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ANNOTATION

The study is devoted to improving the management of import activities of
Viakom LLC , analysis of its specifics and optimization of the efficiency of the
enterprise under the influence of the proposed measures. Thesis contains the
following sections: study of the mechanism of organization of import activity of
Viacom ; improvement of the organization of import activity of Viakom LLC. In the
course of work conclusions and offers concerning the substantiation of directions of
improvement of import activity of Viakom LLC are made. The final qualifying paper
contains of 13 tables , 7 figures and 7 applications. Key words: foreign economic

activity, import, import operation, efficiency, management.



SUMMARY
TO THE FINAL QUALIFYING PAPER
“Organization of import activity of Viakom LLC”

(based on the data of Viakom LLC, Kyiv)

Final qualifying paper: - 56p., lllustrations - 7, Tables - 13, appendices - 7, references —
18

The object of the research is the process and components of import operations.

The subject of the research is the practical aspects of the implementation of
import activities of Viakom LLC.

Enterprise that is a basis for written final qualifying paper is Viakom
LLC.

The purpose of the study is to learn the features of the implementation of import
activities by domestic enterprises and to develop practical recommendations for
improving the management strategy on the example of Viakom LLC.

Task:
e to analyze the activities of the researched enterprise Viakom LLC and its

financial results for the period from 2016 to 2020;

e to characterize the practice of carrying out import activities by the company

Viakom LLC ;

e to evaluate the effectiveness of the foreign trade operation carried out by the
enterprise under the given contract;

e to explore areas of improvement of organization’s activities and import
activity in particular;

e to develop a set of measures to increase the efficiency of import activities;

o to forecast the financial results of Viakom LLC due to the implementation of
the proposed measures.

Methods of research: general scientific and special methods are used in the work,
which allow to systematically solve problem tasks in the chosen direction of research.

The study is based on the use of methods: analysis and synthesis, induction and
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deduction, methods of statistical analysis, observation, survey, comparative analysis (in
the study of economic and financial activities of the enterprise), systematization (for
logical presentation and consistency of information).

The introduction identifies the relevance and practical value of the chosen
research topic, the main purpose and objectives of the study, indicates the subject and
object of research, indicates the scientific research methods.

The first section is devoted to the research of the mechanism of the organization
of import activity of Viakom LLC. Its’ financial, economic state, foreign economic
activity operations and efficiency of import operations have been analyzed.

The second section considers and substantiates the main directions of improving
the import activities of Viakom LLC and evaluates the effectiveness of management of
Import operations under the influence of the proposed measures.

The conclusions and proposals summarize the results of the study and presents
short summary of the concluded research. The sections represent the most important
conclusions made during the research as well as suggestions for meeting the purpose of

the work.
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INTRODUCTION

Actuality of the topic. In the context of globalization, one of the main
prerequisites for the effective functioning of the national economy, the key to its’
dynamic development is to expand the potential of international trade. The relevance
of this topic lies in the fact that foreign economic activity is one of the main
components of the economic relations of Ukraine with foreign partners, confirmed
by the fact that the volume of import operations amounted to 60045,7 million dollars
in 2020 [12]. And also the introduction of foreign economic activity helps
enterprises in solving a number of important issues related to the competitiveness on
the market, among them: improving the indicators of profitability, increasing market
capacity, increasing sales volumes, improvement of quality features of goods and
the like. It follows that the study of the peculiarities of foreign economic relations,
especially the import activities of enterprises in international markets as one of the
main factors of economic dynamics and sustainable economic growth, is an
extremely important task. As for enterprises, at the micro level, the need to
implement effective management is due to the desire to maintain the competitiveness
of enterprises in foreign and domestic markets. This work is aimed exactly at the
study of effective enterprise management, since it shows the importance of the
measures and methods of conducting international trade relations being introduced
on a specific example.

Analysis of recent research and publications. Well-known foreign scientists
have studied various aspects of international trade. Significant in the development
of the theory of international trade relations, the practical application of methods of
mathematical modeling and decision-making contribution of Ukrainian scientists I.
Burakovsky, V. Vitlinsky, V. Vovk, Y. Makogon, L. Makhanets, Y. Savelieva, N.
Toshina, Y. Utkina. Their research presents a theoretical justification for the

effectiveness of import activities and an analysis of efficiency factors.
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The purpose of the study is to learn the features of the implementation of
import activities by domestic enterprises and to develop practical recommendations
for improving the management strategy on the example of Viakom LLC.

The purpose determines the following objectives of the study:

e to analyze the activities of the researched enterprise Viakom LLC and its

financial results for the period from 2016 to 2020;

e to characterize the practice of carrying out import activities by the company

Viakom LLC ;

¢ to evaluate the effectiveness of the foreign trade operation carried out by the
enterprise under the given contract;

e to explore areas of improvement of organization’s activities and import
activity in particular;

e to develop a set of measures to increase the efficiency of import activities;

e to forecast the financial results of Viakom LLC due to the implementation of
the proposed measures.

The object of the research is the process and components of import operations.

The subject of the research is the practical aspects of the implementation of
import activities of Biacom .

Research methods: general scientific and special methods are used in the
work, which allow to systematically solve problem tasks in the chosen direction of
research. The study is based on the use of methods: analysis and synthesis, induction
and deduction, methods of statistical analysis, observation, survey, comparative
analysis (in the study of economic and financial activities of the enterprise),
systematization (for logical presentation and consistency of information).

Information sources for given study include scientific and methodological
works of Ukrainian and foreign scientists, processing of applied and financial
documentation of the enterprise, expert opinions on this topic, international and
Ukrainian legislation, analysis of statistical sources, databases and calculations of

relevant indicators, practical evaluation of the results.



12

Approbation and utilization of research results: article “Mechanism of the
management of import activity of the enterprise" in collection of scientific articles
“International management in the context of global challenges”, KNUTE, Kyiv,
2021.

The practical significance of the obtained results is that their implementation
will increase the level of efficiency of management of import activities of the
enterprise, through which Viakom LLC will be able to increase its competitiveness
and financial performance.

The scientific novelty of the obtained results lies in the clarification of the
essence of the import activity of the enterprise and the development of directions for

improving the efficiency of the import activity of the Viakom LLC.
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SECTION 1. RESEARCH OF THE MECHANISM OF THE
ORGANIZATION OF IMPORT ACTIVITY OF VIAKOM LLC

1.1. General characteristic and analysis of financial and economic state
of Viakom LLC

Viakom LLC was founded in July 1997 and since then it has become one of
the leading Ukrainian distributors of electronic equipment and components. Viakom
LLC has extensive experience in cooperating with world leaders in the electronics
market. The company supplies a full range of active and passive components,
measuring equipment and industrial computers, power supplies, high-voltage tools
and equipment, switching and connecting devices, including special applications.
The supply system at the enterprise is optimized both for serial and single
production.

Viakom LLC has its own building with an area of 5000 sg.m., of which about
1000 sg.m. occupies a warehouse. 70000 items are kept in stock with over 50000 in
range. The company has more than 250 employees. In 2005 the company was
certified according to the quality system ISO 9001-2001, the certification is
constantly successfully renewed [11].

The company is successfully developing in the following areas:

e distribution of electronic components;

e catalog supplier from a warehouse in Kiev;

e full cycle of contract production from the development of the electronic
circuit to the finished product;

e industrial 3D modeling and 3D printing on Stratasys professional
equipment.

Types of economic activity according to KVED - 2010:

46.52 Wholesale of electronic and telecommunications equipment and parts

26.12 Manufacture of assembled electronic boards

29.31 Manufacture of electrical and electronic equipment for motor vehicles
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46.19 Activities of intermediaries in trade of a wide range of goods

46.69 Wholesale of other machinery and equipment

46.90 Non-specialized wholesale trade.

Knowing general information about enterprise, let us analyze the activities of
Viakom LLC , based on its’ financial documentation (annexes A, B, C) and conduct
an analysis of production and economic activities and financial condition of the

enterprise for 5 years from 2016 until 2020 year.

Table 1.1
Dynamics of financial results of Viakom LLC in 2016 - 2020, thousand UAH
Indexes Year Absolute Relative
deviation, +, - deviation,%
2016 | 2017 | 2018 2019 | 2020 2020 /| 2020 /| 2020 / | 2020/

2016 2019 2016 2019
Net income from | 854 1 287 |1 8392613 |3 475|2 621|862 306,77 | 33

sales of products | 433 378 964 205 | 563 130 358

(goods, works,

services)

Cost of goods | 725 1 103 |1 6252354 |3 154 |2 429|800 334,92 | 34
sold (goods, | 312 029 061 132 | 537 225 405

works, services)
Gross profit | 129 184 214903 | 259 | 321026 | 191 61 953 | 148,62 | 23,91
(loss) 121 349 073 905
Other operating | 2676 | 139 2332 1699 | 2498 -178 799 -6,65 | 47,03
income 080
Administrative | 9414 | 46 575 | 26 282 32 38766 | 29352 | 6220 | 311,79 19,11

expenses 546

Selling expenses | 30 453 | 158 67 425 89 94814 | 64361 | 5024 | 211,35 5,6
052 790

Other operating | 8964 | 62 042 | 5811 5155 | 6 898 -2066 | 1743 | -23,05 | 33,81

expenses

Financial result | 82967 | 55562 | 117 717 | 133 | 183046 | 100 49 765 | 120,63 | 37,34

from operating 281 079

activities: profit

(loss)

Other financial | 0 7993 |0 0 0 0 0 - -

income

Other income 1902 |0 0 130 | 178 -1724 | 48 -90,64 | 36,92

Financial 9440 | 22245 | 15876 18 26611 | 17171 | 8244 | 1819 | 44,88

expenses 367

Other expenses 1901 0 0 0 4008 2107 4008 | 110,84 | -

Pre-tax financial | 73528 | 41310 | 101841 | 115 | 152605 | 79077 | 37561 | 107,55 | 32,65

result: profit 044

(loss)

Expenses 13728 | 10 649 | 18 385 20 23899 |10171 | 3205 | 74,09 | 15,49

(income) from 694

income tax
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Net  financial | 59 800 | 30 661 | 83 456 94 128 706 | 68 906 | 34 356 | 115,23 | 36,41
result: profit 350
(loss)

Sourse: annex C.

In 2016, Viakom LLC generated a revenue of 854,433 thousand UAH. At the
end of the study period (2020 year) revenue is 3,475,563 thousand UAH, which is
306.77% more than at the beginning of the analyzed period. This indicates the ability
of the enterprise to operate in difficult economic conditions, to use the existing
competitive advantages, to meet the needs of its’ target market segment. This leads
to the fact that the company has more financial resources to cover fixed and variable
costs, to encourage the efficiency of employees, to repay financial obligations and
to solve other operational and strategic tasks [8].

The decrease in the efficiency of economic processes at the enterprise is
evidenced by net income, which grew at a slower pace (by 306,77%) than the cost
(by 334,92% in 2016 - 2020). It is important to achieve the opposite situation, which
will form a more tangible financial result of Viakom LLC .

The gross profit of Viakom LLC was positive at the end of 2020 and
amounted to 321,026 thousand UAH against 129,121 in 2016, which indicates
effective operational processes that allow company to create added value in the daily
activities of the workforce. As a result, there are additional funds that can be used to
Implement management costs, marketing costs, financial costs.

Management decisions in the field of operational management of Viakom
LLC were effective, as there is a growing by 120,63% of the amount of profit from
operating activities, which indicates the availability of funds to repay financial
liabilities and the formation of net profit.

The final financial result of the enterprise is the most important indicator that
shows the ability of the enterprise to create added value, to occupy a stable market
position through the implementation of quality business processes. Net profit is
formed under the influence of all management decisions that were made during the
analyzed period, as well as objective external and internal processes. The net profit
of Viakom LLC is 59,8 million UAH in 2016.
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The positive dynamics of Viakom LLC (an increase of 115,23%) indicates the
ability to increase the amount of borrowed capital of owners and to operate steadily
over a long period of time in the market.

To better understand the company's ability to meet timely obligations to
suppliers and creditors, employees and other parties, it is important to study the

liquidity ratios in more detail in the table 1.2.

Table 1.2
Dynamics of liquidity indicators of Viakom LLC in 2016 — 2020, on
31/12
Indexes Year Absolute
deviation, +, -
2016 [2017 |2018 |2019 |2020 2020 /] 2020 /
2016 | 2019
Current ratio | 2,46 |3,67 |297 |2,86 2,84 0,38 |-0,02

(coverage)
Rapid  liquidity | 0,62 1,26 0,97 1,11 v/ 0,49 0
ratio
Absolute liquidity | 0,04 0,3 0,03 0,06 0,07 0,03 0,01
ratio
The ratio of short- | 0,63 1,39 1,34 1,47 1,46 0,83 -0,01
term receivables
and payables
Sourse: annexes A, B, C.

Viakom LLC has been working to reduce short-term risks during 2016-2020,
S0 managers are taking measures to ensure a balance of short-term funding sources
and current assets. This is evidenced by the increase in the current liquidity indicator
from 2,46 hryvnias to 2,84.

If we compare it with the normative (which is more than 2), we can conclude
that the company will not have problems with repayment of obligations to suppliers
of material resources, services, financial resources and so on.

Viakom LLC was able to repay 62% of its current liabilities within three to
six months from the first reporting date (2016 year). As for the value of the indicator

at the last reporting date (2020 year), it is within the regulatory limits, because for
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each unit of short-term liabilities the company had 1,11 hryvnias of current assets,
which could be quickly sold on the market and converted in cash.

Comparing the value of current receivables and payables, it can be noted that
Viakom LLC finances its debtors at the expense of suppliers in 2020, in addition,
part of the working capital of the company is distracted. For each unit of accounts
payable there are 1,46 hryvnias of receivables. However, this situation is not
unequivocally bad, because if such a policy allows you to increase revenue, it is
advisable to continue to use equity to provide the right to defer payment to

customers, this is often more important than a discount on the product.

Table 1.3
Dynamics of indicators of financial stability of Viakom LLC in 2016 — 2020,
on 31/12
Indexes Year Absolute deviation,
2016 2017 2018 2019 2020 2020 -; -2020 /
2016 2019

Own working capital, | 77 120 | 150 563 | 233 200 | 321 210 | 353 216 | 276 096 | 32 006
thousand UAH

Ratio of current assets | 0,37 0,56 0,56 0,57 0,57 0,2 0
with own funds

The ratio of own |05 0,85 0,83 0,93 0,94 0,44 0,01
working capital

stocks

Coefficient of | 0,39 0,57 0,56 0,58 0,58 0,19 0
financial autonomy

Coefficient of | 2,59 1,76 1,78 1,73 1,72 -0,87 -0,01
financial dependence

Financial  leverage | 1,59 0,76 0,78 0,73 0,72 -0,87 -0,01
ratio

Equity 0,95 0,97 0,98 0,97 0,97 0,02 0

maneuverability ratio

Short-term debt ratio | 0,65 0,62 0,76 0,81 0,83 0,18 0,02
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Financial stability | 0,6 0,73 0,67 0,66 0,65 0,05 -0,01
ratio (investment

coverage)

Asset mobility ratio | 53,56 | 61,41 80,76 48,79 48,02 -5,54 -0,77

Source: annexes A, B, C.

Viakom LLC has formed its own working capital (353,216 thousand UAH),
which can be used to finance part of the inventories required in the operating process
and receivables arising in the process of production and sale of other current assets.
The amount of these funds increased by 276,096 thousand UAH during 2016 — 2020.

The managers of Viakom LLC provided high financial flexibility of the
enterprise, as a significant part of the working capital was created at the expense of
the owners. As a result, the company is less dependent on external suppliers of
financial resources. 57% of current assets account for own working capital in 2020.

It is extremely important for the company to be able to form the necessary
stocks of material resources, which are then used in the production process and the
process of providing services. If there are supply disruptions, it threatens both the
implementation of the production program and the image of Viakom LLC . The high
value of the indicator of providing inventories with own working capital (94% in
2020) indicates that the risk of such disruptions is minimal. In addition, there is a
reduction in the risk of insufficient supply of materials, raw materials and other
resources during the period 2016 - 2020, which would lead to a temporary cessation
of operations of Viakom LLC . This is evidenced by an increase in the share of
working capital in inventories by 0,44 percentage points.

Viakom LLC is able to independently finance a significant share of the
required assets, namely 58%. The fact that the corresponding figure increases by
0,19, indicates an increase in confidence in the company by financial market
participants, suppliers of material resources and services. After all, even if the
company loses its solvency and goes bankrupt, the high share of equity will repay

most of the liabilities.
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Now it is advisable to analyze the indicators of business activity, because they

are of great importance for assessing the financial condition of the enterprise, as the

Intensity of turnover, ie the speed of their conversion into cash, directly affects the

solvency of the enterprise (table 1.4).

Table 1.4
Indicators of business activity of Viakom LLC in 2016-2020
Indexes Year Absolute
deviation, +, -
2016 | 2017 | 2018 2019 2020 2020 /| 2020 /
2017 2019
Asset turnover, - 5,33 5,27 R 5,78 0,45 0,55
transformation  ratio,
turnover
Turnover  ratio  of - 5,42 5,34 5,32 5,9 0,48 0,58
current assets, turnover
Period of one turnover - 66,37 | 67,36 67,69 61 -5,37 -6,69
of current assets, days
Inventory turnover - 6,67 7,07 7,51 8,77 2,1 1,26
ratio, turnover
Period of one turnover - 53,94 |50,89 |47,93 41,05 -12,89 -6,88
of stocks, days
Turnover  ratio  of - 679,36 | 831,43 | 1407,98 | 2292,59 | 1613,23 | 884,61
finished products,
turnover
Period of one turnover - 0,53 0,43 0,26 0,16 -0,37 -0,1
of finished products,
days
Receivables turnover - 22,81 | 18,97 16,07 16,78 -6,03 0,71
ratio, turnover
Receivables repayment - 15,79 | 18,98 |22/41 21,46 5,67 -0,95
period, days
Accounts payable - 18,26 | 22,71 | 20,49 22,31 4,05 1,82
turnover ratio, turnover
Accounts payable - 19,72 | 1585 | 17,57 16,13 -3,59 -1,44
repayment period, days
Source: annexes A, B, C.

Each hryvnia of company ensured the receipt of 5,78 hryvnias of inflow of

funds from the sale of goods and services during 2020 year. Accounts receivable of

Viakom LLC made 16,78 turnovers per year, and the debt collection period is 21,46

days.
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Customers and other debtors used the company's funds in 2020 year for a
longer period (21,46 days) compared to the period during which the company
diverted part of the working capital of suppliers and other partners in the financial
and economic relations in the formation of accounts payable (16,13 days). If such a
mechanism of commodity lending to customers allows to increase sales, it is
advisable to continue to adhere to this policy, subject to quality control of debt.

Table 1.5
Dynamics of profitability indicators of Viakom LLC in 2016-2020

Indexes Year Absolute

deviation, +, -

2016 | 2017 |2018 |2019 |2020 2020 /| 2020 /

2016 | 2019

Profitability - 12,7 23,91 118,88 |21,41 - 2,53
(liabilities) of

assets (net profit in
the numerator),%

Return on equity,% | - 25,99 42,43 |33,04 |36,84 - 3,8
Return on current | - 12,92 124,24 |19,20 |21,85 - 2,65
assets,%

Source: annexes A, B, C.

The return on assets of Viakom LLC shows that for every hryvnia used to
finance Viakom LLC 's assets, a net profit of 21.41 kopecks was generated in 2020.
An important indicator is the return on equity, which reflects the efficiency of the
company in terms of owners or potential investors. Each hryvnia of owners' capital
in 2020 provided them with 36,84 kopecks of net profit.

The company provided an increase in the welfare and improvement of the
financial situation of the owners, as evidenced by the high value of the indicator of
return on equity.

The identified increase indicates that the company is becoming an
increasingly attractive object of investment in terms of income generation potential
for owners of shares or other securities that reflect the ownership of the company's

share.
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According to the analysis of financial and economic indicators, we see that as
of 2020 the company was profitable, but there are certain areas of optimization,

which will be discussed in section 2.



1.2. Analysis of foreign economic activity of VIAKOM LLC

The company has distribution and partnership agreements with many well-
known manufacturers of electronic components, some of them are American
Technical Ceramics (USA), Intel (USA), Neoden (China), Pro'sKit (Taiwan),
Winstar (Taiwan), ST Microelectronics (Switzerland), Telit (United Kingdom) and

others. So as an import-oriented company Viakom LLC has organizational structure

as follows (figure 1):

Chief Executive
Officer
|
[ [ 1
Marketing Commercial Deputy Sales
director Director Director
|
Department of Sertification Sales
H foreign economic department Department
activity
Logistics 4 Warehouse
Department

Human
4  Resources
Department

\

Legal
Department

Accounting
Department

IT service

Fig. 1.1. Organizational structure of Viakom LLC

Sourse: based on information, given by the Head of the Logistics department.
All departments in the company are subordinated to the CEO, who determines
the company's development strategy and directions for further activities, important
decisions in relations with foreign suppliers require his approval. At the enterprise
of Viakom LLC the department of foreign economic activity is an independent

structural subdivision, as it is engaged in one of the main activities of the enterprise

and is working closely with the department of logistics.
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The main function of the foreign economic activity department is to ensure
stable and adequate foreign economic activity of the enterprise, deepening trade
relations with foreign partners.

The main tasks of the Foreign Economic Activity Department include:

e management of the export potential of the enterprise and the creation of
competitive products;

e ensuring the fulfillment of obligations to foreign partners;

e development of new forms of industrial, scientific, technical and
investment cooperation;

e preparation of contract goods for the customs clearance procedure [5].

The department consist of a small amount of employees, but it can
successfully cope with its” functions due to interaction with other departments of the
enterprise. For example, the marketing department studies markets and consumer
demand, sets requirements for the quantity, frequency of deliveries and quality of
products. Accountancy is responsible for the financial support of export-import
operations, therefore the foreign economic activity department provides him with all
service notes and invoices to pay current expenses (duties, customs payments,
payments to certification bodies, etc.). The logistics department carries out
documentary registration of goods, transportation of goods and draws up a schedule
for their dispatch.

In 2017, Viakom LLC , according to the results of the National competition,
became the laureate of the national independent business award “Choice of
Ukraine”. “Choice of Ukraine” is a nationwide annual project that analyzes the most
high-quality and well-known goods and services in various sectors of the Ukrainian
market, and also determines the leaders of the economy among Ukrainian
enterprises. This award is given to only one company in one activity and market
segment, once a year, so for Viakom LLC this award is very significant.

Customers of the company's products are Ukrainian and foreign companies
working in the field of telecommunications, medicine, security and fire devices,

game and trade equipment, LED monitors, electronics of special and military
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application and other inductries. In this case, the volume of export-import
transactions is constant, homogeneous, and its’ geography is limited.

In the selection of suppliers Viakom LLC is guided by the experience of many
years of cooperation with them and currently does not aim to expand the supplier
base, the company aims to maintain and strengthen existing trade ties.

Usually the sale of goods is carried out by order: sales managers process
requests from buyers of distribution products (which are Ukrainian of foreign
companies), then these requests are passed to the foreign economic department,
which liaises with suppliers who have these products at their disposal and with
whom distribution agreements are concluded.

As of the end of May 2021, the company had active contracts with about 60
suppliers of goods of various nomenclatures and from the beginning of the year
goods worth $ 1,55 million were shipped into the territory of Ukraine. As for the
dynamics of foreign trade operations during 2016-2020, we can observe it in the
table 1.6.

Table 1.6
Dynamics of foreign economic activity of Viakom LLC 2016-2020,
thousand UAH

N | Indicator Year Analysis
g 2016 2017 2018 2019 2020 Rate of Growth, %
=2 |25 |28 |88

~N N ~N N o~ N o~ N
1 | Import 698670 | 1051923 | 1532715 | 2188021,9 | 2936155,6 | 150,6 | 145,7 | 142,8 | 134,2
2 | Export 27598 | 42348,3 | 62533,8 | 90692,8 122339,8 153,4 | 147,7 | 145,0 | 1349

3 | FTT 726268 | 1094271 | 1595249 | 2278714,8 | 3058495,4 | 150,7 | 145,8 | 142,8 | 134,2
(foreign
trade

turnover)

Source: calculated by the author based on company data.

From the table above, we see that the amount of goods imported in the most
recent year is estimated to 98811 thousand hryvnias and the volume of export is
3709 thousand hryvnias. The volumes of both imports and exports are growing over

the years at a moderate pace and growth rate at the level: for imports 37.4%-39.3%,
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for exports 15.9%-28.7%, and there is an optimistic tendency. It could be seen more
clear at the figure 1.2.

7000000 16
6000000
5000000
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0
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s Profitability of product sales (Overarching view),% e |MpOrt e FTT

Fig 1.2. The tendency of imports and FTT of Viakom LLC, 2016-2020

Sourse: calculated by the author based on company data.

According to the fig 1.2., in the last surveyed year, which is 2020, we see a
slight slowdown in growth due to the complicated situation with supplies due to the
closure of borders and factories. Nevertheless, there is a positive trend in the increase
in the volume of foreign economic operations.

If we talk about the ratio of import and FTT in the structure of entiry activity,
then it looks like in the figure 1.3.
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Fig.1.3. Distribution of imports in foreign trade of Viakom LLC, 2016-2020
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Sourse: calculated by the author based on company data.

From the figure, we see that 96% of all foreign trade operations are in the form
of imports and only 4% - exports. This is explained by the fact that Viakom LLC is
a distributor of foreign brands and in most cases distributes its products on the
territory of Ukraine. But having also its own production of printed circuit boards,
the company can export the products manufactured there to the foreign market.

Returning to the mechanics of organizing import operations, the following
should be noted. A foreign trade agreement (contract) is drawn up in accordance
with the Law of Ukraine "On Foreign Economic Activity" and other laws of Ukraine,
taking into account international treaties of Ukraine. The overall planned volume of
deliveries for the contract is being assigned. After that buyer (which is Viakom LLC
) shall initiate orders by issuing a purchase order or otherwise placing an order by
electronic means acceptable to seller. Problems of implementation in this case are
reduced to compliance with contractual discipline and mutual agreements: the
company must timely implement and provide the consumer with the appropriate type
of goods and services, while the customer must pay in time the goods received. The
figure 1.4. shows a list of partner countries with their origin that export their products

to Viakom LLC considering the number of active contracts.
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Fig. 1.4. Geographic structure of FEA of Viakom LLC , 2021

Sourse: calculated by the author based on company data.

From the fig. 1.4. we can see that the biggest exporters for Viakom LLC are
China (among them such companies as HEFEI XIXI ELECTRONICS CO. LTD,
NINGBO KEPO ELECTRONICS CO. LTD, Zheijang Neoden Technology Co. Ltd.
etc.) and Germany (Arrow, Littelfuse Europe GmbH, Mega Sensor GmbH,
RUTRONIK Elektronische Baulemente GmbH). The company uses Incoterms-2010
and Incoterms-2020 for their international operations. In relation to China the most
used rules are FOB and FCA, for Germany it’s DAP and CPT. Other terms of
commerce are also used depending on the volume of dispatch, its’ characteristics
and conditions of a contract between parties.

The enterprise is importing a huge variety of electronic components. At the

following pie chart (fig.1.5.) quantity imported and types of products are shown.



28

= all electronic components
= other components

= capacitors

= accumulators

= cable connectors
® COrps

m LEDs

= antennas
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= robotic learning toys
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m steering angle sensors

Fig. 1.5. Commodity structure of goods imported by Viakom LLC , 2021

Sourse: calculated by the author based on company data.

From the picture above we can see that from some manufacturers, the
company orders all types of electronic components, and from some only certain, for
example, capacitors, accumulators, cable connectors, corps, LED’s, antennas,
switches and so on.

After importing goods into the territory of Ukraine, it can be used in several
ways. The main way of distribution is retail and wholesale trade to the Ukrainian
manufacturers, but aside from that company has orders from foreign companies. But
also Viakom LLC successfully operates in the PCB market and develops boards of
any complexity thanks to their own SMD installation line, which uses the most
modern equipment.

When working on the free market, the company produces products on the free
market without pre-established restrictions on the quantitative and qualitative
characteristics of goods. Products are sold on the free market through wholesale and

retail trade. All components supplied by the company can be ordered through the
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online store Viakom LLC.com. Till the moment of selling goods are stored at the
own warehouse of the company.

Also Viakom LLC sometimes participates in state tenders, among the most
frequent customers are Zaporizke Dp Radioprylad, STATE ENTERPRISE
"KHARKIV DESIGN BUREAU OF MACHINE BUILDING NAMED AFTER OO
MOROZOV", SE Research Institute of Radar Systems "Quantum-Radar". In
particular, the total amount of purchases of the Zaporiz'’ke Dp Radioprylad from
Viakom LLC at the time of August 2021 amounted to 1,9 million of hryvhias
(according to Proozorro).

Product prices are formed based on the situation in the market, the ratio of
supply and demand, the level of prices for competitors. In each case, upon receipt of
the order, the price is adjusted depending on the order, form of payment, the amount
of the transaction.

Thus, the company's foreign economic activity is quite diverse, since it
includes a large number of suppliers of goods of various nomenclatures and sells its
products both domestically and abroad. The volume of supplies is large and

expensive, which is a feature of the distribution of electronic components.
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1.3. Investigation of import operations efficiency of Viakom LLC

Foreign economic activity is a very important component of economic activity
of the enterprise, because it allows him to gain a number of benefits, such as:

e maintainand increase sales, in case of declining demand in the domestic
market;

e improve the liquidity of the company's assets through the use of foreign
sources of cash;

e learn best practices in international business, increase the competence
of the company's employees;

e gain recognition abroad and gain international prestige for the company
and its’ products, etc [6].

To study the import activities of the company and give an insight to the level
of their efficiency, it was decided to consider cooperation with Finland and the one
of its’ representatives — DEFA OU. Viakom LLC is operating as an official
distributor of DEFA OU products into Ukraine in the area of mostly electrical
preheating and charging systems.

Annex D contains an agreement on the distribution of DEFA OU products to
Ukraine, concluded for the period from February 7, 2019 to December 31, 2025. In
accordance with the provisions of the contract for the period of its validity, the total
volume of deliveries by DEFA OU is planned at 300000 euros.

Under the terms of the contract, Viakom LLC agreed with DEFA OU on the
import of goods with a name "electrical static converters for civil electronic devices"
in the amount of 1 piece with a total value of 256,3 euros, on the terms of supply of
EXV FI Vantaa (Incoterms-2010), terms of payment - 100% prepayment. Annexes
E, F, G contain accompanying documents to the contract, namely the customs
declaration, air waybill and invoice.

In order to investigate in more detail the mechanism of import operations of
Viakom LLC , we calculate the efficiency of the import operation under the given

contract. Table 1.7 shows the main terms of this contract.
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Table 1.7

Terms of the import contract between Viakom LLC and DEFA OU

Product name

Inventer Unit 1000VA 24V Schuko

Country-exporter

Finland

of payments UAH / Euro

Price per unit 256,30 €

Total number 1

Terms of delivery EXW FI Vantaa
NBU exchange rate at the time | 33,5693

Sourse: annexes D, E,G.

The approximate selling price on the domestic market of Ukraine is 21900

UAH per unit. The structure of costs associated with the purchase of goods and their

sale on the domestic market is shown in table 1.8.

Cost structure in relation to the contract price

Table 1.8

Costs % to the contract price
Transportation costs to the border 15%

Insurance costs 7%

Load costs 3%

Unloading costs 4%

Material costs of the importer 0,90%

Salary expenses 5%

Deductions from the payroll 22% of the payroll

Sourse: calculated by the author based on company data.

Therefore, based on the data above, we calculate the efficiency of the import

operation that was carried out.
1. Contract value = 1*256,3

=256,3 €

2. Customs value = (256,3 + 256,3*(15% + 7% + 3%))*33,5693 = 10754,77

UAH.

3. According to the Ukrainian classification of goods of foreign economic
activity, the code of the considered goods - 8504 40 84 00, so due to the Law of
Ukraine "About the Customs tariff of Ukraine" the size of the duty rate is 0% [2].

4. VAT = 107754,77*20% =

2150,95 UAH.
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5. Import Contract Price = 107754,77 + 2150,95 + (256,3*(4% + 0,9% + 5 %)
+ 256,3*5%*22%)*33,5693 = 13852,14 UAH.

6. Calculation of revenue from sales of imported products in the domestic
market = 1*21900 = 21900 UAH.

7. Calculation of the effect of the import operation = 21900 — 13852,14 =
8047,86 UAH.

8. Calculation of the efficiency of the import operation = 21900 / 13852,14 =
1,58 UAH.

It can be concluded that the import operation carried out by Viakom LLC is
effective, because for every hryvnia of expenses there is 1.58 hryvnias of income.
Thus, we see that the terms of delivery and logistics processes in this operation are
adjusted accordingly and satisfy the main purpose of the foreign trade operation - to
make a profit.

Now we propose to move from a specific operation to the overall efficiency
of imports at the enterprise in order to confirm the previous conclusions (table 1.9)

Table 1.9

Analysis of the efficiency of sales of imported products of Viakom LLC

for 2016-2020, thousands UAH

Indicator Years Absolute deviation

2016 2017 2018 2019 2020 2016/ 2017/ 2018/ 2019/
2017 2018 2019 2020

The effect of import activities

Net income | 698670 |1 051 |1 5322188022 | 2936156 | 353 480 655 748
from sales of 923 715 253 792 307 134
imported
products

Net financial | 59 800 30661 | 83456 | 94350 128706 | -29139 | 52795 | 10894 | 34 356
result

Efficiency of import activity

Profitability | 14,00 14,30 15,00 15,30 15,88 0,30 0,70 0,30 0,58
of  product
sales (PP),%

Profitability | 17,80 16,71 13,22 11,01 10,18 -1,09 -3,49 -2,22 -0,83
of costs, %
Return on | 67,19 31,94 23,38 18,13 12,57 -35,26 | -8,55 -5,25 -5,56
capital, %

Source: calculated by the author based on company data.
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The table shows that there is a positive trend in net income from the sale of
imported products in the domestic market, as well as in the amount of net income.
But the indicators of efficiency of import activity is questionable, because
profitability of costs and return on capital is going slowly downwards. As for

profitability of sales it’s better to have a closer look at figure 1.6
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3,000,000 16.00
2,500,000 15.50
2,000,000 15.00
1,500,000 14.50
1,000,000 14.00
500,000 % 13.50
0 - : 13.00
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ssmm Profitability of product sales (PP),%
= Net income from sales of imported products in the domestic market
- Net financial result

Fig.1.6. The tendency of profitability, net income from sales of imported goods
and net financial result at Viakom LLC, 2016-2020

Source: calculated by the author based on company data.

Thus, we see upward-going net income indicators and indicator of
profitability of product sales, which fluctuate between 14% and 15,88% with a result
of 15,88% in the recent year. This indicates quite positive financial situation and
evectiveness of import, but, nevertheless, the company still needs to optimize its’

activities in order to increase the efficiency of imports.
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CONCLUSIONS TO SECTION 1

Therefore, based on the a conducted anlysis we can summarize all the above
information about the mechanism of operation of the enterprise and its’ current state.

Viakom LLC is a leading distribution company in the area of electronic
components and equipment that has been operating for more than two decades and
deserved recognition abroad as well as in domestic country, which is Ukraine.

The main goal of any commercial enterprise is to achieve the goals set by the
owners, which are usually to generate profit. The increase in equity by 352,09% in
2016-2020 indicates both the achievement of this goal and the strengthening of the
financial potential of the examined legal entity. The amount of equity of enterprise
Is equal to 366022 thousand hryvnias at the end of 2020 against 80963 thousand
hryvnias in 2016.

Regarding the financial and economic indicators of the enterprise, it should
be noted that they are in normal state and indicate the effectiveness of the measures
implemented at Viakom LLC . Profitability ratios are gradually increasing, and
liquidity ratios are in line with regulations. The high level of return on equity shows
that it is advisable to continue to invest in the work of the enterprise, which will
strengthen the current market position.

The financial position of the owners of Viakom LLC in 2016 — 2020 has been
strengthening, as after deducting liabilities, the volume of available net assets
increases by 352,09%. Thus, the company is characterized by an effective business
model, which has to be maintained.

The company has a large number of partners around the world and for many
of them is an exclusive distributor of electronic components. Viakom LLC has
separate departments of foreign economic activity and logistics that take full
responsibility for the implementation of the import process for subsequent resale on
the territory of Ukraine or to foreign customers. In 2020 company imported goods

worth 98811 thousand hryvnias, which is 96% of all foreign trade operations
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conducted by an enterprise and regarding the dynamics of it — it’s constantly growing
throughout the years.

Proving the effectiveness of import operations by the enterprise, an analysis
of the foreign economic operation for the supply of an electronic component from
the Finnish company DEFA Oy was carried out and it was determined that this
operation brought the necessary profit, since for each hryvnia spent, the company
received 1,58 hryvnias of income. Also according to analysis of the efficiency of
sales of imported products we have good results on profitability of costs, profitability
of product sales and return on equity, but there is still directions to be optimized.

Nevertheless, having this result, as well as the information received about the
financial results of the enterprise and the mechanism of its operation, we can judge
that other import operations are equally effective, which is confirmed by the
company's leading position in the Ukrainian market.

Despite this, the company has the potential to get even more profit and attract
more partners, taking into account the fact that the company has the financial means
to implement various kinds of improvements, according to given research, which

will be explored in section 2.
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SECTION 2. IMPROVEMENT OF [IMPORT ACTIVITY
ORGANIZATION OF VIAKOM LLC

2.1 Necessity of Biakom s foreign economic activity improvement

In the course of researching the problems of implementation of foreign
economic activity and import operations of the enterprise, a comprehensive analysis
was conducted, that includes a survey of employees and heads of the Department of
Foreign Economic Activity and Logistics in order to identify problems and areas for
improvement of the departments' functioning as well as SWOT-analysis for
identifying the effectiveness of the company Viakom LLC in the market.

To conduct a SWOT analysis, it is first necessary to identify the strengths and
weaknesses of the enterprise, opportunities and threats to the market. The name of
the SWOT-analysis method consists of the initial letters of the objects of strategic
analysis: S - strengths; W - weaknesses; O - opportunities; T - threats. The purpose
of SWOT-analysis is to carry out expert diagnostics of the business environment to
identify trends in its development, the formation of basic hypotheses about the
prospects of the enterprise and its competitive opportunities and identify alternative
areas of strategic development (19). Carrying out a SWOT-analysis of the enterprise
involves analysis of the current situation and forecast of the future (forecast of trends
in the analyzed external factors, development of requirements and recommendations
aimed at strengthening the advantages and overcoming the disadvantages of each
factor).

As one of the leading firms in its industry, Viakom LLC has numerous
strengths and opportunities that help it to thrive in the market place, but there are

obstacles as well. The generalized SWOT-analysis is presented in the table 2.1.
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Table 2.1

SWOT-analysis of Viakom LLC, 2021

Strengths

Weaknesses

1. Good reputation among consumers
and suppliers

2. High competitive position

3. A wide range of goods to order

4. High quality of imported products
5. High share of innovative products
6. Quality service

7 Large customer and suppliers
database

8.Qualified staff

1. Weak advertising policy

2. Direct dependence on suppliers and
market demand

3. High costs of import activities,
including costs of transportation,
obtaining permits, etc.

4. Low level of interaction between
departments

5. Employee motivation

Opportunities

Threats

1. Global expansion

2. Ability to regulate pricing policy

3. Search for more profitable suppliers
4. Participation in large-scale projects
with partners

5. Social responsibility

6. Increasing sales

7. Wider range of products

1. Deterioration of foreign economic
relations with partner countries.

2. Unstable political and economic
situation in country and the world

3. The emergence of new and more
powerful competitors

4. Supply disruptions

5. Trade and safety restrictions

Source: developed by the author based on company data.

The table presented above gives an information about realistic state of affairs

of Viakom LLC . Strengths of the enterprise were already described in several ways

earlier, first of all - it’s a high level of recognition and trust inside the country and

abroad, from suppliers as well as from customers. As a company who is operating

on the market for more than 24 years and have hundreds of partners around the globe

it deserved all the credits given.
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Viakom LLC occupies a high position among competitors and as of 2016 was
one of the three leaders in the distribution of electronic components. The main
competitors are VD MAIS, Elcom, DS Electronics, Rainbow Technologies, SEA.
The ranking shows relative stability in the positions of the largest distributors, both
in terms of ranking and in their relative share of the total available market. The first
TOP-3 companies make up almost 50% of the total turnover of the 50 leading
companies in Ukraine, what confirms Viakom LLC’s high competitive position.

All printed circuit boards produced at the enterprise are tested by electronic
tests, and products are supplied only from proven resources, what confirms the
highest quality of goods and their technological effectiveness. Also company gives
12 month guaranty for products bought and provide with technological assistance if
needed, considering that their machines allow to solder boards of any complexity,
including BGA components on Pb-Free technology.

The acquired experience and a wide base of suppliers and customers pave the
way for a global expansion of the company's presence. The strengths of Viakom
LLC . allow the company to develop comprehensively, including geographically.

Calculation of the product’s price include a lot of different costs to be
considered, for example, direct labor, direct materials, consumable production
supplies, and factory overhead and of course, profit margin is to be accrued. So there
is the place for agility: the company can manage its pricing policy by making
informed managerial decisions regarding the structure of costs for goods, taking into
consideration partnership with more profitable suppliers. By that better conditions
of supply, delivery terms, more valuable goods with supplemental services, could be
meant. But also wider range of products could have been introduced, what, in its’
turn, could benefit sales growth.

As a large-scale company with a fairly good income Viakom LLC in addition
to maximizing sharcholder value, could act in @ manner that benefits society and
take into their account social responsibility. Among the benefits of such activities is

the fact that being a socially responsible company can booster a company's image
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and build its brand. Also formal corporate social responsibility programs can boost
employee morale and lead to greater productivity in the workforce.

Speaking about the weaknesses of the enterprise, one can note the weak
advertising policy. Viakom LLC occasionally participates in international
exhibitions (for example, the electronics exhibition in Munich, which takes place
once every two years), using networking for new interactions, but mainly works for
an already existing customer and partner base without aiming to popularize its’
distribution brand. Against the background of the advertising policy of the analyzed
enterprise as such, the competitors of Viakom LLC can surpass them, so this is
worth paying attention to.

Yet, in my opinion, the most prominent weakness that characterizes many
distributors is the high level of dependence on suppliers and buyers. And if
everything is natural with buyers - if there is no demand for the product, then it
makes no sense for an entrepreneur to purchase it and store it in a warehouse while
waiting for it to be bought, then in relation to suppliers there are quite a few factors
of influence.

As soon as the director confirms the placement of orders at the request of
buyers, the task arises to find this product in the world. If suppliers who have already
signed supply contracts do not have this nomenclature available, then the foreign
economic activity manager will have to find it. This can be a one-time delivery or
the establishing of a long-term cooperation. Sometimes orders are received for the
sale of unique items, which are at the disposal of only a few manufacturers, and as
an example of this, Viakom LLC once asked for permission from BMW and
negotiated with the president of the company.

The process of finding a new supplier is quite laborious, since it is necessary
to conduct a detailed analysis of a potential counterparty in order to avoid problems
arising in the delivery process and agree on conditions that are optimal for both
parties. Among the emerging problems that the company faces, one can single out
the supplier's dishonesty, which can manifest itself in such cases as, for example,

indicating the deliberately wrong year of production of a certain electronic part, the
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delivery time that does not correspond to reality, the sale of an item with defects,
absence in the parcel of the goods indicated in the invoice and so on.

One of the problems may also be the adherence of suppliers in choosing a
carrier, because they may refuse carriers offered by the buyer, which can be quite
disadvantageous for the buyer in terms of the cost of transportation. Speaking of
carriers, there are also some risks caused by loss of goods, fires in warehouses and
an increase in the duration of transportation due to organizational mistakes. High
costs of import activities, including transportation costs, supply disruptions can also
be caused by inappropriate choice of suppliers, terms of delivery of goods and force
majeure arising in the activity.

During my research, it was found that there are some problems in the
organization of interaction between departments of the enterprise. The only program
through which accounting and processes are monitored is 1C, the interface and
functions of which differ depending on the departments. Otherwise, the departments
work on their own. Several departments can be involved in the company's processes,
and the discussion of current issues is scattered, which makes it impossible to restore
who said what, with whom he had a dialogue and what documents he prepared.
There are also mechanical errors of employees such as incorrectly placed orders or
the inaccuracy of the transmitted information.

As a result of communication with company’s employees, in particular young
employees of the foreign economic activity department, a lack of motivation was
also identified. The company does not have any bonus system, but still a certain part
of the salary can be paid at the end of the year as premium. Since the work of
managers is characterized by high levels of stress and engagement, the productivity
of work that is not supported by additional incentives decreases over time.

If we take into account the threats, which are external probable factors that
can complicate the achievement of the goal set by the company, then first of all it is
deterioration of foreign economic relations with partner countries. An example is the
impact of the war with Russia and the annexation of Crimea on the conduct of

foreign trade relations - as a result of the events mentioned, Viakom LLC stopped



41

doing business with this country, after which it took a lot of efforts to replace the
previous suppliers with others.

The next external threat is changes in the political and economic situation in
the world. In the light of recent events, we can mention the emergence of the
coronavirus, which has a massive impact on the economic environment and the
conduct of trade. A 2020 survey of 715 supply chain decision-makers for a report,
"Supply chain resilience in a post-pandemic world,” by Jabil, a manufacturing
services company, and Dimensional Research found that 70% of respondents
experienced disruptions due to the COVID-19 pandemic, while 44% indicated
supply constraints and 35% faced global trade and tariff issues. Moreover, 95% of
respondents said their company was affected by component shortages. People all
over the world have been transferred to distance work and training, so the demand
for computer equipment has increased significantly, and the load on the
manufacturers of this equipment and parts has increased accordingly. To produce
more technology, companies need more semiconductors. In 2020, chip sales
increased by 6,5%. This is a large figure, given the complexity of chip production
and high workload of factories. During the onset of the pandemic, due to quarantine,
factories did not work, which caused delays in deliveries, a high level of infection
affected a decrease in the number of workers in factories - the speed of
manufacturing materials and collecting orders significantly slowed down, there were
not enough workers to perform the work. So these are the processes that the importer
cannot influence, but can adapt if he quickly responds to changes and makes
thoughtful decisions.

The emergence of new and stronger competitors is also a threat to the
enterprise, as buyers may prefer a different distributor when there are many options.
The advantage of Viakom LLC, of course, is that the company has multiple contacts
with manufacturers around the world and a good reputation, but for some buyers the
advantage may not be the high quality of electronic parts, but their price, for

example, hence, the deal will not be closed.
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Many electronics sector companies are tightly-regulated. There are a huge
number of environmental and product quality regulations around the world. For
many companies, these regulations cause substantial costs to the supply chain.
Complying with government regulations may require the use of specialized
inspections, software and equipment. Businesses must factor these costs into
expenses and pay significant fines for non-compliance with regulations. Other
countries also regulate the industry at varying levels. Some countries have little or
no electronics industry regulation, while others heavily regulate pollution and
environmental impact.

Also, one of the trade barriers is the restriction of the international transfer of
dual-use goods, which include some varieties of electronic components and
semiconductors. Dual-use goods - certain types of products, equipment, materials,
software and technologies not specifically intended for military use, as well as
services (technical assistance) related to them, which, in addition to civilian use, can
be used in military or for terrorist purposes or for the development, production, use
of military goods, weapons of mass destruction, means of delivery of these weapons
or nuclear explosive devices, including certain types of nuclear materials, chemicals,
bacteriological, biological and toxic drugs, the list of which is determined by the
Cabinet of Ministers of Ukraine [3,4]. Accordingly, in order to carry out an
international trade operation, it is necessary to obtain a permit for the right to export
or import military and dual-use goods. The permit is obtained by the authorized
representative of the subject of foreign economic activity directly in the State Export
Control and is submitted at customs clearance of goods.

So as a conclusion to conducted SWOT-analysis all of the mentioned factors
are considered to be directions of further improvement of organization’s activity and

some of it are chosen to be implemented in the given study in next section.
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2.2. Development of a set of measures to increase the efficiency of import

activities

From the analysis, | highlighted several directions for improving the
efficiency of the enterprise, including optimization, motivation and protection
against risks.

Speaking about the optimization of activities and risk protection, we mean the
automation and consolidation of information about all processes at the enterprise,
including the organization of distribution, which is the main source of profit for
Viakom LLC . For this enterprise, this is important, because, as mentioned earlier,
there is a low level of interaction between departments and managers, plus the data
received by departments can be quite fragmented, which makes it impossible, for
example, to keep statistics that would correspond to reality and reflect the current
state of various aspects of activities of the company, especially taking into account
numerous import activities with big amount suppliers around the globe.

As an enterprise that don’t use any unified system for its’ operating accept 1C
for accounting and storing stocks it would be highly recommended to implement
supplier relationship management system. SRM is the systematic approach to
evaluating vendors that supply goods, materials and services to an organization,
determining each supplier's contribution to success and developing strategies to
improve their performance. The system helps automate many tasks, bring data
together, generate high-quality analytics - all in a simple and intuitive interface. As
a result, managers have more time to communicate with clients, implement the
company's strategic goals and other types of activities. As SRM contains all
information about interactions with suppliers there is also time savings in
transmitting the information between managers and departments.

Supplier relationship management is wusually used by supply chain
professionals who regularly deal with suppliers in areas such as procurement, project
management and operations, these are the managers of foreign economic activity in

our case. Similar to the way that customer relationship management (CRM) is
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intended to streamline and improve the processes between an enterprise and its
customers, SRM aims to develop a mutually beneficial relationship between the
organization and its suppliers, especially those deemed most strategic to the
organization's brand. It is also meant to promote quality, efficiency and innovation.
A successful SRM discipline seeks not just cost savings, but to maximize the value
of suppliers to gain a competitive advantage in the marketplace. Some of the
software developers have operational decisions that includes both SRM and CRM
features to boost interconnection amongst all departments of the enterprise and
embrace clients as well as suppliers in terms of process automatization, but in the
current moment there is striving in developing engagement with foreign partners.

The SRM solutions provide competitive advantage in three important areas:

1. Dramatic cost savings. The SRM drives cost reductions by enabling
streamlined business processes and improved information flow.

2. Tighter replenishment execution, reduction of excess and scrap inventory,
elimination of non-value-added tasks and leveraging scale with strategic suppliers
provides substantial savings to the manufacturers.

3. Increased flexibility and responsiveness to customer requirements.
Visibility, communication and collaborative planning with suppliers give flexibility
and responsiveness. Faster cycle times are achieved by collapsing the latency of
information flow through faster communication, automated replenishment and
streamlined process management to ensure real-time information for buyers and
suppliers.

A good SRM or supplier management software can help alleviate emerging
challenges in company’s activity and provide more ROI during the SRM process.

Organizations have reported numerous use cases for implementing SRM,
noting that the discipline helps them to:

o take better advantage of supplier capabilities;
e reduce costs;
e ensure supply chain continuity;

e limit supply chain risks;
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e increase responsiveness of suppliers; and
e gain visibility into future prices and hedge against price volatility.

Even though there are initial costs for purchasing and implementing an SRM
system, these costs contrast with the reduction of transaction costs and the benefits
of an improved relationships.

The processes of strategic sourcing related to SRM can vary from one
organization to the next. However, SRM generally involves three broad steps:

1. Segment suppliers: identify and categorize every supplier by their
Importance to the business.

2. Develop a supplier strategy: create tactical plans and performance metrics
for each supplier or category.

3. Execute the strategy: assign people to tasks and continuously measure the
strategy’s success.

Management must implement one SRM application for all the users involved.
The system should be web-based so information can be accessed at anytime. In terms
of the total cost of introducing the system its’ necessary to take into account internal
or external support, pre and post deployment. The cost of implementing the system
depends on the program used, as well as on the scope of functions that it includes.
For this company it is advisable to use software, which also includes a resource
planning function (ERP), because Viakom LLC is a distribution company that buys,
stores and sells tangible goods. One of the best software for this purposes can be
Microsoft Dynamics ERP for distribution. Microsoft offers competitive Dynamics
365 pricing plans for each market segment, lowering the costs depending on the
number of purchased products. But if Viakom LLC buys only software for their
foreign economic activity and logistics department, not taking into consideration
discounts, then according to official website the price starts at $180 per user/month
with a technical support. That means, that approximately, company will spend $1800
per month for this SRM system, hence, $21600 in a year. After purchasing a license,
it is necessary to train employees to use the software correctly, this can be done by

organizing collective trainings followed by a discussion of emerging issues.
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Microsoft Dynamics 365 offers a variety of software products for end-to-end
business management available both on-premises and in the cloud. Dynamics 365
solutions are capable of bringing company $16.97 to every dollar spent while
addressing resource and process management needs, according to Nucleus Research
[15].

Also it is important to note that the world experience of SRM implementation
shows that the result is a significant reduction in the company's costs, including a
reduction in inventories - up to 20%, and a reduction in purchase prices - up to 10%
[10].

Another way to increase the company's efficiency is to expand the supplier
base and diversify it, which will be more convenient with the above-mentioned SRM
system. Supplier diversification is a tactic used to mitigate risk in a supply chain.
It’s the primary, and perhaps the most effective, way to mature existing supply chain
and hedge it against risk. The process involves selecting backup suppliers of various
size, in different locations, with different capabilities, along with other
considerations, to lay the grounds for a recovery strategy in the event of a supply
chain disruption [18].

Supply chain diversification enables flexibility, which allows company to
respond to changing market and world trends and customer demands. This reduces
the level of dependence on specific suppliers from certain countries, especially
during a COVID-19 pandemic and a volatile political situation. Many factories in
China, which is the largest supplier of products for Viakom LLC , were quarantined
even before the infection spread to the whole world, which caused widespread
supply delays. In this case, the company's customers had to either wait and postpone
their production, or else look for the necessary electronic components through other
competing distributors and break the stipulated agreements with the current
distributor. Also, a larger number of suppliers will help ensure the constant
availability of goods requested by customers and a quick search for necessary

components in stock from company’s suppliers.
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As a reference point for changing the priority from China, | recommend taking
Germany and the United States of America, since they are already trading partners
of the enterprise, respectively, the managers of Viakom LLC are already familiar
with the aspects of organizing imports in the territories of these countries and their
systems of legislation.

It is necessary to select potential partners, the distributor of whose products
the company could become, this can be done through the Internet or business
catalogs. Also, the necessary contacts (both suppliers and customers) can be made
by participating in international exhibitions on electronics. Large manufacturers
prefer to work with the same large-scale enterprises, that is, with those who have
accumulated a large client base. Accordingly, Viakom LLC already has such, which
means that the next step is to draw up a commercial offer that will interest a potential
partner and conclude a distribution agreement after discussing all issues regarding
the terms of delivery, pricing, logistics and other matters.

The most important aspect of the efficiency of an enterprise is the work of its
employees, if we talk about foreign economic operations, then this is the work of
employees of the foreign economic activity and logistics department. Employees are
exposed to stress and an accumulation of fatigue as a result of activities that are
characterized by high levels of engagement and risk, which tend to reduce
productivity. It is important for the management to equip comfortable and adequate
working conditions for their subordinates, but in addition, it is recommended to
implement a bonus reward system.

Organizations often use incentives to motivate their employees. Meta-
analysis of the effects of incentives on performance at work has shown that the
average effect of all incentive programs in all work settings increase performance
by 22%, which is a significant result [17]. The purpose of monetary incentives is to
reward associates for excellent job performance through money. Generally, they can
include profit sharing, project bonuses, stock options and warrants, scheduled

bonuses and additional paid vacation time.
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Studies indicates that some measures are better than others to increase
performance. For example, if we consider the stimulus programs, they lead to better
performance of employees if the mechanism from program includes the competition
among employees to earn a bonus. But, from the other hand, incentives for team had
a much stronger effect on performance than individual incentives. Long-term
Incentive programs are also more likely to be more effective than short-term ones
But the most vital is the fact that monetary stimulus led to greater performance than
non-monetary incentives [16].

To accumulate bonuses for additional payments to employees, it is necessary
to determine the KPI for which the results will be analyzed. For foreign trade
managers, between whom responsibilities for interaction with suppliers are divided,
this can be, for example, the amount of proceeds from orders shipped to Ukraine per
month. Since the statistics were previously mentioned that in 5 months of 2021,
goods worth $1,55 billion were shipped, respectively, in 1 month, on average goods
of $310 million was shipped. Considering that the supply and logistics department
includes up to 10 employees, then one employee can manage 31 million dollars of
shipped goods, which will be the highest sum in bonus accumulation system that
placed in the table below.

Table 2.2

Bonus accumulation for managers of foreign economic activity

The amount of proceeds shipped/quantity of | % of salary accrued
departments’ employees , millions of dollars

1 - 10 millions 4%
10 — 20 millions 7%
20 — 30 millions 10%
more than 30 millions 15%

Source: developed by the author based on company data.

Eventually, in addition to the implementation of the SRM system, bonuses not
greatly affect the increase in the cost of sales, but at the same time will significantly
increase the performance of employees. Thus, based on the proposed in this section

data, we will calculate their effectiveness in the next subsection.
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2.3. Forecasting the financial results of Viakom LLC due to the

implementation of the proposed measures

To assess the financial effect of the implementation of the measures proposed
in the previous section, we must first calculate the preliminary data of financial
results for the reporting year, which is 2021 and the following years. This paper uses
the method of moving average of forecasting, that captures the average change in a
data series over time.

In this case, we will analyze the changes in the net sales from import, as well
as in the cost of production. In the table below, we calculate the projected value of
net sales at the end of 2021 and for future years based on the results of previous
periods to get the preliminary data of net sales of import.

Table 2.3
Preliminary data of net sales from import of Viakom LLC for 2021,

thousand hryvnias

Number Period Net sales Moving Average relative

in order (year) average error
1 2016 698669,86
2 2017 1052689 1084777,82 | 3,04827216
3 2018 1502974,6 1562901,74 | 3,987236419
4 2019 2133041,6 2157358,55 | 1,140010666
5 2020 2836059,4 2621572,57 | 7,562847136
6 2021 2895616,7 2791033,68 | 3,611768572
7 2022 2941424,99
8 2023 2956303,13
Average relative error (2016-2021) 1,38

Source: calculated by the author based on company data.

As a result of the analysis, we find out the estimation of the net sales of
Viakom LLC for 2021, which is 2895616,7 thousand hryvnias.

In the same way, we get the preliminary data for 2021 year and following
years in the change in the cost of goods imported, works and services provided by

this company, the results are presented in the table below.
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Table 2.4
Preliminary data of production cost of import of Viakom LLC for 2021,

thousand hryvnias

Number | Period : . Average relative
in order | (year) Production cost Moving average o
1 2016 | 600856,08

2 2017 |902154,46 926846,32 2,737

3 2018 |1277528,4 1328789,71 4,0125

4 2019 |1806686,3 1823302,62 0,9197

5 2020 | 2385693,2 2199307,25 7,8127

6 2021 | 2405542,3 2332386,37 3,0411

7 2022 | 2405923,63

8 2023 | 2465846,81

Average relative error (2016-2021) 1,32

Source: calculated by the author based on company data.

In accordance with the calculated data, we have that the cost of sales of import
will increase and will amount to 2405542,3 thousand hryvnias in 2021.

To assess the financial effect, we will calculate the rate of profitability of
foreign economic activity, which is calculated in our case as difference between net
sales and cost of sales, devided by cost of sales. Using the calculation from
abovementioned method we have that the preliminary profitability rate for 2021 year
Is 16,9%. This result shows that in a current state, without the implementation of
measures to improve the performance of activities, the company will receive 16,9
hryvnias of net profit for each hryvnia spent in the cost price in 2021.

Since the cost price is the cost estimate of the current costs of the enterprise
for the production and sale of products, the implementation of the SRM system can
be regarded as direct material costs of the enterprise, included in the cost price,
exactly the same as the cost of wages, in our case these are bonuses accrued to the
salaries of employees. It’s complicated to forecast net result using financial metrics,

because comprehensive performance reviews should be based on an average of
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snapshot measurements compiled over time and there is also human element in
assessment, which is quite subjective, but still have to be paid attention to.

Hence, taking these facts into conciderations we may assume that cost of sales
would be 4% higher than the forecast of 2021 and 4,8% higher than the forecast of
2022. According to the proven benefits and effectiveness of proposed development
tools we may also assume the growth of net sales at the rate of 5% in 2021 and 6,2%
in 2022 approximately. Having these two important indicators we have the
opportunity to calculate expected level of profitability of FEA after the
implementation of development tools, which will be: (3040397,5 - 2501764,0) /
3040397,5 * 100% = 17,7%, that is 0,8% maore than preliminary data without using
proposed measures. The same calculations are made for the 2022 and the comparison

of results is depicted on the fig.2.1.
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Viakom LLC (unchanged and implemented strategy) for 2020 — 2022, thous.
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Source: developed by the author.
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Thus, from the graph we see that despite the growth in costs, the net income
from sales of import is going upwards noticeably due to the suggested measures, in
comparison to preliminary data that is not include improvements’ impact. The
percentage of profitability of foreign economic activity is growing accordingly and
in 2022 will be 18,6% against 17,5% predicted earlier. Hence, the difference in 0,9%
confirms the effectiveness and expediency of proposed measurements

implementation by an enterprise.
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CONCLUSIONS TO SECTION 2

In the second section, on the basis of the information provided before, the
directions for improving the company's activities were analyzed, which can also
affect the increase in the efficiency of import.

Part of the study was the SWQOT analysis, which made it possible to assess the
factors of the internal and external environment of the enterprise and understand the
degree of their influence in order to determine the further development strategy.

Among the strengths were identified good quality and a wide range of
products, a high level of recognition, a large base of buyers and suppliers. All of the
above opens up opportunities for Viakom LLC such as geographical and
quantitative expansion of its’ market presence, supplier base development, increase
in sales and assortment etc. Among the weaknesses of the enterprise, one can
identify a high level of dependence on suppliers and demand in the market, the cost
of import operations, and an insufficient quality level of interaction between
departments and employees. And finally, among the threats detected, one can single
out the influence of the economic and political situation in the world on trade,
changes in relations between partner countries, the strengthening of competitors and
various trade barriers.

In line with the above, several factors were selected for analysis and further
improvement. First from the measures presented was SRM system implementation.
The main benefits of it are coordinating business operations, automating operational
workflows, and standardizing goods and services acquisition. It is considered to be
an ideal solution to manage supplier relationship, contracts, procurement process
speed, and other management related tasks. The second measure offered is the
implementation of monetary incentives for managers engaged in foreign economic
operation. Though it’s difficult to estimate, the funds available to the company allow
to incur such costs that will ultimately have a positive impact on productivity of
employees. Calculations showed an increase of profitability of FEA at 0,9% in

comparison to preliminary data, that confirms previous assumptions.
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CONCLUSION AND RECOMMENDATIONS

The result of the conducted research is the achievement of the goal that was
determined and the implementation of all assigned tasks.

Due the given research were analyzed the activities of the enterprise Viakom
LLC and its financial results for the period from 2016 to 2020, characterized the
practice of carrying out import activities by this company, evaluated the
effectiveness of the foreign trade operation carried out by the enterprise under the
given contract, explored areas of improvement of organization’s activities and
Import activity in particular, developed a set of measures to increase the efficiency
of import activities, conducted forecast of the financial results of Viakom LLC due
to the implementation of the proposed measures.

As a successful distributing company with many years of experience that
operates in the area of electronic components and equipment, Viakom LLC
established relationships with a large number of suppliers and customers around the
world. The financial position of the owners of Biacom in 2016 — 2020 has been
strengthening, due to the analysis of production and economic activities and
financial condition of the enterprise for 5 recent years, as after deducting liabilities,
the volume of available net assets increases by 352,09%. According to this fact,
enterprise is characterized by an effective business model, which has to be
maintained.

The company has partnership with a huge quantity of electronic manufacturers
and distributors throughout the globe, among which are Intel, Digi-Key, ProsKit,
Arrow, Neoden. The biggest number of contracts were signed with Chinese
companies as well as German. The research also analyzed one of the foreign
economic contracts that Viakom LLC concluded, on the basis of which it was
proved that the import operation carried out was effective, which gives reason to
believe that other import operations of the company are effective as well. This also
can be confirmed by the fact that the volume of import is growing in 2016-2020 and

profitability of sales is 15,88% at recent data.
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In order to develop directions for further improvement of the import activity
of the enterprise, a SWOT analysis was carried out, as a result of which problematic
aspects and growth zones were identified. Among the strengths were identified good
quality and a wide range of products, a high level of recognition, a large base of
buyers and suppliers. All of the above opens up opportunities for Viakom LLC such
as geographical and quantitative expansion of its’ market presence, supplier base
development, increase in sales and assortment etc. Among the weaknesses of the
enterprise, one can identify a high level of dependence on suppliers and demand in
the market, the cost of import operations, and an insufficient quality level of
interaction between departments and employees. And finally, among the threats
detected, one can single out the influence of the economic and political situation in
the world on trade, changes in relations between partner countries, the strengthening
of competitors and various trade barriers.

Based on the results of the analysis, several recommended measures were
selected, namely, to introduce SRM into the scheme of working with suppliers and
department management, to start a bonus system for rewarding employees for
successful shipments, and also to expand the number of suppliers in the name of
their diversification and avoid risks of supply disruptions. The combination of the
advantages of building an information flow management system and the
professional and creative skills of enterprise managers, allows compeny to assess
aspects of import operations and influence their effectiveness.

To calculate the projected profit and cost, the method of moving average was
used and as a result, it was found that the expected level of FEA profitability will be
0,9% higher than the preliminary data, when the above measures are implemented,

so it’s recommended for the Viakom LLC to use given approach.
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Annex A

Balance sheet of Viakom LLC (assets) in 2016-2020, thsd. UAH

Indexes Year

2016 2017 2018 2019 2020
Intangible assets 4 68 1263 2 062 2 289
Incomplete capital 798 1384 18 963 1 069
investments
Fixed assets: 3041 2 926 3916 8512 9 448
NON-CURRENT ASSETS | 3843 4 378 5197 11537 | 12 806
Inventories 1223 1307 1958 2 462 2 831
Final product 1 666 2124 2 302 1410 1622
Cargo 150 797 | 173 397 | 278 376 | 340 353 | 391 406
Stocks 153 686 | 176 828 | 282 636 | 344 225 | 375 205
Accounts receivable for 18105 | 29120 | 56412 | 78205 | 87590
products, goods, works,
services
Accounts receivable on 18467 | 37145 | 69054 |119603 | 126 191
advances issued
Accounts receivable 57 0 il 594 665
according to budget
calculations
Other current receivables 9 153 856 1439 0 1502
Money and their 3713 | 21934 | 4265 12515 | 14563
equivalents
Deferred expenses 87 0 129 240 145
Other current assets 2 544 2 890 5795 7 550 9112
CURRENT ASSETS 205812 | 268 858 | 419 731 | 562932 | 614 973
BALANCE 209 655 | 273 236 | 424 928 | 574 469 | 627 779
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Annex B

Balance sheet of Viakom LLC (liabilities) in 2016-2020, thsd. UAH

Indexes Year

2016 2017 2018 2019 2020
Registered (share) capital 4 020 4 020 4 020 4020 | 4020
Retained earnings 76 943 | 150921 | 234 377 | 328 727 | 362 002
(uncovered loss)
EQUITY 80963 | 154941 | 238 397 | 332 747 | 366 022
Other long-term liabilities 45000 | 45000 | 45000 | 45000 | 45000
LONG-TERM 45000 | 45000 | 45000 | 45000 | 45000
COMMITMENTS AND
SECURITIES
Current accounts payable 36 0 36450 | 43535 | 47018
on long-term liabilities
Current accounts payable 46483 | 29566 | 18069 | 37554 | 41 309
for goods, works, services
Current accounts payable 11 856 7 957 5 455 5347 | 5882
according to budget
calculations
Current accounts payable 0 0 0 48 53
according to insurance
calculations
Current accounts payable 29 13 41 237 261
Current accounts payable 13982 | 10894 | 34690 | 48332 | 53165
on received advances
Other current commitments | 11306 | 24865 | 46826 | 61669 | 69 069
CURRENT 83692 | 73295 | 141531 | 196 722|216 757
COMMITMENTS AND
SECURITIES
BALANCE 209 655 | 273236 | 424 928 | 574 469 | 627 779
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Annex C

Income statement of of Viakom LLC in 2016-2020, thsd. UAH

Indexes Year

2016 2017 2018 2019 2020
Net income from 854 433 | 1287378 | 1839964 | 2613205 | 3475563
sales of products
(goods, waorks,
services)
Cost of goods sold | 725312 | 1 103029 | 1625061 | 2 354 132 | 3 154 537
(goods, works,
services)
Gross profit (loss) | 129 121 | 184349 | 214903 259 073 321 026
Other operating 2676 139 080 2 332 1699 2 498
income
Administrative 9414 46 575 26 282 32 546 38 766
expenses
Selling expenses 30453 | 158 052 67 425 89 790 94 814
Other operating 8 964 62 042 5811 5155 6 898
expenses
Financial result 82 967 55 562 117 717 133 281 183 046
from operating
activities: profit
(loss)
Other financial 0 7993 0 0 0
income
Other income 1902 0 0 130 178
Financial expenses | 9440 22 245 15 876 18 367 26 611
Other expenses 1901 0 0 0 4 008
Pre-tax financial 73528 41 310 101 841 115 044 152 605
result: profit (loss)
Expenses (income) | 13 728 10 649 18 385 20 694 23 899
from income tax
Net financial 59800 | 30661 83 456 94 350 128 706

result: profit (loss)
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Annex D

Foreign trade agreement with DEFA Oy

GEMERAL CONTRACT
HNo.: DEFA-BIA 012019
Hylv, 07.02.2019
This general contract (hersinafter refervad to 25 "Contract™) Is
macs effectve 7 Fabruary 2005 batwesn:

LLC BIAKOM

Legal address: Trostyanstska str, 49, 02091 Kyiv, Lkreine,
fctual address: Vidradny Frospect, 95-C, (3061, Kyly,
Ukraine, (hereinafter referred to s "BUYER"] in cwn of
directar Kachan VY., and primary accountant Kachan LV,
that acting on the Stetute from ana hand and

DEFA Oy

Tehtairkula 2, FI-01530 Vantaa, Anland
In the own of Olll Nappar, Country Manager (herenaftes
referred to a5 "SELLER™) on the ather hand, bath hereinafter
referred bo as "Parties” Bnd *Party” 2d partem, about the
Follcrwing.

1. SUBJECT OF THE CONTRACT

Tn accordancs to given Coniract, the SELLER is to ship
and the BUYER in rebum is to buy and to pay up alechronic
components and conourment parts (hereinater refermed to 25
"Goods™) on benms specified by present Contract.

2. GEMNERAL CONDITIONS

M amendments and supplaments to the Contract are valid
onhy § made in writng and duly signed. Al previous
agresments and oo noe refated ko the present
Contract will Baceme rull and void after the Contract is
signed,

This Contract s made in tbwo identical copies, in English
end Ukraime languages, that have equal lagal power, In Cage
of differences the priarity |5 glven to the English language
wariant of th contract, The Contract is made In duplicate, ong
copy for each party.

The fax copy of addition o the Following Contract i &
lesgal copy for soiving of all dsputes.

Validity term (durstion) of the Conftract 5 as per 7
February 2019 up to 31 December 2025,

3, SALES VOLUME AND ORDERS

The wwarall planned wolume of deliveries for the contract
I5 In the amount of 300,000 EUR, Ovders shall ba inltfated by
BUYER Issuing a purchase order or otherwiss placing an crder
by electronic means acceptable o SELLER.

BUYER ' 5 orders and purcheses of producis will be conskdered
by the terms and conditicns stiputated in this Contract, and
SELLER'S capabifies.

Orders and invaices shall identify the produds, unit
yantities, part numbers, applicablle prices and requested
delivery temms (dates) of the shipment (dispatch), which are
eshimates anly,

Production shipment (dispatch), term is counted beginning
froen the date of actuation of BUYER" 5 prefminary payment
for thiss production,

Orders ane only desmed o be acoepted, If the SELLER has
canfimead their acceptance in writing-

4. TERM OF PAYMENTS AND SHIPMENT
The SELLER ships to the BLYER the goads on ™ BXW -
Vantan” eonditions (Incoterms 20100,

LHKAH
Mo.: DEFA-B1A 012019

M. lis, 07022019

Lo resepanssui noHTpasT (Mananl = KourpasT) nedupas
wasHocTl 3 7 novere 2019 poxy.

Liedi KonTpaKT yrnanetio M

TOB "BIAKOM"

HIpmeesa agpeca: Yepeina, 02091, |, Ko,

By, TROCTAHELs®A, 49

RKTHUHE Bapes: Yupaika, 0361, M, Kulg,

npacr. Blapagnh, 95-C, B ooofil gpedTops Kauena BikTopa
Baounsaedya, axea g Ha nigcrael Cramyry, (Magani™
NOHYMELER} Ta ranceHien Gywrammapa

K Tribii BIKTOPIEHW, S8 5 He nigcTael Hakasy, 3 onHlel
CTOPOHH Ta

DEFA Dy

Tahtainkuja 2, FI-01330 Vantaa, Saland

Y poohi nawa Onnl Hannaps, perlosanssuil MeHegsen
{Haganl — MPOABELL), 3 apyrol cropokM, iMesaBad Hagan
pazar AK CTOpoHM, 2 KDEesS ORpeMd AK CTopoHE, npo
HACTYNHE,

1. NPEOMET KOHTPAKTY

3a uWM KosstparmoH MPOEABEL: 20008 RayETLCR
rracTarATH TICHCYIILED BASKTRanH] KOMIIHERT T3 CyTTyTHI
T Tomapw (wagani — npagykuing, a NOKTIELE ¥ caoio yepry
30A0EAIYETLCH NpWHHATH T8 ONNETHTW TaKY NPpagyELho HE
yAGEE BHIHAYEH IR KOHTDAKTOM,

2. ZAFARNELHI NONOXEHHA

¥l =Mt T4 JONDBHERHE A0 FAHOND KOHTPAKTY
HEBYBRIOTE CANK BRICTIDHRD B Taky paal, RoLD BoHK BYLYTs
CHABEH MACHDED Ta MANHCEHT obaka Cropadarss. Yo
nonepEH FoepEnesocT Ta ARCTYSAHHA 3 NPHETY RAHITD
KOHTRSITY BTPEYAHITE CHIY 3 HOMEHTY AOTD YRABAEHHA

CTapaHaEMH.

Lk MOHTDEET CHRa@EHME YHDHOLKOI T3 SHIACEROD
MDBIMA O JE0X GOHAKDEMX NpRMIpEWRER. Dagea
WM HMICH MNP PIESY IDDHESMY Sy, ¥ Emany
BHARNEHIY prafinHocTed 8 nepekiafl, DEpERary MaE
BHPAGHORHR BEpds KOHTHEETY, CTODOHN SHEHS0TE, 10
thamemuMinsHl mond BORATHIE TA SON0SHEHE A0 LBDTD
KosTpakry € OiUEHIMN QDYHERTEMH | METE NOBHY
EUAHHHY SHAMICTE, B TR MO T uHFU_ﬂHﬂ{!B’yBaTHB:
[iFH BMPILLEHHR Bk Eyhepeuni.

Crpet (neglon) g Kowrpasry: 3 7 reotoro 2019 poy no
31 rpyaHR 2025 poky.

3. DECAF NOCTABOH TA IAMOBITEHHA

JaransHWi oScar NOETIE0K 33 nepiod A KoWTpexTy
raHyerecn 300 000 EEp0, 3aM0RnSHHA 3iRcHIE
MOEYTIEL: 38 EnSHoH [HiLfaThBoM LURRXEM pOSMILEHHA
ZAKYNIERNEHGND: SAMIBNEHHA 0 33 JOMOMOra0
ENEKTpORHOng criocoBy npeiHeTHoND ArA NPOOABLLA.
Fasoanesrg NOKYTILA Noiliei ByTW pRarnaHyT y CTRORA
T3 H3 YHOBEX, UK BHMMEROTE 3 UBOrg KoHTRaxTy Ta
HoencTei NPOOABLA. .

TapoinesHA Ta imsodcH; ¥ 32MoanesHl noewHe
MICTMTHER HE3Ba NPOEYSUT, T KinskicTs, apmvrynn abo
ceplifinl Homep Eapodie, sacToconyiaH Uiks Ta nptfinmanl
CTPoHs (Tepmbin RocTaE:M (ElnBaHTEHENHA) NREEYRLT,

Crpek nocTaakH (DLABAHTEREHIA) NDOTYELIT
Bl panteryETHEA BLN AT AQACHEHHS NECeNonam
TIOKYTILIE 33 vaxy npomymuila.

SaMOEMEHE BRRHIETLCA NONANATAM MAlE ¥ BUNZAKY,
Ak MPOJABELL ATEENZHTE Ty nvcaHosld Dopr.

4. YMOBH OTAATH TA MOCTABKM
APOMASELL nocTaanse NOOTILD  nponysws  Ha
ywipaEe * EXW - Yawraa®, (zlanoelana qo Incoterms 2010).



Inhwm&atﬂmwﬁd&lh«w,wﬂﬂm
particular may be indicated In the accampanying dacuments
for the batch of fufuwmaﬂun.arelnmmm
witn the tarms speciled in the Contract, then the acual
dlivery coritions are thosa indicatid In the Contract and
addlbional agresments to it

Hmesﬁﬁmﬂdmﬂswﬂmddﬂgﬁmmmﬂi
nmmmmwmﬂwmmmmm
document For every deivery would be specification That
sending by fax 15 an officisl decument. b

The SELLER must provide the priginats of the folowing
ducuments, which e seat o the BUYER upon defvery
together with the carga:

1. Transpost waybill (3 coples)
3. Commerdal involoz with signature and stamp (3

Copies)
3. Packing Fst {3 coples)

i ease of disonnt for defmite SELLER's productian s
provided, IE st e agread by Doth parties befoeehand and
indicatad bn comesponding addition 10 the Contrack.

The payment shall be dane in EUR. )

The SELLER. :amusmmmeﬂﬂnnmﬂufﬂnmm
wwummﬁjlpremmaﬂm

Al bank changes for ey trangler o the SELLER st
be paild by the BUYER

The SELLER can proceed wikth th shipemenk of product
samples and product eatalogues with advertising ams free of
marget.uu'-eadmd‘mz BUYER.

The ownership transitien aF the products from the SELLER
kot BUYER, a5 weil &5 the transition of the tisks af loss &nd
damage bo produdts, gocurs from Ehe moment al custams
ciearance of such goods by the BUYER.

Pwrm'tmdefﬁuzp'aaﬂt:nm-&cthwbe rerniithed by
BLIYER, to the fobawing bark:

Bank referenca of SELLER :
DEFA Oy
Tahairiufa 2, FI-01530 Vanitag, Fnland

Bark name: Syenska Handelstanken AR {publ)

Bank address: Tamerenkaty 11-13, EI-10160 Helsinki, Finland
TRAM: FI04 3131 1001 BG5S 56

SWIFT codas HANDFIHH

Bank connection  of BUYER:

Bank nama; OTP Bank

Rank acdress: 47 Zhwhyanska Srt., K, 04033, Ukraing.
Aerounk: 2600455051145

SWIFT code: OTPYLAUE

5. QUALITY, DELIVERIES AND SERNVICES
AN products ars delivered according to the rranufacturer's
catalogs and accordind b the SELLER specificalion.
mgw#saremhemlmedlne:pmtpaquﬁng
comesponding to transpartation by all reans of transpoet and
considerivg typm of goors supplied,
i n;dmﬁnummnmﬁ!safmfmmmﬁﬂwuf
damages and oomosion during transpartanan, lakirg inta
socount possile overloading and long-thme storags.

in the event of circumsiantes whilch, 1n wihiole of 0
parf, migke I ¥rpossitle for elther pary fo fulfil thelr
ragpective  obfigations under this Conbract (fires, natural
dlicasters, export or Empoe reshictiong, other croumstances
that, are mﬁlﬂrﬁmmﬂmmmurm&w, but
il Beviked ke tham, cosh ac lack of raw materiaks, delay in

yMODEMM, (1 ZMEHEHL B KoHTRRKT], TO AIAGHANT YREEERH
MGCTEBEM EREEANTLCE T, L0 apapaqEnHl B KoHTRaKTT T2
AEMBTROE YA D He0rD.

¥ paal AHUD piARAWTEREHHA soEape SNACHIOETEDR 3
crnagie, fKi HE HANDEETE goeanaHll DEFA Oy FONETHOBEM
ACEYHEHTEM Ha ROy nocTREEY £ eneuspliaE o AFHOND
goempasTy. CTOpoHM yIROMEITE . W hakDAMingHa KONiA
el £ cliufiitie ACECYHEFTUM.

MPOOABELL noeeii HAETH QMTIHATA  3EEEIHRY
Hiue  fowymesTie, Kl HATPRANAIDTECR MOEYTILIED mpu
noctaeyl pasom 1 BN UTRREM,

1. ToRADHO-THAMCNOHTHR HELnapHa = 3 mpHr.

7. THpodhc 3 ninnacom T nesaTROR = 3 TRMM.

3. ManyBneHwiA fcT = 3 fipsaM-

¥ punBRORY, ARWD M DEBHY rpanyaio TIPOQABLIEM
repaiaueH IO, T WUE MOEdHHD zaaganeriis
‘ ghama  CTopoHaes T3 paobpeseHs Y
mianoplaHoMY AOTaEHEMH A0 SRHOCD KOHTRAETY.

OnnaTa 3R CHOETCA B Enpo.

nPoShEEll  salois ElIRAHTAREHHA  MRCERAT

s yenEa nasndl AEpEACANETH.

Bﬂmpmﬁuampamnmrﬁnrwﬂmaumm
TEHATIELD.

FIPOAABELlD Moke BlpaHTEHyBaTH HE appecy NHYTILA
z.pmrupomwﬂm mwﬁmﬂamwaw
43 FEaorWnaTHIA DoHoel.

Nepay 8l MPCSOABLA B NOKYTUA npaaa mracHecT
HE TDOLYELR, A TOHEK napisly  pUEkE BTRETH
YUIKOEEEHHA ,  slafysasTecn 3 MCMEHTY
PUaHWTHEHHA TakDl ripyLl MORYTILIENM. _

CIFAETY 33 UMM HOHTOasTas TICHCYTILID Cril, AT

BaHKipchEl PeHBIIATH NPOOABLIA:
DEFA Oy
Tahtzinkula 2, FE-01530 Vantaa, Fimland

Bank rame: Svenska Handeishankan AB {publ)
Bank address: Tramersrikaiu 11-13, Fi-00180 Heelginkd,
‘FAnland

TEAN: FIP4 3131 1001 B165 56
SWIET code: HANDFIHH

" Bavuincwd pexniznTH NOKYMILA:

Hassa Gadky: AT =0T BaHKs

Anpeca Gaviys Yupaia, H- Hoqie, 01033, &yn. WunAHoeRE, 43
B/p 2600455051195

SyIET code: STPVUALK

5. AKICTH nromyELIE TA MAKYBAHHRA
i A waTanaria

Bea mpouyLi MOCTRRMAETECR B
EUpOGHAKA T3 BAINCSIAD AD rmgedikaull TPOOABLA.
s noapkHa EBIHTE B ERCOPTHIK
ynaropyl AR TRAHCIOPTYNERHA Ylmd BRIE TPEHCIORTY,
R waparTepy GEPREHERHA gp NOCTAMAETHGA,
Vromeaks T JabeInedyRsTH Geanaky  BaHTENY
sl yrasfls DNV NOLMOTNEHS | woposl nav rnapeseachi
Horo W EEME 3 fpasySEHHAM PRI
TEepesaHTEMEHE B jopas, & TaKOE AIBCCCTpROMOETTD

jiatai ECTARSHM, LD ISHRDIATECA MIO3E MK MOPHDBAm2HE
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trensportetion), the teme taken for the Aifillment of
obfigations must be extznded for the duration of thess
circumstances, The presence af the above drosmstances must
be confirmed by a certificate fram the Chamber of Commence
af the counfry in which such force majéune CirewmstEnces
faree oecunred, indicaking the duratien of thesa droumstances,

7. DISPUTES SETTLEMENT

Tine BUYER and the SELLER will take all postible measures
to settle amicably any disputes or diffarences that may adse
ok of the present Cantract or in connection with i

Aty disputes which may arise from the given Contract or
in conneckion with It are exclusively sulject, without recourss
to courts of law, to setdement In International Comeercial
Cowrt at Commendgal and Tndustial Chamber of Halsink,
Finland in aocordance with the procedural mules of this court
and applying the substantive laws of Helsnki, Finland. The
deciEion af the competent arbitrstar will B fnal binding upon
oth Parties.

8. WARRANTY.

The SELLER guarantses that the quakty of the dellverad
goods conformes o the requirements of the manufacturers
afficial techrical documentation (DATA SHEET) for 12 months
from dellvery of the Goods to the BUYER, in case any other
requirements are not dedared by the Buyer in the
Specifications to ihe present Comtract. If the defvered goods
hawe damages or do net mest the wamanted spedfications, ar
fall duing the wamanky perod the SELLER |5 obBged 1o
réplace goods within reasonable teme after getting daim fram
a BUYER, SELLERS guarantess are not valid if oefecs or
%ﬂmﬁdsmﬂd%h:nﬁmﬂhmmwme

R.
All other claims reganding progduct quality ane exchaded.

9, LIMITATION OF LIABILITIES.

The SELLER |5 not obliged o indemnlfy the BUYER Tor
losses due to the acddental damage of prodods of any
nature, unless provided by the Contract or by law.

10, OTHER CONDITIONS.

Vhenever 3 Party wishes io cancel the Comract it shail
dully natify in writing the other Party within faur weaks before
the cancellation.

Ay appendix, skaraton or addendum to the Contract
shall be mull and veid wnless In writng and duly sgned by
both Partles herebo.

The Parties reccgnioe  thet  the  information  and
dacumentation related to this Contract is @ commerdal secret
and shoukd not be transfarred by ary of the Parties o any
third party without the written consent of the other Party,
ewgept a5 provided by the national Enw of the country i which
the Parky which Intends to transmit the spedified Information
and [ or documentation |s registered and operates.

Cropin, ang HE cSmomEedi NWiE HEMM, T2, AK Henonik
CAPCEMHW TA MATEPIENE, ISTOMMKS M TPBHENANTYEAHH]),
YBC, BlBSREEl WA BMEDHERHA 2000D RadHL, MBE ByTH
NoJIoEEEHRA HE oTpox 5T samaueHnx ofraaes,  Hanmsicrs
g BRE  OOCTRAMH  WBE  DyTM  MiATESpmSEHE
apalmeo: TOPraBol manaTs kpaie, 8 AKR wans Micue Taul
popomawopHl  OGCTEEMEM B IHASAHHAH TRMB3ROCT umx
OSCTABMH.

7. BPEMYMHBAHHA CNIOPIB
NOEYTIEWE Ta MPOJABELL 2nidcHcoms B0 HOWRHEl
ZINOM LIGAO BREMYIKDEAMHR CNOPTB T& oymEpeHHoCTed, el
MOMYTE BM-MKMYTE 8 38 A3KY 3 DWKOHEHHAM  LLOMm
Vi cricpH, AMl BAHEICHYTE 3 NOMBOIY JAHIMT HosmpasTy
prphupsoThcd  EWOHOMHG  MHEPOEHMM  KOMEDUEHEH
vp Cypos npd TOPROBO-TDOMMCNOERA  nansvi
Famscist, QRnAHAR ¥ BIONOBAHOCT A0 NMPOLECIRNLHMK
NpEme WeOrD Cyfy HE DoHoAl MMHEOMD S3RDHOSIECTEA
Tenucivd, DinsHain, FiUaHHA KOMMETETHOMG apETRa Gyae

ofioe” rEst@rM anA obox Cropiy,

B. TAPAHTIA

MPOAABELL  rapaHTys  BlnnoaiHicTe nocrarneHol
rpoqyeu§  TeHiubae  cnetjagikeulEn mepoStale  (DATA
SHEETY nporergen 12 picsuis 3 MOMEHTY SOCTEEKA Npogy kUil
B paanopsTseErA NOKTILA, mouo HI exmans He 33soneH]
MOKYNILIEM B cnettivauiz 0o Weors KosTRaTy, Akuo y
pocTEaneHI npogyeul SymyTs EMERneH] MOWKONEEHHA afo 1T
HEEANGBEHTE neuysdiREUlaM BnpofevEs, 8, Tak CEMO,
Fown gowa Ewlge 3 nagy nin uBC rapaHTIAHGRD CTPOHY,
MPOOABELL aofios” A3adWd  3aWibTy  NpoyRUis @
npisiHETH CTpORM MiCNE OTpMHaRHA nperedsl  NOEXTILIA.
FapanTii NPOAABLIA He QETs, FRn NEfERTH U HENOIE0KH
BrSiNH ¥ 3ERIKY 3 HENpaaMnerdM  AMESDUCTAHHAM
nponyeTin MOKYTILEM,

¥d inwl npeteds] 3 OpME0OY  AKOCT DOOGYELE
BMKIEIHEHI,

8. OEMEMEHHA 30608 A3AHE
MPOOABELL  He  3of0R’A3EMME  BLLKOUOBYEATH

. DOKYTILRD 35THM 33 mi@KOEE NOERODHEHE npodykul

Gyfe-REOrD  XBPAKTROY, RGO Le  HE  nepasfausHo

KaHTpawTDM 360 JEKIHOM.

10, THINT YMOBH .
R Syne-Ana 13 Cropew  Gasae posipeatd wed
KoHTpaKkr, BOHE MOE NWCEMCED MDSINAMHTH Npo L2 MLy
CTOpDHY HE MEHWE HE 33 SOTHRM THHHI,
BYOL-AEl AMIHM %4 QONCBHEHHA 40 UEOMD KoympasTy

HOBMPENTE UNMHEET) Nuwe fiCRA CLMBJEHHA MCLMOBIND

BOMYHEHTE Ta NignUcaHHR oro ofora CTopoHaMK.

CTOROHH BHIHEIOT:, WO lhdopMays T2 soKyMesTaus,
ran'asasa 13 wim KoHTPaKToM, & KoMEpUIRHOID TAEMHLLER |
HE mOBVHHE NEpeqisaTHon Dygb-skoed v Cropin wonHih
Tperis cropoul Gea MMCEMOBDT r00A MW CTopoEM, CHEDiM
pMnagele,  BMaHEUSELC  HALIOHENEHEM  EAROHOADCTEOM
xpdikK, B Akl ZIRON0E CEOK SRNLHICTY 300 JEPescTROBEHA
Croposs, RHA M3IE HEMD NEpegaTh MOHEYEHY oo
Thfabo qoryMenTaL.
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11. BANK DETAILS AND SIGNATURES OF THE
PARTIES

SELLER;

DEFA Oy
Tahtainkuja 2, FI-01530 Vantza, Ankand

Bank details of tHe SELLER

Bank rame: Svenska Handelsbanken AB {publ)

Bank address: Mamerenkaty 11-13, FI-00180 Relsinkl, Fntard
IBAN: FID4 3131 1001 B165 56

SWIFT oode: HANDFIHH

BUYEH:

LLC BIAKOM.

Legal address: Trostyarctsks str. 49, 02093 Kyiv, Ukraine,
Actusl address: Vidradny Prospect, 95-C, 03061, Kyby, Lkraine

Bank details of BUYER:

Barik name: OTF Bank

Bank address: 43 Frvdyanska Sri., Ky, 01033, Ukraine
Account: 26000455051 145 :
SWIFT code: OTPVLIALK

On behalf of the SELLER / 3 croposu MPOAABLER:

Country Manager/PeraHansHuil MEHETHED

]

Sgnaty i Nappar

Stamp
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11, PEKEIZWTH TA NMIAMACH CTOPTH:
MPOAABELL:

DEFA Oy
Tahtainkufa 2, FI-J1530 Vantza, Finland

Barsdnctid pesslanma MPOMABLA:

Bank rame: Swenska Handelsbankan AB (publ)

Bank address: Namerenkaty 11-13, FI-00180 Hesinki;
Fintand

IBAN: FID4 3131 1001 8165 56

SWIFT code: HANDFIHH

MOKYNELb:
TOB "BIAKDM"

HDpewamesia anpeca: Yipalha, 02091, M. Kuie,
By, TpocTRMEbEE, 49

DasTEMHA agpeca; Yepaika, 03061, M, Kia,
npoon, BlapagHis, 55-C

Baxrincnsi pekaizame MOKYTILA:
Hazpa Hasy; AT «0T0 BAHE=
Anpeca baby: Yepaia, . B, 01033, oyn, Munssiceea, 43,
Bfp: 26000455051 145

SWIFT code OTPYLLUE

3 cropossd NOKYNLA f on behalf of the BUYER:

TonoBHWA Gyranmmep/Primbry socourtant

A e
s f—'—' 3k LB, /Kachan LV.
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Annex E

Customs declaration to foreign economic agreement with DEFA Oy
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Annex F
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Annex G
Invoice to foreign economic operation with DEFA Oy
Packagalll: 174A70720654673515 ShipmentiD: ZATOT2JZ4AVE ;
“A70 (a0 G g
i S5 SN Invoice: 012185 11
DEM woles socound 102480 Papmant Poy @ advence
L 3 KIDNex - Irwokeo Gatn 21.08.2021
1 ﬂg Popnont reforence 12 18573 Due dute: 21.05,2921
v, Gula.com R Otv.mose row Goha orcer cO140220
=" Incolarma 2000 EXW Supplier code
' §=== Yout ral. ContractDEFA-8IA Cuatomar VAT:
’5:%‘7'%0“ R i 0VA01R o 07.02.2010  Pucking Slip ne:
= Roglsalion DEFASND0S-21) 401 Ouwret. Emila Rinno
Trostyanetskn str. 49 -
02081 KIEY ﬁg Oosler code:
UKRAINE e Dollvery addrass p
= LLC BIAKOM
=
NG 24037160
o 5.0, Vidradiy Prospect
03061 KIEV
! UKRAINE
e - A’
Country of
Item mum.  Dascription origin Quantity Unit| - Price Disc  Netprice  Amount
02950 lavorter Ualt TODDVA 24V Schuko ™ 100 PCS 256,30 256,30 256.30
Not waight 5.83 i
2 | 5 3
i Exchusiig VAT 256,30
Sales ot ' 0.00
Total LEUR 266.30
Y AY no: FIRSB40524 R T “Bahk, . 31311001825856
Fenpons 2 :mnﬁ:‘,:?:,m i A FIDE31311001 516588
01530 VANTAA Fax ! GINETcate  HANDFINH
FINLAND et refecend 10574





