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Pat Davis Szymczak

ON is a leading technology-focused seismic solutions com-

pany that provides advanced acquisition equipment, soft-

ware and planning and seismic processing services to the
global oil & gas industry. Here Oil&Gas Eurasia talks with Jean
Januard, ION’s Vice President, Russia and CIS about the chal-
lenges facing the industry in 2009.

0Oil&Gas Eurasia: Did the industry anticipate the fall in
oil prices?

Jean Januard: In 2008 we saw skyrocketing demand with
oil prices reaching $147 a barrel. What that meant for various
regions of the world, but particularly was true for the Middle
East, China, Russia and the CIS, was that many companies
increased their capacity, raised channel counts, hired more
seismic crews. For ION, that meant more equipment sales. I

a1 dasuc LWnmyak

ON - Beiymias KOMIIaHHUsA, NPEIAramomas KOMIUIEKCHbBIE
pemeHuss Ha 6a3e BBICOKHMX TEXHOJIOIMI CEHCMOPA3BEIKH,
TIOCTAB/LIIONIAS IEPEFOBOE OOOPYIOBAHUE I COOPA JAHHBIX,
IPOIPAMMHOE OOECIIEYECHUE U YCIAYTHU B OOJIACTH IUTAHUPOBAHUS
padotr u 06pabOTKU CEHCMUYECKUX JTAHHBIX U1 HedTera3oBou
orpaciu 110 BceMy Mupy. Kypaan Hed1ob u a3 EBpasust ONPOCHI
7Kana JKaHroapa, surie-npesujeHra komnanuu ION no Poccun u
crpanam CHI, OCTaHOBUTBCA HA OCHOBHBIX IIPOGJIEMAX, C KOTOPBIMH
oTpacIb cToKHeTCA B 2009 ropy.
Hedr1s 1 I'az EBpasusa: OXuaIoCh U MMAJEHUE IIEH Ha
HedTB?
Kan JKanroap: 2008 roj; mpoIeMOHCTPHUPOBAT HAM 3200-
JIAYHBIN POCT CIIPOCA U B3J€T HEPTIHBIX IeH 10 $147 3a 6ap-
penb. i MHOTHX PETMOHOB MHPA H, B IIEPBYIO OYEPEND, I
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@ ION's Jean Januard, Vice President,
Russia & CIS.

@ Xau XaHioap, BuLe-npesnaent
komnaxuu ION no Poccum u cTpaHam
CHI.

would say the market was really boom-
ing until mid-year and for certain types
of business it was even booming up
until September. We knew commodity
prices were very high but nobody was
expecting such a quick and steep fall.

OGE: Can you be a bit more spe-
cific about Russia?

Januard: Specifically for Russia,
the market was certainly booming up
to the point that oil companies and
seismic contractors finalized their
plans for 2009. Some had already made
steps towards '09 in terms of signing

contracts, making commitments, hir-
ing people, sometimes even moving
equipment to remote places in such
cases as, to reach the far North you need
to use rivers and can only do so before
the water freezes.

So in the fall, the market collapsed and with it the price
of oil while contractors were gearing up for the winter season,
and sometimes making pretty strong financial commitments.
In October and November there were very diverse rumors in
the marketplace about not only job cuts but also about cuts
in the book of business, in the orders of leading oil companies
including state-owned oil companies, smaller players, and
western players in Russia. Actually, in November-December we
figured out that the cuts were not as huge as expected. And we
went back and made a more cautious and conservative assess-
ment of what the 2008-2009 winter season would look like.

For ION, 2008 was a very successful year in terms of
acquired business and with such a year behind us, ION’s posi-
tion today is quite different both globally and in Russia from
what it was at the end of 2007.

OGE: What do you expect in 2009?

Januard:Since 2006, we had been on an up-cycle. Demand
was high in terms of equipment sales and especially in terms of
the more expensive, high-tech equipment. Now what we see
and predict is probably a lower demand for new equipment
because there are roughly no new crews, no increase in chan-
nel count; no market growth. But oil companies are refocusing
their attention on getting better value for money. So if in past
years they invested in new seismic acquisition, it is likely that
now theyll want to use this investment and reprocess their
data or process it with higher technology so as to get better
value.

SOURCE / UCTOYHMK: ION

OcHoBoM ycnexa B 2009 roay 6yner
noAxoA K Kio4eBbiM 3aKa34uuKam
M BbIICHEHME UX NoTpebHoCTEN

The path to success in 2009 is to
get to key customers and find out
what they need from you
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bmxknaero Bocroka, Kuras, Poccun u crpan CHI, 3T0 03Ha4as1o
YBEINYEHNE MHOTMMH KOMIIAHUAMH KOJIMYECTBA KAHAJIOB CEi-
CMOCBEMKHM M KOJIMYECTBA CEHCMOIIAPTUMH, YTO IIOBJIEKIO 34
cobort poct cobITa 060pyoBaHusA. I OBl CKa3all, O CEPEAUHBI
ro/ia PHIHOK HUCHBITBIBAT HACTOSNIUE OYM, B HEKOTOPBIX 06J1ac-
TSIX GU3HECA 3TOT OYM IIPOAOJLKAJICA U 10 CEHTAOPs. MBI 3HAMIH,
YTO II€HBI 3ABBIIICHBI, HO HUKTO HE IIPE/III0JIAraj TAKOI'0 PE3KO-
T'0 a/ICHUA.

HTIE: He morvu 651 BbI CKa32Th HECKOJIBKO CJIOB O Poccum?

JKanroap: B ToMm, 4T0 Kacaerca Poccuu, ppIHOK AECTBUTE Ib-
HO HUCHBITBIBAI OGYM JJO MOMEHTA 3aBEPIICHHUS HE(TIHBIMH KOM-
MaHWAMU U UX NOAPATIMKAMHU 10 CEHCMOPA3BEJOYHBIM paboTaM
IUIAHUPOBAHUA IIPOEKTOB Ha 2009 roz. HEKOTOPEIE yiKe AaKe NPeEI-
TNIPUHAIM IIATH B HANIPABJIEHUH 3AKTIOYE€HHA KOHTPAKTOB Ha 2009
TO/I, Y’K€ CBA3BIBATIN CE6s 00SI32TEIbCTBAMH, HAOUPATIU IIEPCOHA,
HEKOTOPBIE JA’KE YCIEIU BBIBE3TH OOOPYAOBAHHE Ha Y/IAJICHHbIE
OOBEKTBI, KK, HAIIPHUMED, B CJIydae IIPOEKTOB HA KPAHHEM CEBEPE,
KOI7Ia HEOOXOJIMO HCIOJIb30BATh OIPAHUYEHHBIN IIEPUO/]] HABHU-
Taluy HA 3aMEP3AIOUTUX PEKAX.

To ecTb, OCEHBIO, PHIHOK OOPYIIWICS BMECTE C II€HAMH Ha
HedTh B TOT MOMEHT, KOIJIa IIOJI-
PAOYUKH TOTOBHUJIHNCH K 3UMHEMY
CE30HY, U JaKe 6pau Ha ce6s cepb-
€3Hble (PUHAHCOBBIE OO0A3aTENbC-
TBa. B OKTAGpe-HOAOpE HAa PBIHKAX
MMOSIBIWJIMCh IIPOTHBOPEYUBBIE CITYXHU
HE TOJIBKO O COKPAIICHUU PabOUUX
MECT, HO U O COKpaueHUuu OOb-
€MOB paboT IO 3aKa3aM KaK Beay-
IUX T'OCYZAPCTBEHHBIX HE(PTAHBIX

) KOMIAHUM, TaK H 00jiee MEJIKUX
YYaCTHHUKOB pPBIHKAa M 3alaJHBIX
KOMOaHUM, paboraonux B Poccun.

DaKTUUECKH K€, B HOAOpe-IeKa0ope BBIICHUWIOCH, YTO CHIDKEHHE

00'bEMOB HE OBUIO TAKUM MOIIHBIM, KaK OXKU/TAIOCh, U MBI BHOBb

B3sUIMCh 34 JI€J10, IPOBEIM 60JIe€ THIATEABHYIO U OCTOPOKHYIO

OILIEHKY BO3MOKHOH CUTYAILIUM B IIEPHOJ] 3SUMHETO ce30Ha 2008-

2009 rogos.

2008 rog 66u1 st ION O4eHb yCITENTHBIM C TOYKU 3PEHMUS Pac-
IIHPEHUs GU3HECA, II0ITOMY C YYETOM JOCTUIHYTOI'O IOJIOKEHUSA
ION cerogHs Kak BO BCEM MHPE, TAK U B POCCHM CYIIECTBEHHO OT/IH-
gaercs ot ION B konrie 2007 roga.

HTIE: Kaxkos Bam nnpornos Ha 2009 rox?

JKanroap: C 2006 roma mMbl 6bUIM HA TOABeMe. Bospoc
CIIPOC Ha OOOPYAOBAHUE. DTO KACAIOCh KaK 0ObeMa IPOJAK,
TaK U CIpoca Ha 6ojee JOPOroe BBICOKOTEXHOJIOTHYHOE 000-
pyznoBanue. CeroiHs Mbl OKHIA€M U IIPOIHO3UPYEM CHIDKEHHE
CIpoca HAa HOBOE OOOPYAOBAHHE B CBA3U C IMPAKTUYECKHUM
OTCYTCTBHEM HOBBIX CEMCMOIIAPTHH, HAPAIIMBAHUA KAHAJIb-
HOCTH CEHCMONIIAPTUI U POCTA PhIHKA. A He(PTAHbIE KOMIIAHUH
CKOHIIEHTPHUPOBAINCH HA JIOCTIKEHUH 60J1€€ BBII'OJJHOT'O COOT-
HOUIIEHUA II€HBbI U Ka4eCcTBa. I103TOMy, €CIM B IIPEKHUE T'ObI
OHHU UHBECTHUPOBAJIN B HOBBIE MPOEKTBI CEHCMOPA3BEIKH, TO
ceiyac, BEpOsITHEE BCETO, OHU OY/IYT CKIIOHHBI K ONTUMU3AIIUH
MIPEXHUX BIOXKEHUH, NEPEOOPAOOTKE IIOJYYEHHBIX JaHHBIX
WIN K UX 06pa6OTKE C IMOMOUIBIO 60jIee IePeOBbIX TEXHOIO-
TUM.

Iyt ION, Kak Uit IIOCTABINMKA PEMIEHUM, 3TO O3HAYAET, YTO
HAIll HOBBIE TEXHOJIOIMH OOPa0OTKU JAHHBIX PEAIBHO BIIMCHIBA-
FOTCA B 3Ty KapTHHY. OTHIM U3 HAIIUX JJOCTIDKEHHI KAK B MUPE, TAK
U B Poccuy, sIBIA€TCA yCTAaHOBJIEHHUE NTAPTHEPCKUX OTHOIIEHUI C
MECTHBIMH KOMIIAHMAIMH B OOJIACTH O6PAOOTKH U MHTEPIIPETALIMHI
JaHHBIX. Harmpumep, Mbl YCTAHOBHIIA COTPYAHMYECTBO ¢ JIAPTEO B
Poccuu co Broporo ksapraia 2008 rosa, v 3TOT TaHjaeM paboraer
Ha 6J1aT0 BEAYNIUX POCCHICKUX He(TEra30BbIX KOMIIAHUH, TAKMX
kak Pocuedrp 1 I'asripom.

HedtonrasEBPA3UA
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For ION, as a solutions provider, that means that our new
processing technologies really fit into the picture. One of our
achievements globally, and specifically in Russia, is that we
have setup alliances with local partners in order to process
and interpret data. We have an alliance in Russia, for example,
with LARGEO since Q2 2008 and this alliance has been very
well received by leading Russian oil-and-gas companies such as
Rosneft and Gazprom.

OGE: What products and services is ION highlighting
now?

Januard: Mid 2008, we released a new marine digital
acquisition system called DigiSTREAMER which fits into
our marine portfolio. Another product is FireFly, a land
cableless digital acquisition system that we have operating
in several countries. We also, as I mentioned, expanded our
data processing and interpretation technologies by setting
up alliances around the world including Russia. In Russia,
we plan to offer land multicomponent 3D data processing
in 2009.

And last but not least, we acquired a company called
ARAM Systems based in Calgary, Canada. ARAM is a manufac-
turer of cable-based land acquisition systems. ARAM is known
for being rugged, reliable and well-adapted to remote, harsh
and cold environment. ARAM’s operations were predomi-
nantly concentrated around North America so Russia is a
new frontier.

The ARAM system is one of a kind in that it is a land acqui-
sition system that is able to work in water of up to 75-meters
depth. It is the only land acquisition system that can do this.
So it has good prospects with Russian customers as acquisition
in transition zone, or TZ, will develop in West and East Siberia,
where there are rivers and lakes — deep rivers with strong
currents like the Ob. It’s fit to purpose. I would say ARAM is a
Canadian company offering real heavy-duty Canadian equip-
ment. Prior to its acquisition by ION, ARAM had sold very few
systems into Russia.

HIE: Ha xakue npoaykrsl ¥ yciayrd ION genaer ynop ceroj-
HA?

ZKanroap: B cepenrae 2008 roz1a MbI BBIITYCTHUIA HOBYIO CHC-
TEMy MOPCKOH cericMopasBeaku 1noj HasaHueMm DigiSTREAMER,
KOTOPAasi XOPOIIO BIIMCHIBACTCS B MOPT(EIh HAIIMX MOPCKUX TEX-
Hosoryi. Eme onyH Hamt npoaykT - FireFly — 6eckaGenpHast peruc-
TPUPYIOIIAsA CHCTEMA HA3EMHOM CEMCMOPA3BEJKH, KOTOPYIO MBI
YK€ UCIIOBb3YEM B PA3HBIX CTpaHaxX. Kak s yke TOBOPWIL, MBI TAKCKE
PACHIMPYIIN HAIIY TEXHOJIOTHH B 00/IACTH OOPa0OTKH U MHTEPIIpe-
TAIUN JAHHBIX 0IaTO/Iapsl YCTAHOBJICHUIO COTPYIHUYECTBA C KOM-
MIAHMSIMHY, 3aHUMAIOIIMMHCI 06PAO0OTKOM Te0(pU3MIECKIX TAHHBIX
10 BCeMY MDY, BKIto4ast Poccrro. IMeHHO B POCCHM Mbl ITTAHUPYEM
MIPE/VIOKUTh OOPAOOTKY TPEXKOMIIOHEHTHBIX 3/l JaHHBIX YK€ B
3TOM T'OfTy.

W HakoHEll, HE MEHEE BAXKHO TO, YTO MBI NPHOOPEIH
koMmaHuio ARAM Systems B Kanrapu, Kanaga. ARAM — mpo-
U3BOAUTENb KaOEJIbHBIX CHUCTEM HA3€MHOM CEHCMOPA3BEIKH.
Cencmuyeckas anmnaparypa ARAM u3BeCcTHA KaK IIPOYHasd,
HAJIEKHAsI U XOPOUIO aJalTUPyeMas CUCTeMa /s paGOThl B
YAAJI€HHBIX MECTHOCTAX C TPYAHBIMH IIPUPOJHBIMH YCIOBUAMH
U C CEBEPHBIM KINMMATOM . Tak Kak KomMnaHusa ARAM MelJIEHHO
pa3BuBajla CBOH OH3HEC 3a mpejaenaMu CeBEPHOH AMEpPHKH,
Poccust 1151 Hee HOBBIH PYOEK.

Cucrema ARAM - yHHKaJIbHAad. DTO CHCTEMA HA3E€EMHOM
CEHMCMOPA3BEIKH, KOTOPYIO MOXKHO HCIIO/Ib30BAaTh U HA BOAHBIX
OOGBEKTAX TMYOHMHOM JO 75 M. DTO €JUHCTBEHHAS Ha3€MHasA
perucTpupyiomas CHUCTEMa, KOTOpast CIIOCOOHA paboTaTh Ha
TAKUX [VIYyOMHAX, IO3TOMY OHA UMEET XOPOIIHE NEPCIEKTUBHI Y
POCCHUIICKMX KJIMEHTOB, TAK KaK CEHICMOPA3B€/Ka B TPAH3UTHBIX
30HaX OyJeT pa3BUBATbCA B 3amajHOI U BocrouHor Cubupwy,
I7le MHOTO PEK U 03€p, INMyOOKUX PEK C CHUIbHBIM TEUYECHHUEM,
Kak, HanpuMmep, O6b. DTO Kak pa3 TO, YTO HaJ0. A ObI CKaszai,
qro ARAM - HacTrosAmas KaHaJCKasg (PUPMa, IMOCTABISIONIAS
HACTOSAIIEE, IPOYHOE KAHA/ICKOE 060PYyA0BaHUE JI0 BXOXKIEHUS
B cocraB ION kxommnanusa ARAM 1npogaia O4€Hb MAJIO CBOUX
cTaHOud B Poccun.
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OGE: As you bring more products to market, what service
provisions earlier versions of your acquisition systems.

Januard: I'd like to clarify that, following the acquisition
of ARAM, there have been rumors in the marketplace about
what we’re going to sell and manufacture moving forward.
We’ve been selling a lot of System Four and Scorpion which
were ION land acquisition systems. These systems are still in
operation and we will continue to support and maintain them.
We will still sell expansions if a customer wants more channels.
For the foreseeable future we will be able to sell more Scorpion
systems if the customer wants to buy. On the other hand, on the
ARAM side, we have just released Aries I which is a new acquisi-
tion system, but we will continue to support and maintain Aries
I. For now, ION and ARAM together will offer Scorpion digital
which works with VectorSeis, a full-wave digital land acquisi-
tion system. Together, we will sell the Scorpion analog system
and the Aries II analog system. This is what we offer now and
we will of course work hard to make these systems compatible
and at the end of the day create a digital version of ARAM Aries
II. The message to our customers is that all these systems are
working and we have no plans to retire any of them.

OGE: How have your alliances helped ION service cli-
ents?

Januard: In 2008, we managed to increase traction
with the oil companies because now we can supply through
the data processing alliance and also through our offering of
data library, made of basin-based geological reports that we
developed in other parts of the world such as India, the US and
Canadian Arctic, West Africa and South America. Because of
this, we’ve managed to get much closer to companies such as
Rosneft and Gazprom because we’re better placed to address
their issues and hot topics around the world, and not just
sell equipment that helps them to acquire their data in West
Siberia. In 2008 we won the largest Russian deal ever for ION.

OGE: So how do you see 2009?

Januard: I think for us, weathering the storm means
refocusing on addressing very specific issues with each oil
company. By that I mean addressing specific fields, specific
structures, and specific geological problems. In 2009, there is
not going to be a “deal of the year” or a “sales person of the
year.” It’s going to be a “solutions year”, a “fit to purpose year”.
The path to success in 2009 is to get to key customers and find
out what they need from you, not what you have in your port-
folio to sell them. For instance, before the crisis, our approach
was to gather several oil companies in one room and present
our technology to them.

But what we've done is ey
to refocus, and now we '
visit oil companies one 1%

by one; department by F' Ft

department and discuss
with them the technical
issues they face.
Globally ION has
seen lots of improve-
ments and in Russia
specifically, as I've said,
we’ve gone through a
huge change, a real evo-
lution from being an
equipment supplier to
becoming a real, more
subtle solutions engi-
neer, a trusted advisor to
oil-and-gas companies,
and this is paying off. @

\

HedtonrasEBPA3UA

HIE: KakoBa cyapba BamMX IIPEKHUX pa3pabOTOK cevac,
KOIZIa HAa PBIHOK BBIXO/AT BAIIIM HOBBIE IIPOYKTHI?

JKanroap: Xotesn Obl OSICHUTD CUTyaluio ¢ ARAM, Tak Kak
Ha PBIHKE XOWIO MHOI'O CJIyXOB O TOM, KAKOE€ OOOPYZOBAHHE MBI
COOHPAEMCS PEAUTU30BBIBATh U IIPOU3BOAUTH B IIEPCIIEKTHBE. MBI
MPOJABAIM MHOIO TAKHUX CTAaHIIMI, Kak System Four u Scorpion,
KOTOPBIE AB/LUIMCh Ha3eMHBIMU cucreMamu ION. 91U cucreMsl O
CHX ITOP UCIIOIB3YIOTCS U MBI OyZIEM ITPOJO/DKATh UX 0OECTICYEHHE
u nojyiepkKy. Korzma xireHTaMm Heo6X0JUMO YBEIMYUTb KOJTYECT-
BO KaHAJIOB, MBI OOECIICYNBAEM X BCEM HEOOXOAUMBIM. B 0603pu-
MOM OYyIIEM MBI CMOKEM JIAJIbIIIE IIPO/IABATh CHCTEMY Scorpion,
ecy Ha Hee 6yzaeT ciupoc. C Apyroi CTOPOHBL, ECTIH PACCMATPHUBATH
curyaunio ¢ ARAM, kommaHyss ARAM TOJIBKO 9TO BBIITYCTHIA HOBYIO
cHUCTEMY cericMopa3Beky Aries 11, , HO MbI IPOJO/DKUM OGectieye-
HHE U OIIEPKKY cucTeMBl Aries 1. Ceituac ION u ARAM 6yayT coB-
MECTHO MpeIarate mugpoByIo CHCTeEMY Scorpion, KOTopast pa6o-
Taer ¢ VectorSeis — TPEXKOMITOHETHBIMH ITH(DPOBBIMU JATIUKAMH.
BMmecte MBI OY[ET IIOCTAB/IATh U aHAJIOTOBYIO CUCTEMY Scorpion, 1
AHAJIOTOBYIO cucreMy Aries II. BoT, 4TO MBI IIpeyjIaraeM cernyac u
TIPWIOKUM BCE YCUIHA, YTOOBI CJIE/IATh 3TH CUCTEMBI COBMECTUMBI-
MH, YTOOBI B KOHEYHOM HTOT€, CO3JaTh U(POBYIO Bepcuio ARAM
Aries 2. TTOCBUT HAIINM KJIMEHTAM TAKOB, YTO BCE 3TH CUCTEMBI PA60-
TAIOT, U MBI HU B KOEM (JIy4ae He ITITAHUPYEM OT HUX OTKA3bIBATBCSL.

HIE: Kak Bamu nmaptaepsr nomoraiorT ION B 06CTy>KMBAaHUN
KINEHTOB?

ZKanroap: B 2008 1. HaM yJaJIOCh YITyOUTb B3aMMOZACHCTBHE
C HE(PTHBIMHU KOMITAHMSIMHM U TEIIEPb MBI MOXKEM COTPYIHUYATH
KaK B OOJIACTH OOPAGOTKH JAAHHBIX Yepe3 HAUI AIBSHC, TaK U IIO
IIOCTABKE OHMOJIMOTEKH JAHHBIX. DTO OTYETHI II0 I'€OJIOTHYECKUM
GacceriHaM U3 JIPYTUX YacTer MUpa, KaK, Harpumep, VHauu, ame-
PHUKAaHCKOH M KaHA[ICKOM apKTUKH, 3anagHou A¢puxu u FOxxHoH
Amepuxkuy. brarogapst 3ToMy, HaM y1a710Ch 3HAYUTEIBHO COMTU3UTD-
€A C TAKUMH KOMIIAHUAMM, Kak PocHedTb 1 I'a3npoM, Tak Kak y HaC
60JIbIIIE BO3MOXKHOCTEH B PEIICHUH HX IIPOOJIEM U 3344 110 BCEMY
MHPY, €CJIN COMOCTABUTD 3TO C IIPOJAKEN 000PYIOBAHMA, HCIIOb-
3yeMOro B IPOBEICHUM ceficMopa3Beaku B 3anagaHoi Cuoupu.
B 2008 1. MBI BBIMI'PAIM CaMBIH KPYITHBIH KOHTPAKT, KOIJa-TM00
3axmodeHHbIN ION B Poccun.

HIE: KakuMm Bam npeacrasnserca 2009 rox?

JKanroap: /Iymaro, U1 HAC IIPEOJOJIEHUE HBIHEIIHEH TsDKe-
JIOH CHUTyallMH 3aKII0YA€TCAd B aKUEHTUPOBAHUM BHHUMAaHUA Ha
KOHKPETHBIX NMPOOIEMaX KOKIOH He(MTAHOM KOMIIAaHUM. SI UMeEIo
B BHJIy COCPEIOTOYEHHE YCWIHNI Ha OTAEIBHBIX MECTOPOKACHUAX,
KOHKPETHBIX CTPYKTYPaX M KOHKPETHBIX I'€OJIOTMYECKUX 33/1a9aX.
IToxoxe, yto B 2009 rogy Mbl HE YBUIMM HHU «CAEJIOK I'Ofid», HA
«IIPOJIABLIOB I'0/1a». DTO OY/ET «I'0Ji HECTAH/IAPTHBIX pellie-
HUID>, «I'Ofl UHAUBUYAILHOIO II0AX0Aa>». OCHOBOU YCIIe-
xa B 2009 romy 6yaeT oAaXo, K KII0UEBbIM 3aKA3UYNKAM U
BBIICHEHHE UX IIOTPEGHOCTEMH, a HE TOTO, YTO BBl B COCTOSI-
HHUH UM IPEJIOKUTD. [J0 KpU3HCa MBI IIPOCTO ITPUIJIAIIA-
JIM HECKOJIBKO HE(PTAHBIX KOMITAHUH K C€0€ U IIPOBOJMIIN
JUIA HUX IIPE3EHTALIUY HAIIUX TEXHOJIOIUH. CerofHsa 3T10T
TIOAXO/, HEOOXOAMMO IIEPECMOTPETD, TENIEPH MBI IIPUXO-
JIM K HE(PTSIHUKAM, OOXO/IFIM KOMITAHUIO 32 KOMITAHHE,
OT/IEN 32 OTJEJIOM, U OOCYKIAe€M C HUMH TEXHUYECKHE
32/1a4H, C KOTOPBIMH OHH CTAJIKUBAIOTCSL.

Kak g yxe rosopwi, ION MHOroro JOCTUITIA U B
mupe, 1 B Poccuu B yacTHOCTH. Hallra KoMIaHus CHIb-
HO BHJOHU3MEHWIACH, IIPOILIA HACTOSAIIYIO 3BOJIOIHIO
OT MOCTABIIMKA OOOPYAOBAHUS /IO BBIXO/IAa HA YPOBEHBb
HACTOSIIIIETO UHXKEHEPA — Pa3paboTunKa 6ojiee TOHKUX
pEIIEHNH, I0OBEPEHHOIO KOHCY/IBTAaHTA He(TErasoBbIX
KOMITAaHHUH, ¥ 3TO IPUHOCHUT CBOU IUIOABL.

@ lon-Russia in-house repair engineers troubleshoot an analog unit.
@ Cotpypxukm lon-Russia npoBoasT AMarHoCcTUKY aHanorosoro
060pyaoBaHus.
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