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Before you start... (2)
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What is (are) your priority(ies)?



Possible market entry strategies

[ Strategy to choose: key aspects ]
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[ Strategy to choose: pros and cons to fit circumstances ]




Doing business in Russia- keep in

Size of the country

Logistics, transport
infrastructure

mind...

Population and
income distribution,
largest cities

Business culture

Laws and regulations,
taxes, local and foreign
labor force attraction

Customs duties,
control, regulation
etc.



Where to get information and
partners?
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