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Dear
Colleagues,

Contents
04 News
Main events inside and outside of Sberbank CIB

Just over a year ago, on July 6, a hundred ex-DCC
and ex-Troika managers gathered in Croatia, where
in addition to discussing important strategic questions connected to the business, they articulated the
values that they believe in and which guide them
and their colleagues in their work. These values were
subsequently reflected in Sberbank CIB’s eight simple
maxims, which were first presented at the Annual
Meeting in February 2013. And July 6 is now considered the birthday of the Sberbank CIB joint team. You
can find these maxims on the pages of this magazine.

10 Interview
Larisa Zalomikhina talks about building
compliance in the Sberbank Group
14 Integration of Support Divisions
Questions, answers, predictions and more
22 Interview
Anton Rakhmanov on the integration of
the asset management businesses and the
first achievements of the joint team

At the same time the concept for this issue was coming together, another concept was being born: the
celebration of Sberbank CIB's first birthday, which
took place at the “Admiral” yacht club. Everyone who
took part in coming up with these concepts wanted
to compare our business with art. But what type of
art resonates the most with us? Where is courage, the
ability to take justified risks, accuracy, cutting-edge
technology, unlimited creativity, mutual supportiveness, teamwork and humor all valued? Without doubt,
these are all qualities that describe the circus.

26 Corporate University
We send in our applications to
the “School of Leaders”
30 School of Young Bankers
Creating a common business environment and
mastering a common business language
32 Team: Moscow Regional Bank
Young, cheerful, successful
38 Key Appointments
Blitz interviews with new employees of the joint team
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as “Best Design” (Issue No. 12, 2012), “Best Financial Company
Publication” (Issue No. 11, 2011), “Best Financial Company
Corporate Magazine” (2010, 2011), and “Best Corporate
Publication – Magazine Category” (2008).
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70 Review
Uniform standards for a unified team
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In this issue, we have assembled a number of stories
about how we are performing in the arena of business, how we operate behind the scenes, and how
we overcome ourselves and the circumstances to
execute the most difficult numbers. Together, we are
definitely teaching an elephant to dance. We’re only
a year old but this year has shown that for us nothing
is impossible and that we are fortunate people –
we believe in what we do and do what we believe in.
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60 Charity
There is no such thing as too many good deeds
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For some people, the word circus may have negative
connotations, but what we saw at Sberbank CIB’s
birthday celebration—both the efforts of those taking part in the “Beyond what’s Possible” competition,
as well as the performance of the professionals themselves—could not fail to invoke a
deep respect and admiration.
There’s no doubt that the circus
arts are a gift of pleasure and
delight.
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HAPPENINGS
THE PAST SIX
MONTHS
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DAVOS • CANNES • MOSCOW
OVERVIEW OF EVENTS
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Sberbank CIB traditionally begins
the year with major business events.
At the end of January, Alexander
Bazarov and Ruben Vardanian, coheads of Sberbank CIB, attended
the 43rd World Economic Forum
in Davos as part of Sberbank’s
delegation which was headed by
Herman Gref. In addition to participating in the program of the forum
and Sberbank’s traditional business
breakfast, the co-heads of Sberbank
CIB held a number of meetings
with major foreign clients
in order to strengthen
business partnerships and
solidify the company’s position in the global markets.

well as talk about the company’s
experience in working with the sector.
Sberbank had its own stand at the
event, where visitors could acquaint
themselves with high-tech novelties
and enjoy a lounge-zone with the
company’s signature “Green Bar.”
From April 16-19, the 6th The
Russia Forum was held – the latest
edition of our primary business
event. This year the Forum was
organized by Sberbank. Once again

At the start of March,
Sberbank CIB experts
took part in the MIPIM
international real estate
show in Cannes, France
to discuss global real
estate market trends and
opportunities in Russia as
4

it proved to be one of the country’s
leading platforms for discussion, with
over 2,200 delegates from more than
40 countries in attendance. Taking
part in the panel discussions were
around 80 prestigious guest speakers
such as Igor Shuvalov, Sergey Ivanov,
Elvira Nabiullina, Tony Blair, Colin
Powell, Richard Pipes, Mark Mobius,
and many others. Press coverage
of the Forum was provided by 232
journalists and the event’s media
partners included leading Russian
and foreign news agencies
and television channels,
economic and sociopolitical publications, radio
stations, and websites. During the discussions, experts
came up with a formula for
Russia to achieve success:
a transparent economy,
improved legislation and
infrastructure, and focus on
developing human potential.

HAPPENINGS
THE PAST SIX
MONTHS

WELL-EARNED AWARDS FOR THE LARGEST DEALS
Already within the first months of the year Sberbank
and Sberbank CIB had raked in many awards. The joint
team was recognized for its role in several of the best
deals of 2012 in Euroweek’s Emerging Market Bond
Awards 2012. The work the teams put in to organize
Sberbank’s SPO was recognized by two
authoritative magazines: Euromoney in
the category “Deal of the Year 2012 in
Emerging Europe” and EMEA Finance in
the category “Best Follow-on Financing
in EMEA Region.” The latter also
applauded Sberbank CIB’s participation
in two other major deals – the
MegaFon IPO (“Best IPO in EMEA”) and
Sberbank’s acquisition of DenizBank
(“Best Financial Institution M&A Deal”).

Commercial Real Estate Awards’ prestigious “Deal of
the Year” accolade went to the deal for O1 Properties’
acquisition of the White Square business center, the
largest M&A deal in Russia in 2012. Sberbank CIB
provided financial advisory and arranged the financing
for the deal and Sberbank Merchant
Banking acquired a stake in the project
company. Two other loan deals also
received professional recognition:
the financing of the acquisition of a
stake in MegaFon took second place
in RBC’s rating “Top 10 Major Deals in
the Russian M&A Market in 2012” and
the SeverEnergia deal came second
in EuroWeek’s “Project Finance
Deal of the Year 2012” category.

Betting on confidence
In February, Sberbank
Investment Research
started conducting its
regular survey that seeks to
collect precise information
about the middle class’s
consumer spending, savings, and overall sentiment
throughout Russia. The
results of the survey are
published bimonthly in the
report “Ivanov Consumer
Confidence Tracker.” Besides

the main consumer confidence index, the report
features indicators that track
the key trends in consumerlinked equity sectors: retail,
banking, telecoms, media
and IT, real estate and transportation. This data gives
investors the chance to correctly evaluate the current
and future performance of
the Russian consumer sector
and make well-informed and
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beneficial investment decisions. Sberbank CIB also began publishing a special new
investment instrument – the
“Sberbank CIB Ivanov Index.”
Investors will shortly be able
to participate directly in the
expected continued growth
of Russia’s consumer sectors
through a proprietary, optimized basket of twenty-four
listed Russian equities operating in the consumer space.
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Popular Funds
Open-ended equity fund “Troika Dialog – Consumer
Sector” topped Investfunds’ rating of yield achieved
among all open-ended and interval mutual investment
funds in 2012, having recorded a share growth of
26.97%*. Open-ended equity fund “Troika Dialog –
Agriculture Sector” also made it into the top ten rating
of leading funds after recording growth of 18.92%*.
“Troika Dialog – High Yield Bond Fund” (+12.95%)* and
“Troika Dialog – Ilya Muromets” (+12.03%)* attained
positions in the top ten rating
of bond funds in terms of yield
achieved in 2012. The latter
was also one of the leaders in
terms of the amount of investor
money attracted in 2012,
coming in fourth out of all funds.

Nikitich.” These are two of the Russian market’s
oldest funds and it is extremely hard to imagine this
country’s collective investment market without them.
In March, Sberbank Asset Management added two
new funds to its product lineup: closed-end real estate
mutual fund “Sberbank – Residential Real Estate” and
open-ended bond fund “Sberbank – Eurobonds.”**
Both funds are accessible to a wide range of clients
and were formed ahead of
schedule. Investment in the
second fund will primarily be
directed towards properties
which are financed and
accredited by Sberbank.
In May, additional shares
were issued of the real estate
mutual fund due to extensive
investor interest. “Sberbank
– Eurobonds” invests in dollardenominated instruments
– primarily Eurobonds
of Russian issuers, but also bank deposits and
ruble-denominated instruments that hedge
ruble exchange rate fluctuation risks. In addition,
the fund’s assets may be invested in Eurobonds
of issuers from other CIS countries.

In February 2013, the renaming
of all of Sberbank Asset
Management’s** mutual
funds brought the rebranding
of the asset management
business to an end. The new names of the funds are
now more logical and in most cases communicate the
investment strategy being pursued. At the same time,
the decision was made to retain the names of two
legendary funds: “Ilya Muromets” and “Dobrynya

SKOLKOVO’S ARCTIC DREAM

* Data for the year as of 29.12.2012.
** See the end of this magazine for details.

Sberbank Private Banking was the partner of the 2013 New Year’s
celebration at SKOLKOVO Moscow School of Management. The event took
place on the School’s campus. It was themed as “The Arctic Dream” and
was held for students, graduates, teachers and employees, founding
partners and clients of SKOLKOVO. Over 2,500 guests attended, most of
whom brought children. A seven-meter fir tree gifted to the School by
Sberbank Private Banking helped create a genuine New Year’s atmosphere.
6

In 2012, Sberbank CIB was first
in the ruble bond market both
in the corporate (excluding own
issues) and municipal/subfederal segment. The company
had a 22.4% share of the entire
ruble bond market. This year the
DCM team is maintaining the
pace – almost every day there
is a major placement. There
were a total of 35 issues during
the first half of the year with
an overall volume of more than
$3.7 bln plus allocation. These
included some of the country’s
largest companies such as Russian
Railways, Rostelecom, MegaFon,
MTS, FGC UES, Aeroflot and

HAPPENINGS
THE PAST SIX
MONTHS

NOT A DAY
WITHOUT

A DEAL
several others. In addition, during
the first half of the year Sberbank
CIB arranged the issuance of
Eurobonds of Sberbank, Severstal,
Metalloinvest, PhosAgro, Uralkali,
Ukraine, DTEK and other issuers to
a total of $3.2 bln plus allocation.

I

n March, the selection stages of the
internship program for graduates
and final year students from leading
universities began at Sberbank CIB
and Sberbank Asset Management.
This year around 1,500 applications
for the program were received.
Out of them, 600 of the brightest
and most talented candidates were
selected to undergo the next stage that
involved testing their abilities. Following
the results of the tests, 150 participants
were invited to take part in the business games stage where they
demonstrated their business and professional skills by offering
solutions to a business case on an assigned topic. The final stage
involved interviews in the company’s various departments. In July,
over forty graduates and students began their internships in different
divisions of Sberbank CIB and Sberbank Asset Management.

BRIGHTER,
MORE INDIVIDUAL,
MORE INTERESTING

7

During the same period, the Client
Management Department entered
into a number of landmark
credit deals. They organized the
financing of major projects in
the agricultural sector, and in
the residential, commercial and
warehouse real estate sectors
in various Russian cities. The
financing they set up will also go
towards optimizing companies’
debt burdens. Among the clients
that made use of Sberbank CIB’s
loan services were Sheremetyevo
International Airport, VSMPOAVISMA Corporation, Miratorg
Agribusiness Holding, Restavracia
N, Interros, and others.

,
at s up?
h
w
n e w s

OF

The Annual Meeting of
Sberbank CIB, which
was held on February 1,
brought together the
management and employees of Sberbank CIB.
A similar gathering took
place in previous years
both at Troika and the
DCC. Now, however, it is an
annual event for the joint
team. The meeting began
with video addresses by
Herman Gref, CEO and Chairman of
the Board of Sberbank and Andrey
Donskih, Head of the Corporate
Block, Deputy Chairman of the
Board. Next up were the co-heads
of Sberbank CIB, Alexander Bazarov
and Ruben Vardanian, who summarized the results of the past year and
outlined plans for 2013. At the meeting Sberbank CIB’s maxims were
unveiled. All the maxims are united
by the motto: We are fortunate

NEW
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THEY SUMMED

UP 2012 AND

AWARDED

THE BEST

people because we believe in what
we do and do what we believe in.
Two weeks later, the first separate
Annual Meeting of Sberbank Asset

OF

Management and Sberbank
Private Banking was held.
The meeting was opened
by Ruben Vardanian. Next,
Andrey Donskih took the
stage and talked about the
Corporate Block’s most
important achievements of
2012. The Retail Block was
represented by Anatoly
Popov, Vice-President, Director of Sberbank’s Retail
Service & Sales Department. Anton Rakhmanov, Head of
Sberbank Asset Management, MD,
and Vasiliy Sofiyskiy, Acting Head
of Private Banking, MD, talked in
detail about the outcome of the
previous year and future challenges.
Both meetings were wrapped up
by an award ceremony. This year,
awards went to the best teams.
This was not by chance because
the ability to work in a team during integration is a key skill.

MDs~NEW TRADITIONS
A new tradition has begun at Sberbank CIB – celebrating the promotion to Managing
Directors. Two employees of the Investment Banking Department, Nikolay Vasilyev
and Anton Malkov, were awarded the title of Managing Director as a result of their
performance in 2012. Managers and employees of the IBGM team got together
at a standing reception in order to celebrate this occasion and congratulate their
co-workers on their promotions. In addition to this, Anton and Nikolay received
congratulatory letters from the co-heads of Sberbank CIB. Rob Leith, Head of IBGM,
Managing Director, commented: “It’s possible that many people who were close
to being promoted are very upset now. To be honest, I’m glad that they are. This
should motivate people to make new achievements and advance in their careers.”

8
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IRONY OR FATE?
Be it irony or fate, but in 2012 something happened
that a few years ago nobody would have expected:
Sberbank and Troika Dialog merged. When creating the
joint team it was important to preserve the best traditions. That’s exactly why our first joint celebration was
titled “Irony or Fate?” and was called on to recreate
the very best family traditions of New Year’s, including
the inevitable feast, a New Year’s tree, surprises, old
musical hits and warm conversation. The venue was
styled like a Soviet communal apartment of days gone
by and this theme was incorporated into every aspect
of the evening – the way the hall was decorated, the
retro costumes sported by guests, event program
and the New Year’s menu. During the evening, Ivan

A NEW
HARVEST
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Urgant, Andrey
Donskih, Alexander
Bazarov and Ruben
Vardanian entertained
the guests by holding
their version of the Russian
comedy show ProjectorParisHilton. A few Sberbank CIB managers also appeared on
stage to take part in improvisations with actors from
the program “Thank God You’re Here.” The evening
ended with performances by singer Yolka and the band
Animatsiya. Throughout the evening a New Year’s
charity fair was held in the foyer. The funds raised
were donated to the Center for Curative Pedagogics.

CIB’s hockey team: they won the
Future Champions’ Cup. Sberbank
CIB had to battle against MKhK
Light for the cup. A winner could
not be found in regulation or
overtime and our players only
seized victory in the shootout. It
was no less interesting to watch
our internal sporting events. On
March 3, the Leonid Tyagachev Ski

This spring the Sberbank
CIB volleyball team kicked
off a series of successful
matches. On April 7, they
took third place in the
4th Spartakiada, which
involved insurance and
financial companies
and was held under the
auspices of the FFMS of
Russia. April was even more
successful for Sberbank
9

Club hosted the Central Office’s
Downhill Skiing, Snowboarding, and
Cross-country Skiing Championship.
The winners included employees
from the joint Sberbank CIB team:
Dmitry Bronnikov (first place
in men’s snowboarding), Inna
Isaeva (first place in two different
sports – women’s downhill skiing
and snowboarding), and Vadim
Tatarnitsev (second place
in men’s snowboarding).
These winners were
included in the Central
Office’s team that took
part in the Fifth Winter
All-Russia Sberbankiade
which was held from March
24-30, 2013, in KhantyMansiysk. The Central
Office’s team finished
eighth out of the twentythree participating teams.
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“Building compliance

in the Sberbank Group

requires precision

and well-coordinated
actions –
it’s like refueling
a plane in midair”
The function of compliance in Russian companies is a rapidly-developing
area. Telling us about the role of compliance and how this function is put
together in the Sberbank Group is Larisa Zalomikhina, who last December
transferred from the ex-Troika to Sberbank and is now in charge of
compliance at the level of the entire Group.
– Larisa, why has it now become necessary to
create the compliance function at Sberbank?

ment ensure that the company’s operations are
in accordance with various requirements—and
we’re not only talking about legal and regulatory
requirements. Our shareholders, clients, partners,
employees, professional unions, trade organizers,
media, public opinion, and a lot of other factors
also influence the formulation of ethical business
practices. And we see that the requirements are
constantly increasing. Of course, it’s also important
to take into account that today Sberbank is not
just the country’s largest bank but also a major
financial group that operates in a large number of

– Let’s start with the fact that a company can’t do
without compliance. For all of us, there are various
restrictions and rules in effect that we need to abide
by. As such, every employee, by definition, is a
compliance agent. So there has always been compliance at Sberbank. However, you can say that until
recently there wasn’t a central unit that determined
compliance standards and methods of enforcement.
Compliance is an instrument that helps manage-

10
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tasks facing a private investment company and so
it’s completely natural that the approach to building
this function at such a financial giant as Sberbank
will be different. For example, at Sberbank all initiatives must be scalable and, of course, all procedures
for making decisions, documenting processes, segregation of duties and authority require more precision. Furthermore, I think that it’s very important to
preserve and develop Troika’s focus on the needs of
business which takes into account all stakeholders
(clients, shareholders, etc.).

We believe in open
and honest

dialog,
regardless

of
рosition

b e
r

– How should the compliance function be constructed in such a large financial group such as
Sberbank?

u

m

– Today, the main principles and approaches have
already been articulated and we have a certain impression of how compliance should be at Sberbank.
On one hand, compliance should be global but on
the other hand, it shouldn’t be overly centralized.
At Sberbank, the members of the Group implement compliance policies independently according
to general requirements that are determined in
the Group-wide policy for managing compliance
risks. Additionally, if the local legal requirements
differ from the Group-wide standards, the higher
standards will prevail. Let’s take Sberbank CIB, for
example. CIB’s operations are supported by companies in several jurisdictions. Sberbank CIB’s management is responsible for the company/group of
companies’ operations and therefore must have at
its disposal instruments which allow it to control risk
and make decisions based on risk. Decisions regarding significant compliance risks must be made at the
level of the bank’s Compliance Committee. In addition to that, we can also influence these processes
through the standard mechanisms of corporate
management. As such, even with each Group member having a fairly high level of autonomy, strong
ties are maintained with Sberbank’s Compliance
Department.

n
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jurisdictions and with a high-level of oversight and
regulatory standards. As such, it’s important to
coordinate our policies and procedures with each
other in the context of the entire Group. A violation
in one jurisdiction may entail irreversible consequences for the entire Group. For example, the
Group may be stripped of the right to operate in a
certain country. Sberbank has not only increased its
geographical presence but has also raised its profile.
Clearly, at this stage Sberbank needs an approach
to compliance that encompasses the whole Group
and includes a unified approach to compliance risk
for the entire Group.
– Herman Gref has said on numerous occasions
that Sberbank intends on preserving and
implementing across the whole Group all that
was best at Troika. Can Troika’s experience with
compliance be of use?

– What tasks are currently facing Sberbank’s
Compliance Department?

– Troika’s compliance began to be formed in 2001
and has always been remarkable for its sufficient
flexibility. The substance has changed with time:
a number of functions, such as support for new
product launches or the opening of new client accounts were transferred to different divisions as
the infrastructure grew and the business needs
changed. Nevertheless, it’s important to understand
that Troika’s compliance developed based on the

– As I said previously, certain compliance elements
already existed at Sberbank. Right now, we have
to bring it all together and transform it in accordance with the current needs of the business as
well as form and develop new areas. For example,
combatting money laundering and the financing of

12
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terrorism is carried out at a very high level, whereas
approaches to the oversight and regulation of
conflicts of interest need to be reviewed in light of
the new challenges. Sberbank’s compliance division
is still very young. We are currently putting the
structure together and preparing the fundamental
compliance documents, and laying the foundation
for automating the compliance oversight procedures. We are also carrying out projects to integrate
compliance in subsidiary banks and companies of
the Group. As you can see, we have a lot to do.

will be a final test. Plans for training
will take into account the needs of each
division. For example, recently a series of
training sessions were held devoted to specifics of
regulation in Russia’s securities markets. Although
these sessions were held mostly for the benefit of
our colleagues abroad, many Russia-based employees—some of whom are even FFMS certified—
learned a lot.
– How do you see Sberbank in ten years?

– Does it ever happen that you end up saying
“We warned you about that!”?

– World leader, a source of pride and an object of
imitation by others!

– That’s not the point of what we do. Our job is
to make sure that there are no surprises and that
all decisions are made deliberately. If, for some
reason, an incorrect decision is made, then we need
to learn the lesson and concentrate on mitigating
the consequences. With this approach, people
understand that if they have any doubt about a
certain action—an action which could hypothetically
entail compliance risks—they should consult with
compliance. There have been times when we have
gotten messages such as “A client has died. What
should we do?” It sounds discouraging but then you
understand that your colleagues just want advice
on what to do with the client’s accounts and assets.
Despite the prevailing opinion that Sberbank is a
big bureaucratic machine, it’s actually very much
a living organism that wants to develop. When our
small team began working, we started by drawing
up a plan for the series of actions that we would
undertake. However, life turned out to be a lot more
interesting and complicated. There was immediate
interest from the divisions of Sberbank and we
quickly began to be included in a number of major
projects. In terms of precision and coordination of
actions—a very important thing—it’s like refueling
a plane in midair.
– Are there any plans to train all employees on
the main regulatory requirements?
– Not just plans! For a number of different business
areas, such training is already taking place, although
what we have now is not enough. Training is one of
the key tasks of compliance. Online training will be
used in tandem with face-to-face instruction which
will allow employees to ask questions and delve
deeper into the subject matter. Furthermore, there

13
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High-level
support

About the integration of the risk,
finance, and operations divisions of
Sberbank and the ex-Troika

Dzhangir
Dzhangirov,
Chief Risk Officer for IBGM:

“People ask the question:
‘What’s going to happen to
us?’ In my opinion, an integration
needs to be carried out openly.
That’s difficult but it’s important not
to conceal things. You need constant
communication: as soon as a
decision is made, one’s colleagues
need to be informed.”

About starting the integration:
– The risk division turned out to be the trailblazer of the
Sberbank and Troika Dialog integration. The main driver of this
process was Vadim Kulik, Deputy Chairman of the Board of
Sberbank, who oversees the risk and IT blocks. Immediately
following the announcement of the deal in March 2011, Vadim
came out with an integration plan and gained approval for it
from the Board. Of course, a lot of credit needs to be given to
the whole team for the integration of the risk divisions as the
team quickly learned how to work together and realize this
project through their own efforts. At Troika, the risk division had
mostly carried out regular functions, whereas the merger
brought a large number of new projects and opened up new
areas for development. For example, the need for automation
and methodology became extremely obvious.
14
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About the structure of the risk function in IBGM
in the subsidiary banks. In addition to that,
– The structure of the risk division in IBGM has already been
other components are being implemented such
established and the division is operating as had been planned
as: “Financial-analytical library,” “Risk factor
from the beginning. The first area is the methodological risk
calculator—distributed program,” and “Server of limits.”
function of IBGM. They work in the office on Derbenevskaya
Incidentally, some of the modules, such as “Operational data
Embankment and handle all questions related to models,
storage,” “Check of market prices for deals,” “Risk factor
processes, limit architectures, and the IT program for risk. This
calculator” are being developed by Sberbank, or to be precise
unit, which is headed up by Natalia Puzyrnikova, covers
Sberbank Technologies. On the whole, thanks to the automamethodological questions for the entire Sberbank Group,
tion program, the IBGM risk function is working with substanincluding for the Group’s foreign banks. In the
tial IT infrastructure.
Romanov Pereulok office are the employees
About problems faced
who are responsible for the daily
– One of the serious problems for us
monitoring of the trading platform,
is both the lack of a transparent
i.e. monitoring and control for all
“A successful integration always
organizational structure as well
trading operations. In charge of
requires a commitment from
management and a lot of effort. If the
as a lack of clear zones of
this unit is Valery Silivanov. The
commitment is there then the integration
responsibility concerning
IBGM risk team collaborates
will move forward. It’s important to make most
various issues in neighboring
closely with the centralized
decisions, even fairly tough ones, quickly. When
divisions. Of course, that’s
underwriting group headed
you make decisions quickly, there’s of course a
normal for such a transitional
by Marianna Danilina. The
chance that you’ll make mistakes. But if your goal is
period but it’s nevertheless
underwriters review
to avoid mistakes or try to reach an understanding
slowing down the resolution
applications for credit limits in
with everybody, then you might end up delaying
of a number of questions
financial markets. Additionally,
making the decision—and that may lead to a lot of
problems. Integration is an instance when it’s
because they have to be
a third wing is currently
best to take the risk rather than spending
approved by two “wings” at
emerging which will interface
years analyzing and discussing.”
once. Another problem is that
with the finance function. This
there are a lot of business processes
team is led by Nikolai Kovtunenko
with no descriptions and for which
and is in charge of price control, makes
approval hasn’t yet been obtained, for
sure that operations are carried out at
example, the process of approving new products.
market prices, and control for the pricing of
This creates certain operational risks. Of course, it would
revaluations. Right now discussions are ongoing about how
really help if all the businesses were located in one place. That
this wing is going to function and how responsibilities will be
would make it easier to keep track of cross-product risks, and
distributed. Finally, there’s another new direction: risk
general risks for the company and not just the risks associated
management in Wealth Management (Sberbank Asset
with each separate product.
Management). This is a greenfield project that is being built
based on the existing expertise and understanding of the
asset management business possessed by the risk unit of the
ex-Troika.
About automation
– Integration with Sberbank kick-started a multi-faceted IT
project to automate risk assessment. The IBGM risk employees process an enormous amount of information which
requires careful monitoring and an enormous number of
calculations. And the amount of information is growing due to
the increasing number of operations. The IT program will allow
a significant quantity of risk management functions to be
automated, which will help meet the Group’s requirements for
managing market and credit risk. The first component to be
put into use was the project management system Mercury
which Sberbank CIB implemented piecemeal: first on deals on
Sberbank CIB’s balance sheet and later for deals on Sberbank’s balance sheet. In 2013, Mercury began being installed

VADIM KULIK,
Deputy Chairman of the Board of Sberbank:

“A quick integration of the risk management systems was
very important from the standpoint of business, which
was originally intended to be merged as one whole.
We quickly stopped making the distinctions between
Sberbank and Troika and began to look at consolidated
positions. I am grateful for the help of the managers
from the business divisions who provided support for the
integration from the very beginning. That support was
critical at the beginning stage.”
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Grant
Talbot,

CFO, Managing Director
Sberbank CIB

About the approach to the integration
– We did our first presentation on having a dedicated,
combined CIB finance function back in January 2012. At
the time, however, the idea of integrating finance was
still premature.
There are quite a lot of different functions in ex-Troika
Finance and if you try to see how it is all configured and
compares to functions in Sberbank Finance, it’s not
always clear. Sometimes what ex-Troika Finance does
isn’t in alignment with how Sberbank has organized their
Finance function and sometimes ex-Troika does things
that are in Operations, or Risks or Business in Sberbank.
Ex-Troika Finance works due to the people we have, the

“As a
manager, you have
to mitigate the effects of a
lack of information by telling people
where we currently are so that they will
understand that this will take some time. Obviously, some people will still worry. To those, I say:
‘If you work here, you have to be flexible and have
confidence in yourself. Things will work out. It’s just
a question of how you put this thing together.’ Sometimes people think that if there’s any uncertainty, a
decision must be made quickly so as to eliminate the
uncertainty i.e. ‘I should leave and go to another
company.’ But this is irrational – often they just
go to a new set of uncertainties … they just
don’t realize it yet. Certainty is good but
growth is often only possible when
you leave your comfort
zone.”

16

I n t e g r a t i o n

o f

S u p p o r t

D i v isi o n s

different business departments may be
work processes we have in place, our IT, and the
involved in a deal. How do you show
teamwork that we display. It is quite difficult to break
revenue in that case? Do you show hard
this up and put the various components into the
revenue and split that between the departments or
corresponding Sberbank units and still have the
show shadow revenue instead? Then you get into costs.
platform able to work effectively. Because of this, the
How do you allocate costs – what is fair? How are
idea right now is to preserve the current ex-Troika
bonuses reflected? How do you allocate capital to
finance function (probably within the Sberbank Departbusinesses (which in turn may also influence some of
ment of Finance) as it currently is rather than parceling
the revenue allocation questions)? So, we have many
it out among the various Sberbank finance (and other)
fundamental things that have not yet been worked out.
units. Properly organized, CIB’s finance function can
Ex-Troika always had several legal entities and we have
give our internal clients / regulators, etc. everything
more experience in some of these debates, but it
they need while maintaining the necessary
is much more complicated now as the
degrees of independence and control. The
business is much more complicated.
finance division needs both control
People complain that there is no
and independence because
MIS at Sberbank, but it seems
sometimes it has a mandate to
“With any integration—I
business and finance have
challenge the business
saw this when Standard
actually made some historidivisions.
Bank was integrated into Troika—
cal agreement to perform
you start off with two organizations
About financial
MIS at the level of a
that work quite well in their own way
reporting and MIS
business block, i.e. the
but
are
quite
different.
So
when
you
– What is finance? It
corporate block, retail
bring them together, you first have to
basically involves bringing
block and so on. Now we
define the areas of responsibility, i.e.
together all balances,
have to extract CIB
agree on what goes where. Then you
transactions, valuation
information from that,
have to fit the business models and
inputs and cash flows and
which often takes time.
support functions in to the new,
turning this into information
That’s a weak point that
merged structure.”
such as MIS reports or
hopefully we will be able to fix
financial statements. Right now,
quickly when we get together
it remains unclear under which
with Sberbank. In our world,
accounting regime we should be
finance does the MIS, whereas at
reporting. The ex-Troika divisions are still
Sberbank sometimes business (in their
reporting under US GAAP using U.S. dollars.
definition of MIS) does some of the MIS. As soon
Sberbank, on the other hand, reports in rubles. On top
as we agree on a uniform approach, we’ll be able to
of this, there are Russian accounting standards that
start the real integration.
must be complied with. Unifying all reporting under the
About working with two balance sheets
ruble would be a positive step forward but would
– Part of Sberbank CIB’s business is reflected in exinvolve significant changes. Financial reporting is our
Troika accounting, while others parts appear on the
first priority so that we can provide regulators, tax
Sberbank balance sheet and each platform has its own
authorities and investors the information that they
finance team. This division makes it impossible to have
require and make sure that our external customers and
a proper finance function due to the inability to report
board have an accurate view of the company. Traditionproperly by either team on what’s happening on the
ally these external customers are very important,
other platform. In some shape or form, one team needs
because regulators such as the Central Bank can stop
to work with all the business that’s recorded on both
the business. They normally look at the big picture,
balance sheets.
while internal clients want a much more granular view of
Here’s a simple example. When the problem in Cyprus
the information as this is used to measure and incentivhit, we were concerned that foreign exchange controls
ize individuals and business units. There are different
would be enacted. So we very quickly reduced the size
levels of reporting such as revenues, costs and capital.
of the balance sheet of the Cyprus company and forced
Firstly, sometimes it takes a lot of time to agree on how
a lot of these positions onto Sberbank’s balance sheet.
revenue should be reported. Now we may have a
Now, however, Mazen Nomura, Head of Credit Trading
situation where three different people from three
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in London isn’t able to see the P&L every day and we
can’t tell him clearly what’s happening from a P&L
perspective with those positions on Sberbank’s balance
sheet. Finance is a support unit and so it has to support
business. We have to be quick and ready to respond to
what business needs. Because of that, we should be an
integrated unit that looks at everything. Even if the CIB
finance function won’t be at Sberbank CIB, but rather
Sberbank’s Finance Department, it should performed by
one separate team, an MIS or product control team that
can provide business with the full picture.
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still have to try to make daily P&L reports to show to
the business. We have to work together and give each
other information. There is quite a lot of data exchange
back and forth. Taxation is another area in which we
cooperate, including in terms of things like new trading
structures, new international booking structures, etc.

About splitting up the finance along
ex-Troika businesses divisions
– At the moment, I don’t think it makes sense to split up
the finance team, but it is possible for some units like
Sberbank Asset Management. For now though, because
of things like procurement and the fact that they are
still consolidated into our group, it is easier to keep
them as is. We have done some analysis and initially we
just think it would entail greater cost with limited
benefit.

About cooperation with Sberbank Finance
– Although there is no consistent system/process etc.,
the cooperation is reasonably good. This cooperation is
mainly on the revenue side of things. We cooperate
with various groups such as the Trading Risk Committee.
The two finance teams interact every day because we

Vadim Kotov,
CIB Operations Managing Director:

About the integration of support
operations in global markets
– Operations is one of those areas where the need for
integration is very obvious. Today, global market operations
are supported by two large divisions: the operations
department of the former Troika Dialog and Sberbank’s
Financial Market Transaction Support Division (FMTSD).
Although in about 80% of cases these divisions support the
same products, they use completely different operational
platforms from the point of view of technology and
processes. Integration is allowing us to significantly reduce
the cost of transactions. It’s an obvious fact that it’s
expensive, slow, and inefficient to support and develop two
separate platforms. The first step to merging these two
divisions was made in 2012. The loan operations support
division was removed from the FMTSD (which was
servicing both loan operations for large clients as well
as the bank’s financial market operations) and the
FMTSD itself began to report to Irina Ikonnikova, who
has headed up the operations division of the ex-Troika
for 17 years. Subsequent changes didn’t take place
nearly as quickly. First of all, because the ex-Troika’s
operations division and the FMTSD devoted all of their
efforts to ensuring uninterrupted support of the business
divisions during the difficult integration period. Furthermore,
at that time a general picture of how the support divisions

“In terms of the circus, we
are like aerial gymnasts. Of
course, integration has made
our ‘number’ even more difficult.
Previously we were walking along
thin planks, now we’ve switched
to a tightrope. Our tightrope is
the balance between control
and execution.”
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a compromise: on the one hand, carry out all
the requirements of the law, while on the other
hand make sure that we run the business efficiently. Right now that compromise is being born but there are a
lot of birth pains.

would be integrated hadn’t yet been formed. However, to
the extent to which the business functions merged and the
IBGM model crystallized, our integration plan began to come
together on its own. That’s how the project that came to be
known as Pershing* was born. This project will entail a joint
division for supporting financial market operations being
created. This division will become part of the big structure of
Operations CIB that will also include the function of support
of loans to corporate clients (this is currently carried out on
the base of the Sberbank divisions: Corporate Clients
Support Divisions and Division to Support and Process
Banking Operations of Regional Client Operations Centers).

About the aims:

About headcount

– When we talk about increasing efficiency, we’re not talking
about reducing personnel. The situation is currently as
follows: the number of transactions that we’re servicing is
growing quicker than our efficiency is increasing. So our
most high-priority task is increasing efficiency such that we
can handle the growing volume of operations without
having to resort to bringing in additional
resources. In fact, as part of the Pershing
project, we are creating new instruments for managing efficiency, such
“Investors can always choose
as a transaction cost indicator
where to put their money. This is
not simply the option of investing in the
which will be useful not just for
shares of bank A or bank B. Instead, it’s
Operations but also business.

– Essentially, there’s one goal: raise the
efficiency of the operations function.
For that, at this stage we have three
main tasks: integrate at the level of
the organization, create a single
operational platform (processes
the choice between the banking industry and
and IT systems), and get the
another sector, retail for example. Investors will
About relocating
system of control for the
switch to a different sector if the ROE at banks
to Yuzhny Port
efficiency of our work up and
is lower. As such, the entire banking industry
– The joint Operations CIB
running. Of course all of these
is faced with the challenge of making itself
divisions will be based on one
tasks are inseparable. Without a
more appealing to investors. Operations
also needs to contribute. It can only do
platform located at Sberbank’s
single platform, it’s impossible to
this by increasing efficiency.”
Yuzhny Port complex. Relocating will
increase efficiency, but you can’t
be a tough decision for a lot of my
make use of a joint platform without a
colleagues, but it’s one that needs to be
joint organizational structure insofar as
made. Having the joint team under one roof
there are certain restrictions, for example
is a necessary condition for a
legal ones, connected with information security
successful integration. Today
and compliance.
the facility at Yuzhny Port is
About the deadlines
the only one available of
“It’s obvious that during
an integration there must be
– There is a clear plan for the Pershing project
sufficient size. Furtheruniversal means for providing
according to which everything (except the
more, we have the
feedback. However, we are also
creation of the operational platform) must be
opportunity to
counting on managers (including those
completed by January 31, 2014. We’re going to
re-outfit the place and
at mid-level) to keep their colleagues
use January to take care of the formalities of
create
a convenient
informed about what is happening. We
transferring employees from one legal entity to
and functional
aren’t pretending that everything
another. This is best done at the beginning of the
workspace that’s
will go smoothly and that sensitive
issues won’t be raised. However,
year so as not to interrupt the HR cycle. The
properly planned and
we are prepared.”
operational platform is the biggest resource-confashioned in Sberbank
suming part of the project. The most optimistic
CIB’s corporate design.
estimates are that it will be ready by the end of 2015.
Despite the re-organization
and relocation, Operations CIB will
About the organizational structure
remain part of the Sberbank CIB
– The main idea is that our target organizational structure
community. Our task is to do everything in our power to
was built on the principle of joint functions and was not
make sure that we not only don’t lose touch with other
divided among legal entities. Keeping in mind that Sberbank
divisions, but that our interaction actually strengthens. By
is under very careful scrutiny of the regulators, we must find
the way, a preliminary agreement has already been reached
* An American company that provides operational services to
financial institutions.
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know-how, although it’s not very relevant to
Sberbank. At Troika, the majority of the IT
architecture was built based on its own
designs and quite a few problems arise
“As the integration is not yet finished,
About strong sides
when it is being transferred to
every day we run into the same
– Each of the operational subdivisions
Sberbank’s system.
problem: business comes to us with new
ideas and products and we understand
has its own strong points. The operaAdditionally, I can say with certainty
that to support them, we need to do twice
tional division of the ex-Troika, without
that Sberbank’s specialists in charge
as much work than if the division had been
doubt, has valuable experience working
of processing and recording
merged. This problem helps us to focus on
with foreign markets, exchanges and
derivatives are some of the best in
the goal that we are working towards.”
clients in particular. Furthermore,
the Russian market and they
operations execution function is strong:
managed to obtain excellent knowlreaction time, preparedness to support the
edge of FICC products in the FMTSD,
most urgent requests from business. Sberbank
although such products only recently
has traditionally placed a strong emphasis on
appeared on Sberbank’s balance sheet.
control, which is also important. When
About what’s all involved
integrating into the new structure,
– An integration can be an indisputable advantage for ambitious
we need to find the optimal
employees: the functionality of the joint team is expanding. In
balance between execution and
“Above all, people
the future, Operations CIB will become a centralized division
control.
should understand why
they are being integrated.
that will service the operations of corporate clients of the
Troika brought the technical
One can’t expect integration
Sberbank Group, and a single center for overseeing the
to happen rapidly if there
operational support of CIB. And this means fundamentally
is no understanding of its
different work volumes and new, interesting tasks.
about holding regular meetings between
employees of Operations CIB and IBGM
management in the new facility.
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Tatiana
Tikhonova,
Sberbank CIB HR Director

“Today, the overall model for the integration of
support functions continues to be actively
discussed and a final decision has not yet been
made. Meanwhile, the transformation of the
support divisions, which is dictated by the new
needs, tasks and scale of the joint business, has
been ongoing for some time already. The
changes are taking place at different paces and
according to different scenarios. Right now as we
build an integration model it’s important to not
lose the accomplishments we already have and find
a compromise that will allow the support functions to
be maximally effective and which satisfy the needs of
the business. The experience of our colleagues who are
on the front lines of the integration is a great help to us and
we hope that the integration processes will pick up speed
now that the deal has been closed (Sberbank’s acquisition of
Troika Dialog).”

goals.”

Irina
Ikonnikova,

We believe

that in a

rapidly-changing
world

our speed

Head of Operations for IBGM:

“We are anticipating that ex-Troika Operations and Sberbank’s
FMTSD, which supports operations in global markets, will be
merged into one structure with a transparent system of
management and single system of motivation and
compensation. At the end of the day, the people who support
the same products, even as those products appear on the
balance sheets of different companies in the Group, will work
for the business and clients as a one-stop shop. With time, the
operational division of IBGM will become the center for
supporting global markets operations for all Operations
divisions of the Sberbank Group, including the regional and
subsidiary banks. We already have experience working in this
area. Together with the Risk Department we are working on
creating processes for collateral management which will be
extended to the whole Group.”
20
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The synergy

”

effect
could be

colossal”
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Sberbank Asset Management* Head
Anton Rakhmanov talks about the
integration of the asset management
businesses, the first achievements
of the joint team and the problems
that still remain to be solved.

– Today, it can be said that the integration of Troika Dialog
AM and Sberbank’s asset management business is complete.
How do you see the results? In terms of what was planned,
what were you able to achieve and what wasn’t achieved?
– The integration is complete in all of the business divisions. In fact,
it’s been a long time since we merged our front offices—we did this
about a year ago. Then we gradually established uniform principles
of working together. Sberbank’s asset management employees
then moved to Romanov Pereulok, the product lines were merged
and then last November the new brand was launched. There were
no real problems and the team made it through this period just fine.
Integration can be a difficult period for any company but our 2012
results confirmed that ours was quite successful. Four of our funds
were among the leaders in terms of yield, and the bond fund Ilya
Muromets* was one of the best in terms of attracting investment.
– Is this the reason why the merger of the asset management
businesses took place with Troika Dialog serving as the base?
– Definitely, although for the sake of fairness, I should mention
that at the time of the deal, Sberbank’s asset management
business already had certain achievements under its belt. For
example, by the end of 2011, the company’s four mutual funds
had RUB 1.6 bln under management. However, Troika Dialog AM
was a company with a seventeen-year history during which it
had always been at the cutting edge of the industry. Clearly, it’s
a substantially higher quality business with unique expertise in
the market. Furthermore, the Sberbank brand was not very well
known in the pooled investment market. Troika, on the other
hand, was among the most visible and strongest names.

* See the end of this magazine for details.
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– Why then was it decided to rebrand Troika?
– It was a logical step. Sberbank is currently
transforming itself from a simple commercial bank into an international,
universal bank with a strong investment component. This sort of
financial organization should have an asset management business
and asset management products should be offered to both private
and corporate clients. And it’s best to provide all of these services
under one brand. There’s another factor here which is the strength
of the Sberbank brand. These days the asset management industry
is going through pretty tough times across the globe. And in
Russia it’s experiencing perhaps the most difficult period. Due to
the colossal volatility in the stock market we are seeing significant
outflows for the third year in a row. The volume of assets under
management is falling rather catastrophically. However, bringing
the business under one brand helped us a lot. As you can see,
Sberbank Asset Management’s funds have been among the leaders
in net inflows for several months (today in the industry inflows
are more the exception than the rule). There are several reasons
for this success: Firstly, the emergence of a new name livened up
the market and provided a marketing boost. Secondly, the number
of Sberbank branches which offer our services increased. Right
now, around two thousand branches are selling our products, but
considering that Sberbank has more than eighteen thousand
branches, there’s certainly room for growth. A separate matter is
that not all of these processes are going as quickly as we would like.
– In other words, Sberbank Asset Management could
make a bigger contribution to the Group’s revenue?
– Yes. The synergy effect could be colossal. Strategically, there
are a ton of possibilities for development: for example, promoting
the retail business, introducing asset management products
for corporate clients, including large clients who are serviced
by Sberbank CIB. Asset management is an integral part of
the businesses of global financial institutions and accounts
for up to 40% of revenues for some financial groups. Asset
management also helps widen a company’s overall product line.
– How can Sberbank Asset Management services be
integrated into the line of banking products?
– It’s very simple. For example, between purely investment banking
products and classical banking products there are those with
protected capital (a loan that’s hedged against various risks such
as a deposit plus mutual fund, etc.). You can create rather synthetic
things. Sberbank has lots of assets that can be packaged as closed
investment funds, which optimizes cash flows and taxation. Take real
estate, for example. The bank’s businesses are very complementary.
– Is there a lot of work remaining to be done?
– Yes, there’s a lot left to do in a number of different areas. In
terms of strategic tasks, we need to shape and structure the
wealth management block. That’s an important step which
23
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will determine the asset management business’s position
in the Group and, without doubt simplify our collaboration
with other divisions in the bank. As I previously said, the
business has enormous potential for synergy—both with the
corporate and retail blocks, real estate and a lot of others.
– What type of strategic clients would you like to see?
– Individuals, corporate clients and institutional investors such
as insurance companies, pension funds, sovereign funds. And
we have in mind both Russian and foreign clients. We are
currently expanding our product offering for each group.
– This is particularly noticeable in retail.
– A lot of work has been done in this area. First of all, after the
launch of the new brand last November and the merger of the
product lines of both asset management businesses, the funds
were renamed and the lineup of mutual funds was optimized.
Secondly, new products continue to be launched. At the end of
April the mutual funds “Sberbank – Eurobonds” and “Sberbank –
Residential Real Estate”* were put together ahead of schedule.
– Does the residential real estate fund represent the
first fruits of the collaboration with Sberbank?
– Yes, it’s the result of the successful synergy of our businesses.
Sberbank is one of the key players in the real estate financing

market with vast expertise in project assessment. The new
fund will primarily be investing in residential objects that are
financed and accredited by Sberbank. The fact that we added
a new subscription speaks to the demand in the market.
– How is collaboration with Sberbank’s
retail network being developed?
– We have excellent relations with Anatoly Popov, vice president
of the retail sales block. Working with him is very productive. The
results of the collaboration are good: In 2012, more than half
of Sberbank Asset Management’s sales came from Sberbank’s
network, this is the Sberbank1 premium offices and Sberbank
Premier VIP branches. This is in light of the fact that we have agency
agreements with eight banks. Of course a lot of issues remain:
refining the motivation program for salespeople, implementing
KPIs for the sale of investment products, establishing a bankwide, systematic approach to putting together the product line of
investment products and services, and creating a single IT platform.
For example, the special software PIFiYA needs to be implemented
in bank branches. This will allow requests for operations with fund
units to be submitted with no problem. Also, there’s the training of
employees. Active work is already being done in this area. Since
last October, we have trained over 3,500 Sberbank employees at
courses held throughout Russia. In particular, training took place
in Vladivostok, Magadan, Petropavlovsk-Kamchatsky, Khabarovsk,
and Yakutsk. We are already noticing a difference. For example,
in the abovementioned regions clients are investing significant
amounts in mutual funds and also complex structured products. All
problems are solvable but they have to be taken on. Although the
asset management business is small relative to the whole bank, it
is nevertheless part of the bank’s retail offering. This means that
any shortcoming here risks dealing a blow to the reputation of the
entire Sberbank brand, insofar that in the eyes of the client it is
Sberbank who is providing these services and is responsible for them.
– Troika Dialog had one of Russia’s largest retail networks
for providing financial services. This was practically
fully integrated into Sberbank’s structure and a large
portion of the offices were closed. Were you able to
make use of Troika AM’s previous experience?
– Things are a lot better now with our sales network than when the
Troika Dialog offices were reorganized. Unfortunately, the integration
dragged on a bit and not the entire team made the transition to
Sberbank. Also, some of those who made the move are now doing
other things in the bank or projects tangentially related to asset
management. Obviously, our colleagues continue to be top class
professionals but the level of autonomy within the context of the
new setup has actually decreased. But that’s understandable given
that Sberbank and Troika operated on vastly different scales.
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The current macroeconomic situation in Russia
also provides certain grounds for optimism.
Russia has relatively high interest rates on deposits.
Ruble-denominated deposits are comparable in terms
of yield to conservative fixed-income mutual funds. As long as
banks continue to pay 9-10% annually on ruble deposits, very
few people will invest in the stock market. The stock market is
not particularly attractive in terms of rate of return and level
of risk. Currently, Russia’s central bank is coming around to a
more balanced policy in terms of interest rates, and will now
look not only at the stability of the financial system but (in
collaboration with the Ministry of Economic Development) will
more closely evaluate the effects of its policies on the nation’s
economy as a whole. Now we can expect to see an interest rate
cut. If that happens, inflows into investment funds will follow.

Following the
integration of Sberbank
and Troika Dialog, Sberbank Asset
Management can now sell its products
via Sberbank’s premium chains – Sberbank1
and Sberbank Premier. To encourage sales
of mutual investment funds, from July 1 to
December 31, 2012, the asset management company
held a competition in which client managers from

Sberbank1 and regional managers from Sberbank
Premier took part. Dmitry Revtovich, client
manager from Specialized Office №1782 of
the Lefortovo Branch of the Moscow Bank,
brought in the largest amount of money
selling mutual investment funds
and was awarded a car for
his efforts.

But of course problems remain. Russia has a rather poor image in
the international financial markets. Our stock market is becoming
more and more closed. Unfortunately, there are now extremely
few independent corporations that are traded on the exchange.

– How is the asset management company’s
international business coming along?
– As I already mentioned, it’s one of our priorities. The UCITS funds
have already been successfully launched, meetings are being held
with potential clients, which include leading foreign management
companies and pension funds. Sberbank has a business line devoted
to working with international investors and financial institutions.
We are ready to actively collaborate with them. There are a lot of
plans but the lack of a strategic solution for forming the wealth
management business block in the Sberbank Group is hindering
these plans from being implemented. An easy-to-understand
structure is an important criterion for potential partners who carefully
look at structure from the point of view of compliance procedures.

The consolidation of the stock market and the increasingly heavy
hand being exerted by the government is none too pleasing to
investors. Despite continuing discussion about how an international
financial center is being created in Moscow, very little is being
done in this area and, in fact, decisions that are diametrically
opposed to this aim are often made. That surprises me.

– How will the support divisions of the ex-Troika
that serve asset management be integrated?
– We are getting to the very important step of assigning support
divisions based on the needs of the asset management company.
Support functions are created in accordance with the specific tasks
of the business units and at the required scale. I want to emphasize,
however, that we’re talking only about forming a separate business
support. Those functions such as HR, marketing, PR, admin, and
security will continue to be performed by the support divisions of
the ex-Troika. However, IT that services the asset management
company will be transferred to the level of the entire Group.
– In terms of the Russian asset management industry
as a whole, are there grounds for optimism today?
– Of course. If pension reform is carried out correctly and if annual
reports detailing profit and losses distributed across the individual
accounts of future pensioners are no longer legally required, then
we will finally see long-term money come from pension funds.
And it’s a pretty serious amount—more than RUB 100 bln.

* See the end of this magazine for details.
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The aim of our conversation with Valery was to find out about
the Sberbank Corporate University, what educational programs
it currently has and what plans are in place to develop the
institution further. “The Corporate University carries out three
important jobs for the Sberbank Group,” recounts Valery. “First
of all, in light of its aims to move into the international arena,
the bank needs a dependable system for preparing and
developing world-class managers. Secondly, the University
serves to strengthen the Sberbank brand as an employer, and I
am not just talking about attracting but also retaining and
developing the best employees. The third task is the development and promotion of managers from within. As we project
the University’s strategy until 2018, we think of ourselves as
akin to the ‘General Staff Academy’ which was always famous
for its many-layered system of officer training and development and for helping officers progress through the military
hierarchy.”
Basically, we’re talking about creating the
business school of the Sberbank Group—
that’s the model being designed for the
Corporate University. It will stand out
among other corporate universities
in Russia due to its proprietary
programs created in partnership
with some of the top business
schools in the world, its in-house
educational materials created
based on Sberbank’s experience,
as well as its extensive use of
managers as teachers.
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at the university: “Sberbank-500” in conjunction
with INSEAD and NES and “Finance and Management for Bankers” together with LBS (London Business
School). These programs are currently training the second
batch of students and the selection process for the third batch
is now going on. “Both projects are quite successful. Their
main objective is to support the strategic changes that are
taking place in the bank. After all, these changes are being
made by people, who are, first and foremost, leaders,” says
Valery. “A large group of progressive, professional managers is
being formed. The first two batches have produced more than
1,100 graduates who are equipped with the latest concepts,
skills and tools for effective management. This shows that the
bank doesn’t just talk about projects aimed at developing its
best managers in line with the highest global standard, but is
actually implementing them. There’s not a single
other company in Russia that has
designed and launched such so many
programs in terms of participants
and in collaboration with the
best business schools in the
world.”
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Valery Katkalo:
“The main
objective – support the
strategic changes that
are taking place in the
bank. After all, these
changes are being made
by people, who are, first
and foremost, leaders.”

Е

ven before entering the office of the head
of Sberbank’s Corporate University, you feel
like you are on your way to an appointment
with the dean. It’s a feeling that harkens back
to one’s student days and manifests itself in
the details: how the furniture is arranged, the scurrying about
of assistants, and the pervasive spirit of knowledge. Then the
man himself peers out, but only for a second: “Wait, please,
for a moment in the parlor,” he says politely yet firmly. Valery
Sergeevich Katkalo was recently (December 2012) appointed
head of Sberbank’s Corporate University. And he really had
been a dean in the past. Not to mention one of the founders
of the Graduate School of Management at Saint Petersburg
State University, which was created from scratch as a small
educational start-up in 1993, and subsequently went on to
become one of Russia’s top business schools as its many
international professional accreditations attest to (including the
prestigious EQUIS award). In the world of business education,
Valery has an enormous amount of practical knowledge. He
is also the only representative of Russia’s business education
community on the management board of the European Fund
of Management Development (EFMD), the global association
of leading business schools and corporate leaders. And in June
2013, Sberbank and Sberbank’s Corporate University became the
first and thus far only Russian corporate member of the EFMD.
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These two key educational programs, which
are tailored to the
needs of emerging
markets and include
where others
completely
new
will only
technologies, are
unique not only for the
Russian market but also
among business schools
themselves, considers
Valery. Because the participants of “Sberbank-500” are
spread out geographically, the
program is designed according to the
principle of “blended learning,” meaning part of the
instruction takes place online in addition to the three
on-site modules. For the remote instruction consisting of
thirty-two online sessions, a special IT platform was developed which also allows for communication between participants and instructors. Thanks to this, many managers have
the opportunity to receive training in accordance with
international standards regardless of where they work—
whether in Arkhangelsk or Vladivostok. Another important step
was the implementation of a quality control system for
instruction and the creation of Academic Boards for the
programs which will include members of Sberbank’s Board,
representatives from partner business schools, as well as HR
managers.

We believe that

we need

to be today,
get to
tomorrow

Today, two large programs for
managers of different levels
occupy a central place

Second batch of Sberbank-500
participants
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Sberbank executives speak at
the Sberbank-500 program

Second batch of Sberbank-500 participants

These Boards carry out a number of functions: approve the
syllabus and list of participants, develop and approve regulatory documents and much more. Valery: “The approval of the
two key documents for each program, Rules of Enrollment and
Rules of Instruction, was a symbolic moment. It’s important to
us that employees who enroll in the program do so deliberately. It should be understood that the selection process is the
same for everybody and there are no ‘exceptional’ situations.
The only way to get into the program is to successfully pass
the entrance examination. After all, the quality of the education
depends, in part, on the procedures for selection, which are
directly related to the long-term planning of employees’
careers at the bank. On the other hand, simply enrolling in the
program is not enough—you have to really try hard. The rules
of instruction govern areas of discipline, attendance, fulfilling
assignments and combining one’s studies with one’s job. For
example, in accordance with the rules, one of the documents
that candidates are required to furnish is written confirmation
from one’s supervisor that participation in the program will not
cause any work-related obstacles. The bank is interested in
seeing its significant investment in these programs produce
maximum results and that the certificate that graduates receive
as signifying a high-quality instruction that everyone who goes
through the program receives.”
This approach has already borne fruit. For example, the five
chairmen of the boards of regional banks who were appointed
in 2012 all completed the program with LBS: Evgeny Titov
(Dalnevostochny), Petr Koltypin (Severo-Kavkazsky), Sergey
Maltsev (Volgo-Vyatsky), Oleg Smirnov (recently appointed
head of the Moskovsky Bank), Alexander Anashenko
(Zapadno-Sibirsky).

Ksenia Yudaeva, Head
of the Presidential
Experts’ Directorate,
gives a lecture

Valery believes that the programs have successfully passed
through the start-up phase, but that there is a big job ahead in
terms of development, quality control, and refining the
selection process and instruction itself. Among the planned
steps is equipping the program with proprietary educational
materials put together based on Sberbank’s collective experience. Today, there are extremely few high-quality Russian
educational case studies (this is generally a problem with
business education in our country) and Western case studies
are often not very relevant in the context of Russia. Another
task is to synchronize the academic calendar with Sberbank’s
corporate calendar and optimize the program schedule to allow
participants to better balance work and study. Additionally,
plans are in place to create a club for graduates of these two
key programs. “Within the bank, we are creating a group of
new leaders and we want this community to continue to grow,
even after having completed the programs. The programs are
an important consolidating element and we know through
feedback from the participants that those who go through
them gain a whole new outlook in terms of involvement and
sense of belonging to the organization, its ideals and development. It’s important to support this spirit. Furthermore, the
club will allow us to keep track of the career development of
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Finance and Management
for Bankers (LBS)

graduates and can be an important channel for making
decisions about promotions and rotations,” says the University’s head. Sberbank, which has more employees than the
population of several countries, is a many-tiered, branched
structure in which each element has its own distinctive traits
that have to be taken into account when developing programs. As such, in the long-term this type of training will be
brought to the entire bank—both vertically (different levels of
managers) as well as horizontally (professional development
programs). This year, a special training program got started
for members of the Board. The first module took place at
Stanford Business School where the bank’s top managers,
together with Herman Gref, worked with the university’s top
professors over the course of five days. At this point, there
are no special programs for branch managers or managers of
structural subdivisions, although demand for such programs is
high due to the fact that managers of structural subdivisions
are often appointed with no prior managerial experience.
Therefore, the beginning-level programs of managerial
training are very important for them. Right now, all of the
existing educational projects at all levels are being analyzed to
determine which programs are needed and where, and to set
priorities. A number of specialized projects are being developed among which are a large-scale program for the Risk
Department, a program for IT block managers, and others.

Format:
Six on-site
modules in Moscow and London

Participants:
Up to 60 managers at Sberbank,

Duration:

as well as subsidiary banks and

14 months

other affiliated organizations
of the Sberbank Group

Instructors:
LBS

Aim:
Development of professional

Project defense:

competencies in the areas of modern

Participants must defend their

finance, banking and management

projects in front of their instructors
at the conclusion of the program

Topics:
Financial reporting and analysis,
corporate finance and company
valuation, risk management, capital
structure and debt restructuring,
credit risk, project financing and
syndicated loans, macroeconomics,
marketing, process management, decision making for leaders,
systematic thinking and modeling,
operational risk management

The most appropriate ending to this story is not a period but
three dots…The University is developing, growing, a lot of
plans are in place such as the continued fine-tuning of the
programs, expanding the programs’ reach, completion of the
construction of the campus, and most importantly – approval
of the Corporate University’s development strategy until
2018, which is aimed at supporting the Sberbank Group’s new,
overall strategy. At the end of our conversation, we agreed to
meet with Valery Katkalo again sometime in the future.

SBERBANK-500 (INSEAD and NES)

Format of instruction:
Three on-site modules and

Participants:

32 online sessions

Up to 500 managers of the
Central Office and regional banks

Instructors:

of Sberbank as well as subsidiary

Russian-language instructors

banks and other affiliated organiza-

from INSEAD and NES

tions of the Sberbank Group
Project defense:
Aim:
Develop the general manage-

projects in front of their instructors

rial competencies in line with

at the conclusion of the program

MBA programs
Topics:
Management of operations, basics
of strategic management, managing human resources and capital,
marketing, economics, finance,
decision-making in conditions

Maxim Poletaev,
First Deputy Chairman of the Executive Board, gives a lecture

of uncertainty, leadership
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Instructions for use
In motion

There’s no time for the “difficulties of
translation” under the big top of a circus. Aerial
gymnasts must all have the same picture of the
world: they must know how the aerial stage is
constructed down to the millimeter, remember
the difficult sequence of moves in their routine,
and understand each other without words.
The integration of two teams inevitably introduces
a certain amount of imbalance for a while. Although
the two teams begin working on projects together,
they come from different starting points insofar
as each team lived according to its own rules
and had different knowledge bases. One of the
steps taken to solve this problem at Sberbank
CIB was the creation of the CIB Bankers Training
Program in 2012, the first joint training program
for beginning corporate and investment bankers
from the ex-Troika Dialog and Sberbank.

Attention to detail

The program, which was requested by the managers
of CIB’s corporate and investment banking business,
is designed to build a common base of terminology,
common basic knowledge of financial markets, a
single understanding of business processes and the
processes involved in making deals, and also help
the bankers work together. The program was aimed
to develop both applied skills as well as various
intangibles. On the one hand, participants learned
about bookkeeping for trades and deals, how to
calculate risks, and build a financial model in Excel,
do an evaluation of a business or M&A deal. On the
other hand, skills at conducting negotiations and
making successful presentations were also imparted.
The training consisted of three modules which
covered five key topics: Business Analysis, Financial
30

Modeling, Valuation, Deal Structuring, and Soft
Skills. Providing the instruction were top-flight
trainers with extensive experience training at
such companies as Royal Bank of Scotland, BNP
Paribas, Credit Suisse, Deutsche Bank, HSBC,
Merrill Lynch, Ernst & Young, Deloitte, and KPMG.

The experience
of the old-timers

“The idea for the program came from business,”
recounts Maria Yanina, Learning & Development
Manager. “We discussed the idea a lot with the
managers and it became clear that we needed
this kind of program. However, we didn’t know
exactly how to do it or when. There was doubt
about the format and how participants would
be chosen. When you do something for the
first time, there are a large number of pitfalls
that you are constantly running into.”
In the end, the program was created in just two
months—a feat that would have been impossible
without the support of business. “The business
divisions were not only interested in seeing the
program come into being, but were willing to
share their time and experience with their young
colleagues,” commented Maria. In addition
to Sberbank CIB’s HR Department, a number of
managers from the business units took part in the
discussions, including Todd Berman, Kirill Polishkin,
Oksana Loginova, Igor Serov, and Dmitry Sredin.
“The CIB Bankers Training Program is one of
the most important elements in building up
and transforming the joint Sberbank CIB team.
Furthermore, in terms of training, it’s an important
step not only for the corporate and investment
banking business but for the entire group. In addition
to gaining professional knowledge, the trainees
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This how the
participants rated
the program:

get acquainted with the corporate culture and key
social norms at Sberbank CIB which can be adhered
to in their day-to-day work,” Igor Serov, Head of
the Corporate Clients Division, Managing Director.

Première

The CIB Bankers Training Program made its debut
in September 2012. On their very first day, the
trainees delved into such topics as the fundamentals
of accounting and profit/loss reports. That
evening they headed over to the Praktika Theater
where they watched the play “The Girl and the
Revolutionary” and then met the artists afterwards.
The play provides an unusual take on the person
of Joseph Stalin and certainly provides much food
for thought. The purpose of the evening was to
create a common cultural context for the varied
group, and to give them a chance to get to know
each other better as they discussed the play.
The very next day, the group plunged back into
their studies. The schedule was packed and the
trainees spent most of their time away from their
work places. Those who weren’t able to fully break
themselves free of their work-related tasks later
realized with a sense of regret that they missed a lot.

Applause

Fifty-two Sberbank CIB employees graduated
from the program. Upon completion, the decision
was made to continue the program in the future.
New Sberbank CIB employees will be invited to
the course. “Having received feedback from the
participants and having analyzed the results, we will,
of course, make some changes to the program to
make it more effective and more dynamic. We will
add new modules and provide the participants with
more of the internal expertise of Sberbank CIB,”
commented Maria. However, both those overseeing
and those participating in the program admitted
'
that the “premiere”
exceeded all expectations.
“It was a difficult process and complicated from
the standpoint of logistics. The deadlines were
tight and there were a lot of parties involved—
representatives of various Sberbank CIB business
units and those carrying out the instruction.
Nevertheless everything went smoothly. Those
who went through the training gave very positive
feedback,” said Todd Berman, Head of the
Investment Banking Department, Managing Director.

B A N K E R S

… down to business
“First of all, the instruction was at a very
high
level—professional, interactive, interestin
g,
and very relevant for the main areas of
finance. Secondly, it was a great opportun
ity
to feel the bonds of the Sberbank CIB joint
team—we got to know and even became
friends with the future leaders of busin
ess.”
… thankful
“This program is one of the strongest cour
ses
I have ever taken. I learned a lot and am
thankful
to those who came up with and implemen
ted
this program. Even in the very first two
modules
we benefitted from the experience at a
global
level, and I am certain that these two
months
saved me several years’ worth of work
.”
… thrilled
“This is the best program that
I’ve ever been a part of.”

World Tour

Today, this project helps not only to retain existing
employees, but also to attract new ones. For
example, the prospect of going through this program,
which is unique in the Russian market, is very
attractive to the HeadStart@Sberbank CIB interns.
“Working on this program was a pleasure for me
and my team. It’s a very demanding program and
provides an amazing chance to work with the best
professionals in finance as well as in finance-related
training,” sums up Maria. “We are already getting
ready for CIB Bankers Training Program 2013.”
“Of course, only a systematic approach to training
can ensure a consistently high level of preparation
of our employees and I hope that the program for
beginning bankers is the first step in that approach,”
said HR Director Tatiana Tikhonova. “A common
professional vocabulary, knowledge of the products
and, finally, the cross-unit connections that are formed
during such programs are extremely important,
especially during times of organizational change.”
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REMEMBER TO KEEP

SMILING!
T

he Moscow Regional Bank is Sberbank’s newest
regional bank. The bank’s corporate clients
team is even newer – it isn’t even three years
old. However, in spite of its youth, the team
has more than a dozen major deals to its name. When
we asked about the team’s secret to success they
answered: “Well it’s obviously our otherworldly charm!
We’re like friendly elves that bring kindness and joy to
our clients. Or are we actually like circus performers?”
(laughing)

We set for ourselves ambitious goals that were both
emotionally and mentally trying. Besides making money,
we also had to spend a lot of time creating and approving the structure of the division, finding the right people
for the team and, naturally, we needed time to iron out
the kinks. But once the ball got rolling and we started to
make achievements, we couldn’t be stopped. Looking
back, we only remember the victories, not the problems.
Each one of us can remember a major deal that we value
and were able to realize in spite of external circumstances. Our record of successful deals doesn’t let us rest on
our laurels but rather instead inspires us to achieve even
more. We are delighted every time our portfolio grows
and we complete new deals.”

IN ONE ARENA

“When we started just over two years ago, the credit
portfolio of the Moscow Regional Bank amounted to 119
billion rubles. Now it is worth 350 billion rubles,” says
Sergey Melamed, Head of the Corporate Client Managers
Division (Corporate Division). “Of course it was difficult.

If you look at the achievements of the Moscow Regional
Bank as a whole, it’s clear that the corporate clients
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segment is their key source of growth: it accounts for
almost 60% of the bank’s portfolio. “They say that it
takes five years to create a good football team that
delivers consistent results. In our case, two and a half
years was enough to put together the right team. You
just need to look at our track record to see that we are
successful. It’s full of good figures,” adds Vyacheslav
Tsybulnikov, Director of Corporate Sales.

same field as the client-side of Sberbank
CIB’s Corporate Clients Division. Nevertheless, they say that so far there haven’t been
any conflicts of interest. “We’ve actually established
very good relations with Sberbank CIB,” says Denis
Konstantinov, Deputy Chairman of the Moscow Regional Bank. “And in some cases our close proximity to
each other even helps because it enables us to meet
more often and resolve many issues faster.”

Moscow is a very energetic region and there is even a
certain aggressiveness in how business is done here.
On the one hand, there are big opportunities while
on the other hand, it’s a very competitive place and
has several problems. However, there is one nuance:
Moscow Regional Bank client managers compete on the

“Mutual respect is the most import aspect of doing
business,” considers Vyacheslav. “That is what our
relationship with our colleagues from Sberbank CIB is
built on. We have tried to show that we have a right
to service the largest clients, sell the most complex
products to them and simply do good business. CIB
is similar in that they have demonstrated a high level
of professionalism in terms of strategic vision and the
decisions they have made as the leader of the process.
Essentially, we are more and more becoming a single
team that is working towards the same cause.” Denis
adds: “For a while now we have been doing quite a
lot of deals that go beyond what is considered to be a
‘deal for a regional bank.’ In the past, regional banks
took on deals of up to 10 billion rubles. Then the limit
was raised to 15 billion. But we’re realizing deals that

in the arena today:
VYACHESLAV TSYBULNIKOV
DMITRY SHARAPOV
OLESYA SHIROKIKH
VLADIMIR TSARKOV
ANDREY TANASIYCHUK
OLGA SHCHUKINA
VASILIY ALEXANDROV
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are way above that limit. There are a few reasons for
this: the busy Moscow market, our proactive position
and the extent that clients trust us. Of course, not
everything is that simple. The relationships have indeed
been built up, but now they need to be structured. A lot
is still being held together by enthusiasm alone. For example, we have a pressing need for a single information
platform for CIB clients, the system for accounting the
results of the regional bank still needs to be improved,
information systems (CRM, MIS) need to be adjusted
and so on. Making processes and management models
better is a regular work task that has always been
around and always will be. It simply needs to be solved.
The most important thing is being open to dialog and
wanting to find the most effective and acceptable solution.”

t e a m

often feel like you are in a circus arena when working
on deals because sometimes you have to perform tricks
that are both difficult and dangerous,” says Darya
Davydova, Client Manager of the Corporate Division.
“Sometimes, you put your foot in it by trying to get the
best deal for a client. At a Credit Committee meeting
your ‘I was working hard for the client!’ is justifiably
met with the reply: ‘But what about the bank?’ That’s
the fine line that you have to walk. So I would compare
our work to tightrope walking – you always have to
keep your balance and not rely on a safety net.”
“Anything can happen,” adds Olga Lobanova, Client
Manager of the Corporate Division. “For example, you

In the arena today:

DON’T KNOW WHETHER
TO LAUGH OR STRESS

OLEG SHISHKIN
OLGA KUCHEROVA
DARYA DAVYDOVA
VLADIMIR AFANASYEV
OLEG TKACHENKO
ANDREY MOCHALOV
ALEXANDER GRYAZEV

The Moscow Regional Bank currently services 330 major
clients, all of whom are assigned client managers from
the Corporate Sales Department and branches of the
Moscow Bank. The largest portfolios have been formed
in the department and at the Krasnopresnensky and
Tverskaya branches. Furthermore, the Corporate Sales
Department includes the Corporate Client Managers
Division and three sector groups: trade, municipal services and energy, real estate and infrastructure. “You
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to keep smiling! A client manager should
always be in a good mood.”
“My colleagues are a great help,” remarks
Olga Shchukina, Client Manager of the Corporate Division. “We work in an open space office. If I’m having
trouble with something, I simply say ‘Guys, what would
you do in this situation?’ Each person shares their
thoughts and experience and a general idea is formed
which ultimately helps me to get through whatever
problem I’m having. It’s vital to not get too caught up
in a problem. You have to be able to take a step back
from it. Humor and laughter help a lot. We have a very
jolly team, sometimes people even say to us: ‘Are you
always smiling because you’ve got so little work to
do?’ We reply: ‘It’s actually the other way round. We’re
swamped with work, but we would be overwhelmed if
we took everything so seriously.’”

MEANWHILE, BEHIND THE SCENES...
While the team was busy selecting fake moustaches,
bowler hats and ties during the photo shoot we asked
them a simple question: “What is a successful team?”
After a while we started to feel that we were talking to the
same person rather than a group of individuals. We got a
good overall picture:
• Above all, a successful team is made up of professionals
who enjoy working and socializing with each other;
• Integrity and cooperation are the key principles of a
successful team;
• A successful team always aims high, achieves synergy
and has the desire to create.

“As a rule, all the amusing situations are linked with
something stressful, especially when a deal is in full
swing and emotions are running high. However, as
we’ve been working at the bank for a while now we
understand that there is no such thing as an unsolvable
problem and that when you’re pressed for time you
must keep your composure. We try to stop stressful
work situations from affecting our personal lives. And

meet with a client who is having a bad day, and he immediately says: ‘Don’t try to foist something on me!
I know exactly what I want!’ But the work of a client
manager involves exactly that: you have to convince
the client, help him to select the optimal product, and
then explain why it’s the right choice. And remember
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overcome

of putting forward the same old product, they offer
comprehensive solutions that take into account the
client’s situation. For example, we can sell loan
products and Global Markets products in a single
package. In my opinion, with the advent of
Sberbank CIB, we have the opportunity to do
top-class deals.” Oleg Shishkin, Client Manager
of the Real Estate and Infrastructure Division,
remarks: “We were always on good terms
with our colleagues from the ex-DCC, but now
we’re cooperating even closer with our highly
competent colleagues from the ex-Troika. They are
always ready to assist us and provide advice. I think
that the synergy effect gained from the merger is
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In the arena today:
SERGEY MELAMED
TSARINA CHERKASSKAYA
VITALY PARKHOMENKO
OLGA LOBANOVA
YEKATERINA ANDREYEVA
VLADIMIR VASILYEV

what’s the best way to discharge stress? That’s right,
humor! That’s how it is with us,” jokes Sergey.
“I’ve been working at Sberbank for ten years and I’m
still not bored. On the contrary, here it’s got even
more interesting since CIB appeared,” says Andrey
Tanasiychuk, Deputy Head of the Corporate Division.
“Sberbank CIB’s main feature is its diversity: instead
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palpable and that we feel increasingly part of this team,
too.”

“Bublikshop” on Leninsky Prospekt.
This brainchild of famous chef Alexey Kim
stands out due to the unusual way the food is
presented and the interesting combinations of flavors.
I highly recommend the amazingly tasty seafood patty
with jam and pho bo.”

“We have this great client – a passenger transport
company – that we really value,” says Sergey. “But
for a long time we couldn’t find any common ground in
order to start working with them. IB products enabled
us to do this. I think the rest of the team will agree with
me when I say that by working on deals together with
CIB, we all receive considerable experience that helps
us grow as professionals.”

The team told us that they were very pleasantly surprised when they found out about the theme that was
planned for this issue of the magazine. Coincidentally,
last New Year’s they presented their colleagues from
the ex-DCC’s Corporate Clients Division (previously
known as the Client Managers Division) a calendar with
friendly caricatures of each team. In the last caricature
they illustrated themselves in different roles in a circus
arena: tightrope walkers, animal tamers, and so on.
“Sometimes, in Russian the word ‘circus’ is used in a
negative context,” says Vyacheslav. “For example,
every so often we say ‘What is this, a circus!?’ when
things aren’t going right. It happens at work too.
However, for me ‘circus’ above all means mastery,
professionalism and an insane amount of work. And the
result of that work is applause and appreciation from
the audience.”

“WHAT IS THIS, A CIRCUS!?”

The team consider that curiosity and the desire to learn
new things drive the them forward both in the office
and outside of work. “Often we get together on a Fri` or restaurant, but just having dinday evening at a cafe
ner or celebrating a deal is not our kind of thing,” says
Darya. “These gatherings always carry a certain theme,
for example, sampling Thai or Indian cuisine. Currently
we’re studying wine. We’ve already tasted Italian wines
and plan to move onto French ones. These gatherings
additionally provide a bit of historical background. My
husband is a genuine gourmet. From time to time, he
gives us advice on what food and drink to try and where
and helps us discover interesting places. For example,
`
one of our latest discoveries is the delicatessen/cafe
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THIS SEASON’S

PREMIÈRE
Blitz interviews with new employees of the joint team*.
Many of them already feel that they have been with us for
quite a while now. Perhaps you’ve already got to know them

What attracts you to working at Sberbank CIB/Sberbank
Private Banking/Sberbank
Asset Management?
What is your biggest
motivation at work?
What was the last thing
that surprised you?
What are you reading at the moment?
What is your favorite
anecdote or joke?
Do you have a dream?
If so, what is it?
What is your favorite circus act?

and have even worked together on a joint project. However,
in this regular section of our magazine you can learn about
a different side to the new members of the joint team.

■ Roman Filatov
Head of Equities Portfolio Management, Managing Director,
Portfolio Management Department, Sberbank Asset
Management

■ Bill Beller
Head of Options Trading Desk, Managing Director, Equity
Trading Subdivision, Equity Division, Global Markets Department

The growth and expansion of business in Russia’s “greenest” company.
The desire to win.
How an alpinist can climb sheer cliff faces and travel at
high altitudes because he has achieved physical perfection
and is able to overcome challenges.
A collection of stories by W. Somerset Maugham.
I try to keep in mind something that American satirist
Henry Mencken said: “For every complex problem there is an
answer that is clear, simple, and wrong.”
I have two: 30 years with average annual yield of 30%+
and learning how to jump and fly on a power kite.
Tiger training.

The challenge of establishing Sberbank as one of the biggest players in the Russian equity derivatives market, where I
think we belong.
I do not need to be motivated, I love my job. Of course, I
enjoy making money for the company as well.
The importance of “Women’s Day” in Russia and the
effort that is put into celebrating it. I was really pleasantly
surprised.
“A Short History of Nearly Everything” by Bill Bryson.
I prefer quotes. “Experience enables you to recognize a
mistake when you make it again,” – Franklin P. Jones, “A
true friend never gets in your way unless you happen to be
going down,” – Arnold H. Glasow.
To own a little wine estate in Germany or South Africa one
day.
Trapeze acts (you need to be super brave and have 100%
belief in your partners).

*Appointments from July 2012 to March 2013.
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What attracts you to working at
Sberbank CIB/Sberbank Private Banking/
Sberbank Asset Management?
What is your biggest motivation at work?
What was the last thing that surprised you?
What are you reading at the moment?
What is your favorite anecdote or joke?
Do you have a dream? If so, what is it?
What is your favorite circus act?

■ Georgy Tsukanov
Managing Director – Head of Government Sector Group, Government & Municipal Project & Program Division
The chance to be part of a team of professionals in Russia’s leading bank, to use my knowledge and experience
in large-scale financial and social projects, and be socially
responsible for my work.
The possibility to develop at work and as a person in an
atmosphere created by colleagues and management and the
chance to see the outcome of your work as an integral part of
the overall process.

■ Anton Gazizov
Director, Sberbank Merchant Banking

Georgy Tsukanov

Sberbank Merchant Banking attracts me because of the
possibility to develop a new line of business for the bank using the existing platform.
The chance to learn something new and help create/
produce something.
The number and size of private companies in Russia that
have still not adopted a modern approach to reporting, transparency and corporate governance.
“Elephant on the Dance Floor. How Herman Gref and His
Team are Teaching Sberbank How to Dance” by Yevgeny
Karasyuk.
A structurer, a trader and a salesperson walk into a bar.
The structurer asks the waitress: “Could we set up a forward
contract to purchase some beers?” The trader adds: “If we
acquire ten pints now, could we pay the price of nine?” The
salesperson says: “I apologize for my friends, they spend too
much time at work. If you tell me your name, the two of us
can go to another bar across the street and I can buy you a
drink.”
To build up a hi-tech business in Russia and make good
money from it (many say that this is impossible). At the
same time, I would like to be able to spend more time with
my family.
Taming of wild animals.

THE UNSELFISHNESS AND
KINDNESS OF THE
PEOPLE AROUND
ME
“Black Swan” by Nassim Taleb.
A guy is driving to a meeting. He’s late and is getting
stressed because he can’t find a parking space. He looks up
to the sky and says: “Lord, help me find somewhere to park!
I promise I’ll give up drinking and I’ll go to church every Sunday.” Suddenly, a free parking space miraculously appears.
The man again looks up to the sky and says “Oh wait, it’s ok,
I found a space!”
Everything that surrounds us is someone’s dream that has
come true. My dreams stop me from wasting my time. They
force me to take steps to achieve them. As soon as I realize one dream, I find the next. I don’t like talking about my
dreams out loud. I’ll say this much: they’re connected with
work, my home, and my family.
Animal acts.

Anton Gazizov
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What attracts you to working at
Sberbank CIB/Sberbank Private Banking/
Sberbank Asset Management?
What is your biggest motivation at work?
What was the last thing that surprised you?
What are you reading at the moment?
What is your favorite anecdote or joke?
Do you have a dream? If so, what is it?
What is your favorite circus act?

Peter Urbanczyk

Andrew Howe

A p p o i n t m e n t s

■ Robert Hagon
Co-Head of Equity Sales Trading, Managing Director, Equity
Subdivision, Global Markets Department, International Network, London Office

■ Peter Urbanczyk
Head of FICC Sales, Americas, Managing Director, FICC Division, Global Markets Department, International Network, New
York Office

The reputation, the perception and the challenge. The
scale and expertise that Sberbank has in Russia and leveraging off that to branch out and create a presence in other
geographies and establish a world-class emerging markets
` line of “cross sellhouse. Lots of firms always use the cliched
ing” but genuinely, given the breadth of Sberbank there are
so many synergies that haven’t been thought of or exploited.
Our upside growth potential is huge.
Without wishing to sound too cheesy, it’s simple, success.
To do things properly, and only hard work and discipline
makes that happen. Hard work and success make for a good
working environment too, and let’s face it, in these difficult
times if you are spending most of your time at work then you
need to get along with your colleagues and have some fun
too.
At dinner on the last night of The Russia Forum I met a
guy that works for Sberbank Leasing and we were discussing
some of the exciting projects he’s working on, some of the
infrastructure deals in the airline and bridge financing space
which are truly impressive. It got me thinking how we could
develop such products ourselves, achieve a dominant position in this area and put pressure on our competitors.
I actually have two books on the go at the moment.
A) “Subterranean City: Beneath the Streets of London” by
Anthony Clayton. It’s essentially about life underneath
Londoners’ feet and all the stuff that goes on below ground.
B) “Dark Pools” by Scott Patterson. It’s a fascinating story of
how global markets have been hijacked by trading robots, artificial intelligence and how they’ve become so self-directed
that humans can’t predict what they’ll do next.
Do not argue with an idiot. He will drag you down to his
level and beat you with experience.
For a greener world, after all that’s our color.
I tried to think about this in a professional work context, so
one third of me is a juggler, another third is a lion tamer but
the final third is a clown.

I am excited to work at Sberbank CIB as we have the opportunity to build a world-class global investment bank. Clients based in the United States are increasingly interested in
investing in Russia and the CIS, and Sberbank CIB is uniquely
positioned to deliver research, trading capabilities and other
resources to investors. And we expect overtime to add other
geographic centers (Turkey, Eastern Europe...) to our portfolio to offer to investors.
Learning about Russia and the Russian markets and using
this knowledge to deliver Sberbank CIB’s resources to clients.
I am surprised at how little U.S.-based investors know
about Sberbank given its prominent position in Russia/the
CIS.
“Team of Rivals” by Doris Kearns Goodwin, a history of
the life of Abraham Lincoln.
I have many stories and jokes, but prefer to tell them in
person....
My dreams are mostly centered on my four children, that
they grow up happy and are fulfilled.
The trapeze.
■ Andrew Howe
International FI Sales, Director, International FI Sales Subdivision, FICC Division, Global Markets Department
I wanted to work for the largest player in Russia, and to
leverage off its size and competitive advantage.
Knowing that as each day goes past, we get closer to our
goals and little by little things start to improve.
Sberbank Online Banking is not in English.
“The Monk Who Sold His Ferrari” by Robin Sharma.
Youth is wasted on the young.
To retire somewhere exotic surrounded by family and
friends.
The lion tamer or strong man.

Robert Hagon
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What attracts you to working at
Sberbank CIB/Sberbank Private Banking/
Sberbank Asset Management?
What is your biggest motivation at work?
What was the last thing that surprised you?
What are you reading at the moment?
What is your favorite anecdote or joke?
Do you have a dream? If so, what is it?
What is your favorite circus act?
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A DREAM IS
BIGGER THAN
A CAREER OR
AMBITIONS
It’s a very personal question. My dream is connected with
creativity rather than work.
I have to admit that I don’t like the circus. Strangely
enough, my first childhood trip to the circus was the opposite
of what I expected. My attitude to the circus hasn’t changed
since. I still don’t understand the bears on roller skates and
clowns.

■ Vlada Gosal
DCM Managing Director, Investment Banking Department

■ Jonathan Gillbanks
Managing Director, Sberbank Merchant Banking

For me, work is always made up of two components: the
team and the platform. When working on some deals a few
years ago I met the people who are now the key players in
my team. When given the choice, I decided that I wanted to
work with them. This factor – the team – was decisive because I had different options and opportunities. Sberbank’s
Russian platform is also unique.
Seeing satisfied clients who come back to us after successful deals and thereby show that they value our experience and the additional effort that we put in to achieve the
necessary outcome. First we build our reputation and then
maintain it in every transaction. That’s motivating.
The Ancient Romans said: “Nil mirari” – be surprised by
nothing. I think that we’re living in much more civilized times.
If you regard being pleased and unexpectedly delighted by
someone’s talent as being surprised, then I am happy to
say that I am often surprised by talented children. This is a
true pleasure, and I always hope that they will preserve their
talents.
“Aesthetics of the Renaissance” by Aleksei Losev and
“Russia is Bequeathed to All of Us” by Lev Gumilyov. I’m
also rereading Chekhov yet again. I can’t grasp his irony and
every time I interpret it differently. It is very close to me.
It’s hard to say because there are thousands of great anecdotes about various different topics. As a rule, my favorite
jokes are very laconic. Some of the recent jokes that I just
remembered and made me smile: a Georgian restaurant
called “Kamikadze”, and a fur salon called “Umka” (character
from an animated film about a polar bear – Sberbanker).

With its unique position in Russian finance, Sberbank
represents a fantastic platform for the new Merchant Banking
division.
Doing a good deal – particularly if it is complex and it
comes off there is a satisfaction in having achieved it.
At the Ivan Grozny ballet during The Russian Forum, the
actor who played Ivan Grozny threw his staff on the stage
and it landed upright! I still don't understand how he did that!
“How Music Works” by David Byrne (former leader of the
band Talking Heads – Sberbanker).
Cirque du Soleil – a fantastic mix of art, performance and
humor.

Vlada Gosal

Jonathan Gillbanks
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■ Mihail Turlakov
Head of CVA Desk, Director, FICC Division, Global Markets
Department

Peter Holowka

The company’s exciting growth prospects, the people, and
the chance that I have to develop here.

DEVELOPING,
CREATING,
UNDERSTANDING,
ACTING

■ David Theys
Head of TMT, MD, Sector IB, Investment Banking Department
To help build a strong banking franchise combining advisory expertise and balance sheet power.
To be part of the strongest investment/corporate banking
team in Russia and beyond.
When temperatures rose from -20°C to +20°C in about
one month in Moscow. As with the weather, anything is possible. With the right team, every challenge can be turned into
a success.
“The Master and Margarita” by Mikhail Bulgakov.
Anything that shows that someone is not taking himself
too seriously (while respecting others).
Being happy and satisfied for myself and the people closest to me.
Anything with wild animals!

I’m surprised by how fast children grow, my son for example.
“Real Boys: Rescuing Our Sons from the Myths of Boyhood” by William Pollack. It’s about understanding and
bringing up boys.
“Man cannot live by bread alone” – a phrase with a lot of
meanings.
To keep on dreaming.
Animal trainers.
■ Peter Holowka
Head of E-FX, MD, FX Trading, FICC Division, Global Markets
Department

What attracts you to working at
Sberbank CIB/Sberbank Private
Banking/Sberbank Asset Management?
What is your biggest
motivation at work?
What was the last thing
that surprised you?
What are you reading at the moment?
What is your favorite
anecdote or joke?
Do you have a dream? If so, what is it?
What is your favorite circus act?

The challenges of a growing organization.
To build something that will last within Sberbank.
“Inventing Wine: A New History of One of the World's Most
Ancient Pleasures” by Paul Lukas.
The trapeze – it takes precise timing and teamwork.

David Theys
Mihail Turlakov
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■ Eduard Jabarov
DCM Director, Investment Banking Department
In this era of full-on transformation of the investment
banking industry, Sberbank CIB is an unparalleled symbiosis
of a classical commercial bank and a versatile market player.
Now we have to concentrate on correctly and effectively
mobilizing the bank’s resources and profiting from our massive potential.
I don’t require motivation: my work is a way of life and
business has long since been part of my philosophy. Thanks
to business, I have met many interesting people with whom I
socialize both in and out of work.
I was surprised that I’ve been listening to “Shine On You
Crazy Diamond” by Pink Floyd for the past twenty years and
haven’t grown tired of it at all.
I’ve been reading Agniya Barto and Korney Chukovsky
for the past year. Out loud. My son doesn’t understand any
other books yet.
Almost all of Sergei Dovlatov’s aphorisms. For example:
“Mercantilism is mediocrity in disguise. People who write for
money are hacks and so on. In reality, there’s no such thing
as hack work. There is, alas, creative impotence.”
For my parents to live long lives. The rest is in our hands.
I’m not a fan of the circus, mainly because all the acts
with animals involve them suffering and being tormented. If I
had things my way I would prohibit performances of trained
animals at circuses and release all the animals from zoos.
■ Olga Uralskaya
Head of CIB Business Planning & Analysis Division
Very interesting and varied tasks, dynamic business and
excellent team that aims for success.
Results.
By how easy it is to “rob” the audience by removing a
single element of a production such as a prop (this was done
at the Vienna Opera’s performance of “Eugene Onegin”).
I’m rereading Pushkin. “Eugene Onegin” at the moment.
Notice in a newspaper: “Man, 30 y.o., handsome, no bad
habits, works in the oil industry, affluent, has a collection
of ten cars, a villa on the French Riviera, etc. I’m not buying
or selling or looking for anyone. I’m not planning on getting
married. Just boasting.”
To travel to Kamchatka.
Acrobatics.
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What attracts you to working at
Sberbank CIB/Sberbank Private
Banking/Sberbank Asset Management?
What is your biggest
motivation at work?
What was the last thing
that surprised you?
What are you reading at the moment?
What is your favorite
anecdote or joke?
Do you have a dream?
If so, what is it?
What is your favorite circus act?

I find it motivating to work on things that interest me and
work in a team made up of people whom I respect and can
learn something from. It’s also important that my work and
achievements are rewarded sufficiently.
Time and again I am surprised by children: they learn so
fast and are so intelligent and sincere!
Nothing at the moment, I don’t have time. I usually manage to read something when I’m on vacation. I love detective
novels by authors such as Jo Nesbo and Boris Akunin.
I love jokes and I admire people who tell them at the right
moment. But I can never seem to remember them. Although
I do remember this one: Some mice go to a wise owl to ask
for advice on how to avoid being eaten by brazen cats. The
owl says “Become hedgehogs. No one will eat you if you are
prickly!” The mice dash home in delight. After arriving, they
come to their senses and immediately return to the owl: “Owl,
tell us how to become hedgehogs?” The owl replies “My
business is strategy!”
I would like to broaden my experience and live in some
interesting country for a couple of years, preferably by the
sea. Unfortunately, I haven’t had the chance yet.
Frankly speaking, I don’t like the circus. But I do enjoy
watching illusionists and magicians. It reminds me of my work
– marketing.

Olga Uralskaya

Eduard Jabarov

■ Yulia Reuttskaya
Marketing Director

Yulia Reuttskaya

The scale of the project and ambitiousness of the tasks
at hand – we’re building the biggest and most professional
investment bank in Russia.

48

49

k e y

A p p o i n t m e n t s

k e y

A p p o i n t m e n t s

What attracts you to working
at Sberbank CIB/Sberbank Private
Banking/Sberbank Asset Management?
What is your biggest motivation at work?
What was the last thing that surprised you?
What are you reading at the moment?
What is your favorite anecdote or joke?
Do you have a dream? If so, what is it?
What is your favorite circus act?

■ Sergey Khaliullin
IB Director, M&A Execution, Investment Banking Department
I’m inspired by my work with skilled professionals who
have international experience – together we’re trying to
build a world-class investment banking business within the
country’s most important financial institution. During my
first year I’ve taken part in some of the most compelling and
complex M&A projects where clients from various different
sectors relied on our advice.

Vasiliy Sofiyskiy

■ Vasiliy Sofiyskiy
Acting Head of Private Banking Department

EARNING
MONEY AND
CLOSING AS
MANY DEALS AS
POSSIBLE FOR ME,
FOR THE DEPARTMENT AND FOR
THE BANK

Interesting work which is valued by both our clients and
the bank.
Results.
Life continuously surprises me.
“The World According to Garp” by John Irving.
Jokes about Vasily Ivanovich.
I dream a lot.
Clowns.

This spring we took our cat to the dacha. There he met a
female cat and now they are inseparable. Now we’re wondering how to bring our cat home in the fall.
“The Magus” by John Fowles.
The one about the guy who has nothing in his head except a wire that holds his ears in place.
To live in the countryside, far from the hustle and bustle of
the city.
I love acrobatic numbers that involve a large amount of
acrobats and require well-coordinated teamwork.

Sergey Khaliullin
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What attracts you to working at
Sberbank CIB/Sberbank Private Banking/
Sberbank Asset Management?
What is your biggest motivation at work?
What was the last thing that surprised you?
What are you reading at the moment?
What is your favorite anecdote or joke?
Do you have a dream? If so, what is it?
What is your favorite circus act?
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■ Anna Tokaeva
Head of High Net Worth Clients Unit, Managing Director, Private Banking Department
The chance to build a leading provider of Private Banking
services in Russia.

■ Steven Weller
Head of FX Trading, Managing Director, FICC Division, Global
Markets Department
The huge potential of the CIB business at Sberbank.
To utilize my experience to add value to the Sberbank CIB
FX business and be a benefit to my new colleagues.
The temperature in Moscow rising above freezing!
The Ghost by Robert Harris (and The Penguin Russian
Course by John Fennell – of course!)
Knife throwing.

A CARE-FREE
FUTURE FOR MY
CHILDREN
+28°С at the start of May in Moscow!
“Steve Jobs” by Walter Isaacson.
“I don’t think much of that dress” said my mother-in-law
on my wedding day. “Next time I’ll look better!” I answered.
Free parking at Romanov Dvor.
Aerial acrobatics.

Steven Weller
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What attracts you to working at
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Sberbank Asset Management?
What is your biggest motivation at work?
What was the last thing that surprised you?
What are you reading at the moment?
What is your favorite anecdote or joke?
Do you have a dream? If so, what is it?
What is your favorite circus act?
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Dostoevsky’s “The Brothers Karamazov.”
A long-term investment is a short-term investment that
turned sour.
To take part in the Vendee Globe, which is a non-stop
solo sailing race around the globe. If Sberbank is looking for
sponsorship projects…
I have not been to the circus for a long while, I am afraid.
■ Dimitri Casvigny
Head of Industrials, Managing Director, Investment Banking
Department

■ David Le Broussois
Director, Financial Engineering, Structured Products Department

At most other banks, when people talk about optimizing
things they have in mind curtailing areas of business and
reducing personnel numbers. Here things are the other way
It’s a new experience with bright prospects after spending
round – we’re hiring and developing at a rapid pace. We’re
ten years in the industry in London.
optimizing at a completely different level. I always want to
Results.
create and develop things. And that’s exactly what we’re doing at Sberbank CIB.
The chance to carry out major, complex deals that are
widely covered by the media. The opportunity to initiate
those deals and lead the teams that work on them. We call
these deals “elephants.” Elephant hunting has probably
been banned everywhere. However, with us it’s possible.
I’m surprised by how Moscow has changed over the past
few years. Gorky Park is completely different compared to
what it was last summer. Recently, the city introduced plastic
transport cards that are valid on all forms of public transport.
This simplifies things and makes everyday city life more
convenient. I’d probably be very surprised if you were to tell
me that in a couple of years there won’t be any traffic jams
in Moscow. I’d be surprised, but it’s
unlikely that I would believe you.
“The Letter Book,” a novel by
Mikhail Shishkin.
We believe
A rat says to a hamster: “Hamster, why does everyone love you?
that we
We’re both rodents and similar to
should
each other, but I am hated and
feared.” The hamster replies: “Yeah,
we’re similar, but my publicity campaign is much better.”
To find three weeks to travel
together to Kamchatka with my friends. In
August you can watch bears catching fish in the Kurile Lake and ascend the 4,800-meter high
active volcano Klyuchevskaya Sopka.
I am always fascinated by magicians. You know it’s a trick
and you watch so attentively, but you still can’t understand
how it’s done!
m

David Le Broussois
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The Best
of The Best!
The award ceremonies held at the Annual Meetings of Sberbank CIB, Sberbank Asset
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The breakthrough team in Strelka

The large FICC team that was recognized as “Breakthrough of 2012” decided to celebrate
their victory in a fancy Moscow establishment – Strelka Bar. All the participants of the event
were impressed by one of the best views of the Moscow River in town. “Great place, nice
atmosphere. It’s really good that we had a chance to go out all together as a team.” said
Andrew Howe, Director of International FI Sales. “This event was definitely a success! Beautiful
place, great food and lovely company,” added Kirill Zarezov, Head of FIG Sales, Director.

Management and Sberbank Private Banking are an important part of summing up the
previous year. This year awards were only presented to teams. This was not by chance, after
all, the ability to work as a team during a perod of integration is a key skill. The winning teams
were given prize money on the condition that they spend it on a team event. The majority
have already done so and shared their impressions with us.

Charity motor rally

Weekend – a perfect 10

The FICC Sales team which was named “Best Business Team
2012” decided to spend a weekend in Munich. Members
of the team said that the city was welcoming and that they
returned the sentiment. Artem Gorbenko, Senior Sales, FIG
Sales Unit, talked about what the team managed to do in
Munich. “The trip to the capital of Bavaria was the true gem
of the summer. In two days we managed to see practically all
the main attractions of this ancient city. We also plunged into
the friendly atmosphere of the city’s restaurants and had great
conversations.” Oleg Parfenov, FIG Sales Unit, said a special
thank you to the organizers of the trip. “It was a great choice
and an excellent chance to get to know new colleagues in an
informal setting,” added Yuriy Kazimirov, Sales, FIG Sales Unit.
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Sberbank CIB’s Division for Valuation & Collateral
Operations which received the title of “Best
Support Team of 2012”, decided to not only
have a good time together, but also to help
orphans: they took part in the sixth charity
motor rally of Olympic champions “Light Your
Olympic Fire!”, which was dedicated to the 2014
Winter Olympics in Sochi. In May thirty of Russia’s biggest sportspeople travelled
through eight Russian regions. A bus that transported sports equipment and
sportswear for four children’s homes also travelled in the column. Some of these
gifts were purchased using the Division for Valuation & Collateral Operations’
prize money. Our colleagues took part in the first two stages of the motor rally.
First they visited the opening ceremony held on Vasilevsky Spusk. During the
ceremony they gave gifts to children from Moscow children’s homes and then
together with the Olympians they set off to the Popov Azarovsky Children’s Home
in Kaluga. A participant from the winning team, Olga Vetrova, Analyst, Collateral
Monitoring & Registration Group, shared her impressions: “The children gave us a
surprisingly warm reception: they asked the Olympians about everything, told us
about their own achievements and even put on a little performance. During the concert there
were a few hitches because the children were nervous, however this made their performance
even more touching. It was a pleasant and friendly meeting, and it really benefitted the children
as they just don’t get enough attention and care.” At the end of the event the Olympians
and colleagues from our Division awarded children with sports gifts: clothes, balls, skis.
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One time in Odessa

Going higher, higher and higher!

At the end of March, the team that arranged Sberbank’s largest loan deal of the year 2012 – the financing of the
acquisition of MegaFon and Telecominvest shares – gathered together at the restaurant SIXTY. Located on the 62nd
floor of the Federation Tower, SIXTY is the highest restaurant in Europe. Together with their clients – managers
from MegaFon and USM Advisors – the team celebrated their victory in the category “Best Sberbank CIB Loan
Deal for 2012”. The MegaFon deal was recognized not only within the bank but also
by the business community, as it earned second place in the ranking of the ten largest
deals in the Russian M&A market in 2012 according to RBC. The deal paved the way for
the subsequent IPO by MegaFon. “We worked on this very difficult deal for over a year.
However, what’s important is that we were able to close it in just eight hours – a record
short period of time,” said Ivan Sinchilo, Deputy Head of the Corporate Clients Division at
Sberbank CIB. “The deal was made possible by the well-coordinated and precise work
of the client and loan units of the TMT sector.” Upon conclusion of the deal, MegaFon
majority shareholder Alisher Usmanov sent a letter to Sberbank CEO, Chairman of the
Board Herman Gref expressing his thanks for the excellent work of the Sberbank team.
The team decided to donate the unused funds from the prize to the Ilinsky orphanage.

The best teams that were awarded at the Annual Meeting of
Sberbank Asset Management and Sberbank Private Banking
went on a weekend trip to Odessa. The program for their trip was
very eventful. Our colleagues got to know “criminal Odessa.” They
found out where Mishka Yaponchik (real name: Mikhail Yakovlevich
Vinnitsky) – the basis for Babel’s Benya Krik – was born, discovered
where the city’s most famous school of thieves had been located,
listened to tales about Sonka the Golden Hand and Grigory Kotovsky,
Ataman Grigoriev, the old Odessa jail and the catacombs. After this the
winners set off to find Madam Petukhova’s jewelry. The leader of the
quest was the great schemer comrade Bender. Under his leadership the
participants transformed the Odessa landscape, declared their love to
Odessites, learned Esperanto and filmed a silent movie. A participant
from one of the teams, Anastasia Shapovalova, Client Manager, Domestic
Sales, Sberbank Asset Management, shared her impressions of the
trip: “The program of the trip was so well put together that there was
never a dull moment. The interactive quest with comrade Bender was
especially entertaining. This trip definitely helped to bring our team
together more and gave us the strength to make new achievements!”

Circus! Circus! Circus!

Fresh breeze

The team that received the “Best IB Deal for 2012” award for Sberbank’s
SPO spent the weekend enjoying the fresh air and nature while staying at
the Svezhy Veter (Fresh Breeze) hotel which is located 45 km from Moscow.
The crew stayed busy riding bikes and quadracycles, playing
badminton, billiards, bowling and fishing, relaxing in the spa
zone and much more. The culmination was a celebratory
lakeside barbeque. Everyone had a good time despite the
long trek to get there. Maxim Krutko, IB Vice-President, FIG,
shared his impressions: “I liked riding quadracycles and
going bowling the most. That’s what I had time for. The hotel
had a very good pool, basketball court, a football pitch and
volleyball court and a decent fitness room. In my opinion,
this trip was a great idea.” Other members of the team
commented: “We liked spending most of the evening on
the terrace. It’d be nice to take this kind of trip more often.”
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The risk team and legal team of Sberbank CIB, who won the “Thank You
of the Year Award”, were given a special prize – tickets to a Cirque du
Soleil show where, according to Nina Mostakova, Senior Credit Analyst, Risk
Management Division, they “immersed themselves in the sunny world of
a carefree childhood.” The team recounted that they witnessed an amazing
and exciting circus presentation in which the action took place at several
different levels at once. It was hard to focus on just one thing. The splendor
of the decorations and animation of the sets were breathtaking. The musical
accompaniment was also captivating. Fedor Novozhilov, Senior Collateral
Risk Analyst, really liked the fire show, gymnast routine, and acrobats.
Viktor Davydov, Chief Specialist, Risk Management Methodology and
New Project Coordination, was impressed with the courage of the artists which performed their tricks
with no safety nets, all while jumping 4-5 meters in the air. “All the routines were highly entertaining,
effective and very striking. Everything has been thought through to the smallest detail. From the
amazing beauty, dynamism, teamwork, to the fluidity with which it was all performed,” added Nina.

Not all the winners have spent their prizes or shared their impressions. Still to come are the celebrations of the
team who won the category “Best GM Deal” for organizing fuel hedging for Aeroflot and the “Best Business
Team” – the Industrial Group of the Corporate Clients Division. Very soon the team responsible for the “Best
Cross (Multi-product) Deal” (Financing of 01 Properties’ acquisition of White Square Business Center) will talk to
us about their trip to London and share some photos.
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S: Tell us about your joint projects with Sberbank CIB.
K. K.: Sberbank CIB employees often make donations, for example, by transferring money from their salaries. I’m grateful
that your employees take part in our campaigns and support
our common cause. I hope that this participation brings joy
and is a benefit to both parties. On January 25, a charity sale
of Troika Dialog branded items was held in the art gallery of the
Romanov Dvor business center. This was an important event
for employees of the former Troika, who gladly purchased mementos of the company. Also, it helped us raise 350,000 rubles
for our foundation’s programs.

You have probably heard about Sberbank CIB’s Charitable Committee, the aim of which is to help each other help others.
We assist commercial organizations and private individuals carry out their charitable activities more efficiently and

S: What advice would you give to those who want to get
involved in charity but don’t know where to start?
K. K.: If you want to help by donating money, then above all
you need to decide on whom to help. Select one or several
funds that resonate with you the most and focus on the problems that concern you. Use a foundation’s reputation, transparency and willingness to report as a guide. That way you can
be sure that your money will be spent honestly.

professionally and also consult not-for-profit organizations and charitable foundations on matters of strategic development.
We continue to work with the Gift of Life Foundation, a partnership that began in 2009. In 2012, we started supporting
two more charities: in September we began cooperating with Artist Charitable Foundation for Supporting Actors, an
organization that helps elderly artists, and in December we began working with the Konstantin Khabensky Foundation,
which provides assistance to children with cancer. Their founders, People's Artist of Russia Konstantin Khabensky and
Distinguished Actress of Russia Maria Mironova, will talk in detail about the tasks of their foundations.

Sberbanker: Konstantin, tell us how it all began.
Konstantin Khabensky: Everyone finds their own way to the
world of charity. In my case, the creation of the foundation was
the continuation of the path my life was on. Since its creation
five years ago, the foundation continues to be important to
me. When you start getting involved in the problems facing the
people whom you are trying to help, it becomes clear whether
or not you are in it for the long run. And if you stay, it means
that you’re going to keep on helping people.
S: What have you achieved in those five years?
K. K.: Our motto is “One life saved is yet another life saved.”
We sincerely believe in this. Instead of getting caught up in
worrying about the scale of our operations, we tried to help
those whom we were able to help and not create unrealistic expectations. We have aided seventy-nine children in five years.
Is this a lot or a little? After all, every life is priceless.
But on the other hand, if you can do more, then
why not try? So in 2013, with direct support
from Sberbank CIB, we decided to take the
foundation to a new level in terms of scope
and responsibility in order to help even more
children.

Now MTS subscribers
can conveniently make
donations directly to the
Konstantin Khabensky
Foundation. It’s very
simple: type *700# into
your mobile phone,
follow the prompts
given by the interactive
menu, type in the amount

you wish to donate, and
then confirm. You will
receive a free SMS from
the service number 6996
asking you to confirm
your donation amount.
You can confirm by
sending a reply to the
message (the reply is
free if you are in Russia).

S: How did the foundation begin collaborating
with Sberbank CIB?
K. K.: In late 2012, I became acquainted with Gor Nakhapetyan (Vice President of Sberbank, previously Head of the
President’s Office, Managing Director at Sberbank CIB and a
Troika Dialog Partner – Sberbanker). Gor suggested that we
add a few highly-qualified people to our team who could help
us develop various areas of the foundation’s work. I agreed,
and since then we have become much more active and have
entered the big league. With the help of Sberbank CIB, among
others, our new employees hold various large fundraisers, find
new partners, make the organization more transparent and
introduce principles that help the foundation win the trust of a
broad audience.
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Every month we hold small
internal fundraising and
volunteer events that you can
read about on the Intranet
or in the Weekly News at a
Glance. We will be delighted
if you decide to take part.
Additionally, you can
participate in Charitable
Committee meetings. We
announce the dates of the
meetings beforehand in the
Charity Forum on the Intranet
and in the weekly news. We
will be pleased to advise
you on any matters related
to charity. We’ll explain
tax rebates, tell you where

For those who want to launch a charity project or foundation
yourself, I recommend first going in for volunteer work. You’ll
realize how difficult it is. If that doesn’t faze you, next you
need to figure out what area of charity to focus on. In all the
rest, may your path be lined with good luck and kind people!

to donate warm clothing,
which places are in need of
volunteer work, who needs
medicine, and how to send
money. We work closely
with a number of charitable
organizations and can help
you organize nearly any
charity initiative that you
may have in mind. We are
also ready to hear even the
craziest ideas and will be
happy to participate in your
charity projects.
If you have any questions or
would like to help, please
write to
Charity@sberbank-cib.ru.

The Konstantin Khabensky Foundation was created in 2008.
The foundation provides support to children with oncological diseases and serious diseases of the brain. Its main activities are: helping to organize medical
examinations and treatment for children, purchasing medicines, organizing rehabilitation programs, and assisting Russian medical facilities that diagnose and treat
children with brain diseases. The foundation also works to increase the level of qualification of doctors and provides advice to parents aimed at improving early
diagnosis of severe diseases of the brain.
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Artist Charitable Foundation for Supporting Actors
was founded in 2008 by People’s Artist of Russia
Yevgeny Mironov, Distinguished Actress of Russia
Maria Mironova, Distinguished Actor of Russia
Igor Vernik and journalist and producer Natalia
Shaginyan-Nidem. The foundation aims to
encourage people to think about those who have
dedicated their lives to art, but today cannot live
a full life. Artist’s mission is to provide material
and moral support to elderly cinema and theater

Sberbanker: Maria, you spend a lot of time and effort working on the Artist Charity
Foundation. Why did you choose this foundation? How did it all start?
Maria Mironova: Artist, a foundation that is primarily concerned about the
welfare of veteran actors and elderly theater workers, has existed for almost five
years and is a vital part of my life. It began with a conversation that I had with
Margarita Eskina, Director of the House of Actors. I was always amazed by her
spirit. When we struck up a relationship she was already a wheelchair-bound senior
citizen, but despite this she continued to work and help people. She was so enthusiastic, so caring that it was impossible not to admire her. At some point, I realized
that I wanted to help her, to do something for the House of Actors. So I organized
an evening for veteran actors and bought presents for them… I’ll never forget how
they reacted. Their tears of gratitude produced such a strong impression on me,
they changed the way that I think. Two months after that momentous evening I
phoned my friend Yevgeny Mironov, who, incidentally, had been thinking about
philanthropy for a long time. Together we founded Artist Foundation. Every year
more and more people help the foundation. Igor Vernik and Natalia ShaginyanNidem also became co-founders.

actors who are in difficult situations.

S: Maria, what exactly does the foundation do?
M. M.: What do we do? Everything. We inherited a card index from Margarita
Eskina that contained the names of 1,500 retired performers. We added to this a
list from St. Petersburg and then began working in that city, too. Senior citizens
are in need of basic help and support. Providing medicines, treatment, rehabilitation, cleaning services, and household appliances are the main tasks. Besides
this, they simply need attention so that they don’t feel like they’ve been
abandoned. We try to congratulate them on holidays and special dates,
and sometimes just drop in to see how they’re keeping.

Maria Mironova:

“WHAT DO WE DO?
EVERYTHING.”
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S: But why this sort of assistance?
M. M.: Without the past there is no future. This is the pattern of life, the natural
link between generations. In any normal family, grandmother and grandfather are
not abandoned when they retire, fall ill or become infirm. My grandmother, Maria
Mironova, used to say that Ya (also the Russian word for I - Sberbanker) is the last
letter of the Russian alphabet. Several generations existed before I did and thanks
to them I exist. You should never forget that.
S: How did the foundation begin working with Sberbank CIB? What joint projects
have you carried out?
М. М.: Things kicked off in 2012 when we asked Sberbank CIB’s Charitable Committee to advise us on strategy and management issues. Then there was the event
held at the Moscow City Golf Club on October 5, 2012, to celebrate Sberbank CIB’s
birthday. During the celebration, an auction was held and the funds raised were
donated to our foundation. Thanks to the money raised we were able to do a great
deal. This definitely helped us to develop. On behalf of all the founders of Artist, I
would like to say thank you to Sberbank CIB for taking part in our foundation and
helping it to grow.
S: Many people say that they would like to help but don’t bother because they have
no idea where to start. What advice can you give?
М. М.: Slow and steady wins the race. Any big endeavor is the sum of a number of
very small, precise actions. One step, two steps, three – and before you know
it you’ve walked a kilometer. Volunteering is a fine example of this. Volunteer projects often grow into major charity organizations. A volunteer
movement is a group of likeminded people. Someone finds time in his
tight schedule, tears himself away from the sofa, or from work, or
just stops thinking about his own problems for an hour, and decides
to clean the windows of the apartment of an aged and lonely artist.
And at some point other people who are just as young and busy
also find some spare time and decide to help too. This group of likeminded people is already capable of doing more than just cleaning
windows.
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This year The Russia Forum, Sberbank’s main client event, was
attended by over 2,200 people. The Forum organizational team
was made up of no more than 20 employees of Sberbank and
Sberbank CIB. While the economists and politicians were busy
answering questions about the future of Russia and the world, the
organizers were doing their utmost to ensure that the Forum was
a comfortable place to work and communicate. Here are a few
fun episodes from behind the scenes of the Forum narrated by the
organizers of this entirely serious event.

f o r u m

ALEXEY GRENKOV, MANAGING DIRECTOR,
INTERNATIONAL COVERAGE, INVESTMENT
BANKING DEPARTMENT:

POLINA AMOSOVA, SPECIALIST,
COMMUNICATION MATERIALS PRODUCTION
GROUP, SBERBANK:

The tech team spent a few hours configuring and checking
equipment on the eve of the CNBC debates that were broadcast
live around the world. So equipment was on everyone’s mind the
next day when famous TV anchor Geoff Cutmore unexpectedly
froze after giving a scintillating opening speech; the organizational
team broke out in a cold sweat thinking that there was a problem
with the equipment. He just went silent for about a minute and
didn’t move. Yet it turned out that it was not a glitch. After Geoff’s
minute of silence he continued the debate in an upbeat manner.
We still don’t know what happened.

On the day before the opening of the Forum, Stanislav Kuznetsov
(Deputy Chairman of the Board at Sberbank – Sberbanker), who
was in charge of general preparations, noticed that the uniforms
of the promo personnel looked a bit drab and asked us to do
something about it. So we did some experimenting. The next day
all the girls met the Forum guests wearing bright silk sashes. No
one realized that it was possible to make something that beautiful
out of the ribbons used to decorate the tables in the catering area.

The Russia
Forum
2013
DMITRY YUSOV, HEAD OF STRATEGY AND
CHANGE GROUP, SBERBANK CIB:

YULIA REUTTSKAYA, MARKETING DIRECTOR,
SBERBANK CIB:

When preparing for such major events the amount of tension is
off the scale. All the same, the consideration that people showed
each other was memorable. I remember how I found a spare
minute to take a tea break. At the buffet I bumped into a close
acquaintance, but I didn’t manage to say a word to him: after I
took three phone calls and answered five text messages he said:
“Maybe I should bring you a cup of tea?” And he did.

The speakers list kept changing, almost until the day before the
event. We tried to stay on our guard even though we assumed
that the President of Russia wouldn’t be able to attend the Forum.
So when Alexey Grenkov, head of the Forum organizational team,
sent me an email on April 1 saying that Vladimir Vladimirovich was
coming, I put the preparation campaign in motion without even
blinking. Only at the end of the day was I informed that it was an
April Fools’ joke. My colleagues told me about another amusing
thing that happened on the first day of the Forum. A reception
for participants of the one-on-one meetings was organized on
the 2nd floor of Manon restaurant. At the same time, however, a
casting session for go-go girls was being held on the 1st floor. For
us it was a surprise, but our guests saw the humorous side to it.

MARIA GAVRILOVA, ASSISTANT, MARKETING
DEPARTMENT, SBERBANK CIB:

One of the cultural events of the Forum was a performance of
the ballet “Ivan Grozny” at the Bolshoi Theater. We had around
500 tickets marked “limited visibility” which we couldn’t give to
clients. We decided to hand them out to employees. That day our
department became the most popular division in the company
and the tickets were snapped up in an hour. The chance to go
to the Bolshoi had a magical effect on the Forum delegates too.
Some speakers who claimed that they couldn’t attend the Forum
changed their plans when they found out about our cultural
program.
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ALEKSEI GUTSEV, HEAD OF THE
ORGANIZATIONAL GROUP, ADMINISTRATIVE
DIVISION, SBERBANK:

VERA ORLOVA, EVENT MANAGER, MARKETING
DEPARTMENT, SBERBANK CIB:

At every event there are aspects of the organization that its
participants can see and assess. There is also unseen work that is
no less important and without which the event would simply not
take place. You can’t imagine just how many people were involved
in getting Russian visas for foreign speakers and the amount of
agreements that were made in order to simplify this procedure.
The management of the central office of the Russian Ministry of
Foreign Affairs and Russian consulates worldwide were involved
in solving this task. The heads and employees of all visa centers
were informed about the preparations for the event. But like all
creative people, our speakers often forgot something or didn’t
follow instructions. This meant that often we had to guide them to
visa centers by phone and then wait around on other phone lines
in order to find out from the centers’ employees what room to
go into, who would meet our speakers, how to avoid queues and
where to pick up the passport with the freshly issued Russian visa.
However, now we understand that our teams – Sberbank and
Sberbank CIB – are not just united by a common business, but are
also very good at resolving complex tasks together.

I’ve got a funny story about one of the foreign speakers. He asked
for the details of the taxi driver who was supposed to meet him at
the airport. I hastened to assure him that we would definitely send
a car, but the driver’s details would only be available on the day of
his flight, and so the driver would be waiting at the airport with a
name board. In reply I received an email written in perfect Russian
– “Give us his details, we’ll figure it out without the half-liter.” It
turned out that our guest spoke Russian very well and also had a
good sense of humor.

EKATERINA PUTIVLSKAYA, HEAD OF MARKETING
COMMUNICATIONS, SBERBANK CIB:
In the past, the conference book for the Forum has always been
printed in a rush because of the large number of last-minute
changes and adjustments. I had prepared myself for the usual
feat, so when we received the conference books I couldn’t believe
that we had released them in good time and without any slip ups.
How did we manage it? It was thanks to the unbelievably wellcoordinated work done by Marketing, PR, and the coordinators of
the discussion panels, who worked according to this configuration
for the first time. The professionalism of our contractors definitely
deserves a mention too.
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In this issue we decided to revive
the “Leisure” section of our magazine.
This time we asked colleagues to tell us
about the things that made the biggest
impression on them: books, films,
exhibitions, theatrical performances,
travelling. To our surprise, travelling
turned out to be the most popular topic.
As we are currently in the vacation season,
perhaps these stories will inspire
you to go on that exotic trip
that you’ve been dreaming
of for a long time.
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AT I SPENT IN NAMIBIA THIS
DURING THE TWO WEEKS THRD OF RUSSIAN. IT SEEMS LIKE
APRIL, I DIDN’T HEAR A WO LERS AREN’T VERY WELL AWARE
RUSSIAN-SPEAKING TRAVEL RPRISING BECAUSE NAMIBIA IS
OF THIS COUNTRY. THIS IS SUUR FIRST EVER SAFARI.
A FINE DESTINATION FOR YO

Ekaterina Junghans
Marketing & Public
Relations Manager,
d) AG
Sberbank (Switzerlan
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Almost all the tourists who visit Namibia are from Germany and
most of them are over fifty. In the past, this country was a
German colony for a short period. This had a positive effect on
the development of the tourism infrastructure. In Namibia, it’s
no more difficult to move round the country than it is in Italy.
Although Namibia is three times larger than the United
Kingdom, it has the second lowest population density in
the world (only Mongolia’s population is more spaced out). It is
a large, arid land, with no more than ten inhabited areas that
pass for cities. However, visiting cities is of little interest to
tourists here. Instead, they are just a point of arrival and a place
where a car can be hired. The massive expanses of desert,
open dome of the sky, amazingly bright stars, sunsets above
the savannah, full moon in the wilderness, views and
panoramas are what matters. Thanks to the well-developed
tourism infrastructure, there is no need to sleep in a tent
or cook your food over a fire, although you may do so
everywhere if you wish. In other words, it’s possible to both
travel and relax in comfort with panorama views of the
savannah and wild animals gathered at one of the many
artificially illuminated waterholes. You can walk through the
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desert, gaze in wonder at the diverse flora and fauna, and
study the tracks that bugs and lizards have made in the sand.
You can go horse riding and check out the trails of wild
cloven-hoofed animals that are related to horses and not afraid
of humans. You can marvel at the starry night sky of the
southern hemisphere – Namibia is one of the three best places
for stargazing together with Chili and Hawaii. Or you can simply
drink Aperol and champagne on the terrace while watching
the sun set over the African horizon. And finally, Namibia has
another important advantage: Russian citizens can visit
the country for up to ninety days visa-free.
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Everything in Japan is astounding, starting from the visas that
are a challenge to get. A fifteen-day Japanese visa costs the
same as a two-year UK visa! The first thing that amazed me upon
arriving in Japan was the Matcha Latte in Starbucks. Buy a cup of
this drink – a latte with finely milled powdered green tea that is
extremely popular in Japan – and you’ll be hooked on matcha
for the entire trip.

TOKYO

L E I S U R E

everyday life in the Japan of the 16th-18th centuries. But the most
unbelievable thing is the sakura! Enormous amounts of cherry
blossom flowers at the start of May (much later than in Tokyo and
further west) and is a delightful sight for both tourists and locals alike.

HAKONE
This is the “Japanese Switzerland.” It’s a picturesque area with lakes,
hot springs, spa resorts, and forests. Hakone is located between Tokyo
and Mount Fuji, which can be seen from certain points of the town.

It’s truly the city of the future. But no, it doesn’t have flying cars yet.
On the contrary, most of the taxis in Tokyo are so old that even the
Ford Focus taxis that you see in Moscow are more modern. Also,
they have these things on the seats – white lace covers – and the
drivers wear white gloves. It’s old school, and by no means cheap.

BORDEAUX
TRAVELS

BLOSSOMING
SAKURA

Vadim Logofet

SPITABLE AND TREAT
THE JAPANESE ARE VERY HO TS WITH GREAT RESPECT.
EACH OTHER AND THEIR GUESST IMPRESSIONS OF MY TRIP.
THAT WAS ONE OF THE BIGGE

Senior Banker,
Managing Director –
Division,
nts
Clie
ate
Corpor
artment
Client Management Dep

The scale of the engineering in Tokyo is amazing. Architecture,
infrastructure, underground and overground railway
transportation… it’s astonishing how well every detail has been
thought through. It’s so convenient, so “made with people in mind,”
that it’s sickening! But when the adaptation period ends, you stop
comparing everything to Russia and simply start enjoying this
diverse city.

KYOTO
The ancient capital of Japan left me with mixed impressions. This is a
city of a thousand temples (although no more of a dozen of them are
authentic – the originals were destroyed by shoguns, wars, tsunamis),
old-fashioned neighborhoods, and very unsightly structures and
buildings. I’ll definitely return to Kyoto to take another look.

KAKUNODATE
Not everyone will want to travel for almost three hours (650 km) north
of Tokyo, but it’s definitely worth it! This small town has retained the
history and heritage of the samurais. This can be felt in its houses,
museums, and small streets. In Kakunodate it’s easy to imagine

at the estate where it is made.
I decided on Chateau Figeac – one of the
oldest wineries in the region. During such
tours you are shown every stage of wine production,
from the vineyard to the finished product that is ready to be
sold. The highlight of the tour is the tasting, when they offer
several wines for you to sample and then discuss and compare.
Pauillac is another interesting destination. Some of the greatest
wine in the world is produced in the environs of Pauillac. A small
road leads to this town from Bordeaux, passing through the
towns of Margaux and Saint-Estèphe and enormous
vineyards. These three towns differ from Saint-Е́milion
in terms of their architecture: all the chateaus were built

A couple of years ago I became really interested in
winemaking. I started with wine tasting and reading books
and magazines about wine. Then I realized that I wanted to see
how wine was created! I chose perhaps the most famous
winemaking region in the world – Bordeaux. The only
interesting thing about the city of Bordeaux is its wonderful
historic center: here you can find classical narrow European
streets dotted with small cafes and restaurants, pigeons in the
squares, and amicable Frenchmen who are glad to hear the
Russian language. Accommodation is easy to find in the region,
in fact, in the outskirts of Bordeaux there are several castles in
which you can rent out small rooms or luxurious suites. These
chateaus are the best places to stay as they are unusual,

EAUX TO ANYONE
I HIGHLY RECOMMEND BORDVARIETY
WHO WANTS TO ADD SOME IING HOLIDAY
TO THE USUAL BEACH OR SK TO FRANCE.
AND DISCOVER A NEW SIDE

Oleg Goranskiy
Senior Lawyer,
AM Legal,
Asset Management

in the 17th-18th centuries and adapted to suit the needs
of the wine industry. Obviously it’s impossible to leave this place
without sampling some of the great local wine and buying
a couple of bottles of it at a fraction of what they would cost
in Russia. The third destination on my itinerary was the
Sauternes region, home to some of the world’s most famous
sweet white wines. In Russia these wines had their heyday in
the 19th century. The imperial court drank them and they were
so popular that Alexander II purchased grapevines from
Sauternes and instructed to have them planted in the Crimea
and southern Russia. They say that the Russian Sauternes was
even better than the French original. As my trip took place in
mid-September, all the estates were either gathering or
preparing to gather the grape harvest. In Sauternes, this process
is rather unusual: the winemakers wait until the grapes start
turning into raisins and then start collecting them by hand,
berry by berry. I highly recommend Bordeaux to anyone who
wants to add some variety to the usual beach or skiing holiday
and discover a new side to France.

DISNEYSEA & DISNEYLAND IN TOKYO
Two massive theme parks that are a 15 minute ride from Tokyo.
A must see if you’re travelling with children. Like other Disney
theme parks, this place is home to Mickey Mouse and his many
friends. For adults, Mickey Mouse and co. can seem over the top,
however for kids it’s pure excitement and they usually aren’t
even tired at 10 pm—even after 12 hours of fun!
Also Japan has extremely tasty and fresh food, regardless
of what restaurant or bar you choose. No matter how much
borsht or meat cutlets I eat, I still can’t forget the taste of sashimi,
seafood, noodles and marbled meat.
The Japanese are very hospitable and treat each other and
their guests with great respect. That was one of the biggest
impressions of my trip.
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memorable and have goods views of either vineyards or the
River Dordogne to boot.
The first thing that you need to see is the town of Saint-Е́milion.
It was built in the 8th century on top of a huge limestone hill. As
the town developed, the limestone needed to build it was mined
from under the ground. This created a large number of artificial
grottos that eventually became excellent wine cellars.
Immediately you understand that wine is what makes this town
tick. There are wine shops, wine tasting sessions, wine
restaurants, and many old bottles in shop windows. But what
would a wine tour be without some wine tasting? Here, tours are
offered in every shop, although it’s always better to taste wine
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— Do you know why people
have eyes facing forwards?
When you see your goal it’s
much easier to approach
it moving forwards than
backwards. If you had eyes
in the back of your head you
would only see the things
that you are leaving behind.
It would prevent you from
going forward. With frontfacing eyes you can see that
your goal is gradually getting
closer. <…> There’s something
else too: you can see those
who are ahead of you.
Heaven-Piercing
Gurren Lagann

In 2012, the joint team started using
uniform work evaluation and target
setting methods. This guide shows

cycle looks like, its stages, and also

GO
FG
OA
LS

resources and authority necessary to complete it.
esult-oriented – ensure that your goals are aimed

at achieving the overall objective of the division.
ime-bound – set deadlines
for your goals.
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KPIs/Projects and competencies are assessed using a tenpoint scale. Remember that 100% fulfilment corresponds
to 5-6 points (C). 9-10 points (A) are awarded for an
exceptional and almost unbelievably good result.
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Setting of goals and
IE AN
evaluation is now carried

5

TIN

challenging/motivational and that you have the

360° Review – you, your supervisor/subordinates, and also colleagues from
your department and other departments evaluate you according to competencies.

★ Client-oriented approach
★ Team player
★ Effective communication skills
★ Innovative approach
★ Leadership and organization
skills (for supervisors)
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chievable – make sure that tasks are sufficiently
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easurable – use quantitative
and qualitative indicators.
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RY-

“I will make money,” “I will tame.”

JANU

RUA

pecific – use the future tense:

4
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1

When
you know your
objective you try
to find the shortest
path to achieving it.

THE SMART PRINCIPLE
WILL HELP YOU WORD
OBJECTIVES CLEARLY

T

2

1

Projects are tasks/projects that have set start and finish dates
and aim to create new or alter existing processes. As a rule, all
projects have specific clients – either a manager or a division that
needs the project to be completed. Examples of projects: ”introduce
a new procedure for fining people for damaging props,” “launch
the new performance ‘Tigers and deer do not stroll together.’”

S
M
A
R

Evaluation of KPIs/Projects – you and your supervisor assess
the fulfilment of plans made at the goal setting stage.

provides tips and recommendations.

KPIs are key indicators of the effectiveness of regular, operational
processes. Examples of KPIs: “swallow no fewer than … swords,” “feed
the tigers no less than … kg of meat per day,” “sell … worth of
tickets,” “fly under the big top without a safety net at least … times.”

2 3

EVALUATION OF KPIs*/
PROJECTS + 360°

what the review and goal setting

SETTING OF GOALS
GOALS INCLUDE KPIs*
AND PROJECTS

R
E
V
I
E

out using the single IT
platform SAP Performance
Management.
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At a job interview:
– Name three negative
qualities that you possess.
– Harshness… kindness…
– ???
– And two-facedness.

* Key Performance
Indicators is a tool
for measuring goals.
The technique of setting,
reviewing and monitoring
goals and tasks amount
to a concept called
“management by objectives”
which is at the heart
of modern management.
Management by objectives
was invented by Peter
Drucker. He transformed
management – unpopular
and unvalued in the
1950s – into a science.
Mr. Drucker coined a phrase
that has become a proverb
for businessmen: “If you
can’t measure it, you can’t
manage it.”
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