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- Third, the members of each group will develop ongoing
communication so they can contact each other to raise
specific issues as they arise. This should reduce delays
and problems that emerge as Perestroyka continues.

- Fourth, as Perestoyka continues the process of
"restructuring™ the Soviet economy, the groups will offer
forum at which for our firms to disci 3 areas of confi ion
or individual concerns.

Acceleration in the negotiat g process:

With the improvement in U.S.-Soviet political relations and
with the advent of Perestroyka, American companies are
regaining interest in the Soviet market.

However, more must be done to create a business environment
which will allow viable contracts or joint venture
a :ments in non-strategic are: to be signed.

A survey of American firms negotiating in the Soviet market
suggests that an average of 3-5 years is required to
conclude a contract, and that frequently, after great
expense on the part of the American company, no contract is
ever concluded.

One of the objectives of Perestroyka is "uskoreniye" or
acceleration. Uskoreniye must be applied to the foreign
trade sector. U.S. firms must see contracts signed as
tangible proof that the Soviets are serious and that
business will result for competitive firms.

As Soviet organizations move towards self-financing, they
must recognize, as their American counterparts do, that
"time is money" and that both sides lose when negotiations
draw out over several years.

American companies have indicated a number of areas which
delay contract negotiation. For example, often proposals
are returned to the ~ —:ican bidder v '~ 1 indication
the Soviet side is d itisfied with the proposal, but no
specific reasons are cited.

often unsure as to their authority.
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