan]
['patlot]

[ 'pnakal]

['pit fol]

[ 'pivat]

[ 'prvatal]
['platiy]
[pool]

[poust] [, implomenterfan]
[pri] ['emp/an]
[prr'sid]
[prr'sais]
[pri'damonant]
[ ,pri'empfan]

[ pri‘empfan]
[pri’lima neri]

['premis]
[pri'zum]

[ 'prar, meri]
[praim]

[ 'praror]

[prar or.a.tr'zer. fon]
[ 'praivasi]
[pra'sid]
[pra'sidz]

[prou 'Kjurmant]
[pro’dakfan]

[ prafitobilrti]
[prou ' favnd]
[prou hibat]
[pro'mout]

[ prapo’zifon]

[ ‘praspekt]

64

BeimnaTa
OkymaeMocThb
PacnnaumBarbcs
PaBHOmpaBue
CBepcTHUKHU

[tpad
Bocnpunumars
Bocnpusitue
[Ipon3BoAUTENBHOCTH
Hcnonnenue
[Tepconaxu
Yoexnarnb

SBnenne

IIunoTHBINA POEKT
Bepmmna

3anaaHs

Crepxenb, Bpamarbcs
Ocesoii

[Toctpoenue
I'omocoBanue

[Tocne BHEApeHNUs
[Ipenynpexnenue
IIpenmecrBoBaTh
TouHbIi
[Ipeo6manaromuit
Yupexnenue
Yupexnenue
[IpenBapurenbHbIii
[Ipeanoceuika, [Tomemenue
[IpennonaraTte
ITepBruuHbIit

IIpocroe yncno
[Ipexuuit
Ornpenenenne NpuOpPUTETOB
KonduaenmnmaipHOCT
[IpenBapurenbHbIit
Beipyuka

3akynka
IIpounsBoacreo
PenrtabensHOCTD
3HAYUTETbHBINA
3anpeiath
CrnocoOcTBOBATH
[Ipennoxenue
ITepcnextuBa, [ons


https://tophonetics.com/ru/
https://tophonetics.com/ru/
https://tophonetics.com/ru/

Protagonist
Purchase
Purchasing
Pursue
Pursue

Quality
Quote

Rare
Ravage
Ravage
Real estate
Reap
Re-assessed
Reassure
Recalcitrant
Recover
Recruiting
Redundancy
Reference
Refine
Refurbish
Register
Regulation
Rein
Reject
Relevance
Relevant
Reluctance
Rent
Reporting
Resell
Reside
Residual
Resistance
Resolve
Respond
Restore
Restrain
Restrict
Restricted

[prou teegonast]

['p3ryas]
['p3rfasip]
[par'su]
[par'su]

[ kwalati]
[kwout]

[rer]

[ 'ravidz]

[ 'reevids]
[rial] [1'stert]
[rip]
[rio’sest]

[ ria’for]
[r1'keelsttront]
[r1'kavor]
[ra'krutig]
[r1'dandansi]
['reforans]
[ro'faimn]

[ri' farbif]

[ 'redzistar]

[ regjo’lerfon]
[remn]
[ridzekt]

[ 'relovans]

[ 'relovant]
[r1'laktons]
[rent]
[r1'portig]
[ri'sel]
[r1'zaid]

[r1' zidzual]
[r1'zistans]
[ri'zalv]
[r1'spand]
[r1'stor]
[ri'stren]
[ri'strikt]
[ri'striktod]
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['maBHBIN repoit
ITokynka, [lepcriekTuBa
CoepliieHnE OKYIIOK
[IpecnenoBars
JloOuBaThCsl CBOETO

KauectBO
IluTara

Penxmnit
Paspymenue
Paspymenue
Hensmxumocts
W3Bnekars BeIromy
[ToBTOpHO OLIEHUTH
YcnokouThb

HenoxopHslil, HEMOAYMHEHHBIN

BoccranaBnuBath
Haiim
N36sITOUHOCTD
Pexomennanuu
CoBepuIeHCTBOBATh
OTpeMOHTHPOBATH
Peectp
PerynupoBanue
IToBon

OtBeprarb, OTKIOHATH
AKTYyanpHOCTh
[Hoaxonsmmi
Hexenanue
ApeHnnoBaThb
Otuér
[IepenponaBars
[IpoxxuBaTh
OcraTouHbII
ConpotuBieHue
Pewenne
Pearuposatb
BoccranaBnuBatb
CrnepxuBatb
OrpannuuBaTth
OrpaHuyeHHbIN


https://tophonetics.com/ru/
https://tophonetics.com/ru/
https://tophonetics.com/ru/
https://tophonetics.com/ru/
https://tophonetics.com/ru/

Resultation
Retail
Retain
Retirement
Reunite
Reveal
Revenue
Reverse
Revise
Reward
Rid

Rigid
Ripping out
Rival
Robust
Rowing

Safety
Salvage
Saver

Scarce

Scare
Scenario
Schedule
Scope
Scorecard
Scratch
Screen
Security
Seize
Self-awareness
Self-confident
Sell

Seniority
Service
Shareholders
Shift
Shortfall
Show
Signaling
Silo
Simplicity
Simultaneous
Skills

[r1'zaltifan]
['ri teil]
[r1'tein]
[r1"tararmant]
[ riu'nart]
[ri'vil]
['reva nu]
[ri'v3rs]
[r1'vaiz]
[r1'word]
[rid]
['rdsid]
['ripiy] [avt]
['rarval]
[rou'bast]

[ 'rouig]

[ 'serfti]
['seelvads]
['servar]
[skers]
[sker]
[s1'neriou]
['skedzol]
[skaup]
['skor kard]
[skreet]
[skrin]
[st'Kjorati]
[si:z]

[self]-[o"wernas]
[ 'self kanfodont]

[sel]
[sin'joriti]
['s3rvas]

['fer houldarz]

[Jift]

[fort fol]
[Jou]
['signalim]
['sarlou]
[stm "plisati]

[ sarmal ternias]

[skilz]
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PesynbTar
Po3nuunas Topro,is
CoxpassThb
YBosbHEHHE C pabOThI
Boccoenunurtbes
PackpriBath

Hoxon

OO6partHbIit
[TepecmaTpuBarh
Bo3narpaxnenue
OcBo00x1aTh
Kectkuit

BeIpriBaTh
ConepHuk

Kpenkwuii, TBEpabIit
['pebns

be3omacHOCTH
Cnacatb

Bxmagunk
HNedbunutnbiit, CKyTHBIN
Hedunut

CueHnapuii

I'paduk

Ob6nacte, Chepa, O0beM
Cucrema noxasarenei
[Hapanats

OKpaH

HanexuaocTsb

XBaraTh
Camorio3HaHue
VYBepeHHbIH B cebe
OOman

TpynoBoi crax
VYenyra

AKIMOHEPHI

Cnasur

HenoctaTok
IToxa3wIBaTh
Curnanusanus
Cermenr

IIpocrora
OHOBpEMEHHBIN
HaBrixu
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Snafus

Soar
Sociocultural
Sole
Somewhat
Spat
Specific
Spending
Spill over
Sponsor
Stakeholder
Stash
Stewardship
Strength
Stringency
Subsequent
Subside
Subsidiaries
Subsidiary
Subsidy
Substantiate
Substitute
Substitutes
Subtle
Succeed
Succeeded
Successor
Supplement
Supplies
Surge
Surveillance
Survey
Suspend
Suspense
Sustain
Sustainability
Sustainable
Sweepingly
Swing

Tame
Tangible
Tape
Target

['snaefas]

[sor]

[ sousiov kalgrl]
[soul]
['sam'wat]
[spaet]
[spa’sifik]

[ 'spendin]
[spil] ['ouvar]

[ 'spansor]
['steik houldor]
[steef]

['stuard [ip]
[strenko]
['strindzonsi]
['sabsokwant]
[sob'sard]
[sab'sidi eriz]
[sab'sidi eri]
['sabsidi]
[sab'staentfi ert]
['sabsta tut]
['sabsta tuts]
['satol]
[sok'sid]
[sok'sidid]
[sok 'sesar]
['saplomant]
[so'plaiz]
[s3rds]
[sar'veilons]
['s3r ver]
[so'spend]
[sa'spens]
[sa'stein]

[so sternabrliti]
[sa'sternabal]

[ swipipli]
[swip]

[term]
[ 'teendzobal]

[terp]
[ 'targat]

Hepazbepuxa

BrIcoko B31€TaTh
ConunokynbTypHbII
EnnHcTBeHHBIN
Heckonpko

PasmonBka

Konkpetnbiii
Pacxonyrommii
M30bITOYHOE HaceJIeHHE
Cnoncop
3anHTEpEeCOBaHHAS CTOPOHA
CkpbIThIH 3am1ac
PykoBoasuee ynpasieHue
Cuna

Crporoctb
[Tocnenyrommnii
ITonmxarbcs

JodepHue koMnaHuu
JlorosHUTeNbHBIN
Cyb6cuann

O06ocHOBaTh

3aMeHUTENb

3amMmeHa

Toukuit

IIpeycneBats
IIpeycnieBanue

[IpeemHuk

JIOTOHATE

3amacel

Bomsr

Habmonenue

0O0630p, cChbeMKa, HHTEPBbBIO
[IpuocranasnuBaromuit
HewnsBecTHOCTH
BrinepxuBaTh, TOATBEPKIATH
Y CTOMYNBOCTE

YV cTOMYnBEIN

beicTpo

Kauanne

[Ipupyuunts
Ocs13aeMblii
Jlenra

ens
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Taxes
Technology
Temporary
Tenacious
Tenets
Tense
Tensioner
Tenure
Theme
Thereby
Thesis
Threat
Thrive
Thrive
Tilt

Toil
Tolerance
Trace
Trade-off
Trait
Transition
Transmit
Trap
Traverse
Trends
Turnout

Ultimate
Uncertainly
Underestimate
Undergo
Underlie
Unicorns
Upturn
Urgency
Utilize

Valuable
Variance
Vast
Vehicle

[ 'teeksoz]
[tek 'nplodsi]
[ 'tempa reri]
[to'nerfas]

[ 'tenats]
[tens]
['tenfanar]
['tenjor]
[6im]

[ Oer'bai]
['Bisas]
[Oret]
[Oraiv]
[Oraiv]

[trlt]

[torl]

[ 'talorons]
[treis]

['trer dof]
[trext]
[traen ' zifon]
[treenz ' mit]
[trzep]
[tra'vsrs]
[trendz]
['tar naot]

['Altomat]
[on's3rtonli]

['Ando’'restomat]

[ Andor'gou]
[ andor'lar]
['jun1 kornz]
[op't3rn]
['3rdzonsi]

['juto larz]

['veeljabal]
['verions]
[veest]
['vihikal]

Hanor
Texnomorun
Bpemennslii
Ienkwuii
[Tpuamn
Hanpsioxenue
Harsxnoe yctpoicTBo
Bnanenune

Tema

Tem caMbIM
Huccepranus
Yrpo3bl
[IpouseraTh
IIponserath
Haxknon
Tsxenb Tpy
Teprumsblii

Cnen
Komnpomuce
UYepra xapakrepa
[IepexomHbIi nEpUOT
[IepenaBatp
Kankan
ITonepeunna
Tpenast
Cobpanue

Koneunsrit
HeyBepennocts
Henoonenusathb
[Iperepnesars

JlexxaTh B OCHOBE
Enunoporu

ITompem

Octpast He0OOXOAMMOCTD
Hcnons3oBaTh

Ilennbrit

N3menenune

OOmmpHBIHA

ABTOoMO0OUIB, TpaHcopTHOE
CpeACTBO
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Vendor
Versatility
Version
Via
Vigorous
Violable
Virtue
Virtue
Volume
Voluntary

Wages
Warehouse
Weakness
Welfare
Wheel cover
Whereas
Whereby
Widespread
Workmanship
Worse off
Wrap-up

['vendar]

[ v3rsa'tilati]
['v3rzen]
['vaio]
['vigaras]
['varolobal]
['v3rtu]
['v3rtu]
['valjum]

[ 'valonteri]

['werdzoz]
['wer haus]
['wiknas]

['wel fer]

[wil] [ 'kavar]
[we 'reez]
[wer'bar]
['ward'spred]
['warkmon Jip]
[wsars of]

['reepap]
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IIponaserny
YHUBEpCaIbHOCTD
Bepcus

Yepes
OHepruyHsIi
Hapymatp
Jobponerens
Jobponerens
O6beM
J1oOpOBOIBHBIH

3apruiaTel

Ckiag

Cnabble TOUKH
bnarococrosinue
IToxpeItiku

B 10 Bpems kak
Koropsit

[[Iupoko pacnpocTpaHneH
KauecTBO nM3roroBienus
Xyxe HeKya
3aBopauuBaTh
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English

Abandon on the shelf
Access to capital
Accessed on demand
Accidents data

Active data collection,
advanced analytics
Add value

Adoption of culture
Advanced analytics
Affiliated enterprises
Align people analytics
with corporate strategy

Alignment linkage
Allocate shares
Analytics dashboard

Application
programming interface
Apply an advanced
techniques and
technologist

Approach to acquisition
Approach to economic
reform

Approval steps are
needed for different
kinds of decisions
Architecture goals and
assess their IT enable
business change
Architecture linkage
Arguable least valuable
Arrange to do something
Artificial intelligence
As a venture progresses

Automated remarketing
service

COMBINATIONS

Transcription

A

['ak ses tu kepotol]
['ek sest an di'maend]
[ 'aeksodonts] ['deits]

[o'dapfan] [av] [ kalffor]
[od ' veenst] [, &ena’litiks]

[o'f1li ertid "entor praiziz]

["aelo kert] [ferz]
[ @na'litiks] ['deef bord]

[o'provy tu: itka'nomik ri'fo:

m]

[o'pruval steps ar "nidid for 'd
1farant kaindz av di'sizonz]

[o'reinds tu du "'sambm]

[ arta'fifal] [ telodzons]

[&z] [a] [ ventfor]

[ pra,gresoz]

70

Translate

OcTaBUTb HA MOJKE

Joctym k kanurany

Joctyn no TpeboBaHMIO

JlaHHBIE O HECUACTHBIX CIy4asx
AKTUBHBIN COOp JTaHHBIX,
pacuMpeHHas aHaJIUTHKA
[loBbIIIEHNE LIECHHOCTH
Ilepenumars KyaeTypy
Pacmmpennas ananutuka
[ouepHee npennpusATue
[IpuBenuTe KaIpOBYIO AHAITUTHKY
B COOTBETCTBUE C KOPIOPATUBHOM
cTpaTeruei

CornacoBanue cBsizen
Pacnipenenuts nonu
AHanmTA4YecKasl maHelb
MOHUTOPHUHTA

WuTepdeiic mpukiaIHoro
MIpOrpaMMHUPOBAHUS
[IpumensiiiTe nepenoBble METOIbI
1 TEXHOJIOTa

[Toaxon k NOTJIOLIEHUIO
[Ipennocbuiku K SKOHOMUYECKUM
pedopmam

OTansl yTBEPKACHUS
HEOOXOIUMBI JIJIST PA3TUIHBIX
BHJIOB PEIICHUI

[{esn apXUTEKTYpBI U OLIEHKA UX
WT no3BoMstOT U3BMEHUTH OU3HEC

CBsi3b C apXUTEKTYpOH
Bo3moxkH0, HamMeHee [eHHBIH
Ha3znauuth 4T0-TO
HckyccTBEHHBIN MHTEIIEKT

[To mepe pa3BuTHS IPEANPUITHS

ABTOMaTH3MPOBAHHBII CEPBUC
peMapKeTuHra
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Automated risk decision
software

Avoidance of marginal
customer accounts

Bank by retaining local
decision

making whenever
feasible

Bargaining power
Bargaining power of
suppliers

Begin service delivery
Better operational
excellence

Big bet

Big bias

Big data

Board of people analytics

Board reach a decision
Boardroom dynamics
Borrow money beg
salvage rent

Branding & advertising
Breakeven cost
Breaths and depths of
data sources

Broad goals
Build customer base first

Business acumen
Business climate
Business modularity
Business outcomes
Business performance
Business processes
integration and
standardization for
delivering goods and
services for customers
Business silos

[4'vordans AV ‘mardzonal 'ka

stomar o'kaunts]

B

[ ' bargmnm] [ ‘paver]

[ ' barginiy ‘pavar av so'plaror

Z]

[br'gm] ['s3rvas] [d1'livari]

[big] [bet]

[big 'baras]

[big] [ 'derto]

[bord] [av] [ 'pipal]

[ &na’lrtiks]

[bord riff o di's130n]

[ 'bor drum dar neemiks]

[ ba rov ‘mani beg ‘selvodz r

ent]

[ 'breendin & "@dver taizig]

['brer kivon] [kast]

[brod goulz]
[bild 'kastomar bers f3rst]

[ 'biznas] [o'kjuman]
['biznas ‘klarmat]

[ 'biznas] [modjou leerrti]

[ 'biznas] [par’ formans]

[ 'biznas] [ 'sar lovz]
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[IporpammHuoe obecrieueHue st
aBTOMATU3MPOBAHHOTO MTPUHATHUS
peLIeHUH O pUcKax

N36eranne MapKUHAIBHBIX
CYETOB KIIMCHTOB

[Tonnep:xuBaiiTe npuHATHE
pelIeHui Ha MECTHOM YPOBHE,
KOTI'JIa 5TO BO3MOKHO

IleperoBopHas cuna
Topr nocraBmuKoB

Hauate npenocraBienue yciayr
[ToBbImath 3 HEeKTUBHOCTH
OTIepAllMOHHON 1eATEeIbHOCTU
Kpynnas craBka

Bosbiiast npeaB3saTOCTH
Bosnpiie nanueie

Coger 110 aHANKM3Y MepcoHaIa

[IpaBneHue npuHUMAET pelICHUE
JluHamMuKa 3aja 3aceJaHui
OpamxuBaTh I€HBIH,
BBINIPAIIMBATh APEHIHYIO IIATy
BpaHauHT 1 pexitama
be3yObITOuHast CTOUMOCTh
BosmoxxHOCTH 1 riTyOHHA
WCIIOJIH30BaHUSI HCTOYHUKOB
JTAHHBIX

[Iupoxue uenu

CHauana co3aiTe KIMEHTCKYIO
6azy

buznec xBaTka

JlenoBoit kmuMar

MonynsipocTs Ou3Heca
Pesynbrarel OusHeca
DddexTuBHOCTH OM3HECA
WNurterpauus u cranaapTusamus
OHM3HEC-TIPOIIECCOB TIOCTABKU
TOBApOB U YCIYT KJIMEHTaM

CermMenTsl On3Heca
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Business silos, standard
technology, optimized
core, business modularity
enable agility in
responses to different
business analytics and
needs

Capital control
Capital investment
Carries cost

Centre of excellence

Chair of the board

Chair should make a
decision

Change a firm cost base
Change management
Chicken and egg problem
Chief analytics officer
Chief data officer (CDE)
Chief executive officer
(CEO)

Chief financial officer
(CFO)

Chief human resources
officer (CHRO)

Chief people officer

Chief privacy officer

Circuit diagram
Clamoring to the data
synchronization

Cling to the belief
Cloud computing
Cognitive computing
Come up with

Come up with a strategy
Committed sponsors
Common wealth
Competitive risk
Competitors objectives

C

[ keepatal kon'troul]

[ 'keeprt’l ' vestmant]

[ 'keeriz] [kast]

['sentor] [av] [ "eksalons]

[tfer Av 8o bord]
[fer fuod meik o dr'si3on]

[feinds o farm kast beis]

[feinds] [ ' maenadzmont]
['fikon @nd eg 'prablom]

['s3rkat] ['daro greem]

[kam ap wid]
[Kam ap wid o 'streetodsi]

['’komoan wel6]
[kom'petativ risk]
[kom'petotarz ob’ dzektivz]
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Pa3posnenHocts OusHeca,
CTaH/IapTHBIC TEXHOJIOTHH,
ONTHUMH3UPOBAHHOE PO U
MOJ1yJIbHOCTb OU3Heca
o0ecreunBarOT rHOKOCTh
pearupoBaHus Ha Pa3InIHYIO
OM3HEeC-aHAJIUTUKY H
moTpeOHOCTH

KoHntposs kanurana
Kanuranosnoxenue
JlononHUTEIbHBIE PACXOIBI
I{enTp nOBBILIEHUS

KBTI (UKAITTT

[Ipencenaresns npaBieHus
IIpencenarens qOIKEH NIPUHATH
pelieHue

W3menuts 6a3y 3atpaTt GupMbI
VYnpaBieHue n3MEHEHUSIMU
[TpoGnema kypuIIbl U stifiia
JupexTop no aHaauTHKE
Hupextop mo 06paboTKe JaHHBIX
['maBHBIN UCTIOJHUTENBHBIN
nupextop (CEO)

dunancossiit gupextop (CFO)

I'maBHBIN crIEIMAINUCT II0
nepconany (CHRO)

I'maBHBIN cieIIUaINUCT 110
MepcoHany

I'maBHEBIN cIeIIUAINCT MO 3aIIUTe
MEPCOHAIIBHBIX JAHHBIX
Kpyrosas nnarpamma
TpebGoBaHue CHHXPOHU3AIIUU
JTAaHHBIX

Iemsiitecs 3a BEpY
OO06na4yHble BEIYUCICHUS
KorautuBHBIC BEIYHCIICHUS
Haiitu pemenue

[Ipunymats cTpareruto
3auHTEepPECOBAHHBIE CITOHCOPBI
OO011ee dorarcTBo

I{enn xOoHKypeHTa
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Complexity of [kom'pleksati AV ri'lerfon [ips  CioKHOCTH OTHOIIEHUI
relationships ]
Conduct survey [ 'kandakt] ['s3r, ver]

Conducting pilot [kon'dakti] [ 'partlot]

IIposecTu onpoc
Bect MWIOTHBIN POEKT

Consistent goal
Constitute firm
advantage

Consumer durable
Control of overhands and
R&D

Control of overheads
Core human resources
system

Corporate governance is
collection of mechanism,
processes, relations by
which corporation is
operated

Cosourcing alliance

Cost -based workforce
planning

Cost leader or
differentiator

Cost saving

Cost vulnerability
Cost-based workforce
planning

Create a data drive and
culture

Create impact

Create incentives
Critical mass

Cross functional
coordination

C-suit executives
Current financial woes
are sobering reminder
that the foundation for
execution cannot sustain
a company

Current strategy

[kan'sistont gool]

[ 'kanstos tut f3rm a&d ventids]

[kon'sju:ma 'djuarabel]

[kon'troul AV ouver'haendz &

nd ar&di]

[kon'troul Av ‘ovver hedz]

[kast ‘lider or difa’renfi ertor

]

[kost, valnorabiliti]

[kri'ert] [ 'tmpaekt]
[kri'ert mn'sentivz]
[ krtikal maes]

[kros fapkfanal kou orda'ner

Jon]

[si]-[sut] [1g'zekjativz]

['ksront 'streetodsi]
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[TocnenoBarenbHas LEIb
[IpencrarmsieT coboit TBEpIOE
MIPEUMYILECTBO

JloyroBe4HBINH MOTPEOUTEIH
KoHTpoib HaKIaIHBIX pacxo/10B
u HUOKP

KoHTposb HaKknagHBIX pacxo10B
OcHoBHas cucTema ynpaBJieHUs
MePCOHAIIOM

KopnoparuBnoe ynpasieHue —
3TO COBOKYITHOCTh MEXaHU3MOB,
MIPOLIECCOB U OTHOIIECHHUI, C
ITOMOILIbIO KOTOPBIX
OCYIIECTBIISICTCS YIIPABICHUE
KOpIIOpaluen.

CoBMECTHBIN aJIbsHC
yupeauTenen

KanpoBoe miiannpoBanue Ha
OCHOBE 3aTpaT

Jlunep no 3arparam unm

muddepeHmaTop

OKOHOMHUS CPE/CTB

VA3BUMOCTB PacXoJ10B

Kanposoe miiannpoBanue Ha
OCHOBE 3aTpar

Co3maHue XpaHWINIIA JaHHBIX U
KYJIBTYpBI

Oxa3pIBaTh BIMSHUE

Co3znaBaiiTe CTUMYJIBI
Kpurnueckas macca

Mex QyHKIMOHANbHAS
KOOpIUHAIIHS

PykoBoauTenu BeICIIEro 3B€Ha
Tekymue puHAHCOBBIE TPOOIEMBI
SBIISIIOTCS OTPE3BIISAIOIINM
HAIrlOMHUHAHUEM O TOM, YTO
byHaaMEeHT JUIsl HCTIOJHEHUS He
MOJKET MOJIEPKUBATh KOMITAHUIO
Tekymas ctpaterus


https://tophonetics.com/ru/
https://tophonetics.com/ru/
https://tophonetics.com/ru/
https://tophonetics.com/ru/
https://tophonetics.com/ru/
https://tophonetics.com/ru/
https://tophonetics.com/ru/
https://tophonetics.com/ru/
https://tophonetics.com/ru/

Current vogue is
enterprise

Customer experience
Customer value analyses

Data aggregation
Data analysis

Data democratisation
Data ethics

Data governance
Data lake

Data management
Data management has
created impact

Data owner

Data privacy officer

Data science
Data scientist

Data security

Data standards

Data steward

Data stewardship
Data storage

Data visualisation
Data warehouse
Database interface
Daunting management
challenges
Day-to-day decision-
making culture
consensual or
hierarchical

Decision style
Decisive selection

Define operating model

Defined customer
segment in new markets
Defining the business
plan

['ksrant voug 1z "entor praiz]

[ 'kastomor] [1k'spirians]

[ 'kastomor 'velju o'nalo Siz]

D

['derto][ &gr1 gerfn]
['derto][o'neelosas]
['derto][dr, makrata'zerfon]
['derto][ 'e01ks]

[ 'derta] [ 'gavornons]
['derta][le1k]

['derto][ ' maenadsmant]

['derta][ ovhoar]
['derto][ 'praivasi] [ ofasar]

['derta][ 'sarons]
['derta][ 'sarontist]

['derta][st kjorati]
['derto][ 'steendordz]
['derto][ 'stuard]

["derta][ 'stuord ip]
["derta][ 'storads]

['derta][ vizwala'zerfan]
['derto][ 'wer haus]

[der-tu-

der di'sr3on, meikiy ‘kalfor ko

n'sensual or  har'rarkokal]

[d1's130n stail]
[dr'saisiv] [so'lekfon]

[di'fan] [ apo rertin]
[ 'madal]

[d1'fainm 0o 'brznas plen]
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Tekymas Moa Ha IPEANPHUITHI

OmnbIT pabOTHI C KIIMEHTAMHU
AHaIu3 1IEHHOCTH KJIIMEHTA

ArperupoBaHue JaHHBIX
AHann3 JaHHBIX
JeMokpaTuzanus JaHHBIX
DTHKa UCTIOIB30BAHUS JTAHHBIX
YnpasneHue JaHHbIMU
XpaHWIniIe JaHHBIX
YnpasneHue JaHHbIMU
BnusHue ynpaBneHus: JaHHBIMU

Brnanenen nanubix
Crenpanuct mo 3aiuTe
KOH(UICHIINATbHOCTH JAHHBIX
Hayka o naHHbIX
Crnennanuct mo oopaboTke
JTAHHBIX

be3onmacHOCTE TaHHBIX
CrangapThl JaHHBIX
YnpaBrneHue 1aHHbBIMH
YnpaBrneHue 1aHHBIMH
XpaHeHHe JaHHBIX
Buzyanuzanus 1aHHbIX
XpaHwiuiie JaHHbIX
Nutepdeiic 6a3pl JaHHBIX
CrnoHble yrpaBiIeHUYECKHE
3aaun

KynbeTypa noBcegHeBHOTO
TPUHSITHS PEIICHUN — 110
00010THOMY COTJIACHIO WIIH
uepapxuueckas

Cruie pemenus
BosmoxxHOCTH 1 riTyOHHA
WCTIOJIH30BaHUS ICTOUHUKOB
JTAHHBIX

Omnpenenure onepanuoHHYIO
MO/JIEITb

OrnpenenieHHbIN CerMEeHT
noTpeOuTeNei Ha HOBOM PBIHKE
Onpenenuth OU3HEC-TIIIAH
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Deliver business
outcomes

Delivered value
Delivered value across
the organization
Demand engine
Democratisation of data
Derive important
strategic outcomes
Descriptive analytics
Deserves to do
something

Design experience
Design for manufacture
Design for manufacture

Determine
recommendations
Determine trends that
change

Develop metrics
Developing synergies
across banks

Digital currency

Digital human resources

Digitize core processes
frittering away

Dilute attention on
what’s not significant
Direct investment
enterprise

Disaster tolerance

Disruptive trend
Disruptive trend might
destroy your business?
Distinct from common
business service
modules, which manage
interaction between
systems

Distinctive competence
by linking modularity
business capabilities and

[d1'lvord] [ 'veelju]

[di'maend] [ "endzon]

[d1'skriptiv] [ @na’litiks]
[di'z3rvz tu du "'samOiy]

[dr’zain 1k 'sprrions]

[dr'zain for maenjo’ fektfor]
[ dr'zain for manjo ' faekyfor]

[da't3rman]
[ ,rekomon'derfanz]

[do'tsrmon trendz ozt feinds)

[dr'velop ‘metriks]

[didsital "ksransi]

[da'rekt mn'vestmont "entor pr

aiz]

[d1s raptiv trend]

[dis raptiv trend mart di'stror

juar 'biznas]
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JlobuBaThCs pe3ynbTaToOB B
OousHece

IIpuHOCHUTB TIOJIB3Y
Co3manue EHHOCTH JJIs BCe
OpraHu3aIuu

Cozpnanue crpoca
JleMokpaTu3amus JaHHBIX
JloOuBaThCs riIaBHBIX
CTpPaTeTHYECKUX PE3yIbTaTOB
OnucarenbHast aHAIMTHKA
3aciyKUBaeT 4TO-TO CEJIATh

OnbIT IPOEKTUPOBAHUS
Ju3aiid, npou3BoICTBa
[TpoexTupoBanue ais
IPOU3BOJICTBA

Onpenenuts peKOMEeH1aluu

Omnpenenure TEHACHIUH,
KOTOPBIC MEHSIOTCS

Pa3zpaboraTs nokazarenu
Pa3BuTHe cuHepreTH4eckoro
B3aMMOJICHCTBHS MKy OaHKaMuU
[Tudposas BamtoTa

[{udpoBble yeroBeueckue
pecypcbl

OnupyiiTe OCHOBHBIE MPOIIECCHI,
HE TpaTs BPeMsI BITYCTYIO
CocpenoroubTe BHUMaHUE Ha
TOM, 9TO HE UMEET 3HAUCHUS
[IpenmpusiTre NpsMoro
WHBECTUPOBAHUS

Y CTONYNBOCTh K CTUXUHHBIM
OeCTBUSM

PaspymmrenbHast TEHICHITHS
[TonpwIBHAS TEHACHIIHS MOXKET
pa3pymuTh Bamr OuzHec?
OTnugaercst OT OOBIYHBIX
MoJ1yJieit OM3HEC-CePBUCOB,
KOTOPBIE YIIPABISIIOT
B3aUMOJICCTBUEM MEXKIY
CHUCTEMaMH

OTnnynTenpbHas KOMIETEHTHOCTD
3a c4eT 00beAMHEHHSI MOAYIbHBIX
OM3HEC-BO3MOXKHOCTEN 1
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empower their
employees

Distinguish the company
in the marketplace
Diversification
companies require data
for financial reporting,
risk management and
compliance across the
business units

Downfall of many a good ['davn fol Av 'meni o god 'm

manager
Downstream system

Due diligence

Eclectic paradigm
Economic growth &
higher living standards
Economic risk

Economies of scale
Effective implementation
Effective prioritization

Eliminated as Eyesore
Eliminating differences
Elusive goal
Embracing differences
Emerging market
Emotional intelligence
Employee engagement
Employee experience
Employee listening
Empowered employees

Enable collaborative
behavior

Enable growth through a
rip and replace
Encryption

Enforcement authority
Enforcement authority

aenadzor]
['daon’strim] ['sistom]

[du "diladsans]

E

[1'klektik 'pero ,daim]

[.i:ka'nomik grouvd & 'haro

‘liviy ‘steendodz]
[ eka'namik risk]

[1'kanomiz av skeil]

[1'fektrv 1mplomenterfon]

[1'limo nertiy "difaransiz]
[1'lusiv] [goul]
[em'breisy difaronsiz]
[1'm3rdsiy "'markat]

[1'moufanal] [n'telidzons]

[emplori] [en’gerdsmont]
[em’plori] [1k 'spirions]
[emplori] [ 'lisanin]
[1m'pavord] [em ploriz]

[e'ne1bal ka'laba rertiv b her

vjor]

[en'kripfan]
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paclMpeHus mpaB u
BO3MOKHOCTEH CBOMX
COTPYIHHUKOB

BBIILCJII/ITB KOMIIAHUIKO HA prHKe

JusepcuduurpoBaHHbIM
KOMITIaHUSIM TpeOyIoTCs JaHHbIE
JUTsl PUHAHCOBOM OTYETHOCTH,
yIpaBiIeHUS pUCKAMHU U
coOmroneHus TpeOOBaHUM BO BCEX
Ou3HeC-TIoApa3IeCHUX
[TaneHne MHOTMX XOpOLIMX
MEHEKEPOB

Cucrema ynpaBiieHuUs
MIEPCOHAIOM

JlomxHast OCMOTPUTENBHOCTD

DnexTpuyecKas napaaurma
DKOHOMHYECKHUH POCT U Oojee
BBICOKHI YPOBEHb JKU3HU
OKOHOMUYECKHI pUCK

DKOHOMHUS OT MacuITaba

Db dexTrBHAS peanu3aius
DddexTBHAS paccTaHOBKA
MIPUOPUTETOB

Y6pare 6en1bM0 Ha r1azy
Ycrpanenue paznuuui
Henoctmxumas 1einnb
[Ipunumas paznuuus
DOopMHUPYIOLIUICS PBIHOK
OMOIMOHAIBHBIN UHTEIIEKT
BoOBII€4EHHOCTH COTPYIHUKOB
OmnbIT pabOTHI COTPYIHUKA
YMeHue caymarb COTpYJHUKOB
Hanenate moaHoMoUYuSIMHU
COTPYJIHUKOB

Bxirouenue nmosencHue
COTpYIHUYECTBA
ObecnieueHne pocTa MOCPEICTBOM
pa3pbiBa U 3aMEHBI
udpoanue
YNOIHOMOYEHHBIN Opran
[IpaBooXpaHUTEIBHBIE OPTAHBI
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Engagement model
Engineering mistakes
contribute to delays or
cost overruns

Enhance credibility
Enterprise analytics
Enterprise level invest in
resources

Entirely comprehensive
input

Entry resources

Escape from unattractive
industry

Essential attributes
Establish credibility
Estimate your customers
price sensitivity plot a
live with a slope

Ethics charter
Eviched leadership
Exchange rate

Exit restrictions
Expand purchase power
Explicitly defined the
requirements for
enterprise architecture
Exploit the foundation
embedding new
initiatives agility and
profitability business
issues rely on technology
to acknowledge the
managers who share the
insights

Exploit the foundation
for execution

Exploit your foundation
for profitable growth
Exploiting the enterprise
architecture
Exponential growth in
people data

Extensive data

[en’gerdsmant] [ ' madal]

[en'heens] [ kreda biliti]
['entor praiz] [ &na’litiks]

["entri ‘risorsiz]

[1'skeip fram  ana'traektiv 'in

dostri]
[1'senfal] [ etra bjuts]
[1'staeblif] [ kreda biltti]

[ estomoat juar 'kastomorz prar
S sensr tiviti plat o larv wid o

sloup]

['e01ks] ['tfartor]
['lidor [ip]
[1ks feinds rert]

['egzit ri'strikfonz]
[1k'spaend 'p3:fas ‘pava]

[1k 'stensiv] ['derta]
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Mopens B3auMOaeHCTBUA
WnxeHepHble OINOKY IPUBOIAT
K 3a/iep>KKaM WJIM IIepepacxony
CPEICTB

IToBBICHUTE KpeaAUT NOBEpPUS
KopnoparusHast aHanuTHka
WMuBecTuuu B pecypcesl Ha
YPOBHE IPEAIPUATHS
[TonHOCTBIO UCUEPITBIBAIOIINN
BBOJ

Bxonnsie pecypcbl

bercTBo u3 HeNpUBIIEKATEIBHOU
oTpaciu

OcHoBHbIE aTpHOYTHI

3aBoeBaTh JOBEpUE

OneHure 4yBCTBUTEIBHOCTD LIEH
BalllMX KJIMEHTOB, IIOCTPOWUTE
rpavK B peaJIbHOM BPEMEHHU C
YKJIOHOM

OTnyeckas XapTHs

3510€ TUAepCTBO

Kypc obmena BantoT, BanroTHbli
Kypc, OOMeHHBIH Kype
OrpanundeHue BbIX0Aa

IToxynka

YeTko onpezeneHb! TpeOOBaHUS K
KOpPIIOPATUBHOM apXUTEKTYpE

Hcnonp3yiite pyHIaMeHT,
BHEJIPSISI HOBbIC HHUITUATHBBI,
rHOKOCTh ¥ MPUOBLTHHOCTD.
bu3nec-3amaun monararoTcsa Ha
TEXHOJIOTUH, YTOOBI BHIPA3UTH
MPU3HATENILHOCTh MEHEKepam,
KOTOPBIC JENIATCS UIACIMHU

Ucnonw3oBath pyHIaMEHT 11t
yIpaBiIeHUs

Hcnonb3yiiTe cBOM pyHIaMEHT
JUIS TPUOBLIIBHOTO pocTa
Hcnonp30BaHne apXUTEKTYPBI
IIPEIITPUATHS
OKCMOHEHIIUATIBHBIA POCT
KOJIMYECTBA JAHHBIX O JIFOJIAX
OOmmpHbIE TaHHBIC
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Facilitate anticipated
future

Facilitate
internationalization
Facilitate the transition
Facilities of life

Fail to focus

Fair value line

Fight bureaucracy
Figure out which
industry you belong to
Final recommendation
Finance data

Financial accountability

Financial literacy

Fire exchange of value
Fire remuneration for a
task

First wave

Focus cost leadership
broad differentiation or
focused Differentiation

Focus impact value
model

Foreign entrants
Foreign exchange

Foreign exchange reserve

Foster process
Fostering
competitiveness
Free enterprise

Free trade agreement
Frequent reports
Full service inception

Full-time architecture
team
Fully loaded

[fo'stla tert ntor nefonalr’ze

1fan]

[fo'silatiz av laif]

[ferl tu "foukas]

[fer "veelju lain]

[fart bjo 'rakrasi]

[figjor aut wiff "indastri ju br’
loy tu]

['famnal ;rekomon'derfon]
[fo'naens] [ derts]

[fo'neenfal] [o'kavntabiliti]
[fo'neenfal] [ litorasi]

[farst] [werv]

[ foukas kast ‘lidar fip brod d
ifo renfi‘erfon or ‘foukost
difa renfi'erfon]

[ foron “entronts]

['foron 1ks'feinds]

[ 'foron 1ks feinds ri'z3:v]
[ fostorm Kom'petitrvnas]

[fri "entor praiz]

[fri: trexd o'gri:mant]
[ frikwant r1’ports]

['foli] ['lovdid]
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VYipolieHnue nNporio3os Ha
Oymymiee

CrniocobcTBOBATH
MHTEpHALMOHAIN3AUN
CriocoOGCTBOBATH MEPEXOAY
CaiiT 00BbeKTOB

HeB03MO0KHO cocpeoTOUnThCA
JInHusA cripaBeyIMBON CTOUMOCTH
Boprba ¢ Oropokparueii
BeIsicHHTE, K KAKOW OTpaciiv Bbl
IIPUHA]IEIKUTE
3aKIrounTeIbHAS PEKOMEHAAIUS
Jlannbie o prHAHCOBBIX
pe3yabTaTax

@®uHaHCOBas OTYETHOCTD
®uHaHCOBask IPAMOTHOCTh
UYecTHblil 00MEH IIEHHOCTSIMHU
CrpaBennuBas 11eHa 3a 3aJjaHKe

IIepBas BonHa

doKyc Ha TUAECPCTBE 1O
U3/IepKKaM, IIUPOKast
muddepeHmanus uim
LeJIeHanpaBieHHas
nuddepermanus

Mogenp neneHanpaBICHHOTO
BO3JICUCTBUS HA IIEHHOCTD

WNHoctpannas BanroTa
BamroTHslli pe3eps

CtuMynupyrommi mpouece
KonkypenrocrnocobHocTH

CBoOoaHOE
MpeANPUHUMATEIHCTBO

JloroBop 0 cBOOOIHOI TOPTOBIIE
YacTele OTYETHI

Hauano npegocraBnenus
MTOJTHOTO CTIEKTPa YCIyT
[lITaTHas KoMaHa ApXUTEKTOPOB

ITonHOCTBIO 3arpyKEHHBIN
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Gain from trade
Gain strategic advantages

Gearshift knob

General attitude towards
foreigners

Get out of something
Global deployment
Global FDI Inflows since
1757

Good governance is
about supervising the
management of the
company to unhold the
company integrity,
achieve more open and
rigorous procedures and
ensure legal compliance

Governance concerns
Governance structures
Government change
Government R&D
Government wants to
maximize the welfare

Granting on exception

Great opportunity will
quickly attract
competition
Greenfield investment

Haute couture

High or low technology
manufacturing firm
High performing teams

Highly centralized
management
environment

G

[gem fram treid]

[gem stro'tidsik ed'vaentidsiz

]

['dzenaral "ato tud to'wordz

foronarz]

[get avt AV "'sAmOI]
['gloubal di'plormont]
['gloubal ef-di-

a1 'm flovz sins 1757]

['gavenans kon's3:nz]
['gavarnans 'strakfforz]
['gavormant ffeinds]
['gavormont ar&di]

[ 'gavormont wonts tu
‘maekso maiz o ‘wel fer
Jerd goulz]

[grert apor tunati wil "kwikli

o'trekt kampa 'tifon]

[ 'gri:nfi:ld in'vestmont]

H

[hout ku'tor]

[har or lou tek 'nalodsi maenjo

‘fekfform farm]
[har par'formiy timz]
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[Tonmy4ats npuOBLIb OT CACTIOK
ITonmyuute cTparernyeckue
PEeUMYIIEeCTBA

Pyuka nepexmntoueHus nepegay
OO011ee OTHOIIIEHUE K
MHOCTpaHIaM

BeoliiTH 13 KOMHaTBI
I'mobGanbHOE pa3BepThIBAHUE
I'nmobGanbHble nputoku TN

Hannexamee ynpasiienue
MoJipa3yMeBaeT Haa30p 3a
PYKOBOJICTBOM KOMIIAHUH C
LENbI0 MOIePKAHUS
[EJOCTHOCTH KOMIIaHUH,
JOCTHXKEHUS 00Jiee OTKPBITHIX U
CTPOTHX TPOLEAYp U
oOecrieueHnst CoOIIOAeHNS
3aKOHO/IaTENbCTBRA.
[IpoGnema ympaBienus
CtpykTypa ynpaBieHus
CMeHa paBUTENTHCTBA
I'ocynapcreennsie HUOKP
OmarococtosiHue

[IpenocraBiienue B BUuae
HNCKIIFOUYCHUST

OTnryHas BO3MOXKHOCTH OBICTPO
MPUBJIEYET KOHKYPEHIIUIO

HMHBecTULIMY B HOBEIE ITPOCKTHI

Bricokas mona

dupMa Npou3BOIUTEIH BHICOKUX
TEXHOJIOTHI
BBICOKOIIPOU3BOAUTEIILHBIE
KOMAaHJIbI
BricokoneHnTpann3oBaHHas cpeia
YIpaBJICHUS
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Host country
Household balance
How companies
communicate

Human centered design

Human resource
executive

Human resources
business partners
(HRBP)

Human resources
leadership team (HRLT)

Hybrid strategy feasible

Impetus for action
Implement the
technology in only a
portion of company
Implement transaction
outsourcing
Implementing the
product

Implication

Incentives linked to
qualitative performance
target

Incentives linked to
guantitative targets
Incentives to local
partners

Industries evolve
Industry cluster
Industry rivalry
Inimitable & immobile

Install new foundation in
new units

Instilling the digitalized
process of the acquiring
company

Intangible assets

[houst ‘kantri]
[ 'haus hould 'balans]

[ 'hjumon] ['sentord] [di'zain]

['haibrid “straetodsi *fizobal]

['t1mpatas] [for] ['&kfan]

['1mpla menty] [09]
[ pradokt]
[ .1mplo’kerfon]

[n'sentivz hipkt tu "kwalo tert

v par ' formans ‘targot]

[m'sentivz hinkt tu "kwantr ter

tiv "targots]

[in'sentivz tu 'loukal "partnor

Z]

['tndastriz 1'valv]
['tndastri ‘klastor]
['tndastri ‘rarvalri]
[1'nimatobal & 1'mouboal]

[n'teendgabal] [ & sets]
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[Ipurnmaronias crpana
BanaHcel 1oMAaIIHEro X03sUcTBa
Kaxk xoMmmmanum o01arrcs

YennoBek LIEHTPUPOBAHHBIN
IU3aiH
PykoBoauTens otaena Kaapos

[lenoBsie mapTHEPHI 1O
YIIPABJIICHUIO [IEPCOHAIIOM
(HRBP)

PykoBoasmias rpynmna no
YIIPABJICHUIO IEPCOHAIOM
(HRLT)

['ubpuaHas ctparerus
OCYILIECTBUMA

NMitynsc K JEHCTBHIO
BHenpuTh TEXHOJIOTHIO TOJIBKO B
4acTH KOMITAaHUH

Brenpenue ayrcopCcuHIOBbIX
TpaH3aKIUH
Bnrenpenue npoaykra

Nmnnmkanus

CTumysbl, CBSI3aHHBIE C
KaueCTBEHHBIMHU MOKA3aTEISIMU

s dexTuBHOCTH

Ctumysbl, CBSI3aHHBIE C
KOJTMYECTBEHHBIMU EISIMU
CTUMYIBI JJIs1 MECTHBIX
MapTHEPOB

OBOIIOLMS OTPACITH
[IpombIIeHHBIN K1acTep
OTtpacneBoe CONepHUIECTBO
Henonpasxxaemslii u
HENOABMXHEIN

YcTaHoBKa HOBOTo (pyHIIaMeHTa B
HOBBIX OJIOKaxX

Buenpenue mudpoBoro mporecca
B MIpHOOpeTaroell KOMIIaHUH

HeMaTepI/IaHBHBIe AKTUBBI
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Intangible resources
Integrated silo
application

Interaction between
government & firm
Interest rate

Internal awareness
Internal rate of return
(IRR)

Internal survey
International
organization for
standardization (ISO)
International trade
Internationalization of
emerging market firm
Intra — firm trade
Intristic motivation
Introducing into new
capabilities

Inventory data
Inventory of your
resources

Invest in education to
develop professionals in
skills needed for future

Involve procurement in
vendor selection
Inward foreign direct
Investment flows
Inward investors

Issues that are escalated
to oversight committee

Iterate solution

Juicy take over target

Keep 20% of return
above 100%
Keep up the good work

[’ teendgobal 'risorsiz]

[ .1nto'raekfn br'twi:n "‘gaven

mont & f3:m]
['ntrast rert]
[m'tarnal] [o'wernas]

[m't3rnal 's3r ver]

[, intor naefonal trerd]

[ 1intor nafonali’zerfon Avi'm

3rdzm ‘'markat farm]
['intro — f3rm trerd]

[mn'trinsik] [ mouta'verfon]

[ . 1nvan'tori AV juor 'risorsiz]

['tnward ‘foran da'rekt m'vest

mont flouz]
['1nwad mn'vestaz]

['1fuz d=t ar "esko lertid tu ‘o

oVvar sait ko 'miti]

['ttorert] [sa'lufon]

J

K

[Kip 20% Av r1'tarn o'bav 100

%]
[Kip Ap 82 gud w3rk]
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HemarepuansHble pecypchl
WHTEerpupoBaHo B cerMEHTapHbIC
MPWIOKECHUS

ConeiicTBue

ITpouenTHas craBka
BHyTpeHHs 0CO3HAHHOCTh
BayTpenHss Hopma npuObLIH
(IRR)

Buyrpennuii onpoc
MexnyHapoaHasi Opranu3anus

MesxayHapoiHasi TOPTOBIIs
WuTepHanuoHanu3amnus GupMsl
Ha Pa3BUBAIOIICMCS PhIHKE
BuyTpudupmeHHas TOprosiis
BHyTpeHHss MOTHBAITUS
3HAKOMCTBO C HOBBIMH
BO3MOKHOCTSAMU

JlaHHBIC MHBEHTAPHU3AINH
WuBenTapusalys pecypcon

WuBectupyiite B 00pa3oBaHue
JUIsl pa3BUTHS
podeCCHOHATBHBIX HABBIKOB,
HEOOXOIUMBIX B OyIyIIeM
BxirouaTs oTzen 3aKyrnok B
BBIOOD MpoJIaBLa

Bxopgsaniye noToku npsMeIx
MHOCTPaHHBIX MHBECTULIUN
BuyTpeHHUE HHBECTOPBI
Borpocsl, KoTopble IEpeaatoTcs
Ha PaCCMOTPEHUE HAJ30PHOTO
KOMHTETA

IToBTOpHOE pelieHne

CMauHast Ledb U1 3aXBaTa

Hepxure 20% npuObLTH BBILIE
100%
[Tponomxkars xopouryr paboTy


https://tophonetics.com/ru/
https://tophonetics.com/ru/
https://tophonetics.com/ru/
https://tophonetics.com/ru/
https://tophonetics.com/ru/
https://tophonetics.com/ru/
https://tophonetics.com/ru/
https://tophonetics.com/ru/
https://tophonetics.com/ru/
https://tophonetics.com/ru/
https://tophonetics.com/ru/

Key decision makers
Key performance
indicator (KPI)

Key performance
indicator and metrics

Lab our cost
Labour & managerial
skills

Labour market
Labour market data
Lead time

Lead to higher project
cost

Learning platform

Legacy systems cobbled

together

Legal regime

Leisure education
Leverage a psychology
Leverage data

Leverage data across the

enterprise
Leveraging resources
Link the effort
Linking desperate
system

Listing stakeholders

Local manufacturing
capabilities
Local skilled lab our

Local technological
capacity

Long haul

Long term
competitiveness

Look for predictability
and efficiencies of
standardized processes

[ki] [d1's130n] [ 'merkarz]

L

[leeb "avor kast]
['letbo & maena’ dzroriol
skilz]

['ler baor 'markat]
['ler baor] [ ' markat] ["derta]
[lid taim]

['13rnig] [ 'pleet, form]

['li:g°l rer'3i:m]

['lezor edsu'kerfn]
['levarids] [2] [sar kaladsi]
['levarids] [ 'derta]

[levridsiy 'risorsiz]
[limk] [61] [ "efort]

[ 'listig] [ 'steik houvldarz]

['louvkal menjo'faektform ke
1pa " bilatiz]
[ 'loukal skild leb ‘avor]

['lovkal tekna'ladsikal ka'p
aesati]

[lon] [hol]
[lon tarm kom'petitivnis]
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JIvia npuHUMaronMe peneHus
KnroueBoii mokaszarteib

s dexruBaocT (KPI)
KiroueBble mokazaTenu

3¢ (HEKTHBHOCTH ¥ METPUKH

Onnara Tpyna

TpynoBbIE U yIIpaBIEHUYECKUE
HaBBIKA

PeiHOK Tpyna

JlaHHBIE O pBIHKE TpyAa

Bpewms BoinonHeHus

[TpuBOIUT K YBETUUYECHUIO
CTOUMOCTH MPOEKTa
Ob6pazoBatenbHas maaTdopma
Cucrembl coOpaHHbIE BOSIUHO

IIpaBoBO# pexuM

JlocyroBoe oOpazoBaHue
Hcrnons3yiTe CUX0I0THIO

D¢ dexTuBHOE UCTIONB30BaHNE
JTAHHBIX

D¢ heKTUBHOE UCTIOI30BaHIE
JIAHHBIX HA MPEAIPUITHI
Hcnonb3oBanue pecypcos
OObeTUHATH YCHITUS
O0benuHeHne pa3po3HEHHbIX
cUCTEM

Cnucok 3auHTEpPECOBaHHBIX
CTOpOH

Bo3MOXkHOCTH MECTHOTO
MIPOM3BOJICTBA

MecTHas kBanupUIIUPOBAHHAS
pabouas cuna

MecTHBII TEXHOJIOTHYECKU I
MOTEHIMA

HaneHsa nopora
Honrocpounas
KOHKYPEHTOCTIOCOOHOCTH
CrpemMurech K NpeIcKazyeMOCTH
1 3¢ HEeKTUBHOCTH
CTaHJAapPTU3UPOBAHHBIX
IIPOLIECCOB
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Lousy track

Low corruption

Low economy of scope
Low touch system in the
process

Machine learning
Maintain stake

Major flaws

Major trends and
opportunities in industry
Make profit
Management decision
Management of
technology

Managing internal
stakeholders

Managing relationships
Marginal propensity to
consume

Market based view of the
firm

Market share
Marketing abilities
Master data

Master innovation &
execution

Mature model

Maturity data

Mention doing
something

Mezzanine financing
Minimum viable product
MVP

Mission statement
Mode of international
operation

Modes of entry
Moments that matter

National competitiveness

[lov ka'rapfan]
[lou 1'kanami av skoup]

M

[ma’fin] [ '13rnim]
[memn tern steik]

[ 'merdzar floz]

[ 'merdzor trendz eend apor'tu

notiz i "indastri]
[meik ‘prafat]

[ ' manadsmant av tek nalodsi

]

[ 'maenad3m m'tarnal ‘steik ho

vldorz]
[ 'maenad3iy ri'lerfon [ips]

[ ' mardzanal pra penstti tu kon

'sum]

['markat beist vju Av s farm]

[ 'markat fer]
[ 'markati o bilatiz]
[ 'meestor] ['derto]

[ 'mestar 1no'verfon & ekso’

Kjufon]

[ma'tor] [ ' madal]
[ma'forati] ['derto]

[ 'menfon 'duiy ‘samOin]

[ 'mezo nin fa'naensiy]

[ 'mifon] [ stertmoant]

[mavd pv ta'naef>n’l pper'e

1°n]
[mavdz pv “entri]

[ ‘'moumants] [0t] [ matar]

N

['nafanal kam petitivnis]
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HenpaBunbHblii yTh
Husknii ypoBeHb KOppyHuuu
Hwuskas sxonomus o0bema
Cucrema ¢ HU3KUM YPOBHEM
KacaHus B pa3paboTke

MarmunaHoe oOydeHue
[Tonep>xuBaTh CTaBKY
OCHOBHBIE IOTOKU
OcHOBHBIE TEHJACHIINH U
BO3MO>XHOCTH B OTPACITU
[Tonmyyaiite mpuOBLIH
VYrpaBiaeHYECKOE pelieHre
VYrpaBiaeHue TEXHOJIOTUSIMH

VYnpasiieHue BHyTpEHHUMU
3aMHTEPECOBAHHBIMU CTOPOHAMMU
YnpasieHrne OTHOWIECHUSIMU
[IpenenpHast CKIIOHHOCTB K
OTPEOIEHUIO

PbiHOYHBIN B3r1511 HA GUpMY

PriHounas goins
MapKkeTHHTOBbIE CITOCOOHOCTH
OCHOBHBIE 1aHHbIE

Macrep uHHOBanUi U
WCTIOJTHEHUS

3penas MoAeNb

JlaHHBIE O CpOKax peanu3anuu
VY1omMuHaHue O BBINOJHEHUN
4ero-nmmoo

Me3zaHnnHCcKOe PMHAHCUPOBAHHE
MuHUMaIbHBIN )KU3HECTTOCOOHBIN
MVP nponykra

DopMyUPOBKAa MUCCUU

Pexum paboTsl

Croco0Or1 BXo1a
BaxHbie MOMEHTEI

HammonansHas
KOHKYPEHTOCTIOCOOHOCTH
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National System of
Innovation Technology
Natural language
Negotiation between IT
and Business

Net profit margin

Net promoter score
(NPS)

Net promoter score NPS

Network analysis
Nightmare competitor
contest

Non-advanced countries

Obijective appraisal
Observe for common
elements in enterprise
architecture
Onboarding time

One page core diagram

Operating model
Operation changes fit the
strategy

Operational risk
Opposed to create new
capabilities

Optimize core is a
business process
integration and
standardization and
adjustment to the results
changes

Optimized core
Organizational network
analysis

Output and income
Outstanding examples
Overwhelming diluted on
projects of little
significance

Ownership advantage
Ownership structures

[ n&f*n°] ‘sistom pv
.Ina'verfPn tek nolodsi]
[ naeforal] [ 'lengwods]

[net "prafot ‘mardzon]

[ 'ne twsrk] [o'naelasas]

[ 'nart mer kom'petator ‘kante
st]

[non-ad'va:nst 'kantriz]

O

[ob'dzektiv o' prerzal]

['an bordim] [taim]

[ aps rettig] [ 'madal]
[.apa'rerfon ‘eindzoz fit do
streetodsi]

[ apa'rerfonal risk]

["apto maizd] [kor]

['avt put &nd ' kam]
[ avt'stendin] [1g zempolz]

['ovnar Jip &d ventids]
['ovnar Jip 'straktorz]
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HannonaneHas cucrema
MHHOBAIIMOHHBIX TEXHOJIOTHI
PonHol s13b1K

Ileperosopsl Mexay IT u
ouzHecoM

Pb1HOK ynCTOM MPUOBLTH
[Tokazarenb YuCTOro
npoasmwkeHus (NPS)
YucTelil peHTUHT TIPOMOYTEPOB
NPS

CereBoil aHanu3
Konkypc

HCHPOIIBI/IHYTBIG CTpaHbI

OObekThBHas OIIEHKA
Haiitu o0O1ie 3jeMEeHTHI B
MPEAIPUHUMATETBCKOMN
apXUTEKTYype

Bpewms apanramuun
OpnnoctpanuyHas 6azoBas
Juarpamma

OneparnmonHast MOJIEIb
OnepaTuBHbIE U3MEHEHUS
COOTBETCTBYIOT CTPATETUAM

IIpoTrBOIEHCTBOBATH CO3AAHUIO

HOBBIX BO3MOKHOCTEHN

Optimize core — 3T0 uHTErpanus

U CTaHAapTU3alnuA OuzHec-

MponecCcoOB, a TAKIXKE agarTanus K

HU3MCHCHUAM PC3YJIbTATOB

OnTuMHU3UPOBAHHOE AJIPO

AHann3 OpraHu3aloOHHON CETH

OO0BeM MPOU3BOICTBA U IOXOIBI

Brinaronmecs npumepsl
IMopasnsromniee OOJIBITUHCTBO
MPOEKTOB HE UMEET OOJIBILIOTO
3HAYCHUS

[IpeumyiiecTBO BiIaaeHUS
CTpyKTypbl COOCTBEHHOCTH
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Passion for frontline
Passive people analytics
People analytics value
chain

People science
Performance
management

Pet project

Physical capital
investment

Piche a company

Pick an idea & pitch to
group

Policy shift
Policy-reduced recession

Political Assistance
Political risk

Poor fit with Local
Environment
Population demography
Postimplementation
assessment

Predictable analytics
Predictive analytics
Prescriptive analytics
Preserve the image of the
community

Process engineering
skills

Process innovation
Processing net present
value NPV

Product engineering
skills

Product innovation
Product management
Productivity data
Profound understanding
Project citing investment
motives

Prompt the architecture

group

P

['paefon for 'frant lain]

['pipal] [ 'sarons]

[par' formons] [ 'manadsmant]

[pet] [ pradsekt]

['fizikel "keepit’l m'vestmant]

[pf o "kampani]

[p1k an ar'dio & prff tu grup]

[ palssi Jift]
['palasi-ra’dust ri'sefan]

[pa’litakal] [2's1Stons]
[pa’litakal risk]

[por fit wid "lovkal m'varran

mont]
[.popja’lerf*n di' mogrofi]

[pr1'diktobol] [ &na'litiks]
[prr'diktrv] [ eena’litiks]
[prr'skriptiv] [ aena’litiks]

['pra ses ‘endzo’nirm skilz]

['pra ses 1na'verfan]

[ 'pradokt "endzo’nirm skilz]

['pradokt ;ma’verfon]
[ pradakt] ['maenadzmant]
[ ,provdak trveti] ['derts]

[prouv'favnd andor'staendin]
['pradzekt ‘sartiy m'vestmont

‘moutivz]
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Crpactb K nepeoBoi
ITaccuBHas aHaIUTHKA JIIOICH
Amnanus moael 1 nermoyka
IIEHHOCTEH

Hayka o moasx

VYmpasnenue 3¢ (HEKTUBHOCTHIO

JIroOuMmBbIii IpoeKT
WNuBectuiuu B puznveckuit
KaImmTajl

Br16epute KOMIaHuio
Br10path uier0 1 IpeIioKUTh
rpyIie

CIBUT B IIOJIUTHKE

[TonuTnka MHAYLIMPOBAHHOTO
crnana

ITonuTHyeckas MOMOIIb
[Tonutnyeckuit puck

Cnaboe COOTBETCTBHE MECTHOM
cpene

Hemorpadus HaceneHus
OueHka nocne BHEAPEHUs

IIpenckasyemMasl aHanUTHKA

[IporHo3upyronias aHaJIMTHKA
[IpennuceiBaromniasi aHaIUTHKA
CoxpansiiTe IMHIK COOOIIECTBa

HaBbIky TEXHOJIOTHYECKOTO
IIPOEKTHPOBAHHUS

WNuHoBanuu B rpoueccax
Pacuer uncrol npuBeIeHHON
croumoct NPV

HaBbiku pa3paboTku nmpoaykra

NuHoBanuu npoykra
VYnpapneHue npoayKTom
JlaHHBIE O TPOYKTUBHOCTH
['my6okoe nmoHMMaHue
IIpoexTupoBanue, cChlIasiCh HA
WHBECTULIMOHHBIE MOTHBBI
[ToOyxmaeT apXUTEKTYpHYIO

rpynmy
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Proprietary deal recourse

Propriority deal flow
Protective & defensive
techniques

Provide clear objectives
and guidelines

Provide input on people
priorities across the
company

Proximity to market
Pulse survey
Purposeful analytic
Pursued a strategy of
distinguishing between
core and non-core
business activities

Put forwards

Put the functional silos to
one side to focus on
problem in hand

Quality of life
Quantify outcomes

Quick win

Rarely considered

Raw Data

Reasonable levels of
taxation

Reconcile desperate data
definition

Recourses & capabilities
Redemption &
compounding

Redesign performance
management

Reduce the number of
projects you do at one
time

[pro’prars teri dil "rikors]

[pro’praro, teri dil flov]
[pra'tektiv & di'fensiv tek 'nik

s]

[prak'smmati tu ‘'markat]
[pals] ['s3r, ver]
['p3rpasfal] [,e&ena’litik]

[pot forwardz]

Q

[ 'kwalsti av laif]
[ ' kwantr fai] ['avt kamz]

[kwik] [wimn]

R

['rerli kon'sidord]
[ra] ['derta]
['rizz°nabel "lewlz v teek serf?

n]

['rikorsiz & keipabilotiz]
[ri'dempfon & kom'pavndin]
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Pecypc cnenku o npase
COOCTBEHHOCTH

[ToTok cienok coOCTBEHHHKA
TexHuka 3ammra

ChopmynupyiiTe 4eTKUE eI U
PYKOBOJIAIINE IPUHIUIIBI
ITpenocraBbTe HHGOPMALIHIO O
KaJ[pOBBIX IPUOPUTETAX B
KOMITaHUHU

bim3ocTh K pBIHKY

[TynecoBoe obcnenoBanue
Llenesas aHaUTUKA
[TpunepxuBancs crpareruu
pasrpaHMyYeHHsI OCHOBHOM U
HenpopuIbHONU OU3HEC-
JeSITeIbHOCTH

BriaBurarts

OTtnoxkure PyHKIMOHATIbHBIE
00513aHHOCTHU B CTOPOHY U
COCpPEIOTOYBTECH HA TEKYLIEH
npobieme

KagecTBo *u3HU
KonuuectBeHnHas orieHka
pe3yJIbTaTOB

BBICTPBIN BBIMTPBIII

Penko paccmaTtpuBaercs
HeoOpaboTanHble 1aHHBIE
Pa3ymHubIll ypOBEHD
HAIOT000IaKEeHUS
CornacoBanue pa3po3HEHHbBIX
JTAHHBIX

Pecypchbl 1 BO3MOKHOCTH
Uckynienue U ycinoxxHeHUe

IIepenpoekTupyiTe cucteMy
yrnpasieHus 3pPpeKTUBHOCTHIO
Cokparure KOJTUYEeCTBO
IIPOEKTOB, KOTOPBIE BBI
BBINOJIHSAETE OJTHOBPEMEHHO
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Regulatory compliance

Related business
Relationship analytics
Relationships at any
architectural stage
Relative bargaining
power

Represent the approach
Request for proposal
(RFP)

Request for quotation
(RFQ)

Research capability
Resource
complementarity
Respond to the threat
Retail outlets

Rethink your foundation
for execution

Return of investment
(ROI)

Reveal insights
Revenue data
Revenue models
Rewiring system
Rippling benefits
Rise intensity of
competition

Rivalry among existing
competitors

Robotic process
automation (RPA)
Robust data

Roll your sleeves up
Route of growth

S&T infrastructure
Safety data
Sales data

Scalable products
Scale — efficient plants

[ri'lertid "biznas]
[ri'letfon [ip] [ &na’ litiks]
['relotiv 'barginim ‘pavor]

[ repra’zent 8i o' prout]

[ri's3rf kerpa’bilati]
[ 'risors ]

[r1'spand tu &o Oret]
['rizterl "avtlets]

[ri'tarn] [av] [in'vestmont]

[ri'vil] ['mn sarts]
['revo nu] [ deits]
[‘revo nu ‘'madoslz]
[ri'wararm] [ 'sistom]

[ 'rarvalri o'man 1g’zistiy kom

"petatorz]

[rou'bast] ['derto]

[ru:t ov grouvb]

S

[es&ti 1nfra'strak{far]
['serfti] ['derta]

[seilz] [ 'derta]
['skerlabl] ['pradakts]
[ skerl —1'fifant pleaents]
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CobroieHne HOpMaTUBHBIX
TpeboBaHU

CBs13aHHBIN OU3HEC

AHanu3 B3aMMOOTHOIIEHH I
B3auMooTHOIIEHNS Ha TFOO0M
ATane NPOCKTUPOBAHMS
OTHOCHUTENIBHAS CHJIa TOpra

[Tpencrasisier MOaX0/
3anpoc npeanoxKeHui

3anpoc KOMMEpPYECKOro
npeninoxenus (RFQ)
HccnenoBaTenbCkuil moTeHIual
B3aumMoniononHsaeMocTs pecypcoB

OTBeTUTH HA YTPO3y
Po3nuuHas Toprosis
IIepeocmbIcauTEe CBOIO OCHOBY
JUTSL UCTIOJIHEHUS

Bospar naBectuimit

BrisBasiiTe nHCAUTHI
JlaHHBIE O JOXO0daX

Mogenu goxona
IIepenpommuBka cucTemMbl
MacirraOHbIE BBITOIbI
IToBpImeHNEe HHTEHCUBHOCTH
KOHKYPEHIUH
ConepHU4eCTBO MEXKTY
CYLIECTBYIOIIMMU KOHKYPEHTAMH
PoGotuzupoBanHas
aBTOMATHU3ALMS [TPOLECCOB
Hanéxable naHHbIC
3acy4yuTh pyKaBa

IIyTs pocta

HayuHo-Texnuueckas
UHPPACTPYKTypa

JlaHHBIE 1O TEXHUKE
0e30rmacHOCTH

JlaHHbIE O ITpoAaxax
Macmrabupyembie TPOAYKThI
Macmrabupyembie 3aBOIbI
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Scale efficient plant
Scale solutions
Second among banks
Second wave
Secondary attributes

Servant leadership results

instead of wens

Set scope

Share data

Share fund

Share technologies are
the key elements on the
enterprise architecture

core diagramm and they

include data centres,
telecommunication

network, offshore system

development and

maintenance capabilities

centralized Vendor
negotiation vendor
negotiation, helpdesk
Shared goals

Sharing & transfer of
technology spill over
Short term valuable
Resources

Skill based workforce
planning

Skilled workforce
availability

Slated for replacement
Social mobility
Social unrest

Society of human
resource management
(SHRM)

Software as a service
(saas)

Solution engine

Sophisticated uses of IT

Speaking the language of

business

[skeil 1'fifant plent]

[skeil] [sa'lufanz]

['sekond] [o'maAn] [beenks]
['sekand] [weiv]

['sekon deri] [ etra bjuts]
['s3rvant ‘lidor [ip rr'zalts '
sted AV wenz]

[set skoup]

[fer] [ derto]

[fer fand]

[ferd goulz]

[ fearmy & traens f3:r pv

tek 'noladsi spil "auva]

[fort tarm "veljobal 'risorsiz]

[skild ‘w3rk fors o, verlo'biloati]

['soufl mauv'bilati]
[ 'soufal an'rest]

[sa'lufon] ['endzan]
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DddexkTHOE MacITaOUpOBaHUE
MacmrabupyembIx perieHus
Bropotii cpeaun 6ankoB

Bropas BosHa

Bropuunsie aTpuOyThI
Pe3ynbrarhel pykoBoJCTBa
CIIyraMH BMECTO >KUPOB
YcranoBuTh 001aCTh JEUCTBUSA
OOMmeHuBaTbCA JaHHBIMU
[TaeBsrit o

TexHOI0ruM COBMECTHOIO
WCIIOJIb30BAHUS SBJISIFOTCS
KITFOUEBBIMH JJICMEHTAMU
0a30BOM CXEMBI APXUTEKTYPBI
MPEINPUATHS U BKIIOYAIOT B ce0st
LEHTPBI 00PaOOTKU JaHHBIX,
TEJIEeKOMMYHUKAIMOHHYIO CETh,
BO3MO>XHOCTH pa3pabOTKU U
00CITy>KMBaHUsI aBTOHOMHBIX
CHUCTEM, IIEHTPAIU30BAHHBIC
MEPETOBOPHI € TTOCTABITUKAMH,
CITy0y TEXHUYECKOU MOAIEPKKH
O6mue nenu

[Tepenutbes

KpatkocpouHble IEHHBIE pecypChl

[InanupoBaHue nepcoHana Ha
OCHOBE HaBBIKOB
Kpanudunrposannas paboudas
cuia

HameuenHb1l k 3aMeHe
CornmanbHas MOOUIIBHOCTH
CornmanbHas HeCTaOUIBLHOCTh
OO6m1ecTBO ympaBiaeHUs
YeJI0BEYECKUMH pecypcamMu

[IporpamMmMHoOe obecrieueHue Kak
yciyra

Coznanue pemieHus
[IpogymaHHOE HUCIIOIB30BaHKUE
UT

I'oBopuTh Ha s13bIKE OHU3HECA
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Specialization of jobs &
functions

Srategic partnership
Stakeholder map
Stakeholders
management

Statistical analysis
Statistical modelling
Statistical sampling
Staying below the line
Steering group

Stock of assets
Strategic partnership
Strategic resources
Strategic takeaways
Strategic workforce
planning

Strategy on identifying
opportunity to leverage
its capabilities

Stuck with hand delivery

Subset of business units
Sunk cost

Supplier power

Support good data
management

Support initiatives that
are inconsistent with the
assumption it’s built on

Sustainable and long-
term value

Systems and platforms vs

business models

Take on responsible
Talent market data
Talent marketplace
Tangible business
improvement
Tangible contribution
Tangible resources
Tax burden

Techno less

[ spefalo’zerfon av dzabz & 'f

Apkfanz]

['sterk houldar] [mep]

[sto tistikal] [o'naelosas]
[sto tistikal] [mow'derlin]
[sto tistikal] [ seemplin]
['steriy br'lou 09 lain]

['stirm] [grup]
[stak av "a sets]

[stra'tidsik 'risorsiz]
[stro'tidsik terk ‘er weiz]

[stak wid haend d1'livari]

[sapk kast]
[sa'platar "pavor]

T

[terk an ri'spansabal]
['teelont] [ 'markat] [ 'derta]
[ 'teelont] [ 'markat pleis]

[ 'teendzobol] [ kantra'bjufon]
[ 'teendzobol ‘risorsiz]

[teeks "b3rdan]

[ 'teknou les]
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Chnenmanusanys J0JHDKHOCTEN U
byHKIUH

CrpaTternueckoe nmapTHEPCTBO
Kapra 3anHTEpecoBaHHBIX CTOPOH
Ynpasnenue
3aMHTEPECOBAHHBIMU CTOPOHAMU
CraTucTUUeCKUN aHaIIu3
CratucTuueckoe MOACIUPOBAHNE
Craructuueckas BbIOOpKa
OcTraBasich HHKE JJUHUHA
PykoBoasmias rpynna

3arac akTUBOB

CrpaTteruueckoe nmapTHEPCTBO
Crpareruueckue pecypcsl
CtpaTerudeckuii BEIBOIBI
CrtpaTeru4eckoe KaapoBoe
IJIaHUPOBAHHUE

Crtparerus BbIsSBICHUS
BO3MOKHOCTEH HCIIOJI30BaHUS
CBOHX BO3MOXKHOCTCH

3acTpsil ¢ pyYHOU TOCTaBKOM
[TogMHOXKeCTBO OM3HEC-€IHMHUIL
HeBo3BpaTHble U3AEpKKI
MomHOCTh NOCTaBIIUKa
[Tonnepxka 3¢ peKTUBHOTO
yIpaBlIeHUs TaHHBIMH
[TognepxuBaTh UHUITMATHUBEI,
KOTOPBIE€ HE COOTBETCTBYIOT
MIPEAMNOI0KEHHIO, HA KOTOPOM
OHH OCHOBAHBEI.

YceronunBas v JOATOCpOYHast
LICHHOCTh

Cucremsl 1 TIaTHOPMEBI B
CpPaBHEHHH C OM3HEC-MOIEIISIMHU

B34Th OTBETCTBEHHOCTH
JlaHHBIE O PBIHKE TAJIAHTOB
PbI1HOK TanaHTOB

OmyTuMoe ynydiieHne OuzHeca

OuryTuMbIi BKIIAJT
MarepuaibHble peCypChl
Hanorosoe 6pems
TexHO MeHbI1IE


https://tophonetics.com/ru/
https://tophonetics.com/ru/
https://tophonetics.com/ru/
https://tophonetics.com/ru/

Technology giant
Term sheets

Terms of reference
Text analysis
The age of discovery

The age of excellence
The age of innovation
The age of realization
The age of value

The culture pyramid
The force responsibilities
of people analytics

The key message

The role of government
is crucial

The rule of law

The scope of changes is
significant

Think back to last time
discussion on ownership
advantages

Third wave

Threat of entry

Threat of replacement
Threat of substitute
products or service
Threat of substitutes
Tights cost control
Timing of new product
development

To be awarded in 2000
the international quality
award for the best quality
To claim intension

To concept of
consideration of HR and
key audience: employee,
manager,

executive, workforce
To deploy tangible &
intangible resources

To dozen of companies

[tek nalodsi] [ dzarent]
[tarm fits]

[tarmz] [av] [ ‘reforans]
[tekst] [0 nealosas]

[09] [ki] [ ' meSads]
[0a roul AV ‘gavermont 1z ‘kr
ufal]

[0a ru:l bV lo:]

[0k beek tu laest tarm dr'skaf
on an ‘ounar fip &d ventids
4

[03rd] [werv]

[Oret AV "entri]

[Oret AV r1'plersmont]

[Oret av 'sabsto tut 'pradokts
or 'S3rvas]

[Oret AV "sabsta tuts]

[tarts kast kon'troul]

[ tatmig AV nu ‘pradakt di'vel
opmant]

[tu klerm in'tenfon]

[tu di'plor "teendzobal & m'te
ndzabal 'risorsiz]
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TexHoornyecKrue rTuranThbl
Tabmuiel BeTped, TaOIHIIbI
YCIOBUU

Texauueckne 3agaHus

AHanu3 Texcra

Droxa BEIMKUX Teorpaguaeckux
OTKPBITUI

Dnoxa COBEpIICHCTBA

Droxa MHHOBALMI

O1o0xa 0Co3HaHUI

Oroxa eHHoCTeH

KynprypHas nupamuia
AHalMTHKa TPYAOBBIX
00s13aHHOCTEN COTPYAHHUKOB
KiroueBoii mochlI

Ponb npaBuTenbCcTBa KitOUeBas

BepxoBeHCTBO 3aK0HA
Macirrad u3MEHEHHH 3HAYUTEICH

BcnomuuTe nponutyto
JUCKYCCHIO O IPEUMYILECTBE
BIIAJICHUS

TpeTss BoHA 10BEpUs
VYTrpo3a npOHUKHOBEHHS
Yrpo3a 3aMeHbl

Yrpo3a 3aMeHbl

Yrpo3a 3aMeHbl

KecTknii KOHTpOIIb 3aTpaT
Cpoxku pa3paboTKH HOBOTO
IIPOIYKTa

Harpaxnen B 2000 rony
MEXIYHAPOJAHOW Harpasou 3a
Jy4lliee KayecTBO

3asaBIATh O HAMEPEHUHN

K xoH1enmmu yuera HuHTEPECOB
HR u xaroueBoit ayquropuu:
COTpYJIHUKA, MEHEIKEPA,
PYKOBOJSILIETO COCTABA,
TPYZOBBIX PECYPCOB
PazBepthiBaTh

Jlo mecsiTka KOMITaHUH
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To generate business
outcomes

To leverage IT
capabilities and adopt
business process changes
To pay in wages

To scale solutions across
the enterprise

To turning the district
around

To what extent does the
company benefit by
having business units run
their operations

Trade flows

Transaction relationships

Transfer channels
capabilities
Trivial endeavour
Trust dividend

Unification operation
model

Unrelated business
Unwitting strategic
change

Upstream business
Use data to deliver
business outcomes

Value chain
Value chain
methodology
Value generation
(valuable + Rare)
Value map

Value preposition
Variable capacity
Varying role of
government
Vicious circle

[tu] [per] [n] [ ' werdzaz]

[tu] ["tarnin] [0a] [ distrikt]

[2'raund]

[trexd flouz]

[treen'zeek fon] [ri'letfon [ips]

[‘treensfor "faenslz  kerpa'bilo

tiz]
["trivial] [in'devor]
[trast] ['divi dend]

U

[.anrr’'lertid "biznas]

[on"witiy stra'tidzik feinds]

['Ap strim "biznas]

V

['veelju fen]

['veelju dzena'rerfon (‘veeljab

al + rer)]
['veelju map]
['veelju pripa‘zifan]

['vearim roul pv ‘gavenmant]

['vifas 's3rkal]
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Jlnst mocTrkeHus: Ou3HeC-
pe3yiabTaTOB

Ucnonp3oBars Bo3moxxkHoCcTH UT
Y BHEJIPSITh U3MEHEHUS B OM3HeEC-
npoiieccax

[1naTuTe 3apriaTel
MacmrabupyiiTe pemeHus Ha
NpEeANPUITHI

YToObl H3MEHUTH CUTYAIUIO K
JTydeMy

Kakyro BeIroy nomyvaer
KOMITaHHS OT TOTO, YTO €€
MOApa3eNICHUs] YIPABIISIIOT CBOSH
JIEATEIBbHOCTBIO?

Toproseie NOTOKK
TpaH3akIIMOHHBIE OTHOLLEHUS,
B3auMocBa3p Mexay caenkaMu
Bo3moxHOCTH KaHAIIOB Ilepeaadn

[IpocTeie neicTBus
JvBUaEHIBI TOBEPUS

YHaubunupoBanHas
OIepallMOHHAs MOJENb
Hecss3anHbIN OH3HEC
HeBoubHBIE CTpaTernueckue
H3MCHCHMUS

PasBuBaronuiics peIHOK
Hcnonp3oBanne JaHHBIX I
MOJYYEHUS PE3YIIBTATOB

Llenouka 3HaYCHUM
Mertononorus co3/1aHusl LIETOYKH
LEHHOCTEMN

Coznanne neHHocT (IieHHoe +
penkoe)

Kapta 3nauenuit

IleHHOCTHOE MpETIOKEHNE
ITepemenHast MOILIHOCTH
Memnsromasics poib
MPaBUTEIHCTBA

[TopounsIii Kpyr
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Wage-adjusted
productivity

Way of anticipating of
rival actions

Weak institution
(corruption, ruled, law,
IP protection)

Week institutions deter
entry

Well defined processes
Well-paid job with
benefit

What are potential for
your offering?

What is your unique
selling Preposition?
What is your vision?
Wholesale floor-plan
accounting and risk
management system
Wholly owned
subsidiaries

Work on business
challenges

Workforce analytics
Workforce experience
Workforce is consumer
of people processes

Workforce planning
World class shared
service capabilities

W

[werds-
o'dgastid prodak tivati]

[wer av @&n'tiSo pertiy AV 'rar

val "akfonz]

[wik nsti'tufan (ka'rapfon, r

uld, lo, 1p pra’tekfan)]

[wik nsti'tufonz di'tsr "entr]

[ ,wel perd dspb wid "benifit]

[wat ar pa’tenfal for juar ofor

]

[wat 1z juor ju'nik "seliy
pripa’zifon]

[wat 1z juor 'vizon]

['houli aund sab'sidiariz]

['wark fors] [ &no’litiks]
['wark fors] [1k 'spirions]

[ 'w3rk fors] [ 'plenm]
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IIpou3BOAUTEIBHOCTD C
MOIPAaBKOM Ha 3apIuiaTy

Crioco6 npeaBuacHUS TeHCTBUI
MPOTUBHHUKA

Cnalblif ”HCTUTYT (KOPPYIILIHS,
YIPaBIsieMOCTb, 3aKOH, 3alIUTa
HMHTEJUJICKTYyaJIbHOM
CcOOCTBEHHOCTH)

CnaOble UHCTUTYTHI CIEPKUBAIOT
BXO/]l

YeTko onpenesneHsl Ipouecchl
Xoporiio omaunBaemas pabota ¢
BBITOJ0U

KakoB noTteHmuan Bamiero
npeIoKeHus?

[Ipenynor nponaxu

KaxoBo Baiie Bugenue?
CucreMa OITOBOrO IJIAHOBOI'O
ydeTra M YIpaBJICHUS PUCKaMU

100% mouepHue KOMIAHUU

Pabotaiite Hax perieHuem
OusHec-3a/1a4

AHanu3 TpyIOBbIX PECYPCOB
OmnbIT paboTHI C TEPCOHATIOM
PaGouas cuna siBasieTcst
oTpeOUTENEM YeIIOBEUECKUX
IIPOLIECCOB

KanpoBoe nmianupoBanue
Bo3mokHOCTH 06CTyKMBaHUS
MHUPOBOTO Kjacca
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