
Market Entry Strategies 
Russia 

brief guideline 



Before you start… (1) 

Identify competitive 

advantages 

Company 

analysis 

Define the best 
products to enter 

with 

Estimate resources 
required 

Identify and 
evaluate potential 

market(s) for 
entry 

Determine the 
constraints on the 

company 

RUSSIA Do your 
homework…. 

Why? 

Market volume and 

tendencies 

Industry analysis 

Customers 

characteristics, 

segments and niches 

Market structure 

Market threats 

estimate 



Before you start… (2) 

Business-models of 

market leaders 

Competitive 

analysis 

Competitors' products 

features 

Benchmarking of main 

business indicators and 

business-processes 

Main features of 

distribution channels  

Distribution 

channels 

analysis 

Negotiations with 

potential partners and 

industry experts 

Profitability and 

volume of 

investments estimate  

Market entry 

strategy 

Market entry options 

Brand (product) 

portfolio  

Positioning and pricing 

Competitive risks 

estimate 

Sales geography 

analysis 

Risks avoidance 

Control over 

business 

Costs and  

potential profit 

Available 

information for 

decisions 

Long-short term 

orientation 

Learning from 

others 

Specialization 

Speed of 

expansion 

What is (are)  your priority(ies)? 



Possible market entry strategies 

Strategy to choose: key aspects 

Export  

Cost leadership 

Mass market  

Independent entry  Domestic partner 

Local production 

Focus 

Premium segment 

or 

or 

or 

or 

Manufacturing at 

home 
Manufacturing 

abroad 

Direct/ Indirect  

Contractual/ 

Investment 

entry 

Strategy to choose: pros and cons to fit circumstances 



Doing business in Russia- keep in 
mind… 

Size of the country 
Population and  

income distribution, 
 largest cities 

Logistics, transport 
infrastructure 

Customs duties,  
control, regulation  

etc. 

Laws and regulations, 
taxes, local and foreign  

labor force attraction 

Business culture 



Where to get information and 
partners? 

Potential partners 

and sources of information 

Government  
Institutions 

( incl. MoFA) 

Entrepreneurial  
clubs 

Investment funds 

Consulting 
companies 

Industry  
associations 

Research  
companies 

Past and  
present clients 

Business  
associations 


