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INTRODUCTION TO THE R4TCA EXPORT

MANAGEMENT COACHING INITIATIVE

The impact of the COVID-19 pandemic on the
economies of Central Asia has been profound, and
will have serious implications for their continued
development and diversification in the years to come.
Micro, small and medium enterprises (MSMESs) have
been the most hit, many of whom simply do not have
the financial or human resources to quickly react and
adapt.

As a consequence of the pandemic, our economies
are now facing broken supply chains and increased
costs of doing business, with many companies
facing even more difficulties to trade internationally
than in pre-COVID-19 times. This is true for small
businesses all over the world.

Therecovery will be builtonthe strength andresilience
of these MSMEs given that they will remain the
backbone of the global socio-economic landscape,
and will continue to make a significant contribution to
the achievement of the UN Sustainable Development
Goals (SDGs).

In this context, the Ready4Trade - Central Asia
project implemented by the International Trade
Centre and funded by the European Union has
come at a most important time. Throughout 2021,
the project implemented its Export Management
Coaching Initiative (EMCI), which has been providing
direct technical assistance to exporters through on-
the-job one-on-one coaching missions. Missions
are delivered by local professionals with extensive
experience in the fields of import/export, freight
forwarding and logistics.

In these circumstances, the EMCI has played a key
role in supporting exporters across all five countries
in Central Asia to improve the capacity of MSMEs
to comply with cross-border requirements. Over the
pastyear, more than 200 exporters have received one-
on-one on the job coaching interventions, tackling
issues from packaging and labeling to certifications
and buyer requirements. Coaching missions have
contributed to reduce some of the bottlenecks faced
by exporting businesses planning to expand to
international markets, in particular to the European
Union and neighboring countries in Central Asia.

The overall success of the EMCI under the
Ready4Trade project is mainly due to the expertise
of a well-experienced group of Export Management
Coaches, along with national partners having strong
business outreach in their respective country.
This booklet retraces the stories of some of the
multiple MSMEs having benefited from on-the-
job coaching missions across all five countries in
the region. Each case highlights the interventions
and recommendations provided by the coach and
underlines some of the subsequent export-related
changes undertaken by the company.

The International Trade Centre would like to thank
the European Union for their generous support
under the Ready4Trade project and its five national
partners for the great cooperation and collaboration
in the implementation of the Export Management
Coaching Initiative in Central Asia.
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BBEOEHWVE B KOMINOHEHT MNPOEKTA R4TCATIO

KOYUNHIY B OBJTACTU YTIPABJIIEHUA SKCINOPTOM

BnusHue naHgemun COVID-19 Ha 9KOHOMUKY
ctpaH LUeHTpanbHo A3um 6bino  O6WMPHBIM 1”1
NPOJOMXUT OKasbiBaTb Cepbe3Hble MocneacTBus
AN UX JanbHenwero passutna n aneepcmunkaumm
3KOHOMUKM B Onwxkanwme roabl. bonee Bcero
nocTpaganv npeanpuaTus MMKPO, Maroro 1 cpegHero
6usHeca (MMCIT), MHOrMe M3 KOTOPbIX NPOCTO He
NMeIT (PUHAHCOBBLIX UNN YEernoBEeYEeCKUX pecypcoB
Ansi 6bICTPOro pearpoBaHna 1 agantauun.

B pesynbrate naHAEMUN SKOHOMUKM CTpaH pernoHa
CTONMKHYMNCb C HapyLleHMEeM Lenovek MnocTaBok
N yBenuyeHvem 3aTpaT Ha BegeHue Ou3Heca,
npu4yemMm MHOrMe KOMMaHWW CTarkuMBalTCA C elle
oonbWKUMKM  TPYOHOCTAMM B MEXAyHapoOHOW
Toproerne, 4Yem B nepuog OO naHaemuun. TakoBa
KapTuHa Ana npeanpuatviA manoro ©OusHeca BO
BceM wmupe. BocctaHoBnenue 6yneTr npoxoguTb
C OrnopoM Ha MPOYHOCTb W YCTOMYUBOCTb ITUX
MMCIT, npuHMMas BO BHUMAHUE, YTO 3TN KOMMNAHUU
OCTaHyTCs OCHOBOW rnobanbHOro  coumanbHO-
3KOHOMMYecKoro nangwadTa n 6yayt npogomnmkatb
BHOCUTb 3HaUYUTENbHbIN BKNag B octuxeHne Llenen
yctonumnsoro passutmus OOH (LLYP).

C y4yeTom BbiWenpuBeaeHHoro, npoekt Ready4Trade
- Central Asia, peanusyembii MexgyHapoaHbIM
TOProBbIM LLIEHTPOM 1 (bHaHCMpyeMbIi EBpONencknm
Coto30oM, npuwencs Kak Henb3a kctatn. B
TedeHne 2021 roga B NpoeKTe peanv3oBbiBanach
MHuuynatmeBa no KoyuuHry B obnactu ynpasneHus
akcnoptom (EMCI), B pamkax koTopomn akcnoprepam
oKasblBanacb npsiMasi TexHuyeckas nomollb nyTem
NPOBEeAEHNST KOYUYMHIOBbLIX MUCCUIM “OAMH Ha OauH’.
Mwuccumn npoBOgAT MECTHbIE cneunanmncTbl ¢ 60mnbLLIMM
onbiTom paboTel B obnactu wumnoprta/akcnopTa,
3KCNeaMpoBaHMS N NOTUCTUKN.

B oatux ycnosuax EMCI cbirpano KnioveByto
ponb B NOOOEPXKKE  9OKCMOPTEpPOB BO  BCeX
natm ctpaHax LUeHTtpanbHo Asunm C  uenbto
nosbllleHns noteHumana MMCI1 gns cobntogeHus
TpaHCrpaHn4yHbIX TpeboBaHW. 3a nocrnegHui rog
cBbiwe 200 akcnopTepoB NOAyYNNu MHANBUAYarbHbIE
KOHCynbTaLUMM Ha nNpegnpuatudax, B xode KOTOpbIX
paccmaTpuBanucb  BOMPOCbI  OT  YMakoBKA U
MapKMpoOBKM [0 cepTudukaumm un TpeboBaHui

nokynaternen. KoyyuHroBble  mMuccum  peluanu
npobnembl 1 y3kue MecTa, C KOTOPbIMU CTarnknBatTcs
NPeanpuUATUA-3KCNopTepbl, NNaHupylowmne BbINTU
Ha MeXOyHapOAHble PbIHKM, B YACTHOCTU, Ha PbIHKK
EBpocoto3a n cocefHuX CTpaH pervoHa.

Obwun ycnex Kyy4umHroBoh wHuumatueel EMCI
B pamkax npoekta Ready4Trade, B OCHOBHOM,
00ycCrnoBneH OnbITOM MPUBIEYEHHbIX CNeLnanmcToB
no ynpaereHunto 3KCMOPTOM, a TakKe CoOeNncTBUMEM
WHCTUTYLMOHAIbHbIX napTHepOB, MMELLINX
oOWKMpHbIE OenoBble CBSA3M B CBOMX CTpaHax. B
AaHHOM BpoLutope NpUBOAATCS UCTOPUM HEKOTOPBIX
n3 MMCTll-npegcraButenen Bcex NATU  CTpaH
pernoHa, npoLledLlmx 4Yepes3 nporpammy KoyuYuHra
6e3 oTpbiBa OT Mpou3BoacTBa. B kaxgom 6GusHec-
Kence oCBeLLalTCa MEPONPUATUA U PpEKOMEHOALMMN,
npedocTaBneHHble  Koyydamu, W OTMedaroTcd
HEeKOTOpble U3MEHEHUS, JOCTUrHYTbI€ KOMMaHUAMU
no pesynsrataM U3MeHEeHUN B X MOAX0AE K SKCMOPTY.

MexaoyHapoaHbii  TOpProBbli  LEHTP  Gnarogaput
EBponenicknn Coto3 3a wWedpyro NoOaOoepXKy B
pamkax npoekta Ready4Trade 1 nsaTb HAUMOHaNbHbIX
napTHeEpPOB  3a  COTPYAHMYECTBO UM TeCHoe
B3aMMOOEeNCcTBMe B Xode peanusaumyv KOMMOHEHTa
MHuuymatmeel No oBydeHuIo ynpaBneHnio 3KCnopToM
B LleHTpanbHon A3nn.
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KAZAKHSTAN: CASE OF BILLION FILTERS

“BILLION FILTERS is an ambitious company that
manufactures products unique for Kazakhstan but
does not fully realize its export potential. Thanks
to coaching from ITC, the company received

the necessary knowledge to optimize expenses,
reduce costs and enter new export markets.”

Mr. Alikhan Kanapiya,
ITC EMCI coach

SME Profile

BILLION FILTERS is the only manufacturer of
polypropylene filters in Kazakhstan.

The company produces 340,000 filters annually,
supplying around 2 million people with clean
sediment free water. Rapidly expanding, the company
has captured the domestic market and is ready to
expand abroad.

With the support of the Ready4Trade project, BILLION
FILTERS became the first filter manufacturer in the
CIS countries to trade on Alibaba.

Ambitious as ever, the company strives to enhance
the quality of packaging, optimize logistics and
supply chain to become more export-worthy.

To reap the benefits of the EMC initiative implemented
by the ITC and funded by the EU, BILLION FILTERS
invited Alikhan Kanapiya to conduct coaching.

Interventions and Recommendations

BILLION FILTERS produces unique filters for the
Kazakh market and also exports them to Kyrgyzstan
and Uzbekistan. To avoid damage to goods in
transit and also to save on packaging costs Alikhan
proposed to replace the logistics packaging from
cardboard to plywood.

Alikhan suggested using the following ITC trade
facilitation tools: TradeMap (https://www.trademap.
org/), Market Analysis Tool (https://marketanalysis.
intracen.org/en) and Market Access Map (macmap.

org).

Further, he proposed to consider state support,
including information support from “Atameken”
regarding the ST KZ rules of origin; cooperation
with KazakhExport in hedging against potential non-
payment risks while exporting.

Coaching mission outcomes and outputs

The company has already started to implement
the proposed improvements. Specifically, ‘BILLION
FILTERS' purchased plywood to improve the
outer packaging. The resulting reduction of the
occurrences of transportation-related damage has
recently been minimized.

Throughout the coaching, Alikhan highlighted the
importance of networking and using cooperation
with state organisations to support the expansion of
sales markets.

Thanks to the information received, the company
signed a contract for export to Macedonia. In the
future, the company plans to enter the EU market, and
the knowledge gained on the sustainable packaging
requirements and the necessary documentation will
definitely help ‘BILLION FILTERS'.

“We considered all the recommendations on
logistics and customs clearance. Thanks to the
coaching, we learned about the possibility to
recoup transportation expenses. Alikhan also
told us about the government-supported financial
instruments, such as L/C, etc. We will definitely
be using the L/Cs in our export operations, which
would help us increase volumes of exports.
Inspired by the EMCI, we also plan to establish
the production of carbon filters for chlorine
removal outside the country in the near future.”

Toktalyk Ziyekenov,
founder, BILLION FILTERS




KA3AXCTAH: KENC «BUNITMOH dUNNBTPOB»

“BILLION FILTERS - ambuyuo3+Hasi KoMraHus,
rpousgodsiwas yHukasnbHyto 0ns KasaxcmaHa
POOYKYUK, HO He MOIHOCMbIO pearnusyrou,as
3KcrnopmHeIli nomeHyuan. Koydude MTL| dan
rpeonpusmuro Heobxoo0umbie 3HaHUs Orsi
onmumu3ayuu pacxodos, CHUXXeHUs1 3ampam u
8bIXx00a Ha HOBbIE 3KCMOPMHbIE PbIHKU .

AnunxaH KaHanus,
koyy MKY3, MTL,

O KoMmnaHuu

KomnaHma BILLION FILTERS - eanHCTBEHHbIN
NPON3BOAUTENb MOMMMPONUITEHOBLIX (UNBTPOB B
KasaxctaHe. ExxerogHo komnaHusa npoussogut 340
ThiC UNLTPOB, 06ecneynBasi OKONO 2 MITH YEr YNCTON
BOAOWN.

CTpemuTenbHO pa3BMBasiCb, KOMMaHUSA 3axBaTuna
BHYTPEHHUN pPbIHOK W TOTOBa K 9KCMaHCUM 3a
py6ex. Mpn nogaepxke npoekta R4TCA komnaHus
cTana nepsbiM npoussoauternem cunstpos B8 CHI,
Topryowmm Ha Alibaba.

AMOMUMO3HLIE LeNn KOMNaHUK - yNy4ylnTb Ka4eCcTBO
yMakoBKK, ONTUMU3MPOBATb JIOMMCTUKY Aabbl cTaTb
bonee NpurogHoOM Ans 3Kcnopta C MOMOLLbI Koy4a
AnunxaHa Kananun.

I'Ipennomeﬂml n pekomeHaauummn

BILLION FILTERS npou3BoguT  YHUKaIbHblE
UNBTPbI 4115 KAa3aXCTaHCKOro pbIHKa U 9KCMOPTUPYET
mx B KblproisctaH n Y3bekuctaH. Bo umsbexaHue
noBpexaeHnss ToBapoB NPU TPaHCNOPTUPOBKE U AN
9KOHOMMM AnvxaH Npeanoxun 3ameHuTb matepuan
NOrMCTUYECKOM YNAKOBKN C KapTOHa Ha dhaHepy.

AnuxaH npeanoXun  BOCMOMNb30BATbCHA  PSAOM
pa3paboTtaHHbix MTL], WHCTpPyMEHTOB copencteus
Toproene, Taknx kak Kapta toproenu (https://www.
trademap.org/), UHcTpymeHT aHanuaa pbiHka (https://
marketanalysis.intracen.org/en) n Kapta goctyna K
pbIHKY (macmap.org).

KoyuynocoBeToBanBoCnofb30BaTbCArocy4apCTBEHHON
NoadEepKKOW, BKMNtoYas KOHcynbraumm “Atameken”
no ceptudukatam npoucxoxgeHna ST KZ wun
coTpyaHmndectBo ¢ KazakhExport ana crpaxoBaHus
PUCKOB C OrsaTomn.

WTorun u pesynbratbl KOyUYMHra

KomnaHus yxxe Havyana paboTtaTb Hag yny4lleHUsIMu,
npeanoxeHHbIMU Koyvem. CornacHo pekoMmeHgaumsam
koyya, ‘BILLION FILTERS’ npuobpena caHepy ans
ynyJdLeHns kayecTBa ynakoBku. CTOUT OTMETUTb, YTO
0bbem gedeKkToB NP TPaHCNOPTUPOBKE B NOCreaHee
BpeMs1 Bb1ST MUHUMATTbHbBIM.

Ha npotskeHun Bcero nepuoga KoydmHra Anmxad
nogyepkMBan BaXHOCTb HaBbIKOB  HanaXxvBaHUS
KOHTaKTOB M COTPyAHMYECTBa C rocyaapCTBEHHbIMU
opraHm3auuammn ans paclimpeHns pbiHKOB CObITa.

bnarogaps nony4eHHOW WHOpMauuM KoOMMaHUs
nognucana KOHTPAKT Ha 3kcnopT B MakegoHuio.
KomnaHua nnaHupyeT BbIMTM Ha pbiHOK EC, u
nony4YyeHHble 3HaHWUsi 0 TPeboBaHMAX K AKOMOrMYHOM
ynakoBKe, 9KCMOPTHOW AOKYMeHTauuu MoMoryT
“BILLION FILTERS” B aTtoMm.

“Mb1 yunu ece pekomeHOayuu o sio2ucmuKke
U maMOXeHHOU 04UCMmKe epy308 Ha

8b1803. briazodapsi Koy4yuHa2y Mbl y3Hanu

0 803MOXXHOCMU MOJTyHEHUST B03MEUW,EHUST
MmpaHCcrnopmHbIx pacxodos. AnuxaH makxe
pacckasasn HaMm 0 ¢hUHaHCO8bIX ycriyeax,
rnpedocmasrnseMbix pasumesibCmeom -
akkpeoumusax, u m.d.. Mbi o6s13amesibHO
ucrnonb3yem akKkpeodumusbl, Ymo MoMoxem
Ham ysenu4umb rpodaxu e Opyaue cmpaHbl.
Gnazodaps UKYS mbl makxe rinaHupyem 8
CKopom bydyuwem Harnadumb rpou3eodcmeo
ye0ribHbIX (huribmpos 0risi ydarieHus xsopa 3a
pybexom.”

TokTanblk 3neKeHOoB,
ocHoBaTtenb, BILLION FILTERS

@ozTrade

CENTER FOR TRADE POLICY DEVELOPMENT



KAZAKHSTAN: CASE OF STOLICHNAYA TRAPEZA

‘Adherence to high standards in production,
work on improving export practices - that is what
distinguishes ‘Stolichnaya Trapeza’ and gives
confidence in their potential for development.”

Ainur Tleuova,
ITC EMCI coach

SME Profile

‘Stolichnaya Trapeza’ is a young Kazakhstani meat
processing brand.

Since 2018, the company has been producing
natural meat with no additives or genetically modified
ingredients and is already in the top 15 producers in
its product category.

The company has its own livestock farms with
a production capacity of up to 3,000 cattle, and a
processing plant equipped with European machinery.
To capitalize on strict compliance with food safety
standards, ‘Stolichnaya Trapeza’ plans to scale its
production outside the domestic market and start
exporting. The management seized an opportunity
to take part in the EMCI to learn more about the
intricacies of exports.

Interventions and Recommendations

During the 5-day mission, Ainur Tleuova answered
questions and shared information related to various
aspects of export.

Since the leadership aspires to start exporting meat
products to the Gulf states, Ainur advised researching
HALAL compliance and certification requirements.
The challenge of transporting chilled meat has to
align with biodegradable packaging to meet market
expectations towards packaging.

Ainur recommended re-assessing and improving
labelling quality to meet target market standards.
She proposed integrating an SOP for periodic quality
reviews even when no new shipments are planned to
solidify relations with the suppliers.

Coaching mission outcomes and outputs

The knowledge shared by Ainur inspired ‘Stolichnaya
Trapeza’ to upgrade packaging, replace the current
packaging with eco-friendly materials whilst
preserving the highest product quality.

The lucrative meat products market segment craves
suppliers of quality meats, and Kazakhstan can fill
this void, bringing products to Uzbekistan, PRC, Iran
and the Gulf states.

To cater for this expansion, the company is
researching the HALAL compliance certification to
widen the geography of exports to neighbouring
countries and beyond.

‘As part of coaching, [our] company acquired
valuable knowledge on the packaging, labelling
and promoting the export of its products to
foreign markets, using the ITC Tool Portal for
marketing. At the moment, the company is
concluding agreements for the export of frozen
beef to Uzbekistan, in the future it is planned to
export premium chilled beef to China, Iran, Saudi
Arabia.”

Aidar Nigmetov, director,
‘Stolichnaya Trapeza’




KASBAXCTAH: KENC «CTONMMYHASA TPAME3A»

“lMpusepxxeHHOCMb 8bICOKUM CmaHOapmam

8 rnpoussodcmee, cogepwieHcmeogaHue
3KCMOpMHOU rnpakmuku - 860m 4mo omauyaem
“CmonuyHyto Tpane3y” u daem ygepeHHOCMb 8
ee riomeHuuarne pasgumus.”

AnHyp Tneyosa,
koyy MKY3 MTL

O KoMmnaHuu

“‘CtonnyHaa Tpanesa” - MONOAOWM Ka3axCTaHCKWi
OpeHa msacHon npoaykumn. C 2018 roga KomnaHus
NPON3BOAMUT  HaTypasbHble MSCHblE  MPOAYKTbI
0e3 goGaBOK N reHeTU4eckn MoandULMpPOBaHHbIX
WMHIpeaneHToB M yXKe BoLwaB Ton-15nponssogutenen
B CBOEW NPOAYKTOBOMW KaTeropum.

Y npegnpustusa ectb cobcTBeHHble hepmbl 4o 3000
ronoB ckoTa M MsconepepabaTbiBalowmii 3aBog C
eBponemncknum obopyaoBaHmeMm.

[ns n3enevyeHns MakcMmarnbHOW BbIrogbl OT CTPOroro
cobntogeHnsa cranHgapToB nuweBon 6e3onacHoOCTH
“‘CtonnyHaa  Tpanesa” pewwuna BbIBECTU CBOE
NPON3BOACTBO 3a Npedenbl AOMALUHEro pbliHKa U
HadaTb IKCMopT. [na nayyeHus getanen aKCnopTHbIX
npouenyp PYKOBOACTBO MNpeanpuaTuss  peLumnno
Ncnonb3oBaTb BO3MOXHOCTb y4acTus B KYO.

npeﬂﬂpMHﬂTble Mepbl U peKoMmeHaaunum

B xogme 5-gHeBHOM mMuccMM AMHYp oTBeYana Ha
BOMPOCHI U genunack MHopMaumnen no pasnnyHbIM
acnektam akcnopTa.

Tak Kak pykoBOACTBO HaJeeTCs HayaTb 3KCMopT B
cTpaHbl Nepcuackoro 3anvea AnHyp nocoseToBana
n3yuntb TpeboBaHMA Ha COOTBETCTBME Xansasb.
Ons Toro, 4ToObl COOTBETCTBOBATL OXWOAHUSAM
pblHKa Guopasnaraemas ynakoBka AOfmkKHa OTBeYaTb
3agadam TPaHCMOPTMPOBKM OXNaXAeHHOro Msica.

ANHYp pekoMeHoBana eue pa3 OUeHUTb KadecTBOo
MapkuMpoBkM U1 OOGHOBMUTL €€ nog CcTaHgapTbl
ueneeoro pbiHka. OHa npegnoxuna Beectn COI
OIS NepUOANYECKON NMPOBEPKM KavyecTBa Laxe npu
OTCYTCTBMM HOBbIX MOCTaBOK.

WTorun u pesynbratbl KOyUYMHra

3HaHung, nomnyveHHble OT AIHYp, BAOOXHOBUN
“‘CronuyHyto Tpanesy” 06HOBUTL YNaKoBKY N 3aMEHUTb
CYLLIEeCTBYIOLLYIO Ha ©onee 3KOMOrMYHy0, Mpu 3TOM
obecneynBas BbICOKOE Ka4yeCTBO NPOAYKLNN.

MpuBbINBHLIM  PBIHOK  MSICHOW MPOAYKUMW  XOET
NMOCTaBLUMKOB KavyeCTBEHHOro Mmsca, u KasaxcrtaH
MOXET 3arnofHNUTb BaKyyM, MOCTaBMASAS NPOAyKUMIO
B Y3bekuctaH, KHP, VpaH n ctpanbl lNepcuackoro
3anuvea.

[na obecneyeHust BbiIxoAa Ha HOBblE PbIHKM
npeanpuaTue nsyvaet TpeboBaHNs Ha COOTBETCTBUE
cepTudukauum Xananb ¢ Tem, 4Tobbl pacmpuTb
reorpacuio aKcrnopTa B conpeaernbHble CTpaHbl U 3a
UX Npeaensbl.

B pamkax koyuymHra komnaHusi noriyyuna LeHHble
3HaHWA NO YNakoBKE, MAapKUPOBKE U MPOOBUMKEHMUIO
3KcrnopTa CBOEN NPOoAYKLMU Ha 3apyOexHble PbIHKK,
nucnonb3ysa AOns  MapKeTUHra WHCTPYMEeHTarnbHbIN
noptan MTLI.

‘B Hacmosiwee e8pemMsi KOMaHUus 3aKiodaem
002080pa Ha 3KCrIopm 3aMOPOXEHHOU 20850UHbI
8 Y3bekucmaH, e OanbHeliweM riaHupyemcsi
3Kcropm oxsiaxx0eHHol 20850UHbI MPeMuyM-
knacca e Kumad, UpaH, Caydosckyto Apasuto.”

Anpap Hurmeros,
OunpekTtop, “CTonnyHas Tpanesa”

@Qazlrade

CENTER FOR TRADE POLICY DEVELOPMENT



KAZAKHSTAN: CASE OF ASIANA PRODUCTION

“The company manufactures European quality
products, [it] has great prospects regarding the
locally manufactured beauty care products. |

am sure that using all the knowledge and tools
acquired, Asiana Production will be able to
scale up their production, not only in Kazakhstan
and Russia, but also abroad.”

Ms. Marjan Jiyessova,
EMCI coach, ITC

SME Profile

Asiana Production is a Kazakhstani manufacturer of
depilatory products.

The SME uses European standard quality products
and organic ingredients. Currently, the company
is producing 20+ types of hair removal cosmetics
based on unique formulae. The company also
opened the MyEpil training centre, where beauty
care professionals train on various sugar depilation
programs.

Regarding its export potential, the company’s
products are featured in Russia, Kyrgyzstan, and
every major city of Kazakhstan.

Domestic success and confidence from the
neighbouring countries inspired Asiana Production
to expand its export geography and take part in the
EMC initiative.

Interventions and Recommendations

To capitalize on the company’s achievements and
ensure it fully benefits from exporting, Marzhan made
several recommendations.

Proper labelling is essential to ensure product
safety, avoid damage and spoilage during long haul
transportation. Marzhan recommended displaying
clear handling information on external packaging for
freight operators. Namely, proper display of storage
temperatures is critical in maintaining product safety.

Marjan also suggested consulting the State Revenue
Department regarding the use of proper HS codes
for exports. This is critical in exporting products
outside the EAEU countries as correct product
classification determines customs duty and tax rates
in the recipient countries.

Marjan proposed using the ITC tools such as Market
Access Map, Sustainability Map for market research,
analysis, non-tariff regulation measures, customs
duty rates.

Finally, Marjan instructed on the QazTrade
compensation programs that assist SMEs with
logistics costs, certification, marketing, and
participation at international fairs.

Coaching mission outcomes and outputs

As for the immediate effects of the coaching missions
onthe company’s export practices, Asiana Production
has already improved the external labelling to cater
for international rules of trade based on Marjan’s
guidance.

Further, the management will revise the HS codes to
benefit from exporting products outside the Customs
union to countries like Georgia and Uzbekistan.

Finally, Government’s export support programmes
by QazTrade prompted the company to explore the
opportunities.

“We learned about the QazTrade export support
programs. We will be able to partially cover the
costs of international expos. It’s handy using ITC
export planning tools, especially macmap.com.
Further, thanks to ITC’s R4TCA coaching, we
got a chance to offer our products on Alibaba.
com, which opens global opportunities for our
company.

Overall, a coach is a person who comes to listen
to you. We make all the decisions ourselves
while the coach helps steer us in the right
direction.”

Bolatbek Yesmurzayev,
director




KA3AXCTAH: KENC «ASIANA PRODUCTION»

“KomnaHus ebinyckaem rnpolyKyuro
esporielickoeo Kadecmea, y Hee

bonbwue nepcriekmusbl 8 Npoussoocmee
omevyecmeeHHoU KocmMemukKu. 51 yeepeHa,
4Ymo, Ucrosnb3ysi 8ce Mnosy4YeHHbIe 3HaHUs U
uHcmpymeHmel, Asiana Production cmoxem
ysenuqums Macwmabsl npouzeoocmea He
moribko 8 KazaxcmaHe u Poccuu, Ho U 3a
pybexom.”

MapxaH [OxuecoBa,
koyy MKY3, MTL,

O KoMmnaHuu

Asiana Production - kazaxcTaHCKUIA Npon3BOaUTENb
CpeactB  genunsiumu. Mcnonbays NpoayKTbI
€BPOMNENCKOro ctaHgapTa kadecTBa U OpraHn4eckmne
WHIpeaueHTbl, npeanpuaTne npou3BOAUT CBbILIE
20 cpegctB gna  genunauuuM nNo  OpuUrMHanbHbIM
peuenTypam.

KomnaHnua oTkpbina y4ebHbii ueHtp MyEpil, rge
OMNbITHbIE creunanucTbl  00yyalTcs  pasfnuyHbIM
nporpammMam LyrapuHra.

YToKacaeTcs aKCNOpTHOro noTeHunana, Tonpoaykums
KomnaHun npeactaesneHa B PO, KbiprbidacTaHe v BO
BCEX KPYMNHbIX ropogax KasaxcraHa.

Ycnex Ha BHYTPEHHEM PbIHKE U B COCEQHUX CTpaHax
gooxHoBunu MCI1 Ha pacwupeHne reorpadum
3KCMopTa M Ha y4acTue B KOYUMHre.

MpoGnembl n pekomeHpaunmn

[na 3akpenneHns ycrnexa KOMMNaHuvM 1 peanusaumm
SKCMOpTHOro noTeHuuana MapxaH npegnoxuna
HECKOINbKO pekoMeHaaLNi.

MapknpoBka KpanHe BaxHa nOns  COXPaHHOCTU
npoaykumMm npu nepeso3ke. MapxaH npeanoxuna
Ao6aBUTb Ha BHELLIHIOW YNakoBKY WHopMaumio
O TepMO pexumax nepeBo3kn Ans obecrneveHus
COXpaHHOCTK ToBapa.

Takke MapxaH npegnoxuna yTodHuTs B A0
npasunbHble koabl TH B3O ana knaccudukaumm
npoayKkumMn. 3TO OCOGEHHO BaXXHO NpWU 3KCMopTe 3a
npegensl EA3C ¢ uenbto pacdeta BBO3HbIX NOLUSIMH
1 Harnoros.

MHka kmnecoea nocosetoBana MCI1 ncnonb3oBaTtb
Takue nHcTpymeHThl ITC, kak KapTa gocTyna Ha pbIHOK

n Kapta ycToMmumBoCTU. OTU OHMAWH MHCTPYMEHTbI
nomoryt MCI1 ¢ aHanu3om TpeboBaHWA PbIHKOB U
WUHdopMaLMMnoMepaMHeTapuHOro perynmpoBaHng
N CTaBKaM MOLLSIVH.

MoMrMMo MexXayHapOAHbIX MCTOYHUKOB MHCpOpMaLIUK,
MapxaH pekoMeHOoBana Wu3y4nTb NpPOrpaMmbl
nogaepxku akcnoptepoB oT QazTrade, koTopble
npegycmMaTpmBatoT  KOMMEHCALMIO  FIOrMCTUYECKUX
pacxofoB, cepTudmrKaLmio, PpacXoqoB HA MapPKETUHT
N y4acTue B MexayHapoaHbIX BbiCTaBKaXx.

UTorn mn pe3yribTaTbl KOy4YUHra

PaccmatpuBas HemnocpeacTBeHHoe BNUsIHNE
KOy4YMHra Ha PpOCT  SKCMOPTHOrO  MoTeHuuana
KOMNaHuW, KOMMaHUs  yXXe MoAepHu3upoBana

BHELUHIOI MapKuUpoBKY [Ans TPaHCMOPTUPOBKN C
y4yeToM TpebOBaHUN MEXCTPAHOBOM  JIOTUCTUKK
B COOTBETCTBUM C MpaBuiamMm MexayHapoOHbIX
nepeBo3ok.PykoBoACTBO nepecMoTpuT Kogbl TH
B3 ansa akcnopTa MpoAyKUMM Ha PbIHOK CTpaH 3a
npegenamm TaMOXeHHOro cok3a, Takmx Kak [pysus
n Y3bekucraH.

HakoHel, Mepbl MO rocygapCTBEHHOW nNoaaepXKe
aKcnopTepoB, ocyllecTerseMble QazTrade, Bbi3aBanu
HenocpeacTBEHHbIN NHTEPEC KOMMAHUN.

“Mb1 y3Hanu o cywecmeosaHuUU rpozpamm
rnodoepxxku akcriopma QazTrade ons MCII, u
Mbl CMOXEM Yacmu4HO MOKPbIMb ocmasku

u pacxodbl Ha Mex0yHapOOHbIEe 8bICMasKuU.
Y006Ho ucronb308ams UHCMpPYMeHmMbl
rnnaHuposaHusi akcriopma MTL| macmap.com.
brazodapsi koyduHay [no R4TCA] Mbi eblwinu Ha
Alibaba.com. ¢ anobarbHbIMU fiepcriekmusamu.

Koyu - amo yernioeek, komopaklIl rnpuxodum
rnocnywams eac. B KoHUe KOHU08, peweHuUsi Mbl
puHUMaeM camu, Koyd flulib Harpasnsem 8
HYXHYH CMOPOHY.”

BonaT6ek Ecmyp3aes,
ANPEKTOp

@ozlrade

CENTER FOR TRADE POLICY DEVELOPMENT



KYRGYZSTAN: CASE OF AGROLEAD PLUS

“I hope that | was able to provide relevant
recommendations to address the SME’s issues
in packaging and labelling, certification and
export planning. | hope AgroLead would ensure
continuity and sustainability of the interventions
and their staff members would take advantage of
the knowledge transferred to them in the months
and years ahead. “

Ms. Elvira Suvanova,
ITC EMCI coach

Company Overview

AgroLead Plus is a public agricultural association
that unites more than 100 farming unions across
Kyrgyzstan, with a total of over 1,000 hectares of
cultivated land. A woman-owned SME focuses on the
production and exports of potato and potato seeds
to neighbouring countries, but with great plans to
expand the export country list.

AgroLead proudly employs specials with more than
10 years of professional agricultural experience. With
astrongfocus on perfecting the production, AgroLead
Plus aspires to increase its export potential, especially
in areas of packaging and labelling, certification, and
shipping products internationally. AgroLead Plus
took advantage of the Export Management Coaching
Initiative implemented by the ITC and financed by the
EU to clarify various aspects of export processes.

Challenges and Recommendations

AgroLead exports vegetables to neighbouring
countries, with plans to expand exports to other
countries. Strict compliance with food safety
standards and regulations is essential to success,
Elvira shared several links to market analysis tools,
information on food safety standards in countries of
the Eurasian Economic Union.

Elvira recommended that AgroLead requires
forwarders to guarantee to maintain the ‘cold chain’
conditions. The SME should insist that contracts
with freight forwarders must require forwarders to
compensate buyers for any losses due to cold chain
failure.

It’s vital to maintain the quality of products, packaging,
transportation, hence the recommendation to develop
a supplier/operator selection, evaluation system.
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Key Outcomes of the Coaching Mission

Monitoring the ever-changing food safety regulations
of the EEU and using various ITC market analysis
would help AgroLead to stay abreast of the export
market changes.

Based on recommendations, AgroLead shall develop
lists of approved packaging suppliers, freight
forwarders by grading each company on historic
experience and select operators based on the risk
benefit analysis.

AgroLead also intends on developing a freight
forwarder contracttemplaterequiringthemto maintain
the cold chain during long haul transportation as an
essential step towards expanding the geography of
export.

“It was highly useful for us to get information
on the Eurasian Economic Union’s Technical
Regulation in relation to the safety of food
products for packaging and labeling.

Our current clients are in Uzbekistan and
Tajikistan and these requirements are not
applicable there, but we have plans to access
markets of the Customs Union in the future, that
is why these interventions were so useful for us.”

Kubanychbek uulu Ulanbek,
Chairman of the Board, “AgroLead Plus”




KbIPIbIBCTAH: KENC «ArPONMA MIIKOC»

“Haderocb, ymo mHe ydanocb damb
coomeemcmeyrouwue pekomeHoayuu rno
peweHuro 3adad npednpussmusi 8 obrracmu
YyrnakoeKu U MapKupoeKu, cepmucbukayuu

u nnaduposaHus akcriopma. 51 makxe

Haderocb, YmMo KoMraHuu 8 bydyuiem ydacmcs
obecrnedums ycmou4ugoe 8HeOpPEeHUEe MOUX
pekomeHOayud, a compyOHukam AgrolLead Plus
OHU 6ydym rpuHoCcUMb Mosib3y MHO2UE MEeCSUbl
u 20061.”

AnbBupa CyBaHOBa,
koy4y MTL

O KoMmnaHuu

Koonepatue «AgroLead Plus» - 310 ¢/x 06begmHeHne
ceolle 100 doepmepcKknx XO3SUCTB MO BCEMY
Kblprbi3acTaHy U ThicAdy ra  KynbTUBMPYEMbIX
3emenb. Bosrnaensemoe XeHWuHOW npennpuaTtune
OPUEHTMPOBAHO  Ha  MPOM3BOACTBO,  JKCMOPT
KapToensa u cemMsiH B cOCedHMe CTpaHbl, UMes
cepbes3Hble MMaHbl MO pacLUMpPeHuio reorpacun
aKcnopTa.

B AgroLead Plus pa6otator npodeccnoHanbl ¢
OECATUNETUAMN ONbiTa B CENbCKOM XO3ANCTBE.
Yoenaa ocoboe BHUMaHWE COBEPLUEHCTBOBAHMIO
npoussoacTea, AgroLead Plus pewwmno yBenuuutb
CBOW 3KCMOPTHbIN NOTEHUMan B BONpocax ynakoBKM
N MapKMpOBKW, cepTUdUKauMM N MexayHapoaHou
TPaAHCNOPTUPOBKM.

C uenbio n3y4eHns pasnmyHbIX aCneKkToB AKCMOPTHbIX
npoueayp AgroLead n pewwwuna nNpuHATbL yyacTue B
KOYYMHIOBOW MHULIMATUBE MO YNPaBreHUIo 3KCMOPTOM,
peanunsyemont MTL| n douHaHcupyemom EC.

Mpo6nembl n pekomeHaaLUK

AgroLead Plus aKkcnopTvpyeT OBOLIKM COCEAsaM,
nnaHvpys paclmpeHue aKkcnopTta B Apyrne CTpaHsbl.
CTtporoe cobntogeHne HOpM N1LLEBOM 6€30MacHOCTY -
3anorycnexaakcnopTa,no3Tomy dnbBupanogenunach
¢ MCI1 ccbinnkamn Ha MHCTPYMEHTLI aHanu3a pblHKa
M cTaHgapTbl NuLeBor 6esonacHocTh cTpaH EASC.

OnbBupa pekomeHpoBana AgroLead Tpebosatb OT
NepeBO34YMKOB rapaHTuii cobnoaeHns “XOornoaHOoM
uenn” npu akcnopTte npoaykumn. Heobxoammo
HacTamBaTb Ha TOM, YTODbl KOHTPaKTbl C
akcneguTopamu TpeboBanu BO3MELLEHUSI BCeEX

ybbITKOB M3-3a HecobnogeHus TemnepaTypHbIX
TpeboBaHUN.

[na obecneyeHWss BbICOKOrO KayecTBa He TOJSbKO
NPOAYKUMM, HO W YMaKOBKW, TPAHCMOPTHbIX YCNYT,
KOy4 peKkoMeHaoBana BHeApUTb cuctemy oTbopa,
paHX1UPOBaHWA MOCTABLLUMKOB M 9KCNEAUTOPOB.

UTorn mn pe3yribTaTbl KOy4YUHra

MoHUTOPUHI MeHsaLwmxca pernameHtoB EA3C u
ncnonb3oBaHne WHcTpymeHtoB MTL, no aHanuay
pbiHKa no3sonat AgroLead Plus nmetb akTyanbHyto
NMHPOPMaLMIO Ha AKCMNOPTHbBIX PbIHKaX.

AgrolLead cocTaBuT CMMCOK MOCTaBLUMKOB YNaKOBKM
N 9KCMeguTopoB, OUEeHMBas pesynbratbl U Bbibupas
ONTMManbHOro NapTHepa nocrie aHanumsa PUCKOB U
NPeuMyLLecTB KOHTpareHTa.

AgroLead Takke cobupaeTca M3MeHWUTb LabMoH
JoroBopa C akcnegutopamu, Tpebys cobnogeHus
YCMOBMI  XOMNoAHOW uenn, obasatenbHbIX npu
pacLumpeHun reorpacmm pbIHKOB CObITa.

“...0n1sa Hac bbir10 ovyeHb nonesHbiM TP EASC no
6e3onacHocmu nuwesoul npodyKyuu rno yacmu
yrnakoeKu U MapKuposku. Kak s1 ezoeopuri, rno
aKcriopmy Mbi pabomaem ¢ Y3bekucmaHom u
TadxxukucmaHoM, U mam makux mpebosaHuu
r1oKa Hem, HO y Hac 8 riaHax 8bIx00 Ha PbIHKU
cmpaH TC, noamomy eawu mamepuaribi bbiu
gecbma Kcmamu. Takxe eauwu 0aHHbIe 1o base
OaHHbIX Mocmaswuko8 u cmaHoOapmel 8eca
moxe rnomo2ym Ham 8 byOyujux nocmasok
cenbxo3npodykyuu 8 cmpaHax EASC.”

Kyb6aHblubek yyny YnaHOek,
Mpencenatens CL, «AgroLead Plus»

BusHec
Accoumauus
JIA
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KYRGYZSTAN: CASE OF BAZIKO STYLE

“Baziko Style is a highly ambitious company, with
huge potential and great future prospects. The
entire team is very open-minded and ready to
embrace new information and learn. | feel that
they strive very hard to attain international quality
standards and to capture new markets. Ms
Samieva the owner, is a true workaholic, in the
constant search of new knowledge, experience.
She is continuously thinking about learning

new ways of improving business processes.

Her ultimate goal is to build a truly sustainable
and successful company exporting quality
womenswear.”

Ms. Saltanat Abdykerimova,
ITC EMCI coach

Company Overview

Baziko Style is a woman-owned manufacturer of white
label and proprietary branded premium quality textiles
and womenswear, including blouses, shirts, dresses,
outerwear, tops, jackets, and school uniforms.

The company is based in Bishkek, creating 55 jobs
mostly for women. Baziko Style is producing up to
1,500 clothing items per day, with the target markets
being Russia and Kazakhstan.

Challenges and Recommendations

Baziko Style has been exporting small and frequent
consignments of up to 50 kg several times per
week to Russia and Kazakhstan. Our coach helped
alleviate Baziko’s fears and reluctance to attempt
exporting larger shipments (up to container load)
due to fears of dealing with customs formalities,
managing relationships with forwarders.

Saltanat built up confidence of the owner,
management team by helping understanding how
specific exporting processes work (packing, customs,
shipping, certification). As a result, the owners now
have the ambitions to start exporting container loads
of womenswear to the EU benefitting from the GSP+
preference schemes.

The coach also inspired Baziko Style to get ISO 9001-
certified, recommending an EBRD programme that
supports ISO 9001 certification by co-financing the
efforts. Additionally, Ms Abdykerimova shared contacts
of the certification service providers with Baziko.
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Main outcomes from the Coaching Mission

Baziko Style had already been contemplating the
necessity of enhancing its business processes in
order to expand its export operations. Consequently,
Saltanat’s interventions fell on the already fertile soil.
Baziko Style decided to develop the written Standard
Operation Procedures (SOPs) for each stage of the
production and quality assurance processes, and
assigned qualified supervisors and extra resources
to ensure the highest product quality.

Baziko Style is currently considering getting ISO
9001 certified, weighs various options, including
Saltanat’s recommendation to apply for cofinancing
of the certification expenses by EBRD. As Baziko Style
grows its operations and strikes new partnerships with
clients and suppliers, they should take advantage of
the recommendation to check prospects’ profiles
through various business associations and consider
developing standard contract templates to help strike
agreements with new partners.




KbIPIbIBCTAH: KENC «BAZIKO STYLE»

“Baziko Style -- amo ambuyuo3Has KoMrnaHusi

C 02POMHbIM MomeHyuanom u bonbwumu
nepcrnekmusamu Ha 6ydywee. Bcsi komaHOa
O4YeHb OMKpbIMa, 80CMPUUMYUBa K HO80U
UHopmayuu u 2omoea y4yumscs. 5

4y8cmeyto, Ymo OHU OYEHb CMPEMSIMCS
docmuyb Mex0yHapoOHbIX cmaHdapmos
Kayecmea U 8blimu Ha Ho8ble pbIHKU. [-Xa
Camuesa, cobcmeeHHUK npednpusmusi, - 3mo
Hacmoswut mpydo20rukK, Komopasi Haxooumcsi
8 MOCMOSIHHOM [MOUCKEe HOBbIX 3HaHUl U orfbima.
OHa HerpepbisHO dymaem 06 u3y4YeHUU HOBbIX
criocobos yny4weHusi busHec npouyeccos. Ee
KOHEeYHas ueslb -- MOCMPOEHUE Mo-Hacmosawemy
ycmouyusou u ycriewHou KomnaHuu,
aKcriopmupyrou,ell KaHeCmeeHHYH XXEHCKYHO
00exay.”

CanTtaHat A6ablikepuMMoOBa,
koyd MTL| no ynpasneHuto a3KCrnopTom

O KoMmnaHuu

Baziko Style, BosrnaBnsiemas >KeHLNHOWN, NPON3BOAUT
TEKCTUNb W >KEHCKYI0 ogexay npeMuyMm knacca B
dopmate «white label», a Takke nog cobCTBEHHbLIM
OpeHaom. ACCOPTMMEHT BbIMyCKaeMbIX WU34enni
BKOYaeT 6ry3ku, nnaTbs, BEPXHIO oaexay, KypTku 1
LWKonbHYy opMy. KomnaHmsi6asunpyertcsa B buiikeke n
npegocTtaenset 55 pabounx MeCT NPEUMYLLIECTBEHHO
ans >keHwwuH. Baziko Style npoussogut go 1500
eQuHUL odexabl B [eHb, OPUEHTUPYSACb Ha CBOU
Lernesble pblHKM akcrnopTa B Poccun n KaszaxctaHe.

3agaum n pekomeHgauum

Baziko Style perynapHo otnpaenser Hebonbline
naptum npogykumm (8o 50 kr) B Poccuto n KasaxctaH.
Koyy nomorna npeanpuatvio un3baBuUTbCA  OT
onaceHu N HexernaHusa 6paTb OTBETCTBEHHOCTb 3a
3KcnopT BGonee KpynHbIX NapTui rpy3oB (BNAoTb 4O
KOHTENHepa), B TOM 4YuCfe OnaceHUn BbINOSHEHUS
TaMOXeHHbIX (opMasribHOCTEN W  BbICTpanBaHUS
OTHOLLIEHWI C NepeBO3vMKaMu.

CantaHat npugana KomMaHAe YBEPEHHOCTM B
MOHUMAHMM  TOrO, Kak paboTaloT  KOHKpEeTHble
9KCMOPTHbIE Mpouecchbl  (YynakoBKka, TaMOXEHHbIe
npoueaypbl, TPaHCMOPTMPOBKA, cepTudmkauuns). B
pesynerarte y BnagenbLueB NosaBUIncb amomummn Havatb
9KCMOPTMPOBATb KPYMHbIE MAPTMUKN KXEHCKON OaeXabl B
EC, ncnonbaysa cxembl npedepeHumnin GSP+.

Koy4 BooxHoBuna Baziko Style nonyunte ceptudukar
ISO 9001 u pekomengoBana nporpammy EBPP,
KoTopasi nogaepxumeaet ceptudukaumto ISO 9001 3a
cYyeT coOPMHaAHCUPOBAHNA PaCXOAO0B.

Takke KOyd nopekomMeHZoBana ynyylunTb YNakoBKy
N MapKMPOBKY, B 4aCTHOCTM Ka4yeCTBO U 4YeTKOCTb
neyaTu STUKETOK.

HakoHeu, ons poiHkoB EAC koyd pacckasana o
pernameHTe TR TC 005 2011 0 npocnexmBaemMocTu 1
MapKMpOBKE TOBAPOB, B YAaCTHOCTH, )XEHCKOW oaexapbl.

UTorn n pesynbratbl KOy4YuHra

Baziko Style yxe 3agymbiBanucb 06 un3meHeHun
paboynx npoueccoB ANA paclMpeHust 3KcrnopTa.
PekomeHngauum koyya ynanu Ha 6narogaTHyto Nno4yBy.
Baziko Style pewwuna paspabotatb MMCbMEHHbIE
pernaMeHTbl ONA KaXOoro arana nNpowus3BOACTBA U
KOoHTpondakadecTsa.l[lpeanpuatme pelinnoHasHaunTb
OTBETCTBEHHbIX 3a MPOLECCHhl, a Takke pe3epBHbIX
COTPYOHWKOB Onsi  obecneyeHnss  BbiCOYaMLLEro
KayecTBa NPoayKLMK.

B Hactosiwee Bpema Baziko Style paccmartpuBaet
BO3MOXXHOCTb CepTUdmnKaLnm No CTaHgapTy kadecTea
ISO 9001, n wu3ayyaeT BapuaHTbl, B YaCTHOCTMU,
pekomeHgaumm koyya obpatutbcs k EBPP pgns
copmHaHCUpoBaHMsl pacxogoB Ha cepTudmKauuio.

Tak kak Baziko Style HamepeHa akTMBU3MpOBaTb
CBOK [O€eATEeNbHOCTb U UCKaTb HOBbIX KIIMEHTOB W
napTHepOB, NpeanpusaTMe peLlnio BOCNONb30BaTbCA
pekoMeHAauMsaMuM  Koyyda npoBepATb  npodmnu
noTeHumnanbHbIXKNMeHToB4Yepe3bunsHec accounaumum,
a Takke paspabotaTb TUMNOBblE [AOrOBOPblI C
KOHTpareHTamu.

Baiiko*’

rOCT 1845

ApTiRyN
Cocrae Tkaii _————

Mopenb

Paamep’_fﬁ_—

BusHec
Accoumauus
JIA
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KYRGYZSTAN: CASE OF PUBLIC FOUNDATION JANYRTUU

“l was completely overwhelmed with emotion
by looking into the eyes of these kids. What
they make with their hands is truly amazing.
ITC-supported Janyrtuu’s participation in the
Ambiente Fair in Frankfurt, resulting in orders
from the Fair Trade stores across the EU, is a
great example of giving back. The foundation is
actively growing its line of products, enhancing
the quality and eagerly implementing our
recommendations. This is truly inspirational,
and | am grateful to these amazing achievers for
getting a chance of sharing my knowledge with
them.”

Ms. Jipara Rayimkulova,
ITC EMCI coach

Company Overview

Janyrtuu is a women-managed public non-profit
foundation established to support vulnerable
categories, women and special children with mental
disorders.

To socialize and develop special children’s motoric
skills, enthusiasts among their parents established a
small club. Anastasia Kolodyazhnaya is a fantastic
woman and a founder and manager of this initiative.

What started as a special needs club, turned into
a micro business when the parents realized selling
amazing handicraft could help sustain the operations.

With the business part small at first, it has been
steadily growing ever since in size, product range.
Inclusive participation is at the forefront of the
initiative. Today, Janyrtuu is producing toys, a full line
of ethnic souvenirs from felt, beads, etc.

To cater for adults with special needs, Janyrtuu
started producing clothing and textiles in a small
women-run shop. Products are mainly sold locally,
with small sporadic shipments abroad.

Challenges and Recommendations

Janyrtuu had problems with packaging suppliers,
poor label quality. The coach reviewed labels,
advised on ways to correct print, readability. To help
with the operations management, Jipara proposed
to adopt a series of SOPs to set instructions for
sourcing materials, production, packing, sales, etc.
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To reduce costs, the coach suggested manufacturing
unique self-designed packaging, eliminating the use
of plastics for packaging.

On information on the EU market requirements,
Jipara recommended ITC’s tools such as TradeMap.

To cater to the growing interest in the “Made in KGZ’
handicraft from the EU Fair Trade stores, Janyrtuu
received coaching on entering the EU market whilst
fully utilizing the GSP+ benefits. CE certification for
felt toys was proposed to attain via the partnership
with the EU importers.

Jipara recommended maintaining regular contact
with reliable partners, quickly dispatching pro-forma
invoices (template shared by the coach) to capture
and fulfil more orders.

Key Outcomes of the Coaching Mission

Resulting changes from the coaching mission
include Janyrtuu replacing packaging with cheaper
natural jute and textile packaging, improving quality
and reducing costs of packaging and labelling.

Also, the foundation systematized its business
processes through the use of the SOPs, introduced
a number of management best practices.

“Taking part in the coaching initiative helped
us gain knowledge of the SOPs, streamlining
business processes, increasing the efficiency
of manufacturing, all this within the framework
of working with the special people. Changes
resulted in us cutting costs, e.g. by changing
packaging, improving quality assurance,
introducing export planning, management,
introducing pro-forma invoices. We hope these
changes result in the opening of new markets to
our products in the near future.”

Anastasia Kolodyazhnaya,
Public Foundation Janyrtuu




KbIPIbISCTAH: KENC O® «XKAHBLIPTYY»

“A 6bina neperionnHeHa aMoyuUsIMuU, 2r1si0s 8
a2nasa amum 0emsim. To, Ymo oHU defniarom
C8OUMU pyKamMu roucmuHe rnompsicaroue.
Yuacmue Janyrtuu e sspmapke «Ambiente»

80 ®paHKypme, 3akasbl om Mazal3uHos Fair
Trade no ecemy EC - samo nuwb Hekomopabie

u3 npumepos ycunud, noddepxueaembix MTL].
®oHO akmueHO pacwupsem AuUHelKy npodyKkmaos,
rosbiwaem ux Ka4ecmeo U OXOMHO 8bIMO/IHIem
Hawu pekomeHOayuu. dmo delicmeumeribHO
g8oodyuweearisem, u s briazoGapHa amum
3ameyameribHbIM y4YacmHuKkam Hawel
UHUYUamuebl 3a 803MOXHOCMb MOOEIUMbCS C
HUMU C80UMU 3HaHUsamu.”

Xunapa PaumkynoBa,
Koyd MTL],

MHdopmauusa o kKomnaHum

O XKaHnbipTyy (6peHa Janyrtuu_offer) Bosrnaensetcs
KEHLUMHOW,  OKasblBaeT MNOJAEPXKKY  YA3BUMbIM
KaTeropvsam HaceneHus: >XeHWwuHaMm W [eTam ¢
OCODEHHOCTSIMU MEHTANbHOMO pasBUTUSA. MI3HavanbHO
opraHusauus 6bina cos3gaHa aHTy3nactamu U3 yucna
poaouTenen B BUAE MacTepCKOWn Ans counanvsaumm u
pPa3BUTUSA MOTOPHbIX HABbIKOB AeTel COCOBEHHOCTAMM.
AHactacua KonopsbkHas, OCHoOBaTeNb WHULMATUBEI,
ABMSIETCA TakkKe MEHEeIKEPOM.

To, 4TO HaumHamnocb kak kny6 no ocobbiM Hyxgam,
npeBpaTunocb B MUKPO-OM3HEC, korga poauTenu
OCO3Hanu, YTo OHM MOryT NpodaBaTb YacTb NOAENOK
ANsi paclUMpeHns U nogaepKaHns MacTepPCKON.

[enoBag cocTaBnstoLLas, HeaHauyMTeNbHast Ha NEPBOM
aTane, yBepeHHO pocna B 06beme U accopTUMEeHTe
NpoayKUMKn, CTaBsA WHKIIO3MBHOCTb Ha MEpBbIV MiaH.
CerogHa Janyrtuu npousBOAWUT WUrpyLUKKW, Habop
3THMYECKMX CYyBEHMPOB M3 BOMNOKa, bucepa, u 1.4.

[nsa 3aHATOCTM B3pOCHbIX C 0CODBLIMU HYXXaamun poHA
>KaHbIpTyy Hayan nsrotoeneHve ogexabl U TEKCTUNS
B MaieHbKOW XXeHCKon MacTtepckon. OCHOBHblE
PbIHKM CBbITa - BHYTPW CTPaHbl C eAUHUYHBIMU
3aka3amu 3a pybex.

Mpobnembl  pekoMmeHZaLum

Y KaHblpTyy Oblnn npobnembl C nocTaBLivKamu
yMaKOBKM, C HU3KMM Ka4eCTBOM 3TUKETOK. Koy4 nsyuunna
3TUKETKW, AariaCoBETbINOMCNPABNEHNIO TEKCTA, YETKOCTM
neyatn. [ns pelueHus BOMPOCOB MO MEHEMKMEHTY
XKvunapa  pekomeHooBana  BHEOPUTb  pasnyuHble
pernameHTbl U WMHCTPYKUMM MO 3akyrny MaTepuarnos,
NpPOW3BOACTBY, YNakoBKe, Npofaxe, 1 T.4. [Ansa CHUXKeHNs
3aTpaT Koyd npeasioxuna camoCTOATENbHO BbiMycKaTb
cobCTBEHHYIO ynakoBKy 6e3 nrnactuka.

B kauecTBe ncTOYHMKA MHOpMaLMy No TpeboBaHNSIM
pbiHka EC koyy coBeTyeT ucnonb3oBaTb TradeMap,
OHnauH pecypc MTLL.

KaHbiptyy OOMmKeH yMEeTb YOOBNETBOPATL
BO3pacTaloLLMin MHTepeC K NpogyKumMmM pyyHoro Tpyda
«CpenaHo B KP» co ctopoHbl mara3uHoB Fair Trade
B EC. Bbin npoBeaeH KOYYMHr MO BbIXOAY Ha PbIHOK
EC, none3ysacb nerotamm BCIM+. Ceptudmkar CE ans
BOWMOYHbIX MWrPyLUEK MOXHO MOMyYnTb C MOMOLLbIO
3akasunkoB 13 EC.

XKunapa pekomeHgoBana perynspHo
B3aMMOAENCTBOBATb C HAAEXHbIMWU NapTHeEpamu,
ObICTPO BbICbINATL NpaBuUibHbIE Npodopma
MHBOVCbI (LabnoH 6bin pekoMeHO0BaH Koy4Yem)
ANSA NonyyYeHns 1 BbINONHeHUs 6onbLuero ynucna
3aKas30B.

Utorn mn pe3ynbraTtbl KOy4YUHra

PesynstaTtamn KkoydmHra cTana 3amMeHa YrnakoBKM
Ha TeKCTUmbHble nakeTbl C [OKYTOBOW TeCbMOW
COBCTBEHHOIO U3roTOBMNEHWS, YOELLIEBNAS MOKOHOMS HA
aTukeTkax. Takke XKaHbIpTyy CMOr cMcteMaTnsnpoBaTtb
CBOW MNPOU3BOACTBEHHbIE MPOLECCHl, UCNOMNb3ys
TexkapTbl WM BHeApsis  psg  ynpaBneHYecKux
pekoMeHgaunmn.

«Yyacmue 8 Koy4yuH2080U UHUYUamuse rnomoasio
Ham pacwupums Hawu 3HaHUsI O makKux
gorpocax, kak cmaHOapmHble ornepayuoHHbIe
rnpouedypbl, onmumu3ayusi busHec-

rpoueccos, nosbiweHue aghghekmusHocmu
rpPouU3800CMEEHHbIX MPOUECCO8, U 8CE 3MO 8
pamkax pabomei ¢ r1l0ObMU ¢ 0CO6EeHHOCMSMU
paszsumusi. BHeOpeHHbIe usMeHeHUs1 No38onunu
006umbCs coKpauweHuUs pacxodos, 8 YacmHocmu,
3a cyem U3MEHEHUS YrakKos8KuU, YITy4YLeHUs
KOHMPOJIsi Kayecmea, 8HeOPEHUS IKCIIOPMHO20
M1aHUPOB8aHUsi, yrnpaeneHusi, USMeHEeHUs
rnpogopmbi UHeolica. Mbi Hadeemcsi, 4Ymo amu
UBMEHEeHUS npueedym K OMKPbIMUI0 HOBbIX
pbIHKO8 Onsi Haweld rnpodyKuuu 8 briuxadwem
byoywem.”

AHacTtacusa KonogsikHas,
O XaHbipTyy

BusHec
Accoumauus
JIA
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TAJIKISTAN: CASE OF IE ANGUBIN

“This coaching initiative, among other things,
provides significant support and assistance

to local SMEs in the food sector. Small
entrepreneurs often have doubts about their
actions concerning the export of products, due
to the lack of such experience. This is why we,
coaches, are needed.”

Mr. Talbi Shoev,
ITC coach

Company overview

“Angubin” produces honey, cultivates bee apiaries,
and wholesales bees.

The production is located in Vahdat, and the business
employs seven permanent staff members.

Domestically, Angubin sells products to all regions
of Tajikistan.

As for the export markets, their key export markets
are in the following countries: Afghanistan, UAE
(Dubai), with plans to expand sales to Russia.

Challenges and Recommendations

Having discussed all the intervention areas, the
coach and the owner identified several areas for
improvement, specifically, packaging and labelling,
export documentation. The export management
coach recommended reconsidering the use of
stainless steel, aluminium or aluminium alloy jars
for transporting honey, including wooden barrels for
storing honey.

Also, the coach advised to analyze the market
and export opportunities in the beekeeping sector,
explained the importance of veterinary and sanitary
certificate when exporting honey.

Key Coaching Mission Outcomes

Based on coach’s recommendations, the SME
ordered glass jars and proper containers for
transporting honey.

The existing aluminum containers and tanks were
coated with a special food grade lacquer. Talbi
helped develop new product label that meets the
manufacturing standards.
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The SME owner has also applied to obtain the
veterinary and sanitary certificates from the Tajikistan
Government’s Committee on Food Safety.

“This initiative helps and supports small
businesses that are merely starting to export their
products.”

Mr. Aslihiddin Giyosidin,
Director of IE “Angubin”




TAIDKNKNCTAH: KEWNC UM AHIYBUH

“Oma uHuyuamuea o Koy4uHay, MoMumo
rpoyeao, oKka3bligaem 3HayumeribHyH no00epxKy
u nnomouwib mecmtbiM MCI1 8 nuwesol
rpombiwneHHocmu. M3-3a Hedocmamka

orbima y HUX 4acmo 803HUKarm COMHEHUS 0
rnogody akcriopma npodykyuu. Bom noyemy oHu
Hy>0aromcs 8 Hac, Koy4ax.”

-1 Tan6wm Lloes,
Koy4y MTL

Mpodunb npeanpuaTua

“AHryOmH” 3aHMMaeTCcs NPOM3BOACTBOM LIBETOYHOMO
NYyenuMHOro Mega, pasBefeHMEM MYENUHbIX Macek, U
npogaxen n4yen.

npOI/I3BOD,CTBeHHaF| 0asa C CeMbl MOCTOSIHHbIMU
COTPYyAHMKaMKM pacrnorioXeHa B I Baxgar.

BHyTpu cTpaHbl “AHry6uH” npoaaeT BO BCeX pernoHax
TapxukucTaHa. QKCMOPTHbIE PbIHKK - 3TO AdoraHucTaH
n OAD (dy6awn); nnaHupyeTcs paclUMpsATb SKCMOPT B
Poccuto.

Mpo6nembl N pekomeHaaLUK

O6cyamB Bce pasgenbl MporpaMmbl, KOyd 1 Briagenet
BblOENUNN  HEcKomnbKo  obnacTten, Tpebyromnx
YNyYlEeHNsi, @ UMEHHO YMakoBKa U MapKMpoBKa W
SKCMOpTHasi 4OKYMEHTaLUS.

Kqu pekoMmeHaoBas nepecMoTpeTb UCNOoJ1ib30BaHUA
eMKOCTeﬁﬂHﬂTpaHCHOpTMpOBKM Me,D,aMSHep)I(aBeVIKM,
antoMnHnAa 1Unn antoMMHMUEBOIO CriJilaBa, a TaKXe
OepeBAHHbIX Oouek OnAa XpaHeHna mena.

Takke koy4 pekomMeHZoBasn U3y4nTb PbIHKM 3KCropTa
nyenoBoAcTBa, 06bACHMI BaXXHOCTb BETEPUHAPHOTO
1 CaHMTapHOro cepTUdUKATOB NPKU IKCNopTe Meaa.

UTormn n pesynbratbl KOy4YuHra

anIHFIB BO BHMMaHMEe pekoMeHdauun Koy4a,
npeanpuHnMartersrb 3aKkadall CTEKIAHHbIe OaHKn u
KOHTeVIHepr 0514 nepeBoO3KN.

Mmetowmecs antoMMHUEBLIE KOHTENHEPDLI 1 EMKOCTH
OblNM  NOKPLITHI  NUWEBLIM nakoM. bnarogaps
pekomeHgaumsam Koyya Obln paspabotaH HoBas
NpoAYyKTOBasi 3TUKETKA, OTBEYatoLLas cTaHgapTam.

Bnageneu  Takke obpatuncs B KomuteT
NPOOOBOSIbCTBEHHOM ©e3onacHocTH npu
MpaButenbcTee Pecny6nvkn TagXukncTaH,

ONA  MONyyYeHWss BETEPMHApPHbIX W CaHUTapHbIX
cepTudunkaTos.

‘HdaHHas uHuyuamusea cyuwecmeeHHo rnomoz2aem
mariomMy 6u3Hecy, KomopbIt MOSIbKO Ha4uHaem
aKcropm npodykyuu.”

-1 AcnnxnpgaviH M'mécuauH,
anpektop UM “AHry6un”

N

Y/

AN ASNMD
TATIKISTAN
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TAJIKISTAN: CASE OF LLC SITABR AGRO

“Tajik companies have a unique opportunity

to look at their business and export of their
products with a fresh expert eye. The renowned
management experts believe that coaching is
a very useful tool for business development.
This tool makes it possible to build | improve

a business “with their own hands” using the
coach’s recommendations. | think this Initiative
will provide food for thought to businesses to
promote their products outside the country with
fewer barriers.”

Ms. Farzona Tilavova,
ITC coach

Company Overview

“Sitabr Agro” LLC processes and vacuum packages
sweet corn, with a capacity of 6000 cobs per hour.
The company’s The company sells its products under
the Bomaza trademark. Additionally, the company
exports vegetables and fruit abroad.

The production facility is located Gissar, with 21
permanent and temporary employees, the number
of employees is growing steadily.

Key “Sitabr Agro” markets are Afghanistan, Russia
and Kazakhstan, with plans of exporting its products
to the EU countries.

Challenges and Recommendations

The coaching process at the” Sitabr Agro” went
without a glitch. Staff welcomed everything that the
coaching programme covered during the five days
of the project.

The main challenges identified were the incorrect
operation of the vacuum packaging machine. The
operators inserted packages incorrectly causing
damage to the inner packaging.

Also, there were issues with custom brokers in the
past.

The EMC coach, having analyzed the processes,
noted the need to introduce systematic training of
vacuum packaging machine operators due to the
seasonality of the recruited personnel.

As for the products, the coach recommended
introducing an SOP to properly manage temperature
controls prior to packaging.

Farzona reviewed the customs clearance processes
and actions by the customs broker, suggesting
consulting the customs officials to get their advice on
reviewing the current broker’'s work and potentially
replacing him with a new one.

Outcomes from the Coaching Mission

Based on Farzona’s recommendations, “Sitabr Agro”
implemented the proposed interventions, and plans
to launch the personnel training programme before
the start of the new season.

“We express our sincere appreciation and
gratitude to the “Ready4Trade Central Asia”
project and initiative of ITC for a useful and non-
standard approach to the coaching process,
which pushes businesses to grow and get
better.”

Mr. Jakhongir Babaev,
Director, “Sitabr Agro”
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TAIDKMKNCTAH: KEMC OO0 «CUTABP ArPO»

“Y madxukckux KomnaHuti ecmb waHc ro-
HO80OMY 832/1IHymb Ha cebs u Ha akcriopm ceoeli
npodykyuu. lNpusHaHHbIe aKcriepmasl 8 cghepe
MeHedXMeHma CHUmarom, 4mo KOoy4yuHe O4YeHb
rioneseH 0 pazsumusi busHeca. OH 0aem
803MOXHOCMb 8biICMpoUmsb / yry4dwums 6usHec
«C80UMU pyKamuy, UCMOMb3ys pekoMeHOayuu
Koy4a. [ymaro, Ymo ama uHuyuamusa dacm
nuwy 0ns pasmbiwieHuU 8 riaHe rnpoo8UXeHUsI
ux rnpodykyuu 3a pybex ¢ HauMeHbWUMU
npeepadamu.”

r-xa ®ap3oHa TunaBsoBa,
Koy4y MTL

Mpodunb npeanpuaTua

OO0 «Cwutabp Arpo» 3aHuMmaeTcsa nepepaboTKown
N BaKyyMHOW YMaKOBKOW CaxapHOW  KyKypys3bl
npoussogutencHocTbto 6000 novaTtkoB B 4ac.
Mpeonpuatve npogaeT NPOAYKUMKO Mo TOProBOW
Mapkon Bomaza, a Takke akcnopTupyeT OBOLUM U
OPYKTbI 3a rpaHuLy.

Ha npoussoactee B I. [nccap pabotaeT nepcoHan
13 21 NOCTOSAHHbBIX U BPEMEHHbIX COTPYAHUKOB, LUTaT
HeyKknoHHo pacTeT. OCHOBHbIMM pblHKaMK cObITa
«Cutabp Arpo» aenstoTca AdraHuctaH, Poccusa un
KasaxcTtaH, ¢ nnaHamu akcnopta npogykumm B EC.

Mpo6Gnembl n pekomeHzauMmn

KoyunHr Ha npegnpuatum «Cutabp Arpo» npoluen
ovyeHb nerko. [lepcoHan npuBeTCTBOBaN BCe, 4TO
BKMNtovana B cebsi nporpamma NATMAHEBHOM MUCCUN.

Bbinu BbIsIBNEHbI CneayoLmMe OCHOBHbIE Npobrnemsi:
onepatopbl  BaKyyMHOW  YNAKOBOYHOW  JIMHUK
HenpaBWNbHO BCTAaBMSAIOT 3aroTOBKM, NpMBOAdALLME K
NOBPEXOEHWNI0 BHYTPEHHEN YNaKOBKMU.

Kpome TOro, B npowsnom 6binu npobnembl c
TaMOXeHHbIMU Bpokepamu.

MNpoaHanuavpoBaB Mpouecchbl, Koy4 OTMeTUna
HeOOXOAMMOCTb  BHEOPEHUS  CUMCTEMATUYECKOro
00y4yeHuns onepaTopoB YNakOBOYHOIO 06opyLoBaHUS
C Y4YETOM CE30HHOCTM paboT.

KacatenbHO npou3BoAMMOM  NPOOYKUMW,  KOYM
nocoeetoeana BBectn COIl ana npaeuibHOMO
KOHTpONA TeMnepatypbl nepes ynakoBKOW.

dap3oHa M3y4nna COMNpPOBOAMTENbHbLIE OOKYMEHTHI
no rpysam W [OEnCTBUS TaMOXEHHbIX OGpOoKepoB,
npeanoXxunanpoKOHCYNLTUPOBATLCSA CCOTPYAHMKAMMU
TaMOXHW NO Bonpocam paboTbl TeKyLLero 6pokepa u
BO3MOXXHOCTW ero/ee 3ameHbl.

Pe3synbraTbl KOyYMHIOBOW MUCCUM

Cutabp Arpo” BHegpwun pekoMeHOOBaHHble -XKOW
TunaBoBOM M3MEHEHUs,, a Takke nraHupyeT
3anyctTutb nporpammy obyvyeHuss nepcoHana p[o
Havyana criegyroLero ce3oHa.

“Mb1 ebipaxkaem rpusHamesbHoCmbs U
brazo0apHocme ripoekmy “Ready4Trade
Central Asia” u uHuyuamuee MTL] 3a makol
Mo0xo00 K KOy4YUH2080MY MPOUECCY, KOMOopbIl
cmumynupyem npednpusmusi pa3gueamscs.”

r-H xxaxoHrnp babaes,
anpektop OO0 “Cutabp Arpo”

Y/

AN ASNMD
TATIKISTAN
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TAJIKISTAN: CASE OF LLC NASIM

“Previously, | did not have such experience, so
this is new experience to try myself in such a
difficult, but interesting role. During coaching,

| realized that many of our companies were
lacking important knowledge about export
procedures. The perception of coaching by
local specialists, consideration and acceptance
of the consultant’'s recommendations play a
significant role. The coaching mission at LLC
“Nasim” should improve their next steps towards
successful export development in Tajikistan.”

Mr. Najib Khamraev,
ITC coach

Company Overview

LLC “Nasim” produces mulberry fruit bars with
various natural flavors. In addition, the company also
exports dried mulberries.

The factory is located in Khorog (GBAO), with 10
permanent and temporary staff.

The company sells its products to all regions of
the country. Main export markets of “Nasim” are
Afghanistan, Russia and Norway (EU) with plans to
expand sales to other EU countries.

Challenges and Recommendations

Having reviewed SME’s production and exports,
Nachib discovered a number of problems in all five
EMCI subject areas.

E.g.,the SME encountered regular internal packaging
damage and unforeseen delays at customs.

After reviewing the documents, the coach proposed to
replace plastic packaging with aluminum foil. To avoid
problems with customs clearance, using customs
broker services came out as a recommendation.

To satisfy high buyer standards, Mr. Hamrayev
proposed to introduce a quality assurance SOP for
finished products, and sourcing raw materials and
packaging materials.

To satisfy high buyer standards, Mr. Hamrayev
proposed to introduce a quality assurance SOP for
finished products, and sourcing raw materials and
packaging materials.
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Key Outcomes from the Coaching Mission

As recommended, LLC “Nasim” ordered an updated
product packaging designed in Belarus, ordered
aluminum foil from China and printing done in PRC
as well to reduce costs for packaging fruit bars.

In April 2021, implementing the proposed
recommendations, Nasim received its certificate of
origin.

Same month, they started exporting its products to
Russia through a recommended customs broker
who helped resolve paperwork challenges.

“This project greatly helped to understand all
the details of packaging, labelling and exporting
production.”

Mr. Nasratsho Rakhmatshoev,
Director, LLC “Nasim”




TAIDKUKNCTAH: KENC OO0 «HACUM»

“PaHee y MeHs1 makoz2o orbima He bbirio. s
MEeHS1 KOy4YUH2 - 3o COBEPUWEHHO HO8asl POJib,
C/I0)KHasl, HO 8 8biCWel cmerneHu UHMepPeCcHasl.
B x00e Koy4yuHaa 51 MOHS/1, 4Ymo y MHO_2UX
Hawux npednpusmuti omcymcmeyrom 3HaHus U
MoHUMaHue npouyedyp akcriopma. Bocrnpusmue
KOy4YuH2a MecmHbIMU crieyuanucmamu,
u3yyeHue U rnpuHsSmMue ornbima u pekomeHoayud
Koyya ugpaem 0epOMHy posib. KoyyuHeoseasi
muccusi 8 OO0 “Hacum” dormkHO cmamb
¢yHOameHmom 8 obrnacmu yny4weHus
3KCropmHo20 nomeHyuana TadxukucmaHa.”

'-H Haunb Xampaes,
Koy4y MTL

Mpodunb npeanpuaTua

000 “Hacmm” nponsBogmT PpyKTOBbLIE BATOHYMKM N3
NNoOAOB TYTOBHMKA, @ TaKKe 3KCMOPTUPYET CYLUEHBIN
TYTOBHUK.

MpeanpusaTtum pacnonoxeHo Br. Xopor (FBAQ), HaHéM
3aHATbl 10 NOCTOSAHHBIX N BPEMEHHbIX COTPYAHUKOB.
KomMnaHusa peanuayet NpogyKLmio BO BCEX permoHax
TamKUKUCTaH.

OCHOBHblE 3KCMOPTHbIE PbIHKA KOMMaHWM - 3TO
AdprannctaH, P® n Hopserns. CyliecTBytoT nnaHbl
aKcnopTa v B gpyrue ctparbl EC.

Mpo6nembl n pekomeHaaLUK

N3yumB Npom3BOACTBO M SKCMOPTHYHO AOKYMEHTALNIO
MCI1, Haunb BbisiBun uenbin psg npobnem Bo BCex
NATK 00NAacTsIX KOYYMHra.

B uactHoctu, MCI1 cTtankmBaeTcs C perynsipHbiM
noBpeXxaeHnemM BHYTPEHHEN YNakoBKW, a Takke C
HenpeaBAEHHbIMU 3a0ePXKKaMn Ha TaMOXHe.

Mocne u3yvyeHus OOKYMeHTauum KOoyd npenrioxun
3aMeHUTb NMACTUKOBYHK YNAaKOBKY Ha YMakoBKY W3
antoMMHNEBON PONbIN.

Bo n3bexaHne npobrnem ¢ TaMOXEHHOW OYMCTKOMN,
Haunb npegnoxun BOCMOMb30BaTbCA  yCryramu
TaMOXXeHHOro 6pokepa.

Ons obecne4yeHus cobnogeHus BbICOKUX
noKynaTenbCKMX CTaHA4apPTOBI-H XaMpaeB npeanoxun
BHEOPUTb CUCTEMY BHYTPEHHUX pPernamMeHToB Mo
KOHTPONIO KayecTBa rOTOBOM NPOAYKUWW, 3akynke
CbIpbsi U YNAKOBOYHbIX MaTepuarnos.

Pe3synbraTbl KOyYMHrOBOW MUCCUM

000 “Hacum”, cnegys pekoMeHZauuam, 3akynuro
HOBYIO YMaKoBKy, paspaboTaHHyto B benapycu, a
Takke B Kutae npuobpena antoMuHMEBY0 GOnbry
N 3akasana neyartb ynakoBKW C LIENbI0 COKpaLLeHUs
pacxoaoB Ha ynakoBKy PyKTOBbIX GaTOHYMKOB.

B anpene 2021 r., peanunsya pekomeHgauum Koyuya,
npeanpuaTe Nony4mno ceptTudukaT CoOOTBETCTBUS.

B TOT ke Mecsu komnaHus Hayana 3KCnopTupoBaTb
CBOIO npoaykumio B Poccuto, nonb3ysicb ycriyramu
TaMoXXeHHoro 6pokepa, KOTopbIli MOMOT pas3obpaTbest
C 9KCMOPTHOWN JOKYMEHTaLMEN.

“Npoekm 3Ha4yumesibHO MOMo2 8 MOHUMaHuuU u
peweHuu npobrem ¢ yrnakoskol, MapKuposkoU u
aKcropmom Haweu npodykyuu.”

I'-H Hacparwo PaxmaTtiioeB,
Ounpektop OO0 “Hacum”

Y/

AN ASNMD
TATIKISTAN
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OF BURKUT ECONOMIC SOCIETY

“Considering Burkut’s firm position on the

local market and its high operational culture

the major challenge in this mission for me was
to understand in which way | could add value

to the SME’s export aspirations. | am very glad
that some of my interventions were immediately
accepted by the enterprise and | was very
pleased to see the evaluation form for the
selection of suppliers offered by me to Burkut at
the premises of my next coached enterprise.”

Ms. Gozel Akeeva,
local ITC coach

Overview of the Coaching Mission

Confectionery Factory “Burkut” is a very young
SME which was founded in 2017. This young
enterprise pays serious attention to winning the trust
of its customers and already in 2018 the company
received its first international certificates — ISO 9001
and ISO 22000. Main products of the factory include
bakeries, dessert pastes, chocolate, wafers and
candies of various kinds produced of both domestic
and imported raw materials.

Burkut has ambitions to expand its production range
and diversify its exports in the next couple of years
which was one of the reasons why they decided
to take part in the Export Management Coaching
Initiative.

Technical Recommendations

One of the areas where coach decided to intervene
was related to the acceptance of raw materials from
its suppliers and service providers. While Burkut
itself can boast of the state-of-the-art equipment,
qualification of its personnel and streamlined internal
operational processes, the risks posed by the quality
compliance of procured materials and products still
remain high. Coach’s recommendation to introduce
a supplier evaluation form was therefore very timely in
view of the SMEs plans to scale up export operations
to the countries with high levels of acceptance
standards like the Middle East and Europe.

Another intervention that was very closely related to
the first one was to develop and constantly update a
list of existing and potential suppliers of products and
services both on the domestic market and abroad.
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It was recommended not to limit the list only to the
suppliers of raw materials or spare parts, but also
include service providers like freight forwarders and
customs clearance..agents.

Main outcomes from the Coaching Mission

While Burkut Confectionery Factory has an excellent
reputation for the quality of its products in the country,
the main objective of the company at this stage is
to expand its operations abroad. This requires very
stringent control of all materials sourced both from
domestic suppliers and partners abroad.

Supplier evaluation form suggested during the
coaching was immediately taken as a basis for
the assessment of the quality of products and
services provided by Burkut's domestic and
foreign counterparts. Burkut decided to share
the form with its suppliers and ask them for a self-
evaluation. Grades assigned by the suppliers are
then compared with those given by Burkut itself to
check for any divergence. This allows the enterprise
to better articulate the constituents of quality, discuss
all points of concern with its supplier and agree on
commonly shared criteria.

Finally, the SME keeps and updates the list of
potential suppliers and service providers both in the
country and abroad to take advantage of the most
cost-efficient and quality products.

“It is very important and beneficial for an SME at
the initial stages of export activity to get support
from experienced and qualified professionals.
Not only as a source of additional information,
but also as a chance to start looking at business
process from a different perspective, start
thinking about making changes in the way the
enterprise works and look for new opportunities.”

Mr Mekan Garajayev,
Deputy Director of Burkut Confectionery Factory




TYPKMEHUCTAH: KEMNC XO «BURKUT»

“Yyumbigeas no3uyuro “Burkut” Ha mecmHom
PbIHKE U €20 8bICOKYIO pou3800CMBEHHYH
Kyrnbmypy, anasHol 3adaqel 8 amou mMuccuu
0r151 MeHs1 bbIr10 MOHSIMb, KakuM 0bpa3om s
Moey MoMOoYb MPedrnpuUsMUK 8 SKCIOPMHbIX
ycmpemreHusix. 51 o4eHb pada, Ymo HeKomopble
u3 pekomeHOayul bbiru HeMedIeHHO

MpUHSAMbI NpednpusimueM, 0CO6eHHO MPUSIMHO
66110 ygudems ¢hopmy oueHku Onsi ebibopa
rnocmasujuKkos 80 8peMsi criedyrou,e20o KoyduHea
Ha Opyaom npednpusimuu.”

ynpaBreHUIo 3KCMopTOoM,
MTL,

0O630p Muccumn

Kongutepckas dpabpuka “Burkut” - oyeHb monogoe
npeanpuatmne, ocHoBaHHoe B 2017 rogy. KomnaHus
yaensieT cepbe3Hoe BHUMaHne 3aBOeBaHUI0 OBEPUS
KnueHToB M yxe B 2018 rogy koMnaHusi nony4yuna
CBOM MepBblE MEXayHapoaHble ceptudurkaTbl — ISO
9001 n I1ISO 22000. OcHoBHast Npoaykuusa 3aBoga -
BblNeyka, Lwokorag, Badnn 1 KOHMEeTbl pasnmuyHbIX
BMAOB, NPouM3BedeHHble KaK W3 OTe4YeCTBEHHOrO,
Tak U UMMOPTHOro cbipbs. Y Burkut ectb ambuuun
pacwuvpuTb acCOPTUMEHT CBOEW NpoAyKuMu U
aneepcudnumpoBaTtb SKCMopT B Onvxkanwuve napy
feT, YTO CcTano OAHOW M3 MPUYMH, MO KOTOPOW OHMU
PeLLNIIN MPUHATL y4acTue B KOYYUHITOBOW MHULMATMBE
no ynpasBneHuIo 3KCMOPTOM.

TexHnYecKkue pekomeHaauum

OpHa u3 obnacten, Ha KOTopyk Koyd obpaTtuna
BHMMaHue npegnpusaTtus, bbina cBasaHa ¢ npuemMom
Cblpbs OT MOCTaBLLMKOB Npoaykumn. B To Bpemsa kak
cam Burkut moxeT noxsacTaTbCqd COBPEMEHHbIM
obopyaoBaHuem, KBanudukaumen nepcoHana w
OTNAXEHHbIMW  BHYTPEHHUMWU  OnepaunOHHbIMA
npoueccamu, puUCKW, CBSA3aAHHbIE C KayecTBOM
3aKyrnaemblXx MarepuarioB U TOBapoB, OCTalTCHA
BbICOKMMU. [1oaTOMy pekoMeHaaumnsa BBecTu hopmy
OLEHKM MOCTaBLUMKOB Oblfla OMEHb CBOEBPEMEHHOWN
C YYeTOM nraHOB MO pPaCLUMPEHUIO 3IKCMOPTHBIX
onepauuir B CTpaHbl C BbICOKAM YPOBHEM MPUHATBIX
CTaHOapToB, Takux Kak bnvxHun Boctok u EBpona.

Ewe ogHa  pekoMeHaauuss, CBA3aHHasa  C
npeaplayLiei, 3aknioyanach B coBeTe no paspaboTtke
1 NOCTOAHHOM OBHOBIIEHWUM CMMCKA CYLLIECTBYIOLLIMX

W noTeHuManbHbIX MOCTaBLLMKOB TOBapOB W YCIyr
Kak Ha BHYTPEHHEM pbIHKE, TaK 1 3a pybexom. bbino
pekoMeHOOBaHO He OrpaHuyuBaThb CMNUCOK TOMbKO
NMOCTaBLUMKaAMWN CbIPbSl UIM 3anacHbIX YacTen, HO
W BKMYaTb B HEro MoCTaBLUMKOB YCNYr, Takux
Kak aKkcneamtopbl KU Bpokepbl MO TaMOXEHHOMY
0POPMIEHNIO.

OcHoBHbIe pe3ynbraTbl MUCCUU

BToBpemsikakcamBurkutumeeToTnvyHyopenyTawmto
Nno KayecTBy CBOEW NPOAYKUUW B CTpaHe, OCHOBHOM
Lenbo KOMMaHWM Ha [daHHOM JTane sBnseTcd
paclmpeHue cBoen AeaTenbHOCTH 3a pybexxom. 3To
TpebyeT 04eHb CTPOroro KOHTPOIS BCEX MaTepmarnos,
NOCTYMNaLLMX KaK OT OTEYECTBEHHbIX NOCTaBLLMKOB,
Tak 1 oT 3apybexHbix napTHepoB. [NpegnoxeHHasa B
Xo4e KoyyuHra ¢opma OLEeHKM MOCTaBLLMKOB Cpasy
e Oblna B3siTa 3a OCHOBY A1 OLEHKM KayecTBa
NPoOAYKLUMM N YCNYT, NpegocTaBnseMbIX NpeanpusTuLo.
Burkut pewwun nogenutbca ¢OPMOM CO CBOUMMU
NOCTaBLLMKaMUMNONPOCUTbUXNPOBECTUCAMOOLIEHKY.
OTO0 no3BonMNO NpeanpuaTUiO  chopMynmnpoBaThb
cocTaBnsoLme kadecTBa, 00CcyanTb C NOCTaBLLMKaMM
BCE BOMPOCHI, BbI3blBaOWME 03abOYEHHOCTb, U
cornacoeatb 00ume kputepun. HakoHeu, MCI1Beget
1 0BHOBISIET CMMCOK NOTEHLMANbHBIX MOCTABLLMKOB U
NMOCTaBLUMKOB YCIyr Kak B CTpaHe, Tak 1 3a pybexom,
4YTOObLIBOCNONBL30BaTbCANPEMMYLLECTBAMUHanbONee
9KOHOMMYHBIX U KA4YE€CTBEHHbIX MPOLYKTOB.

“Ha Ha4anbHbIx amariax 3KCcriopmHou
desimesibHOCMU OYeHb 8aXXHO U MO/1€3HO
ronny4ums roAAEPKKY OrbIMHbIX U
KeanughuyupoeaHHbIx crieyuasnucmos. He
MOsIbKO KaK UCMOYHUK UHGhopMayuu, HO U
KaK 803MOXXHOCMb ocMompems Ha bu3Hec-
rpouecc ¢ UHOU MOYKU 3peHUS, nodymams O
B8HECEHUU U3MeHeHuUl 8 pabomy u O HO8bIX
B803MOXHOCMSIX.”

I'-H MekaH Napapxaes,
3amectutens gupektopa K& “Burkut”
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SE OF KINDI ENTERPRISE

“I decided to start my coaching missions with
Kindi because | know that it has is a young
and very friendly team of people who are very
hungry for new ideas and knowledge. | was
very motivated to share with them my extensive
experience in international transportation,
certification and customs procedures.”

Ms. Minavyar Gulamova,
local ITC coach

Overview of the Coaching Mission

Confectionery Factory “Kindi” is based in Ahal region
of Turkmenistan and apart from various candies and
chocolates it also produces a variety of flour products
like croutons, crackers and biscuits. Currently the
company serves the needs of the local customers
and exports to neighbor countries, but intends to
expand beyond the traditional markets.

Technical Recommendations

Selection of proper packaging for products is one of
the factors to take into account when an SME sends
cargo to distant locations in other countries. Usually
SMEs use single layer carton boxes for domestic
transportation, but for export shipments the coach
recommended either to use a 3-layer carton box, or
to additionally strengthen the box with a paper tape.
Considering that applying additional tapes is time
consuming the optimal solution is to find reliable
suppliers of ready 3-layer boxes.

AsKindiis gradually increasing the volume of its export
sales it becomes vital for the company to streamline
its relations with its buyers. Coach recommended
to set up a system to get buyers assessment of the
quality of packaging, shipments delivery times, cargo
tracking and other services offered by the freight
forwarder. After getting the feedback the SME should
introduce required changes in its internal process
and in its relations with the freight forwarders. Long
list of freight forwarder will help the SME to select the
most qualified and cost efficient options.

Main outcomes from the Coaching Mission

Although, it seems to be a minor issue, clients pay
serious attention to the integrity of external packaging
and any dissatisfaction may have very negative
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effects. Therefore, Kindi decided to use 3-layer
carton boxes for shipment which are transported
to distant locations. Additionally, such packages
are tested prior to the shipment to make sure that
no deformation will be taking place in transit to the
destination.

Another change that the SME decided to implement
following the mission was to set up an efficient
communication channel with its buyers to get their
feedback on the quality of products, packaging and
services provided by the transport company. Kindi is
confident that this will help it win the loyalty of existing
customers and expand its list of clients in the future.

“Kindi has considerable experience in selling
our confectionery products for local customers
and although young our company already
gained good reputation. But when we decided
to expand our sales to other countries, we
discovered that in many aspects export requires
absolutely new approaches and knowledge. This
was one of the reasons why we decided to take
part in this coaching initiative — to double check
our practices and get a third-party view on our
operational processes.”

Mr. Myrat Hayitbayev,
Deputy Director of Kindi enterprise




TYPKMEHWUCTAH: KEWC MNPEAMNPUATUA «KINDI»

“A pewuna Havame ceou muccuu ¢ Kindi,
1OMoMy 4mo 3Haro, 4mo 3mo mosiodas u
O4YeHb OpyxHasi KomaHOa irdel, Komopble
O4YeHb Xax0ym Ho8bIx udeli u 3HaHuu. 5

bblna o4eHb MomueguposaHa nodesumasCs ¢
HUMU C80UM OBWUPHBIM OrbImom 8 obriacmu
MexX0yHapOOHbIX Nepeso3ok, cepmuchukayuu u
mamOoXXeHHbIX rnpouedyp.”

r-xa MuHaBesap N'ynamoBa,
Koyd Mo ynpaeneHuto akcrnoptom, MTLL

O630p KOYYMHIOBOW MUCCUM

Konautepckasa dabpuka “Kindi” 6asupyetrca B
Axarnckom Benaate TypkMeHMUCTaHa M noMUMO KOHGeT
1 crnagocTen Npon3BOAMT TaKkKe pasnmyHble MyYHble
n3genus, Takme Kak Cyxapuiku, Kpekepbl U neveHbe.
B HacTtodwee Bpemsa KoMMnaHus obGcnyxuBaet
NOTPEOGHOCTN MECTHbIX KIMEHTOB W 3KCNopTupyeT
NPOAYKLMIO B COCEAHME CTPaHbl, HO HAMepPEHa BbINTU
3a pamKy TpagMLMOHHbBIX PbIHKOB.

TexHn4Yeckue pekomeHgauumn

Boibop Hagnexawen ynakoBkM AN NpOOYKTOB
ABMNSETCA OAHMM M3 PaKTOPOB, KOTOPbIE HEOOXOANMO
yuuTbIBaTh Npu oTnpaske rpy3os MCI1 B otganeHHble
mMecTa B gpyrux crpaHax. O6bl4HO A58 BHYTPEHHUX
NepeBO30K MCMOMb3YTCA OOAHOCIONHbIE KapTOHHbIE
KOpOOKM, HO [Ons 9KCMOPTHbIX MEepeBO30K KOyY
pekomeHaoBana.

MCNonb30BaTb 3-CHIOWHYK KAPTOHHYK  YNakKoBKY,
nmMbo OOMOSTHUTENBHO YKPENUTb KOPOOKY GyMarkHOWM
NEeHTON. Yu4nTbiBasg, YTO HaHeCeHNe JONOMHUTENBbHbIX
NEeHT 3aHMMaeT MHOrMo BPEMEHM, ONTUMarnbHbIM
peLLeHnem SBNAETCA NOUCK HAAEXHbIX MOCTaBLLMKOB
rOTOBbIX 3- CITOVHbLIX KOPOOOK.

Pe3synbraTbl KOyYMHIOBOW MUCCUM

XOoTa, 3TO Ha nepBbld B3MAL He3HaduTernbHas
npobnema, KNMeHTbl YAEnaT Cepbe3HOe BHUMaHMNE
LEnoCTHOCTM  BHELWHeW ynakoBku, u  noboe
HeJOBOMbCTBO MOXET WMETb OYeHb HeraTuBHblE
nocneacteus. MNoatomy Kindi pewunna paccMmoTpeTb
ncnonb3oBaHue AN OTrPY3KM 3-CNONHBIX KAPTOHHbIX
YyNakoBOK AN MpOAyKUUKM, NpegHasHadeHHoW aAns
aKcnopTa B OTAaNeHHble MyHKTbl JocTaBku. Kpome
TOro, BCe YNakoBKM NPOBEPSIOTCA nepes oTnpaBKkon,
4yTOObl Y6eauMTbca B OTCYTCTBMM Aedopmauun npu
TPaHCMOPTMPOBKE K MECTY HasHayYeHus.

Ewe ogHo wu3meHeHue, kotopoe MCI1 pewwuno
OCYLIEeCTBUTb  MOCNe  BbIMNOMHEHUS  MUCCUN,
3aknyanocb B cosfaHun addeKTUBHONO KaHana
CBSI3U CO CBOMMMW MOKynatenamMu Ans nonyyYeHns ux
obpaTHOM CBA3M O Ka4yecTBe MPOoAYyKLMU, YNAKOBKN U
ycnyr, npefocTaBnaemMbIX TPaHCNOPTHOM KOMNaHUeN.
Kindi yBepeHa, 4TO 3TO MNOMOXET el 3aBoeBaTb
NOANBHOCTb CYLLECTBYIOLLMX KIMEHTOB U pacLUMpUTb
CBOW CMUCOK KNUEHTOB B ByayLiem.

Mockonbky Kindi nocteneHHo yBenuumBaetr obbem
CBOWMX3KCMNOPTHbLIXMPOoAaxX, ANAKOMNAaHUM CTaHOBUTCSA
XW3HEHHO BaXHbIM BbICTPOUTbL CBOM OTHOLUEHUS
c nokynatensamu. Koyd pekomeHpoBarna cosfarb
cucTeMy [Anis MNOfyvYeHus OT3biBa MokynaTtenen no
BOMpocaM KayecTBa YMNakoOBKW, CPOKOB [AOCTaBKu
rpy3oB, OTCNEXWUBaHUA T[Py30B W APYrux YChyr,
npegnaraemblx TpaHCMOPTHOW KoMmnaHuen. [locne
nony4yeHus oT3biBa NpeanpuATUe LOMMKHO BHOCUTD.

HeobxooMMble UW3MEHEHWs B CBOWM BHYTPEHHWe
npoueccbl M B OTHOLWEHUS C TPaHCNOPTHbIMU
KOMMaHUAMN. PacLlUMpPEHHbIA CMCOK NEepeBO3YNKOB
NoOMOXeT  npegnpuaTnio  BblbpaTb  Hambonee
KBanmduumpoBaHHbie n 9KOHOMMUYECKU
3PP EKTMBHBIE..BAPUAHTHI.

“Kindi umeem 3Ha4yumeribHbIU OrbIM 8

npodaxe 05151 MECMHbIX KITUEHMO8, U, Xoms
Hawa KomnaHusi Mosioda, OHa yxe 3asoeesasa
Xxopouwlyto perymauyuto. Ho pacwupeHue npodax
8 Opyaue cmpaHbl mpebyem HoB8bIX M0OX0008

U 3HaHuli. 3dmo b6bina oOHa U3 NPUYUH, Mo
KomopoU Mbl pewusu npuHIms y4acmue 8
amou UHUyuamuee — rnepenposepums Hawu
rpakmuku u y3Hamb MHEHUE O CMOPOHbI O
Hawiux oriepayUoHHbIX fpoyeccax”.

-1 Mypat XanbiT6aesB,
3amecTutens anpektopa npegnpuatua “Kindi”
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“I really was excited to provide coaching

to an enterprisethat operates in such an
environmentally friendly type of business as
recycling of paper wastes. It was my sixth
coaching under the Export Management
Coaching Initiative and | tried to take advantage
of all my previous experience and professional
background to assist Toprak in its export
aspirations.”

Ms. Gozel Akeeva,
local ITC coach.

Overview of the Coaching Mission

ES Toprak is a vertically integrated producer and
supplier of paper, corrugated board and corrugated
packaging products in Turkmenistan. Waste paper is
the main source of raw materials for this company
which has waste collection units all over the country.
The enterprise supplies paper packaging to local
and foreign businesses engaged in textiles, food
and drinks, and other industries. Currently ES Toprak
is actively seeking to diversify its exports to other
countries in the region.

Technical Recommendations

Coach discovered that ordinary paper labels
attached by the SME do not guarantee firm bonding
with packaging. Using this type of labels is especially
risky in unfavourable weather conditions - they
get dampened and can easily peel off the surface.
Coach recommended using stick labels which are
not expensive, can be easily attached and provide
strong cohesion with the packaging even under most
severe weather conditions.

Export planning was another area where the SME
benefited from interventions due to the challenges
satisfying growing demand by clients abroad.
Coach’s recommendation to control the stockpiles
and specially to use products of its local competitors
in case of excessively high demand was highly useful
considering that carton packaging gains popularity
across the globe. One thing to note in this case is that
the enterprise should ensure that quality of products
remains high. For that reason the coach advised to
develop SOP for the purchase and acceptance of
products sourced from third parties.
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Main outcomes from the Coaching Mission

Toprak took advantage of the coach’s
recommendationto start using stick labels on Toprak’s
products instead of previously used standard paper
labels. It was very important not only because the
client would feel dissatisfied with the final delivery,
but also because there could be significant delays in
customs formalities both in the country of export and
country of import clearance because of the absence
of necessary information to proceed with clearance.

Another important change which Toprak decided to
introduce into its business processes was to consider
buying competitors’ products in case of excessively
high demand by foreign clients. This is an essential
element in building long term partnership relations to
keep a buyer assured that the company can always
provide sufficient supplies of products at any time.
On its side Toprak will implement a rigorous SOP to
control the quality of such products purchased from
third parties to maintain customers’ trust.

“What we noted is that apart from being simply
a way to supply and get required information
coaching creates an open environment where
sides can exchange their opinions, share views
on various topics and generate ideas on how
to develop and ensure successful growth in
thefuture.”

Ms Irina Antonova,
General Director of ES Toprak




TYPKMEHUCTAH: KEMC XO «TOPRAK»

“A delticmeumernbHO bbina pada npedocmasumea
Koy4uHe rpednpusmuto, Komopoe pabomaem 8
makoM 9KOJ102U4eCKU 8axXHOM sude busHeca Kak
nepepabomka bymaxxHbix 0mxodos. 3mo bbin
MoU wecmol Koy4uHe 8 paMKax UHuyuamusbl
10 yrpasneHuro 3KCropmom u s nocmaparach
ucrnonb308ams 8ecb 80U rnpedbidyuul

orbIim U rPogheccuoHarsnbHy Mod20MmosKy,
umobbi nomoyb XO Toprak 8 e20 9KCropmHbIX
ycmpemrieHusix.”

I-xa lNosen AkeeBa,
Koyd Mo ynpaeneHuto akcrioptom, MTLL

O630p KOYYMHIOBOW MUCCUM

XO Toprak - BepTUKanNbHO WHTErPUPOBAHHLIN
Npov3BOAMTENb 1 NOCTaBLUMK Bymarn, rofppokapToHa
n rogpoTtapbl B TypkmeHuctaHe. Makynatypa
ABMNSETCA OCHOBHbIM WMCTOYHMKOM CbIpbS Of1S1 3TON
KOMMaHuKn, KoTopas UMeeT MyHKTbl cbopa no Bcew
ctpaHe. [lpegnpusatve noctaeBnsetr  BymaxHyto
YyNaKkoBKY MECTHbIM Y MHOCTPAHHbIM MpeanpusaTusaMm,
3aHATbIM B TEKCTUMBHOW, MULLIEBOW U APYTMX OTPACNAX
npombILWnNeHHocTU. B HacTosiwee Bpems XO.

Toprak akTUBHO CTpemuTcs AuBepcudunumpoBaTtb
CBOW 3KCMNOPT B ApYyrne CTpaHbl pernoHa.

TexHu4eckue pekoMmeHaauunn

Koyu oGHapyxuna, 4To 06blvHbIE OyMarKHbIE STUKETKM,
nucnonb3yemble npeanpusTMeM He rapaHTupyroT
NPOYHOrO CUensieHnsa ¢ yrnakoBkon. Vicrnonb3oBaHue
TaKoro Tuna 9TUKETOK OCOBGEHHO PUCKOBAHHO B
HebnaronpuATHbIX MNOrOAHbIX YCMOBUSIX — OHU
OTCbIpEBAIOT U NErko.

OTCJ1anBakOTCAOTNOBEPXHOCTH. Koy‘-l pekomMmeHgoBana
MCMNoJib30BaTb CaMOKIedLlneca 3TUKETKN, KOTOpble
HE CTOAT O0pOro, nerko Kpenatcsd, un obecneunsaroT
Nnpo4vHoE cuenneHne c yHaKOBKOVI Oaxke npun cambiX
CYpPOBbIX MOroaHbIX yCIioBUAX.

lMnaHnpoBaHmMe akcnopta 6ObINO ewe oOgHOM
obnacTblo, rae MHTEPBEHLUKN OKa3anncb NONIE3HbIMMU.
PekomeHgauus koyya KOHTpONMpOBaTb 3anachbl, W
Jake WCnornb3oBaTb MPOAYKUMIO TPETbUX CTOPOH
- K MpPUMMEpPY MECTHbIX KOHKYPEHTOB B Cly4vae
BbICOKOrO cripoca Obifia 04eHb NosiesHa, y4uTbiBas,
YTO KapTOHHas ynakoBka HabupaeT MnonynspHOCTb
no ecemy mupy. lNpn aTom cnegyer OTMETUTb, YTO
npeanpusiTUe JOMKHOCIEAMTb3aTeEM, YTOObIKAa4YeCTBO

BblMyckaeMolr NPOAYKLUMUM OCTaBarioCb BbICOKUM.
Mo aTton npuymHe KOy4 nocoBeToBana paspabotaTb
CTaHdapTHble orepauuoHHble npoueaypbl  Ans
NPOBEPKM NPOOYKTOB, NOMYyYEHHbIX OT TPETLUX..JTULL.

Pe3synbraTbl KOyYMHrOBOWM MUCCUM

XO Toprak wucnonb3oBana pekomMeHAauUMm Koy4ya
HayaTb UCMONb30BaTb CTUKEPbI HA MPOLYKTax BMECTO
paHee MCronb30BaBLUMXCA CTaHAAPTHbIX ByMaXKHbIX
3TUKETOK. OTO OYEHb BaXXHO HE TOMbKO MOTOMY, YTO
KNnMeHT Oyaer HeooBONMEH KOHEYHOM MOCTaBKOW,
HO M MOTOMY, YTO MOrYT BO3HUKHYTb 3a4EPXKU B
TaMOXXEHHOM 0(hOpMIEHNM KaK B CTPaHEe 9KCNopTa, Tak
1 B CTpaHe nMmnopTa n3-3a OTCyTCTBUS Heobxoammonm
nHdopmMauMm Ha ToBape ANs  NPOAOIMKEHUS
odopmneHus.

Ewe ogHO BaxHOe u3MeHeHue, KoTopoe Torpak
pewwmn BHeCTM B cBoM Ou3Hec-npouecchbl, - 3TO
paccMOTpeTb 3aKynkv NPOAYKUUM KOHKYPEHTOB B
crniy4yae 4pe3MepHO BbICOKOro Crnpoca CO CTOPOHbI
WHOCTPAHHbIX KMWEHTOB. JTO BaXHbl 31EMEHT B
NMOCTPOEHUN JONTOCPOYHbBIX MaPTHEPCKMUX OTHOLLEHWUNA,
yTOObI NMoKynaTenb OblfT YBEPEH, YTO Ha KOMMAHUIO
BCErga MOXHO MOMOXUTLCA C TOYKM 3pEHUSA Hanmuns
AO0CTaTOYHbIX MOCTaBOK Npoaykumm B noboe Bpems.
Co cBoew cTopoHbl Toprak BygeT BHegpaTb CTporune
COll pna KOHTponsa KadecTBa Takux MNPOOYKTOB,
npuobpeTaemMbixy TPeTbUX NNL, YTOObI NOAAEPKMBATD
AoBepue KNMeHTOB.

“O0HoU U3 nonoxumesibHbIX CMOPOH

KOy4YUHaa s18/151emcs mo, 4mo 3mo He fMpocmo
criocob noda4vu u nony4yeHuUsi Heobxodumou
UHgopmMayuu, a omkpblimasi OUCKYCCUSl, 8
KomopoU cmopOHbI MO2ym o0bMeHuU8ambCsl
MHEeHUsIMU, OelumbCs1 OfbIMOM 10 PasUuYHbIM
memam u eeHepuposams udeu o pa3sumuro u
pocmy 8 bydywem.”

xa UpuHa AHTOHOBA,
leHepanbHbii gupektop XO “Toprak”
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UZBEKISTAN: CASE OF URBAN STYLE LLC

“URBAN STYLE LLC was founded by a female
entrepreneur under the trademark “LOOK AT ME”.
The company produces women'’s underwear and
home-wear of 100% cotton and silk. Following
the coaching mission, the SME skilfully planned
an export strategy to access new markets,
specifically the target market of the EU.”

Ms. Alyona Golovanova,
EMCI coach, ITC

SME Profile

Kamola Aliyeva founded URBAN STYLE in 2017 as
ashop. Following the market and customer research,
she launched her own production steadily growing
it to 3 thousand units of ready products a day under
the “Look At Me” brand.

High quality facilitates the SME’s drive to enter
neighbouring countries and start exports to the EU.

The company has experience of sales to Russia
and Kazakhstan, while the main goal at this stage
remains the EU market.

Interventions and Recommendations

URBAN STYLE manufactures underwear products
made of 100% cotton and silk. The coach
recommended applying for the OEKO Tex Standart
100 voluntary certification to support the SME’s
aspiration of increasing its exports to the EU.

She advised applying directly to the accredited
representative office of the Hohenstein textile testing
institute in Tashkent, as well as to state certification
bodies, which can support the SME in the provision
of benefits and preferences for certification.

Given that the company generates large volumes of
waste textile, Ms Golovanova proposed to consider
alternative packaging options, e.g. manufacturing
packaging using materials for core production.

The coach also recommended using ITC tools for
operations and market analysis.
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Coaching mission outcomes and outputs

Overall, the introduction of ISO 9001 would assure
partners and clients of high product quality whilst
fostering further advancements and improvements
in production by introducing modern best practices.

Following the R4TCA project, the company
developed a clear export strategy for entering the
European market and in pursuit thereof, has already
commenced implementing its plans.

“Having studied and reviewed all the
recommendations on the main components of
coaching: packaging and labelling, customs
clearance, international logistics, and export
planning, we intend to apply the tools and
knowledge in our future daily operations and in
building our export strategy.”

Kamola Aliyeva,
Founder and Head,

SO
SOX

LOOK AT ME



Y3BEKUCTAH: KEMC OO0 «URBAN STYLE»

“URBAN STYLE” - komnaHusi, co30aHHasi

JKeHuuHou nod mopeoesol mapkolt “LOOK AT
ME”. Ee npodyKyus - xeHcKoe HuxHee berbe,
domauwHss odexda u3 100% xrorka u Wérka.

3HaHus, norny4yeHHble 8 X00e KOy4yUuHaa,
11038071UU KOMMaHUU 2paMOmHO orpedenums
U crinaHuposamb 3KCIOPMHYI0 cmpameauto 01si
8bIxo0a Ha yernesoli pbIHOK cmpaH EC.”

AnéHa NonoBaHoOBa,
koyy MKY3, MTL

Mpodumnb MCI

URBAN STYLE - 910 KOMMNaHus, co3gaHHas
npegnpuHnmatensHuuen Kamonon Anveson B 2017 T.
M3yumB pbiHOK 1 noTpebuTens B GbITHOCTb Mara3nHoM,
KOMMaHus 3anycTuna cobcTBeHHOE NPOM3BOACTBO MOA
mMapkon “Look At Me”, nocTeneHHo yBEnMUmnB BbINMYCK 40
3 TbiC.eq. NPOAYKUMN B AEHD.

BbicOkoe KayecTBO NpoayKLuMM MO3BOMNAET OCBavBaTb
He TONbKO PbIHKK cocenen, HO 1 HadaTb akcnopT B EC.

Y koMnaHun ecTb OnbIT 3KkcrnopTa B Poccuto v KazaxcTaH,
HO rMaBHOW LieMNblo cenvac octaetcs pbiHOK EC.

I'Ipep,nomeHml n pekomeHaauummn

URBAN STYLE npousBoant HaTenbHYK MNPOAyKLUIO
n3 100% xnonka n weénka. lNpu akcnopTe AaHHOMW
npogykuum B EBpony Koyd pekomeHgoBana npownTu
nobpoeonbHyto ceptudmkaumo OEKO Tex Standart
100.

OHa nocoBeToBana o0OpaTUTbCs  HanMpsiMyld B
akkpeauMToBaHHOe npeacTaBuTenscTBo “Hohenstein
textile testing institute” B TawkeHTe, a Takke B
rocygapCTBeHHble cepTuduLmMpytolwMe opraHbl  3a
NbroTHOM cepTudunkaumnen.

YuuTbiBasi, 4TO npeanpusiTye npou3BoAUT MHOMO
0TX0[0B, r-xa lonosaHoBa nocoseToBarna
ncrnonb3oBaTb MPU YNakoBKe Te Xe martepuanbl, U3
KOTOPbIX BbIMYCKaeTCsl OCHOBHAsi NMpoayKLus.

PekomeHgoBaHO ucnonb3oBaHue B npouecce paboTbl
W aHanuaa pbiHKa UHCTPYMeHTbl MTLI.

Utormn mn pesynbraThl

BHeopenune ctangapta ISO 9001 Ha npeanpuaTum
0acT rapaHTMIO KadyecTBa nokynaTtensam, a Takke
BO3MOXXHOCTb pa3BMBaTbLCA M COBEPLUEHCTBOBATLCS,
oTBeYasd COBPEMEHHBIM MpakTUKam B ynpasieHun
NPOM3BOACTBOM.

bnarogaps npoekty R4TCA, komnaHus cmorna
rPaMOTHO W  YEeTKO BbICTpauBaTb IKCMOPTHYIO
CTpaTerunio rno BbIXody Ha eBPONENCKUN PbIHOK U yXe
Hayana peanun3oBbliBaTb CBOW MMaHbl.

“Usyuue u paccmompes ece pekomeHOayuu rno
OCHOBHbIM KOMITOHEHMaM KOy4uHaa: yrakogke
U MapKupoeKe, mamMoXeHHOMY 0GhOPMIIEHUIO,
Mexx0yHapOoOHOU flo2ucmuke, U niaHuposaHuro
aKcriopma, Mbl HaMepPEeHbI UCMOo/b308amb
ros1y4eHHbIe UHCMPYMEHMbI U 3HaHUsI Ha
rnpakmuke 8 Hawux 6yOyuux aKCropmHbIX
onepayusix u 8 nocmpoeHuUU 3KCrnopmHou
cmpameeauu.”

Kamona AnuneBa, ocHoBaTesb U
pykoBoauTtenb
OO0 “URBAN STYLE”
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“PROM Textile LLC is a relatively young textile
manufacturer. The company firmly intends to
pursue its export potential development based
on the knowledge gained from the EU-funded
coaching intervention.”

Muzaffar R. Khamidov,
ITC EMCI Coach, Uzbekistan

SME Profile

The company was founded in 2008 near Bukhara, in
aregion famous for the high quality of textile products
and ready-to-wear apparel.

With 40 employees, PROM Textile produces up to
800,000 m annually. The company is very active
in Russia and Kazakhstan, with limited exports to
Poland.

PROM Textile is strongly determined to access
international markets beyond the CIS, which is one
of the reasons they decided to take part in the R4TCA
coaching initiative.

Interventions and Recommendations

The company uses flexible polyethylene film to pack
rolls of finished products. Muzaffar recommended
compiling a list of local suppliers of eco-friendly
packaging that would meet EU requirements.
Plastic packaging must be recyclable and labelled
appropriately for the EU markets.

On a different note, Mr Hamidov recommended
diversifying trade financing mechanisms to include
LC, LoG, escrow accounts, and actively use pro-
forma invoices.

Prom Tex was in need of information on customs
formalities and duties in the EU. Mr Khamidov
recommended consulting Uzbekistan’s CBA, other
export promotion agencies (CClI, Uztextilprom) to get
the required details. Mr Khamidov also advised the
SME to register in the REX to benefit from the GSP+
preferences and use a range of ITC trade information
tools.
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Coaching mission outcomes and outputs

PROM Textile has attained a number of immediate
benefits resulting from coaching.

First, they Improved labelling, considered using eco
friendly packaging for exports. Then, the company
obtained the OEKO Tex 100 certificate and registered
in the REX system to enjoy the GSP+ preferences.

Also, PROM Textile succeeded in winning three export
contracts with Polish, Italian and Czech buyers for a
total of USD6 min, closing their first successful EU
deals.

Finally, the company introduced a range of standard
operating procedures (SOP) atkey production stages,
including procurement of raw materials, packaging,
labelling, customs and logistics procedures.

“We considered all the recommendations on
packaging and marking, international logistics,
incorporation of the standard operation
procedures, and export planning. We are
confident that this would definitely help us
increase our exports and facilitate foreign market
entry.”

Shamshod Sh. lkramov,
Director, Sales & Marketing, PROM Textile LLC




Y3BEKUCTAH: KEVIC OO0 «PROM TEXTILE»

“O00 “PROM Textile” - cpagHUmMenbHo
monodol npouszeodumerib meKcmusibHOU
npodykyuu. MCIT meepdo HamepeHo pa3susamb
3KCropmHyr 0essimesibHOCMb, UCMOMb3ys
3HaHUsl, MorlyYeHHbIe o umoaam Koy4uHaa.”

Mysadcpap Xamuaos,
koyy MKY3 MTL, Y3beknctaH

Mpodwuns MCI1

MCIT 6bino ocHoBaHo B 2008 r. BGNM3n byxapbl,
B PpEernoHe, CNaBsWMMCS BbICOKMM Ka4eCTBOM
TEKCTUNBHOM NPOOYKLMN U TOTOBOW oaexabl.

Pacnonaraa wrtatom B 40 4yenosek, PROM Textile
npounssogut go 800,000 m npoaykumn B rog. MCIT
ovyeHb akTMBHO B P® un KasaxcTtaHe, akcnopTtupys
npobHble napTun B MNonbLuy.

PROM Textile TBepao HamepeH BbITU Ha 3apybexHble
pbiHkM 3a npegenammn CHIL 3710 ogHa u3 npuymH
yyactua MCI1 B koy4nHroson unnumnatmee R4TCA.

MpepnoxeHns n pekomeHaauum

[Onsa ynakoeku npogykumm MCI1 ucnonbayet rmbkyto
NoSIM3aTUIIEHOBY!O NNeHKy. My3addap pekomeHgoBarn
co3gatb CMAMCOK MOCTaBLUMKOB 3KO  YMaKOBKW,
oTBevatoLLen TpeboBaHnsm EC. IneHka gomkHa ObiTb
nepepabartbiBaeMoOr U MapkKMpOBaHHOW cneumnanbHO
ans poiHka EC.

Koydy nocoeetoBan pacwupuTb  (pUMHAHCOBbIE
MEXaHWU3Mbl, BKMOYas akkpeauTuBbl, GaHKOBCKUE
rapaHTuM, 9CKpPOy Cc4YeTa, a TakkKe aKTUBHO
ncnonb3oBaTb NPOdopMa NHBOMCHI.

PykoBoactsy TpeboBanacb nomowb B obnactu
TaMmoXeHHoro odopmneHna B EC. Mysaddap
npegnoxun obpatuteca B ATb 1 gp BegomMmcTea no
passutnio akcnopta (T, Yatekctunenpom). Koyy
Takke peKkomeHgoBarn perucTpauuio B cucteme
REX gna nonydeHuns npedepeHumn ot GSP+ wu
ncnonb3oBaHne MHGOPMaLMOHHbBIX pecypcoB MTL.

PesynbraTbl KOy4YMHra

PROM Textile nonyusn psg npevMmyLllecTs
HEenoCcpeACTBEHHO MO UToram Koy4uHra.

Bo-nepBbix, MCIT yny4ylimno mMapKkMpoBKy 1 ndyyaet
BapuaHTbl 9KO YNakoBKM And akcnopta. [danee
MCIT nonyunno ceptudukatr OEKO Tex 100 wu
3apernctpmposanocs B cucteme REX ans nonyveHuns
Bblrog ot GSP+.

Takke PROMTextile ocywecTtBrnanepsBble ycneLlHble
caenkn B EC, 3aknoumB TpU KOHTPakKTa C NOMbCKUMN,
UTaNbAHCKMMM U YELLICKMMW MOKYNaTensamMm Ha obLyto
cymmy B 6 mnH.gon.CLUA.

HakoHeL, npeanpusitue BHeApUINoO psig BHYTPEHHMX
pernaMeHToB Ha OCHOBHbIX 3Tanax MpPou3BOACTBA,
BKItOYas 3aKymnKy Cbipbsi, YMNAKOBKY, MapKMpPOBKY,
TaMOXEHHbIE U NTOrNCTUYEcKMe npoLeaypbl.

“MbI yunu ece pekomeHOayuu ro yrnakoske u
MapKuposKe, Mexx0yHapOoOHOU 5lo2ucmuke,
eHedpeHuto COIl u nnaHuposaHuo 3Kcriopma.
YeepeHbl, 4mo 3mo 00HO3Ha4YHO yeenuyum Haw
3KCropmHbIU nomeHyuan u obrea4yum 8bixo0 Ha
3apybexHble pbIHKU.”

lWamwon UkpamoB
AvpekTop no npogaxam n mapketuHry, OO0
PROM Textile
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UZBEKISTAN: CASE OF MADINA ONLINE SERVICES LLC

“MADINA ONLINE SERVICES is looking for
sustainable production options while researching
new market entry requirements to increase its
export potential. With the help of the ITC EMC
initiative, the company gained valuable insights
and solutions to many export related challenges.”

Mr. Sardorbek Fayzullaev,
ITC EMCI coach

SME Profile

MADINA ONLINE SERVICE is one of the leaders
of glass mosaic tiles in the country. Facing tough
competition from a dozen of rivals in Uzbekistan, it
focused on producing high-quality tiles of over 350
designs, totalling 120 thousand sq.m of tiles p.a. with
50+ seasonal and permanent staff.

Having commenced exporting in 2018, it has a history
of regular shipments to Kazakhstan and Azerbaijan.
Strategically, the company has squared its sights on
Russia, Egypt, UAE, and Eastern EU markets.

Interventions and Recommendations

Since glass mosaic is fragile, despite the company’s
confidence in the currently used outer packaging,
Sardorbek recommended adding separation layers
to protect the tiles during multimodal shipments to
Egypt, UAE.

Mr Faizullayev advised on the ITC TF tools. Using
TradeMap, Madina Online identified the Egyptian
market competitors from Spain, ltaly; adjusted the
Kazakhstan market expansion strategy based on the
larger market demand. During the joint MAP exercise,
the team identified Poland and UAE as preferential
customs duty markets based on the UZB Certificate
of Origin.

The company lost a customer from Egypt due to the
lack of voluntary construction materials certificates
such as ISO or CE. Whilst ISO certification could
be expensive to the client, Sardorbek proposed
leveraging the state support programme from the UZ
Export Support Agency that offers up to 80% of ISO
certification co-financing.

A logistics professional, Mr Faizullaev explained the
intricacies of cargo insurance, prompting the client
to consider leveraging transportation risks through
insuring its export shipments.
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Coaching mission outcomes and outputs

The company has already commenced implementing
some recommendations, actively utilizing the ITC
TF tools in its market analyses and understanding
the proper logistics of supplying the Gulf and the
North African markets with the help of Sardorbek
Fayzullaev.

Also, the company is looking into the costs of
packaging improvements with the current supplier,
and getting ISO-certified in cooperation with the
export support agency to secure and expand its
markets further.

“We reviewed all the recommendations on
certification and logistics. ITC Coaching was
helpful in solving a voluntary certification-related
issue.

Mr Faizullaev introduced the ITC trade facilitation
tools handy in the export analysis for our target
markets.

Moreover, the export potential database
supported our decision to incorporate in
Kazakhstan and Russia to better control the sales
and marketing.”

Sherzod Shokhasanov,
Founder, MADINA ONLINE SERVICES LLC




Y3BEKMCTAH: KEMC OO0 «MADINA ONLINE SERVICES»

“MADINA ONLINE SERVICES HaueneHa

Ha ycmouqueoe ripou3eodcmeo. KomnaHusi
udydyaem mpebosaHusi K docmyrly Ha

Ho8ble PbIHKU 01151 YCUNeHUs 9KCrIopmHo20
rnomeHyuana. brnazodaps uHuyuamuse

UKYO3 MTL, npednpusmue rnomy4urno UeHHy
UHGbOpMayUIo U peweHust MHO2UX SKCMOPMHbIX
goripocos.”

-1 Cappop6ek dansynnaes,
koyy MKY3 MTL,

Mpoduns MCI1

MADINA saBnsieTca ogH1M 13 NngepoB Npon3BoacTea
CTEKMSIHHOM MO3aukm B cTpaHe. CTONMKHYBLUUCH C
CUNBbHOW KOHKYpEeHLMeEN Y30EeKCKMX Npon3BoauTenen,
KOMNaHus CcdoKycuMpoBanacb Ha MNpPOU3BOACTBE
LMPOKOro accoptumeHTa nnutkn (350 nosuuwmin),
Bbinyckad 120 TbIC.KB.M MNUTKM B rog cunamm 50+
CE30HHbIX M MOCTOSIHHbIX PAabOTHUKOB.

Hauas akcnopt B 2018 rogy, KomnaHua perynspHo
noctaenset npogykuunio B KazaxctaH n AzepbangkaH.
CTpaTternyeckm KOMMaHWUS Hauenunacb Ha pPbIHKK
Poccuu, Erunta, OAS n BoctouHon EBporibl.

I'Ipe.qnoxceHml n pekomeHaauummn

HecmoTtpsiHayBepeHHOCTb MCIBNPOYHOCTUBHELLHEN
yMNaKkoBKK, KOyY pekoMmeHaoBan Aob6asuTb NPOCNONKY
ANa  3aWwmTbl  NAATKU  MPUM MYNbTUMOAANbHbIX
nepeso3kax B Ermner n OAD, yuuTbiBas XpynkocTb
mMaTepuana.

Koyu MPOKOHCYNLTUPOBAIT KOMMNaHu1Io no
nHctpymeHtam MTL. Wcnonb3ya TradeMap, MCI1
BbISBUNO KOHKypeHTOB K3 WcnaHum n Utanum Ha
ermneTcKoM pblHKE, a TakKKe CKOppeKTupoBano
cTpaTeruio pa3BmTUS Ka3axCcKoro pbiHKa C pacHeToM Ha
oonbwnin o6bem cnpoca. B xoge pabotsl ¢ MAP MTL|
BbIsicHMNock, 4To lMonbwa n OAD npegocTaBnaloT
NbroTHbIE MOLWIMHBI NPW  HanuuuuM ceptudukarta
NPOVCXOXAOEHWS.

KomnaHus noTepsina knuveHta w3 Ermnta us-
3a oTcyTCcTBMS  A0OpOBOMbHBLIX  CcepTUdmkaToB
(Hanp., ISO wnn CE). Tak kak ISO ceptucumkauns
SIBNSIeTCA goporocTosilen anga knueHTta, Capoopbek
NpeanoXun Ncnonb3oBaTb rocnporpammMmy AreHTcTea
Nno noadepXXKe 3KcropTa, KoTopasi npeanaraer no
80% coduHaHcmpoBaHus npu ceptudmkaumm no 1ISO.

ABnsacb  cneuManuctoM  NO  NIOTUCTUKE,  T-H
dansynnaeB 0OBACHWN TOHKOCTU CTpaxOBaHUS
rpy3oB, NPensioKMB KIMUEHTY CHU3UTb PUCKM 3a cYeT
CTPaxoBaHMWS AKCMOPTHbIX NOCTABOK.

UTorn v pesynbraThl

C nomouwlbto Capgopbeka MCIT yxe npuctynuno K
BHEAPEHMI0 paaa pekoMeHAaUmm, akTUBHO UCMOMNb3ys
NMHCTpymeHTbl MTL, ans aHanmsa pbiHKa 1 MOHUMaHUSA
NOrMCTUYECKUX CXeM paboTbl Ha pbiHKKM Nepcnackoro
3anvea n CesepHon ApuKN.

Kpome TOro, komMnaHMs COBMECTHO C MOCTaBLLMKOM
n3yyaeT 3aTpaThbl Ha YKPENMEHNE YNaKoBKMW; Ha4YMHaET
ceptmdumkaumio no ISO B coTpyaHuMyecTBe C
AreHTCTBOM MO NOAAEPKKE IKCMOPTa C LeNbio BbIxoaa
Ha 3apyOexHble PbIHKN.

“MbI paccmompenu ece pekomeHdayuu rno
cepmucbukayuu u noaucmuke. KoyqyuHe

MTL] nomoe pewums npobremy, cesizaHHyO

¢ dobpososnibHoU cepmugpukauuedl. [-H
@auisynnaes npedcmasusi UHCMpPYMeHMbI
MTL] no npouedypam mopzoenu, y0obHsbie Ons
aHasnusa Hawux pbIHKO8 cbbima.

Kpome moezo, uHcmpymeHm MTL| nodmeepdun
Hawe HamepeHue o peasucmpauyuu
npedcmasumernscme 8 KazaxcmaHe u

Poccuu 0ns nnomHo20 KOHMPOss npodax u
MapkemuHaa.”

Lep3opn LLloxacaHoOB, ocHOBaTesb
000 “Madina Online Service”
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SPOTLIGHT ON R4TCA REGIONAL NETWORK OF

EXPORT MANAGEMENT COACHES

The EMCI team and its partners have been able to
successfully deliver export management coaching
to more than 200 exporting businesses mainly due
to the expertise of a well-experienced network of
Export Management Coaches (EMCs) trained by the
International Trade Centre.

The whole EMCI team would like to extend its
special thanks for the contribution of each Coach to
supporting and strengthening the export capabilities
of MSMEs to comply with cross-border requirements
in the region (including quality standards, technical
regulations, relevant preferential trading schemes/
GSP+).

The knowledge and skills developed by each EMC
throughout the initiative shall ensure the sustainable
continuation of the EMCI methodology in the region.
This will enable partners to broaden their technical
assistance and service offerings to exporters while
continuously customizing the EMCI manual to reflect
the evolving trade-related obstacles in the region.
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Kazakhstan EMCs:

Mr. Alikhan Kanapiya
Ms. Ainur Tleuova

Mr. Andrei Kovyarov
Mr. Oleg Kovalenko
Ms. Marzhan Jiyessova

Kyrgyzstan EMCs:

Ms. Guilnara Jusupjanova
Ms. Elvira Suvanova

Ms. Zhipara Raimkulova
Ms. Saltanat Abdykerimova
Mr. Sergei Kokot

Tajikistan EMCs:

Ms. Farzona Tilavova

Mr. Talbi Shoev

Mr. Nadzhib Khamraev
Mr. Rustam Abdusalomov
Mr. Zafari Alizoda

Mr. Dilshod Abdulhakov

Turkmenistan EMCs:

Ms. Ekaterina Pozdina
Ms. Victoriya Frolova

Ms. Gozel Akeyeva

Ms. Minavyar Gullyamova
Mr. Sanjar Hudaynazarov

Usbekistan EMCs

Mr. Muzaffar Hamidov

Mr. Sardorbek Faizullayev
Ms. Alyona Golovanova
Mr. Enver Khalivov
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