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Kupees Anapeii IlerpoBuy
MOCKOBCKMI MHHOBAIlMOHHBI YHUBEPCUTET

CrpaTeruu BbIBOJa KOMIIAHUH HA 3apy0e:KHbIe PHIHKH (HA PUMepe aJanTalun U
CTAHJIAPTH3ALMH)

AnHoTanudA. MHTEepHAIIMOHAIU3AIUS IEATeIbHOCTH KOMITAHUH TTOCPEICTBOM BBIXO/1a Ha
3apyOeKHbIE PHIHKU MPEICTABISIETCS 3HAYUMBIM aCIIEKTOM JIEATEIbHOCTH MHOTUX MPEANPUSITHIA,
CTPEMSIIINXCS PACIIMPUTh OXBAT CBOEH IKOHOMHUYECKOM e TeIbHOCTH. CyIIECTBYIOT pa3IMUHbIC
BUJIbl CTPATETHii, C MOMOIIBI0O KOTOPHIX KOMIIAaHUSI MOXKET BBIMTH Ha 3apyOekHble pPhIHKH. B
HACTOSIIICH CTaThe paccMaTpUBAIOTCA TAKUE CTpPATeTMM MHTEPHAIMOHAIU3ALMUU ACSTEIbHOCTU
bupmbl, Kak afgantanus u ctanaapruszanus. [lo utoram rccneaoBanus aeaaeTcst BBIBOJ O TOM, U4TO
U y ajanTalyy, ¥ y CTaHJapTU3alMU €CTh CBOM MPEUMYIIECTBA U OTPAHUYCHHUS, B CBSI3H C YEM
KOMIIaHUSIM HE0OXOJIMMO MX YYHUTHIBATh MPH Pa3pabOTKe CBOEH CTpaTErny BBIXO/a HA BHEIIHUE
pbiHKH. Taxke aBTOp MPUXOAUT K BBIBOAY O TOM, YTO B «UHCTOM» BHUJE aJanTanus H
CTaHJapTHU3aIUs TPAKTHUECKU HE MPUCYTCTBYIOT B ACITEILHOCTH KOMIIAaHUH, a TOTOMY (hrupmMam
cileayeT TOJIb30BaThC KOMOMHHMPOBAHHBIM MOAXOJOM IPU BEICHHWU BHEIIHEIKOHOMHUYECKOU
JESITEIbHOCTH.

KuloueBble cjioBa: ajganranus, CTaHAapTU3AIMUSA, KOPIIOPATUBHAS CTPATErus, BHEITHUE
PBIHKH

Kireev Andrey Petrovich
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Strategies for companies entering foreign markets (on the example of adaptation and
standardization)

Annotation. Internationalization of a company’s operations through entry into foreign
markets is a significant aspect for many businesses seeking to expand their economic reach.
Various strategies exist for companies to enter foreign markets. This article examines such
internationalization strategies as adaptation and standardization. The study concludes that both
adaptation and standardization have their advantages and limitations, which companies should
consider when developing their foreign market entry strategies. The author also concludes that
adaptation and standardization, in their pure form, are rarely present in companies’ operations, and
therefore, companies should use a combined approach when conducting foreign economic activity.
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Cy1iecTByeT MHOXECTBO Pa3IUYHBIX HAyYHBIX IOJXOJIOB K BBIJCICHUIO CTpaTeruit
BBIBOJIa KOMITAHWH Ha 3apyOexHbIe phIHKK. OJHUM M3 HanOoJjiee pacpoCTPaHEHHBIX TOIX0I0B
BBICTYNaeT TOJpa3eliecHue BCEX CTpaTerwii BBIXOJAa HA WHOCTPAaHHBIA pPBIHOK Ha JBE
JTUaMETPaTbHO TPOTHUBOTIOIOXKHBIC KATETOPUH — aIANTAIlAI0 U CTAHIAPTH3AIIHIO.

[Ipu cranmapTU3aluu BBIXOASINAs HAa HOBBIA PHIHOK KOMIAHHS MOJIb3YETCS TEMHU JKe
MapKETHHTOBBIMH TTPHEMaMH, KOTOPBIC OHA HCITOJIB3YeT Ha JIOMAIIHEM PBIHKE, T.€. Mpejjiaraet
TOT K€ acCCOPTUMEHT M YyCTaHAaBIMBAeT OJMHAKOBBIC MpaBUja IEHOOOpa3oBaHMs, CObITA U
MPOJIBIDKCHHS. ANanTtamnusi K€ TMpeACTaBiIseT co0o0i, HAao0OpOT, CYIIECTBEHHOE HW3MEHEHUE
napaMeTpoB MapKETHHTOBOTO MHKca (MPOAYKTa, II€HOOOpa3oBaHUs, cCTpaTeruu cObITa U
MIPOJBMKCHHUSI) I TOTO, YTOOBI aJalTHPOBATh JCATCIHHOCTh KOMITAHHUH K CIEIU(DUICCKUM
YCIIOBHSIM HOBOTO phIHKA [1].



Boibop Mexay AByMs JaHHBIMH CTpaTeTUSMU OIpEAeNseTcss IIMPOKHUM Habopom
(bakTOpOB, KOTOPbIE HEKOTOPHIE UCCIIEAOBATEIH MOAPA3ACIAIOT Ha:

1. @akrtopsl BHemHeW cpenbl. Croga BKIIOYAIOTCS pa3HOOOpasHble  (DaKTOpHI,
NPOMCTEKAIONINE W3 PBIHOYHOW Cpedbl, MOTPEOUTENHCKOTO TMOBEACHHS, KOHKYPEHTHOU
00CTaHOBKM Ha LIEJIEBOM PBIHKE, MPOTYKTOBBIX U OTPACIIEBBIX OCOOEHHOCTEH U T.1I.

2. Buytpennue ¢axtopsl. Takue GpakTopbl 0XBaThIBAIOT ABE OOJIBIINE KATETOPHHU:

J OpraHu3alMoOHHbIe (DAKTOPBI: OpPraHM3alMOHHAs CTPYKTYpa, KOPIOpaTUBHAsS
KyJlbTypa, HaJIM4YUE€ OIbITA MEXAYHAapOAHOM MAESITEIbHOCTH Yy KOMIIAHUHU, A0JS JI0XO/OB,
MOJTy4aeMBbIX Ha 3apyOeKHBIX PHIHKAX, U T.J.;

J ynpapiieHYeckre (GakTopbl: (aKTOpbl, Kacaloluecss CTWISI U OCOOCHHOCTEH
NPUHATHS YIPABICHUYECKUX PEUIEHUM B OpraHM3allid B OTHOIIEHWH BHEIIHEIKOHOMMYECKOM
nesrenpHocTH [10].

Bri6op Mexay AByMsi pacCMaTpHUBaeMbIMH B HACTOSIIEH paboOTe CTpaTerusMu SBISIETCS
KpaiiHe Ba)KHbIM, [TIOCKOJIbKY OT IPUMEHEHUS 3JIEMEHTOB CTaHAAPTU3ALIMU WU aIallTalliu B TEX
WIA WHBIX HampaBleHHAX OusHeca OyIyT 3aBHCETh KIIOUEBBIC MoKaszaTtenu 3(hdexkTuBHOCTH
MPUCYTCTBUS (PUPMBI HA HOBOM PBIHKE — IIPOJIAXKH, TPUOBLIb, YIOBIETBOPEHHOCTh OTPEOUTENEIH,
IPOU3BOJIUTENIBHOCTh TPYAQd, N10JI1, KOTOPYI0 KOMIIAHMM YJACTCsl 3aHATh Ha pPbIHKE, U T...
Komnanusim HeoOs3aTenbHO CleI0OBaTh TOJBKO OJHOM KaKOW-TO CTpaTerud W3 JBYX
IIPEJICTABICHHBIX — HAIIPOTUB, OOBIYHO HAOJIOAETCS COYETAaHHE IEMEHTOB CTaHJIapTU3aLUU U
aJlanTalyy B MPOIlecce BHIBO/A KOMITAHUU Ha 3apyOexHBbIA PBIHOK — MPOCTO B OJHUX OM3HEC-
IpoLeccax UCHOJb3YIOTCS CTaHIaPTHBIE METObI, @ B IPYTUX — aJalTUPOBAHHBIE [TOIXO/IBI.

AHanu3 CTeNeHW CTaHJAPTU3ALMU UM aJIalTallii IPU BBIXOJE Ha 3apyOeKHbIE PHIHKU
BaXXCH, [TOCKOJIbKY 3Ta CTENEHb BIMSET Ha MPOJAXKH, MPUObLIb, yIOBIETBOPEHHOCTh KIMEHTOB,
00IIYI0 MPOU3BOAUTENBHOCTh U, KaK CIIEJICTBUE, HA JOJIO PHIHKA, KOTOPYIO 3aHUMAET KOMITaHUS.
Urobb1 chopmupoBaTh 3PPEKTUBHYIO CTPATETHUIO BBIXOJA HAa HOBBIM PBIHOK, (HpMa JOIDKHA
paccuuTaTh CTENEHb CTAaHAAPTU3ALMU WIM aJanTalud JUIS KaKJIOro 3JEMEHTa KOMILIeKca
MmapkeTuHra [5]. B HayuHO# nuTepaType Takoi KOMIUICKCHBIH (MHTErpabHBIN) TOAX0]] HHOTIA
HOCHUT Ha3BaHHe agantcranaanuu [11; 13; 16]. B mogo6HOM KOMOWHHPOBAHHOM TOAXOJIE Yalle
BCEr0 CTaHAAapTU3aLKsA 3a/IEUCTBYETCS B TEX aCleKTax paboThl GUPMBL, I/1€ TpeOyeTC sl peann3anus
r7100a1bHOM KOPIOPAaTUBHOM CTpaTeruy, B TO BpeMs Kak aJanTalys UCIOoJb3yeTcs Al Oojee
TOYEUHOTO PEIICHUs] HEKOTOphIX crnenuduueckux BompocoB. Hampumep, Openn Dove ot
xommanud Unilever mpuMeHseT B CBOMX PEKJIAMHBIX KaMIAHUAX CTaHIAPTHBIC 3JICMEHTHI
Iu3ailHa M TEKCTa MO BCEMY MHUPY, OJHAKO aJanTHPYET S3BIKOBBIE CPEACTBA U PEKIAMHBIX
IpeICTABUTEICH O] KaXKIbIii KOHKPETHBIN PHIHOK [9].

Bo160p B nob3y cTaHgapTU3alMK YacTO BbI3BaH BHYTPEHHUMH (PaKkTOpaMHu:

J CTpEMIIEHHEM K TII00aIbHOMY eTMHO00pa3uio (HarpuMep, eIMHON HISHTHIYHOCTH
OpeHsa 1 UMHUKa TI0 BCEMY MUPY);

o CTpEMJICHMEM MHMHHUMU3UPOBaTh M3JEPKKH 32 CYET MCIIOJIB30BAaHU YXKe
HapaOOTaHHBIX MEXaHU3MOB Ha HOBOM PBIHKE;

J BO3MOXXHOCTBIO PACIPOCTPAHHUTh YK€ MMEIONIMIACS TMO3WTHBHBIN OIBIT Ha BCIO
MEXYHAPOJIHYIO CETh CBOETO MPUCYTCTBHS;

o BO3MOXHOCTBIO YIPOCTUTh MPOLECC IMIIAHUPOBAHUS JEATEIBHOCTH KOMITAHUH I10

BCEU MEKYHAPOIHOW CETH U YIIPABJICHUS €IO.
dakTopaMu, NPUBOJAIIMMU KOMIIAHUIO K aJanTallid, OOBIYHO SIBISIOTCS (aKTOPbI
BHEIIIHEN CPEIbI:

o CTporasi OpUEHTAIUsl Ha MOTPEOUTENS U ero crelu(uueckre MpearnouyTeHus: Ha
HOBOM DPBIHKE;

o 0c00ble KOHKYPEHTHBIE YCIIOBHS;

o 0c00bIe TPABOBBIE U MOJIUTHYECKUE YCIOBUS HA LIEJIEBOM PHIHKE;

J WHBIE Pa3/InyMsl, KOTOpBIE JIeJal0T HEBO3MOXKHBIM HCIIOJIb30BAaHUE CTaHAAPTHBIX

(T.e. MPUMEHSAEMBIX Ha IOMAIITHEM PBIHKE) METOI0B Ha HOBOM phIHKe [12; 14].



IIpu cranpapTuzanuu, Kak MpaBUIO, KOMIIAHUS BbIOMpaeT i ce0s HpeuMylecTBa,
KOTOpPbIE MOTYT OBITh IPUMEHEHBI Ha JIFOOOM PBIHKE, a 3aT€M THPAKUPYET ATH PEUMYIIECTBa 110
BCE MEXIyHapOIHOMU CeTH CBOEro NMpHrcyTcTBus [2]. KittoueBble mpenmyniecTBa CTaH 1apTH3aH
3aKJIF0YAIOTCS TOM, YTO KOMIAHHUS MOXKET B 3HAYUTEIHHON CTETIEHU SKOHOMHTH Ha MacmTade 3a
CYeT UCIOJb30BAHUSA OJHHUX U TEX K€ MEXAHHU3MOB BEIECHMs CBOEH IESITEIbHOCTH, a TaKXKe
o0ecreunBaTh eAMHOOOpa3ne CBOCH MOJMTHKH U TPOIIECCOB MO BCEH MEXTyHAPOIHOW CEeTH, UToO,
BO-IIEPBbIX, 00ECIIeUnBaeT ei JyUIllyl0 YIPaBIsIeMOCTb, @ BO-BTOPBIX, COXPaHSET €€ LIEHHOCTHYIO
u punocodcekyro uneHTnaHOCTSH [8; 15].

Bo mMHOrMx MexayHapoAHbIX kKommnanusx, Takux kKak Adidas, Coca-Cola, Nike, moxHO
HaOJI01aTh 3JIEMEHTHl CTaHIAPTU3ALUH TP MPUCYTCTBUU HA 3apyOexHbIX phlHKax. Hampuwmep,
IPOAYKTOBAs CTaHIAPTU3aLMs B 3TUX KOMIIAHUAX OOYCIIOBJIEHA TEM, YTO TOBapbl Ha pPa3HbIX
PBIHKAX MIPUOOPETAIOTCS 110 OJJHUM U TEM K€ IPUUIUHAM.

Bricoka 3¢ppeKTUBHOCTD CTaHIAPTH3ALMU U Ul TEXHOJIOIMUYECKH CIO0XKHBIX MPOYKTOB.
Hampumep, Apple npuMeHsieT NpoayKTOBYIO CTaHIAPTH3AaLUI0 BO BCEX PETHOHAX CBOETO
IOPUCYTCTBUS, TIOCKOJBbKY €€ NpPOAYKLHUS YJIOBIETBOPSAET OJHM M Te€ K€ MNOTpeOHOCTH
MOKYyTIaTeNel, BHE 3aBUCHMOCTH OT MeCTa ee MPHOOpETEeHUSI.

I'oBopst 0 MEXIYHapOAHBIX KOMHAHMAX (B T.4. TPAHCHALMOHAJIBHBIX KOPIOPALHUAX),
CJIEZlyeT OTMETUTh, YTO CTAaHAAPTH3ALMHU B MX IUIAHE 3HAYUTEIBHO CIIOCOOCTBYET COBpEeMEHHast
rino0anu3aius, KoTopas yCTpaHseT UPOKUiA psil pa3inuuii Mexty peinkamu [17]. B wactHoCTH,
TaKWe acCHeKThl III00aIM3aluy, KaK MOBBIIICHUE TPAHCTPAHWUYHONW MOOWIBHOCTH YEIOBEKA U
(dopmupoBaHue r1100aIbHOr0 MH(GOPMAITMOHHOTO IPOCTPAHCTBA, IPUBOAAT K PACIPOCTPAHEHUIO
B MHUpPE €IMHBIX INPEINOYTCHUH, IIEHHOCTEH M 00pa3a MBIIUICHUS, B Pe3yJbTaTe Yero CTallH
CTJIaKUBATbCSl MEKHAIMOHAJIBHBIE IPOTUBOpPEUUsT M CTal MOSBIATHCS T.H. «MHUPOBOH
notpedutensy [3]. YaoBieTBopeHue MOTPeOHOCTEH TAKOrO YHU(PHIMPOBAHHOTO MOTPEOUTEIIS
MOJET OBITh 00€CIIEUEHO 3a CUET CTaHAAPTHBIX METOAOB. B kauecTBe npumepa MOKHO IPUBECTH
UCIoJIb3yeMbli 1o Bcemy mupy ciioran Nike «Just Do Ity. Byayuu noHsTHBIM TH000MY YelIOBEKY
Ha CBETe, ATOT cJIoraH BechMa 3G PekTuBHO hopMupyer equnyoo uaeHtTuaHoctb Nike mo Bcemy
MUDY.

B To0 ke BpeMms1, cTaHAapTU3alus He JIMIIeHa U CBOMX orpaHndeHuil. KiroueBas npoGiema
CTaHJAPTHU3AIMH 3aKJII0YaeTCsl B €€ HErMOKOCTH, TOCKOJIBKY KOMIIAHHSI B CBOCH CTpaTerHH He
YUUTBIBAET criell(pUyecKre YCIOBUS MECTHBIX PhIHKOB, KOTOPbIE MOTYT pa3uTelbHbIM 00pa3oM
OTJIMYAThCS OT YCJIOBHM HE TOJBKO Ha JOMAIIHEM Ui TIPEANPHSTHS pBIHKE, HO W Ha
YHHMBEpCAJIbHOM ypoBHE. OTCyTCTBME I'MOKOCTH MOKET CTaTh 3HAYMTENBbHOM MpolsieMol uis
KOMITaHUH.

[TpumepoM MOXKET CIIyKUTh pekiiamHas kammanus Burger King B CaynoBckoit ApaBuu.
BmecTte co BceM MHPOBBIM COOOIIECTBOM KOMIIAHHS BBICOKO OIEHWJIA JIMOSpAM3alHUI0 TPaB
KEHIIMH B 3TOM rocyjapctBe, korza B 2018 roay UM paspemmiad BOJUTH aBTOMOOWIIb.
[IpakTudecku cpaszy ObLIa 3aMylIeHa peKJIaMHAas KaMIIaHHsI, aKIIEHTUPYIOIasi BHUMaHHE Ha TeMe
pacIIMpeHusl TPaB KEHIIMH, MOCKONIbKY aist Burger King siBisiroTcsi cTaHAapTHRIMU [IEHHOCTH
3aIaIHOTO OOIIECTBa, BKIIIOYAs TIOJTHOE TeHepHOE paBHONpaBre. TeM He MeHee B OCTAIOMIeMCs
KOHCEPBATUBHBIM CayJOBCKOM OOIIecCTBE Takas akuus, (pakTHYecKH Hacaxaarouias MOJOBOE
PaBEHCTBO, HE BhI3BaJIa MOICPIKKH [6].

Taxum 006pazom, cTaHAapTU3ALMS HE ITpeanoaraeT CriocOOHOCTH GUPMBI OBICTPO ¥ THOKO
pearupoBaTh Ha U3MEHEHHUs Ha PHIHKAX, B CBSI3U C Y€M IMPOTHBOIIOJIOKHOCTHIO €i BBICTYIAET
aJlanTarus.

OCHOBHOE TIPEHMYIIECTBO AaJaNTallMd SIBISIETCS TOJSAPHBIM TI0 OTHOIICHHIO K
HEIOoCTaTKaM  CTaHAapTHU3allMU:  aJanTaius [peanojaraeT BBICOKYIO T'MOKOCTb  NpuU
TpaHC(HOPMHUPOBAHUN JESITEIHHOCTH TPEINPHUATHS K YCIOBHSM II€JICBOTO PBIHKA. AJarTarus
MO3BOJISIET Y4YecTh BCIO cHenuduky 3apyOeXHOTO pbIHKA (IKOHOMHMYECKYIO, COLHAIBHYIO,
MOJIMTUKO-TIPABOBYIO, HAYYHO-TEXHHUYECKYIO0 H T.1.) boiee Toro, amanrarusi MOXeT COXPaHATh
npeuMylecTBa FrHOKOCTH HE TOJIBKO B MEPHUO/I BHIXO/1a HA HOBBII PHIHOK, HO M BIOCJIE/ICTBHUH, B
nporiecce MPUCYTCTBHS Ha ATOM pbIHKe. IHBIMU ClTOBaMH, alalTAIIMOHHBIN ITOIX0/] TIO3BOJISIET B



7100011 MOMEHT BPEMEHHU ONEPAaTUBHO BHOCUTh U3MEHEHUS B CTPATETUIO IPUCYTCTBUS KOMITAHUH.
Hakonen, anmanTanus mMO3BOJSET JOCTHUTaTh BBICOKOTO MOJOXHTEIBHOTO 3(ddexra 3a cuer
TOYEYHOT0 M YETKOIO YJIOBJIETBOPEHMs INOTPEOHOCTEH HACENEHUS HOBBIX TEPPUTOPHIL.
[Toxynatenu OynyT OY€Hb IOJIOKUTEIBHO OTHOCHUTBCS K TOMY, YTO 3apyOekHash KOMITaHUS
IPUHUMAET BO BHHMaHHE UX 0coOble mpenmnouteHus [4]. Hampumep, BBICOKHMM CIPOCOM CTal
MOJIb30BAThCA JIaBalll ¢ Kypullel wiu roBsauHoit B McDonald’s, koropslii BBen jiaBai, Kak
TPaJULMOHHBII HHIPEAUEHT OJIMKHEBOCTOYHOI'O PETMOHA, B cBOe MeHI0 Ha bimxHeM Bocroke.

OCHOBHBIM HEJIOCTATKOM aJIalTAIlMH BHICTYIAET €€ BBICOKAsi CTOMMOCTB: JUIsl BBIXOJa Ha
HOBBII PBIHOK TpeOyeTCsl MPOBECTH MHOXKECTBO UCCIIE0OBAHUM U CUIIBHO U3MEHUTh KOMITIOHEHTHI
CBOET0 MapKETHHIOBOT'O MHKCA, YTOOBI OHU OBLIM aJalTUPOBAHBI K CHEl(HUKe HOBOTO PBHIHKA.
OTO CWIBHO OTJIMYACT AJANTalMI0 OT CTaHIApTU3aLUH, KOTOpas, HA000pOT, TaKUX 3aTpaT He
TpeOyeT, MOCKOJIbKY MPEAINOoJIaraeT UCIOJIb30BaHUE YKEe HapaOOTaHHBIX MEXaHHW3MOB BEICHHS
JeSITebHOCTH (PUPMBI.

Jpyroii mpoOiieMol afanTaliy BBICTYNAET HU3Kas CKOPOCTh BXOXKICHHS HAa HOBBIN
PBIHOK, YTO TAaK)XX€ CBS3aHO C CYIIECTBEHHBIMH BPEMEHHBIMHU 3aTpaTaMu Ha M3Y4Y€HHE HOBOTO
pPBIHKA M BHEIPEHHUE HOBBIX AJIEMEHTOB B CTPATETHUIO NMPUCYTCTBUS KOMIIAHUM Ha HOBOM PBIHKE.
3a 3TOT mepuoj] KOHKYPEHTBI, HMCIIOJIb3YIOIIME CTaHIAapTU3UPOBAHHBIA IMOIXOM, MOIYT YKe
3aKpENUThCS Ha IEJICBOM phIHKE [7].

Haxonen, aganranus He MOJXOAMT B Te€X CIyyasX, KOTAa Ui KOMIIAHUM KPUTHYECKU
3HAYMMBIM  BBICTYIIA€T COXpAaHEHHWE E€AMHOOOpa3ue OINPE/ICICHHBIX  AaCIEeKTOB  CBOCH
nesaTenbHoCTH. Yacto peub uaeT o0 MMMDKEBBIX M OpEHIOBBIX KOMIIOHEHTax (BCEMHPHO
y3HaBaeMbIX CUMBOJIaX, 3HAKaX, CIIOTaHaxX | T.J.), KOTOPBIEC HEJIb3sI MEHATh, YTOOBI HE HAPYIIATh
UJCHTUYHOCTh OpeHja. BaXHOCTh MJIEHTMYHOCTH 3aKJIIOYaeTcs B TOM, YTO OHA SBIISIETCS
MCTOYHUKOM KOHKYPEHTHBIX IPEUMYIIECTB 1JIsi OpeHa.

Takum oOpa3om, W cTaHIapTU3alUs, W ajantanus MOryT O0JIaaloT Kak CBOUMHM
PEeUMYIIECTBAMH, TaK U OTPAaHUYCHUSMH MIPU HCIIOJIB30BAaHUH B MEPHO/I BBIXOJAa KOMIIAHUU Ha
3apyOexHbIN phIHOK. CTaHIapTU3alMsl O3BOJISIET SKOHOMUTh CPEACTBAa KOMIIAHMM, U caMa IIo
cebe sBISETCS 3HAYMTETHHO MEHEe 3aTpaTHOM B CPaBHEHWHM C aJanTanueil; TO3BOJISIET
o0ecrieunBaTh JIyYlIyl0 YNpaBIsgeMOCTh (QHUPMONH 3a CyYeT €AMHOOOpPA3HBIX IOAXOJO0B K
opranuzainu Ou3Heca; COXpaHseT WICHTHYHOCTh OpeHa. B To ke Bpems, OTCyTcTBHE THOKOCTH
U TPHUCIIOCOOIIEMOCTH HE IO3BOJSET KOMIIAHMM, IOJIb3YIOLIeHcs CTaHalapTU3UPOBAHHBIM
MIOJIX0/I0M, OBICTPO W HM3KO3aTPaTHO pearupoBaTh Ha M3MEHEHHS HAa HOBOM DBIHKE, a TaKKe
OpUHUMaTh BO BHHMMaHUE crenupuKy ero (GyHKIMOHMpPOBaHUA. Apjanrtanusi, Hao0OpoT,
MO3BOJISIET YYeCTh CrHenu(puveckne OCOOCHHOCTH HOBOTO pBIHKA M YCKOPUTH TIPOIECC
OpUCHOCO0ICHNS K U3MEHEHHSIM, OJTHAKO SBISETCS JOPOrOCTOAIIEH M JONroi K BHEJAPEHUIO, a
TaK)K€ HE IMO3BOJISIET 3KOHOMUTH Ha MacluTabe U COXpaHsiTh enuHooOpasue. B 3Toil cBsizu
HanOosnee 3((HEeKTUBHBIM SIBIIETCSI KOMIUIEKCHBIA MOAXOJI, KOT/Ia 3JIEMEHThl CTaHJapTH3alMU U
aJIaTnTalliy UCTIONB3YIOTCS B TE€X MPOLIECCaX, I/Ie OHU 00JIee BCETO MOAXO0IAT. TOIBKO TaKk MOKHO
oOecnieunTh Hanbosee 3(h(HeKTUBHBINA BBIBOJ KOMIIAHUN Ha 3apyOeKHBINA PHIHOK.
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