http://edoc.bseu.by/

CKYIO 9II0XY — aHTPOIIOIIEH, UJIN JII0XY YeJI0BeKa. JTO 03HAUAET, UTO MBI ABJISIEMCS IEePBLIMU
JIIOTBMU, KOTOPBIE OYAYT sKUTH B 9II0XY, OIIPEIesIIeMyI0 HAIIIMM BBEIOOPOM, B KOTOPOM JOMUHM-
PYIOILIMM PHCKOM HAIIETO BELKMBAHUSA OKa3bIBaeMcss MBI caMu. I1pooskuTh IBUKEHNe B Ha-
IpPaBJIEHNHN YeJIOBEUECKOI0 PA3BUTHs, YCTPAHUB IIPU 3TOM II0J00HBIE IJIAHETAPHBIE HATPY3-
KM, — TAKOB CJICAYIOIIUHA PyOesk Ha 9TOM IIyTI».

Hecmotpsa Ha rimobaIbHEIN Iporpece B 00JIACTH Y€JI0BEUECKOr0 PA3BUTHA U OTPOMHEIE YCH-
JIUsI, TIpedIIpPUHIMAaeMble MesKIyHAPOIHBIM COOOIIECTBOM, CTPEMUTEIBHO HapaCTal0T YIPO3bI
HA IIyTH CIPABEIJIMBOIO PACIpPeIesIeHUs TOCTHKEHUM OOIIeCTBEHHOrO IIPOrpecca M yCTONYM-
BOT'0 pa3BUTHA YeJioBedecTBa. [Ipu aToM Hapsamy ¢ mpobiieMaMu, UMEIOIINMU 3aTSKHON Xapak-
Tep (Teppopu3M, IKCTPEMU3M C IIPOABJICHUEM HACHJINS, BOOPY:KEHHBIE KOH(MIUKTHI W HeCTa-
OMIBHOCTD, XPOHUYECKAS HUIIETA U HePaBEeHCTBO, T'0JI0/T, 00€3I0JIEHHOCTD, HeJOCTATOK YHCTOMN
UTBEBOM BOJIBI, OTCYTCTBHE JOCTYIIA K CAMBIM 3JIEMEHTAPHBIM YCJIyTraM), BOSHUKAIOT HOBBIE TJIO-
OaJTbHBIE YTPO3bI, OOJIBIIIMHCTBO M3 KOTOPBIX MEPECEKAIOTCS W B3AUMHO YCYTYOJISIOT IpyT APyra,
HECYT YeJIOBEUECTBY CePhEe3HYI0 OIIACHOCTh M YI'POMKAIOT CAMUM OCHOBAM €0 CYIIeCTBOBAHISI.

Bricokme mocTHiKeHUsT B KPUTHYECKH BAKHBIX ACIIEKTAX YeJIOBEUYECKOI0 Pa3BUTUSA, TAKHX
KaK 3/I0poBbe, 00pa3oBaHue, 0JIaroIMoJIyIre, MOT'YT OBITH CTPEMUTEILHO Pa3PYIIeHbl B Pe3yIb-
TaTe OITACHOTO JAaBJICHUS, OKA3bIBAEMOIr0 YeJI0OBEYECTBOM Ha ILJIAHETY, 3aTrPSI3HEeHUT OKPYIKAT0-
e cpeabl BpeJHBIMH BEIOPOCAMH, PA3HOI0 POJIa 9KOJOTHYECKHX M TeXHOTeHHBIX KATacTpod,
TIPUPOTHBIX TTIOTPSICEHUHN U CTUXUHUHBIX 0€JICTBUIA.

CoBpeMeHHOe COCTOSTHIE 9KOJIOTHH 3€MHOT'0 ¥ BOIHOIO IIPOCTPAHCTBA CO3IaeT IJI00aIbHYT0
yIpo3y 370POBBIO M 0E30IIaCHOCTH YeJIOBEKA, BO3AEHMCTBYA HA €r0 UMMYHHYIO ¥ TeHHYIO CHUCTe-
MBI, pacIpoCTpPaHeHIe OIIACHBIX BUPYCOB M 3a00JIeBAHHUM, ITPOJOJIMKHUTEIBHOCTh W KaYeCTBO
skmaHu. Tak, BceoObeMIIIee W paspyIlIuTeIbHOE BO3AEHMCTBHE Ha YeJI0BEYECKOe PA3BUTHE
okasasia naugemus COVID-19 u ee mociencrsus. 1o omenxam axcrrepros ITIPOOH, mammemms
COVID-19 BerTecuut oxosio 100 MuTH T0/1e# 3a 4epTy KpaiHed HUIIEeTH, Hecs ¢ CO00# He TOJIb-
KO YTPO3bI 3JJ0POBLI0 HACEJEHHUs, HO M MHOKECTBO OTPAHUYUTEIbHBIX Mep, MPEIsITCTBYOIIHNX
TOJTHOIIEHHOM JKU3HU, Pean3allii UX IIPaB 1 CBOOO..

IlirameTapHBIN U COIMATBHBIN ArcOaIaHC YCHIUBAIOT ApyT apyra. Ha dome BbI3bIBAtOIIIIX
TPEBOTY ILJIAHETAPHBIX M3MEHEHHUH COXpaHseTcs yrpo3a IIo0aJbHOM 0e30macHOCTH, BO3pac-
TAHUS HAIPSKEHHOCTA B OTHOIIEHUSAX MEKIY BEeIYIIUMH SIIePHBIMU JIepsKaBaMU, OIIaCHOCTH
BOMHBI C IIPUMEHEHHEM SAePHOT0 OPYKHUA U IPYTUX CPEICTB MACCOBOTO IIOPAYKEHU, sKePTBOI
KOTOPOM Hem30eKHO CTAHET BCe YeJIOBEUECTBO, UTO IIPUOJIU3UT IIAHETY K Kpaio ITPOITacTH.

He BrI3BIBaeT COMHEHMS, UTO pelleHre TJI00aIbHBIX BRI30BOB 1 IIPO0JIEM COBPEMEHHOCTH —
3a7a4a BCEro YeJ0BeYecTBa, KOTopas IIPeAIoaraeT Heo0X0IuMOCTh MUPHOT'0, J0OPOBOJILHOTO,
OCO3HAHHOTO COTPYTHUYECTBA BCEX CTPAH MUPOBOI'O COOOIIECTBA B JOCTUKEHUM 0AJIAHCA MEK-
Iy 9KOHOMUYECKHUM POCTOM, COIIMAJBHBIM IIPOTPECCOM M COXPAHEHMEM OKPYIKAIOIIEH CPeihl.
WraopupoBanme e OQHOM M3 COCTABJSIONINX B YCJIOBUAX HapACTAHUS IJI00AJTBHBIX BBI3OBOB
CIT0COOHO IMOCTABUTH IO YI'PO3y He TOJIBKO BO3MOYKHOCTU JAJIBHEHIIEro YCTONYMBOTO YesIoBe-
YEeCKOI'0 PA3BUTHUSA, HO W OyAyIlee pa3BUTHUS ITUBUIU3AIIAY B II€JIOM.
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INTERNATIONAL BUSINESS STRATEGIES FOR SMEs

Traditionally research papers, business guidelines, textbooks and handbooks for
entrepreneurs are devoted of international business activities of large companies.

Meanwhile all international managers face some common challenges: intense competition,
rapid change of market trends, cultural diversity and so on.
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The size and resources available to them will determine how they respond to those
challenges. For managers in small and medium size enterprises (SMEs) some of these
challenges can be resolved by imitation (in a scale-down form) the practices of large companies.
Certainly, managers in small firms can learn a great deal from the global management
experiences of larger firms. In other cases, challenges must be addressed by entering into and
managing partnerships, either with larger organization or with a network of suppliers. From
this point, we can formulate the following strategies in international business for SMEs:

- niche marketing;

- adapting successful models;

- becoming an insider;

- alliances with large corporation;

- supplier networking.

Niche marketing. By virtue of their size, SMEs do best when they specialize. Either they
can occupy a unique niche that has not been noticed or addressed by large companies, or they
can distinguish and differentiate their product from anyone else’s.

Adopting successful models. Much of the technology available to large companies
for communicating with customers and managing logistics can also be put to use by small
companies. SMEs can use modern design, manufacturing and information technologies.
Manager in small firms can also adopt some of the organizational structures of larger firms.

Becoming an insider. Small firms can become “insider” just as many large international
firms have done. In fact, given their size and relative anonymity, small firms may find this
easy to do. One way managers can do this is to make their company reflect the markets that it
wishes to target. In some cases, a firm may even wish to consider appointing nationals of key
strategic markets as corporate director.

Alliances with larger corporations. Companies of large and small dimensions
often benefit from an alliance. Large firms spend millions of dollars establishing worldwide
distribution and marketing infrastructures, which are dependent on new and innovative
products. SMEs, by virtue of their size and entrepreneurial spirit, are leading technology
developers, but luck capital and market reach. These constitute fertile ground for alliances
to be forged between large and small firms.

Supplier networks. When positioning themselves in global niche markets, smaller
firms must use the most efficient and productive means possible. One way of achieving this
is to develop a network of dependable, cost-effective suppliers who themselves use advanced
technologies. Among the key strategic services that manager can outsources in the interests
of efficiency are design, engineering, production, marketing, servicing, transportation, and
communication.

Effective outsourcing, however, also requires effort and time on the part of the manager,
who must keep communication flowing, maintain good working relationships and coordinate
an expanded supplier network.
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VMHBECTHIINHA B YEJIOBEYECKU KATIUTAJI
KAK ®AKTOP ITIOBBINNEHUA BJIATOCOCTOAHUA

B mepuog 1995-2018 rr. B Mupe oTMedaJIcs pocT 00IIero 6JIarocoCTOAHUS Ha AyIILy Hacee-
HUSA, OJHAKO MHOTHE CTPAHBI HAXOAATCA HA TPACKTOPUN HEYCTOMYHNBOTO PA3BUTHS, IIOCKOJIBKY
WX IPAPOSHBIN, YeT0BEUESCKUI NJIN IPOU3BEIEHHDBIN KAIINTAJ PACXOAYETCA PAAU YBEJIUNICHUS
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